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and enterprises



The digital era is well and truly with us and businesses
everywhere and of any type are looking to maximise the
potential of what these  technologies can offer. Here in Torfaen
businesses, enterprises and the third sector are embracing the
opportunities and using tools such as social media QR codes
and augmented reality within their marketing mix to support
and grow their operations.

As we fix our eyes firmly on the future and celebrate the
borough’s  unique position to support digital enterprise at
Torfaen’s first Digital Enterprise Festival in April 2013, we have
drawn together  some inspiring stories from organisations who
are already utilising digital techniques along with some articles
from organisations who are at the cutting edge of the
technology. 

So whether you are a small business, a budding entrepreneur, a
tourism based organisation  or a social enterprise, we hope you
find the experiences outlined in the following articles a good
read!

We would like to thank all the contributors for their time in
writing and preparing their articles.
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The next generation of ‘social shopper’ is
expected to emerge as a force to be reckoned
with by 2021 with 41 per cent of the UK’s
consumer population expected to be
influenced by or using social media to make a
purchase, according to new research from
Barclays.

Amongst 25 to 34 year olds this figure is
much higher with nearly half (45 per cent) of
this age group already engaging in s-
commerce. By 2021, the figure will have
jumped to 73 per cent.

Debra Reader Barclays Business manager,
Cwmbran said:
“Shopping has always been a social activity
right back to the days when people bartered
rather than paid for goods. It wasn’t until the
arrival of e-commerce that the social aspect of
shopping was removed. 

“For most consumers the social element is
fundamental – shopping it is a leisure activity
in the British psyche – so being able to
reintroduce this aspect into the online
purchasing process is a powerful tool for
retailers”. 

Around 70 per cent of online shoppers are
already active users of social platforms but the
number of social shoppers is set to grow

further as social micro-blogging websites,
such as Facebook, Twitter and Pinterest
increasingly blur the boundaries between
retail channels in the same way mobile
technology has done.

Where social media is really coming in to its
own is as an influencer and multi-channel
integrator rather than a direct sales channel.
Users are receptive to new ideas, suggestions
and recommendations when on social
networking sites but are not in an active state
of mind to purchase. Translated into revenues,
in the next five years influenced sales are
expected to more than double from £1.4
billion to £3.3 billion. This contrasts with
direct sales which are expected to rise from
£210 million to £300 million. 

The retailers enjoying the greatest uplift in
sales as a result of social media’s increasing
influence are fashion, footwear, music, film
and grocers.  

Debra Reader continues
“When someone you know and trusts makes
a recommendation it’s extremely powerful
and we’ve seen that the social shopper isn’t
afraid to express online how much they want,
love or dislike a product or service. 

“This in turn creates a feedback loop on a
product or brand. As more people post
reviews, more people read them and, in turn,
they give their own feedback which is picked
up by a new group of consumers. Retailers
should be exploring ways to tap into these
communities in order to create more
personalised shopping experiences”. 

For more information please contact: 
Alex Jackson-Proes
Media Relations

Tel: +44 (0) 207 116 4325
Mobile: +44 (0) 782 780 7080
Email:
alexandra.jackson-proes@barclays.com

Follow us on twitter at
www.twitter.com/BarCorp_News
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MOST TRADERS WOULD AGREE
THAT TO STAY SOLVENT IN
PRESSING ECONOMIC TIMES
DIVERSIFICATION IS NECESSARY.

High street shopping as we once knew it has
almost disappeared for social reasons, and
‘shopping centres’ aside, more and more sales are
made to online shoppers and web browsers. 

There are some clear benefits to the small trader
from selling on-line…the main one being the use
of such trading as a second ‘shop window’!

Having a shop which sells not only new books but also second hand and collectible books, we at
Brownings, by careful management and cataloguing of stock on one of the world’s biggest
internet book dealerships find ourselves attracting global trade. A strict stock management
system is essential to ensure the healthy ‘star’ rating which comes from honest book description
and prompt despatch of orders.  The system also offers us the chance to source difficult to find
titles for customers.

Up to date web management is also essential in order to attract and inform the casual browser.
Too many websites are slow to be updated and can give a customer cause to feel that
information is out dated or incorrect. While we do not sell directly from our website, we are
careful to include news of new book arrivals and also maintain useful links with other business
and local attractions. 

Offering a package of information to a potential customer or visitor ensures giving the best
possible incentive to visit and patronise your business.

We believe it is possible to stay performing as a niche business on the high street but we  also
believe that by embracing the growing changes in the market place the trader can offer his
customer not an alternative shopping experience but an extra one. Changes are seldom all bad
and as a new generation of shop keepers we need to recognise that rather than diminishing
sales opportunities, with the right approach and management we could actually offer more!

Browning Books are based in Blaenavon and in addition to general stock they  specialize in local
history, Welsh interest and transport titles, particularly those with a railway content. They also
offer comprehensive world wide book searching for customers.

For more information, contact:
Stephanie & Andrew Nummelin
Browning Books
33 Broad Street
Blaenavon
TORFAEN
NP4 9NF
tel. +44 1495 790 089
http://www.browningbooks.co.uk
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For all but the smallest minority, broadband
internet access is now a way of life and, with
that, comes high quality streaming of both
audio and video. Your website now has the
potential to become the equivalent of your
own television channel.

It may seem daunting but it doesn’t have to
be. There are software tools and local service
businesses that can help you create content
that will tell your story quickly, clearly and in
an engaging manner.

Microsoft’s PowerPoint and Apple’s Keynote
will both output to pure video and both tools
provide an easy to use platform for
assembling a range of media from text,
diagrams, photos, video and audio to tell your
story.

The University of Wales Newport has a long
tradition of producing innovative young
animators and filmmakers who are all
straining at the leash to get their work seen
and they are a valuable resource for Welsh
businesses.  The benefits work both ways –
the animators get experience and the
businesses get expertise.

With YouTube and Vimeo as web streaming
services, it has never been easier or cheaper to
actually deliver web video content right up to
full broadcast HD quality. Even a professional
subscription to Vimeo that allows completely
controllable and track-able streaming with no
branding other than your own only costs a

couple of hundred pounds a year. Integrating
streaming into your web page is simplicity
itself.

The only thing that is left is the story itself.
Rule 1 – keep it short and sweet. Next time
you’re sitting in front of your TV, watch the
adverts and see how much information you
can communicate in 30 seconds. Whether you
have a short clip of a customer talking to
camera about what they think of you or a
sequence of product photos with a voiceover
describing them, the impact is immediate and
visitors to your site will watch and take in the
message.

If you’re not confident in doing it yourself
then talk to us – we have the tools, the
expertise and the experience to develop your
content. It doesn’t cost the earth and it
definitely delivers. 

For more information contact
Simon Edmonds 
Logic Workshop Limited | Strategic,
Technical & Creative Marketing Services

Technium Springboard | Llantarnam Park |
Cwmbran | Torfaen | NP44 3AW | UK

M: +44 (0)7740 194680
DDI: +44(0)1633 647857
FAX: +44(0)1633647900

Website: www.logic-workshop.co.uk
Email: info@logic-workshop.co.uk

A PICTURE IS WORTH A THOUSAND WORDS
AND IF THE PICTURE CAN WALK AND TALK…
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Horse & Country TV, based at Technium
Springboard, LLantarnam Park, Cwmbran has
adopted a wide range of digital techniques to
promote and manage the business and
communication with their customers. It lives on
Sky digital channel 280 in the UK and Ireland
and also online at
http://www.horseandcountry.tv/ . H&C TV
features programming about equestrianism and
British country lifestyle, with daily video, photo
and news updates online. In 2012 the H&C web
team gave the online presence an overhaul to
increase visibility of content and give a greater
emphasis on large, beautiful horse pictures.
And our USP? engaging daily video of horses
and equine celebrities!

Built in Drupal, the site has a very clean design,
with easy access to our top content. To keep
the site running fast and responsively,

particularly during busy periods, the web tech team utilise the Varnish web cache. During the
redesign, we’ve made it easy to find the latest content and for users of the site to upload their
own photos and video to the site, which has led to the site receiving the best stats since its
creation over the last few months. The H&C site was shortlisted in the 2012 Broadcast Digital
Awards for best website, along side Channel 4, E4 and CBeebies'.

With our fast-growing numbers of Twitter and Facebook followers, we are reaching over
100,000 social media users. As well as regular updates to the website, our web editorial team
engage with social media users. This really is the key to social media - not just broadcasting your
message, but engaging with your audience. H&C have won ‘best use of twitter’ in the
Equestrian Social Media Awards in 2011 and 2012.

Our weekly newsletter, which is opted in to by website registrants, reaches out to over 10,000
viewers. It has been designed to present a number of stories from the website as well as TV
highlights for the coming week. Incentivising the newsletter with exclusive offers and
opportunities is a great way to give people a reason to sign up.

You can follow the H&C team on twitter @horseandcountry,
on facebook at http://fb.com/horseandcountry and online at http://www.horseandcountry.tv/

For more information please contact: 
Michael Parker
Senior Web Developer
Horse & Country TV
Technium Springboard, Llantarnam Park
Cwmbran, Torfaen, NP44 3AW

Phone: +44 (0) 1633 647 958
Twitter: @horseandcountry
Skype: mikeathorseandcountry

HORSE   COUNTRY  

PAGE 6



An innovative approach to social media and
digital marketing has led to Cwmbran based
Llantarnam Grange Arts Centre boosting visitor
numbers, increasing customer bookings and
reducing its marketing costs.

Two years ago LGAC had no social media
presence, a very rudimentary website and relied
largely upon hardcopy mailing and print
advertising to promote its contemporary art
exhibitions, educational workshops and craft
shop. Since implementing a digital marketing
strategy the organisation has reaped many
benefits – visitor numbers are increasing at close
to 10% year on year at least in part due to their
thousands of followers on facebook and twitter.
Facebook paid advertising has enabled the arts
centre to specifically target potential customers
based upon location, age and interests. This has
not only resulted in a dramatic surge in
workshop bookings but has also proved much
more cost effective than traditional print based
advertising.

The centre’s café has been utilising location
based social media such as foursquare to offer
promotions and artists talks are now
videostreamed live to facebook and twitter
allowing those watching to post questions in
real time. Llantarnam Grange Arts Centre has
also migrated most of its customer base away
from receiving exhibition invitations by post to
receiving email based versions – not only
making significant costs savings on postage but
also being able to monitor the numbers
opening, forwarding and clicking on emails.

Future plans for the centre include a much
higher level of integration between its website,
social media sites direct mailing system as well
as the implementation of an online booking
system for its workshops.

For more information contact:
Charles Fountain
Marketing Officer
Llantarnam Grange Arts Centre
Canolfan y Celfyddydau
St. Davids Road
Cwmbran
Torfaen
South Wales
NP44 1PD

Phone: 01633 483321
Website: www.lgac.org.uk
Email : info@lgac.org.uk    

Follow on
www.facebook.com/llantarnam.grange
www.twitter.com/LGAC_tweets
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As a social enterprise and centre for young people we find one of
the best ways to reach young people is digitally, through Facebook
and Twitter.

On a daily basis the centre’s Facebook and Twitter accounts are updated with any activities
going on, courses running or just general daily info for our young people.  So far the Facebook
page has 788 likes and is reaching young people all across Torfaen and Wales, even reaching a
few young people as far away as the USA, Australia and the Netherlands. It is also a great way
for us to reach other organisations in the local area letting them know what we do and all the
different opportunities we can offer young people. 

For the first year ever the CCYP decided to open on Christmas Day.  Through our marketing and
publicity drive through Facebook and Twitter we were inundated with donations, we were given
cash donations by Councillors, Committee Members and friends of the centre,  food from
ASDA, Bookers, Mandy’s Cakes, Willis the Butcher, Aldi,  The Saloon Grill, The Hog Roast, The
Harvester and also hampers donated by SWALEC and a local Chocolatier. The South Wales
Argus, The Six in Hand Pub, TYPSS and numerous local individuals donated huge amounts of
toys, games and clothes to Centre for the young people.

Cwmbran Centre for Young People acts as a  drop in centre for young people up to the age of
25 years and is open 52 weeks a year, 12 hours a day.  We provide a wide range of activities and
services including  an after school club, a counselling service, mentoring and support services,
traineeships and apprenticeships weekly job club, healthy living kitchen and a gym. We also
provide workshops, and are involved with a number of performing and visual art projects. We
run an Information Shop and can offer a wide range of  support in terms of life skills  and work
experience opportunities. We also link with a number of other agencies such as Bernado’s,
Princes Trust, Morphius, Bron Afon, Construction Youth trust.

CWMBRAN CENTRE FOR YOUNG PEOPLE
Glyndwr Road
Cwmbran Torfaen P44 1QS

Call: 01633 875851
Email ccyp.cwmbran@gmail.com

CHECK US OUT AT
TWITTER: @CCYPCWMBRAN        
FACEBOOK: CWMBRAN CENTRE FOR YOUNG PEOPLE

CWMBRAN CENTRE FOR YOUNG PEOPLE
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LAST YEAR, I WAS ASKED TO
WRITE A REVIEW ON SOCIAL
OR DIGITAL MEDIA AS SUPER
ROD WAS RECOGNISED AS
ONE OF THE MORE ACTIVE
COMPANIES WITHIN OUR
INDUSTRY.

The subject asked if it represented an
opportunity or a distraction from our real
business. Twelve months on, I have now delved
into the subject further in relation to our own
industry.

Before we go any further, let’s answer the initial
question. Nearly 50% of contractors engage
with social or digital media with reference to
making purchasing decisions. So, the answer is
definitely yes, it’s an opportunity, but with the
proviso that to exploit the opportunity, your
efforts must be just as focused as the rest of
your marketing mix.

So now we are concentrating on the
opportunities, where do we go? There are a
wide range of options from Facebook, Twitter,
Google+, Linked-In and many more, each one
with its own particular approach to ‘spreading
the word’.

The numbers are frightening; Facebook has over
a billion subscribers. It seems to be where the
world connects with friends across the globe,
sharing pictures, ‘liking’ companies and
products.  They certainly are a key player in the
B2C market and great for building culture
around your brand.

Others take a different approach, like Google+
with its circles allowing you to segregate your
friends and followers into different groups and
customise your messages to them making the
information more relevant. In terms of this
media, they are new players, but who would bet
against Google making it work.  They are
definitely one to watch. This leaves ‘Linked-In’,
often described as the business world’s
Facebook.

Linked In allows you to research companies,
individuals and offers an incredible database of
contacts and information for sales professionals.
Of course this is not without risk, i.e. unless you
protect your contacts, they are there for the
world to see and could be exploited by your
competitors.

On the positive side Linked In provides a
platform to either take part in or initiate

discussions that are relevant to particular groups
within our industry. As with anything, what you
get out is directly linked to what you put in.  The
opportunity is there to become a real ‘thought
leader’ as they call them in the US.

The opposite to this focused approach is Twitter,
which allows you 140 characters to blast out
your message or link to further information.  It is
a shotgun approach, but when linked with other
activities, it can be a great way to promote
events such as trade counter mornings etc.

So now the question is if you are going to get
involved, what should you post and how do you
determine the mix of your own selling messages
whilst becoming recognised as a source of
interesting material?  Posts relating to your own
organisation need to reflect the rest of your
marketing message.

As far as sharing information, there are multiple
choices available. Four of my personal favourites
are of the course, the Electrical Wholesaler
magazine (www.ewnews.com); Professional
Electrician magazine, Electrical Times magazine
and for a more global perspective, the excellent
TED magazine.
All of these provide us with excellent up-to-date
coverage of what is going on within our industry
both home and abroad.  They also make it
incredibly easy to share any stories at the simple
click of a button.

For those who really want to delve further into
this world and are interested in driving our
industry forward as a whole, please feel free to
contact either myself personally, via any of the
usual channels of e-mail, Linked-In or phone.
You can also follow me on Twitter
@SuperRod2010 or @SuperRodDSU.

Super Rod, based in Blaenavon, manufacture
cable routing products for installers of cable.
They have recently won The Queen's Award for
international trade, their second award from the
Queen in five years.

Please visit:
www.super-rod.co.uk
for more information.

By Malcolm Duncan,
Managing Director of
Super Rod
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The website design is only one part in the
overall process to build a successful online
presence.

Here are 7 key principles to follow for online
survival:

1) Create a business brand identity and stand
out from the rest. Recognise your business
by a logo, symbol, font or strapline and use
your brand identity throughout your online
presence.

2) It is important to research the market
before you start to develop your website.
Follow online trends, find the gaps and
write effective content based on the
results.

3) Create a user-friendly design which is easy
to navigate. Make sure the website loads
fast to ensure the visitor doesn’t get
frustrated and click-offs your site due to
performance issues.

4) Analyse the behaviour of your visitor’s
journey throughout the website.  Discover
what is working and adjust the website in
response to the findings.  For example, do
the majority of your visitors access the
website via a mobile device?  If so, how
does your website look on a mobile
device?

5) Know your audience. Do you know how
your clients are engaging on the internet?
Do they use social media? Is social media
an important attribute in your industry? Do
you need social media to be interactive on
your website?

6) If you are using several online solutions to
run your business, do they all follow your
brand guidelines? For example, does your
Website, Facebook and Twitter all follow
your brand? It is important to grow a
consistent brand on the internet for people
to instantly recognise your business.

7) Your website is one of the most flexible
and instant marketing tools available for
your business. It is also your shop-front to
the world so keep it up-to-date and active
to reflect your business.

About Bell IT Solutions Ltd

Bell IT Solutions is an innovative, bespoke IT
consultancy firm which specialises in
sophisticated website design and support.
They provide internet research and marketing,
search engine optimisation (SEO) and mobile
device compatibility to ensure that your
business website performs at optimal levels.

They are authorised resellers of the Google
Apps cloud solution for business and run
regular interactive seminars and workshops on
WordPress website design, Search Engine
Optimisation and Cloud Computing.  All
training can be delivered in English, German
and Polish to support the growing number of
international employees in Wales.

Bell IT Solutions Ltd
Address Chapel Lane, Cwmbrân. NP44 2PP
Tel 01633 864366  Fax 01633 864472

Email hello@bellitsolutions.co.uk
Website www.bellitsolutions.co.uk
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The digital era has brought with it new
opportunities for marketing and communication.
Exciting developments are taking place in the field
and with an increasing number of people
accessing the Internet from mobile devices,
having a mobile strategy is essential. It is vital to
provide a good user experience for all mobile
visitors. Organisations are now able to  create
innovative and rich mobile websites, digital apps
and cutting edge marketing campaigns that are
automatically optimised for every mobile device,
on any network, anywhere in the world.

QR CODES

QR Codes are being increasingly used in magazines, posters and many other forms of physical
print as well as on screens and digital signage. 

Simply by downloading a tag scanning app (one time only) to a mobile phone, e.g. Mobile Tag
and scanning the tag with a camera phone, predefined content is delivered to the handset such
as video and music, maps, VCards, promotions, vouchers and other web content that is
optimised for mobile phone viewing.

BENEFITS:

• Short-cut to pre-defined content on mobile phones without having to open a web
browser, type in a long URL and search for specific content

• Effectively target customers in specific locations, on screen or in print
• Immediately engage with and interact with customers

So when you are planning your next digital marketing campaign, don’t forget to think about
some of the new and exciting technology that you could use to reach and engage with your
customers.

ABOUT CANDITV

Canditv is a market leader in mobile software and technology development, enhancing
traditional out-of-home marketing and communications by exploiting the power and potential
of Smartphones to engage and personalise every experience. 

Our technologies are currently being used to deliver the ‘Blaenavon Passport’ project with
Torfaen County Borough Council, enabling locals and visitors to the region to engage and
interact in real-time with digital content that will deliver rich user experiences in a wide variety of
contexts. A new website, augmented reality, video and audio content are just some of the
elements that will help make this new digital app a real success.

Contact: Annabelle Griffiths
Email: Bella.griffiths@canditv.com

Website: www.canditv.com
Tel: 08458 733200
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“To book your FREE place at any of the events
and to register your interest in the drop-in sessions,
please go to:

www.torfaen.gov.uk/digitalfestival
and follow the links”

To find out more about the Torfaen Digital Enterprise Festival,

visit: www.torfaen.gov.uk/digitalfestival
email: digital.festival@torfaen.gov.uk
or call 01633 648306,
or follow us on Twitter and Facebook.

@TorfaenBiztorfaenenterprise


