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CLASSIC MEMBERSHIP

SEATS 2

EVENTS, CONNECTIONS & ACCESS

B4 Classic Events
Open to all seat holders 

at no charge

B4 Breakfasts, Lunches & Dinners
Open to all seat holders 

at extra charge – see page 6

Weekly digital contacts ü
Access to Hubs ü

NEWS

B4 Magazine Separate charge – see page 4

Upload unlimited News and Articles to the B4 website ü

Annual Rate   £495+VAT            

Additional Seats £75+VAT

VIDEO & PHOTOGRAPHY

All video and photography subject to separate charge See page 5

Access to B4 Flickr account to download pics ü

PROFILES

Company Profile ü
Individual Profiles 2

Backlink to Website ü
Weekly Members Newsletter ü

For over 15 years B4 has helped hundreds of our members to connect at high quality events and secure excellent profile through a 

range of digital platforms. We invite you to join our growing community of members to help your business connect, raise its profile 

and work with B4 members who can help to make business more accessible, easier and fun.
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CLUB PLATINUM

SEATS 1

EVENTS, CONNECTIONS & ACCESS

Priority Access to all Events subject to charges where applicable (see page 6) ü
Invitations to other Club Platinum Member events through B4 ü

OFFERS

Exclusive offers from other Club Platinum Members ü
Share your own offer, preferential service or benefit with other Club Platinum 

Members ü

UPDATES

Regular Club Platinum webinars to share challenges with other Members ü
Regular Club Platinum updates ü
Invitation to the Club Platinum LinkedIn Group for updates ü

Annual Rate   Invitation only for existing Members or £990+VAT for new Members subject to approval           

Additional Seats £495+VAT

Please note Club Platinum is invitation only to existing Members. For individuals recommended by existing Club Platinum Members to join, they must first purchase 
Company Membership at £495+VAT and then, subject to approval, must pay an additional £495+VAT for their Club Platinum seat.

PRIORITY BOOKING

On video and photography bookings at preferential rates ü 
see page 4

On B4 Magazine bookings at preferential rates ü 
see page 5

INTRODUCTIONS & SERVICES

Introductions to / from other Club Platinum Members ü
Recommend your connections for Club Platinum Membership ü
B4 post your News for you ü
Introduce one up and coming business to receive a complimentary B4 Classic 

Membership ü

VENUE ACCESS

Access to the B4 Meeting Room for meetings and webinars at no charge ü
Access to other B4 Venues as we grow the network of venues ü

Club
P L A T I N U M
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B4 MAGAZINE RATES

CLUB PLATINUM MEMBER & NEXUS NON-MEMBER

Cover Feature* £695 £1,050 £1,390

Single Page Editorial** £175 £275 £350

Double Page Editorial** £195 £295 £390

Single Page Advert*** £95 £150 £190

Double Page Advert*** £175 £265 £350

*includes studio photo shoot & interview with B4’s editor with your article first in your version of the magazine

**copy supplied but designed by B4 / also appears on B4 website and promoted through B4 social media

***supplied not designed - separate charges available for designed adverts

How can you ensure 
your managers are set 
up to deliver growth 
for your business?
Management is hard – and it’s very rare that new managers hit the ground running 
- after all they’ve often had little or no preparation for this critical role. But good 
management can make or break your business – your leaders are the people you 
rely on to build and grow your company.  The much talked about concept of ‘The 
Peter Principle’ outlines the premise that people are often promoted to the level of 
their expertise, and then once again – beyond their level of capability - and we’ve all 
seen examples of people to whom this has happened.  Great technical people are 
promoted into leadership positions, often without any support or training, and then 
expected to make great managers!

Managing change – One thing is certain in 
today’s world – change is a constant.  And being 
able to manage your team through the change curve 
is an essential part of being a manager.  But again, 
these skills aren’t necessarily developed during an 
early career – so how can you best prepare your 
new managers for change?

Operational processes management/
Reporting and measuring  – You need 
your managers to be constantly improving the 
performance of the best of the business they 
look after.  Do they have the necessary skills to 
be monitoring, reporting and refining the function?

Understanding what it takes 
to embed training

All of these skill areas should be delivered in a 
holistic way.  Classroom learning works for some, but 

is not always convenient, so is there the option for 
web based ‘catch-up’s’ or training sessions.  There 
is also a great deal of research that suggests that 
learning is not embedded by one teaching method 
alone.  Learners need multiple  and varied ‘touch 
points’ with key points so that they can take-in and 
truly get to grips with the content. Courses should 
provide recommended reading so that people can 
read around the subject – and also ensure they stay 
up to date with the latest management techniques 
and business news.  And critically, new managers 
need peer support – a network of people at the 
same stage of their career who they can share 
difficulties, work through problems and build their 
support mechanisms.  Whilst online networks are 
a great tool – there should also be an option to 
develop these relationships face to face.  All these 
elements will help to set up your new managers 
for success.

To find out more about how you can 
develop a 360 Degree manager – visit 
www.360degreemanager.co.uk or email 
info@thinkinspireandcreate.com

www.b4-business.com80 www.b4-business.com 81

B4 advice

info@thinkinspireandcreate.com
0844 414 6056
www.thinkinspireandcreate.co.uk




However, training managers is notoriously difficult.  Not everyone will 
become a manager so it makes little sense to build training in for 
everyone, and people will reach this stage at different parts of their careers. 
Management programmes are often expensive or require lots of time 
out of the office – and they often don’t provide a full rounded or holistic 
approach to management.  

So how do you build a training programme that delivers managers who can 
really help to grow your business?

Take into consideration the age of your 
trainees

It’s a truth that most new managers will be from the so called ‘millennial 
generation’ which means that programmes should be tailored to their specific 
learning styles.  This digital generation learns best through ‘bite size’ chunks of 
learning – rather than concentrated blocks.  Traditionally, management training 
schemes have focused on intensive periods of learning – from two days upwards.  
These type of immersion schemes are unlikely to appeal (or be the best form 
of learning) for this new management generation – so think about how you 
can break up the learning into easy to access ‘chunks’.

There is also an expectation that learning will be supported by digital assets.  
How much of the course can be completed online?  What kind of supporting 
activity can be delivered via digital channels?  In a ‘social first’ era delegates 
will expect some kind of digital interaction – and this will likely support their 

learning goals.  Can you use AI to better predict and deliver the training needs 
of your cohort?

Covering the whole range of management 
skills

Management today is not just about basic leadership skills.  Of course, any 
training should look at developing those basic skills – understanding leadership 
styles, and people management.  But it’s also about developing and refining 
skills in managing change, commercial awareness, operational complexities, 
and business processes as well as people.  Any course that focuses just on 
the ‘managing people’ element of training will fail to deliver the well-rounded 
managers that you need.  In today’s world, managers need to be experts in:

Communication skills - listening is a foundation skill. It is as much a part of 
communicating as speaking and presenting.  Training should cover developing 
skills in active listening, as well as presentation and general communication skills.

Managing conflict – Even the best teams will have moments of conflict.  
Training new managers on how to best manage in challenging situations and 
through difficult times will set them up for success – and mean that they don’t 
loose their cool when the inevitable happens.

“Management today is not just 
about basic leadership skills”

Written by: Hayley Monks   Photography by: Rob Scotcher

“Even the best teams 
will have moments of 

conflict”

“One thing is certain in 
today’s world – change 

is a constant”

Those at OCFI range from audio specialists, 
healthcare researchers and environmental data 
analysts and anything in-between.

Both centres are run by Oxford Innovation, the UK’s 
leading operator of innovation centres that provide 
office, laboratory, workshop and meeting space 
throughout the UK. The company also provides 
innovation services to entrepreneurs, including 
business-planning advice, fund raising, coaching 
and mentoring.

WCFI’s Commercial Manager, Kelly Carter, supports 
businesses on their journey and helps them 
overcome challenges to success. She also helps to 
link up clients with the Oxford Innovation network 
of Innovation Directors that offers practical support 
and advice.

As Kelly says: “The wants and needs of our clients 
are taken seriously by the team. When you become 
part of the Wood Centre for Innovation, you’ll gain 
lots of support you didn’t even know you needed. 
Our team is well connected within Oxford’s science 
and technology sectors, so businesses will have the 
kind of support you just won’t get anywhere else.”

As part of the support package offered to clients, 
WCFI hosts a programme of sector-specific and 

business-building workshops throughout the year. 
These sessions are open to all customers and are 
included as part of the licence fee.

The Wood Centre for Innovation (WCFI) and the 
Oxford Centre for Innovation (OCFI) are both owned 
by The Oxford Trust; an independent charitable 
trust founded in 1985 by entrepreneurs Sir Martin 
and Lady Audrey Wood. The Trust’s mission is to 
encourage the pursuit of science and enterprise. 
Through their innovation centres, the Trust has 
enabled hundreds of innovative companies to 
begin, develop and grow, including Mirada Medical, 
Perspectum Diagnostics, Natural Motion and Oxford 
Computer Consultants.

The Trust’s sustainable business model means 
that income from WCFI and OCFI is reinvested in 
the Science Oxford Centre at Stansfeld Park and 
their Science Oxford education and engagement 
programmes. The strength of the Trust’s business 
model is that it supports both ends of the innovation 
ecosystem, from inspiring young children about the 
wonders of science to helping start-ups develop 
and grow.

Could you see your business at the centre? The 
Wood Centre for Innovation currently has a number 
of offices and lab space available, ranging from 384 

sq ft and 1048 sq ft, for growing companies that 
work in the science and technology sectors. 

If you are interested in space at the centre, contact 
us to arrange a tour.

OXFORD’S NEW ECO-FRIENDLY 
HUB FOR SCIENCE AND TECH 
BUSINESSES

The newly-opened, state-of-the-art Wood Centre for Innovation (WCFI) has a prime 
selection of flexible office and lab space, impressive meeting and conference facilities as 
well as a dedicated package of support for local science and tech businesses. Not only 
that, it has great environmental credentials, is located at the heart of the city’s health 
and data sciences quarter, and attracts a vibrant community of like-minded start-up and 
grown-on businesses.

wcfi@oxin.co.uk
01865 945 500
www.wcfi.co.uk
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With more and more small businesses adopting 
sustainability practices, WCFI is hoping to attract 
more clients who have sustainability high on 
their agenda.

Set in 15 acres of picturesque woodland at Stansfeld 
Park in Headington, the two-storey innovation centre 
has strong green credentials. Orientated east-west, 
the building maximises beneficial solar gain and 
protects against unwanted solar gain with an over-
hanging roof that provides solar shading. Not only 
that, there is 30kW solar array of photovoltaic panels 
on the south-facing roof that helps to power the 
building, and there are air-source heat pumps that 
provide energy for the underfloor heating.  

The materials used for the build have been sourced 
locally where possible, including the British poplar 
that clads the exterior. In fact, WCFI is the biggest 
building in the UK that’s clad in heat-treated timber. 
The centre is also big on wildflowers with its green 
roof and mixed planting all around the centre that 
creates a wonderful display during the summer 
months.

Together the eco-friendly measures at the new 
centre provide the perfect platform for businesses 
to promote their green credentials.

Professor Jose Maria Pena, co-founder and CTO of 
Lurtis, an artificial intelligence research company 
resident at the centre, said: “The practical location 
and stunning surroundings immediately attracted us 
to WCFI. We are currently working on developing 
technology for an architectural firm, so it has been 
excellent for us to promote our services from a base 
consistent with eco-friendly measures.”

Owners of the building, The Oxford Trust has been 
environmentally conscious throughout the building 
process, and working with Oxford Innovation, who 
manage the centre, are starting to rollout a green 
transport initiative. Users of the facilities at Stansfeld 

Park are encouraged to cycle, walk or use public 
transport. The centre has also installed a number of 
electric car charging points and cycle racks.  

Professor Pena added: “All of our staff walk or cycle 
to work, so having an office which supports this was 
important to us on a practical level. We’re located 
right in the heart of a woodland, so the surrounding 
area is stunning and something always noticed by 
our clients. It’s also great to enjoy a walk and during 
the busy day.”

Located on Quarry Road in Headington, the centre 
is close to the city’s fast-growing health and data 
sciences quarter, centred on the University of 
Oxford’s Old Road campus, clinical research facilities 
at the local hospitals and Oxford Brookes University. 
It is also close to major road and rail links.

Part of WCFI’s attraction is the vibrant community 
of science and tech start-ups based there but 
also at its partner centre – the Oxford Centre for 
Innovation, or OCFI – in the centre of town. Clients 
include medical product design and development 
consultancy firm, Triteq, and Ultromics, a business 
that uses artificial intelligence (AI) to build diagnostic 
aids for cardiovascular diseases. Others include 
Sportside, the developers of an all-encompassing 
app and web-based communication platform. 

“ When you 
become part of the 
Wood Centre for 
Innovation, you’ll 

gain lots of support 
you didn’t even know 

you needed”
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“All of our staff walk or 
cycle to work, so having 
an office which supports 
this was important to us 

on a practical level”
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Enterprise Nation exists to help people start and 
grow their own small business and as Emma 
admits, she and her dedicated team have been 
doing this for a very long time. “With a General 
Election looming this will be the 4th time we’ve 
had a small business debate, so we’re starting to 
feel quite long in the tooth now as new ministers 
and new Prime Ministers come in. But we’re still 
here providing invaluable support to the UK’s 
small businesses.”

Enterprise Nation, Emma is keen to point out, isn’t 
a charity or part of the government. “We’re 100% 
privately owned although we did take on a new 
investor in 2017 to help grow and develop the 
business which operates in three key areas.

“Firstly Brand Activated Campaigns where we run 
national training campaigns for large brands like 
Facebook, Amazon, O2, Xero. For Facebook we are 
coming to the end of our third year of running a 
programme called ‘She Means Business’ where we 
have trained thousands of female founders in digital 
skills. For Amazon we have been running large events 
called ‘Amazon Academy’ which is free training for 
Amazon Marketplace sellers and trains them to grow 
their business. Each year we run about 300 events 
in all parts of the UK, anything from small local meet 

ups to our biggest event of the year which is our Start 
Up Show which takes place in January 2020. We will 
have 2,000 start ups attending our events in London 
and also, the first time, Manchester. 

“Secondly we have the Business Support Marketplace, 
the online part of the business which provides content 
24 / 7 for people looking to start up a ‘side hustle’ 
and want to access content at nights and weekends – 
and to those looking to grow who need answers fast. 
We have actually just gone live with our new version 

of the online platform which is part of an  ongoing 
investment in the online side of the business. Our 
aim is to provide answers to questions within three 
clicks and because we have over a decade of content, 
we have a massive library of answers to all sorts of 
questions. Content varies from long written blog posts 
to podcasts and webinars. So, depending on how 
the on-line consumer likes to consume information, 
hopefully we have a piece of content relating to that 
topic and in a format through which they like to learn. 

The platform is also connecting small businesses to 
each other so you can now find members in your area 
and the platform can also connect you with advisers 
who are rated and reviewed by the businesses that 
use them.

“Content is twofold – there is Enterprise Nation 
generated content where we generate a piece of 
content every day through our team but advisers can 
also upload content. Businesses now want specific, 
niche content and we have to be able to provide 
that. For example, if a member is looking for advice 
on selling coffee mugs into Korea, then we need 
a homewares trader who has experience of selling 
product to the Korean market. 

“Over the next twelve months you will see us 

encouraging our advisers to write even more niche 
content so that we can provide answers to ever 
more niche requests. Business is changing and 
we need to reflect that in the content we provide.

“Finally we run Public Sector Projects where 
we deliver contracts for Growth Hubs, Local 
Councils, Local Enterprise Partnerships and Central 
Government departments. We’ve actually just taken 
on an Accelerator Programme in Oxfordshire which 
will be completed by the end of this year.

“In terms of reach we engage with over 100,000 
small businesses each year, welcome over 27,000 
registered attendees for events and a significant 
number of people coming on line for training 
(webinars etc….) and information.”

But that’s not it, Emma isn’t standing still and has 
four key campaigns which Enterprise Nation will 
be focusing on in 2020, all based on where Emma 
and her team have identified gaps in the market.

“Our Next Generation programme is ensuring the 
entrepreneurial future of Britain where we help 
young people to start a business. She’s got this is 
economic empowerment for women, continuing 
on from ‘She Means Business’, we are helping 

female founders raise money. HeadsUp! is helping 
businesses with their mental well-being, because in 
lots of our surveys this year small business owners 
have been telling us that loneliness is a massive 
problem. We’re helping them to meet up locally 
and raise their positive mental attitude. 

“Finally we have Clicks and Mortar which is reviving 
the High Street through enterprise. We are opening 
up shops and filling them with online sellers. We’ve 
opened up four shops in five months in Cardiff, 
Edinburgh, Manchester and Sheffield. The scheme 
is backed by Amazon, Square, and Direct Line 
for Business who, like us, have seen that the 
High Street is clearly struggling and in need of re-
energising. We think small business has a critical 
role stimulating the High Street and the shops are 
all about making it as easy as possible for them to 
sell. Amazon are really passionate about helping 
the small business community and, after all, they 
benefit from the success of small businesses so 
it makes sense to provide support.”

With all of these wonderful campaigns and positive 
energy behind supporting the UK’s small business 
community, I ask Emma if she sees her personal 
profile continuing to promote Enterprise Nation or 
does she intend to play more of a back seat role 

Fueling 
the Small 
Business 
Engine of 
the UK
As the founder of Enterprise Nation, a community of over 75,000 
business people from small businesses all over the UK, Emma 
Jones MBE isn’t resting on her laurels. Far from it, she wants to 
create the UK’s most trusted business support marketplace, 
building on her wealth of experience, knowledge and energy 
which has seen her become a trusted representative of the UK’s 
small business community for both government and media. 
Emma was speaking to B4’s Richard Rosser.

Written by: Richard Rosser

Following a degree in Law and Japanese, Emma 
joined international accounting firm Arthur 
Andersen, where she worked in London, Leeds 
and Manchester offices and set up the firm’s 
Inward Investment practice that attracted overseas 
companies to locate in the UK.

In 2000, bitten by the dot.com bug, Emma left 
the firm to start her first business, Techlocate. After 
15 months, the company was successfully sold to 
Tenon plc.

The experience of starting, growing and selling a 
business from a home base gave Emma the idea 
for Enterprise Nation which was launched in 2006 
as the home business website.

The company has since expanded to become a small 
business membership community of over 75,000 
people who benefit from events and support: online 
and in person.

Enterprise Nation also presents a campaigning 
voice to government and the media on behalf of 
its members.

Background

In March 2011, Emma was one of eight co-
founders to launch StartUp Britain, the national 
campaign to encourage more people to start a 
business and support existing businesses to grow.

Over a period of 3 years (March 2011 to 2014), 
Emma led and managed the private sector campaign 
that facilitated mentoring, hosted Industry Weeks, 
toured the UK with entrepreneurs and experts, 
launched special projects such as PopUp Britain and 
had a critical role to play in record results of people 
becoming their own boss.

In February 2019 Theresa May appointed Emma to 
co-chair the Prime Minister’s Small Business, Scale-
up and Entrepreneurs Business Council. A position 
she still holds.

Backing Britain

“Over the next twelve 
months you will see us 

encouraging our advisers 
to write even more niche 
content so that we can 

provide answers to ever 
more niche requests. 

Business is changing and 
we need to reflect that in 
the content we provide.”

“ In terms of reach we 
engage with over 100,000 
small businesses each year, 

welcome over 27,000 
registered attendees for 
events and a significant 

number of people coming 
on line for training 

(webinars etc….) and 
information.””

In the past month Digitizelectric has become 
an official reseller for the pod provided cloud 
based unified communications platform which 
will enable enterprise customers to benefit from 
more cost effective telephony, messaging and 
conferencing solutions.

Whilst a new departure for Digitizelectric, we have 
been working in telecommunications for over 25 
years and in fact have worked for the company 
that has developed the software that supports the 
Pod service.

What is Pod?

Pod is 24 Seven Cloud’s unique unified 
communications platform for office-based and 
field/home - based colleagues - offering voice 
calling, video calling, instant messaging, meeting, 
conferencing, call center, collaboration and file-
sharing capabilities.

Will I have to replace my 
existing handsets?

No. Pod will work with virtually any IP-enabled 
handset. You can also make and receive calls using 

the desktop client on your laptop or pc, or via an 
app on your ios or android mobile phone.

Can I keep my existing phone 
number?

Yes. We have porting agreements with all of the 
major networks so keeping all of your existing 
numbers will not be a problem.

Can I integrate it with my 
other business systems?

Pod integrates seamlessly with a vast range of CRMs 
including those most widely used in the UK – it will 
even integrate with your custom-built or bespoke 
CRM solutions.

Will Pod integrate with 
my Outlook contacts and 
calendars?

Yes – Outlook integration is built into Pod.

Where can I buy it from?

Pod is available only through one of our carefully 

selected Partners – in this case Digitizelectric Limited, 
based in Oxford.

Will I be tied into a long-term 
contract?

Pod is an extremely flexible solution – we can discuss 
the best arrangement for you.

Is it right for my business?

If you are looking to increase collaboration and 
productivity within your business, connect all of 
your remote workers back to the office, but at the 
same time keep your costs under control, then yes!!!
Please contact Richard at Digitizelectric – richard@
digitizelectric.com

hello@digitizelectric.com
01865 517 018 
www.digitizelectric.com




Digitizelectric Expands to Provide Cloud 
Based Unified Communications Solutions 
based on  Pod from 24 Seven Cloud

B 4 T H E  F U T U R E
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What does innovation mean to you?

If you search the word ‘innovation’ online, there are 
numerous definitions;

• “The process of translating an idea or invention 
into a good or service that creates value or for 
which customers will pay”  

• “(the use of) a new idea or method”  
• “the introduction of something new”  

While all the above definitions allude to innovation 
being something new, they lack the context required 
to define its full meaning, especially when applying 
it to the world of Grant Funding.

UK Research and Innovation (UKRI) recognises 
innovation as “the application of knowledge of 
ideas for the development of products, services or 
processes – whether in business, public services, 
or non-profit sectors.”

UKRI is the umbrella organisation in which many 
of the UK Government funding bodies sit – for 
example; Medical Research Council (MRC), Research 
England and Innovate UK – their primary function 
is to fund innovation in the UK.

By working with businesses applying for funding  via 
UKRI and similar funding bodies for over 15 years, 
TBAT have learnt what is required to reach the level 
of ‘innovation’ to fund a project.

There are a handful of boxes that need to be ticked 
in order to qualify a project as ‘innovative’ and viable 
for UKRI to invest public money;

• The project must be disruptive in its intended 
market

• The projected end-result must be above the 
current state-of-the-art available

• The project must result in a product/process/
service that is commercially viable

• The project must have wider impact, which can 
be societal, economic & environmental

Innovation doesn’t have to be a brand-new invention; 
in fact, it very rarely is! It can be a novel way to use 
an existing service, process or product – even in a 
different industry – or to apply a new technology 
to improve what’s currently available.

Everyday, TBAT are working with businesses across 
the UK that are inspired to innovate. Here are a 
few examples of innovative products and services 
that have benefitted from TBAT’s support to access 
funding and bring their ideas to fruition:

• Lightweight adhesive tape for metal to metal 
and metal to composite applications, primarily 
for the automotive industry.

• AI-driven, automated and customised creative 
campaigns for the digital ad industry.

• Connected and autonomous vehicle risk-
mitigating software.

If you are considering whether your innovation is 
cutting-edge and disruptive enough to be awarded 
funding, and need some open, honest and 
constructive advice – get in touch with TBAT.

TBAT’s range of services are available to help you 
scope innovation opportunities that match your 
project and offer support to guide you through 
funding your entire R&D lifecycle.

Innovation is a well-known buzz word. It is used to describe new ‘things’ everywhere; whether it 
be for technology, apps, software, an approach to business, a workplace or events. Some would 
accuse the word of being over-used and having lost its meaning.

 WHAT IS INNOVATION?
Written by: Vincent Seddon, TBAT

“ Innovation doesn’t 
have to be a brand-new 
invention; in fact, it very 

rarely is! ”

“ If you are considering 
whether your innovation 

is cutting-edge and 
disruptive enough to be 
awarded funding, and 

need some open, honest 
and constructive advice – 
get in touch with TBAT ”

info@tbat.co.uk 
01332 819 740 
www.tbat.co.uk




All prices quoted are net of VAT
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STUDIO RATES

CLUB PLATINUM MEMBER & NEXUS NON-MEMBER

Promotional Video Shoot - 1 minute video shot in the B4 Studio £495 £750 £990

Zoom Shoots - 15 to 20 min webinar converted to video £495 £750 £990

Photo Shoots - 10 high resolution photos £295 £450 £590

All prices quoted are net of VAT
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Please note prices are a guide 
only and are subject to change

CLUB PLATINUM MEMBER & NEXUS NON-MEMBER

B4 Classic Events N/A N/A No Access

Breakfasts £35 £70 No Access

Lunches £95 £135 No Access

Platinum Dinners £160 £225 No Access

CLUB PLATINUM MEMBER & NEXUS NON-MEMBER

Banners on website - period of 
one month in one position

£195 £295 £390

Newsletter Sponsorship for 
4 Newsletters for one month

£495 £750 £990

Website section sponsorship - 
one section for one month

£245 £375 £490

EVENT RATES

DIGITAL OPPORTUNITIES

All prices quoted are net of VAT

 B 4 - B U S I N E S S . C O M  |   6 

A D D I T I O N A L  S E R V I C E SB 4

http://www.b4-business.com


B 4

WE LOOK FORWARD TO 
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