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Raise your profile
Magazine content includes features, profiles, top tips 
 and case studies from businesses around the region. 

Editorial opportunities allow businesses to raise their 
profile while sharing knowledge, trends and business 
insights in .

COVER FEATURE
£4,000
Front cover plus four pages, 
one can be an advert

FEATURE SPREAD
£2,000
Two pages : 700-800 words 
with  full page photograph

PROFILE PAGE
£1,000
One page : 300-400 words, 
one photograph and logo 
with company information

CASE STUDY
£2,000
Two pages, 500-800 words, 
up to 5 photographs

Feature
Spread your message 
over several pages, 
with in-depth interview, 
insightful article and 
business commentary.

Profile
Raise your company 
profile, talk about your 
business and what make 
your offering unique and 
relevant.

COVID-19 support  
Essential planning for the future of your business
Businesses are gradually starting to understand 
how they might be affected by the financial impact 
of COVID-19. 

As they start to transition from crisis 
management to securing the future resilience of 
their organisation, what are consequences of 
some of the Government backed initiatives that 
have been introduced recently and how might 
these might affect businesses over the next few 
months? 

Coronavirus Job Retention Scheme (CJRS)

The Coronavirus Job Retention Scheme (CJRS) has allowed 
many businesses to receive grants from the Government to 
cover all or some of the costs of employees’ wages.  This 
Scheme is gradually changing and from 1 August employers 
will have to pay NIC and pension contributions on wages, 
rather than these being covered by the Scheme.  
Subsequently, from 1 September, employers will have to 
contribute towards the wages of staff who are still 
furloughed.

This will mean additional costs for employers and so now is 
the time to think carefully about the approaches you take to 
managing cash in your business.  The increased financial 
implications may even mean that some employers will 
reluctantly have to let people go, with the resulting 
redundancy costs.

At this time, it is vital you have an accurate understanding of 
your current cash position and creating cashflow forecasts 
for next 3, 6 and 12 months will also help you to plan ahead 
for these various eventualities. Keeping your figures as up to 
date as possible and knowing how your financial position 
might change in the future will allow you, with the support 
of your accountant, to make informed strategic decisions 
about the future of your business going forward. 

Income Tax and VAT Payment Deferrals
The Government have also allowed businesses to defer 
payments of Income Tax, due on 31 July, and VAT, due up to 
30 June, until January 31 and March 31 respectively, and in 

addition have entered into Time to Pay arrangements with 
businesses for other taxes such as PAYE and Corporation 
Tax.

All these initiatives have been welcomed by businesses – 
but eventually, the tax will have to be paid. Businesses now 
need to plan ahead and ensure that these payments are 
included in their cash flow considerations over the next few 
months.

Coronavirus Business Interruption Loan Scheme 
(“CBILS”) or the Bounce Back Loan Scheme (“BBLS”)
If businesses are likely to be struggling to meet their future 
costs, it is still possible to apply for Government backed 
loans under the CBILS or the BBLS.

It was mentioned then that CBILS would initially run for six 
months and it is therefore possible that any business that 
has not already applied for such a loan will need to do so by 
the end of September.

The BBLS will run until 4 November 2020, with the 
Government retaining the right to extend this.

With regard to the BBLS, the terms of the loan are 
reasonably generous.  The Government has set the interest 
rate for this loan at 2.5% per annum and the repayment 
term is fixed at six years. No repayments will be due during 
the first 12 months. 

CBILS are available on repayment terms up to six years. The 
Government will make a Business Interruption Payment to 
cover the first 12 months of interest payments and any 
lender-levied fees. The borrower will therefore benefit from 
no upfront costs and lower initial repayments.  Interest rates 
after 12 months vary between lenders and depend on the 
specific lending proposal. 

However, it is important to be aware that businesses remain 
100% liable to repay the full loan amount, both for the BBLS 
and the CBILS.

It is also important for businesses to realise that it takes time 
for these loans to be finalised (CBILS can take 4 to 6 weeks) 
when considering future cash flow requirements so action 
should be taken sooner than later to apply for such loans. 

The UK Government is constantly updating and reviewing 
assistance available and so it is important to continue to 
review the current information on financial support schemes 
you may be eligible for. 

Essential 
planning for 
the future

Naylor Wintersgill Chartered Accountants

The Naylor Wintersgill team have been working hard to proactively support all 
of our clients during this difficult time and providing assistance such as 
applying for Government loans.

If you need support, please do not hesitate to get in touch with our team 
on 01274 733184 or email hello@naylorwintersgill.co.uk.
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In the current challenging climate for the arts, international 
law firm Pinsent Masons has announced a second year of 
support for Opera North’s award-winning music education 
programme In Harmony Opera North.
While recognising the individual and social benefits of 
the programme on the lives of over 1,800 pupils in 
Leeds, Pinsent Masons was also impressed by how 
quickly and effectively Opera North responded to the 
challenges of lockdown. By broadening the assets 
available, the team ensured that all the children were 
able to continue accessing high quality music education 
while schools remained closed. Online materials were 
distributed weekly, including videos of rhythm games 
and songs with accompanying art activities for the 
younger children, and explorations of Brahms’ 
Hungarian Dances, Grieg’s Peer Gynt, Elgar’s Enigma 
Variations and works by the African-American 
composer Florence Price for older pupils.

Jacqui Cameron, Opera North Education Director, 
said: “What lockdown showed was how crucial the 
arts were in maintaining young people’s wellbeing. 
Thanks to the generosity of Pinsent Masons and 
others, we were able to ensure that our In Harmony 
programme carried on being delivered into pupils’ 
homes the whole time, keeping them engaged and 
inspired by music, as well as encouraging them to 
respond creatively to the situation.”

With schools now open, In Harmony Opera North has 
moved back into the classroom. Working in smaller 
groups to fit in with government guidelines, the team 
has resumed its work teaching each child how to play 
an orchestral instrument. While singing restrictions 
remain in place, digital choral content has also been 
developed for use in the classroom and at home.  
Participating primary schools include Windmill Primary 
School in Belle Isle, where the project launched in 2013, 
Low Road Primary School in Hunslet, New Bewerley 
Community Primary School in Beeston and Richmond 
Hill Academy in Cross Green. 

In addition, after school sessions have been adapted for 
secondary school pupils at The Ruth Gorse Academy. 
Due to the popularity of In Harmony among the pupils, 
live instrumental sessions mixed with supporting digital 
material are being delivered safely in order for the 
children to receive the best possible learning 
experience each week. The team also continues to 

deliver sessions at The Stephen Longfellow Academy 
which works with students who are struggling to 
maintain a full-time place in mainstream education. 

Jacqui Timmins, Pinsent Masons Head of Office in 
Leeds, commented: “Now more than ever we are 
delighted to be inspiring young lives with our support 
of the In Harmony project with Opera North. 

“We were hugely impressed with the way Opera 
North adapted at such speed to continue the project 
despite restrictions, and with relatively little disruption 
to the programme. It is vital that these students 
continue to have some sense of normality in their 
school lives through the ongoing pandemic, In 
Harmony provides this. We have been able to see 
first-hand the positive impact In Harmony has on 
students and the community through regular updates 
and some short performances.” 

Embedding music in schools in this way has been 
shown to enrich the lives of both pupils and staff, as well 
as those of the wider community, raising aspirations and 
self-confidence as well as aiding the development of 
creative problem-solving and communication skills. An 
impressive uplift in attainment and behaviour has been 
seen at every participating school, including a marked 
improvement in the pupils’ SATs results.

Andy Gamble, Executive Headteacher at Low Road & 
Windmill Music Federation, said: “The In Harmony 
programme continues to be an essential ingredient in 
ensuring the future success of our pupils. We were 
particularly impressed to see how rapidly the team 
moved the learning online following the outbreak of 
COVID-19 so that all our pupils were given the 
opportunity to continue their musical development 
from their homes. In the current climate, it is hugely 
reassuring to know that this flexibility exists.

“In Harmony Opera North defines our identity and 
ethos, and enriches the social, moral, spiritual and 
cultural aspects of our curriculum in a way that no 
other project can match. Long may it continue to 
change lives for the better.” 

Working in
 harmony
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The Alison Rose Review looked 
into the barriers facing female 
entrepreneurs and outlined a 
number of recommendations to 
improve female start-up and 
scale-up rates. Implementing the 
recommendations could 
contribute an additional £250 
billion to the UK economy.
The review, which was sponsored by 
NatWest’s CEO of Commercial and 
Private banking Alison Rose, found five 
key barriers that lead to lower rates of 
entrepreneurship amongst women: 

The biggest barriers are:
1 Low access and awareness of 

capital 

2 Greater risk awareness

3 Perceived missing skills and 
experience

4 Disproportionate primary care 
responsibilities   

5 Lack of relatable sponsorship/
mentorship/role models

The report has found three main areas 
of opportunities to improve the 
situation and has set out eight 
recommendations in response: 

Opportunity 1: Increase funding 
for female entrepreneurs 
• Initiative 1: Work with UK’s largest 

private equity funds to encourage 
investment in female entrepreneurs.  

• Initiative 2: Increase transparency of 
funding allocation through a new 
Female Entrepreneur’s Investment 
Code that commits financial 
institutions to gender diversity.

Opportunity 2: Provide greater 
family care support for female 
entrepreneurs 
• Initiative 3: Review existing and 

create new banking products aimed 
at entrepreneurs with family care 
responsibilities 

Opportunity 3: Expand 
awareness and access to 
support, including mentorship 
and networking opportunities 
offered by existing and new 
networks 
• Initiative 4: Expand existing 

mentorship and networking 
opportunities   

• Initiative 5: Accelerate the 
development and roll-out of 
entrepreneurship course 

NatWest is exploring a number of 
additional initiatives with UK based 
partners:

• Initiative 6: Set up an “established 
entrepreneur advisory board” to 
drive investment and support to 
female entrepreneurs. 

• Initiative 7: Creation of a first-stop 
shop digital platform 

• Initiative 8: Improve access to 
expertise by expanding the 
entrepreneur and banker in 
residence program

Sam Perry, Director of Commercial 
Banking at NatWest, said: “Without 
question women-led businesses have 
a vital role in the economy. We know 
that tailored support from specialists 
can make a great difference in 
overcoming these barriers and our 
accredited Women in Business 
specialists as well as our three-stage 
business accelerator programme are 
just some of the ways we are 
supporting business in Yorkshire.” 

NatWest launched its Women in 
Business programme in 2003 and 
currently have more than 500 
accredited Women in Business 
specialists working across the UK.  

The Women in Business specialists 
understand the different challenges 
that female business owners face as 
well as the way they think and run their 
business. 

The NatWest Accelerator programme 
is run at 12-sites across the UK 
including Yorkshire. Since the launch of 
the NatWest Entrepreneur Accelerator 
programme, the bank has prioritised 
supporting female entrepreneurs and 
ensuring that there is a positive gender 
balance across all of our propositions 
including the hub in Leeds, 
Yorkshire. Women make up 47% of the 
participants across the programme.

Sam said: “It’s clear there is a great deal 
of good work going on already to 
support women but there is always 
more we can do. We are working with 
our partners across Yorkshire to 
develop new initiatives and take action 
on some of these recommendations.”

Part of the West & North Yorkshire 
Chamber of Commerce, Business 
Enterprise Fund (BEF) is a not-for-
profit social enterprise, set up to 
provide alternative business finance 
and support to entrepreneurs across 
the North. 

Stephen Waud, Chief Executive at BEF, 
said: “We welcome the Alison Rose 
Review as a hugely important report 
that raises the awareness of, and 
tackles the funding challenges faced 
by female entrepreneurs in the UK. 

As part of our alignment to the UN 
Sustainable Development Goals, we 
actively promote funding support to 
female entrepreneurs and have a 
commitment to address the funding 
gap highlighted in the report. 38% of 
all our start-up finance last year went 
to female entrepreneurs. That’s over 
£700,000 to help kick-start female-led 
businesses. More needs to be done 
across the finance sector and it’s 
encouraging to see initiatives being 
established by Natwest and their 
partners.”The UK is the start-up capital of Europe yet only 

one in three UK entrepreneurs are female.  
A report commissioned by NatWest and HM 
Treasury has revealed what it is holding women 
back and how these issues can be overcome.

          for female 
 start ups
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NATWEST

MEMBERS NEWS
Free - Chamber 
members only
Article : 50-125 words

NEWS ARTICLE
£1,000
Article : 100-150 words

Articles
Topical news articles on 
business subject from 
across the region.

Articles are selected from 
members news articles 
posted on Yorkshire-
Business.com

Keep campaigning
West & North Yorkshire Chamber of 
Commerce is one of the largest accredited 
within the British Chamber of Commerce 
(BCC) network. The Northern Chambers, 
acting together, with the support of the BCC 
are raising the flag for issues and 
opportunities that we need to present 
clearly and forcibly to central government. 
The BCC regularly meets with government 
ministers and civil servants. 

Brexit is, of course, the key national issue 
and the case for business is being made 
with vigour. In addition to Brexit, key issues 
continue to include transport and skills, 
which are connected, as they concern 
access to markets and talent. Allowing the 
transport debate to become a contest 
between north/south or east/west 
investment misses the point. 

The North needs and must continue to 
demand both. I believe that, as well as 
lobbying strongly on these points, we should 
also campaign for devolution and also 
transparent and unequivocal government 
support for the Northern Powerhouse. 
Businesses working with the public sector in 
the North are best placed to tackle our 
economic and social issues and seize the 
opportunities to create a more productive 
part of the UK in which everyone can benefit. 

The opportunities that would come from 
allowing the North, and especially West and 
North Yorkshire, to create and drive its own 
future should be self-evident but our 
national politicians (and indeed some of our 
regional politicians) don’t yet ‘get it’. We 
must continue to raise our voice, clearly and 
with confidence.

Gerald Jennings, FRICS 
Chair of the Board 
West & North Yorkshire Chamber

Boosting the region’s economy
BT Group is responsible for generating £1 in every £90 
produced in the Yorkshire and The Humber economy, 
according to an independent report.

The report shows that the communications company 
generated a £1.3bn contribution during the 2017/2018 
financial year. The report estimates that the equivalent of 
16,300 full-time jobs in the local region are supported 
through BT’s direct employment, its spending with 
contractors and suppliers.

Dr Trevor Higgins, CEO of Bradford Breakthrough, said: “BT 
Group’s investment in the area not only means a boost to 
the local economy, but also to skills and high quality jobs, 
including recruiting apprentices and graduates.”

Charity working in tandem
A Yorkshire healthcare charity will become the first ever fundraising 
partner of the UCI Road World Championships when it comes to 
Yorkshire later this year.

Leeds Cares, the charity that works to improve healthcare services for 
people living in Yorkshire, will be the Official Fundraising Partner for the 
eight-day global sporting event which attracts some of the biggest 
names in cycling.

This comes as part of Leeds Cares’ drive to raise much-needed extra 
funding which will go towards new projects with the NHS to help people 
from Yorkshire to lead healthier and more active lives.

Advising across borders
Schofield Sweeney corporate team has advised Halifax-
based YES (Your Event Solutions) on their acquisition by 
one of the fastest-growing travel trail companies and 
service providers in North America, Travel Leaders Group.

The addition of YES complements Travel Leaders 
Group’s growing presences in the Meetings & Incentive 
marketplace and will provide both firms with additional 
geographic reach.

With an estimated $20bn in annual gross travel volume 
worldwide, Travel Leaders Group is one of the fastest-
growing travel retail companies in North America and the 
United Kingdom.

Funding local projects
The Sirius Minerals Foundation has announced another £215,000 for 
local community projects across the area.

In its latest grant giving programme, seven charities from the Yorkshire 
and Teesside coast will benefit from funding to spend on education 
programmes designed to enhance local people’s skills, which is one of 
the core aims of the foundation.

This is the second funding round for the charity, having distributed 
£300,000 to 80 projects throughout the area in December 2017.

People travelling to and from Leeds Bradford 
Airport can now take advantage of easier and 

more affordable journeys when travelling by rail, 
with a bus connection.

Arriva Group operators, CrossCountry and 
Yorkshire Tiger, have come together to 

introduce a new range of Mobile Tickets 
(m-Tickets) to include as options for the airport.

Offering simpler, cheaper journeys to and from 
the airport can only make Leeds Bradford 
Airport a more attractive place for people 

planning to fly to the domestic and European 
destinations offered.

Easy 
airport 
travel
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WEST & NORTH YORKSHIRE 
NEWS 

TOP TIPS PAGE
£1,000
Article : 300-500 words

TOP TIPS FEATURE
£2,000
Two pages : 700-800 words 
with photograph

Top Tips
Share your expertise 
with a guide, top tips or 
insight on a specialist 
subject. 

Typical issues with commercial agreements   
Commercial agreements come in many forms and can 
cover a whole variety of sales and purchasing arrangements. 
While each will be specific to a particular set of 
circumstances, there are a number of common themes 
which come up time and time again when entering into 
commercial contracts. 

This guide addresses some of the topics which a 
commercial agreement will typically cover and provides 
some hints and tips on how to avoid some of the problems 
that can typically arise. 

Identifying the parties 
One of the most important points in any commercial 
agreement is to properly identify the contracting parties. If 
this isn’t done correctly, there is a real risk of confusion 
around who is obliged to do what. Worse still, the 
agreement may even seek to bind an entity which doesn’t 
actually exist which can lead to all manner of problems 
when it comes to enforcement. Common pitfalls include 
referring to a trading name as opposed to a corporate entity 
or including incorrect registration details such as an 
incorrect company number. 

Being clear about what the agreement covers 
One of the most frequent failings in commercial 
agreements, is a failure to clearly and fully set out the scope 
of the deliverables, whether they be services, products, a 
combination of those or indeed some other deliverable or 
scope of appointment. Whether supplying or purchasing, it 
should be a fundamental element of any agreement that it is 
clear on the face of the document, what is being supplied or 
purchased. This will have an effect on other key provisions 
throughout the agreement including remedies for a failure 
to perform, termination rights and additional sums payable 
beyond the agreed scope of work. 

Sometimes, depending on the type of agreement in 
question, the parties may not always know what the 
deliverables will be when they enter into the agreement. In 
that case, the contract should allow for possible changes. In 
simple terms, this can be done by a contract variation but it 
is worth including a mechanism to specify how the parties 
will actually manage the change process, for example, 
through a change control mechanism (not be confused 
with a change of control provision). 

How long the agreement lasts 
There are many options for dealing with the term of an 
agreement. For instance, contracts can be for a fixed 
duration, a minimum term with renewal terms or can be 
ongoing without a specified duration. They might require 
some action in order to renew or continue or might be 
worded such that they end if the parties fail to take some 
action. Some common problems in this area, include a 
failure to clearly define an agreement’s duration or use of 
wording which is potentially conflicting. Similarly, a failure to 
understand how renewals and terminations operate, often 
leads to parties becoming locked in unwittingly, so incurring 
fees for longer than intended. 

Notice periods need to be carefully worded, bearing in mind 
for example that there is a difference between when notice 
can be served and when it becomes effective. 

Price and payment
Although not always, in most cases, there will be some kind 
of fees payable. How a payment is to be calculated, when it 
is to be invoiced, when it falls due, what currency it is to be 
paid in and the ramifications of a failure to pay on time are 
just some of the issues which should be typically taken into 
account in price and payment clauses. Where complex 
payment calculations are involved, including a worked 
example can be very useful. Another helpful tip is to always 
ensure that the provisions are clear on the face of the 
document. For example, if the payment is to be calculated 
using a percentage calculation, state exactly what the 
percentage is to be applied to.

Remedies if things go wrong
When entering into an agreement, parties do of course, 
hope that things will work out. However, the time to think 
about what might happen if they don’t is before the 
agreement is signed. Therefore, it is important to set out 
what remedies the parties will have if matters don’t go as 
well as expected. For example, in an agreement for services, 
if a service provider fails, consider things such as whether 
the services could be re-performed (which is not always 
possible if they are time critical for instance), whether those 
services should be re-performed by the provider or whether 
the purchaser might source an alternative supply and 
recharge the costs, whether some kind of credit may be 
appropriate or even a loss of priority of supply or perhaps, 
exclusivity.

The main aim should be to include remedies which are 
appropriate to the nature of the agreement, without 
necessarily going straight to a termination of the agreement 
for a breach and the associated costs of finding an 
alternative provider or replacement customer.

Terminating the agreement
While termination should in many cases be a last resort, it 
may sometimes be the only realistic option. This might be 
because other remedies may have failed, because the 
nature of the breach is such that termination is the only 
suitable result or simply because the parties (or one of 
them) wants to walk away.

Termination provisions are important and the circumstances 
in which those rights may be exercised should be as clear as 
possible. For instance, contracts often allow termination for 
“material breach” but it can be helpful to specify clauses 
which if breached, should lead to a termination right. It can 
also be useful to have a right to terminate for repeated 
breach if for example, a party is frequently in breach of 
particular obligations, albeit that each breach alone, may not 
be viewed as material.

What isn’t in the agreement
It is of course, easier to focus on what is included in a draft 
agreement as opposed to what is missing. However, when 
reviewing a commercial agreement, it is important to 
consider whether any issues are not dealt with which ought 
to be and to include sufficient provisions to make sure that 
at least all the core issues are dealt with. Moreover, the 
parties should bear in mind that where certain matters are 
not addressed in an agreement, the law may, depending on 
the circumstances, imply certain terms. A good example of 
this relates to the ability to claim interest for late payments. If 
a contract does not include an interest on late payment 
clause then there will be a right to claim interest at the 
statutory rate (which is often higher than a rate which 
parties would normally select).

Common contracting pitfalls
This guide to common contracting pitfalls will help you think 
about what needs to be considered for a contract.

For further information visit our website www.schofieldsweeney.co.uk/commercial or contact Luisa D’Alessandro on 
0113 8494057 or luisadalessandro@schofieldsweeney.co.uk.
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PRICES EXCLUDE VAT
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West & North Yorkshire Chamber members. 



Print advertising

Advert type Price Member 

Double Page £2,000 £1,000

Full Page £1,000 £500

Half Page £500 £250

Back Cover £1,500 £750

Inside Front £1,300 £650

Inside Back £1,200 £600

Gate-fold Cover £5,000 £2,500

Businesses in Leeds and Bradford are 
now accessing gigabit speed pure fibre 
internet connectivity, thanks to CityFibre’s 
completely independent network. 

Join the
�pure-fibre� 
revolution

Plug in and supercharge your business:

Find out  
more and  
register  
your interest 
at cityfibre.
com/Business

Ultra-fast upload and downloads:  
Enables you to fully embrace next 
generation cloud services.

Future-proofed connectivity:  
Supporting your business now  
with quick and easy  upgrades as  
your digital requirements evolve. 

Responsive and resilient network:  
Allowing your business critical  
services run smoothly.

Services provided by

Extending 
            students’     knowledge
The Hair Extension Training Academy Ltd. offers ground-
breaking Hair Extension courses in 10 different techniques 
as well as providing a Hair Extension service to the public.

Melanie Kirk, Managing Director, initially approached West 
and North Yorkshire Chamber for help in finding new 
markets for the training packages abroad.

Through Enterprise Europe Network, Melanie was able to 
have a free company profile published to find potential 
customers in over 60 countries around the world in the 
search for new business.

As part of on-going discussions, Melanie explained that 
many hair extension installations involved using nano-rings 
to attach human hair to the client’s existing hair. Made of 
zinc and silicone, these rings were not hypo-allergenic and 
sometimes caused problems with users.

Melanie’s dream was to develop and produce a new type of 
nano-ring which would be hypo-allergenic but had no idea 
where to start.

Through Bradford and Airedale Manufacturing Alliance, 
Melanie was introduced to Dr John Steele, Business 
Partnerships Centre Manager at the University of 
Bradford, to see if their materials department could help 
design prototypes.

Dr Steele was able to offer Melanie two students, Darnell 
Asobie and Jaikar Singh, through a Knowledge Transfer 
Partnership, to work exclusively on developing the new 
nano-rings and over time, the project expanded to include 
the development of new methods and equipment to fit the 
rings, potentially revolutionising hair extensions treatments. 
As part of the process, it was agreed that the students 
would spend a day at the training academy, learning how 
the nano-rings were fitted.

The project continues with new prototypes, in new 
materials, currently being developed. The University of 
Bradford is also helping with any attaching intellectual 
property, manufacturing design and packaging design, 
the intention being to bring these revolutionary products 
to market shortly.

Finally, the last words go to Melanie, “Working alongside 
Guy Foster at the Chamber has by far exceeded my 
initial expectations.

Guy has shown tremendous support and guidance over 
the past few months with regards to my invention and in 
support of moving THETA forward. His experience and 
knowledge is invaluable and I have formed some great 
relationships with people within Bradford University who 
in turn have assisted with the growth and manifestation of 
new ideas I have had.

Melanie Kirk

Managing Director
The Hair Extension Training Academy Ltd
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40% grant for equipment and capital purchases to enable  
innovation, up to a value of £20k

Expert business development support to help complete  
funding proposals

Guidance and advice available at every step of the  
application process from an experienced team

For more information call 01904 328080 or visit: 

www.papi.org.uk
@PAPI_project

Innovation funding  
for small businesses in York,  
North Yorkshire and East Riding.

Bar venture boosted after  
start up business funding
Brian Simpson has long been at 
the forefront of Northallerton’s 
bar scene. In 1994 he converted  
a furniture store to create the 
Tanner Hop, which is still a 
successful business trading as 
The Tithe Bar, and in 1999 he took 
on the Station Hotel.
Brian then moved overseas before 
returning to open his latest venture 
The Little Tanner.

Nestled in an alleyway off the high 
street the Little Tanner opens into 
bustling bar featuring live music 
from local bands and a wide 
selection of real ales.

Brian was able to open The Little 
Tanner after he was pointed towards 
a Start-Up Loan from the Business 
Enterprise Fund. Investment Manager 
Julie Micklethwaite saw the potential 
in Brian’s venture.

“He clearly knew the industry and the 
area very well. Often small businesses 
need that financial boost to help get 
the ball rolling,” Julie said.

Brian is proud to remain independent 
from breweries, allowing him to stock 
the best local beers.

“There’s a huge choice when it comes 
to local beer. From where we are I can 
pull in beers from Teesside, York and 
Ripon easily. We also received a 
commendation from CAMRA which 
I’m delighted at.” Brian said.

During the summer months, the bar 
draws in a constant flow of 
customers who enjoy the outdoor 
seating while in the winter the bar 
assumes a place as a cosy hideaway. 

“It can be non-stop on the weekends; 
we’re one of the busiest places in 
town. I have three staff to run 
alongside me and my wife.”

Looking forward, Brian hopes to offer 
authentic Thai street food thanks his 
wife. He also has an eye out for a 
potential second bar.

“Julie’s been excellent and was very 
quick to respond. We may come 
back again soon if an opportunity 
comes up for another place!”

“Often small 
businesses 

need that 
financial boost 
to help get the 

ball rolling.” 
Julie Micklethwaite

Investment Manager
Business Enterprise Fund

Brian cheers  
enterprise fund
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Artwork specification

Advertising
Prices for Chamber members are reduced by 50% 

West & North 
Yorkshire Chamber 
of Commerce
British Chambers of Commerce
Accredited

How did it feel to receive a Chamber Business award for 
Customer Commitment?
We were  obviously delighted to be awarded the Chamber 
Business award for Customer Commitment. It helped to 
mandate our customer strategy. The feedback from our 
customers and getting recommendations and getting an 
e-mail that just says you’ve done a great job here means an 
immense amount to us as a business, but to win an award  
and get the team together and enjoy themselves at an 
evening awards ceremony gives us all a boost.

About three years ago we made the decision to move out 
of what were very fragmented offices in the main body of 
the factory, into a specifically designed office complex. It 
has brought the team together and everybody works in 
hand with everybody else and has banter and it’s great fun.

We’re only as strong as our weakest link and I’m very 
pleased to say there are very few weak links here. We all 
look after each other. We’ve got a great team here, they 
work their socks off for the customers and for the business 
because we look after the employees. It has to start there 
because if you look after them they look after you. That’s 
how really we’ve created a mentality and a culture within 
the business that has been quite progressive and the more 
you are like that, the more it encourages that kind of 
behaviour. That’s something that I’m very proud has 
happened in the last three or four years and resulted in 
some good success as a business.

What are your thoughts on Brexit and its impact on the 
manufacturing industry? How is Pecan Deluxe 
preparing for it?
I see Brexit as the biggest challenge to manufacturing and 
export that this country has ever seen. Our business is 80 
percent export into Europe, so we are particularly 
vulnerable to the outcome of the Brexit negotiations. It’s 
challenging now because of the uncertainty, but all we can 
do is our best.

We have to control the things that we can control and excel 
in the things we can excel in, so innovation and customer 
service are a huge part of that. We need to take precautions 
with our incoming raw materials and our products from a 
stock-holding perspective. Ultimately we have to take a 
juggernaut to the Brexit environment, because there is no 
point just waiting for things to happen.

We need to make sure our manufacturing is cost effective 
and we need to make sure that our customers feel confident 
in what we’re doing. Pecan Deluxe has contingency in our 
raw materials. We know that Brexit will have an impact, but 
as long as we are doing everything that’s within our power 
to do, then we will ride the storm.

Lines are open 8:30am – 5:30pm Monday to Friday. We may record and/or monitor calls for 
quality assurance, training and as a record of our conversation.
*This offer is available to direct new customers of AXA PPP healthcare only. 50% off Chamber 
membership is up to the value of £125 per employee you cover, each year for up to three years 
as long as a current business healthcare plan remains in force on a direct basis.
See our website for more details.

Take out a business 
healthcare plan with  
AXA PPP healthcare and 
you’ll benefit from  
50% off your Chambers 
membership for 3 years*.

Plus when you take out a plan with  
us you’ll receive a free Employee 
Assistance Programme – there to 
support you and your employees when  
you need it.

Also, by being a Chambers member you 
can access our Health at Hand service 
free of charge. 

You want 
your staff 
healthy, 
happy 
and here

Find out more at wnychamber.co.uk/healthcare-axa-ppp 
or call today on 08455 240 240

J389106_PB_HC_SME_08_Chambers Advert Yorkshire Business magazine_v2.indd   1 14/07/2017   16:56

Pecan Deluxe  
 sales@pecandeluxe.co.uk    
 https://pecandeluxe.com/uk/
 twitter.com/PecandeluxeEMEA    
 Pecan Deluxe Candy Company    
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The West & North Yorkshire Business magazine is 
distributed quarterly to all Chamber members, raising 
the profile of local businesses.

Magazine circulation also includes high profile venues 
around the region and partner organisations. 

Subscriptions are available for non-members.

SINGLE PAGE
Artwork - 210x260mm
Bleed (5mm) - 220x270mm

HALF PAGE
Artwork - 190x115mm
No bleed 

LEFT / RIGHT PAGE
Full page safe print area, 
allow 10mm from spine.

DOUBLE PAGE
Artwork - 420x260mm
Bleed (5mm) - 430x270mm

PRINT SPECIFICATION
Print ready pdf, CMYK colour space, 300dpi images, with 5mm 
bleed on all edges and crop marks. Full page safe print area, allow 
10mm from spine. All fonts embedded. Transparency flattened. 
Pdf is preferred, we will accept .tiff, .eps and .jpg if print quality. 

190x115mm

210x260mm

Skills, Training & Contingency Planning
Content:             1 March
Approval:           15 March
Publication:       29 March

Imports, Exports and Trade
Content:             4 June
Approval:           11 June
Publication:       25 June

Environmental
Content:             27 August
Approval:           10 September
Publication:       24 September

Technology & Innovation
Content:             29 October
Approval:           12 November
Publication:       26 November

Deadlines
The magazine is published quarterly, each 
issue with features on a theme listed below. 

Content should be supplied one month 
prior to publication. 

Q1
Q2
Q3
Q4

PRICES EXCLUDE VAT

 www.yorkshire-business.com    
 marketing@wnychamber.co.uk    
 @WNYChamber    

 
Yorkshire-Business.com is the website for 
West & North Yorkshire Chamber members. 



Digital marketing 

WEBSITE
 
Adverts are for one week, in a pool of up to five 
advertisers. Adverts are random on each page view. 
Impressions and clicks are tracked. Discounts available 
for multiple weeks.

Advert type Price Member Price 

Header Banner   £100 £50 

Blocks £50 £25

Premium N/A £500

ESHOT
 
Bi-weekly round up to over 2,600 subscribers. 

Advert type Price Member Price 

Content Area £300 £150

HEADER ADVERTS
Appearing in the header 
on all pages, this shared 
space is 468x60 pixels.

PREMIUM ADVERT
Appearing above the 
content this premium 
space is 1020x300 pixels.

BLOCK ADVERTS
Appearing below the 
content this shared space 
rotates a group of 24 ads 
which are 250x250 pixels.

 ESHOT ADVERTS
Landscape 600 x 220 
pixels in main content 
area.

Header Advert

Eshot Advert

Premium Advert

Block
Advert

Block
Advert

Block
Advert

Block
Advert

Website publishing
WEBSITE FEATURES
£1,000, included for patrons
Features are indepth stories, case studies or how to 
guides showcasing the expertise of the business on their 
specialist subject.

With more photography options available, features 
are distinguished by their visual impact. 
 
 
 
 

WEBSITE ARTICLES
£100, included for members
Publish your articles on Yorkshire Business and tell world 
about your success. Articles are posted and shared on 
social media, further expanding the audience.

We select the best articles for publication in the 
quarterly magazine which is distributed to all members 
and our partners.

Advertising prices Advert sizes
The Yorkshire-Business.com website showcases news 
from businesses within the region.

The constantly updating news feed reflects the strength, 
depth and diversity of business in Yorkshire, celebrating 
and publicising their achievements.

Articles are posted and shared on social media, and the 
best articles are used for the Chamber magazine.

PRICES EXCLUDE VAT

 www.yorkshire-business.com    
 marketing@wnychamber.co.uk    
 @WNYChamber    

 
Yorkshire-Business.com is the website for 
West & North Yorkshire Chamber members. 


