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It was noted in the Chancellors recent budget that despite 
the deficit the British economy is growing faster than any 
other advanced economy. It was also confirmed that a 
new scheme is to be launched to boost exports which 
is now rightly regarded as a key factor in ensuring that 
the UK economy continues to grow and recover over the 
coming years.

With that in mind this issue of INSPIRe showcases some 
examples of our portfolio companies that have used 
investment from The North West Fund to successfully  
explore new markets overseas.

There has never been a better time to trade internationally. 
Whether you are new to exporting or are looking to 
expand a well-established range of global products and 
services there is always more you can do to increase your 
bottom line. 

UK Trade & Investment (UKTI) research shows that companies  
which export are more productive than non-exporters, 
achieving stronger financial performance and are more 
likely to stay in business. You can read more from UKTI, 
in their article on the importance of North West exports, 
later in the Newsletter.

The International Festival for Business takes place this 
summer, predominantly in the Liverpool City Region 
but there will be events going on across the whole of 
the North West, aiming to connect UK businesses with 
international partners.

The North West Fund will be involved in various events 
throughout the seven week festival including Made in 
the UK, Merseyside Innovation awards, and hosting our 
own finance breakfast in partnership with the enterprise 
europe Network.

enjoy the newsletter.

Kind regards

Cliff Maylor

CEO of North West Business Finance Ltd, 
which manages The North West Fund

Follow us

 ssue 
SIX

WELCOmE
to the spring edition of our  
inspire newsletter...

i am pleased to say that we have  
had a successful first quarter, investing 
over £8.5 million into more than  
25 businesses which brings our total 
investments to date to more than  
£87 million into 265 companies.
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To the end of March 2014, we have invested over £87 million 
into 265 businesses and we are pleased that this investment has  
been matched with nearly £50 million in private sector finance.

Through our portfolio of over 250 businesses we have also 
created and safeguarded more than 2,000 jobs in the region.

Our fund managers have maintained their momentum  
from 2013 and have already made some great investments 
this year, including;

/  The North West Fund for Venture Capital’s six figure 
investment into liverpool-based Fusion Implants which 
has developed a surgical implant to cure lameness and 
restore mobility in dogs.

/  A £500,000 loan from The North West Fund for Loans 
Plus into Manchester-based legal software company, Rekoop.

/  A £400,500 investment from The North West Fund for 
Biomedical into Stuff of Life, which will be moving to 
Merseyside, to further develop its product ‘liforma’, proven 
to reduce the incidence of stretch marks during pregnancy. 

/  The North West Fund for Digital & Creative’s 
investment into Manchester-based Rormix, which helps 
users discover music videos by independent and emerging 
artists via a mobile app and YouTube multi-channel network.

As we approach the summer months 
we look forward to reaching our next 
big milestone of £100 million of  
investment into north West businesses.

THE NORTH WEST FUND FOR mICRO LOANS

We are hoping to launch The north West Fund for Micro loans  
later this quarter. The new Fund will provide finance of £25,000  
to £50,000 to businesses based in the region looking to grow. 

We will be hosting a launch event in due course but 
businesses and intermediaries can find further information 
on our website. 

EXpORTINg FOR gROWTH 

The Chancellor recently said that we have to “invest more 
and export more, and support growth in every region of the 
country and all parts of the economy. Backing businesses and 
helping people achieve their aspirations is the key.”

With this in mind The north West Fund is ideally placed to 
support the growing businesses in the region with the finance 
they need, and we fully intend to invest every penny of our 
£155 million by the end of next year.

in this issue of inspire we focus on exporting and international  
trade. As the region prepares to host the international Festival 
for Business this summer, there has never been a better time 
for businesses to look at their growth plans and consider 
tapping into new markets overseas.

Trading your products internationally can give you an 
advantage over competition, however it is important to do 
your research and find the right emerging markets for your 
business. The north West Fund has built good relationships 
with the enterprise europe network and uK Trade and 
investment, both of these organisations can help businesses 
looking to start exporting.

A number of the companies we have invested in are now 
exporting their products and building their international  
client base. Our Fund Managers will continue to look for more 
businesses that are keen to benefit from our investment,  
to grow their business, both here in the uK and abroad.

INTERNATIONAL 
gROWTH FOR NORTH 
WEST bUSINESSES
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“bACKINg 
bUSINESSES AND 
HELpINg pEOpLE 
ACHIEvE THEIR 

ASpIRATIONS  
IS THE KEy.”



“THE COmpANy 
HAS ALREADy 

gROWN RApIDLy 
AND IS bUILDINg 

A STRONg 
REpUTATION  
NOT ONLy IN  

THE NORTH 
WEST, OR EvEN 
THE UK, bUT 

ACROSS THE 
WORLD.”
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INTERNATIONAL 
SUCCESS FOR HOTEL 
COmmUNICATIONS 
bUSINESS

CAse sTuDY

The company provides complex voice and data networks 
which support telephones, wi-fi and all the other data 
traffic a modern hotel business requires. In addition to 
traditional payment methods, Fourteen IP also offers an 
innovative occupancy-based pricing model, which links 
costs to hotel occupancy rates.

Fourteen IP was started in 2011 by Neil Tolley and two 
colleagues who had previously worked together for 14 
years. In its first full year of operation, the company 
posted revenue of £1.2m and delivered projects in hotels 
nationally and internationally, including sites for the 
Marriott and Four Seasons chains. 

Since receiving the investment, the company has 
recruited four staff with a further four currently being 
recruited at its head office in the North West of england, 
as well as increasing sales by over 80% and growing its 
client base overseas; winning contracts across europe, 
Western asia and South africa. 

Fourteen ip which provides 
communications solutions for hotels 
has increased sales by over 80% and 
grown its international client base, 
following a £500,000 investment  
from The north West Fund for 
Venture Capital, managed by 
enterprise Ventures.

The company has agreements with suppliers including 
Hewlett Packard, Mitel, Ruckus and Motorola.

Neil Tolley said: “Modern hotels have a real challenge  
in keeping up with the demands of their guests who 
carry ever more technology and demand ever more 
bandwidth. We have worked with HP to provide a unique 
occupancy-based pricing solution that allows hotels to 
install the latest networking technology without capital 
outlay and with a greatly reduced risk.

“Working internationally was something we approached 
with great care and caution. We’ve had advice from our 
local Chamber of Commerce and UKTI about working 
in different countries, with their varying customs and 
regulations. There have been challenges and delays with 
some of the contracts but finance from The North West 
Fund together with advice from experienced heads has 
proven to be vital.

“We intend to continue working overseas, while at the 
same time developing our solutions with our team in 
the North West. Many of our clients are global, so it was 
a logical next step for us to look to expand our own 
business internationally.”

Richard Young of enterprise Ventures, which manages 
The North West Fund for Venture Capital, said: “Neil and 
his colleagues are a great example of a management 
break-out team. experienced managers are well placed 
through their relationships within their industry to spot 
opportunities and become innovators – and when they 
do start their own business, they can build it very quickly, 
as the success of Fourteen IP shows. The company has 
already grown rapidly and is building a strong reputation 
not only in the North West, or even the UK, but across 
the World.”
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Manchester-based legal software 
company rekoop is looking to expand 
with the backing of a £500,000  
loan from The north West Fund for 
loans plus managed by FW Capital.

Rekoop’s time-capture software currently helps legal 
professionals automatically complete their timesheets.  
Its blue-chip client list includes top legal firms such as DLa,  
eversheds and Simmons and Simmons. The company 
is also a preferred partner of advanced Legal, the UK’s 
biggest provider of chambers management systems. 

The funding is allowing the company to recruit additional 
staff, develop android and Windows versions of its 
Cloud-based software package, and continue to expand 
its international client base. 

TImE TO gROW FOR 
SOFTWARE DEvELOpER  
WITH £500,000 LOAN

CAse sTuDY

8



www.thenorthwestfund.co.uk / 9

“OUR FLEXIbLE 
LOAN STRUCTURE 

ENAbLES THEm 
TO FUND THEIR 
DEvELOpmENT 

COSTS AND 
THEN REpAy THE 
LOAN WHEN THE 

pRODUCT gOES 
ON SALE.”

Rekoop currently employs 16 staff and plans to create ten  
new sales, software development and administrative roles in  
2014 with the backing of the loan from The North West Fund  
for Loans Plus. It is also using the loan to expand its 
Manchester offices.

When the company launched in 2009 it was focused 
on developing software to complement other vendors’ 
systems, Rekoop then moved on to develop its own 
software and today it is a leading provider of Cloud-based  
time-capture software. 

With a client-base which spans over 35 countries,  
Rekoop is experienced when it comes to international 
trade, Chief Financial Officer, Benn Latham said: “We have  
been fortunate in that some of our early clients had an 
international presence and also had the foresight to roll 
out our software across their entire firms. This enabled  
us to scale internationally quickly and with limited risk.

“With the backing of the loan from The North West Fund 
for Loans Plus we can expand our team in the North West  
and continue developing our software. This will strengthen  
our competitive advantage considerably and enable us to 
focus on new opportunities, both in the UK and abroad.” 

Rekoop’s software, which is competitively priced and 
integrates with customers’ existing systems, can offer 
significant returns on investment. The company hopes 
to develop the software for use across the professional 
service sector as well as other corporate areas. 

Chris Pestell, from FW Capital, which manages The North 
West Fund for Loans Plus, said: “Rekoop has developed  
a comprehensive product which offers customers a range 
of significant benefits such as enhanced time recording 
and increased billing. It continues to win new customers 
and in just over four years has built up an enviable client 
list which includes five of the UK’s top legal firms.

“Building on these foundations and their considerable 
insight in the legal sector, Rekoop’s management team 
can now accelerate their expansion plans with the 
backing of this loan. Our flexible loan structure enables 
them to fund their development costs and then repay  
the loan when the product goes on sale.” 



Based at St Helen’s Chamber, the company has created  
a range of 100% latex free surgical gloves. Using the latest  
advances in material technology, all Leanvation gloves 
have been engineered to deliver comfort, sensitivity  
and protection while removing the risk of potentially  
life-threatening latex allergy. 

Leanvation was founded by Jonathan Day and Tony Downes,  
who both have a strong background in healthcare, 
having worked with established surgical product brands, 
before breaking out to set up their own team, in 2013.

The investment from The North West Fund for Venture 
Capital allowed the business to recruit a company Chairman  
and two sales staff, whilst also providing them with the 
financial support to bring their products to market, both 
here in the UK and across europe. 

The team at Leanvation were keen to tap into export 
markets from an early stage and began talking to their 
contacts at UKTI straight away. UKTI advisers were able 
to help the company in their initial efforts to navigate  
the export opportunities available for their business. 

leanvation, which has developed an innovative range of surgical gloves,  
is exploring new export markets since securing investment from The north 
West Fund for Venture Capital, managed by enterprise Ventures.

However, Jonathan explained that existing networks and 
contacts have also been invaluable, he said: “a number  
of former colleagues have also ‘broken out’ to set up their  
own thriving businesses. By tapping into this network, 
we have been able to hit the ground running, using their 
local knowledge of the competitive landscape. This has 
also removed the need to educate our partners overseas 
and has proven essential to quickly gaining traction  
in these european markets.” 

In the coming twelve months the company are hoping 
to bring to market further new innovative technologies, 
whilst also continuing to explore new export markets,  
in europe and beyond. 

Lisa Ward, Investment Manager at enterprise Ventures, 
which manages The North West Fund for Venture Capital 
said: “Jonathan and his team are experienced managers 
with strong commercial judgement. as a management 
break-out team, they have been able to bring their 
innovative products to market quickly, and use their 
industry contacts to increase sales, here and overseas.”

 SURgICAL gLOvE pIONEER 
bEgINS EXpORTINg WITH 
HELpINg HAND FROm UKTI  
 AND THE NORTH WEST FUND

CAse sTuDY
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“by TAppINg INTO 
THIS NETWORK,  
WE HAvE bEEN 
AbLE TO HIT THE 

gROUND RUNNINg, 
USINg THEIR LOCAL 
KNOWLEDgE OF 

THE COmpETITIvE 
LANDSCApE.”
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 ADvICE FROm  
 OUR INSpIRINg 
ENTREpRENEURS…

it can be difficult to take the first step but organisations like  
uK Trade and investment, and the enterprise europe network  
are available for those who want to begin exporting.

The international Festival for Business (iFB) 2014 is also being  
hosted in the region throughout June and July. The festival  
aims to open up major export opportunities for entrepreneurs  
here, by creating new trading relationships with businesses 
and other partners around the world. 

There has never been a better time for the region’s 
businesses to start growing their international client base. 
Many of our inspiring entrepreneurs have already begun 
accessing overseas markets, here is a selection of their top 
tips for businesses contemplating ‘going global’…

For many entrepreneurs the idea of 
moving into international markets can 
be daunting. The fear of the unknown 
can outweigh the excitement of the 
potential for growth. However, the 
north West has a history of success 
when it comes to global trade and 
confidence among uK exporters  
is at a record high.

TONy HUgHES, mANAgINg DIRECTOR, HUgHES 
SAFETy SHOWERS, UKTI ‘EXpORT CHAmpION’  
(2013 & 2014)

“For successful uK businesses the lure of overseas trade and 
incremental revenues is very tempting but not all countries 
mirror the uK. so visit your target country, understand 
the local competition, local comparative pricing and most 
importantly stay focused. One country or territory at a time 
will return the best results.

“plan to succeed and build your armament for success.  
Have a strong communications plan, build long-term 
relationships and choose your distribution partners to mirror 
your strengths and leverage their local knowledge.  
Choose the right location for any subsidiary office and  
fully use the services of the export advisers like uKTi.

“Finally, be aware of the financial commitment and be 
prepared for it to take longer and cost more than you first 
planned. it’s better to see the project through to the end and 
get the success you wanted than fail with your expansion 
plans unfinished because of short term financial constraints.”

SImON mCDERmOTT, bUSINESS DEvELOpmENT 
DIRECTOR, LOKSyS SOLUTIONS

“There is no right or wrong strategy for building an international  
client base – it depends on your business and your priorities.

“At loksys solutions our priority was to develop partnerships, 
on the ground, with those who understood the market 
potential of our Trakalok solution and were willing to work 
with us, on a commercial basis, to exploit business potential, 
region by region.

“Further to sourcing and negotiating a commercial agreement 
with our partners the overriding priority was then to put an 
infrastructure in place and agree business processes. This was 
key to success, it’s all about creating a ‘win win’ scenario!”
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bEN TAyLOR, FOUNDER, FATSOmA

“You don’t want to end up like the guy on the HsBC advert 
who stuffs his face full of eels because he thinks finishing 
his entire meal is polite. When you begin operating in a new 
territory there’s a lot of cultural and legal issues you need 
to be aware of. Fail to understand them and you could find 
yourself red faced, or even worse, on the wrong side of the law.

“Once you’re sure of how to act, you can begin building 
partnerships that will lay the foundations for the long-term 
success of your business overseas. secure the support of a 
partner who is already established in that territory, even if 
it’s not a major strategic partnership, doing things such as 
social media promotions will introduce you to a new market 
with the clout of someone they already trust.”

JONATHAN DAy, mANAgINg DIRECTOR, 
LEANvATION

“remember that local market knowledge is key. Failure to  
understand your export markets can be fatal for your business  
as a whole. This is why it is so important to work with 
people in export markets who already have local market 
knowledge and understand the competitive landscape.  
By working together with these people, specific competitive 
advantages and usp’s can be selected and messaging can 
be targeted to ensure maximum traction in the market 
concerned. A failure to do so will not only result in a failure 
to grow export sales, it is also likely to result in a decline in 
sales in your home market, since precious time will be spent 
trying to compensate for a lack of knowledge overseas.  
This, in turn, will result in less time being spent focusing  
on growing business in your home market, which could 
prove catastrophic for your business in the medium term.”

NEIL TOLLEy, mANAgINg DIRECTOR, FOURTEEN Ip

“Don’t be afraid – go for it! There is a lot of help out there 
from Government and Chambers and there is a lot of 
business to be had. Many countries still look at the uK and 
uK companies as being the best or amongst the best which 
means there is real opportunity to show off your company 
and win business. We have attended networking events 
and conferences across the world, that are targeted to 
our customer base and this has allowed us to meet with 
potential new customers and also partner companies that 
we can work with overseas. Also, one of the key things 
for us has been to stick at it, very often businesses might 
have to attend an event two or three years in a row before 
potential customers start to take them really seriously.”

“IT’S bETTER TO 
SEE THE pROJECT 

THROUgH TO THE  
END AND gET  
THE SUCCESS  

yOU WANTED 
THAN FAIL WITH 

yOUR EXpANSION 
pLANS UNFINISHED 
bECAUSE OF SHORT 

TERm FINANCIAL 
CONSTRAINTS.”
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EXpORT  
FOR gROWTH

There is growing evidence that export-led economic recovery 
is no empty mantra but a realistic aspiration. increasing export  
orders and growth in sMe confidence indicate that the 
messages of the benefits of exporting are hitting home. 

Businesses that export are, on average, 34% more productive,  
12% more resilient (more likely to survive through difficult times),  
they are 75% more innovative and deploy three times as much  
r&D as non-exporting firms. Growth through exporting  
is a well-worn path to success but we need to inspire more 
businesses to take the first steps.

i believe we need a step change in how we go about growing  
exports in a sustainable way with a strategy for emerging 
high growth markets as well as traditional developed ones. 

There is a plan that businesses can follow...

uK Trade & investment (uKTi) works with uK-based businesses to ensure their 
success in international markets, and encourage the best overseas companies  
to look to the uK as their global partner of choice.

With professional advisers both within the uK and across more than 100 international  
markets, uKTi has supported a broad range of businesses in the north West, 
some of which have also received finance from The north West Fund. 

As business optimism in the region grows, Clive Drinkwater, regional Director  
of uKTi north West is urging companies to expand their horizons in 2014 and 
look to overseas markets as a way to boost trade.

1. bEgIN pLANNINg NOW AND TAKE ADvICE

There is a growing body of evidence to show that firms  
that take advice perform better so seek advice early but  
plan carefully.

2. SEEK OUT gROWTH SECTORS

some sectors have noticed little or no downturn and there  
is the promise of real growth in:

/  Medical/Bio/pharma

/  energy

/  environmental technologies

/  iCT

/  Digital/Creative

“INCREASINg 
EXpORT ORDERS 
AND gROWTH IN 
SmE CONFIDENCE 

INDICATE THAT 
THE mESSAgES OF 
THE bENEFITS OF 

EXpORTINg ARE 
HITTINg HOmE.”
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3. bRICS AND bEyOND

look at emerging markets, where middle classes are expanding  
rapidly and spending on goods and services hitherto associated  
with developed world consumers. naturally, these economies  
include Brazil, russia, india and China (BriCs), but even in 
China and india, the biggest opportunities may lie outside 
the traditional trading centres, in the fast-growing provincial 
and so-called second-tier cities.

Consider the next four biggest and fastest growing markets: 
Mexico, indonesia, south Korea and Turkey, or my own 
acronym MisT.

if you ad BriC and MisT together those eight countries 
amount for half of the world’s population, 33% of its GDp 
but attract only 17% of the uK’s exports.

Other markets are on the march too. Don’t forget about 
countries such as Chile, south Africa, saudi Arabia, Malaysia 
and nigeria. Follow the growth and don’t allow your exports 
to stagnate.

4. DON’T IgNORE THE HUgE EUROpEAN mARKET  
ON yOUR DOORSTEp

That said, do take full advantage of the quota and tariff free 
access you have to markets in the european union. it should 
form the backbone of your early stage exporting plan given 
the relative benefits you have of market access.

5. FOLLOW FTAS

Free Trade Agreements (FTAs) represent huge opportunities 
for growth. The eu announced FTAs with peru, panama, 
nigeria and Honduras last year and it’s not long since we  
signed an agreement with south Korea. There are agreements  
pending in Canada and ukraine and we are negotiating  
with usA, india, AseAn and Japan.

6. 2014 IS THE yEAR THE WORLD COmES TO 
LIvERpOOL

The international Festival for Business will be the biggest 
festival for business since the Festival of Britain and its 
happening here in liverpool. There is a huge array of events 
across numerous sectors and markets. Get involved and 
connect with the international business opportunities  
that are being brought to you.

7. LOOK AT yOURSELF

every market presents unique challenges, and effective 
exporting requires a sound base of research, complemented 
by appropriate internal resource and skills. it also requires 
adaptability. Different business practices, culture, market 
entry requirements, even something as simple a different 
mains voltage, all need to be considered, so differentiate 
your product or service offer accordingly.

Getting your growth strategy right is critical. exporting will 
not come without investment and you need to consider how 
best to fund your activity. The north West Fund is here to 
help advise on how best to structure your growth so take 
advantage of the tremendous expertise available.

8. IT’S A gIFT UNTIL yOU’vE pAID

uK export Finance has received a boost in the recent budget 
for its services to sMes and its advisers are real experts. 
speak to your bank/financial institution about the services 
they offer but make sure you don’t fail because of bad debt.

And remember – exporting needn’t be scary – Although we 
are in a great position to enhance our export-led recovery it 
will not happen by chance. Bodies like uKTi offer a range of 
services to help businesses succeed, helping them prepare, 
find the right markets and make the right contacts. 

FOR mORE INFORmATION AbOUT UK TRADE AND 
INvESTmENT vISIT WWW.gOv.UK/UKTI



FINANCE bREAKFASTS  
 – SpRINg 2014
The North West Fund is working in partnership with the Enterprise 
Europe Network to co-ordinate a ‘road show’ of finance breakfast events 
across the region in 2014.

The Enterprise Europe Network offers 
support and advice to businesses 
throughout Europe. Spanning over 
51 countries, with nearly 600 partner 
organisations, the network helps 
businesses capitalise on all the relevant 
opportunities in the EU and beyond. 

If you are looking to raise finance  
to grow your business we would like  
to invite you to attend one of our free 
finance breakfasts.

Some dates and locations are still to be 
confirmed but for more information or to 
register to attend please visit our website 
www.thenorthwestfund.co.uk

/ 8th may – Ramada Haydock

/ June – Cumbria tbc

/ 2nd July – Raddison blue, Liverpool

/ September w/c 8th – Cheshire tbc

/ October w/c 6th – Lancashire tbc

/ November – manchester tbc

Our fund managers will also be involved in  
many of the events throughout the International 
Festival for Business. Keep checking our website 
for more details about where you can find us. 
www.thenorthwestfund.co.uk


