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Celebrating the
success of the Digital
Growth Programme
Leicestershire

Helping businesses to
harness their digital potential

Celebrating success
of the Digital Growth
Programme
The Digital Growth Programme gives SMEs
located in Leicester and Leicestershire
access to fully-funded workshops, access
to financial support and free one-to-one
advice to help them introduce new digital
technology to their organisations.

Managed by the award-winning East
Midlands Chamber (Derbyshire,
Nottinghamshire, Leicestershire) and
part-funded by Leicestershire County
Council and the European Regional
Development Fund, the programme is
designed to help enterprises embrace
technology, learn about new software
solutions and gain digital skills. It offers
an array of awareness-raising seminars,
strategic action-planning workshops and
conferences to eligible SMEs.

The programme is just one of the ways your
award-winning Chamber, the British Chambers
of Commerce’s reigning Chamber of the Year,
is supporting local businesses to grow. We
have seen phenomenal success over the past
two years, generating more than £5m worth of
investment in new technology by local SMEs.
Some of the highlights included:

Within this brochure you will read the stories
of six businesses, which have been
able to reach the next level thanks to the
support the programme has provided.
And it doesn’t end here. The programme
will continue to deliver support across ten
key digital themes:

■■

1,044 eligible SMEs engaged

■■

Cloud computing and cyber resilience

■■

£1.25m grants awarded to SMEs

■■

Ecommerce

■■

23,086 hours of business support

■■

International ecommerce and marketing

■■

225 SMEs accessed digital business
advice

■■

Email marketing, CRM and Big Data

■■

Mobile marketing and productivity

240 action-planning workshops and
48 awareness-raising seminars

■■

Online marketing

■■

Paid digital advertising

■■

Social media

■■

Video production and marketing

■■

Website planning and development

■■

We hope you find inspiration
from our case studies and look
forward to helping you along
your digital journey.

Snack sales wrapped up

Food Attraction
Case Study: Grant funding

The Challenge
Food Attraction built up its presence using social media, where it has a large
community of followers. However, it needed a website to create an avenue
to talk to its consumers directly, as well as engaging with retail partners and
wholesalers looking to work with the brand and stock its products.

The Solution
Sector: Food & Drink
District: Leicester City
No of employees: 55
Support received:
■■
■■

£21,500 grant funding
Bespoke digital advice

Impacts:
■■
■■

Three new jobs created
Major retail deals secured

The Client:
Food Attraction makes frozen and chilled food
for national restaurant chains and supplies a
range of finger foods to national wholesalers.
It has developed a range of handheld snacks,
called Naanster – delicious Indian wraps sold
through retailers including Sainsbury’s, Aldi,
Co-Op, Spar and Londis.

We provided grant funding of £2,500 towards a total project spend of
£7,000 for the new website, along with 20 hours of advice and support
about the functionality and design of the new site, marketing and
maximising the return on investment.
In addition, the Collaborate project, another business support initiative
which the Chamber is also a partner in, provided a £19,000 grant to fund
the purchase of a new packaging machine. This additional support has
allowed the firm to improve efficiency time in the manufacturing process.

The Impact
The new website has given the company an official home online, helping
it to better engage with customers and build credibility among retailers
and wholesalers. This has given the company new routes to market
nationwide. Increased demand has led to the creation of three new jobs,
while the wrapping machine has enabled it to improve the Naanster’s
packaging, leading to an increase in sales. The company is in advanced
talks with several retailers and sport stadiums to stock the product.

“We’ve built our
business by having
a good presence on
social media, but
our new website has
helped take us to
the next level.”

“It’s given us the credibility we needed
to be able to talk directly with national
retailers and supermarket chains, rather
than being a direct-to-consumer brand.”
“The increase in business has
enabled us to create new jobs
in Leicester.”
Jake Karia, Managing
Director at Food Attraction

On the ball with online sales

PGM Reball

Case Study: Action-planning workshops
The Challenge
PGM Reball was looking to transform the way it did its marketing, to help
it stand out from its competitors and embrace the power of the internet.
It wanted to improve its digital presence, raise the profile of its products
and services online and, ultimately, use the internet to reach more
customers and win more business.

Sector: Manufacturing
District: Hinckley & Bosworth
No of employees: 6
Support received:
■■

Action-planning workshops

Impacts:
■■
■■

New business worth £180,000
£90,000 increase in turnover from
Google Ads

The Client:
PGM Reball is the UK’s leading technical
expert in ballscrew design and manufacture.
It has designed and repaired ballscrews for
more than 40 years and provides a unique
range of linear motion technology solutions
and services. It also offers expert advice and
guidance, providing customers around the
world with unique and bespoke solutions.

Digital Growth Programme Solution
Staff attended a series of Digital Growth Programme workshops to help
expand their knowledge and gain the skills to implement a wide range of
digital marketing campaigns.
The knowledge and skills gained enabled the firm to develop and launch
a new WordPress website, create professional-looking product videos
for YouTube and gain more customers with digital advertising.

The Impact
The new website has been instrumental in raising PGM Reball’s presence
online, enabling it to win new business worth £180,000 and create a
new job. After attending the programme’s fully-funded workshops the
firm increased its Google Ads spend from £30-£40 to £1,000 a month,
helping it to gain five to six new customers per month and generate
£90,000 additional turnover. And a further £20,000 was generated on the
back of YouTube videos it has produced.

“The Digital Growth Programme workshops have been
remarkable and helped us transform the way we do business.
We’ve had lots of benefits from the things we have learned and
put into practice and are still reaping the rewards. It has given
us the confidence to not only do things like YouTube, Google
Ads and even our website on our own, but make a really
professional-looking job of it.”
Anne Ford, Director at PGM Reball

Cracking the (bar)code for

Air Auto ID

Case Study: Grant funding
The Challenge
The complex technology solutions supplied require a 3-6 month
handover period for each customer to get fully up-to-speed with their
system. Demonstrating and training users in-person can prove tricky and
is time-intensive. The firm wanted to develop an online portal that would
enable training to take place remotely, via the internet, to give clients an
insight of the functionality and features of its systems.

Sector: ICT
District: Blaby
No of employees: 5
Support received:
■■
■■

£3,500 grant funding
Bespoke digital advice

Impacts:
■■
■■

Enhanced customer service
Reduced running costs

The Client:
Air Auto ID supplies a host of sectors with
hardware and software solutions which
enable companies to print their own labels
and capture data through barcode scanning.
These labels allow customers to track and
store information about their products, to
help them better manage their inventory,
deliveries, assets, security and documents.
It’s a vital element as without the ID or
barcode most wouldn’t be able to move their
goods around.

The Solution
We provided grant funding of £3,500 towards a total project spend
of £10,000 for the development of a new online training portal, which
will give the company the capacity to train its users remotely. The
Cloud-based system is device-independent and enables the company
to be more agile in the way it demonstrates its systems and trains its
customers, and addresses any technical issues they may be having.

The Impact
The new portal is set to go live in May 2019 and will allow the company
to provide a more rounded customer service offering. The support has
allowed the firm to purchase the correct hardware, future-proofing the
investment while making processes more efficient and reducing costs.
“Our new system enables us to train
customers online, and provide them with
a point of reference to connect with us
should they require further support.”
“It’s a business-critical investment which
takes us out of the realms of expensive
hardware and into Cloud-based technology,
which helps us to remain agile and offer a
better overall service to customers.”
Adrian Baker, Managing Director at Air Auto ID

Driving innovation for fashion retail buyers

LondonEdge

Case Study: Grant funding
The Challenge
LondonEdge wanted to create a platform which would bridge the gap between
exhibitors at the trade show and buyers around the world, all year round.
Although LondonEdge has the market for alternative lifestyle and fashion
cornered, connecting its exhibitors with buyers remains a key challenge.

Digital Growth Programme Solution
Sector: Fashion
District: Leicester City
No of employees: 6
Support received:
■■
■■

£6,500 grant funding
Bespoke digital advice

Impacts:
■■
■■

45 exhibitors and 4,500 products
represented
200 subscribers signed-up

The Client:
LondonEdge is a world-renowned trade show
which brings international music, fashion and
lifestyle exhibitors and buyers together at
annual events in London and Las Vegas.
It’s the only trade show on the planet which
exclusively showcases new sub-culture
collections and youth culture designers. It gives
buyers the chance to engage directly with
the key players and market-makers in youth
culture, music, lifestyle, fashion and body art.

We provided grant funding of £6,500 towards a total project spend of
£16,000 to create LondonEdgeNow, a digital platform which replicates a
real-time trade show online.
While trade shows are still key, a higher percentage of sourcing
merchandise is now done online between shows. The site provides
designers, manufacturers, wholesalers and agents with a purpose-built
digital showroom from which to sell their collections and allows buyers
to source, view and order multiple collections via a single platform.

The Impact
Since launch, 45 exhibitors have signed-up and use the platform to
showcase more than 4,500 products between shows. In addition, more
than 200 buyers have subscribed to the platform, from around the world.
In March 2019, LondonEdge recruited a new team member responsible
for driving the platform forward and developing its commercial potential.
“Our sector has undergone massive changes in
the way people buy in recent years. The majority
of our business used to be done at trade shows,
but most sourcing and buying is now done online.”
“LondonEdgeNow gives us the ability to bridge
that gap and provide our exhibitors with access to
an engaged audience of relevant buyers which are
already connected with the LondonEdge brand.”
Carole Hunter, Director at LondonEdge

Export boom for male grooming gurus

Mo Bro’s

Case Study: Action-planning workshops
The Challenge
As an ecommerce business, the challenge for Mo Bro’s was to keep
up-to-date with ever-changing technology and marketing techniques,
to ensure it could make the most of the opportunities this presented.
It also needed a way of establishing its credibility online, to make inroads
with major retailers and high street chains.

Sector: Consumer retail
District: Oadby & Wigston
No of employees: 10
Support received:
■■
■■

Action-planning workshops
Bespoke digital advice

Impacts:
■■
■■

Business doubled in size
Now exporting to 78 countries

The Client:
Mo Bro’s is an online retailer which supplies
a full range of UK-manufactured premium
male grooming and beard care products.
It has experienced rapid growth since
launching in 2014 and currently sells its
products in 78 countries around the world.
It has also appeared on TV’s Dragons’ Den –
securing investment from Peter Jones and
Tej Lalvani – and is an ambassador for the
Government’s Exporting is Great campaign.

Digital Growth Programme Solution
Mo Bro’s founders – brothers Keval, Kunal and Savan Dattani – attended
several Digital Growth Programme workshops, giving them specialist
skills and strategic implementation plans in things like advanced SEO,
increasing website conversions and GDPR.
This gave it the platform to double in size by launching into the retail
market, with the help of TV’s Dragons, securing deals with major airlines
and brands including ASOS, Debenhams, Next and Ocado.

The Impact
The company has experienced significant growth since launch, with
the retail side of the business helping it to double in size. Currently it
exports to 78 countries and is just about to expand into South Africa and
India, as well as working with a Norwegian distributor to help it expand
its presence across the Nordic region. It has also appointed a second
manufacturer in the south of England, to give it the increased capacity
required to meet demand and look after its order fulfilment processing.
“The business has changed massively over the
past 12 months, but we will always be indebted to
the support we received from the Digital Growth
Programme in the early days.”
“We have built a strong community, who we listen to very
seriously when it comes to developing our brand, because we
want to provide them with as much value as we can.”
Keval Dattani, Director at Mo Bro’s

Toy story with a happy ending

Lanka Kade

Case Study: Grant funding
The Challenge
The firm wanted to create a new ecommerce platform which was
not only future-proof, but also integrated with business management
systems such as Sage and could help it to streamline and simplify its
back-of-house operations and administration.

Digital Growth Programme Solution
Sector: Retail/Wholesale
District: Harborough
No of employees: 9
Support received:

We provided grant funding of £6,000 towards a total project spend of
£14,000 to create a new, device-responsive ecommerce website with
Sage integration, helping the business to improve efficiency, productivity,
communications with retailers and customer service. Sage functionality
reduces manual inputting, which removes human error and frees-up staff
time to focus on other areas of the business.

■■

The Impact

■■

£6,000 grant funding
Bespoke digital advice

Impacts:
■■
■■

New job created
13% increase in sales

The Client:
Lanka Kade is a family-run business which
designs, crafts and supplies fair trade wooden
toys that inspire learning through play. All its
toys are exclusively designed in-house in the
UK and handcrafted by skilled artisans in
Sri Lanka. It aims to reduce poverty through
trade by building long-term, sustainable
trading partnerships.

The site launched in April 2018 and since going live, Lanka Kade’s online
sales have increased by 13%. It has freed-up the team to spend more
time on other activities which add value, such as marketing, product
development and after-sales care. It has also enabled the company to
recruit an extra member of staff, for 25 hours a week, to help with order
fulfilment in the warehouse.
“Our website is integral to everything we do, so it
was crucial we got it right. We have a small team
with no agents or sales reps, so apart from trade
shows, online visibility is the key to our sales.”
“The support we’ve received from the
Digital Growth Programme has been
amazing, helping us get the most from
our investment in the platform.”
Jason Munton, Accounts Manager at Lanka Kade

Funding partners:

£5.2M

Digital Growth Programme to support
SMEs in Leicester and Leicestershire
embrace the digital world

Financial support provided by:

£268K

East Midlands
Chamber (Derbyshire,
Nottinghamshire,
Leicestershire)

240

£100K
Leicestershire
County Council

action-planning
workshops

£2.6M

European Regional
Development Fund

awarenessraising seminars

48

1,100+
businesses
engaged

10

23,500+
hours of business
support delivered

£1.25M
investment in new
technology

digital technology themed workshops and
seminars delivered by 11 expert consultants:

Cloud computing and
cyber resilience
Ecommerce
International ecommerce
and marketing
Email marketing, CRM
and Big Data

Mobile marketing and productivity
Online marketing
Paid digital advertising
Social media
Video production and marketing
Website planning and development

To keep up-to-date on the Digital Growth
Programme visit www.leics-digital.co.uk
or call 0330 053 8639
@ebizclub
www.linkedin.com/digitalgrowthprogramme
@digitalgrowthprogramme

