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This new easy to read guide captures the insights 
of high proýle entrepreneurs who have made their 
mark in Nottinghamshire and beyond. All have 

spoken at the pioneering OnCourse Innovation  
Leadership Programme. 

Launched in March 2006 and run by Nottingham 
Development Enterprise (NDE), the overall aim of the 
three year series is to encourage and excite the business 
leaders of tomorrow. This highly motivational series of 
bi-monthly events ï offered free across the city and 
county by NDE since its inception ï has welcomed 34 
business leaders as speakers and been attended by 323 
organisations from Nottinghamshire and other parts of the 
East Midlands.

More than 525 business people and emerging 
entrepreneurs have regularly attended the events which 
have put them into contact with leaders who have 
succeeded through innovation. Its winning formula sees 
business leaders sharing their challenges and experiences 
with BBC journalist Rob Pittam before an invited audience 
whose members then pose questions from the þoor. 

There are lots of management theories about innovation 
but in practice the only way to achieve it is to learn lessons 
from business people who have actually done it. By 
involving extraordinarily dynamic leaders with a reputation 
for innovation in their businesses we can begin to discover 
what drives them, the culture they create and the skills 
they develop in their workforce. 

Over the past three years they have produced a rich vein 
of insights and wonderful quotes which we have brought 
together in one guide to help us reþect on what they all 
have in common. 

Pioneers in design, manufacturing, e-commerce, science 
and sustainability have shared new approaches to 
innovation. Serial entrepreneurs, energisers of teams, 
lifestyle innovators and knowledge economy leaders have 
all left strong impressions with the audience.

Regular monitoring helps NDE keep track of audience 
feedback and ensures that the events are a powerful and 
a practical way of learning. People have been especially 
impressed with the frankness shown by our speakers 
who are inspirational ýgures because of what they have 
achieved despite all the setbacks theyôve faced. 

They welcome the variety of information given such as 
advice on problems or learning about a line of business 
that may be totally unrelated to their own but has very 
similar challenges and opportunities. The practical, 

hands-on approach and motivational anecdotes about real 
businesses coupled with honesty and openness has  
been priceless. 

The networking sessions are popular and provide the 
businesses who attend with new opportunities and 
contacts outside their usual professional circles. 

Importantly, the events provide time out to reþect and listen 
to others in a stimulating and relaxed setting. It opens 
minds to future opportunities and endless possibilities. 

Two more events in the current series will take place 
before the end of March 2009 and NDE hopes to attract 
additional funding to allow the programme to be extended. 

We would very much like to continue the series ï and will 
do that if we can continue to generate sponsorship for 
future events.

Sponsors of the programme so far include:

Alliance SSP
Business Link
East Midlands Development Agency
Greater Nottingham Partnership
Nottinghamshire County Council
Nottingham Science City
European Regional Development Fund

Contact details: 

Neil Horsley
Chief Executive
Nottingham Development Enterprise

0115 934 9587 

www.oncourse-innovation.com

Neil Horsley

Chief Executive
Nottingham Development Enterprise 
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Understand your market

ñStick to core business and products and only enter the 
markets and sectors that the team knows  
something about.ò

ñMany successful entrepreneurs assume they can transfer 
their business acumen to businesses in other sectors and 
end up failing. You must have a feel for the business and 
the sector you operate in.ò 

ñMarkets in the UK are more sophisticated than elsewhere. 
Take your product to a different location outside the UK but 
decide if you are bold enough to see it through.ò 

ñEurope is more conservative than USA practice. There 
are very long lead times to get things adopted locally and 
you need to plan for this.ò

ñPlay into the emerging markets of India, China, Asia 
Paciýc, South America and Eastern Europe.ò

ñIt is very difýcult to work with the NHS. There are amazing 
advantages in selling to one organisation that has the 
ability to access all the population in terms of medical 
health. Fantastic if you can get in there. However, it is an 
incredibly conservative organisation and doing business 
with the NHS is often long, fragmented and protracted.ò

ñThere are still opportunities during a time of recession. 
If you have access to cash there are still good deals 
to be done, especially in areas of property acquisition, 
liquidation, ýre sales, etc.ò

ñDonôt be an internet pioneer ï see if someone else 
has done it. Take the tool or idea and make it better. 
The internet generates too many opportunities ï itôs a 
candy store that you can get lost within. Opportunities 
present themselves on the back of unýnished projects. 
Entrepreneurs get bored easily. You need to cherry pick 
opportunities but see them through.ò

ñGoogle is god. Offend at your peril.ò

Flexibility is the key

ñBusiness plans are only for showing to the banks. Have 
a general sense of direction but be þexible enough to 
respond to opportunities as they arise.ò 

 ñWe are a two-man band and bring people in on a 
freelance basis when we need to move quickly. Although 
there are advantages in being light on our feet, the down 
side of being small means we are sometimes precluded 
from certain major business contracts. Few people can 
also leave us exposed.ò 

ñBusinesses need fewer, more þexible people in roles that 
are þexible and þuid.ò

ñOne of the great beneýts of being a small business is 
the ability to move swiftly and make decisions without 
reference to a board or committee.ò

ñSMEs can develop a concept or an idea into something 
tangible that might not be viable for a larger business.ò

ñBe open to new ideas and light on your feet.ò

No room for complacency 

ñLook ahead and identify opportunities to exploit through 
changing circumstances. Stay one step ahead so that you 
know whatôs going to change and how it will affect  
your business.ò

ñLike clay pigeon shooting you need to shoot in front of the 
target. Successful e-commerce businesses try to predict 
emerging trends. What will people want to buy in six 
monthsô time?ò 

ñQuestion every rule within the business and ask yourself if 
you really need it.ò

ñKeep on challenging and innovating to reduce costs and 
ýnd new ways of doing things.ò

Your USP 

ñThe key is to differentiate what your business does from 
others. Try and punch above your weight and convey that 
you are a bigger company than you actually are.ò 

ñDifferentiate your products and services in the market 
place and donôt be afraid to do things differently.ò

ñThere are so many competitors you must differentiate 
your product. Your fashion designs must have a DNA 
ï something that is unique to your garment so that people 
instantly know it is one of your products. You have to make 
your products special.ò

ñIn a competitive market a key point of difference is quality. 
Donôt compromise or cut corners.ò

Business Strategy
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Idea generation 

ñStart with a clean sheet of paper if you can.ò

ñMany of my ideas come from the extensive reading of 
books and newspapers and I have a note book with me at 
all times to record ideas.ò

ñPioneering an idea is extraordinarily expensive, time 
consuming and risky. Let others incur the expense of 
testing and establishing an idea. Learn from the mistakes 
of others.ò

ñThere are virtually no business ideas that have not been 
thought of. What you need to do is come up with a new 
angle on how to add value to an existing product  
or service.ò

ñEvery business has a shelf life ï a good idea only remains 
a good idea for so long. A skilled entrepreneur knows when 
to move on.ò 

ñDonôt be afraid to take inspiration from others by adapting 
and improving their ideas.ò

ñMany of our ideas are derived from customer feedback.ò

ñGoogle can be used as a tool to generate very speciýc 
market research data on the searches made for product 
and services. However, like any business, you need a well 
thought out idea and a business plan. The internet enables 
you to get it wrong quicker and faster than  
conventional businesses!ò

ñIn fashion use architecture, art, ýlm and other cultural 
trends as inspiration.ò

ñCreate time to think. Solutions to problems or new ideas 
wonôt happen sat at your desk.ò

Be in control 

ñEquity is the most expensive form of investment ï donôt 
give your business away. Avoid the Dragonôs Den trap.ò

ñWhen you start off, attracting investment capital is very 
difýcult ï when you are successful everyone is desperate 
to give you a loan!ò

ñBe careful about going into partnership unless you really 
know the other person and their strengths.ò

ñBusiness partnerships never work! There is usually only 
one entrepreneur in each partnership. Differences of 
opinion as to how to run the business always emerge.ò

ñBanks always want copious amounts of market research 
and will only back something that is proven, which is 
difýcult when you are starting out. Once you become 
established people will throw money at you and it is 
tempting to overreach and try to expand too quickly.ò

ñWhen trying to raise ýnance get good at presenting 
your pitch. It will get better the more times you have 
been turned down. Get investors to come and see your 
operation ï show them what you are doing. E-commerce 
businesses often raise cash through business angels or 
individual investors rather than banks which often ódonôt 
get itô. Be prepared to walk away from a deal if it doesnôt 
feel right.ò

ñKnow when to say, ónoô. People will respect you for being 
prepared to say ónoô and holding your ground. Donôt get 
manipulated by buyers. Build a relationship with them and 
ýnd out what they are looking for.ò

ñAt the ýrst meeting donôt try to oversell. Gauge who you 
are dealing with ï ýnd out what they are like as people.ò

ñInvestors often have little understanding of the science 
underpinning a business concept. You and your 
management team need to be credible to them. Investors 
invest in people. If youôve done it before they will back you. 
You need to convince them that you have the right people 
around you with the right balance of skills. Investors want 
fast returns and are not in it for the long term.ò
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What drives us?

ñYou must have a passion for what you do, otherwise you 
wonôt get others to buy into it. You must also have a clear 
vision for the business and where you want it to go.ò

ñClinical imperative can be a key driver in relation to 
commercialisation. Scientists often feel the need to take 
their research to the next stage and want to see their work 
extended beyond academic circles in terms of providing 
direct beneýt to people. An óI told you soô mentality can 
also be a key driver.ò

 ñEntrepreneurs draw their motivation from different 
sources. In some cases the motivation is ýnancial but in 
others the driver was and still is proving that their  
ideas work.ò

ñTo be really successful the business must matter more 
than anything else. Treat it like itôs your family.ò

ñItôs easy to forget how far you have come in the business 
ójourneyô. When you need a morale boost itôs good to 

Business/Founder Values
reþect on where you were a year ago or two years ago, the 
progress you have made and skills you have developed. 
Often the satisfaction comes from proving the validity of 
your ideas rather than the proýts generated.ò

ñMost business people succeed for their own personal 
satisfaction. The desire to create something unique that 
people will value is more of a driver than the wish to  
make money.ò

ñProving yourself to parents who doubted your abilities 
can be a strong motivating factor. Striving to prove óthemô 
wrong can be a key business driver.ò 

ñIf you do something well and better than other competitors 
you will enhance your reputation and sense of pride.ò

ñOne of the greatest feelings is seeing someone in the 
street wearing something you have designed.ò

ñSuccess in business requires enormous tenacity, drive, 
persistence and vision, together with luck and good timing! 
My approach is that of an opportunist with common sense 
driven by a strong desire not to fail.ò
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Know it

ñSniff things out, develop a gut feel and trust your instinct.ò 

ñIf it feels wrong it is wrong ï there is a place for intuition.ò

ñKnow when not to take advice.ò

ñI have found specialist niche food products that werenôt 
previously available in Nottingham. I felt that there were so 
many foods I needed to try and bring to other  
peopleôs attention.ò

Strength through the knock-backs 

ñCreate your own luck. Itôs directly proportional to effort. 
Doggedness is key. Show determination and tenacity and 
donôt accept ónoô the ýrst time. How you deal with such set 
backs is key to building your own strength of character.ò 

ñYou must have an unshakeable belief in your own ability 
to succeed. You have to see it through and perseverance 
brings luck.ò

ñM & S said ónoô to me ýve times before they said óyesô 
to appointing my company. People and circumstances 
change over time so keep going back. Itôs like gardening 
ï sow some seeds, nurture them and they will come to 
fruition.ò

ñWhen you take a knock in business you will never go back 
to Square One again. You have gained experience which 
gives you a head start in beginning again.ò

ñOrdinary talent, coupled with extraordinary perseverance, 
will always succeed.ò

ñIf you make a mistake it means that you tried something.ò

ñRisk and adrenalin really can make a difference. When 
you are up against it itôs surprising how often you can pull 
something out of the hat. You keep on going and going till 
you ýnd the answer. Business can be dull without  
that excitement!ò

ñBe bloody minded. Learn to be brave and work hard.ò 

You can do it!

ñHave faith in yourself ï my business operated for six 
months before we got our ýrst customer.ò

ñAim for energy, long days and longevity.ò

ñWhen you are starting out often all you have is your own 
self-belief and the knowledge that you can make it work.ò

ñNever give up faith in yourself or your product. However 
difýcult things may appear and how many sleepless nights 
you have, something usually turns up ï something  
will happen.ò

ñDonôt be afraid to diversify and neither be afraid to jump in 
and have a go!ò

ñThe longer you are in business the more your conýdence 
builds. You become more savvy.ò

ñItôs easy to set up a business ï the hardest thing for an 
entrepreneur is maintaining it and keeping it going.ò

ñBe ambitious and conýdent in handling large scale, new 
markets and new products.ò

You donõt need to go it alone

ñSenior positions are enormously stressful and personally 
demanding. There are no hiding places and you are often 
very much on your own. It is vital to have a personal 
support mechanism in the form of a mentor, partner or 
friendly face to turn to in order to have someone who 
cannot only act as a sounding board but also provide 
encouragement in difýcult times.ò

ñWorking at a location where other SME businesses are 
based can provide useful mutual support and help.ò

ñBioCity is a very positive working environment offering 
accommodation and business support. For a small 
business it is hugely beneýcial to work alongside 
businesses in the same sector and to mingle with like-
minded colleagues. Itôs a great place to develop social 
networks and general business contacts.ò

ñUse your professional advisors as unpaid coaches.ò

ñUse the help and support networks available. Having a 
mentor is invaluable.ò
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Build and protect your reputation 

ñDevelop credibility in the market place.ò

ñImage is everything. Your people and products must be 
well presented to create a credible professional image. 
Getting it right may create an illusion of a much larger 
company than is actually the case.ò

ñFashion is a ólipstickô superýcial industry where people 
come and go. Ignore public proýle. The most important 
thing is to build a solid reputation over a number of years 
within the fashion sector based on both the quality of your 
products and your personal integrity.ò

ñInternet businesses are about building a brand and 
visitor trust and loyalty to create a community of interest. 
Revenues will come later in the form of product sales, 
click-through advertising ads, sponsorship, subscriptions 
etc. The site presentation has to be spot on from day one.ò

ñAs soon as you upload something to a web site you are 
a publisher. In the event of a copyright dispute you can go 
to the web site host as a last resort and inform them of an 
infringement and ask them to take it down.ò

ñTake things one at a time ï satisfy one customer, 
introduce one product ï but do it well.ò

ñPlan oneôs work and then work oneôs plan. Unfortunately 
this is easier said than done. More businesses fail than 
succeed. In the USA under Chapter 11 debtors are 
suspended and businesses have the chance to trade out 
of difýculties. This doesnôt happen in the UK where we 
are too cynical about success and too critical of failure. 
There is no shame in failing. The important thing is to learn 
lessons. However, you need to emerge from business 
failures with your reputation and integrity in tact.ò

Get noticed

ñScientiýc businesses are often bad at PR. Image has to 
have substance to be credible but presentation is vitally 
important. An ability to package what you do and present 
it in different ways, to different stakeholders, at different 
times is fundamental to success. You need to get yourself 
noticed. A personal belief in a product is not enough. What 
you do must appear ósexyô to customers and investors. 
Your people need the ability to present complicated ideas 
in simple ways.ò

ñBeing a female in a manôs world isnôt necessarily a 
handicap. It can be used as an advantage, for example in 
relation to PR and marketing activities.ò

ñPR is vitally important. We have never paid for advertising 
but have marketed our products extensively through the 
media. Never turn down any opportunity to generate 
publicity. If you can somehow associate your products with 
use by celebrities this will generate substantial coverage.ò

ñMyspace generation ï getting people in the media eye to 
wear your products is important for a young designer.ò

ñMany web sites fail because they confuse people. Ask 
yourself why you need a web site. What are you trying to 
get from it? How will customers get from A to B? Study 
the data on page visits and see what people are looking 
at on your web site, and conversely the pages that donôt 
hold their attention. Look at good sites and ýnd out who 
designed these.ò

Business is relationship driven 

ñEnsure development decisions are based on good 
research and feedback from innovative customers ï the 
3 or 4 market leaders or óintelligent organisationsô whose 
culture of innovation is based on excellent people and an 
ability to deliver.ò

ñInterest in competition is less important than listening to 
customers, particularly feedback about market differences 
through the sales team.ò

ñExpectation management is a major issue. Donôt promise 
something to an online community that you canôt deliver 
ï otherwise theyôll quickly complain!ò

ñDonôt take any notice of competitors. Focus on doing 
what you do as best as you can in terms of satisfying your 
customers. Be driven by their assessment of your service.ò

ñThe advantage of providing a service is that you can tailor 
it according to a customerôs needs. If you manufacture a 
single product you donôt have this þexibility.ò

ñTranslate the conceptual features of your products and 
services into tangible beneýts and share these with your 
customers and suppliers.ò

ñBuild long-standing relationships with your client base. 
We have long leads in sales and develop a strong working 
relationship with our customers.ò

ñThe creation of online communities of interest has opened 
up enormous business possibilities. A new generation of 
entrepreneurs have realised the potential for the internet to 
reach huge audiences while reducing business  
operational costs.ò

Business Development
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ñOnline communities are a powerful source of free and 
current market research. Ask their views and they will 
respond. We have three Community Managers who spend 
all their time monitoring online forums, having a dialogue 
with users and responding to queries.ò

ñNever be afraid to ask your customers for the cheque.ò

ñMake it easy for your customers to buy from you. Make 
sure you have an easy way for them to remember their 
password. Billing should only be three clicks and not take 
you away from the site.ò

Knowing your value

ñI have no interest in our competition. We provide a 
premium service that is not available elsewhere.ò

ñPrice is not the only differentiator ï quality, relationships, 
environment and safety matter.ò

ñGo for the right option, not the cheapestò

ñPeople think that manufacturing is solely about production 
and lose sight of the other key aspects, such as design, 
marketing and intellectual property protection.ò

ñPubs are now massively over valued, run by property 
people with no soul and no feel for the industry. Private 
companies donôt have to grow unless they want to. PLC 
Pub Groups destroy pubs by squeezing short term proýts. 
What is success? Is it making lots of proýt or is it being 
regarded as the best pub in town? If you are well regarded 
in the short term the money will follow.ñ

Invest for success

ñMajor investments in IT and business re-invention can be 
the key to success.ò

ñWhen considering making investments into companies 
the quality of the management team is the key factor which 
usually determines their success or otherwise.ò

ñGrants or loans should not be the main means of funding 
investment. Tax breaks on R&D are useful.ò

ñCash is reality ï turnover is þattery. You have to have 
access to cash to make a business proýtable. Good 
businesses are those which can generate good margins 
on their sales. The levels of margins are often overlooked 
by start up companies.ò

ñProperty is a long term inelastic commodity. Markets are 
driven by greed and fear. When my dentist wants to get 
into property thatôs the time to get out of it!!!ò
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Showcase what you have

ñIt is important to look for creativity and ideas in all areas 
of running the business ï not just the product idea. Selling 
a óvirtual product or commodityô requires imaginative 
marketing techniques and persistence. I rang a buyer 
every day for a week and then sent him a high quality óþickô 
cartoon book to explain how the product worked. He then 
agreed to meet me.ò

ñThe media have seen their traditional advertising base 
greatly reduced due to the inþuence of online advertising. 
Media outlets are keen to ýnd online ówhite labelô products 
they can brand as their own.ò 

Set high standards

ñMeasure the performance of new products, services  
and processes.ò 

ñQuality of service is paramount ï the right number of 
components delivered on time in a professional manner.ò

ñIntroduce good and robust systems.ò

òSet tight deadlines and trade off bells and whistles.ò

ñUse two or three manufacturers. Ensure they listen and 
deliver at the right price. 

ñEnsure sub-contractors and suppliers deliver.ò

ñYou must manage and deliver the product or service the 
customer wants. It must meet their expectations.ò

ñTo maintain standards you need a ferocious level  
of concentration.ò

Be versatile 

ñConstantly seek improvements in your products.ò

ñAdd some new to an old success to keep things 
contemporary.ò

ñMove into niche if traditional positioning is  
not sustainable.ò 

ñBusiness is often about re-invention and taking existing 
ideas and re-branding, refreshing and re-positioning in the 
light of changing markets.ò 

Protect your assets 

ñI have a patent pending for my invention and believe it is 
very important to protect my intellectual property.ò

ñA ýrst to market approach is more important as it is 
time consuming, difýcult and expensive to protect IPR. 
The knowledge and data the company holds and the 
difýculties others would have in replicating it, gives you the 
competitive edge. The only way others can acquire that 
knowledge is to buy you out.ò

ñTrade mark registration is key to protecting product name 
and not infringing other brands.ò

Product Development
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Valuing your people 

ñIncentivise staff ï teams and individuals ï and  
reward innovation.ò

ñOffer promotion to staff as a reward but only if customers 
are being satisýed.ò

ñRespect and trust must be earned within a business. If 
people are trusted they will grow in their jobs and assume 
responsibility. This means that you can dispense with a 
tier of unnecessary óregulatoryô management. However, 
you need to lay down clear ground rules otherwise people 
become confused as to what they can and canôt do.ò

ñOften companies focus on making short term cash proýts 
by eroding their human assets, whereas businesses are 
dependent on their employeesô long term commitment.ò

ñHave an interest in and commitment to the workforce. It is 
important to share the credit with your staff. They must feel 
it is their business too.ò

ñReward achievement. Ask an employee to write down 
what you can expect of them during the year. Get them to 
keep a scrapbook of evidence over the year and meet with 
them regularly to review it. Award a bonus based on the 
level of attained targets.ò

ñYou need good and fair appraisal and salary  
increase systems.ò

ñGood performers who leave are always welcomed back.ò

ñGive recognition awards for what is important ï safety, 
long service, performance

Lead from the front

ñA leader must keep people interested. People bounce off 
you and need conýdence in your vision.ò

ñManagers achieve through others so get on with and work 
with the people you need to achieve with.ò

ñHave a clear vision for the business, what it is and where 
you want it to go. Communicate this vision to your staff 
through talking to them and in company newsletters and 
social events.ò

ñCreate a culture of trust and respect. Treat everyone 
the same. The company culture that you, as the owner, 
establish in the early days of the business will live on. It is 
a magic formula, however, which you have to protect.ò

ñI compare my role to that of a publisher dependent on the 
creative talents of his writers. In the case of restaurants 

chefs rarely meet their audiences and therefore my job is 
to provide positive feedback and make the staff  
feel appreciated.ò

ñIt is important to delegate. However as the owner you 
must create a culture that delivers quality. You must not 
allow the concept, ethos and values of the business to 
become compromised.ò

ñThe best employees are ambitious and you have to grow 
the business or they will leave. You have to grow  
with them.ò 

ñInspiration is the most important part of the day! Your role 
as the business founder is to provide such inspiration. If 
you are unable to offer this staff will become switched off 
and the business wonôt grow. You have to live it and love 
what you are doing.ò

ñLead by example. Open up the ofýce and be the last to 
leave at night. You must be prepared to go the extra mile 
in the early days.ò

Create the buzz 

ñMake central places for teams to meet informally.ò

ñTeamwork is essential to success. Use functional and 
cross-functional teams.ò

ñEncourage ideas and self-assessment. An environment 
must be created where everyoneôs ideas or contributions 
are valued.ò

ñDevelop a partnership with staff, suppliers  
and customers.ò 

ñHave fun.ò

ñWe act as our own cook school. The chefs learn in a non-
academic, practical work experience environment.ò

ñWe celebrate performance through employee Oscars, 
staff trips, the Summer Ball, Employee of the Year awards 
and social events.ò

ñNottingham has a raw cutting edge which gives it a buzz 
and makes it a great place for fashion designers.ò

ñOutsourcing abroad offers the chance to widen the talent 
pool. However, it can be difýcult to retain staff. We intend 
to use skype cameras to link to our Indian programmers to 
get them to feel part of the company.ò

Company Culture
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Your style 

ñPay close attention to detail. Cleanliness and tidiness  
are important.ò

ñYour employees often construct an image of you that 
ranges from óheroô to ócomplete arseholeô! You need 
to show to people what you are really like and display 
humility in being open about your mistakes  
and weaknesses.ò 

ñNever ask anybody to do anything you wouldnôt  
do yourself.ò

ñLook at your own weaknesses and get others to cover 
these. Surround yourself with people who complement 
rather than duplicate your skills.ò 

ñManufacturing businesses can become dominated by 
very highly qualiýed people who lose focus on what the 
company wants.ò

ñThere can be a conþict in being creative and running a 
business; the most important thing is to recognise your 
weaknesses and bring in people who are the opposite of 
you and have different skills. You canôt do it all on  
your own.ò

Invest and they will grow

ñ42% of the salary budget is spent on training. You 
demonstrate how much you value your people by investing 
in them.ò

ñThe ýrst points of contact in a business are the front line 
staff such as receptionists and sales people. They are key 
to creating the right image and perception of the business. 
Recruiting the right people and training them is vital. 
Investment in training these people will reap rewards.ò

ñGet the right people around you. Get them to buy into 
your business so they are part of it, and look after them 
well so they feel rewarded.ò

ñBring the right people in and invest in their development 
and growth. Look for individuals with the spark to grow 
with the company.ò
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ñBe obsessed by the competitionò

ñInnovate or die ï itôs a way of life.ò

ñKeep on challenging and innovating to reduce cycle times 
and costs.ò

ñI was driven by frustrations of bureaucracy and the lack of 
innovation in my old business.ò

ñPersonal obsession to succeed with the brand and the 
business.ò

ñYou need to encourage ideas but also assess  
them realistically.ò

ñTo have an up front leader as a role model is key.ò

ñUse accreditations like IIP and BS 5750 to reþect  
and learn.ò

ñStaff must be encouraged to drive innovation.ò

ñIt all comes from within.ò

ñStress is good, anxiety is bad.ò

ñEarly in your career you act on impulse and take bigger 
risks. As you get older you become more risk averse.ò

ñInnovators have a slightly different focus ï they see  
things differently.ò

ñContinual hard work and worrying about money is part of 
running your own business.ò

Drivers of Innovation
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Your own leadership skills

ñRead, look, listen, probe and be nosy. Always listen to  
the news.ò

ñEntrepreneurs often get carried away by their own 
success. It is beneýcial and humbling to try to learn a new 
skill where you are a complete beginner.ò

ñWork around problems and learn something new  
every day.ò

ñAn ability to see the writing on the wall and to respond 
quickly and decisively is a key skill. Donôt duck waves of 
change heading your way.ò

ñSurrounding yourself with good people is key to success. 
Do a psychometric test and determine whether you have 
entrepreneurial abilities. If not, recruit someone who has.ò

ñLooking back I wished that I had had someone to take 
care of the administration of running the business thereby 
freeing me up to spend more of my time on developing 
and marketing the product.ò

ñEnsure a good work/life balance.ò

ñA CEO or senior manager can transfer between different 
industries. The skills of an MD or CEO are about managing 
people and managing situations. These skills are 
transferable between industries.ò

ñThere are different types of entrepreneurs ï some are 
great at setting up businesses, some are great at building 
them and some are more skilled at scaling them down. You 
need to assess your own skills and decide on your speciýc 
strengths.ò

Nurturing talent 

ñRecruit for attitude but train for skills. Innovation skills can 
be developed.ò

ñSelect good students and sponsor them and take on 
good trainees who will develop through the company as 
managers. These managers will then act as coaches to 
develop the next wave of new recruits coming through the 
business.ò

ñNottingham has provided a good skills base on which to 
develop business.ò

ñTraining and qualiýcations are important for all.ò

ñManagers must be trained and helped to change culture.ò

ñThere is a need to merge company plans with peoplesô 
aspirations.ò

Identifying good people to work for you 

ñThe hardest part of my job is ýnding people with a shared 
interest and passion for food.ò

ñTimes of recession create an óanti-luxury moodô with 
people saving their money. However there can be 
beneýts ï often good people are in the market and can be 
recruited.ò

ñYou can provide technical training but the attitude and 
commitment has to be there.ò

ñTake people through the processes of the company. Staff 
must be properly equipped and briefed.ò

ñRecruiting the right person is vital. Itôs easy to appoint 
someone but difýcult to get rid of them. If in doubt donôt 
appoint. Get references. Or ring up referees and ask one 
question: ówould you employ this person again?ò

ñSales people interview the best and are often the worst 
employees. Conversely, those who often do not interview 
well prove to be the best employees in terms of being the 
most focussed and reliable.ò

ñThink about alternatives to interviews ï a short project, a 
day spent at the business, or a chance to spend time with 
prospective colleagues.ò

ñA good work ethic is an important ambition but  
not essential.ò

Challenge your people

ñRole play the position of customers and competitors.ò

ñAchieve creativity but within the discipline of the brand.ò

ñThere are limits to some peopleôs potential and 
sometimes you need to make hard decisions about getting 
new blood into the business.ò

ñInvestors have to bring more than just money to the deal. 
Money + expertise. Get a heavy weight non exec director 
on your board who has business experience.ò

Business Skills and Competencies
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Date Theme Speakers

23 Mar 
2006
(1)

The Knowledge Economy 
New business opportunities, new demands, new customer bases - how 
companies have evolved and innovated from diverse beginnings to be 
important and successful players in the knowledge economy 

John Saunders
Chief Executive of Global 
Operations
Experian
Patrick Hughes
Strategic Business 
Development and Marketing 
Director
ClinPhone

25 May 
2006
(2)

What Customers Need, What Customers Want
Once upon a time customer satisfaction came from a great product the 
customer knew they wanted. Today Marketing & Sales including Branding 
and Corporate Image all play a role in the customerôs decision to buy; 
Good Service Delivery adds to the customerôs buying experience and 
excellent aftercare can build loyalty and keep the customer for life.

Karl McKeever
Managing Director
Visual Thinking
Sukhi Ghuman
Managing Director
Octavian Security

6 Jul
2006
(3)

Style and Design
Creative design can differentiate products in competitive retail markets. 
Innovation can take diverse materials and turn them into unusual 
products. Companies with local roots have forged a path to success using 
ýrst class design and a splash of creativity. 

Sue Copeland
Design Director
Paul Smith
Simon Burnet-Boothroyd
Sales and Development 
Manager 
Toray Textiles

14 Sep
2006
(4)

World Class Performance in Design and Manufacturing
The global economy has meant that labour intensive manufacturing is a 
tough place to be in the UK if there is no design or production edge. But 
there are local businesses with manufacturing processes which compete 
with the best in a very competitive market place. 

Bryan Jackson
Former MD Toyota
and EMDA Chairman
Graham Mulholland
Founder
EPM Technology

16 Nov
2006
(5)

Our Most Important Asset
The pace of business, the competition and the customers drive the need 
for staff to be responsive and innovate. Some companies believe that 
the development of the workforce is crucial to meeting the challenges of 
business today. 

Howard Baggaley
Executive Chairman
Baggaley Construction 
Peter De Frank
Executive Vice President
Enterprise Rent-A-Car

25 Jan
2007
(6)

Cutting Through the Glass Ceiling
A manôs world? Not for these successful Innovative women 

Tony Mellor
Commercial Manager 
Pall-Ex 
Carole Duncumb
Chief Executive
Intimas
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Date Theme Speakers

22 Mar
2007
(7)

The Commercial Exploitation of Science
A key aspect of the UKôs future knowledge economy relates to the 
commercial exploitation of science and technology. Nottingham has 
been designated by the Government as a Science City. One of the key 
challenges facing us is how we exploit cutting edge scientiýc research, 
much of which is taking place in our local universities, to create the 
industries of the future. 

Ian Wilding
Pharmaceutical Proýles
Simon Fishel
Managing Director
CAREfertility

17 May
2007
(8)

Process Innovation to Deliver Success
Customers insist on speedier and more responsive service and 
information. Suppliers have to deliver to the needs of the business. More 
efýcient and effective ways are needed to provide value in a business. 
Process innovations are an essential ingredient of successful performance 
today. 

Nicola Davison
Managing Director
Click2touch
Tim Vryenoef
Founder
Nutracheck

12 July
2007
(9)

Overcoming Business Challenges
Leaders face daily challenges as they strive to establish or grow their 
business. Although part and parcel of running any business, some of 
these challenges gather momentum and become more threatening. How 
leaders deal with these hardships and misfortunes to ride the storm, 
bounce back from adversity and remain successful, says much about the 
individual and their positive attitude to business and life in general. 

Ken Grundy
Chairman
Hello Telecom (UK) plc
Chris Holmes
Managing Director
Tynemill

20 Sep
2007
(10)

Lifestyle Innovations
In our busy and stressful lives we make daily decisions to ensure we 
choose products that help us to look after ourselves. Good quality, reliable 
products that support our lifestyle may also raise our self esteem, helping 
us to look and feel our best. Niche entrepreneurs in the health, food and 
beauty sectors enjoy phenomenal success with innovative product ranges 
that fulýl these lifestyle ambitions. 

Judy Naake
Life Time President
St Tropez
Tiny Deol 
Founder and Managing 
Director Curryslim

22 Nov
2007
(11)

Maintaining High Standards
Businesses that offer products and services of exceptional quality and 
style have high expectations placed upon them. Business leaders that can 
maintain these high standards whilst continuing to introduce innovation 
and added value will be rewarded with customer loyalty and an enhanced 
reputation. We will hear from two leaders who embrace innovation to 
ensure that their businesses continue to have the edge. 

Tim Hart
Owner
Hartôs Nottingham
Sangita Tryner
Director
Delilah Fine Foods Ltd

17 Jan
2008
(12)

How technology can improve the quality of life
Cutting-edge technology and pharmaceutical innovation is essential to 
tackle the increasing challenges that disease and ill health place on our 
society. To ýnd effective solutions that improve health and quality of life will 
result in innovative products, treatments and services. This topic will be a 
further opportunity to build upon Nottinghamôs Science City status and the 
commercial exploitation of science and technology. 

Alan Marsh
Founder and Director
Allmi-Care Limited 
Dr Nick Ash
Managing Director
Medical Solutions plc




