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British Retail Consortium Proposal for Department for Business Innovation & Skills – UK Support For The Retail Sector 



1. Proposal
The British Retail Consortium (via its commercial arm, BRC Trading Ltd) would like to submit its proposal for deliver of the events detailed within Requirement A of the Invitation to Tender, i.e. supporting the retail sector within the UK. 

The British Retail Consortium (BRC) is the UK’s leading trade association for retail representing an industry worth £285 billion. The BRC’s coverage includes every type of retailer, from the large multiples and department stores through to independents. Between them they sell a wide range of products through town centre, suburban, out of town, rural and virtual stores.

The BRC exists to make life easier for our members by:

· Campaigning to promote and protect retailers’ interests

· Advising retailers on threats to and opportunities for their businesses

· Offering members a range of competitive, professional services which add value to their businesses e.g. events, training, publications, procurement 

· Improving the general perception of the retail industry in the UK.

The BRC is the authoritative voice of retail, recognised for its powerful campaigning and influence within government and as a provider of excellent retail information. As such the BRC is ideally positioned to deliver retailer focussed events for the UK market.
Some areas of the BRC’s work which are of particular relevance to this proposal include:

Membership
BRC membership brings together in one single united voice, retailers of every size, type and location. Membership includes the major multiples, a range of small and medium size retailers plus various sector specific trade associations and suppliers of services to the industry.

There are three types of membership available; Retail Members, Trade Association Members and Associate Members (suppliers to the retail industry).

The BRC has a database of approximately 14,000 contacts within the UK retail industry.
Trade Working Group
As part of the BRC’s trade association activity we hold a series of Policy Action Groups and sub Working Groups. A group representing trade and investment specialists within approximately six internationally active BRC retailer member companies provide the strategic direction of BRC activity on current and potential trade policy and trade promotion issues, prepare for events on the policy horizon and raise their own issues.  

This brand new group will act as an information exchange and help consolidate and prioritise the trade-related work of the BRC, in particular co-ordinating BRC engagement with UKTI and BIS.  The Group will also co-ordinate BRC input into the EuroCommerce International Trade Committee.  

Chaired by Andrew Bonser, Director of Public Policy, Alliance Boots, the Group will report to the EU Strategy Group and meet quarterly with additional ad hoc meetings as needed.
BRC Global Standards

The BRC Global Standards are a suite of four industry-leading Technical Standards that specify requirements to be met by an organisation to enable the production, packaging, storage and distribution of safe food and consumer products. Originally developed in response to the needs of UK members of the British Retail Consortium, the Standards have gained usage world-wide and are specified by growing numbers of retailers and branded manufacturers in the EU, North America and further afield. Certification to a Global Standard, which is achieved through audit by a third party Certification Bodies, reassures retailers and branded manufacturers of the capability and competence of the supplier, and reduces the need for retailers and manufacturers to carry out their own audits, thereby reducing the administrative burden on both the supplier and the customer.
The Directory was launched in June 2009 holding data for over 15,000 manufacturing sites which have been audited against one of the BRC Global Standards.
BRC Events

The BRC runs a range of conferences, dinners and networking events for the retail industry. BRC events respond to the latest trends and current legislation, keeping retailers completely up to date on new business developments, best practice or changes in government policy so they can grow their business, remain competitive and stay compliant. Above all, BRC events offer practical information, policy guidance and excellent networking opportunities. Such events have been run by the BRC since the early 1990’s.

BRC Objective For UKTI Project

Working with HMG to identify and exploit opportunities for UK-based retailers to brow by establishing and explaining their operations to third country markets.

All of the activities and qualifying experience are outlined within the following document entitled, ‘Section 4 – Questionnaire Responses’.
2. Questionnaire Responses (Section 4)
1. Your understanding of the brief and knowledge of the subject matter
 

- what is your understanding of the UKTI requirement and how will you deliver it 

The UKTI is searching for a partner to deliver a series of retail-focused events. The British Retail Consortium (via its commercial arm, BRC Trading Ltd) would like to submit its proposal for delivery of the events detailed within ‘Requirement A’ of the Invitation to Tender, i.e. supporting the retail sector within the UK. 

Three events will be delivered by the BRC for the UKTI:

1) Industry Roundtable

The BRC regularly hosts private, invitation-only evenings for approximately 20 retail professionals at director level. These meetings have proven extremely beneficial for retailers and event partner alike. Retailers get real value from attending a networking evening with their peers, to hear from a leading practitioner and to discuss the issues of the day. The event partner adds value by bringing their expertise, but also they get access to these retailers, contribute to the discussion and hear their key concerns. 

The meeting will focus on the topic of internationalisation and will feature a presentation from one of retail’s leading professionals who specialises in this area. The retailers talk openly about some of the significant challenges facing the industry and how these challenges can be met. The presentation stimulates discussion for the group who get an invaluable opportunity to consider the points raised in an informal, closed environment. UKTI will chair the event and have the opportunity to discuss their paper and the services they are able to offer the retailers. An invitation could even be extended to Lord Green, Minister of State for Trade and Investment to take the role of Chairman.
After the meeting, guests are treated to a drinks reception followed by a delicious 3-course dinner presenting further opportunities to meet with current associates as well as to make new contacts. 

The objective of these events is to provide a valuable forum for retail directors to meet, network and exchange information.
The evening events are held at prestigious venues in London which are renowned for their excellent food and service. Previous events have been held at the Mandarin Oriental Hyde Park, The Dorchester, Claridge’s and Spencer House in Mayfair.

UKTI would like this event to be held in September, however, the BRC would like to suggest late October, possibly week commencing 17 October, as the tightest turn-around we could offer, a more realistic time frame, both in terms of allowing a long enough lead-time to ensure delegates availability and to avoid competing events. The evening will run from 5pm until 9.30pm with the agenda running as follows:
5.00
Guests arrive. Tea & coffee

5.30
Meeting commences. Chairman’s welcome (UKTI)
5.40
Retail speaker presentation

6.00
Facilitated round table discussion

6.45
Close of meeting. Evening drinks and canapés 

7.30
Dinner

9.30
Guests depart
The UKTI will receive the following benefits:

· Involvement in choosing the guest list 

· Two senior representatives to attend meeting and dinner

· Representative to give welcome or open facilitated discussion

· Logo on guest invitations email

· Programme, place cards, table plan and menus to include UKTI logo

· Involvement in influencing table plan for meeting and Dinner.

· Information in the guest’s event pack
· The brand reputation of the BRC enables us to attract some of the most influential players in the industry.

2) Industry Briefing Course 

The BRC will guide a group of approximately 15 Commercial Offices from the Embassies on a five day tour as an induction to the UK retail market.
The BRC is the authoritative voice of retail, recognised for its powerful campaigning and influence within government and as a provider of excellent retail information. As such the BRC is ideally positioned to deliver retailer study tours, exposing non-UK retailers to the secrets of success of the UK retailers.
Throughout the five days the BRC policy executives will provide a series of briefing sessions to inform the delegation of the recent trends and policy developments affecting the UK retail industry. 
Using our strong contacts with each of the retailers we will develop a ‘study tour’ format of event with delegates being taken on a tour of the UK retailers, our proposal would be to visit central London, the heart of UK retail; the brand new Westfield Stratford (opening 13 October); Bicester Village and Cabot Circus in Bristol. 

The Retail “safaris” visit a large number of retailers stores, more like a guided tour of the shopping destinations, guided by experts in the store and destination designs being utilised by UK retailers. 

Our Safari Guides

Echochamber (www.echochamber.com) is formed of Howard Saunders, Founder and Creative Director and Matthew Brown, Head of Research. They are retail enthusiasts who travel the globe in search of the new and the innovative. 

Howard Saunders is a designer with twenty five years experience and an ex-creative director of Fitch plc. Over the course of his career, Howard has worked with most of the UK’s big names in retail and he now talks internationally about retail and consumer trends.  he was Executive Creative Director at Fitch, www.fitch.com, one of the top brand design consultant in UK and in the world. Howard is famous for is Trend Safaris.
Matthew Brown took over the running of the Echochamber in 1999 and was responsible for turning it into an independent business. With a background in marketing and research he overseas all Echochamber’s research and writes regularly for the retail and design press.

Howard recently addressed the audiences at the BRC’s highly acclaimed Retail Symposium. He was the highest rated speaker by our delegates, a real achievement considering the speaker faculty he joined of retailer CEO’s, and was the most demanded speaker for a return performance at the 2012 event.

Proposed Agenda

The following agenda is for guidance only, the final agenda can be agreed between BRC and UKTI once a more detailed outline of the delegates objectives has been confirmed.

Day 1

Morning



- Welcome by Stephen Robertson, Director General, BRC

- UK retail scene briefing - Richard Lim, Economist, BRC
Afternoon 

- Policy briefings – Get to understand the key legislative issues for UK retailers covering 
the whole range of retailer’s responsibilities from voluntary action to government imposed 
regulation. Topics will be decided after a questionnaire of the delegate’s objectives but may 
cover topics such as sustainability, tax, property, employment or a myriad of food-related 
topics.

Day 2


- Morning briefing by our safari guides

- Central London retail safari 

Day 3


- Westfield Stratford retail safari (with potential presentation from Westfield)


Day 4

Morning 


- Supplying UK Retailers – a briefing provided by the BRC Global Standards scheme.
Afternoon

- Retailer briefing – a BRC member company will brief the delegates on their experiences. 
The retailer to deliver this will be approached after the Industry Roundtable event
Day 5

Morning


- Trade Working Group – Introductions and group discussion, including presentations from 
CO’s informing the working group of their markets.
Afternoon

- Free time / travel

UKTI would like this event to be held in October, the BRC would suggest week commencing 31 October.
3) ‘Inward Mission’

The BRC will create a tailored programme of events for overseas delegates to meet UK-based retailers and experience the UK retail market over a period of 3 days. 

The precise details of this element of the programme will be determined by the target audience.  In this context it is worth noting that the “Meet the Buyer” model does not really work in relation to UK retailers. For UK retailers, the “buyer” is the consumer, not other businesses.  So, if the idea is to identify companies in 3rd countries that will “buy” from UK retailers it is unlikely to be successful because these buyers simply do not exist.  Putting UK retailers in touch with overseas suppliers of goods would make more sense conceptually, but is still unlikely to deliver much additional value as UK retailers already have highly sophisticated sourcing policies and supply chains. Put simply, they already have enormous expertise in identifying the best value suppliers for their businesses. What would be of more potential value to retailers would be to meet officials from 3rd countries who are responsible for the investment and market access frameworks in their countries, as these often create the most significant barriers to UK companies wishing to expand their operations to third countries and a three day programme could be devised for this group. Finally, one other potential group that UK retailers could meet might be firms in 3rd countries that wish to partner with UK retailers in expanding their operations into third countries, perhaps through joint venture models.  

A better understanding of the audience is required before the BRC could guarantee it would be of interest to our retail members, in order to ensure we could collate the UK audience UKTI would like.

The following outline is our proposed agenda would be, although this could be amended subject to the delegate’s objectives:

Day 1

Morning



- Welcome by Stephen Robertson, Director General, BRC


- The UK retail scene briefing - Richard Lim, Economist, BRC

Afternoon 


- Policy briefings – Get to understand the key legislative issues for UK retailers covering 
the whole range of retailer’s responsibilities from voluntary action to government imposed 
regulation. Topics will be decided after a questionnaire of the delegate’s objectives but may 
cover topics such as sustainability, tax, property, employment or a myriad of food-related 
topics. The Global Standards and Directory could also be discussed.
Day 2

Morning 


- Briefing by our safari guides


- Westfield Stratford retail safari (delegates split into two groups)
Afternoon


- Central London retail safari (delegates split into two groups)
Day 3

Morning 


- Retailer briefing – a BRC member company will brief the delegates on their experiences. 
The retailer to deliver this will be approached after the Industry Roundtable event

Afternoon


- Trade Working Group Introduction & 1:1’s / small group meetings
* any interpretation costs to be covered by UKTI if required, the BRC can arrange this on their behalf.
In addition to the above, if it would suit the delegates objectives we could arrange for them to meet some of the BRC Associate Members (suppliers to the retail industry including Accountants, Consultants, Financial Services, Information Technology, Logistics, Property, Recruitment, Security, Solicitors plus many other service providers). The best format for this would most likely be some smaller tailored private dinner meetings. 
The BRC would suggest weeks commencing either 14 or 28 February.
Combining the Industry Briefing Course and Inward Mission

Once the audience for the above activity has been discussed further, it may be best to combine the Industry Briefing Course and the Inward Mission. A major advantage of this is the BRC Parliamentary Reception, held on the evening of 1 November. By having the both events run during this week the BRC could extend an invitation to the delegates to attend this highly prestigious event. The evening is a prestigious drinks reception attended by approximately 200 guests including senior retailers together with representatives from business and commerce, MPs, Government and the media. This would be and an ideal opportunity for the delegates to meet a larger number of UK retailers, all within the surroundings of the House of Commons terrace. 

If the Inward Mission was to be bought to week commencing 31 October, we would need to review the programme to ensure the Policy Executives and “safari” guides could take each group separately.

- in depth knowledge of the UK Retail Sector and experience of delivering high profile events of this kind

The British Retail Consortium (BRC) is the UK’s leading trade association for retail representing an industry worth £285 billion. The BRC’s coverage includes every type of retailer, from the large multiples and department stores through to independents. Between them they sell a wide range of products through town centre, suburban, out of town, rural and virtual stores.

The BRC exists to make life easier for our members by:

· Campaigning to promote and protect retailers’ interests

· Advising retailers on threats to and opportunities for their businesses

· Offering members a range of competitive, professional services which add value to their businesses e.g. events, training, publications, procurement 

· Improving the general perception of the retail industry in the UK.

The BRC is the authoritative voice of retail, recognised for its powerful campaigning and influence within government and as a provider of excellent retail information. As such the BRC is ideally positioned to deliver retailer focussed events for the UK market.
In addition to the above trade association activity, the BRC holds a series of Policy Action Groups and sub Working Groups. A newly formed group representing trade and investment specialists within approximately six internationally active BRC retailer member companies provide the strategic direction of BRC activity on current and potential trade policy and trade promotion issues, prepare for events on the policy horizon and raise their own issues.  

This brand new group will act as an information exchange and help consolidate and prioritise the trade-related work of the BRC, in particular co-ordinating BRC engagement with UKTI and BIS.  The Group will also co-ordinate BRC input into the EuroCommerce International Trade Committee.  

Chaired by Andrew Bonser, Director of Public Policy, Alliance Boots, the Group will report to the EU Strategy Group and meet quarterly with additional ad hoc meetings as needed.

- please show your experience of delivering high profile events of this kind
The BRC also runs a range of conferences, dinners and networking events for the retail industry. BRC events respond to the latest trends and current legislation, keeping retailers completely up to date on new business developments, best practice or changes in government policy so they can grow their business, remain competitive and stay compliant. Above all, BRC events offer practical information, policy guidance and excellent networking opportunities.
As well as the smaller topic specific events, the BRC is responsible for the management of the Retail Industry Annual Dinner, the industries most prestigious event which attracts approximately 1300 senior retail stakeholders from across the retail sector, government, civil service and beyond.

BRC events receive frequent press coverage, both in advance of the events and then coverage of the content post event. In 2011, both the Annual Retail Lecture, delivered by Justin King, CEO, Sainsbury’s and the Retail Symposium, with its CEO line-up of speakers including Philip Clarke, Tesco, have received huge national press coverage by the likes of ITV News, The Guardian, The Daily Mail, The Daily Express and the Financial Times as well more industry specific press such as Retail Week, The Grocer and Marketing Week and regional news pieces in publications such as City A.M.
Last year, BRC events attracted over 2500 decisions-makers at all levels from across the retail sector. 
More information on the quality of BRC events is contained within future answers in this document.

 

- outline a plan for working out what industry wants from Business Innovation and Skills - UKTI at the strategic level   

 
Prior to all events, thorough research will be conducted amongst the UK retail audience to ensure the topics and formats being offered are in demand. However, with years of experience in this area, the formats and topics outlined in this proposal have proved a winning recipe with both the attendees and the event partners. The BRC is unique in the market in that not a single event has been cancelled in the past four years, highlighting the quality of the validation research we conduct.

In addition to the above, the Trade Working Group is due for it’s first meeting on 8th September. Caroline Bishop, Head of Events, will be attending this Working Group to gain the feedback of the retailer members and engage them with the project.

- identify strategic partners from within the retail industry who are prepared to contribute/deliver this strategy and future plans
Due to the BRC’s strength of reputation, experience of running such events and engrained links with the industry no such partners would be required.
 

- demonstrate how you will disseminate information about UKTI aims and objectives, and its services; market opportunities  

The BRC has a database of approximately 14,000 contacts within the UK retail industry, a resource which is available to be utilised by the events team. Whilst abiding by UK data protection regulations, the BRC is able to market to, and inform, this large community of our events and the services of our events partners. 

The BRC has recently implemented new IT systems to bring them to the fore-front of email marketing techniques, which will have a vast impact on the way in which we promote our events and manage our delegates. It will also enable us to promote the services of our event partners in a more sophisticated manor.

The following methods are good examples of how we could disseminate the information about the UKTI:

Events Related 

· Speaking opportunity at all events

· UKTI information to be distributed to delegates in delegate packs
· Exhibition stand at each of the events
· Information sent via post-event email to delegates

Other Opportunities

· Editorial opportunities in ‘The Retailer’, the BRC magazine, distributed to approximately 6,000 contacts. 
· Complimentary BRC Associate Membership offering the following benefits:

- Retail Services Newsletter - Associate Members can reserve a position in the BRC’s bi-monthly Retail Services Newsletter. This PDF newsletter provides our Associates with an excellent opportunity to promote themselves, products and services direct to our retail members. Each issue contains copy from around 8-10 of our Associate Members and the entry consists of 20 word (max) headline, 150 word (max) central copy, plus contact details and  company logo.
- Retail Services Directory - All of our Associate Members are entitled to a listing in the Retail Services Directory on our website. This is one of the most visited sections of our website every month. A listing on the Directory consists of up to 100 words company description, full contact details and your company logo. In addition to the listing, our

Associate Members can send over up to three PDF case studies/white papers to be attached to their entry. Associate Members are also listed in the Retail Services Directory in ‘The Retailer’ magazine.

- provide the retail UKTI Sector Group with general support and advice to develop an understanding of the sector. 

As an event partner the BRC would offer complimentary Associate Membership, delivering the following benefits to assist with the UKTI’s knowledge of the industry:

Associate Broadcast

Every month, Associate Members receive Associate Broadcast. This essential newsletter provides a round-up of the current policy work that the BRC is engaged in, giving our Associates inside knowledge of the legislative issues that are affecting the UK retail sector.
Access to the BRC’S Business Information Department

The BRC’s Business Information Department is a gateway to a wealth of facts, figures and statistics on the retail sector. Members with any questions relating to retail can ask the BRC and we’ll do our best to find the answers.
Retail Sales Monitor (RSM)

Since its inception over a decade ago, the Retail Sales Monitor has become the premier indicator

of weekly and monthly sales performance available to the industry. Recently described by the Sunday Times as ‘influential’, The Telegraph as ‘the most authoritative measure of sales performance’ and The Independent as ‘closely watched’, the RSM is viewed as the most respected and trusted monitor of like-for-like and total retail sales in the UK. Our Associate Members receive a link through to the BRC website to download an edited version of the full press release.
Shop Price Index (SPI)

By examining 500 of the most commonly bought goods across 3,000 price points, the Shop Price Index provides a monthly indication of the direction of price changes on the high street. This gives an accurate picture of price inflation/deflation in the most common shopping locations through the UK. Our Associate Members receive a link through to the BRC website to download an edited version of the full press release.
Economic Briefing Report (EBR)

Published monthly, the Economic Briefing Report summarises and analyses all the key economic

indicators, such as interest and exchange rates and inflation. It also provides an overview of the

economic and monetary performance of the UK. The report assesses how external economic

factors influence consumers and therefore the performance of the retail sector, while examining

how the industry’s performance affects the wider economy.
Quarterly Trend Analysis (QTA)

The BRC Quarterly Trend Analysis report is intended for retailers, analysts, economists and other professional bodies with an interest in the retail industry. It provides the reader with an overview of the key variables influencing retail sales during each quarter, with independent insights from a leading economist and an industry analyst. The QTA analyses consumer spending and behaviour, examining the relationship between retail sales, shop prices, consumer confidence and customer traffic.
- provide evidence of experience of leading and managing sector specific events and missions 

The BRC has been arranging retail sector events since the early 1990’s. Below is just a small sample of some of the retail specific events we have run over the last few years, along with information on the delegate’s feedback:
	Event
	Date
	Attendance
	Overall rating (% of feedback responders rating the event as either ‘Excellent’ or ‘Above Average’. Other ratings are ‘Average’, ‘Below Average’ and ‘Poor’ )
	% of feedback responders who would recommend BRC events to colleagues/associates having attended this event
	% of feedback responders who would attend the event again next year

	Policy Lunch: Carbon Footprints
	July ‘07
	30
	94%
	100%
	Question not applicable

	Loss Prevention Conference
	Oct ‘07
	235
	87%
	96%
	98%

	Consumer Law Conference
	March ‘08
	60
	92%
	100%
	Question not applicable

	Climate Change Conference
	April ‘08
	140
	88%
	92%
	Question not applicable

	Annual Conference
	June ‘09
	280
	91%
	100%
	96%

	Crime Partnership Conference
	March ‘10
	120
	89%
	Question not asked
	91%

	Multi-Channel Retailing Conference (Annual)
	March ‘10
	200
	86%
	100%
	95%

	Retail Symposium 2011
	June ‘11
	325
	97%
	100%
	100%


Delegates are always asked to complete evaluation forms and the BRC is very proud that over recent events, 100% of attendee’s feedback has said they would recommend BRC events to their colleagues and associates having attended an event themselves. 
 
2. Acceptable and realistic timetable for delivery
 

- demonstrate the ability to deliver to a set timetable 

The BRC is unique in the market in that not a single event has been cancelled in the past four years, highlighting the pre-event work we undertake to ensure the timing of the event is correct.
The team has experience of running events with lead-times of at least a year, for example, the Annual Retail Industry Dinner, through to highly time critical policy briefings which may only provide for 6 weeks lead-time.

Whenever scheduling events for the retail industry it is crucial we are sympathetic to the seasonal demands placed on retailers. We would recommend avoiding any events that take place after the first 2 weeks of November until 1st February. During this period the retailers are incredibly busy with the Christmas period and new year sales. We also tend to avoid the school holidays as many professionals take annual leave around these times.

The schedules the BRC would recommend are as follows:

1) Industry Roundtable – week commencing 17 October
The BRC would usually aim for a 15 week lead-time for such an event. For an event week commencing 17 October, this would mean that the first activity, securing a speaker would be done at the end of June. However, we are incredibly experienced at running such events with as little as 9 weeks, meaning the speaker would need to be secured, a date confirmed and initial marketing would be carried out asap. 
An event in October is possible, but will be tight if we want to guarantee strong attendance.
2) Industry Briefing Course – weeks commencing 31 October
The timeline for this event relies purely on the availability of our “safari” guides, the scheduling of the Trade Working Group meeting and the availability of the delegates the UKTI would like to invite. At present the guides are available this week and the Trade Working Group could meet again (as the last meeting will have been 8 September).  

3) ‘Inward Mission’ – February or weeks commencing 31 October (combined with Industry Briefing Course)
The timeline for this event relies purely on the availability of our safari guides, the scheduling of the Trade Working Group meeting and the delegates the UKTI would like to invite. 

- realistic allocation of staff and resources (including time) to meet event objectives 

The BRC Events team will work on each project, with one Event Manager dedicated to each event and the support of the Events Co-ordinator and Head of Events as needed.
1) Industry Roundtable

The Event Manager will spend more time on the project in its early stages to ensure the invitation list is of excellent quality. This task, along with securing the speaker may take approximately 3 days per week for the first two weeks. After this point the Event Manager is likely to spend 2 days a week for the remainder of the event lead-up.

The Events Co-ordinator will assist the Events Manager with the invitation process and the event logistics. The Events Co-ordinator is expected to spend at least one hour every day servicing the delegates and assisting the Events Manager.

On the night of the event the Event Manager plus one other (likely to be the Head of Events) will be in attendance.
2) Industry Briefing Course and Inward Mission 

The Event Managers responsible for these events are likely to spend the equivalent of 2 days a week managing this event. The Event Manager will be supported by the Events Co-ordinator for delegate bookings/customer services and logistics. The Events Co-ordinator will expect to spend approximately one hour every day servicing the delegates and assisting the Events Manager.
Events team staff will also attend each event.
3. Appropriately qualified and experience staff 

 
- good track records and ability to deliver to project aims and timetable 
The BRC has been arranging retail sector events since the early 1990’s, with two of the current team having worked with the BRC since 2006. Each year the calendar comprises of between 15 and 25 retail specific events.
The team work incredibly hard to ensure the scheduling of each event is perfect, guaranteeing that the event has suitable lead-times and won’t compete with other industry or national events. The result of this thorough approach means that not a single event has been cancelled in the last four years. 
Below is just a small sample of some of the retail specific events we have run over the last few years, along with information on the delegate’s feedback, which demonstrates the success of the events from the delegate’s point of view:

	Event
	Date
	Attendance
	Overall rating (% of feedback responders rating the event as either ‘Excellent’ or ‘Above Average’. Other ratings are ‘Average’, ‘Below Average’ and ‘Poor’ )
	% of feedback responders who would recommend BRC events to colleagues/associates having attended this event
	% of feedback responders who would attend the event again next year

	Policy Lunch: Carbon Footprints
	July ‘07
	30
	94%
	100%
	Question not applicable

	Loss Prevention Conference
	Oct ‘07
	235
	87%
	96%
	98%

	Consumer Law Conference
	March ‘08
	60
	92%
	100%
	Question not applicable

	Climate Change Conference
	April ‘08
	140
	88%
	92%
	Question not applicable

	Annual Conference
	June ‘09
	280
	91%
	100%
	96%

	Crime Partnership Conference
	March ‘10
	120
	89%
	Question not asked
	91%

	Multi-Channel Retailing Conference (Annual)
	March ‘10
	200
	86%
	100%
	95%

	Retail Symposium 2011
	June ‘11
	325
	97%
	100%
	100%


Below are some testimonials from some of our event partners, demonstrating the success of our events from their perspective:

“As a sponsor and participant, we felt that the event went very well. I’d certainly like to think that we’ll have opportunities to be involved in future BRC events.”

“We were delighted with the calibre and seniority of the IT Directors that the BRC invited to the recent IT Director’s Networking Dinners. We believe this is due to the reputation and impartiality of the BRC as well as the network of contacts they have developed over the years. The evening provided Microsoft with an excellent opportunity to engage our customers in a stimulating and strategic discussion around issues pertinent to the retail industry, thereby strengthening our existing relationships.”

- experience and knowledge of the retail sector 

Between the members of the BRC events team, we have over 15 years worth of experience working solely on retail specific events. In order to develop events that compliment the policy work of the BRC and which appeal to both our retail delegates and supplier sponsors, the team must keep abreast of industry news, “hot topics” and educational requirements.

A huge amount of research takes place during the production of a BRC event. As well as the obvious desk research, and discussions with the BRC policy executives, as a trade association with an engaged community of retail members, the BRC benefits massively from industry advisors.
 
Retail knowledge in naturally ingrained into every member of the team. 

- successful experience of managing projects of this nature 

The BRC events team have built a solid reputation for delivering quality events, best described by the delegates themselves:

Conference and Lecture feedback:
“Retail professionals are bombarded with invitations to attend conferences. This is one of the few, in my view, that should be attended for the valuable political and business insights that participants obtain. I think however busy, you should try to find time to attend.”

“Excellent insight, good speakers and a well organised event. Key for anyone involved in retail.”
“The speakers were so insightful and they were a joy to listen to.”

“I have to say the content was very stimulating and one of the best events I’ve attended.  I look forward to attending next year too!”

“As a sponsor and participant, we felt that the event went very well.  I’d certainly like to think that we’ll have opportunities to be involved in future BRC events.”

“Superb line-up! Genuine debate, insight and interaction. Excellent value and highly recommended! See you next year!”
 “I thoroughly enjoyed the event. The lecture was very interesting and a really good mix of people. Speech was excellent, entertaining, informative, and inspirational. In fact after listening to it I felt really proud to be a retailer.”
“Congratulations on a first class lecture last week!”

Round-table discussion evenings:

“A valuable evening, in part because of the confirmation that we all suffer similar problems and issues”
“Very strong evening which I thoroughly enjoyed, venue and format were very good and I would be very interested in joining the next event.”

- CVs of staff who will be working on this project
The Events team at the BRC consists of the following four members of staff:

Caroline Bishop, Head of Events, BRC Trading Ltd
Educated at Kingston University, where she obtained a BA (Hons) in Business Studies, Caroline has been in the events industry for ten years.

Caroline’s events career started at a photography and graduation services company, managing large-scale B2C events involving up to 8,000 graduates, plus their families, and managing teams of up to 25 members of temporary and freelance staff. In addition to events management she also successfully launched a franchise scheme taking the company into a new market.

Following her time with the graduation services company, Caroline joined the Institute of Direct Marketing (IDM) as an Events Co-ordinator. Here she had sole responsibility for the development and management of a nation-wide events programme, running approximately 30 events per year, which consisted of conferences and networking events for 50 to 400 delegates.
After three and a half years with the IDM, Caroline moved to BRC Trading, the commercial arm of the British Retail Consortium. The last five years have seen her rapidly progress from Event Manager to Head of Events, a role she has been fulfilling for the past three and a half years. 

At the BRC, Caroline is responsibilities for the management of the events team and overall programme of events. The events include a variety of corporate networking and policy-based events, ranging from exclusive meetings and dinners for 25 guests, conferences for 350, networking receptions for 250 and the Annual Retail Industry Dinner for 1300 guests. 
Caroline has recently development a new strategic plan for BRC events, identifying new commercial opportunities in order to increase the events business, both in terms of financial contribution and attendance.
As part of her role it is essential for Caroline to maintain a strong understanding of the Retail industry, keeping abreast of current retail trends and future predictions in order to identify new topics and develop the future events calendar.

Laura Stocker, Events Manager, BRC Trading Ltd

Laura graduated from Loughborough University in 2006 with a BSc in Sports Science with Management and an MSc in Sport and Leisure Management. Following a year of travel she moved to London to pursue a career in Event Management. 

Laura joined the British Retail Consortium in February 2008, and after achieving numerous internal promotions is currently an Event Manager with responsibility for producing and delivering an annual programme of corporate and policy events from conception to completion. These range though small and large conferences, networking dinners, lectures, receptions, policy launches and the prestigious industry Annual Dinner. 

Key aspects of her role include developing interesting and current event programmes, sourcing and briefing speakers, identifying and working closely with event sponsors, overseeing a range of stakeholder relationships, managing event budgets, sourcing venues and generating marketing and design concepts for each event. Laura is also very experienced at organising events on location to guarantee a reliable operation takes place and runs to schedule.
Sarah Brown, Events Manager, BRC Trading Ltd

Sarah graduated from Roehampton University with a 2:2 in Childcare and Education in 2003. She went on to work as a childcare consultant for Childcare Plus, developing business plans and strategy papers for childcare services. It was in this role that she organised her first event for childcare officials in the London Boroughs, a successful briefing followed by lunch.

Sarah started work for the British Retail Consortium in October 2006 where she started out as an Events Administrator and has since progressed and is now an Events Manager looking after a number of events from intimate Directors’ Dinners to large conferences and the large  Annual Dinner at the Grosvenor House Hotel for 1300 guests. 
Sarah’s current role requires her to project manage events as directed by the Head of Events and deliver individual conference programmes from concept to delivery. Events must be delivered on schedule and on budget. It is the role of the events manager to identify, secure and brief speakers to ensure an interesting and informative event programme is developed. Sarah’s role is to identify potential sponsors and exhibitors for events and work closely with them to maintain excellent client relationships and to ensure that their objectives are met as closely as possible. It is also the role of the event manager to create marketing material and develop successful marketing strategies for each individual event to reach the widest possible audience both internally and externally. Sarah works closely with the Events Co-ordinator to ensure that the event administration is effectively and accurately maintained and to contribute to the overall development of the growth and future strategy of the Events Team

Amy Sykes, Events Co-ordinator, BRC Trading Ltd

Amy graduated from Southampton Solent University with a BA (Hons) Event Management and Tourism in 2009, after which she pursued her aspirations to work within the events industry and secured a job as Events Administrator with the British Retail Consortium in January 2010.

Since then Amy has been promoted to Events Coordinator. Key aspects of this role include complete administrative support for the events team, responsibility of all delegate bookings and management of mail-outs, websites and any communication pre and post event, as well as dealing with external suppliers.

Amy also manages some of the smaller events including Directors Dinners and Parliamentary Receptions, dealing with venues, liaising with speakers and sponsors and also managing the events on the day ensuring the run smoothly.

Note: The team is soon to expand to a fifth member who will be responsible for Conference Content Development, however, this person will have limited involvement with the activities listed in this proposal.

As well as the Events Team, the following members of staff are likely to be involved with the project:

Stephen Robertson, Director General, British Retail Consortium

Stephen was appointed Director General of British Retail Consortium in 2008.  Based in Westminster, Edinburgh and Brussels, the BRC represents UK retail, large and small, in lobbying governments and near-government organisations as well as producing key retail data.   Stephen appears frequently in tv, radio and press to discuss business issues.

Stephen’s career has spanned 14 years on the boards of major UK retailers building on earlier management roles with Mars Inc, Unilever and Alberto-Culver. 

Stephen served for seven years as Marketing Director at B&Q plc before leading the acquisition of Screwfix Direct which he then chaired steering it through a period of strong growth. He went on to become Director of Communications at Kingfisher plc and took the helm of the Ellen MacArthur sponsorship.

More recently Stephen served for 3 years on the retail board at Woolworth plc.

In a non-executive capacity Stephen served for 3 years at Fresca, the leading fresh food supplier, and is currently a board member of the National Portrait Gallery Company. 

In 2010, Stephen joined the board of Timpson Group, the privately held retailer which operates mainly under the brands Timpson (shoe repair and key cutting) and Max (photographic services) through 870 shops nationwide.

He is a former Chairman, and now Fellow, of the Marketing Society.
Keith Evans, CEO, BRC Trading

Keith is an experienced Retail Director who has held a unique blend of commercial, operational and change management positions. 

Whilst at Marks & Spencer he was the Director of the Homeware Group and Regional Operations Director for the Scotland, Ireland and the North and Central England. 

At B&Q he was Director of the Showroom and Building Divisions. 

At Sainsbury as the Non–Food Director he had a product portfolio breadth from Petrol to Clothing, and led the development of the TU Brand. 

He has also been the Commercial Director for Curry’s and Business Change Director for DSGi.

Now, as Chief Executive for BRC Trading, he is responsible for the BRC’s Commercial activity including the Global Standards Programme, Training Academy, Publications, Events and Business Development. 

Keith has a passion for Developmental Coaching and is currently studying for his EMCC accreditation.

He has also recently taken on the position as Non Executive Director of The UK Scouts Association. 

 
4. Quality of Costing
 

- clearly outline the elements that make up the cost of the services provided

In addition to the cost outlined below, the BRC would incorporate complimentary membership into the package. The standard cost of this is £3,565.
All amounts listed below are in £GBP and excluding VAT. 
Costs in blue are to be covered separately by UKTI

1) Industry Roundtable
Total UKTI investment required: £11,800
Costs Breakdown:

	Exclusive venue hire
	£4,000

	Catering at £80 per head (Catering would be an integral part of this event and would have to be provided by the 5 star venue chosen)
	£1,700

	Design (invitations and event materials)
	£900

	Print (invitations and event materials)
	£800

	Couriers and BRC transport
	£100

	BRC Event Management Service
	£6,000


2) Industry Briefing Course 

Total UKTI investment required: £25,100.
Costs Breakdown:

	Day 1
	

	Venue hire (£800 per room x 4 rooms)
	£3,200

	Catering (£40 per head x 15 plus speakers) 
	£800

	BRC policy executives (4.5 executives at £800 each)
	£3,600

	Day 2
	

	Venue hire (1 room, design-led venue)
	£1000

	Morning Briefing Catering (£25 per head x 15 plus speakers) 
	£500

	Lunch catering (£25 per head x 15 plus speakers)
	£500

	Study Tour – 2 safari guides fee
	£3,000

	Day 3
	

	Study Tour – 2 safari guides fee
	£3,000

	Lunch catering (£25 per head x 15 plus speakers)
	£500

	Day 4
	

	Venue hire (1 room)
	£800

	BRC staff costs (4 at £500 each)
	£2000

	Lunch catering (£25 per head x 15 plus speakers)
	£500

	Day 5
	

	Venue hire (1 room)
	£800

	BRC policy staff costs (1 at £800)
	£800

	Lunch catering (£25 per head x 15 plus speakers)
	£500

	General
	

	Design and Print 
	£900

	Transport of delegates (executive mini-bus x 1 day)
	£1,000

	BRC Event Management Service
	£6,000


3) ‘Inward Mission’

Total UKTI investment required: £18,100.
Costs Breakdown, assuming 15 delegates:

	Day 1
	

	Venue hire (£800 per room x 4 rooms)
	£3,200

	Catering (£40 per head x 15 plus speakers) 
	£800

	BRC policy executives (4.5 executives at £800 each)
	£3,600

	Day 2
	

	Venue hire (1 room, design-led venue)
	£1500

	Morning Briefing Catering (£25 per head x 15 plus speakers) to be covered by UKTI
	£500

	Lunch catering (£25 per head x 15 plus speakers)
	£500

	Study Tour – 2 safari guides fee
	£3,000

	Day 3
	

	Venue hire (1 room)
	£800

	BRC policy staff costs (1 at £800)
	£800

	Lunch catering (£25 per head x 15 plus speakers)
	£500

	General
	

	Design and Print 
	£1,200

	Transport of delegates (executive mini-bus x 1 day)
	£1,000

	BRC Event Management Service
	£4,000


 
5. Price (Section 6)
 

- please complete the pricing schedule in Section 6 of this document. Section 7 explains how price will be evaluated.

All amounts listed below are in £GBP and excluding VAT. 

1) Industry Roundtable

Total UKTI investment required: £11,800
Payment schedule: An invoice will be raised by BRC Trading and sent to UKTI upon signing of the contract, estimated date 7 September 2011 as work will commence immediately.

2) Industry Briefing Course 

Total UKTI investment required: £25,100
Payment schedule: An invoice will be raised by BRC Trading and sent to UKTI upon signing of the contract, estimated date 7 September 2011 as work will commence immediately.

3) ‘Inward Mission’

Total UKTI investment required: £18,100
Payment schedule: An invoice will be raised by BRC Trading and sent to UKTI upon work commencing. If the Inward Mission is to be bought forward to November then this will be upon signing of the contract.
The above invoicing schedule is typical for BRC events, however, we are incredibly flexible on the dates and the method of invoicing.
3. Insurance (Section 5)
Please see attached.
4. Contact Details

Caroline Bishop

Head of Events

British Retail Consortium

21 Dartmouth Street

London

SW1H 9BP

Tel: 020 7854 8922


30 August 2011
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