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Jane Dyson’s Speech at the AWTE / ITT lunch on 5th July 2007
Thank you so much to everyone for coming today.

I am going to talk to you for about fifteen minutes, in particular about four main messages – which I think are the most important drivers for building and running a successful business, after which I think Juliet Dennis has a few questions up her sleeve.
Actually, it is quite humbling to be standing here and certainly to be called an entrepreneur. You see when I hear the word entrepreneur, probably like everyone else in the room, I automatically think of Richard Branson, Anita Roddick, Alan Sugar and Roger Allard who make more and more money, are on every rich list, and are extremely high profile.
So I don’t relate to any of that at all, in fact,  I would like to rename the word entrepreneur to be “when the buck stops with you,” because quite honestly you can dress it up as much as you like and gloat about how glamorous it sounds, oh I’m an entrepreneur you know, but at the end of the day, when you’ve got a client pitch to complete, when the bank manager is knocking on your door and when you have to pay the staff’s wages, ultimately it all comes down to YOU, only YOU and nobody else but YOU. 
You see to be perfectly honest the whole thing of having your own business for me has been a series of challenges, not at all success after success but often living with the threat of failure and living life on a knife edge. When only YOU can make the final decision and only YOU can make the difference between success and failure it’s the hardest thing on earth. But if you want to be an entrepreneur and are prepared for the buck to stop with you, you have to have the philosophy of who dares wins and I am a bit of a CHANCER, well, to be honest, a lot of a CHANCER. 

So my first message is BELIEVE IN YOURSELF
Let’s start at the beginning

Unbelievably, my first taste of business was in newspaper distribution, well I had a paper round. It paid 75p a day, fantastic, but I had to share it with my sister because the newspaper bag was so heavy. Anyway the 37.5p came in handy. It certainly kept me in   Jackie magazines.
My second was a Saturday job at WH Smiths from the age of 14 until I left school. That was fantastic, on the record department. I loved that job. The Manager used to come and tell me that I HAD to take my breaks and lunch hour as I would get carried away and work through.
I went to school at a large comprehensive, where I passed 5 O levels, well four to start with as I had to re-sit the maths. I took A levels in French and German but I’ve lied about the grades so many times (especially to my children) that I truly cannot remember what they are, although I think it is safe to say that they didn’t begin with the first three letters of the alphabet. You see studying didn’t have the same appeal as cruising round the streets of Bradford in my boyfriend’s souped up Ford Escort Mk 11, with alloy wheels.
And then the travel industry hit me like a tornado. My first job, 26 years ago was at Intasun Holidays or ILG. The pay was £2400 a year which wasn’t a lot but they gave us free fish and chips on a Friday, and that swung it for me. In the interview, I tripped up on the way in, put my brolly on the chair and missed and then they asked me a question on percentages – well I’ve told you about my maths O level. Anyway, for some reason they gave me the job. Imagine nowadays working for a Tour Operator, with no computerisation, no e-mails and no mobile phones. How the world has moved on.
Anyway after far too many Fridays of fish and chips, I moved in to retail and worked for WH Smith travel and at 21, I became manager and I had 11 staff working for me. After two years, in 1986 I then moved to Travelworld and became General Manager of 13 shops.
I had one child and after realising that I couldn’t be Terry Fisher, I decided to set up my own business with a partner. We first of all looked at day nurseries, as 17 years ago I thought it would be a good business to be in. However, as travel was what I knew, we plumped for that and said let’s give it a go and if it doesn’t work out, we can always go on to the day nurseries thing. – Well, here I am still doing the travel thing, with not a day nursery in sight. YET
My second message is RISK or being prepared to take risk.      
My first risk was that I had a two year old son, a mortgage, bills to pay, my then husband had just been made redundant, and I packed in a secure, well paid senior managers position with Travel world to start my own business – was I completely MAD. Oh yes and after been told I was unable to have any more children, I then became pregnant in the first month of the business. Oh yes, and then in the first month of the business, the 1991 Gulf War broke out, having serious repercussions for the travel industry.
A partner and I set up a company called PMC, with a £2000 bank loan and an agreement to pay ourselves £700 per month. And that is what I did for the next five years.
The naivety was unbelievable. You see I knew I wanted to work for myself but all I was bothered about was paying the bills and being able to pay myself in order to live. I thought that I could do this around the children, take time off when I wanted and just generally waltz around bossing myself about.

However, the reality is quite a different thing. I had no clue about finances (my finance director and Bank Manager over there will no doubt argue that is still the case) tax returns, Vat, P60’s, balance sheets and most of all cash flow were a total mystery.
I started off, behind a travel agency in Huddersfield, about 2.5 metres square, with a dressing table as a desk and a stool as a chair.  And actually this is the first time I have been able to publicly thank Paul Lacey, who, when he was at Jetsave was my very first client. 
Oh but there was some good news in the second month of the business, well good news for me, that ILG ceased trading. This meant that all the Directors went off to new companies, or formed new companies and very quickly we found ourselves working for the likes of Aspro, Riva, and Novotours.
But then, we found that we were in a dilemma and the classic position that most small businesses find themselves in. When I was out on the road generating revenue and income, I wasn’t in the office winning new business. When I was in the office, I wasn’t generating any income.
 The next risk - taking on staff.

We took on a member of staff and this quickly increased to five staff, so we had to move premises, we were on the first floor above another travel agency in Bradford. Our office was not only much bigger, it even had proper desks.

Now for the reality:-

We had work, people did the work, and the people needed paying for the work – easy!! Well not really, most of our clients were small, had great cash flow issues and took a long time to pay us. In the meantime I was building up a workforce who were duly carrying out their roles and who needed paying. The overdraft was getting bigger and bigger and I didn’t realise that meant WE had a cash flow problem. We had created a monster that needed feeding!!

I was called in to see the Bank Manager, not that lovely one over there, Alastair Watson. This was a nasty one.I went in with my piece of paper with the list of all the people who owed us money, assuming that would be fine and he would increase the overdraft over a nice cup of tea. Now, bear in mind I was in my late twenties and he was 110 – he was just about to retire and he made it clear very quickly that he had no intention of retiring with some silly woman owing the bank money. 
So, with no sign of a cup of tea, he looked me in the eye and said – right, you can stop fluttering those eyelashes at me right now because you are at the end of the road and unless you collect the money in, or provide some security before the end of the week, I shall call in the overdraft and shut you down. Wow, this was grown up stuff.

I did not realise that cash is KING and if you are to grow organically, it must be managed. Cash flow, or more to the point lack of it, is what brings down many small businesses.
We got through all of that and then I got a telephone call from someone in this room back in 1995 – didn’t I Steve?? 12 years ago. Steve Martin from BP called me up and to cut a very long story short we set up a joint venture with BP. Now this was very grown up, we had to have a strategic plan, budgets, forecasts and we had board meetings!! This was a fantastic experience and rather than a turning point, more of a realisation point that I was running a professional business.

We had our joint venture for four years and then amicably dissolved the JV with BP in 1999, so that we could pursue other activities outside of the travel industry.

The journey to get to this point had been eventful and full of risks to say the least.
This brings me on to my third message – SACRIFICE

Those of you, who were at the ITT conference this year in Gran Canaria and attended the session on women in business, will have already heard my very strong views on how we have to be very careful on making the fact of having your own business seem easy. 
Women are looking for equal opportunities, yet time and time again, we hear they want to be treated differently. I know that may seem a little hypocritical, having won two women in business awards, but what I would say to that is, I did not receive these awards because I worked flexible hours, took a year’s maternity leave or generally harped on about how difficult it is being a woman in business. For me it was totally different.
In the early days with a 3 week old baby, a two year old and the Cyprus roadshows to fulfil, the work had to come first. So there I was, working in the office until 2pm, driving 3 hours to Glasgow for an evening event, doing the roadshow and then driving back 3 hours, the same night, ready for the next day in the office. This was the only time I had ever seen a steam train following me on the M6. I was actually hallucinating through tiredness.
A typical day would involve a full days work in the office, coming home seeing the children, putting them to bed and then starting work again, regularly until 2 in the morning. There were no computers and I had to manually report on all the agency visits.
From then until now, the juggling of my life hasn’t stopped – I have missed sports days, nativity plays, parents’ evenings and much more. These are hard choices – I made my choices and I wouldn’t do it differently a second time around. 

The message here is that, when starting your own business, no-one, whether they are men or women can have their cake and eat it, there will be sacrifices to make along the way.

My fourth message is MOTIVATION

The story so far has taken us to 1999 and it is from there that the real growth of the business has come.

We increased the services we were offering to the travel industry and formed the TIPTO organisation, we built up an excellent reputation for running roadshows and actually getting travel agents to turn up! We trained agents on websites 
Although we had dabbled in the past, we then looked more seriously to expand outside of the travel industry.

We won the Metro newspaper contract to hand distribute the product outside of London. We have continued to do that in 16 UK cities for the last seven years later, 
Other activities for Associated newspapers include:-
The Evening Standard, The Daily Mail/Mail on Sunday, we have written and manage a loyalty and incentive scheme for them.
So, in our media division, every day, we employ an average of 700 people, and hand out an average of 600,000 newspapers daily.
This takes a lot of logistical organisation and this is where people need to be motivated, particularly from the top, to ensure the people on the front line receive the support they require.
I, personally am not motivated by money. I am motivated by results. To me the client is KING. I love working with clients – well most of them and managing that relationship. If you can build up a good rapport with a client – find out what they are trying to achieve and work backwards from there, then the business will follow.
To service clients properly, you have to build a solid structure and management within your business. The key is to surround yourself with good people. How do you do that?
We profile all our full time people, in a way that tells you how to manage them, what makes them tick, how to motivate them and how to get the best out of them.

This strategy has helped us to grow the business and go in to other market sectors – namely the free newspaper distribution, supermarket merchandising and in-store promotions with fast moving consumer goods such as Kelloggs, Red Bull, Wrigley’s and Western Union Bank.
Over the past few years the business has grown beyond my wildest dreams and hopefully will continue to expand as we grow the travel and media divisions and explore new market sectors. 
So, to re-iterate, my key messages to become an entrepreneur you have to
· Believe in yourself

· Be prepared to take risks

· Be prepared to make sacrifices

· Be motivated

………..and watch that cash flow!
I’m talking from personal experience, but this is what has made it all work for me. I hope that you’ve found something of interest in all of this and thank you Julia and Stephen and the AWTE and ITT for inviting me to be your guest speaker. Thank you for listening………….
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