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From the dragon’s mouth
EXCLUSIVE
INTERVIEW

Failure is part of the 
journey to success, says 
business tycoon and 
former Dragon’s Den star, 
James Caan

By Amelia Glean

hen you’re starting a small 

business that’s trying to get 

off the ground, nothing ever 

really goes to plan. This is what 

James Caan CBE learned when he started 

out. Born in Pakistan in 1960, Nazim Khan 

came to Britain when he was two, later 

changing his name after a cinema visit to 

see a James Caan film. What boy wouldn’t 

want the same name as the coolest 

Hollywood actor of the time? 

Caan’s father, who couldn’t read or write 

English, had built a successful company 

trading in leather jackets in the East End’s 

Brick Lane. The young James began an 

enterprising pocket money business, 

selling his father’s jackets to school friends 

and adding his own margin. 

“At 12, I earned £1 a week pocket money. 

My father made me a leather jacket 

and I wore it in the playground, where I 

would later end up selling them for £3,” 

James recalls. “The drive to become an 

entrepreneur really came from my father. 

I saw what he was doing, how hard he 

was working, and I realised that being 

your own boss gives you so much more 

flexibility and independence, and I wanted 

that.” Although James ended up close to 

his father, as a teenager he railed against 

his authority, leaving home at 16 with no 

money, no qualifications and no job. He 

didn’t want to join his father’s business. He 

wanted to build his own. “Dad’s business 

was the easy option – car keys, salary, 

start Monday – but I wanted to know what 

it was like to make it on my own,” James 

recalls. Like any teenager looking for their 

first break, he admits he was naïve and 

inexperienced. Applying for a series of jobs 

just to get himself on the ladder, he ended 

up taking a role in recruitment.

“I stumbled into recruitment, 

despite applying for a job as a 

trainee journalist. It wasn’t what I 

set out to do originally, but I had a 

knack for it. So, I decided to start 

my own recruitment business 

after a few years of working 

for someone else,” he says.

It was then 

at the age of 

25 that James 

founded the 

Alexander 

Mann group, in a 

broom cupboard office, 

with just a phone to keep 

him company. “I knew I 

needed an address to get 

my business running. 

Eventually, I secured a 

room, albeit without 

a window. I used this 

W

as a base and would meet 

prospective clients or 

colleagues in a coffee shop 

or a hotel nearby.” “I made a 

lot of mistakes in the early 

days and mismanaging 

cash flow was a particular 

issue,” James recalls. “One 

Friday afternoon I realised 

that we hadn’t been 

managing our receivables 

correctly. We didn’t even 

have enough money in 

the bank to pay rent – and 

the company very nearly 

collapsed. That’s when I 

learnt that it can be game, set 

and match very quickly.” Alongside running 

what would turn out to be an enormous 

success in Alexander Mann, in 1993 James 

co-founded the executive headhunting 

business Humana International with 

business partner Doug Bugie. This 

second enterprise achieved great success, 

eventually growing to have 147 offices in 

30 countries. It was sold for a substantial 

sum in 1999 – and in 2002, Alexander 

Mann, which James likens to “raising a 

child,” was sold for £95 million. 

“Alexander Mann was one of the most 

respected companies in the world and it 

was my baby. But when I was made an 

offer that I couldn’t refuse, it was time 

to part ways,” he says. Eager to kick on 

again, the 

future dragon 

decided to study at 

Harvard Business School, graduating from 

the Advanced Management Program in 

2003. “At 42, I looked back on my life and 

wondered if I could have done things 

any differently. The one thing I regretted 

was not going to university, so I went to 

Harvard Business School and picked up my 

education.”

“There were 123 people on my 

course and they were all CEOs of global 

businesses, except me. I was the only one 

who was an entrepreneur,” he recalls. 

When asked whether having business 

qualifications in the early days would have 
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DRAGON DIGITS

1. JAMES CAAN CBE
James spent four seasons on the 

panel, investing in 14 businesses 

overall and parting with £1,300,000

2. DUNCAN BANNATYNE
Duncan was a dragon for 12 series. 

He made 36 investments and 

£200,000 was his highest ever 

investment offer

3. DEBORAH MEADEN
After launching her first business 

straight out of college,  Deborah’s 

total investment figure in the den 

came to an impressive £3,746,000

4. PETER JONES CBE
One of Britain’s best-known 

entrepreneurs, Peter invested a  

total of £4,085,667 during his time  

on the show

5. THEO PAPHITIS
Theo made 45 investments during  

his time on the show, with his  

largest invested offer the highest  

ever recorded on Dragon’s Den  

at £250,000
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  James says: 
“Always have 
confidence in
yourself and 

your abilities.”

From humble beginnings, James Caan

 has gone on to become one of the 

country’s most decorated businessmen

made any difference, James replies: “It 

doesn’t make it easy, but it does give you 

a better understanding of the business 

world. I think people take you more 

seriously, too. 

“Without them, it was a little bit like 

diving off a cliff. There is no doubt in my 

mind that if I had gone to business school 

earlier, I would have made fewer mistakes 

in the process,” he admits. After Harvard, 

James returned to London in 2004 to set 

up private equity outfit Hamilton Bradshaw. 

Today an industry leader, the Mayfair-

based firm turns over in excess 

of £500m. 

But, arguably, it was when James 

appeared on the BBC’s Dragons’ Den 

in 2007 that he really made a name for 

himself. The smooth, urbane dragon, who 

lacked Duncan Bannatyne’s belligerence 

or Deborah Meaden’s grouchiness, 

exhibited a refreshing cool shrewdness. 

But it wasn’t all plain sailing.

“I thought being a Dragon would be 

easy, having worked in business and 

recruitment for many years. But in the 

den, you can’t take the time to make an 

informed decision about whether you like 

someone or not. In the first week, I sat 

there without putting my hand up once. I 

got home and spoke to my daughter. To 

my surprise she told me to buck my ideas 

up! Her friends were all watching the show 

and she was embarrassed that I wasn’t 

putting my hand in my pocket,” he admits 

candidly. 

“So, I went in the next day and raised 

my hand for the first person that came 

through the door.” Luckily, this turned 

out rather well. Fit Fur Life, a treadmill for 

dogs was that very pitch. James decided 

to invest £100,000 for a 50 per cent stake 

in the company and since then models 

of the treadmills have been sold to the 

Ministry of Defense for training military 

dogs, and in Harrods’s pet department, 

with the company’s 

turnover nearly tripling in 

its first two years. After 

that first deal, James’ 

confidence grew and he 

went on to take equity in 

a total of 14 businesses 

during his time on the 

show, investing £1.3 

million overall. Having 

proven himself as both a 

successful businessman 

and a media personality, what is it that 

really drives the man? If you ask Caan 

directly, it’s the fear of failure. “To succeed, 

you have to be ready to lose. It drives you, 

pushes you to have attention to detail,” 

he says. “I’m happy to admit I’ve had 

many failures throughout my career and 

accepting that is as important as being 

successful,” he adds.

It is also passion, which James defines 

as “having the character to do something 

once the emotion has gone,” that really 

motivates him. This is a conviction that 

clearly runs through his charity work, 

funding the NSPCC, and a school in his 

birth city of Lahore, Pakistan, and with the 

launch of the James Caan Foundation in 

2006.

So what advice can today’s figurehead 

of enterprise offer hopeful entrepreneurs? 

“Always have confidence in yourself and in 

your abilities. Starting your own business 

is, without question, 

one of the most exciting 

things you can do. 

The thrill of building 

something from scratch 

and being in charge of 

your own destiny is an 

unparalleled experience. 

At the same time, it is 

also incredibly hard 

work, particularly in 

the early stages.” This 

has been key in James’ eagerness to give 

back to the community. Something he 

was given the opportunity to do when 

approached by David Cameron in 2012. 

Sitting as chairman for three years on the 

government’s Start Up Loans Initiative, 

James was emotional when tweeting “This 

has been the best three years of my life” to 

his 152,000 followers after finally stepping 

down. “I’m extremely passionate about 

“The thrill of being 
in charge of your 

own destiny is 
an unparalleled 

experience”
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Britain was once known as a nation of shopkeepers 
but has become a nation of entrepreneurs. Last year, 
589,008 new businesses were launched in the UK. 

We understand the challenges that everyone faces 
when trying to get a new venture off the ground.

You may currently be in a full-time job, while also 
managing your side hustle, and you’ll have concerns 
about taking away the safety net. So it’s important to 
know there are thousands of entrepreneurs just like 
you who have embarked on the same journey and are 
making a success of running their own business. 

Just because you plan to become your own boss 
doesn’t mean you have to do it alone.

IoD 99 is the UK’s fastest growing network of 
entrepreneurs. We are dynamic, innovative and, 
collectively, we represent a Great British success story.

If you’re taking the leap, let us help you succeed. 
Download our free start-up guide and more here: 
iod.com/hustle

Your Hustle.  
Our Passion.
Meet the network of entrepreneurs that can help you turn the 
dream of running your own business into a reality

From Employee to Entrepreneur 
The IoD has been advising business owners for over 
100 years. Here are a few essential tips to consider on 
the journey from employee to entrepreneur.

Taking professional advice right from the start, 
from accountants or solicitors, will help keep 
your decision making on track from the outset.

Before you begin, ask yourself: what are your 
sales plans going forward? How will your sales 
resources be used and are there any changes 
you’ll need to adapt to in the marketplace?

If you’re entering into a partnership make sure 
you create an agreement covering aspects 
like strategy, remuneration, responsibilities 
and ‘what if’ scenarios – the key to success is 
preparation.

Being a start-up is no easy feat and to increase 
your chances of success it’s crucial that you 
surround yourself with people you can learn 
from.

The Home of the Modern Leader  
We are the UK’s largest business community. We 
are modern leaders who are passionate about 
helping each other to learn and grow. 

We know that the mistakes that start-ups make 
tend to be universal – not spending enough time 
researching your market, the pricing strategy 
wasn’t right, there wasn’t enough cash flow, you 
recruiting the wrong people, the business couldn’t 
scale up, it grew too quickly… 

Our mission is simple – to help you succeed and 
sidestep the inevitable start-up pitfalls you’re 
going to come up against as you grow and 
develop.

We’re fierce, passionate, and good fun. 

The Best Leaders Never Stop Learning  
We provide the training, support and tools 
necessary to create better directors, better 
business practice and a better economy.

Last year, we launched the IoD Academy and 
we strongly believe that the best leaders never 
stop learning. There are many ways to get the 
knowledge and skills to take your business forward 
through networking, mentoring and peer-to-peer 
learning. You can even learn on the go with bite-
sized digital content, videos or podcasts. 

When it comes to honing your leadership skills, our 
Chartered Director qualification is internationally 
recognised as the gold standard and will help you 
to develop the confidence and skills for success 
every step of the way.

1

2

3

4

“If not now, then when?  
If not now, then how? If you’re 
waiting for the right time, be 
prepared to wait forever. The 
only time we ever have is now 

so don’t wait for anyone’s  
permission and go ahead and 

follow your dream.”

Leo Lourdes 
CEO and Co-Founder, Yogasphere

99ers have created over 
7,000 new jobs 

Over 50% of 99ers have  
increased turnover by 30% 
in the last 12 months

99ers have raised over 
£150m in investment in 
the last year 

1 in 4 have more than 
doubled their turnover in 
the last 12 months 

£
££

PLEASE NOTE !!
This is a low resolution proof. 

NOT indicative of final positioning 
within the publication. Your advert will 

be place as per your booking.

any sole traders are happy to 

remain just that – a one-man 

or one-woman band with 

a straightforward existence 

and lots of flexibility. But there are only 

so many hours in the day and only so 

much one person can do, so a business 

inevitably needs to take on staff if it is to 

continue to grow. 

Of course, this doesn’t mean you need 

to take on full-time staff from day one. 

At an early stage of business growth, 

getting self-employed contractors in to 

fill the gaps can often make sense. A busy 

entrepreneur in the stages of self-funded 

growth probably doesn’t need a chartered 

accountant on the payroll, but a part-time 

bookkeeper, paid by the day or by the 

hour, is a useful first hire. 

As your business expands, though, it’s 

likely that you’ll need staff on the payroll 

to help get the work done and plan what 

the business is going to do next. Taking 

on employees often coincides with taking 

on premises. There is a peculiar mixture 

of feelings, including excitement and 

apprehension, when you step into your 

new office, perhaps surrounded by 

cardboard boxes of stock, and murmur 

to yourself: “I need some people.”

ADVERTISING
It is essential to offer the job out 

to people based on their skills 

and abilities only. As part of your 

selection process, you must offer equal 

opportunities and avoid sexual, racial, 

Your business may start with you, but sooner or later you will need to 
build a team. Here are the steps to follow when hiring

“Always try 
to set a 

candidate  
at ease”

How to get the 
right team on board
By Wes Stanton

WE RECOMMEND
Recruitment Entrepreneur. As 

the world’s most exciting investor 

in early to mid-size recruitment 

start-ups since 2014, they’ve invested in 

25 talented founders, across 19 global 

office locations, enabling them to 

launch and scale successful businesses. 

recruitmententrepreneur.com 

Plan Day. The one place for all of 

your administrative tasks, including 

staff management, scheduling, 

communication, time tracking and 

reporting, which makes it easier for 

managers and hourly workers to 

communicate, collaborate, and to get 

work done. planday.com

disabiliy and age discrimination. You need 

to be careful only to use phrases like 

“recent graduate” and “highly experienced” 

when these are pertinent to the job being 

offered. Most of the online 

job recruitment sites check 

advertisement copy to ensure 

it abides by the law before 

publication as part of the 

service. 

So, you’ve advertised your 

job, and you’ve had umpteen 

CVs and covering letters 

sent to you. Going through 

them is in itself time-consuming, and it 

can be difficult to come up with a short-

list. A good technique is to discard those 

candidates that are clearly not a good fit 

for your business (numerous errors on the 

CV, and/or the wrong type of experience) 

and draw up a short-list of those that 

match your criteria. 

DON’T ASK…
Before you speak to the candidates, be 

aware that there are a number of questions 

you cannot ask a prospective candidate 

at any point of the selection 

process. These include 

whether they are married, 

single or in a civil partnership; 

the state of their health; or 

their date of birth, unless a 

person couldn’t do the job 

legally because of their age 

- for instance, if they were 

selling alcohol.

CALL THEM
Quite often, an initial phone call with 

prospective candidates before you invite 

them in for an interview can be revealing. 

Many people today blanket-apply for jobs 

and haven’t necessarily singled out your 

business as a potential place to work. A 

candidate’s phone manner can also be 

telling during a short conversation: would 

you let this person talk to your customers? 

INTERVIEW DAY
Now that you have your shortlist, and have 

set a day aside for interviews, how do you 

conduct the process? Firstly, setting the 

candidate at ease will be of benefit. Some 

of the best people I have employed over 

the years have appeared flustered and 

anxious at interview. A good interviewer 

will acknowledge that candidates may find 

the interview process stressful, and will 

therefore try to help the candidate to relax. 

Typical interview questions for an 

employer to ask are those that will get the 

candidate talking, such as “Tell me a bit 

about yourself” and “What do you consider 

your greatest strengths and weaknesses?” 

or “Where do you see yourself in five 

years’ time?” The best interview questions, 

though, are those to which there is no 

obvious answer: “How selfish are you?” 

is among my favourites. Time and again, 

candidates narrow their eyes and ask, 

“What do you mean, exactly?” because 

they don’t know the right response to 

give. “Tell me something that’s true that 

almost nobody agrees with you on,” also 

puts a candidate under pressure – it puts 

them at risk of saying something that the 

interviewer might not agree with at all. 

BE PRACTICAL
A crucial part of the interview which is 

often missed is the practical test. I have 

interviewed candidates with first-class 

honours degrees who looked perfect 

on paper and who interviewed well but, 

when it came down to a practical test of 

editing and rewriting a piece of copy in 

10 minutes, failed abysmally. Conversely, 

there are people who hide their light 

under the interview bushel only for it to 

shine in practical application. If you 

have a specific skill you need, 

get the candidate to perform 

a task – there’s nowhere 

to hide. 

PAPERWORK
Once you’ve selected 

your candidate and 

offered them a job, you’ll 

need to get the paperwork right. 

The Federation of Small Businesses offers 

an HR component to membership, and 

there are other specialist firms that will 

do all your HR for a fixed monthly fee. 

These services take the hassle out of the 

administration, and let you get on with 

managing your new member of staff. 

M
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  The Federation 
of Small 

Businesses can 
advise on best HR 

practices.
 fsb.org.uk
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ADVERTISEMENT FEATURE 

Business banking, to go
Mobile-only banking is really about 
freedom. The freedom to manage your 
money on the go between meetings. 
The freedom, in Jeremy’s case, to spend 
more time revolutionising coffee – and less 
time banking.

Starling for Business is the smart and free 
business bank account that takes minutes 
to set up and helps sole traders and small 
businesses grow their vision.

Download the app to apply today.

Starling Bank Limited is registered in England and Wales (No. 09092149), 2 Finsbury Avenue, London EC2M 2PP. 
We are authorised by the Prudential Regulation Authority and regulated by the Financial Conduct Authority and the Prudential Regulation Authority under registration number 730166.

 

Photos feature Starling for Business customers
Long & Short Coffee • @longandshortcoffee

60% of start-up companies close their doors before they 
get five years into their life, due to running out of cash. The 
concept of cash flow is crucial to survival

Keep an eye on the cash

urprisingly, a lack of profit 

is nowhere near the top 

cause of business failure in 

the United Kingdom. The 

number one reason is running out 

of cash - which is why the concept 

of cash flow is so essential to a 

company’s survival.

Simply put, cash 

flow is the difference 

in the amount of cash 

available at the start 

and end of a period. 

For example, if you 

start the month with 

£10,000 in the bank, 

have to pay £5,000 

for stock, £1,000 in 

rent, and £4,000 for 

staff (£10,000 total 

outgoings) and you invoice £20,000 

on 30-day terms at the end of the 

month, you have negative cashflow of 

£10,000 – and you’ll have nothing left 

in your business’s bank account. 

If the £20,000 you’ve invoiced 

doesn’t come in bang-on 30 days 

and you have a second month of 

£5,000 for stock, £1,000 for rent and 

£4,000 for staff, you’ll have a negative 

cashflow of £10,000 again. You will 

need to find money to 

fund the business, typically 

by injecting money or using a 

bank overdraft, even if you 

invoice another £20,000 

of sales.

For many small 

businesses, this represents 

a serious problem, and 

businesses fail as a result 

of having insufficient 

funds to keep going. In 

particular, if there’s any problem 

with the work done, then the 

business might have to pay 

out even more money if it 

finds itself in a dispute for, say, 

£40,000-worth of work, which 

would lead to another month of 

negative cashflow. 

And if you don’t pay your staff on 

time, chances are that they won’t turn 

up the next day. It does not matter to 

them that you are waiting to get paid 

by a big customer who is a month late 

in settling their bill.

I know of one firm of Scottish 

solicitors that had no problem getting 

millions of pounds’ worth of work in – 

but then went out of business largely 

because they waited until the end of 

their projects before raising invoices 

and then the customers didn’t pay 

promptly. So, even a profitable, 

successful company can find itself in 

S
By Wes Stanton

trouble if it doesn’t turn the work it 

does into cash before it needs to pay 

its staff and bills on time.

STAY POSITIVE
If your business is in retail, selling 

to consumers either face-to-face 

or over the internet, then cashflow 

tends to be less of 

an issue, provided 

there are sufficient 

sales volumes. Debit 

and credit cards 

are pretty much 

instantaneous cash, if 

you use services like 

Stripe or Worldpay, 

and of course PayPal 

is a popular method, 

too. But if yours is a 

business selling to other businesses, 

how do you manage your money and 

ensure you stay in the black?

GET PAID UPFRONT
When undertaking a project for a 

client, or agreeing to supply, don’t 

be shy when it comes to asking for 

money with the order. For small 

projects, it is reasonable to ask for 

either 50% or full payment with 

the order. This not 

“If you don’t 
pay your staff 
on time, they 

might not turn 
up the next day”

“Products 
like Xero can 

help with 
efficient cash 

collection”

We recommend
SAS Business Box. Future-proof 

your business with the online 

resource, helping UK start-ups and 

small business 

owners get 

the important 

things right.

sasbusinessbox.co.uk

BE PROACTIVE
The two most common 

reasons for a customer not 

paying are either a dispute 

with the amount invoiced, 

or claiming to have never 

received the invoice. A 

good way to work with 

a bookkeeper is to have them call 

the client before they send out the 

invoice, tell them how much the bill  

is going to be for and confirm the 

figure is correct. If it’s not, you can 

change it before it gets onto your 

accounting system. 

Once the amount is agreed with 

the client, the bookkeeper 

can send the invoice to 

them and check they 

have received it. With 

traditional paper-

based accounting 

systems this can 

mean a phone call, 

but a product like Xero 

can flag up whether the 

emailed invoice has been 

opened on the other end. If 

you use this method of working, then 

the two key reasons for late payment 

are eliminated at the start, and 

cashflow tends to be solid. Of course, 

businesses pay late for a variety of 

reasons, but ensure your bookkeeper 

is onto clients the day they are 

overdue and politely but firmly  

presses them for payment. 

INVOICE FINANCING 
Once your business starts to grow, 

banks will often lend money against 

your debtor book. So, if you raise 

£20,000 of invoices, the bank will 

make an advance against those 

invoices, typically between  

70%-85%, which helps to 

improve cashflow. 

That can either be a 

factoring arrangement, 

which is where the 

bank chases the debt 

for you, or can be a 

disclosed or confidential 

invoice discounting deal. 

This is where you collect 

the debt but, with a disclosed 

invoice, customers know the debt 

has been assigned, whereas with a 

confidential invoice, customers are 

not aware of this. 

It is a relatively expensive way to 

raise finance for your company but, 

on the plus side, access to this type 

of finance can be transformational in 

terms of increasing a business’s speed 

of growth. 

only takes the pressure 

off the business 

cash-wise, but also 

provides some 

incentive for you to 

deliver as soon as 

possible and keep the 

customer happy. 

GET A 
BOOKKEEPER
If your business is 

growing and you 

have a number 

of clients you 

deal with 

yourself, it is 

often difficult 

to sell to a 

client and 

yet ask 

them for 

money, 

particularly 

if they are late 

paying. Make it easier for yourself by 

giving that job to someone else, so you 

can focus on running the business. 
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  Even a 
profitable, 
successful 

company can 
run short of 

money

ENGINEERED TO BE THE WORLD’S 

first professional UC-certified wireless 

earbuds, the Jabra Evolve 75e combines 

Skype for Business certification, 

incredible active noise-cancellation – 

so you can concentrate whatever noise 

surrounds you – and a wearing style 

popular with mobile workers. It delivers 

calls and music that lasts as long as you 

need it to – all day long.

The Evolve 75e means you can hear 

and be heard. The three-microphone 

noise-cancelling technology creates 

a unique talk-zone that lets the right 

noise into the microphone, while 

filtering out the wrong noise, so the 

only people you’ll hear on a call are 

those who should actually be on the 

call. Plus, an integrated busylight lets 

colleagues know you are not to be 

disturbed and a vibrating neckband 

gives silent notifications to make sure 

you don’t disturb others.

Evolve 75e fully charges in just two 

hours and that best-in-class charge 

provides up to 14 hours of battery life 

to match your smartphone. Five control 

buttons give easy access to calls and 

music and include a smart button for 

one-touch access to Siri and Google 

Now. With multiple fittings for gels 

There's a smarter 
way to Skype

and EarWings, 

it provides a 

personalised fit so you 

have amazing comfort 

throughout 

the day, 

as well as 

being sweat 

and water 

resistant.

Features include 'listen-in', 

which allows you to hear the outside world 

without having to take the earbuds out, 

and the magnets within them will pause 

your music when connected. 

Pair your Evolve 75e via Bluetooth 

4.2 with up to eight devices and 

simultaneously to two connections to 

enjoy a wireless range of 30 metres to PCs 

and 10 metres to smartphones. 

What's more, with the Evolve 75e 

weighing just 50g, it isn't just light 

but user-friendly. And just for added 

reassurance, the earphones also come 

with a two-year manufacturer’s warranty.

Compatible with all leading Unified 

Communications platforms, the Evolve 75e 

is also certified for Skype for Business to 

ensure it works straight out of the box.

With increased productivity at stake for 

your business, it's time to upgrade.

FIND OUT MORE
Visit the website jabra.co.uk/evolve75e 
or call 01784 220182
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CLICK HERE TO SEE A PREVIOUS ISSUE

The Business Owners' Checklist is a

full colour, tabloid-sized newspaper

publication distributed full run and

nationwide with The Daily Telegraph. As 

81% of The Daily Telegraph readers are 

within the ABC1 socio-economic profile, 

this newspaper is one of the UK's top titles 

for reaching the business elite.

The Business Owners' Checklist will serve 

as a complete guide for everything an 

established or aspiring business owner 

needs to grow an enterprise and to give 

a deeper insight into how they can help 

their company to thrive. 

Showcasing a high-quality selection of 

products and services for businesses,  

The Business Owners' Checklist  

published within the main body of  

The Daily Telegraph will include success 

stories, financial and legal services, 

advice for SMEs, IT options, coaching & 

training resources, business development 

ideas, health & safety essentials, HR & 

recruitment tips, WFH solutions, as well as  

admin & facilities management.

Published on a Tuesday, The Business 

Owners' Checklist is the perfect shop 

window for brands and organisations 

looking to benefit from a readership,  

who, when presented with accurate, 

reliable information in a trusted 

environment, are highly suggestible to 

new purchasing ideas. 

•	 57% of The Telegraph readers are interested in business print media

•	 Over 30,000 readers are directors or senior officials in their place of work

•	 Over 140,000 jet-setting readers fly business class 

•	 Around 11% of Telegraph readers work in central London

•	 Over 20,000 Telegraph consumers have invested money in their own company

https://issuu.com/hurstmediacompany1/docs/the_business_owners_checklist_published_with_the_s


HALF PAGE

DIMENSIONS

Size: 258mm (w) x 157mm (h)

Text-safe area: 238mm (w) x 137mm (h)
Recommended text-safe area is 10mm all around. 

QUARTER PAGE

DIMENSIONS

Size: 125mm (w) x 157mm (h)

Text-safe area: 105mm (w) x 137mm (h)
Recommended text-safe area is 10mm all around. 

FULL PAGE

DIMENSIONS

Size: 258mm (w) x 338mm (h)

Text-safe area: 238mm (w) x 318mm (h)
Recommended text-safe area is 10mm all around. 

DOUBLE PAGE SPREAD*

DIMENSIONS

Size: 536mm (w) x 340mm (h)

Text-safe area: 516mm (w) x 320mm (h)
*Centre-fold only. Recommended text-safe area is 10mm all 

around. Please ensure there is a 20mm-wide text-safe area in 

the centre to account for the page fold

FULL PAGE

Total word count: 600-700 words 

Headline: Up to 60 characters 

Box copy: Up to 50 words, which could 

include an offer code, contact details 

(web, email, phone) and social handles. 

Images: 3-5 high resolution images plus 

company logo

HALF PAGE

QUARTER PAGE

Total word count: 350-400 words 

Headline: Up to 60 characters 

Box copy: Up to 30 words, which could 

include an offer code, contact details 

(web, email, phone) and social handles. 

Images: 1-2 high resolution images plus 

company logo

Total word count: 180-230 words 

Headline: Up to 40 characters 

Box copy: Up to 30 words, which could 

include an offer code, contact details 

(web, email, phone) and social handles. 

Images: 1 high resolution image plus 

company logo

FORMAT  
All adverts should be supplied as a print-ready PDF (PDF/X-1a:2001)

ARTWORK SPECIFICATIONS
•	 Bleed is not required 

•	 CMYK colour (Profile: isonewspaper26v4)

•	 Resolution: 300dpi

•	 Ink density limit: 240%

Please note newsprint does not print to the trim of the paper, there is non-printing margin 
outside the full page print area so if your artwork is on a white background or if you are working 
to a large text-safe area, this non-printing area may give a wider looking margin than expected. 
Colour variations will occur if your files do not utilise the colour profile and respect guidelines 
outlined above. We cannot guarantee the quality of the final print if files are supplied outside of 
these specifications. We reserve the right to convert all images to meet this specification if they 
are not supplied as such.

ADVERT DESIGN PREMIUMS 
Advert designs (in which the client supplies images, logos and contact 

details and Hurst Media creates a design) are charged at a 10% premium 

or a one off fee of £150, whichever is greater. Subject to availability.

COPY SPECIFICATIONS
•	 Supplied copy will be subedited by the editorial team. Spelling, 

grammar and punctuation will also be corrected to the house style 

(including copy in third person)

•	 If you are using a discount code, custom landing page or an offer 

to the readers in your copy, please only refer to the Checklist (e.g. 

‘CHECKLIST20’) or another generic word, and NOT The Telegraph

IMAGES SPECIFICATIONS
•	 Please supply all images as high resolution CMYK JPEGs

•	 All images must be at least 300dpi when placed at full size

•	 DO NOT supply images with copy and graphics (such as slogans and 

logos on top) 

 

DESIGN PROCESS
•	 After receiving your copy and images, we will design your advertorial 

in the publication house style and send a proof to you

•	 After sending a proof, we require either your corrections or your 

approval to send the advertorial to press

APPROVALS & AMENDMENTS
•	 Hurst Media will provide a PDF for client approval 

•	 If you have any changes, you have the option of TWO rounds of 

amendments before final approval is required. As such please  

ensure any amendments are clear and concise

•	 All advertorials must also be approved by the newspaper ahead 

of press; the team will get back in touch if The Telegraph requires 

changes or substantiating evidence for any claims made in the copy
Image use subject to editorial discretion and may vary depending quality, size and layout. 
Image research and sourcing conducted by Hurst Media on behalf of the client will be 
charged at a fee of £25 per hour. 

CONTACT DETAILS 
Hurst Media Company 
United House 
N7 9DP 

Tel: 020 3478 6017 
hurstmediacompany.co.uk 
Company number: 08357910 
VAT number: 161866882

MEDIA SALES 
Tel: 0203 478 6017 
Fax: 0203 478 6018 
sales@hurstmediacompany.co.uk

PRODUCTION DEPT. 
Tel: 0203 770 4024 
production@hurstmediacompany.co.uk

ADVERT SIZES

SUPPLYING ADVERT ARTWORK SUPPLYING ADVERTORIAL CONTENT

ADVERTORIAL REQUIREMENTS

FILE TRANSFER
Files should be emailed to production@hurstmediacompany.co.uk

For larger files, send to production@hurstmediacompany.co.uk via 
wetransfer.com. Please clarify in your message your company name, 
publication and on sale date as per your booking. 


