
The 31st May is looming
   By the time you read this the 
opportunities to submit your 
Personal Licence renewal 
application will be limited, 
assuming of course that your 
Personal Licence was issued 
before 1st September, 2009 
and now needs renewing. 
  By all accounts most people 
seem to be delaying submitting 
their paperwork to the last 
minute, which is undoubtedly  
a high-risk strategy. Even 
though Fife Council has taken 
on additional staff to deal with 
the expected level of 
applications they do not have 
sufficient resources to process 
all the remaining applications 
in what time is now available. 

   If the PL renewal is not 
issued by the Licensing 
Department by the  31st 
August irrespective of whether 
the paperwork was submitted 
before the 31st May deadline  
the Scottish Government has 
made it clear that the 
Personal Licence will be 
forfeited.  As we have 
pointed out previously the 
Licensing Boards and 
Licensing Departments have 
absolutely no discretion on 
this point which is why the last 
minute rush is likely to end in 
tears for some, particularly 
for Personal Licence Holders 
who are designated Premises 
Managers. 
   We can nag no more!
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Tom Johnston’s Secretary’s Blog
For this, my penultimate blog, editor Jeff asked me to pen some thoughts on work/life balance. I’m not 

entirely  sure why. I seldom, if ever, achieved it during my professional career: I’m not even certain I manage 

it in retirement. But here goes.

Do you give yourself at least a day  off every week? With margins tight and staff either unreliable or 

expensive, there is a real danger of getting onto the dreadful treadmill of a seven day week. Once you’ve 

been doing that for a while, it can get  so bad that you even feel guilty  if you take a little time to yourself. I 

was pretty  busy virtually  all the time I was in practice. I worked for at least part of the day most Sundays. 

But, for me, Saturdays were sacrosanct. I can count on the fingers of one hand the number of times I broke 

my resolution. What day  would work for you? And if it’s difficult getting cover, dare I suggest that you close 

your place on a day you know is going to be quiet.

Stress is a killer. If things are getting you down, what will work as a stress buster? In the 18 month 

transitional period to the coming into force of the 2005 Act I was working 80 – 90 hours a week. I knew I 

should be going to the gym, but kidded on I was too tired. My wife signed me up with a taster session with a 

personal trainer, something I have maintained to this day. Now gyms and personal trainers don’t fit 

everyone’s budget. So why not get the bike out of the shed, service it and head out? Or just walk. Many 

years ago, I had a client who had moved into the trade from a retail background. One fine day he got on the 

scales and discovered he had put on two stone (thirteen kilos in new money). He changed his routine, began 

his day with a five mile walk, and the weight fell off.

Insurers regard people in the licensed trade as high risk, largely  because too many become their own best 

customers. You don’t need me to tell you of the dangers there. If you are concerned about yourself, or 

someone in your family, there is plenty  of help  out there. Your GP can give you details. But sometimes you 

just need someone independent and discreet to talk to. That’s yet another area where the Fife LTA can help. 

The majority  of the board members are active or retired licensees. They’ve seen it, done it, got the tee shirt. 

They  may well have encountered the same problems you’re having. If you would like a quiet confidential 

chat, get in touch. 

Life’s not a dress rehearsal.



Boosting footfall 
   For the last couple of months we have looked at some 
ideas for attracting and retaining custom. The purpose was 
to put forward some suggestions which themselves may 
prompt further, more appropriate ideas.
   To start off this month we will consider a couple of 
market segments. For many years bikers have had a bad 
press, with the result that a lot of premises will not 
welcome them. These days more often than not these 
guys are professional people who have finally been able to 
live the dream by re-creating their youths - or creating a 
youth they didnʼt quite manage first time around. This is 
especially the case with ownersʼ clubs as a typical biker 
will be an accountant or a chartered surveyor riding his 
prized BMW or Harley on a summer weekend.
   Rather than copious amounts of alcohol these guys are 
more likely to be interested in a pot of tea and the 
likelihood of them causing any trouble is negligible, unless 
you harm their treasured bikes in any way! Furthermore, 
once clubs know that you are prepared to cater for them 
you can expect repeat business as you will be marked on 
their maps. The same is true of other special interest 
groups such as hikers, ramblers and cyclists. During the 
spring and summer months many cycling clubs organise 
medium to long distance bike rides -  a 100 mile round trip 
is not unusual. Having somewhere to stop for soup and 
sandwiches, pots of tea as well as the odd half pint can be 
very attractive and it is possible to quickly establish your 
outlet as a regular watering hole.
   Similarly there are many pubs and hotels which do not 
welcome dogs. With some basic ground rules manʼs best 
friend should not be a problem and by providing a water 
bowl and a box of biscuits it wonʼt take long for the dogs to 
remember this and drag their owners to your premises! I 
can guarantee it works.
   There is scope here for the licensee to be pro-active. By 
researching or being aware of what your area has to offer 
means that you are equipped to contact the appropriate 
clubs and societies to make them aware of what you can 
offer and to develop a package for them, whether it is 
accommodation or just soup and a sandwich. Over time it 
may make sense to offer other targeted facilities, such as 
those for puncture repairs and other emergency servicing.  
   Although most pubs have been around for many years 
that does not mean that they cannot keep up with the 
times. Embracing technology can mean that you can 
attract and retain the tech savvy customer. Offering mobile 
phone and tablet charging, WiFi and facilities for laptops 
can make the difference and can lead to repeat visits.
   People who need glasses to read or to watch the TV 
have a habit of leaving home without them. A pub can 
invest in a range of reading glasses in various strengths 
for peanuts. The Pound shops routinely have some 
reasonably good quality glasses and a set for behind the 
bar will cost between £10 and £20. Such little features 
about a pub are remembered.
   In addition having a couple of the daily papers on the 
bar for customers can generate regular custom. It does not 

need to be much, having one of the nationals and one of 
the local papers such as The Courier or Advertiser should 
do the job unless your pub quickly turns into a reading 
room in which case it would clearly make sense to invest 
in more titles.
   Having considered the needs of the technology-minded 
there are many who like to take a break from their screens, 
interestingly (once they acquire the habit) particularly 
youngsters. To this end having a range of board games 
can keep them coming back. These can be picked up from 
charity shops for pennies. If there is sufficient interest a 
particular board game could be developed into a local 
league. Examples include chess, draughts, backgammon, 
Mah-jong, cribbage, Monopoly - the options are endless.
   Having a modest library of books can be useful and 
again these can be sourced and topped up cheaply from 
charity shops. If a customer gets particularly involved in a 
book and wants to take it away this is a charity box 
opportunity. Alternatively books can be swapped and over 
time the library can become self-sustaining, with the only 
requirement being to weed out the dross every now and 
then.
   Pub quiz books are particularly popular and can mean 
that a group of customers can have a pint and their private 
own quiz with no effort on your part, which again can 
evolve into a regular event.
   It does not have to be books. Magazines can fulfill the 
same function. Having a pub magazine rack can operate 
on the same basis and you will probably find that 
customers bring in magazines that others may be 
interested in which means that again once it is established 
it costs you nothing.
   The point here is that people need more than empty 
space to occupy them when they are having a drink.
   Returning to the attractions your local area has to offer 
there could be an opportunity to negotiate access to such 
attractions for customers coming some distance. Some 
random examples are stately homes and gardens, fishing 
permits, clay- pigeon shooting, bird-watching etc. Most 
regions have their own version of the “Green Pass” 
scheme which provides for limited time discounted golf at 
a variety of local courses.  These mean that the golfer can 
play a different course typically for three or five days for a 
set price - usually between £50 and £100.
   In this series of articles we have tried to consider some 
of the less obvious ways of attracting custom. The more 
obvious ones have their place, such as pool and snooker, 
darts, other pub sports and, of course, televised sport. We 
have almost reached the stage where all televised sport is 
in the hands of the subscription services, the costs of 
which are only heading one way, and this at a time when 
the majority of people have access to the same content at 
a fraction of the cost to the pub. Add to that the availability 
of cheap drink from the supermarkets and it is abundantly 
clear that the pubs no longer have the sport USP that they 
once did. Time to dig out the cribbage board?



The Licensing Forum
   One of the features of the Licensing (Scotland) Act 2005 
was the creation of the Local Licensing Forum. Each 
Licensing Board is required by the Act to establish and 
maintain a forum whose function it is to advise the 
Licensing Board on licensing policy as it affects the 
Licensing Board area.
   The Forum is composed of members with a range of 
stakeholder interests such as public health professionals, 
the police, premises licence holders, personal licence 
holders, community councils, sports and social clubs. 
Meetings are held four times a year with an annual joint 
meeting with the members of the Licensing Board. 
Meetings are attended additionally by Licensing Standards 
Officers and often by individual Licensing Board members. 
Members of the public can attend meetings but usually are 
not permitted to participate, much like Council meetings.
   Periodically the Licensing Board is required to review 
and publish its Licensing Policy Statement and this is 
where the Local Licensing Forum becomes involved.
   These days the most contentious part of the Policy 
Statement concerns the issue of “over-provision” ie 
whether the Licensing Board area - or parts of it - are 
over-provided for in terms of licensed premises, or types 
of licensed premises. Increasingly this is tending to focus 
mainly on off-sales outlets, although it is fair to say that 
these days this is an inexact science, and particularly with 
the growth of on-line sales and home deliveries it can be 
somewhat academic.
   Licensing Forums can call for what ever research is 
available in order to assess what changes if any need to 
be made to the Licensing Policy Statement before 
submitting their suggestions to the Licensing Board.
   One thing that the Licensing Forums cannot do is 
generally to discuss and give an opinion on individual 
licences and licence applications. From time to time there 
are representative exceptions - Amazon being a good 
example - where a licence takes the licencing regime into 
new and untested territory. It is fair to say that technology 
is moving the market on faster than licensing regimes can 
keep up and this perennial game of “catch-up” is unlikely 
to change any time soon.  
   Licensing Forums are taken with varying degrees of 
seriousness, depending on the attitude of the Licensing 

Board and also the composition of the Forum. In some 
areas the Licensing Forum is largely ignored but in Fife we 
are fortunate to have both a very good Licensing Board 
and a very good and well supported Licensing Forum.  
The Board and Forum enjoy an excellent and productive 
dialogue. The Forum provides the means for the views of 
Licensing Board members to be made known in 
Government consultation exercises, two particularly 
relevant ones of which are underway at the time of writing 
on the subjects of the Guidance To Licensing Boards that 
the Scottish Government is obliged by the 2005 Act to 
issue to Licensing Boards periodically; and on the fees to 
be charged by Licensing Boards for Occasional Licences. 
   The Guidance To Licencing Boards is long due an 
overhaul as there were serious inadequacies with the 
original which has remained unchanged since it was first 
issued in 2008.
   The second consultation is an interesting one for 
licensees as the cost of processing and issuing 
Occasional Licences has also remained unchanged since 
the 2005 Act came into force. At present Occasional 
Licences can be had for £10, a charge that bears no 
relation to the administration costs the Licensing 
Department incurs. Furthermore, it is now clear the the 
Occasional Licence system has been abused by operators 
wishing to avoid the costs of a full licence. An increase in 
costs should go some way to addressing this issue.
   One of the difficulties that all Licensing Forums face is 
attracting new members, particularly from certain 
stakeholder groups such as young people. Although being 
a Licensing Forum member is a voluntary role it is an 
interesting one that only takes up a couple of hours once a 
quarter plus a couple of hours for the annual joint meeting.
   Fife Licensing Forum is itself looking for some new 
members, ideally to represent interest groups that 
currently  have no representation. Three in particular are 
lacking, young people, personal licence holders and local 
community groups/community councils. If you are 
interested in finding out more or if you know of anyone 
who might be interested please contact me, the editor. 

Contact details are at the end of this edition.



Lindores Abbey Cocktail of the Month

                 

Personal Licence Renewals
   A report appeared in the 18 April edition of the 
Scottish Licensed Trade News noting that across Scotland 
75% of personal licence renewal submissions have yet to 
be made.
   At the annual joint meeting of the Fife Licensing Board 
and the Fife Licensing Forum on 25th April an update on 
the Fife situation was given.  Across Fife 1093 personal 
licences fall due for renewal by 31 August, 2019.  As of 21 
April 120 renewals had been granted with a further 178 
being processed. So less than 30% have been or are being 
dealt with.
   Clearly there will be a natural wastage element to the 
overall number as individuals move out of the licensed 
trade either through retirement or by changing careers 
but a majority of the 72% outstanding will undoubtedly 
need to be renewed.
   Whilst the Liquor Admin at Fife Council have done what 
they can to have the resources available to process the 
expected volume of applications there is nevertheless a 
looming crisis with the apparent size of the last minute 
rush. This glut will inevitably create problems as Liquor 
Admin’s resources will be hard pressed to cope with with 
that concentrated volume.
   The second part of the renewal process is the Police 
checks and although the last minute rush will put pressure 
on the Police Fife licensing team they remain confident 
that they should manage.
   In the event that a Personal Licence Holder is not able 
to complete their training ahead of the 31 May deadline, 
or has not received an appropriate training certificate 

Liquor Admin may accept a renewal application with the 
renewal fee accompanied by the previous training 
certificate, on the basis that a new training certificate is 
submitted before the licence is due to expire on 31 
August, 2019. To be on the safe side if this option is tried 
we would suggest submitting the original training 
certificate from 2009 and the refresher training certificate 
from 2014 with the renewal application.
   However, be aware that if no up-to-date training 
certificate is received by 31 August the Licensing Board is 
given no room to manoeuvre by the legislation and the 
licence will be cancelled. The Scottish Government have 
confirmed that failure to meet the deadlines will result in 
loss of licence.
   It should also be borne in mind that a renewal 
application that is not accompanied by any evidence of 
training will not be processed.
   One further point: if you are not the Premises Manager 
for your premises does your Premises Manager’s licence 
need renewing? That could be embarrassing to say the 
least.!
   As a matter of interest Fife’s experience is better than 
some other licensing board areas. Midlothian have only 
received 12% of their expected renewal applications with 
the Scotland-wide average being 24%. Of these 61% have 
been processed. With just a month to go before the 31 
May deadline there is a clear message:-

RENEW IT OR LOSE IT!!! 

            Talk to John Barclay.      Tel 01333 303153

The Huntingdon High Ball
(This was produced in honour of the 1191 founder of Lindores Abbey  - 
the Earl of Huntingdon).

Ingredients: 
	
 50mls Lindores Abbey Aqua Vitae
     10ml simple syrup (2 parts sugar: 1 Part water)
	
 6 mint leaves or lemon verbena if available
   
Method: Serve in a highball glass over ice topped up with soda to taste.



Overheads 

PPG use ‘Group Buying Power’ to negotiate exceptional rates with suppliers 
for Electricity & Gas, Merchant Services, Waste Collection & Water Rates.

Tap into our pricing structure and start boosting your profit margins. 

Call us at PPG if you want a better deal
Tel: 01592 750106 (ask for Ian or Lyn)

Email: info@ppg-uk.co.uk

PPG MERCHANT SERVICES:

The Lowest Rates for Card processing & Amazing Deals on Terminal Rental

Don’t get stuck in a 5 year deal that you cannot get out of with hidden costs that push your 
costs through the roof. On average we save our clients 30% on their merchant services costs.

Why choose PPG for your merchant services?

• The Lowest Card rates offered regardless of your turnover
• No set up fees and No minimum monthly charges
• Terminals accept Contactless, Chip & Pin, Magistripe, NFC payments
• Cashback facility & Currency Conversion included
• Your choose the length of your contract from 12 months to 60 months

                    # Countertop Terminals just £6.25 per month (full details on request)
                    # Portable Bluetooth Terminals just £9.50 per month (full details on request)

Did you know?
You don’t need a separate telephone line for the terminal so cancel your fax line & save even 
more money! Use a line splitter on your main landline or connect it to your broadband router 
or your wi-fi set up for maximum flexibility. 

Trust PPG to get you the very best deal on your merchant services.

Call us at PPG if you want a better deal
Tel: 01592 750106 (ask for Ian or Lyn)

Email: info@ppg-uk.co.uk

“Make significant savings by lowering your major business overheads”

mailto:info@ppg-uk.co.uk
mailto:info@ppg-uk.co.uk
mailto:info@ppg-uk.co.uk
mailto:info@ppg-uk.co.uk


Next Licensing Board meeting:! ! !        10 June, 2019" " " 12 August, 2019
  Last date for Boardʼs Receipt/Copying/Registration              23 April, 2019" " " 25 June, 2019
  Letters to Applicants/Neighbours                                           30 April, 2019" " "     2 July, 2019
  Advertisement                                                                           7 May, 2019" " "     9 July, 2019
  Pre-Meeting                                                                            28 May, 2019" " "   30 July, 2019
  Last date for objections and representations                          28 May, 2019" " "   30 July, 2019
  Issue Agenda                                                                          31 May, 2019" " " 2 August, 2019
Note: There may be additional Licensing Board meetings to deal with Personal Licence Renewals

Licensing Board

Thorntons LLP provide our 
emergency legal helpline service for 
Members. This covers both licensing 
and employment issues. The initial 
consultation is free of charge with 
subsequent work and representation 
being at special scale rates for FLTA 
members. A separate leaflet has been 
produced by Thorntons covering the 
full range of benefits they are offering 
to members.

Condies provide a helpline for tax 
and accounting matters. Condies are 
based in Dunfermline and Edinburgh 
and provide a wide range of proactive 
business advice in addition to 
traditional accountancy services. They 
are long standing friends of Fife LTA.

Lindores Abbey Distillery is the 
latest addition to Scotland’s distilling 
estate and is built on the site of the 
historic Lindores Abbey, which also 
happens to be the location for the 
first written record of whisky 
production.

            Our Sponsors                                       A Man Walked into a pub...

Every night, Dougie is in the pub drinking. And every 
night, his wife, Jeanie, yells at him when he gets 
home. One day, one of Jeanie’s friends suggests that 
she try a different tack. "Welcome him home with a 
kiss and some loving words," she says. "He might 
change his ways."

That night, Dougie stumbles home from the pub as 
usual. But instead of berating him, Jeanie helps him 
onto the sofa, puts a cushion behind his back, 
removes his shoes, and gently massages his neck.

"It’s late," she whispers. "I think we should go 
upstairs to bed now, don’t you?"

"Might as well," says Dougie. "I’ll just get in trouble if 
I go home now."

The Wholesaler Registration Scheme

When booking your refresher or renewal training with John 

Barclay don’t forget that FLTA members get a £20 discount 

voucher with their subscription.

Contact John Barclay on 01333 303153 or by email on 

jonmagbar@blueyonder.co.uk

A “heads-up” from one of our members. Some 
wholesalers require their licensed trade customers to 
produce their Premises Licences annually in order to 
benefit from non-MUP wholesale prices. It might be worth 
checking your invoices because if you can show that you 

should have been charged the lower Licensed Trade 
wholesale price you may be due a refund.

Training

mailto:jonmagbar@blueyonder.co.uk
mailto:jonmagbar@blueyonder.co.uk


Business Gateway Courses 
March/April  

Mastering Selling Skills 20.5.2019 09.30 - 12.30 Business Gateway Izatt Ave, Dunfermline
Running your new business 21.5.2019 14.00 - 15.00 Business Gateway Holiday Inn  Dunfermline
Newly Self Employed 22.5.2019 09.30 - 12.30 Business Gateway Izatt Ave, Dunfermline
Encouraging Innovation 22.5.2019 10.00 - 14.00 Business Gateway Falkland Gate G’rothes

Twitter & Hootsuite Intermediate 28.5.2019 09.30 - 12.30 Business Gateway Falkland Gate G’rothes
Negotiating & Presentation 29.5.2019 09.30 - 12.30 Business Gateway Falkland Gate G’rothes
Bookkeeping 3.6.2019 09.30 - 12.30 Business Gateway Izatt Ave, Dunfermline

Bus. Planning/Finance/Mkting 3.6.2019 18.00 - 21.00 Business Gateway Holiday Inn  Dunfermline
Real Results From Your Website 4.6.2019 09.30 - 12.30 Business Gateway Saltire House G’rothes
Running your new business 4.6.2019 18.00 - 19.00 Business Gateway Saltire House G’rothes
Managing Millenials 5.6.2019 09.30 - 12.30 Business Gateway Falkland Gate G’rothes
Basic Social Media Marketing 6.6.2019 09.30 - 12.30 Business Gateway Izatt Ave, Dunfermline
LinkedIn for Business 12.6.2019 09.30 - 12.30 Business Gateway Falkland Gate G’rothes
Newly Self Employed 13.6.2019 09.30 - 12.30 Business Gateway Saltire House G’rothes
Bus Expenses & Cap. Allowncs 19.6.2019 09.30 - 12.30 Business Gateway Izatt Ave, Dunfermline
Motivating and Managing Perfm 19.6.2019 10.00 - 14.00 Business Gateway Falkland Gate G’rothes
Search Engine Rankings 20.6.2019 09.30 - 12.30 Business Gateway Saltire House G’rothes
Social Media Video Production 25.6.2019 09.30 - 12.30 Business Gateway Falkland Gate G’rothes
Advanced Social Media Mktng 26.6.2019 09.30 - 12.30 Business Gateway Izatt Ave, Dunfermline
Running your new business 26.6.2019 18.00 - 19.00 Business Gateway Holiday Inn  Dunfermline
Wordpress for Beginners 27.6.2019 09.30 - 12.30 Business Gateway Saltire House G’rothes
Bookkeeping 1.7.2019 09.30 - 12.30 Business Gateway Saltire House G’rothes
Bus. Planning/Finance/Mkting 1.7.2019 18.00 - 21.00 Business Gateway Saltire House G’rothes
Running your new business 3.7.2019 14.00 - 15.00 Business Gateway Saltire House G’rothes
Marketing Your Business 8.7.2019 09.30 - 12.30 Business Gateway Saltire House G’rothes
Advertising with Social Media 9.7.2019 09.30 - 12.30 Business Gateway Saltire House G’rothes
Pinterest, Instagram for Bus. 10.7.2019 09.30 - 12.30 Business Gateway Falkland Gate G’rothes
Advertising and Promotion 15.7.2019 09.30 - 12.30 Business Gateway Saltire House G’rothes
Wordpress Intermediate 17.7.2019 09.30 - 12.30 Business Gateway Saltire House G’rothes
Sales Negotiation 17.7.2019 10.00 - 14.00 Business Gateway Falkland Gate G’rothes
Social Media Marketing Basics 18.7.2019 09.30 - 12.30 Business Gateway Kirk St. Alloa
Running your new business 23.7.2019 14.00 - 15.00 Business Gateway Holiday Inn  Dunfermline
Bus Expenses & Cap. Allowncs 24.7.2019 09.30 - 12.30 Business Gateway Saltire House G’rothes

NB - All these courses are free to attend. Phone 01592 858333 to book a place 

                                              or to get more details.



Our first Classified ad!!!



Thorntons LLP provide our 
emergency legal helpline service 
for Members. This covers both 
licensing and employment issues. 
The initial consultation is free of 
charge with subsequent work and 
representation being at special 
scale rates for FLTA members. A 
separa te l e afle t ha s been 
produced by Thorntons covering 
the full range of benefits they are 
offering to members.

Condies provide a helpline for 
tax and accounting matters. 
C o n d i e s a r e b a s e d i n 
Dunfermline and Edinburgh and 
provide a wide range of proactive 
business advice in addition to 
traditional accountancy services. 
They are long standing friends of 
Fife LTA.

Lindores Abbey Distillery 
i s t h e l a t e s t a dd i t i on to 
Scotland’s distilling estate and is 

built on the site of the historic 
Lindores Abbey, which also 
happens to be the location for 
the first written record of 
whisky production.

  Contacts

The Nip Editor : Jeff Ellis
           jeffellis1957@btinternet.com
           07543 101603

FLTA Secretary: Tom Johnston
            tgj52a@outlook.com
            0131 337 6748

Membership Secretary: Colin Boyle
             colinaboyle@hotmail.co.uk
             07900 244223

FLTA President: Brian Gordon
             tavernhouse.gordon@aol.co.uk
             01334 653305

Premier Purchasing Group

Ian & Lyn Ladd
info@ppg-uk.co.uk
01592 750106                  
-------------------------------------------------------------
Fife Business Gateway

Graeme Ferguson
Graeme.Ferguson@fife.gov.uk
07850 212195
-------------------------------------------------------------
Fife Licence Training

John Barclay
jonmag@blueyonder.co.uk
01333 303153
-------------------------------------------------------------
Jamie Faulds
fifelicencetraining@gmail.com
07748 590212
-------------------------------------------------------------
The Pub Is The Hub

Gordon Izatt
kinrossconsult@aol.com
07989 559583
-------------------------------------------------------------
Condies

Cliff Fleming
cliff.fleming@condie.co.uk
01383 721421
-------------------------------------------------------------
Thorntons

Gillian Buchanan
gbuchanan@thorntons-law.co.uk
01382 229111
-------------------------------------------------------------
UKi Direct

Mike Howard
mhoward@ukidirect.co.uk
01347 822922
-------------------------------------------------------------
UK Hospitality

Willie McLeod
wmcleod@ukhospitality.org.uk
07836 769110
-------------------------------------------------------------
Tay Cities Deal

Mo Saunders
morag.saunders@taycities.co.uk
01382 434007
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