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Newable helps companies thrive by providing
the essential resources they need to take
the next step with their business.
SMEs need Money. Whether that is patient capital
to help get ideas to scale. Or financing to help
with the peaks and troughs of trading, to hire
new staff and operationalise growth plans.
SMEs need Advice. No one can do
everything on their own. Many need
external support to get trading overseas or
develop new management capability.
And SMEs need Space, a flexible base to
call home and from which to grow.
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Citibase joins the
Newable family
“I’m seeing two teams with
complementary skills and the same
positive approach to making it work.
I think there’s exciting times ahead”

Chris Manson and Steve Jude

CHRIS MANSON, CEO, NEWABLE

Newable’s acquisition of
flexible office specialist
Citibase is its biggest
and perhaps most
transformative deal
yet. Newable’s CEO
Chris Manson and
Steve Jude the CEO of
Citibase explain why.

Q. Steve could you tell us a
little bit about Citibase?
Steve: Citibase has been around for over
25 years. We are around 150 people strong.
Our Engine Room is in Birmingham, but we
operate all over the country from Aberdeen
to Brighton. As it its most basic, we manage
business centres providing flexible office
accommodation. However, the way we do it
is quite different. We enter into management
contracts with building owners to help
them achieve their commercial objectives
with properties in their portfolio. Unlike our
competitors, we do take a long-term lease on
buildings and then let out the space. This is
known as “asset lite” and exposes us to less
risk on property valuations. We were the first
to develop this type of business model that
recognises what we call the new economy,
where flexibility and agility is everything.

Q. Chris, why Citibase?

Q. How did the deal come about?

Chris: Newable’s purpose is to help
businesses, especially the smaller ones,
thrive. These customers share the same
fundamental needs: money to back
their business, professional support
to help them maximise their business
potential, and premises where they can
flourish. Newable has a long and highly
successful record of accomplishment in
creating new homes for businesses. Chris
Rushton and his team have a fantastic
expertise in identifying underproductive
brownfield sites and transforming them
into economically productive properties.
In the main, they tend to be what we
might recognise as “shiny sheds” on light
industrial parks. With Citibase delivering
“office space as a service”, we are able
to build out our offer significantly.

Chris: The two companies first started
working together on transforming
our old headquarters building
at Queen Elizabeth Street into a
business centre about a year ago.
Steve: … The business centre is now
called Citibase Tower Bridge!
Chris: This partnership has been a great
success. Citibase were able to bring
the product to market very quickly and
then fill it equally quickly with paying
customers. It was a great proof point
of the Citibase model. Importantly, we
really enjoyed working with Steve and
his team. They have the same can do
spirit as Newable, and it was clear that
the values of the company are aligned
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very closely. This experience gave both
parties the confidence to explore whether
there might be possibilities to work more
closely together. A few months down the
line, we were able to conclude a deal.
Q. Change of ownership can create
uncertainty for staff. Do staff have
anything to be concerned about?
Chris: No. Citibase is a highly successful, well
run, standalone business in its own right.
We’d be mad to do anything to put that risk.
Steve: This is all about growth not
rationalisation. I am certain both
businesses will learn from each other’s
experience and expertise and this will to
be the benefit of both organisations.
Q. A few weeks in, how has the
experience been working together?

NEWABLE NEWS |

Steve: I think both teams got off on the right
foot. It was great to welcome Newable’s
team up to Birmingham. It was on the evening
that we launched our new “Engine Room”
to our own team. So there was a terrifically
positive buzz. This carried on over dinner
and later on down the pub! I genuinely think
we have an embarrassment of opportunity.
We’re just working through a process
of capturing and prioritising them all.
Chris: I’m seeing two teams with
complementary skills and the same
positive approach to making it work. I
think there’s exciting times ahead.
Steve: It is clear to me that our customers
are going to be really interested in Newable’s
set of products and services. Adding
Newable to our proposition really makes
us stand out in the market place. No one

is doing what we do. This gives us renewed
confidence to reach out to more building
owners and bring more sites on stream.

Citibase vital statistics

Q. What do the next few months
hold for the partnership?
Chris: As you might expect, there are a
number of “plumbing” things we need
to get right. I means things like financial
systems, IT and HR. This will help the
businesses run smoothly. Then is about
acceleration. Taking a great product
and scaling it. We’ll also be looking at
opportunities to offer Newable products
and services through the Citibase platform.
Steve: It is a bit of a cliché, but I really think
our coming together is a 1+1=3 scenario.
Working with Newable allows us to run a
lot faster. And I really am excited by that.
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JLL Flexible Space Report 2017

Chris Manson meets members of the Citibase team
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of large corporates predict to be using a
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office commitment of 3 years or less

CBRE 2018 EMEA Occupier Survey

Citibase Small-Business Confidence Index
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Exporting to China:
A new era of opportunity?
China may seem far away, but it is never
far from the business headlines. Much
of the focus is the so called trade war
between China and the United States.
Guy was keen to provide British business
leaders with some insight into the
dynamics underpinning this dispute and
to outline some potential opportunities.
Guy suggested that the Chinese were
keen to mitigate the risk of trade disputes
with the United States by being seen
to “open up” more to other countries,
including the United Kingdom.

He told the breakfast briefing session about
how Burberry recently launched a China
only collection which was only available on
line. The collection sold out within days. Guy
suggested that this was clear evidence of
the competitive advantage that UK brands
enjoy in China. They are trusted, and taken
as a guarantee of quality and prestige.
Guy also reminded business leaders that
individual relationships are ultimately
more important than international
relations between governments. He
urged UK companies not to be put off
by the complexity of trade with China.

Guy Dru Drury MBE, the CBI’s
Chief Representative for China,
visited Newable in December
to talk to SMEs about trade
and export opportunities.

Help is out there from organisations
such as the CBI and Newable.
Finally, Guy recommended that
exporters should not view China as a
single market. In fact, Guy said it can
be considered to be a set of around 29
markets each the size of some European
Countries. Therefore developing a
regional strategy for China was vital.
There has been much talk about a
“Golden Era 2.0” of export opportunity
in China. Guy urged UK exporters to
be bold and find out for themselves.

“China presents huge
opportunity for UK SMEs.
Newable’s DIT and Export
Engine teams help clients
meet the logistic and cultural
challenges head on.”
Guy Dru Drury, CBI

Brian Dent, Lead Consultant, Newable

Qingling Guo, Intertational Trade Advisor, Newable

QINGLING GUO,
INTERNATIONAL TRADE ADVISOR , NEWABLE
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Solving the
productivity puzzle
Finance,
opportunity and
advice: simple
solutions to the
productivity
problem
Earlier this year Newable contributed to
a Select Committee inquiry looking at
boosting the productivity of UK SMEs.
Following this CEO Chris Manson was called
to give evidence to the Committee. The
Select Committee’s report was published
in December and several of our ideas
have been included by the Committee
as recommendations to Government.
To coincide with the publication of
the report the following article cowritten with Ian Liddell-Grainger
MP was published by City AM.

“With political and policy attention
focused almost entirely on one complex
puzzle, it is easy to forget that there are
others requiring urgent attention. Today’s
Business, Energy and Industrial Strategy
(BEIS) Select Committee report is a timely
reminder that Government action on the
‘productivity puzzle’ is long overdue.
Britain’s growth in productivity lags
behind our competitors and impacts
small businesses disproportionately. The
evidence is striking. The top 1% of UK firms
grew on average by 8% per year over the
ten years to 2014, whilst the lower 99%
experienced annual productivity growth
of less than 1% over the same period.
Economists label this the “long tail” of
business. However the explanation for
it lies in a mix of
interconnected issues
relating to a lack of
access to finance,
restricted opportunity
to access public and
corporate contracts,
and unfocussed
business support
and advice.

Increased and
easier access
to public &
private sector
supply chains

Provision of higher
quality business
advisory support
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Increased and
easier access to
finance for SMEs

A renewed and
comprehensive commitment
to Patient Capital to
support UK scale ups

The proposals in today’s BEIS Committee
report offer some clear and simple steps
the Government can take to help small
businesses to improve their productivity.
Small businesses have been calling for
a range of measures for a long time, and
today’s report captures a number of these.
It is clear, however, that the Government
should adopt a laser focus on the causes
rather than symptoms. This means bold and
concerted measures in three key areas.
Firstly, access to finance must be expanded
for small businesses. The British Business
Bank reported that banks refused
100,000 business loan applications
from SMEs in 2016, creating a funding
gap of £4 billion. Expanding Responsible
Finance – which seeks to advance funding
for small businesses refused by the
traditional sector – would be one way
to bridge this gap. Responsible Finance
loans, provided by organisations such as
Newable, include business mentoring. This
is crucial in ensuring that companies put
the finance to the most productive use.
The second area is access to opportunity.
There is little incentive to innovate and
become more productive when small

businesses find themselves shut out from
the supply chains of large corporates
and struggle to navigate the extensive,
confusing and costly public sector
procurement processes. As an immediate
step, the Government should adopt simpler
tendering processes and incentivise
big business to open up opportunities
to the smaller players in town.
Perhaps the quickest win for the Government
is to beef up the BEIS Department’s business
advice offer. At present it is too fragmented
and inconsistent, but a solution lies across
Whitehall at the Department for International
Trade – where a “single front door” service
exists to support small businesses. In
London and the South East, around 15,000
companies benefited from the programmes
with their exports growing by an additional
£2 billion. Successful ideas need to flow
through Government, and so collaboration
between the respective Secretary of States,
Greg Clark and Liam Fox, is called for.
The prize for UK business should not
be understated. According to the Bank
of England’s chief economist Andy
Haldane, reducing the gap between
the weakest and strongest firms could
alone boost UK productivity by 13% –
and raise around £270 billion in GDP.
There are positive signs that the
Government is in listening mode on the
issue, but the solution will not be found by
tinkering at the edges. We need a focus
on the causes of productivity problems,
bold policies to overcome these, and a
plan for implementation. Doing so will
enable the Government to send a clear
message to business: we are working
with enterprise to maximise productivity
across the country – supercharging the
UK economy, regardless of Brexit.”
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Making our cities smarter
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Barcelona is set to
become a powerhouse
in smart cities.
Newable’s Innovation
team gave a delegation
of London companies
the chance to see why.

Antoni Gaudí’s architecture
exemplifies Barcelona’s
heritage of pioneering urban
innovation. Just as work on
his unfinished Sagrada Familia
church is ongoing, exciting
work to transform the Catalan
capital into a smarter city
continues.

session. One company who benefitted
from the mission was PassageWay, Chris
Johns, Founder, commented: “Passageway
is a start-up which encourages users to
connect with real-time transit options by
providing them a platform which transforms
any Internet-connected screen into a local
wayfinding point. For us, being able to
network with potential partners or companies
allowed us to see what others were doing,
in a sense we got some market validation

Barcelona is one of Europe’s best examples
of urban innovation, it uses technologies
to change the daily life of its citizens.
Starting in 2012, the city deployed
responsive technologies across urban
systems ranging from public transit to
parking, through to street lighting and waste
management. These innovations yielded
significant cost savings, improved the
quality of life for residents, and made the
city a centre for the young IoT industry.
New technologies can help cities address
their challenges and become “smart”,
using the data in a variety of ways; to save
money, minimise waste, measure domestic
water usage and manage transport routes.
Allowing the public access to real-time
information enables people to make more
informed choices, such as planning a
journey by checking for available room on
trains and buses or even identifying car
parking spaces before leaving the house.

The team were
really excellent and
knowledgeable and
great to work with’

“As a start-up, we weren’t going in to
find contracts but it was useful to meet
with other companies where we could
understand the perspective of the other
side. and creating a holistic view gave us a
better understanding of the ecosystem, for
example how cities are looking towards the
notion of smart cities and technology.”

JOHN DAVID, CEO & FOUNDER,
AMNICK SOCIAL ENTERPRISE

The city is one of the major cities in Europe
that has been utilising innovative technologies
to change the daily life of its citizens. Tony
Skurr, Senior Solutions Director at Cortexica,
a leading provider of AI, Machine Learning
and Computer Vision powered products for
digital transformation, attended the mission
to get more insight into the city. “We wanted
to explore the variety of technologies and
opportunities in the market and how Visual
recognition could be developed in collaboration
– this trip allowed us to become exposed with
project directors and innovations directors,
across businesses, so we understand
what the needs and challenges are.”

As part of the Innovate UK family, Enterprise
Europe Network took a small delegation
of UK companies on an outward mission
where businesses had the opportunity
to connect with key stakeholders in the
region, build international partnerships
and networks and attend a sector
focused leading international event.

La Sagrada Familia Basilica, Barcelona

Delegates participated in valuable faceto-face meetings at to Barcelona’s Smart
Cities Expo World Congress matchmaking
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Angels in MedCity
investor showcase

60 businesses have been showcased
representing potential investment
circa £20m with 25% sourced
directly through the programme.

On the 25th October
2018, Newable Private
Investing(NPI) partnered
with MedCity to produce
the 11th ‘Angels in MedCity’
Investor showcase.

The latest event was hosted by
FieldFisher, a world renowned Law
Firm with global outreach spanning
24 office locations. FieldFisher’s
London HQ provided the dramatic
skyline backdrop for 5 start-ups to
pitch their visions to a room of 80
Angels offering a £7.9m opportunity.

Since the programme’s inception in
2014, Angels in MedCity has been
focused on creating links between
Business Angels and early stage
investment opportunities.

The companies pitching were:

The main identified verticals are
healthcare and life science companies
that offer innovative solutions to
industry wide problems. In excess of

OR Productivity, pioneering their
FreeHand Robot to provide stable
video solutions for keyhole surgeries,
a previous venture for NPI in the

Medicspot, creating networks of clinical
examination stations to quell the ever
increasing appointment demands.

2012 and 2014 EIS/SEIS funds.
SurgEase, creating a modern
solution for diagnosis of rectal
cancer to identify legions earlier
thereby potential life expectancy.
Eagle Genomics, developing a
platform for looking into data analysis
of Microbiomics, another previous
venture for NPI in the 2013,2016
and 2017 (SUF 1) EIS/SEIS Funds.
OMS, offering an alternative
medical training method for medical
professionals using VR technologies.
Following the success of the event
prospective Angels have made contact
and liaised with the business, through
NPI. These deals are still in progress
but our KPIs indicate the programme
continues to prove invaluable to
both NPI and MedCity with many
more events slated for 2019.
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Fuelling Ambition
@ Newable launches

We are excited to
officially launch
Fuelling Ambition
@ Newable – an
initiative designed to
support all employees
at Newable.

We launched our Fuelling Ambition
programme initially in 2016, and
saw huge growth in 2018 with 4
oversubscribed workshops and a
conference attended by over 400
female entrepreneurs. The programme
offers tailored support, workshops and
events designed to tackle the barriers
faced by female entrepreneurs to help
them unlock their business potential.
It became clear to us that there was a
huge demand for this type of support,
and our clients really valued it. We
even saw so much positive traction on
Twitter from our conference that we
trended on Twitter – no mean feat!

Lu Li, Founder & CEO of Blooming Founders presents
to Newable staff at the launch of the initiative

So we thought, surely, we
should be offering our team
the same level of support.

Our Objective

Our Aim

How are we going to do it?

We want to ‘break barriers’ within
Newable in terms of gender pay gap
and inclusion. Newable needs to
attract, develop and retain the best
talent in order to deliver 3x5y.

Our idea is the Fuelling Ambition @
Newable initiative, designed and developed
to support everyone at Newable. The
objective is to help people realise
their career potential at Newable.

When we started to consider the
initiative, we wanted to make sure it was
actually beneficial for our team. So we
asked the team “what do you want the
initiative to do?” And we listened.
So our aims have been decided by
our team. And here they are:

We hope to reach our objective by
providing 3 main supports:

“We want to ‘break barriers’
within Newable in terms of
gender pay gap and inclusion.”

—
—
—
—
—
—

Enhance Skills and Training
Career Progression
Job Enrichment
Enhance Confidence across the company
Develop our teams
Promote Internal Networking

— Quarterly Workshops
— Networking Events
— Offsite Development
We plan to support as many Newable
employees in 2019 and beyond to enhance
their career, develop new skills and
expand their professional networks.
For any questions or suggestions, please
email us at FuellingAmbition@Newable.co.uk.
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Constructing growth
Construction Help Line Ltd
has previously taken out 2
loans with GLE (Newable) to
aid their ambitious growth
plans. Following this, the
company have been working
with the Department for
International Trade to help
them grow overseas.
After successfully growing their business
overseas, Construction Help Line Ltd
reached out to our new brokering business,
Newable Commercial Finance, seeking
further business growth finance.
However, David Robson, Newable
Relationship Manager, based in the
Newable Business Exchange, explains
the market couldn’t offer Construction
Help Line Ltd the right deal.
"As a broker, we approached many
different lenders in the market,
who offered rates which were not
right for the clients business"

How we helped
Newable Commercial Finance approached
numerous lenders in the market based
on fully understanding the business, its
needs and growth plans and submitting
applications which best fit the requirements
of the business Construction Help Line
Ltd. Not only was there a tight timeframe
in which to raise the funds, but the best
rate and length of loan were vital also.
The broker department is a new addition
to the other SME services Newable as a
whole provides and has proven that brokers
play a hugely important role in supporting
SME businesses by finding them the right
financial options in the market place. This is
based on experience and an understanding
of the lenders and products available as
well as providing a speed and quality of
service that exceeds expectations.
One of the lenders Newable Commercial
Finance approached was Newable Lending
who turned the application around in 5
working days from the date the application
was submitted until the monies were
received by the business client.

Newable Lending not only offered the
fastest offer turnaround times than the
other lenders, but they offered the best
rate, the best length of loan term but
also the largest loan amount allowing the
business to achieve what it needs to.
Newable represents a service and
experience driven business ethos
that is based on forming and growing
relationships with SME’s no matter what
size of business or industry and this case
study proves the importance of this.

SME construction
training
consultancy
returns to
Newable to
fund nationwide
growth.
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Investing in the future

“Newable Private Investing is all
about looking forward. Involvement
in companies at the forefront
of technological advances is
tremendously exciting. ”
MICHAEL WALSH, MANAGING DIRECTOR, NPI

Newable Private
Investing were
busy in the last
quarter of 2018,
closing two large
investment deals
with Echion
Technologies
and Cognism.

Cognism
Cognism, the end-to-end sales acceleration
solution providing organisations’ with a
more efficient way to prospect, announces
that it has raised £2.8m in a funding round
from investors including Oliver Wyman and
the Newable Ventures Scale up Fund 2.

Echion
Technologies
Newable Private Investing syndicate
super charges Echion Technologies’ £1.5m
investment round. Echion Technologies,
a spin out from the University of
Cambridge Engineering Department,
has closed a £1.5m investment round.
The round was led by Cambridge
Enterprises and included a £300k
investment from a syndicate of Newable
Private Investing (NPI) investors, including
the Newable Ventures Scale Up Fund
2018. The company is commercialising
superfast charging lithium-ion battery
cells for a variety of applications including
electric vehicles. The patented core

technology is based on a novel anode
material which enables superfast
battery charging with no compromise
on battery energy or density. The equity
investment has been supplemented by
an additional £600k Innovate Grant. The
company is planning to use this round of
funding to demonstrate a vehicle-ready
battery cell within the next 18 months.
Michael Walsh, NPI Managing Director,
comments, “as
as the market for electric
vehicles continues to mature, the need
for more efficient charging solutions
becomes more pressing. Echion
Technologies is developing a solution
which has the potential to materially
improve the performance of lithium-ion
batteries and disrupt this market. We
now look forward to working closely with
this highly talented management.”

Cognism has grown rapidly in revenue in
2018, experiencing 23% monthly growth.
The company was seeking expansion
capital and selected Oliver Wyman to
partner with in order to bring its platform
to the Enterprise level. The funding will
primarily be used to enhance the solution
for Enterprises and also expand the offering
into the Financial Services sector.
James Isilay, CEO, Cognism comments:
“Cognism is moving beyond sales intelligence
and applying its patented machine intelligence
technology to understand the revenue
challenges at the Enterprise level. With
our new investment and collaboration with
Oliver Wyman, we will be able to introduce
our pioneering Revenue AI technology
internationally to the top corporates of the
world, driving faster top-line revenue growth.”
James continues, “There is a natural fit
between the data and analytics the Cognism
platform provides and the strategy that can
then be derived to enhance revenue at the
Enterprise level. We are keen to showcase
this value to this sector and hope our
collaboration with Oliver Wyman will propel
us forward and continue our strong growth.”

Kai Upadek, Partner at Oliver Wyman
comments: “Our clients are continuously
looking for new ways to accelerate growth.
Cognism technology will provide our clients
with dynamic insights into their existing client
base, enabling them to develop more targeted
solutions and improving sales success. At

the same time, Cognism technology will allow
our clients to make a step change in their
prospecting efforts. Cognism’s data asset
will allow our clients to identify prospects
matching detailed personas, leveraging data
on over 400MM companies and individuals.”
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is always done constructively and politely.
The whole management team are always
receptive to new and even opposing
ideas, so I would say the relationships are
very effective and productive. Our board
meetings are really enjoyable meetings.

Meet Vanessa Sharp
Non-Executive
Director Vanessa
Sharp explains
her important
role at Newable
Tell us a little bit about yourself
professionally and personally?
I started my professional life as a city
solicitor before moving in house to KPMG
and becoming General Counsel, the firms
senior lawyer. I started my team from
scratch and by the time I left 19 years later
I was leading a team of over 40 lawyers and
other professionals across UK, Germany,
Spain, Switzerland, Russia and more!
I left 3 KPMG 3 years ago and have taken
on various Non-Executive Director roles
since then. As well as my Newable role I
am a non-executive director at ICE Futures
Europe, a futures exchange, and Companies
House. I am a Council member and chair of
the Finance and Resources Committee at
Goldsmiths college, University of London
and a trustee of Create Arts an arts
education charity providing services for
the severely disadvantaged. I also do some
legal and governance work for the trade
association for the food and drink industry.

In my spare time, I am a Silversmith and
love to make and sell jewellery. So, I also
operate as a small business owner, and
I can relate to and understand some
of the challenges our clients face.

How did you starting working
with Newable?
I heard about the role through my network
and thought I would be able to make a
positive impact due to my experience,
particularly in risk and governance. As I
researched Newable I became really inspired
by its work and the kind of organisations
that it works with. From the start it seemed
there was some natural compatibility.
On the board, all of the NEDs have different
backgrounds and therefore different
expertise that they bring to the table. I
bring my experience in risk management
and legal compliance. Since joining, we’ve
set up a new risk committee, that I Chair,
and we focus on overseeing risk and
compliance issues faced by Newable.

What excites you about
Newable today?
Looking at the SME clients and figuring out
how we can help them grow is so exciting!
The Fuelling Ambition conference is a
great example of this. Each individual
at that event had their own stories and
challenges, and left feeling inspired by the

What makes Newable so
exciting, in your opinion?
It goes back to what we’re offering our
clients - how we as an organisation support
the SME community. On top of this, we’re
looking at growth and expansion under 3x5y.
I’ve joined Newable at a really good time
to see the company expand and change!

Do you think that Newable
faces any particular challenges
or are they just opportunities
in disguise?

content, more connected to other female
entrepreneurs and with more confidence
to carry on running and growing their
businesses. Newable can support SMEs in
so many ways and I felt as though a lot of the
attendees left with new ideas and support.

It will be a challenge to make the changes
to our business we need to make to achieve
our goals, whilst attaining the good value
and goodwill of our staff, making sure
everyone is excited and involved with our
changes. And we need to make sure we
communicate our ambitions clearly to the
entire company. But if we get it right, and I’m
confident we will, the opportunities are huge.

How long have you been on
the Newable Board?
I joined Newable in January 2018 so I’ve
been here now for very nearly a year. I sit on
the advisory business board and the audit
review committee and in October, we set
up a new risk committee. It’s been a busy
year for the board and the committees
with three new NEDs joining. We’ve learnt
a lot about the business and we’ve been
part of some major decisions for example
about the sale of some of our properties
and purchase of the Citibase business.

Taking account of different economic
and political landscapes, most obviously
post-Brexit we need to be clear about
new challenges and opportunities to help
our clients through a difficult time. It’s
a challenge. But also an opportunity as
we can act as a useful resource in this
challenging time, and help our clients take
advantage of the available opportunities.

What role does the Board and
the Non-Executive Directors
play for Newable?
The board plays a key role – we enable
decision making to be tested and discussed
openly. We help ensure decisions that
are being made are both the best for the
company and for its stakeholders. The NEDS
add the extra, external, point of view.
The board provides an oversight that
things are happening the right way and
that people are being involved correctly.

One of our values is Dream Big
– what is your Dream Big for
Newable?
On top of this, the board has a big
role to play in the ‘tone at the top’.

You obviously work very
closely with the Executive
Directors and Chris our
CEO in particular. How
would you describe those
relationships?

Very open! The Executive are very happy
to share their views and what’s going on,
which is important to help us understand
holistically what’s happening at Newable
and provide input from our experience.
We are all aiming in the same direction
for the success of the business.
There are always times where we need
to question the executive directors; to
challenge their ideas and actions, which

My Dream Big ambition is to use all of our
experiences to service SMEs better. We need
to join up the services across the business
and to strive to take customers on a full
journey from starting to scaling up, and then
internationalising their business. We want
our clients to come back to us at different
stages of their business development.
It will be a very proud day when we can
all confidently say our clients do this.
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Building Confidence
in Creek Way
Our Property team has, as
always, been busy working
on a number of new and
potential development
schemes and the latest to
complete being situated
in East London at Creek
Way close to the Marsh
Way junction of the A13.

The site comprising 2.7 acres was previously
undeveloped and construction has just
completed on 7th January. Steve Wright acquired
the site to undertake the development of
industrial units for letting, aimed at the small
to medium enterprises (SME’s) sector.
There are 13 industrial/ warehouse units each
with small mezzanine areas, totalling 52,361
sq ft from 2,841 sq ft to 6,859 sq ft and c
50% are already under offer showing the
underlying shortage of such accommodation
within the Greater London Area.

North
Circular
Road

A13

Creek Way
London City Airport
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Seven steps
to support
SMEs seize the
opportunities
presented by
exporting
It’s no surprise to find
Brexit dominating the news
again. With politicians and
journalists obsessing over the
small print of the Withdrawal
Agreement, businesses could
be forgiven for thinking
that the next few weeks is
‘make or break’ for the UK
economy.
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The details of the deal are very important,
but it’s crucial not to lose sight of the
fundamentals. With the voices of big
business dominating the headlines, less
is heard about the millions of SMEs who
drive the economy forwards – and in
particular, the constant discussion of
trade doesn’t address their needs.
Exporting can be an essential step in an
SME’s expansion, and helping businesses
to take their first steps on this journey
is a major part of what Newable does.
We’re proud to be one of the Department
for International Trade’s leading delivery
partners, and, last year, our teams helped
nearly 15,000 companies in London and
the South East achieve £2bn of new and
incremental export sales. This year we
launched the Export Engine a consultancy
service for companies who require
more bespoke or in depth support.
The CBI and the Government have both
published exporting strategy papers
in recent months and both are have
identified that there are hundreds of
thousands of UK companies who could
be exporting and are not currently.

Exporting is not easy, but that does not
mean that companies should leave it in
the ‘too hard basket’. That’s why we have
been talking to our International Trade
Advisors, and the businesses they’ve
helped – gathering insight, expertise, and
reflections. After countless conversations
and interviews, we’ve distilled this experience
into seven “Life Lessons for Business”.
We want as many businesses as possible
to take on the exciting challenge of
exporting – and to do so with confidence.
Taking these lessons on board is a good
place to start. You can watch the video
series at: export.newable.co.uk
It’s often said that SMEs are the backbone
of our economy. But as Liam Fox, the
Secretary of State for International Trade
said recently, they also have the potential to
be the drivers of our international prosperity.

Be the best
of British

Beware of
success

Don’t underestimate the
power of the British brand. Many of the
experts we spoke to encouraged new
exporters to be proud of being British –
recognising that people can expect higher
quality, and are willing to pay more for it.

Everyone loves to secure larger
orders, but it’s important to
properly prepare for it. That could
include investing in more people,
infrastructure and supply chains.
Don’t be taken by surprise!

Piggyback
if you can

Size isn’t
everything

Always think about partnering
opportunities – it may be
possible to piggyback on an
existing situation in the market.
Provided you do your homework,
it can be an easy way of derisking the export process.

When you’re starting out,
it’s tempting to go for the
big markets. But these
might not be the right ones
for you, and looking closer
to home, or at smaller
markets, might be better.

Be patient – but
not too patient

Turn and face
the strange

As with anything, patience is essential
if you want to make a success of
exporting. Don’t expect instant
results – you need to be realistic, and
patience is part of this. Take time to
invest in trips, make connections,
and understand a market.

Different customs and
languages can be a
barrier, but can also
be exciting – you need
to be able to embrace
them, and take the time
to understand them.

Hands on works
wonders
Many of the businesspeople we
spoke to emphasised how valuable
meeting in person can be. If you’re
looking at exporting to the other
side of the world, get out there and
see it for yourself ... Remember,
exporting is a contact sport.

Watch the series at
export.newable.co.uk

Money. Advice. Space.
newable.co.uk

