
1 Deal Group
Media

Bossed by private pilot and
bull mastif f owner Adrian
Moss, Deal Group Media is a
transformed concern
beginning t o bear the fruit s
of its reversal into AIM-
listed IBNet in 2003.
Interims to June fr om the
online marketing gr oup
revealed a turnover fr om
combined operations of
£6.55 million and pr e-tax
profits of £45,000 ,
versus losses of
£623,000 f or
the former
IBNet plc.
The company
is enjoying
e m p h a t i c
growth with 

existing client s and recent
account wins include
Vodafone, Virgin Mobile
and Apple. This year to
December, analysts predict
profits of £1.3 million on
£14 million sales … these
could rise to £2.6 mil-
lion on a top line
£18 million
for 2005 . 

Abcam

From humble beginnings
antibody business Abcam
has grown rapidly. Spun out
of Cambridge University in
1998 by scientist Jonathan

Milner and entr e-
preneur David

Cleevely, the
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New year … fresh start
Building a strategy for 
the future

Having the right strategy in place is

probably the single most important

challenge a growing company faces.

Most investors focus on three areas

when assessing a company: manage -

ment, past performance and strat -

egy.

So what are the key ingredients to

a winning strategy? To succeed, a

growth plan needs to be well thought

out and achievable. You need to

assess it regularly by measuring per -

formance against your objectives

and donÕt be afraid to change direc -

tion if itÕs not working. 

Have the right team and get the

right advice Ð these will help you to

build a robust strategy and achieve

your objectives.

A certain amount of navel gazing is

inevitable but make sure you ask

yourself the right questions and

donÕt be scared, as these are often

the difficult ones. Are you in a good

market? How do you measure up to

the competition? Is your funding ade -

quate? 

Do you evaluate performance Ð

financial and operating Ð and how do

you react to the results? What

changes could improve business per -

formance? Do you have the right

team with the right attitude? Where

do you want to be in one, five and ten

years time?

Almost invariably, growing busi -

nesses sink or swim on the strength

(or otherwise) of their strategy. 

Those entrepreneurs and dynamic

companies that can articulate a well

thought out strategy at the start are

� 4

� 7

BXLDEC04_05_RISING  STARS  10/1/05   5: 50 pm  Page 26



Phenomenal sales growth, a healthy increase in profits, product innovation
and loyal staff are just some of the reasons why the following businesses
stand out from the crowd. The Business XLteam identifies the 50 best
companies in the UK today

company set out t o provide qualit y anti-
body reagents and related information t o
fellow researchers. Unfortunately, venture
capitalists remained sceptical and cash
began to run shor t. That was until Milner hit
upon the idea of hawking the company's
wares to friends and colleagues in other
Cambridge labs, out of an ice bucket.

Abcam hasn't looked back
since and reported a
maiden profit of
£563 ,000 e arlier
this year.

Country House Weddings

Country House Wedding Venues is the
nationwide network of privately owned
country hous es. The business is fronted by
Diana Hastie and has seen its turnover grow
by over 1,300 per c ent over the last two
years, to just under £4 million on pr ofits of
£699,000 . All the houses used are sur-
rounded by beautiful gar dens and in the
past have been used as TV and film sets for
literary works such as Jane Austen's Pride &
Prejudice.

Limehouse Group

Marketing communications agency
Limehouse develops specialist soft ware
applications, and has seen its turnover
grow 138 per cent over the last t wo years
with pr ofits of £190,000 . It is placing a

strong focus on investing in HR, has
recently r ecruit ed a full-time HR

manager, and is under-
going ISO 9001 qual-

ity assurance.
Founder Giles

Welch is dyslexic
•People come to
see me rather
than sending
emails.• 

He believes
his biggest

achievement t o date has been developing
a completely new type of soft ware. •From
our experience in producing large-scale
publications involving many contribut ors,
we developed a whole new approach to
collecting, appr oving and publishing 
content.

Intamac

Kevin Meagher got the ide a for Intamac
when he was helping his son with his home-
work in 1996. •I became pretty well exposed
to the power of the int ernet t o deliver con-

tent and more.• Four years
later, having retir ed from
the RAF, he started Intamac
and has since raised finance
from a handful of angel
investors. The business,

which builds infrastruct ure to support
internet-linked systems for the digit al
home, is going from strength t o strength
and has secured a contract with BT worth
an estimat ed £3.5 million and one with
Cisco that Meagher says is worth •signifi-
cantly mor e•. 

He compares his business to a Trojan
Horse. •Our business model is built r ound
a platform rather than a t echnology con-
cept … we are getting people excited as
they see how much they can exploit 
this plat form t o deliver a range of 
applications.•

21st Century Stars
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