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Welcome 
I’m delighted to welcome you to this special edition of The Hub – celebrating seven successful 

years of the Cumbria Growth Hub resulting in seven growth years for Cumbrian businesses.

In 2011, Cumbria Chamber of Commerce launched the Cumbria Business Growth Hub™ as a 

one- stop-shop for business support and a focal point for competitiveness and growth, offering 

businesses access to a great range of support. This support includes generalist and specialist 

advice, business reviews, training, development programmes, networking and grants, all 

tailored to meet individual needs.

The Growth Hub’s success has exceeded all expectations. The Hub has worked directly with 

more than 7200 businesses and helped to create or safeguard over 7000 jobs over the past 

seven years. 

£42m of projects through the Growth Hub, specially designed to support business development 

and growth, have enabled Cumbrian businesses to tackle commercial challenges successfully 

in local, national and global markets – and this is only the Chamber led projects.  Alongside 

this, the Growth Hub brings together in one place and facilitates access to a range of business 

support, initiatives and funding available more widely, whoever delivers them. This vital, 

business focused initiative would not have been possible without the support and financial 

contributions of our partners, and we would like to thank all of them for their commitment to 

Cumbrian businesses. 

As you will read in this magazine the Growth Hub’s unmatched ability to deliver support 

and services throughout the county has had a real impact on the success and capability of 

Cumbrian businesses to date. We look forward to continuing to do so moving forward.

For further information, please visit www.cumbriagrowthhub.co.uk
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Rob Johnston MBE FCIM,

Chief Executive,

Cumbria Chamber of Commerce

rob@cumbriachamber.co.uk

Engaging, responsive and accessible...
…the one-stop-shop for business support in Cumbria

Make the Growth Hub your route to success!

To access free support for your business, get in touch today
www.cumbriagrowthhub.co.uk 0844 257 84 50
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This magazine has been designed to be an informative 

guide for businesses. The articles cannot deal with any 

particular point in depth and they should not be used as 

a substitute for full professional advice. Accordingly, no 

responsibility for any loss or damage can be accepted 

by Cumbria Chamber of Commerce, Cumbria Business 

Growth Hub, partnership organisations or contributors as a 

result of any person or organisation acting upon material 

in this magazine. 

All content in The Hub is copyright unless stated 

otherwise. Copying, editing, distribution or re-posting any 

information in The Hub is strictly forbidden. If you want to 

reproduce any content you see in The Hub please contact 

The Chamber of Commerce so we can discuss this in more 

detail. Opinions expressed in this magazine may not be 

those of Cumbria Chamber of Commerce or Cumbria 

Business Growth Hub.

Designed by SLJ Media. www.sljmedia.co.uk. 

Photography by Johnny Becker info@beckerphoto.co.uk,

Jenny Woolgar jenny.woolgar@gmail.com and

other contributors.
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Suzanne Caldwell’s understanding of the 
bigger picture has ensured that the Growth 
Hub continues opening doors for Cumbrian 
businesses to quality advice and support.

6

The success of the Growth Hub demonstrates the value of a service 
that can provide small and medium sized enterprises (SMEs) with 
independent, impartial advice and support across the broad range 
of business needs.

Alongside our own commitment, our strong links with Government and 

partner organisations have ensured continuity of funding and enabled us to 

continue to develop and expand our offer to address the challenges shared 

by Cumbrian businesses. In doing this we’re constantly looking for new 

and innovative ways to engage with the business community and provide 

the support and inspiration needed to help businesses succeed.

Finding the right formula

There’s a whole raft of evidence highlighting the need for a service such 

as that provided by the Growth Hub - for a central point of information; 

for independent impartial review, action planning and account 

management; and for support such as advice, training and grants. We 

could fill the whole of this magazine just talking about the evidence base! 

There are a number of well documented reasons why businesses don’t 

take up support (whether paid for, subsidised or fully funded). Often, it’s 

because they don’t know what’s available and/or are uncertain how to 

access it. They may not know where to find out what’s out there. Or it 

can be down to the sheer plethora of support available and not knowing, 

or having the time to work out, what best suits their needs. This is 

particularly so when the answer is a mix of services.

“The Growth Hub is about providing 
inspiration, raising aspirations and 
helping people feel confident to take 
their business forward.”

- Suzanne Caldwell
Deputy Chief Executive, Cumbria Chamber of Commerce

Support
for business…
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to pay the cost or the full cost. Providing this free or subsidised 

enables and encourages them to use these services – helping them 

understand the value and be more willing to pay in the future.

SMEs in particular need business support. Not just because their 

funds are often more limited. People generally go into business 

because they’re good at and enjoy producing a particular product 

or service rather than that they’re great at all the other elements 

of running a business. Most in Cumbria are too small to employ 

the full range of specialist skills – 90% of our businesses employ 

fewer than 10 people. And it’s not all about how good someone 

is at running a business. There are times when every business 

can benefit from outside help - as you’ll see from the examples 

highlighted in this magazine.

The SME Finance Monitor, The Scale Up Perspective 2017 cites 

42% of scale ups (businesses growing at 20% a year or more over 

at least 3 years) as identifying at least one major barrier to growth 

and 36% of aspiring scale ups (those growing by 20% in the last 

year and planning to grow by 20% or more in the next year), as well 

as 31% of other SMEs.
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The Growth Hub is about providing inspiration, raising aspirations 

and helping people feel confident to take their business forward. 

The latest national BEIS Annual Small Business Survey, highlights 

a marked decline in intentions compared with the previous survey, 

citing a 7 percentage point reduction in intention to improve; a 10 

percentage point in intention to develop the workforce, to introduce 

new working practices and to introduce new products or services; 

a 6 percentage point reduction in intention to develop leadership 

capability; and 5 percentage point reduction in intention to invest.

Meeting the challenges

There are some particular challenges that we’ll be focussing 

on as we move forward. Not least among these is productivity. 

The 2015/16 Cumbria Business Survey (by BMG for Cumbria 

LEP) points to improving efficiency and productivity as the key 

driver for growth, and the LEP’s draft Local Industrial Strategy 

highlights Cumbria’s productivity as 11% below the UK average 

“Ultimately, the Growth Hub is aimed at 
helping Cumbrian businesses turn their 
potential into reality – and we’ll continue to 
do this well into the future.”

per hour worked and 13% per job filled. To address the gap we 

need Cumbrian productivity to grow 1% per annum faster than 

UK productivity growth over 10 years – at a time when the rest 

of the UK is also focussing on productivity improvement. This is 

exacerbated by the UK’s productivity gap – ONS figures for 2016 

indicate a 16% gap between the UK and the other six G7 countries. 

To put this in context, the average German worker could leave just 

after lunch on a Thursday and be as productive as the average UK 

worker working until Friday night, and even the French could go 

home at the end of Thursday. 

Here in Cumbria the imperative to improve productivity is even 

stronger given that our working age population is forecast to decline 

by 44000 (15%) between 2016 and 2036, and has already fallen by 

20000 in the last 10 years, exacerbating the recruitment challenges 

facing the county’s businesses. 

Shifting focus

With the growing focus on productivity rather than job creation we’ll also 

be increasing the focus on helping businesses to create more higher value 

jobs.  And of course we’ll be there to help Cumbrian businesses navigate the 

challenges of Brexit – whatever form it takes!

By its very nature this isn’t something we can do alone. The Growth Hub’s 

not about one organisation delivering everything. It’s about everyone working 

together, as partners within the county and beyond are doing, to make best use 

of the available funding and resources to deliver complementary rather than 

competing support. 

The one-stop-shop is great, bringing everything together in one place. But the 

key is making it simple and accessible, and research over many years has also 

shown value of no wrong door. So our aim is that whoever you contact you’ll 

be linked into the Growth Hub and the right support for you. And, where it’s 

right for your needs, offered coordinated support with account management, 

bringing together a mix of support from a range of delivery organisations. 

Ultimately, whether it’s a package of support drawing together a mix of offers 

or providing one piece of information, the Growth Hub is aimed at helping 

Cumbrian businesses turn their potential into reality – and we plan to be here 

doing just that for a long time to come! •

Information Asymmetry

Without implying that consultants are focused on maximising sales 
rather than doing the right thing for the client (we know loads of 
great consultants!), there is a well documented moral dilemma: an 
incentive for transaction driven consultants to produce solutions 
irrespective of the nature of the problem presented, leading to a 
need for impartial diagnostic advice.

There’s also a real information asymmetry in that consultants usually 

know much more about what they are selling than the buyers do. 

Businesses can have a real concern about whether what they are buying 

is right for their business. This is why as part of our subsidy scheme we 

offer to help specify a brief and select and manage the consultant.

Another example of information asymmetry in this context is where 

businesses are unsure of the value of support and are therefore unwilling 

Over the past 
six years, we 
have delivered:

Over £42m
of support

Worked with 
more than                
7200 business

Helped to 
create or 
safeguard over            
7000 jobs

“In our experience, the 
Growth Hub, especially 
for smaller businesses, 
are brilliant and we 
wouldn’t hesitate in 
recommending them
to others.”

- Rebecca Bird
Managing Director, Systems People

“Cumbria Growth Hub gave us 
the support we needed to keep 
our growth plans on track.”

- Derek Tweddle
Managing Director, Tweddle Engineering



9

In the past two years the BSUS scheme has
helped            individuals keen to start a business.

It has also assisted            young businesses
       to progress.

1810

 New
Beginnings...
Business Start-Up Support Scheme

It’s open to anyone thinking of starting a business and SME 
businesses less than 3 years old. 

Enterprise events and outreach in local communities encourage 

more people to think about starting in business – including young 

people in schools and colleges.

Through 1-2-1 sessions with one or more of our experienced 

business advisers, you can review and develop your business 

idea, put together or update your business plan and get practical 

advice on a range of topics. Advisers also link you into sources of 

finance and wider support. 

The package of free support available includes a three-day 

course covering the basics of starting a business, plus a range 

of full and half-day workshops, which run throughout the county, 

and a small grant scheme. Alongside this our partner, the 

University of Cumbria, works with its students and graduates to 

encourage entrepreneurship and help them start a business.

All start-ups enjoy a year’s free membership of Cumbria Chamber of 

Commerce, helping link them into Cumbria’s business community.

Our Business Start-Up Support Scheme (BSUS) is a £1.4 million project that 
encourages enterprise and helps new businesses get off the ground, supporting 
them in their pre-start phase and challenging early years of trading.

The scheme is part funded by Cumbria Chamber of 

Commerce, the University of Cumbria, district councils and 

the European Regional Development Fund (ERDF).

“It has been a privilege to 
work as an adviser and 
mentor to the wide variety of 
businesses engaged on the 
business start-up programme. 
Feedback highlights a real 
appreciation of the range 
of support and services the 
Growth Hub offers.”

- Tony Ferguson,
Business Adviser, Dodd & Co

1230
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Designer
Textiles

Wholesale
support
As the son of a successful fruit and veg wholesaler, it would 
have been no surprise if Will Box had joined the family 
business. But he had other ideas – he wanted to start his own.

Inter Fresh, launched in 2016, is also a fruit and veg wholesaler 

and is currently supplying more than 100 customers across North 

Cumbria. The idea for his business developed during a year out 

travelling Australia.

“I spent five months in Brisbane working for a large fruit and veg 

wholesaler called MorCo Fresh. They operate throughout Australia 

and have some high-profile customers including Emirates and 

Singapore Airlines, Hilton Group, and P&O Cruises. I ended up 

looking after key accounts. That made me want to set up my own 

business. It was the processes, and the way they worked – I could 

see the potential.”
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On his return to Cumbria he set up Inter Fresh, initially supplying 

customers in and around Carlisle.

“From the money I saved while I was in Australia enabled to buy a van 

and get the business up and running. We now have a fleet of four vans 

and warehousing in Carlisle.”

When setting up Inter Fresh, Will enrolled on the Growth Hub’s Business 

Start-up Support programme.

He said: “I did one or two courses, but what I really wanted was someone 

to talk to and run things by. My adviser, acted as a sounding board 

and I saw him every few weeks to make sure I was on the right track. 

I understood the fruit and veg business but I didn’t know about the 

accounting side or employment legislation, so having someone to turn to 

was invaluable.”
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Becka Spence
Pattern and Print Upholstery

Will Box
Inter Fresh

CASE STUDIES

“Thanks to the Growth Hub the business is 
way ahead of where I expected it to be after 
two years’ trading and we’re still growing.”

“The best thing about the Growth Hub’s start-up 
programme is the one-to-one support. My adviser has 
been brilliant. He helped to boost my confidence and 
provided reassurance that I was on the right track.”

Having finished her degree in 
textile design, Becka Spence was 
determined to apply her creative skills 
commercially and decided to launch 
her own business: Pattern and Print 
Upholstery, based in Windermere.

Becka said: “I hit on the idea of combining 

print design with upholstery to offer clients 

a one-stop service. There aren’t many print 

designers doing that.”

She enrolled on the Business Start-up 

Support programme and secured a £1000 

grant through the BSUS subsidy scheme 

towards the costs of designing a website. 

The scheme contributes 40% of the cost, 

up to a maximum of £1000, to help start-

ups access consultancy services or match 

revenue purchases.

She said: “Most of my customers are in 

London and the south of England and I’ve had 

a few enquiries from overseas, but I’d really 

love to have more clients locally. The hard 

part is getting known. You have to build-up 

trust before people become clients. 

“I launched in March and the orders are 

really starting to roll in.”

Lesley Robinson, Start-Up and Enterprise 

Manager at Cumbria Chamber of Commerce, 

said: “Hundreds of people, like Becka, 
take advantage of our start-up support 
every year.

“There is similar support available in 
your early years of trading too, which are 
often particularly challenging – not least, 
as Becka says, finding enough customers 
to sustain and grow your business.  We 
have a great team of advisers, so it 
makes sense to take advantage of the 
help that’s available.”
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Dressed
to impress
FD Attire is a specialist dress hire business based in 
St Bees, West Cumbria.

Before they started trading, the two partners, Gabrielle Kane and 

Susan Broad, recognised that they needed professional guidance 

on aspects of running a business. They enrolled onto the BSUS 

start-up programme which gave them access to 12 hours free 

consultancy each.

“We needed this to help support the business going forward and in 

particular, to identify any areas of weakness in our business plan.”

As a business that would be heavily reliant on having an online 

presence to drive sales, they were referred to a specialist adviser for 

help on social media and web marketing techniques. This provided the 

basis of a strategy that would enable FD Attire to target its markets 

more effectively.

By now, Colin had teamed up with his brother-in-law and, having 

developed a network of suppliers and contractors, the pair had moved 

to new offices at Parkhouse, north of Carlisle. In late 2017, the Growth 

Hub provided further support when Colin decided it was time for a 

major rebranding exercise.

“We needed a new website so we applied for a Growth Hub subsidy. 

The £2000 match-funded grant enabled us to develop the site and we 

also embarked on a six-month programme of marketing. The result 

has been a more professional look for the business, and the website 

has provided a platform for many of the ideas that we initially worked 

out with my advisor. It has led to more awareness of our service, and 

we have had lots of business inquiries.”

If you’re inspired to start 
your own business or have 
a fledgling business, find 
out how we can help you 
succeed by contacting us on 
0844 257 84 50 or email
info@cumbriagrowthhub.co.uk

A silver lining
CASE STUDIES

Colin Aimers
Kingmoor Consulting

Gabrielle Kane & Susan Broad
FD Attire

When Storm Desmond caused widespread flooding in Cumbria 
in December 2015, one of the consequences was an urgent 
demand for quality rebuilding work.

Just a few months earlier, Colin Aimers had set up Kingmoor 

Consulting. Based in the front room of his house in Carlisle, his one-

man business was suddenly inundated with calls. The sudden spike 

in interest also meant a radical rethink of what the business stood 

for and who its customers were.

“After things went crazy following Storm Desmond, it was vital to 

get our message right, understand our customers, and design the 

business around that offering.”

“The Growth Hub has 
been tremendous 
in facilitating our 
growth and I would 
definitely go to them 
again for advice. As 
a start-up, they have 
been invaluable.”

Colin had previous experience of working with Cumbria Chamber an 

had taken advantage of the Growth Hub’s development programmes 

in association with Lancaster University. He now turned to the 

Growth Hub’s specialist Business Start-up team.

“Working with my adviser provided a fresh pair of eyes on our business. 

She really helped us to hone our message and make it consistent.”

“Increased enquiries for our range of 
prom dresses and party wear shows that 
the online marketing strategy is really 
working for us.”

“Our advisor showed us how to set a business Facebook 

account to help us raise FD Attire’s profile. He also explained 

how we could use online tools, such as MailChimp and 

Google Ads to drive traffic to our website. We now have the 

know how to focus on opening up the dress hire market.”

Looking ahead Gabrielle and Susan will continue to be 

closely involved with the Growth Hub and will use their 

remaining BSUS consultancy to ensure FD Attire develops 

into a sustainable business.

“Our advisor has given us lots of ideas and his understanding 

of what we want to be as a business is really paying off.” •
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Help for
exporters
With Growth Hub support, more and more businesses are 
looking to export for the first time or to increase their existing 
international sales.

Cumbria Business Growth Hub™ helps both new and existing exporters 

through our role in the North West Department for International Trade 

(DIT) support contract and more. Events and online content offer 

inspiration and information, including stories from successful exporters 

along with videos, podcast and workshops on topics such as starting 

exporting, export finance and protecting IP.

We link businesses into DIT support to help them get exporting or target 

new markets and facilitate access to major buyers, governments and 

supply chains overseas and trade missions. Alongside this we can 

signpost you to support for insurance policies, bonds, credit and working 

capital through UK Export Finance.

The Growth Hub refers businesses to Cumbria Chamber’s accredited 

export documentation services – ensuring exporters have the correct 

paperwork every time, so avoiding lengthy delays and saving money. 

It also links you into export-related workshops offered by Chamber 

Business Solutions on topics like Export Documentation and Processing, 

e-Exporting, plus country-specific events such as a Business 

Opportunities in Latin America Roundtable, and Access to India.

15

Last year we helped 52 businesses 
export over £50 million worth of goods. 
Could yours be next?

15

Global...
Going

“The Growth Hub 
encouraged us to think 
global and develop 
products suitable for 
larger markets in 
countries such as China 
and the Middle East.”

- Ross McMahon
Chief Executive, Kendal Nutricare

“The trade missions we’ve attended have undoubtedly 
raised our profile in overseas markets and have really 
boosted our confidence in taking the business forward.”

- Anne Jones, Sales Executive, Hawkshead Relish Company
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We were given only a fortnight to complete the process 

and had to ask for more time. Then we had to upload our 

responses onto a French government website, so any 

interested parties could have a look.”

Mara is full of praise for the help received from the Department 

for International Trade, but it didn’t have anyone who could 

advise specifically on the tendering process at Centres des 

Monuments Nationaux. Undaunted, Mara called the British 

Embassy in Paris to see if they could help.

She said: “I got through to a lady who not only knew of us and 

had bought our products when she lived in Scotland before she 

moved to Paris. What are the chances of that?

She put us in touch with a consultant in Bordeaux who was 

very good on the tendering process. He gave us several 

pointers and suggestions.”

After the tender went in, the Ministry of Culture asked for 

additional information, including evidence that Winged Heart had 

paid all the UK taxes it was liable for.

Mara said: “It was a nerve-wracking wait, but the Ministry came 

back after six weeks and awarded us a five-year contract.

We hope it will open doors with other French cultural 

organisations, such as the Réunion de Musées Nationaux.”

France isn’t the only overseas market targeted by Winged 

Heart. It also exports to Italy, Germany, the Netherlands, Spain 

and the US and its products can be found in Barcelona’s 

Sagrada Familia, Florence’s Catedral de Santa Maria del Fiore 

and St Patrick’s Cathedral in New York. •

Winged 
Heart
Winged Heart, whose workshops are based in Brampton, design 
and produce hand-painted stained-glass reproductions and 
artisan giftware which it sells online and through outlets in the 
UK and Europe.

The business was set-up by Drew Landsburgh and his wife Mara Eagle 

in 1995 and currently employs seven full-time and four part-time staff.

Winged Heart had been supplying the Centres des Monuments Nationaux 

– the French equivalent of English Heritage – for a number of years and 

its products can be found in popular venues, including the Cathédrale 

Notre-Dame and Sainte Chapelle, both in Paris. But when the volume of 

business had reached a threshold the business was required to enter a 

competitive tendering regime.

Mara explained: “Sales had reached a critical point and meant Centres 

des Monuments Nationaux wouldn’t have been able place larger orders 

from us if we didn’t tender.”

“The Growth Hub helped 
enormously by linking 
us up to people that 
could help us through 
some complicated 
tendering processes.”

The tender documents they received from the French Ministry of Culture, 

though, proved to be quite challenging.

“We got a whole series of documents, about 50 pages in French,” she 

said. “First of all, it was a matter of trying to understand what they 

were after.

Our adviser at the Department for International Trade, put us in touch 

with a local translator. We prepared our answers in English then she 

translated them into French.

“I’d encourage
anyone, whether 
thinking of exporting 
for the first time or 
more experienced,
to get in touch with The 
Growth Hub.”

- Suzanne Caldwell
Deputy Chief Executive of Cumbria 

Chamber of Commerce

CASE STUDIES Kong Climbing
Kong Climbing at Threlkeld has been manufacturing and installing 
climbing walls for almost 25 years. Launched by Paul Cornforth, a 
keen climber, it also operates a climbing centre in Keswick – Kong 
Adventure – and a retail outlet, Kong Running. These businesses 
employ 26 people and have a combined turnover of £2.3m.

Paul has made good use of the Growth Hub. His Growth Hub adviser 

helped secure a £95000 Cumbria Growth Fund grant in 2016, which 

enabled Kong Climbing to double the size of its workshops. It was 

around this time that Kong Climbing became an exporter.

“We received an enquiry from Gibraltar,” Paul said. “We hadn’t been 

looking to export but they found us on Google. It made us realise that 

there was a huge global market for our products. There are only two 

other climbing wall manufacturers in the UK.”
Drew Landsborough and Mara Eagle
Winged Heart Stained Glass

“Advice 
is readily 
available 
to help
you get 
things right 
first time.”

Through the Growth Hub, he began working 

with an international trade adviser from the 

Department for International Trade (DIT).

Paul said: “She sat down with us and 

worked out a list of countries we wanted to 

export to. We identified the Middle East as a 

lucrative market.

“She went through all the basics including the 

freight side, how we were going to get paid 

and in what currency. And she helped us get 

our website translated. We now have landing 

pages in Arabic, French and Spanish.”

DIT arranged for Paul to go on a course to learn 

about the business culture in the Middle East.  

He said: “That was really useful. Doing business 

there is different from the UK. In the UK you 

go to a potential customer and talk business 

straight way. In the Middle East the first meeting 

is all about establishing trust. It takes longer to 

get an order to fruition.”

To date Kong Climbing has installed climbing 

walls in the United Arab Emirates, Mauritius, 

Denmark and the Republic of Ireland. Paul’s top 

tip for would-be exporters is a simple one.

“Get advice before you sign on the dotted line,” 

he said. “Advice is readily available. All the DIT 

advisers we have had have been incredibly 

helpful. The important thing is to make sure you 

get things, such as contract paperwork, right first 

time to avoid unnecessary delays and costs.” •
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The Supply Chain Gateway service helps Cumbrian businesses take 
advantage of the opportunities to win more work and develop long 
term trading relationships with larger organisations.

It offers a much broader range of supply chain support and 

guidance than most tender opportunity services and provides 

practical advice on what SMEs can do to improve their 

chances of being awarded contracts.

In addition to helping SMEs understand what buyers in larger 

organisations expect from suppliers and how to meet their 

procurement criteria, the Supply Chain Gateway also helps 

larger organisations appreciate the benefits of working with 

SMEs and how they can contribute to their success.

A growing range of sector and organisation specific 

information is available, as well as forums, webinars and other 

online resources, a business directory, tender listings and an 

events diary.

Video presentations, podcasts and supporting resources are 

also on offer on the Growth Hub portal from purchasers such 

as BAE Systems, Booths, the Box Encapsulation Pant (BEP) 

project at Sellafield, Cumbria County Council, Eric Wright, 

Innovia Films, Morgan Sindall Construction & Infrastructure, 

Pirelli and TSP Engineering.

Cumbrian businesses can benefit from one-to-one professional 

advice to help you understand, for example, how you can 

become more competitive and responsive to opportunities, 

implement required systems and processes and prepare tender 

responses. Our advisers can also link you to relevant support 

from other organisations, such as the Cumbria Manufacturing 

Service and Made Smarter. 

Additional support includes workshops and training courses on 

topics such as public sector contracts and bid writing. There is 

also a subsidy scheme which can contribute towards the cost of 

consultancy and gaining vital accreditations. 

     Opening

doors…
Supply Chain Gateway 
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“Attending the supply chain event 
not only gave us the chance to 
showcase our products, it has 
also given us direct access to a 
major customer – all thanks to the 
Growth Hub!”

Graeme Mitchell, 
Owner/Director, Tractor Shed Brewing

“The opportunity to 
supply Booths stores 
is a great stepping 
stone for us to develop 
our presence and 
build on our success.”

- Amanda Wilson, Owner, The Pie Mill
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“We build long term relationships with our suppliers 
based on trust and quality. The supply chain 
opportunity club initiative has given us a fantastic 
platform to engage with local businesses. By working 
with the Growth Hub, potential suppliers can get their 
businesses retail-ready to supply our stores.”

- Matt Bruno, Innovation Manager, Booths
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John Coughlan
Chief Executive, TSP Engineering

CASE STUDY

Fantastic 
Opportunities
Club events are held in partnership with major 

purchasers such as TSP Engineering, Booths 

Supermarkets, and Pirelli.

These events offer a fantastic opportunity for SMEs to 

meet potential buyers and understand the procurement 

requirements and processes from the larger companies. 

Larger companies are also keen to build relationships 

with SMEs to ensure they have sustainable and robust 

supply chains that can maintain the stability of their 

business operations.

Networking with other businesses offers huge benefits 

in generating successful leads and raising the profile of 

your company.

™

“TSP are delighted to be 
a founder member of the 
Supply Chain Opportunity 
Club. It allows us to give 
maximum exposure as to 
the range of opportunities 
available and upcoming.

I believe this initiative 
will help businesses do 
more business with each 
other and having direct 
access to Growth Hub 
advisers and funding 
makes this a tremendous 
resource for local 
businesses in Cumbria.”

Tendering for local authority contracts 
can be daunting for smaller businesses. 
It’s not simply a question of delivering a 
product or service at a competitive price. 
There may be hoops to jump through 
around health and safety, environmental 
policy and quality assurance, for example.

That was the problem confronting Growing 

Concerns when South Lakeland Council 

retendered the contract for its Handy Person 

Scheme. This helps elderly or vulnerable 

people carry out simple but essential work at 

their homes such as fitting locks, installing 

grab rails, and making minor repairs to fences 

and paths. The householder pays for the 

materials but the council funds the labour.

“This was an informative 
and well-organised event. 
It was clear that TSP is 
genuinely reaching out to 
local businesses to strengthen 
its supply chain, and it gave 
us the opportunity to meet 
with their buying team and 
discuss potential projects.”

- Danny Tanfield
Managing Director, SwanTek

The Supply Chain Opportunity Club™ is an exciting initiative set 
up to help businesses build relationships with potential buyers, 
understand their procurement requirements and collaborate with 
other potential suppliers. It also provides the opportunity for larger 
businesses to engage with SMEs to enhance their supply chains.

Club benefits include:

• Personal invitations to attend sector specific supply chain 

networking events, focussed on contract opportunities and 

building relationships for the future, often hosted by a large 

organisation looking to add to its supply chain.

• Access to knowledge about the specific opportunities from 

Cumbrian-based businesses.

• Access to a platform for collaboration and diversification.

• Members-only access to podcasts, webinars and discussion 

forums with companies looking to procure and with key 

business leaders.

• Monthly e-news updates on business opportunities and support.

• A dedicated business directory listing where you can promote 

your business offer to other club members.

• Opportunities to host open days.

“Our adviser was brilliant. She 
explained everything clearly. 
Without her help we would still 
have tendered but I’m not certain 

we’d have been successful.”

- Marie Shields,
Director, Growing Concerns

Growing Concerns, based in Barrow, has 

delivered the service since the scheme was 

established 11 years ago. The contract goes 

out to tender every three years but, as time 

has gone by, the process has become more 

complex and demanding.

Director Marie Shields said: “It was a lot 

simpler the last time we tendered three 

years ago. We knew we could compete on 

price and service, but we found all the jargon 

around the tender process difficult. It was 

South Lakeland who suggested that we 

contact the Growth Hub.”

Through the Growth Hub’s Supply 

Chain Gateway, Growing Concerns was 

allocated an adviser with environmental 

management and assessment expertise.

She helped to submit the tender and made 

sure that all the paper work met South 

Lakeland’s requirements. This involved 

reviewing and updating Growing Concerns’ 

health and safety policy and developing 

environmental and quality policies, a health 

and safety manual, a risk assessment template 

and a personal protective equipment checklist. 

The work paid off – Growing Concerns has 

retained the contract for another three years.

At their advisors suggestion, Growing 

Concerns is now looking for private sector 

work so that it is not entirely reliant on just 

one or two customers. •
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Growing Concerns
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Growth Hub Portal
Since the formation of the Growth Hub, we have been keen to 
make sure that Cumbrian businesses have access to the very 
best advice and support available, whatever their location, 
size or sector.

The Growth Hub portal sits at the very centre of our customer 

facing activity and provides, from a single point of reference, a 

wealth of information and guidance to support the aspirations and 

requirements of all types of enterprise, from start-ups to well-

established larger businesses.

Fresh information and resources are being added to the portal every 

day and we are constantly looking for new ways to communicate and 

engage with business users to keep them informed of programmes 

and initiatives they could benefit from.

Users recognise its value for providing relevant advice on a multitude 

of business needs and with over 180000 users, the Growth Hub portal 

continues to set the standards for quality online support in the UK.  
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Businesses have 
recognised its
worth and embraced 
it. The portal now
has an impressive

unique users.

Reaching

www.cumbriagrowthhub.co.uk

Out...
In the last year, over               new users have

accessed the Growth Hub Portal...and over
               podcasts have been downloaded.

180000

19000 

26000 

Our webinars deliver 
more than 400 training 
events a year...
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“Lots of great tips and 
advice in the SEO course – 
best of all it was free!”

- Richard Gill, Commercial Photographer

twitter.com@CumbriaHub
twitter.com@CumbriaBusinessGrowthHub

Training

Forums
Workshops Webinars

Podcasts

Networking
Services

Advice

Information
Consumer Support

Marketing
Funding

Through the Growth Hub portal, we 
can connect you to a wealth of online 
information and support to help you 
develop and grow your business. 

To find out more, search
www.cumbriagrowthhub.co.uk

Social media enables 
us to interact with over 
6000 business people 
every day.

Social 
interaction…
To amplify core messages and extend our reach to the 
business community in Cumbria, the Growth Hub makes 
extensive use of popular social media channels, such as 
Facebook, LinkedIn and Twitter.

These have proved to be an effective means of connecting with new 

businesses, supporting our partners and communicating details of 

key events.

Advances in technology and accessibility have also enabled the 

Growth Hub to take the lead in newer communications channels, too.

Our podcast and live webinars enable us to engage with our audience 

in new and innovative ways, overcoming Cumbria’s geographic 

and distance challenges, we can communicate one-to-one with 

businesses directly in their boardroom or via their kitchen table.

We’ve delivered hundreds of hours of business development and 

training via live webinar events, providing supply chain and other 

topics to our clients, without the need to travel or give up an entire 

day for training.

In the time since launching our popular podcasts, we have seen 

downloads into five figures, and individual episodes have been 

shared across the international landscape.

Digital communications are now deeply entrenched in the Growth 

Hub ethos and we intend to continue innovating and leading the 

way in this area. •
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Bringing the best out of the people running businesses in Cumbria 
is key to helping those businesses flourish and grow. That’s why 
Growth Hub partner Lancaster University Management School 
(LUMS) is running Cumbria Forum to enhance the capabilities of 
our SMEs.

This is a six-month programme, designed to help owner-managers, 

MDs and senior decision makers of SMEs to grow their businesses. 

This programme is fully-funded and available to European Regional 

Development Fund (ERDF) eligible businesses. 

The idea is to help owner-managers develop strategic thought processes 

and provide the skills and tools they need to evolve their business model. 

Delegates are taken out of their comfort zone and encouraged to think 

about their business differently and reflectively, perhaps for the first time.

Learning
from the best…
Cumbria Forum 

Participants benefit from masterclasses from world-class speakers, 

business workshops, and an “access all areas” company visit. 

Speakers so far have included Sahar Hashemi (Coffee Republic), Sir 

Chris Bonington, Wayne Hemingway (Hemingway Design), Shaun Wane 

(Wigan Warriors), Will Butler-Adams (Brompton Bikes), Tony Anderson 

(EasyJet) and Andy Rubin (Pentland Brands). 

Knowledge Exchange Manager at Lancaster University 
Management School, Gillian Peers says:

“This is a fantastic opportunity for growth-orientated small and 

mid-sized companies in Cumbria. We have significant experience 

in delivering business growth through a combination of challenge, 

business tools, speakers, peer groups and world class university support 

which grow skills and confidence in equal measure”.

Cumbria Forum provides the tools to help 
business owners develop the strategies 
and skills they need to succeed.

“A fantastic opportunity for growth-
orientated small and medium-sized 
companies in Cumbria.” 

- Gillian Peers
Knowledge Exchange Manager, Lancaster University Management School
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“It made me draw up a plan of personnel and recognise that we 

needed an Operations Manager to become the key link between 

production, distribution and the sales team. This will make a huge 

difference to the way we opperate.

She adds that they have now introduced software that enables 

them to cost every aspect of production and broker more 

profitable sales deals. This analytical approach all started with the 

dashboard that was introduced early in the Forum. “As soon as 

we were given it, I started to use it and adapt it to our needs, so 

that every department could see their contribution for the week. 

It’s such a really useful tool to have.”

Maria found her experience of the Cumbria Forum both very 

practical and, in her own words “hugely empowering”. Her 

husband Mark is now attending the Innovation Development 

Programme, one of Lancaster University Management School’s 

additional programmes. 

What Mark is learning now is what she learned, Maria says. “It’s 

the value of stepping outside the day-to-day: concentrating on 

what your business needs, rather than fire-fighting issues as they 

arise. That makes all the difference.”

Financial 
Management 
Bureau
Roger Jackson, Financial Planner and manager at Financial 
Management Bureau (FMB), discusses how engaging with 
Lancaster University Management School and participating in the 
Cumbria Forum has enabled the company to develop a strategy for 
future growth.

FMB is a family-run business that has been providing independent 

financial advice since 1987. The Kendal-based firm focuses mostly on 

financial planning for individuals, with some corporate work as well. 

As Roger Jackson puts it: “it’s about making sure their finances are 

efficiently aligned with their medium and longer-term goals.”

With a need to preserve its distinctive heritage whilst also moving with the 

times, FMB was ideally placed to benefit from the Cumbria Forum.

“It has helped us to innovate and develop new offerings,” Roger 

explains. “Such as a lower cost, more streamlined service that’s 

designed to appeal to clients of the future. What really prompted this in 

my mind was the ‘Four Ways to Grow Your Business’ session.Maria Whitehead MBE
Director, Joint Founder, Hawkshead Relish

CASE STUDIES

Hawkshead 
Relish
Hawkshead Relish Company, manufacturers of hand-made 
relishes, pickles and preserves, have refocused their growth 
strategy, reshaped the business around a key new appointment, 
and raised their profile with major customers since 
participating in the Cumbria Forum.

“We produce both our own brand and private label,” explains Maria 

Whitehead MBE, Director and joint founder. “Prior to going on the 

Forum, I was nervous about the private label side, whether it was 

the right route for us, for growth. But the Forum, and especially the 

Business Model Canvas, allowed me to see it in a different way – 

and now that side is growing faster than anything else.”

Applying the business modelling tool also helped to rationalise where 

to spend money and led to a strategy of entering awards to gain 

visibility. This supported the launch of a new product, which Maria’s 

husband and fellow Director Mark took more than a year to develop. 

The innovative Black Garlic Ketchup was a finalist in its category at 

The Grocer’s New Product Awards, pitted against the likes of Heinz and 

Hellman’s. As Maria says: “That for us was the ‘biggie’ because as well 

as all the high-end stores, it gets noticed by all the supermarkets.” 

“I found Cumbria 
Forum both very 
practical and 
empowering – it made 
me see a better way to 
manage the business.”

Hawkshead Relish have also won accolades for their business 

accomplishments, receiving the runners-up award at the prestigious 

Nat West Great British Entrepreneur Awards and scooping Small 

Family Business of the Year. Maria says that going on the Forum 

enabled her to look afresh at the make-up of the company and to 

recognise both the great strengths and the potential weaknesses of 

being a family enterprise.

By pulling our ideas into those boxes and 

breaking it down, we’ve been able to identify 

how to respond to changing demographics by 

getting people into the right mindset: ready to 

transition from the more streamlined route to 

full financial planning in the future.”

“The Forum appealed to me straight away 

because I was aware of the University’s 

prowess, especially the Management 

School. There were a couple of people 

involved who I respected even before I 

started – like Gerry Johnson, a leading 

academic in strategic management – and 

I knew it would be useful just to try to 

absorb information and knowledge.” 

“We have a very close relationship with 

the Management School,” Roger adds. 

“We have worked with them on student 

projects and one of our directors is now 

an Entrepreneur-in-Residence there. Our 

MD, who is currently on the Innovation 

Development Programme, was already 

familiar with the Cumbria Forum and she 

thought that because of my dual role it 

would be good for me.”

It didn’t take long for Roger to appreciate 

that his fellow delegates were facing 

similar challenges in their businesses and 

“Cumbria Forum enabled me to understand a lot about other 
businesses, to share experiences with other managers and to 
see what they were doing to operate in changing markets.”

this helped to foster an invaluable sense 

of empathy. “It enabled me to understand 

a lot about other businesses, to share 

experiences with other managers and to 

see what they were doing to operate in 

changing markets.”

If the Cumbria Forum has had a lasting 

impact on FMB, it has also cemented its 

links with the Management School and 

the wider peer network. “I’ve personally 

referred friends and business associates,” 

Roger says. “I keep in touch with the other 

delegates from my cohort and we’ve forged 

new relationships throughout.” •

Roger Jackson
Financial Planner and Manager, FMB
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Many businesses would benefit from professional 
consultancy services to take forward their growth plans, but 
the costs can be beyond what some businesses can afford 
or there is uncertainty regarding the value that such services 
could deliver.
 

That’s where our Subsidy Scheme comes in. It’s aimed at encouraging 

SMEs to take advantage of the great commercial consultancy services 

available. 

We can also help them specify a brief, select with confidence and 

manage the project, if required.

Businesses can use the scheme for a wide range of 
uses, including: 

• Website design and enhancement 

• Search engine optimisation 

Funding
success...

The subsidy scheme 
directly benefits 
businesses as it 
encourages 
SMEs to invest 
in consultancy 
support. This helps
to develop 
markets and 
capacity in
the county for
the future.

• Management development  

• Financial planning and management 

• Gaining quality and other accreditations 

• HR support  

• Marketing strategy development and implementation 

• PR consultancy

Not only does the scheme help and encourage SMEs to pay for 

consultancy support, directly benefiting their businesses, it also 

helps to build the market and capacity in the county for the future.

The Growth Hub scheme for established ERDF eligible businesses 

provides 40% subsidies of up to £2000, while a similar BSUS 

scheme for business start-ups, offers up to £1000.

Cranstons
Cranstons have been synonymous with quality meat products in 
Cumbria for over a century. But even the most well-known family 
businesses can benefit from a brand make-over, as MD Philip 
Cranston explains:

“We felt our historic branding no longer reflected the business we are 

today and it was time to review our brand and strategy.”

“The Growth Hub 
has ensured that our 
rebranding project will 
be a success.”

The company approached the Growth Hub for advice and was able to 

secure a £2000 subsidy towards the brand review. This was facilitated 

by Colin Cheyne, one of the Growth Hub’s specialist advisers.

“Colin was quick to identify that a root and branch review was a major 

undertaking and would need handling by a specialist agency to see 

the project through.”

Every element of the Cranstons brand is being updated, from vans and 

uniforms to shop layouts and product packaging, a process that will 

take around two years to complete.

“The advice and support we received from the Growth Hub have 

reassured me that the rebranding exercise will underpin our quality 

message and positioning. I’m confident our customers will embrace 

our philosophy of great products, value and service.”

CASE STUDY

Philip Cranston
Managing Director, Cranstons Quality Butchers Ltd

Subsidy Scheme

Would a subsidy of up to £2000
help you grow your business and

improve its competitiveness?

To find out if you’re eligible, contact the 
Growth Hub now. Call 0844 257 84 50 or 
email info@cumbriagrowthhub.co.uk or

visit www.cumbriagrowthhub.co.uk
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Marl
International
When Ulverston-based lighting specialists Marl International 
were awarded a major contract by Transport for London, their 
first stop was the Growth Hub.

Such was the size and the short timescale of the £3m deal, the 

company recognised they needed funding to bring in a top-level 

consultant to help them. A Growth Hub adviser stepped in to guide 

Marl through the funding application procedure and ensure the 

right consultant was appointed.

“The contract represented a huge step-up for Marl, involving the 

recruitment of 20 additional staff and the reconfiguring of their 

existing factory lay-out to incorporate a new production line. They 

were under a lot of pressure, so it was the job of the Growth Hub 

to make things easier for them.”

The first step was to apply for a £2000 grant under the Growth 

Hub Subsidy Scheme which would go towards the £5000 

costs of bringing in consultant Paul Myerscough of PRM 

Business Transitions.

His specialist skills would be vital to the project, so now it 

was a case of securing the subsidy. “With something like 

this, it’s often the case that businesses assume it’s going to 

be a complex and time-consuming process – but in fact it is 

designed to be as simple as possible and within a week it had 

been approved.”

He also drew in Cumbria Manufacturing Service, arranging a 

coordinated package of support to address Marl’s needs.

CASE STUDIES

Adrian Rawlinson
Managing Director, Marl International Ltd

“We urgently needed a 
project management 
specialist to advise us on a 
major contract we had just 
won. The Growth Hub was 
very responsive and dealt 
with our grant application 
in just a few days.”

- Adrian Rawlinson, Managing
Director, Marl International Ltd

Cumbria Manufacturing Service offers eligible SMEs an initial 

review to help identify barriers to growth, and then works with 

them to identify a suitable consultant to deliver a solution, with 

grant support for that solution to enable growth.

Marl were able to secure a grant of £3000 towards the 

expected project costs of £10000 for ancillaries, such as 

patents and intellectual property, design, training, quality and 

standards, finance, IT/software, sales and marketing strategy 

and operational excellence and efficiency.

Adrian Rawlinson, Managing Director of Marl, says: “The 

Growth Hub was very responsive and dealt with the 

application very quickly. The funding was appreciated and 

important because it helped us enhance some of the internal 

project management systems and processes.

“It definitely made a difference and contributed to expansion 

of capability, which now includes an in-house capability to bid 

and manage design and manufacturing contracts on a larger 

scale than previously undertaken.”

“I wanted to combine blacksmith skills with 

modern welding technology to create original 

and hand-crafted designs.”

Having set up a forge and workshop in 

buildings attached to his father’s farm 

in Appleby, Smith & Pulse was open for 

business, but David realised that, to grow the 

business, he would need marketing advice 

and assistance.

“We approached the Growth Hub but as 

we weren’t strictly a start-up, the business 

wasn’t eligible for BSUS support, but it could 

offer to fund consultancy from a specialist 

marketing adviser.”

Their adviser, provided the marketing support 

and guidance they needed.
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Smith & Pulse
As a self-employed welder, David Balmer had always made a good living from work that 
required his skills but at the age of 40 he decided he wanted to do something more creative.

“The help we 
received from 
the Growth 
Hub was 
invaluable 
because it put 
us on the right 
path from
the start.”

“He identified that in order to push for 

work, we needed a clear marketing 

strategy that would enable us to stand out 

from the crowd.”

As well as developing their website they 

also began promoting their products through 

social media channels. The strategy has 

really paid off and has led to a string of 

orders and enquiries.

Six months into his new business venture, 

David has no regrets about his change of 

direction. Indeed, David is now looking to 

recruit skilled staff to help meet the demand 

for his products.

“The help we received from the Growth Hub 

was invaluable because it put us on the right 

path from the start. Other businesses need to 

know that the Growth Hub is more than just a 

funding organisation.” •

David Balmer
Managing Director, Smith & Pulse



The Growth Hub plays a key role in ensuring that businesses have 
the right opportunities to access training to develop the skills and 
knowledge of their employees in order to successfully achieve 
business growth, now and in the future.

We have an annual programme of business relevant workshops 

and webinars, hosted at various venues across the county and led 

by experts in their field. Workshops offer a range of topics from 

marketing, social media and sales, to finance, HR and management. 

It’s a constantly evolving programme managed by the Growth Hub to 

reflect the latest market trends and business needs.

As well as gaining new insights and knowledge, attending a Growth 

Hub workshop has other positive outcomes for delegates, including 

the opportunity to network, build contacts and brainstorm with other 

likeminded businesses.

Smart
Thinking...
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Growth Hub Workshops
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“As a senior manager, 
the Women in Leadership 
workshop was something 
I was keen to attend to 
gain an understanding of 
the challenges women in 
business are dealing with.

The day was conducted 
around exercises and peer 
to peer discussions and 
it provided me with new 
tools and strategies which 
I’m now using to help me 
develop my team.

I felt it was a really worthwhile 
workshop and would highly 
recommend it to other women 
in management roles.”

Adrienne Easterbrook,
General Manager, Energus

In the last year the 
Growth Hub has held 

over 150 events 
and workshops, 

attracting over 2000 
participants.

Digital Marketing Social Media Accounting & 
Finance HR Maximising Sales GDPR Women 
in Leadership Sales & Marketing Product 
Design Innovation Development Business 
Development Environmental Management 
Intellectual Property Risk Assessment Strategy 
Wellbeing, Resilience & Performance Exporting 
Health & Safety Data Management Policy & 
Documentation Lead Generation and more...

“As an e-commerce business 
we wanted to find out ways 
to reach more customers 
online. The Google Analytics 
workshop helped us set-up 
Google Shopping and gave 
us an insight into how to 
track and process visitor 
behaviour and turn their 
browsing activity into sales.”

- Simon Wood
The Warm Welly Company
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Envision
360 Limited
Designing and maintaining a website can be a challenging 
exercise for those of us without the necessary skills which 
is exactly the position VR photographer Bryan Scott found 
himself in when forming his company Envision360 Limited.

The company specializes in 3D VR applications, which are used 

by a wide range of industries. It offers a variety of unique and 

marketable photography and marketing services, including a 3D 

virtual modelling platform.

“The course has 
given me the skills 
to better manage 
the technical 
aspects of websites.”

To enable Bryan to maximise the value of his website he decided 

he would need to develop the skills required to build and manage 

it himself. He signed-up to the BSUS WordPress for Business 

workshop, one of several digital skills courses available through 

the Growth Hub.

“It delivers a great insight on how to set up and run a 

WordPress site for your business. The course also offers a 

broad range of topics which helps you understand about 

domains, plugins, page posts and how to add images.

I found the course to be interesting and very informative. 

It’s set in a comfortable environment with no added 

pressure, whatever your competency level may be and any 

technical questions were answered in a manner which 

could be understood. I would highly recommend anyone 

who runs a small business to attend this course.”

Bryan clearly felt the course was worthwhile and 

given him the confidence to take on tasks which were 

originally beyond his capabilities.

 “The course it has captivated and energized me, I have 

broadened my knowledge on not only WordPress but with 

other technical aspects of online technology. I can now 

embed plugins to ease the smooth running of my pages 

and solve minor technical issues, some of which I may in 

the past had to address by paying for technical support.

I can now engage with providers confident that I have 

some background knowledge; I can post articles and blogs 

which I never could beforehand. The course certainly lays 

the foundations to building, maintaining and delivering a 

good website.”

The Chocolate Cottage began life as a concept just over five years 
ago. Having both been working in education in Germany then 
Somerset, Richard and Angela Barker wanted to move back to 
their native Cumbria and find a new challenge.

Discovering the empty premises in Grasmere they sat on the 
wall and counted the number of people passing by. They asked 
themselves: ‘what would we cross the road for’? Great tasting 
chocolate of course! 
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CASE STUDIES

“Participating in 
the workshops has 
helped steer the 
business forward.”

The Chocolate Cottage

To find out more about our essential 
programme of workshops and events visit 
www.cumbriagrowthhub.co.uk/latest-events

“So, the seed was sown and we booked 

ourselves onto a variety of specialist 

chocolate making workshops round the 

country, sold our house in Somerset, thought 

of a name and opened The Chocolate Cottage 

in October 2013.

We were determined to make a luxury range 

of chocolates that would be different to the 

norm. We brought high quality chocolate 

seed from Belgium, married this with 

Lakeland double cream and a range of 

fabulous ingredients from around the world. 

This enables us to create our initial range of 

twelve truffles, pralines & fondants.

Over the years our business has developed 

and grown with a lot of help and assistance 

from the Growth Hub. This included: One 

-to-One mentoring and guidance in our early 

days followed up by workshops on social 

media & marketing, IT and website design 

and development.”

This support has certainly helped us steer our 

business forward in directions we may not 

have considered.”

As well as developing their retail outlet The 

Chocolate Cottage now supply a range of 

high-end hotels throughout the region with 

complimentary guest chocolates. It also 

supplies a number of prominent retail outlets 

in Cumbria and its online business has 

quadrupled over the last two years.

“We are constantly looking to move forward, 

develop and grow our business with new and 

innovative ideas. With further support from 

Growth Hub we are looking to re-brand and 

re-package our chocolates in 2019 to help us 

break into wider market outlets. •
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Professional
Expertise…  

“All our advisers are 
highly experienced 
and knowledgeable 
professionals, who 
complement each 
other with their areas
of expertise.”
Suzanne Caldwell FCIM,
Deputy Chief Executive of
Cumbria Chamber of Commerce

Growth Hub Advisers

One of the Growth Hub’s great strengths is our network of 
professional advisers, who sit at the very centre of our offer.

We have over 40 advisers who between them bring 1200 years of business 

experience spanning a wide range of business sectors. They offer generic 

support and advice as well as specialisms such as ICT/digital, marketing, 

human resources and finance, plus a range of sector expertise. All are 

committed to ongoing professional development and keeping up to speed 

with the changing business landscape and support available.

Advisers can work with a business to review its individual needs and 

aspirations, develop a tailored action plan setting out a co-ordinated 

package of support and provide 1-2-1 advice specific to that business – 

as well as undertaking detailed training needs analyses.

Finding Solutions

As part of their advice they can help with grant or other funding 

applications, as well as link clients into other support, available from 

us or elsewhere. To facilitate these coordinated packages of support 

we work closely with other providers and initiatives, such as Cumbria 

Manufacturing Service, the Northern Powerhouse Investment Fund, 

Lancaster University, InnovateUK, and the Intellectual Property Office.

Suzanne Caldwell, Deputy Chief Executive of Cumbria Chamber of 

Commerce, says:

“All our advisers are highly experienced and knowledgeable 
professionals, who complement each other with their areas of 
expertise. And they really understand the challenges of being 
in business.

Businesses really like the fact that they’re getting support from 
someone who is running a business themselves, and who has 
experienced what they are going through.

We aim to be there for as long as we’re needed. Often a business 
initially approaches us for advice on one particular issue. But once 
they get to know the adviser it becomes a long-term relationship, 
supporting their developing challenges and opportunities.” 
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We have over 40 experienced advisers, with 
between them 1200 years of business experience, 
offering one-to-one support to businesses.

Our advisers can 
help your business to 
develop and grow. 

Are you benefitting 
from their expertise?

For more information, 
call us on 0844 257 
84 50 or email info@
cumbriagrowthhub.
co.uk
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Lateral thinking, combined with ambition, invention – and crucially, 
funding – have transformed Barrnon Engineering into a global 
player in the field of environmental clean-up technologies.

Today machines designed at the firm’s factory in Appleby are used to 

assist clean-up operations in countries as far afield as Japan and the 

USA as well as the UK.

Yet these highly complex machines are based on prototypes originally 

used to dredge scallops off the coast of the UK and France and is just 

one of a range of devices developed and built by the Barrnon team to 

cope with hostile and toxic environments.

The company was founded in 2007 by managing director Andy Barr, 

a metals specialist with more than 20 years’ experience in product 

development. He felt there was an opportunity to develop Barrnon’s 

dredging technology to work in other fields.

A New Challenge

“Scallop fishing to environmental clean-up might seem like a bit of a 

leap, but in fact there are many similarities in the equipment that is 

used in that particular field.” says Barrnon’s ops manager Steve Oxley. 

“The main problem to be overcome, as far as we were concerned, was 

securing the funding to ensure we could continue our research while we 

moved into this new sector.”

The Growth Hub played a key role in securing vital funding, in the form of 

business adviser Alan Smithson. And their adviser, a chartered engineer 

and a member of the Institution of Mechanical Engineers, helped 

Barrnon apply for a grant from Innovate UK, a government initiative to 

drive productivity and growth by supporting businesses to develop new 

technologies and ideas.

“Our adviser’s 
in-depth 
understanding 
of engineering 
technologies was 
crucial for putting 
together our case 
for a £184000 grant 
from Innovate UK.”

The successful £184000 grant enabled Barrnon to develop their 

unique Bladecutter horizontal dredge system which has proved so 

successful that a Mark 2 Bladecutter was commissioned in 2015.

“Without that grant, things would have been incredibly difficult,” 

Steve admits. “our growth would have been much slower and we 

certainly wouldn’t be in the position we are in today.”

Barrnon has since developed a range of innovative environmental 

clean-up equipment, incorporating emerging technologies such as 

robotics and virtual reality.

It now works alongside engineering giants such as Atkins, Toshiba, 

TEPCO and IHI Corporation to tackle environmental challenges at sites 

worldwide including Japan and the US.

Over the last 12 months turnover at Barrnon has increased fourfold to 

£2.8 million, the workforce has increased from 6 to 19, and the company 

is now developing a suite of specialist environmental clean-up tools.

Innovation is the Key

“We are continually looking to develop our products,” Steve says. 

“Currently we have two prototypes for horizontal and vertical blade 

cutters with patents lodged in Europe, the US, Russia and China.

“On the face of it we are a small company in Cumbria, but we are 

also the most successful in our field. Nobody is as innovative as us 

– we talk to people, find out what their challenges are, and then find 

solutions for them.” 

Barrnon is currently working on projects for the US government, the 

Innovate Project, and a third which currently remains confidential. In 

order to prepare for the extra work, the company is planning further 

expansion by taking on a designer, project manager, finance manager 

and a QA specialist.

There is also the prospect of moving into mining, developing machines 

capable of working in the oil and gas sectors.

“At the moment we are concentrating on doing what we do best, and 

things are looking extremely positive,” he says. “Looking back at how 

we got to this position, the funding and support we received through the 

Growth Hub was invaluable. We went to them with a problem and they 

provided the expertise to solve it.

“I wouldn’t hesitate to recommend the Hub for any business looking to 

expand their own horizons.”

“Our ability to deploy 
innovative solutions 
to meet specific 
environmental 
challenges has
given us access to
projects worldwide.”

Andy Barr
Managing Director, Barrnon Ltd

Steve Oxley
Operations Manager, Barrnon Ltd

Up from the deep

CASE STUDY
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The £335000 project also involved an upgrade to the front and rear 

of the hangar, removing the original sliding doors and replacing them 

with concrete panels, cladding and fast-action doors, and purchasing 

high-capacity lifting equipment.

“It was a major investment, but with the timescale involved there was 

no way we would have been able to pitch in all the money ourselves,” 

Derek recalls. “It was a case of looking for funding and getting the 

best advice to ensure we were successful with our bid.”

Derek approached the Chamber, who in turn introduced him to a 

Growth Hub adviser. 

“We basically asked them what was possible, and the response was 

fantastic. Our advisor was very approachable and easy to work with; 

he guided us through the various options, gave us the advice we 

needed, and showed us how best to achieve the goals we wanted.

“At the end of the day, he gave us the confidence to go ahead with the 

project. Without his backing it might have been a decision we wouldn’t 

have made.”

Building Momentum

With a £100000 Cumbria Growth Fund grant secured, Derek was able 

to press ahead with the expansion. And, now that it is complete, he 

says the effect on his business has been almost immediate.

“The design of the building means there is far greater interaction 

between the staff, meaning that decisions can be made quickly. In 

terms of productivity, the difference has been huge.”

“The grant
has been a game 
changer – all 
thanks to the 
Growth Hub team.”

Tweddle Engineering has now been able to build on its existing 

customer base in the UK and has seen a growth in export orders, 

particularly to Scandinavian countries.

More staff have been taken on, including two design engineers and 

a full-time marketing manager. There are currently 30 employees at 

Tweddle Engineering, and a further 12 based at its sister company, 

Cumbria Profiling, which specialises in flame, laser and plasma cutting.

Derek Tweddle
Managing Director, Tweddle Engineering Ltd

“As a business we have always believed that it is better to keep nimble 

and have a diverse mix of specialisations,” Derek says. “There is no set 

limit to our growth, I just want to take the company as far as I can.”

The Growth Hub continues to play a role in the development of the 

business. Recently it awarded a £2000 subsidy to enable Tweddle 

Engineering to refresh its website.

Derek says: “It’s reassuring to know they are there when we need them. 

Tweddle Engineering is good at what it does, but every business needs 

advice from time to time, especially when it starts to grow.

“Things are getting a lot busier here, and I’m delighted with the way things 

have gone. That said, I do sometimes think back to the days when there 

was just me and a welder, and how nice and simple life was then!” •

Through our partners, Growth Hub 
advisers have been able to assist 
applications to specific grants 
and funding sources covering a 
wide range of business needs. 
These include capital grant and 
expenditure funding, software 
trialling support, consumer product 
design and construction product 
design optimisation. Find out 
what’s available for your business.

CASE STUDY
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Game 
changing 
advice
Derek Tweddle’s lifelong passion for finding engineering 
solutions has enabled him to build a multi-million pound, award-
winning business – one which currently manufactures and 
supplies over 90 per cent of the UK’s timber treatment equipment.

Operating from a former hanger at Kirkbride airfield, Tweddle 

Engineering’s USPs are innovation and a determination to find better 

ways to engineer solutions.

“We question everything.” Derek says. “We look at current equipment 

and ask if we can improve on the way it is built and performs.”

Expanding the Business

Having started the business repairing agricultural equipment from a 

draughty farm building, the business grew to such an extent that in 

2006, he decided to relocate the company to purpose-built premises 

in the centre of Kirkbride. But then fate intervened.

 “I heard that one of the hangars at the airfield was available to rent,’ 

he recalls. ‘At the time we had only just dug out the foundations for 

the new building, but I knew instinctively that continuing would be the 

wrong thing to do – so we filled them in and moved to the airfield.”

The extra space enabled the business to thrive and produce specialist 

equipment such as material-handling conveyors, trailers, pressure 

vessels and sawmill equipment.

When the hangar came up for sale a couple of years later Derek 

jumped at the chance. And the growing demand for its timber 

treatment and incising equipment – driven by legislative changes – 

persuaded him that it was time to expand even further.

In 2016 plans were drawn up for new offices enabling the business 

to increase staff numbers and create more production and storage 

capacity in the workshop.



The art of engagement 
If you’re not sure what support is available to you or simply 
don’t have the time to search, the Growth Hub is the place 
to go.

We provide advice and guidance on a whole range of programmes 

and initiatives designed to help Cumbrian businesses to develop and 

grow. Our multi-channel approach to facilitate and promote relevant 

support has given us the tools to link people to the right support, in 

the right place, at the right time. 

With our proven track record of successful interaction and 

engagement with businesses, combined with our extensive 

knowledge of the wider support offered by partner organisations, the 

Growth Hub has become the preferred route for businesses seeking 

professional advice and information to help them achieve their 

commercial goals. 

Partner organisations, too, recognise that with a database of over 

15000 active business contacts the Growth Hub presents an 

ideal platform to engage with business people directly to provide 

impetus for specific support programmes and initiatives, such as 

Cumbria Innovations Platform, Eco-innovation Cumbria, Cumbria 

Manufacturing Service, local authorities, the Northern Powerhouse 

Investment Fund and others.
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wrong door...
The Growth Hub links people to the right 
support, in the right place, at the right time.  

Rob Johnston, Chief Executive of Cumbria Chamber of 

Commerce, said:

“Cumbria Manufacturing Service, aimed at small and 
medium-sized manufacturers, typifies how the Growth 
Hub can facilitate practical and much needed support for 
businesses, especially those which maybe experiencing 
difficulties in fulfilling their growth ambitions.

Through the Growth Hub portal, and in particular, our 
podcast and webinar channels, Cumbria Manufacturing 
Service have been able to promote the scheme and 
encourage businesses to apply for grant-assisted expert 
advice to put them on the road to success.”

Understanding the wider benefits derived from highly focused 

engagement activities has placed the Growth Hub at very centre 

of business support in Cumbria and is one of the key factors 

underpinning its success. By embracing popular communication 

and social media channels, visibility to game-changing business 

services and support has been possible, ensuring businesses 

can take advantage of every opportunity available to them.
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“The Growth Hub has played a key role in
promoting a scheme that can deliver real
benefits for SMEs. It has ensured that manufacturing 
businesses in Cumbria get the support and expertise 
they need to overcome barriers to growth.”

- Anne Campion,
Manufacturing Service Manager, Cumbria Manufacturing Service

No Whatever your business aspirations, the Growth 
Hub will link you to the support you need either 
directly or through our network of partners.
This is the number to call: 0844 257 84 50
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ideally placed to take the lead on business 

engagement, and as part of this, implementing 

a major awareness raising campaign to 

promote the benefits to employers and the 

support available to them.

The Growth Hub was also well-placed to 

undertake independent Training Needs 

Analyses with businesses and provide an 

impartial referral service. A key benefit of the 

Growth Hub’s involvement was its ability to 

ensure workforce training and development 

was linked into wider growth plans, so that 

employers could benefit from the full range of 

business support available to them.

A coordinated and engaging promotional 

campaign was structured to take advantage 

of popular media channels to maximise 

impact. It included TV and radio advertising, a 

high profile business magazine, a dedicated 

website and focused social media advertising 

and engagement activities.

Growing the skills base is recognised as 
one of the key drivers for profitable growth 
in Cumbria but persuading employers of 
the benefits to be gained from upskilling 
their existing workforce was always going 
to be a considerable challenge.

That was the task faced by Carlisle College 

when they won the tender to deliver an £8.5 

million contract to improve workplace skills 

and apprenticeship take-up in the county. 

This European Social Fund (ESF) and Education 

& Skills Funding Agency (ESFA) backed 

scheme required the involvement of a range 

of partners, including Cumbrian FE colleges, 

the University of Cumbria, specialist training 

providers, plus other strategic partners 

including Cumbria Chamber of Commerce.

With its communications expertise and proven 

track record of successful business interaction, 

it was agreed that the Growth Hub was 
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“By working closely with 
the Growth Hub, NPIF 
has a much broader 
profile and a wide range 
of Cumbrian businesses 
are now benefiting from 
the scheme.” 

- Maria Ramsdale, Investment 
Executive, FW Capital

CASE STUDIES

The central campaign slogan – Profiting 
through Skills – was adopted to convey 

the core message to businesses in a distinct 

and unambiguous way, reflecting the main 

objective of the scheme.

The success of the campaign demonstrated 

the Growth Hub’s capability to directly target 

and engage with Cumbrian businesses. 

It enabled us to put our communications 

expertise to good effect to hit the inboxes of 

key decision makers in businesses of all sizes 

and sectors throughout the county. •

Profiting
through
SkillsThe Northern Powerhouse Investment Fund (NPIF) was set-up specifically 

to plug gaps in the provision of commercially available finance and offers 
eligible businesses tiered loans to support the growth of the business and 
can be used, for example, to provide the working capital needed to scale-
up its operations. 

The Growth Hub recognises the wider benefits that funding initiatives such as 

NPIF have in supporting the development and growth of Cumbrian businesses 

and plays an active role promoting the scheme through the Growth Hub portal, 

social media and through its network of advisers. Maria Ramsdale, an investment 

executive at FW Capital – one of NPIF’s approved fund managers – also takes 

advantage of the Growth Hub’s podcast channel to highlight what the scheme 

offers and how it works.

“Podcasts are a really useful way to explain how the scheme could benefit 

businesses with growth aspirations and what the funding can be used for. It also 

allows me to explain how the scheme is structured and what kind of information 

we need to progress applications. The more businesses understand what is 

involved, the easier it will be for us to make an investment decision.”

Maria regularly participates in Growth Hub adviser meetings to help build 

relationships and will discuss with advisers individually referrals that may qualify 

for funding support. NPIF also conducts workshop sessions with advisers to brief 

them on the specific business plan requirements of the scheme. 

Northern 
Powerhouse 
Investment Fund

Could your business benefit from NPIF funding support? To find out more, 
visit www.cumbriagrowthhub.co.uk or call us on 0844 257 84 50

“When a business is referred, I’ll work with them to 

find out what their aspirations are and what they want 

the funding for. This involves visiting the business 

to get an idea of their plans and financial position to 

enable me to assess if they would qualify for an NPIF 

funding package. 

In cases where a business may not have a clear 

marketing or business strategy or is unsure about our 

funding criteria, we can refer them to the Growth Hub 

to provide advice and guidance in areas such as sales 

and marketing or business and financial planning.”

Where appropriate, the Growth Hub will appoint 

an adviser to help a business prepare a business 

case for NPIF funding and support them through the 

application process.

By working closely with the Growth Hub, uptake of 

the scheme has gathered momentum with more and 

more businesses attracted by what the NPIF scheme 

can offer.

“Without doubt, the Growth Hub has given NPIF a 

much broader profile” says Maria, “and I’m pleased 

to say we’re receiving enquiries from a wide range 

of sectors from early stage innovative businesses to 

manufacturing, engineering and digital enterprises. If a 

business can demonstrate real
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Enabling 
Success
Core Team Skills

management, digital communications and service delivery and more. 

And we’re committed to ongoing continuing professional development, 

keeping those skills current in a fast-changing environment. 

In the past six years alone we’ve been responsible for delivering £42 

million of projects specifically designed to support business development 

and growth, while ensuring best value to businesses and funders. This 

has created an environment that allows Cumbrian businesses to meet 

the commercial challenges they face to compete successfully in the 

global marketplace.

With our ability to deliver support and services for Cumbrian 
businesses unmatched by any other organisation, the Growth Hub 
has grown into a strong, highly focused and successful operation, 
universally recognised as a key enabler for business growth.

A major contributor to this success is the quality of our team of skilled 

professionals, with considerable commercial and business support 

knowledge and experience, providing the expertise to win high value 

contracts, manage complex financial packages and deliver unique 

solutions to the business community.

This requires a tremendous mix of skills and expertise such as data 

management and security, CRM development, project implementation 

and management, bid writing, marketing and communications, quality 

management, supply chain development and management, financial 

In the past six years the Growth Hub has been 
responsible for delivering £42m of projects, designed 
to support business growth and development

“Delivering at this level requires 
a mix of skills and expertise 
that’s challenging to pull 
together – a mix of commercial 
nous and innovation, with the 
ability to put together and run
complex projects incorporating
public funding.” 

- Rob Johnston MBE FCIM
Chief Executive,

Cumbria Chamber of Commerce



Effective partnership working is essential to delivering an initiative of 

the scope and scale of Cumbria Business Growth Hub™.

Cumbria Chamber of Commerce sits at the heart of this initiative, 

responsible for developing and taking forward the Growth Hub 

concept – including the web portal, branding, central marketing and 

coordination, as well as supply chain development and management.

The Chamber is the lead partner and accountable body for the key 

ERDF supported Growth Hub and BSUS projects, and a national prime 

contractor for DWP’s New Enterprise Allowance scheme, responsible 

for overall management and co-ordination, audit, the CRM, and all 

related systems and processes. 
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To deliver these and other initiatives the Chamber works with a long 

list of other organisations, each contributing funding and expertise and 

drawing on the key strengths of each partner. By working together, we 

make the Growth Hub the success it undoubtedly is.

So successful has the Growth Hub been that it was identified by the 

Department for Business, Energy and Industrial Strategy as a national 

exemplar in the delivery of business support, effective implementation 

and management, and making the best use of service delivery systems 

and technologies.

Rob Johnston, Chief Executive of Cumbria Chamber of Commerce says: 

“The Growth Hub was invented in Cumbria and has been rolled 
out as the national model for business support. We’re very proud 
of that.”

That success is down in large part to the support of our partners and 

the rigour and attention to detail in the Chamber’s management of the 

initiative – and our commitment to ongoing innovation and improvement.

“Our team has a wealth of experience in project 
management, marketing and engagement to 
ensure we can deliver effective business support.”  

- Suzanne Caldwell FCIM
Deputy Chief Executive, Cumbria Chamber of Commerce

“To manage and 
deliver the quality 
and value of these 
projects to the 
standards of data 
protection we set 
ourselves, requires
a huge investment
in back office
systems and cloud-
based technologies 
across our entire
supply chain.” 

- Rob Johnston MBE FCIM
Chief Executive,

Cumbria Chamber of Commerce

Certification No.000000 Certification No.000000

The team has worked hard to develop and implement the robust 

systems and processes needed to underpin these accreditations 

and our wider activities. And to continuously improve them.

To ensure equality of opportunity for all – whether through the 

support and services we offer or as an employee or contractor – 

we implement equality and diversity plans across all our activities, 

and as part of this we’re accredited by DWP as a Disability 

Confident employer. •

Cumbria 
Chamber of Commerce

Management Expertise
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The funding that supports Cumbria Business Growth Hub™ 
comes from a continuously evolving range of sources, including:

• Cumbria Chamber of Commerce

• Allerdale Borough Council/Sellafield Ltd’s Social Impact 
Investment Fund

• Barrow Borough Council/Furness Economic Development 
Forum/Coastal Communities Fund

• Carlisle City Council

• Copeland Borough Council

• Cumbria Local Enterprise Partnership

• Department for Business, Energy & Industrial Strategy

• Department for Works & Pensions

• Eden District Council

• Education & Skills Funding Agency

• European Regional Development Fund

• European Social Fund

• Lancaster University Management School

• Regional Growth Fund

• South Lakeland District Council

• University of Cumbria

• Plus a range of commercial sponsors

Cumbria Business Growth Hub™ is receiving up to £2,528,767 

and BSUS up to £1,112,686 of funding from the England 

European Regional Development Fund as part of the European 

Structural and Investment Funds Growth Programme 2014-2020.

The Department for Communities and Local Government is the Managing 

Authority for European Regional Development Fund in England. 

Established by the European Union, the European Regional 

Development Fund helps local areas stimulate their economic 

development by investing in projects which will support innovation, 

businesses, create jobs and local community regenerations. For 

more information visit www.gov.uk/european-growth-funding. 

The New Enterprise Allowance project is funded by the Department 

of Work and Pensions and allocated as match funding against the 

European Social Fund as part of the 2014-2020 European Structural 

and Investment Funds Growth Programme in England. 

The Employees Support in Skills project is receiving up to £8.5 

million funding from the European Social Fund as part of the 2014-

2020 European Structural and Investment Funds Growth Programme 

in England. 

The Department for Work and Pensions is the Managing Authority 

for the England European Social Fund programme. Established by 

the European Union, the European Social Fund helps local areas 

stimulate their economic development by investing in projects which 

will support skills development, employment and job creation, social 

inclusion and local community regenerations. For more information 

visit www.gov.uk/european-growth-funding.

Cumbria Growth Fund is funded by the Department for Business, 

Energy and Industrial Strategy through the Regional Growth Fund. 

The Coastal Communities Fund is funded by the Government with 

income from the Crown Estates marine assets; it is delivered by the 

Big Lottery Fund on behalf of UK Government.

Cumbria Business Growth Hub™ 
would like to thank our partners past 
and present for their support including:Acknowledging

our partners… 
Over the past 
six years, we 
have delivered:

Over £42m 
of support

Worked with 
more than 
7200 business

Helped to 
create or 
safeguard over 
7000 jobs

• Allerdale Borough Council

• Barrow Borough Council

• Be The Business

• Blue Orchid

• British Business Bank

• Carlisle City Council

• Carlisle College

• Coastal Communities Fund

• Copeland Borough Council

• Cumbria County Council

• Cumbria Manufacturing Service

• Cumbria Local Enterprise Partnership

• Cumbria Social Enterprise Partnership

• Department for Business, Energy & Industrial Strategy

• Department for Environment, Food & Rural Affairs

• Department for International Trade

• Department for Works & Pensions

• East Lancashire Chamber of Commerce

• Eden District Council

• European Regional Development Fund

• European Social Fund

• European Structural & Investment Funds

• Family Business Network

• Furness College

• Furness Economic Development Forum

• Gen2

• Growth Company

• Kendal College

• InnovateUK

• Intellectual Property Office

• Lakes College

• Lancaster University

• NAMRC/Fit for Nuclear

• Newton Rigg College

• Northern Powerhouse Investment Fund

• North West Business Leadership Team

• North & Western Lancashire Chamber of Commerce

• Sellafield Ltd’s Social Impact Investment Fund

• South Lakeland District Council

• SP Training

• St Helens Chamber

• University of Central Lancashire

• University of Cumbria

If we’ve missed you – our sincere apologies!



t: 0844 257 84 50

e: info@cumbriagrowthhub.co.uk

w: www.cumbriagrowthhub.co.uk

Cumbria 
Chamber of Commerce

The following partners fund the ERDF 
supported Growth Hub initiative:


