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When  
‘stuff’ 
happens…

April 9th is a significant day  
in my diary. It’s not someone’s 
birthday, it’s not my birthday, 
but it’s always in my diary. 

You see, it’s the anniversary of the  
day my son Alex had his car accident, 
a day in 2005, that devastatingly 
changed Alex’s life and our whole 
family’s lives – forever.

Alex was a good-looking, friendly, much 
loved 17- year-old who had just passed 
his driving test; and he had goals and 
plans – he was going to do big things!

And I have no doubts, that were it not 
for that fateful night in 2005, Alex would 
have gone on to see his plans through.

But it did happen, and you know what 
– stuff DOES happen, and despite the 
devastating impact this had on my life, 
I had to adapt and learn to live with it. 
And that’s what we have to do; both  
in our business and personal lives.

I had some other ‘stuff’ happen in 
January. You probably received an 
email from me saying how pleased I 
was that my younger brother Simon 
was going to be joining the business. 
We’d worked together previously for 
20 years and I had a position where 
I knew Simon’s experience would be 
useful. He started on January 3rd, but 
on January 13th he came up to me 

and said, “Paul, I’m sorry. This just isn’t  
for me.”

Now, we certainly haven’t fallen out 
over it. Part of the reason I wanted 
Simon to work with me was because, 
being ‘big brother’, I wanted to be  
able to look after him, because  
Simon’s deaf, you see, and it would 
have just made me happy to be able 
to do that. But it didn’t, and so the 
plans I’d made for the early part of  
this year changed – just like that.

It’s quite easy to get hung up over  
‘stuff’ like that. But there’s also an upside 
to these unexpected events. It gives us  
the opportunity to reassess the situation 
and see if there’s a better way.

Fortunately, very few things are as final 
as Alex’s accident was on that day; 
and don’t get me wrong, Alex is still  
with us, we just have a ‘new’ Alex now. 
His “catastrophic” brain injury means 
that he needs 24/7 care and he is 
cared for by some very special people 
at a Leonard Cheshire home, south  
of Norwich.

So, next time ‘stuff’ happens, don’t see  
it as a problem; take the opportunity  
to reassess and move forward. 

Have a good month!
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“We’ve just received our leaflets  
and I am so pleased with them! 
I’m really happy with the finish and 
the feel of material. Many thanks 
indeed for turning them around so 
quickly and within budget.“

Charlotte Sheehy   
– Leathes Prior Solicitors

What you’ve  
said

Paul

WHAT’S HOT!  p2

Who’s doing what  p3

Best ask Paul   p3 

Quote of the month  p4 

Welcome Sharon  p4

Do you need a template?  p4 

Contact us  p4

We’re really pleased to  
welcome a new face to  
Expert Print Management! 

Sharon Boon has recently joined us  
as Office Manager and looks after  
all the admin ‘stuff’ for us.

Paul worked with Sharon when he  
was putting the Those Glam Rockers 
charity event together at the end of  
last year and knew that she was just 
what he was looking for in the role.

Sharon is  
married to Scott 
and has two 
children, Dulcie 
and Hugo, and 
has previously 
worked at Aviva, 
Sedgwick and 
Norfolk County 
Council.

In her spare time, Sharon likes Zumba, 
and is an active charity fundraiser.

Welcome Sharon“The people who are crazy 
enough to think they can 
change the world are the 
ones who do.”
– Steve Jobs

Quote of the month

Contact us

Printbox UK
Queens House 
Queens Road 
Norwich NR1 3PL

01603 397704
hello@printboxuk.com
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A recent addition to our  
Promo-Banners website is  
the addition of Specification 
Sheets and Templates for  
most of our products. 

Just click on the download button 
and you will find a zip file containing 
templates in .pdf, .ai, .eps and .indd 

formats. These templates also contain 
tips and instructions to ensure you 
supply the file just as we need it.

Please check back  
regularly as we  
continue to add new 
products and product 
categories to the site. 

Do you need a template?

74 The Close, Norwich, Norfolk NR1 4DR

Tel: 01603 610911    Email: info@leathesprior.co.uk
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Do you have a technical question 
that you need answering?  
Do you have a great idea but  
are struggling to source it?

Well if that’s the case you “best ask Paul” 
by email at ask@bestaskpaul.com

“ My brochure quotation mentions 
‘Web Growth’; can you please 
explain what this is.”

Web growth refers to the expansion 
of paper when it is printed on a  
web offset press. As it passes 
through the drier at the end of 
the press, the high temperature 
decreases the amount of moisture 
in the sheet; minimally shrinking the 
sheets. If a cover is printed litho, it 
won’t be subjected to this heat and 
will not therefore shrink. Once the 
booklet is bound, the text pages 
will continue to absorb moisture 
from the atmosphere – becoming 
larger in size. This growth can 
continue, even after the booklet 
has been trimmed and so the text 
can appear to be larger than the 
cover. This growth is minimal and 
we can always show you examples 
if this concerns you.

Robin, Norwich

Who’s doing what

Exhibition 
Planning!

If you’re going to be exhibiting at an event this year, 
you’re going to want to get the most out of it that you 
can. So here is our 12 step guide to making sure the 
exhibition works for you. 

When Neelam Sultan started  
NE Event in 2012 her goal  
was simple; to create unique 
events for her clients.

Neelam says “My passion is for 
organising events, both corporate 
and private. I like to think that my 
ability to customise my approach to 
a wide range of event types leads to 
my clients benefiting from a unique, 
unforgettable experience.”

“I’m really proud of the reputation I 
have gained as an events manager 
and it’s brilliant to have so many  
repeat business clients every year.”

These clients have led NE Event to  
run projects in London, Los Angeles, 
New Jersey, Munich and Bermuda. 

Current projects include organising  
the Insuralex AGM in New York for  

200+ attendees, a regional meeting 
in Paris for 100+ and, closer to home, 
a 25th anniversary celebration for  
clients, suppliers and staff of a 
Norfolk alarm company. Interspersed 

Insuralex - Lloyds of London

with these events are smaller corporate 
events including golf days, cricket at Lords 
and horse racing to name just a few. 

Neelam also runs MORE Networking, a 
monthly networking event in the centre  
of Norwich, which is now in its 2nd year.

As with so many parents, the arrival of 
her first baby, Zayne, at the end of 2016 
has led Neelam to reassess her life and 
priorities. “My goal for 2017 is to attract 
more UK business and reduce the 
amount of international travel I have to 
do, so I can spend more time with my  
little family.”

For more info visit www.neevent.co.uk

What’s your objective? Is it to sell 
something? Is it to gather leads? 
Define early on, the reason for 
exhibiting at the show. 

Find the right show. Make  
sure that the exhibition is going 
to have the footfall and the 
right people attending.

Book your space. Make sure 
that you can maximise on  
your investment. Ideal areas  
to chose are close to seminar/

theatre entrances, sponsored demo 
areas, cafés or the toilets. That’s where 
you know there’ll be a large number  
of people passing by. 

Choose the type of display 
that you’re going to take with 
you. If it’s a small event, you’ll 
only need a roller banner. 

For bigger exhibitions, you need 
something like a 3x3 pop up stand.  
If it’s a shell scheme stand, you’ll 
need to look at how you’re going to 
decorate the area. You’ll have three 
walls in effect, to place graphics on 
or put banners up against. You might 
want to look at using a systems stand. 
These can be modular and you  
can size them to fit different venues. 

Your key message should 
always be high up on the  
stand so that it can be seen 
from a distance. 

Check out those ‘extras’.  
You can pay an arm and a  
leg for extras at exhibitions.  
 

Power sockets, wi-fi. Make sure you  
take as much of it as possible with you. 

Take a seminar or speaking 
slot. If this is offered, not only 
will this help attract people  
to your stand, but it positions 

you as an expert in your industry,  
and that’s invaluable when it comes  
to your marketing and sales.

Get the staffing right. You 
need to calculate how  
many people you need  
on the stand to be effective.

Clothing. You should  
mirror the people you want 
to attract. If you’re attracting 
families, consumers or 

children, you should dress more 
casually than if you’re trying to attract 
the Chief Exec of multi-nationals.  
Dress in the same clothing, in the  
same colours. If everyone turns up  
in different coloured shirts, you’re  
just not going to look professional.  
And you’re not going to stand out. 

Gathering leads. 
Remember, it’s all about 
quality and not the 
quantity. Make sure 

you attract leads from those people 
who you want to be doing business 
with. The classic gold fish bowl for 
your business cards is a great tactic, 
but don’t just let anyone put a card 
in there or, if they do, make sure it’s 
marked in some way so that you don’t 
waste time following up a lost cause. 

Other exhibitors. A great 
source of leads at all 
exhibitions is the other 
exhibitors themselves, 

particularly if you’re in a B2B business. 
This can be an absolute gold mine, 
but don’t talk to them during the  
main part of the exhibition day. They 
won’t appreciate it and you’ll be 
wasting time when you should be 
talking to visitors to your stand. 

The follow-up. Don’t 
forget the follow up. You’ve 
qualified all the leads, you 
have the contact details 

of everyone who visited you, but so 
many people fall at this step and just 
fail to follow up. Upload your visitors’ 
data to your CRM system immediately 
and make sure that they receive the 
first email from you on the same day 
that they visited the stand. It really does 
set you apart from other competitors. 

Yeah, I know I said there 
was only 12, but step 13  
is analyse the results. 
You need to find out if 

it was worthwhile exhibiting. Did you 
cover your costs? Was it worth the time 
and effort? Do you want to exhibit there 
again next year? Because if you do, 
there’s probably going to be an early 
bird discount in the next few weeks 
that you can take advantage of. 

So that’s our exhibition checklist.  
If you would like to talk to us about 
your print, exhibition stand or your 
promotional giveaway, just give  
us a call on 01603 397704.6
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Neelam Sultan

Why Neelam 
would like 
more UK work

Bringing people together

M 07957 611975
E nee@neevent.co.uk

 nee.sultan
 Neelam Sultan
 @NE_Event

 NE Event

neevent.co.uk

Neelam Sultan
Event Manager

12-14-V2  

ExCeL logo

ExCeL London and The ADNEC GROUP 
tab have been given more space to breathe, 
they are now separate elements that 
work together. This gives the structure of 
the organisation more clarity and better 
hierarchy.

ExCeL logo
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ExCeL London brand guidelines 
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