

















GET YOUR
PASSPORT

Rebecca Rayner,
managing director, Glebe Farm

For energetic entrepreneurs,
foreign markets hold

an irresistible appeal.
Comprehensive support made
available by EEDA and UK
Trade and Investment can
help businesses implement

a successful strategy for
international exports.

East of England International (EEI),
funded by EEDA and UK Trade and
Investment (UKTI), provides access to the
comprehensive range of UKTI services
designed to support first-time and more
experienced exporters throughout

the region.

Passport to Export is a national programme
from UKTI which removes much of the risk
that comes with not knowing how to sell
your products or services abroad and has
already helped more than 1,500 companies
in the region.

Rebecca Rayner, managing director of
Glebe Farm organic flour products is a
graduate of the programme. “There's so
much opportunity out there, and as much
support for exporters as those selling at
home.” Rebecca’s use of the programme
has seen export turnover grow from nothing
to ten per cent of her business.

When Glebe Farm first thought about export
markets Rebecca was finding it hard to get
supermarket distribution. Realising that
deals with major supermarkets typically
take 12 to 18 months, she began looking at
the opportunity of selling abroad. At that
time most of her distribution was through
independent shops and farmers” markets.

“We talked to the British Curry Company
(successful exporters) at a Food from
Britain event, and discovered that it's not
so difficult, provided you're prepared to
invest the time.”

The Passport to Export programme covers
the basics for new exporters and helps you
understand how to get your business ready.
Information and guidance comes from a
combination of workshops and the support
of a personal adviser to help you develop

your international strategy. There is also a
level of match funding available to help with
your development costs.

Building on the experience of the
programme, Glebe Farm'’s adviser helped
them access further research into possible
European markets. Rebecca applied

for a grant (via UKTI's Export Marketing
Research Scheme). Having a clear idea

of the size and location of the market
meant that Rebecca was able to plan her
approach. Further support included advice
on marketing strategy - understanding the
concepts surrounding brand development
and market positioning.

“COMPANIES WITH AMBITIOUS PLANS
AND LIMITED RESOURCES NEED TO
BE STRONG, NOT JUST ADEQUATE, AT
CREATING STRATEGY AND MARKETING
THEIR OFFER.” Stephen Cook, regional
international trading adviser, EEI

With clarity around the strategic direction,
Glebe Farm’s managing director was

able to throw herself into implementing
her plans. “We learned how to support
wholesalers in export markets. It's worth
going the extra mile overseas to gain
loyalty. Attending trade shows, providing
comprehensive information and timely
communication all help.”

EXPORTING

Beyond the research and planning phases,
support is available which can help open
doors. UKTI's Overseas Market Introduction
Service provides a massive amount of
tailored support by using the UK’s global
network of embassies and consulates. This
includes advice from UKTI staff at overseas
embassies to secure appointments with
target customers or potential partners, help
with translation and cultural issues and use
of international office premises.

Rebecca Rayner is a strong advocate of the
UKTI support offered through EEI and has
taken advantage of the advice as well as
the funding. Throughout the process it has
helped to grow the business and increase
her enthusiasm for exporting.

“NEVER UNDERESTIMATE THE POTENTIAL
IN FOREIGN MARKETS. THERE IS A HUGE
DEMAND FOR BUYING BRITISH.” Rebecca
Rayner, managing director, Glebe Farm

If you can see the opportunity for your
business, and have the energy to make it
happen, get help from UKTI. You will be able
to access all the support you need, as well
as meeting a network of other businesses
happy to share their experiences and provide
you with invaluable encouragement.

For more information visit
www.eei-online.com
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for Carnival Arts, the first in the warld, at its launch on 3 May ‘ ‘ f -

Dancers celebrate the opening of Luton’s UK Centré:

EEDA's investments in

the region’s cultural
Infrastructure are a
catalyst for change.
Building on the region’s
cultural assets, they act
as a focus for regeneration
and future growth.
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Whistles and drums, extravagant costumes
and multicoloured feathers. It must be
Brazil? No, it's Luton.

Luton’s carnival is thirty years old and is

the largest one-day carnival in Europe, but
despite recent economic blows the town has
a lot to celebrate.

A steady decline in motor vehicle
manufacturing, the largest employer, left
the town with an uncertain future. In 2008 it

had a record of high unemployment and low
expectations, particularly among its youth
population.

This spring it opened the doors on the
UK Centre for Carnival Arts, a
multi-million pound artistic hub.

Luton’s cultural make-up is more diverse
than the rest of the region with a unique
cultural identity.

The UK Centre for Carnival Arts is one

of several major cultural infrastructure
projects in which EEDA is working on with
Arts Council England, East. It marks part
of a programme of investment from the
Arts Council and EEDA in line with strategic
plans for the region’s economic growth.

“FOR A CULTURAL INVESTMENT LIKE THIS
TO WORK, IT MUST BE ROOTED IN LOCAL
CULTURE. LUTON’S CARNIVAL AND THE
RELATED CREATIVE BUSINESSES HAVE
ALWAYS HAD POTENTIAL TO SUPPORT THE
ECONOMIC AND SOCIAL REGENERATION
OF THE TOWN; THIS PROJECT WILL
ENSURE THAT IT'S REALISED.”

Graham Long, head of culture and tourism,
EEDA

The success of any capital investment like
this comes from the artistic work it will
produce, supported by a vibrant community
of artists and businesses located in the
world’s only centre devoted to carnival arts.
This project also has strong leadership, and
a diverse plan for its role as a business and
a contributor to education and development.

The vision belongs to Paul Anderson,
executive director. He has a strong
background in regeneration projects, in
particular tackling youth engagement and
addressing the problems of disaffection and
crime. The Centre offers a novel response to
this issue, offering unconventional approaches
to education and opening new routes to
employment, education and training.

The value of arts investment in regeneration
for Luton repays in many ways. Cultural
investment creates businesses directly
associated with the focus of investment and
also draws in related businesses and talent
in a virtuous circle.

“INDIRECTLY, IT ACTS AS AN AGENT

OF GROWTH, MAKING PLACES MORE
ATTRACTIVE TO PEOPLE AND BUSINESSES.
IF YOU THINK OF TOWNS AND CITIES WITH
A STRONG CULTURAL IDENTITY, THEY ARE
ALMOST INVARIABLY MORE APPEALING

AS PLACES TO LIVE AND WORK, THAN

SAY, PREDOMINANTLY COMMERCIAL
CENTRES,” Graham Long, head of culture
and tourism, EEDA

CULTURE

FROM MALT HOUSE
TO MUSICAL HOT
HOUSE

A world apart from post industrial Luton,
Aldeburgh resides in splendid isolation on
the Suffolk heritage coast. Although known
for its annual music festival, the vision

of the festival's founders was to create a
campus where the most talented emerging
and established musicians could meet, be
inspired and connect with the wider public.

Jonathan Reekie is chief executive of
Aldeburgh Music, and is now realising the
vision of the festival's founders, Benjamin
Britten and Peter Pears. “The Britten-Pears
legacy, the inspiring coastline and our track
record for nurturing young artists, combine
to make Aldeburgh the ideal place to create
the first European centre of its kind for the
professional development of musicians.”

Aldeburgh Music has always strived for
high standards of programming and
performance. Its reputation for quality and
contemporary relevance has earned it the
right to claim a place on the international
stage, despite previously performing in

a disused maltings. Although successful
at staging concerts the development side
has been stifled for lack of funds and
accommodation. That's about to change.

“In the Aldeburgh of old you expected

to encounter a trickle of emerging and
established musicians. In the Aldeburgh of
the future you can expect to find a constant
stream of the world’s most talented music-
makers, rehearsing, experimenting and
performing.”

These, and other capital projects supported
by EEDA, form a network of contemporary
cultural facilities and talent-packed
organisations directly contributing to the
economy and quality of life in the region.
Together they are helping to make it one of
the best places in the world to live, work,
relax, and be inspired.

Aspiring professional musicians —
rehearse in Aldeburgh
Music’s new studio space.

Find out more about EEDA’s cultural
Investment in capital projects in the region.

Wysing Arts Centre Bourn (near
Cambridge), opened January 2008
www.wysingartscentre.org

UK Centre for Carnival Arts Luton,
opened May 2009 www.carnivalarts.org.uk

Aldeburgh Music, Snape Maltings, opened
May 2009 www.aldeburgh.co.uk

Metal, Southend, opening September 2009
www.metalculture.com

DanceEast’s DanceHouse Ipswich, opening
October 2009 www.danceeast.co.uk

Firstsite, Colchester, opening 2010
www.firstsite.uk.net

Royal Opera House Production Park
Thurrock, opening 2010

National Skills Academy Thurrock,

opening 2011 www.roh.org.uk/
productionpark/index.aspx
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ENTEPRISE AND INNOVATION

CREATING
THE CONDITIONS

ENTERPRISE AND INNOVATION

FOR INNOVATION

David Lewin (left) and Peter Hall (right)

of Sci-Tech.

Ly
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Long-term indicators suggest
that innovation will play an
important role in the future
economic development of the
region. Investment in Enterprise
Hubs could be the foundation of
future success.

The East of England is a leader in
innovation. In comparison with the rest

of the UK, it records the highest levels

of business research and development
expenditure and has the highest proportion
of businesses actively innovating.

It's a record which EEDA is determined
to build on.

“OUR SUPPORT FOR DEVELOPING
BUSINESSES BEGINS WITH THE
ENTERPRISE HUB NETWORK ACROSS
THE REGION, WHICH HELPS BUSINESSES
DEVELOP THEIR IDEAS AND COMMERCIAL
STRUCTURE.” Henk Koopmans, innovation
manager, EEDA

The Business and Technology Centre in
Stevenage has just opened a new 50,000
square foot facility, funded by EEDA and
Stevenage Borough Council. It has a close
association with the hi-tech aerospace and
space industries, significant contributors
to the region’s economy. Like other Hubs,
it offers accommodation for start-up
businesses and comprehensive
mentoring through a network of business
support agencies.

The Hub has the ability to attract innovators
with novel ideas for commercial applications
of space exploration. Chief among those
opportunities is the forthcoming European
Satellite Navigation System, named Galileo,
due to be operating in 2013.

EEDA is among a network of agencies
sponsoring the European Satellite
Navigation Competition (aka the Galileo
Masters), which invites ideas for the best
commercial technology products or services
that could make use of Galileo.

The international winners in 2008 were
technology start-up Sci-Tech Systems.
Sci-Tech’s idea is for a highly accurate
marine rescue system to save the lives of
people who fall overboard. Uniquely,
Sci-Tech’s personal GNSS tracker will issue
an immediate bearing, course and time

to the navigation system of the ship from
which the wearer has fallen. Its ability to
keep the ship informed of the exact position
of the person overboard greatly improves
the chances of rescue, particularly when
offshore and out of range of the search and
rescue helicopter service.

Sci-Tech are typical East of England
entrepreneurs, whose project started in
a familiar way.

“WE HAD THE IDEA IN A PUB OVER A
PINT. ALTHOUGH WE HAVE STRONG
TECHNICAL BACKGROUNDS IN SECURE
COMMUNICATIONS SYSTEMS, WE HAD
A BIT OF TROUBLE GETTING POTENTIAL

INVESTORS TO TAKE THE IDEA SERIOUSLY.”

Peter Hall, technical director, Sci-Tech

Winning the competition was a major
turning point. The company won a cash prize
and specialist business support from HBIC,
who manage the UK arm of the competition
from the Hub. They were also able to move
from their Essex base to the Hub for 12
months, with the costs paid for by HBIC
and the Global Navigation Satellite System
Supervisory Authority. The move gave
Sci-Tech access to support to improve their
investor-readiness and introduced them to
a wide network of helpful industry contacts.
And the project gained praise from the
scientific community.

“That recognition, and the mentoring we
accessed via the Stevenage Hub, were
crucial,” says David Lewin, marketing
director. “It has definitely opened doors
and will hopefully help us to access our
first round of angel finance to develop a
working prototype.”

To find out more on the competition visit
www.galileomasters.co.uk

To find out more on the Hub visit
www.btcstevenage.co.uk

A FORMULA FOR SUCCESS

Scott Garrett works in one of
the most cutthroat industries

in the world - Formula 1. As
commercial director of Williams,
Scott knows that the speed of
corporate reaction can mark the
difference between 1st and 2nd.

At Destination Growth "09 - the East of
England’s premier business and networking
event - Scott will stand on yet another
podium. This time he will address 1,000
regional business leaders, looking at the
importance of institutionalising teamwork
and how to build a strong brand.

Register at www.eeda.org.uk/
destinationgrowth to hear from

over 30 leading business experts and

to network with 1,000 like-minded
business leaders looking for ways to
‘survive and thrive” during the downturn.

destinatiGn
\O))arewth'o9

\ survive and thrive
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Peter Bonfield, chief executive,
Building Research Establishment

FOUNDATIONS

THE BUILT ENVIRONMENT

FOR THE FUTURE

The construction industry
has been one of the worst hit
by the recession. Housing and
commercial property markets
have fallen, but continued
investment in sustainable
building techniques and
materials is essential.

The future landscape of

our region relies on it.

Despite the economic downturn, the East
of England continues to face an extremely
high demand for homes. Affordable housing
and fulfilling demand is vital for businesses
to attract and retain staff.

We are also experiencing ever-tightening
legislation, aimed at increasing
sustainability and reducing carbon
emissions. Resource efficiency and creating
a low-carbon economy has never been
more important.

The East of England is a front-runner

in embracing these issues and EEDA,
working in partnership, is building upon
the reputation.

Building on success

This year EEDA has announced funding
and support for the Building Research
Establishment (BRE] Enterprise Hub for
the Built Environment.

“CLIMATE CHANGE AND SUSTAINABILITY
ARE KEY ISSUES THAT DEMAND
INNOVATIVE NEW SOLUTIONS. WITH THE
SUPPORT OF EEDA, WE ARE ABLE TO
CONTINUE OUR PIONEERING ACTIVITY

IN THIS SECTOR WHICH HAS REAL
SIGNIFICANCE IN THE DEVELOPMENT

OF A FUTURE LOW-CARBON ECONOMY.”
Peter Bonfield, chief executive, BRE

BRE, based in Hertfordshire, is at the global
forefront of low-carbon building knowledge.
With the support of EEDA, BRE will support
the development and competitiveness of
regional businesses to exploit opportunities
with low-carbon and clean technologies for
the built environment.

At the heart of the Enterprise Hub is the
new visitor centre. Built in 2007 with the
help of £424,000 of EEDA funding, the
centre attracts over 10,000 visitors every
year. Visitors are able to learn from the
knowledge-based enterprises showcasing
existing and near-to-market products,
designs and innovative technologies.

Along with research into building
techniques for new builds, the Enterprise
Hub will address the issue of a large
ageing housing stock. The conversion of a
Victorian stable block will inform the future
restoration and refurbishment techniques
of similar aged buildings and help bring
these back onto the market as low-carbon
homes that are fit for the future.

Funding from EEDA will also help BRE offer
specialist business support, encouraging
innovation and the employment of new
building techniques. Additionally, BRE will
have capacity to hold events and share best
practice with government, industry and key
stakeholders - as well as developing

new ideas.

BRE is set to play a major role in the future
of building techniques and we are all

likely to experience the benefits first hand.
Continued work will go into showcasing
modern methods of construction,
including near zero-carbon homes and
over 200 different innovative and

emerging technologies.

For more information visit
www.bre.co.uk

THE CHALLENGE IS ON

Peterborough has big ambitions - already
an Environment City, it aims to become the
environment capital of the UK. This ambition
is being met on several fronts, but the jewel
in the crown could be The Carbon Challenge.

EEDA, along with Peterborough City Council,
the Homes and Communities Agency

and Opportunity Peterborough, will be
supporting this new scheme on the South
Bank. The site will house a zero carbon
development of approximately 350 homes,
with additional retail and community space.

An example of the proposed house type for
the southbank Carbon Challenge scheme

The development will also include an
innovative ‘green spine’ running through
the development, helping shield noise and
visual distraction from the railway line and
encourage biodiversity and wildlife.

The scheme is part of a national government
initiative to bring forward a number of
innovative housing projects. The objective is
to test the Code for Sustainable Homes at
the highest point - level six (zero carbon).

The results will accelerate the industry’s
response to climate change and ensure

it meets the government target that by
2016 all new homes must be zero carbon.
It also aims to raise awareness and drive
up demand from owners and occupiers for
more sustainable homes through attractive
selling points like lower energy usage,
smaller utility bills and high quality design.

For more information visit

www.homesandcommunities.co.uk/
carbon_challenge
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There is little that a good process

won’t solve and chasing debtors is
a classic example. Credit control is
a bit of a game. James Stancombe,
Business Link advisor tells Source

how to be a good player.

CREDIT CHECK -
YOUR FIRST LINE OF DEFENCE
A credit check on new customers will show

up anything unusual in their financial history.

There are services you can subscribe to, or
you could use Business Link or your bank.

DICTATE TERMS

Once you know who you're dealing with

you are in a better position to decide. Make
payment terms very clear on quotations,

in terms and conditions and on invoices;
include in them your right to charge interest
in accordance with late payment legislation.
There is nothing wrong with asking for
payment with the order - it's a low risk way
of enabling you to build up a picture of the
client should you deal with them again.

PAYMENT TERMS - IT'S JUST A STAGE
YOU'RE GOING THROUGH

In the case of a bigger contract, it could

be more appropriate to arrange staged
payments. These typically match important
milestones in the project or could be
arranged to coincide with payments you
need to make to your suppliers.

BE ABETTER BILLER

Get into the habit of immediate invoicing.
Sometimes paperwork is the last thing you
want to do, but you should always invoice the
moment the job is done (or you've reached a
billing stage).

CREDIT CONTROL

You are not a bank; you should expect to be
paid promptly. But some debtors will try to
take advantage unless you take control.

Put processes in place so that you know
who is due and when they will be overdue.
Consider giving responsibility for chasing
payment to a particular person and cultivate
contacts at every customer. Deal promptly
with any queries to forestall delays. Also,
chase payment before it is due. If you have
30-day terms, don’t wait until day 31 - call a
week early with a reminder to encourage the
customer to schedule the payment.

YOU NEED PAYERS, NOT PRAYERS

If a customer is not paying you need a
proposal from them outlining how they are
going to pay. Do not leave it to chance that
they will pay. Call them, and keep calling
until you are given a fair response. If it starts
to drag, think about suspending further
business with them.

0

TRY CHARGING FOR CREDIT
Increasingly companies are using their
entitlement to charge statutory interest on
any amount more than 30 days overdue. If
you decide to do that, put it on your invoices
then follow it through. (There is an interest
calculator on the Business Link website)

A lot of customers faced with paying a larger
amount will pay sooner rather than later. If
your customer wants to negotiate alternative
arrangements, consider your own cash
position and what kind of relationship you
have with them; at the very least, it will inform
how you should deal with them in future.

THE LAW IS ON YOUR SIDE

If your process and all your attempts to
resolve the issue fail, you can consider legal
action to recover the outstanding debt.

You may need to talk to your solicitor about
going to court - although it may not come
quite to that. In any event, the job is long
gone (as is the customer relationship) if you
have to go that far, so it really should be the
last resort.

If debtors and cash flow are causing your business problems, you can get more detailed help on the
Business Link website www.businesslink.gov.uk/east or speak to an adviser on 08457 17 16 15.
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