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The influence and importance
of family businesses to the UK
economy can’t be over-stated.
Collectively they employ
around 9.5 million people and
generate around 25% of all
GDP.
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We talk to Declan McGoff, a director of construction, care homes and housing
business McGoff and Byrne, who is planning exit strategies at the moment – but
it’s not proving easy. He says the next generation has too many family members
for a handover to be straightforward.
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outstanding contributions from the attendees.
We talked to the family business owners themselves, including Zera Remtulla, a
director and daughter of the founder of £36m-turnover ready meal manufacturer
Laila’s Fine Foods.
We also invited senior managers who are not part of the family, such as Andy
Jones, the FD at Artisan Investments, the development company run by Moya
Ball, to talk about the pros and cons of being part of the senior management team
within a family business.
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We were delighted to be working on this project with law firm JMW and Pareto
Financial Planning two partners with excellent track records for providing clear,
common-sense, commercial advice to family businesses.
I hope you will enjoy reading the report and find it a useful reference.

Joanne Birtwistle,
Editor, TheBusinessDesk.com

40 Princess Street Manchester M1 6DE
Tel: 0161 820 7875
Editor: Joanne Birtwistle
Commercial director: Lee-J Walker
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SPONSOR FOREWORD
DRIVERS OF THE REGION’S ECONOMY
estate and inheritance tax planning
and shareholding structures.
As a full-service law firm, we
offer advice to family businesses
across our full range of specialist
departments, from private client to
corporate and employment.

Mike Blood,

Partner and head of corporate at
JMW Solicitors
Despite the economic uncertainty,
entrepreneurs in the North West
continue to make an impact and
family businesses are a key driver
behind the region’s ongoing success.
The discussions featured in this
timely supplement throw the
spotlight on issues concerning family
businesses, which our team at JMW
Solicitors LLP deal with on a daily
basis.
These include succession strategies,

High-quality support from trusted
advisers is vital to help family
businesses flourish and plan for the
future with confidence.
We are regularly called upon to
advise on the stewardship of family
companies of varying sizes and
industry sectors.
The issue of succession is a frequent
concern, as business owners
understand that having a strategy
in place to prepare for others to take
over the reins is critical as the time
approaches.
Decisions need to be made about
whether to hand over the baton
to the next generation, incentivise
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non-family members of the existing
management team, bring in outsiders
to build on the company’s success or
sell the business.
A lack of preparation can prove
disastrous.
Family businesses need to keep reexamining how they operate as the
demands of the modern world move
apace. By their very nature, family
businesses bring great advantages
and challenges.
As these companies expand, there
is the potential to provide for the
family and to use the energies of
those same individuals to help the
business evolve.
Success inevitably brings financial
rewards and how business owner’s
deal with their wealth and perhaps a
growing family base in the company
need to be taken into account when
it comes to planning for the future,
especially concerning legacy and
inheritance issues.

3.

SPONSOR FOREWORD
BUSINESS OWNERS MUST PLAN AHEAD
• The teamwork and flexibility of
family members willing to work
in all parts of the business to fully
understand and deliver the very best
result for their clients.
• Directors committed to the longterm vision of the business, focused
on stability and longevity - with
shared aims and objectives.

John Stevenson,

Managing director, Pareto Financial
Planning
It’s fantastic to see so many
thriving family companies in
the North West that have been
in business for generations and
continue to contribute significantly
to the growth of the North as a
whole.
You only have to look around
the roundtable we held with
TheBusinessDesk.com and JMW to
see that family businesses form the
cornerstone of the UK economy and
remain at the forefront of enterprise
and innovation.
It’s not surprising so many business
owners are envious of, and
often try to replicate, the unique
characteristics associated with
family businesses.

• Close relationships, transparency
and openness from the boardroom
right down to the people on the
ground.
These unique characteristics,
raise unique challenges for family
business owners and need to be
treated as such.
As a financial adviser for over 20
years I have worked closely with
family businesses guiding them
on growth and safeguarding their
businesses for future generations.
Put simply, the aim of an IFA
advising a family business is to
facilitate growth and mitigate any
potential for conflict.
In a number of cases I have
witnessed retired parents still
heavily involved in the decisionmaking process within the business
despite handing over the operation
to their children, significantly
impacting on the business and the
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personal relationships within it. I
have also seen the lasting damage
the death of a family member can
have on the running of a business
and the strain it can cause on the
remaining and their families.
It’s vitally important business
owners plan ahead, and put the
safeguards in place as early as
possible to avoid uncertainty and
the detrimental impact this can
have on the running of a business.
Safeguards can comprise of a range
of measures, including a fair and
well communicated growth strategy,
a transparent succession plan, and
shareholder insurance.
I would always take a holistic
approach to family business,
it’s vitally important we fully
understand the moving parts of the
business, and the personel within it.
We work alongside legal partners to
deliver both comprehensive and long
term solutions.

In 2008 John Stevenson launched
Pareto Financial Planning, an awardwinning Independent financial
advisory firm, providing both quality
advice and service to corporates and
individuals. John offers direct advice to
a number of high profile clients.
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FAMILY VALUES
There are around 3 million family firms in the UK, employing more than
9.5million people across every sector and contributing more than £102bn in tax
to the country. Collectively this is a force to be reckoned with.
But what drives the fortunes of
these families and what are the
special ingredients that make up a
successful family-run business?
Quality, patience, passion and having
a shared vision all figure highly on
the minds of those who are involved
in a family concern.
The stakes can also be higher.
Family values are vital, as Chris
McLaughlin, managing director at
MIS Active Management Solutions,
explains: “As a family business
you’ve got a good reputation and it
impacts on you more if you are not
delivering something with a high
enough quality.”

Chris McLaughlin

managing director,
MIS Active Management Solutions

Jonathan Dobkin, managing director
at Connections, a family run
independent recruitment business
with a head office in Sale, agrees and
says the pressure is always on.
He says: “You have to present
yourself in the best light and know
you can deliver. If you don’t it’s your
family name that suffers. If you
don’t actually deliver, ultimately you
feel responsible for your own family.
I think that is part of the USP.”

“ QUALITY, PATIENCE,
PASSION AND HAVING
A SHARED VISION ALL
FIGURE HIGHLY ON THE
MINDS OF THOSE WHO
ARE INVOLVED IN A
FAMILY CONCERN.”
Joy Kingsley is senior partner at law
firm JMW. It carries out work for
a range of family businesses and,
although not family owned itself;
she says the practice aims to operate
along the same lines, putting people
at the centre of everything it does.
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She says: “There is a degree of
loyalty shown in these companies.
Trust, knowledge, you have got
continuity; these are all positives.”
The belief that these family affairs
offer a greater level of personal
service can also be a strong selling
point.
Andy Jones, is a non-family member
working at a senior level in a family
run company. He is financial director
at Manchester-based property
business Artisan Investments,
and says: “At the end of the day
the people you are interacting
with believe that they aren’t just a
number.
“If it’s a corporate business they
don’t feel the same connection. If
you are a family business they feel
that it matters more to you.
“If your brother, dad granddad or
sister started it, people perceive
straight away that you care more
because it is a family business. And,
depending who you are pitching to,
generally people buy into it more.”

5.

THE
ATTENDEES
Declan McGoff,
global operations
director, McGoff and
Byrne

Alex Wyers,
joint managing
director, Floorbrite

Zera Remtulla is a director at her
family’s manufacturing business
Laila’s Fine Foods in Blackpool. She
says: “I do care more because it’s a
family business. The decisions you
make don’t just not just affect you
or your business; it’s my parents,
my sisters, my nieces; you are very
involved.”
Being the founder’s daughter also
makes her work harder in the
business, she adds. “Everybody is
looking at you.”
Remtulla goes on: “Family members

Zera Remtulla,
director,
Laila’s Fine Foods

Paul Norris,
managing director,
Sobecamo Group

Charlotte Boulton,
co-founder,
LunaChild

Chris McLaughlin
managing director,
MIS Active Management
Solutions

Jonathan Dobkin,
managing director,
Connections

of Sale-based national cleaning
contractor Floorbrite, which was
started by his father 44 years
ago, agrees: “You grow up in that
environment that you have got to be
the best and set an example.”
That drive to succeed is also seen
as a vital ingredient of a successful
family business.”
McLaughlin explains he didn’t join
his family firm straight away and
instead started his career at one
of the large national professional
services businesses.

“ YOU GROW UP IN THAT
ENVIRONMENT THAT YOU HAVE
GOT TO BE THE BEST AND SET AN
EXAMPLE. THAT DRIVE TO SUCCEED
IS A VITAL INGREDIENT OF A
SUCCESFFUL FAMILY BUSINESS.”
work the longest and hardest. We
are the ones whose phone is on 24
hours a day. You absolutely live and
breathe it. But I love it; my passion is
real for what we do.”
Jones says: “Two words are key
when I employ anyone: passion and
commitment. If you’ve got these
two things you’ll succeed. In terms
of employing family I always say
to them you have to be better than
everybody around you, not the
same.”
Alex Wyers, joint managing director

He says: “It was a completely
different environment, but it was
fantastic, all the things I learned
about governance, quality and
structure, the different training
courses they gave you.”
However, despite that there was
a level of nervousness when he
arrived at the family business,
coupled with the need to prove
himself.
He says: “I wanted to be respected
when I walked in the door. I wanted

John Stevenson,
managing director,
Pareto Financial

Andy Jones,
financial director,
Artisan investments

Joy Kinglsey,
senior partner,
JMW

Joanne Birtwistle,
editor,
TheBusinessDesk.com
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to go in with something to prove that
I should be there.”
Dobkin adds: “It’s that work ethic
that I’ve always instilled in my kids.
Me and my sister both did other
things after university before we
joined the business.
“We both came in having earned
our stripes elsewhere. You still have
to earn respect. I’ve got to lead by
example.”
Kingsley of JMW agrees: “You have
got to lead from the top. We all feel
we have eyes upon us and we want
to encourage behaviours in the
business.”
Given all the great qualities
identified in a family business it may
come as a surprise to hear that in
some quarters identifying as such is
not seen as a positive.
Charlotte Boulton is co-founder
of Lunachild Collective, a bespoke
childcare staffing agency. She and
her sister Lucy are the driving forces
behind the business.

She says: “We were advised against
marketing ourselves as sisters. We
got advice not to promote it too
much because people might not take
us seriously enough.
“Other people have said ‘We think
it’s fantastic you are sisters, you’re
trustworthy. It depends on how
people perceive you.”
McLaughlin says that he arrived in
the business looking to play down its
family side. He explains: “We were
in competition with huge multinational companies and I wanted
to show ourselves as being on that
level.
“However, the more I got involved
in it the more I realised that when I
started talking to people, pitching to
them, they liked the fact they could
just ring up and speak to the person
in charge.”
Growth adviser turned business
group owner Paul Norris says there’s
one other thing driving family
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businesses to succeed – fear of
failure. However, he adds that can
diminish as time goes on, which is
not always a good thing.
He says: “When somebody starts
a business from scratch they have
always got the fear of failure, the
fear of things going wrong and the
fear that everything is on their
shoulders. That’s a first generation
thing.
“Having worked with lots of
businesses, by the time you get to
the second or third generation they
tend to get a little bit comfortable.
They think it has always been there,
it has always been part of their life.”
It’s also important not to lose the
qualities that made the family
business successful in the first place
as it grows, adds Floorbrite’s Wyers.
He says: “The reason why we like to
say we are good is that we have got
that personal touch. I still talk to my
key clients. It is difficult to do that,
the bigger the business gets the more
demands there are on your time.”
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SHARING THE BURDEN
Support is vital to help family businesses flourish and grow and in uncertain
times that help and advice is more important than ever.
But where are they getting that
support from and is there enough
out there to help them to succeed?
According to an annual survey of
1,300 UK firms, carried out by the
business data website Company
Check and published earlier this
year, 70% of company leaders think
support is getting worse.

Norris, who runs the group with his
wife, says: “We’ve got a non-exec
chairman and we also have a great
team of financial people; lawyers and
accountants that are literally part of
the framework of the business.

for support.

“These are the people that over time
you learn to trust and for me that is
the best kind of business support.”

He also believes there is value in
appointing non-executive or interim
directors or managers to come into a
business to help on special projects.
He adds: “I don’t think that sort of
support was around ten or 15 years
ago in the same way it is now.”

He adds: “It’s a mix and they don’t
always agree with each other. We
get differences of opinion which is
brilliant. I always say ‘Why? What
is the reason behind your answer? If
they can justify the answer then that
is great.

Paul Norris

managing director, Sobecamo Group
Growth adviser turned business
group owner Paul Norris is
dismissive of public funded business
support, describing it as “disjointed”.
A former president of Manchester
Chamber of Commerce and director
of Business Link, he says that he
has built up a network of trusted
advisors as he grows his group of
companies.

“That is really valuable business
support, but we work purposely to
build that structure around us.”
He adds: “My concern about
publically funded business support
at the minute is that people are going
through the motions.”
Declan McGoff, global operations
director at Altrincham-based
construction, housing business and
care home business McGoff and
Byrne is a strong advocate of ‘peer
to peer’ learning and also uses an
external coach and mentor
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He says: “Any of the senior team can
have access, not just directors. We
also have a leadership programme
that is running.”

“ THESE ARE THE PEOPLE
THAT OVER TIME YOU
LEARN TO TRUST AND
FOR ME THAT IS THE
BEST KIND OF BUSINESS
SUPPORT.”
Andy Jones, financial director
at Manchester-based Artisan
Investments, believes that bank
managers, accountants and lawyers
provide the business support system
for most family businesses.
Alex Wyers, joint managing director
of Sale-based national cleaning
contractor Floorbrite, sees the value

9.

in networking.
He says: “It’s meeting different
business people and seeing who they
use for their professional advisers. It
is really useful.
“You have got to be in it to win it,
you go to these things and you might
not get anything from it.
“But you might meet one person
who suggests you go and speak to
someone. You’ve got to try and test
them.
“You’re collection of people you work

with, your professional advisers,
evolves over a period of time. You
find who you like to work with and
who fits with your business.”
Charlotte Boulton, co-founder of
Lunachild Collective, a bespoke
staffing agency start-up, says there
is valuable support available for
start-ups and developing businesses.
The fledgling company has received
help from the Entrepreneurial Spark
support programme that is being
backed by NatWest. It has been
described as the world’s largest free
business accelerator for early stage

and growing ventures.
She says the mentoring she and
her sister have received has been
of real help. “We don’t come from
business backgrounds and in terms
of getting things off the ground
Entrepreneurial Spark is brilliant.
The mentors are volunteers and it
is who you click with. It has been
great.”
She adds: “When you are starting out
it is all about who you can trust. It
has been really beneficial to us.”

FACING THE CHALLENGES
We asked family businesses what are the biggest issues facing them today:
Here’s what they told us:
Declan McGoff, global operations
director at Altrincham-based
construction, housing business
and care home business McGoff
and Byrne, said: “It is succession
planning and we are working
towards that. We’ve got a strategy
meeting planned and we are
addressing it early.”
Alex Wyers is joint managing
director of Sale-based national
cleaning contractor Floorbrite,
which was started by his father 44
years ago. He said: “We are in a real
growth period with our business.
“It is governance, putting all the
systems in place to make it work for
us at this moment in time.”
Zera Remtulla, a director at her
family’s business Laila’s Fine Foods
in Blackpool, said: “The struggles we
are having are just the same as any
other business in terms of strategy,
finding new customers. We have just
expanded and are hoping to double
turnover in the next couple of years.
They aren’t family issues.”
Growth adviser turned business
group owner Paul Norris said: “In
terms of communication, that is one
area that I have really majored on

across the businesses.
“It’s communication of vision,
because I do want people to be
part of it and benefit from it.
Communication is a massive part of
what we do. Our staff know exactly
where we are going and why we
make decisions, that is a massive
part of it.”
Norris also revealed that he also has
plans to implement a share scheme.
Charlotte Boulton, co-founder of
Lunachild Collective, a bespoke
staffing agency, said: “For us it is
communication, delegating. We are
getting to a point where we need to
bring people in to help us with the
workload. And we will find it a little
bit difficult to let go of some of the
control to other people.”
Andy Jones, financial director of
Artisan Investments, explained: “It
has been difficult for this particular
business following the sudden death
of the founder. In the last three
years people have stepped up to the
plate.
“What has been key to that is making
sure people have got clearly defined
roles and responsibilities. We’ve
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not got too many people trying to
steer the ship. There’s a clear leader,
people with clear job roles.”
He added: “The key thing is always
communication, making sure there
are clear lines of communication.
“Everyone trusts each other but it’s
important everybody knows what’s
going on, especially if you’ve got that
diversification of responsibilities
where you are not all sat in a room
making decisions.”
For Jonathan Dobkin, managing
director of Connections, a family run
independent recruitment business
with a head office in Sale, the two
main issues are communication and
succession.
He said: “I need to look at some of
the ways I can delegate some of the
work I do. I have just recruited an
operations manager and that has
taken quite a bit of responsibility off
me.”
As he looks at succession planning
in the future, the issue of giving non
family members a directorship or
some shareholding will come up, he
said. And that will bring challenges.
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DON’T DROP THE BATON!
Timing is everything in business. And for family-run companies the decision of
when to hand over the baton to the next generation can be critical.
Succession planning is vitally
important. But some family heads
hang on in the managing director’s
chair for too long.
And there can be big problems if the
strategy to secure the company’s
long-term future when they do
eventually step down hasn’t been
mapped out clearly.
An increasingly expanding family
- all with their own expectations
and opinions - can also set its own
challenges as businesses make their
way down through the generations.
Company founders and family heads
may have worked long and hard to
create a lasting legacy. But figures
reveal that only a third of family
businesses survive into the second
generation. And just 3% make it to
the fourth generation and beyond.
And even more worryingly only 13%
of family businesses in the UK say
they have a robust, documented and
communicated succession plan in
place.
Lack of preparation can have drastic
consequences, family business
experts warn.

A PwC report early this year
described family firms as ambitious,
entrepreneurial, and committed
to the long term. But it warned
too many are risking the whole
enterprise “by not planning properly
for the transition between the
generations”.
Growth adviser turned business
group owner Paul Norris says he has
seen family businesses on the verge
of disintegration because a handover hasn’t worked.

“ FIGURES REVEAL
THAT ONLY A THIRD
OF FAMILY BUSINESSES
SURVIVE INTO THE
SECOND GENERATION.”
He cites the case of one company,
saying: “The son was forced to take
over when his dad died. His father
spent 40 years trying to build the
business, his son spent two years
trying to wreck it.”
And he adds there are other longestablished businesses that get into
difficulty as the family links are
diluted. Norris believes that some
PREV
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family members feel “obligated” to
carry on a business that might be
second or third generation. He also
warns that family competition can
“tear things apart”.

Paul Norris

managing director, Sobecamo Group
Norris is managing director of the
Sobecamo Group, which he founded
with his wife. With businesses
in Bolton and Bury, it is a first
generation family operation but he
has no intention of passing it down
to his children.
“I’m growing the group to make
money, not to pass on a legacy
or to say we are third or fourth
generation. That’s not my
motivation.
“We have got four kids and they
are horrified at the thought of ever
working with us.”

12.

He explains the business was set up a
year before he and his twin brother
were born and his father worked
hard to hand it over to them.

Declan McGoff

global operations director,
McGoff and Byrne
Declan McGoff, global operations
director at Altrincham-based
construction, housing business and
care home business McGoff and
Byrne, says: “You do see where
family members hold on for too
long”.
Succession planning and an exit
strategy are at the top of his family
agenda at the moment. And he
doesn’t believe the business will be
handed down to the next generation.
He warns that having “too many
family members” can kill a business
off.
McGoff points out the number of
children he and his brothers have
and he asks: “How are we going to
cope with those in the business?”
He adds: “The point is the next
generation down from us is just
too densely populated. You have to
restructure in some way to be able to
cope with it.”
Alex Wyers, joint managing
director at Floorbrite, also sees the
difficulties. He says: “My father
wanted a legacy and we have had
discussions about this, how you
want the next generation past us to
potentially benefit.

businesses for the people that don’t
join the firm.”

However, he adds: “I can’t see how
that would go another generation
down. We’ve both got two kids and it
would be hard.

Andy Jones, financial director at
Artisan Investments, agrees there
are financial challenges to increasing
the number of family members who
are involved in the business as it
goes down the generations.

“I can see myself putting money
up and saying to the children if
you have got a good idea I’ll run a
business case and you can have a go
at setting up your own thing.”

He says: “If you get to a certain
point, to take it very simply, and
you have got a business earning
£100,000 a year and feeding a mum,
dad and two kids then that’s okay.

“ WHAT HAPPENS IF YOU SUDDENLY
CAN’T WORK THROUGH ILLNESS
AND YOUR SON IS NOT READY? IT
IS GETTING THAT STRUCTURE AND
GIVING PEOPLE THE POWER TO
RUN THAT BUSINESS.”
Joy Kingsley, senior partner at
law firm JMW, says there are
ways businesses can deal with an
increasingly large family base. She
adds: “Not everyone in the family is
going to have that ability to grow the
business.”
Kingsley says that one way of using
what it effectively “inherited wealth”
in a business is to set up a family
enterprise fund.
She explains: “It can invest in other

“If the same business is still earning
£100,000 but is still trying to
feed mum, dad, two kids and two
grandkids, it is not going to work,
it is impossible. A lot of families
believe it can work, but it can’t.
“It is still the same pot of money
being spread across different people.
You have got to grow that pot.”
John Stevenson, managing director
of Pareto Financial Planning, says it
has major discussions with its clients

“If one family member is going into
the business that’s great: but what if
another doesn’t? To be fair we want
all of them to benefit from what was
created by my father. How do you
pass on the wealth in the business?
“Is it a short term pay out; we sell
the business when we’re done with
it, or is some kind of ownership
retained thereafter?”
Chris McLaughlin is managing
director of MIS Active Management
Solutions, based in Northwich,
which delivers software for local
authorities and housing associations.
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over their succession strategies.

dies or decides to quit the business.

And he warns that there can
be problems ahead when one
generation hands over to another
without empowering them.

“A lot of people do personal wills; noone does a business,” he says.

Stevenson adds: “I’ve seen a situation
where a son is running a business
but his father still owns it and is
still drawing money out though the
son is doing all the work. He asks
his father to stop drawing the cash
but the father says ‘I set this up, go
away’.”
And he adds that in other situations
offspring that have taken over still
involve their parent in the business
because of their skills. “It’s about
managing the lion on the rock,” he
says.

What happens if you suddenly can’t
work through illness and your son is
not ready? It is getting that structure
and giving people the power to run
that business.”
“I have a partner in my business. If
anything happens to me the equity
goes to him via my wife in terms
of a valuation. My wife has got no
interest in the business and I want to
make sure she is financially secure.”
Jones also believes planning for the
future is crucial. The family-owned
development company he works for
saw its founder and driving force
Carol Ainscow pass away in 2013.

Looking at fears that having too
many family members in the
business can be a danger to it, he
says that it is vital that the situation
is managed before it gets to that
point.

He says: “It is very difficult to have
the foresight as an entrepreneur to
make sure the building blocks are in
place if something happens to you,
realising there is a risk.

And he also believes it is crucial that
family businesses set out in black
and white what happens if someone

“If you want to be a family business
and have longevity you have got to
have that succession plan in place.”

Zera Remtulla is a director at Laila’s
Fine Foods along with her two
sisters. The Blackpool-based business
makes up to 90,000 ready meals
a day for supermarket sale. Her
mother and company founder Laila
is joint managing director along with
their father Nazir.
Looking at succession planning
and the introduction of new family
members Remtulla says: “Shouldn’t
you expect everyone coming into the
business to add value and to create
more business?”
She adds: “It is really important to
have a good shareholders agreement.
It is really key to us. I know exactly
where I stand in terms of my
business because we have already
had a really sensible discussion.
“If I decide I don’t want to be in the
business then I give up my shares.
It sounds harsh but it is a really
sensible and straight down the line
way of dealing with it.”
She adds that working in a family
business makes it important to have
things “really set”, adding: “You have
to have some boundaries.”

McGoff and Byrne directors

Dave McGoff, Declan McGoff, Chris McGoff and James McGoff
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KEEPING IT IN THE FAMILY?
For many family businesses the process is simple – the next generation will
step up to the plate to fill key managerial roles and ensure the legacy goes on.
But what if bringing on a family
member isn’t possible or if the next
generation doesn’t have the skills
set or the interest in the business to
make that lasting contribution?
It can be hard to bring in outsiders,
but it is a move that can be crucial to
future success.
If the business is looking to grow or
if there is conflict amongst family
members getting that strong and
focused outside voice or opinion can
be really important. The key, family
business experts say, is finding the
right person.
Jonathan Dobkin is managing
director of Connections, a family run
independent recruitment business
with a head office in Sale. It was
founded by his mother in 1985 and
she and his sister are still involved
in the business.
He explains that Connections has
a non-executive financial director
on its small board. Dobkin says: “He
was the original auditor when the
business started back in 1985. He
knows the family but is not a family
member.

“He knows the family dynamics and
has known me longer than I’ve been
in the business. And he can bring
some degree of normality when it
starts getting a bit controversial or
you are disputing a few points.

he is one of four brothers involved
in it, along with his mother.

“He points out that we are in a
boardroom not sitting around the
kitchen table and that it is a serious
event with everything we say in the
meeting documented. If two of us are
disputing something he will try to be
the mediator.

The non-family members involved
in McGoff and Byrne at senior
level include a commercial and an
operational director.

“ IT CAN BE HARD TO
BRING IN OUTSIDERS,
BUT IT IS A MOVE THAT
CAN BE CRUCIAL TO
FUTURE SUCCESS.”
“You have got to choose the right
person. They have to have the right
gravitas but also know the family
dynamic.”
Declan McGoff is global operations
director at Altrincham-based
construction, housing business and
care home business McGoff and
Byrne. The family business has a
turnover in the region of £50m and
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He says simply: “It is important as a
family business to have non family
members on the board.”

McGoff adds: “To grow a business
you have to be a little bit more
corporate as well. It is important to
have those external visions of people
who have been in other businesses.”
Andy Jones is a non-family member
working at senior level in a familyrun company. He is financial director
at Artisan Investments.
The Manchester-based property
company specialises in the
regeneration of brownfield sites,
transforming historic buildings
into leisure and residential
accommodation.
The family-owned business has been
around for more than 30 years. It
was founded by Carol Ainscow in the
1980s.
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She sadly passed away in 2013 but
her sister Moya “has taken up the
baton” says Jones, adding: “It is very
much a family business with four or
five other family members involved.
It is also very much a family
business in terms of Carol’s vision
and carrying it forward.”
He believes that family businesses
looking for longevity have to be
self-critical and not letting people in
from outside can create problems.
He says: “You have to have the right
spread and right team.
“You have got to be self-critical, look
at each family member and see what
their skills are and fill the gaps. You
run the risk, not having the right
team around you.”
Bringing in someone experienced
from outside the family can also help
the transition from one generation
to the next.

Alex Wyers

joint managing director, Floorbrite
Alex Wyers is joint managing
director of Sale-based national
cleaning contractor Floorbrite,
which was started by his father 44
years ago.
He says: “He set up the business and
all the knowledge was with him. My
brother and I had worked within the
business in various departments but
when he died we weren’t at a point
where we felt experienced enough to
take over the reins fully.
“So we brought in a managing
director (MD) to mentor and guide
us for a period of time and it worked
really well.
“The business developed and
expanded and we found the process
really productive in board meetings.
“Also, for us, we needed to go
through the pain of arguments,

and a few did break out. That’s not
great but we needed to go through
that to realise what everyone’s
strengths were and to divide up
responsibilities. We have come out of
the other side and have a really good
relationship now.”

than their abilities.”

The ‘outside’ MD was initially taken
on for five years and Wyers adds:
“My brother and I took over at the
beginning of last year. We were
ready for it because we had that
hand to hold.”

Charlotte Boulton is co-founder
of Lunachild Collective, a bespoke
staffing agency at the beginning
of its business journey. She and
her sister Lucy are the driving
forces behind the business, which

She poses the question: “Don’t you
think there is an assumption from
family members quite often that
they are right for the business when
possibly they aren’t?”

“ BRINGING IN SOMEONE
EXPERIENCED FROM OUTSIDE
THE FAMILY CAN ALSO HELP
THE TRANSITION FROM ONE
GENERATION TO THE NEXT.”
He says: “I don’t know whether it is
difficult for a non-family member
or not. He learned to buy into it. He
came from a corporate background
and coming into a family he had to
change his style and views.
“He also helped us. As we grew we
had to take on more systems and
adopt more of a corporate attitude
because the business was bigger.”
John Stevenson is managing
director of Manchester-based Pareto
Financial Planning. He says that
in his role he has seen businesses
bring in outside MDs because family
members have simply recognised
they did not possessed the skillsets
to take on the role. It is, he adds: “a
big decision”.
However, it is a decision that can
make the difference between success
and failure.
Joy Kingsley, senior partner at
Manchester-based law firm JMW
believes having someone involved in
the business that is not family can be
a big positive if they are listened to.
She says that family business
have great advantages, but also a
range of challenges not seen in a
non-family company, which can
be major distractions. And those
include “people thinking they may
be entitled by the birthright rather
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has recently celebrated its first
anniversary and which already has a
£100,000 turnover.
The sisters, whose company supplies
nannies, butlers, chauffeurs and
chefs to high net worth individuals
and VIPs are taking help and advice
from non-family members as they
look to grow the business globally.
Boulton says: “My sister and I are
very much chalk and cheese, she
is very much the big ideas very
visionary and I am very strategic, I
like to analyse everything.
“We do complement each other
quite well and we do have a business
mentor, which is great.
“He acts as the referee sometimes
and he guides us and makes sure we
are on the right path. We want to
grow and develop and he explains
the avenues we need to take.”
She adds that there is also a balance
to be made so the business is being
pointed in the course that has been
set by the sisters.
Andy Jones says: “It is important
that whoever that person is, they
don’t strip the soul out of the
business. Every business has a key
driver, a set of beliefs; it is what
makes them what they are.”
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