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Welcome to the spring edition of Business Works Black Country and Worcestershire
– and never has a spring been more keenly anticipated than this one.
It’s now more than a year since the whole country was plunged into an
Orwellian lockdown unimaginable to the entire business sector which comprises
UK Plc, let alone the millions of private households forced into restrictions
unknown since the dark days of the Second World War.
It has been a long, lonely, dreary time for so many people – while tens of
thousands of workers, both employed and self-employed, have seen their
livelihoods decimated through no fault of their own.
As the nation emerges blinking into the spring sunlight once more, we should
perhaps reflect on the sheer effort and willpower that has gone into the last
12 months, rather than focus on the political and medical arguments which
have raged around the pandemic ever since Boris Johnson – ironically the most
libertarian of human beings to assume power at Number 10 for decades – found
himself caught up in the eye of the storm.
The inevitable public inquiry will eventually cast light on the pros and cons of
how the politicians dealt with Covid – but that’s for the future. Now we must take
a deep breath and be thankful that it is April 2021 and not the dark days of March
2020 or November 2020, when we were plunged into a whole late autumn and
entire winter of lockdown.
There have been countless examples – both in the workplace and in private
homes – of resilience and determination to kick the beastly virus into touch, and
those efforts, combined with the vaccine programme, have paid off, admittedly at
a huge cost in many cases.
But the entrepreneurial spirit lives on – and here within these very pages you can
read about how our featured businesses adapted and continued to operate in the
face of a global medical emergency, from Hewett Recruitment at Kidderminster to
Sitemark’s facilities management experts at Malvern. Meanwhile, the new kids on
the estate agency block in the shape of Odos Properties
managed to launch their own legal arm while freelance
Naomi Snelling is drawing up plans for her aromatherapy
venture.
All four examples highlight a constant and inspiring
truth. Entrepreneurs of all sorts of shapes and sizes will
always be around to challenge the status quo and create
wealth, with or without deadly viruses.
Jon Griffin, BW Editor
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SUPER DEDUCTION
ANSWERS
MANUFACTURING
INDUSTRY’S CRIES

CORONAVIRUS INSOLVENCY
RULES EXTENSION GIVES
BUSINESSES “BREATHING
SPACE”

By Johnathan Dudley, Partner and Head of Manufacturing at
national audit, tax, advisory and risk firm Crowe, and Chairman of
the ICAEW’s Manufacturing community.
The Chancellor’s Budget generated an interesting package for regional
manufacturers, which will undoubtedly be scrutinised in fine detail by firms
throughout Worcestershire and the Black Country.
While welcome measures such as furlough extension were well-trailed, there were
still a number of surprises.
Generally, the Chancellor has pulled back or deferred punitive tax rises, trusting in
a sharp uptick in recovery of GDP as predicted by the OBR and the tax revenues
that this will generate, coupled with the fiscal drag of freezing income tax rates, to
fund his continuing Covid recovery measures.
The introduction of the 130% super deduction on Investment, from first look,
seems to absolutely answer the call that we were crying out for. To attract
investment, enhanced relief above 19% was required and the effective 24.7% tax
incentive for capital expenditure is a welcome introduction. Introduced for the next
two years, it will incentivise business to invest in new machinery and processes to
improve productivity and competitiveness.
Given that the headline rate of corporation tax rises in two years anyway to 25%
for larger profit makers, it does actually advance the tax relief to largely that level
earlier.
A surprise came in the form of no immediate corporation tax increase. However,
the rate rise in two years’ time, with the reintroduction of both the small company
and marginal tax rates, will provide a level of complexity that will not be welcome
for many and one which, when it does arrive, will drive decisions on investment,
revenue expenditure timing and indeed maybe even timing of business to manage
profit streams given that a marginal rate of corporation tax is always effectively
greater than the full rate.
There doesn’t seem to have been the much talked about reform of Entrepreneurs
Relief yet, and so the drive to carry out corporate transactions before this is even
further curtailed, removed, or the 20% rate is changed, will continue.
The measures announced to launch the European infrastructure bank, increase
funding for apprenticeships and the Help to Grow schemes look eye-catching,
as do the measures to stimulate R&D, ‘Green’ products and offshore wind too as
there is a clear drive to ‘modernise’ both manufacturing and the products that the
sector produces.
The establishment of eight new freeports sends a clear signal that the country is
open and keen to support international trade in the post-Brexit and post-Covid era.
Our Manufacturing Survey called for more help post-Covid to assist recovery and
the new Recovery Loan scheme to replace CBILS and BBILS is welcome, though
we are thin on detail as to repayment holidays, personal guarantees or servicing
support and there is no sign at all of reintroducing the £1000 per employee job
retention grant which so many manufacturers were banking on before it was
‘postponed’. So maybe this is now defunct?.
What is possibly a new source of funding is the extension of loss relief carry back,
but this is only relevant where losses were sustained in the past and tax paid.
What we do know for certain after this and every Budget is that the Chancellor has
not made business planning any easier. It’s important to talk through your options
with your professional advisers and examine the options from all angles.
Johnathan Dudley is based at Crowe’s Midlands office in Oldbury in the
Black Country. To discuss how a KTP could benefit your business, call him
on 0121 543 1900, or email johnathan.dudley@crowe.co.uk.
For more information about Crowe, visit www.crowe.co.uk.

The extension of temporary measures to protect
businesses and their directors during the coronavirus
pandemic has been welcomed by corporate lawyer
Sam Pedley.
Mr Pedley, a partner at Worcestershire law firm
mfg Solicitors, said businesses had been given
vital “breathing space” with the extension of two
insolvency measures until 30 June 2021.
Measures brought in last summer as part of the
UK Corporate Insolvency and Governance Act 2020
provided temporary protections during the coronavirus
pandemic.
A suspension of personal liability for “wrongful
trading” has protected directors from being
prosecuted if they fail to act in the best interests of
their company’s creditors, once the business becomes
insolvent. That was meant to have ended on 30 April
2021 but has now been extended.
The other measure prohibits creditors filing windingup petitions on the basis of statutory demands or
where COVID-19 has had a financial effect on a
company. That measure was meant to have expired at
the end of March 2021 but has also been extended.
Mr Pedley, from the Commercial Litigation
Department at mfg, said: “The extension of these
temporary provisions provides ongoing breathing space
to companies whilst coronavirus-related restrictions
remain in place, ensuring that an immediate cliff edge
is avoided.
“Both measures go hand-in-hand when it comes to
protecting commercial tenants who might otherwise
have been confronted with a raft of statutory demands
this spring.
“The extension until 30 June covers businesses
until the planned end of legal limits on social contact,
currently set at 21 June 2021. Whether this is the
final extension remains to be seen, but for now this is
a much needed lifeline for businesses who find their
ability to trade severely hampered by things that are
completely beyond their control.” l

PR AND COMMUNICATIONS TRENDS FOR 2021
“The only thing worse than being talked about is not being talked about.” – Oscar Wilde.
Reporter Ruby Edwards collates the styles for the new season in a snapshot of what to expect in
the world of comms for the year ahead.
INTEGRITY: stand up for what you believe in and be authentic
about it. Be loud and proud with your messaging both externally
and internally. Think ethical public relations, personal branding and
reputation management. Clients are much more likely to buy-in to
your brand if they believe in you.
TRUST: customers want accurate information from all sources,
from journalists, employers and influencers, to ensure they gain
a fair representation from all parties. Fake news is so 2020: even
influencers will be called upon to be fair, honest and open.
PERSONALISATION: customers will believe in your brand far more
if they understand it and can buy-in to the way it works. Think
Gymshark. BrewDog. They grew their brands exponentially in 2020.
Thinking outside of the box and involving their customers with
every move. Regional targeting will be big too - so big up your local
messaging.
TRANSPARENCY: clear messaging with open and honest
communications to build a customer and employee/team
appreciation. Then enjoy real conversations with people who matter
most to your business. And then pivot and adapt to the feedback.
INNOVATION: finding new ways to communicate and driving
change. Embrace the technological changes and make them integral
to your business. Hear what the experts are saying about innovation,
watch how it supports business growth in IT, AI and local accelerator
or growth hubs like WINN-HUB, the Herefordshire & Worcestershire
Chamber of Commerce, the LEP and Betaden in Worcestershire.
MAAC-2021-056
Payroll giving Half
Page.pdf
1and12/03/2021
More: winn-hub.com,
hwchamber.co.uk,
www.wlep.co.uk

www.beta-den.com. Plus the Black Country Growth Hub, LEP and
Chamber of Commerce i.e. Start-up Business Club.
More: www.bcgrowthhub.com, www.blackcountrylep.co.uk,
www.blackcountrychamber.co.uk and www.thinksandwell.com.
DIGITAL: analogue is in decline and digital has achieved mastery in
the battle of the comms. Understand the change and get on board
with the new technologies that can support your business. There are
often grants for start-ups – see what’s out there. It’s worth a look.
OMNI-CHANNELS: businesses will be expected to communicate
across all social channels to increase customer engagement. The rise
of the ChatBot and Podcasts seems inevitable, take a look at what
they can do to help you interact and capture data.
ANALYTICS: clients will want to understand the data behind the
posts and learn how their customers are behaving on their websites
and social platforms. Posting is not enough, learning what works
and why, which message drives most sales and how they can adapt
from feedback, is essential in the digital age.
DATA: businesses will continue to battle data breaches and expect
more from their privacy and security systems. Compliance issues
around GDPR and Brexit will also be prevalent to those who do
business outside of the UK.
UPSKILLING AND BUILDING: utilising opportunities to learn and
grow from every experience and every client - both internal and
external - taking what you learnt from 2020 and moving forward.
PR in 2021 is something to jump aboard!
12:18
ruby@youdobetter.co.uk
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On average, thirteen people start their work day like any other. While they do
not expect to rely on Midlands Air Ambulance Charity, it is reassuring to know
that it exists. With your support, we can continue to be in the business of
saving the lives of some of the Midlands most critically ill and injured patients.

What is Payroll Giving?
It is a simple and tax efficient way for you to regularly donate to the lifesaving
cause through your salary.
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Find out more
midlandsairambulance.com/payroll-giving
pam.hodgetts@midlandsairambulance.com
0800 8 40 20 40
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ESTATE AGENCY
BLOCK
James Graham talks to Jon Griffin about his
plans to transform the world of estate agency.

A

t just 21 years of age, budding property innovator James Graham has quite a
lot on his plate. Not that it seems to faze him too much.
“Everyone in the business is older than me. You could say that ‘I am in charge of 14
people’ and I am the youngest by two years....every day is a learning curve. I always
felt that I would not work for someone else.”
This personable Worcester-born ex public schoolboy was still studying for his
A-Levels around four years ago when he came up with a bold business idea which has
since mushroomed into an estate agency and conveyancing enterprise combining the
traditions of High Street service with cutting edge technology.
The ODOS website spells it out quite clearly, proclaiming: “We believe it’s about time
that buying or selling properties moved out of the dark ages and became stress-free.
We believe that the current estate agency market requires a cost-effective solution,
with a level of personal service which could be provided to a much higher standard.”
Just a few short years since James was still a King’s School pupil in Worcester, the
brains behind ODOS (named after a mythical Greek God for property) is at the centre
of a burgeoning home sales empire which has already clocked up monthly overheads
of around £45,000. But James sees that as just the start....
“ODOS overheads are around £20,000 a month and Montrose Conveyancing is
around £25,000 a month. You have got to take risks – I have people with mortgages,
car leases, children to care for....if I mess up, then that messes up people’s lives.
“Montrose is already running at a profit. I would like to think that Montrose will
turn over £1.2 million in its first year, and we are on track for that. ODOS is more of a
slow burner....it will be a long time before I can sit back and relax with ODOS as we are
still early on in our plans. But we will make a profit with ODOS this year.”
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The figures are impressive for a business
which might never have got off the ground
at all if his parents had not decided to sell
their detached home in Worcester back in
2017 to move to Hereford.
“They were selling the family home and
I was thinking: “You are receiving such a
poor service.” They never knew what was
going on, they were extremely stressed. It
was partly communication problems – they
never understood what was happening.”
As Andrew and Penny Graham waited
anxiously for news of their house sale, the
future career path for their teenage son
was slowly emerging as he worked with
a developer in Birmingham on a software
programme to make the selling process
more transparent, hassle-free – and cheaper.
“I developed the software on a computer
at home. It is a dashboard which allows
clients and agents across the country to
access it. Our business model is quite
different – it’s a hybrid model, we have got
an office in Newent, Gloucestershire, which
opened two years ago.
“One of my father’s friend is a business
owner in Worcester and he decided to
invest in the idea and put some equity into
the company. I felt that if I have got the
opportunity at such a young age, I have got
to run with it.
“It was just me at that point. I was
learning how to run a business and become
an estate agent at the same time, which
was difficult. We started trading two years
ago and we are already looking to upsize

and move. We have got seven people at
ODOS now, four of them on a commission
basis.
“I set up ODOS for a year and then we
realized that one of the most difficult parts
of the property selling or buying process
was providing quality legal services, so I
set up a residential law firm, Montrose
Conveyancing.
“ODOS was always set up to be a
nationwide estate agency and that is where
we are taking it. But did I think I would ever
have a property law firm? No.”
It is a measure of James’s insight into
the evolving world of selling houses – a
sector which, like others, from High Street
retailers to the mass media, had already
been disrupted by online innovators such as
Purple Bricks – that he realized quite early
into the ODOS venture that his hybrid 21st
century model also needed to refer clients
to a quality, traditional property law firm
enabling the property buying and selling
process to be much easier for clients.
“We needed to set up a property law firm
and the Council for Licensed Conveyancers
quite rightly gave us lots of different hoops
to jump through. It took about a year in
total to get licensed, a great deal of work,
I had to get lots of expertise on board. We
wanted everything to be transparent while
providing a good service.
“We managed to get the ex - CEO of
the CLC as a director and mentor, Thomas
Horrocks, and he is now on the board.
I was very nervous about meeting him,

but he is an extremely down to earth and
professional character, we all get on very
well.”
Montrose has already grown to a staff
of eight legal employees whilst playing a
crucial role in the ODOS story. “It has been
absolutely crazy, Montrose is now working
with some of the most successful, inspiring
market leading estate agents and mortgage
advisors across the Midlands, because of our
excellent customer services levels and speed.
“A lot of conveyancing firms appeared
quite slow; they didn’t have the technology
to speed things up. I find it is difficult to
recruit qualified conveyancers because the
industry is currently so busy, although we
are starting to see some inquiries from
potential staff as they buy into our relaxed,
professional environment and customercentric vision.”
For a businessman of his still tender
years, James is sanguine about the realities
of running an estate agency business in his
early twenties whilst also leaning on older
heads to help steer a path through the
complexities of house transactions.
“A woman I have just taken on as a
partner in Solihull wanted to work for us
because she likes our culture and drive.
Currently I am the youngest and the oldest
is mid-60s. Quite honestly, every day is a
learning curve – I learn something every day.
“Just say you can do it, work out how
you can, never look for excuses, then roll
your sleeves up and crack on, as my father
would say. My average working day is 7am

bw-magazine.co.uk
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to 8pm, and weekends are a bit of a rarity.
It is an industry where you must work long
hours. I have been negotiating on Sunday
evenings before people go off on holiday.
“I have always been fairly good at
managing people, we have a great culture
in the office, there’s such a good team. I can
talk to people and have always had a good
work ethic. I have worked hard at a few
jobs, bike repairs, I was a newspaper boy, a
carer, worked in pubs.....I just like work to
be honest.”
With youth still very much on his side,
James is yet to encounter the fear factor
that so often comes with age for so many
in the workplace in an era when the speed
of technological change can be positively
bewildering, especially for older generations.
Then again, the very idea of ODOS
grew out of computer software, ultimately
enabling sellers and buyers to be guided
through the entire process via smartphones.
“I love technology – I did a cyber security
course when I was 16, I have always been
fairly competent with technology.”
And, at times of difficulty, he can always
turn to his father Andrew for advice and
guidance, after Mr Graham Senior came out
of retirement to help his son with the ODOS
project.
“My father was in the Army, then he
was in the police over here, before working
for the Government at the Home Office
and later went into business. He had a
consultancy business, then retired and spent
a lot of time working with various charities.
“I still learn from him. We are like
brothers; we get on very well. He always
wants to keep busy and he loves coming
into work here. He is Head of Finance and
Admin and essentially now runs Montrose
Conveyancing with our amazing Head of
Legal Practice, Katie, as I have decided to
have very little day to day involvement.”
And the family environment is enhanced
further by the skills of James’s older sister
Sarah, 24, who is training to be a full-time
licensed conveyancer at Montrose after
gaining a Master’s in Marketing.
Meanwhile, James’s mother Penny
completes the family line-up by working
on the books one day a week. “She comes
into the office one day a week and does
the accounts, still telling me what I can and
can’t spend! We are a very close-knit family
which enables us to work together....it is a
good culture, a fun environment.”
That culture is already paying dividends,

with growth plans in the pipeline. Says
James: “We have massive plans for the
future. I want ODOS to grow to 20 partners
across The West Midlands, and then
eventually to 50 nationwide.
“I really enjoy focusing on how to grow
the business. We are expanding ODOS
with new commission-based roles, we
are recruiting in Warwickshire, Coventry
and Dudley. We are expanding where we
are already operating in Herefordshire,
Gloucestershire and Worcestershire but we
have also sold properties across the nation
from London to Scotland.
“We are employing people who are fed
up with the traditional High Street estate
agency model. The industry is not very
lucrative unless you are involved with very
expensive properties. Our partners earn a
great commission and run a patch – we give
them the marketing, providing them with
leads. They are franchisees, in effect.
“There is no shortage of estate agents – I
think there are going to be a lot more on
the market soon.”
James says Covid-19 has undoubtedly
affected the day to day operation at ODOS
“but in a good way.” “It has shifted how
people use technology. The future model for

estate agencies has been accelerated – there
are some High Street agencies which are
now unfortunately struggling.
“The online sector is growing in estate
agency but there will always be a place for a
face to face service. With us, it is a complete
service, some call it a hybrid estate agency.”
But that hybrid model is subject to
constant evolution. “We are constantly
innovating, there is always room for
innovation. There have been so many
lessons already – the key really is
persistence, getting the CLC licence was
hard, but we got there and we are going
really well.”
Meanwhile, James says he is relishing the
challenge of bringing his business plans to
fruition just a few years after watching his
parents struggle with their house sale. “I
love the fact that I am in control of my own
destiny. I love going to work every day...I am
learning lessons from all the people I work
with.
“People expect a lot and rightly so
because you are dealing with people’s
biggest asset. There is pressure but that is
not a bad thing. Every day when I get in
in the morning, I make up a list.....the list
keeps getting longer.” l
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SCENTSATIONAL

VISION
Worcester business journalist Naomi Snelling reveals her
sweet-smelling vision.

Y

ou could call Naomi Snelling an
embodiment of Generation X. Journalist,
PR consultant, lecturer, emerging
aromatherapy entrepreneur and mother of
two, the Worcester-based businesswoman
has packed quite a lot into her career since
she graduated from the University of Wales
in Swansea with a BA (Hons) in English
Literature back in 1997.
It’s not been an entirely smooth ride since
growing up in an idyllic rural environment
between Bristol and Bath – she admits
to a few “dark times” – but her full and
varied CV is testament to a character who
invariably tends to bounce back when the
going gets tough, an essential trait of any
entrepreneur in the making.
That character was forged in Clutton, a
sleepy country village in Somerset, where
she was the eldest of five children whose

father was a deputy head teacher, all of
whom - with the exception of Naomi - have
ended up in education or medicine, another
clue to her entrepreneurial mindset.
“We were outside all the time, building
dens, rolling down hills....it was back to the
days that I wish we could recreate for our
own children. It was the sort of place where
you had to slow down to let the cows go
across the road.”
A self-confessed ‘word nerd’, Naomi had
a passion for reading from an early age –
intriguingly she grew up in a household
with no television – and had ploughed her
way through all 1,225 pages of Tolstoy’s
War and Peace by the time she was 13.
“My dad is Welsh and was a deputy
Head Teacher. Apart from me, the others
are in education or medicine but I decided I
wanted to be a journalist. There is a distinct

part of me that wants to discover things
and write about them.
“I saw myself as another Kate Adie,
although I would have been terrible in
that situation. I used to make little radio
broadcasts on a tape recorder with my
brothers and sisters, ‘What is happening
in the kitchen? What’s the situation in the
lounge?’ I loved the sound of my own
voice.
“I was a bit of a leader and loved putting
on plays. We would put on performances
and I would sell the tickets, I wanted to
organise the whole thing. Really it was just
children mucking about – we didn’t have
a television, that was my parents’ choice,
we were often ‘free range’ and were
encouraged to read a lot.”
The budding journalist had discovered
a love for words through classic Russian

bw-magazine.co.uk
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novels, from Tolstoy to Pasternak. “I
devoured books, there was a little tiny
library van that visited the village twice a
month and it was such a treat to go and get
books out.
“Books fuelled my imagination. My own
children are on their screens all the time, it’s
almost like a drug - the noises that emerge
when you turn the wifi off are the stuff of
nightmares. Children these days seem so
reliant on their online life, everyone has TVs
and access to a multitude of plugged-in
devices.
“The sort of rural life I enjoyed has been
lost now and it makes me so sad. Back
then, there was always somebody knocking
on the door asking, ‘are you coming out
to play?’ It’s impossible to go back to that
now, but I think more has been lost than
we sometimes realise.

‘‘

“My parents wanted me to be a doctor
but I did a sneaky switch and changed
from Physics to study English Literature.
Journalism wasn’t something they viewed
as a good career, but I was not cut out for
anything medical. I would have probably
done an operation and left the scissors
inside! I went on to do an English degree at
Swansea University and then gained a PostGraduate Diploma in journalism at Cardiff.”
Naomi was on her way into the
rollercoaster and often haphazard media
world of newspapers, magazines and
PR, and began working life promoting
the first Dylan Thomas Festival – from
the Dylan Thomas Centre in Swansea,
commemorating the mercurial, harddrinking Welsh bard.
“With the enthusiasm of youth, I
somehow managed to get a huge spread in

The Independent On Sunday and a number
of nationals.
“ I then went to work at the National
Museums and Galleries of Wales where the
admin centre was the Museum of Welsh
life - the world’s biggest outdoor museum,
which is based in St Fagan’s just outside
Cardiff. I was in the Press Office there back
in 1998, and it was a really beautiful and
unique place to work.”
After nine months at the museum, Naomi
switched to the Millennium Coastal Path,
doing media and community relations work
for a £27.5 million coastal project. “It was a
14-mile stretch of coastline dotted with new
state-of-the-art visitor attractions. It was
based in Llanelli, historically a very industrial
area rooted in the Welsh steel industry, and
the mission was to give the coast back to
the people.

“I devoured books, there was a little tiny library van that visited the village twice a month and it was such
a treat to go and get books out.”

bw-magazine.co.uk

“That was an exciting project to be part of and I
managed to gain a lot of national coverage. For some
reason, one thing that stuck in my mind was the time they
managed to attract all five species of British owls – a feat
which I managed to get featured in The Sunday Times.”
Naomi eventually made the transition from PR to
regional newspapers, where she landed a role as
Commissioning Editor with the Western Mail in Cardiff,
which involved editing four quarterly lifestyle magazines,
from homes and interiors titles to bridal and health
publications.
“These were the golden days of magazine journalism. It
was a bit of a baptism of fire, being plunged into a totally
different style of working. I wasn’t a news hack, I never
had to do death knocks or anything like that, it was all
features. Basically, if they’re Welsh and famous I probably
interviewed them. All the usual suspects - Laurence
Llewelyn-Bowen, Charlotte Church, Bryn Terfel, Katherine
Jenkins. I even interviewed John Humphrys, and it was
interesting to see him on the other side of an interviewer.
“ I flew with The Air Ambulance, went out with the
RNLI and I was also dispatched on a survival weekend
with some hairy ex-SAS men in the Brecon Beacons. I was
teetering around doing fashion and lifestyle shoots at the
time and had to leave my stilettoes and hairdryer and go
and build a shelter and make my own loo in gale force
winds, cross a river and somehow kill a rabbit and make a
stew.”
Naomi swapped weekends storming up hills with former
commandos and the rolling Welsh countryside for a new
life in the West Midlands, editing Midlands Homes and
Interiors and Style Birmingham magazines plus working on
Cloud Nine magazine for Birmingham Airport. She also ran
a small bespoke PR service for local clients.
After joining a networking group, she had an
opportunity to change career course once again. “I was
offered an opportunity to lecture at Birmingham City
University in fashion promotion. There was an element
of PR, and I absolutely loved being part of helping these
students thrive and I also enjoyed the mentoring element.”
By now a prolific magazine hack, Naomi found a new
journalistic vocation with a mix of real life features for
consumer magazines and business writing, working on
titles such as Business Vision, Wales Business Insider and
CFI (Capital Finance International). “Business journalism
was a real surprise for me - you’re writing about people
innovating, there’s so much excitement and energy…it’s so
much more exciting than I anticipated.
“All of life is wrapped up in the business landscape
and the players within it, especially in our rapidly evolving
world. I have grown to become particularly fascinated by
leadership and the qualities that make good leaders.
“When I needed a fresh start both personally and
professionally, I moved to Worcester where there was a lot
of opportunity for me. It has been a great place for me and
my girls.”
By 2017, Naomi was combining journalism, PR work –
mainly for Worcester-based broadband firm Airband, and
lecturing – and raising her two young daughters. “I was
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MEET OUR GUEST PHOTOGRAPHER
TAMARA PEEL
Business Works magazine
welcomes a guest photographer
in this issue - award-winning
photographer Tamara Peel
captured the vibrant and
evocative images of one of our
four Spring entrepreneurs, Naomi
Snelling.
Tamara works in the UK and
Europe on selected projects and
now includes a bespoke business
portraiture service within her suite
of photographic services.
“The Business Portrait is intended to be the ultimate photographic
portrait of you for all time. It celebrates who you are and all you have
become. Rather than standard corporate portraiture, I create a soulful
piece of wall art in a way that fills you with joy and appreciation for
the journey of your life.
Your iconic framed art piece comes mounted and signed and it also
comes in a digital form sized and ready for all social media platforms;
it can elevate not only how others see you but also how you see
yourself.
It’s time to take control of how we are seen and create a legacy
image that plays to your unique strengths – a piece of art that
communicates exactly the message you want.
This service suits anyone who wants to elevate their image
and most recently I’ve been blessed to work with the 50-plus
demographic – the wise, witty and inspirational yet often overlooked
generation, who have such amazing insights and stories to tell. These
are the people who know who they are and what they stand for and I
love capturing this for all time.
After the challenges of 2020, we’ve all been propelled forward by
technology and I don’t think there has ever been a more important
time to invest in a professional portrait. With continuing restrictions
on meeting up with people and striking up meaningful connections
and relationships in person, the power of a great profile portrait
can’t be ignored. I would go as far as to say it’s essential to have
a good professional headshot. People instantly judge us online by
our photograph. Your profile image is now literally the face of your
business; in today’s world your headshot acts as your own personal
logo.
If your professional headshot is a ‘selfie’ or an image taken by a
friend, what other people are seeing is that you don’t take yourself
seriously and you don’t look like a professional.
If a new client was deciding who to trust with their money and
they had to choose between someone with a selfie or a well-lit
and composed professional image, which do you think they would
choose?
I will leave you with these parting words my friend – strong, bold,
powerful and unapologetically you! This is the kind of lasting image I
wish for you.”
TAMARA PEEL
For more information on Tamara’s The Business Portrait service,
visit www.tamarapeel.co.uk
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too busy, I took too much on, running a
family and being a single parent. It was a bit
of a juggling act.”
She parted company with Airband in
December 2020, following a sale of the
firm, and is now combining business
journalism with PR work for Indaba, a
global Public Relations firm operating across
more than 30 countries worldwide.
But the entrepreneurial spirit in
Naomi continues to push her onwards in
new directions....including the world of
aromatherapy.
“I think one of the most important things
I’ve done recently is invest in myself and in
my training and I believe that this is the key
to doing much more than we envisage. I’ve
done a lot of work to heal myself personally
and a by-product of this work has meant
that I was more efficient, productive and
could even write better than before.
“I’ve worked out that you can’t always
put off your dreams to another day – you
have to make time for your dreams right
now. And for me one of my big passions

‘‘

has always been organic beauty and holistic
practices.
“At first it was enough to write about
these practices. I’ve written about every
therapy under the sun and tried most of
them too. And I’m very passionate about
essential oils and about smells.
“Nearly two decades ago I interviewed
a wonderful clinical aromatherapist who
had been doing some incredible work,
basing his blends on the same structure
as a perfumier. Normally in traditional
aromatherapy you would only use two or
three oils, but his blends use 12 or more
essential oils.
“I’ve used them over the years for
myself and my family and have always
been blown away by how well they work.
Fungal skin rashes clear up in hours and
days and with my asthmatic daughter I
used a special blend of two blends to help
her stop coughing at night. It was literally
the only thing that relieved her. I’ve always
understood their power and had a respect
for it.”

“I’ve been creating my own brand of aromatherapy products
and I think it’s an ideal time to be doing it because people need
to invest in their self-care.”

Now Naomi hopes to channel her passion
for naturopathy and aromatherapy into a
commercial venture. “I’ve been creating
my own brand of aromatherapy products
and I think it’s an ideal time to be doing
it because people need to invest in their
self-care.
“Recently I’ve invested in training using
synergetic essential oil blends and this is a
direction I’m really excited about.
“Organic beauty and wellness is a rapidly
evolving market and I’m planning to tap
into this demand. I’ve been talking to some
independent holistic practitioners and a
natural health centre to explore ways of
working with them to create personalised
and bespoke products. I’m really interested
in connecting with anyone in the holistic
space who may be looking to create a
bespoke range for their business.”
Ask Naomi her recipe for relaxation and
she says that lazy days should be reserved
for getting up late, enjoying an oat milk
cappuccino in the sunshine, eating smoked
salmon and scrambled eggs with sourdough
toast and reading the papers, possibly
followed by an outdoors stroll.
It’s probably fair to suggest that if her
dreams of making a name for herself in
the aromatherapy world come to fruition,
those lazy mornings and smoked salmon
breakfasts may be a rare treat. l
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40 YEARS AT THE
SHARP END OF
THE RECRUITMENT
SECTOR
Laura Hewett and Ben Mannion on four decades at the
recruitment coalface.

T

hey’ve been a fixture of the West Midlands working
landscape for more than 40 years – and not even a
global pandemic was likely to steer them too far off
course.
Whilst politicians, scientists, the media and the
millions of self-appointed keyboard commentators out
in cyberland continue to thrash around trying to make
some sense out of a global emergency, who better to
turn to for some common sense than Kidderminsterbased Hewett Recruitment?
After all, they have been plugging away at the
coalface of the regional economy for more than four
decades, providing specialist advice and guidance to
many thousands of jobseekers and helping workplace
candidates fulfil their career ambitions.
Ever since Louise Hewett, the mother of Director
Laura, set up the firm back in the early days of the
Margaret Thatcher political revolution, the agency has
steadily grown into one of the longest established
businesses of its kind across the West Midlands.
In common with countless other SMEs nationwide –
and of course the big boys, from travel and aerospace to
retail and automotive – Hewett found itself in the eye of
the storm, and adapted accordingly.
Laura said: “In the first lockdown, everything kind of
ground to a halt. This time round with the Jan-March

lockdown we didn’t have any negative impact on our
number of industrial Temps working – if anything we’ve
been busier!
“These are mainly manufacturers, we can see how
manufacturers have carried on, they have worked out
how to be Covid-secure and keep their people safe. They
keep the cogs turning and the economy ticking.
“Likewise with permanent recruitment, when we
had the first lockdown last year, pretty much everything
was on hold or cancelled but this year, we didn’t have
anything cancelled at all. A few processes slowed down
a little bit because candidates want to be able to meet
the employers face to face, and vice-versa, before
signing on the line.
“You can really see that companies that have survived
this far have done so by being innovative and agile.
These companies are now looking ahead and making
steps for the future.”
That innovative forward-thinking is reflected in
Hewett’s own approach to the pandemic, as Laura’s coDirector Ben Mannion explains.
“We are no different – we are an SME business who
in the space of a week went from a traditional office –
people in the office all the time – to having everybody
work remotely the way that businesses were able to do.
“That was pretty incredible, they all deserve a pat on
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the back for that. Without a doubt, it is a
very challenging thing to do and we can say
that because we had to do it as well.
“Actually, the labour market being
adaptable is one of our strong points as a
nation. We adapt really quickly and what you
see now is this huge temp demand because
businesses are tapping into that form of
temp labour to help get their products out
the door.
“We have a very flexible labour market
and within that you have got businesses
which are flexible as well. I think, all things
considered, we are in a pretty good place
compared to where we could be.”
The same can be said of Hewett
Recruitment, whose decades-long
commitment to personal service and a
diversified strategy has helped the agency
weather the storm of Covid, whilst others
have struggled.
Laura said: “In terms of how we have got
through it as a business ourselves, we have
achieved that by being agile – adapting to
the market around us. We specialise – each
of our Recruitment Consultants specialises
in their chosen niche or sector but as a
business we operate across a broad range
of industries. So whenever one sector or
industry is doing well, our business can
adapt to it, work and scale up to that.
“One service that has been much more
in demand this past year is our redundancy

outplacement service to businesses. That is
a package we have delivered and perfected
since the recession in 2008, so was
something we were able to switch on and
target where it was needed.
“Most of our recruitment consultants are
highly experienced, they are long servers,
very independent, they don’t need too much
management from us. Everyone has been
standing on their own two feet – which has
been so helpful with everyone working from
home.
“We have got a really good team and
a really good feeling of everyone working
together. We have learnt a lot this year
about how we can be more successful as a
business.”
That success – inextricably linked to four
decades of experience in the West Midlands
recruitment sector – is also down to a horses
for courses approach by Hewett to the
working world.
And whilst both Laura and Ben concede
that many parts of the workplace have
indeed been hit hard by the pandemic,
the overall prospects for the world of
recruitment are rather more nuanced than
so much of the doom and gloom coverage
would indicate.
Ben says: “We are patron members of
the Hereford and Worcestershire Chamber
of Commerce, I am the President, we
are involved with the Local Enterprise

Partnership…so we get all this information
coming in from all these different clients and
people from across the county.
“I would not tell you that everybody is
saying everything is going to be OK because
that would be churlish. There are people
who have been seriously impacted by this
pandemic and their businesses are having a
tough time.
“But I think, by and large, when I look
across the local area and the business
support groups, away from hospitality,
leisure and retail, because I think we have
got to treat that separately because they
have been so specifically impacted by Covid,
people are in a reasonable place. They have
got this far and they are keeping their heads
down.”
Ben agrees with Bank of England
suggestions that the economy is currently a
‘coiled spring’ eagerly awaiting unlocking –
releasing months of pent-up demand.
“I think that there is a huge amount
of demand that is waiting to happen –
people just want to get outdoors. We live
in a consumer-driven economy....out there
spending money and hopefully that is what
people will be able to do over the next few
months.”
Says Ben: “Our long-term growth plan is
around IT and engineering. With the rise in
Artificial Intelligence, machine learning and
automation, you think that naturally leads

bw-magazine.co.uk

23

24

ENTREPRENEUR

to having an impact on lower-level positions
that may well be automated and taken over
by robots. There is a lot of administrative
work that can be taken over by AI-based
systems, so we expect those roles to be
potentially the ones that might fall away.
“But the flipside of that is that when you
have robots and AI you need programmers
and engineers to build and maintain those
robots and AI. That is why we are focusing
on IT and engineering because we know that
is where there will be considerable demand
for people with the skills to focus on AI,
machine learning and automation.”
He forecasts a burgeoning demand
for Software Engineers, Maintenance
Engineers and other key roles within IT and
Engineering, “areas in the UK that have
been neglected from a general training and
career development perspective in recent
years.
“You will need more skilled people and
we have to make sure that we have got
the young people coming out of schools,
universities and colleges with the right skills
because it is really important that we have
got that kind of pipeline to deliver those
higher-skilled roles.”
But whilst large sectors of the economy
prepare for the inevitability of IT and robots,
the more immediate impact of Covid-19
continues to cast a shadow over UK plc.
Says Ben: “It is very difficult to talk about
this with a broad brush approach about all
sectors and all businesses. There are winners
and losers, unfortunately.

“Some sectors have been hit very hard
while there are some sectors that have done
very well – you only have to look at the
headlines and look at the big supermarkets
and how well they have done, whereas a lot
of SMEs have struggled.”
He dismisses suggestions that the office of
the future will become extinct. “I think that
what this has taught everybody is that not
necessarily everybody wants to be 100 per
cent remote 100 per cent of the time.
“We were kind of in a situation in the
UK where we weren’t really embracing true
flexible working and allowing people to
work from home. We were then forced to
move completely in the other direction with
everybody that could do so working from
home all the time. We will end up with a
more happy medium once we are allowed
to.
“I think for a lot of people, particularly in
this third lockdown, the novelty of this has
worn off, particularly when you combine it
with home schooling.
“We are talking to a lot of candidates
now that don’t want to work in roles that
are 100 per cent remote in roles moving
forward. They know they are at the moment
because there are restrictions in place but
they want to be going into the office on a
day to day basis.
“It is about looking at each individual
role almost on an ad hoc basis rather than a
broad brush approach.”
The long-term effects of Covid
notwithstanding, the team at Hewett remain

true to the values first instilled by founder
Louise Hewett all those years ago. As Laura
says: “She realised that she could provide a
more in-depth, reliable personal service, and
those are still the values that we are guided
by.
“It is not a numbers game for us, it is
about really getting to know people, it is
about the local market, the local connections
and really looking after individuals.”
Ben adds: “Louise always said she never
wanted a big empire. She kept it local. If you
spread out too much you kind of lose that
personal touch, which is what the business
is built on.”
Laura said, “We have learnt a lot during
this pandemic – it’s been such a difficult time
for us as for many people, both personally
and from a business perspective. But it’s
important to take the positives and learning
opportunities from it. We have massively
upskilled and improved our capability in
terms of the use of technology for what we
do. We have also learnt a lot about costcontrol and as a result have a leaner, more
productive and more profitable company.
Most importantly – Ben and I are still great
friends – we’ve had to lean on each other
at times, so if anything that has made us
stronger too.”
With that kind of enduring philosophy,
it’s fair to suggest that Hewett Recruitment
will continue to be a fixture of the West
Midlands recruitment sector long after
the worst effects of Covid-19 are finally
consigned to the history books. l
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Making a
distinctive
mark
Mike Boxall tells Jon Griffin how a failed Army recruit
became a UK market leader.

T

he list is long and highly distinguished....
Harrods, Lord’s, the BBC, the Tower of
London, Hampton Court, Canary Wharf and
many more....
No, not a beginner’s guide to exclusive
national cultural landmarks, but all part
of the client base, both past and present,
of one of Worcestershire’s most intriguing
companies.
The Sitemark story is a classic example
of a firm which began in humble
circumstances as a one-man enterprise and
has since developed over the course of
around 30 years into a UK market leader,
with a 20-strong workforce and a turnover
approaching £2 million.
But back in 1991 founder Mike Boxall
had little idea that his decision to set up a
small company supplying cleaning products
would eventually mushroom into the
UK’s foremost benchmarking operation
for the cleaning sector, helping firms and
organisations throughout the UK uphold
hygiene standards crucial to health, not
least over the course of the Covid-19
emergency.

It’s a classic entrepreneurial story, but the
rise and rise of the firm which eventually
became Sitemark owes much to a pivotal
decision by a young Mike Boxall to branch
out on his own as a cleaning products
distributor in Worcester when the shop
where he had been working folded.
“If it was not for that, I may have taken
another job and followed a different route.
I became self-employed on April Fool’s Day
in 1991,” says Mike today, sitting in his
spacious office headquarters in the heart
of rolling Worcestershire countryside just
down the road from the Three Counties
Showground near Malvern.
The Sitemark saga has its roots in
Cornwall, where Mike grew up in sleepy
Perranporth, a picturesque port close to the
popular holiday resort of Newquay on the
North Cornish coast.
The teenage Mike Boxall had his first
taste of working life in the Army in 1985 –
but soon discovered that the military was
not for him. “I joined the Army at 16, but
I really didn’t like it. I did my training with
the Royal Signals at Harrogate. It was quite

a shock for a 16-year-old who had had a
cushy life on the beach at Perranporth to
find himself being shouted at by a huge
Sergeant Major.
“I was jailed for having a dirty fork – they
put me in the cells overnight, and you lost
a day’s pay.” After just six months, young
Mike Boxall was on his way back to Civvy
Street.
Mike enrolled for the Government’s
Youth Training Scheme – earning £29 a
week – before landing a job at a firm in
Truro which fitted car audio systems, giving
him his first taste of the world of sales. “It
was run by a guy called David Liney, he was
quite inspirational, I learnt a lot from him
about how to look after customers.
“Being the best was his mantra. I was 17,
I did a bit of everything, fitting equipment,
selling.”
After meeting his first wife, who lived
in Oswestry, Mike left Cornwall and found
himself in the Shropshire town on the
lookout for work. He was taken on by
a compression and garage equipment
manufacturer in a sales role. “I left after
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a couple of years, I had really enjoyed it, I
enjoyed dealing with people.
“I moved to Worcester when I was
19, looking for jobs. There was a shop in
Worcester which sold commercial cleaning
equipment. I wandered in and the owner
said ‘I might have something for you.’ I
was offered a permanent job.” The long
process which would eventually give birth
to the enterprise which grew into Sitemark
had begun....but not before a life-changing
moment for Mike.
“I had been there about six months when
the business folded. They had customers
that used to buy janitorial products and I
thought I will carry on supplying. In April
1991, I fell into self-employment. I had
not planned to do it, there was no big
ambition.”
Mike had previously agreed to loan the
owner of the business a sum of money
which unwittingly put him on the route
to lasting success in the cleaning sector,
albeit many years hence. The cash was not
enough to save the shop but as he reflects

today: “That loan in fact turned out to
be a real stroke of luck – I do not think I
would have gone out and started a business
otherwise.
“I was working on my own for three
years. My firm was called Express Cleaning
Supplies, based in Worcester. It supplied
commercial cleaning products, mops,
clothes etc to nursing homes, pubs, clubs
etc – I was the distributor.”
A merger with another sole trader
enabled Mike to draw up expansion plans
– but the worldwide phenomenon which
became the Internet was to become the
gateway to success ahead of the new
Millennium.
“We tried to grow the business through
direct mail, telesales but it needed more
investment to succeed. Then we spotted
opportunities online. In 1998, we became
the first UK supplier of commercial cleaning
equipment to sell commercial cleaning
equipment products online.
“Our business grew overnight. It was a
really exciting time, we really got into the

digital market. 90 per cent of our business
was online. Most of it was UK-based selling
to cleaning companies, hospitals, schools,
colleges.
“The Internet transformed the business.
For a number of years the market grew but
then it got a bit commoditized, more and
more price-sensitive.”
By 1999 the company responded to
increasing queries from would-be cleaning
sector operators by setting up an online
forum providing guidance and help. It
was a masterstroke, becoming the largest
Internet forum serving the cleaning sector,
with 36,000 members who have made 1.8
million posts.
“We still own and operate it and it helps
people start new businesses. But the market
had started to change and we were making
less and less profit margins. We thought
‘is there a way we can charge for our
advice?’”
As the online market became more
congested, the sale of Express Cleaning
Supplies proved a significant milestone
in the Sitemark saga. “We had started
focusing on product consultancy and
helping improve the productivity. It was
about trying to get people to invest in the
right equipment.
“We developed a new consultancy
business, i-Clean, and we set up helping
people manage their cleaning services.
It was an entirely different customer
base, we were dealing with much larger
organisations, such as Canary Wharf.”
As i-Clean’s reputation grew, the business
model evolved further. “We developed a
formal benchmarking processes. The i-Clean
benchmarking was really successful and we
later decided we could do the same with
recycling and waste.”
By then the firm had attracted the
attention of no less a figure than CBI
Director General Digby Jones, later to
become Lord Jones of Birmingham, and a
man determined to use his national profile
to help bridge the UK skills gap.
“When we approached him we said there
was a lack of skills in the cleaning industry.
That resonated with him, he was keen to
get involved and invested in the business,
along with others. He has been involved for
15 years now, he is an adviser to us.
“Benchmarking has become key.
We spent a lot of money on systems
development, we have some really clever
stuff on data. We measured the work of
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37,000 cleaners and 10,000 sites, from
airports to zoos, measuring skills, how
people are managed.
“We have grown to become the
market leader in the UK. There are lots of
consultants out there but very few do formal
review processes. People are using our
standards and our data.”
The Malvern firm’s long journey to
national renown was bolstered further with
the company’s rebranding as Sitemark in
2018. “i-Clean was quite restrictive and it
became a bit of a problem when we began
looking at benchmarking services.”
The switch to the Sitemark banner
reflected the firm’s increasing concentration
on benchmarking while a host of bluechip clients – from the aforementioned
Harrods to the Crown Estate and Canary
Wharf to Lord’s – climbed aboard with the
Worcestershire firm to ensure their cleaning
practices were suitably shipshape.
“The bulk of our business is education –
universities and colleges – but we have done
work at the Tower of London, Banqueting
House, Hampton Court, Harrods. We

produced data for cleaning 50 artificial palm
trees at Dubai Airport. We have just done a
10-year waste strategy for Canary Wharf to
reduce carbon emissions by 97 per cent.
“The bulk of our business is still cleaning.
We go into businesses and inspect
everything, we look at their equipment, how
they recruit and manage people – it is formal
processes of measuring performance.”
Sitemark, perhaps not surprisingly given
its sector, has found itself in demand during
the Covid-19 emergency. “We have picked
up a lot of business where people wanted
to focus on hygiene, ‘is my business fit
for purpose? is it Covid-secure? We do a
lot of work in hospitals, where cleaning is
obviously so important.
“Through the whole Covid security
thing, we have had some great feedback
from customers and the Health and Safety
Executive. We always want to create a
standard in cleaning that people would use
and work to.
“Everybody is remote now. 12 to 15
people work out of here, we have data
analysts, project managers, a sales team.

We have been able to adapt, turnover is just
short of £2 million at the moment.”
Mike, now 52, relishes the challenge of
sustaining and growing that turnover 30
years after he first launched as a one-man
band in Worcester. “It is not hard work if
you enjoy it and that is the key to it. You are
so involved in it, you want to see projects
succeed.
“It evolves all the time. The business has
been transformed and it is still transforming.
It has gone from cleaning products to
consultancy to benchmarking. They have
all been stepping stones, the market has
changed, and our business is helping
people improve. The cleaning industry has
never been so professional, important and
significant.”
It’s been quite an odyssey for the man
who first took the plunge and set up as a
one-man enterprise back in 1991 after the
Worcester shop where he worked had to
shut its doors.
“If you look at where we have come from
when I started in 1991, I used to keep all the
cleaning products at home.” l
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HOW TO AVOID
FINANCIAL PANIC AND
POTENTIAL RUIN...
Martin ‘The Warrior’ Warrillow on his mission
to scare people into critical cash measures.
Have you ever considered what the
consequences would be if what I call “the
life-changing event which will always
happen to somebody else” happened to
you – today?
What would be the consequences for
yourself, for your family, your lifestyle
and, if you are self-employed, your
business?
Let’s say you’re a tradesman, a one-man
business and you suffer a heart attack,
a stroke or a work-related injury which
leaves you unable to earn anything for
the foreseeable future or, perhaps, ever.
Who’s paying your bills? Who’s paying
your mortgage? Who’s putting petrol in
the car or the van or both? Who’s putting
food on the table?
Or let’s say you’re an SME with
business bank accounts that require
three signatories, you are one of those
people and this life-changing event has
left you unable to write an intelligible
signature. Will the bank accept just one
or two signatures? Do you know? What
happens if they won’t? Your business
could have six- or seven-figure sums
tied up in the bank and you and your
colleagues might be unable to access
them.
Or let’s say you’re employed and your
company has a fairly generous sick-pay
scheme which allows you to be off on full
pay for six months and off on half-pay for
the next six months. Then what? You may
or may not be entitled to Statutory Sick
Pay of £95.85 a week. That’s not going to
cover the household bills, is it?
If you have a mortgage, you could ask
for a payment holiday but, as so many
people are discovering as a result of

the coronavirus pandemic, that won’t
last for ever and some lenders are more
sympathetic than others.
Or let’s say that this life-changing event is
so life-changing that it leaves you unable
to work again – EVER.
I had my stroke in December 2013,
three months before my 50th birthday.
My consultant very quickly decided that
I should be retired on medical grounds
due to the after-effects of the stroke
– long-term and short-term memory
loss, extreme fatigue, cognitive issues
including inability to process information,
anger issues and mood swings.
Having been a journalist for nearly 30
years, I would never have a ‘full-time’
job again. Seven years on, I know it was
the right decision but it left me having to
take my company pension 15 years early
(definitely not a good idea, but I really
had no choice) and having to find out
which disability benefits I was entitled to.
Yes, there were some but not many and
the sclerotic nature of the system may
mean it takes a while for money to filter
through.
The reason I mention all this is not to
scare you (well, OK, it’s partially to scare
you into taking action on this front), but
to point out that not enough people
have plans in place to deal with that lifechanging event.
They don’t have income protection, they
don’t have critical-illness cover, they
don’t have life insurance, they don’t have
access to private healthcare, they haven’t
made a will. So if the worst does happen,
they are left panicking about their
financial future.
Let me tell you another story surrounding

what happened to me. After my stroke,
my legs were practically immobile. Bending
them was near to impossible and bending
and straightening them enough to get
into a conventional bathtub was definitely
impossible. So, we had to have our bath
ripped out and a large shower cubicle with
a seat installed, which took up roughly
one-third of our bathroom.
We bought it from one of those
companies you see advertising in the
Sunday magazines and it cost a painfully
large four-figure sum. Thankfully, we had
taken out a critical-illness policy a few
years before my stroke and with a helpful
financial adviser guiding us through the
process, it quickly paid out enough to pay
for the bathroom renovations with plenty
left over.
But say we hadn’t had that policy. The
painfully-large four-figure sum would
have had to be taken from our savings.
Although we did have a savings pot, it
would have been nowhere near enough.
With the comfort of knowing that the
insurance policy was paying, we could get
a proper job done.
“Yes, but it’s not going to happen to
me, is it?”. That’s what I thought until I
stepped off that pavement and my brain
exploded. Yet people insure their pets,
their mobile phone and every white item
in their kitchen. I really do wish people
would think more about making sure
they are financially secured if that ‘lifechanging event which will always happen
to someone else,’ actually does happen to
them. l
Website: www.askthewarrior.com
Podcast: Thewarriorpodcast.libsyn.com
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In the

Spirit
Josh Sims takes a look at the latest model from Rolls-Royce,
a new iteration of the Ghost.

bw-magazine.co.uk

T

‘‘

“A more stripped
back design can
be harder to pull
off than a busy
one.”

here are many reasons why owning a Rolls-Royce may be hard to justify these
days. It’s not just the price, nor the engine size, which certainly cuts against the long
term trend for more environmentally-friendly vehicles. Above all, perhaps, it’s the
excess: in the public imagination, Rolls-Royce speaks to glitziness, to polished surfaces
and a World of Leather, behemoths that announce their approach with that signature
oversized grille - well, it is modelled on the Pantheon in Rome - and the flying lady
bonnet ornament. Arguably it’s out of synch with austerity, past and that to come.
Yet it’s a perception that hasn’t been entirely lost on Rolls-Royce itself. Indeed, its
latest model, a new iteration of the Ghost - which carries the name of its predecessor
but, bar that Spirit of Ecstasy bonnet ornament, virtually none of the component parts
- is an answer to those for whom Rolls-Royce is symbolic of the automotive OTT. For
all that it still costs upwards of £250,000 and is powered by a 6.7 litre V12 engine, it’s
a solution for those for whom driving a Rolls-Royce would provoke at least a touch of
self-consciousness. It’s what the company calls its move into ‘post-opulence’, a trend
it’s identified as being prevalent at the world’s fashion, furniture and yacht shows too.
“I think with the 2017 Phantom we went for the most ornate, most artistic looking
car you could imagine, inside and out. We know what the Phantom is all about,
how that ornamentation is part if our heritage and we celebrate it too,” says an
unapologetic Christopher Duff, head of interior design at the German-owned, but still
quintessentially British car-marker. “But we also understand that there’s a customer
who doesn’t want that now. You can draw a parallel with hotels - there are some that
cost thousands to stay at but actually are very simple in their style. Or with watches yes you can spend half a million on a skeleton tourbillon, but there’s still a demand for
much more understated pieces in which it’s all about the tiniest of details.”
Duff calls this new Ghost “more reductive, detoxified, without being sterile
minimalism”. Inside and out, lines are longer, cleaner, with fewer breaks or flourishes.
Whereas everything in a Phantom seems to visually blend together, in the Ghost details
are more deliberately placed, akin, he suggests, to placing a vase just so on a table at
home.
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“The difference between a component
placed more or less well is one of
millimetres,” he explains. “In fact, a more
stripped back design can be harder to pull
off than a busy one, because it’s as much
about the spaces between the different
components as the components themselves.
There are breathing spaces. The interior
design aims at bringing the heart rate
down.”
Duff trained in transport design in
Sweden and, he says, inevitably the
preferred national aesthetic has rubbed off.
But he also designed the interior of the 2017
Phantom, so is conscious of just what a
contrast the 2021 Ghost is, however subtle
at first. In the latter there’s plenty of tech,
for example, from a 1300w magnesiumceramic speaker set-up to an air purification
system, but the displays are set in to the
interior scheme in a way that cleverly
makes them stand slightly apart from the
traditional hand-craft all around. It’s all
the better to suggest easy upgradability
when the time comes, while the woodwork
continues to develop its patina over the
decades. For all of the tech there are not too
many buttons.
There’s also a greater emphasis on the
warmth inherent to open pore materials, the
likes of full grain leather and natural wood
- the dash comprises one long, unblemished
section, for example. Touch the headliner which, a tad bling perhaps, can light up like
the night sky, complete with a shooting star
effect - and it’s made of cashmere. Such,
Duff says, is contrasted with the cold touch
of the stainless steel air vents. And they
must be steel
“It’s not just that the weight of the
material gives the vents the right level of
stiffness when you move them - which you
just couldn’t get from a plastic - it’s also
its tactility. You can’t get the same level
of satisfaction out of handling plastic,” he
adds. “It’s like the advice they give when
you’re doing up your home: spend the
money on the fixtures - and why shouldn’t
that apply to the automotive world too?”
That emphasis on materials, and the craft
with which they’re put together, is very

‘‘

Rolls -Royce, of course. But here they’re brought together more in the spirit of bestin-class, rather than overt luxury. The same is true of the body, which, while certainly
always going to dominate the road - and, at 5.5m long and weighing nearly 2.5 tonnes,
how couldn’t it? - can now do so without seeming to harrumph about the traffic in the
way.
“We speak to clients regularly in the development phase of any new Rolls-Royce
and a particular subset of Ghost clients were calling out for something less ostentatious,
subtle enough to work in all situations, a piece that can be dressed-up or down if
you like,” explains Henry Cloke, lead exterior designer at Rolls-Royce. “One of the
clearest examples is that there is no embellishment or shut lines at all around the Spirit
of Ecstasy, all the better to let her stand out and be appreciated against a clean lake of
bonnet. All the complexity of the craftsman and thousands of engineering hours it took
to accomplish this are hidden beneath the surface.”
Indeed, choose dark paintwork and ride with the flying lady down, and the Ghost
isn’t going to turn all heads, which is exactly as this ‘post ostentation’ driver likes it.
This body has a new hand-welded aluminium structure, giving it a seamless flow. It
looks something akin to a motorboat, proud to the front, tapering uninterrupted to the

“It’s like the advice they give when you’re doing up your home: spend the money on the fixtures - and
why shouldn’t that apply to the automotive world too?”
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rear. It’s telling that on the Ghost the grille’s
vanes have been sand-blasted. Even the
reflections have been toned down.
“Rolls-Royce has incredible heritage,
but actually this means that there a few
design elements that are so iconic - such
as the Pantheon grille - you can adjust
and abstract them to give each model
and design a different character, and
yet you will still immediately know the
car is a Rolls-Royce,” explains Cloke.
“But creating the new Ghost on that
aluminum space-frame, whilst keeping
the overall size and interior space of its
predecessor, was certainly a challenge,
albeit a worthwhile one. This led to
some interesting solutions, like moving

‘‘

the speakers into the chassis, and cables
beneath the floor, and for the exterior
design it enabled us to widen the body for
a more dynamic stance, and to lengthen the
rear overhang which gives the sleek flow
from roof to tail.”
As for the drive, well, nothing much has
changed here - thankfully. It’s as superlative
as ever. Sure, it’s not a heart-rate pounding
thrill ride - remember that everything about
this iteration of the Ghost is about getting
the pulse down, not up. Rather, it’s even
more of that characteristically Rolls-Royce
‘waftiness’: driving a Ghost feels less like
taking a car somewhere, as sitting in one
while the world is silently scrolled by you.
That hush-a-by interior is in part down to

the 100kg of sound deadening material
incorporated into the design.
No, for all that Rolls-Royce has referred
to the Ghost as being more of a driver’s car
- rather than a chauffeur’s - don’t expect the
buzz of a super-car. This is more a super
car - without the hyphen - in the sense that
it’s all so utterly effortless and stress-free.
Put together a double wishbone suspension
at the front, a multi-link arrangement at
the rear, air springs all round and adaptive
dampers, then throw in a satellite-linked
camera system that reads bumps and
potholes ahead, and it’s hardly surprising
that getting a feel for the road is next to
impossible. You don’t know you’re on it. It
seems less is more in so many ways. l

“There is no embellishment or shut lines at all around the Spirit of Ecstasy, all the better to let her stand
out and be appreciated.”
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THE WELLINGTON
PUTS A TASTY BOOT
INTO LOCKDOWN
BLUES
Seaside girl at heart Naomi Snelling tucks into prawns inland and indoors...
with pheasant to follow...

bw-magazine.co.uk

‘‘

“The Wellington has put its best boot forwards – and offers a chunky ‘ye olde style’ takeaway menu
with plenty of game.”

In ‘normal’ times, The Wellington Inn in the
Malvern Hills is the kind of quintessentially
British ‘ale and hearty pub you want to head
to after a blowy countryside walk. Rustic
beams, chunky open fires, unpretentious
cosy style and a dog or two lolling by the
fire. Hunkered down on the western face
of the Malverns, just below ‘Herefordshire
Beacon’, its beer garden overlooks the
rolling countryside. Where better to quaff
the county’s finest beery beverages?!
Of course, in the misty winter lockdown,
things look slightly different. But The
Wellington has put its best boot forwards –
and offers a chunky ‘ye olde style’ takeaway
menu with plenty of game.
We’re not sampling the Wellington fare in
the ambience of the pub itself, so we create
our own romantic aura. (By which, I mean
we clear away the ‘working from home’
clutter and light candles. And candles really
are the fast-track to creating an atmosphere.
If you’re after candle inspo, then we used
beeswax candles in my Cath Kidston
candelabra and some gorgeous heart votives
a la Sainsbury.)

One would think that The Wellington
being a country pub I would scour the menu
and opt for a starter that screamed ‘rural
delight’. But no, I am still a seaside girl at
heart. I opt for tiger prawns for starters. May
I take a moment to congratulate myself on
this fine choice?! These hills may be far
from the sea, but you wouldn’t know from
these pretty prawnies. Accompanied by a
chilli jam dressing and what must surely be
posh pink mayonnaise, my prawn babies
are cradled in the lightest batter and cooked
to perfection. They are a squeeze of lemon
away from heaven. And thankfully, due to
my lockdown love affair with gin, I have
plenty of lemons. So, all is very well indeed.
Meanwhile, John, who spent many
years in Spain and is very fishy, opts for
Whitebait. Normally you get a few for a
starter, but he ends up with a whole shoal on
his plate! So naturally, I help him out. They
are perfectly delicious although I think it’s
just possible to detect that they had not been
caught that very morning – but unlike most
Midlanders, we have both been spoilt by
having lived next to the sea.

“Stop! Wait! What?! While I have been
carefully curating images of the food – the
rest of the Prosecco has disappeared. John
says it has ‘evaporated’. Due to me having
the heating on too high. Hmmm.”
Ah, look at that little heart shaped candle!
(#easilydistracted). Anyway, Prosecco
frenzy is over and it’s time to move on to
The Main Course.
I plate up two dishes: Pheasant ballotine
for me and venison pie for John. After all
the photography, we’re quite hungry and
we tuck in. My pheasant is so incredibly
delicious, I become a bit feral and don’t
want to share despite the portion sizes being
remarkably generous. John is similarly
engaged with his venison pie when for some
reason I start laughing…
“You’re eating Bambi?!” (chortle
chortle). “No, I’m not eating Bambi!”
“Yes, you are – you’re eating Bambi!”
“No, I’m eating Bambi’s mother. She’s
lovely. Squeezed nicely into this pie.
She’s amazing.” Ah yes, there’s nothing
like a little inane conversation to add a je
ne sais quois to romantic meals... ahem.
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Essentially, this exchange can be interpreted
as compliments to the chef, whose name, by
the way, is Adam Talbot.
A brief interlude, some lovely music
(“No, Alexa, that is NOT Einaudi”).
And now we are ready for pudding.
Parumpapum!
Hmmm. The puddings are looking a
little sad. They look like they have endured
unprecedented challenges - a bit like the
rest of us. Context, context, context. These
puddings have travelled 20 minutes by car,
and have been sitting in the kitchen while
I have been reinventing myself as a food

photographer with the aid of my trusty
phone (during which process I might add,
I nearly fell off the chair in the attempt to
capture the perfect ‘bird’s eye shot’ …)
When I tenderly fish my poached pears
(in mulled wine, yum!) from its plastic
travelling case and plop them into a bowl I
can tell they breathe a sigh of relief. And I
breathe a sigh of delight when I tuck in. It is
glorious. All of the delicious adjectives can
be applied. I want poached pear everyday breakfast, lunch and dinner!
John’s sticky toffee pudding is harder to
transition from box to bowl, and WAIT No!

He is already eating before I have taken the
photograph! How savage! I rap him on the
knuckles with a spoon and rescue the pudding
for its moment of photographic glory. I then
decide I want to try a big spoonful, and there
is a bit of a scuffle but we manage to restore
calm.
We spoon blissful mouthfuls. And now our
repast is ended and feeling full, we relax in
front of our own fire.
Now that we’ve had this takeaway
experience, we can’t wait for spring days,
sunny skies and a chance to rock up at The
Wellington after a long hike across the hills. l
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The Wellington is run by Giles Goodhew – a
sixth generation publican. And head chef is
Adam Talbot.
When I ring to find out more about The
Wellington, Adam is “elbow deep in some
game”. He is embracing the challenges of
lockdown as a chance to get more hands-on.
The pheasants are now plucked on-site and
during Lockdown even Bambi’s mother
arrives in one large, deer-sized piece - rather
than coming neatly sliced and diced from the
butchers.
Adam has been with The Wellington for
two years although it’s home from home for
him since his parents ran the joint many years
ago - back when pubs were transitioning
from grimy beer-and-crisps-only into the
gastro wonders we enjoy nowadays.
“This was the first place I ever worked in
a kitchen,” he says, “I was only washing up
and peeling potatoes, but I fell in love with
catering and later went away to work at The
Cottage in the Wood, which at the time was
the only place in the area with two rosettes.”
A versatile and well-travelled chef, Adam
has created menus at restaurants, boats and
private holiday chalets. He even cooked for
Jamie Oliver and family and friends at a ski
chalet.

“It was in the Alps they were skiing, and
he wanted a lot of seafood – which was quite
difficult,” says Adam.
“It’s nice to use ingredients we can get
from around here – we use a lot of pheasant
and game. There are so many shoots here so
there’s a plentiful supply of pheasants. I’ve
got some confiting in the oven right now. I
put them in oil and season them and cook
them on low heat for about eight hours.
“During lockdown, the challenge has been
trying to offer something a little different but
still maintaining the quality. Steak isn’t ideal
but cassoulets are great. We scaled down
the menu and we make sure we include new
specials each week.
“I’m really proud of our game dishes.
I like it when I look at a plate and realise
that if I draw a mile circle around the pub everything on that dish has come from this
area.
“Sometimes I see a pheasant in the garden
and I think to myself, I’ve probably got one
of your cousins in the oven!”
The Wellington Inn
www.thewellingtoninnmalvern.co.uk
The Wellington Inn, Malvern WR13 6HW
01684 540269
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Choosing a VoIP provider!
What is VoIP, and what do
you need to know?
VoIP is changing the way many businesses
use their telephone services and is now highly
recognized for the additional benefits that’s
offered.
Delivering real cost savings, flexible options,
ease of installation, and instant scalability, the
service is quickly becoming the norm as the
traditional ISDN Network providers [KCOM/
BT/Others] are already working towards an
accelerated and planned phase-out by 2025.
Choosing a VoIP/Hosted provider may
initially seem like an easy decision to make as
there’s a vast array of available providers, with
many offering what seems to be too-good-tobe-true offers, so beware! There are several
key factors to take into consideration before
jumping-in and moving your communications
services over to VoIP.
An essential aspect when choosing any
phone provider is the quality of the service.
VoIP stands for Voice over Internet Protocol
meaning your calls are made over an internet
connection rather than the traditional digital
and copper lines, so reliable connectivity and
voice optimisation is a must! Call quality and
resilience can be just one of the consequences
when opting for a cheaper, less reliable
service so it is imperative that you choose a
well-established and experienced telephony
company as your communications provider,
who can then guide you through all your
available options.

There are basic voice services available,
but in a world where we are fast becoming
a digital-first world, there are a plethora of
comprehensive features to choose from so you
can increase productivity and efficiencies and
work collaboratively. Features such as video
conferencing, call recording and presence
are becoming an expectation or if it’s a more
basic set-up, hunt groups, auto attendant,
call forwarding, and voicemail are often the
minimum.
Thanks to smartphones, tablets, and
laptops, the ability to work flexibly, remotely
or hot desking is more important than ever so
with a VoIP solution you can create a bespoke
telephone system solution that works much
better for your business.
Whilst the concept of VoIP is relatively
easy to implement, choosing a well-known,
experienced telephony company to advise
you on the best solution will ensure you
get the best out of your chosen telephone
system. Here at Cobus our fully qualified
and experienced teams offer a consultative
approach to providing the right solution to
every customer from single business users to
SMEs and large multi-national organisations.
And with prices starting from as little as £7.49
per user per month, don’t delay in finding out
how VoIP can work smarter for your business.
BW Magazine asked Cobus MD and
telephony guru, Michael Smith, for his
thoughts about the ever-changing technology
and communications landscape: “After almost
30-years in the industry I’ve seen just about
all there is to see regarding the history, new
technological advances, latest buzz words
and industry lead trends” …but the advances
in provision and rollout of high quality, high
bandwidth connectivity has been a game
changer in the accelerated growth of VoIP/
Hosted tech, it’s not for everyone but it’s
now a proven and viable product” …Contact
one of my team and let them work with you
to recommend the right solution for your
business needs, you’ll be glad you did!”
Contact the Cobus team today on 0303
3001001. l

Make your
worries our
business.
Whatever problems you are
experiencing in your business,
we can help.
Begbies Traynor Group delivers solutions for businesses in the
areas of corporate recovery, restructuring, corporate finance,
property consultancy, refinancing, fund raising, credit control,
time to pay and asset disposal.
Contact us for a consultation:
3rd Floor, Temple Point, 1 Temple Row,
Birmingham, West Midlands, B2 5LG
T: 0121 200 8150 E: birmingham@btguk.com
28 Cleveland Street, Wolverhampton, WV1 3HT
T: 01902 489 860 E: wolverhampton@btguk.com
Office 2, Broomhall Business Centre, Broomhall Lane,
Broomhall, Worcester, Worcestershire, WR5 2NT
T: 01905 852 274 E: worcester@btguk.com
www.begbies-traynorgroup.com
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Begbies Traynor Group plc is a company registered in England and Wales No: 5120043.
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