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WELCOME

I really do hope that, when this magazine reaches you, the lockdown
restrictions will have been eased somewhat. But, at the time of writing this,
it wasn’t looking good. Coronavirus cases in Hull were soaring and the city’s
director of public health had issued an urgent appeal for people to heed the
guidelines or we would head straight into Tier 3 after December 2.
Even if hospitality is allowed to reopen to some extent, the dangers won’t
have gone away; taking all the brakes off so we can enjoy party time at
Christmas seems reckless to me – it might just end up coming back to bite us
in mid-January, prolonging the nightmare yet further. There’s been positive
news about a vaccine, but this won’t change things in the short term, so we
must ride out the next couple of months as best we can.
I would echo what many people have been saying, which is to urge you
to think local for your Christmas shopping this year. Various online initiatives
have been set up to showcase our region’s businesses, so, if you’re not willing
or able to go down the high street, spend the time you’ve saved by doing a
little bit of research. Seek out the many indie retailers who are working flatout to offer online deliveries, such as JE Books, which we feature this month.
Jeff Bezos, who earns more in one second than many people do in a month,
doesn’t care about your custom – but to the small business owner, it could
prove to be a lifeline.
There’s a similar message from the travel sector – use us, or lose us. Karl
and Kelly of Beverley Travel tell us why you shouldn’t wait if you’re thinking
about a holiday in 2021 – and again, by going local, rather than booking
through some faceless online marketplace, you’re supporting local people
as well as their supply chain. Not to mention the fact you’ll get a personal
service with built-in protections.
And finally, my other message would be
– look out for each other. Look out for your
colleagues, your friends, your family members,
your neighbours. Christmas 2020 will be like
no other – but maybe it’ll be a chance to focus
on what really matters: staying safe and well. I
wish you all the best for Christmas and a very
happy new year. Surely, it can’t be worse than
this one…
Sam Hawcroft, BW Editor
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It has been rubbish
hasn’t it, but
there’s still time for
a Christmas Bonus!
Don’t let the
opportunity pass
your business by
for another year

2020 should have been a decent year; it was
the start of new decade; we should have got
a final idea of our future trading relationship
with the EU after months of not knowing; and
there was going to be an election in the US
and then COVID struck. For many it has been
a significant challenge, some companies have
thrived, the most unfortunate companies have
failed and some of us have just plodded along.
We had high hopes for 2020, continued
business growth, attending a number of
business shows, finding new customers, and
initially everything was great, 2020 started
with a bang, we had our busiest first quarter,
everything went according to plan, and then
at the end of March, the lights went out and
stayed out for most of April and much of
May, and we had our worst second quarter
for 4 years. They have slowly come back on
in June and July and then in August when we
all would have all been away for our summer
holidays, they were burning bright, just like the
sunshine for some of the month, and they have
continued burning in September and October
and should keep going now through the dark
winter months, despite this second lockdown.
As we begin to hear the death knell of this
terrible year, it is also a time of frantic fiscal
activity for many businesses. With a majority of
companies having a December or March year
end, the end of the calendar year marks a triple
whammy for many. The 31st December is the
deadline to amend a Tax Return for a financial
year ended December 2018, it’s also the date
by which a company has to file their initial Tax
Return for the year ended December 2019
and it is also the day before a company with a
March 2020 year end has to pay their tax bill!
It makes it the busiest time of the year for
an R&D Tax Credits firm, but surprisingly as we
enter into this period we find ourselves a little
bit ahead of the game for a change.
If you are the owner or technical director of
one of those companies with a December or
March year end, you could enter 2021 with
the prospect of a far healthier bank balance. If
you were engaged in a project in 2018, 2019
or 2020 that had an element of a scientific,
engineering or technological challenge and
your own staff or someone else’s were working
to try and solve that challenge then you could
have the potential to claim for R&D Tax Credits.
If that project was focused on developing

Simon Bulteel, Director at Cooden Tax Consulting

a new, or significantly improving an existing;
product; material; process; or device or
delivering a new or improving a piece of
technology essential for your business then you
really should be talking to someone about your
claim.
Given that the tax savings for a company,
or a group of companies employing less than
500 staff could generate a tax saving of up to
24.7% for a profitable company or 33.35%
for a company that has made losses in the year
and could surrender those losses to HMRC for
cash, it really should be a task that moves to
the top of your to do list. If you are a larger
concern with over 500 employees, or you have
a balance sheet over €86m and turnover in
excess of €100m then you will only be eligible
for the Research and Development Expenditure
Credit. Whilst not as generous, it still pays out a
fairly healthy 9.72% for 2018 and 2019 and a
better 10.53% from 1 April 2020.
It sounds like you might have quite a lot
to lose, would you like to find out once and
for all whether your company might have the
potential to claim. Our discovery calls take
about 15 minutes. We’ll start off by asking a
couple of pointed questions and then spend
most of the time listening to your answers
and maybe asking more questions to explore a
particular avenue. Book a call at www.calendly.
com/simon-bulteel
Finally, whatever you do, stay positive, stay
safe, don’t let COVID and lockdown 2.0 get the
better of you or your business, have a cracking
Christmas and see you on the other side, for
what should be a slightly better 2021. l
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ACHIEVE YOUR GOALS WITH OUR
TRUSTED BUSINESS ADVISERS
Whatever your sector, Sirius offers confidential and professional support
Sirius offers free ongoing support and
mentoring to all businesses of any age.
We even have our own Business Loan
Fund, which can help to put your plans
into practice. The service is available to any
individual or business in Hull and the East
Riding, in any sector.
All of Sirius’s support and advice comes
from friendly, experienced business advisers

who will go the extra mile to ensure your
success. Sirius also runs free workshops on
important issues such as marketing, funding,
investment readiness and bookkeeping.
Established in 1999, Sirius also has a huge
network of local businesses that are happy
to share their routes to success and help you
avoid unnecessary pitfalls.
Free one-to-one support is available from
our BEIS-registered business advisers. They
will be able to discuss your business idea and
help to bring your plan alive, as well as assist
you with financing and reaching your goals.
Our advisers will also be there for you
on an ongoing basis, offering you free
mentoring support at all stages of your
business growth. Due to the current Covid-19
situation, Sirius support appointments and

workshops are delivered via telephone, email
and video-conferencing. l

To arrange an appointment with a Sirius
business adviser, book on to a workshop,
or for any more information,
please call 01482 890146
or email info@sirius-hull.co.uk.
For business funding queries, contact
Sirius via sirius-hull.co.uk/businessloan-application. We also have business
funding opportunities in York – please
inquire on 01482 890146.

WHY CASHFLOW MONITORING IS
CRUCIAL FOR BUSINESSES
81% of small firms collapse as a result of failing to keep track of incomings and
outgoings, but Turpin Accounting Services has a tool that can help.
Cashflow is now more than ever an
important tool to track movement of
money within your business. It can enable
businesses to see where their biggest
expenses are or what costs they can cut
down on or prepare for.
Failing to watch cashflow can result in
overspending, overtrading and periods
with no income that you may not be aware
of. Cashflow monitoring is a vital tool,
especially while trying to navigate through
the pandemic.
So why is cashflow forecasting so
important in a business?
It can help to predicts when you could run
out of cash; a simple tool to show where you

stand after your outgoings whilst monitoring
customer and creditor’s movements. It gives
you the ability to chase any outstanding
debts or arrange overdrafts or loans if you
think you are going to run out of money.
Ensure all points of income and expenses
are added, such as transfers between current
and savings accounts and credit cards, not
forgetting suppliers and debit card payments
and customer receipts, making it easy to
keep on top of balances and avoid bank/
overdraft fees.
If you’re looking at making a large capital
purchase or expanding your business, or
even just looking at long-term growth, you’ll
need real-time figures to decide whether

you need to borrow money (and, if so, how
much). l
If you need assistance, we’re here to
help – call Liz on 01482 210876 or email
Liz@TurpinAccounting.co.uk
Alternatively, we’ve added a simple
cashflow tool to our website, so head
over to turpinaccounting.co.uk/cashflow
for access to your free cashflow sheet
download and ‘how to’ fact card.
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WASTE NOT,
WANT NOT…
A devastating fire and then a pandemic – all within
the space of six months. But Rob Brocklesby is
hugely positive about the future of his business,
which is a leader in recycling edible oils and fats.
By Sam Hawcroft.

H

ere at BusinessWorks, we love
stories about people who have overcome
challenges and setbacks to achieve their
dreams. Rob Brocklesby had one the
biggest setbacks imaginable – on the
evening of Christmas Day last year, he
received a call telling him his factory was
on fire.
“It gives me the shivers every time it’s
mentioned,” he says. “Without a shadow
of a doubt, it was the worst day of my life.”
In an instant, it looked like everything
Rob had built in the past few years had
gone up in smoke. He rushed down to
the site, in North Cave, and was running

on pure adrenaline for the next 24 hours,
working alongside the fire service and
holding urgent crisis management meetings
with his key staff. It wasn’t until he finally
returned home later on Boxing Day that it
really hit him.
“I got to my back door and I just wept.
It all came out at that point. But from that
moment, it was a case of, right, what do
we have to do? How are we going to deal
with it? We have a fantastic team here
and everybody absolutely knuckled down;
the first three months of 2020 were really,
really tough, but business started to settle
down.”
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About half of the 10-acre site was destroyed in the fire. “We lost our tank
farm,” says Rob, “as well as our boilers, engineering workshop and welfare
facility – and several hundred tons of oil were literally lying around the site.”
Brocklesby had been in a strong position before the fire. Rob says he’d never
really feared it would spell the end of the business, though he cites statistics
(from NFU Mutual) showing 80% of firms that suffer similar devastating events
collapse within 12 months. “I don’t think there was ever a risk of us going
under,” Rob said. “But I think whenever you have a major catastrophe, you’ve
really got to be in control of what’s happening, and up to now, that’s what
we’ve done.”
And then came the pandemic. But first, let’s go back a bit. Rob first joined
Brocklesby in 1992 – five years after the company had been launched in Hull by
his father – fresh from completing his A-levels and a short stint at NatWest. At
that time, it was a small business with about 10 staff, and Rob got stuck into all
areas of the operation. “I could be driving a truck, doing some manual labour,
some bookwork or selling products – a raft of different things you’d need to do
in a small business.”
By 1996, turnover had shot up by 500% and Brocklesby had outgrown its
existing premises, prompting the decision to move out to the current North
Cave site in 1997. The firm went from strength to strength. In 2017, an
investment of £14 million in an anaerobic digestion plant gave the company the
capability to convert more than 60,000 tonnes of food waste into renewable
energy and power more than 11,000 homes. Two years later, Brocklesby won
the Green Award at the Hull Daily Mail Business Awards, as well as being
named as a finalist in the technology and innovation category of the National
Family Business Awards at Wembley Stadium.
Rob spent three years away from the company, having left in 2000 after what
he politely calls “a difference of opinion” with his father. He worked elsewhere
for a time, including at Marr Foods in Hull as a national account manager. Then,
in 2003, his father got in touch with a view to Rob rejoining Brocklesby after a
few years of difficult trading conditions. “He asked whether I was interested in
buying into the business,” says Rob. “And that’s what I did.” He initially took a
37.5% shareholding, becoming 50-50 with his father in 2008.
“Over the past 15 years or so,” says Rob, “the business has continued to
evolve, implementing new processes. There have been many investments over
the years to continue growing the business because if you don’t make those
investments, you go backward. That’s the treadmill of business, you’ve got to
keep on it.”
Not everything has worked out along the way, but Rob and his team have still
been able to turn things around to their advantage. In 2005 they invested “the
thick end of £1 million, which we probably didn’t have”, to build their own
biodiesel production facility. “That wasn’t a major success, to be honest. We
learned the hard way, however, as has happened with quite a few investments
on site; while the initial investment hasn’t worked out, we’ve modified
equipment to turn it into something else that’s been successful. I think it’s
always about taking a punt – but a calculated punt – and running with it.”
Brocklesby is all about adding value to the food manufacturing business,
Rob says. “Typically, they don’t knock on our door – we knock on theirs. So,
for example, if there’s a manufacturer that’s cooking and frying chicken, we’ll
provide equipment to take the used frying oil; we’ll put tanks in at their site to
make it easier for them, and we’ll take the cooked fats – but then we’ll also
look at wherever they’ve got any drainage issues, where there are oils and fats
going down their internal systems, and we’ll invest on their site to reduce their
cost and recover those products. We’ll then also look at the food waste streams
we can take. So we provide an outright package providing investment into their
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site, improving their corporate position and
their environmental stance, and typically
saving them money.”
So it’s a win-win all around, then? “Yes
– we want the waste product, but we need
to come up with a solution; something
better than they’ve currently got. That’s
what we’re doing every single week.”
Ironically, being so much in demand has
been challenging while the site gradually
gets back up to capacity following the fire.
“It’s funny because sometimes business
comes along when you don’t really want
it – we’ve picked up some good chunks
of business this year, which we’ve had
to manage as we haven’t had all the
infrastructure on site, but we’ve been
resourceful and invested elsewhere to
make sure we can continue processing
and serving our customers. By the end of
this year or early next, we’ll have a fully
functioning facility here where we can bring
all processing back in-house with a great
platform to continue our growth.”
Rob says he feels “buoyant” about the
future. Brocklesby is poised to be at the
heart of the green revolution, despite the
fact that the more efficient companies
become at managing their own waste, the
less they will need Brocklesby’s help. “What
we have to do and what we’ve always
done, is be innovative. We’re constantly
looking at how we can acquire more
waste products because a lot of companies
generating the waste would rather not

generate it, so we’ve got to be nimble and
agile. That’s why we look as far as waste
water streams and any waste product we
can extract an oil or fat from, which is great
for business, great for our customers and
great for the environment.”
He also sees positives around the Brexit
situation, not a phrase we’ve been used to
hearing of late. “I think we sit in a strong
position because UK food production
will continue and there are opportunities
for increased UK food production rather
than less, as exports or imports become
potentially more expensive or more difficult.
We’ve just got to be here, in the right
position, with the raw material to sell into
that sector in the UK rather than biofuels
being imported from other parts of the
world.”
Earlier this year, Brocklesby further
strengthened its management team,
welcoming Neil Taylor as the new
managing director and Iain Jennison as
finance director. Rob is quick to refute any
suggestion that this means he’ll be taking
a step back from the business. “There
came a point in time where I realised that
as we go for the next phase of growth, the
team needed strengthening. I also had to
look in the mirror and understand what
strengths I bring to the business and where
I’m a bit weaker, and there was an outright
requirement for somebody to take the reins
on a day-to-day basis. More importantly, I
needed to drive the rebuild forward – and

that’s a full-time role. What I expect to
do after that’s complete is continue to be
involved in the Brocklesby business, more
as a guide for Neil but also to drive the
animal feed opportunities within our sister
business, Adams and Green. So, there’s
plenty for me to do – I’m definitely not
hanging up my boots!”
And it’s a good job he’s not. He is
reluctant to admit it, but it’s clear his drive
and passion have been key to the survival of
the business. Returning to the question I’d
asked earlier on – could the business have
gone under after the fire? – he concedes
that, had he acted “out of character and
buried his head in the sand, then, yes,
absolutely it could”. It’s taken a toll on him
personally, despite the fact he doesn’t really
do stress; “I think other people can tell
when I’ve just got too much on. We were
already pretty busy, but after December 25
last year and through this year, it’s been
really, really hard. I’ve probably been more
tetchy at home; I’ve had a little less time
there – but with the rebuild starting, and
Neil and Iain joining, there’s definitely light
at the end of the tunnel.”
The most inspiring of business leaders
don’t tend to refer to themselves as
inspiring – and Rob is as modest as they
come. “I may be the leader, or the owner,
of the business, but actually it’s not me,” he
insists. “I suppose my job is – I don’t know
whether ‘inspire’ is the right word – but it’s
to inspire others to want to be part of it.” l

Hull businesses are being offered an
exciting opportunity to become more
energy efficient.
The Hull Business Energy Efficiency
Scheme - or HBEES as we like to go
by - is a Hull City Council-led scheme
which offers a whole host of measures
that will assist businesses to reduce their
energy costs, whilst also reducing their
contribution to greenhouse gases.
HBEES is part-funded by the 2014 2020 European Regional Development
Fund Programme.
The City Council wants to see our City
at the forefront of the drive to reduce
carbon emissions and the impact of
climate change. With the UK on a path to

an 80% reduction* in its carbon dioxide
emissions by 2050, Hull is embracing a
low carbon economy to ensure this wider
future prosperity.
Specialist support provided by the
Council will include the installation of
new technologies such as heating and
LED lighting systems, solar panels and
even personal wind turbines - access
to expertise and advice, as well as
opportunities for grant funding in order to
invest in energy-saving equipment.
HBEES is aimed at SMEs across the
city. So if you’re a small or medium-sized
enterprise with fewer than 250 employees
then you may be eligible for the scheme.
Once registered you will receive an

energy assessment visit and report at
zero cost to you. The report will outline
the potential improvements that can be
made, showing how any investments that
businesses make now, will benefit not
only each individual business and help
them save money, but facilitate Hull’s
future as a greener city.
Following the initial assessment, any
improvements that business owners
choose to implement, can be part-funded
by HBEES, with the scheme potentially
offering grants of up to £10,000.
Businesses interested in the scheme
can discover more about it, as well as
contacting the HBEES team today by
visiting www.hbees.co.uk.
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Nicola Barrass
examines a legal
‘grey area’

Consultants – employee
or self-employed?
When a business engages an individual on a
self-employed basis, the perceived benefits
may include simpler tax arrangements and
avoiding all the complexity of employment
law. However, titles such as ‘consultant’ and
‘independent contractor’ are frequently open
to challenge.
Earlier this year Manchester Employment
Tribunal decided that a hairdresser who
had signed a self-employed consultancy
agreement was in fact an employee (and was
therefore able to bring claims including unfair
dismissal, redundancy and holiday pay). The
case is a useful example of the tests applied
when Tribunals look beyond the paperwork
that the parties sign and consider the real
nature of the working relationship.
In the Manchester case the salon argued
that they were simply allowing the Claimant
to use their facilities to run her own business.
However, the key employment tests of
mutuality of obligation, control and personal
service were found to have been satisfied.
The Tribunal noted that the Claimant was
required to carry out the appointments that
were booked for her, and she had no real
freedom to choose which work to accept.
There was a high degree of control exercised
over her attendance and time off, her
clothing and the prices she charged. She was
unable to work elsewhere and would not
typically send a substitute of her choice in the
event that she chose not to or was unable to
work.
In another case from this year several
cycle couriers were found to be workers
and able to bring holiday pay claims. Most
of the couriers were not truly operating as
businesses because they did not provide
their services elsewhere. Although there
was a right to send a substitute, it was
never exercised in practice and personal
performance was still expected.
In cases where status is disputed the
Tribunals look to see if the individual is truly
operating as a business, with all the flexibility
and economic risk of being self-employed.
In the absence of these factors, engaging
individuals as self-employed brings the risk
of employment claims, as well as possible

implications from failing to operate PAYE
arrangements.
Before the pandemic the government
stated that it would legislate to introduce
clearer tests of employment status. As that
won’t be a priority at the moment, it seems
it will continue to fall to Tribunals to analyse
on a case by case basis those relationships
which fall in the large grey area between
employment and genuine self-employment.
Looking ahead, the Government currently
plans for off-payroll working rules (IR35)
to be extended to large and medium-sized
private companies from April 2021, having
been delayed from earlier this year. This is
tax legislation (the Government estimates
it loses £1billion a year in avoidance of
employee income tax and NIC’s by individual
services being provided through intermediary
businesses). However as similar tests are
applied by HMRC and Employment Tribunals,
these coming changes are a further reminder
of how employment law rights can arise from
purportedly self-employed arrangements.
If you require any advice on this topic,
or other Employment issues please contact
Nicola Barrass on 01482 320620. l
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Pete English
assesses the impact
Covid-19 has had
on many businesses,
and how Reality
Solutions can help
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How Reality Solutions
can support you and
your business during this
challenging year
There is no doubt about it, over the past year
Covid-19 has drastically affected every aspect
of our lives.
In April, it was recorded that almost half
of people in employment were now working
from home due to the Coronavirus pandemic
and subsequent UK lockdown. As a result,
many people have had to readapt to a new
work environment at home, as well as quickly
learn new tools for collaboration, work
sharing and communication.
As the number of home workers has
increased, we have also seen a rise in the
number of security breaches and cybercriminal
activity. This is most likely due to employees
using home equipment and less stringent
protocols, offering hackers an easier route into
a business network.
If you are concerned about the impact
Coronavirus may have on your business, the
good news is that we are here to help!
Reality Solutions is a local and independent
provider of IT support, communications
services, and financial software solutions to
help you and your business strive through
these challenging times.
Sage financial Solutions
At Reality Solutions, we specialise in
designing bespoke Sage financial solutions,
giving you complete control over your
business. To help our clients work remotely,
we have introduced Reality Cloud, a modern
cloud-based desktop solution allowing
multiple users to connect securely to their
Sage financial solution anywhere. Reality
Cloud supports remote working to aid agility,
productivity, and efficiency, ensuring that you
are always connected to your customers.
Remote working solutions
In addition to our financial software, we can
also help you work remotely using modern
collaboration tools such as Microsoft 365.

This modern cloud-based solution allows you
to access Microsoft’s apps wherever you are
across multiple devices.
24/7 IT support
As many people have readapted to their
new working environments, we understand
the importance of having flexible and highquality IT Support. Our Support Engineers
push themselves to give our customers the
best IT service possible, whether they are
working in the office or at home. Our support
services are available during normal business
hours as standard; however, we also offer
premium packages offering additional 24/7
assistance for those working flexibly.
Connected everywhere
We understand how critical it is for
businesses to communicate with employees
and stay connected with customers.
Thankfully, our 3CX telephone system ensures
that you can continue to make secure and
high-quality calls whether you are working
on-site or away from the office.
Safe and secure
With cybercriminal activity on the rise
targeting people working from home, our
customers at Reality Solutions can relax with
ease knowing that their business data is
always safe and secure as it is stored on our
highly secure cloud-based servers. We can also
offer guidance and support to ensure your
remote connection is securely encrypted.
Contact us
If you would like to find out more about
how we can support you and your business
during these challenging times, please check
out our website www.realitysolutions.co.uk
or alternatively, please contact our team
on 01482 828000 or customerservice@
realitysolutions.co.uk. l
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PERFECT
MATCH
Sam Hawcroft talks to Mike Wardell, CEO of Giacom, provider of cloud
software to IT firms and the new principal partner of Hull City.

E

ven if you’re a technophobe who
thinks a cloud market is where God does
his shopping, chances are you’ll have
heard of Giacom. That’s because it was
announced as Hull City’s principal sponsor
for the 2020-21 season – the first local
firm in more than 10 years – and even
despite the pandemic making matches offlimits to fans, it’s a move that Giacom CEO
and Hull City fan Mike Wardell believes is
paying off.
While Giacom might not yet have
been on the public’s radar, its status as
Yorkshire’s fastest-growing company had
attracted the attention of the club. “They
had seen it in the Insider and reached
out to me,” says Mike. “I’d never really

thought about it – I wasn’t sure whether
it was the right idea to be spending a lot
of money on sponsorship and branding –
but I went to meet them and I was really
impressed with the club’s commercial and
marketing team. They came up with loads
of ideas about what we could do.”
As the meeting wore on, Mike became
more and more convinced that Giacom
was the perfect fit for City. “It’s a football
team, but it’s still a local business and it’s
important to a lot of people. What I also
realised is that the sponsor name could
be on kids’ shirts now, unlike the previous
sponsor which was a betting company. I
was thinking, actually, what a good thing
this would be to do, firstly for the club

and, secondly, for the local community to
have a local business on the shirt.”
It would also bring the company from
“behind the scenes” into public view. “We
didn’t have a local brand, or presence –
people didn’t know we existed despite
the fact we’re a £50 million company in
Hessle.” And it gave Giacom’s staff a boost
during dark times, Mike adds. “There
was a real buzz – even people who didn’t
like football, or didn’t support Hull City,
were really quite lifted by it. I was a bit
concerned about the fact that the stadium
wouldn’t be open and it wouldn’t have the
impact – but overall, from a business and
community perspective, it felt like the right
thing to do.”
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It’s probably the most high-profile move yet in Mike’s exceptional career to
date, and far from his original ambitions to write computer games. In fact, he
had few real career plans at the outset. “I picked A-levels that I knew I was good
at, rather than for the job I wanted, and I picked the university course I thought
I’d be good at [accounting and computing], and that was really the extent of my
thinking. At that age I’m not sure many have it figured out.”
However, he had a good head for numbers and picked up a solid work ethic
from his finance director father, who would put him to work during the holidays.
And while going into gaming sounded like a great idea, it wasn’t practical. “I had
a choice to make,” says Mike. “I wanted to get the best degree that I could get,
had to work to fund it and I also wanted to enjoy the experience, so finding the
time to write a game that would be credible enough for me to get a job at one of
the big gaming companies just wasn’t going to work.”
Mike did get the best degree he could get – after leaving with a first, it was
time to go out into the real world. He went for an interview at KCOM, where the
role of assistant financial accountant was the first of many during a 14-year career
at the Hull telecoms giant. And it was Mike’s computing knowledge that was to
propel him through the ranks there. The company was looking at a commission
role based on a database that Mike had previously used his coding expertise to
develop. “They told me they hadn’t got the skills to run it, and that a consultant
was currently doing it, but this wasn’t ideal – so could I help? I ended up in this
strange role that ended up with me managing commission schemes and writing
the coding behind the scenes – all kinds of weird stuff!”
Mike later moved up to commercial finance manager, and then head of
commercial finance as the company restructured and went from KC to KCOM –
but it was the various projects he really liked getting his teeth into, one of which
was the roll-out of fibre broadband across Hull. He was part of a team of three
who successfully made the business case for the superior ‘fibre to the home’
rather than to the cabinet – and Hull became the first city in the UK to boast such
coverage.
In 2016, he became finance director, managing KCOM’s Exeter-based Eclipse
internet brand, turning it from a loss-making outfit into a multimillion business, as
well as the Mistral web hosting company in Brighton. “I think KCOM’s view was
to pick places as far away from head office as possible to send me to!” laughs
Mike.
Then came a phone call from recruiters about a position at Giacom, leaving
Mike with a dilemma. He wasn’t exactly a small fish in a big pond at KCOM,
but he would definitely be the big fish in a small pond at Giacom. “At the time
I had options at KCOM, and I wasn’t really sure about a move to this quite small
company. I’d be going from a firm with more than 1,000 employees to one with
about 20 staff.”
At the time, LDC London was investing in Giacom, and was looking to recruit a
finance director to strengthen the company’s management team. “Normally you’d
just go for an interview,” says Mike, “but because they were looking to invest, I
had access to quite a lot of the diligence documents and have a really good look
at the company. I remember thinking, there’s loads of stuff we can do here.”
Within about a month, Mike was asked to take charge of the sales and
marketing team. This, he says, was quite a leap for him, being the first time he’d
managed teams of staff. “When that was announced, I thought, oh god, I’m
suddenly responsible for these people – if I screw up here, all these people won’t
have jobs.”
Of course, he didn’t screw up – far from it. A few months later, Giacom’s
founder, Nick Marshall, asked Mike to become CEO, and not long after that, an
investment from the private equity firm Livingbridge proved the catalyst for Mike
to complete a management buyout, with LDC exiting and reinvesting a minority
stake.
Mike realised he had to transform his business model as the boom in
cloud computing was taking off – Giacom would need to become a software
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marketplace, not a software maker. “I was
a bit worried that if we continued trying to
build stuff with the five developers we had,
we were probably going to be a little bit
slower than the likes of Microsoft! So we
needed to change the business completely,
otherwise we’d have been the next Kodak.
The way I thought of it was we wanted to
be the Amazon of IT companies.”
So, how does this work? “An IT person
or business setting up infrastructure
for a small business can log on to our
platform, put in their requirements and the
application is automatically available, in the
same way that I can click a few buttons on
Amazon and a parcel will turn up the next
day at my house. This is the same principle,
but on software, and it isn’t the next day –
it’s immediate.”
Mike spent a full year getting the word
out. Giacom’s list of products on offer
gradually built up, it rebranded to the
“cloud market”, and moved into new
offices in Priory Park. And, having turned a
£6 million business into a £50 million-plus
one, Mike is now looking to capitalise on
the home-working boom. “The current
environment has accelerated things, but
remote working was always going to be
the future,” he says. “Why would you
want physical stuff that can get kicked,
damaged, unplugged? Cloud software
used to be very expensive, and it wasn’t

‘‘

“The current environment has accelerated things, but remote
working was always going to be the future.”

accessible to small business. You needed
consultants; there were a lot of barriers
– whereas now you can get it from our
platform, without any contracts, and you
can cancel whenever you want.”
It’s not just about the products, but
the security – Mike points out that home
workers are about seven times more likely
to be victims of cybercrime – as well as
vital IT support. “The marketplace is really
only part of what we do now,” says Mike.
“Our whole job is to make the IT person or
business as effective and efficient as they
possibly can be. We provide them with
access to the software, marketing tools,
how-to guides, and help them with training
and technical competencies, and make sure
our platform is that seamless for them to
order what they need with no friction – so
they can then spend their time and effort
on giving IT support to their customers.”
Hull’s Prestige IT Support is among the
numerous happy customers – Giacom’s
streamlined billing solution has saved the
firm about half a day a week in admin and
accounting.
Why not just go direct to Microsoft,
though? What makes Giacom stand out?

“We’re the one-stop-shop for all your IT
needs,” says Mike. “I don’t believe anybody
else has got the range we have – in fact,
I know they haven’t. Plus, we only focus
on small businesses, and we only focus on
IT companies, so we’re not in competition
with our own customers. And I think we’re
different in that we put the customer at
the centre of everything we do – we don’t
do what’s right for us, we do what’s right
for them. Even if it hurts us a bit financially,
we should do it – because they will end up
being more successful, which will help us
all in the long run. Our focus is on making
them grow. Keeping things clear and
simple is one of our main values – we put
in the work, as keeping it simple is actually
very complicated.”
Only about 30% of small businesses use
cloud technology, says Mike, so there’s still
huge room for growth; and despite the
pandemic, September was the company’s
best sales month yet. The Tigers were also
flying high, at the time of writing – so we
can only hope that it’s not too long before
people can head to the game, proudly
wearing their Giacom-branded 2020-21
shirts. l
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Architects await news on bid to
develop sought-after lakeside plot
Our designs would bring ‘best site ever’ to life, says Joe from Eznat Architecture
and Development
In response to an appeal from Doncaster
Council, Eznat Architecture and Development
has submitted a proposal to enhance one of
the last remaining development sites at the
city’s picturesque Lakeside area.
The development plot in Gliwice Way,
described by the council as the ‘best site

ever’, was put up for sale via tender in June.
Architects at Eznat, in conjunction with
their client Avocet Developments, have
designed a scheme comprising housing and
commerce, incorporating penthouses with
unobstructed views of the lake.
Joe Bvumburai, from Eznat, says: “The
site is well-located, touted by the council as
an ‘outstanding opportunity’ for a property
development which could include housing,
leisure facilities and commerce.
“We created a three to five-storey design
with a curved section to provide maximum
views out of the building. Recommended
materials include glass, render and brick as
well as copper roofing - I enjoy using this in

our plans as it is the main export from my
native Zambia.
“An anchor store will be located at the
horn of the development, with additional
shops and business to serve the local
community.”
The firm is awaiting the results of the bid
entries - so watch this space. l

For further information find Eznat on
social media or visit www.eznat.co.uk

We're ready, when you're ready.
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Holiday Inn Express
Hull City Centre
80 Ferensway
Hull
HU2 8LN
01482 485700
www.hiexpress.com

Investment shows
as the Holiday
Inn Express in
Ferensway is
brought up to
Generation 4
standard

Holiday Inn Express
transformed for the next
generation

The hotel, managed by the Foremost
Leisure Ltd, is benefitting from a substantial
investment which has transformed the city
centre hotel with a modern twist, with the
hotel’s 128 bedrooms already refurbished
in September 2019 to keep up with today’s
smart travellers. the Holiday Inn Express
Hull City Centre property has also received
extensive remodelling to its lobby and public
areas, upgrading its facilities to Holiday Inn
Express’ new Generation 4 standards.
The refurbishment includes a very modern
look and feel to the hotel offering more comfy
seats to relax, USB charging table for guests
on the go and a fully refurbished bar and
breakfast servery.
The transformation of Holiday Inn Express

Hull City Centre really gives it an edge when
it comes to providing excellent city centre
accommodation, and it’s proving to be very
exciting times for the hotel.
The substantial investment has seen the
new rooms feature large beds with new luxury
sofa beds, plush carpets, curtains and much
trendier look to the room.
All the bedrooms and public areas have
been completely revamped, and offers
complimentary WIFI and air conditioning
throughout the building, ensuring we can
offer the best in guest experience, whether
staying in Hull for business or leisure the hotel
is ideally situated in the heart of the city.
The hotel offers free breakfast for all guests
and provides a perfect start to the day, a
selection of pastries, breads, cereal’s, fruits,
and a choice of 4 hot items, bacon, sausages,
beans and scrambled eggs with also a good
variety of hot and cold drinks.
When it comes to caring for guests, the
hotel gains good Trip Advisor comments and
is highly rated on booking.com for cleanliness
and staff friendliness comments are always
on the top of the list, the staff are passionate
to offer the best service and this can be
seen from entering the hotel with a warm
welcome, the newly installed open Reception
pods allows staff to interact with guests more
reducing the barrier between them. l
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Proudly supporting
Hull4Heroes since 2018
Established Since 1991

Contact our dedicated and
award-winning team today on
01482 225666
or visit cobus.co.uk

Paul Matson,
Founder of
Hull4Heroes, said
‘Cobus have done
so much in helping
us with our mission,
I can’t thank them
enough’

Cobus MD Michael Smith on the left shaking hands with Hull4Heroes Founder Paul Matson,
with Cobus Sales & Marketing Manager Emma Waudby looking on
The Cobus Communications Group,
established in 1991, is well recognised for its
work in supporting voluntary organisations
across Yorkshire. The Cobus Foundation – the
charitable arm of the Hull and East Yorkshire
technology firm – has provided support
and fundraising for local charities and good
causes since 2010.
Cobus first chose Hull4Heroes as its
nominated charity in 2018, offering
corporate assistance, introductions, funding
and business acumen that provided
numerous benefits to the charity over its early
years. Cobus has backed the charity each
year since and recently announced continued
support throughout 2021.
Hull4Heroes founder Paul Matson served
in the British military for many years, but
once back home he found himself adrift from
mainstream society and struggling to adapt
to civilian life. After a period of suffering he
ended up homeless until he found help, and
with the support of the people around him
he managed to turn things around, get back
to his family, and set up a successful building
business.
Paul’s experiences were the reason he
jumped at the chance to be involved in the
DIY SOS Big Build in Manchester, where
tradespeople, including ex-military, worked
together to create a Veterans’ Street. On
his return to Hull, Paul had the vision of
creating a similar project in the city to help
local veterans. He posted his thoughts on

Facebook and was staggered at the feedback
and the offers of help from the public and
local businesses.
Hull4Heroes has grown from strength
to strength, with a like-minded committee
whose aim is to provide a structured support
mechanism for our veterans. In addition,
Hull4Heroes has recently received planning
approval for the world’s first Veterans’
Village, a self-sustaining community providing
transitional housing, training and support
for ex-service personnel and their families.
It will be a unique place to provide for and
empower those individuals who may require
some extra help when adjusting to civilian
life.
Over the past few years, the Cobus team
have got to know all the Hull4Heroes team
and now class them as friends. As well as the
support and coaching on a business level,
many of the Cobus team have taken part
in fundraising challenges such as skydiving,
abseiling and cycling to name a few.
Michael Smith, managing director of
Cobus, said: “It has been a pleasure to have
Hull4Heroes as the Cobus charity since 2018.
Paul is incredibly inspiring but an unassuming
kind of guy who we all have a great deal
of respect for. The Veterans’ Village is an
amazing, unique project that will improve the
lives of many local veterans and we are very
proud to play a small part in it.”
To find out more about the Veterans’
Village, visit veteransvillage.co.uk l
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Sam Hawcroft talks to Julie Ellam, who has just celebrated
two years running her own independent bookshop in
Hull city centre…

A

decade or more ago, it looked like the writing was on the wall for the printed book. Amazon’s
Kindle was the next big thing in the inexorable march towards digital that had done for so many other
traditional formats across other genres.
But it didn’t happen. It turns out that tech junkies – even millennial ones – need a screen break from
time to time. The tactile thrill of holding a book, flicking through its pages, inhaling their scent (don’t tell
me you’ve never done this – in fact, you’re probably sniffing the high-quality ink of this very magazine
right now), as well as admiring them on shelves (witness the ‘bookcase credibility’ phenomenon that
sprang from lockdown video calls) – all of these are why print beats digital for many, and why print sales
continue to outstrip ebook sales.
Amazon is, of course, by far the largest player in UK books, with about 70% of the market share, and
its service is unrivalled in terms of delivery speed and price. How on earth is it possible to take on such a
Goliath and survive, especially in the middle of a pandemic? Julie Ellam of JE Books is doing just this; her
little shop in in Hull’s Hepworth Arcade is thriving – but it’s largely down to the fact that she’s not playing
Amazon’s game; she’s playing her own.
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It all started two years ago when she
turned 50. Like a lot of people who reach
a certain milestone age, for Julie it was
a motivator to try something different,
after years doing various jobs, including
teaching, as well as studying for a PhD
in literature. “It was my equivalent of
bungee-jumping or parachuting,” she says.
“I was never going to do those things, but
changing jobs was something that didn’t
bother me – I’d done a lot of temping
in the past, which gives you a certain
confidence. I felt that if the worst came to
the worst, I could go back to doing that,
but it was a kind of daydream of mine to
open a bookshop. I just thought, let’s give
it a go – so I got a stack of books from a
friend and it went from there.”
As ever with business, it’s all about
timing; as luck would have it, there was
an empty unit at Hepworth Arcade, nextdoor-but-one to Dinsdale’s legendary joke
shop, which Julie – who is originally from
Grimsby, but has Hessle Road in her blood
on her father’s side – would often come
to visit as a child. How did she go about
securing the shop? “Well, a good thing
about the internet is you can do lots and

lots of research without having to ask
too many questions!” she laughs, before
modestly adding, “I feel a bit cheeky saying
this, being only two years in business, but
if I had any advice it would be – do your
research.”
Julie also took advantage of help from
the Goodwin Trust in Hull, which at the
time was running business start-up sessions
aimed at people of all backgrounds and
ages. And when she’d had her shop for
a year, she joined FEO (For Entrepreneurs
Only). Sometimes I think the word
“entrepreneur” can often bring to mind
the super-wealthy Richard Branson types (I
blame The Apprentice), but for me the fact
that Julie has been helped by FEO proves
that it truly is for anyone in business; it is a
group of people focused purely on support
and advice, seeking to strengthen the local
business community as a whole. “Any
problems you have,” says Julie, “there’ll
always be someone who’s come across
them before. And I have to say that, in Hull,
there are a lot of people who just want
businesses to do well. It’s fantastic knowing
there’s a lot of independent traders coming
up.”

And, just like Paragon Arcade, which
we reported on in the autumn issue of
BW, there’s a strong community of traders
in Hepworth Arcade. “They’re like my
colleagues, really,” says Julie. “All of them
have been there longer than I have, some
for many years, and you get a lot of tips
and advice – it’s really lovely.” Before Covid,
the Grade II listed glass-roofed arcade,
completed in 1897, was a visitor attraction,
too. “It’s really surprising just how many
tourists come to Hull – they find the arcade
and they absolutely love it.”
Julie says she feels lucky to have had
the benefit of knowing how Amazon
operated before she started JE Books.
“Shops that opened years ago would have
been hit really hard by Amazon, whereas
I’ve opened knowing exactly what they’re
about. I know I can’t beat them. But you
can’t keep banging your head against a
wall thinking, how can I beat them at their
game? You’ve got to find your own way.”
The personal touch is one of the things
that leaves Amazon in the shade. “What
they can’t offer in customer service, I can –
I’m somebody you can talk to, and if there
is a problem with anything, people can
get in touch with me directly.
There are loads of ways you
can contact me: @JEBooksHull
on Twitter, Instagram and
Facebook, and through my
website. I try to be accessible
as possible. It’s also nice
looking in independent
bookshop windows because
you can see the individuality
of the bookshop owner, and
we’re not corporate – that’s
another thing we’re offering.
And if people like that, they
will keep coming back.”

FULLY MANAGED
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And they have kept coming back. I’m as
guilty as anyone of ordering books from
Amazon, but recently I decided to give
my local courier the day off, so I placed
an order with Julie for a selection of new
books, including Hull writer Nick Quantrill’s
Geraghty crime novels and the Wainwright
prize-winning Diary of a Young Naturalist,
by Dara McAnulty. For Julie is not only
surrounded by a wonderfully diverse
selection of second-hand books, she can
also order in pretty much any new title on
request.
Yes, it’s a bit more expensive than
Amazon, but that doesn’t seem to have
deterred her customers. During recent
months there has been a marked consumer
shift towards local businesses, as they
have been the heroes of lockdown. As
Julie points out, it may cost a few pounds
extra, but you get more than just a brown
box stuffed through your letterbox – you
come into the shop, stay a while to browse,
have a chat. In my personal experience,
the companies that fell down in terms of
customer service during the pandemic were
the huge national ones; the ones you might
have expected to do far better. But while
they floundered, small business rose to the
challenge.
Lockdown was a devastating blow
for Julie, as it was for everyone in retail,
but she managed to access some of the
government support on offer. In May, she
launched a home delivery service (free for
orders over £40 and never more than £3),
helped, she says, by the fact that she’d
already built up a good customer base on
social media, which in effect extended her
shop way beyond its limited physical space.
She also began a “Lives in Books” series
of interviews on her website, with writers
including Adelle Stripe, John O’Farrell
and, the most recent, The Headscarf
Revolutionaries author Brian Lavery. Indeed,
the local literary scene is yet another
community that Julie is at the heart of.
“There are so many fantastic writers in
Hull,” she says, “and they’ve supported me
as much as I’ve supported them.”
Once Julie was allowed to open again,
she began a click and collect service for
people still understandably “nervous”
about coming back into town. When it’s
possible to do so, she hopes to restart the
various events that, pre-Covid, also helped
to spread the word about JE Books – such

as poetry readings and book signings.
Just recently, she’s been one of the two
independent outlets (along with Wrecking
Ball Music and Books) to stock goody bags
for the Dean Wilson Film Club, a series of
short films under the Back to Ours banner
made by Dave Lee and featuring Hull’s
self-styled fourth-best poet – another great
reason to drop into the bookshop. Julie also
now stocks quirky tea-towels and other
literary gifts.
There’s a lot of talk in corporate circles
about “growth”, as though that were
the only measure of success – when you
could argue that independent traders like
Julie are the have-a-go heroes of business
doing extremely well to just keep doing
what they do, and collectively keeping the
local economy going as a result. It brings to
mind Paulo Coelho’s fable, The Fisherman
and the Businessman (it’s out there online;
do look it up). “I think you can define
growth in other ways,” says Julie, “such as
growing the numbers of people who know

‘‘

about you, or offering extra services to
customers. I think there is often pressure to
talk about how much profit you’re making,
or how big your premises are – but I’m
happy being cautious at the moment and
taking my time with things.”
Towards the end of our phone call,
my doorbell goes. It’s the Amazon
courier – which is awkward. So I dodge
this by asking the question: what’s your
desert island book? This stumps her for a
moment; she’s more used to asking others
this. But in the end she plumps for Kate
Atkinson’s Life After Life, which I confess I
haven’t read. There are too many books in
the world and too little time, I say. “Well,”
replies Julie, “it wasn’t until I did my PhD
that I realised that, no matter how many
books you can read, you can never read
them all – and that proved to be a real
confidence builder.” As I’m just about to
visit her shop to pick up yet more books
to swell my never-ending reading pile, that
provides me with a bit of comfort. l

“It was a kind of daydream of mine to open a bookshop.
I just thought, let’s give it a go – so I got a stack of books
from a friend and it went from there.”
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For information visit:
www.techweekhumber.com,
follow us on Twitter @ExpoHumber
or email:
hello@techexpohumber.com

The virtual festival
took the internet
by storm attracting
attendees from
48 countries

29

Tech Week Humber
reaches a global audience

Tech Week Humber which started out as a
two-day expo last year returned in November
as a week-long virtual festival. Over 2,000
people logged in to learn, educate, network
and celebrate tech in the Humber.
Antonio Tombanane, Founder of Tech Week
Humber said “Our main theme this year was
a ‘Connected Humber’ because we wanted
to show the world that as a region we are
connected. Reaching 48 countries I believe
we did just that. Despite the challenges we
faced this year as a result of the pandemic I’m
extremely proud of the quality of event we
were able to deliver”
The week kicked off with a one-to-one live
interview between Minister Graham Stuart
and founder of Tech Week Humber, Antonio
Tombanane. It focused on the resilience of the
tech sector during the current pandemic and
the industry’s place at the heart of the UK’s
future prosperity. The UK Minister for Exports
and MP for Beverley highlighted that postBrexit trade deals are to focus on data and
intellectual property to accelerate innovation
exports.
Headline partners of Tech Week Humber,
KCOM, where keen to use the week to create
radical new solutions to the region’s most
pressing problems. Over 3 days the KCOM
Innovative Hothouse challenged dozens of
teams to solve issues faced by the education
and healthcare sectors. With groups from
as far as Italy and Vietnam competition was
steep. NashTech Limited was crowned winners
of the event for their facial recognition
prototype designed to help students working
from home.

Tech Expo Humber returned for the second
year as the week’s flagship event. Using the
online platform Hopin the event replicated
a live expo experience with different stages,
exhibitor booths and even a speed networking
zone. 1,083 people attended the event which
featured headline speakers from Google,
Forbes and IBM. Tech Expo Humber brought
together a diverse line-up of tech giants and
the local tech community to celebrate the
region. As female representation continues
to be an issue in the tech sector, Tech Week
Humber, where proud to announce that 41%
of this year’s line-up where female.
Jo Fleming, Co-founder Tech Week Humber
explained: “Tech Week Humber has always
been about inspiring the next generation
of Tech Talent. Having a strong female
representation at our events is important in
order for us to encourage more young women
to pursue STEM careers.”
Uniting education and enterprise has always
been a key focus for Tech Week Humber. This
year they hosted their very first dedicated
Education day. The event saw around 500
students from 16 schools come together to
learn about the tech sector and the career
opportunities available.
Partners for this year’s event included
Hull City Council, KCOM, GBIT Recruitment,
Hull College, Nordstar, DMCC, C4Di,
the Department of International Trade,
Reach PLC, Tech Nation, University of Hull,
Marketing Humber, AI Tech North, Wykeland,
Click Digital, Giacom, Ansell, Lampada,
Wyke College, and Wilberforce Sixth
Form College. l
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The One Point Ltd
The View
Bridgehead Business Park
Hessle
HU13 0GD
help@theonepoint.co.uk
01482 420 150

Businesses are
witnessing a shift
in how consumers
are interacting with
technology and
services

Improving your employee
satisfaction and
productivity, with the latest
technology, at a lower cost
At The One Point, we are a company that
aims to work with our customers to help
them take advantage of technology in ways
that can help them achieve their business
goals and sometimes that means adapting
our own services. This is why we have always
believed being a ‘Single Point of Contact’
(SPOC) service provider is so vital to our
customers and that they can benefit from
technology on a subscription-based service,
supplied and maintained by one company.
Procurement for the modern workplace:
A Tech-as-a-Service subscription standardises
hardware, operating systems and services
across your business, ensuring a nonfragmented IT estate, with reduced
management complexity and support costs.
It spreads costs over the useful life of
technology and services, into one simple plan.
Step 1:
We will provide you with a personalised
quote, outlining monthly payments.
Step 2:
You receive your pricing; discuss anything you
need clarifying and confirm go-ahead to us.
Step 3:
Credit is underwritten and documents are
sent direct to you via email or in person from
our team.
Step 4:
Sign and return the documents to the
Tech-as-a-Service support team – either
electronically on eSign or via originals in the
post.
Step 5:
Once the Tech-as-a-Service support team
have received the signed documents, your
equipment will be ordered by our team.
Step 6:
Your equipment is delivered to you.
Step 7:
The Tech-as-a-Service support team will

contact you regarding your payment schedule,
payments begin and your subscription starts!
Step 8:
Three months before the end of the
subscription you will be contacted to arrange
the next stage of your subscription – new
equipment or extension of current agreement.
Benefits of as-a-Service subscription:
• Reduced cost of ownership – Save up
to 20% of the total cost of ownership of
hardware and software. Plus spread your
VAT payment over the term and pay it on a
smaller amount.
• Manage your cash flow – Control your
spend and spread the cost over the useful life
of your technology and services.
• Better equipment more often – Keep
yourself ahead of the game with the latest
technology. Improve your employees’ level
of satisfaction and productivity, all at a lower
cost.
• Simple – Put your hardware, accessories,
software and technology services all on
one simple payment (monthly, quarterly or
annually).
• Flexible – At the end of the term, you can
return the equipment, or keep it.
• Fully compliant – Take comfort in this
being fully compliant with UK State Education
Legislation.
• End-to-end product lifecycle
management – We can manage the trade
in and recycling of your old equipment
with guaranteed data security and full
environmental accreditation.
Save up to 20% of the total cost of
ownership of hardware and software. Plus
spread your VAT payment over the term and
pay it on a smaller amount.
Ask one of our team today about how
you can take advantage of purchasing via
subscription. l
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Can tech be the answer to
our region’s Covid recovery?
31-38 Queen Street,
Hull,
HU1 1UU
01482 242240
info@gbit.org.uk
www.gbit.org.uk

Examining the
impact of the
pandemic on
recruitment in the
tech sector

This month we caught up with Hull’s
only niche IT recruitment agency, GB IT
recruitment, to discuss recruiting tech during
a pandemic and find out how technology
might be impacting the future of the region.
Located at the heart of Hull’s digital
community, the C4DI, GB recruitment have
spent the past 4 years establishing themselves
as a forward-thinking company with a passion
for helping the region to grow. In 2019 they
founded the Tech Expo Humber with the aim
of uniting education and enterprise to inspire
the next generation of Tech Talent.
Over the last year, it’s become apparent
that technology has become a lifeline for
many companies who have had to adapt to a
new world and a new way of working. As the
workplace moved online the need for digital
skills was clearer than ever before.
Although the market initially dipped with
the sudden uncertainty the IT profession has
fought back. There has been an increase
in infrastructure and IT support roles, as
remote working has become a vital part of
the new normal. GB Recruitment have also
seen an increase in education technology as
companies have sought to fight back against
the pandemic.
Antonio Tombanane, MD GB Recruitment
said “Skilled developers are always in high
demand, and this hasn’t changed. But we
have noticed an increase in readily available,
high-quality candidates to fill these roles.”
In July GBIT Recruitment launched a new
project to help the region thrive and survive.
The Jobs4Humber App was created to help

anyone at any level searching for work.
Free to use for both clients and candidates
the app aims to act as a central hub for all
vacancies in the Humber.
Jo Fleming, Entrepreneur explained
“During these unprecedented times we
all find ourselves in, it’s imperative that
businesses do all they can to pull together
and help repair the damage that CV-19 has
caused. We hope that by using technology to
centralise vacancies in our area we can help
as many job seekers as possible back into
employment.”
This isn’t the only way that GBIT are
using tech to promote the recovery in the
region. In November, Tech Week Humber
returned virtually as a week-long festival of
events. This year it aimed to highlight the
connectivity in the Humber and the potential
technology has for its future.
For the first time the event had a dedicated
education day highlighting potential STEM
career paths and the benefits of working
in tech. It looked at the different routes’
students could take from apprenticeships to
degrees.
One thing the week showcased was the
opportunities tech holds for the future of
the region. From the advancements in AI to
post Brexit intellectual property trade deals,
technology and innovation has a key role to
play.
GB Recruitment are happy to help whether
you are looking to promote the sector,
pursue a career in tech or looking for your
next role. l
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‘We’ll get by with a little help
It’s been a familiar cry from numerous sectors hard-hit by the
pandemic, but travel is arguably in greater peril than most. Can
any positives be taken from the situation,
Sam Hawcroft asks Beverley Travel’s Karl
Douglas and Kelly Cheesman…

W

hen Karl Douglas opened Beverley Travel at the
beginning of 2020, little did he know that Covid-19 was
going to devastate the industry within a matter of weeks.
That being the case, it was something of a silly question to
ask whether he would have opened had he known what was
around the corner, but I asked him to indulge me and wave
the magic wand of hindsight nevertheless.
“I would have probably hung on and delayed the
opening, but that would have been the wrong
decision,” says Karl, who previously spent
15 years at Smith & Nephew and later
ran his own business distributing medical
products, before deciding to change tack
and set up in travel. “I think the right
decision was to open, and make the
impact that we did, and although it was
quite a tough time it gave us the chance
to prove our service promise. We got more
five-star reviews during lockdown than we
did before it.”
The fact that Karl and Kelly brought their
separate travel businesses together under
one roof was another major positive, as
was “the fact that people have absolutely
learned the benefit of booking through an
independent agent they know and trust,
with the protection that ATOL-protected
packages bring”.
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Indeed, even before the pandemic, recent
years have seen the revival of the traditional
and ever more tailor-made package holiday,
which had fallen out of favour with the
advent of the internet and the low-cost
flights revolution. The popularity of the
piecemeal DIY holiday has since waned as
the industry has fragmented, with major
losses such as airlines including Monarch
and Flybe, and the collapse of Thomas
Cook. The protections that packages
can offer, such as ensuring you won’t be
stranded or left seriously out of pocket in
the event of such a failure, are becoming
ever more attractive among an increasingly
nervous consumer base.
Bricks-and-mortar travel agencies are
making a comeback for similar reasons.
Where the big companies focused on their
bottom line during the pandemic, and, as
Karl says, “completely forgot about the
customer”, Beverley Travel provided the
reassuring personal service that people
were crying out for. “We were actually
servicing our competitors’ customers during
lockdown and advising them on their rights
and what they were entitled to,” Karl adds.
And their premises in Flemingate couldn’t
be further from the bland office setup that
brings to mind that famous “computer
says no” sketch from Little Britain. “On one
level,” says Karl, “our shop is an expensive
office, but there is absolutely a market for
face-to-face purchases, and what we aim to
do with the store has meant that it’s more
of a personalised experience as well; from
the moment people walk in, although we’re
not able to give them a coffee or a glass
of fizz at the minute, there’s space just to
sit down and find out information, have a
chat, with no pressure. It’s all about building
the relationship and understanding the
customer properly so that we can make an
informed recommendation rather than just
saying, well, this is what we’ve got to sell.”
Kelly, aka The Sassy Explorer, spent
many years in the pub trade after studying
licensed retail management at university
but, five years ago, she decided to get out
and go it alone – so you could say that
she’s ended up going from the frying pan
into the fire. She says, though, that while
she has great empathy for those working
in the world she left behind, “I can’t get
the Michael Jackson song out of my head
– What About Us? – every time I turn on
the TV and they’re talking about hospitality.
I don’t think we’re really given the time

within the media to say how terrible it is for
us, too.” If I had to choose a song, I think
it’d be, ‘We’ll get by with a little help from
our friends’ – and Rishi Sunak!” adds Karl.
There’s also a perception that travel does
not generate as much for the UK economy
as the nation’s pubs and restaurants – but
this a myth, adds Kelly. “The knock-on
effect on the ancillary professions and
businesses connected to travel is huge. For
example, you won’t find a beautician who’s
had much trade this year because nobody’s
been going away and having treatments
done in advance.” Karl adds, “My wife is a
beauty therapist and most of her summer
work is preparing people to go away.”
Even worse than this is the misconception
that travel actually takes money out of
the UK economy. “That’s possibly the
government’s rationale,” says Karl, “but
it’s totally false. As Kelly said, even before
people leave, they’ve spent a lot of money
on beauty treatments and products – then

‘‘

there’s clothes, perhaps a taxi, car parking,
airport hotels, the food and retail outlets in
the airport, all before you’ve stepped on the
plane.”
“We spent 100 quid in Leeds Bradford!”
interjects Kelly.
“OK, after you have gone on the
plane,” adds Karl, “that’s where some of
the money goes out of the country, but
the vast majority of what you spend on a
foreign holiday stays in the country.” It has
a local impact too, he says. “We employ
people here. We invest in the premises. We
live in the community and we buy local,
so that knock-on effect far outweighs the
percentage of money that actually ends up
outside Britain.”
And for every airline seat going abroad,
there’s one coming back, of course.
“Without an outbound travel industry,
we don’t have an inbound travel industry,
either,” says Karl, “so when you add it all
up, the gross financial impact of the travel

“It’s all about building the relationship and understanding the
customer properly so that we can make an informed
recommendation.”

We are proud to announce that the Hull 4 Heroes Veterans Village has received
planning permission from both Hull City Council and the East Riding of
Yorkshire Council and construction on Britain’s first transitional Veterans
Village will begin in 2021. We would like to thank all of our volunteers,
supporters and followers. Without you all this would not be possible.

...Merry Christmas

www.veteransvillage.co.uk | www.hull4heroes.org.uk |

Celebrate Adventure
Try our locally brewed craft beers in the comfort of your own home this Christmas

3 can gift pack £10.00
12 can mixed case £38.50
FREE delivery on orders over £45.00

Order now from:

www.ravenhillbrewery.com
E: hello@ravenhillbrewery.com
Raven Hill Farm, Kilham, East Yorkshire
YO25 4EG
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industry is absolutely enormous for this
country – it far outweighs the local tourism
industry, and it far outweighs the hospitality
industry, which also relies on us. So if you
take away the impact of travel, this country
has got a huge, huge issue. We’re meant
to be ‘global Britain’ – but how can we be
‘global Britain’ if people can’t get on or off
its shores?”
Kelly warns of a “very different travel
industry” in the coming months without
significant government support – and
the impact will be felt not only by those
employed in the sector, but by travellers,
too. “We’d seen things change dramatically
when Thomas Cook went last September,
and prices were already going up – the
offers weren’t there, and people were
having to pay more for holidays they’d
booked this year. Some of the big airlines
have since been reducing their flight
schedules and people whose holidays were
cancelled this year have booked for next.
Prices will rise, and if airlines and more
travel firms go bust, it’s going to create
even more of a problem going forward, and
the average family isn’t going to be able to
afford to go away any more. They’ve got to
address this – it’s about the bigger picture.
I get that so many industries are suffering,
but this one doesn’t need to be forgotten
about – because it will come back to bite
them, us and everyone in the future.”
The main message Karl and Kelly want
to get across loud and clear is one of “use

it or lose it”. The idea that there will be
loads of bargain-basement deals around
next year as a result of the current situation
is simply wrong, Karl says. “The balance
between supply and demand is probably
more impactful in travel than any consumerbased industry. Prices in supermarkets, pubs
and other leisure areas might fluctuate by a
few per cent, maybe there’s the odd offer
here and there, but in travel it’s instant –
prices can change on the screen in front
of our eyes while we’re talking to people.
Supply and demand is very finely balanced
at the moment because of the reduction in
capacity, so I’d say to people thinking about
booking holidays, just get on with it – we
will explain what your risks are, often small,
at the booking stage.”
We’ve already mentioned the built-in
protections customers can enjoy when
they book a package, but agents such as
Beverley Travel can offer extra advice to
customers and help them navigate the
minefield of risks that may be attached
to a particular destination in terms of the
ever-changing travel corridor list. If people
just book via one of the numerous faceless
online brokers out there, the onus is on
them to do their research. “Our business
model,” says Karl, “is primarily to take
that onus from the customer and put it
back on us as the provider of service.” This
means they can take all the hassle out of
the process and take care of everything
from boarding passes to dinner reservations

– but will also advise against travel if they
genuinely don’t think it’s a good idea.
“I’ve had quite a few different enquiries
from people who want to go to Lapland this
year,” says Kelly. “They’ve seen deals online,
for instance, on well-known websites, and
they’ve said, ‘Can you do this for me as I’d
much rather book through you, because
I know I’ll have peace of mind that you’ll
look after it should something go wrong’ –
but I’m not prepared to do it. And I’ve told
them not to book elsewhere because we
don’t actually know where we are with the
guidelines. They could just click a button
and then at some point in the future, if the
trip gets cancelled, they’ve got a fight to
get their money back.”
There’s no sugar-coating the situation
at the moment, and Kelly admits there
can sometimes be a fine line between
“bleating on about how bad it’s been,
and actually looking at the positives”
– but the six-strong team at Beverley
Travel are most definitely focusing on the
future (demonstrated in no small part by
their recent campaign to recruit a digital
marketing manager). As a specialist
business it’s well-placed to come through
this toughest of periods as, having missed
out this year, people are likely to spend a
bit more as soon as things open up again,
says Karl. “There will be a huge pent-up
demand. The main thing for us to do is
make sure we’re around when the recovery
happens – because it will.” l
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The newly
extended
arrangements
are detailed and
complex – to make
sure you comply,
talk to our friendly
employment law
team
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What you need to know
about the job retention
scheme
Having long said that the Coronavirus
Job Retention Scheme (CJRS) would end
on October 31, 2020, the Government
announced shortly before that date that it
would be extended, initially into December
2020 to mirror the second national lockdown.
This was swiftly followed by a further
extension to March 31, 2021. However, the
CJRS is subject to a review in January 2021.
Since the CJRS was extended, the
Government has issued further sets of
guidance to assist employers with the
machinations of the newly extended scheme.
Below are some of the aspects of the CJRS
that employers will need to know:
1. The CJRS will be open to employees
whom the employer submitted RTI to HMRC
by 23.59 on October 30, 2020. This includes
employees who have not previously been
furloughed.
2. Employers can claim 80% of an
employee’s wages subject to a cap of £2,500
per month for hours not worked. This is
an increase from the 60% Government
contribution that had been in place during
October.
3. The employer will need to pay employer’s
NI and pension contributions.
4. The employer can top up the employee’s
pay over and above the 80% or £2,500 cap.
5. The CJRS covers both full furlough leave
and flexible furlough leave.
6. Employees need not have been
furloughed previously to be furloughed under
the extended CJRS.
7. Employers will need to confirm in writing
the agreement to furlough the employee and
any consequent variation to the contract of
employment. The agreement must be made
before the date of the first claim period.
8. Those employees who were on the
payroll as of September 23, 2020, but were
subsequently made redundant can qualify
for furlough if they are re-employed by the
employer.
9. A claim to the CJRS cannot be made in
respect of employees who are under statutory

or contractual notice of termination between
December 1, 2020, and January 31, 2021.
This is a significant change as furlough grants
could previously be used to cover pay during
the notice period.
10. Information about claims, including
the name of the employer and the amount
that could be reasonably be claimed by them,
may be published online by HMRC. As a
result of the CJRS being extended, the Job
Support Scheme has been postponed and the
Coronavirus Job Retention Bonus has been
withdrawn.
The guidance on the extended scheme is
complex and not straightforward. Employers
should seek professional advice where
necessary to comply with the CJRS.
If you would like to discuss the recent
guidance and the potential implications for
your business in more detail, talk to our
friendly employment law team on
01482 325242, or email Nick directly on
nick.wilson@andrewjackson.co.uk. l

38

bw-magazine.co.uk

WHO WILL

MAKE THE NEXT

Leading consultant David Hall gives
Phil Ascough an insight into the
mindset of those who have survived
and thrived during the pandemic –
and how they could emerge as key
figures in the future…
It’s a bit like chatting to a football scout. David Hall has worked
with some of the biggest names in the region’s business
community and he’s coached and inspired many of the rising
stars.
He’s also been a major influence on the careers and
companies of top business people elsewhere in the UK and even
internationally, but not too many would be able to pick him out
of a corporate crowd.
In any other year David’s new book would have addressed that
anonymity rather more effectively than it has. Telling Tales was
warmly received by business and mainstream media and brought
accolades for the man himself from big-hitters including David
Kilburn, executive chairman of MKM, Thomas Martin, chairman
of Arco, and Paul Sewell, chairman of the Sewell Group.
They and their organisations are all stronger for having worked
with David and it is deeply disappointing that the limits imposed
by lockdown denied people the chance to get them all in the
same room.
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Hopefully that situation can be remedied
before we get too far into 2021 because it’s
clear from spending time with David and
from witnessing his online input at a recent
For Entrepreneurs Only (FEO) event that
his insight can make a difference to most
businesses, regardless of their size or stage
of development.
A co-founder of FEO, David listened as
five owners of small and medium-sized
businesses shared some remarkable stories
of how they initially survived and then
thrived as lockdown forced changes to the
way they work. An online audience of about
40 FEO members followed the discussion as
David zoomed in on the key factors – how
did these entrepreneurs stay sane in such
challenging times, and what was the one
thing they would highlight as making the
biggest difference?
He adopted the same approach in
reviewing BW’s list of the 20 Most
Inspirational Business Leaders in Hull & East
Yorkshire. He knows some of them well,
others less so, and is curious to find out
more about their achievements and – more
importantly – their potential.
A stand-out passage in Telling Tales
relates how, on his 17th birthday, David the
aspiring cricketer faced up to “Fiery” Fred
Trueman in the nets at Headingley. There are
elements of the fast-bowler’s style in David’s
work as he combines probing questions with
the occasional bouncer.
He said: “The people I know on that
list all have different qualities. They have
a growth mindset, they value change and
they don’t mind taking risks. As leaders
they all do a bit for other organisations and
they have become really good coaches and
mentors for other people.”
But David’s questions are about what
happens next, and some of the answers
came from the FEO Growth event.
He said: “In lockdown the fixed-mindset
people will have gone into their burrows
whereas others will have found new
opportunities. The FEO event demonstrated
that Covid-19 has been a great opportunity
for people to look at their organisations and
find the talent within that they didn’t know
they had.
“You have to find out who can and
who will and who won’t. Getting the right
people on the bus and getting them to do
more. Who has stepped up?”
And the natural progression of that
is seasoned entrepreneurs effectively
making themselves redundant and finding

themselves with the time to help others.
David said: “They are all contributing in
some way to their organisations, but maybe
too much in some cases. One of the things
about leadership is taking a back seat and
helping the next generation, bringing people
through who can keep the company going.
“You have to be able to ride off into the
sunset having done a good job, but stepping
down is not easy for some people. Finding
the talent within, letting go to grow and
leaving the organisation behind is success
and not failure.”
Some people go into consulting because
they can’t do anything else. Others do it
to share the pearls of wisdom they have
gathered over the years and to add to them,
because someone like David sees every
conversation as a learning opportunity.
In talking to him you know you are also
sharing in the conversations he has had
with countless successful business leaders
and with others who have failed, even
catastrophically. Sometimes you pick up
tips you want to follow, sometimes you
learn how not to do things. Telling Tales
covers the full spectrum, with examples of
excellence and laugh-out-loud anecdotes
where names have been changed to protect
the guilty.
The lessons have been condensed and
compiled into the Step Change programmes
that are David’s… well… Hallmark! And
although Telling Tales was originally planned
as the last of his five books, it’s clear he’s
pulled together enough ideas even in the
past few months to fill another one.
He said: “Sally Wray at Go Hire feared
the worst at the beginning of lockdown but

finished it with two record months and two
game-changing acquisitions. Martin Shaw
at D3 Office Group found that furniture
suppliers stopped manufacturing and the
workwear business collapsed, but surgical
masks and disposable gloves brought in
£1.8m between March and September
compared with £4,000 for the same period
in 2019.
“What they had in common was
a commitment to keep looking after
customers and to ask what they could do
to create new opportunities. They adopted
a growth mindset and they maintained
the culture and the values that made them
successful in the first place.
“Ian White of White’s Travel and Squash
Travel considered comparisons with 9/11
and the ash cloud. That makes you think
about the immediacy of the horror of seeing
the twin towers ablaze but also about how
things might change in the future, and what
people will come to accept as normal. Here
we are, nearly 20 years after that great
atrocity, still having to take our shoes off
before we can get on a plane.
“We found some fantastic, positive
stories. What we saw, and what we like,
is that people have picked up ideas and
actions that they might be able to take to
their own businesses.
“There was great leadership in every
case, a positive mental attitude, a positive
mindset, the ability to develop people,
finding people within who can help and
communicating with people and keeping
the team onside. All attributes which can
help people force their way into next year’s
BW top 20!”
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OPINION - Creator Coach

I and Thou
Building up a rapport with your
customers is more likely to get
you repeat business. You’re a
real person, not a robot, after
all, says Mal Williamson…
WE IN BUSINESS KNOW THAT BUSINESS
IS ABOUT PEOPLE.
I was reminded of this recently when
meeting good folk at an online networking
event. It made me wonder just what is
involved in this meeting thing? The value
of actually meeting in person is again at a
premium - like a five-day stagecoach ride
would be needed to take us from Yorkshire
to 18th-century London.
Was the effort worth it?
How can we reproduce this impact if the
threat of Covid-19 also stretches our idea of
worth it?
Firstly, have you noticed that if we meet
someone we expect to meet… one person?
But if we ring a customer helpline, we are
happy to get a different person each time.
Companies like to train their staff so the
experience feels seamless with standard
scripts and consistent terminology. To
mitigate against the coldness of this, we are
sometimes given a name.
When ringing for a delivery, our local
restaurants could give us a personal name.
We could read their name badge if we were
there, so why not take the opportunity
to introduce ourselves properly? In place
of a staff uniform we can’t see any more,
perhaps a uniform vocal style or mood
would work?
Think of it like Batman. We can understand
the caped crusader whether played by Ben
Affleck or Christian Bale, but Adam West
delivers a very different dish.
So meeting any member of staff is about a

consistent role played differently.
In many ways our marketing and promotion
is about meeting. Does your website say,
“This is me” or “This is us”? Do you say
“Hiya”, “Hello” or “Good afternoon,
madam”? Or do you not bother to look
up from your desk? Your leaflets, business
cards, catalogues and social media posts are
all you meeting your customers. So make a
good and useful connection.
Secondly, think of rapport – how your
unconscious meets theirs. One way to create
instant rapport is to wait until you know
who the person is before smiling. Compare
that with someone whose enthusiastic
smiles greet everyone equally. Grating and
false, isn’t it? Whereas you could offer
your consistency first, your brand style
and bearing, then when you know who
the person is and what they want, bring
yourself.
So the restaurant new to home delivery
should answer the phone with a consistent
greeting each time, before finding out
what their query is, and then introducing
a personal name and mood. Is this not the
essence of the “Good choice, sir” comment?
Not the cliché, of course, but that the waiter
brings themselves into the conversation.
Consistency, played differently, creates
rapport. And rapport is the understanding
that encourages word-of-mouth and brings
repeat business.
I needed to complain recently and was told,
“Well, don’t expect us to be a homogenous
thing – we are different departments with

different people doing different things.”
Crikey! Can you tell that this was a public
sector organisation?
Compare this with waiting several days
for a laptop repair email. Frustrating, yet
understandable in these times. But this
was all forgotten when the person emailed
consistently after that, shared a chatty and
engaging style. It felt like I’d really met a
someone who was empowered enough to
sort out the options.
Because meeting that person is about
checking them out, isn’t it? We make a
judgment on whether this supplier will be up
to the job. And judge their product based on
that person too. Business is done between
people, so always make your remote
communications as personable as possible.
Your offer is still solid and dependable, but
the person who presents it can be… well…
a person.
The Jewish philosopher Martin Buber wrote
a short mystical book I and Thou. This is used
in AI circles to understand how we relate
to bots. Because by meeting we know and
understand ourselves.
Thouness is a thing. It is so important to
have a sense that you are a person there
because this affirms that I am a person here.
And that is a wonderful feeling, especially
during isolation and lockdown.
Validate your customers and clients; let
them know they are real because you are
real. Make that valuable, repeat-business
connection by being a you. l

Mal Williamson
creatorcoach@gmail.com or
07909 683534 for training & coaching
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HI-FI
Josh Sims delves into the niche world of the
audiophile.

T

he gossip is that that Apple is working
on some high-end headphones. It’s gossip
that may have got some techy types excited.
But it will have left audiophiles largely
underwhelmed. For them, the very idea
of music played via something made by a
purveyor of cellphones just wouldn’t cut it,
as it might for more sonically average folk.
But then the audiophile world is a niche
one of - who’d have guessed it, mostly
male - obsessives who, at the most extreme,
happily spend hundreds of thousands on
their hi-fi.
The hi-fi market overall may be on
the up, thanks to digitization and more
recently enjoying a lockdown bounce - but
also because, generally, we’re starting to
re-consider our listening experience in
the way, over recent years, we have our
televisual one. Much as film streaming has
brought a new emphasis on Tv design and
home projectors, so both audio streaming
and the ever-resilient vinyl market have
helped see the global hi-fi market now
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Matthew Bartlett, managing director of British brand
Chord - whose top end systems cost a less eye-watering
£30,000 - argues that there is an application of technology
to bring a measurable improvement in performance in terms
of, say, distortion, noise and power, and in the conversion
of digital files - and, for all that vinyl is fashionable, most
music is digital now - into an ever more precise analogue
experience we can hear. People are more interested in sound
quality - growing sales of sound bars, as an add-on for TVs
at home, might suggest as much. But Bartlett concedes that,
after that, the real challenge facing the industry is down
to getting a customer into an environment in which he can
experience the difference.
“The industry still needs those bricks and mortar stores,
and the trade shows, where people can sit down and get
to actually hear the differences,” says Bartlett. “It’s why
accolades and reviews can be important too. But this, to
stress, is a very particular market. We’re talking about
working not with what the human ear can hear, so much
as how the brain interprets the signals it gets. And it’s not
necessarily all about having the money. You just have to
have a very keen interest in hi-fi at that kind of level. And a
huge part of the population is just not that interested.”
worth some £10bn and is expected to be worth £13bn within
the next five years.
But the audiophile market - at the very, very top - is a
tiny slither of that, albeit one that can see a company like
Nordost charge around £25,000 - and that’s just for a pair
of speaker cables. This is the world not of great if more
mainstream systems from the likes of Technics, Wharfedale
or Denon; but of specialist components from obscure brands
the likes of Ballfinger, Wilson, Moon Audio, Metaxas,
Backes & Muller, Audiovector and Audio Research, among
others. It’s a world in which buying your complete hi-fi
set-up from one brand is, for the time being, not at option because, at this level, no one brand can have the necessary
expertise in all the disciplines the various components
require.
The products are expensive, some argue, because it’s
an expensive business. “People are looking for excellence
in the audio market now, and to get that you need no
restrictions on the research and development that goes into
these products,” argues Dan D’Agostino, whose eponymous
brand launched its £200,000 Relentless Monoblock
amplifier after two years of development. “It’s about
finessing them too - anyone can make a big amplifier. But
how does it work in a customer’s home, how does the sound
it makes feel?”
That’s a deeply subjective question, of course. More
directly, does the extra expenditure make any real
difference? Generally the more you spend, the better the
sound quality - but even enthusiasts will note diminishing
returns after a certain point. There will be some
improvement but whether it’s really detectable by most
listeners is debatable, much like whether one can really taste
the various layers in a fine wine is too.

‘‘

“People are looking for excellence in the
audio market now, and to get that you
need no restrictions on the research and
development that goes into these products.”
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Indeed, some argue that the future of
the audiophile world, as it currently exists,
is in question. It’s a world, after all, that
seems to revel in just how anal it can be.
“There are customers who are concerned
by the fact that even the room they listen
to their music in is a factor, that if you
move the same equipment to another room
it will sound different,” says Petronel
Butuc of Audiophiles Clinic, a consultancy
that assists people in putting together and

maintaining their dream hi-fi system. “But
now you also have the kind of customer
who just wants to show off the equipment
they own. They want to be able to enjoy
their audio products without listening
to them. The fact is that the industry is
changing.”
In large part, this is thanks to an
increasingly mobile society. We may learn
to do so again, but - at least until recent
circumstances forced us to spend more time

at home - sitting still for focused listening
to music is a dying art. “I think there will
always be people who are very into their
music, but I don’t think they’ll be calling
themselves audiophiles. The idea just
belongs to a bygone era, especially now
that music has never been more pervasive
in our culture,” reckons Jonathan Levine,
founder of upscale headphone company
Master & Dynamic. “But if today’s
audiophiles die out, then I think the kind

‘‘

“Anyone can make a big
amplifier. But how does it work
in a customer’s home, how
does the sound it makes feel?”
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of product that sector produces will just
be absorbed by the luxury industry. A
certain listening experience will come to be
perceived as a luxury one.”
The future of audiophilia may also
be a matter of convenience, and of style
too. That’s really why, suggests Kostas
Metaxas, audiophiles “of the knob
twiddling kind, who want amps the size
of refrigerators” are on the way out - not
least because younger consumers want
more ease of use and more style from
hi-fi systems. Metaxas, who designs for
the likes of L’Epee and S.T. Dupont, as
well as his own eponymous hi-fi line - this
year launched a £30,000 reel-to-reel tape
deck as the latest element of his modular
system, with even the springs on which

it’s mounted tuned to low frequency so as
to not adversely affect the music - argues
demands are shifting.
“This is really already a luxury business,
not a hi-fi business,” he suggests. “There’s
an emerging market of people who have
affluence but don’t want all the bullshit that
goes with the audiophile world. Yes, they
want serious engineering credentials, but
they also want finesse in use. They want
style, something sculptural. To this younger
market the audiophile world just looks
Neanderthal.”
And yet, new products - ever more
sophisticated or arcane, depending on your
viewpoint - keep coming, with prices, it
would seem, having no limit. The Pivetta
Opera One amplifier - all half a ton of it -

now sells for some £500,000. Transmission
Audio’s 2m-tall Ultimate speakers? Around
£1.5m. Yes, million. As Bartlett notes,
sounding slightly perplexed, “if you want
you can have a system that costs the same
as a very, very nice house”. But is there a
limit to how far extreme audio can go in
terms of perfecting sound? D’Agostino
argues that, for those who want it, there is
still some way to go.
“It seems to me that hi-fi can keep
improving until, say, a music event can
be reproduced exactly as it sounds in real
life,” he says. “Just how do you recreate
the sound made by a 140-piece orchestra?
Reproducing a rock band precisely is hard
enough. We’re close, but we’re not there
yet.” l
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THE LAST

SUPPER

Sam Hawcroft enjoys a final meal out before lockdown…

W

hen I lived off Princes Avenue in
Hull a few years ago, one of my favourite
restaurants down its strip of eateries was
Uno’s – an unassuming, unpretentious little
trattoria tucked away towards the Pearson
Park end.

I liked it because it was the sort of place
where you could just turn up for a quick
midweek meal out and you didn’t have to put
your glad rags on. More to the point, the food
was great – effortlessly good, classic Italian
fare, very reasonably priced – and we always
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‘‘

“It seems to me that Stefano was born to be a restaurateur – with his warmth,
energy and humour.”

received a friendly welcome from Stefano,
Les and the rest of the staff. It was the
epitome of relaxed dining out.
Then in 2017, Stefano opened Osteria
on the ground floor of the recently
revamped Cornmill Hotel, in Mount
Pleasant – and this was on a much larger
scale. At the time, I (and, I’m sure, many
other Uno’s regulars) wondered whether
the homely, informal vibe would be lost
in translation. I remember going for a
family meal at Osteria a couple of years
ago and it certainly was different – it was
packed and bustling, but the presence of
the effervescent Stefano and an unchanged
menu were reassuringly familiar. It
seems to me that Stefano was born to be
a restaurateur – his warmth, energy and
humour were one of the main reasons we
liked Uno’s, and here he was again, in his
Italian-flag mask, buzzing about all over the
place. “You don’t have to be a comedian to
do this job… but I am!” he laughs.

It was, of course, rather less bustling
when I went back to Osteria with my
partner two days before Lockdown 2.0
began. We hadn’t intended it to be “the
last supper”, as Stefano christened it, as
our meal had been booked just before the
shutdown was announced, but as such it
took on that extra poignancy. Apart from
a few breakfasts at our local pub, this was
only our third meal out in seven months,
after a pub meal in Hull city centre in July
and then, in August, the Camerton, which
I reviewed in the last issue of BW. We had
the pick of the room at Osteria when we
arrived, though it did slowly fill up, and
Stefano told us that the following day, the
last before lockdown, was set to be even
busier.
We live in the wilds of Holderness, and
although we could have caught the number
75 and enjoyed a few drinks, we felt the
car was the safer option, given the Covid
situation, so I only had a couple of small

glasses of wine (the pinot grigio and merlot,
both very good), while my other half settled
into a couple of very un-Italian pints of
John Smiths. Stefano and his staff were
most keen to pose for a photo, so I took one
in front of the well-stocked wine fridge –
and, all being well, a new wine list is being
prepared for the run-up to Christmas.
On one of our previous family meals
at Uno’s, my other half had asked the
nonplussed waiter whether they did
Hawaiian pizzas (some drink may or may
not have been taken), while I cringed
silently in the background. “A Hawaiiawhat?” came the reply. I know that the
issue of pineapple on pizza is possibly
even more divisive than the US election,
but I am happy to report that there remains
no evidence of the tropical fruit going
anywhere near the pizzas in Osteria. I bet
Donald Trump has pineapple on his pizza.
Stefano urged my other half to choose the
signature Osteria pizza (£10.50), mainly,
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I think, because it was the most colourful
and would look far better in the photos.
He was right – it did, but it had flavour to
match, being a lively combination of red
onion, peppers, pepperoni, nduja, chicken
and chilli. Now, I know you might say, a
pizza is a pizza is a pizza, but the basic
stuff is often where restaurants slip up.
Possibly the worst pizza I’ve ever had was
in a restaurant with ‘Pizza’ in the title (no,
not that one, the other one; think Prince
Andrew…). If you can manage a full pizza
at Uno’s, I applaud you – but don’t worry if
you can’t, because they’re more than happy
to box it up for you.
There’s an extensive selection of pasta
dishes, all around the £10 mark, chicken
dishes at £13.50, and the most expensive
steak dish is the 12oz ribeye, which is great
value at £18.95 (there was also a surf and
turf special for £19.50). There’s a decent
vegan menu, too, which, refreshingly,

features more than one dish – an impressive
five mains, in fact, plus three pizzas and a
handful of starters and sides. Had this outing
not been for a BW review, I probably would
have had pizza too, but I decided to go a
little off-piste for me, choosing the branzino
(£16.95) from the specials board – pan-fried
sea bass in a honey, ginger and soy glaze,
with roast baby potatoes and veg, nicely
presented and with just the right balance of
sweet and sour. It was undoubtedly a lighter
and healthier option than pizza, but there
was method in my madness: I needed to
have room left for the cheesecake. Because,
as regular readers will know, there was
definitely going to be cheesecake – and
Osteria’s the excellent raspberry and white
chocolate version rounded the evening off
perfectly.
Uno’s is now down Newland Ave (run
full-time by Les), and it has remained
open during lockdown for delivery and

collections. Meanwhile, the Osteria
takeaway in Holderness Road, which
Stefano opened during the first lockdown,
continues to offer top-quality pizzas and
other classic dishes that are quite a few
levels above the stodgy offerings from your
typical pizza and kebab shops. Indeed, as
Stefano pointed out, east Hull is a bit of
a desert for quality cuisine, but Osteria is
changing that. It might only be a stone’s
throw from the river Hull, but it’s far enough
from the city centre and even further from
the Avenues. It has a good local following
from the community at Victoria Dock, but
it should attract people from across the east
of the city as it’s pretty easy to get to and
there’s a large car park, too. I can only hope
that, by the time you’re reading this, Osteria
and the rest of the hospitality industry will
be opening their doors once again. You’re
assured of the warmest welcomes from
Stefano and his team. l
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When circumstances
permit…
Three words for 2020. Hands, face, space. Rule of six. Or my
particular favourite: When circumstances permit.
When circumstances permit we’ll celebrate our Matthew’s
21st birthday. Hopefully just before Christmas, but avoiding a
clash with our Amber’s 18th birthday because she doesn’t want
to share.
When circumstances permit we’ll go and see mum, having
had to mark her 87th birthday with a phone call. And motherin-law, who “celebrated” her 90th chatting to her family
through the window.
When circumstances permit we’ll have a proper send-off for
all the people taken before their time during this godawful year.
Whether they were claimed by Covid or something completely
unrelated – which, in truth, is unlikely given the stresses and
strains inflicted on the wider NHS.
I’ve lost count of the people I knew who I’ll never see again.
I didn’t write down every name because that would have
been too morbid. For a while I kept them in my head, and I’ll
probably be able to recall them all when circumstances permit
me to sit in a pub for a quiet pint.
Some were close, some weren’t. Some were wives or
husbands of close friends. Some were people I hadn’t seen
for years, which brings a different sadness. Some survived but
nearly didn’t. There are probably some I still don’t know about,
which makes you wonder if you’ll ever find out, or when you’ll
find out and how. Three or four have been in the death notices
in the paper, one or two in the news pages. Some who were in
the death notices really should have been in the news pages.
Maybe they will be, when circumstances permit.
But let’s not get too down about all of this because most of
the things we’ll do when circumstances permit will be joyous,
celebratory, triumphant and culturally uplifting. Because round
here we do all of that really well.
When circumstances permit I’m going to put behind me
the loss this year of my two favourite restaurants and instead
I’ll explore a bit more at Cassiel. All that fuss about Gareth
Bale but the big signing of 2020 was Roy, former superchef at
Xanders, by the new café bar in Cottingham.
And I’m going to spend more time at Piccolo in Chanterlands
Avenue, where Taha will hopefully tempt in more diners after
starring in the pages of the Yorkshire Post magazine. It’ll be a
nice place to celebrate when circumstances permit Hull City to
open the gates again and show off their winning team.
When circumstances permit – and Christmas Eve would do
nicely – I’m doing to drink Vedett and feast on Scotch egg with
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Phil Ascough writes his post-Covid wishlist...

a slightly runny yolk. The only place in the world where you can do
that is Furley & Co. And I’m going to pay a few trips to the Junkyard
Café Bar to find out how far you can see on a fine day and how hard
the wind blows when it’s rough on that 12th floor.
I’m going to take a walk around the marina when circumstances
permit, gaze over a pint and across the Humber at the Minerva and
then head for a satay starter and a minced pork main at Tanyalak,
taking the alternative route under Myton Bridge and wondering how it
will be made more attractive when circumstances permit.
Hopefully by then we’ll have some new restaurants. Debbie, former
director of the dear, departed 1884 Wine & Tapas Bar, is already
looking for the right opportunity to launch another award-winning
restaurant when circumstances permit.
Visits to Hull Truck Theatre, the New Theatre, City Hall and the
Adelphi Club are all the list for when circumstances permit, along with
that twice-rearranged Elbow gig at the Bonus Arena.
There are so many business events to reschedule when
circumstances permit. I’m working now to try to persuade Paul Sewell
and David Hall to share a stage for a proper launch of their brilliant
books.
I’m counting down to the return of a vibrant city centre coming
back to life with festivals for food, jazz, Seshy stuff, Freedom, film,
literature, beer.
And one night when me and Jayne have had a nice walk round
town with a lovely meal in one of our wonderful restaurants, and
maybe a little too much to drink, we’ll meet up with our Amber at the
appointed time and place and she’ll give us a lift home, because she’s
determined to nail her driving test when circumstances permit. l
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Forward plan with our helpful

EVENTS DIARY
DECEMBER
7

Women in Business Hull AGM
(members only, via Zoom)

8

Discover the Ellesmere Centre, Hull Counselling and
Psychotherapy Training
(Zoom event - book via Eventbrite)

8

Improve your public speaking @ Toastmasters Hull Speakers; events online until further notice –
book via Eventbrite

10

Women in Business Hull Christmas Sparkle and Fizz
Party (online event, members only)

10

Webinar: Shaping Hull’s Future, by Rights :
Community : Action (book via Eventbrite)

JANUARY
5-6

Virtual Open Days, University of Hull

15

Ron Dearing UTC Open Events,
Y10 Students/6th Form Students

18

Camera and Public Speaking Powerful Techniques Online Masterclass (book via Eventbrite)

20

HETA Virtual Open Evening Hull
(book via Eventbrite)

25

Free disability awareness training,
Marketing Humber (online),
part 1: Disability in society

27

Free disability awareness training,
Marketing Humber (online),
part 2: Creative Communication

10

Hull Virtual Networking Event by Network B2B
(online until further notice and runs every Thursday
morning – book via Eventbrite)

10

Webinar: Finance & Bookkeeping,
by PAGE Consulting/Humber Business Growth
Hub Startup Support Service (book via Eventbrite)

FEBRUARY
13

Hull College Open Event (online and on campus)

10

Webinar: Pitching With Confidence,
by Humber Business Growth Hub

24

Free disability awareness training,
Marketing Humber (online),
part 1: Disability in society

10

Ron Dearing UTC Open Event, 6th Form Students

24

16

HETA Virtual Open Evening Hull
(book via Eventbrite)

HETA Virtual Open Evening Hull
(book via Eventbrite)

26

Free disability awareness training,
Marketing Humber (online),
part 2: Creative Communication

17

Keep it Real - Your Leadership Matters,
by Humber HR People Limited (book via Eventbrite)

21

Camera and Public Speaking Powerful Techniques Online Masterclass (book via Eventbrite)

22

Improve your public speaking @ Toastmasters Hull Speakers; events online until further notice –
book via Eventbrite

To have your event listed here, please email sam@bw-magazine.co.uk.
Please note, while we make every effort to ensure these listings are correct, we cannot be held responsible for changes or cancellations – always contact the venue beforehand to check.

Agile.
Bespoke.
Innovative.
Encompass

Our virtual apprenticeships, certificates,
and diplomas are delivered by a team of
highly qualified and industry experienced
tutors. We have all had to adapt to keep
our businesses alive, so we have changed
the way we deliver our programmes to
make sure that your employees have the
right skills to keep your business going
through the uncertainty.

Contact Encompass today to discuss
how we can help you and your employees
with funded training in vital business areas
such as Management and Leadership,
Procurement and Supply Chain, and
Accounting and Finance.

01482 222463 | enquiries@encompass.training | www.encompass.training
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