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In a recession, as well as in normal 
times, business owners need all the 
help they can get. The Government 
and other agencies have responded 
to this demand with a range of 
solutions and free resources that 
could, for many businesses, mean 
the difference between survival and 
failure. In this article we look at some 
of the resources on offer and provide 
links for further information. There’s 
no guarantee of success, but business 
owners who are better equipped 
are more likely to survive and even 
thrive than those who blindly blunder 
forward totally unequipped for the 
difficulties ahead. 

Support for 
businesses during 
the recession

By Martin Pollins
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Business Rates
If you have any queries regarding 
business rates, anticipate problems 
with payment, or wish to find out 
whether you qualify for Small Business 
Rate Relief, you should contact your 
Council’s Business Rates team.

Credit Management
Barclays Bank is currently offering 
a business-to-business credit 
management solution free to all small 
businesses; allowing you to credit 
check your five biggest customers 
and track their credit rating for up to a 
year. You do not have to be a Barclay’s 
customer.  To find out more, telephone 
07775 546023.
 
Managing Debt
Business Debtline is a charity working 
with the government and the UK’s 
leading money advice agencies to 
provide confidential practical advice 
in dealing with debt and cashflow 
problems. Telephone 0800 197 6026 or 
visit their website at www.bdl.org. uk 
 

Redundancy Support

The Continuing Employment 
Support Service (CESS) is a 
joint initiative of the Regional 
Development Agency and Jobcentre 
Plus. Working with the main 
government agencies, the CESS 
offers a free, tailored, in-house 
package of support to workers facing 
redundancy. The service includes 
advice on pensions, benefits, national 
insurance and careers as well as 
support with CVs and re-training. 
To find out more, please telephone 
SEEDA on 01483 470169.

Help with legal obligations
Businesses may be at risk of failing 
to meet their legal obligations, such 
as those covering food safety or 
health and safety at work. This might 
lead to problems and could even 
result in prosecution. Your Council’s 
Environmental Health Section will 
provide free advice and guidance at 
an early stage and to help you stay 
within the law. This does not relieve 
you of your responsibility.

Free Impartial Business Advice 
and Support
A range of information and advice 
for businesses can be found by 
visiting www.businesslink.gov.uk/
businesshelp. To receive a visit from 
a Business Adviser, please telephone 
0845 6009006 or email info@busines
slinksoutheast.co.uk

Business Link Advisers also offer 
support to businesses who wish to 
carry out a healthcheck. Advisers 
will help firms review performance 
and identify early signs of issues that 
could affect profitability. To book a 
healthcheck and ensure that your 
firm is maximising its cash flow, 
optimising its marketing activity 

and has an effective business plan 
in place, you can contact your 
business advisor (your accountant 
or solicitor) or Business Link (details 
above).
 
Training
Train to Gain is a government 
funded programme that gives you 
access to a skills broker who can 
carry out a training needs analysis 
and help assess the skills that are 
available to your company now 
and what might be needed in the 
future. Advice on local training 
providers and funding to support 
training is also available. For more 
information, visit www.traintogain.
gov.uk  or telephone 0845 7512288.

Government Financing Packages:
Government is publishing a new 
booklet entitled “Real Help Now for 
People and Business”.  It attempts to 
put in plain language details of how 
to get help and what extra support 
is being introduced this spring. 
Information is available at: www.
realhelpnow.gov.uk/pdf/national.
pdf.   The booklet will be updated as 
more help becomes available and 
explains how to get help: 

In avoiding repossession
with housing and living costs
with finding jobs
with skills and training
for graduates and 
apprenticeships
for people with money 
problems
for pensioners
for businesses needing business 
loans and long-term finance
for employers and employees

It’s about: Support for businesses
It applies to:  Business Owner/Managers

Main slant: 
Make sure you’re well equipped to survive 
the recession

What can you learn from this article



By Martin Pollins
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About the author:

This article was issued to coincide with 
the launch of Bizezia’s new website 
at www.bizezia.com. The article is 
written by Martin Pollins MBA, FCA, 
CTA, former ICAEW Council Member, 
the Founder of The CharterGroup 
Partnership and LawGroup UK and 
now Managing Director of Bizezia 
Limited.

For further information contact Iman 
Rouane at: 
Tel: +44 (0) 870 389 1409
E-mail: iman@bizezia.com

To set up a free trial of Bizeza products, 
visit www.bizezia.com 

European Investment Bank 
Loans for SMEs
A total of £4bn is being made 
available through the European 
Bank for loans to 2011. Available 
through nominated commercial 
banks in the UK, further 
information can be found by 
visiting the EIB website at http://
www.eib.org or by emailing 
info@bizezia.com and asking for 
the Bizezia publication No. 547-
Support for UK SMEs from the 
European Investment Bank. 

Small Firms Loan Guarantee
The Small Firms Loan Guarantee 
is supported by the Department 
for Business Enterprise and 
Regulatory Reform (BERR) and 
a number of banks, building 
societies and other lenders.  
The scheme can potentially 
assist small and medium-sized 
enterprises that are unable 
to obtain a conventional loan 
because they do not have assets 
to offer as security. Ask for the 
Bizezia publication 34-Small 
Firms Loan Guarantee Scheme 
by emailing info@bizezia.com. 

Other Support for UK 
Businesses
Bizezia’s online business 
library now has over 720 titles 
covering a huge range of topics. 
Accountants, Lawyers, IFAs, 
Finance Directors, Recruiters 
and others subscribe to the 
library (details available at 
www.bizezia.com). Some of the 
publications aimed at helping 
UK businesses in the recession 
are:

Support for British 
Manufacturers
Support for UK SMEs from 
the European Investment 
Bank
Financial Support for 
Entrepreneurs and Investors
Support for Inventors
DBERR and other Business 
Support Initiatives 
Small Firms Loan Guarantee 
Scheme
Help for Rural Communities
Business Loan Protection
Cashflow Solutions for Small 
Businesses

Internet Business Plan
Marketing Research for Small 
Businesses
Competitiveness-How the best 
UK companies are winning at 
business
Marketing for Small Businesses
How Small Businesses can do 
Business on the Internet
101 Ways to Promote your 
Business
Business Survival Lessons
Business Angels

Many of the above titles are 
available for subscription in 
the Business Survival packages 
available from Bizezia, in either 
Recession Survival Express 
(15 publications) or Recession 
Survival Classic (73 publications). 
Details are available at www.
bizezia.com or by request to 
info@bizezia.com. 
 
You can request up to 6 of the 
above Bizezia publications free of 
charge by emailing info@bizezia.
com.  Alternatively, why not make 
these and other publications 
available on your website 
for clients and prospects to 
download?  Details are available 
at www.bizezia.com. 

      © Copyright 2009 Bizezia

Best Business 
Advice*

What Leaders Are For

“Do what I say, not what I do” 
Aurelia Cecil, the founder of 
Aurelia PR, used to tell us.

This seems far out to anyone 
who’s been on a basic 
management course in the last 25 
years. She came into the office at 
9.30 - we were all in at 8.30. 
But she’d had at least one 
breakfast with a client by then. 
She went to client meetings 
not having read all the papers. 
But she was there to “read” the 
relationship, not give technical 
advice. And she has 30 clients, not 
the three an advert gets.

The point being that, as the 
leader, you , you have so much 
more invested in your business 
than is reasonable to expect of 
the work-life balance seeking 
professional. The team just 
doesn’t have the context to do 
what you “do”.  You can help 
them, though, by saying what 
behaviour is required of them in 
their role. Actually not so different 
from the coach. He sits on a 
bench when things get hot, and 
you certainly don’t want your 
team doing that!

*This book provides 75 examples 
of memorable business 
advice recounted by leading 
practitioners in the UK public 
relations industry.

Contributed to the book by
Alix Robson who began her 
career at Vogue and is now 
Managing Director of Aurelia 
Public Relations, a leading 
consumer lifestyle consultancy 
and part of the AMV BBDO 
network.
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It’s about: Improving your networking skills
It applies to:  Sales Directors/
Business Owner/Managers

Main slant: 
How to get the best for your business from 
networking

What can you learn from this article

Seven tips to 
improve your 
networking skills

By Andy Bounds

Tip 1: Not Selling
Have you ever been ‘sold to’ at a 
networking event? It doesn’t work, 
does it?  You don’t like it, and they 
don’t make a sale.

When you think about it, when 
networking, the odds of finding 
somebody who wants to buy from 
you there and then … so much so, 
that they don’t want to talk to the 
other 300 people in the room … 
well, it’s just not going to happen.  
There’s no point hoping it will.  

So, don’t sell. Instead, think of 
networking and selling like oil and 
water. Your business needs both.  
But they just don’t mix. 

The aim of networking is to meet 
people and to start business 
relationships. The aim is not to 
close the deal.

Tip 2: Elevator Pitch
When you ask “what do you do?”, 
people often respond with “I am an 
accountant” or “I am a lawyer”.  

In other words, Elevator Pitches are 
usually boring.  

In fact, if someone tells you they are 
an accountant or a lawyer, it doesn’t 
even answer the question “what 
do you do?” - they’ve only told you 
what they are. 

The best Elevator Pitches possess 
three components:

1. “I,” 
2. a verb - “help”, “show” etc
3. Your main “AFTER” – what 
clients are left with AFTER they’ve 
worked with you

For instance, AFTER buying from an 
accountant, you might pay less tax.  
So, a better Elevator Pitch would be 
“I help companies pay less tax than 
they thought possible”. The only 
response to this is “how do you do 
that?”, and the accountant is straight 
into a conversation about the value 
they bring. 

Similarly, “I am a lawyer” doesn’t 
work as well as “I keep people out 
of jail”, or “I help companies grow 
faster”. 

Ask yourself, what are your clients 
left with AFTER they have bought 
from you?  And weave that into your 
Elevator Pitch.

Tip 3: Talk about them first
There is nothing more off-putting 
than somebody who rants about 
themselves, especially when you’re 
networking. You know the sort of 
person I mean… They don’t ask 
about you. They don’t seem to even 
care about you. They often thrust a 
business card in your face and finish 
by saying “It’s been great talking to 
you”, then lurch off to attack another 

random victim. 

That’s not the way to do it. 

Best-practice is to, talk about 
the other person first. Ask lots of 
questions, and find out all you can 
about them. 

There are many reasons for doing 
this. It’s good manners. It’s the right 
way to behave. It’s much better to be 
interested in them than interesting 
about yourself. (Also, of course, 
unless you find out about them, 
you don’t know if they are a ‘good 
contact’ for you or not). 

The best way to do this is simply to 
approach somebody and say “Hi, 
I’m Andy”. They will respond “Hi, I’m 
John”.  You: “What do you do, John?” 
John will say “I’m an accountant” 
leading to you asking him questions 
about that.  You are now talking 
about John first.

Tip 4: Who are your “Big Fish”?
Networking is like being thrust 
into the middle of a fishing net, 
surrounded by big fish, small fish 
and wellington boots.

You want to speak to Big Fish – tasty, 
succulent… people who are useful 
for you to speak to – not small 
fish (quite useful) or wellington 
boots (no use at all). This will be 
target clients, target suppliers, key 
influencers etc.  

Before going to an event, know who 
your Big Fish are (after all, unless you 
do, how will you know when you 
come across one?), and make sure 
you spend as much time as possible 

Not Selling

Elevator Pitch

Talk about them first

Who are your “Big Fish”?

Own the room

Right events

Koffee
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By Andy Bounds

with them.  

Tip 5: Own the room
Be a host, not a guest.

Hosts breeze in and out of 
conversations.  They put people 
together.  They own the room. They 
seem to have this inbuilt confidence 
that makes them great networkers. 
When you host an event, you’re like 
this, too.  

So, when networking, pretend 
you are the host. It increases your 
confidence, helping you own the 
room.  It is perfectly acceptable 
– indeed it’s good practice - to 
approach a couple of strangers and 
say “Hi I’m Andy, do you mind if I join 
you?” They will say “that’s fine, listen 
in.”

Tip 6: Right events
This ties in to the “W” above - “Who 
are your Big Fish?” Let’s say you know 
your Big Fish are lawyers.  The right 
events for you are therefore events 
packed with lawyers. So, find which 
ones they are - Law Society events, 
legal dinners etc - and go to them. 

Tip 7: Koffee!
Remember how I said ‘networking 
and selling’ are like ‘oil and water’?  
This means the best outcome you can 
hope for isn’t a sale, but a post-event 
meeting coffee with a Big Fish. 

Think of networking as a means to an 
end, the end being that useful coffee. 
If a conversation with a Big Fish is 
going well, say “It would be useful to 
continue this chat when it’s not as 
noisy.  Do you mind if I give you a ring 
in the next couple of days, so we can 
organise a coffee?” 

Then, get their card, diary a reminder 
to call them, and your networking has 
been a success.

A final thought… the grass isn’t 
greener

I once asked Dr Ivan Misner (Ivan 
founded BNI, the world’s largest 
networking organisation) “what is 
your best tip for networkers?” His 
reply:

“People think the grass is greener 
on the other side, so they flit from 
person to person, from event to 
event, from networking organisation 
to networking organisation, because 
they think the grass is greener. It isn’t. 
The grass is greenest where you water 
it”.
 
In other words:

Keep attending events where you 
will find your Big Fish
Work hard to learn about them, by 
asking questions
When they ask about you, give an 
interesting AFTERs-rich Elevator 
Pitch
Don’t sell
Water the relationship, and 
Get that post-event coffee, and 
start the mutually-beneficial 
business relationship

      © Copyright 2009 Andy Bounds

Andy Bounds is one of the world’s 
leading experts at showing 
organisations how to increase 
their sales and improve their 
communication. 

Andy recently helped a major 
bank win a deal worth over 
£2.6billion; AstraZeneca’s Global 
Communications Director described 
him as “a genius, whose advice is 
indispensable”

His successes have led to him being 
awarded the title ‘Britain’s Sales 
Trainer of the Year 2008/9’ in the UK’s 
top Sales Awards.

Author of best-selling business 
book The Jelly Effect, Andy 
has significantly improved the 
results of every organisation he’s 
worked with, including the likes 
of GlaxoSmithKline, Royal Bank of 
Scotland, BT and Experian.

To find out more go to www.
andybounds.com 

About the author:

60% of small business are 
missing out on a £20 billion 
internet shopping boom, 
because they are not selling 
their products and services 
online, according to a survey 
of 300 businesses by www.
bttradespace.com. This is 
despite the fact that 97% of 
those surveyed have personally 
shopped online. 

The Voice of Small Business 
report, commissioned to 
discover how companies 
can best communicate and 
conduct business in the current 
economic climate, found that 
they are underestimating the 
importance of the internet 
– with just 13% considering 
websites integral to marketing 
strategy and only 3% using 
their site to communicate with 
consumers. Although 92% are 
aware of blogging, just under 
one in five (18%) use it for 
business purposes.

With more and more 
consumer shopping online for 
convenience and cost-savings, 
businesses can really benefit by 
making the most of their online 
presence

For further information visit 
www.insight.bt.com/reports

      Source: www.royalmail.com 

Net gains

The art of 
leadership is 
saying no, not 
yes. It is very 
easy to say yes.
                  
        Tony Blair
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