Minutes of the Joint meeting of the Otley Chamber of Trade and Otley BID on Tuesday 18th July 2017  the Black Horse Hotel, Otley
Present:

Katie Burnett

Otley Chamber (President) Courtyard Planters & Otley in Bloom 
Carole Drake

(Secretary)
Keely Kerr

Otley Chamber (Vice President) Doris Dent Estates

Tom Hatley

Otley Chamber (Membership Sec.) Christopher Little & Co
Penny Fardell

Otley Chamber (Treasurer) Holling Crowe Storr
Rachelle Atkin

The Yorkshire Marketing Co.

Pauline Coultas

Sweet Treats
Stuart Fildes

Otley Walking Festival

Cllr. Nigel Francis
Town Mayor

Elspeth Harrow

Newstead & Walker & Otley BID

Peter Heald

Lund of Otley & Otley BID

Sandy Lay

Cllr. LCC

Michael 

Parkgate Café
Peter Mudge

Otley BID

Chloe Pepper

(PCSO) West Yorkshire Police

Sam Pinder

The Real Food Shop

Robert Powell

(PCSO) West Yorkshire Police

Simon Raybould
Print Crew & Cambrig Computers

Kelly Rose

Clippers Dog Grooming

Alan Sowden

Sowden Heating

Rhona Smith

Otley Carnival

Helen & Tim Wilkinson
Dowgill House B&B

Christoper Winpenny
Winpenny Photography
Minutes of the Otley BID A.G.M
Apologies:
Martin Bate

Sentient

Marcus


The Curious Hop
Cllr. Ray Georgeson 
Chair of the Council
Paul & Clair

Casa Vitae

Ray Georgeson

Cllr. LCC
Chris Thornton

Aura Jewellery

1.
Introduction of Otley BID Broad Members

Seven of the Otley BID Board members, gave a short introduction:


Steph Lee (Chair)


Peter Mudge (BID Manager) 


Tom Hatley (Christopher Little & Co.)

Pete Heald (Lund of Otley)

Elspeth Harrow (Newstead & Walker)

Sally Hinchliffe (Bondgate Bakery)


Rory McQuaid (The Ethical Jeweller)

& apologies were given from Stewart Gilray (Just Add Water) who could not make the meeting in time (business premises formerly at the Wharfebank Business Centre, but now has moved  his business to Leeds).

Copies of the previous (2016) Otley BID AGM were tabled for members to look at.

2.
Resignation & Re-election of Board member

Under the constitution a Director (depending on the number) need to retire each year and are eligible for re-election. Tom Hatley is standing down and has indicated his willingness to stand for re-election.

Proposed: Keeley Kerr
Seconded: Alan Sowden

This was carried

3.
Overview of progress so far

At the end of the first year there was a large underspend and the BID Directors took a decision to take that underspend over the following four years. This needs to be taken into account when you actually look at the official accounts. 

4.
Finances









2017

2016


BID levy received




69,192

70,104


Pride






40,794

39,743


Promotion





18,618

21,799


Professional





 9,250

15,633



Carried forward





 9,368

  6,166

Administration





19,491

17,596







            (10,123)
            (11,430)


Depreciation


Computer equipment




     159

     158









(10,282)
(11,588)


Other Income





( 2,834)

     (636)


NET DEFICIT





( 7,448)

(10,952
Copies of the Unaudited Financial Statement for the Year Ended 3 March 2017 for Otley BID Limited were available at the meeting for BID members to look. Or online at www.otleybid.co.uk
5.
2019-2024
2016/2017 Otley BID has focussed on many initiatives, including: coaches, street parking, bus timetables, Wharfemeadow’s café (new owner now running the cafe and opens for longer hours. This is due to the pressure put of Leeds by Otley BID), street painting and the weekly markets to name but a few of the initiatives undertaken 2016/17. All of these were at no cost to the BID Levy payers!

Plus, Otley is going against the trend regarding empty shops – we are a successful Town!

Otley BID’s watchword is partnership - levy comes from Leeds and legally they have to collect it - the levy bills may come from Leeds, but the money is spent here in Otley! The reason for this is  they, (LCC) are our governing party and Otley BID deal with Leeds a lot over many issues and they have a good reputation in bringing people/companies together. Otley BID regularly sit round a table with various LCC department heads to discuss issues, projects and the way forward – but Otley BID’s closest partner is the Otley Chamber of Trade, and every member, amongst the BID levy payers, gets their Chamber membership paid by the BID.   

All the BID Directors have voted to go for another 5 years. If this goes ahead Otley BID will have the ballot to pay for (4K) and this will have to come out of the reserves. In October 2017 Leeds will post every Otley BID levy businesses a questionnaire and you need to vote YES / NO. 
Just to remind businesses of what the BID has previously achieved - copies of the Otley BID Update 2016 booklet were available for members to take away and in a forthcoming Bulletin there will be a copy of what the BID has done more recently and this will coincide with the posting of the questionnaire from Leeds. 

· Otley BID uses social media (facebook/twitter) and have their own website, but they still need many businesses to tell them what their email address/business address is. 
· The Economic Bulletin includes an Otley BID update every month

· Otley BID is solvent and they carry reserves of 13K per year.

· November 2018 they make a decision if they go for another 5 years.   
6.
Questions and answers


There followed a brief question and answer session
………………………………………………………………………………………………………………………
Minutes of the Otley Chamber of Trade Business Meeting
1.
Minutes of the last meeting and matters arising

The minutes of the last meeting were confirmed as being true record. There were no matter arising.

2.
Business Watch  - Robert Powell & Chloe Pepper PCSO’s West Yorkshire Police


The objective of the scheme is to develop collaborative working partnerships between the Police and businesses. Business Watch is aimed at Commercial Businesses in particular. They would like to create links between businesses and local Neighbourhood Policing Teams and to be able to offer support and advice to help prevent crime

.


The Business Watch scheme would seek to promote confidence and satisfaction within the business community resulting in the following benefits.
· Promote a closer working partnership between Police and businesses in offering Crime Prevention advice and an increase in intelligence gathering, as well as supplying information relevant to commercial and business crime, including the rapidly developing Cyber Crime threats to businesses.

· Public confidence with our corporate West Yorkshire Police, Business Watch signs being displayed around commercial premises to deter criminals.

Businesses are being encouraged to sign up to the Business Watch scheme free of charge.

2.1
Otley Walking Festival – Stuart Fildes15th

This year’s Walking Festival opens on Sat 24th June – Sun 2nd July. This is a Millennium event supported by the Council.
The Waking Festival has 45 walks, plus events. We market Otley as a destination for walking and it is estimated that each person will spend approx., £50 in Otley during the Walking Festival. Participants come from all over the country and other parts of the world. 
2.2
Late night shopping event – Cllr. Nigel Francis 
Exploring the possibility that the (Fri & Sat) of the four weeks prior to Christmas to hold a Christmas market. This enterprise would need some financial backing and there was mixed feelings among the Chamber members present about holding these pre Xmas markets.
This will now be looked at by the Chamber Executive at their next meeting. Ongoing.
3.
Correspondence


Ashfield Development pre-planning Public Consultation on Thurs 27th (3-5pm)   & Fri 28th 

(3-7pm) July at Otley Courthouse. Chamber & Otley BID to speak with one voice. Go to the Public Consultation give your feedback but also let the Chamber/BID know.
4.
Member’ issues

4.1
Britain in Bloom – Monday 31st July – 11th August. Otley will welcome the visiting Britain in Bloom judging. Judges coming to Otley Wed 2nd August and we would like the town to look spiffing! Weeds removed, tab end’s picked up, old posters taken down and the paths swept etc.
4.2
300th Anniversary of Thomas Chippendale and Leeds is spending a six figure sum on this event. There will be an exhibition on in Leeds from Feb-June 2018 and hopefully when they have visited Leeds they will then come to Otley.
5.
A.O.B.

5.1
Casa Vitae wished to thank the event organisers for putting on the 2017 Otley Food & Drink Festival (Sun 16th July). This was a great day with thousands of people in Otley attending the free event and having a wonderful day.

.
5.2
Boats on the river –  Chris Thornton is now in the process of undertaking the final part of his staff training before the launch event .

6.
Date and time of the next meeting


Tuesday 19th September 2017 at 6.30pm at the Black Horse Hotel, Otley
Re-Energise your Business in 6 Easy Sessions

SESSION 3

[image: image1.jpg]ia
a%lf‘-': E %

()TLEY CHAMBER OF TRADE _‘





A SMART Plan To Achieve Your Dream

I asked you what you wanted from your business in the short term.  You said; the ability to take a holiday, making a profit/more profit, less stress, good staff and smooth running, growth, but more than anything you wanted “MORE MONEY”.

I asked you what you wanted in the longer term.  You said; retirement, ability to sell the business, but more than anything “GROWTH”

To achieve any of these things you need a plan for how it will happen.  Your plan needs to be researched, thought about deeply, broken down into manageable parts, and then committed to paper or it won’t happen.   You need to put some time aside to plan but sitting in front of a flipchart or a blank computer screen is unlikely to produce results, try thinking when you are engaged in something else like having a bath, going for a walk or having your hair done.

In ‘How to Grow Your Business for Entrepreneurs’ Alex Blyth describes a SMART plan

Specific – what exactly do you want to achieve

Measurable – know what constitutes success

Ambitious – make sure it stretches your business

Realistic – ensure you can actually achieve it

Time-based – give it a deadline so you have a date to work towards

Here is a personalised SMART Plan for you to fill in

	What do I want my business to achieve?
	

	How will I know I have achieved it?
	

	What is the challenge?
	

	How do I make it achievable? 
	

	What is the deadline?
	


HOW TO GROW YOUR CUSTOMER BASE - budget marketing strategies that may work 

Use PR to get your product mentioned by an impartial 3rd party – write a press release about something exciting – support a charity – run a competition – create a stunt – consider marketing jointly with a complimentary business – networking – speak at an event – join a trade association – take a stand at a show – use social media – make friends with your competition and offer to take on any overflow work – paint your car – get existing customers to promote you to their friends and family – sell something new – enter one of your products into a competition – write a blog – create a video – leaflet drop in strategic places – feedback positive news to your suppliers and they may well help you/promote your business – publish something – host an event - 

The buyers cycle is the process a customer goes through in using your services or buying your products

· They need AWARENESS that your business or product exists

· They need INFORMATION that helps them understand your product

· The information you have given them helps them PRIORITIZE whether your product is a must have, a nice to have or not needed

· They need to be able to easily PURCHASE the product

· They USE the product

· Ideally, they are so impressed they REUSE the product 

· They ADVOCATE the product to everyone else because it was so brilliant

HOW TO GROW YOUR FINANCES

To increase your profit you need to sell more and/or spend less.  We looked at pricing and profit margins last time, so hopefully by now you are charging the right amount for the product/service you are offering.  Now you need to sell more at the right price.

To sell more consider these tips – 

· sell more to existing customers

· find new customers

· if you are a service industry, add on a retail element

· if you are a retail business, add on a service element

· can you sell to another market e.g. wholesale

· can you make buying your product easier e.g. online, home delivery, accepting card payments

Look at the things you spend most on – is there a way you could cut these costs? Consider negotiating a better deal with suppliers, reduce the number of suppliers you use for bulk discounts or reducing the amount spent on minimum orders, do you have a lot of stock in hand – this costs money to store and devalues all the time it is remains unsold

Turnover is vanity, profit is sanity, cash flow is a reality - Here are some tricks to ease the peaks and troughs in your cashflow;

· Negotiate credit terms with your suppliers

· Control customers payment terms

· Run credit checks on potential clients

· Send invoices out on time

· Chase debts

· Minimise excess stock

· Save 10% of your turnover every month to use as an emergency fund – if you don’t use it, it can be your bonus at the end of the year!

· Check your cashflow is running correctly regularly – that is more often than you think you need to!

· Can you get customers onto a maintenance/ regular contract
