West Country Business news

Interest rate concern

The pundits had suggested that there
would be a couple of small interest rate
rises in the spring of this year, but that, as
soon as a few factors which increased the
annual inflation rate last year were out of
the system, the interest rate would come
back down.

This is still what many pundits are suggesting though
they are now admitting other inflationary pressures,
particularly in world food prices, and suggest that a few
more rises in interest rates may well be happening
before rates start to come back down.

Industry giants such as TESCO are now suggesting
that higher interest rates may be affecting their

performance — or are they just making excuses?
However, as people running businesses we need to
give prudent consideration to what effect higher
interest rates could have on us. Will it lower demand
from customers? Will the cost of our borrowings start to
‘nibble’ away at our bottom line? Can | really afford that
extra investment in new equipment?

Nobody wants to be a Jonah — but it may be worth
considering how your business performance would
look if the interest rates were at 10% in 18 months time.

It would be totally wrong to run a business as if we are
always on the edge of an economic downturn — no-one
would ever get anything achieved. But perhaps this
may be a pertinent time to take a look at your business
and, with the help of your Old Mill Business Services
adviser, get one or two contingency plans worked out.
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Client profile — Brown and
Forrest

Establishing the right team of professionals
before you embark on a management
buyout will be a key factor in making sure
the transaction goes smoothly. Jesse
Pattisson, owner-manager of the Somerset
based smokery and fine food company,
Brown and Forrest, found it was the only
way to keep stress levels to a minimum.

Jesse has been managing the business at Hambridge,
near Langport, for five years and only became the
owner in September 2006. He feels very lucky to have
gathered around him a top class team of accountant,
financier and solicitor and “in the end the purchase all
went beautifully smoothly”.

Jesse Pattisson

Brown and Forrest started as a small family business in
the early 1980’s smoking eels in a converted cider barn
at Bowdens Farm in Hambridge, which overlooks a
peaceful corner of the Somerset Levels. For the first 20
years most of their business was mail order and also
very seasonal (75% of annual turnover arriving in
November and December). The range of products has
grown to include mouth-watering delicacies such as
salmon, haddock, poultry, cheeses and garlic. Since
Jesse joined the business it has gone from strength to
strength; they now have a thriving shop and restaurant
on site and supply 22 ‘Michelin’ restaurants including
some of the very top eating venues in the country. They
provide exclusive products to Forthum and Mason and
Jesse is proud to have Hugh Fearnley-Whittingstall as
a friend too.

Jesse previously worked as an Agricultural Consultant
and as the Chief Executive of a Farming Co-operative in
East Anglia, but on approaching thirty he realised that
he was feeling unsatisfied with his career and knew he
ultimately wanted to work for himself. Through Jesse’s
wife’s family in Somerset he knew the owners of Brown
and Forrest and began doing some consultancy work
for them before discussions turned to a longer term
commitment. He agreed to manage the business with
a view to buying it four years later as the family had no
interested successor.

When looking for an accountant to see him through the
Management Buy Out, Jesse felt very strongly that he
wanted somebody who was “commercially minded, not
just numbers minded”. A contact recommended Craig
Howes at Old Mill and they struck up a good rapport
straight away. In calculating the value of the business
there was much discussion on the subject of ‘goodwill’
and how much ‘book value’ this represented. Brown
and Forrest actually had very few tenable assets, apart
from “fridges and freezers”, as the smokery and
restaurant property was rented.

Craig recommended approaching Keith Golding at
HSBC for the financial backing and Jesse found him to
be “a decision-making, imaginative banker.” Keith
Golding said that the fact that he agreed to finance
Jesse’s business purchase almost immediately
“reflected the quality of the introduction from Old Mill -
it was already an amber light”. Keith was convinced that
Jesse had the necessary qualities to make him viable:
“he had already been running Brown and Forrest for a
number of years, he had good previous experience, lots
of enthusiasm and a high level of business acumen.”



Client profile — Sam Wellers

Prior experience of what the business
entails, careful identification of an
opportunity and hands on management
have been the blueprint for business success
for a Bath couple. They have worked from
the start with Old Mill and found the
constructive help given a good support with
planning for the present and the future.

Mike Hoskins and Maria Flammia bought the lease to
Sam Wellers pub in the busy heart of Bath 15 months
ago. Mike had 13 years experience as a manager of
another pub in Bath but felt it was time that they went
it alone. The Sam Wellers pub was one they had had
their eyes on for some time, even before it had been
shut and boarded up for more than a year. When they
got the chance they grabbed it with both hands.

Their knowledge of the trade in Bath enabled them to
identify the key potential of the pub in tourists and
office staff. They had to totally refurbish the interior

with new toilets and decorate throughout. Previously it
had been a rather drab ‘studenty’ pub which was not
the market they were after.

They redecorated the outside and introduced a new
‘pub food’ menu which has proved extremely popular.
Trade has certainly taken off, on top of the tourists and
lunchtime office business they also have a steadily
growing band of ‘regulars.’

When they opened Mike and Maria ran the business
totally by themselves with the help of just one part
timer. They now employ two experienced local full time
staff who can work in both the bar and the kitchen and
these staff have also brought in more local customers.
However Mike and Maria are still very much hands on —
something they see as essential to continuing success.

The pub has a traditional town pub appearance with
the focus around a classic bar serving four real ales. We
would certainly recommend a visit if you are in Bath.
More than that Old Mill consider it an excellent
example of how to set up a successful business.

Mike Hoskins and Maria Flammia

Energy efficiency loans

Many West Country business owners
would like to be able to feel they were
doing their bit to reduce energy usage and
help slow global warming. However, whilst
running a tight business in a competitive
market the idea of investing money in
energy saving schemes where the payback
takes a considerable time means it may
not become a reality.

A scheme for Energy Efficiency Loans run by the
government supported Carbon Trust may well be
worth looking at. They arrange a free energy audit by a
participating supplier. Where there is scope a scheme will
be drawn up for investment in energy saving. The criteria
are that the payback for the scheme in terms of cost of
energy saved has to be over a maximum of five years.

A loan is then given to cover the investment which is
paid back over four years. The repayments hopefully
closely matching the savings made. For more details
please check out www.carbontrust.co.uk/energy or for
a free energy audit www.energysavingcompany.co.uk
to apply for an information pack.



Companies act — electronic
tagging

No - this is not the alarming development
of the big brother state that it could be
seen as!

One of the main initial impacts of the new Companies
Act is to bring the act into the electronic age. The act
in fact frees up companies to use more electronic
communication. For instance, provided agreement is
obtained, a company can distribute information to
shareholders by email, or by posting on the website.

In theory information could also be distributed by a
telephone text message but consideration would need
to be given to a record trail.

The flip side of this is that there are now standards
about the amount of information a company should
provide. For instance, all companies now need to ensure
that their website include details of their registered

name(s), their company number, the place of
registration and their registered office address. All
details that have currently to be included in a company
letter footer should also now be included in an email
footer, electronic letters and order forms.

Companies act - role of Directors

Other aspects of the act will come into force over the
next couple of years and one change will certainly take
a little time for many businesses to understand.

The Act sets out a principle that Directors should not
act solely in the interests of shareholders but need also
to take into account the interests of other stakeholders
such as employees, suppliers, consumers and the
environment; the so called triple bottom line of profit,
society and environment. This would appear to be an
official recognition that the idea of Corporate Social
Responsibility which larger companies have had to
adopt will soon be extended to all companies.
However, detail about how this will work in operation
are still very vague.

Guest spot — Keith Golding
HSBC

HSBC has launched a service to help
entrepreneurs get their new businesses off
the ground. ‘Up and Running’ is a free,
online information service giving access to
invaluable advice and support from those
who have successfully started their own
businesses — all are HSBC Start-Up Stars
finalists, and two are former winners. This
service is available to anyone, both
existing and non-HSBC customers.

Entrepreneurs can sign up at
http://upandrunning.hsbc.co.uk where they can
register to receive weekly email updates to help steer
them through their start-up journey. Each email
includes a series of easy-to-follow guides, providing
invaluable advice on subjects ranging from market
research and development strategy to writing a
business plan and managing finances.

Keith Golding, Senior Commercial Manager,
commented: “Whether you want to find out how to
turn an idea into a viable venture or simply need

information about how to run your business more
effectively, ‘Up and Running’ is there to provide
support and advice. Drawing on the real experiences
of people who, at one time or another, have been in
your shoes, this service can help you make a real
success of your business.”

Each email is themed around a specific business topic,
kicking off with researching the market and evaluating
the competition, before moving on to setting prices,
marketing, buying, selling and how to choose a
winning business name.

The next stage covers key logistical considerations such
as premises, setting up an office, buying IT, employing
staff and insuring the business. The last stage covers
finance and development strategy, writing a successful
business plan and, finally, launching the business.

HSBC Business Banking customers can then sign up to
an additional advice service which focuses around the
key areas to consider once the business is up and running,
including sales strategy, creating a brand, cash flow and
credit control, recruitment and managing employees.

For anyone interested in knowing more please
telephone the HSBC Yeovil and Dorset Commercial
Centre on 07717 690549.



Graham Knights

Guest spot — Graham Knights
Strode College

“Why should | train my staff, if | do they
want more pay or are likely to leave for
other jobs, or even worse a competitor?”
What a dilemma, and one | hear more
often than you may imagine.

Personally | think the answer is twofold, and quite
straightforward. Firstly, ask yourself which company is
more likely to retain its staff, the one that cares, trains
and nurtures, or the one that ignores development and
leaves staff feeling disadvantaged and under skilled?
And secondly which retains more staff, the one with
introspective underdeveloped managers, or the one
that leads the way and looks outwards at the world?

As always with objections, it is important to
acknowledge them and get underneath the thinking
and here two themes often emerge, flexibility and cost,
and there is good news on both.

Firstly, gone are the days when all training involved
college attendance on a structured evening timetable.
Let’s be honest, if your best client telephoned at 5pm
for an urgent order and delivery involving late working,
how many would still send their staff off to their
evening class? | wouldn’t. Now much training and
assessment is done by Distance Learning on a flexible
timescale and in the workplace to suit business needs,
the tutor visiting the learner regularly for ‘one on one’
sessions. In addition workbooks, CD’s and the internet

have taken tuition to the student, whilst occasional
college attendance for some management courses may
simply supplement other learning, and never here
underestimate the power of meeting other managers
from other businesses and sectors. A problem shared...

Secondly, the cost issue has changed greatly too.

The government sound bite of “Education, Education,
Education” means significant money is available to
subsidise most levels of training, for many, a basic
NVQ2 qualification may well still be free and many
Distance Learning programmes of 50 hours or more
learning cost an average of £60.

The range of courses is huge, some say there are
900,000 on the internet, so conversation is key to
narrow the range and options. The most popular,
however, remain Customer Service, Supervisory Skills,
Conflict Management (for the difficult customer and
colleague) and the traditional Management, Marketing
and Finance courses. Training and development,
planned, and in collaboration with your other
professional advisers should form the platform of

a business plan, and succession plan.

And the benefits? Efficiency, productivity, cost savings,
motivation, quality, customer service and of course,
profitability. Oh yes, and there was that little problem
of staff retention!

Graham is Business Development Consultant at Strode
College. With over thirty years business experience he
would be pleased to hear from you on
gknight@strode-college.ac.uk.

‘Shepton in Business’ at the
Mid Somerset Show

All local businesses are invited to come
and get involved with an exciting new
event for people who are involved in
business in Shepton Mallet and the
surrounding area.

Thanks to sponsorship Old Mill and solicitors Dyne
Drewett, Shepton Mallet and District Chamber of
Commerce will be organising a totally new marquee
at the Mid Somerset Show on Sunday 19th August.

The stand entitled ‘Shepton in Business’ will have a
twofold objective:

i) To allow people in business in the Shepton Mallet
area to meet in an informal, sociable atmosphere,
have a drink and get to know one another better.

ii) To promote Shepton Mallet businesses to each other
and to the public in general.

The Mid Somerset
Show, ‘Shepton Show’,
is unique amongst
genuine country shows
in following a free entry policy. This means that
attendance in recent years has been around 12,000
people — mainly from the local community. An
enjoyable day out with a smashing atmosphere.

If you would like to find out more about the event or
would be interested in taking part please telephone
Alan Stone at Old Mill on 01749 343366.



Client profile — Business
Furniture Group

Vincent and Jennifer Ware of the Business
Furniture Group five years ago bought an
established 25-year-old furniture company
with a clear idea of how they could best
serve other businesses. Vincent was an
aircraft designer who spent many years
working overseas who got into office
furniture almost by accident.

Vincent Ware

He started in the furniture business in design and
manufacture, but quickly discovered that it was in sales
that money could be made by adding value for clients.
They are Old Mill clients of Chris Bowles who runs a
Business Services team at Shepton Mallet. They had

been impressed by Chris’s enthusiasm to understand
their needs.

They are offering more than just a supply of desks and
chairs — they offer office solutions. They can design a
lay out, sort out the wiring, comply with health and
safety or even manage an entire office move. Clients
over the past few years include Capita at Mendip
District Council, Hinkley Point Power Station and
Armada Finance in Exeter where they were involved in
sorting the lay out of a new office right from an early
stage of the project — they positively relish the
opportunity to work with builders.

Cosy Feet in Street were another local company where
Business Furniture Group provided a solution. The
company were growing fast and had run out of space
so they designed a seating layout for them which
enabled the firm to comfortably fit 20% more staff into
what had already seemed overcrowded offices.

Vincent comments: “Office furnishing is more than
knowing about your products. It is about keeping up
to date with the latest developments in modern office
systems. We need to keep ahead of the game to be
able to offer the best service to our clients. We also like
to ensure that as far as practical we operate a green
policy. We recycle all cardboard packaging and also
offer to recycle the old office furniture.

In September the firm are moving from Crewkerne to
the delightful Charlton Business Park in Shepton Mallet
and are looking forward to making new contacts.
Vincent concludes; “whether it is for one desk or for a
whole office block we have the quality solutions for
local businesses when it comes to office furniture.”

Tel: 0845 6342202 E-mail: info@bf-group.co.uk

www.bf-group.co.uk

The company car comeback

Much to the surprise of many, the company
car seems to be making a sustained
comeback — despite a tax regime that
makes it still appear unattractive.

A recent survey suggested that not only had there been
a significant increase in the number of people with cars
and a decrease in those offered cash as an alternative,
but of 800 companies polled 88% predicted a further
increase. The driving force behind this growth is clearly
with Health and Safety. There would appear to be

acceptance on the part of many companies that
particularly with essential car users there is a need for
a company to ensure that cars which are used for
business purposes need to be ‘fit for purpose’. The
provision of a company car enables more control in
this area and reduces the risk of potential litigation.

On the marketing front companies are also realising
that a car says something about a company and its
standards. It can frequently be part of that ‘first
impression’ that will determine a persons attitude to
a company and their ideas as to how professional and
reliable they are likely to be.



Survey Prize winner

Caroline Thorner of Jon Thorner’s Farm
Shops has won a case of wine in the first
Old Mill on-line survey. A delighted
Caroline is pictured here receiving her
prize from Peter Haugh — Associate
Director in the Business Services team
at Shepton Mallet.

The survey asked questions to get a feel of how local
business people are finding business prospects and
how they think key issues will affect them. On the
whole, local businesses seem to be optimistic about the
prospects for business. 59% thought they were good,
30% okay however, a rather concerning 11% found the
prospects were bad.

The survey also looked at the use local businesses were
making of their websites. Only 55% of those
responding actually had a website — perhaps somewhat
surprising as all respondents were obviously online. Of
these 13% used their website for active online ordering,
33% considered it as an advertisement whilst another
33% used it to generate leads and to allow people to
register enquiries.

The survey then went on to ask if those with websites
were happy with how they were performing — 24%
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Caroline Thorner with Peter Haugh

found their sites performance slightly disappointing,
71% felt it was matching their expectations whilst only
5% thought it was exceeding their expectations.

Taken together it would appear that many local
businesses are not fully cashing in on the IT opportunities
that the internet now offers. We will ask some questions
to attempt to identify a few reasons in the next survey.

The Summer 2007 survey is now available for you

to complete on the Old Mill website
www.oldmillgroup.co.uk. Once again we will be
offering a prize draw of a case of wine as an incentive
to encourage you to complete it. The more people who
complete it the richer picture we will get of the issues
that concern West Country businesses.

Contact Old Mill

Chris Bowles

The Old Mill, Park Road,

Shepton Mallet, Somerset BA4 5BS
tel: 01749 343366

fax: 01749 344986

Craig Howes
Number One Goldcroft,

Yeovil, Somerset BA21 4DX
tel: 01935 426181
fax: 01935 431852

Mark Neath

Berkeley House, Dix’s Field,
Exeter, Devon EX1 1PZ

tel: 01392 214635

fax: 01392 214690

The content of this newsletter is for general information only. It should not be relied on and action which could affect your business should
not be taken without appropriate professional advice. Please contact your usual Old Mill contact or local Old Mill office.

www.oldmillgroup.co.uk



