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IN THIS ISSUE 

THE BENEFIT OF THE HORSE’S MOUTH
Congratula�ons to Hawkes Bay Tourism, what a 

master stroke for Hawkes Bay.  When I hear 

people say, ‘What does Tourism need all that 

money for?’ this is a perfect demonstra�on on 

posi�ve investments outside of the region 

a(rac�ng people to Hawkes Bay, New Zealand.  

Well done Annie and co. 

From Hawkes Bay Tourism CEO Annie Dundas – 

‘Chris�na Valhouli visited Hawkes Bay last 

August, we hosted her as part of our 

Interna�onal Media Programme HB Tourism 

works on with Tourism New Zealand. Great 

support from the local tourism sector helps to 

make these visits cost virtually nothing for HBT. 

She has also had two other stories published in 

other �tles as well. 

NEW YORK POST 

Print CircIula�on/Readership - Daily Circula�on 

418,856, Daily Readership 1.1million 

Digital - 33.1m unique visitors per month 

h'p://nypost.com/2017/02/20/you-have-to-

go-to-new-zealand-to-taste-this-wine/ 

Congratula�ons also to Ngahiwi Tomoana and 

the NKII team for pulling off a massive 

Interna�onal symposium with some of the 

world commercial heavyweights just prior to 

welcoming thousands of commi(ed Kapa Haka 

performers vying for the Na�onal �tle. 

All of this work supports the message that 

Hawkes Bay has so much to offer and through 

confident and authen�c engagement we can 

compete successfully across the world.  

Fantas�c! 

The Chamber hosted our first Business ABer 5 

last week at EIT.  This was an opportunity for  

members to hear from 2016 Westpac Hawkes 

Comment from the CEO Page 2 

Business Tools Page 4 

‘Great Things Grow Here’ Page 5 

Tips for Employers - Part One Page 6 

Fruitgrowers Celebrate Educator’s Success Page 8 

Regional Business Partner Team Page 10 

Holding a ‘Business ABer Five’ Event Page 12 

Customer Feedback Page 13 

New Member Profile - Bayleys Page 15 

New Member Profile - Mr Rental Page 16 

Seven Tips for Networking Page 17 

BA5 at Douglas Outdoor Living Solu�ons Page 18 

Westpac Interna�onal Export Breakfast Page 19 

PHOTOS: Speed Networking Page 22 

PHOTOS: Networking Session Page 23 

Digital Marke�ng, Data Technology, Social 

Media with  Stephen England-Hall 
Page 20 

BA5 at Napier Conference Centre Page 21 

Speed Networking Evening Page 21 



Wayne Walford—Hawke’s Bay Chamber CEO 

THE BENEFIT OF THE HORSE’S MOUTH 

Bay Chamber of Commerce Business Awards 

winners about the process and the benefits. 

We oBen hear that the entry process is arduous 

and takes too much �me for the supposed 

benefit. 

When the winners spoke, they talked about a 

process that aligned the vision across the 

organisa�on, empowered the team, enhanced 

a posi�ve culture and s�mulated celebra�on.  

All of the winners appreciated the judge’s 

feedback and the opportunity to con�nually 

improve their game for posi�ve sustainable 

results. 

No business was perfect they all had areas they 

could improve in and they saw this process as a 

posi�ve way to engage their teams in that 

improvement. 

Thanks to; Charlie Strickland - HB Woolscourers 

– winners of the ACC Workplace safety award, 

Jamie Campbell – Mogul, winners of the 

Chartered Accounts Australia, New Zealand 

Small – Medium Business Award, Reihana 

Manaena - Laser Plumbing and Electrical, 

winners of the NZME Medium Business Award, 

Emma Foster - Totara Health, winners of the 

Pan Pac Large Business Award, Viv Bull - Napier 

Port, winner of the Linden Estate Leadership 

Award and Neil Lawrence – Eastern Truck and 

Marine, winners of the Napier City Council 

Medium – Large Business Award and Westpac 

Supreme Award for 2016.  

The opportunity to hear authen�c messages 

from these people about the posi�ves of the 

Business Awards process was fantas�c. 

Thanks also to Georg1a Saxon who presented 

her business – The Awards Shop and sincere     

 

 

thanks to Rebekah Dinwoodie, EIT Head of the 

School of Business and Head of the School for 

Compu�ng and convenor of the Awards Judges.  

Thanks also to Emma and the Marke�ng team  

at EIT for the use of their fine premises to host 

this event. 

We try hard to inspire businesses in Hawkes 

Bay with the posi�ve prospect of entering the 

awards, this panel did a much be(er job by just 

sharing their experience – thanks again.  We 

look forward to launching the 2017 Business 

Awards in a couple of months. 



 

Break Even 
Calculator 

 

Financial Viability 
Ac�on Plan 

 

Start up  
Business Plan 

 

Business Idea 
Ac�on Plan 

 

Feasibility and Risk 
Checker 

 
Visual guide 
Nine steps to  
start a business 

Do the maths Check it out 

Check it out Start now 

Download [DOCX, 215 KB] Get started 

Use this tool if your business sells products.  It 

helps you see what to charge for each unit to 

cover costs and turn a profit. 

Try out different numbers to see how best to 

lower your break-even point. 

Our handy infographic will give you the 

complete picture of what’s involved in star�ng 

up, from tes�ng your idea to registering a 

trade mark. 

It’s packed with stats and charts on small 

businesses in New Zealand 

You’ve come up with a great idea for a busi-

ness.  Great! But is it a commercial idea? 

This tool poses a series of ques�ons to help you 

work out how to turn that idea into a business. 

Test whether your business idea is feasible—

and check for poten�al risks—before you go 

full steam ahead. 

This tool will help you see if your business idea 

will earn enough to cover costs and show a 

profit. 

Don’t let the name fool you.  This template is 

useful any �me you need a full and thorough 

business plan. 

Customise it to suit—this could mean adding in 

extra sec�ons, or cuMng out ones that you 

don’t need. 

Use this tool to find out how much money you 

need to start and run your business. 

It will help you focus on the costs involved, 

from buying equipment to monthly expenses. 

 

? ? 
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Young people have a lot to contribute and can play a role in helping you grow and 

develop your business.  The government offers help to employers to hire, train and 

progress young people in employment 

Finding  
Young Staff 

Tips for Employers Part One 

 

Employing 
young people 
is good for 
business 

Here’s why: 
 
 

 

It’s an investment in your 
future workforce and in your 

industry 
 

 
 

You’ll be tapping into talent 
from your community or 

region 
 
 

 
They’re technologically 

savvy and can bring fresh 
ideas 

 
 
 

Coaching and training 
develops your skills and 

keeps you up-to-date with 
your industry 

 

 

 

 

1 

2 

3 
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Understand how skills 
and qualifications 
relate to business 

Knowing about the education 

system will help you to understand 

the knowledge and skills new staff 

can bring to your business 

Some key points you should know: 

There are lots of different ways for 

young people to gain skills and 

qualifications. 

The National Certificate of Educational 

Achievement, NCEA, provides a 

foundation for employment and further 

education.  It can tell you a lot about 

what a young person knows and what 

they can do. 

Schools and tertiary organisations are 

developing more ways of working with 

employers and industry, so young 

people develop the skills that local 

businesses need. 

Vocational Pathways map learning 

and achievement to the skills needed in 

six broad industry sectors.  You can see 

how a young person’s skills and 

achievements relate to your business. 

Being able to drive is a vital skill.  The 

Drive website has resources to help 

young people navigate the driver licence 

system and prepare for tests. 

 

Connect through 
work experience

Providing work experience 

introduces young people to careers 

in your industry.  You can connect 

with potential new staff too.

Ways to offer work experience:

Gateway is a scheme for school 

students to get NCEA credits and gain 

workplace skills. 

Work Inspiration 

work exploration programme 

showcasing industry pathways to 13 to 

18 year olds. 

Talk to your Industry Training 

Organisations about school to work 

programmes 

Work and Income

placements for their job seekers for up 

to four weeks. 

If you carry out research and 

development, Callaghan Innovation

can subsidise placements for tertiary 

students over the summer break.
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Young people have a lot to contribute and can play a role in helping you grow and 

develop your business.  The government offers help to employers to hire, train and 

 

Connect through  
work experience 

Providing work experience 

introduces young people to careers 

in your industry.  You can connect 

with potential new staff too. 

Ways to offer work experience: 

is a scheme for school 

students to get NCEA credits and gain 

Work Inspiration is an employer-led 

work exploration programme 

showcasing industry pathways to 13 to 

Industry Training 

about school to work 

Work and Income can organise work 

placements for their job seekers for up 

If you carry out research and 

Callaghan Innovation 

can subsidise placements for tertiary 

students over the summer break. 

 

 

Look for young 
people interested in 

your industry 

Tap into some great young talent who 

are getting a head-start on developing 

skills that businesses need. 

Connect with young people in these 

programmes: 

The Government’s Youth Guarantee 

helps young people to transition from 

school to work or training, by providing 

a range of opportunities to encourage 

them to keep learning.  Find Youth 

Guarantee providers. 

Young people are learning trades and 

technology skills while studying 

towards NCEA at Trades Academies, 

a partnership between schools and 

tertiary education. 

There are lots of young people in 

tertiary education preparing for work. 

Contact your local tertiary providers. 
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Find the right  
person 

Consider looking in a range of 

places to find the right person for 

your business. 

Here are some ideas: 

Job fairs or expos connect employers 

with job seekers.  Find out what is 

happening in your area. 

Connect with young job seekers 

through industry associations and local 

organisations working with young 

people. 

Local economic development 

agencies and Industry Training 

Organisations may be able to put you 

in touch with job seekers. 

Work and Income has a range of 

recruitment services and can help find 

the person for your business at no 

charge. 

Consider employing a Limited Service 

Volunteer graduate.  The six week 

course for young people aged 17 to 25 

years blends physical challenges, life 

skills and getting ready for work 
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For more informa�on see 
www.employment.govt.nz/hiring-young-people 

November 2016 



 FRUITGROWERS CELEBRATE EDUCATOR’S SUCCESS 

A self-confessed tree hugger, Gordon Reid 

is a driving force in educa�ng workers 

who are helping underpin growth in the 

region’s flourishing fruit growing sector. 

The Hawke’s Bay Fruitgrowers’ 

Associa�on recently saluted the 

achievements of the EIT lecturer in 

hor�culture, awarding Gordon the Joe 

Bell Trophy for service to the industry.     

The pres�gious award commemorates the 

late Joe Bell, who worked in Hawke’s Bay 

for the Ministry of Agriculture and 

Fisheries and the New Zealand Apple and 

Pear Board.  Associa�on president Lesley 

Wilson says this year’s award-winner 

epitomises the �reless work ethic 

associated with Joe Bell.   

Growing up on his parent’s orchard in 

York Road on the outskirts of Has�ngs, 

Gordon feels the land is in his blood.  But 

as the youngest of four children, he didn’t 

an�cipate a future working in the family 

business. 

Leaving school, he studied geography, 

progressing to a master’s degree majoring 

in physical geography.  Then, aBer 

teaching at a local high school for 16 

years, he turned his hand to growing 

asparagus and tomatoes commercially for 

12 years.  

The 2003 move to EIT was a natural 

evolu�on, he says, combining his passions 

for hor�culture, the soil and for seeing his  

students succeed. 

“I love the teaching side of things,” he 

enthuses, “seeing the light bulb moments 

is so rewarding.”   

Gordon coordinates the three-year 

programme for the level four Na�onal 

Cer�ficate in Hor�culture Produc�on 

(Fruit Produc�on).  Trainees are employed 

on orchards and in vineyards and a(end 

EIT 12 to 14 days a year for block course 

study. 

Regularly mee�ng the trainees’ grower-

mentors at their workplaces, Gordon’s 

range con�nues to widen.  A record 75 

trainees enrolled at EIT last year 

compared with the 20 students he taught 

when he started in the job. 

This year, student numbers are expected 

to reach around 85, a measure of the 

strength of Hawke’s Bay’s fruit growing 

sector.  The area in apple orchard 

increased 20 percent over the last two 

years and, as recently planted trees come 

into produc�on, it will boost demand for 

permanent, well-trained workers.  

Gordon says the training scheme is a 

three-way success story for EIT, 

par�cipa�ng grower-trainers and full-�me 

orchard and vineyard workers.  And it is 

one of many factors underpinning the 

region’s dynamic fruit growing industry.   

New varie�es, new markets, par�cularly 

in Asia, and the Recognised Seasonal 



Employer scheme operated through 

Immigra�on New Zealand since 2006 also 

contribute to its success. 

Employing seasonal workers, mainly from 

Pacific na�ons, is ensuring picking and 

thinning occur at op�mum �mes in the 

growing season, enhancing the quality of 

the fruit.   

All this is in marked contrast with a period 

of decline in the industry.  As Lesley 

Wilson points out, trainee numbers were 

low over 2004-2007 when growers were 

grappling with poor prices.  “No formal 

training was being pushed by industry and 

the industry was in dire straits.” 

 

Now, Gordon says, further industry 

qualifica�ons are coming on stream at 

EIT. 

“It’s an exci�ng �me, with a new Level 5 

Diploma in Hor�culture giving graduates a 

pathway to go onto.” 

Gordon believes the training offered in 

Hawke’s Bay provides a good model for 

other fruit growing areas and primary 

industries.  A similar scheme is now being 

considered for EIT Tairāwhi� and fruit 

growers in the East Coast area. 

EIT educator Gordon Reid enjoys working in the field. 



 REGIONAL BUSINESS PARTNER TEAM 

Introducing the Hawke’s Bay Regional 

Business Partners Team, located at the 

Hawke’s Bay Business Hub in Ahuriri.  

Jenny Brown is the Callaghan Innova�on 

Research & Development Specialist; 

Jacqui Thomas and Leonie Wallwork are 

both Business Advisors and Leonie also 

manages the Hawke’s Bay Business and 

Community Mentoring programmes. 

As a member of the HB Business Hub, we 

operate in a highly collabora�ve and 

suppor�ve environment that helps keep 

our finger on the pulse of local business, 

community and economic development 

ini�a�ves and trends.  

What is the Regional Business Partners 

Network and what do we do? 

In a nutshell, the Regional Business 

Partners (RBP) Network helps NZ 

businesses innovate and grow by 

providing access to early stage and 

ongoing support that may be available 

through the wider business network in 

Hawke’s Bay, NZ Trade and Enterprise 

(NZTE) capability development voucher 

funding and Callaghan Innova�on -the 

Crown en�ty charged with accelera�ng 

commercialisa�on of innova�on by firms. 

We provide advice, informa�on, referrals 

and connec�ons to any business seeking 

support for their growth journey. Gain an 

independent perspec�ve in a confiden�al 

environment; 

We can help you: 

• Gain an independent perspec�ve in 

a confiden�al environment; 

• Help plan the next steps to grow 

your business; 

• Determine if you are eligible for 

Capability Development vouchers or 

Research & Development (R&D) 

funding for business growth; and 

• Connect with both the na�onal and 

local business community, industry 

networks and clusters. 

A major focus for us in the first half of 

2017 is to increase our pool of Business 

and Community Mentors as we see 

demand for mentoring on the increase, 

especially with start-up businesses. If you 

are interested in finding out more about 

becoming a Mentor, or know someone 

who wants to contribute their business 

know-how and experience to the success 

of other HB businesses or community 

organisa�ons, please contact Leonie on 

rbp@hbbusinesshub.co.nz  

 

 

Find out more: 

www.callaghaninnova�on.govt.nz 

www.regionalbusinesspartners.govt.nz 

www.businessmentors.org.nz  



Clockwise from top leB: Jenny Brown, Jacqui Thomas, Leonie Wallwork 



 

Hawkes Bay Chamber of CommerceHawkes Bay Chamber of Commerce  

BUSINESS AFTER FIVEBUSINESS AFTER FIVE  

Establishing your business some�mes requires geMng 

people to come to ‘your cave’ to learn more about 

your products and services.  Hos�ng a ‘Business ABer 

Five’ event is a great way to do this.  Not  only do you 

get to talk to a cap�vated audience but you also get to circulate and talk 

one on one with them. 

By holding a business event this will assist in building your credibility and 

increase a viable way of geMng the exposure your business needs for 

only $250.00. 

When you sponsor a networking event, you’re suddenly transformed into 

a business leader in your community.  You’re responsible for bringing 

entrepreneurs together to talk shop, and only leaders do this. 

With six weeks of intensive adver�sing to over 1,000 ac�ve Hawkes Bay 

business professionals  the adver�sing alone would be worth in excess of 

$1,000.00.  In addi�on people talk about great events they’ve a(ended, 

and that means the benefits extend well beyond the event itself.    

 

Please contact Karla Lee for addi�onal informa�on 

karla@hawkesbaychamber.co.nz 

 

You just can’t beat the exposure. 



 

 CUSTOMER FEEDBACK 

 
“Just wanted to say thank you to you 

and your ladies for a great event last 

night at the speed networking. 

Thoroughly enjoyed it and met some 

great people “ 
Bre( Burgess 

Sales Impact Group 

The Noel Leeming special Christmas 

offer to Hawke’s Bay Chamber Members 

came at a great *me.  We were able to 

take advantage of the purchase of an 

expensive coffee machine as a Christmas 

gi- for our son.  He was stoked to get 

the espresso machine and we were 

delighted to get it at cost plus a small 

margin. 
Sa�sfied Chamber Member 

 From the Ruff Tucker business group we 

would like to thank you so very much for 

invi*ng us to speak at the annual 

business hub mee*ng.  It was an 

amazing experience being able to 

develop our pitch.  We would also like to 

thank you for the mentoring support you 

have given us at Dragons Den and our 

launch.  You’ve been extremely helpful in 

giving us guidance to help our business 

reach it’s full poten*al.   

Ruff Tucker 

Iona College 

 
“This seminar exceeded expecta*ons, it 

was interes*ng, informa*ve and 

enabled us to do a bit of prac*cal 

planning while having someone remind 

us of things we may forget. Also having 

scenarios that were specific to our 

industries really helped to make this 

more relevant”. 

I was expec*ng to be bored in all 

honesty - was not looking forward to 

going but found that it was incredibly 

interes*ng, interac*ve and informa*ve 

… my expecta*ons were exceeded by 

100 x  
Survey Responses 

Reputa�on Ma(ers Workshop 



 

get 

cost* 
+9%^ 
storewide 

ChamberChamberChamber   

MembersMembersMembers   

*Cost is GST inclusive 

^Exclusions Apply 



Bayleys has recently appointed a specialist 

Business Broker covering the Hawke’s Bay 

region. Rodger Howie is Bayleys newly 

appointed Business Broker.  

Rodger recently moved his family to 

Hawke’s Bay aBer selling his Auckland 

waste management business which he 

started and grew into a mul�-million dollar 

company. Going through the exercise of 

selling his own business gives Rodger deep 

knowledge and insight into the process, 

complexi�es and emo�ons involved in 

exi�ng a business successfully.  

“My objec�ve is to help business owners 

realise the best possible outcome by 

maximising the sale value of their 

enterprise,” says Rodger. “I know what it 

feels like to be in your shoes. Your business 

oBen represents years of sacrifice and hard 

work.”  

Originally from Gisborne, Rodger studied 

and worked in produc�on engineering 

(New Zealand Cer�ficate in Engineering). 

He then moved into sales, marke�ng and 

management posi�ons for office 

equipment and furniture. Rodger’s 

entrepreneurial spirit came to the fore in 

2000 when he started his own waste 

management business. 

“Everyone thought I was mad but I knew I 

had spo(ed an opportunity”, said Rodger. 

Over 15 years, Rodger grew the business 

into a successful company with 22 trucks 

and 60 staff.  

Rodger has an easy going style with solid 

business acumen. He was a board member  

of the New Zealand chapter of the global 

Entrepreneurs’ Organiza�on for two years.  

“What a(racted me to Bayleys is the 

strength and integrity of its brand,” says 

Rodger. “Bayleys’ brand provides clients  

 

Contact 
Rodger Howie 

rodger.howie@bayleys.co.nz 

027 431 1973 

49 Tennyson Street, Napier 

  NEW MEMBER PROFILES 

Rodger Howie 

with confidence and gives a significant 

punch to their sales campaign.” Rodger 

emphasises that experienced business 

brokerage helps guide you through the 

process of selling your business but more 

importantly, it helps yield a substan�ally 

be(er result and price.  



Mr Rental Hawkes Bay is a locally owned 

and operated franchise which is part of a 

group of rental stores that opened in New 

Zealand in 2003 and now has thousands of 

customers in Australia and New Zealand.  

We offer a wide range of electronics, audio 

visual, furniture, appliances and fitness 

equipment for home, lifestyle or business. 

All of these you can rent for a week a 

month or longer.  

Mr Rental can also now offer a home 

staging service at a very compe��ve price. 

One advantage Mr Rental has with home 

staging is that we can supply appliance’s, to 

help create a more natural “staged” house. 

Mr Rental is commi(ed to being the first 

choice for appliance, electronics and 

furniture rentals.  

We offer some of the latest technology and 

pride ourselves on offering excep�onal 

customer service. 

Our mission is to make life easy for 

customers and we do this through easy 

ways to pay, speedy delivery and free 

installa�on.  

There are many advantages to ren�ng, you 

can upgrade if you require something larger 

or smaller. If anything does go wrong we 

repair or replace the equipment, so that 

any inconvenience is kept to a minimum.  

 

 

  NEW MEMBER PROFILES 

So if you’re going flaMng, having friends or 

family to stay, hiring a new employee or 

selling a house call Mr Rental on 0800 111 

313 for a free no obliga�on quote or go to 

our webpage mrrental.co.nz. You are also 

welcome to come and visit our showroom at 

106 Southland Road, Has�ngs. 

We look forward to helping you with your 

rental needs. 

Andrew Flint 

Managing Director 



Networking goes hand in hand with running a successful business.  But many of us dread walking 

into a room and introducing ourselves to a bunch of strangers. 

Here are the most valuable �ps I've come across – and put to work myself – over the years: 

1. Resist the urge to arrive late. It's almost counter-intui�ve, but showing up early at a 

networking event is a much be(er strategy than geMng there on the later side. As a first 

a(endee, you'll no�ce that it's calmer and quieter – and people won't have se(led into groups 

yet. It's easier to find other people who don't have conversa�on partners yet. 

2. Ask easy ques�ons. Don't wait around the edges of the room, wai�ng for someone to 

approach you. To get the conversa�on started, simply walk up to a person or a group, and say, 

"May I join you" or "What brings you to this event?" Don't forget to listen intently to their replies. 

If you're not a natural extrovert, you're probably a very good listener – and listening can be an 

excellent way to get to know a person. 

3. Ditch the sales pitch. Remember, networking is all about rela�onship building. Keep your 

exchange fun, light and informal – you don't need to do the hard sell within minutes of mee�ng a 

person. The idea is to get the conversa�on started. People are more apt to do business with – or 

partner with – people whose company they enjoy. 

If a poten�al customer does ask you about your product or service, be ready with an easy 

descrip�on of your company. Before the event, create a mental list of recent accomplishments, 

such as a new client you've landed or project you've completed. That way, you can easily pull an 

item off that list and into the conversa�on. 

4. Share your passion. Win people over with your enthusiasm for your product or service. Leave 

a las�ng impression by telling a story about why you were inspired to create your company. 

Talking about what you enjoy is oBen contagious, too. When you get other people to share their 

passion, it creates a memorable two-way conversa�on. 

5. Smile. It's a simple – but oBen overlooked – rule of engagement. By smiling, you'll put your 

nervous self at ease, and you'll also come across as warm and invi�ng to others. Remember to 

smile before you enter the room, or before you start your next conversa�on. And if you're really 

dreading the event? Check the nega�ve aMtude at the door. 

6. Don't hijack the conversa�on. Some people who dislike networking may overcompensate by 

commandeering the discussion. Don't forget: The most successful networkers (think of those 

you've met) are good at making other people feel special. Look people in the eye, repeat their 

name, listen to what they have to say, and suggest topics that are easy to discuss. Be a 

conversa�onalist, not a talker. 

7. Remember to follow up. It's oBen said that networking is where the conversa�on begins, not 

ends. If you've had a great exchange, ask your conversa�on partner the best way to stay in touch. 

Some people like email or phone; others prefer social networks like LinkedIn. Get in touch within 

48 hours of the event to show you're interested and available, and reference something you 

discussed, so your contact remembers you. 

Colleen DeBaise 

  SEVEN TIPS FOR NETWORKING 



 BA5 AT DOUGLAS OUTDOOR LIVING SOLUTIONS 

When: Wednesday, 8 March 2017 

Time:  5.30pm - 7.00pm 

Venue: Douglas Outdoor Living Solu�ons 

  413 Queen Street West 

  Has�ngs (between Tomoana & Nelson) 

Price:  Members - Free 

  Non-members - $15.00 +GST  

Douglas Outdoor Living Solu�ons has been 

serving Hawke’s Bay with custom-designed & 

made canvas, auto/marine upholstery and 

outdoor protec�on needs for over 20 years 

as Douglas Auto & Marine Upholstery. Over 

the past 3 years we have focussed more and 

more on outdoor living opportuni�es, 

crea�ng stylish and high quality outdoor 

spaces sheltered from wind, sun and rain.  

Whether it is a stylish louvre roof, tensioned 

canopy, robust sun umbrella, bright 

retractable awnings or one of our ingenious 

Ziptrak® sun and wind screens that could 

transform your outdoor living, we can work 

directly with you, your builder or your 

architect to create your amazing outdoor 

space. 

Come and join the BA5 group in our 

showroom to view the product range and 

enjoy a snack and a cold drop.  Be in to win a 

$200 voucher towards your desired project 

– be it recovering your outdoor chair, 

crea�ng a new boat cover or your dream 

outdoor living area. There will be two 

supplementary prizes of our handy & 

durable beach/shopping bags. 



  WESTPAC INTERNATIONAL EXPORT BREAKFAST 
   Adding Value to Your Product – It’s Not the What, It’s The How. 

When: Wednesday, 15 March 2017 

Time:  7.30am - 9.00am 

Venue: Ten Twenty Four Restaurant 

  1024 Pakowhai Road 

  Has�ngs 

Price:  Chamber and ExportNZ Members - $35.00 +GST 

  Chamber and ExportNZ Non-members - $50.00 +GST 

ExportNZ and Hawke’s Bay Chamber of 

Commerce present:  Westpac Interna�onal 

Export Breakfast, Adding Value to Your 

Product – It’s Not the What, It’s The How. 

The discussion about the importance of 

adding value to New Zealand primary 

products is cri�cal to the future of both this 

country, and par�cularly to this region. 

Hawkes Bay has many natural compe��ve 

advantages over other global food producers. 

While climate, passion and hard work are 

important ingredients in the mix, they are not 

enough to guarantee future regional business 

success. 

Many media commentators oBen comment 

about adding value to our food exports 

without realising its inherent difficul�es. If it 

was so easy we would all be doing it. 

In reality a large number of New Zealand 

food export organisa�ons have found the 

journey from successfully trading commodity 

products to the marke�ng of premium added 

value products to be difficult. 

Come and hear from Dr Alister King talk 

about how Hawke’s Bay businesses, 

par�cularly SME’s, can learn the 

management secrets of successful expor�ng 

organisa�ons. 

Dr Alister King has worked for over 25 

years within the New Zealand food 

sector.  He has recently finished a 5 year 

study programme examining the 

organisa*onal management similari*es of 

successful New Zealand food exporters 

looking at what these organisa*ons do 

differently, and how they strategically set 

themselves apart from their compe*tors.  



When: Thursday, 23 March 2017 

Time:  1.00pm - 3.00pm 

Venue: Hawkes Bay Business Hub 

  36 Bridge Street 

  Ahuriri, Napier 

Price:  Members - $30.00 +GST  

What's all the hype about digital and data 

really about? Is it important to my business 

and my customers? 

If so, why and how do I get some. 

Stephen England-Hall will provide an 

informed perspec�ve and present some 

prac�cal considera�ons on how businesses 

might use the growing array of tools and 

services to a(ract, retain and convert 

customers, as well as some key thoughts, 

during a presenta�on and Q&A session to 

members of the chamber.  

  

 

Bio 

Stephen England-Hall is CEO of Loyalty New 

Zealand, the company behind New Zealand’s 

number one customer loyalty and data 

coali�on, Fly Buys, and the analy�cs business 

LAB360. Stephen has extensive interna�onal 

experience in the UK and North America, 

working as a senior execu�ve of world 

leading digital marke�ng, data and 

technology companies. Including CMO of 

social media technology and data company 

Syncapse (an early-stage social media 

technology and data company), and CEO of 

Razorfish UK (a world leading digital 

technology, media and crea�ve agency). 

Stephen is also a trustee and Board member 

of data charity Figure.NZ and a founding 

member of the New Zealand Data Futures 

think tank working with government and 

private sector leaders on ways New Zealand 

can harness the power of a data-rich future 

and changing technology for economic and 

social benefit. Stephen holds an MBA from 

Cambridge University and is a member of the 

Cambridge University Vice-Chancellors 

Advisory Board on Alumni Rela�ons and 

Communica�on. Stephen has recently been 

appointed Chief Execu�ve of Tourism NZ, 

taking up this post in April 2017. 

 

 

  DIGITAL MARKETING, DATA TECHNOLOGY, SOCIAL MEDIA 
  with Stephen England-Hall 



 SPEED NETWORKING EVENING 

When: Thursday, 30 March 2017 

Time:  5.30pm - 7.00pm 

Venue: Hawke’s Bay Business Hub 

  36 Bridge Street 

  Ahuriri, Napier 

Price:  Members - $15.00 +GST 

Par�cipants greet each other in a series of 

brief exchanges during a set period of �me. 

During an interac�on, a(endees share their 

professional backgrounds and business goals. 

Networkers are generally seeking exposure 

to new markets and/or to expand their pool 

of vendors. 

 

This is a members only event. 

  BA5 AT NAPIER CONFERENCE CENTRE 

When: Wednesday, 19 April 2017 

Time:  5.30pm - 7.00pm 

Venue: Napier Conference Centre 

  48 Marine Parade 

  Bluff Hill, Napier 

Price:  Members - Free 

  Non-members - $15.00 +GST  

The new-look Napier Conference Centre is 

the region’s premier venue for conferences, 

mee�ngs, trade shows, events and special 

occasions.  

Come along to the first BA5 to be held here 

since re-opening and check out our mul�-

million-dollar redevelopment for yourself. 

You’ll see some significant changes, including 

a much larger foyer for pre-func�on events, a 

soaring purpose-built exhibi�on hall that can 

accommodate up to 25 trade stands, and an 

extended impressive ballroom with 

panoramic views of the Pacific Ocean.  

Just a bouquet’s throw from the beach, the 

venue is a wonderful seMng for waterfront 

weddings and other celebra�ons year round. 

It’s ideal for anyone planning an in�mate 

gathering for their nearest and dearest, or a 

large celebra�on with extended family and 

friends.  

Perhaps it’s �me for you to plan a party here, 

or something more serious in one of our 

conference or mee�ng spaces? Let us talk 

you through the various op�ons, and start 

planning!  

Everyone who a(ends our BA5 and brings 

their business card will go in the draw to win 

a voucher offering a 50% saving on venue 

hire for any business event booked within the 

next three months. Be sure to bring along 

your business card to be in to win! 

Come along and meet our team, savour the 

picturesque seMng, take a tour and sample 

delicious canapes from Dish, our in-house 

caterers. We’re looking forward to seeing you 

soon at the Napier Conference Centre – it’s 

bigger and be(er than ever! 

 

 



  SPEED NETWORKING 



 NETWORKING SESSION  
 including the 2016 Business Awards Panel 



 

Send feedback to  

chris�ne.bryan@hawkesbaychamber.co.nz 

 

 

TO FIND OUT MORE ABOUT THE FOLLOWING 

‘Regional Business Partner’ programme  

rbp@hawkesbaychamber.co.nz 

 

Holding a ‘Business aBer Five’ event 

events@hawkesbaychamber.co.nz 

 

Adver�sing with the Hawkes Bay Chamber 

chris�ne.bryan@hawkesbaychamber.co.nz 

 

The Lion Founda�on Young Enterprise Scheme 

yes@hawkesbaychamber.co.nz 

 

Chamber Membership 

chris�ne.bryan@hawkesbaychamber.co.nz 

 

Expor�ng Cer�fica�on 

certs@hawkesbaychamber.co.nz 

Next Issue 

Monday, 3rd April 2017 

         CONTACT US       


