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WELCOME

LESLEY MOODY MBE
– PRESIDENT

Welcome
to the
all-new
Contact
Welcome to this all-new Contact
magazine, which is the first with
our new publication partner
North East Times, and my first as
your interim-president
10

We are delighted to be working with
this innovative publishing business to
give you interesting member news,
knowledge that will help your company
performance and thought leadership
features to inspire you.
The key business issues of the day are
also covered with insights from our team
of Chamber experts.
Brexit is one of these issues we cover
and one that particularly fills me with
anger and frustration. The government’s
use of no-deal as leverage in its

businesses who are not recruiting at the

leading companies thriving and blazing a

negotiations is extremely reckless.

same rate as they have done in recent

trail from the region.

It is demonstrably harming business
and investor confidence and provides
little reassurance to those firms that are
struggling to plan beyond the end of
March.
It is such a dominant issue it has all
but eliminated debate on the other big
issues facing our economy, yet it is vital

years.
Our members are ambitious for
growth but they need certainty to plan

A number of these businesses won
area finals of the North East Business
Awards which showcased their many

“The key business issues of the day are
also covered with insights from our team of
Chamber experts”

that Government does not take its eye
off the ball when it comes to topics such
as skills, transport and the health of our

for their workforce needs and Brexit has

talents and highlighted how we tackle

town centres.

definitely hampered that.

challenges with tenacity here. I wish

However, as you will see in this

them all the best of luck in the Grand

statistics results show an extremely

inaugural issue there are still some

Final. They are all winners, without a

worrying picture of our regional

fantastic groundbreaking and world-

doubt.

Recent reports such as employment
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JAMES RAMSBOTHAM CBE - CHIEF EXECUTIVE

Why ex-PM thinks
Brexit is a policy of
self-harm
Former Prime Minister Sir John Major was a recent speaker at our
President’s Club event at Newcastle Cathedral, and he had some
powerful and insightful words to share on the thorny issue that
threatens the prosperity of our region
James Ramsbotham CBE
Chief executive
@NEEChamberJames
I hope you are enjoying this new-look

particularly have so much more that we

Contact which is our exciting new

could contribute to the national economy.

platform for our members to share their
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The answer, he said, was to give more

stories and successes as well as having

responsibility to the regions and improve

expert views on business from our

the infrastructure which can, in turn,

Chamber team.

improve productivity. Regions need

Since I last wrote a column a couple

investment and, if not now, when?

of months ago we have heard fantastic

It is important for us to connect with

speakers, learnt about a host of world-

influential leaders like Sir John on your

leading companies, and had hair-raising

behalf and I recently met with Secretary

instances of lack of leadership by our

of State, Liam Fox and Baroness Fairhead

Government.

from the Department for International

I’ll start with the positive parts, as is my

Trade, to discuss Brexit.

approach to life. We were so fortunate to

When we meet senior Government

have Sir John Major as our guest speaker

officials and ministers, we represent you,

at our last President’s Club at Newcastle

our members, and accurately reflect your

Cathedral. I have never heard a former

views on a wide range of issues. One

proposals and their engagement with our

Prime Minister speak with such passion

of the vital tools we use to gather this

members. There is widespread support

about our economy and the need for the

information on everything from interest

for their plans such as better Northern

UK to build a fair society.

rates, recruitment, price pressures and

Powerhouse rail connections between

turnover fluctuations, is our Quarterly

major cities in the North.

He was candid about Brexit and told
our 250 members present that leaving

Economic Survey.

I’m glad to report our recent Boston
and Atlanta trade missions had no

the EU will deliver worse times and he

This series of questions give us hard

was afraid Project Fear will be seen as

proof of how our members are finding

transport difficulties. I was fortunate

real. His view was that he could recall

the economic climate and are a powerful

enough to be part of our Boston mission

nothing to match this decision to leave

campaigning tool.

which was a great opportunity to build

the EU and the way it is being handled,

The current survey has just closed and

strong connections with this tremendous

where the Government is actually

the results will be announced on April 2,

city and a host of like-minded businesses

embracing a policy of national self-harm.

but I urge you to contribute to the next

looking to trade with us. We’ll report on

one which launches on May 20.

the success of this and Atlanta in future

On a happier note I was delighted Sir
John’s view of our region was extremely

When we visit members, they often

editions of Contact.
At our recent Tees Valley AGM, we

complimentary. He was clear that there is

cite transport difficulties and costs as

significant untapped potential in British

a perennial problem and as a result

heard at first hand the exceptional

regions, like the North East, and that we

we welcomed Transport for the North

exporting achievements and innovations
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at ICL Boulby, formerly known as Boulby Potash.
What an amazing business this is. ICL Boulby’s general
manager Andrew Fulton gave us a detailed picture of the huge
work that has gone into transforming the business from a
traditional potash mine to the world’s first polyhalite producer. His

believe the benchmark for any future deal is the terms on which
we currently trade with Europe.
By the time the next issue of Contact is printed I sincerely hope
this is the case.
Due to John McCabe’s decision to stand for North of Tyne

business is now exploiting the fantastic rich deposits miles under

Mayor as an independent candidate, he has taken the decision to

the North Sea and has secured 500 jobs in the process.

stand down as our president. Lesley Moody, manging director of

This success is even more welcome as when writing this column
I see so much damage in terms of confidence due to lack of
clarity on Brexit.
It’s imperative the Government listens to the valid concerns

AES Digital Solutions, has taken over the role on an interim basis
until our AGM in May.
I thank John so much for his tremendous hard work on our
behalf over the last two years. He has been an outstanding

of businesses and provides strong, clear leadership in securing a

president and devoted so much time and energy to ensure the

relationship with the EU that protects our firms’ ability to trade

Chamber delivers successful campaigns and first-class support for

with our near neighbours.

all our members across the whole of the North East. In particular,

The political situation has been so poorly managed that

the ambitious drive, spearheaded by him, to raise greater

time has run out for businesses to prepare. Our members have

awareness of mental health issues in the workplace has been of

been clear we need to have an extension of Article 50 and a full

huge benefit to many individuals and businesses and has made a

reassessment of the UK’s negotiating position. We continue to

tangible difference in several ways.

NEWS

Chamber member news round-up
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E D U C AT I O N

Entrepreneur’s
marine life mission
An innovative North East
student has created a social
enterprise which recycles
discarded fishing nets into
bracelets

A student at Northumbria University has launched his first business with a social mission
to help raise awareness of ocean pollution and save marine life
Nathan Smith is a second year student on the Entrepreneurial Business Management
(EBM) programme at Newcastle Business School.
Following a trip to Thailand last summer, he was struck by the level of rubbish and
plastics littering beautiful beaches and wondered how he could encourage people to
clean up and raise awareness of ocean pollution.
In response, he’s set up OceanJunkie, a social enterprise which recycles discarded
fishing nets into bracelets.
The money raised from bracelet sales is then reinvested to help organise and fund
community beach clean ups along the North East coast in a bid to reduce ocean
pollution and encourage conservation activities.

NEWS

ENGINEERING

Export recognition
for Tomlinson Hall
One of the North East’s leading pump
distributors and few remaining British
pump manufacturers – Tomlinson Hall
– has been named as one of the North
East 2019 Northern Powerhouse Export
Champions for the second consecutive
year.
Being named as a champion for the
Daniel Wearmouth and Thomas Harvey

Billingham based firm comes on the
back of it achieving exponential growth

MANUFACTURING

Apprentice
intake at
Hartlepool
manufacturer

of over 40 per cent in its export
activities over the last 12 months.
With a robust distribution network
of partners across the USA, Middle

TRAINING

East and South East Asia, Tomlinson
Hall has most recently been awarded

Hartlepool-based expanded metal

TTE strikes GWO
agreement

mesh manufacturer, The Expanded

The TTE Technical Training Group has

E D U C AT I O N

Metal Company, has taken on three

established a new relationship with the

new apprentices as part of its ongoing

Global Wind Organisation (GWO) to

commitment to workforce development.

help develop a skilled workforce for the

Thomas Harvey, 17 and Daniel
Wearmouth, 18, from Hartlepool have

offshore renewables industry.
From its training facility in

significant contracts in Hong Kong and
China.

Boost for offshore
training
Newcastle College and Port Training

joined The Expanded Metal Company as

Middlesbrough, TTE will deliver the

Services (PTS), the Port of Blyth’s

apprentice machine setters, while Ben

GWO Basic Technical Training-Combined

award-winning training arm, are joining

Job, 21, from Newcastle, has joined the

Standard.

forces to develop and deliver training

company in the position of apprentice

The UK offshore wind sector has set

programmes with direct pathways into

tool setter. They will support in the

out a vision to create more than 27,000

the offshore energy sector, the North

manufacture of metal mesh products.

skilled jobs by 2030.

East’s fastest growing industry.
Newcastle College already offers
a number of training courses,

B U I LT E N V I R O N M E N T

Newcastle office market on the up

apprenticeships and degrees for those
looking for a career within the industry.
Its Energy Academy opened in 2012
and has trained over 1,200 technicians

Overseas investment in Newcastle offices has more than doubled in the last 12 months,
and office take-up has reached its highest level in three years, a new report has revealed.
Knight Frank’s UK Cities Annual Office Review shows take-up of Newcastle’s offices

and engineers in Wallsend.
The partnership will extend that
offering further into the region,

increased by 33 per cent in 2018, reaching 236,928 sq ft. This is a notable 14 per cent

combining the technical expertise of

above the ten-year average. This is in sharp contrast to 2017, when office take-up in

the Energy Academy with the working

Newcastle fell by 19 per cent.

environment of PTS, to develop

The biggest deal in 2018 was a 63,350 sq ft lease to HMCTS at the Civic Centre, which
is the first part of a £1bn reform of courts and tribunals.

vocational offshore, marine, subsea
and port related training.
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ENGINEERING

Management buyout
creates GadCap business
RG Corporate Finance has advised two engineers
on the takeover of a Power Generation and
Aerospace Solutions division
A new advanced engineering business has been established in
the North East following a management buyout of a UK division
of a multinational organisation
Engineers Michael Baker and Paul Seccombe have acquired a
Power Generation and Aerospace Solutions division to establish
GadCap Technical Solutions Ltd.
As part of the MBO, they have taken on the PGAS division
premises in Washington, where it designs and manufactures
bespoke engineered products for the power generation and
aerospace industries.

L-R: Michael Baker (GadCap), Carl Swansbury (RGCF), Duncan Reid
(Watson Burton), Marc Allison (Watson Burton), David Nixon (RGCF), Kirsty
Adamson (Watson Burton) and Paul Seccombe (GadCap)

The duo were advised by RG Corporate Finance.
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Liam Horgan

Park’s Karl Snowdon (left) with KM Electricals’ Kevin Anderson

B U I LT E N V I R O N M E N T

H E A LT H

Park lights up arena
Park Electrical Distributors has helped shine the light on the

Accolade for
Nuffield surgeon

impressive 2,800-seater Newcastle Eagles Community Arena,

Liam Horgan, a specialist in hernia repairs and laparoscopic

which has recently opened.

surgery at Nuffield Health Newcastle, has been named president

Park was engaged to design the internal and external
lighting by KM Electrical Services, which was appointed by Esh
Construction to deliver the full building electrical facilities.
It is anticipated more than 11,000 people will be engaged in
sport during the facility’s first year at the arena, which is based
at Riverside Dene in Elswick.

of the British Hernia Society. Horgan has been part of the
surgical team at Nuffield Health Newcastle for 20 years.
On average, he carries out 60 corrective hernia procedures
a year at the hospital, predominantly treating patients with
incisional hernias, groin and complex abdominal wall hernias.

NEWS

D I G I TA L

Saggezza on
growth path
A global tech company has appointed
four graduate recruits as part
of ambitious plans to double its
headcount in the North East over the
next 12 months.
Saggezza is a Sunderland Software
Centre-based company that provides
software solutions for clients, including
one of the world’s largest private
investment banks and a global credit
card brand.
The latest recruits to join the
company as part of its major
recruitment drive are Sakariya Madar,
from the University of Kent; Umar
Mahmood, from Newcastle University;
Connie Leighton, from the University

LOGISTICS

of York and David Hutchinson, from

Port nets refinancing package

Northumbria University.

The Port of Tyne has secured a £60m refinancing package from Lloyds Bank
Commercial Banking to support its investment programme.
The five-year agreement, which comprises a £30m revolving credit facility and a
£30m term loan, provides the port with capital to develop major infrastructure projects.
The port, which contributes £690m to the North East economy, occupies a

CHARITY

Businesses urged
to back Elmer
A North East charity is calling on the

250-hectare site on the River Tyne and is the second largest car exporting port in the

region’s businesses to join their herd

UK.

and take part in a major public art
event this summer.
Hot on the heels of its hugely
successful Great North Snowdogs

E D U C AT I O N

Green light for academy

art trail, St Oswald’s Hospice is
holding Elmer’s Great North Parade
– when 65 individually decorated
statues of the popular storybook

The go-ahead has been given for a new civil engineering academy in the North East.

character Elmer the Elephant will be

Seymour Civil Engineering’s plans for an 11-acre training facility have now been approved

showcased across Tyne and Wear.

and its aim is to help tackle a gaping UK-wide skills shortage in the sector.

The event will open to the

Staff will work in collaboration with Hartlepool College of Further Education to

public on August 19, and some of

provide qualifications for constructions operatives from Seymour, the college and

the region’s biggest companies –

external organisations at the Hartlepool-based academy which will replicate a fully

including Womble Bond Dickinson,

functioning construction site.

intu Metrocentre and Sage

Civil Engineering Contractors Association members recently revealed the future
supply of skilled operatives was the largest concern for firms in all parts of the UK.

Gateshead – have already shown
their support.
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MANUFACTURING

VBites factory opens
Businesswoman Heather Mills’ enterprise will serve
the food and drink market from a newly fitted out
factory in Peterlee
Entrepreneur Heather Mills has revealed that the former Walkers
Crisps factory she took over to manufacture her range of plantbased foods in Peterlee will be open for business within the next
three months.
Heather has tapped into the fast-growing vegan food and
drink market with her business, VBites. She took over the
180,000 sq ft Peterlee factory in November and is busy hiring
staff and overseeing the fit-out ready for the manufacturing of
VBites’ new range of vegan sausages and burgers, made from
plant-based proteins.
More than 350 jobs were lost when PepsiCo closed the

Heather Mills thanks Business Durham’s Peter Rippingale for the
organisation’s support with her new factory in Peterlee

Walkers snacks factory in 2017.
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L-R: Alan Rutter, Dave Turner, Dave Moore and John Robson from Crabtree with Michael Hart from Metal Crowns

MANUFACTURING

Kenya contract for Crabtree
Global metal decorating and coating equipment pioneer, Crabtree,

Crabtree has been designing and manufacturing metal

has experienced more export success, winning a contract to

decorating and coating machines and components from its site

design, supply and install a bespoke metal decorating machine for

in Gateshead, UK for 50 years. It has a strong track record of

Kenya-based Metal Crowns.

exporting its machines and undertaking projects for businesses

Metals and plastics packaging company Metal Crowns, which

worldwide and has provided metal decorating technology in more

is headquartered in Nairobi, Kenya, commissioned Crabtree to

than 90 countries spanning Europe, the Middle East, Africa, Asia

provide a bespoke machine that would enable it to reduce labour

and Australasia.

costs and increase output.

NEWS

H E A LT H

Fight continues against
rare condition
A £1.6m grant will help continue the legacy of an inspirational
Sunderland scientist dedicated to improving the treatment of patients
with a rare life-threatening genetic disease.
Professor Roz Anderson, who sadly lost her battle with cancer last
summer, had worked tirelessly in the months previously to secure a
grant from the Medical Research Council (MRC) which would take
her research work – designing drugs that could treat and improve the
quality of life for cystinosis patients – to preclinical trials.
There is currently no cure for cystinosis, which occurs when the
body is unable to process cystine (an amino acid).
Prof Anderson and her team at the University of Sunderland have
designed novel prodrugs to take the effective treatment directly to the
cells that need it, improving its absorption, limiting metabolism and

Professor Roz Anderson

reducing the unpleasant side effects.

19

Norman Thompson with new apprentice Elle Redman

Kevin and Brenda Coade

LOGISTICS

R E TA I L

Freight specialist moves
forward

Retailer invests 500k

A global freight management company is expanding its
presence in the North East, following a year of rapid growth.

A global high-end childrenswear retailer has invested £500,000
in a Sunderland city centre store.
Designer Childrenswear – founded 30 years ago by husband

TransGlobal Freight Management has relocated to a new 472 sq

and wife duo Brenda and Kevin Coade – has grown rapidly in

ft office at the North East Business and Innovation Centre (BIC)

recent years and is now the UK’s third largest independent

to accommodate its growing team.

retailer of name brand children’s clothing.

“The last 12 months have been fantastic for us as a business,”

The company started from humble beginnings on Newcastle

said branch manager Norman Thompson. “And we’re showing

Quayside, where Brenda and Kevin would spend their weekends

no signs of slowing down.”

selling children’s dresses from a small market stall, before going
on to open their first bricks and mortar store on Olive Street,
Sunderland, in 1984.

Esh Group
www.eshgroup.co.uk
@esh_group
Nice Network
www.nicenetwork.uk
@NiceNetwork_UK
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Chamber-made
partnership
hits the heights
An introduction by the Chamber connected the
businesses Esh Group and Nice Network, and was
the forerunner to the latter winning a £750,000
communications contract. Mark Lane met with both
businesses to find out more
Choosing a mobile telephony and connectivity provider is a
huge decision for businesses these days. In many cases, the
difference between the varying providers can be huge, and the
cost of such services can run into six and seven figures on some
occasions.
This is perhaps one business service where partnerships are
more important than ever. Such services need to be tailored to
individual organisations and there will be inevitable teething
problems along the way. How quickly providers respond to such
problems and ongoing customer service is, in many ways, as
important as the initial contract offering.
All of which brings us to the partnership – and that’s the best
word for it – between Esh Group and Nice Network. These two
North East businesses were introduced by Julie Charlton, a
relationship manager for Sunderland, Durham and South Tyneside
at the North East England Chamber of Commerce and their
relationship has gone from strength to strength.
For the uninitiated, Esh Group is a leading construction and
built environment group of companies which operate across the
North of England and Yorkshire. Via its main trading company,
Esh Construction, the business provides civil engineering,
property services, facilities management and commercial
building, fencing and landscaping services to a wide range of
public and private sector clients.
Esh directly employs an impressive 900 staff in the North East
and Yorkshire who work out of regional offices in Durham and
Leeds.
Nice Network, formerly known as CCS, manages business
communications for global brands such as Nike UK, Draeger,
Converse and many others, from its HQ on Sunderland’s
Pennywell Industrial Estate. The company, which was founded
Tracey Appleby, head of purchasing at Esh Group and Terry Lewis,
senior business development manager at Nice Network

over 30 years ago, employs 22 staff and has an annual turnover in
excess of £4m.
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MAKING CONNECTIONS

Esh was seeking a new
communications provider and undertook
a competitive tender process, inviting
several potential suppliers to bid for
mobile connectivity. The winner of
the tender, and a contract worth circa
£750,000, was Nice Network – a boost
for the company itself as well as being
another feather in the cap of the local
digital communications industry.
Nice Network now provides Esh
with mobile connectivity across its
whole group, offering 1000+ mobile
connections ranging from traditional
mobile handset connections to sitebased data connectivity using 4G
dongles.
As part of the package, Nice keeps
Esh up to date with its ongoing spend
through a data management service
which allows it to monitor how much Esh
is spending in real-time.
How, then, does a modern mobile

22

communications business go about
winning business in the current
environment? While being competitive
on price will always be a factor, there are
also many other variables at play.
Tracey Appleby, head of purchasing
at Esh Group, says: “Nice Network had
the most competitive and compelling
offering, that alongside having a strong
local presence and a proven track
record as a supplier to other high profile
regional businesses gave Esh confidence
that they could deliver.”
Asked about progress of the
relationship, Tracey explains that while
there were a few challenges in the early
days of the project, Nice Network now

its challenges and working with us in

says: “The people [at Esh] are great!

has “an appreciation for some of the

delivering fit for purpose solutions that

From the outset, we’ve worked with

sector challenges, including the transient

benefit the group.”

every Esh employee to agree connection

nature of construction … the service is
running as we had initially anticipated.”
The million-dollar question then: what

Of course, there are two sides to any

dates and to see how we can help meet

partnership, so we were interested to

their needs and they’ve all been very

catch up with Nice Network and find out

friendly and welcoming.

are Nice Network like to deal with as a

about the company’s take on Esh as a

“The staff are a real credit to Esh as

service provider? Tracey is unequivocal

new client and hopes for the business

is the group’s IT team. Esh has a clear

here, telling us: “As the name suggests, a

relationship moving forwards.

vision and this is apparent across every

‘Nice’ company to deal with. Transparent,

What becomes clear from talking

touch point we have with them. It’s

no hard sales tactic and wanting to

to Nikki Lee, marketing manager at

important we manage and support our

build a long-term relationship with Esh

Nice Network, is that here are two

clients who have such a vested interest in

by understanding the business and

organisations with similar values. Nikki

the North East and the wider community

Therefore, when Sunderland Business
Improvement District (BID) was looking
to launch a new initiative providing
city centre traders with the technology
required to go digital, the pair were
happy to partner up on their involvement.
The programme – named SR1 Connect
– provides businesses with a free tablet
or mobile phone for one year, as well as a
data package to allow them to access the
internet and a place on a social media
workshop.
The aim is to help businesses engage
with new and potential customers via
social media and also help them bridge
the gap between the online world and
physical retail world.
Explaining Nice Network’s
involvement, Nikki said: “We are
absolutely delighted to be working
alongside Esh Group and Sunderland BID
on this project.
“As a business which started life
from humble beginnings in Sunderland
almost 30 years ago, we are aware of the
challenges the region’s businesses face,
especially in the retail sector, but also the
way in which a little bit of support can
transform a business’ capabilities.”
Tracey added: “Ensuring local
businesses have the support and skills
to succeed is of vital importance to our
economy and we’re delighted to be
Tracey Appleby with Mike Mead, corporate
accounts director at Nice Network

as we do and this is something which
brings our relationship closer.”
To encourage ongoing dialogue
between the two businesses, they have
also agreed to hold regular internal
scrum meetings to ensure everything
is running smoothly on a weekly basis.
It’s a small touch, and one that is
made possible by the relatively close
proximity of the businesses (as opposed
to, say, using a provider from Leeds or
London).
Yet the relationship doesn’t stop there.
It has become clear that Esh Group and
Nice Network share common values in
terms of corporate social responsibility.

involved in a campaign which will do
exactly that.”
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A vital hub to build
exporting activity
Julie Underwood, the Chamber’s international trade director, highlights some of the trade
missions which are helping the region’s businesses to forge vital contacts as part of the bid to
increase North East exports

Julie Underwood
julie.underwood@neechamber.co.uk
@NEEChamberJulie

T

he world is your oyster
could be a term coined for
international trade in our
region although with the
Brexit situation it is maybe
more like the curate’s egg, good in parts.
We have a tremendous global exporting
tradition in the North East and I’m
extremely proud to work at the heart of
it, leading the Chamber’s international
trade team.
As many of you will know we were
established to combine resources over
200 years ago and growing trade across
the globe was, and remains to be, one of
the Chamber’s key aims and aspirations.
Back in those days Chamber members
even enabling obstructions to be removed
from the Tyne, to allow ships to be loaded
for export.
Today we are a vital hub of exporting
activity around the world. Indeed, as you
read this, I will have just completed a
trade mission to Atlanta with a number of
regional tech companies, looking for new
marketplaces.
In Atlanta we ensured our delegates
utilised the strong foundation already
in place, with great North East-based
businesses such as Sage plc and Womble
Bond Dickinson, having US headquarters

there. These two major companies have
been hugely supportive of our mission.
On the trip the businesses were given
guidance on Atlanta politics and US
politics as a whole, which are not always
as they seem from ‘across the pond’.
There were also briefings on the state as a
marketplace, emerging markets and the
local economy.
Despite having no language barrier
doing business in America is different
to here so we also ensured our delegates
learnt the most effective way to make
useful connections by working with
partners, such as the Metro Atlanta
Chamber of Commerce, the British
American Business Council and
the Atlanta-based teams of Womble
Bond Dickinson and Sage plc and the
Department for International Trade.
We tailored this trade mission towards
the tech sector and were fortunate
enough to get a detailed briefing on US
tech trends led by Sage’s chief marketing
officer together with other specialist talks
by leaders in the tech clusters in Atlanta,
Protection of Data, Artificial Intelligence
and Financial Services sectors.
A mission to Boston has also been
a successful annual event. One of the
most insightful parts of these visits is the

opportunity to meet British businesses
who have already entered the US market
and these candid sessions are always
invaluable. The trade mission delegates
participated in a panel discussion with
businesses from Newcastle, which have
successfully opened offices in Boston.
We arrange these trips, with the
Department for International Trade
to help our regional companies make
invaluable connections which would be
difficult to create from the UK alone.
When we arranged the first mission
five years ago we knew there would be
great synergy between our region and
the Boston business network and it
has paid off handsomely. Half a dozen
Chamber members travelled to Atlanta
in late March, including Waterstons and
Grid Smarter Cities. We look forward
to hearing their success stories in due
course.
Keeping with the American theme
we also encourage members to look at
Latin American markets. There are often
misconceptions about trading with this
region but make no mistake there are 600
million people living there with half of
them being middle class consumers. The
marketplace for consumer products, even
high end goods, is huge.
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Sometimes people assume this region is a homogenous block but
there are distinct differences between the various countries within it.
The Pacific Alliance countries such as Chile, Colombia and Peru for
example, are open to trade but could exhibit non-tariff barriers and
are pretty price-competitive.
Conversely Uruguay is very democratic and predominately
middle-class with residents with good disposable incomes. Businesses
who want to sell to Latin America often find it expedient to use
Uruguay as the route to market as the port is fast and unbureaucratic,
and goods can then be moved to other countries such as Brazil and
Argentina through land-based customs routes more easily.
You can see the potential from around the globe through these
opportunities. We also promote marketplaces at the other side of the
world, namely China and South East Asia.
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Two years running we have supported home-grown businesses to
attend the world-leading Shanghai food and drink expo. North East
company Noveltea has found this to be particularly beneficial.
We have a regular programme of workshops for anyone interested
in exporting but unsure where to start as well as country-specific
events such as South East Asia on 16 April.
Practical support on how to deliver contracts overseas is also
available with our extremely knowledgeable international trade team
at the Chamber (who complement DIT International Trade Advisers’
on-the-ground business advice). This team is headed up by Jacqui
Tulip, who has a substantial experience in customs compliance,
shipping goods overseas and how to get paid. We also give specific
advice on what type of certification and papers are needed, plus
regular advice workshops on a whole range of subjects.

The scale of the Chamber documentation service is perhaps
captured by the fact this team processed over 25,000 documents last
year. We will launch the locations of our next round of trade missions
in late March, early April. Further information on all the various
seminars, event and trade missions are on the Chamber website.
One final positive note to end on is that every four years the World
Expo takes place with the next one being Dubai 2020.
This is the largest World Expo, lasting six months and is expected
to bring together many of the world’s major companies. As the first
World Expo in the Middle East, Africa and South Asia, Expo 2020
Dubai will give participants an unrivalled opportunity to access a
region of more than 3.2 billion people, with a collective GDP of more
than $6.5trn.
Rewards are already being seen of this region’s potential. North

East exports have risen 134 per cent over the last 10 years to the
Middle East & North Africa (2007-2017), up from £271m to £635m.
The UAE was the top destination in 2017, receiving £141m,
followed by Saudi Arabia receiving £107m. The former’s role as a
leading international business hub will bring businesses closer to the
world’s fastest emerging markets with Africa’s booming commercial
sector, India’s growing consumer class, and China’s established
industries and New Silk Road all within easy reach.
The North East, through its Emirates direct flight to Dubai, has
witnessed a huge growth in exports via this route and leaves our
businesses ideally placed to grasp these opportunities.
There is without doubt a world of opportunity beyond Europe and
a dedicated resource available to help companies maximise the global
marketplace.
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Why it’s
time for
cities to
get smart
With kerb space the ‘lubricant’ of
so much city centre commerce,
it is surprising that few people
have yet given much thought
to how this prime real estate is
handled. Now one local business
is changing that picture with a
tech solution that has global
appeal, as Mark Lane discovers
Grid Smarter Cities
www.gridsmartercities.com
@gridsmartercity

How do we make our cities easier to

the sexiest of subjects, granted, and

navigate and more user-friendly? How

yet kerb space and the way in which it

do we make them less congested and

is managed has a huge impact on city

cut down on pollution? There are, in fact,

centre environments. Moreover, there

all manner of proposed technological

is plenty of evidence to suggest that in

solutions aimed at making cities more

the vast majority of the UK’s cities, kerb

pleasant, rewarding environments for

space is managed extremely poorly. Vans

Joe Public and businesses alike.

and trucks pull up when and wherever

Many of these solutions focus, for

they like, regardless of time or existing

instance, on drone technology which, in

congestion issues. This leads to more

theory, could cut down on the amount of

congestion, pollution, reduced traffic

traffic on the road. And yet, drones have

speeds and frustration all round. Cities,

been around for many years now while

surely, need to get smarter.

the amount of traffic shows no sign of

What the team at Grid Smarter Cities

shrinking – if anything, the situation is

has recognised is that kerb space is

as bad or worse than ever in most major

actually the ‘lubricant’ of so much city

cities.

centre commerce. It is astonishing, then,

One Newcastle technology business –

that this prime real estate is handled

Grid Smarter Cities – is focusing on the

in the vast majority of cases in such a

challenge of city management in a rather

haphazard and dysfunctional way.

different way. Think, for a moment,
about the issue of kerb space. Hardly

Grid Smarter Cities is, essentially, an
interconnected set of smart solutions

which help connect communities and people with transport,
parking, goods and services. The aim is quite simple really – to
make lives easier and cities smarter, more efficient and inclusive.
The business has been funded by a combination of private
investment and contributions from Innovate UK. A key
application being developed by Grid Smarter Cities is Kerb
which, as the name suggests, is a kerbside management solution
which aims to revolutionise how cities manage their kerb space,
allowing freight and commercial operators to book slots to load
and unload rather than circling and competing for kerb space
and causing congestion, which can have far-reaching effects on
personal and business productivity.

“The vision for Grid was to create
an ecosystem of interconnecting,
interoperable solutions addressing
practical problems that impact
on cities, their residents and
businesses and relevant to those
cities but also adaptable and
flexible enough to be replicated
and scaled in other cities”

Explaining his company’s proposition, Neil Herron, CEO
and founder of Grid Smarter Cities (pictured right) says: “The

have been approached by a number of cities in the US and are

vision for Grid was to create an ecosystem of interconnecting,

in discussions with a US-based global transport operator with

interoperable solutions addressing practical problems that

a view to becoming a scale partner and a recent Future Cities

impact on cities, their residents and businesses and relevant

Catapult and FCO-sponsored visit has opened up the prospect

to those cities but also adaptable and flexible enough to be

of deployment into South America.”

replicated and scaled in other cities.”
Grid’s Kerb solution, which has already gained huge interest
among town planners, allows kerb space to be dynamically
managed through the use of a booking platform, and in turn
meaning that authorities can offer permissions for commercial
activities at times that least impact the network. Thus helping
the city to move from chaos and mismanagement to a sense of
planning and order.
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Using Kerb, authorities are in a position to make available
their kerb space at specific busy locations at times when such
availability would have the least impact on traffic. Kerb is all set
to go live in a number of London locations and other cities, and
there is also considerable interest abroad.
The originality of Kerb and fact that it is filling a clear gap in
the market has seen it gain huge recognition, as well as pricking
the ears of the investment community.
Neil tells Contact that winning an Innovate UK SBRI-funded
competition allowed Grid to develop the first prototype which

Other recognition saw Kerb win the ITS UK (Intelligent

was successfully deployed with DPD in Sunderland after testing

Transport Systems) Annual Award for the ‘Most Innovative

in Wandsworth.

Application’ and Grid Smarter Cities is currently shortlisted for

He says: “The solution has been included in Cubic
Transportation Systems’ proposal to Sydney in Australia and

Parking Sustainability Awards in the UK and the US.
While Kerb has gained huge plaudits, there are a number

we have completed a successful Phase 1 in Dublin. We are also

of inter-connecting companies under the Grid Smart Cities

working with a number of London Boroughs who are keen to

umbrella.

implement Kerb to improve kerbside management in the capital.
“The proposition has been built into the London Mayor’s

These include Assist-Mi, which was founded in 2010 as an
app to help people with disabilities and access needs to have

and DEFRA’s Air Quality Strategy as a solution to help improve

a smarter engagement with service providers whether that be

traffic flows, manage congestion and improve air quality through

banks or supermarkets, government or council buildings or

operational efficiencies and better delivery management.”

helping to streamline engagement with transport services and

Grid has also just been awarded a contract with Transport
for London to deliver a version of Kerb to assist with street

providers.
Assist-Mi was consolidated into the Grid Smarter Cities group

works management and is developing a Freight Traffic Control

structure in 2014 and has developed a number of pilots and

proposition for the construction sector to help development

proof of concepts, the first with Barclays in the banking sector

sites and local authorities better manage construction freight

and latterly developing a proof of concept for the rail industry,

movements within the city.

recently winning a Highly Commended Award in the national Rail

And the current prospect list doesn’t end there, says Neil: “We

Business Awards.
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Dash, meanwhile, is an Innovate UK grant funded project to

internationally and Grid’s solutions help target problem

delivery companies and local independent traders.

statements with layered and practical interventions,” he adds.

The service connects customers to local independent

Grid Smarter Cities’ staff numbers at present are 14 but Neil

traders through their smartphone to create an efficient, green,

expects this to almost double this year on the back of increased

connected marketplace for everyone.

turnover and growing interest in Grid’s services at home and

Explains Neil: “The vision behind Dash is to create a simple,
easy to adopt digital marketplace for independent traders and
customers alike – addressing issues affecting the high street.
“Dash offers customers the opportunity to get deliveries of
fresh produce from city markets and local suppliers, straight to
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critical drivers for councils, not just in the UK but also

address inequity between large national and international food

their door using a smart and simple phone app.”
Grid has completed a successful Proof of Concept with
Sunderland City Council and traders from the city’s Jacky
White’s Market, developing an app for traders to post daily
specials – the customer app allows people to buy and pay for
the goods. Drivers use an app to accept the order which is then
delivered by an electric van.
Adds Neil: “The Dash application offers traders a very lowcost digital platform, access to a virtual footfall as well as their
shop-based physical presence, and sustainable deliveries using
local people and EVs. Tied in with a healthy eating and wellbeing strategy and a way to take on the ‘food deserts’ or areas
heavily populated with fast food outlets Dash also allows local
spend with local traders which allows money to recirculate in
the local community as opposed to leaking out of the area to
national and internationally-owned corporates.”
Other applications developed by Grid include SkipTrac, a
proposition to streamline skip permitting and enforcement and
aligning with DEFRA’s desire to be able to track waste across
cities from origin to destination; and OneLane, an app-based
family transportation service employing vetted female guardians
to drive children to school and activities, easing congestion and
saving time.
Grid Smarter Cities is growing fast, its clients being local
authorities, who Neil describes as the “problem owners and
the ultimate solution providers”, while “beneficiaries are the
commercial operator and city residents and businesses.”
“Critically, congestion, air quality and pollution are major

abroad.
And yet it hasn’t all been plain sailing. Grid offers complex
services which approach a problem in a different way to what
we have seen in the past. The market, as such, has not been
immediately receptive.

Neil elaborates: “One of the main challenges has been waiting
for the market to catch up – so a lot of the work to date has
been readiness and preparedness for managing kerb space and

granted patents both in the UK, US and various international
territories.
“The other main challenge has been securing investment

other smart city desired outcomes streamlining mobility and

which has taken a lot of effort to ensure the vision and

transport.

expectation of what is a new and emerging market place is

“Anticipating policy changes and influencing direction

conveyed to funders, whether they have been the private

from awareness and insight has not only allowed us to build

individuals who have supported the company and followed their

significant foundations of insight and thought leadership across

money on subsequent investment rounds or the institutions

the smart city and intelligent transport space but we have

running competitive grant funding programmes.”

ensured that all new innovation, ideas and strategy, wherever
possible, are protected. In that regard Grid now has over 15

Grid is very much an international business in that its products
and services have universal applications – after all, city centre
management and the issues it brings are very much a global
problem.
“For Grid 2018 has been an explosive year,” Neil says, “as
the interest in what we are trying to achieve has gained some
serious traction, not only in the UK but also globally leading to
the ground being prepared for international expansion.
“The Innovate UK and DIT Mission to Sydney and Melbourne
in March followed a February trip to Singapore. Success in
Australia has developed from being included as an innovation
piece in Cubic Transportation’s successful bid to Sydney. Cubic
were awarded a contract by Transport for New South Wales to
provide Sydney, Australia with one of the world’s most advanced
transport management systems.”
In May Grid was chosen, along with two other UK companies,
by Innovate UK and the FCO to present at the Global Tech
Start-Up Challenge in San Francisco in which it came second
attracting interest from the cities of San Francisco and Los
Angeles as well as a number of global operators in the intelligent
transport and smart city space.
Discussions are now underway with other cities in the US
after this initial trade mission and one later in the year with the
DIT, North East England Chamber of Commerce and Northern
Powerhouse to Boston.
In October and November Grid was on two separate Trade
Missions to China, while in February another opportunity, this
time to look into the South American market, was offered to
Grid as one of only three UK companies taken on a trade mission
to Sao Paulo with the Future Cities Catapult. Again, investment
and expansion of Grid will help expand into another emerging
territory.
Neil continues: “We are currently preparing for a trade mission
to Atlanta with the Chamber which is going to tie in with a
meeting with the Mayor of Chicago’s Task Force, attending the
US Parking Today’s Parking Awards where we are shortlisted and
then down to Atlanta and back to the UK for the panel event
launching the new Contact magazine.”
As a member of the Chamber, the export services offered
by the organisation have naturally been of huge interest to Neil
and his colleagues. Neil concludes: “We are new members and
from the engagement to date we cannot speak highly enough
of the Chamber and its support. We intend to play a very active
role going forward and ensure we continue to drive the business
forward on an international stage championing the North East.”
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Understanding the Chinese way
lays ground for new business
John Jenkinson, international trade adviser at the Department for International Trade, argues that showing a
basic knowledge of local language and culture in China demonstrates to potential clients that you have gone
above and beyond basic due diligence
Our regional dialects are nothing if

solutions for industry based in Hebburn,

not distinct. A mark of our history, our

UK.

heritage and our culture that brings a

Chinese culture, interacting with those

part of the region.

in industry and having help from native

It is a part of who I am, and when

Mandarin speakers, Cottam Brush

someone not familiar with the

was able to use their experience and

area learns how to correctly shout

understanding of the cultural aspects

encouragement at the local football

of doing business in China to adapt

team, I appreciate them all the more for

their successful in-house design work

it, and for their efforts to understand the

and package it as an offer to Chinese

region, its identity, and me.

businesses.

When overseas for business or
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By visiting China and experiencing

sense of familiarity to all those who are a

By focusing on the needs of

pleasure, I try to adopt a similar attitude,

the Chinese domestic market and

to try and understand the basics of a

considering the current design

region’s history, language and culture

philosophy and operational climate of

in a way that shows that as a visitor, I

Chinese SMEs, Cottam Brush has added

appreciate where I am and the people I

a new service tailored for the Chinese

meet here.

market, and consequently a new revenue

This does not go unnoticed, and in
business, this little effort can go a long
way.
While living as an expat in Sichuan,

stream for the business.
If you are looking to engage with
an international market over the long
term, due diligence should not just

China, I learned much about corporate

cover market intelligence and those you

and local hospitality, the optimum time

would like to do business with, but also

to engage someone with a business

include the very language and culture of

proposal or request a meeting, and how

those with whom you are looking to do

to negotiate with those around me.

business.

All these activities were influenced by

This does not have to be a big task.

Chinese culture, and the culture of the

You do not have to learn Mandarin

specific region I was living in.

or memorise every significant date in

To give a business the best possible

a country’s history. To start, I would

chance for success, it is also important

suggest:

to take note of these cultural elements.

• Learn common phrases, particularly

China can be a fantastic place to
do business, and there are many
opportunities available for businesses

greetings and polite terms of
appreciation.
• Find a popular, traditional dish from the

who prepare well, allocate sufficient

area you are visiting and try it. Food

resources and reach out to specialists for

is a big part of a country’s culture and

support.

always brings people together, as well

Take a look at Cottam Brush, suppliers
of world class brushes and technical

as giving you some common ground in
conversation.

IN 2017/18, THE
DEPARTMENT FOR
INTERNATIONAL
TRADE SUPPORTED
MEMBERS IN
ACHIEVING 486
OVERSEAS ORDERS
WITH A VALUE OF
MORE THAN £188
MILLION

2018/19 HAS SEEN
76 INDIVIDUAL
COMPANIES
ATTEND 14
DIFFERENT TRADE
MISSIONS TO
9 DIFFERENT
COUNTRIES

• Brush up on basic history to avoid any sensitive topics that

THESE 14 MISSIONS
HAVE RESULTED
IN A TOTAL OF
£23,213,825
EXPORT SALES

service is, people will always buy from people they trust, and

may cause offence to those who have invited you to their

who have made the effort to understand their business, and their

country.

needs.

In my view, this extra research into a country’s history,

Showing an appreciation and knowledge of local language

language and culture is not optional or extra-curricular, but

and culture demonstrates that you have an understanding, that

rather a necessary part of any business’s international strategy

you have gone above and beyond basic due diligence, and most

and a critical step as you look to engage with an international

importantly made a real effort to get to know those you do

market. No matter how advanced or wonderful your product or

business with as people.
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Export-readiness focus
can transform region’s
fortunes
Arlen Pettitt, the Chamber’s knowledge development manager, discusses how we can challenge
regional disparities by encouraging home-grown businesses to focus on innovation, driving
productivity growth and, where possible, exporting

Arlen Pettitt
arlen.pettitt@neechamber.co.uk
@NEEChamberArlen
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N

orth East England has a proud tradition as an exporting region,
and a separate just as proud tradition as the driving force behind
industrial progress with world-leading research and sectordefining innovation.
But, can these traditions combine to get more businesses ready
to export and help improve regional productivity?
The North East had more than 4,000 exporting businesses in 2017, doing
business worth nearly £13bn around the world. Around 60 per cent of that was
with the EU, meaning exports worth more than £5bn went beyond Europe,
where Asia and North America are the region’s biggest markets.
Trading internationally exposes a business to different cultures, different
requirements and greater competition. It’s no surprise that this rubs off on
them, with analysis of HMRC figures finding that businesses which declared as
internationally trading in 2016 were 70 per cent more productive than nontraders.
The analysis concluded this boost in productivity was significantly higher for
those trading outside the EU. This too is no surprise, as rising to the demands
of global trade challenges businesses to be harder, leaner and more adaptable,
requiring them to do more with the resources they have.
Here we come to the wider issue of productivity on a regional level.
The traditional measure of productivity is gross value added per hour worked
– labour productivity – put simply, the quantity of what is produced per hour of
labour.
In the North East, we’re middle of the pack as a UK region, 10.8 per cent below
the UK average. As ever, London and the South East skew the picture, meaning
every region besides them is below average. Nevertheless, our neighbours in
the North West are 7.8 per cent below average and Scotland are just 2.5 per cent
behind the UK as a whole.
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This matters. If you boil it down to its essence, economic growth
is just producing more stuff. You can achieve it in one of two ways
– either you produce more for each labour hour input, or you add
more labour hours.
Unless your workforce does longer shifts (and overtime can be
expensive and see diminishing returns) the only way to add more
hours is to add more people. With employment across the country
at or near record highs, finding the right people to give you the
additional capacity is difficult.
We’re seeing this play out right now.
The number one concern of Chamber members in the North
East is staff costs, and staff shortages are always high on the list too
– they struggle to find the right people, and when they do they’re
worried about paying over the odds.
Good news if you’re an individual with in-demand skills who
sees the salary they can command start to climb; bad news if you’re
a business with tight margins; worse news if you’re a region trying
to improve productivity juggling rising costs.

“North East businesses genuinely
do sell tea to China and saunas to
Scandinavia. They can do this by
bringing unique insight, finding the
right market and by having a high
quality, competitive product”
Breaking out of that cycle is vital to drive economic growth
sustainably through productivity gains rather than additional hours
worked.
The Bank of England has spoken about a new lower ‘speed limit’
for growth as one of the legacies of the financial crisis of a decade
ago. This speed limit is the point at which constraints on the supply
side of the economy cause prices to rise as demand rises and the
economy grows – if you can’t produce enough to keep pace then
prices go up. Those rising prices then taper off demand before it
properly gets going – like driving with the handbrake on.
From a business perspective, the main legacy of the financial
crisis was belt tightening. Investment in factories and facilities, in
research and development, in training for staff, were all kept low
and we also had a long period of low wage growth.
In the North East, intention to invest in plant or staff training

remains low.
After more than a decade of this, it’s time for businesses to focus
on what productivity can do for them; not as a vague concept
measured on a regional or national level, but as a practical driver of
progress and deliverer of value in their organisation.
That will require investment, and it will require support.
There are some good programmes already in the region. The
Digital Catapult North East and Tees Valley provides support to
manufacturing businesses looking to use digital technology to
change how they work.
CPI, the Centre for Process Innovation, worked on 185 projects
in 2017/18 to help businesses bridge the all-important gap between
innovation and commercialisation.
Centre for Cities, the think tank dedicated to the UK’s 63 largest
cities, reinforced that link between exporting and productivity in
research they did in 2017. But they rightly point out that it’s not just
about volume of exports, it’s also about value and where it’s added.
The North East has its heritage in production and manufacturing
and continues to be strong in these sectors to this day, but the
related research and design jobs with the highest value add are
often elsewhere.
We can challenge regional disparities – the oft-quoted NorthSouth divide – by working to draw these higher value functions
into the region and by encouraging homegrown businesses to focus
on innovation and driving productivity growth.
The region’s other crowning glory, our exporting tradition, can
provide the mechanism for doing so.
A focus on export readiness can help define a business plan and
growth strategy, requiring a critical eye on resources and assets and
how to walk the path which intellectual property specialists HGF
call innovation to value.
North East businesses genuinely do sell tea to China and saunas
to Scandinavia. They can do this by bringing unique insight,
finding the right market and by having a high quality, competitive
product.
They need support to do so though – that means government
putting its weight behind skills, helping to share best practice,
providing opportunities for collaboration and encouraging research
institutions to work with businesses and turn new ideas into
practical solutions.
Productivity is a challenge, the North-South divide is a
challenge, and exporting around the world is a challenge.
Ultimately, if we support the building blocks of each –
innovation, value add, and market readiness – we can improve the
business landscape for everyone.
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Hart eyes
Southeast Asia
for next phase
of expansion
Hartlepool’s Hart Biologicals, which manufactures
reagents used to investigate the blood clotting
function, has hit an annual turnover of about £3m,
largely on the back of word of mouth. Mark Lane
finds out how its innovation-focused founder, Alby
Pattison, achieved it
Hart Biologicals
www.hartbio.co.uk
@HartBio

Hart Biologicals and Hart Innovations founder Alby Pattison sits
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on the boards of Tees Valley LEP and the Tees Valley Combined
Authority and has the development of business in the North East
very much at his heart.
Not surprisingly, he sees innovation as being of crucial
importance to the future of the region.
He says: “We have a lot of businesses around here that are

are standout examples in our region of how innovation can drive

very interesting, very niche and relatively small, but they are

a business and lead to export success, fuelling further growth.

all sitting in isolation and it’s time to find some sort of way of

They have become a model for many start-up businesses in the

bringing them together and allowing a cross fertilisation of the

North East and further afield, and the story of how he did it is

resources, and that work is ongoing.’’

one worthy of serious attention.

The very engaging Alby (pictured right), and his businesses,

Hartlepool-based Hart Biologicals, which manufactures
reagents used to investigate the blood clotting function,
employs 38 staff and has an annual turnover of about £3m, of
which some 80 per cent is made up of export sales.
In the 2017 North-East Business Awards, the company, and its
sister business Hart Innovations, won both the Export Award and
Innovation Award and last summer Alby was named an MBE in
the Queen’s Birthday Honours List. His MBE was awarded for his
services to international trade, as well as the work both he and
Hart Biologicals do for communities, charities and the economy
in the region.
Alby founded the company. Hartlepool born and bred, he read
biochemistry at Manchester University and, after graduating
in 1980, worked in haematology in Manchester. From there he
moved to Sunderland hospitals, before going on to work in
Alnwick, in the private sector doing pharmaceutical research.
“In 1989 I was recruited by a company on Team Valley to set
up an R&D organisation for them and that was my first venture
into the diagnostics manufacturing business,’’ he says. “I was

with that company for 14 years and went up through the ranks.
I left in 2002 having really gone as far as I could and there were
no more challenges for me there.’’
Then he set up Hart Biologicals in his native Hartlepool.
“The plan at the start was to stick to what I knew best, which
was the haematology and blood coagulation field and we set off
with one product. Our first order was April 1 2003, which was for
a UK hospital. We were very much a UK business at that time.
There were three of us; me, my sister-in-law and my older brother,
who are both now retired out of the business.’’
They soon introduced more products and, in 2003, were
approached by a German company looking for a reagent
manufacturer. Hart started making reagents, its first venture into
manufacturing and export.
He recalls: “From there, it was quite bizarre, in that we suddenly
had two lines of products that Hart Biologicals was involved with:
one was our own labelled Hart Biologicals materials, that we sold
to UK hospitals and sold abroad through a distributor network
that we were building.
“Then this second channel came in where people wanted help
with their own products by using our scientific expertise, so we
contract developed reagents for them and then manufactured
those reagents for them. That, over the years – until recently – has
been solely an export activity.’’
Contract development and manufacture accelerated the
growth of the business and now the company has expanded the
Hart Biologicals own range of products, for which it is now trying
to grow sales and distribution channels.
“It’s not an area that I’m comfortable with,’’ says Alby. “I’m a
scientist. So we’re looking at what our planned growth sales and
marketing activities will be for the future. Interestingly, all the
business that has come our way has come from word-of-mouth
recommendation.
“We haven’t actually been out pitching for business with many
people. It’s a bit of a surprise when somebody rings you and
says they were given your name by so-and-so, do you think you
can help us, which is always quite nice actually. The business has
expanded through that.’’
Another important stage in the growth of the business was the
establishment of Hart Innovations.
Alby takes up the story: “Hart Biologicals always did R&D
for itself and we did development – in a very simple sense – of
these reagents for other people. Usually the development meant
changing the format. We already had the technology, we simply
put in a different volume, a simple change to make it unique for
that particular customer.
“The Hart Innovations side came when some of our clients were
asking us to actually design tests from the bottom up. They didn’t
know how they wanted to deliver it, they didn’t know exactly how
they wanted to format it. They’d say: `We need a test that will do
that. We don’t know how to do it, can you help us? This is how
our machine will work and this is what we think the blood reagent
issue will be’, and things like that. So we were doing a full-on
research and development function.
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innovation and R&D and for this has forged important links with
the world of academia.
“I have a good relationship with Manchester University through
being an alumnus and once a year we host their third-year
biomedical science students who come here for an afternoon. We
feed them, show them round and then we have a question and
answer session around career opportunities,’’ Alby says.
Closer to home, Hart Biologicals has also developed a
relationship with Teesside University, which is expanding, and
biological sciences is a particular area of growth. Hart is involved
directly in the biomedical science course and Alby himself has
done some lecturing on coagulation. The company has also
recently signed up for a PhD project for a student who graduated
this year from Sunderland University. It also has a knowledge
transfer partnership, KTP, with Manchester University.
“That came through Innovate UK,’’ he says. “What we are trying
to do is replace a raw material that is very expensive for us from
one supplier and we’re looking to make it ourselves. It’s a very
technically demanding thing. Manchester University has the skills
on the science side, we have the skills on the manufacturing side
and production side and that’s the whole idea of the KTP – to
cross-pollinate those skills.
“At the end of the day, the expectation is that we will have a
product to sell. We will be selling it to ourselves, but we also know
that there are other customers out there who use this at a very
high price, and we can go and compete in that market.’’
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Apart from innovation, a key driver of the business has been its
exporting activity.
Alby says that working in exports has been a real boon for
the business. “This is one of the reasons why I was involved with
UK Trade and Investment from the outset and on the North East
worldwide board as well – because of the recognition of how
“We set up Hart Innovations as a separate entity to keep it

exporting activities can benefit business, which I’ve really seen

distinct from the Hart Biologicals core business and the reason

from our own experience. Certainly, getting into those export

for that was that there was an interest from small pharmaceutical

markets has really driven a lot of Hart Biologicals’ growth

companies in doing that and very often pharmaceutical

I asked him what his greatest exporting challenges have been.

companies like that would say: to protect that technology we will

“Regulatory challenges,” he quickly fires back. “Our business

simply buy you.

is very highly regulated from a quality point of view. A lot of

“So we kept innovations outside of the Hart Biologicals

countries want the same information about the registration

business so that if somebody did come in and say that, then it

process, but they all want it in a different format and in a different

was a separate entity and it was easy to let it go. It’s an out-and-

order and in different words.

out R&D facility.’’
Now, Hart Biologicals has started to contract out some of its
own R&D work to Hart Innovations.
“There are two sides to what we’re trying to do here,’’ says
Alby. “We have a technical lab that used to be termed R&D, but
in fact what it does is improve existing tests, or it will improve the
way we manufacture existing tests, so it’s really developing on
what we already have.
“There was perhaps a bit of a mix-up between developing new

“So we have a team of five people whose sole job is around
quality and regulatory activities. Dealing with individual countries
from a regulatory point of view for a small business is very
onerous.’’
And Brexit? “Being a member of the EU has simplified things
and I don’t know what Brexit is going to bring to it.’’
He adds: “We have been planning for what it might mean in
terms of a document control aspect. In terms of the financial side,
it’s really difficult to call at the moment because like here, a lot

tests and improving existing tests, so it made sense to put the

of the countries’ health provision is financially constrained and

new test development into Hart Innovations which then simply

there aren’t many countries where the cost of what we do isn’t

send it back to us for manufacture.’’

important to the sort of business we get.

But, Hart Biologicals also looks to the wider world for

“So if tariffs come in on raw materials – and an awful lot of

them are very specialist raw materials
that come from abroad – we’ll have no
option other than to look at our pricing
and that might actually price us out of
the markets. We already have customers
emailing us and saying how is our
relationship going to work after Brexit
and unfortunately, we can’t tell them.
“We’ve talked about finding a hub in

“We have a lot of businesses around here
that are very interesting, very niche and
relatively small, but they are all sitting in
isolation and it’s time to find some sort of
way of bringing them together and allowing
a cross fertilisation of the resources, and
that work is ongoing’’

Switzerland we can use as a distribution
outpost, but for a lot of our products

business is forging ahead with its growth

beginning of the year I gave all the staff

you have to put country of origin as the

plans.

a five-year growth projection plan,’’ Alby

manufacturing base.’’
But, despite Brexit uncertainty, the

“We’ve reached a new sort of plateau
in our growth over the years and at the

says.
“A key part of that plan is around our
contract manufacturing. It’s going very
well and we’re going to look to build on
that, but where we really want to focus
our growth for the future is in our own
label products. We have a reputation out
there and we need to take advantage of
that reputation and to grow that.
“We don’t have any salespeople, we
only work in the UK through word-ofmouth and we have the distribution
network in Europe we’ve known for
a number of years. The next phase of
growth for this company with those
Hart Biological labelled products is the
sales and marketing operation and that’s
something we need to bolt onto the
company.
“It’s a cash intensive side of the
business which, while we were building
the business on the science side, it hasn’t
had the focus that it perhaps needed.
Now, to take the business to the next
level, that’s where we need to go, to
get moving in Southeast Asia or South
America or Africa and we’ll need feet on
the ground to do that.’’
Alby has first-hand experience of the
Southeast Asian markets, selling one of
the products Hart makes reagents for,
and he has identified other opportunities
out there.
“I’ve had first-hand experience of
seeing how their labs are equipped and
how we can benefit those,” he says. “A
lot of labs out in Southeast Asia are
using technology that was obsolete here
back in the 1990s and there is a real
opportunity to improve things out there
at not high cost. Southeast Asia is a big
target for us.”

41

KNOWLEDGE: ADVICE

From innovation to
value through IP
Lucy Johnson, partner at HGF Limited and head of the Newcastle office, on the vital issues surrounding
intellectual property rights such as patents, trademarks, domain names, copyright and designs
Intellectual property (IP) rights and the identification

This analysis also presents an opportunity

the intangible assets of an organisation can give

to develop new IP rights to support the future

significant commercial advantage in a marketplace.

opportunities for the business. Identifying changes

Not only can they protect ongoing innovation but also

in the market, in products and new opportunities all

provide a way of demonstrating that innovation to the

present further opportunities to review the value of

market, to customers and to potential investors in the

the IP a company holds to see whether these assets

product, services or business.

are future proof and held for the right innovations in

Identifying the value of intellectual property
rights such as patents, trademarks, domain names,
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remain relevant.

and use of the protection these rights afford to

the right markets.
In determining the right markets in which to protect

copyright, designs and know how within any

IP rights, it will generally be necessary to consider

organisation requires an understanding as to why

the purpose of the IP right in a market. As a decision

they exist in the first place. Aligning the assets of

involving often complex business opportunities this

a business, including both tangible and intangible

can be a daunting task.

assets, to the goals and aspirations of the organisation

There are many different models by which key

such that the assets underpin the overall strategy of

markets can be identified but in sticking to three

the business, both in the UK and beyond, can go a

basic principles of enforcement against infringement,

long way in demonstrating their value.

revenue protection against competition and potential

In beginning to recognise and demonstrate

investment or partnership, a company will generally

valuable IP within a business, an organisation needs

be able to identify the key markets in which protection

to know what IP exists within it. Once there is an

from IP rights will be most relevant and valuable.

understanding of what IP it has, an alignment of those

Often a company which puts together an IP policy

intellectual property rights with its business goals

based on knowing the information underpinning these

and commercial aspirations will allow a company

criteria will have a sound way to identify the markets

to identify which of those assets has value to the

in which their IP rights should be held.

organisation and which perhaps do not.
Demonstrating value from the process of

With many intellectual property rights such as
patents, designs and trade marks being a territorial

recognition and alignment of IP with business goals is

right, when extending into new markets it will be

best achieved as a continuous and ongoing process

important for any company to look at what protection

as opposed to as a one off exercise. Companies often

is possible within the strategy and the budget they

spend a significant amount of time researching and

have in order to ensure they are entering the market

identifying future opportunities and threats.

armed with the correct IP rights. Whilst in most cases

In taking time to ensure there is an understanding

deciding which territories to protect IP is somewhat of

of how the IP rights will change over time and

a forward thinking exercise, it is certainly one that can

whether or not the portfolio of IP is geared up for

be helped by the collation of facts around revenues,

those changes and challenges will ensure the IP rights

competition and investment.

HGF Limited works with many businesses based in the North East of England and further afield, in providing strategic advice
relating to filing strategies, IP policy and demonstrating ongoing IP value. We work closely with businesses to identify business
goals and opportunities and to ensure IP underpins those goals in the countries where protection is required to advance the
revenue and competitiveness of the business in the marketplace. Ensuring a regular dialogue with the business personnel, our IP
attorneys can help craft a winning IP strategy that ensures the value of IP aligns with long-term business goals.
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www.hgf.com
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New policy approach
needed to realise export
ambitions
Jonathan Walker, the Chamber’s assistant director – policy, says there is far more Government
can do to help businesses exploit global opportunities, break into new markets and diversify their
international customer bases

Jonathan Walker
jonathan.walker@neechamber.co.uk
@NEEChamberJW
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B

rexit has thrust the issue of international trade into the spotlight,
with the idea of Britain being remoulded as an enterprising,
globally trading nation a central plank of the Leave campaign.
The International Trade Secretary Liam Fox has pledged to
grow the contribution of exports to national GDP from 30 per
cent to 35 per cent.
The truth is that successive Governments have talked about their aspirations
for the country to grow its exports, yet progress has been limited.
While exports have grown, this has often been on the back of rising global
trade volumes rather than any overall increase in market share.
The Chamber has argued for many years that there is far more Government
can do to help businesses exploit global opportunities, break into new markets
and diversify their international customer base.
This cannot be the responsibility of one department or agency. Instead,
achieving our national and regional export ambitions will require a ‘whole
government’ approach. It must be central to any industrial strategy and any
levers which can help global growth must be pulled.
Put simply, this is because there is no single reason why desired export growth
has been so difficult to achieve.
For North East firms, opportunities exist across the globe. While the EU as a
bloc continues to be our biggest export market, the USA is the region’s largest
individual trading partner, with over £1.8bn worth of goods sent there in 2017.
Perhaps it isn’t surprising that the world’s largest economy provides such great
opportunities, hence the debate around a potential trade deal with the US after
Brexit. But trade deals themselves are no panacea. Speaking to individual firms I
am often struck by the diversity of barriers they may face, many of which would
fall well outside the scope of a free trade deal.
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Taking the US as an example, the
‘America First’ approach of the Trump
administration has, anecdotally at least,
put strain on relationships between some
of our exporters and customers who are
more cautious about buying products
from overseas.
Diplomacy therefore extends beyond
simply discussing tariffs and must
instead challenge the everyday barriers to
international trade.
The UK should also make far greater
use of its global diplomatic network
to identify and stimulate market
opportunities. This is something our
competitors do very well, with the level
of resources provided by the German
Government for in-market support seen
as a significant contributor to their export
performance.
To date, there are more global
leaders in the German small to medium
(Mittelstand) business, then any other
nation. Despite its relatively small
population in global terms, Germany is
the second largest global exporter, behind
China, and ahead of the United States.
The post-war period allowed Germany
to completely reinvent its economic
environment, and has built a unified
system between government, business
and banks to support Mittelstand growth.
This has enabled Germany to stick to a coordinated long-term strategy producing
tailored skills and projects, resulting
double the manufacturing GDP of the UK
(20 per cent to 9 per cent).
For companies at the start of their
export journey, or for those seeking
to break into new markets, there is no
substitute for the practical advice that can
be provided to a business by somebody
who has been there and done it.
Locally-based, experienced and
informed trade advisers can be invaluable
in helping firms understand the nuances

“As a Chamber that
is vocal on the need to
improve our regional
infrastructure we are
constantly at pains
to frame the debate
in terms of enabling
businesses to connect
better with their
customers, suppliers and
workers”

and complexities of exporting.
Yet in an era when Government seeks
to drive more and more services online,
the value of this face to face, resource
intensive support can be overlooked.
If we’re serious about helping more
companies to break into global markets,
we must ensure the support is there to
help them do so.
Likewise, visiting markets and potential
clients is a key way to remove the “barriers
of risk”. During a recent trade mission
from the North East to Boston, 25 per cent
of delegates did business on the mission,
and 66 per cent said they had found new
business partners. Supporting business
to explore global opportunities is one
way Government can provide confidence
to new and potential exporters while
strengthening our overseas brand.
Government should also not lose sight
of the need of businesses to be able to
physically (and increasingly digitally)
access their markets. Infrastructure has a
huge role to play in supporting our export
ambitions.
As a Chamber that is vocal on the need
to improve our regional infrastructure we

are constantly at pains to frame the debate
in terms of enabling businesses to connect
better with their customers, suppliers or
workers.
Whether it is the global access afforded
by an expanded Heathrow, improvements
to the rail network allowing better
inter-city travel or comprehensive digital
connectivity for businesses in all parts
of our region, public investment can be
utilised to bring our businesses closer to
their global markets.
It is crucial that we maintain access
to the global skilled labour market. The
North East is home to many cutting
edge and dynamic industries with ever
changing skill demands, so to keep their
global and competitive advantage, we
must be able to access required talent,
and work with the region’s institutions to
provide the skills needed for the future.
In particular, ensuring that
tomorrow’s workforce sees not only
entrepreneurialism as a future career
path, but are also equipped with the right
language and cultural skills to allow them
to flourish in an international business
environment.
If this has read like a bit of a shopping
list, then that’s because it is. We fully
support any aspiration to grow the UK’s
international trade. Every week I meet
businesses who are making and supplying
innovative products and services across
the globe while benefiting from the
supportive business environment we enjoy
here in the North East.
For our part, we remain committed to
encouraging every business, regardless of
size or sector, to consider exporting as part
of their growth strategy.
But if we are to get anywhere close
to the Government’s ambitions for
exports, then a new policy approach will
be needed. The list of priorities above
wouldn’t be a bad place to start.
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X-ray
vision
spurs
Bruker’s
global
success
Durham-based Bruker JV
UK is a prime example of the
importance of going the extra
mile in order to secure business
in new export markets – and
its success in China is a case in
point, as Mark Lane discovers
48

From the business’s original incarnation

to find out about how Bruker has, in

going into administration to a buyout by

a relatively short time frame, become

an Israeli company to being purchased

one of the North East’s genuine

again by a major US outfit – it probably

manufacturing export success stories.

wasn’t quite what Paul Ryan was

Paul himself began working at Bede

expecting when he joined what was then

House in 2001 for Bede Scientific, a

Bede Scientific 18 years ago.

name which will ring a bell for a lot of

As we talked at length at the

Contact readers. He joined on the back

company’s offices, it became clear at

of his physics background, working his

once that Bruker in Durham – which

way from the scientific to the technology

primarily specialises in the design and

side of the business. “I was not just

manufacture of non-destructive X-ray

doing X-ray measurements but looking

equipment – is now on an altogether

at the nature of the technology itself and

different footing, having established

how that linked to what the customer

deep ties within a number of global

needed,” he recalls.

markets on the back of its best-in-class

In 2008, Bede Scientific went bust

technology. Export has played a pivotal

at a time when Paul was vice president

role in this transformation – which we

of technology. “In many ways, the

will come to later.

business was too early to the market,”

To begin with, however, I was keen

Paul explains. “It had some fantastic

technology and won some key customers. The

kept the core of the staff in order to service

Bruker Corporation is a

management ramped up the business in the

existing clients.

manufacturer of scientific

anticipation of expansion, but it didn’t expand

“I ended up being the general manager

instruments for molecular

fast enough. Essentially, it ran out of money.”

and put in place a management team,” he

and materials research,

Despite the early setback, the seeds of

recalls. “I looked at business areas where

as well as for industrial

a viable business were always there, with

I knew we could do something. A big

and applied analysis.

good people who knew and understood

emerging one at that time was LEDs. [For the

It is headquartered in

the technology and recognised its potential

uninitiated, an LED – a light-emitting diode

Billerica, Massachusetts

applications.

– is a semiconductor light source that emits

and is the publicly traded

light when current flows through it. It has

parent company of Bruker

company, Jordan Valley, with the higher

applications in a huge range of electronics].

Scientific Instruments

management team all made redundant.

“Manufacturers of LEDs at that time used

Paul was left in charge of a company, “in

X-rays to ascertain the quality their products.

BioSpin, Bruker Daltonics

administration with no money and no

We could design and build them here to go

and Bruker Optics)

products”, as he wryly puts it. The Israeli’s

into their manufacturing lines.”

and Bruker Energy &

Bede Scientific was bought by Israeli X-ray

Paul also spotted another opportunity

(Bruker AXS, Bruker

Supercon Technologies

at that time. The Government of China was

(BEST) divisions.

moving heavily into LED production as

For fiscal year 2018,

part of its five-year plan and this offered

Bruker’s revenues

huge opportunities in terms of X-ray testing

increased 7.3 per cent

equipment. “Around 2012 we couldn’t build

to US$1,895.6m, from

equipment fast enough here,” he says. “Our

US$1,765.9m in fiscal year

Israeli owner kept the business at arm’s

2017. In 2018, Bruker’s

length as we were performing well. We

year-over-year organic

also developed more products for adjacent

revenue growth was 4.3

markets, moving into high value areas such as

per cent. Growth from

the silicon sector.”

acquisitions added 1.6

While the backing from Israel was vital,

per cent, while favourable

credit for the success of the business in this

foreign currency

period must go to Paul and his colleagues

translation contributed

in Durham, many of whom are still with the

1.4 per cent to revenue

company. It was on the back of this success

growth.

that Bruker came calling in 2015. Jordan Valley
had by that time become recognised as the
leading X-ray business in the semiconductor
market.

Bruker JV UK
www.bruker.com
@bruker
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“All chip manufacturers looked at us

will need ‘this, this and this,’ and give a

“Bruker realised that every time they put

short list of options.”

their X-ray products against ours in the

I was surprised to find that the team

semiconductor industry, they lost – so

at Durham is only 30 people, made up of

they bought us.”

designers, electrical engineers, software

Bruker’s entry is very much a

programmers, applications scientists

completely new chapter in the history

plus other support staff. It’s a lean

of the UK company. While the business

operation, and so it has to be, competing

always had potential, it has since gone

in hugely competitive international

on to deliver on that – and in spades,

markets.

heading into a host of new markets and
territories.
Bruker is a global company with a

Paul (pictured below right) believes
that, in actual fact, the North East
manufacturing scene generally is

huge portfolio of products. In Durham,

lean and efficient, offering a hugely

the focus areas include the manufacture

compelling proposition for buyers

and design of non-destructive X-ray

globally. He says: “When you look at the

equipment for materials characterisation

North East it is a low-cost region for

and monitoring of thin film growth in

high tech manufacturing. For us, there is

semiconductor production. The facility

always a push from senior management

includes full design and manufacturing

for our manufacturing to be competitive

capabilities as well as a demonstration

in terms of pricing, but we get that

facility.

naturally in this region. In terms of lean,

“We sell mainly to the compound

50

particular application for a client they

for their X-ray requirements,” Paul says.

high value, high tech manufacturing, I

semiconductor sector – LEDs – and

don’t think there is a better place in the

advanced power such as the latest fast

world to be than the North East.”

chargers which use X-ray to qualify
quality parameters,” Paul says.
“The next emerging thing for us is 5G

A major strength of UK manufacturing
in its current guise is its international
outlook, and Bruker is an excellent case

– this is a huge driver for our business.

in point. The company has a global

5G is the future for lots of components

focus, which is very much by necessity

in devices, these being either base

– the UK semiconductor industry, much

stations or in phones which have a lot of

of which once resided in this region, is

very thin, complicated layers and X-ray

very much slimmed down these days.

is the standard way of measuring them.

Hence to grow, and grow fast, Bruker has

People making the very early parts of

looked abroad.

components will use our equipment for
both R&D and quality control.”
As well as high class products, the
team at Bruker have other USPs. One
of these is their industry focus. Explains
Paul: “All our rivals in the industry X-ray
space take the equipment they sell to
R&D labs and push it into industry labs.
We specifically design for industry then
it may roll down to R&D.
He adds: “This means making sure it
is easy to use, offering high productivity,
and only putting on what the customer
needs. When quoting a contract, a
competitor might have a long list of
options they need to configure, whereas
we go the other way and say for a

“Exports represent at least 95 per cent of our turnover,” Paul
says, indicating that in a good year, only one to two orders will
go into the UK. Key markets include South Korea, Taiwan, the US,
Germany, Singapore and, of course, China.
The last one, while initially a tough nut to crack, has proved
extremely rewarding. “We went in there quite early and ensured
we had a good sales agent on the ground,” Paul says.
“But China is challenging. There are long lead times for sales
and you don’t just walk in, show your wares and walk away with
an order. You are often head to head with a competitor, proving
your value and then closing the deal. It can take months or even
years. But it has to be face to face. With the best will in the
world, if you aren’t based there you can’t build a relationship
with a Chinese manager.”
The focus on far-away markets means Brexit isn’t the issue
that it is for many of the region’s exporters, but that doesn’t
mean Bruker is immune from global events. There is, at the
present time, a huge trade war going on between China and the
US, with neither side showing any sign of blinking first. President

agency, and it is one which Paul has worked with on many

Trump has slapped tariffs on hundreds of Chinese goods, China

occasions. “They are a strong Chamber and they represent very

has reciprocated and trading relations between the two remain

well the views of the business community,” he says. “They were, I

frosty.

believe, the only chamber to take a stance on Brexit and they are

“As a US-owned company, we have to somehow work through
that and make it clear to clients that we actually export from
the UK, which means we are not bound or impacted by this tit
for tat situation,” Paul says. “But we can’t be sure what is going
to happen in terms of tariffs and so on, and that uncertainty is a
concern.”
Going back to the North East, Paul has nothing but high hopes
for the region despite the challenges of Brexit. As an almost
exclusively export-focused business in a region which has a high
propensity to sell abroad, he feels this is an area where economic
development and other agencies should look to develop.
“The region has always led on export and, while this has
obviously been hugely influenced by Nissan, there are a lot
of smaller companies selling all sorts of goods and services
globally,” he says. “In the North East and the UK as a whole there

“But China is challenging. There
are long lead times for sales
and you don’t just walk in, show
your wares and walk away with
an order. You are often head to
head with a competitor, proving
your value and then closing the
deal. It can take months or even
years. But it has to be face to
face“

is a huge opportunity in terms of leading innovation. I still don’t
think there are many better places in the world at high value,
high tech manufacturing than the UK. We innovate, we find ways

generally not afraid to make their voice heard and promote the

to get things done. If one looks at other countries, there is a lot

interests of the North East.”

of looking around to see how others do it, whereas we lead.”
Despite this, Paul still thinks there is room for a helping hand

Paul has been there and worn the t-shirt in terms of
international trade, having been thrown in at the deep end many

from Government, and he would like to see some tax breaks and

years ago when Bede Scientific went bust. He is well placed to

other incentives for manufacturers both in the North East and

advise would-be exporters and has some solid advice for those

other regions which manufacture, innovate and export. “We have

considering selling abroad. “If you are thinking about it, just do

to make it attractive to build and ship things from here,” he says.

it,” he says. “Look around your networks and find others who are

There are few who would disagree which such sentiments.

also exporting. The best advice you will ever receive is the war

Such issues, obviously, need to be taken up by the region’s
business development agencies who continue to lobby to make

stories, not the shiny brochures.
“Also, you need to understand that you can’t export from

the region’s voice heard in what often seems to be the London-

your computer. You have to be out there in the field, banging on

centric corridors of power.

doors. It is hard work but it will definitely be worth it for your

The North East England Chamber of Commerce is one such

business.”
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P O L I C Y: A D V I C E

North East gateway
to global business
One of the UK’s major deep-sea ports, adding £700m to the economy,
Port of Tyne continues to develop its facilities and services for trade to
and from this region and beyond
While the potential impact on the UK’s

of Tyne offers customers cost

still unclear, what’s not up for debate is

efficiencies, reduces road miles and

the requirement that British ports suffer

creates environmental savings. Regular

minimal efficiency losses as a result of

short-sea feeder vessels connect the

Brexit. 95 per cent of the UK’s trade

port to Felixstowe, Grangemouth and

passes through its ports, making them

Rotterdam and from there, the rest of

vital gateways to economic prosperity.

the world.

EU member states are significantly

Matt Beeton, Port of Tyne chief

important to the UK, at the Port of Tyne

executive officer, said: “Our strategic

50 per cent of all imports arrive from

location on the east reduces time

the EU and 40 per cent of exports are

to market due to clearer roads and

destined for Europe.

shorter distances, while at the same

The Port of Tyne is one of the UK’s
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Container shipping via the Port

ports of leaving the European Union is

arriving from Europe can be discharged

£700m to the economy and supporting

swiftly, efficiently and reach markets

14,000 jobs in its supply chain.

quicker than importing into the South

northern ports are primary assets in
realising the potential of the northern

by avoiding congestion and adding

the region’s multi-modal logistics across

Port of Tyne has sought Authorised

road, rail and sea. Northern powerhouse

Economic Operator Status to simplify

strategies that prioritise connectivity

the customs process, and in addition

recognise that the ports and airports are

to increasing capacity in our container

gateways that facilitate essential global

terminal, we are taking practical steps

connectivity.

including investing in inspection facilities
for the UK Border Agency.
“We’re all, as a group, as an industry,

diversifying its operations to handle a

trying to make sure there isn’t that level

growing range of commodities including

of disruption, that has been predicated.”

wood pellet, grain, aggregate, scrap and
plywood.
Its container terminal handles a wide

In addition to its conventional and
bulk cargo operations and container
terminal, the Port of Tyne operates one

and ever-growing range of containerised

of Europe’s largest car handling facilities

goods – including everything from

and the second largest for car exports

retail goods, manufacturing parts to

in the UK – handling around 600,000

clothing and raw tea. As a result of

finished vehicles each year for the

growth of over 25 per cent in container

Renault Nissan Mitsubishi Alliance and

imports since 2015, the Port of Tyne is

the VW Audi Group.

planning to invest £1.25m in extending

OF ALL IMPORTS ARRIVE
FROM THE EU

40%

He adds: “Ports are doing quite a lot
behind the scenes to prepare for Brexit.

Port of Tyne has invested over £130m in

50%

unnecessary road miles.”

economy, comprising an integral part of

During a decade of development, the

OF UK’S TRADE PASSES
THROUGH UK’S PORTS

time cutting road co2 emissions. Goods

major deep-sea ports, adding some

As global gateways of the North,

95%

As well as parts for Nissan’s assembly

its container terminal, increasing its

line in Washington, the port handles

capacity by 43 per cent.

parts for Komatsu Europe based in

OF EXPORTS ARE DESTINED
FOR EUROPE

Gateshead, and around 30 per cent of the import material
destined for the Hitachi Rail Europe plant in Durham comes via
the Port of Tyne.
Matt adds: “Uncertainty around the UK’s exit of the European
Union continues to be troubling for UK based businesses,
including many of our major customers.
“We would welcome clarity from the Government in respect

exports to the UK.”
Looking to the future, the Port of Tyne’s commercial property
portfolio, including two enterprise parks that offer enterprise
zone status, provides further flexibility and capacity to adapt.
As a region, long term planning and strong strategic
partnerships will enable the port to grow its economic impact
supporting new and existing markets as well at Northern

of the UK’s future trading arrangements, free ports, tariffs and

Powerhouse strategies – and in doing so provide a dynamic

free zone corridors giving us the ability to better assist our

sustainable port that keeps goods moving for the benefit of the

customers and secure contracts needed to support imports and

region and the national economy.
Port of Tyne
www.portoftyne.co.uk
@port_of_tyne
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North East
LEP’s Local
Growth Fund
reaches
halfway
milestone

Road corridor in North Tyneside.
“Funding was awarded to projects that helped achieve the
objectives set of out in the region’s Strategic Economic Plan,
which aims to support economic growth, improve productivity
and increase the number of people employed in high quality
jobs.
“All the projects make the North East a better place to live
and work, and the improvements will be felt for generations to
come. It’s not just about improving our economy, it’s also about
improving quality of life for everyone that lives here.”
Minister for the Northern Powerhouse and Local Growth, Jake
Berry MP said: “We are investing in the future of communities

More than half of the projects supported through
the North East Local Enterprise Partnership’s Local
Growth Fund have reached completion, marking a
major milestone for the £270m fund
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Ray Browning
Programme manager
North East Local Enterprise Partnership
ray.browning@nelep.co.uk

Providing funding to major capital projects in all seven local

across the Northern Powerhouse and the whole country through

authority areas, the Local Growth Fund is helping to create jobs,

the Local Growth Fund. The projects already delivered by the

boost the economy and improve the quality of life for people

North East Local Enterprise Partnership with their share of the

living and working in North East England.

fund are changing lives by building the infrastructure, skills, jobs

A promotional film – produced by the North East LEP – has
been released to celebrate the Local Growth Fund’s halfway

and confidence people need to thrive.
“Our modern Industrial Strategy is backing businesses to

milestone. It can be viewed on the North East LEP website at

create high-paid, highly-skilled jobs in every part of the UK and

www.nelep.co.uk/funding.

I’m inspired by what has been achieved in the North East so far.
“I look forward to seeing how people across the North East

“Our modern Industrial Strategy is
backing businesses to create highpaid, highly-skilled jobs in every
part of the UK and I’m inspired
by what has been achieved in the
North East so far”

continue to build on local strengths and embrace opportunities
for a prosperous future with support from the Government.”
The new video profiles many of the projects supported
through the Local Growth Fund, including the creation of a
new Centre for Enterprise & Innovation, Hope Street Xchange
in Sunderland, Europe’s first dedicated centre for emerging
technology, PROTO in Gateshead, and the creation of a new
Metro/bus interchange in South Shields town centre and a new
learning centre for Tyne and Wear Metro workers. It also features
interviews with key people leading each project.
To receive funding through the Local Growth Fund, projects

Andrew Hodgson, chair of the North East Local Enterprise

had to demonstrate they could drive innovation and improve

Partnership, said: “More than 50 individual projects have

support for businesses; support economic inclusion and help

received funding through the Local Growth Fund ranging from

develop skills infrastructure; or enhance strategic transport sites

major infrastructure projects like The International Advanced

and public transport infrastructure.

Manufacturing Park (IAMP) in Sunderland and South Tyneside
to transformative transport schemes, including the A1058 Coast

For information on all the projects supported by the Local
Growth Fund, visit www.nelep.co.uk/funding.
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Intrinsically
linked with
business

enlightening interview at the college’s Baltic Campus.
“We couldn’t do our job without being intrinsically linked with
business,” Judith says. “With the North East England Chamber,
for instance, we have a history of good relationships which
provides us with that breadth of influence in this region and
beyond.
She adds: “We support them in a range of areas and working
together with shared values is key to it all. We wouldn’t be

Mark Lane meets Gateshead College chief executive
and principal Judith Doyle, and uncovers her
passion for regional business and representing
the North East education sector in the corridors of
power

working with them if they were just ‘okay’ – that is not good
enough for the region. We share their ambition and work ethic
and so working with them is a win-win all-around.”
Gateshead College is a high profile training provider, and
Judith likes it that way. It is the only Ofsted Outstanding college
in Tyne and Wear and the best performing college in the region

“Getting the skills and training right is the key to unlocking
economic prosperity in our region and all the things that
come with that,” Gateshead College’s leader Judith Doyle, tells
Contact. Put like that, it’s fairly obvious really. Economic growth,
particularly in high value areas, fundamentally depends on smart
people doing smart things, and high quality, tailored training
which is working to a clear overriding strategy is key to that.
With this in mind, it’s reassuring we have somebody like Judith
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on our side in the North East – both fighting our corner as a
region and ensuring its voice is heard in the corridors of power in
London. She also brings a welcome dose of common sense and
pragmatism to the discussions around training and development
currently taking place in the region’s economic development
circles.

“We support them [the Chamber]
in a range of areas and working
together with shared values is key
to it all. We wouldn’t be working
with them if they were just ‘okay’
– that is not good enough for the
region. We share their ambition
and work ethic and so working with
them is a win-win all-around”
Judith is chief executive and principal at Gateshead College,
although it is the former title which she emphasises, for the
college is very much a business, operating in a tough, everevolving economic landscape. It is the college’s role as a
business in the regional community and links it has forged with
other like-minded organisations – including the North East
England Chamber of Commerce – which we discuss during an

based on student achievement rates set by the Education
and Skills Funding Agency. The same agency ranks it the
second-best performing college in the whole country, which
is remarkable really considering that the North East is not a
region known for its high educational achievement. That’s not to
criticise the region, more the reflection of a popular perception.
In the context of the above, what is very notable about Judith
is that she steadfastly refuses to settle for second best for the
North East. She believes the region can be a leader in skills and
education and is determined to do everything in her power to
ensure that happens.
“There are huge benefits to being such a high profile
training provider, and one of these is that we have the ear of
government,” she says. “I sit on government committees and,
every opportunity I get, I talk about the North East, telling those
who don’t know the area what a great place it is to live, work
and invest in. If you have a voice, you have to use it properly.”
Judith and her team are wholeheartedly behind the Chamber’s
Working North East agenda. “We have to be right in the
middle of that, we are the college that gets you into work,” she
continues. “That is fundamentally what we do. The clarity of
purpose and value we add as a college is exactly what is being
set out here, and the programme is absolutely aligned with our
strategic priorities.”
What comes across talking to Judith is the heartfelt nature of
what she says. There are no sound-bites, no management speak
and certainly no sense of somebody watching every word they
say for fear of saying the wrong thing or going ‘off message’.
This is most in evidence when we discuss the issue of school
leavers. “It is a fact that young people up to 16 are told that a
vocational career is not necessarily a good career and that the
best way to be successful is to stay on, do A-Levels and go to
university. This is irrespective of what might be right for the
student talent-wise or whether there might be a great vocational
career more in keeping with their abilities.”
It’s perhaps a sign of the fuzzy logic which seems to have
become pervaded discussions around education at a national

level that such a common sense approach might actually be
seen by some as controversial. Let’s be honest: we all know
people who have wasted three years of their life at university,
having gone for no other reason that it seemed like that was the
done thing.
Judith is at pains to point out that she is not being critical of
schools, rather, that she feels the whole system of career paths
needs to be more focused and purposeful. “Part of our role
is getting young people to careers events and thinking about
what they want to do with their lives,” she says. “Young people
really need that impartiality at a very early stage in their career,
and if we can bring the likes of the Chamber, employers and
ourselves together we can all help influence that debate. It is in
everybody’s interests to address this issue.
“We have to all be working together to ensure we do what is
fundamentally right for young people and give those businesses
which are crying out in terms of skills gaps an opportunity to
have some kind of pipeline of talent coming through.”
We close our interview by looking briefly at some of the
businesses Gateshead College has worked with in the North
East, helping to fill the skills gaps Judith mentions.
She stresses that the college’s approach to working with
businesses has reversed the old conversation which saw training
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providers telling employers what they need. “Now we ask them
what they need and tailor our approach accordingly,” she says.
Hence working relationships with the likes of Greggs, Ford
Engineering, Virgin Money and Brewin Dolphin – to name a small
handful – illustrate an innovative, creative approach to training
which is far-removed from what we might have seen in days
gone by.
With Ford Engineering, for instance, young people who
didn’t yet have the grades to secure a good apprenticeship
were brought into Gateshead College and made job ready.
They eventually provided great recruits for Ford and other
engineering companies across the region.
With Greggs the college has been delivering retail
apprenticeships across the country and supporting the company
to develop their own approach to training and skills.
With Brewin Dolphin, it has helped develop young recruits
to enter a sector which is not normally known for taking on
apprentices.
“There is a snobbishness that you need to be a graduate to
be a financial analyst but if you get an 18-year-old who is bright
you can mould them to what you want them to be and get some
great results,” Judith says.
This unconventional approach is working well for Brewin
Dolphin, which has successfully taken on a number of young
recruits this way.
Some might even call it radical, but given the complexity
and scale of the skills and training challenges the region faces,
perhaps radical is what we need right now.

Gateshead College
www.gateshead.ac.uk
@gatesheadcoll
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A dynamic
approach to
stockbroking

stockbroker. Together we worked on our own analytical process,
identifying value in shares that the market may have missed.
And we proved that finding the right investment opportunities,
and building portfolios with exciting, original ideas was the key
to success. Today we hold funds worth over £300m.
Tell us about your different approach?
In a nutshell, size doesn’t matter. Whilst most of the larger

Vertem is a North East-based specialist stockbroker.
CEO John Dance tells the story of the business and
how it helps investors regionwide

investment houses can only consider larger companies when
investing in stocks and shares, we scour the whole of the market.
Our team of expert investment analysts – all based in the North
East – perform in-depth equity research, using our own forecast

Vertem
www.vertem.co.uk
@vertemam

modelling and proprietary valuation techniques on over 500
UK stocks. This enables us to identify and invest in the most
attractive companies, across the entire market spectrum for our
clients, at any given time. We look at every option, including

How did Vertem start?

undervalued companies which we consider to have real potential

Whilst attending an Entrepreneur’s Forum conference nine years

for growth and the greatest returns.

ago, I had a sudden inspiration that led me to develop a fresh
and dynamic approach to stockbroking. Frustrated by years

So why is Vertem attractive to the private investor?

of ‘following the herd’ at large investment firms, I joined forces

We’re not here to offer financial planning advice. Instead, as

with Gary Stockdale, and Vertem was born – a very different

dedicated specialist stockbrokers, we aim to deliver enhanced

John Dance, CEO

James Flintoft, head of portfolio management

As founder and principal of Vertem, John began his career at

James, head of portfolio management, was Vertem’s first

Wise Speke (now Brewin Dolphin) in 1996. He’s worked for

graduate from Northumbria University’s Finance and Investment

international banks including Merrill Lynch and ABN Amro and,

degree, joining in 2012. He has a natural intuition for the

since launching Vertem, has built strong relationships with a

investment world and is incredibly adept at conducting detailed

number of independent financial advisors, creating investment

analysis and modelling of financial statements, which can

solutions for their clients. John’s strength is making sense of the

unearth potentially over-optimistic or pessimistic forecasts being

economic and corporate outlook and translating it into sensible

discounted into market prices. James is a CFA® charterholder

portfolios. He holds a number of industry qualifications including

and an invaluable member of the Vertem team.
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the CII Certificate in Discretionary Investment Management plus
the CISI Diploma in Investment Advice and Masters in Wealth
Management.

returns on your investments.
Private investors are always on the lookout for the next ‘best’

shares to be of value, assessed by our usual analytical processes,
we will invest.

idea, the stock others have missed, the undervalued situation
that will provide growth and, yes, excitement. That’s what we do.

Why are you based in the North East rather than London?

We use our robust investment process and specialist analysts to

This region breeds talented people and we have invested a great

identify the opportunities that rarely even hit the radar screens

deal of time to develop the right blend of youth and experience.

of the big houses. Don’t get me wrong, we are not a ‘small

We’ve recruited bright graduates from local universities,

cap’ boutique, our methodology and process is proven across

particularly Northumbria University, whilst also bringing in

the scale – allowing us to also invest in large caps, funds, fixed

genuinely experienced wealth management professionals such

interest and even derivatives.

as Vinay Bedi - who has been advising high net worth individuals
for more than 30 years. Put simply, our clients benefit from the

Give me an example of how your approach can benefit the

specialist service and all-round expertise of idea generators,

client?

portfolio managers and analysts – backed up by the rigorous

In 1989 a Newcastle-based company called Sage floated on the

processes and systems you would expect in the City.

stock market. A great many local investors bought shares in the
company and over the years made quite exceptional returns.

Who are your typical clients?

Sage was valued at £20m when it floated, it is now valued at

We specialise in creating bespoke, flexible and exciting

over £7bn. If a company of Sage’s initial size were to come to

investment portfolios for professional clients, business owners,

the market today, investors at the ‘larger’ houses will not be

private individuals, charities and pension funds. Being based

buying any shares for their portfolios. That’s because it won’t be

locally is a massive advantage because we can meet people

on their radar screens, for reasons of size if nothing else. Vertem

face to face and therefore gain a genuine understanding of their

does not work this way. If we like the business and consider the

investment needs.
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Gary Stockdale, head of investment research

Vinay Bedi, investment consultant

Gary is a co-founder and head of investment research at Vertem

With over 30 years’ experience in investment research, analysis,

and has worked in investment management for nearly 20 years,

finance and corporate broking, Vinay joined Vertem in 2016

including time at Barclays Wealth Management and latterly as

as our principal investment consultant. He previously worked

assistant director at Brewin Dolphin. He is a former associate

at UBS Wealth Management and Brewin Dolphin, as a senior

lecturer in finance at Northumbria University and has won the

investment adviser, based in the North East. Vinay focuses

coveted Securities & Investments Institute National Award (now

on developing and promoting our private client and charity

the CISI) when taking his industry diploma. In a fast moving and

offerings and has a real passion for unearthing that hidden gem

dynamic investment world, Gary applies his unique methodology

of an idea that can make a real difference to client portfolios.

to equity research and excels in finding hidden values and

Vinay is a Fellow of the Chartered Institute for Securities and

growth opportunities in companies.

Investment

Q&A

Business
confidential:
Lesley Moody
MBE
Lesley Moody MBE is managing director of
Billingham-based AES Digital Solutions Limited.
She has been a member of the North East England
Chamber of Commerce Council for three years and,
earlier this month, she was named as the interimpresident of the Chamber. Lesley was awarded
an MBE in June 2015 for services to education,
international trade and business

What’s your best piece of business advice?
Treat staff and customers as you would want to be treated
yourself. Prize loyalty and commitment and over, rather than
under-deliver, for customers.
Name your fantasy board of directors, and why you have chosen
them.
My fantasy board is very much a local board made up of people
who I feel I would be lucky to work with in my ‘fantasy company’.
Steph McGovern – BBC Breakfast. Steph and I were governors
together at Macmillan Academy in Middlesbrough. She’s so
knowledgeable, great at getting things done and has such
energy!
Joe Telford – my business partner who has worked with me for
over 30 years. Having someone who you know well and trust on
the team is always helpful.
Lucy Winskill OBE – pro-vice chancellor at Northumbria
University. She’s a great role model for women in business, has
a brilliant mind and is such a lovely person with a great sense of

If you could invite four people (living or dead) to dinner – who

humour.

would they be and why?
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Sir Tim Berners-Lee – inventor of the internet. Without his

If you weren’t doing what you’re doing now, what would be

invention, our company might not exist in its current guise.

your dream job, and why?

Thomas Cromwell – people from history fascinate me. I’d

If I had to choose to do something else it would likely be food-

love to hear his stories of the Tudor court and of the trials of

related (my degree is in Food Science and Nutrition). I love

European travel in Tudor times.

cooking and baking, so possibly I’d look to start a cookery school.

My grandmother – she was the ‘curator’ of our family history
and archive of documents and photos going back to the early

What are your musical tastes and what was the last album you

1900s. I took possession of them when my mum died four years

bought?

ago… there are things I’ve come across that I’d love to find out

My all-time favourite has to be Elton John. I also enjoy Diana

more about from her.

Ross, Sam Smith, Adele and Ed Sheeran and have a soft spot for

Capability Brown – he was a landscape gardener

Lindisfarne. Last album I bought was Elton John’s Diamonds.

extraordinaire born in Northumberland. I love gardening and it
would be fascinating to talk with him about his work and life at

Which type of books do you like to read and what was the last

Wallington and beyond.

book you read?
The last book I read was ‘Angelina Ballerina’… a bedtime story

What’s the best business decision you ever made?

for Isabella, my 3-year-old granddaughter. If I’m reading for me I

Deciding to set up AES Digital Solutions in 1992. It was a big

enjoy biographies and historical novels.

step but with Marlow Foods (now Quorn Foods) and the British
Steel Corporation as our first customers, we started to gain a

If you could choose somebody to play you in a biopic, who

solid reputation.

would it be, and why?

We have seen the growth of the internet and technology
help us expand our offering and our geographical spread. Being

I’ve been told I look like Joanna Lumley on numerous occasions. I
suppose I would have to say her.

awarded an MBE in 2015 for services to business, education and
international trade was recognition for our team’s hard work and

What’s your favourite food and tipple?

commitment.

I love fish and shellfish and also enjoy a good steak. I’m lucky
enough to have weekly deliveries of local organic vegetables and

Which five words might your friends/colleagues use to

Tamworth rare breed pork and bacon. Having travelled for my

describe you?

company, I’ve been lucky enough to experience many fantastic

We’ve just had a quick straw poll in the office… focused, self-

meals all over the world. For a tipple: Morpeth Abbey Well

deprecating, loyal, supportive, hard-working.

sparkling water.

63

SMALL BUSINESS

mmm… and glug… founder
provides food for thought
Mark Lane reports on the astounding success of a Newcastle business selling popular, ethically-sourced food
and drink and offering clear proof that many of us will support our local retailers if given the opportunity
These are strange times for the UK high street. Some believe
it is dying, as business migrates online, and there is some truth

She says: “This made me very aware that, at the time, the UK

in that in some retail categories, fashion being an obvious one.

was incredibly lacking in the kind of food retailers who were

Paradoxically, many high streets are busier than ever. Large stores

just selling good, well-made food for everyday consumption.

might have closed, but smaller independent retailers are thriving

The market is dominated by the massive multiples whose main

– certainly those that can offer something different or niche.

objective is to sell food as cheaply as possible regardless of

The grocery retail operation of Simone Clarkin in Newcastle

quality or knock on effects for the people in the supply chain.

city centre is an excellent case in point. The uncompromisingly

“I wanted to set up a retail business to sell good quality food

named ‘mmm… and glug…’ is one of those businesses which, in

– by good food I mean tasty, nutritious food made with real food

many ways, does the obvious, albeit rather well, selling fresh,

ingredients.”

often locally-sourced food and drink, the sourcing of which
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and working in Italy.

adheres to strict ethical and sustainability values.
The business and its offering taps into a desire by many of us

In business terms, mmm… and glug… was started on a
shoestring – with £1,500 of Simone’s own money and a £1,500
overdraft, the latter of which we can safely assume has been

to support the local community and its businesses as a welcome

paid off. In 2018, the company turned over £462,000. Given

antidote to the large, faceless corporate retail outlets which have

that Simone only employs four people, this impressive figure

become so prevalent in recent decades.

shows that there is a genuine desire for ethically-sourced
produce within the region, and that is perhaps one of the main

“I wanted to set up a retail
business to sell good quality
food – by good food I mean
tasty, nutritious food made with
real food ingredients”

reasons many people generally purchase most of their food from
major supermarkets is because there is so little in the way of
alternatives available.
Simone and her team plan to launch an e-commerce site later
this year although this will be integrated with the company’s
point of sale – there are no plans to go exclusively online as
Simone remains as passionate as ever about the high street in
this country, despite the doom merchants (of which there are
many).
She has some interesting words on the issue: “I believe

Simone, who has worked in the food and drink business for

the future of high street retail is bright and that the future is

most of her career, importing products and ingredients from

independent and local, and by local I mean locally-owned and

European producers and selling to restaurants around UK, says

managed, not just physically located here.

she started her own venture because she wanted to “change the

“I believe consumers will always want to shop on high streets.

way food and drink is retailed in UK for the better… I wanted to

People like shopping in physical stores. Brick and mortar stores

retail in a way that is life-affirming, enhances the local community

offer more convenience and a better experience over internet

and is kinder to the planet.”

shops and, when well-managed, independent retailers are best

Simone’s company partners directly with makers, bakers,
brewers, growers, and specialist importers whom, she says,

placed to take advantage of that.
“I believe that independent retailers in high streets create a

“champion the use of real ingredients and have a passion for

better community, better quality jobs, more sustainable business

what they do.”

and invest back into the local community.”

Part of the inspiration for mmm… and glug… came from
Simone’s time working in the food import trade, and also living

Few of us would argue with such a sentiment. Local economic
development agencies: take note.

mmm… and glug…
www.mmm-glug.co.uk
@mmm_newcastle
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THE EXPORTER

Doing the hard yards
pays off for door
manufacturer
Now selling its products in more than 80 territories, P C Henderson is
one of the region’s most successful exporters. The key to its success?
Meticulous research and taking the time to go out and understand
potential markets. Mark Lane reports
For any company looking to expand

growth markets which we have recently

its horizons beyond UK waters, the

entered – China and Western Europe – to

example of folding and sliding door

ensure further growth and success.”

hardware manufacturer, P C Henderson,
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China is particularly interesting. Many

is surely worth considering. The

North East exporters have targeted this

company’s products can now be

part of the world, with varying degrees

found in such settings as Kandahar

of success, so it’s interesting to find out

International Airport in Afghanistan,

about the approach taken by Trevor

Shanghai Disneyland in China, the Four

and his team when entering this most

Seasons Hotel in Tianjin, China and the

complex of market places.

headquarters of none other than Nike in
the USA.
Actually, these are just a tiny handful of

Not surprisingly, solid research was the
starting point. He explains: “Research into
the Chinese market recently identified a

the markets served by a business which

tremendous increase in individual wealth

has been operating in the North East

and an increasing demand for luxury

since 1928 and has since spread its wings

goods. This has resulted in huge growth

to multiple countries around the globe.

in the Chinese hotel market where they

The company now exports to over 80

are building numerous 5-star hotels

countries worldwide as well as subsidiary

– many of which require high quality

how to do business, culture differences

companies in key markets of Ireland,

sliding door hardware.”

and language barriers. To counter

Holland and China.

While such locations offer an obvious

these, our sales and marketing director,

opportunity for P C Henderson products,

Andrew Royle, visited China along with

Indonesia, South Africa, USA, Australia,

there are a huge number of hurdles to

Julius Zhu, the company’s China-based

New Zealand and Holland. Trevor Cossins,

overcome after the initial research has

representative.

managing director of P C Henderson

identified opportunities.

Current top export markets include

(pictured above right) says: “Our focus
this year is to concentrate on two key

Continues Trevor: “Challenges faced
when entering this market included

“Andrew and Julius engaged with
various focus groups of potential
customers. We wanted to demonstrate
that we wish to create a positive

“We have developed a unique sliding door
system specifically for the Chinese hotel
market. We’ve also launched a Chinese
translated version of our website to support
growth in this area”

customers experience, learn about
product requirements, listen to local
conditions and engage with our
customers.
“As a result, we have developed a
unique sliding door system specifically
for the Chinese hotel market. We’ve also
launched a Chinese translated version
of our website to support growth in this
area.”

P C Henderson
www.pchenderson.com
@PCHendersonLtd
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The message here is that building

that relationship – at the end of the

a new export market can be all-

day it should be a mutually beneficial

encompassing. There are no half

partnership.”

measures if one wants to achieve full

This approach has certainly worked

market penetration. Trevor says that his

for P C Henderson. The company

business uses agents and distributors,

now has over 70 distributors across

although even here the research is

the world, some of which it has been

extremely thorough to ensure one is

working with for over 50 years.

working with the right partner.
“The key is to do the research into

Does it help, I ask, having a British
brand at the current time? Does the

your potential partner,” he says. “Build

‘Made in the UK’ stamp have any of its

a picture of their business, its size, sales

power of years gone by?

resources, what plan do they have for

Trevor is unequivocal in his reply:

your products, do they have experience

“The British brand is extremely

in your market sector, how does it fit

important in many markets, particularly

with the products they already offer.

in Asia where British manufacturing,

“Make sure that you are not locked
into them initially and where possible
meet them face-to-face. Maintaining
regular contact is essential to build

quality and engineering is held in high
regard.”
P C Henderson is certainly doing its
own bit to ensure that trend continues.

A R E A F O C U S: T E E S VA L L E Y

Tees Valley chair optimistic
despite Brexit fears
Simon Wake, recently elected chairman of the Tees
Valley Committee of the Chamber, sees a bright
future for the sub-region and its businesses despite
his serious concerns about the potential impact of
leaving the EU. Mark Lane reports

Simon, a well-known face in Teesside business circles, qualified
as a solicitor in 1988 at a Middlesbrough practice, joining the
precursor to what would ultimately become Eversheds in 1991.
“When that firm closed its Teesside office, I joined the then
new firm of The Endeavour Partnership LLP as a partner, where
I continue to practice,” he says. He is currently the firm’s head of

Simon Wake, partner
The Endeavour Partnership LLP
@endeavour_law

commercial property, specialising in commercial development
and healthcare work.
Given that Endeavour is based in and almost entirely focused
on the Tees Valley, with the vast majority of its SME client base
in the sub-region, Simon appears a perfect fit for the local

These are interesting and – let’s be honest – slightly worrying

Chamber. He understands the area well, its challenges, threats

times on Teesside. A look through some of the recent business

and opportunities.

news items in the region suggests the Tees Valley has some
major decisions to make in the coming months.
Among them are the future of the area’s only airport, Durham
Tees Valley, along with a whole host of other challenges.
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However, they have been somewhat overshadowed in recent
months by a larger, rather more urgent concern: Brexit.
It is on this subject which I begin my interview with Simon

“I have enjoyed being a committee member and vice chair of
the Tees Valley Committee over the last few years, and found
the discussions and information stimulating,” he says. “I hope
that as chairman I can help to promote Tees Valley business and
encourage the membership to use the services the Chamber
offers.”
So what are the Chamber’s priorities, from a Tees Valley

Wake, a partner with The Endeavour Partnership LLP and also

perspective, right now? Simon says: “Our priorities are to ensure

recently-elected chairman of the Tees Valley Committee of the

that the exciting opportunities that have arisen as a result of

North East England Chamber of Commerce.

the creation of the Tees Valley Combined Authority (TVCA) are

He is refreshingly candid on Brexit. Asked if it is a threat or

properly realised for the benefit of businesses and people across

an opportunity, he replies: “A threat, I’m afraid. We are already

the Tees Valley. As a Chamber, we try to be a critical friend to

aware of investment being held up or cancelled, particularly

our politicians and get involved in a wide range of policy issues,

in foreign owned companies who are very nervous about

all of which contribute to the success of the Tees Valley.

Brexit, and if there is a no deal Brexit, that will be considerably

“The close relationship between business and the local

worse. There may be opportunities for some exporters, and the

authorities (and now TVCA) in the Tees Valley has enabled a

Chamber is keen to assist those wishing to take advantage, but

more focused effort on the sub-region and a distinctive voice

there will be a number of difficulties in achieving that.”

which is being heard well outside the region.”
Simon suggests digital, biotech and clean energy, as well as
the continuing strength in the engineering and chemical sectors
as being strengths for the Tees Valley, while skills shortages and
Brexit are his big concerns.
As he is a commercial property lawyer, I was keen to get his
views on the former SSI steel works. He says: “I hope the land
available there can be quickly released and made available for
investment, and if it is, I see it as a great opportunity. A huge
area of vacant land with available port facilities must be a
valuable asset for the area.”
Finally, to Durham Tees Valley Airport, whose future was given
a lift recently when the TVCA agreed to acquire it from Peel
Holdings Limited. On this front, Simon is cautiously optimistic,
telling us: “I think it will take a lot of hard work to get it back to
being a profitable operation, but I think it can be done.”
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MEET THE TEAM: JACQUI TULIP

Helping businesses plan
for the Brexit effect
Jacqui Tulip joined the Chamber’s international trade team from Lloyds Bank more than a decade ago. She
tells Mark Lane that the complex nature of this area means she is still learning new things about trading
overseas every day
Jacqui Tulip, international trade facilitation manager with the

often complex knowledge in a way that local businesses

North East England Chamber of Commerce, thought she knew a

can understand. Naturally, Brexit is high on the list of issues

lot about cross-border trade before she joined the organisation

businesses are asking about, and it is Jacqui’s role to keep

back in 2006. After all, she had previously spent 21 years in the

abreast of a picture which is changing day by day.

international trade branch of Lloyds Bank in Newcastle, dealing
with everything to do with international trade banking.
A great grounding for a career in international trade at the

it’s meeting companies to discuss implications, reading up

Chamber one might think but, while there is certainly some truth

on notices and generally keeping up to date with the latest

in that, there can be no substitute for dealing with the day to day

developments in the news. I think many businesses are just

nitty-gritty of local exporters.

waking up to this as a reality, which is a real worry as they should

“I often say now that when I was made redundant in 2005
and came to the Chamber in 2006 I thought I knew a lot about
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She says: “Brexit is a massive challenge to most of the
businesses I see – it takes up most of my time currently whether

have been looking at what may affect them long before now.”
For many of us, our knowledge of Brexit is completely led by

international trade but really, I knew nothing,” she says. “I

what we see on television and relates to the macroeconomic

knew nothing of moving goods around the world and HMRC

implications of leaving the EU. But what about the real, practical

compliance – the issues that face our exporters and importers

issues facing exporters – what can Jacqui and her colleagues do

every day. Over the last 12 years I have been learning this and I

to help them?

still am!”

To illustrate here, Jacqui outlines a typical appointment with
a member business to discuss Brexit implications. She says:

“Obviously, it is much better for the
country if we export more than we
import but currently that is not the
case, although the North East does
tend to buck the trend in that area”

“They are a small representative sales office of a European
parent company and are worried about import tariffs, import
declarations and losing their current customers in the UK
because of higher costs and bureaucracy.
“They must present several possible solutions to their parent
company to mitigate extra costs and allow them to remain
competitive. We spend an hour or so talking through options and
looking at import duties and discussing VAT implications and
changes to Incoterms 2010 – contractual terms which cover the

At the Chamber, Jacqui delivers training courses focusing

tasks, costs and risks around moving goods from A to B.”

on the operational and practical issues involved in exporting,

Despite the challenges of Brexit, Jacqui remains passionate

importing, customs procedures and letters of credit. She also

about international trade and recognises it as a genuine force

answers queries about anything from VAT issues to tariffs,

for good in the region. “Research has consistently shown that

customs duty, export control compliance, Incoterms 2010, rules

companies that export are resilient and more successful and

of origin, export documentation, commodity codes and much

stand a better chance of survival when times are tough in the UK

more.

market,” she says. “Obviously, it is much better for the country

It might not sound particularly glamourous but, as any

if we export more than we import but currently that is not the

exporter will tell you, these are the issues which one simply

case, although the North East does tend to buck the trend in that

has to get right in order to sell goods and services abroad. As

area.”

such, Jacqui and her colleagues are a vital lifeline for regional
businesses engaged in international trade.
Jacqui’s role is varied, and requires the ability to impart

Jacqui Tulip
jacqui.tulip@neechamber.co.uk
@NEEChamberJac
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PRESIDENT’S CLUB LUNCH

Sir John Major strikes a chord
with address to North East
businesses
The North East England
Chamber of Commerce and
venue Newcastle Cathedral
played host to a thoughtprovoking and widely-reported
speech by Sir John Major on
Brexit, and other major issues
affecting the region

Over 250 North East business leaders

long term. In his opinion, poverty was

gathered at Newcastle Cathedral for

damaging economically as well as

a Chamber President’s Club lunch in

socially.

February.
Former Prime Minister John Major

He said: “A lack of fairness eats
at the social fabric of society and it

was a recent speaker at our President’s

shouldn’t. In the UK only four per cent

Club event at Newcastle Cathedral, and

of professions such as doctors, dentists

he had some powerful and insightful

and surgeons come from low income

words to share on the thorny issue that

backgrounds. I am shocked that your

threatens the prosperity of our region

circumstances of birth should still
determine your life options.
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“Brexit will deliver worse times and I’m
afraid Project Fear will be seen as real. I can
recall nothing to match this decision to leave
the EU and the way it is being handled,
where the Government is embracing a policy
of self-harm”

“It is also not right that some of the
very poorest people have a life span 20
years shorter than others who are well
off.”
He was positive about the Northern
Powerhouse and the need to promote
all regions in the UK, to sell their
advantages compared to London.
Outside of the South East he said there
was more space for development, more
reasonably priced houses and less

Guest speaker at the event was the

commuting time. He said: “The answer is

former Prime Minister Sir John Major,

to give more responsibility to the regions

who spelt out the dangers of Brexit

and improve the infrastructure which can

and the need for the UK to build a fair

in turn improve productivity. Regions

society.

need investment and if not now, when?”

The speech also set out his view on

Sir John Major also addressed the

the untapped potential of British regions

future skills base of the country. “If we

like the North East, to contribute to the

are going to lose our immigration skills

national economy.

post-Brexit then it is imperative we

On leaving the EU he said: “Brexit

reform our school curriculum and ensure

will deliver worse times and I’m afraid

the next generation have the skills we

Project Fear will be seen as real. I can

need. There has to be a skills revolution

recall nothing to match this decision

and without delay.

to leave the EU and the way it is being

“It is essential we inject hope and

handled, where the Government is

optimism into our future because as

embracing a policy of self-harm.”

it stands hope will remain the missing

In relation to the future of the country
he spoke passionately about his desire

ingredient in the lives of many people.”
The event was sponsored by

for British society to be fair and how

Newcastle College and the Chamber

poverty today both wasted talent and

President’s Club is supported by

was costly to society as whole in the

Learning Curve.
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MEDIUM MEMBERS LEADERSHIP LUNCH

Sunderland AFC manager shares
insights on motivation
The boss of one of the region’s leading football clubs gives a candid talk on the challenges of leadership
The first Chamber Medium Members

they were building a sustainable football

of Gateshead College said: “We’re really

Leadership lunch was held at the home

club which was closely linked to the local

proud to be sponsoring the Chamber’s

of Sunderland AFC, the Stadium of Light

community. “We want to deliver a raw,

leadership lunches. Strong leadership can

Members heard Jack Ross, the Black

authentic club to the region and make it

have such an impact on an organisation,

Cats manager, share his views on how to

the heartbeat of the city. The Netflix film

it certainly has to our college and it can

be an effective leader with champions of

Sunderland Til I Die by Fulwell73 has also

make the difference whether a business

industry.

helped promote the Club and city around

flourishes or fails.

This event, the first in a series, gave
the 70 business guests a unique insight

The Chamber’s leadership lunches are

“That’s why it’s great to be able to
support the Chamber with these events

into what was needed to inspire and

sponsored by Gateshead College. Judith

and ensure we continue to have some

motivate a successful team.

Doyle, CBE, principal and chief executive

great leaders in our region.”

Jack Ross outlined his own route to
success which combined an Economics
Degree with extensive experience as a
professional footballer, as well as football
management in Scotland. He was candid
about the challenges of leadership in
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the globe.”

managing high profile football teams.
He said: “There are a number of
parallels between my role at SAFC and
business owners running their own
companies. We all need to be able to
communicate effectively and inspire the
people who are helping us to achieve
success.
“Just as employers have to make
countless business decisions every day
and respond to outside influences, I also
have to demonstrate confidence in my
judgement to make instant decisions,
especially during a match.”
Speaking about the pressures of
leadership in his world he said: “The
numbers around football management
are very sobering. In the eight months
I’ve been in my job 30 managers have
left or been sacked from their jobs across
just 92 teams in the four divisions.”
Jack Ross stressed the need
to develop the right culture in an
organisation to ensure everyone knew
they each had an integral part to play in
moving towards clearly-defined goals.
Tony Davison, SAFC managing
director, also spoke at the lunch and said
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UPCOMING EVENTS

MARCH 26, 1:30PM-3:30PM

LINKING BUSINESS
WITH EDUCATION
In association with the Tees Valley
Careers Hub, which was established with
funding from the Careers and Enterprise
Company to provide resources and
support for schools and colleges in the
Tees Valley. The Careers Hub is part of
a wider programme of investment by
the Tees Valley Combined Authority
to build on existing good practice and
drive up the quality of careers advice.
The North East England Chamber of
Commerce supports this work as part
of our campaign to build a Working
North East. We have many examples of
members working together to support

APRIL 18, 10AM-12PM

careers advice and would like to grow

CHAMBER STAND UP
AND BE COUNTED

this activity across the entire region.
This Linking Business with Education
event will bring together leaders from
education and business to network and
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share best practice at the Riverside
Stadium, Middlesbrough.

Attend this networking event at the
Holiday Inn Darlington North for April,
and benefit from the opportunity to
present your organisation, raise your
profile and meet new contacts. This is a
lively and fun event with each business
delivering a 60-second presentation
to other members in the room with
informal networking before and after
the event. Remember, Stand up and
be Counted events are held monthly,
moving to different venues across the
North East each month.

APRIL 12, 8-10AM

QUARTERLY ECONOMIC
BREAKFAST
As part of the Skills, Knowledge &
Information Network, join the Chamber
for the quarterly economic meeting held
at Kingston Park which will reflect on
the latest results from the Q1 Chamber
Quarterly Economic Survey for 2019, and
look at the current economic situation
in the region. Guest speakers will give
the view of members alongside a panel
discussing the future of international
trade for the North East, post-Brexit.

UPCOMING EVENTS

M AY 9 , 1 1 A M - 2 P M

CHAMBER EXCHANGE
Our monthly flagship networking event
– with May’s event kindly sponsored
by Northern Skills Group and held
at Holiday Inn Darlington A1 Scotch
Corner - encouraging an exchange of
experiences, ideas and offers between
members; intertwined with multiple
opportunities to network and build
new contacts. Chamber Exchange
events consistently attract well over
100 attendees representing members
from various sectors and of various
sizes across the North East. Remember,
Chamber Exchange events are held
monthly, moving to different venues
across the North East each month.
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M AY 2 , 9 A M - 4 P M

CHAMBER SHOWCASE
@ NE EXPO
M AY 1 7, 1 1 . 3 0A M - 2 P M

TEES VALLEY ANNUAL BUSINESS LUNCH
Following the success of our inaugural Tees Valley Annual Business Lunch in 2018,
we’re delighted to announce the details of our 2019 Annual Lunch kindly sponsored by
Northern Skills Group. This year’s guest speaker is David Horne, MD of London North
Eastern Railway with the lunch providing a unique opportunity meet and network
with organisations from all sectors and sizes from across the Tees Valley & North East
business and political community. The lunch is the perfect afternoon to entertain clients
or colleagues with a three course meal in one of our region’s finest venues, Wynyard
Hall.

Meet over 200 exhibitors and network
with over 1500 delegates at the
region’s premier business expo, held
at Kingston Park. The Chamber hosts
an entire floor of members exhibiting
the best of what Chamber membership
has to offer. All stands are now sold
out, however attendance is free with
the event inclusive of over 30 free
seminars and structured networking
events.

For further information about all Chamber events, visit - www.neechamber.co.uk/events, or contact the Chamber Events Team at
events@neechamber.co.uk or 0300 303 6322

EVENTS

TEES VALLEY ANNUAL
REVIEW & AGM
On February 26, a full house
were welcomed to the Jury’s Inn
Middlesbrough Hotel – with event
kindly sponsored by Chamber partner
Esh Group – looking back at the
successes and challenges of 2018, as
well as looking forward to the next
year of business. Attendees heard
from Darush Dodds, head of corporate
affairs at Esh Group, Rachel Anderson,
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assistant director of policy at the North
East England Chamber of Commerce,
and guest speaker Andy Fulton, vice
president and general manage at ICL
Boulby.

EVENTS

CHAMBER EXCHANGE
On February 14, the Chamber welcomed
150 members for the monthly Chamber
Exchange event – in association with
Business Durham and kindly sponsored
by venue host, South Causey Inn.
Members benefitted from roundtable
networking – encouraging discussion
between members to build long term
partnerships – and the opportunity to
exchange knowledge, ideas and advice.
Attendees were addressed by guest
speaker Brian Archer, managing director
at Business Durham and treated to a two
course lunch and a tour South Causey
Inn in its fantastic County Durham
setting.
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EVENTS

CHAMBER PRESIDENT’S
CLUB LUNCH
On February 7, over 250 North East
business leaders gathered for the first
Chamber President’s Club Lunch of 2019.
The event was held in association with
host venue, Newcastle Cathedral and
kindly sponsored by Newcastle College,
as well as being catered by the College’s
students and ‘Chef’s Academy’. Guest
speaker, former Prime Minister Sir John
Major, spoke passionately about the
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North East and spelt out the dangers of
Brexit and the need for the UK to build a
fair society.
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EVENTS

TYNE AND WEAR
ANNUAL REVIEW & AGM
On March 5, the Chamber welcomed
members to Sage Gateshead for the
Tyne and Wear Annual Review & AGM
sponsored by North East LEP Growth
Hub – looking back at the successes and
challenges of 2018, as well as looking
forward to the next year of business.
Attendees heard from Chamber assistant
director for policy and campaigns,
Jonathan Walker, as well as guest
speaker Abigail Pogson, managing
director of Sage Gateshead on the
importance of the cultural sector to the
region’s economy.
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MEDIUM MEMBERS
LUNCH
On February 4, the Chamber welcomed
attendees to the inaugural Medium
Members Leadership lunch, in association
with Gateshead College, at the Stadium
of Light. Attendees were addressed by
guest speaker Jack Ross, Sunderland
AFC manager, who shared his views on
how to be an effective leader.
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