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banks and advisers are being a bit
more meticulous and ensuring
every box is ticked. That’s a bit of
a shift from a year or so ago.

Alistair Aird Creditors seem to be
asking more questions and I don’t
have any problems with that. It
means the quality deals are still
going to get done. It’s more of a
redressing of a balance that was
perhaps out of kilter. Good deals
will always find financial homes.

Peter Bovey There may be a
tendency to look more carefully
under the carpet, but if you have 
a good deal it will be able to
withstand that.

Will more companies go under

because of an inability in this

climate to secure further credit?

Clayton Funders will support
businesses as much as they can,
but there comes a point where 
a business will survive or it won’t.
I don’t see that that has changed
particularly.

Clegg If you were looking to raise
money 12 to 18 months ago you
would probably go to one bank to
achieve that. Now it might be two
banks, and potentially three.

Caswell This year might be a good
vintage for investment as some 
of the froth has been taken out.
Sensible debt structures are being
put in place.

Lucas We’ve seen more questions
being asked by our banking
friends. What hasn’t changed is
that the business fundamentals
still look pretty good. But there 
is a period of uncertainty. If we
start to get into a period where
businesses start to produce less
cash and less profit then that
could slow activity.

Coghlan Some of the froth has
been driven by second-tier banks,
but the asset-based lending
market also got very aggressive
and some of those guys are
retreating quite rapidly now.
Already we are starting to see 
one or two of those deals unravel.
They were offering very competitive
terms and management were 
not having to give up equity to get
a deal away. 

In this climate what is the key to

getting a deal away?

Clayton The funding structure has
become more critical. Asset-based
lending was great when the sun
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The headline may mean nothing to
you. It may conjure up images of
staff spending hours on Facebook
in worktime. But it’s not just big
consumer brands that stand to gain
from the explosive growth in online
activity. Blogs and social network-
ing are already generating work
for firms of all sizes.

Fundamentally, all successful
service businesses have four
factors in common: A good strategy;
good people delivering good work;
a reputation which brings work to
them; and a network of contacts
to spread that reputation. Stripped
of the hype, social networking
tools such as blogs, LinkedIn or
Twitter are excellent ways of putting
your expertise in front of a wide
audience without needing to
translate it for copywriters. They
can provide market feedback at 
a speed no research agency can.
Get it right and they enable you to
interact with interested parties in
a way no advert does, and spread
word of mouth referrals faster and
further than any traditional
approach.

If you sell expertise, through
services or products, using social
media tools as part of your
marketing programme needs
serious consideration. Many
contacts will be using this 
“networking” opportunity already.
Will you be at the virtual pre-dinner
drinks, or parked on the latecomers
table at the back?

Social Media Marketing –
The new networking 
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