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Appendix IT

HANKIN AND WOOD
Pictorial Sign Painters.
Partners: Peter Hankin, Eileen Wood.

HARMS GILL

Computer Aided Design Bureau.

Partners: Adrian Harms, Howard Gill.

Architects offering computer aided design (CAD) services to
organisations involved in the design of buildings and others who
may have an application for three dimensional computer drafting.
Also architectural commissions, CAD consultancy, and edu-
cational courses undertaken.

INDECON

Consulting Engineers and Scientists.

Partner: Peter Pentecost.

East Midlands office of consulting partnership specialising in the
control of noise, vibration and environmental pollution.

INTERACTIVE GRAPHICS LTD

Computer Aided Design.

Directors: Mike Bayfield, David Brooke.

IGL develops, manufactures and supplies personal drafting systems
for designers, evolved over a period of ten years’ intensive use by
draughtsmen and designers. Authorised consultants under the D O E
CADCAM consultancy scheme.

JAMES McARTNEY ARCHITECTS (formerly James McArtney
Partnership).

Directors: Tim McArtney, Andrew James.

Company of ten with above Directors and staff shareholders. Work
includes a large hospital for the elderly, large office conversion
project, flats for the disabled and the refitting of bookshops.

ALLAN JOYCE
Architect.
Emphasis on small scale design.

KATSU
Fabric Painter.
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KENCHINGTON LITTLE AND PARTNERS
Consulting Engineers.

KINDERGARTEN TOY SHOPS LTD

Directors: Harwood Gordon, Christine Hughes.

Toy retailers and educational suppliers specialising in play equip-
ment and books for children up to age ten. Emphasis on quality and
durability. Catering for schools, playgroups and toy library users.

BARBARA MANUEL
Ceramics.

JULIAN MARSH

Architect and Designer.

Principal: Julian Marsh.

Architecture with emphasis on interiors, perspective illustration,
exhibition design and teaching.

SOLO (formerly Web-Zeb).

Designer and retailer.

Proprietor: Janet Webber.

Original designs using the latest season’s colourways and fabrics,
pure silks, wools etc.

SOUP KITCHEN II (formerly Mrs Halford’s Pantry).
Restaurant.

GARY SOUTHWELL

Guitar Maker.

Quality guitars hand made to order. Specialises in making classical
and early guitars. Repair work and restoration undertaken.

SPECIALIST COMMISSIONING SERVICES LTD

Directors: Les Dennis, Greg Dominic.

Commissioning engineers for all types of building services: air
conditioning, pressurisation systems, process control systems etc.

STAROPOLSKA RESTAURANT

Proprietors: Jan and Sheila Laskowski.

Continental restaurant with two venues. Ground floor self-service
licensed cafe with outdoor seating in summer, open 11.30 am to
3.30 pm. Basement restaurant opens 7.00 pm to serve Polish a la
carte menu. Both venues closed Sunday and Monday.
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PAMELA WOODHEAD ORIGINALS

Textile and fashion design, wholesale and retail.

Pamela invites commissions for fabrics, garments and accessories,
incorporating her original beading techniques. Products range from
bridalwear, evening wear, accessories and gifts to interior soft
furnishings. Range of samples on display.

WORD BUSINESS

Word Processing and Telex Bureau.

Proprietor: Richard Stokes.

Word Business offers a fast, economical word processing, telex and
Xerox copy service. Will also assist in the creation of press releases
and other promotional literature.

WORKSHOP DESIGN

Graphic Design and Advertising.

Director: John Richards.

A small design group handling a wide field of graphics from concep-
tion to finished camera ready artwork. Campaigns are prepared
locally and internationally.

The Job Makers. ISBN 0907895 02 6 131



APPENDIX III

Case study of a first-time craft firm entrepreneur: success or failure?
Deb Arrowsmith

This case study is given, not because the firm concerned was a con-
ventional success, but because it demonstrates clearly some possibilities
of flexible self-training within the context of running one’s own business.
At the end of the study period, Deb Arrowsmith’s firm Artisan was still in
existence, but I knew that it ceased trading soon after. It seemed fair to
include this fact, as well as the reasons for it, because it helps to give
perspective to the venture.

Deb Arrowsmith and Eileen Harris formed an informal partnership and
took 200 sq.ft. in Sharespace Phase 2. They called their firm Printer’s
Devil. They heard that the space “was the cheapest space in town”’.

Deb had a degree in fine art and Eileen one in fashion and textile design.
They met whilst both working at Jessops (John Lewis Partnership) in
Nottingham. Eileen was a graduate trainee and Deb worked in the fabrics
department. Both gained from their experiences but neither liked working
for a large organisation, so they decided to have a go on their own.

Their starting point was handprinting tee shirts and sweat shirts,
specially doing small orders for clubs, schools, bands, scout troops, for
publicity campaigns and for individuals. They did all the design work,
and were able to produce at very competitive prices. They had little
competition in Nottingham.

Then they launched their own designs for fabric kitchenware (matching

sets with aprons, pot holders etc). The designs were original and eye
catching.
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They spent money on essential equipment, eg an overlocker, but worked
“in a primitive way” when improvised equipment could do a good job.
Thus window squeegees were used for printing. The firm was launched
with a very small family loan matched by the bank. Once established,
they decided to take out 40% of the profit, 20% each, to live on.

Interesting work came in, including ‘Made in Nottingham’ banners for
the County Council. They received publicity in several national news-
papers and could have been all set for developing what they were doing.
But there was dissatisfaction! They wanted to develop new ideas. Space
and storage was becoming a problem and they needed an extra pair of
hands.

After the first year, they decided to continue with the partnership, but
agreed to split up soon afterwards. Eileen branched out in a business of
her own.

Deb continued and started using outworkers as business grew. She con-
stantly experimented with new ideas including some for the gift market.
She had bad luck with a fire in her flat around the time she was setting up
shop (Phase 4 of Sharespace development) in the pedestrian alley. It
opened as Impprints in September 1982. Some while later her workshop
moved to the basement underneath, which saved crossing the alley and
going upstairs. She hoped this would make it easier to divide her time,
spending 13 days a week printing.

Work included printing panels for the blouses of Imperial Tobacco sales
assistants, an order for the night club BLOTS, kitchenware for free gift
sets for Scotwood Kitchens and a large flag for the European Water Sports
Championships (Robin Hood on Water Skis!). There was also work for
Sharespace companies; curtains for Julian Marsh, place mats for Staro-
polska etc.

The shop started to sell other people’s crafts including patchwork, pottery
and knitteds. Deb herself was developing ideas for bed linen, blinds and
wallpaper. By December 1982, she was enthusiastic about a job in which
she had done a wall for a client to match the roller blinds she had designed
—both done with an emulsion spray gun.

Then came a plan to develop the shop within a particular theme,

probably handprinted fabrics as there was no handprinted fabric shop in
the city.
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A certain amount of disillusion was setting in over the Sharespace con-
cept and she felt a distinct apartness between ‘them upstairs’ and ‘us
downstairs’ (see p.83). She helped to form Us Downstairs — a group of
those involved to help public relations and publicity in order to get more
people to come into the pedestrian alley.

So a year after the partnership break-up Deb noted: “I do have more
ambition than Eileen and possibly will always identify more strongly with
the business. Anyway I have found that splitting up a partnership is
almost as gruelling as setting one up! I only hope it will neither damage
the business nor friendship. Business itself is good — always busy before
Christmas and plenty of ideas and possibilities for next year”.

A little while later: “Business is surviving but that’s about all! Still I'm
doing my usual trick of starting something which I have no idea will work
or not.”

The basement workshop was not working out so well, she reported in
1983. She was passing out half her total workload to other small firms and
concentrating on the larger projects. The major problem was cash flow.

She felt Sharespace rent was reasonable but that Sharespace management
was leading to a loss of interest in the community spirit within the
project. “Sharing is meant to reduce overall cost, and lead to a com-
munity and business spirit, which can be its most marketable
commodity.”

Toward the end of the study period Deb moved from Sharespace to a
workshop at 14-18 St Mary’s Gate, The Lace Market. With 800 sq.ft. it
gave her more space. The shop had been breaking even but not making a
profit. “It was an idea I had to do to see whether it was a bad idea™.

“] wanted to move away from what we were doing and concentrate on
one area.”” The name changed to Artisan and, temporarily, an American
interior designer, Cynthia Gorsh, joined Deb. A new handout stated:
“Artisan specialises in the individual designing of blinds, awnings,
curtains and upholstery fabrics as well as stencilling and creatively spray-
ing wall surfaces, all of which may be used to create unique environments
for hotels, restaurants, offices and domestic areas.”” So far Artisan’s work
had included a bridal showroom, a set of blinds for a house and hand-
painted curtains for a Leicester hair salon.
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Business, Deb said, had suffered following the move from Sharespace.
Passing trade had been slow in Sharespace, but now it was non-existent.
The City Council was the landlord of the workshops. The costs were
cheaper than Sharespace. The only services were the toilets, and someone
cleaned the stairs. If nobody was in a workshop, it was locked. The first
time I called at Artisan, it was locked and, without a reception service,
there is no proper means of leaving messages etc.

This case study may superficially give some small business advisers the
material they like if they define business ‘failure’ in terms of lack of
growth, lack of business skills and so forth. We would do well, therefore,
to heed some of the unsolicited remarks Deb made during the study
period. I have already reported her comment on running a shop, ie “It
wasanidealhadtodo....”

She stated very firm views on loans and grants to small firms, believing
that “£25,000 doesn’t do anyone any good. I’ve got to learn everything by
doing it, so do most people”. She added that her argument did not depend
on the amount of any grant, whether “too much or not enough” but on
the fact that “it is no substitute for experience which you have to gain
money or no.”

She did not regret the time spent on the Us Downstairs community
projects, though, in narrow business terms, she would have been wiser “to
spend my time on my own affairs”. She felt the Sharespace retailers were
right to attract custom by livening the alley up — decorations, events etc —
in order to get it known. She also felt that Sharespace Ltd should have
translated their part-time efforts into a promotions officer.

She also said “We are all guilty of trying to do too much and occasionally
losing sight of the goal, or allowing personalities to distract our
attention.”

I remained in touch with Deb. At the time of completing this book
(January 1984) she commented on her reasons for ceasing to trade. Pay-
ment for two big jobs, totalling £5,000, had not been forthcoming because
one firm had gone bankrupt and the other still had not completed pay-
ment. Additionally, Cynthia had — as planned - returned to the States.

Deb was about to ‘come back’ to Sharespace to look after Kindergarten

for a few months for Harwood and Christine (who were expecting their
first baby). She had kept her equipment, paid off debts and was doing
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some freelance work from home. She had a £2,500 personal overdraft
which she would work off as soon as possible.

She was already looking for involvement in the entrepreneurial sense “in
something good again”.

Had Deb stuck to, and developed, what she was good at in the early days,
I am sure her firm would have ‘succeeded’. But she was compelled from
inside to experiment. Every time I saw her there was ‘a new direction’!

Realistically, she knew that her ‘success’ did not depend on more invest-
ment in the firm. As stated above, she was critical of loans and grants
offered to many small firms.

Though she certainly did not, at the time, think about it this way, Deb
took herself through a tough practical training in entrepreneurship,
business management, retailing, product development, promotion and
manufacture, at her own expense. On the way she provided a lot of useful,
attractive work, and employment for other people. By keeping the scale
of operation small, she avoided leaving a long trail of debts causing
problems for others.

Ceasing to trade could be viewed as a ‘failure’ or as the end of a training
programme. Almost certainly, before long there will be another venture
and, almost certainly, it will benefit from the fact that she had the courage
to experiment and practise her philosophy of learning by doing.

Deb’s firm could be regarded as just another to add to the national

statistics of ‘failures’ — or it could be deemed a success story. It all depends
on how we define success.
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Sharespace 11

Before Sharespace was completed, the notion of a Sharespace II loomed
as a possibility in Tim’s and Andrew’s minds - not as a replica of Share-
space but as a progression — though in what way was as yet undecided.

By the time Sharespace II began to shape up, Tim and Andrew had
resolved their new working arrangements (see p.28), and Andrew began to
fashion another potentially sound project from his mixture of entre-
preneurial flair, basic skills, enthusiasm and painstaking attention to
detail plus a measure of cussedness and opportunism.

By opportunism in this context I mean the ability to understand, interpret
and respond to genuine local needs which he perceives both in ‘broad
brush’ (ie environmental, need for more jobs etc) and in particular
‘opportunistic’ detail. Thus Sharespace II has, so far, gone through his
mind and architect’s pen as a project offering different (“less polished™)
type of shared workspaces, as an Advanced Business Centre, as (in part)
rehearsal spaces and as (in part) a local textile design centre. None of
these uses necessarily precludes the others.

Several Lace Market buildings were viewed. The one selected is 49,
Stoney Street — a substantial factory and office building — overlooking St
Mary’s Church in the heart of the Lace Market some 300 yards from
Sharespace. What the building had to have was a framework capable of
housing any or all of the activities yet considered — or likely to be con-
sidered. It, therefore, had to be flexible.

It has six storeys and basement with a total lettable area of 16,500 sq.ft. It
is structurally sound, served by two staircases throughout and two lifts. It
is rectangular and compact, with excellent daylighting and outlook. The
dry semi-basement has some natural light. The fifth floor consists of
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penthouses, formerly used as lace design studios, with spectacular all
round views over the city.

The building project, enabling a potential yield of 9% was of no interest to
the Grand Metropolitan Pension Fund or — so far - to any others. The
problem of funding has been solved following a meeting with Bob
Marshall who is now a partner with Andrew James in Sharespace II.

After his wife’s death, Bob took over the travel business she had been
running since he set it up some years before “almost by accident”. He was
in Cyprus teaching service children and chartered a plane to organise a
visit for their parents. An agent told him it was not possible, so he did it
himself.

He is now a Minorca villa holiday specialist and, when I spoke to him in
August 1983, he had already contracted over £1m worth of air seats for
1984.

The holiday business made a very satisfactory profit but he wanted to be
involved with something locally and more ‘solid’. ““The Lace Market had
run down and I let it be known I was in the market for a building. It was a
gut reaction. That’s how I work. It seemed a sensible and interesting thing
todo”.

He sought a variety of professional advice, including estate agents, and
was told the idea wasn’t possible. He spoke to Andrew James, liked his
ideas and they were in business. The building belonged to the Tootal
Group, which put it on the market at £75.000. Bob bought it for £65,000
“on the strength of my strong stomach and Andrew’s attention to detail”.

Some months later, Bob and Andrew were still seeking finance for the
conversion of the building, the partnership at the time being Bob’s money
and Andrew’s time. With no takers, they set about tackling the building
floor by floor and whilst still searching for the conversion cost of around
£250,000, Bob was sinking more into it short-term. Andrew had been
working on it for 18 months with no income on the assurance that Share-
space Ltd would manage the project.

Bob was confident that a suitable offer would come up for the building as
its potential became clear — he would then ‘do’ another one.
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Ruth I. Johns has achieved successful careers in
business, in community development and in the
media. Her work has involved detailed contact
with Government departments, local authorities,
large and small companies, statutory and voluntary
organisations, individuals and small groups
creating their own futures. Since 1980, she has been
an independent adviser on business and com-
munity development, and a writer, welcoming the
practical creative possibilities presented by the
significantly changing relationships between
economic, social and domestic spheres.

This volume, The Job Makers adds much needed well-researched material to the practical
debate on the future of work. Ruth Johns’ last book Life Goes On concentrated on the
philosophy and practice of self-help encountered and evolved during the eleven years she
was founder/director of a pioneer housing and community organisation. For short-
term/commercial reasons, leading publishers wanted her to amend her text in order to
present a definitive text book on how to set up and run a self-help organisation. The author
believes such blueprints are dangerous. So she did what she has done before, and advises
others to do — get to grips with the facts and do the job yourself! She set up a small alternative
publishing house and defied the sceptics who said an unknown publisher would get no
reviews. Life Goes On received many and is recommended to students and ‘ordinary’ readers
alike.

Life Goes On by Ruth I. Johns. £3.75 post free (UK).

ISBN 0 907895 00X. 184pp. Unknown Publisher, PO Box 66, Warwick
CV344XE

“This is an important book. It helps to restore the importance of the
individual, which is too often ignored in social thinking, encourage self-
help, and above all correct the fashionable but unproven assumption that
human destiny is wholly the result of impersonal social and economic
factors beyond the control of the individual.”” Quarterly Journal of
Community Education.

“It is iconoclastic. It is worth reading by anyone in a field of guidance
who is tempted to think of themselves as providing a service.”” Manpower
Services Commission.

The Press agreed that you “cannot read it without being challenged,”
“needs to be read through and not just dipped into,” and “is for people of
all ages with ideas and a determination to make practical ideas succeed.”
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