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Tiny miracle as Willard puts
Lloyd’s on head of a pin

Debt Free goes
for takeover
of Clear Start
FINANCIAL SERVICES
Debt management firm Debt Free Direct said it
was snapping up smaller rival Clear Start as it
sought to boost size and scale in an increasingly
competitive market.
The group announced the all-share deal,
valuing Clear Start at more than £10.9 million,
as it unveiled results confirming a “turbulent”
year for the firm. Debt Free Direct reported
underlying pretax profits doubled to
£9.4 million in the year to the end of April, but
the figure comes after two profits warnings
since the start of the year and, while broadly in
line with revised forecasts, is some 15 per cent
below previous analyst expectations.
The group, which provides individual voluntary arrangements allowing debt-laden consumers to clear agreed levels of debt without
going into bankruptcy, said second half trading
had been hit by increased competition, negative
publicity and creditor resistance to approve
IVAs.
The group saw its share price tumble by more
than a third in value in one day after its first
profit warning in January, with the stock market
reaction compounded by a similarly cautious
trading update from fellow major IVA provider
Accuma in the same week.
Debt Free Direct stock has since failed to
pick up substantially and is still trading at nearly
half its value before the slump.
The firm said competition had driven its
market share down from 18.2 per cent in 2005
to 14.75 per cent at the end of April.
Debt Free Direct added approval rates from
creditors such as banks and credit card providers dropped from 95 per cent to 86 per cent,
while case adjournments peaked at 35 per cent
– more than three times the historic level of ten
per cent.
The group is hoping the Clear Start acquisition will enable it to “move quickly” and keep
pace in a consolidating market.

Go-Ahead still
on right lines
TRANSPORT

Lord Rogers, Willard Wigan and David Lloyd

ARCHITECTURE
By John Duckers
Business Editor

Birmingham micro-sculptor Willard
Wigan has just completed his latest and
most intricate work.
By special commission, he has recreated one of London’s leading landmarks
and home to the world’s insurance markets, the iconic Lloyd’s of London
building, on the head of a pin.
It will now be put up for auction by the
David Lloyd Gallery on July 24.
Famously designed by one of Britain’s
foremost living architects Lord Richard
Rogers, who is known for such pioneering
buildings as the Pompidou Centre in

Paris, the European Court of Human
Rights in Strasbourg and the Millennium
Dome in London, the Lloyds’ complex
has taken Willard four months to duplicate
using white gold and platinum.
He said: “This has been the most difficult piece that I have ever made. The
precision needed to ensure that the
microsculpture is entirely to scale and
proportion placed an incredible physical
and mental demand on me.
“To replicate something that someone
else has such pride in is a huge responsibility. Combining that with my own perfectionism has made this piece even more
painstaking, but the result is most definitely worth it – particularly as I completed the piece on my 50th birthday.”
Lord Rogers has praised the outcome.

“

To replicate
something
that
someone else
has such
pride in is a
huge
responsibility
Willard
Wigan

Seager appointed to top role at
S&N, Bulmers parent company
BREWING
Tim Seager was yesterday named as acting
managing director for brewer S&N UK,
parent of Hereford-based cider maker Bulmers. The move follows the appointment of
John Dunsmore to the post of managing
director of the newly created Western
Europe division within S&N,
Mr Dunsmore said: “Tim has transformed
our brands portfolio in the UK with outstanding work on all our key brands. As a
consequence every one of them is growing
its share of category. This achievement is
unprecedented in the UK beer and cider
market.
“I have decided to appoint Tim on an
acting basis so that he can quickly make an
impact in building the momentum already
established. This puts the UK, which
accounts for the largest part of our Western

David Owen

European operating profits, in excellent
hands.” Meanwhile, Birmingham-based
pubs group Mitchells & Butlers said Tony
Hughes, managing director of its restaurants
division, will step down on October 1 to be
replaced by business development director
Adam Fowle.
Mr Hughes will retire from the board on
December 31. M&B said he will assist in the
operational handover and the further development of food capabilities in the business
until his retirement.
Tim Clarke, M&B’s chief executive, said:
“I would like to thank Tony Hughes for his
outstanding contribution to building Mitchells & Butlers’ leadership position in the
eating out market over the past 12 years, and
wish him well in his future retirement. I look
forward to the strong contribution that Adam
Fowle’s retail experience will bring to the
role.”

Most businesses need additional investment
at some point. Hundreds of companies have
entered the Connect Midlands £5 million
Investment Challenge seeking that
all-important investment. David Owen, a
director of sales and marketing specialists
the Rowan Group, a Connect corporate
member, has devised six steps to success.

Know your market

At a recent private viewing, he said:
“Designing the actual building itself was
an intricate challenge, but to see it recreated in such miniscule proportions and
with so much detail is quite unbelievable.
I had to look through the microscope
several times to check my eyes weren’t
deceiving me.
“It’s an honour to have one of my
architectural creations captured so accurately and in such a distinctive, memorable way.”
‘Lloyd’s of London on the head of a
pin’ will be unveiled at the auction, and
will be accompanied by the first exhibition of Willard’s work by the David Lloyd
Gallery following the former Davis Cup
captain’s acquisition of the 70 piece collection earlier this year.

Experian controls
top three firms
FINANCIAL SERVICES
Experian said it would control three of the top
five credit reference agencies worldwide after
unveiling a “transformational” deal in Brazil.
Nottingham-based Experian has agreed to
buy a 65 per cent stake in credit bureau Serasa
for £600 million, giving it the country’s recognised market leader with a market share of
around 60 per cent.
The company said the stake in Serasa,
owned by several Brazilian banks, will rise to
70 per cent over the next six months.
Experian chief executive Dan Robert said:
“The acquisition of Serasa represents a ransformational opportunity for Experian.
“It propels us to a market leading position in
one of the most attractive growth markets for
credit products globally, and we see significant
potential.”
Following the acquisition, Experian will
control three of the top five credit bureaux
worldwide – US, UK and Brazil – and hold
market-leading positions in other markets.

Showing that you have practical knowledge
of the market may be the difference
between success and failure both for
potential investors and for your company.
You must demonstrate that you have tried
selling “in the line of fire” and that you
have taken on board any reactions or
comments made by potential buyers, so that
your proposition is market-ready.

It is insured for £11.2 million.
Some 30 pieces from the collection will
be exhibited together for the first time, in
custom built display cases incorporating
microscopic and telescopic loupe viewing
lenses. Mr Lloyd said: “I’m extremely
excited about this event, and ‘Lloyd’s of
London on the head of a pin’ is a breathtaking piece of art. To witness people’s
reactions and disbelief when they see
Willard’s work for the first time is fantastic.”
The auction and exhibition will be held
at Lloyd’s itself and will be conducted by
fine arts specialist Eric Knowles of Bonham’s.
Willard began creating his microsculptures – the smallest manmade works
of art in the world – at the age of 18.

Transport group Go-Ahead Group said overall
trading since April has continued to be strong,
with trading in its bus division robust.
The company said its rail business will
deliver a particularly strong result this year,
adding the business is set to grow materially
with the incorporation of the Gatwick Express
franchise into Southern from May 2008 and the
new West Midlands franchise, which will run
from November 11, 2007.
Market conditions remain challenging in
aviation services, where cargo volumes at
Heathrow have recently been under pressure
and further initiatives are planned to reduce this
cost base, Go-Ahead said.
The company added its cash flow from
operating activities remains strong.
It added that the first stage of the new commercial strategy has been launched in the West
Midlands – where it operates deregulated bus
routes – and the results to date, both in terms of
revenues and costs, had been encouraging.
The group’s rail division operates a fleet of
630 trains on which over 280 million passenger
journeys are undertaken.
Last week it was announced that the group
will also operate the Gatwick Express from
June 2008 and the West Midlands franchise
from November 2007, in addition to the routes
in the south east of England. The company’s
results are expected on September 7.

Ashtead goes into red over
integrating new US acquisition
RENTAL
The cost of integrating a $1 billion
(£500 million) US acquisition into its operations sent equipment rental group Ashtead
into the red last year.
The company yesterday reported a pretax
loss of £36.5 million for the 12 months to
April 30 compared with a same-basis profit
of £81.7 million the year before.
Ashtead said the red ink on its consolidated income statement was due to one-off
costs associated with the takeover of
NationsRent, which operates 268 stores in
the US.
The Surrey-based company, which has a
number of outlets in the West Midlands,
reported an underlying pretax profit of
£81.4 million, 29 per cent up on the previous
year, on revenue 48 per cent ahead at
£896.1 million.

Too often sales people set themselves
narrow limits – they become order-takers,
concerned with volume rather than the
quality of sales and the profitability of the
deals they do. Your sales and marketing
strategy must be designed to encourage
growth and development. Sales targets must
be smart targets that encourage sales
quality as well as quantity.

By the time a company presents to potential
investors, its key people should be able to
demonstrate that they have an in-depth
knowledge of the market for their product
or service. Knowing the size of the potential
market is not market knowledge. You need
to demonstrate a sound understanding of
potential client needs and practical and
intimate knowledge of your market-place.

Develop a clear marketing strategy

Management focus

Once a company has been out in the
market-place it has a wealth of information,
including how to address the market with
relevant messages, targeted campaigns and
pricing. This is where sales and marketing
need to interact, and this interaction must
become a cornerstone of the company’s
strategy.

Get close to the customer

Have the right sales approach

A lack of focus in sales may be due to a
failure to understand the dynamics of the
business, or to a lack of clear commercial
policy. It may also be due to complacency
and a tendency to concentrate on squeezing
extra business out of existing customers
rather than developing new, more
profitable lines, finding new customers or
developing more effective relationships with
existing customers.

At the operating level, earnings for the
year were 45 per cent up at £150.5 million.
Ashtead proposed a final dividend of 1.1p
a share compared with 1p a share a year ago
making total for the year 1.65p versus 1.5p
last time.
“The year saw substantial change and
development across the group,” chief executive Geoff Drabble said.
“The NationsRent acquisition was a significant step forward in enhancing the
group’s presence in the growing US rental
market.”
Mr Drabble said that he was pleased with
the contribution made by NationsRent to the
fourth quarter final numbers and added:
“The major elements of the integration are
behind us and the combined business can
now focus on gaining further market share
and continuing to improve dollar
utilisation.”

Sales process
Every company needs a robust sales process
so that the organisation is equipped to cope
with anticipated sales and the potential for
rapid growth in the volume of business.
From handling new leads to customer
relationship management, unseen processes
are the backbone of the organisation and
can make or break the company’s success,
particularly in periods of expansion.
Underpinning the science of successful
selling is the need to tie sales and marketing
closely together.
Doing so will help to convince potential
investors that your proposition is the one
they should go with.
If you think you have a great idea for a
new product, service or business why not
test yourself online, obligation and charge
free until July 4 at
www.connectchallenge.org.

