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Networking Guru Rob Brown
If you have competitors, which
pretty much everyone does,
Rob Brown’s message is clear.
All business is personal!
Even the biggest deals, orders, projects,
funds, sales and contracts come down to two
or more people making a connection.
If your ‘proﬁt’ is more inﬂuence, respect,
clients, support, challenge, reputation or
excitement, you must go through other people
to get it. Rob’s dynamic, motivational
presentations and energetic style will both
inspire and equip you to do exactly that!

To grow his business, Rob went networking.
During a period of two years, he collected 987
business cards, went to 126 events, spent
200 hours shaking hands and £4385 on
breakfasts, lunches, dinners and
memberships. He won NO business!
All he was earning was commission on a
few company leads. Rob reached a critical
point of ‘ﬁnancial urgency’ where he knew
something had to change. He resolved to
become an expert at networking. It prompted
him to learn everything he could on marketing
and business relationships.

Rob Brown’s journey, a lesson
for us all...
In 2000, Rob was offered a position as a
self-employed health care adviser with BUPA.
Direct sales, commission only! Great
company, but Rob wasn’t cut out to be in a
direct sales role – too nice!

In just 13 months, he multiplied his
income by a factor of 15!
People soon began asking Rob how he had
achieved such a transformation. So in 2004,
he founded his own training company
specialising in showing people how to network
productively and win lots more referrals. Rob

now delivers motivational talks internationally.
He has written over 40 publications on
business relationships and reputations,
including the bestselling ‘How to Build Your
Reputation’. He also writes for a range of
business magazines and membership websites.

Rob’s Top 12 Tips for Networking
Exclusively on video for Love Business
Rob Brown, filmed 12 short videos for Love Business, each
one highlighting and explaining a crucial networking skill
or discipline. All aimed at making you more effective at
networking, they are listed to the right and all can be
viewed on the Love Business website.

www.lovebusinesseastmidlands.com/robbrown

Why not create your own business networking event
Events are a great way to get in front of your potential customers, you just need to give them
a good enough reason. Events are ﬂexible and can work with a surprisingly small budget.
That’s where we come in, you tell us who you need to get in front of and we’ll give you ideas which will
attract that audience. Conference Works can take care of everything from helping create the concept
to sending out the invitations and ﬁnding the right venue.

To ﬁnd out more call us on 01332 865441
or visit www.theconferenceworks.co.uk
Love Business East Midlands – Powered by Conference Works
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Is Business Networking the
panacea for today’s demands?
Peter Motley

We talk to Peter Motley owner of
Business Networks East Midlands,
a regular business network
gathering which focuses on quality,
select lunchtime meetings, and
seminars in Nottingham, and from
April 2013, Derby.

Love Business “Why did you decide to build a
business focused on network?”
Peter “I was impressed by the Business
Network approach. They’ve been around a lot
longer than most, so know what works. Most
senior business professionals ﬁnd work
pressures have grown, making time precious.
Many traditional meeting groups have suffered in
membership numbers, because fewer and fewer
people have the ‘spare’ time out of work.”

Love Business “So who do you attract and
why do they come?”
Peter “We attract senior decision-makers to
the monthly lunchtime events. They enjoy the
unique, professional and business focused
format, as it provides an environment for
building close working links and establishing
that invaluable ‘support network’ of business
contacts. Also, as a lunchtime event it fits in
well with business as well as family demands.
Members are not allowed to ‘sell’ as the whole
approach is about nurturing long term
business relationships through trust, respect
and understanding. It’s also a fact most
business people have never been to a
networking event and one of the main reasons
is the fear factor of meeting new people.
Our non-networking welcoming approach
negates this barrier.”

Peter Motley interviewed by Love Business Partner
Roy Wilcox of Shared Light Consulting

1

The 5 Best Reasons to Network

2

The 5 Top Traits of World Class Networkers

3

The 5 Secrets of the Top Networking Connectors

4

The 4 Worst Networking Mistakes You Can Make

5

4 Top Tactics for Networkers to Stay in Touch

6

4 Top Tips for a Great Networking Elevator Pitch

7

4 Great Ways to Get More Referrals From Networking

8

4 Killer Strategies to Make More Time for Networking

9

4 Top Tips for Successful Social Media Networking

10

7 Top Networking Tips for Working a Room

11

7 Killer Networking Follow Up Tips

12

The 7 Best Ways to Network on LinkedIn

Love Business “You’ve been an early supporter
of Love Business East Midlands. Why?”
Peter “It complements our events, as it draws
hundreds of business professionals from across
the region and beyond, offering new contacts
for all.”
Love Business “I see you’re launching in Derby”
Peter “Yes, it’s a natural progression and we’ve
booked in at the ideal venue, the Roundhouse
restaurant. We’re launching in April. We’ve also
been encouraged by a number of companies
from the region, who have requested a similar
monthly event in Derby.”
Love Business “So, how do interested
professionals join or come to the launch luncheon?
Peter “They can go to our website and go to
‘book the next event here’, or email me their
contact details, I’ll be happy to answer any
questions.”

To book your next event visit www.businessnetworkeastmidlands.co.uk
or email me your contact details to peter@business-network.co.uk.
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“We tried marketing, it didn’t work!”
The Game of
It doesn’t matter whether you sell products or services. Whether your offer is a
low cost commodity item or high value solution. If you don’t follow the rules
of marketing you need to get lucky or your results will disappoint.
Whose fault is it if your supplier doesn’t
know the rules?
All too often wannabe marketeers provide their
‘expert advice’ only to lose interest when the
results fail to match your expectations. Websites,
adverts, exhibitions – these are ‘marketing
tactics’ and a sure ﬁre way of spotting a
marketing wannabe is when they focus on the
tactics and not the rules.
What’s the secret to choosing the right
marketing tactic?
Before any tactic is applied everything should
be planned out. Fail to prepare – prepare to fail.
This ‘double check’ makes sure your chosen
tactic is a) right for the job and b) applied in the
most effective way within the relevant area of the
Sales Buying Cycle.
Marketing is about – creating the enquiries
The aim of all marketing activity is to generate
enquiries. The measurement of whether your
marketing works can be judged by the number of
enquiries you receive. However the number isn’t
important if they don’t result in a high proportion of
sales for you. So the number of leads must be
measured in relation to the sales results they affect.
Which is why intelligence is the key to
successful marketing. Obtaining information on
your customers, the competition and the speciﬁc
market sector will help you develop a more
successful approach to your sales and marketing.
The two key reasons for poor sales
conversion are:
• The quality of leads – your marketing
material must focus on a speciﬁc customer
• How you manage the enquiries – this is
about your sales process
Sales is about – converting the enquiries
into customers
This is about having the right questions.
Questions which demonstrate you understand

Marketing

the needs of your customer. Questions which
make the customer realise for themselves what’s
important and why. Sales is a process. It can be
taught and with practice, anyone who wants to
sell can sell.
Understanding where your customer
is in the buying cycle is the key to
successful sales
Your customers go through a predictable cycle
when buying what you sell. Understanding where
they are means you can help them move on.
Potential customers need your help because
often they do not know the difference between a
good company and a poor one. You know it
because it’s your business and you can spot the
‘tell tail’ signs.
Marketing and sales are two halves of the
same game.
When you next think about choosing an ‘expert’
or company to help you increase enquiries, ask
yourself these questions:
• Do they understand the needs of your
customers?
• Do they understand the rules of marketing
and sales?
• What will they do for you after their invoice
is paid?
Storming® – the proven sales and
marketing process that Quiet Storm
share with you
• It’s structured and step by step
It makes everything you do accountable, more
effective and clear to everybody involved.
• It’s sales focused
So the process is focused on getting more
business AFTER the invoice is paid.
• It’s fully supported
FREE monthly workshops, telephone support
and a cloud based sales software.

We’ve kissed lots of frogs,
so you don’t have to...

The Rules of Marketing
Step 1 – Plan your marketing
i)
ii)
iii)
iv)
v)
vi)
vii)

Establish your target customer proﬁle
Evaluate the competition
Establish the customers core frustrations
Establish a unique sales offer
Make the ﬁrst sale an easy sale
Have a clear process
Review the process

The Sales Buying Cycle
Step 2 – Acknowledgement
Your potential customer acknowledges a problem

Step 3 – Decision
They decide to take action and seek a solution

Step 4 – Criteria
They make an enquiry and reveal their criteria

Step 5 – Measurement
They measure your response against the competition

Step 6 – Investigation
Your potential customer investigates the options

Step 7 – Selection
They are ready to make their selection

Step 8 – Reconsideration
Address this or it could lose you future sales

Step 9 – Satisfaction
Turn satisfaction into loyalty, referrals & repeat business

Want to find out more about Quiet Storm and the
Storming® proven sales and marketing process?
The ﬁrst step is a FREE Discovery Workshop. All Discovery Workshop’s are
focused on your business, exploring how you can increase enquiries or
convert more sales. Simply go to www.quietstorm.net/lovebusiness,
and then choose which of the FREE Discovery Workshops you think will
help your business the most.
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How to out-think
What edge do you have over your competitors?
If you are selling the same product or service
to the same market, what can help you to
stand out from the crowd?

By providing product and
service solutions that
deliver true added value,
Saint-Gobain PAM is the
primary supplier of ductile
iron and cast iron
pipelines, access covers
and soil and drain
solutions to the UK’s key
utilities, civil engineering
and construction sectors..
For more information call:

0115 930 5000

Lows Lane, Stanton-by-Dale
Ilkeston, Derbyshire DE7 4QU
Fax: 0115 932 9513
sales.uk.pam@saint-gobain.com
www.saint-gobain-pam.co.uk
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Imagine if you could:
• Understand the 7 key principles that can greatly increase the
likelihood of your success
• Discover the 4 key elements of your thinking that will put you head
and shoulders above your competitors
• Learn how to generate a multitude of great ideas that will have an
instant impact on the bottom line
• Identify the core reasons why some businesses thrive in times of
economic downturn
• Apply a proven methodology to think differently which has saved
one company $8.5 million
Andy was voted Entrepreneur of the Year in the 2009 Leicestershire
Business Awards and has successfully grown several technology and
consulting businesses. He has written over 20 books, and presented
over 200 audio and video programmes relating to leadership, change
and business improvement.
Go MAD Thinking (Go Make A Difference) helps
organisations achieve business results by equipping
people with the skills and tools to make measurable
differences in individual effectiveness, organisational
performance and bottom line results. Voted
Outstanding Training Provider 2013 by the Chartered
Management Institute, Go MAD Thinking works with
organisations worldwide to make real differences to
bottom line results. Go to www.gomadthinking.com for
examples of the differences we have helped
businesses make.

World Marketing Guru Seth Godin
Armadillo Merino® as a “High Flying
Seth Godin is one of the world’s most widely read marketers, he
is a marketing genius. His mantra is” you need to stand out
because you are different”. People talk about you because you
connect with their views and aspirations. You point
out what’s important and why. Godin recently used
Armadillo Merino® as an example of how smaller brands
can become successful by being different.
Fly in the face of risk
Godin says, “Armadillo Merino® strike me as noncorporate, personal, vulnerable and about doing
something different and important…” The brand
also fulﬁls Godin’s criteria of brands that tell
‘stories’ in order to connect with
customers. Armadillo Merino®, for
example, provides detailed information
about how its products are manufactured
and the situations in which they are worn.

your competitors

Additionally, through an innovative
community project created by Andy, a free
range of leading edge planning, problem
solving and collaborative online tools will
be provided to 1 million people who live
and work in Leicestershire. ‘Think
Leicestershire’ will be supported by a
social action movement of over 1,000
volunteer facilitators/coaches –
“difference makers” – backed by a
leadership infrastructure, world-class training and on line learning.
To find out more and to access free resources for you and your
employees visit www.thinkleicestershire.co.uk
To find out how to do this, and more, visit Go MAD
Thinking at Love Business 2013 Stand E26. Plus,
come along to hear Go MAD Thinking’s Andy Gilbert
speak at 10.30 am and take the opportunity to request
a free book; Go MAD – The Art of Making A Difference.

points to East Midlands company
Magical Brand”
Award winning start-up business from Derbyshire
Armadillo Merino® is a Derbyshire based
business which launched in 2011. In 2012 they
were NatWest Startup Awards, winner of Product
Business of the Year. Specialising in performance
clothing, Armadillo Merino® protects professional
risk takers. Firemen, the military, and the special forces are their key targets
for large contracts, however they have also developed a consumer range.
Andy Caughey, Managing Director Armadillo Merino® explains why their
product is different. “Wool evolved over thousands of years to protect sheep in
extremes of heat, humidity and cold. For centuries, soldiers relied upon the
unique qualities of wool to enhance their own comfort. Merino’s built-in
advantages, combined with a natural softness and strength, make it the ideal
ﬁbre to enhance protection, performance and comfort in extreme environments”.
Visit www.lovebusinesseastmidlands.com/armadillo to ﬁnd out
more about Andy and Armadillo Merino® and how it has achieved
success as a start-up.
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Looking for growth in 2013?
Business One Page Plan – clear and concise, easy to
keep score – every day it helps you work towards
increased profits
• It makes everyone accountable
• It clearly sets out what each person must do every day, week & month
• It gives the individuals the tools to be more effective

I took this simple, yet highly effective
principle and increased my
scaffolding businesses turnover
and proﬁts by 700% in three years.
If I can do it, anyone can!
Ian Howorth, Howorth Scaffolding

The Business One Page Plan
Half-day Workshop
“This workshop is guaranteed to change how you
think about your business and the people in it.”
In 3 hours you will be shown the best kept secret in business
growth – it’s used by leading business turnaround consultants to
dramatically reverse underperforming companies into market leaders.

3 hours and you’ll walk away enthused,
energized and able to apply what
you’ve learnt to your business straight away.

The Business One Page Plan Half-day Workshop
Paul Shrimpling

Step outside your
comfort zone!

Managing Director,
Remarkable Practice
Paul will be delivering
the workshops

Just imagine if you could get every person in your
business to achieve their daily goals.
• You can apply the principles to increasing sales
• Discover how to reduce costs without making cuts
• Learn how to manage and motivate your people more effectively

Normal price £117.50 – Love Business

Special Sponsored Price £FREE
Limited to 70 sponsored places per venue – when they are gone they are gone!

Visit www.lovebusinessgrowth.co.uk/bopp to ﬁnd out more and register
Dates and Venues
26th March 2013
23rd April 2013
22nd May 2013

Donington Museum, Senna Fangio Suite, Donington Park, Castle Donington, Derby, DE74 2RP
The National Brewery Centre, Horninglow Street, Burton upon Trent, Staffordshire, DE14 1NG
University of Derby Corporate, Enterprise Centre, 37 Bridge Street, Derby, DE1 3LA

Time: Arrival from 8.20am – open networking • Workshop starts at 8.50am • Workshop to ﬁnish at 11.50am • Networking and close at 12.30pm

These events are sponsored courtesy of Love Business and the following organisations
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Plan your dive,
dive your plan
By Ian Rodgers, Managing Director, McGregors Business Services

Since the recession hit in 2008 life has been tough
for many businesses. Many have experienced
reduced sales, tighter margins and find it
harder to get paid on time.
But how many businesses wait to react to
what is happening to them? Usually when it is
too late to make changes to inﬂuence things.
How many actively have a business plan
which is monitored regularly and which drives
action, to inﬂuence future results rather than
reacting to events after they have occurred?
Like any deep sea diver will tell you;
“plan your dive, dive your plan”
If you don’t you could end up in deep water
and in big trouble! So, doesn’t it make sense
to apply this logic to your business too?
A business plan outlines your vision for the
future of your business, looking at where you
are now, where you want to be by a given
date, and how you are going to get there.

Good planning will dramatically increase your
chances of succeeding in business.
A good business plan will;
• Give you a sense of direction and an
action plan
• Provide you with a set of realistic goals
and targets
• Enable you to track your growth and
measure your success against these goals
• Demonstrate the seriousness of your
intentions to banks, investors, colleagues
and employees
• Enable you to spot potential problems
before they happen and take appropriate
action

The five key stages
• Decide on your goals
• Establish your key criteria
• Set targets
• Ensure systems are in place to measure
actual results
• TAKE ACTION!

McGregors Business Services are
championing the Business One Page Plan in the
Midlands because they know it works for them
and have seen it work for their clients too.

Live Event Programme February 14th 2013
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Great work Sarah,
our results have improved enormously.
8 times better
wouldn’t you say?

Infinity for business
Our recent survey with the British Chambers of Commerce found that
most businesses want faster broadband. Inﬁnity for business is 8x faster
than UK average broadband, so you can upload or download large ﬁles
in seconds, even at the busiest times. Call or go online to see how other
businesses are doing more with our superfast broadband.

Making technology work for people.
0800 032 8596 bt.com/superfastbusinessbroadband

Broadband speed can be affected by a number of things: how far your business is from the ﬁbre cabinet as well as the wiring in your building. Not all lines in an Inﬁnity-enabled area can support the service. BT Inﬁnity for
business may require a BT line or similar and a ﬁbre compatible router such as the BT Business Hub provided with Inﬁnity. 12 or 24 month Minimum Period. Terms and conditions apply. The speeds provided by BT Inﬁnity for
business are more consistent than standard broadband, giving you 16Mb assured throughput at 90% of the internet busy period. Speeds based on UK average from Ofcom report, August 2012. BT Business commissioned
research through the British Chambers of Commerce, June 2012.
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Donington Park –
back on track!

Gemma Toogood
Head of Commercial Sales and Marketing
Donington Park

In 2007 the Wheatcroft family sold a
150-year lease to a leisure company but,
sadly, by 2009 it went into administration
and Donington had to close.
Could there be a worse time to pick up the
pieces and start again?
The country was in the deepest post war recession
ever experienced. The race track had been dug up,
buildings left half ﬁnished and lost the F1 contract.
However, undeterred Kevin Wheatcroft set out with a
mission, to rebuild Donington Park and keep his father,
Tom Wheatcroft’s, legacy alive.
Determination, focus and bloody hard work!
These are the secrets of Kevin’s success. With an allnew management team, Donington Park re-opened the
following year and has continued to revitalise itself. While
it continues to be synonymous with racing and ignites
passion and excitement of petrol heads across the
world, Donington Park has expanded its appeal.

Donington has so much to offer the business
community
As well as corporate hospitality at major sporting
events, Donington offers a wealth of conference suites
ranging in capacity from two to 800. The Donington
Exhibition and Conference Centre, has more than
4,400sqm of ground ﬂoor space and a capacity of 6,000,
making it the largest venue in the East Midlands.
Events range from conferences and gala dinners to
trade shows and product launches with dedicated
on-site caterers providing the full gamut of catering
requirements, be it a simple sandwich to an
executive gala dinner.
Love Business Powered by
Donington Park
Donington Park are delighted to be one of
the main sponsors of Love Business and the
team and I look forward to inspiring businesses
in the East Midlands through sharing success.
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David Williams, Chairman of Geldards LLP
looks at the way in which law ﬁrms need to
respond to sluggish business trends.

Succeeding
in a challenging world

For most businesses, the range of gloomy statistics provided by Government,
employer organisations or individual economic commentators only confirm
what they already know.
Life in the commercial world is tough and there are no
easy answers.
Yes, there are ﬁrms which continue to buck the trend but for the
vast majority of companies it is an extremely challenging climate
and it’s been that way for quite some time.
The fact is, however, that against a background of, at best, a ﬂatlining economy, plenty of business is still being done. Everything
hasn’t fallen into the proverbial black hole and it is up to all of us to
ensure we up our game, improve still further what we do and
attempt to gain market share.
That’s true whether you’re a law ﬁrm, a manufacturer or even a
city like Derby which is still striving hard to make economic progress
despite the knocks it has had to face.
In the legal sector, it is all about refocusing client relationships and
developing and improving the services we offer. When clients are
under pressure we have to ﬁnd new and innovative ways of helping
them – in other words; if we don’t continually review the way we work
and the way we respond to client needs, we would deserve to fail.

In a ﬁrm like Geldards one of our challenges is to ensure that we
keep work within Derby, a city which perhaps isn’t naturally seen as
a legal centre of excellence. Actually, apart from perhaps the most
specialist areas of advice, Derby’s legal sector can meet any
company’s requirements and we, for one, are determined to prove
the point. That’s good for us and good for the City’s economy too.
For decades Derby has had a proud tradition of a strong
manufacturing base founded on the international success of highproﬁle companies. What we need to do now is make even
stronger efforts to encourage and nurture the city’s entrepreneurial
spirit and talent.
As one of the larger players, we’ve recognised we need to play
our part and review the way we set out to advise young and
growing businesses which can often ﬁnd themselves tripped up in a
legal mineﬁeld.
Whilst no-one is predicting a return to healthy levels of economic
growth any time soon, there are still legal services to supply
provided they are ﬁt for purpose.

It’s the Law!
The UK Legal sector has experienced unprecedented
change, but what does this mean for business?
The legal landscape has been changing
rapidly over recent years and law ﬁrms
are having to adapt and evolve to ensure
survival in the future.
Recent changes in the provision of
legal aid and legislation impacting on the
regulatory requirements of lawyers mean
that law ﬁrms must adapt to meet the
changing demands and expectations of
their clients.
Added to this, developments in IT and
communications and the rapid expansion
of social media all result in law ﬁrms

having to adapt their business knowledge
as well as their legal expertise – being a
lawyer is no longer simply enough.
Helen Johnson (pictured), President of
Leicestershire Law Society recently
stated, “As a modern and forward
thinking organisation supporting the local
legal profession, LLS is as determined as
ever to promote its core function of
promoting Leicestershire as a centre of
legal excellence and to help and support
law ﬁrms facing these challenges.”

Live Event Programme February 14th 2013
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Love Business East Midlands 2013 Exhibition Plan

F11

Interested in booking a stand for next year?

HOG ROAST

MARSHALL

Love Business East Midlands 2014 Exhibition Stands
Visit Quiet Storm on Stand A3 for details on how to book.
Early Bird Prices start from £299+VAT

FIRE
EXIT

A7

A8

A9

A11

A10

A12

A13

A6
F10
A5

C1

D1
D7

D2
D8

D3
D9

D4
D10

D5
D11

D6
D12

C2

F1

A2

F2

FIRE
EXIT

B4

B3

B2

D14

D15

D16

PRESENTATION SEATING

B1

D17

D18

AV

C6

A1
F8

D13

AV

PRESENTATION
STAGE

C5

E23

A3

E24

F9

CAFE AREA

E1 E2 E3 E4 E5 E6 E7 E8 E9 E10 E11
C3
C4
E12 E13 E14 E15 E16 E17 E18 E19 E20 E21 E22

E28 E27
E25 E26

A4

RECEPTION

AV

ENTRANCE

F3

A1
A2
A3
A4
A5
A6
A7
A8
A9
A10
A11
A12
A13
B1
B2
B3
B4
C1
C2
C3

16

F4

The Racing School
Donington Park
Quiet Storm Solutions Ltd
Networking for Local Business
Premier Display Limited
Crestline Printers Ltd
Flex Recruitment
Central Joinery Ltd
Marvic Joinery Ltd
The Business Network East Midlands
McGregors Business Services
Bleathwood IFA + Sence Accounting
East Midlands Airport
Marshall Honda Leicester
Jay Webb Consultancy Services Ltd
Tech Finance
Company Image Interiors Ltd
Loughborough Chamber of Commerce
East Midlands Trains
Quorn Business Travel
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Nottingham Trent University
UKTI Trade and Investment
Charnwood Accountants & Business
Advisors LLP
Bott Ltd
ebusiness Club
Derbyshire & Nottinghamshire
Chamber of Commerce
Marketing Derby
John Merison BMC
Midlands Leadership Experience
New College Nottingham
bmi regional
Derby University Corporate
Derby University Corporate
Federation of Small Businesses
OVISO
Conference Works
NWLDC
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F5

F6

D16
D17
D18
E1
E2
E3
E4
E5
E6
E7
E8
E9
E10
E11
E12
E13
E14
E15
E16
E17

Geldards
Pera Technology
M-EC
Shared Light
HMRC
Radisson Blu Hotel East Midlands Airport
Route to Exit
J Greenwood & Associates
Qdos
Birmingham Chamber of Commerce
Stephenson College
Synety
The Finesse Collection
Unitycomm Ltd
Advance Forwarding Limited
Arch Communications
Leicester Chamber of Commerce
Bray & Bray
CoLaw Limited
The Fleet Auction Group Ltd

F7

I N A S S O C I AT I O N W I T H

Keynote Speakers
George Cowcher
9.30am

Chief Executive,
Derbyshire & Nottinghamshire
Chamber of Commerce

Rob Brown
9.45am

TOILETS

VIP
Suite

Inspirational Speaker
and Writer

Andy Gilbert
W 13
NE 20
R
FO

10.30am

Networking
Area

Managing Director,
Go MAD® Thinking

Steve Megson
11.15am

TOILETS

Managing Director,
Quiet Storm Solutions

Paul Shrimpling
12.00pm

Managing Director,
Remarkable Practice

Cathal O’Connell
12.45pm

1.30pm

Chief Executive,
bmi regional

Mike Jones
BT

Peter Hogarth
E18
E19
E20
E21
E22
E23
E24
E25
E26
E27
E28
F1
F2
F3
F4-6
F7
F8
F9
F10
F11

Docubank Limited
Mercia Image Ltd
JF Accountancy
The University Of Leicester
Sturgess
Derby College
Power Pac
Regus
Go Mad Thinking
High Growth
HR Response Ltd
Sandicliffe Motor Contracts
NFU Mutual
PAM Saint-Gobain
Sturgess of Leicester
Bott
Toomey Leasing Group
Racing Aces
Skoda
Marshall Honda

2.15pm

Regional Director,
UK Trade & Investment
in the East Midlands (UKTI)

Toni Robinson
3.00pm

Development and
Delivery Manager,
Qdos HR Consultancy

Rob Brown
3.30pm

Inspirational Speaker
and Writer

Opening of Love Business
East Midlands 2013

The Secret Weapon of Likeability – What to
Do and Say to Make More People Like You
More Quickly!
Discover the ﬁve crucial keys to being liked and
trusted, and the single best thing you can say to
be more popular!

How to out think your competitors
Discover for free how one company made US$8.5
million additional proﬁt last year by doing 5 simple
things we showed them.

What do you want?
How to close more sales, get more referrals
and make sure your message is heard

Business success needn’t be so illusive…
If a one-man-band scaffolder can grow a £1million+
business and live off the proﬁts in the south of France,
can’t you? Paul Shrimpling shares the one thing you must
master to achieve your deﬁnition of business success.

Reaching New Horizons
Sharing the different challenges in building a successful
business from the ground up; and in taking an already
established brand to the next stage in its evolution.

Business Broadband – Work smarter with the
right broadband
How small to medium sized businesses in the UK are driving
further cost savings, improving efﬁciency, providing better
customer service and keeping ahead of the competition,
by grasping the full potential from broadband services.

Exporting for Growth
The importance of exporting to support national and
regional economic growth as well as helping
businesses to grow and prosper.

At least 7 things employers need to know
about HR in 2013?
Toni Robinson takes you through a whistle stop tour of
employment law from 2012 and the year ahead.

Close of Love Business
East Midlands 2013

Live Event Programme February 14th 2013
www.lovebusinesseastmidlands.com
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Toni Robinson Qdos Consulting

From Olympics misfortune to HR guru!
Toni had left school with one single minded ambition,
to become a full time athlete and to represent
Great Britain in the 1996 Atlanta Olympics.
She narrowly missed out on that honour and
focused on qualifying for the Sydney Games in
2000. Unfortunately injury wrecked her
dreams and she retired.
It’s testimony to Toni’s ability to turn
adversity into triumph that she used her
competitive spirit to gain a career in HR .
“It was obvious that I needed to look for a
life outside of sport and I was lucky enough to
ﬁnd a company who picked up my education
by way of sponsorship and I spent the days
working in HR whilst studying in the evenings
for my Certiﬁcate in Personnel Practice and
CIPD post graduate qualiﬁcation.
After which I spent time working through the
HR career ladder. I have held positions such

as Employee Relations Ofﬁcer at New Look
Retailers and Regional HR Manager for
Randstad stood me in good stead for a role at
Qdos Consulting in 2003 as an Employee
Relations Advisor.
Life at Qdos has been a roller coaster, with
almost nine years whizzing by, working in a
fast paced and dynamic environment, moving
from being an advisor over the telephone, to
drawing on all my generalist HR experience to
provide consultancy services to our
outsourced clients.
My current role focuses on devising HR
solutions for small and medium size businesses
and assisting clients with their HR
responsibilities and opportunities.”

Live Event Programme February 14th 2013
www.lovebusinesseastmidlands.com
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OFF
TAKE
TO
READY
Ian Woodley, Chairman of bmi regional talks about improving the ﬂight experience

bmi regional’s iconic brand has been a familiar sight
in the skies over the East Midlands for many years.
Building on our heritage in the region and
strengthening our links within the thriving
business community has been a key part of how
the company has evolved in the months since
bmi regional became an independent entity.

Our commitment is evident in the 40
additional jobs we have created in the last six
months, the establishment of a new call centre
and our relocation to a new 8,000sqft ofﬁce
complex at East Midlands Airport.
We also recognise the importance of global
connectivity and the beneﬁts providing routes
to major European hubs brings to businesses
in the region. Free from the ties of big carrier
ownership and practices, bmi regional has
emerged as a ﬂexible, streamlined, nimble and
forward-thinking airline with the ability to act
quickly to launch new routes and explore new
business opportunities in the sector.
Importantly, we want to see a return to the
core values which people associate with a
quality ﬂying experience. With a ﬂeet of

Embraer ERJ 135 and 14 x ERJ 145 jets and
more than 600 weekly ﬂights throughout the
UK and Europe, ensuring a quality travel
experience for our customers – no matter
where they are ﬂying to or from in the world –
is an integral part of our business philosophy.
bmi regional was the ﬁrst airline in the
European market to introduce a business
class service and online booking and check in.
We are also rightly proud of being the UK’s
most punctual airline for the last seven years
and are looking to build on our reputation for
excellence in all elements of our service going
forward.
Building a name is one thing, our focus is
on building a reputation that will take bmi
regional into the next stage of its evolution.

For further information visit www.bmiregional.com

20

Inspiring Business by Sharing Success

The Air Ambulance Service
TAAS is an umbrella organisation that provides three separate services;
Warwickshire & Northamptonshire Air Ambulance (WNAA), Derbyshire,
Leicestershire & Rutland Air Ambulance (DLRAA) and The Children’s Air
Ambulance (TCAA).
WNAA operating from Coventry Airport and
DLRAA based at East Midlands airport
attend, on average, four missions every
single day per helicopter. From road trafﬁc
collisions to house ﬁres; fallen horse riders to
industrial accidents. DLRAA regularly attend
any incident that is life-threatening, where
access by land is limited, or where the
patient’s quality of life would be affected by
undue delay.
We have the fastest and most
technologically advanced civilian helicopter
available, taking our highly trained medical
team to the scene of any incident within

minutes, giving our patients the best
possible chance of recovery.
The Children’s Air Ambulance (TCAA) will
transfer critically ill children from general
hospitals to Paediatric Intensive Care Units
across England and Wales, or help move
specialist paediatric teams to enable
children to receive the lifesaving, specialist
treatment and care that they need as soon
as possible, cutting transfer times.
All these services are provided without
any Government or lottery funding and rely
entirely on charitable donations.

To ﬁnd our more or help support please call 08454 130999
or visit www.theairambulanceservice.org.uk
or email enquiries@theairambulanceservice.org.uk

Live Event Programme February 14th 2013
www.lovebusinesseastmidlands.com
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Don’t miss out
Join us in September

Start a professional qualiﬁcation at University of Derby Corporate in September 2013. You can study:
Chartered Institute of Marketing | Chartered Institute of Purchasing and Supply
Association of Chartered Certiﬁed Accountants | Chartered Institute of Management Accountants

UDENT TU
ST

1/ 2

1/
01 2 – 3

3/

D

20

13

GOL

1/

ON
ITI

ALP
–

Work friendly, part time programmes Globally recognised accreditation Great facilities
Strong links with industry Excellent pass rates Highly experienced tutors Central location
Personal tutor support Enriching group discussions Networking opportunities

Get in touch and start this September
www.derby.ac.uk/LB13
0800 678 3311
22

Inspiring Business by Sharing Success

What’s your Plan B?

How are you
protecting your
business?
Life can throw us many
challenges; some may
take us by surprise and
others we may be well
prepared for. What’s your
plan if something goes
wrong? Is your business
protected?

The 3 major threats to successful businesses turning over
between £1million and £5million:
1) A key individual in the business gets ill or has an accident
2) A shareholder becomes seriously ill or dies
3) You have no plan B!
Watch the videos on the Love Business website to help you develop your Plan B
Several short videos, designed to help you understand the risks and possible Plan B
options are featured on the Love Business website. The videos provide examples designed
to help you identify the potential threats to your business if a key individual
or shareholder becomes seriously ill or dies.

Find out more at www.lovebusinesseastmidlands.com/planb

Focuses on innovation
in 2013
The Finesse Collection’s CEO, James Blick, gives his outlook for the year ahead

The Finesse Collection is the East
Midlands leading independent
Hotel Group, James Blick built the
group from humble beginnings.
His success story is like many other
entrepreneurs, a combination of vision, belief
and hard work.
Having started working in hotels after
leaving college, his rise through the ranks of
the global chains was meteoric. His vision
was to escape the corporate chains and to
own his own hotel, an ambition achieved at
the age of 28.
Now at the age of 40, The Finesse
Collection has ﬁve boutique hotels and
Finesse Hospitality, an outside catering and
event management company. James’
entrepreneurial instinct has guided him
through the toughest times and here he
shares his views on what he thinks will be the
secrets of success in 2013.

“Like many other East Midlands businesses,
the past few years have been challenging.
However I now believe the economy has turned
a corner and the signs of conﬁdence are
beginning to show. Hotels are a great barometer
of the economy they touch all aspects of life.
Businesses use us for meetings, events and
accommodation and consumers use us for
meals out, weekends away and celebrations.
When conﬁdence is low, it’s easy for
businesses and consumers alike to cut out
these activities, save their cash and sit tight.
Innovation is the key, giving people a
reason to choose you because you are
different. No matter what business you are
in, there is a lot of competition out there –
you must stand out in the mind of the
customer. In the words of Seth Godin, you
need to make your business remarkable”.
My favourite book of Seth’s is called Purple
Cow, it explains the concept brilliantly.

James Blick

If The Finesse Collection wasn’t different to
the competition we simply wouldn’t be here
today. You need to take a close look at your
competition, what your customers want and
spot the difference. Innovation is this process,
its about looking at what could be better,
what customers want and making it a reality.
If you want to read more about James’
vision, views on business in 2013, or watch
Seth Godin’s short video explaining the
principles of ‘the purple cow’ go to
www.lovebusinesseastmidlands.com/blick

Live Event Programme February 14th 2013
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The Real Gap
by Adrian Hobbs, Flex Recruitment

We often hear there are not enough qualified people across a host of sectors.
There appears to be a Real Gap
between the education system, the
workplace, and the understanding of the
young worker who has just entered the
job market.

We have the issue of students leaving
university at a time when graduate
entrant jobs are scarce and competition
is ﬁerce. Graduates also have to adjust
their salary expectations.

Matching expectations
School leavers need to be prepared
for the work place as many are ill
equipped and struggle to cope with the
demands of work patterns, including
shift work.
Businesses also expect the entrant to
be able to deal with a normal work routine
including attending work on time, using
their initiative, wearing the right clothing
and being able to communicate clearly.

A new world order? The definition
of a job has changed.
Educators need to identify “what work
is” and “where work is” and what is
required from the “new world employer”.
There needs to be a whole new set of
lessons that refer to “ﬂex-ability”, multiskilling, self discipline, home working,
telecommuting, and data mining,
amongst numerous other new job titles.
Employers on the other hand need to

redeﬁne “what an employee is”
particularly when he can no longer
guarantee a job for life. They’ll need to
look at developing internal
compensation schemes to reward
employee ﬂexibility in terms of time and
also location.
This will force many companies to
look inwardly to create more ﬂexibility in
teams, methods of working
(home/ofﬁce) and working hours. If we
grasp the opportunity, we may begin to
close the skills gap and become a work
leader again.

Qualifications alone
are no longer enough...
New College Nottingham (ncn) has radically re-aligned its curriculum to meet the
needs of business and the future growth sectors of the city. This is contributing to
the ambitious and dynamic agenda for education and training to address the
skills shortages in these key sectors that might limit the future economic
prosperity of the region.
The College’s mission promising to deliver
excellence, employability and enterprise to
present and future generations shapes its
priorities and investment decisions.
Amarjit Basi, ncn Principal and Chief
Executive, said: “The world is changing and
qualiﬁcations alone are no longer enough,
rather it is vital that we provide employers with
work-ready students who can hit the ground
running and be successful in today’s
economic climate.

“We believe it is crucial that further education
colleges work more closely with employers,
local government and our communities, and
ensure learners progress from courses into
employment rather than leaving it to chance.”
As a member of the Gazelle Colleges
Group, who are deploying entrepreneurship as
a strategic driver for change in the education
sector, ncn is committed to providing its
students with the skills and entrepreneurial
mindset to succeed.

Live Event Programme February 14th 2013
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Equipping our students for the
real world – our no1 priority
As a leading provider of Apprenticeship training in the
East Midlands, Stephenson College works with both
local and national companies.
We currently work with a wide range of businesses
including; Volvo Truck & Bus, BAM Nuttall, DHL Supply
Chain, East Midlands Airport, Brush Traction, North West
Leicestershire District Council, Aggregate Industries and
many local SMEs and sole traders.
Stephenson College is at the forefront of developing
programmes that meet the needs of industry and ensures
that all trainees and students are fully prepared for the
work place.
Between our Campus sites in Coalville and Nottingham,
we offer training programmes in Construction, Engineering,

26

Inspiring Business by Sharing Success

Motor Vehicle, Hair and Beauty, Horse and Animal Care,
Health and Social Care, and IT, Business and Administration.
We have dedicated vocationally trained staff with
outstanding state-of-the-art facilities in all areas of the
College. Student achievement and success is growing
each year and our engagement as a Corporate Sponsor
of The Skills Show demonstrates our commitment to
raising the skills levels across the region.

Live Event Programme February 14th 2013
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Results-driven and pragmatic,
we offer innovative solutions
for business, industry and
the professions
Our universities contribute to the prosperity of the region through knowledge
exchange, driving innovation, fostering creativity, and conducting research.
They attract talented students to the region, many of whom will remain here
after graduating to find employment or launch their own business.

Universities can help transform innovative ideas into
a commercial opportunity by supporting industry
partners who wish to bid for funding support.
Universities also have a key role in developing the
skills of the existing workforce. Expanding the skills
of your staff is one of the most important
investments you can make. The region’s higher
education institutions offer a wide range of
professional short courses, and can offer bespoke
solutions to meet speciﬁc business needs.
If you’re looking for extra people power,
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universities across the East Midlands offer a pool of
talent in the form of students. Whether it’s part of a
placement, sponsored degree, or just a one-off
project, students can provide a business with fresh
ideas and an additional key resource.
In the East Midlands we certainly have the talent
and facilities to meet the ever-changing demands of
business. The knowledge gained through
collaboration can empower businesses to change
the way they work. Open your business up to
some higher education.

Live Event Programme February 14th 2013
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As a business owner, it’s very easy to assume that you’ll sell your
business when you’re ready and get the price you want for it.
So surely there’s no need to worry about it years in advance?
This is a big mistake. If you don’t plan for your exit, how do you
know which direction to take the business in and if you’re on
target to be able to sell when you want, for the price you need?
We know most business owners groan at the thought of
planning, and say they haven’t got time to look at it because
they’re too busy working in the business. But…exit planning
does not have to be complicated or take a lot of time. We help
many business owners prepare and implement exit plans, which
are then reviewed on an annual basis.

Once the exit plan is in place, the annual review can usually
be done within a day. The difference between having an exit
plan (and working to it) and not having an exit plan, is usually
the difference between whether or not you can live your dream
when exiting the business.

To ﬁnd out how to create your exit plan visit
www.lovebusinesseastmidlands.com/exitplanning
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Liz Strama interviewed by
Love Business Partner
Roy Wilcox of Shared
Light Consulting
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