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Introduction from Ian Barker
Managing Director, Manufacturing division
Welcome back to Inside Manufacturing from Close Brothers Asset Finance.
In this newsletter, we focus on UK manufacturing
and the place we hold in the sector. We pride
ourselves in working with many SMEs to provide the
correct finance solution to meet their needs and help
future growth.
The manufacturing industry is in a strong economic
position at the moment and has started 2017 in a
positive position; there has not been a better time to
consider investing in your business.
Our product spotlight for this issue is capital release,
which is an efficient way to use existing assets to
release capital to fund further equipment or provide
a cash injection for your business.
A perfect example of this product is in one of
our case studies Rodmatic Ltd, a specialist CNC
and Production Company. They were looking to
put investment back into their business without
interrupting the use of their assets. To read more
about how Close Brothers were able to tailor a
finance solution to meet their needs turn to page five.
Our case study featured on the opposite page is
Rossi (Southend on Sea) Ltd. Rossi is a premium
ice cream manufacturer based in Essex. They were
looking to source equipment to increase productivity
to meet demand on a new range of products.
Natalie Smith; Area Sales Manager was able to tailor
a Hire Purchase finance agreement that fitted the
business requirements.
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We also introduce one of our industry experts in
our meet the team section. Jonathan Weston is
an Area Sales Manager, who specialises in the
manufacturing and engineering sectors for the South
West of England. He has a wealth of experience with
over 20 years in the industry.
Finally, we want to tell you where you can visit us.
We are exhibiting at Southern Manufacturing and
Electronics 2017, which takes place on the 21st to
23rd March at Five, Farnborough. This event brings
together the latest technology and machinery from
the manufacturing, engineering and electronics
sectors all under one roof. Our finance specialists
will be on hand at Stand N110 so come and speak
to us about funding your next purchase.
We hope to see you soon.

Ian
Managing Director, Manufacturing division

Case study
Name:
Rossi (Southend on Sea) Ltd
Business requirement:
Funding for new equipment
Industry:
Manufacturing
Product solution:
Hire Purchase
Rossi Ice Cream has been producing premium
ice cream in Essex since 1932. Going from
strength to strength, Rossi have won numerous
awards for their ice cream and excellent
customer service, recently winning ‘Business
to Business’ at the Countywide Essex Business
Awards 2016.
Their ice cream is available from local ice cream
parlours, independent retailers, wholesalers and
major supermarkets.
Challenge
Due to the steady growth of the business, Rossi
recently moved to purpose built premises. Moving
its expanding operation to new, more efficient
premises and larger warehousing facilities means
the company can now progress with its positive
business plans for further growth and development.
Part of the growth for the company has been
supported by the introduction of personalised tubs
of ice cream in 2012.
The tubs have been a huge success, producing
high quality, fully branded 125ml tubs of ice cream
for product launches, exhibitions, awards evenings
and store openings for many well-known and high
profile companies.
As demand for the tubs increased, they looked into
a machine that could assist in filling the tubs, rather
than continuing to do so by hand.
www.personalisedicecreamtubs.com

They were looking to purchase an RR3800
formidable rotary ice cream filling machine, capable
of facilitating up to 3,800 tubs every hour.
Solution
Director of Rossi Ice Cream, Colin Gray, contacted
Natalie Smith, Area Sales Manager from Close
Brothers Asset Finance, to discuss the best finance
option for them to support the company’s future
growth plans.
After speaking with Natalie, they thought the
best option would be the Hire Purchase product,
meaning the asset would belong to Rossi Ice Cream
at the end of term.
Natalie tailored a 48-month Hire Purchase
agreement with supported funding from the Regional
Growth fund, which also created one job allowing
the company to take on a further employee.
Result
With the new machine and facilities in place Rossi
now have the capability to triple productivity to meet
demand from recently won contracts and allows
them to gain more in the future to continue to grow
the business.
Colin Gray, commented:
“Close Brothers were great at finding a finance
solution that suited our business. They understood
our business needs and found the best solution for
us to support our future growth.”
closeasset.co.uk
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Product spotlight:

Capital release
Capital release offers customers a way to use their existing assets to unlock
capital to fund future growth.
Capital release offers customers a way to use their
existing assets to unlock capital to fund a premises
expansion or to invest into further assets.
Capital release is a quick way to access the value
of assets on your existing balance sheet and
redeploy that value elsewhere within your business
– for example, to fund a deposit on new equipment
or unlock some working capital to ease cash flow.

Our team of industry specialists understand the
day-to-day frustrations facing the manufacturing
sector and use their knowledge and expertise to
find the correct capital release agreement for you.
Benefits of capital release
• Flexibility – Inject cash into your business or use
the money to buy other businesses equipment

Sale and HP Back is a form of capital release that
can be used against most types of equipment,
making it suitable for companies of all sizes,
including sole traders. It works by us purchasing
the asset and financing it back to you. Repayments
are calculated and tailored in line with the income
stream that will be generated by the asset and at
the end of the agreement’s term. At this time, the
title of the asset will transfer to you.

• Efficiency – Uninterrupted use of the asset

This option applies whether you already own the
asset or are using it under a finance deal with
another provider.

For more information on capital release
call 01244 457 569 or visit
www.closeasset.co.uk/manufacturing

Whether you need additional working capital or you
want to restructure an existing agreement, we can
work with you and existing providers to ensure you
find the right solution.
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• Cost effective – If another provider is financing
an asset, we will simply take over the agreement
and extend the term.
• Choice – Give your business a cash injection or
use the money to buy other assets that may not
be accessible through hire purchase or leasing
agreements.

Case study
Name:
Rodmatic Ltd
Business requirement:
Capital release
Industry:
Manufacturing
Product solution:
Sale and HP Back
Rodmatic Ltd is a well established specialist
CNC and production company based in Reading.
They have over forty years experience, working
in a range of markets including fluid Power
Aerospace, specialist automotive, Marine and
Motorsports by providing bespoke precise
components. Working with so many sectors for
many years has meant they have built a large
international customer base.

The best fit for them was a Sale and HP Back
product, which is a form of refinance. Jonathan was
able to bring all existing agreements into one new
finance agreement and reduce the overall monthly
outgoings going forward, while releasing a significant
cash injection back into the business.
Close Brothers’ long-standing relationship with
Rodmatic meant Close Brothers’ were able to make
a quick decision and get the funds released.

Challenge

Result

In the last few years, the company has fought
against high fixed costs and fluctuations in the Euro,
and won a huge new contract through an American
based company. Rodmatic wanted to look at
releasing some capital out of their existing assets to
fund further investment back into the business and
strengthen the business going forward to cope with
the demand of the new contract.

Rodmatic are extremely busy with existing contracts
and new projects. With the help of the exchange
rate, making a massive impact as 80% of their work
is exported, the current economic climate has given
them a really positive start to the year.

Solution
Brian Steatham, Rodmatic Ltd Chairman, has
worked with Close Brothers Asset Finance in the
past and contacted his local Area Sales Manager
Jonathan Weston. They went through the best
finance option that would fit the current climate
and would work best for the business, without any
disruption due to the demand of the new contract.

Brian Steatham, commented:
“I have worked with Close Brothers for many
years and they know our business really well and
when we were looking at our options we obviously
thought of them.”

closeasset.co.uk
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Meet the
Team…
Jonathan Weston
Area Sales Manager, South West
Tell us about your role at Close Brothers
Asset Finance?
I am the Area Sales Manager for the South West of
England from Cornwall to Hampshire and up to Bristol.
I have worked for Close Brothers for the last five years
working for the Manufacturing division.
My background and expertise is from the engineering
industry, which I think our customers appreciate as I
can understand their day to day frustrations. I really
think customers can see I can work with them to find a
solution to help their business succeed and grow.
What motivates you in your role?
Drive and determination to provide service excellence
for our customers.
How does this role differ to roles
you have had before?
Difficult question to answer as all my previous roles
have been different in one form or another. Having
started out being on a Youth Training Scheme
apprenticeship within a small engineering business
with 3 employees which then rapidly expanded by
investing in CNC machinery. At the age of 22 I had the
responsibility of being in charge of the workshop.
I was then approached to work in sales 19 years ago
by Iscar Tools Ltd to promote and sell a vast range of
carbide tooling to SME businesses based in the South
West. I worked there for five years, which gave me
fantastic in roads to sales. I then made a small move to
another carbide company called Stellram as a Regional
Sales Manager. The natural progression after working
in the carbide industry was to move onto machine
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tools sales. I had always admired the full range of
machinery that XYZ Machine Tools Ltd had to offer the
SME market so I started working there back in 2006,
during this time I met Ian Barker and in 2012 joined
Close Brothers providing finance solutions for SME
businesses in the manufacturing sector!
What do you think makes Close Brothers
stand out from the competition?
We really do have a passion in understanding SME
businesses across the UK with their capital expenditure
plans and requirements.
The secret is to listen to what their needs are and tailor
a finance solution which fits the customer’s needs.
What do you like to do in your spare time?
Not sure I know what spare time is! We have a busy
household with two dogs, African Grey Parrot and
three kids 24, 20 and 16 when will they leave home ….
Only kidding!
I enjoy mountain biking and road biking at the
weekends and aiming to do a couple of stages of the
Tour de France in 2018.
If you could talk to one person from history,
who would it be and why?
George Best – an absolute Manchester United legend
with the famous number 7 shirt. I have watched many
of his documentaries and TV footage.
Would you believe it being southerners we are Red
supporters in the Weston household - including AFC
Bournemouth too of course!!

Engineering sector strong
on customer service
Engineering firms are far more likely to have a customer service team in place
when compared to the national average, according to the Close Brothers
Business Barometer, a quarterly survey of UK SME owners and senior
management across a range of sectors and regions.
When asked the question, ‘do you have a team in
place that is responsible for customer service as part
of their job?’, 75% of SME owners surveyed answered
‘yes’, compared to the UK average of 63%.
“Engineering is a very competitive sector,” said Ian
Barker, MD of the Engineering division at Close
Brothers Asset Finance. “Firms have long understood
that customer service can be a key differentiator, and
because of that, have devoted sufficient resources to
this key function.”
The sector also outperformed the national average
(71%) when business owners were asked to assess
their customer service levels. Three out of every four
(74%) firms surveyed rated their customer service
levels as ‘good’ or ‘great’, with only 5% feeling their
customer services levels were ‘poor’ or ‘very poor’; the
remaining 21% selected ‘average’.

When it comes to dealing with enquires and
complaints, face-to-face communication is the most
popular method of communicating with customers,
along with email, followed by the telephone. Social
media is rarely used, with very few companies
surveyed selecting it as a customer service channel.
“Despite the advent of new channels of
communication, personal interaction is still the
favoured way to connect with customers, and I
don’t see that changing any time soon,”
continued Ian.
“Clearly, people recognise that some things could
always be done better, but overall, these are a
strong set of results for SMEs, who understand the
importance of delivering high levels of customer
service at all times.”

closeasset.co.uk
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Events we are attending:
Southern Manufacturing & Electronics 2017
21st-23rd March 2017. FIVE Farnborough, Stand N110.
The largest regional manufacturing technology,
electronics and subcontracting exhibition.
www.industrysouth.co.uk

MACH 2018
9th-13th April 2018. NEC, Birmingham.
The UK’s premier manufacturing technologies event.
www.machexhibition.com

Manufacturing SMEs - positive start for 2017
We asked over 900 UK SME owners and senior management across a range of
sectors and regions, are you confident about the UK’s economic outlook for 2017?
The most enthusiastic sector was manufacturing, which returned a positive
response of 61%, followed by Engineering with 52%, Construction 49%,
Transport 47% and Print 37%.
The UK manufacturing industry is on a high at the moment, with recent rates of
growth for production and new orders among the best seen over the past two-anda-half years, according to the Markit/CIPS purchasing managers’ index. This uplift in
the manufacturing sector is reflected in what the survey respondents are telling us,
which is that they see 2017 as a time of significant potential opportunity.
To find out more about how Close Brothers Asset Finance can help you,
please call 01244 457 569 or visit www.closeasset.co.uk/manufacturing
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