
Tony Hoare runs CRM.Direct, Customer Relationship Management software company for small and

medium businesses. Having trained as a BNI Director Consultant, Tony set up his business within BNI

when he identified a need for bespoke CRM solutions amongst members. Now a member of the Tour de

Force Chapter in Shinfield, we talked to Tony about his experience with BNI as a business owner, member

and Director Consultant:

“I discovered BNI in 2011 when a colleague of mine, who was a member of the Maidenhead chapter,

recommended I attend a meeting as a guest. I was working as a property investor at the time and decided

to join the Wokingham chapter. Three years later, my business partner and I parted ways, but I had

invested so much time in building those relationships, so when BNI asked me if I wanted to train up as a

director, I was delighted to agree!

 

“In my role as a Director Consultant, I’ve been involved in launching a number of chapters, and in my work

with other members, I began to notice a need for a bespoke CRM system, designed for small businesses,

so I decided to launch the business within BNI. This allowed me to utilise my previous experience as a

programmer, so the tech part was great, but I was a complete rookie when it came to the business! That’s

where BNI was incredibly helpful, providing me with almost all the tools needed to launch my business,

from sales to marketing.

 

“My favourite part of BNI is the personal development aspect. When I walked into my first meeting, I think

I assumed I’d immediately win a lot of business – but that’s not what happened: When it was my turn to

speak, I could barely get my name out! Turns out – I’m not a natural speaker, but BNI have trained me well

since then. They provide loads of courses on presentation skills and training as a director has given me a

lot of additional skills and practice in speaking to large groups. But whatever you need to develop, there’s

training available on everything, BNI-related skills, relationships, business networking, you name it!

 

My favourite part of BNI is the

personal development aspect...

Case Study:  Tony Hoare of CRM Direct
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“BNI was incredibly helpful, providing me with

almost all the tools needed to launch my business” 

“I love that the core value of BNI is Givers Gain. You’ve got to give to get the rewards, but the rewards are

there once you’ve got the ‘know, like and trust’ factor. One of the things about BNI that’s rarely talked

about, but which I think is really important, is that it’s a quality control mechanism. You meet the same

people every week, so you get to see if they’re consistent and integrous. Bad news travels fast, so if

someone doesn’t do business in a way you like, you won’t refer them. As a member of BNI, you have 30 or

40 people in your group holding you accountable for your reputation, and that accountability matters.

 

“Ultimately, I think that’s what BNI does differently, there’s that true accountability to your fellow chapter

members. You attend a meeting every week, you have 1:1s and get to know each other’s businesses, and

you attend training outside that too. It’s much more than just pitching up and drinking coffee, and the follow

up is there to ensure people honour their commitments.

 

“If someone is reading this thinking of joining BNI, I would say just go along to a meeting or two, see the

process and format in action, because they work! Visit a few chapters and see for yourself. BNI is all about

building long-term relationships; the kind where someone would introduce you to their mum – and that’s

actually happened for me! Trust me when I say that word of mouth marketing and personal introductions are

worth a thousand brochures and a fancy website!”

Contact Tony Hoare

Call: 07958 464035    Email: tony@crm.direct       Visit: www.crm.direct
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Akanksha (Akki) Agarwal is a portrait and personal branding photographer based in Newbury, Berkshire.

As well as focusing on modern, contemporary solo and family portraits, she helps serious business

owners put themselves out there into the market with the right image and brand identity. Akki encourages

business owners to step outside of their comfort zone and become the true ‘face’ of their business. When

the pandemic hit earlier this year, her business fell completely flat, so when a friend invited Akki to visit a

brand new chapter of BNI in Newbury, she decided to investigate. We spoke to Akki about how that

decision not only helped her get her business back on its feet, but to flourish, over the past five months:

“I knew of BNI from other photographers but there had never been a group at a convenient time for me to

attend. Then, last year a LinkedIn acquaintance (Linda) approached me to let me know there was a new

group opening with a 10 AM meeting, so I went along. It wasn't the right time for me to join as I was

planning a visit to India for a month and a half. After coming back, I was invited again to the Newbury

Connected Chapter. The meetings had moved online during the pandemic and it was the structure and

organisation that really impressed me. There was a really clear strategy in place that I liked. 

 

“When lockdown hit in March, my business was badly affected so I was really worried, and nervous about

investing in networking, as I’d been to other groups in the past which just hadn’t worked for me. But I

loved the meeting format and was reassured when I spoke to another photographer and member of BNI,

who explained it had been great for their business. So, I joined - and I’m so glad I did!

 

“BNI has been amazing for my business over the last 5 months. I spent the time during lockdown building

relationships which meant that, as soon as lockdown was over, people were already interested in working

with me. I decided to organise my first event shortly after that, to give people a lower-ticket entry point

into working with me, which was a success, and I’ve been getting consistent enquiries through BNI ever

since.

 

“What I love about BNI is that it’s not ‘fluffy’ networking! People are genuinely serious about growing their

business and the businesses of others. I’ve been to other groups where it’s more about chitchat, but BNI

isn’t like that. The focus is on building strong relationships and respecting your fellow business owners. I

love the ‘givers gain’ concept and helping others grow their business too.

 

I’d say around 80% of my

business comes through BNI...

Case Study:  Akki of Akanksha Agarwal Photography
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“If you’re willing to put in the effort, there’s no doubt

BNI will work for you” 

“I’d say around 80% of my business now comes through BNI, both from members and from second tier

referrals. Realistically, even the 20% outside of that is often linked to BNI in some way; a contact might have

shared a post or commented on something I did, and that led to an enquiry!

 

“It’s important as a photographer, or any business owner really, to be flexible right now, and know how to

put your business out there; BNI can be incredibly helpful with that. It’s about focusing on what works for

your audience: For example, right now people are less interested in portraits and want to ensure their

business survives the pandemic, so I’m focusing more on personal branding and putting on introductory

events; that’s how I’ve adapted myself to the current situation. By demonstrating that I was willing to give

away value, I’ve got a lot back in return.

 

“If you’re a photographer and you’re wondering if BNI is for you, I’d say that if you’re willing to put in the

effort, there’s no doubt BNI will work for you! I’m so grateful that I was invited to the meeting and now feel

excited to share the success that’s possible with BNI with others too. It’s a beautiful opportunity and if

you’re keen to grow, BNI can help you do that!”

Contact Akanksha Agarwal

Call: 07340 671170    Email: info@akankshaagarwal.com       Visit: akankshaagarwal.com
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Nicki Kinton runs Confident Cashflow, working with small business owners to get them back in the black

and stay in the black, by managing the risks associated with giving people time to pay. She brings the

practices of the corporate world into the small business arena, offering both practical and strategic

support to help her clients stay on top of their finances. We spoke to Nicki about how her BNI network and

training has helped her stay ahead in her business:

“I’ve been a member of BNI since June 2018. I am a member at Read Chapter in Swindon and I’m Director

Consultant (DC) at Steam Swindon. The groups I am part of are fabulous, particularly this year when

everyone has been under extraordinary strain, it’s been really supportive. I personally had a difficult period

this year where business got tough and I decided to be really honest about it within my BNI network and

reach out for help to the wider community. I got a mini tsunami of referrals and offers of support, which

has really helped and meant a lot.

 

“The majority of my business comes from referrals and lately most of that has been through BNI. Since I

joined, I’d say BNI referrals count for about 60-70% of my overall revenue. But it’s not just financial - BNI

has also given me some excellent tools to us in my business through the training they provide, both in

chapter and for me as a DC.

 

“For me, the 121 training in particular has been helpful, because I’ve been able to apply the lessons when

I’m having meetings with prospects and use a similar format. BNI teach you to be really specific about

the outcomes you want from each meeting, but also to respect the ‘givers gain’ ethos, so people don’t

feel like they’re being sold to, and know I’m genuinely interested in them and their business, not just what

they can do for me! The format BNI provides allows me to find out more about prospective clients and

fellow members and how I can help them, and the results are great for me too!

 

“What’s different about BNI versus other networking groups I think is that because you go along every

single week, you get really clear on what you’re doing, what you want and what you’re asking for support

with. Also, it’s a safe environment to try out new ideas, test things out and refine your presentation skills.

 

BNI referrals count for about

60-70% of my overall revenue...

Case Study:  Nicki Kinton of Confident Cashflow
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“The wider support I get from being part of team

platinum is amazing” 

“I think my favourite part of BNI has to be the relationships you build. I’ve got a huge, brilliant network of

suppliers now. I’m also a big fan of the pay it forward mentality; I love connecting people and seeing people

run with those referrals and make it work for them. Plus, I’m part of a great power team and I work very

closely with the business coach in our chapter. There’s a lot of synergy between our two businesses, so not

only is she my coach but she puts me in touch with her other clients who I can help with their finances too.

 

“I would add that the wider support you get from being part of team platinum is amazing and has been a

huge benefit for me as DC of a chapter. You have access to a much broader network for referrals, and

they’re incredibly supportive, always on hand with advice and guidance. If you need something and reach

out, if there isn’t someone in team platinum that can do it, they know someone who can!

 

“People often worry about the financial investment when considering joining BNI. To that I say, if you’re

willing to put the work in, you’ll easily get the money back. There are payment plans available now to make

it accessible, and the only people I see not getting the results they want from BNI are the ones who don’t

put anything into it. It’s not a magic wand - it’s a tool to use, and you have to make a commitment to using

it. If you do, it’ll pay off!”

Contact Nicki Kinton

Call: 07900 834802      Email: nicki@confidentcashflow.com       Visit: confidentcashflow.com
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Tony Virgo-Harris and his wife Sarah run Virgo Beauty Limited, an award-winning beauty salon in the heart

of Goring village. Started as a mobile beauty business in 1992, the business has grown into a thriving

salon, with six full time therapists and a receptionist, and Tony overseeing brand awareness and

promotions. We spoke to Tony about the impact BNI has had on the growth of their family run business:

“I first got involved in BNI when the regional Director Consultant decided that this area needed a chapter

and invited me along to another meeting to see what it was all about. I’ll admit that at first, I was reticent

about networking, due to past, pressurising experiences, but I saw the potential that the BNI structure and

system offered, and how each group had a personality of its own.

 

“Being part of the core group for a new chapter really appealed to me, and as a result, I became VP – Vice

President - of the new ‘Streatley Champions’, of which I’m now President. Our group is very relaxed and

amiable, and whilst we do of course follow the format and have the core BNI beliefs, we pride ourselves

on creating a welcoming environment that people join because they truly understand the benefits and

want to be part of it.

 

“When I first joined BNI I had another business, but for the last 6 months I’ve taken a seat at the beauty

salon, and BNI has provided a fantastic opportunity for us to advocate our business. We’ve always had a

strong local reputation but having 20 people in a room who are spreading the word and embody the same

high standard we set for ourselves – it’s like having a professional marketing team working for us! 

 

“The part of BNI I enjoy most is sitting down and having a conversation with peers and business owners

with the same mindset. For me that’s what matters – the support. If I’m having a bad week, I know I can

pick up the phone to colleagues I can rely on to share my problems, but also, importantly to celebrate my

wins!

 

“In my first year with BNI, I set myself a goal to generate £20,000 of business through referrals, and if I’d

achieved that I would have been really happy. As it happened, I exceeded that goal by around £6,000! In

my second year, as part of a different kind of business, my goals were slightly different, and yet my annual

subscription has already been paid back three times over.

BNI follows an agenda which

has been proven for 35 years...

Case Study:  Tony Virgo-Harris of Virgo Beauty Ltd
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“BNI has provided a fantastic opportunity for us

to advocate our business” 

“What I would say to others in the health and wellness industry is that BNI is a great opportunity for you to

open up your shop window to a much broader audience. The other business owners in the room will

not only becomes colleagues but potential customers too, and loyal advocates of your brand. That’s

essential when you sell an experience or luxury services because word of mouth matters so much. We

regularly get referrals 2 or 3 steps down the line from people in the room at BNI, because people tell their

friends about their great experiences, so the potential reach is huge!

 

“And the reach doesn’t stop at your chapter either; one of the unique benefits of BNI is their bespoke mobile

app, which really sets the bar for interactivity and accessibility. The app allows you to pass on referrals,

thank someone for business and register 121s with other members, as well as connecting you with huge,

international network of business owner in every field. So, if you need a reliable referral, and there’s no one

in your chapter, you can find the contacts in your broader BNI network. The power of that is huge and

something other networking groups can’t offer, and that’s because of the huge investment BNI has made in

their technology and systems.

 

“In my opinion, what ultimately separates BNI from other networking groups is that BNI follows an agenda

which has been proven for 35 years; but within that structure they still allow you to be an individual. I

regularly visit other chapters and the wonderful thing is that whilst each chapter follows the same format,

they’re run by very different individuals, so every meeting feels unique. BNI is a very recognisable brand,

which is important and lends credibility to your business by being part of it.”

Contact Tony Virgo-Harris

Call: 01491 874202      Email: tvh750@btinternet.com       Visit: www.virgobeauty.co.uk
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When it comes to something as sensitive as finance, most people prefer to work with someone they know

is trustworthy, who can handle their needs professionally and get them the best possible deal at the same

time. For that, they turn to recommendations of companies people have used before, or who are known in

the local community.

Julie Morris co-owns Pinewood Asset Finance, an independent finance broker offering finance for

equipment and vehicles for businesses and individuals. Working with a number of individuals

and business owners to offer hire purchase, lease finance and personal/business contract hire, Julie and

her team have been helping people finance anything that isn’t a building for over 20 years. For almost all

that time, they have been members of several chapters of BNI, which has helped them achieve that trust

in the local community.

‘I personally have been a member of the Bracknell chapter of BNI for 15 years. Before me my husband

and business partner Peter had been in another chapter for 5 years, so all in all we’ve been in BNI for

around 20 years. We’re almost founder members, but not quite!’

‘We found BNI when Peter decided to come out of the corporate world and set up his own brokerage.

One of the first things he did was go down to his local printer to get business cards, and that printer was a

member of BNI and invited him to join him for a meeting. He loved it and saw the benefits, so applied

straight away and that was that!’

‘It took some time to build up trust with the members, as you would expect, but now we get around 80%

of our new business through BNI.

We have members in 2 chapters; Bracknell and Farnborough so we have a two-pronged approach there

which has worked really well. I think this year we have thanked for around £357,000 – and that’s just this

year mind you. We have had some very big bits of business from BNI as well. We supplied one member

for 7 vehicles over a 6 month period, which came to £120,000 – which is the single biggest referral we’ve

had in 20 years.'

We have thanked BNI for

around £357,000 this year...

Case Study:  Julie Morris of Pinewood Asset Finance 
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“We get about 80% of our business through BNI” 

‘The personal development is a big part of it for me. The first meeting I went to I couldn’t even stand up,

let alone do a one minute presentation because I was just so nervous. And it wasn’t because I didn’t know

what I was talking about, because I obviously did. But the thought of standing up and speaking in front of so

many people just filled me with dread. But now, I’m the president of the Bracknell chapter!

That’s a huge development for me. Obviously you have to push yourself, and with the support of your fellow

members then you do feel more confident in pushing yourself to get out of your comfort zone, and I think

that’s what I’ve done. And it’s had a major impact on my life.

We asked Julie what her advice would be to other asset finance companies considering joining BNI would

be, and she had some great thoughts:

‘I would say jump in with both feet really. It’s certainly going to enhance your business, and you’re going to

get more business from it. You’re going to build a huge support network, and for me it’s an add-on to my

business.  To be able to recommend people who I trust to provide services that we don’t provide ourselves. 

But we’re certainly happy and confident to refer those people. Specifically, for asset finance?

Have lots of one to ones! 

It’s only when you have one to ones that you really get to the nitty gritty of what people want, and that will

highlight how you can help them. Because sometimes it’s not immediately obvious how you can help people.

Contact Julie Morris

Call: 01344 204 999      Email: julie@pinewoodassetfinance.co.uk       Visit: www.pinewoodassetfinance.co.uk

Real Member Stories: Asset Finance
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Everyone has someone special in their life, and at some point, you may want to buy that special person a

very special gift. High-quality jewellery, watches and accessories are a great option for this, especially if

you can work with a local jeweller to personalise them. David Rodger-Sharp certainly thinks so, which is

why he has dedicated his working career to building the skills needed to produce stunning bespoke

jewellery and pieces, creating memories that last a lifetime. He has worked in the jewellery trade for the

last decade, and opened his own high-street jewellery shop just over a year ago. 6 months in he

discovered BNI, and has been a member ever since.

‘I was first introduced to BNI by a customer I had done a watch repair for. I’d never done any networking

before in my life, so I was a little sceptical. I didn’t know how this would fit in with my type of business,

especially when everyone else in the room seemed to be a professional or in professional services. But It

really did work, which is why I signed up to join the Henley Regatta chapter.’

‘I think what it’s allowed me to do is to meet a bunch of like-minded individuals. I’ve been quite lucky that

with the challenges that I’ve faced, other people have faced those same challenges. So, really it was about

the relationships first, you know?

I met a bunch of great people who wanted me to succeed.  And through that it’s allowed me to grow my

business, employ more people, get new branding in that I would never have been able to do alone.’‘

In terms of money, it’s difficult to give an exact figure when you’re in retail, but I would say around

5% of my income comes from BNI at the moment, and that’s just after 6 months.

That might not sound like a lot, but that’s around £31,000 in 6 months. The biggest piece of business I got

from BNI was a jewellery set for an anniversary, and that came to around £17,900!’

I made £31,000 in my first 6

months of membership.... 

Case Study:  David of David Rodger-Sharp Jewellers
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“I don’t think there’s any business that wouldn’t

benefit from joining BNI” 

For David, the relationships BNI has allowed him to build within the local community have been a big part of

his membership.

‘It’s definitely the relationships, and the friendships. I would say I’ve probably made some lifelong

friendships, which isn’t exactly what I expected!

I thought it would be one of those things where people met and then they left. But you meet some

fantastic people who want you to succeed, and everyone really believes in the givers gain theory, which is

really what makes the difference to BNI.'

But if you’re a jeweller yourself, you may be wondering if BNI would really work for you. As David

mentioned, groups tend to have a lot of professional services as members – but that’s shouldn’t deter you! 

Jewellers can see just as much, if not more success from BNI than professional services. When it comes to

joining BNI, my advice is to just do it – you won’t regret it! If you want more business than you can handle

than you must absolutely join. I don’t think there’s any business that wouldn’t benefit from joining BNI. It’s

all about having a strategy and a game plan as well – after all we are all there for money primarily!"

For jewellers, think about it as exposure. It’s all about exposure, and BNI helped you get yourself out there. 

I’m a new business anyway, so it’s important to be at the forefront of everybody’s mind. And you know,

whether it be weddings, anniversary’s, birthdays and other special occasions – if you’re there and someone

needs your service then they will generally use you.'

Contact David Rodger-Sharp

Call: 01491 411 262       Email: david@rodgersharp.co.uk       Visit: www.rodgersharp.co.uk

To find your local BNI meeting please visit www.bni.co.uk and enter your postcode. 
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IT Support is an ever growing area of importance for small businesses and luckily for our BNI Chapter in

Bracknell, the members have their very own specialist to seek advice and services from. For Chris

Henson, his membership at BNI allows him to help other businesses in his group which lead to referrals

outside of the room. We asked Chris about his BNI experience and how being a member has helped him

grow his company, One Touch Solutions.

“I’ve been in BNI for around 2 years now. I was first a member in the Slough chapter, but when that

disbanded I moved to the Bracknell chapter instead.

I actually joined BNI because I got sent a postcard invite. It’s something they encourage new members to

do, and it was the push I needed. I was working with a business coach at the time, and he said ‘have you

thought about BNI?’ And I remembered going to BNI in Woking years ago as a visitor, but never really took

it anywhere because my category was filled. 

I was actually thinking about it when a week or two later I got this postcard from a member at Bracknell,

and I thought I’d go along and have a look. It was a good meeting, and it all just kind of went from there

really.”

“IT is a difficult one, because often the business I get isn’t all that big, but it is in long term contracts that

keep paying month on month. Which is what I want really! Though it does depend on the type of company

you are and how you invoice.

I’d say in the last 20 months I’ve made around £10,500 from BNI, but most of it is in monthly

drip-feed clients. My biggest single piece of business came to around £1,500, and that was to install a

CCTV system for another member.”

Real Member Stories

IT Support Services

In 20 months I’ve made around

£10,500 from BNI ... 

Case Study:  Chris Henson of One Touch Solutions



“My biggest BNI referral came to around £1,500” 

“A lot of the benefits for me have been in the structure and learning side of BNI. Between the training we’re

given and just getting to know other members and how they do things, you pick up a lot of ways you can

make your business run better. So being in BNI has helped me learn a lot about how I run my business and

being a bit more regimented in how I do things. It’s more about getting things in place that I might not have

thought about, but that can significantly improve my day to day.

The ed slots, training sessions and one to ones with other members are to thank for that."

We asked Chris what his advice would be to other IT support companies considering joining BNI would be,

and he had some great thoughts:

“I enjoy BNI for reasons other than the fact that you get business from it, and I think that’s important to

remember. Business is obviously that is an important thing, but the relationships you build and the

experience you gain add another level to it. I would certainly come along and see what it’s all about, and if

you like the feeling of the room then you’ve got to give it a go for a year.  It depends, you know? Different

business get different things out of it, so it’s important to know what you expect and how much you need

to put in to get the results you want. But I would say it’s worth joining, yes.”

Contact Chris 

Call: 01276 818 698   Email: chris@onetouchservices.co.uk   Visit: www.onetouchservices.co.uk

To find your local BNI meeting please visit www.bni.co.uk and enter your postcode. 
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Case Study:  Ellen Stokes of Be Exhibitions 

Exhibitions are a booming industry right now, with more and more businesses taking to stands to sell their

products and services at business shows, specific events and even seminars. But when your skills like in

running your own business, how can you make sure your stand looks it’s best, catches the eye and draws

people in? Ellen Stokes has the answer to that, and she shares her knowledge with her BNI chapter every

Wednesday morning. 

“I’ve been a member of BNI at Salisbury Spire for about 19 months now, and I do exhibition stand design

and build. I actually first found BNI online when I first set up my business. My old boss actually said to me

that I needed to go networking. Personally, I hate networking, but I understood that you need to do it to

get your business off the ground. So I just typed in local networking groups in Salisbury and found BNI.

And that was pretty much that! I didn’t realise you were supposed to be invited by a member, so I just

turned up and confided the people on the front desk by saying I had invited myself.”

“BNI has really helped me grow my business over the last 19 months. For one, I got introduced to one of

my biggest customers through BNI – through a visitor invited by another member actually. It's been a really

good experience actually, and this year I've seen real benefit in the BNI connect. Because people have

been finding me all over the country, this year alone I've brought in about fifteen thousand pounds from

just people finding me on BNI connect or through member referrals to marketing agencies. I got another

huge client in September that way as well, so yes, I don't think it gets better than that!”

“The Salisbury chapter has given me a fantastic return on my investment – while the first 4 months of

membership earned me around £400, I kept putting the effort in and at the end of the first year I had made

a total of £41,516.00. Which isn’t bad at all! I know that networking takes time and people aren’t going to

buy from you in the first week, so I stuck with it. And now BNI continues to be my best networking group

in terms of return on investment. It is thanks to BNI that I was once a sole trader, am now a limited

company. Tripled my year one turnover and have made some fantastic contacts along the way that have

supported my journey.”

Real Member Stories

Exhibitions

At the end of my first year

I had made £41,516.00

from BNI...



“I got introduced to one of my biggest customers” 

“It’s mainly building a network. Meeting different businesses and different people at different stages of

their business. I’ve also found that taking on the chapter president role this year has really helped me

develop as a person – it’s given me a touch of management of people and softer skills I might not have

learnt elsewhere. I mean I'm quite a young person and managing a roomful of 25 people is quite

interesting! I think that was really good for me and really, really nice because it brought me out of myself,

and I got to get my personal touch on the BNI chapter that I was in. So the opportunity to have those

leadership roles where you may not have, and  that little bit of training as well that's really beneficial.”

“Also, once you are a part of this community, you automatically become trusted to those members who

aren’t in your chapter, region or even country but can find you through the BNI network and do business

with you. A huge chunk of revenue comes from members outside my own chapter, and I work very hard to

grow and nurture that network.”

“BNI has also enabled me to help my clients. I work internationally and often where I am working, I need a

photographer local to that area and BNI has helped me source photographers local to where I am working,

getting professional shots of my client’s exhibition stands.”

“The thing about BNI is that you’ve got to stick with it and make sure you get as much out of it as you can,

because at the end of the day it's not the cheapest thing to join, so if you’re just going to sit there and

think it works like magic you’re going to be disappointed, because it really doesn't. You get out as much

as you put in, and you've got to be engaged in the process. If you're not engaged, then you may find that

you've not seen the return that other members have.”

“One-to-ones are brilliant, and you get to learn so much more about the people in your chapter and how

you can help them. I think that to be successful in BNI you don’t need any special skills - you've just got to

put the time in, and you will get it back.”

 

Contact Ellen 

Call: 01425 837005       Email: info@beexhibitions.co.uk        Visit: www.beexhibitions.co.uk
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Architects always seem to be in high demand these days, with new developments being approved every day

and more people looking to extend and improve their homes as an alternative to moving. But finding someone

you can trust with such a large, expensive and important project isn’t always easy, which is why so many

people rely on personal recommendations and a good track record when choosing an architect. That’s just one

of the reasons Cameron Lloyd of Bastion gets up early every Thursday morning to trek to Ascot Golf Club and

meet with fellow business owners.

“I’ve been a member of the Ascot chapter since its inception – so from when it was a core group, through

launch until right now, which is around five years. I was introduced to BNI as a concept by my brother in law,

who was a member. He was a tradesman and just dragged me along, not telling me anything about it, but

knowing I’d be interested when I got there. He just told me it was a get together with half a dozen tradesmen

over a fry up and have a chat about clients and whatever. And then I turned up and was confronted by people in

suits and lots of different professions, which was a bit daunting! But I made some really good connections and I

got work out of it straight away, so when it came to joining, I couldn’t really not! I thought I’d give it a go and see

how we got on.”

“I've never, never done anything like it before then. I’d never been to anything remotely network orientated like

that. I was always okay in public settings and in public speaking and talking to multiple people. The nature of

what I was doing at the time in commercial architecture I was constantly involved in a huge design meeting of

multiple people and professions. But actually doing it for myself was completely alien.”

“For us as architects, the biggest way BNI has helped us is obviously in turnover. Financially it’s been massively

beneficial to us, and at any one time it probably accounts for around 20-25% of our takings. Around 65k a year

comes just from BNI. A lot of that is because most of the work we’ve got has been small, regular projects that

slot in around the bigger ones.

We’ve got clients that we’ve won through BNI and have been working with for the whole five years now, and the

repeat business is really incredible. It’s helped up achieve a nice level of natural growth.

It’s also helped us grow quite a bit – we’ve gone from it being just me and a one-man band to a permanent

team of 5 with 12 subcontractors – so the level of growth in five years is really incredible".

Case Study:  Cameron Lloyd of Bastion 
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“I think the strength of it is its accountability. That's

the number one thing for me..."

 “I think the strength of it is its accountability. That's the number one thing for me, I think there's quite a few

other networking groups that I visited and you get invited to that always try to use BNI as a negative to promote

their own networking, and the one thing they use is that there's no pressure to find referrals for other members.

At which point I always ask, well if I'm not pressed to find work for other people, then why are they bothering to

find work for me? The accountability of BNI is a major driver for me, and it's a big, big factor as to why I think

it's been successful.”

Among the other positives of BNI, Cameron picked up on one thing a lot of newer member struggle with –

building relationships with your chapter. He explains how it worked out for him:

“The relationships are also massive for us, or massive for me in particular. And I openly admit to most

people that for the first 18 months of my membership, I didn't really grasp that part of it, and I was very

much the 90-minute member who would only turn up to meetings and that was it. But then as you start

properly getting to know some of the people within the group, the relationships part kind of happens on its

own. You actually start becoming friends with these people, and that’s been a huge driver for me from the

personal point. I’ve built lifelong friendships with my chapter, so I don’t just see them as business

associates anymore. That’s a massive factor for me in getting up every week. It’s that I’m actually going to

try and help my friends succeed, and I know they are doing the same for me. And once you get that, you

can start looking outside your own chapter and build friendships in other groups too.

I've made some amazing friends now from BNI that are in different parts of the country, just from meeting

them at different events.”

To find your local BNI meeting please visit www.bni.co.uk and enter your postcode. 
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Having that trusted network of

contacts is really important... 

Case Study:  Paul Sampson of Green Parlour 

A florist might not be the first thing you think of when you head ‘business networking group’, but that

doesn’t mean it never happens. Many BNI chapters over the years have involved florists of all shapes and

sizes, who have seen a lot of success from the network. One of those is Paul Sampson of Green Parlour

Florists in Pangbourne, who can always be found in the Reading Central chapter at 6.30 every Friday,

ready to network.

“I’ve been a member of BNI for eight years, with a little bit of moving in between. I was first introduced to

BNI by NatWest – when we opened our business account with them one of the things they did was

introduce us to business networking. He was a member of the chapter and invited us along. We did and

then we joined a chapter in Pangbourne that was just forming with 27 people and stayed there for four or

five years. When that group closed, we moved across to Reading Central, which is where we’ve been ever

since.”

“For us, it’s all about creating a consistent drip feed of orders. Through BNI we get orders for around three

or four bouquets a week, which adds up to around £200 a week in revenue we wouldn’t get otherwise. On

top of that, there’s the corporate and events, weddings and parties – the ad hoc referrals we get for

special occasions. And those jobs are much bigger, and the customers tend to remember and stay with

us. In fact, we still have three customers who first came on board when we were in that chapter in

Pangbourne!”

“I would say percentage wise the amount of business we get from BNI is probably around 10% - so fairly

small. But the thing is it’s regular business every week. That small, regular business is very good for florists

because it helps you with stock buying and knowing what you need. But we also get lots of online orders

from people who have found us using BNI connect, which is really fantastic. And because it’s all tracked

through the BNI system, it means there is a clear trail you can always go back to and the whole process

runs more efficiently.”

Real Member Stories

Florist



“Through BNI we get orders for around three or four

bouquets a week"

“For us having that trusted network is really important. Having a reliable source of suppliers at our

fingertips. Especially as right now we are going through a relocation for our shop, and I already have a

team of people I know will do a great job. From plumbers to carpets and painting – everything we need.

And that’s been the case since we started in BNI really. We’ve always favoured using BNI trade suppliers

where they have the capacity. There’s an existing strong relationship there when you place an order, and

you know they’re going to do a good job. So now we have a pool of people we can go to if we need

something, and we can recommend them to others."

BNI might not be the most obvious choice for florists when it comes to networking, but for Paul, it’s a no

brainer. We asked him what advice he might have if a fellow florist was considering joining BNI.

“Visit some chapters, and attend at least two meetings. Talk to as many members as you can and see how

they see your business fitting in. Everyone has a different experience of BNI, so this is the best way to get

an overall picture. Obviously, BNI isn’t for all businesses of for everybody, but it works very well for many

businesses and many individuals, including us.”

“For florists, being a member of BNI means you’re networking with business owners, and those are the

people who are usually involved in a lot of the buying for their business. Reading has had two florists over

the years, and we’re happy to continue being members. If you’re more than a one-man band (which means

you don’t have to be up preparing flowers every morning), then BNI is well worth the investment for any

florist.

Contact Paul Sampson

Call: 0118 984 4000      Email: paul@greenparlour.com      Visit: www.greenparlour.com
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Case Study:  Irene Dallas of Dallas & Co 

For solicitors, referral marketing is a powerful tool. Word of mouth recommendations are essential to

establish trust when you deal with sensitive issues like divorce, wills or business agreements. This is true

for Irene who runs Dallas and Co Solicitors, and every Wednesday morning you can find her bright and

early at the Henley Regatta chapter of BNI. While she was initially hesitant about joining BNI, it quickly

proved a worthwhile investment of her time and money. Irene explains:

“I was invited to a business networking breakfast by a contact, but I wasn’t really told more than that. At

first, I didn’t really like it. I didn’t like how prescriptive it was, or being told what to do. But I do think you

need to do something more than once to make a decision about it. So I went back again, I did a bit of

research and I spoke to a few people about it. And I recognised that there were people in the room that I

liked and who I thought would be good referral partners for me.”

Like most people new to referral networking, you probably want to know how much business you can

expect from BNI. While the results you get do depend on what you put in, for solicitors can usually see a

great return.

We asked Irene if her BNI membership has grown her business:

“I would say it’s helped grow my business enormously. To the point where my business now actually has

membership in two groups – I’m in the Henley chapter and I have an employee in the core group in

Ardington.”

“So I joined around 18 months ago, and in the last financial year I think we’ve had around £45,000 worth of

business from BNI. I don’t tend to deal in huge big-ticket items, but the small pieces of work really do just

add up. BNI represents around 25% of my business now.”

BNI has helped me grow my

business enormously.... 

Real Member Stories

Solicitor



“It’s allowed me to really expand my network and

make some great friends in the process” 

Yes, BNI will give you business. But for many of our members, that’s not all BNI provides. There are a lot

of other benefits to membership as well. For Irene, there was one thing that stood out:

“I’ve made some very good contacts that I can rely on, and we’ve also become friends. It’s allowed me

to really expand my network and make some great friends in the process.”

“If you’re considering BNI, then my advice is this: Come to two meetings. Talk to people. If you've never

networked before you really need to understand how referral networking works and work out if there are

people in the room who can refer work to you directly or who are likely to have a client base or contacts

who can refer work to you.”

“I know a lot of people think it’s very prescriptive and that you have to be accountable every week. But

honestly – that’s why it works. It might be daunting, but it works, and it works well.”

 

Contact Irene Dallas

Call: 01491 410 240      Email: irene@dallasandcosolicitors.com       Visit: dallasandcosolicitors.com

To find your local BNI meeting please visit www.bni.co.uk and enter your postcode. 
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When Mitch Mitchison launched the Northwood lettings franchise in Reading he was urged to find a local

BNI chapter and after a slow start, he realised you truly get out what you put in. The company is now in

two chapters and BNI has been fundamental in promoting their guaranteed rent scheme and launching in

property sales. Mitch, who also volunteers as a BNI Ambassador explains:

“Well, the interesting thing, you go to these meetings and you see the plumber standing up and saying,

"I'm a plumber" and sitting down and getting loads of referrals but...and you learn, slowly, I think it doesn't

quite work that way for letting agents and a lot of other categories it's harder to get the business because

you've got to build the relationships. And I didn't fully understand that for a good while and I didn't get my

first referral until ten months in. 

“That was when I volunteered as an Ambassador with BNI, where you support other chapters and much of

the business that I've had from BNI has been as a result of being an Ambassador as opposed to being a

member, obviously, being a member allows me to become an Ambassador. So, the two go hand in glove.

Certainly, without being an Ambassador I would have missed out on a lot of business.

“I came to understand the BNI ethos and it's all about getting that the visibility and the credibility and that

results in the business. You can’t just expect it to happen and it is important new member realise that. Had

I taken a dim view of it and decided after twelve months that it wasn't going to work and left. Well you

know, that would've been a significant chunk of my business that wouldn't have existed. Without a doubt.

Certainly, in the first two or three years of the business, when you know you're struggling to to break even.

Struggling to get to that point where you want to be. Having that extra business coming in from BNI

absolutely helped.

“Now, having been a member since June 2013, we’re turning over a little over a million pounds now on a

twelve-month rolling basis and that's, it's growing every month. I'm getting about twenty three percent of

that turnover from BNI, and that the profit is good as well. BNI is around about twenty percent of my gross

profit for the year and the rolling twelve months. It is a big commitment, but it is a worthwhile marketing

activity when you can generate nearly twenty five percent of your turnover from just one marketing activity.

Real Member Stories

Letting Agent

Case Study:  Mitch Mitchison of Northwood UK 

I generate nearly twenty five

percent of our turnover from

just one marketing activity... 



“I volunteered as an Ambassador and much of the

business that I've had from BNI has been as a result” 

“It was a member, a relocation agent, that helped with a five-bed sprawling property near Cold Ash. He has

clients relocating from France and had looked with another agent for three months; they have a beautiful

house on the Seine and wanted something comparable and love this house, have moved in and will be

there for three years. We’d taken that on using our guaranteed rent scheme and it was a considerable

amount, the kind you lose sleep over, but BNI delivered.

“It was talking about the guaranteed rent scheme with a financial advisor in another chapter that has led to

a tremendous amount of business, after being introduced to a landlord looking to buy just one property. I

helped him find a property in Reading. Helped him to buy it. We put it on the guaranteed rent service and

he was pleased as punch and came back a little while later for a second property and subsequently he

bought another four. So, six, from one referral.

But interestingly and this story developed because five of those properties are on Kennet Island in

Reading. You can't get access into the flats to do leafleting or anything - unless you've got properties in

there, we did! We leafleted the other properties a couple of times and we picked up a landlord who wanted

just tenant finds, they had eight properties in that building. They were also looking to sell some of their

properties and we've sold two of those now. The visibility led to more landlords and more sales. In total, 14

managed properties, five sales and eight tenant finds, from those initial six. And none of that would’ve

happened had we not been in BNI, from a single referral.

“Hopefully that is convincing enough for any letting agent considering BNI. I'd tell them that they should. If

you're in an estate agent or letting agent and there's an accountant in the group, a solicitor or an IFA, or

mortgage broker you've then got three or four referral partners. And if you if you build a relationship with

those guys you will easily cover your costs and you'll do so much better out BNI. You've got to work at it

you know, it's like everything, you've got to put the time in.”

 

Contact Mitch Mitchison

Call: 07403 535 344   Email: mitchmitchison@northwooduk.com   Visit: www.northwooduk.com
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Case Study:  Marie Rowe of Marie Rowe Travel 

While Travel Counsellor, Marie Rowe, sends her clients to amazing destinations all over the world, every

Wednesday morning you will find her at the Regatta Chapter of BNI. Indeed, it is the membership of this

networking group that has transformed her business, as she explains:

“I started my business in March 2016 and joined BNI straight away, I was the last to join Regatta before it

officially launched; the chapter is in its second year now and I’m honoured to be serving as the Chapter

President, which means I run the agenda at each meeting. 

“I was the Events Co-ordinator in the first year, helping members find the right BNI training and arranging

social events. I would encourage volunteering for a chapter role as a new member, it is a great way to

raise your profile and to feel a bigger part of the chapter.

“BNI works. BNI represents about 35% of my business. In my first year it was £75,000, business

exclusively from referrals given to me at BNI. I had set myself a target of £40,000, so to achieve nearly

double that was amazing. I hit my target in nine months and that was when I realised BNI had become the

biggest source of business for me, which is when I started visiting other chapters – I currently have

£15,000 out in quotes for another chapter I visit.

“The more you do in BNI, the more you get – or ‘Giver’s Gain’ as we say. I would always encourage

another member, not least a travel agent, to visit other chapters and recognise BNI is a big family, not

only your chapter. I worked hard to get to know the members I meet every week.

“I work from home and do not have any staff or colleagues around me, so BNI is a whole network of

people who care about me and want me to succeed. Together with plenty of bigger businesses, there are

many people like me, I’ve made great friendships and love being part of such a supportive community.

Real Member Stories

Travel Agent

At nine months I realised BNI had

become the biggest source

of business for me... 



“BNI represents about 35% of my business. In my

first year I was referred £75k of new business” 

“I got referrals right from day one, and they were mostly for members themselves and as they started to

experience the holidays and trips I can book, they started referring me to their friends and colleagues and

now those people are referring people to me.

“I have a £6,500 Thank You for the Business just this week from a single holiday. That came via a visitor

who came to our chapter once, but then told her Mum about me and she has just booked a mega holiday.

BNI works in so many ways!

“There is so much to help you grow your business. So much training is offered to help you get the most

from your membership and other members are always asking how they can help you.

“I think people like that you go the extra mile and often that can be done with the help of other members,

even in other chapters. For example, I was about to book a last-minute family holiday when the client

realised her, and her children’s passports had expired. However, I could use a courier in another chapter

who offered an urgent service to ensure the passports were ready and the holiday could go ahead.

“I would encourage any travel agent looking to grow their business with quality referrals, for the kind of

bookings you really want, to find a BNI Chapter near them and book to go and visit; it could be the best

booking you ever make.”

 

 Contact Marie Rowe

Call: 0118 321 3860    Email: marie.rowe@travelcounsellors.com  Visit: travelcounsellors.co.uk/marie.rowe
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Case Study:  Sandie Thorkeldson of Afon House 

A chiropractor with 15 years’ membership of BNI explains how the networking organization allowed her to

transform her business and really focus on the clients she wanted and how it proved a game changer

when the recession hit. Dr. Sandie Thorkeldson, known in BNI Berkshire and Wiltshire as the ‘cracking

good chiropractor’ takes up the story: 

“Before BNI I’d never looked at the business any other way apart from responding to people who phoned

for treatment. Of course, when you start up in business your phone never stops ringing but it's not

customers. It is people looking to sell advertising! You had to be in the Yellow Pages for people to find

you. It was tough. Then an invitation to BNI comes along and I thought, ‘this could work’. 

 

“My journey has been because of BNI, so over fifteen years I have created a good way towards where I

want to be because of BNI; I've learnt a lot and one of the things I did get from BNI was excellent business

trainer, a great business coach and who I've had for years now. He was in my first chapter. 

 

“BNI helped me get the business away from ‘me’ and into the clinic because I could go and network but

then anybody I talked to, wanted to see me. Anybody who works with me then doesn't get any business,

so I end up busy and they’re sat twirling their thumbs. BNI taught me how to sell the business rather than

selling myself. 

“BNI offers training and all that sort of thing, and it makes you plan. If you've got to go to a meeting and

say this is what I’m looking for, you've got to know what you're looking for. In BNI you’ve got to learn who

you're looking for and it absolutely it teaches you that, so you know, and it makes you then you can plan

the future.

“When I started I got referrals quite quickly, the usual thing you start treating people around the table.

They want to know before they send anybody in to be murdered by me they will come in themselves to

make sure that I'm not going to rip their head off or their arms off or whatever, and then once they've got a

little bit more confidence in what I do then they'll send other people in, but yes it was quite quick.

 

Real Member Stories

Chiropractor

BNI helped me get the business

away from ‘me’ and into the

clinic ...” 



“Around 20-25% of our patients are came via BNI” 

“When the recession hit, I changed my focus completely and while we had a lot of people who played golf

and people who did horse riding, on the TV they showed people in the Bahamas playing polo. All the

people have disappeared off to the West Indies it was saying, taken all the money with them.

“I went to BNI and I and I said: ‘I'm looking for polo players,’ and one of the visitors said: ‘oh, one of the

ladies I talked to at the school gate, her husband has some polo ponies and her husband and sons play

polo.’ I asked: ‘well can I have an introduction?’

From there and we ended up being practice chiropractors on the world beach polo and got a contact into

our local polo club and then you get all the contacts that go with all the people who play polo. 

 

“People have lot of money invested, so they want to be fit enough to play, they don't want that sitting there

and not being able to play and get a lot of shoulder injuries and that sort of stuff. It’s like golf on horseback

back and it's very much a contact sport. 

 

“Anybody and everybody can get clients in networking at BNI, but you've got to be to prepare to play the

game. Learn the game, play the game, make it work for you. It’s a system, so you just play the system,

there's no shame in playing the system with BNI. That’s what makes it work, whether you are a

chiropractor or a plumber.

“Honestly, it is difficult to say how much business comes from BNI, because these days we have so many

patients who are our friends and family of BNI members from a decade ago. But I wouldn't be at all

surprised if it is something like 20-25 per cent of our patients are originally via BNI.”

Contact Sandie Thorkeldson

Call: 01722 820 400         Email: sandie@afonhouse.co.uk          Visit: www.afonhouse.co.uk
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If you know a ‘lady builder’ in the Thames Valley it almost certainly is Tracy Averies who specialises in

renovation and extensions and her business, Tracy Averies & Co Building works Ltd, turned over £1.8

million thanks to BNI referrals. Tracy explains how BNI works for her as a builder.

“I joined the Reading Central Chapter about nine years ago. I’d never heard of BNI and went along to the

Basingstoke Chapter launch after being invited by a friend of mine who was in one of the caring

professions. She thought I’d benefit from it, so I went along and I agreed and jumped up and down, came

back to Reading and found that BNI Central had a vacancy open to builders, so I joined it immediately. 

  

“To be honest, I’d been building at that stage - I’ve been building for 15 years, I was about seven/eight

years in then - and I felt that I wanted to be in building for the long gain and that meant that me getting

more professional, getting more of an advisor accountant instead of just someone who’s just reactive and

does your books. I wanted somebody to hold my hand through that registration, through HR, through

getting all my contracts in place with staff. Getting all the things in place that needed to do to make myself

a professional outfit to last the course. I wanted to be in building for the next 30 years really at that point. I

knew I had to get more professional, more organised and BNI has helped me to do most of those things so

far. 

“Some of the people within the Chapter I’m using – well across Chapters, I use lots of different people

across Chapters. Some members have come and gone and I still use them even though they’ve gone,

because BNI doesn’t suit everybody. There’s a painter and decorator I still use. But there’s also other

painter and decorators I do use in BNI, because I use three or four of most of the trades because now

we’re bigger, a one-man band can’t supply all my needs.

“In the last nine years I’ve been a member, I’ve turned over more than £1.8 million of work that I only got

because of being a member of BNI.  I record everything and that’s a direct result of being a member of

BNI. Consistently it is about 30% of my work over the lifetime of my membership so far.
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I’ve turned over more than

£1.8m through being a

member of BNI...



“BNI has helped me find the right people to grow my

business” 

“I genuinely think that the people that are successful in BNI are not really in it to get business. You look

beyond that and look to the bigger picture that life is about giving and receiving and the more you give the

more you get back. In BNI, after you’ve been a member five years plus I think, that you suddenly realise,

well it’s not about what you get; it’s about how much you can help other people. I believe there’s a point

that you reach in your membership of BNI and then it all becomes sort of exponential.

“I know I counted my first million because of BNI, and I shall probably continue because I have a

spreadsheet – you do get to a point where you don’t even think about what’s coming in, it just comes in

without studying it too much. Your way of thinking becomes much more about what you can find for other

people and how you can help.   

“I’m quite a strong believer in the training we get and I try and attend quite a lot of training and I can give

to the group, to the people that haven’t got time to go to training. There is also a ‘Green Club’ for the

highest achieving members and I got a fantastic referral worth over £100k because of being in the Green

Club. In the second month of being in the Green Club I got that referral and, so I’m a big advocate of it.

Work hard to get your traffic lights right, use the training and advice: You’re working with the people who

are the top referrers in Berkshire and Wiltshire and they’re all switched on.

To builders thinking about becoming part of BNI, I’d say the most important things that not everybody gets

when they’re first a member, is that it’s not about what you get out of it. The people that get a lot out are

the people that give a lot. Not necessarily giving up their time, but really think about what they’re doing

and why they’re doing it. Yes, most people who join BNI are trying to grow their businesses, but it’s more

than that, it’s helping other people along the way. Because when you’re seen to be helping other people,

you’ll be the one that people turn to and want to give their business to. Because they see you are the

nurturing type and that you’ll look after their best customers well.”

Contact Tracy Averies

Call: 07763338163    Email: tracy@tabuildingservices.co.uk     Visit: www.tabuildingservices.co.uk

To find your local BNI meeting please visit www.bni.co.uk and enter your postcode. 
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Case Study:  Chris Pearce of Castle Electric

Electrician Chris Pearce of Castle Electric talks about his success in BNI and how much he regrets not taking

the chance to become a member sooner, together with advice for any electrician considering applying to join

a BNI Chapter.

“I’ve been in BNI for about nine years now and there was a recession coming and I thought, you know what,

I've got to do something! 

“Then a couple of weeks later I visited the Jack O’Newbury chapter and I walked in the room and after just

two or three minutes, I thought yeah, this fits. The dynamic in the room struck me as being right.

“And when I saw the amount of business being passed and heard the numbers being read out, I thought

yeah, I want to do this, I'm going to give it a try. That was the turning point and when I looked at the figures

and thought, I should have done this 10 years ago. 

 “I'd been advised to go to BNI about ten years before that. But, originally, I thought I don’t need any

distraction I need to focus on this and within about three months of me joining BNI, I'd seen as much work

as it took me two to three years to build on my own. It was one of those instances that you sit and think why

didn't I listen? Just do it you know, stop overthinking it, just do it!

“It brings me so much work. I work very well with all plumbers, lots of plumbers but particularly well with a

fellow member, Active Heating and that's a good two-way street. We pass one another many referrals. I

work with a lot of trades.

“It also gives you access to other great electricians. Being a one-man band, I can't rewire the world. But in

another BNI Chapter, I've got an excellent electrician named Tom Duffin and his crew. I'm quite happy to

pass work over to him and I’ve done so. I don't have to worry about it coming back and biting me on the ass

because I know it will be done properly.

 

Real Member Stories
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“BNI is about word of mouth, with your co-members

recommending you"

“BNI is about word of mouth, your members recommending you and word of mouth can't be fixed, it can't

be conned, it can't be duped whereas web ratings; they're very easily conned, they are very easily duped, I

know that from experience.

“BNI also offers training and before I was in BNI, I would make up all these excuses, I would rather be down

the pub or run my dog or there’s a football match to go and watch.

Now I see the potential to learn and if you are serious about your business, training is important and BNI

provides really useful sessions, normally in your chapter.

“I’ve had knocks with the business, just the sort of things every business experiences and honestly, BNI has

been a constant source of support through thick and thin. You have people within the chapter you can talk

to, you trust and look up to. “You also make lifelong associations. I've got some really good friends out of

BNI, great people I know they're going to be there for me.

“If you are an electrician and have the opportunity to apply to BNI, put your objections to one side and

consider if you are serious about business. Do you want to know you make your mortgage every month? Do

you want to grow your business? Just go for it, don’t overthink it just do it, just get on with it and know the

results will tell for themselves. 

“BNI will bring me the bulk of my work this year and I want to try and pop about £80k in my bank account

and I reckon that'll be a good year for a one-man band.”

Contact Chris Pearce

Call: 0770 397210      Email: christophermpearce@icloud.com

To find your local BNI meeting please visit www.bni.co.uk and enter your postcode. 
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Case Study:  Lynn Gunston of Equazion Ltd

A Berkshire cleaning firm who has had a bumper year, is busy recruiting new staff and firmly attributes

the success to their membership of a BNI chapter. Lynn Gunston from Equazion, takes up the story:

“I’ve been in BNI since 2013. Equazion is a cleaning company and we handle small commercial and

domestic cleaning. It is about 30 per cent small commercial and 70 per cent domestic. We have four

cleaners and are so busy we are currently recruiting for two more and we made £55k in 2017 just from

BNI referrals.

“We differ from many of the franchised cleaners and will find out what our clients want and deliver

‘personal service to the client’s requirements’ and that approach also makes it easier for members of my

BNI chapter to find referrals.

“In BNI when we invoice a client we got through a referral, we ‘thank’ the member for the business and I

track that with a spreadsheet and most of our 45 different clients come from referrals. 

“I have a great referral partnership with our letting agent, Helen Church of HC Property Net. I do all of her

end of tenancy cleans and she is great at recommending me on Facebook when someone asks for a

cleaner. She’s put me on Facebook so many times now.”

“And, if a tenant appreciates what we’ve done with an end of tenancy clean, she says, “All mine, she

does all mine.  And she’s really good”. Which can lead to more business. In fact, I’m on my fifth level

referral with Helen. That means someone she referred me to for a cleaning job, referred me to someone

they knew and so on. All from a single referral.”

Real Member Stories

Cleaner

We made £55k in 2017 just

from BNI referrals... 



“Having BNI members recommending you and

promoting your business really helps"

“Jane Stokes from Emerald Massage is another great referrer, she too recommends me on Facebook

when people are looking for a cleaner and that can be very powerful. It isn’t just the members in the

room, an accountant who used to belong to BNI still refers to me.”

“Recommendations on Facebook do not always lead to business, but if I get to quote for the work that

counts and if I get it, then I thank the person who recommended me for the business.”

“There are a lot of cleaners out there and a lot of competition, so having BNI members recommending

you and promoting your business really helps.”

“BNI isn’t just about the money though, it is like family. I gave a thank you card as a testimonial the other

day to Kate Thomas, from Funky Flowers. She had provided some amazing flower for someone I really

care about. She understood, your BNI chapters really cares.”

“If a cleaner was thinking about coming into BNI, I would say ‘do it!’ It works, and I have the invoices to

prove it and know the business I have thanked for because of BNI.” 

Contact Lynn Gunston

Call: 0118 986 6340     Email: info@equazion.co.uk    Visit: www.equazion.co.uk

To find your local BNI meeting please visit www.bni.co.uk and enter your postcode. 
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Case Study:  Alan Charlton of AJC FLooring 

Carpet fitter Alan Charlton is in no doubt that BNI saved his business, AJC Flooring, and in turn changed

his life. Now the firm is represented in two Reading Chapters of BNI. Alan reveals how the networking

organisation proved so transformational:

“I’m in my sixth year with BNI and it is fair to say that it has changed my life and saved my business. I’d

never heard of it when the builder at BNI Central, the chapter I joined, invited me along.

“It was a challenging time to be honest, I’d not long started my own business and I didn’t have two

pennies to rub together, so I thought I had nothing to lose. Tracy Averies, the builder who invited me, paid

for my breakfast and then one of the members gave me a referral at that first meeting for £680 for kitchen

flooring – it was a no-brainer really and that covered my application.

“Honestly, it saved my business and changed my life. We couldn’t afford the mortgage so were renting our

house out and living with the in-laws – things were that bad!

“Now, I would say, I do have a couple of big commercial jobs I do outside BNI that bring in the money, but

job wise, referrals are 80 percent of my business.

“Six years ago, the first time I saw BNI in action, it was fantastic! I bought into it straight away. The people

in the room, I think it was a group of about seventeen, eighteen by then, in BNI Central, were just so

helpful. I think maybe some of them could sense that business wise I didn’t know everything. They were

happy to refer to me almost immediately on the back of the first referral. I got a fantastic testimonial for my

work, and I thought: “Wow! This is fantastic.” I’d never had a testimonial in my life.

“That was the first step and it changed my business forever really. Referrals came thick and fast and after

what I had been through over the previous eighteen months, it was like Christmas and birthday every day

of the week! To be fair and to be honest not much has changed. It’s still going from strength to strength.

You also get repeat business from some referrals.
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“I invoice at least £40k a year from my BNI referrals”

“I knew how to lay floor though and it turned out members at my chapter knew lots of people who needed

carpet. As you do a good job it leads to more referrals.

“You also learn about business, I’d never thought of working with estate agents and letting agents before I

joined BNI, now I absolutely love them as they are always buying new carpets and flooring, whether to help

a house sell, because someone has just moved in, or when tenancies end.

“I find referrals too, I've got a massive network of people that I know just from the football coaching I’ve

done and I have always told people how BNI saved my business so they know I have access to lots of

great services they need.

“My son is now a member of another chapter in Reading; BNI Inspire is much smaller than BNI Central, but

is the same size my chapter was when I joined and they promised it would grow and we have over 50

members now.

“If a carpet fitter has the same opportunity to join a chapter of BNI I would say: “Do it! Absolutely do it! It is

absolutely fantastic and your business will be too.” It is only right though if you are serious about growing

your business, rather than filling your diary for a bit; if you’re not serious, not professional, then don’t

bother. 

Seriously though, if you want to grow your business and be successful and have people in the room that

care about your business, to advise you on your business like they have mine then absolutely go for it

because it will be the best thing you've ever done.

“Apart from BNI and an £80 sticker I put on my van, I don’t do any advertising and I invoice at least

£40,000 a year from my BNI referrals.”

Contact Alan Charlton

Call: 0794 420 5556     Email: ajcflooring@sky.com     Visit: www.ajcharltonflooring.co.uk
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A stalwart of BNI with 17 years of membership, Paul Lewington’s double glazing business has thrived

thanks to the networking organization, where members find him referrals for glass-orientated business,

from domestic conservatories to schools, commercial premises and retail outlets. Although he freely

admits he was forced into attending his first meetings. Paul takes up the story: 

“I was forced to attend by my employer, Splash, but I quickly realized as I got referrals for them, I would

need to join BNI as a member when I launched Lewington and Son, which was soon after – but there were

not as many chapters then and Splash were in the local one in Reading; in the end I had to go to Surrey to

find a chapter with a vacancy for a double glazer.

“I moved a bit closer when a space opened up in Bracknell, before eventually moving to Reading Central,

where I am now, with a great bunch of people and we have fun, while passing a lot of business.

“It definitely works, I mean I’ve just signed off on a £40,000 conservatory from Paul Morton, the surveyor in

Reading Central and the PR guy, Nigel Morgan passed me a referral for a £24,000 conservatory; there is

always a steady flow of referrals and they often trigger business opportunities for the other members.

“When I first joined BNI it was rather straight laced, but I say if you are going to get up that early in the

morning you want a little bit of fun but do all the business. Nowadays there is still the same structure, but

we do have fun.

“As successful as I am in BNI – and I know that over the years we have received referrals worth three

quarters of a million pound – I know there is more I could do, visiting other chapters, being a substitute

when members cannot attend. There are more chapters now and not all have a double-glazing company

as a member, so I could attend.
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“There is always a steady flow of referrals and they

often trigger business opportunities for the other

members"

“I don’t beat everybody on price, I don’t get every single job but I know we're using quality materials and

everything comes with a guarantee. The members know this and as they explain to people about the

quality of our services

“You also meet an awful lot of people depending on the chapter, that can help you and give you advice,

often free advice and will help you and vice versa. BNI is a good way of building friendships I think you can

socialise too, it's a combination of everything.

“If you pride yourself on your work, have a team and deliver quality installations you will find that BNI is an

amazing way to grow your business.

“I do not think BNI is the right place for a sole trader in double glazing, you are going to get a lot of work

and need a team to deliver; if you don’t you will soon come unstuck and the referrals will dry up. Also, use

quality materials, if you are using cheap materials then BNI is not the place for you. Sticking to the price

you quote and don’t be the kind of salesman who quotes £10k and then drops to £3k – all those cowboy

traits are not welcome in BNI."

Contact Paul Lewington

Call: 0118 957 3032     Email: sales@lewingtonandson.co.uk    Visit: www.lewingtonandson.co.uk

To find your local BNI meeting please visit www.bni.co.uk and enter your postcode. 

 

BNI is the most successful business networking referral organisation in the world. We have  thousands of

members in the UK and Ireland, passing hundreds of thousands of referrals worth over millions of pounds

every year! 

Find your local BNI meeting...

Real Member Stories: Double Glazing

http://lewingtonandson.co.uk/
http://www.bni.co.uk/
https://twitter.com/BNI_National
https://www.facebook.com/BNIUKandIreland/
http://www.bni.co.uk/
https://www.linkedin.com/company/bni-berkshire-ltd/


Case Study:  Catherine McLeod of Dingley's Promise 

In Berkshire, you will find Dingley’s Promise. With centres in Reading, Wokingham and Newbury, they

specialise in early intervention and support for children with disabilities, ages 0 to 5 years old. They are

passionate about giving the children they care for every opportunity to succeed in life, and to move into

mainstream education where they can. To support their efforts, CEO Catherine McLeod looked into joining

her local chapter of BNI, and it quickly became clear it was a great decision for the charity.

"As a charity we’ve been a member of BNI since 2017, in three different chapters during that time –

Newbury, Wokingham and Reading. I first discovered it because the BNI in West Berkshire were having a

charity day when they invited local charities into the room, and we were invited to that. And I sat there and

I thought ‘my gosh, we have to be a part of this because it’s a really good way to make sure the families

who need us know about us.’

'If you’re a charity thinking of joining, I think it’s about really being aware that yes, the money that you can

get in the room if great, but then you also have to think about the support that you can get from those

people and their contacts.'

‘Money is a difficult thing for us to measure, as sometimes it’s a challenge to track donations. But I can

give a few examples of how well we’ve done from it. So for example in Wokingham we recently had the

Wokingham Business Breakfast for charity, and we had about 65 - 70 people in the room for the breakfast,

with an auction and a raffle as well as donating some of the door fees. That one event actually ended up

raising £3,000 in the morning, which is incredible. But then they also paid it into a matching programme,

so we ended up with £6,000 just from the one morning, supported by BNI’

‘On top of the donations we get, we also get support that helps us access funding we wouldn’t get

otherwise. For example, sometimes the businesses in the groups have connections to a trust linked to

their business, and one of those was St James Place. The Reading Central has a person who works at St

James Place, so we worked together to make an application and that was successful and that was

another £9,000.’
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“From one single morning event, we ended up

raising £3,000 in the morning, which is incredible"

“It’s really, it’s really paid dividends.  As I say the hours are a lot compared to the come back when you

compare it to some other income streams but actually it really has been really successful for us, really

enjoying it.”

“It’s also a free marketing resource in a way, because once those people know you, a lot of them have

experience of marketing, and a lot of them have a lot of contacts - and they will start pushing your charity,

so you’ll get better known in the local area.  You’ll have more people who will know what you do and

therefore either support you or make sure that beneficiaries that need to know about you can find out about

you, that’s really important. 

And I think it’s also something that people should think about if they’re managing a charity, sometimes it

can be quite lonely and you might not get that much chance for professional development and joining BNI

really helps with professional development, with how you present yourself and how you present your

organisation. It can help you to develop your own capacity to work better with corporate and small

businesses, which you may not be able to get, or you may have to pay a lot for training on elsewhere. So I

do think it’s also about the benefits that individuals who attended get as they grow in confidence and ability

to work with businesses, which can have a huge impact on your charity.”  

 

If you would like to know more about becoming a member of BNI, or want to visit our chapter, all you have

to do is get in touch!

Contact Catherine McLeod

Call: 01189 771234     Email: catherine.mcleod@dingley.org.uk    Visit: www.dingley.org.uk

Real Member Stories: Charity
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Creating a team of professionals who all serve the same client base in a supportive manner is a sure fire

way to increase your referrals within BNI. This story features a collaboration between three BNI members -

Mark Woodruff, Julian Lewis and Lennie Hedges, and beatifully demonstrates the Power of Power Teams.

New members are assigned to a Power Team where established members are already feasting on the

fruits from their efforts to cultivate and mature long term relationships with like-minded acquaintances and

it's there on a plate, ready and waiting to get bigger and stronger with more and more members.

In a nutshell, the concept assumes that an Accountant will be able to pass business to an IFA and vice

versa, and a Bookkeeper will be able to pass business to an Accountant and vice versa, and a Mortgage

Adviser will be able to pass business to an Insurance Broker. Everyone mentioned above will all pass

business between each other and in the process, they will add more and more related services to their

Power Team until they each find that around 80% of their referral business comes from within their Power

Team.  

This exact concept was taken to a new level when three members of completely different BNI Power

Teams joined forces to make a hybrid team of members who shared a common interest which led to the

nationwide cinema release of a movie by an Independent British Horror Film Company.

Mark Woodruff, a Financial Advisor and member of the Tour de Force BNI Chapter in Reading gave us the

full story...

"In 2019, Mark Kenna of Bad Blood Films visited the annual BNI Big Breakfast event in Reading and set

out to meet local business owners with the view to seeking investment, support and collaboration which

would bring the grand visions of his film production company to life.

 

Case Study:  Bad Blood Films 

Real Member Stories

Power Teams

In BNI, Power Teams are one

of the most effective strategies

of business networking...



He met with Julian Lewis, the Executive Director for BNI in Berkshire and Wiltshire who was able to provide

some advice in his capacity as a successful business consultant and later introduced Mark to me for some

financial advice which led to a third introduction from me to another member of our BNI Chapter, Lennie

Hedges. Lennie provided some Marketing advice to Mark but it didn't stop there...

With three of us showing an interest in supporting Mark and his film production company, we began to

learn more about the business and its vision to release a horror film in UK Cinemas. We realised that

through BNI and the relationships we had developed, we have the power to do more than provide our

individual services. So, we set out to create a team that later led us to introducing Mark and Bad Blood

Films to a Digital Marketing Agency and the World's second largest Cinema chain from contacts within our

networks.

I knew one of my clients was the  VP of Cineworld UK so I decided to explore a conversation about how

they could help Bad Blood with nationwide distribution and they were very receptive and keen to hear

more.'

'There was bit more to it, but the story demonstrates the true power of BNI and building relationships and

Mark Kenna of Bad Blood Films knew that. He was attracted to BNI through its reputation and knowing

that he could find the expertise he needed to sky rocket his film company and he found us, a ready made

team. We pulled together to invest as non-executive Directors and support Bad Blood Films with our skills,

but also with our contacts, connections and the relationships we have developed through BNI. We know

that in the future, we have teams of quality businesses we can call on for all kinds of knowledge and

services to further support the growth of Bad Blood".

“Through BNI, you learn the value of creating

relationships in a team. A team gives you Power."

Real Member Stories: Power Teams

To find your local BNI meeting please visit www.bni.co.uk and enter your postcode. 
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Case Study:  Michaela Gartside of HR Dept 

HR is always a very delicate subject within businesses. As people who deal with sensitive information and

support businesses through difficult issues, business owners need to know that a HR company will be

professional and discreet. This is why so many HR companies rely on referrals and word of mouth

marketing to build up a client base. Something Michaela Gartside, who runs The HR Dept in Bracknell

knows very well. That’s why you’ll find her at the Sand Martins Golf Club bright and early every Friday

morning, networking with her fellow BNI members.

“I've been a member of BNI for six years. I first found out about BNI when I joined the HR Dept - which is a

franchise. Obviously as part of the induction they talk about ways to grow your business, and we very

much believe that as a business we grow by referrals. So during that we were encouraged look at

networking options and in particular they encourage you to look at BNI only because I think Sue, the

founder had had a lot of success with it. I'd never heard of it before as I was coming out of corporate life.

So literally, I Googled it to find out where it was in my area and invited myself along.”

“BNI has clearly helped me grow my business in a couple of ways. Obviously there are the referrals, which

visibly helps you grow your business financially. I don’t have big, high-value transactions, but I have gained

lots of long term retained clients, building longer term returning revenue streams, and that all adds up. I

think BNI represents around 20% of my business at the moment.”

“But actually, I believe I've had much more credibility with business owners as a business advisor because

I've also got a robust network of people that I can trust and refer. So when my clients say to me you don't

know anybody that does such and such do you? Quite often I do! So actually for me what being a member

did was it made me a much more knowledgeable and credible business support adviser, because I’ve got

other experts around me as well that I could refer.”

Yes, BNI will give you business and help you generate new clients. But it’s not just the monetary benefits

that keep members renewing year on year. For Michaela, one of the most important things about BNI

wasn’t necessarily the money, but the network she has built.

Real Member Stories

HR Specialist

For me, the most valuable thing

has been the relationships... 



“BNI represents around 20% of my business” 

“I think for me the most valuable thing has been the relationships and I think on a number of levels. One, it

gives me that network of people I can trust and refer to. But also, being a business owner can be quite a

lonely existence, particularly when you’re in the early days of your business. If you’ve been used to being part

of the corporate team, you can miss it. But what BNI does is it gives you that. A circle of trusted businesses

and business acquaintances who become much more than that. They become friends.

You can have good honest conversations with people. And you know people who will provide support

through the good times and bad times, who have been there themselves.”

We asked Michaela what sort of work she had done with members outside of her chapter, and what benefits

she had seen personally – and she had a fantastic example for us:

“I had a client who very proudly announced to me one morning that they were hiring their first employee in

America. And then when I said to them ‘That's great! So how're you going to do contracts and how are you

going to pay them?’, they hadn't got the first clue.  I was able to use BNI Connect to find a payroll company

in the San Francisco Bay area. So 48 hours later we had a proposal on the table for them that meant that

they could administer this new employee in America properly. And I said to this client that while I didn’t know

this company personally, they were in BNI, so let’s go down that route and test them out. BNI gave me that

network and the trust to be able to refer to them."

“I think you’ve got to come along. You’ve got to visit and you've got to experience it. And once you’ve done

that, then you’ve got to ask yourself if it’s something that you're prepared to make the commitment to in

order to get that return on your investment. I would also say - don't prejudge it. Come along, visit, find out for

yourself and make your own decisions. Don't listen to everyone's opinions.”

 

Contact Michaela 

Call: 01344 208109      Email: michaela.gartside@hrdept.co.uk       Visit: www.hrdept.co.uk

To find your local BNI meeting please visit www.bni.co.uk and enter your postcode. 

 

BNI is the most successful business networking referral organisation in the world. We have  thousands of

members in the UK and Ireland, passing hundreds of thousands of referrals worth over millions of pounds

every year! 

Find your local BNI meeting...
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Case Study:  Ian Wilson of Barrett & Coe 

Photography is a popular specialism in BNI with a variety of different photographers offering everything

from portrait and commercial through to weddings and drone. Portraiture photographer Ian Wilson is with

Barrett & Co in Caversham and has been a member of BNI Central in Reading since February 2011. Here

he explains how he became involved in BNI and the difference it has made:

“I was invited to BNI by local solicitor Bill Montague actually. Because Bill was recommended to me when

I was considering Barrett & Coe. So, I engaged Bill to look over franchise agreements and look after my

property and he invited me along to BNI.

“He first invited me in around November 2010. And I finally joined in February 2011 and while Bill is no

longer a member, his firm, Dexter Montague, is still represented in the room and still support my business.

“I was very impressed with BNI. I liked the camaraderie and I could see immediately it was a way to get a

business known in a very wide area very quickly. Referrals came gradually.

 I picked up a couple of marketing partnerships with a couple of the guys, where they gave my family gift

packs to their customers. Some came along for some of their own personal portraiture and that just

gradually gathered pace. Referrals covered the investment in BNI in the first year and continues to grow

ever since. From my own marketing efforts, I would say about a third of business comes from BNI.

“Having 121s with members is a great way to get to know people and I us BNI for print, personal Virtual

Assistant, advice on social media, business, legal advice and more.

“The best portrait photography reflects the personality and character of the client. And I can’t just have

someone walk through the door straight into the studio and achieve that connection, so everybody, I chat,

talk to clients for 15-20 minutes at least before we get close to the studio. And in that time I’ve found lots

of people I’ve bought along as visitors – two or three of them have joined, which is nice. But I’m always

looking for referrals for my fellow members as well. In conversation anything can come up. Whether it’s

moving home, insurance, painting and decorating. All sorts of opportunities for members to help.

Real Member Stories

Photographer

Having 121s with members is

a great way to get to know

people... 



“About a third of my business comes from BNI” 

We did a lot of public sector work, we used to attend of public sector networking meetings. Our idea of

networking was to go to the functions, drink all the wine, eat the food, stand in the corner and talk to each

other. And occasionally chat to other people as well. And thinking back you just realise how utterly

clueless you were!

“BNI has changed that and I’ve just learned absolutely masses. Wind back to when I first joined BNI I

couldn’t have walked into a room of strangers and feel as comfortable as I do now. I’ve even spent a year

as Chapter President, running the meetings and helping to grow the chapter.

“I’m sure that people that really work at BNI will all say that same thing. The training is fantastic value;

you’re not going to get this level of training at this level of cost anywhere else. 

So is BNI when you look at what you get from it, I think it’s great value for money and I really enjoy it. 

Of course, the added benefit that we all have as well, is that I’ve got a huge raft of really trusted friends

and suppliers, you know people who I trust and who won’t let me down and who will go over and above

the same way that I do for them. It’s real sort of mutual self-help, isn’t it?

“I’m a big advocate of BNI throughout Barrett & Coe, because I train quite a few photographers as they

join the group and I always tell them, you should find out your local BNI and join it. But the way to use BNI

is not, for me, it’s not looking for work. I don’t go to BNI because I want to take photographs – that’s a

bonus. I get that obviously, a lot of guys that ask me to take their corporate shots and I’ve done a couple

of weddings through BNI, that sort thing. That’s not what I go for. I go to BNI to distribute my corporate

gift packs. To find avenues to distribute my packs, because my packs are the way are the way I market my

business to put my name in front of people who are thinking of having portraiture. Through charities,

through schools, through businesses giving the packs to their customers to say thank you for their

business – that’s how BNI works for me. 

 Contact Ian Wilson

Call: 01722 820400       Email: ian.wilson@barrettandcoe.co.uk       Visit: www.barrettandcoe.co.uk

To find your local BNI meeting please visit www.bni.co.uk and enter your postcode. 
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