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D
ear readers, 
The summer has passed 

and we are all back into our 

working routine. Normally the 

summer is a slow period, but this year we 

have maintained the momentum with a 

number of breakfast clubs and other key 

events. 

In fact, we held our summer networking 

meeting, in conjunction with the Chamber 

of Commerce and kindly sponsored by 

Limba. We continued with the speed 

networking format which meant that 

people sat in rows on opposite sides of 

the tables and had 3 minutes to share 

business cards and discuss ways to 

work together. After those 3 minutes 

one row would move along and repeat 

the process with someone else. This 

meant that members got to meet a lot of 

possible clients/providers in around an 

hour. The event was well attended and 

we are already planning our winter one. 

Many of our new members mention that 

networking is the number one reason 

they join the GFSB, so we are keen to 

ensure that there are a lot of networking 

opportunities. The speed networking 

event is a key one, which we will continue 

to hold twice a year. Every month 

we have at least one breakfast club, 

focussed on a large variety of topics that 

keep you up to date on regulations, guide 

you on new useful technology, and allow 

you to interact with specific Government 

departments and agencies.

Recently we had a Tax Breakfast Club, 

where the Tax Office bravely accepted 

a large variety of questions from the 

membership. This gave the members a 

chance to get their voices heard by the 

right people, and also to find out about 

the improvements and advancements 

that the Tax Office is making. It was a 

very productive meeting and members 

have asked us to repeat it soon. 

This issue we have decided to give some 

more recent members the opportunity 

to share a little about what they are 

doing and how they are innovating. 

We have interesting articles from some 

young businesses like Aerial Aesthetics 

and Easy Gibraltar Weddings. We also 

have articles from longer established 

members, who are really making good 

steps forward even in the face of Brexit.

I will keep on saying this, because I truly 

believe it, that we have to take the threat 

of Brexit as an opportunity to improve. 

To do our best, smooth our processes, 

be more efficient, effective and market 

ourselves better. 

As a board we are working hard to do 

the best we can for our members, and in 

order to help you to get to know a little 

more about us we continue with our 

‘Meet the Board’ section, this issue you 

can get to know more about Kamlesh 

Khubchand.

The GFSB are working hard to make 

Gibraltar the best place it can be to do 

business. Together we can make real 

changes that make big differences.

Please get in touch if you have anything 

you think we should cover in future 

editions.

Julian Byrne
Chairman
 

The future asks more of business. A need for 
wider knowledge, swifter actions and more     
agile capability. A demand to look at the          
world from a whole new viewpoint.

Deloitte identifies the new   
perspectives that will drive   
decisions; to build confidence    
in shaping the solutions     
that matter. 

A fresh view on addressing    
your most challenging    
decisions awaits at: 

 Tel: +350 200 41200

Fax: +350 200 41201

info@deloitte.gi

www. deloitte.gi

Perspective matters

Merchant House, 22/24 John Mackintosh Square, P.O. Box 758, Gibraltar

© 2017 Deloitte Limited. A member of Deloitte Touche Tohmatsu Limited

Merchant House, 22/24 John Mackintosh Square, P.O. Box 758, Gibraltar
© 2017 Deloitte Limited is a subsidiary of Deloitte LLP, which is the United Kingdom
affiliate of Deloitte NWE LLP, a member firm of Deloitte Touche Tohmatsu Limited.



  |  ISSUE 34  |  SUMMER 2018intouch

7MONSTER 
BUNDLE FOR 
BUSINESS 
Connecting your office 
has never been easier or 
better value. 

Get a great package deal 
on your broadband and 
mobile plans.

For just 

£70 
a month!

Mobile Plan
10GB data, 1,000 SMS and

1,000 minutes (on-net)

+
100 Mbps Broadband

+
Starter Email Hosting

+
Premium Web Hosting

+
24/7 customer support

Visit
www.gibtele.com

Terms and conditions apply
Visit www.gibtele.com

10GB data, 1,000 SMS and
1,000 minutes (on-net)

100 Mbps Broadband

Starter Email Hosting

Premium Web Hosting

24/7 customer support

Terms and conditions apply
Visit www.gibtele.com

GibTel_MonsterBundle_Ad_A4_AW_0405.pdf   1   04/05/2018   15:10



ISSUE 34  |  SUMMER 2018  | intouch

88

T
he commercial drone 
industry has grown 
exponentially in recent 
years. It is currently worth 

over $17 billion per year and 
this is predicted to increase 
considerably over the next 
five years, with some analysts 
suggesting it could reach 
over $48 billion by 2023. This 
rapid growth is the result of a 
combination of improvements 
in technology and the increase 
in the issuing of licences by 
relevant national authorities.

That’s the global picture. In Gibraltar, a 

small jurisdiction, a city spilling out from 

the foot of a steep mountain surrounded 

by sea, with a narrow land link to another 

country and a small airfield controlled 

ultimately by the British military, this 

combination has come with unique 

challenges. From a nation to date 

focused on things maritime, Tim Garcia 

has shaken out his wings and taken off, 

his business Aerial Aesthetics, the first of 

its kind in Gibraltar.

A finalist in this year’s GFSB’s Business 

Innovation Awards, Tim Garcia set up 

Aerial Aesthetics in 2016. The company 

BREAKING THE BOUNDARIES 
AND TAKING FLIGHT: 
AERIAL AESTHETICS’ FOUNDER AND DIRECTOR,
TIM GARCIA, TOUCHES DOWN TO 
TALK TO INTOUCH

offers professional drone photography 

and videography services in Gibraltar 

and can also work internationally. Not 

only is he the first fully qualified and 

licensed, fully-insured drone pilot in 

Gibraltar, but he has broken new ground 

in terms of creating an acceptable 

business environment for commercial 

drone work here. He had to overcome 

the numerous challenges of setting up a 

business from scratch, and because the 

business is the first of its kind in Gibraltar, 

he had to work very closely with 

numerous government departments, 

statutory agencies and professionals to 

find novel solutions for unique situations. 

“I’ve always been interested in 

technology and looked at what’s 

new and what’s available, and what 

potential that technology has,” says 

Tim. His professional background is 

that of a business analyst and for a 

number of years he worked for a firm 

in London. “That helped me learn a lot 

about business,” he explains, “but I also 

discovered that I love to apply myself 

to problem-solving: once I’ve started 

unpicking a knot, I can’t stop until I’ve 

fully unravelled it.” He returned to 

live in Gibraltar after a few years and 

worked for some time in a local gaming 

company, all the while looking for a 

way of combining his creativity with the 

technology that he found so fascinating.

 “I became interested in drones and 

also in their potential for commercial 

activities some time ago,” he recounts, 

“and I decided I would learn to fly these 

commercially.” Not wanting to stop at 

whizzing some remote control aircraft 

about a field, he decided to invest in full 

drone pilot training. “It was challenging,” 

he admits, “and I had to develop all sorts 

of practical skills as well as an in-depth 

understanding of everything involved in 

flight, including how weather changes 

and affects the craft and also aviation 

rules; it is complex.” Obtaining the 

relevant UK national qualifications and 

permits to fly a drone, with approval 

from the CAA (Civil Aviation Authority) 

is a demanding, testing process that 

only a handful of those who take up the 

training each year attain. “The process 

of keeping up to date with skills and 

training is continuous,” Tim adds, “I have 

to complete and submit mandatory 

flight logs and perform regular dexterity 

maintenance flights in order to retain the 

license.”
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To become a certified drone pilot 

means demonstrating certain skills, 

such as hand-eye coordination, fast 

assimilation and interpretation of detail 

and the ability to take decisions in very 

fast-changing conditions. “You have to 

think and act really fast,” says Tim, “up 

in the sky the weather conditions can 

change in seconds and as the pilot you 

are responsible for thousands of pounds 

worth of technical equipment which is at 

the mercy of a sudden squall.”

It is probably this tenacity and his 

ability to find solutions to seemingly 

intractable problems that have propelled 

Aerial Aesthetics to success. Having 

spent periods of intensive training 

in the UK and taken all the relevant 

exams, Tim became Gibraltar’s first 

fully certified drone pilot and founded 

the first full-time, professional drone 

business in Gibraltar. Despite the 

investment already made in terms of 

time, money and effort, this was just 

the starting point of the business. Once 

Tim was fully back in Gibraltar with 

qualifications in hand, he found himself 

dealing with government department 

after government department, agency 

after agency in order to find a way of 

obtaining all the correct permits to fly 

drones commercially around Gibraltar. 

Tim counted a total of at least 16 of 

these that he needed to approach, 

discuss ideas with and convince that 

the business activities he wanted to 

undertake could fall within the scope 

of existing regulations and legislation. 

Added to this, he also had to work hard 

to obtain the exact type of insurances for 

his commercial drone flights. If tenacity 

was one of his main attributes, then 

Tim’s way of building strong, trusting 

relationships and engendering trust in 

his capabilities, his skills and integrity 

was also crucial to the successful 

establishment of the 

business. 

Aerial Aesthetics 

was pioneering in 

Gibraltar, and like 

all pioneers, Tim 

was entering into 

the unknown. In 

his particular case, 

he was taking 

officials of various 

departments 

and agencies 

with him – drone 

flights had never 

been permitted in 

Gibraltar before and he found himself 

having to convince organisations 

including the Civil Aviation Authority, 

the MOD, the Department of the 

Environment, the RGP, the RAF, the RN, 

Customs, the Gibraltar Port Authority, 

National Air Traffic Services and Local 

Air Traffic Control among others. “At 

the time,” Tim recalls, “there was little 

in the way of regulation or legislation, 

so in many ways, we worked on these 

regulations together – the agencies were 

able to look at my business and develop 

regulations that were practical as well as 

protective of issues such as safety and 

the natural environment.”

Tim flies a number of different drones 

and has been involved in a wide range 

of projects, from aerial photography 

of a superyacht with the Rock in the 

background for the yacht owners, to 

providing video footage for a real estate 

project, to topographical surveys of 

more inaccessible parts of the Rock for 

a government department and, more 

recently, filming for the BBC’s new series 

‘The Mediterranean’.   “I have to keep 

very up to date with the technology 

involved to make sure that the services 

Aerial Aesthetics offers are as relevant 

and useful as I can make them,” Tim says.

Aerial Aesthetics has grown its business 

rapidly since take off. What initially were 

services that provided drone footage of 

local events such as music festivals and 

for corporate use, with the simple use 

of a Facebook page to showcase some 

superb photographs, the demand for 

drone photographic and videographic 

footage has rapidly grown. “The flow of 

requests is such that I am continuously 

looking at how to apply the available 

technology for clients’ needs,” explains 

Tim and tells me of a telemetry project 

he had recently undertaken to build 

up a 3D model of the ground as a way 

of investigating some of the more 

physically inaccessible parts of the Rock.

Being a runner-up in the GFSB’s Business 

Innovation Awards was particularly 

gratifying for Tim and a recognition 

not just of the innovative work he has 

carried out so far simply in getting the 

business going, but a confirmation 

that the business continues to provide 

innovative solutions, such as the use of 

drones for search and rescue services 

using thermal imaging cameras. Having 

already worked with such a variety of 

public and private clients in Gibraltar, 

it is clear that Aerial Aesthetic’s drone 

services provide a niche offering in 

solving logistical problems, as well as 

offering new capabilities, such as aerial 

LIDAR and reconnaissance for otherwise 

inaccessible locations. Tim commented 

“I’m proud of the diversity that we 

have been able to offer Gibraltar so far 

and I’m really excited to explore new 

aerial services and capabilities that we 

haven’t even scratched the surface of 

yet”. With a combination of business 

acumen, problem-solving skills, gritty 

determination and a love of constantly-

evolving technology, Aerial Aesthetics 

has surely taken off on a stellar course.

Timothy Garcia, founder and Chief Pilot



ISSUE 34  |  SUMMER 2018  | intouch

10

DRIVEN TO

EXCEL: Alfredo Vasquez 
shares his thoughts 
on business and 
accountancy with 
InTouch Magazine

“
There must be an inner 
determination behind 
starting and running a 
business,” says Alfredo 

Vasquez, founder and director 
of Vasquez Consulting. Running 
a firm of Gibraltar-based 
chartered accountants and 
business consultants, Alfredo 
has years of experience in 
supporting and advising his 
clients with their businesses.  
 
Besides working with businesses in his 

professional life, Alfredo has played an 

active role in the GFSB for a number of 

years as a Director of the Board and in 

various other groups and committees; 

the ups and downs of business are 

completely familiar to him. “Running 

a business is far from being the bed 

of roses some people think it is nor is 

money the motivator as people tend to 

think,” he continues, “it’s fraught with 

challenges, difficulties and hardships, 

and only that burning drive to succeed 

can keep you going through those rock 

bottom moments that you will inevitably 

experience.”

Alfredo founded Vasquez Consulting 

just over eleven years ago, following 

his own ambition to set up and run his 

own accountancy practice. “I always 

knew that this was something I wanted 

to do,” he elaborates, “I wanted that 

independence and to create something 

for myself; it was a powerful motivator 

for me. I think most business owners, 

whatever their sector, have that same 

strong impulse.” Alfredo started 

his career in accountancy studying 

Accounting & Economics at Reading 

University and then worked eight 

years in London to expand his skills; 

an invaluable part of preparation for 

running his own accountancy firm. 

“Gaining commercial experience with 

multinational firms was essential” 

he explains, “it was a vital feature in 

developing my mindset and ability”

Alfredo launched Vasquez Consulting 

at a time when Gibraltar’s economy was 

growing steadily and this brought with it 

an increasing demand for accountancy 

services. “The business started from 

scratch, with the bare minimum it 

needed with which to operate,” Alfredo 

says, “we it built up bit by bit, by putting 

the word out to the business community, 

working hard and gaining a reputation 

for quality professional services.” The 

firm is now made up of a team of eight 

accountancy professionals, is currently 

hiring to expand to ten, and operates 

from a suite of offices at Chatham 

Counterguard. It has a large portfolio 

of clients of a broad range of sizes and 

operating in most sectors, including 

international groups with locally-based 

subsidiaries.

Running an accountancy services 

business comes with its particular 

range of challenges, some individual 

to the profession, some common to all 

businesses. There is a need to balance 

taking on more clients while still having 

the capacity to provide them with quality 

services, for a start. An issue that is 

particular to the professional services 

sector is the need to constantly keep up 

to date with changes in legislation and 

regulation affecting all businesses in all 

industries, as clients are very mixed and 

are active in all the different sectors of 

the economy. “All businesses have to 

ensure compliance, but as accountants 

and business consultants, we have a 

particular role in ensuring not only our 

own compliance as a business, but also 

the compliance of our clients” Alfredo 

explains. 
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For small businesses, the issue of 

meeting their tax and financial reporting 

obligations, regulation and compliance 

is often burdensome and difficult to 

absorb, not just in terms of changing 

practices, but also in terms of the time 

and cost implications of those changes. 

For accountancy firms – which are not 

only expected to advise but sometimes 

apply legislation - there is the challenge 

of professional time spent learning 

and adopting changes in regulation 

and ensuring services to clients are still 

delivered on time and at a high standard 

of quality. As a relatively small firm, 

Vasquez Consulting can be flexible, 

responsive and deliver direct attention to 

their clients very quickly, helping these 

adapt fast to changing circumstances 

and deal with their individual problems 

as soon as they arise. It is this element of 

constant challenges, and change driven 

at an accelerating rate, that means it 

is so essential for the business owner 

to possess a powerful inner driving 

force and ambition. “Conviction and 

perseverance are essential qualities 

for a business person to possess,” says 

Alfredo, “it is what keeps you going and 

overcoming the difficulties that will arise 

along your particular path.”

Vasquez Consulting benefits from close 

proximity and strong relationships 

with its clients, a factor which enables 

it to clearly understand the issues 

which hinder and those which support 

small businesses in the local economic 

environment. “There is a strong cultural 

drive, in Gibraltar, to ‘do business’,” says 

Alfredo, “There is an eagerness across 

the board to attract businesses from 

all over the world to Gibraltar, which is 

really positive.” Addressing factors that 

hamper the ease of doing business here, 

he believes, and looking at them from all 

angles, especially from the perspective 

of small businesses, will support that all 

the more. 

Eleven years down the road and 

Vasquez Consulting is still taking on 

new clients on a weekly basis. “This 

large volume entails a good deal of 

activity that the client doesn’t perceive 

which can be intensive and can put us 

to the test,” confides Alfredo. Clients 

are not always aware of the level of 

intensity of that background work and 

it is this that requires an in-depth ‘in the 

field’ training process, experience and 

a specific skill set for entrants into the 

profession. “A good accountant provides 

an invaluable service to businesses as 

we work to support clients. We have 

the expertise and systems to take on a 

number of functions so that the client 

can concentrate on their core business 

product or service. We provide a 

different perspective and analysis on 

their business and we have a bird’s eye 

view of the local economy,” comments 

Alfredo.  

Entry to the profession is tough, with 

intensive technical examinations and the 

need to acquire professional experience. 

The drop out rate is relatively high and 

many candidates do not make it to the 

qualified status in the profession, and 

yet, the profession is crying out for high-

calibre students, especially in Gibraltar 

which continues to attract businesses 

and the demand for professional services 

is correspondingly high. “The profession 

does need more home-grown talent,” 

says Alfredo, “many firms recruit from 

outside Gibraltar, and while local firms 

are only too happy to recruit people who 

have trained and learned their profession 

abroad provided they have the relevant 

skills, we continue to need local people 

to enter the profession and keep the 

momentum going.” 

Staff recruitment is interwoven with 

the issues surrounding Brexit: “Brexit is 

the big unknown and we need to stay 

positive and seek out opportunities. 

Fostering entrepreneurship and start-ups 

is really important for Gibraltar,” says 

Alfredo, “at the moment we are fostering 

fintech similarly to how we fostered 

gaming. This will bring opportunities for 

the professional services sector, and for 

other businesses that provide products 

and services to that industry.”

If the key to business success is attitude 

of mind, self-belief and a powerful inner 

drive, then in Gibraltar, we appear to 

have some advantages. “Doing business 

is deeply ingrained in our culture here 

in Gibraltar,” smiles Alfredo, “it seems 

to emerge both from individuals who 

have a deep desire to ‘go it alone’ as 

well as from those who follow a family 

business tradition. This ethos that seems 

to underlie our thinking as a community 

could be developed further; it could 

be integrated and built on within our 

education system at an early stage. 

I’d love to see entrepreneurship and 

‘business management’ fostered in our 

schools, looked at as a career choice.” 

While this might not be particularly easy 

to achieve, the future starts - just as most 

businesses do - with a vision, and this 

vision may well be attained with the right 

measures of passion, determination and 

drive.
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T
he Gibraltar Federation 
of Small Business’ 
website has undergone 
a complete overhaul, 

something that the GFSB had 
identified as being an essential 
part of securing and expanding 
the relevance of the GFSB in 
today’s world of business.  
 
The new website went live at the 

beginning of October. Over the past 

months leading up to the launch, GFSB 

staff have been informally consulting 

with members, listening to their ideas 

and suggestions and learning from 

members what those areas were that 

most needed improved online access. 

They also took a number of cues from 

talking to people who were interested 

in finding out about membership of the 

GFSB and had called the office direct. 

NEW 
WEBSITE 

FOR

GFSB

Functionality and clarity were the 

two lead factors in the new design, all 

brought up to date with a scroll-down 

home page and labeled tabs taking 

users quickly to the parts of the site 

that interest them most. Crisp fonts and 

a clear menu with scroll down options 

make the new site far easier to navigate. 

Perhaps the most important areas of 

the website are those that illustrate 

membership benefits and encourage 

businesses to join. A “Benefits” section 

of the site offers information on issues 

ranging from start-up advice, discount 

schemes, networking opportunities and 

details of events, among others.  The 

“Join” tabs, which are on the menu 

and also on the Home page, lead to 

a page where an online membership 

form can be completed and the fees 

paid electronically…and there are 

downloadable forms should anyone 

want to complete these the traditional 

way. The site also has a downloadable 

standing order form so that renewal fees 

can be paid automatically – the ideal 

way of retaining membership benefits 

without risking the membership expiring. 
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A significant benefit of membership 

is the ability to hire the use of the 

Conference Room at the GFSB’s offices 

in Irish Town at a discounted rate. This 

has proven useful for businesses to 

run staff meetings, training seminars 

or sector seminars as well as their own 

corporate events. The new website 

now makes it possible to find out 

more details and to book via an online 

bookings system.

Boldly displayed on the new website’s 

home page is the GFSB’s Main Street 

Review. A significant document of vital 

importance to the continuing success 

of Gibraltar’s retail sector, this Review 

contains information and ideas that 

could bring about a modernization of 

Gibraltar’s main shopping district and its 

reinvention as a desirable destination for 

Europe’s shoppers.

A popular feature for GFSB members 

is the online access to the InTouch 

Magazine and this has been included in 

the new website. The site also provides 

information for members on advertising 

in InTouch, the print edition of which is 

distributed throughout Gibraltar with a 

circulation of some 3000 copies. The 

online version is also a useful marketing 

tool for businesses that advertise or 

who are featured in the magazine as the 

link to the online edition can readily be 

shared via email direct to leads or via 

social media.

Updated regularly with news, details 

on upcoming events, seminars, training 

opportunities and information on GFSB 

policy as well as members and member 

benefits, the new GFSB’s website is 

the go-to site for all small businesses in 

Gibraltar. Find it at www.gfsb.gi

Tea/ Coffee wil l  be provided.

NON-MEMBERS

CONFERENCE ROOM RENTAL:

MEMBERS

£15 per hour
£55 for half day 
£80 for full day

£30 per hour
£110 for half day 
£160 for full day

(The room can hold a maximum of 60 people standing, and 25-30 people training).
We aim to use the money made on the rental of these facilities to develop and improve our 

training facilities for our members.

Interested? Contact Us (+350) 200 47722 gfsb@gfsb.gi
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AN OVERVIEW 
OF WORKING TIME 
REGULATIONS

To whom do the Working 
Time Regulations (WTR) 
apply? 
The WTR apply not only to employees 

but to workers as well. This means 

that the rules governing working time 

could apply to individuals who are not 

strictly speaking employees, for example 

sub-contractors working for a building 

company.

‘Workers’ includes individuals who 

personally perform work or provide 

personal services to another, except 

those who are in a client or customer 

relationship. For example, every worker 

is entitled to a minimum of 27 days paid 

annual holiday (including bank holidays). 

Therefore a casual worker on a short-

term appointment should usually be paid 

for a pro rata amount of holidays or, if 

the appointment ends after a short time, 

they will be entitled to accrued holiday 

pay at the end of the appointment.

How is ‘working time’ and ‘on-
call time’ defined by the WTR? 
‘Working time’ means any period during 

which the individual is working, is at the 

employer’s disposal and is carrying out 

their duties. It includes:

• any period during which the employee 

is receiving job training

• travel time during the working day 

(for example the journey between two 

clients)

• business lunches

• time spent waiting at the place of work 

for work to be allocated

• time spent working away from home

It does not include:

• time resting at the end of the working 

day, even if the worker is required to stay 

away from home overnight

• lunch breaks when no work is done

• time spent on call when away from the 

workplace and not carrying out duties 

• the journey to or from the workplace 

and home is generally not included in 

working time

On-call time: Current position
Despite long-awaited changes the 

current position is that an employer 

should count time spent on-call at the 

workplace as working time.

Can travelling time count as 
working time? 
Some travelling time under the WTR 

counts as working time and some does 

not. The general rule is that working 

hours includes any time when the worker 

is ‘at the employer’s disposal’. Working 

time therefore means time when the 

worker is expected to carry out activities 

for the employer. Travel time to, and 

from, work has historically not been 

counted as working hours, but travel as 

part of the employee’s duties is counted.

Opt-out
Opt-outs are still permitted; employers 

can use clauses to opt-out of the 

Working Time Directive requirements for 

a 48-hour working week.

How is 48 hours’ working time a 
week calculated?
The 48-hour week is one of the best-

known provisions. The average weekly 

hours figure is calculated over a 

prescribed reference period, usually 17 

weeks. Regulation 4(1) states ‘a worker’s 

working time, including overtime, in 

any reference period, shall not exceed 

an average of 48 hours for each seven 

days.’

An employee may work more than 48 

hours in any given week, provided that 

the average weekly working time over 

the reference period does not exceed 

the prescribed 48 hours.

Periods of paternity, adoption and 

parental leave count towards working 

time for the purposes of the Regulations.

Who is responsible for 
enforcing the 48-hour week if 
an employee has more than one 
job? 
If an employee has more than one job,  

both employers are responsible for 

enforcing the 48-hour week. The logical 

approach for an employer is to ask each  

worker if they have any other 

By Sylvia Kenna of The HR Dept
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employment and adjust working 

arrangements accordingly.

If one of the employers discovers that 

the employee is working more than 

an average of 48 hours a week, the 

employer can ask the employee whether 

they wish to sign an opt-out agreement.

If the employee declines to sign an 

opt-out agreement, the employer must 

take all ‘reasonable steps’ to remove 

the health or safety risk. For example, 

this could mean informing the other 

employer that the employee is exceeding 

the 48-hour limit, or asking the employee 

to reduce the number of hours being 

worked. The priority is to protect the 

health and safety of all workers by 

ensuring there is no danger to anyone.

Can we insist that all workers 
opt out of the working time 
provisions? 
Employers must not insist that all 

workers opt out of the average weekly 

working time provisions when they 

sign their initial employment contract/

agreement or at any other stage. 

However, employers can ask employees 

if they wish to do so.

An individual worker can enter into 

an agreement at any stage with their 

employer to opt out of the 48-hour 

limit. It must be in writing. Employers 

often include an opt-out provision as 

part of the initial agreement with the 

worker on the basis that the worker 

is unlikely to refuse to sign it at the 

outset of the relationship, particularly 

if the worker really wants the job. It is 

therefore possible to have an express 

opt-out provision in the main body of the 

contract of employment if both parties 

agree.

However, workers can opt back in by 

giving not less than seven days’ notice 

in writing (if they know about this right, 

which many do not).

Employers must not penalise, victimise, 

discipline, dismiss, select for redundancy 

or subject a worker to any other 

detriment for refusing to sign an opt-out 

agreement.

Do we need to record numbers 
of hours worked by opted-out 
employees? 
No. Employers are merely required to 

keep a record of the names of those who 

have opted out without recording the 

actual hours. Employers should also keep 

copies of the signed opt-out agreements.

Which workers are exempt from 
the regulations? 

This is an area where the current position 

should always be checked very carefully. 

Legal advice should always be taken 

with respect to the following categories 

of worker.

Different types of worker have different 

exemptions from the WTR. For example, 

a worker may be exempt from the daily 

and weekly rest break rules, but will still 

be subject to the maximum working 

week, the maximum duration of night 

work and annual leave provisions.

The current types of workers which may 

be wholly or partially excluded from the 

WTR include those involved in:

• seafaring

• sea fishing

• civil aviation

• long-haul and public transport

• shift work – especially those in the 

process of changing shift

• domestic work in private households

• armed forces and the police

• doctors in training.

Workers whose activities are affected by 

a foreseeable surge of activity may be 

partially exempt. Although ambulance 

personnel, firefighters and prison staff 

are covered by most of the Regulations, 

there may be a partial waiver to deal 

with emergencies.

Does statutory paid annual 
leave include bank holidays? 
The 27 days’ paid annual leave is not 

additional to bank holidays. Accordingly 

the customary twelve bank holidays can 

go towards meeting the employee’s 27-

day working time entitlement.

Is it a breach of the WTR 
to provide contracts that 
employees can swap holidays 
for cash payments? 
Yes. This is the case even if the holiday 

year has expired and the holiday 

allowance has been carried forward to 

the next year.

How much notice of holidays do 
employee have to give? 
Unless the contract provides otherwise, 

workers can take their statutory holidays 

on any day they choose by giving the 

requisite notice to the employer.

The length of notice of intended leave 

dates an employee should give their 

employer is often set out in either the 

contract of employment or employment 

handbook.

If there are not any such provisions, 

the statutory notice requirement in 

accordance with Regulation 15(4) is 

that an employee should provide notice 

of twice as many days as the length 

of leave that is to be taken. So if an 

employee required two week’s annual 

leave they should give four weeks’ 

notice.
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Can an employer refuse a 
request for annual leave? 
Regulation 15(2) of the WTR 1998 allows 

an employer to issue a counter-notice 

requiring the worker not to take leave 

on a particular day, provided that they 

give at least the number of days’ notice 

covered by the leave request. For 

example, where an employee requests 

two weeks’ annual leave and is required 

to give four weeks’ notice of the intended 

dates of absence, an employer who does 

not want to agree to this request would 

need to give at least two weeks counter-

notice to the employee.

What are the daily break 
provisions? 
Adult workers (aged 18 and over) whose 

daily working time is more than 6 hours 

are entitled to an uninterrupted rest 

break of 20 minutes. If the working 

period is up to and including six hours, 

then the worker has no legal entitlement 

to a rest break unless the employer offers 

this voluntarily as many employers do.

The statutory rest break period can be 

varied under the terms of a collective 

or workforce agreement, provided that 

the employer undertakes to provide 

equivalent periods of compensatory rest. 

Employers cannot reduce the period by 

making an individual agreement with any 

worker.

What are the minimum daily and 
weekly rest periods? 
Adult workers (aged 18 and over) are 

entitled to:

• A daily rest period of 11 consecutive, 

uninterrupted hours.

• An uninterrupted weekly rest period of 

not less than 24 hours (although this can 

be aggregated to one uninterrupted rest 

period of 48 hours a fortnight).

• A rest break of 20 minutes (if more than 

six hours worked).

Exceptions
There are also a number of special 

workers who may not be entitled to rest 

breaks and daily and weekly rest periods 

(for example those engaged in ‘security 

and surveillance activities’ requiring 

a permanent presence for example 

security guards). Another important set 

of workers who are exempt are those 

whose working time is unmeasured, 

such as managing executives who are 

exempt from all the main elements of the 

Regulations.

Enforcing rest breaks
Does an employer have to actually 

ensure workers claim rest periods or just 

enable them to do so if they wish? The 

best course of action is to ensure that 

workers actually do observe the rest 

periods. Employees cannot be forced 

to take breaks. However case law says 

that employers should be proactive and 

encourage employees to take breaks.

Compensatory rest
The Regulations provide that if one of the 

special case or shift workers has to work 

during a rest break, they are entitled to an 

equivalent period of compensatory rest, 

ideally during the same or following day.

The UK Court of Appeal has confirmed 

that:

• If a worker is required to work during a 

period that should have been a rest break 

the worker should take an equivalent 

period of compensatory rest.

• Compensatory rest does not need to be 

exactly the same as a rest break under the 

regulations, as long as it is a break from 

work and lasts for at least 20 minutes.

• Employers must make the period as 

close as possible to a rest break (for 

example, by allowing the worker to restart 

the rest break if interrupted).

How can an employee enforce 
WTR? 
An employment tribunal provides a 

remedy where an employer has failed to 

give a worker their entitlement.

A worker may complain to a tribunal 

where the employer:

• fails to grant a right or entitlement under 

the WTR

• dismisses an employee or subjects 

a worker or employee to any other 

detriment as a result of insisting on their 

rights under the WTR

• dismisses an employee for bringing 

enforcement proceedings under the WTR 

or for alleging that the employer has 

infringed the employee’s rights.
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S
hortlisted this year for 
the GFSB’s Business 
Innovation Awards, 
DirectMag Media Ltd. 

is exemplary in its culture 
of flexibility and innovation, 
in its ethos of using market 
knowledge to look constantly 
at how to adapt and grow in a 
highly-competitive environment. 
“Innovation,” said William 
Fryer, founder and Director 
of DirectMag Media, “is what 
we do; it has always been an 
integral part of our business.”

Will Fryer set up the business in 2001, 

and while it has undergone numerous 

changes since, adapting and evolving 

to meet the turbulence and the pace of 

change of the past seventeen years, its 

essence – that of providing a platform 

for supporting and promoting other 

businesses, organisations and individuals 

through different forms of marketing 

and advertising – remains the same. He 

started by launching Direct Magazine 

which circulated in southern Spain and 

Gibraltar. The publication underwent 

several transformations, its current 

incarnation being the Paper Cloud 

Business Diary. 

The Paper Cloud desk diary and business 

directory is a useful publication – I work 

with a number of small businesses that 

have these in use in their offices – and, 

paper or not, in an age of electronic 

INNOVATION – 
AN INTEGRAL 
PART OF BUSINESS

overload, it continues to appeal. Its 

format of desk diary is eminently useful 

and comes with a list of a wide array 

of local business: a readily-available, 

reach-to reference for any busy office. 

This useful local guide, as Will explains, 

includes a balanced mix of useful 

information on Gibraltar, Spain and 

UK including tax information, public 

services’ contact numbers, local cultural 

and religious events, conversion tables, 

transport information, international 

dialling codes, among others. It is 

something that customers have returned 

to year after year, and because it is in 

diary form, it is retained by users for 

at least a year. “We’ve combined the 

practical with the informative,” says Will, 

“and we’ve put together the paper and 

the electronic, as we can offer customers 

links through our website and social 

media, so the value of the promotion 

increases for them. And through regular 

customer feedback, as well as all the 

years of experience in the industry, we 

know this approach works.”

The Paper Cloud Business Diary 

is, however, only one of a range of 

products and services that DirectMag 

Media has developed. As design, 

printing and marketing specialists, the 

company also offers a huge range of 

branded corporate stationery, gifts 

and promotional items, offering logo 

design services alongside these. “We are 

constantly working with our customers 

to assess their changing needs and 

we keep a very close eye on business 

trends,” Will says, “this helps us to think 

ahead, to develop products and services 

that have a true value for our customers 

to help them succeed in their businesses. 

For example, we are very committed 

as individuals to reducing waste and 

especially use of plastics. We recognise 

that there is a trend for businesses to 

become more environmentally aware 

as consumers change their buying 

patterns, placing a greater emphasis 

on reducing the impact of lifestyle on 

the environment. This has led us to 

look at the materials that we use for 

our branded promotional products, 

and we have added items like branded 

refillable water bottles, ethically-sourced 

cotton bags and so on, which we find 

are increasingly appealing to local 

businesses.”

Analysing business trends, keeping a 

close eye on consumer behaviour and 

translating these into the local business 

environment to provide solutions for 

local businesses is key to DirectMag 

Media’s continuing success. It is this that 

led them to adapt the business a number 

of times in order to remain successful 

during turbulent economic times. “We 

work in a tough business environment,” 

Will explained, “we compete for clients’ 

attention with no lesser businesses than 

social media giants such as Facebook, 

Twitter and Instagram. Many potential 

clients use the “free” or seemingly cheap 

advertising power of social media only to 

find that this disappears in the world of 

information overload and misinformation. 

We help our clients accurately target 

their promotional campaigns.”

20
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With a background in customer service 

and sales before starting his own 

business, Will has all the necessary 

expertise. Originally from UK, his love 

of travelling eventually brought him 

to Spain where he gravitated towards 

Gibraltar. “Business in Spain went 

through a really tough time after the 

2008 financial crisis. Gibraltar seemed 

to be weathering the economic storm 

better than other countries so it was 

only natural to head this way,” he 

confides. During this time, Will reshaped 

his business, honing it and fine-tuning 

it to focus sharply on customer needs. 

“Success doesn’t happen overnight,” 

says Will, “and we’ve worked really 

hard to get to this stage. But after five 

years of effort, we are happy to see the 

business growing steadily.”

A key ingredient to that steady growth 

is the company’s adaptability and 

willingness to innovate. “Soon after 

setting up in Gibraltar, we realised 

that we needed to add to our business 

model and we quickly moved from 

standard products for our printed, 

branded merchandise, to quality, unique 

products. We also, partly through our 

own experience of acquiring premises 

and through our effective networking 

and relationship-building, decided to 

add office and co-working space to our 

range of services,” says Will.

DirectMag Media is based at office 

premises in City Mill Lane, a pleasant 

space with easy access to customers 

and which was readily adapted to 

provide office facilities to other small 

businesses. “Whether a small business 

requires a desk part time or full time, 

or even for a short time for a single 

employee based in Gibraltar, or whether 

a business traveller needs space while 

in Gibraltar, or  a freelancer needs 

somewhere to meet up with clients, we 

can provide desk space, office facilities 

and a co-working hub,” Will says, and 

adds: “all the sectors of our business 

complement and feed off each other, 

lending each other mutual support.”

 As head of a business that uses an 

ethos of improvement and innovation 

to survive and thrive, Will surveys the 

constantly changing business landscape 

with an eye tuned to find opportunities 

in the places where others might see 

challenges. “As for Brexit,” he smiles 

when asked the question, “Brexit has 

made us shift away from complacency. 

It’s all too easy to sit back and think 

everything is great when circumstances 

are steady, and that is fatal for business. 

Complacency stifles innovation, it 

inhibits creativity and it inhibits growth. 

With Paper Cloud and Direct Mag Media, 

we’ve learned to keep a finger on the 

pulse of local business trends, knowing 

what the customer wants, needs and 

aspires to, and working fast to meet 

those needs and aspirations. That is why 

innovation is integral to our business.”
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S
et up in 1990 by founder, 
Tom Phillips, Phillips 
Barristers and Solicitors 
has steadily grown to 

become one of Gibraltar’s 
established medium-sized legal 
firms, with a body of work 
that continues to grow. The 
main area of their expertise is 
litigation, with a strong focus on 
court work, while as a general 
practice, they also act for clients 
in other, non-contentious areas 
such as private client work, 
commercial law, property and 
conveyancing, wills and probate 
and shipping. The firm works 
with many local clients as well as 
a large number of international 
clients.

In recent years, Phillips has developed 
particular expertise in the field of 
medical negligence, an area of legal 
practice which has grown considerably 
and which deals with issues involving 
system failures in health care services 
as well professional negligence by 
individuals. This is detailed work, Justin 
Phillips, one of the firm’s partners, points 
out, and usually requires the input of 
expert opinion. “Medical negligence is 
a particularly interesting area of legal 
practice,” Justin adds, and, in relation 
to a discussion of the ‘no win, no fees’ 
phenomenon, says: “this is also an 
interesting aspect of the work: people 
who suffer and who do not have access 
to funds to hire a lawyer can have access 
to justice.”

Access to justice is a concept especially 
important to Phillips and an integral part 
of their ethos. “In some cases, injuries 
through medical negligence can be 
catastrophic for the patient,” Justin says, 
“and we believe that facilitating access 
to justice for patients whose injuries may 
be completely life-changing is vital.” 

ACCESSING JUSTICE 
THROUGH PHILLIPS  
BARRISTERS AND 
SOLICITORS
PARTNER, JUSTIN PHILLIPS  
SPEAKS TO INTOUCH MAGAZINE

The firm therefore carries out work on 
a ‘no win no fees’ basis, which involves 
carrying out a detailed assessment of the 
risks in each individual case, including 
a detailed evaluation of the facts and 
circumstance, the professional time 
that will be committed, and the use of 
specialists. This element of litigation work 
can carry an element of risk for small and 
medium-sized firms, and those risks need 
to be carefully assessed. “We have been 
specialising in catastrophic injuries,” says 
Justin, “and we also have a local clinician 
linked to our firm which gives us very 
speedy access to expert opinion. With 
catastrophic injuries it is important to 
instruct experts at a very early stage and 
we have built strong expertise in knowing 
exactly who to turn to and when. Claims 
need to be outlined in a very short 
timeframe so that the right treatments 
can be obtained as fast as possible for 
the patient and so that the right care 
and rehabilitation can be put into place 
quickly. This is vital to help support 
recovery – patient care and the long term 
outcomes for the patient are paramount 
– and is part of the Rehabilitation Code 
that we work to.”

It is often the case that in these highly-
emotive, contentious litigation cases, 
lawyers can be viewed as a threat; 
the medical profession can become 
somewhat nervous when dealing 
with lawyers, possibly because an 
investigation into a case of medical 
negligence can uncover performance 
issues or systemic inefficiencies. Phillips 
looks at rebuilding relationships between 
patients and the healthcare organisation 
that have broken down. While lawyers 
represent the interests of the client – 
the patients who feel they have been 
wronged – by using the Rehabilitation 
Code they help to rework those 
relationships to ensure that the patient 
receives the most appropriate health 
care. “It is not all about compensation,” 
Justin says, “it is about ensuring that 
the patient receives the best possible 
health outcomes, as they deserve. In the 
more positive cases, Phillips has been 
able to contribute to making system 

improvements within organisations that 
benefit not just the individual claimant, 
but also all future patients and the 
healthcare organisation itself.”

The work becomes even more interesting, 
Justin believes, when dealing with 
international situations. In Gibraltar, we 
are able to accesses health care services 
provided in other countries – notably, 
Spain and UK. “This means getting 
involved in debating issues of ‘non-
delegable duty of care’,” smiles Justin, 
clearly relishing the complex challenges 
that these cases involve.

Phillips’ broad range of litigation work 
takes them into numerous fields of legal 
practice. “We are also involved in many 
cases relating to employment law,” says 
Justin, “and these often take the form 
of dealing with cross-border issues in 
respect of the employment rights of 
frontier workers, especially manual labour 
who make up the vast majority of cross 
border employees. These are frequently 
complex and we often have to deal with 
claims against employers.” In addition 
to handling claims, Phillips also advises 
employers on contracts and employment 
law matters, helping clients to be fully 
aware of their rights and responsibilities 
and translating these into appropriate 
company policies. “It often follows that 
the bigger the organisation the more 
detailed the policies have to be, and 
we help employers make sure that they 
are offering their employees their full 
statutory rights,” Justin explains.

As a team of legal professionals, Phillips 
keeps closely abreast of all developments 
in the various business sectors in Gibraltar, 
including the recent rapid expansion of 
companies in the fintech industries. “We 
do have a number of companies in our 
client portfolio that are involved in the 
world of tech and finance,” says Justin, 
“and while this is an interesting area and 
as professionals we keep a close eye on 
business opportunities within this field, 
we are currently focused on our growing 
body of litigation work and this particular 
specialism.”
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Campo de Gibraltar area, which he sees 
as a positive move, with the prospect 
of opening up interesting new avenues 
of opportunity, despite, or maybe even 
because of Brexit. “Brexit is inevitably 
going to have an impact on our economy 
and our community,” he says, “but it will 
also come with many opportunities.”

As a vibrant, growing legal firm, Phillips 
keeps a close eye on the future, ready 
to carve out new and exciting pathways. 
The firm is looking at developing links 
with Morocco where there are huge 
developments and a good deal of 
investments in infrastructure, property 
and agriculture. “Morocco is becoming 
increasingly attractive to investors,” 
Justin muses, “and once we leave the EU, 
we could benefit from the agricultural 
products. We are building links with 
Moroccan lawyers, and we feel there 
are emerging markets that can be 
developed.” In the looming shadows of 
Brexit uncertainties, the strengthening 
of business links with other communities 
across the globe is a prudent step for any 
business.

With the firm’s powerful commitment to 
access to justice, Phillips is also involved 
in criminal litigation and provide defence 
lawyers to the criminal justice system. 
“We put lawyers in the duty solicitor 
scheme,” says Justin, “this is of huge 
importance to the local community 
that we are a part of, and for us it is an 
important public service. We also take 
on difficult and complex cases, such as 
parole cases and challenges to unfair 
decisions relating to prisoners suffering 
from mental illness.” He also expressed 
the view that potential changes to the 
Legal Aid and Legal Assistance schemes 
mooted recently are likely to result in 
greater inclusivity, which he believes is a 
positive step to improve access to justice.

The firm also deals with cases of public 
law, for example where a member of 
the public needs to resolve a conflict 
with government or a government 
agency or public sector organisation. 
This sometimes means looking closely 
at government policy and how this 
has been applied to the individual case 
in question. It is Phillips’ status as an 
independent law firm that enables it to 
challenge decisions both by government 
and by large organisations in either the 
public or private sectors.

Family law is another area that is emotive 
and contentious. “We work on the basis 
that we should do our utmost to keep 
clients’ costs to a minimum by mediating. 
Family law cases are often very difficult 
because they are so emotionally charged. 
Lawyers dealing with these cases have to 
be very experienced.”

The issue of skills and experience leads to 
a discussion of training and recruitment 
of new talent to the legal profession. 
“We have an increasing volume of work 
and need quality, experienced lawyers,” 
says Justin. In his view, however, there 
seems to be a slowdown in the numbers 
of Gibraltarian graduates seeking to 
enter the legal profession. This, in 
addition to the fact that a degree has 
to be supplemented by appropriate 
experience, means that legal firms find 
themselves hotly competing for top 
talent. “The intensity of modern legal 
work,” he adds, “means that we need a 
really high calibre of graduate to enter 
the profession.”

Gibraltar, Justin believes, is an incredibly 
talented and creative community with 
plenty more to tap into. “There is so 
much scope for creativity and growth,” 
he adds, “and we are good at creating 
and fostering relationships.” He refers 
to the warming of relationships in the 
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WEDDINGS IN 
GIBRALTAR MADE 
EASY:
Rani Menghnani Rodriguez talks to InTouch 
about the business of weddings and being 
shortlisted for the GFSB’s Business 
Innovation Awards

“The greatest marriages are built on 
teamwork. A mutual respect, a healthy 
dose of admiration, and a never-ending 
portion of love and grace.”

Fawn Weaver

R
ani Menghnani Rodriguez 
and I meet on a sunny 
afternoon in early 
summer – a perfect day 

for a wedding. “The summer 
season is wedding season,” Rani 
smiles, “the plans are in place 
and now it’s time to see them 
come to fruition. The busy time 
is…well, the whole rest of the 
year, when next year’s weddings 
need to be planned.”.

It is, Rani admits, a sheer joy to be 

involved in what is a growing market, 

but one that is punctuated by love and 

happiness. Easy Gibraltar Weddings may 

not be able to provide the love part of 

the ingredient mix – that is for the bride 

and groom to ensure is present – but 

they do create the ideal platform to 

enable a bride to plan every detail of her 

special event. “The website is a one-

stop shop for brides mainly, but also for 

persons involved in helping to organise 
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a wedding. I wanted to use it to bring all 

the resources and information together. 

Essentially, it’s an online bridal guide 

focusing on guiding brides in planning 

their big day, and we also cover features 

on women’s and family lifestyle such as 

health, beauty, fashion, travel and special 

occasions.”

Rani set up Easy Gibraltar Weddings 

some five years ago, spurred on by 

the fact that she was planning her own 

wedding and finding this an incredibly 

complex activity. “There is so much to 

do, and so many ideas to choose from 

– and that’s without deciding which 

guest sits next to whom at dinner so 

that conflict can be avoided and a great 

time had by all,” she says. Rani had not 

thought about going into business in the 

past, and since setting up Easy Gibraltar 

Weddings has found herself tapping 

into skills she had not realised she had 

and quickly developing a new skill set 

in order to be able to achieve exactly 

what she wants for the business. “When 

I was planning my own wedding,” she 

explains, “I found myself doing hours 

of research, asking lots of questions 

and then having to dig around for the 

answers and suddenly it struck me that 

it would be great if I could just go to one 

website and use it to find all the answers. 

It sounds simple really, but at the time 

there was nothing, no one-stop-shop and 

I think that is exactly what every bride 

needs.”

Rani received a good deal of 

encouragement from her friends. “A 

great friend of mine kept saying ‘why 

don’t you do it?’ and eventually I began 

to think I could,” Rani smiles. She found 

herself becoming increasingly passionate 

about the idea so she decided to 

approach a local website design 

company to see if the idea could be 

made a reality. “The website designers 

were just fantastic,” she enthuses, “I 

learned quickly that when you have a 

team of professionals working with you 

and applying all their incredible skills 

alongside you, that you can make your 

vision a reality. I had a lot of support 

from the design team and they helped 

to crystalise my self-belief and keep me 

going forward with the business, not just 

creating the site, but helping me take the 

business to a whole new level that I had 

not thought possible at the start.” 

It was watching her idea develop into 

a user-friendly website with beautiful 

images sustained her through periods 

of pressure while trying to breathe life 

into the business and persuade the 

local wedding industry that it really was 

worthwhile carving out their own space 

in the website business directory. “If I 

could make Easy Gibraltar Weddings the 

go-to website for brides and help make 

the planning of weddings less complex 

for them, then I know businesses would 

want to become engaged with us. It was 

like creating a huge, multi-faceted team 

that could bring all those skills together 

to bring a bride’s dream to life,” Rani 

explains.

The website it certainly very clean, 

attractive and user-friendly and 

exactly as bride-focused as Rani had 

wanted it to be, with templates and 

checklists, tools that the bride can use 

to keep their wedding plans on track. 

A comprehensive directory brings local 

suppliers to the bride’s fingertips. “I 

wanted the site to be bride focused, and 

in theory, brides from anywhere in the 

world can use the site – with Gibraltar 

working hard to be a great wedding 

venue, the site helps to bring couples 

from all over the world to get married 

here.” 

In addition to the on-line tools, Rani 

herself is deeply involved in keeping the 

site bride-focused. “I personally reply to 

queries and emails from brides, helping 

to point them in the right direction 

for what they want and giving them 

whatever advice I can about getting 

married here in Gibraltar.” Besides this 

excellent level of customer service, Easy 

Gibraltar Weddings is active on social 

media. “The site was launched in 2016,” 

says Rani, “but there was already a 

Facebook page introducing the concept 

and creating buzz about it. Social media 

is still the strongest way that we use to 

communicate the message and draw 

people to the site.”

Being shortlisted for the GFSB’s Business 

Innovation Awards has served to confirm 

Rani’s conviction that Easy Gibraltar 

Weddings can look forward to longevity 

as well as popularity. “Weddings can be 

seasonal – there are periods of intense 

work in the lead up and then there are 

a number of weddings and very happy 

brides. It is also really interesting to 

develop such good relationships with 

clients – Gibraltar’s brides tend to be 

very clear on exactly what they want, 

and there are also those who have 

tremendous imaginations so I would not 

be surprised to see some interesting 

developments in terms of fashion or 

theme. With the experience gathered 

over the last few years and in response 

to clients, I’m going to be looking at 

supporting clients with the planning and 

preparation for other major events, such 

as engagement parties. And, we’ll be 

running our fair every year.”

The first Gibraltar Annual Wedding Fair 

run by Easy Gibraltar Weddings earlier 

in the spring had been a resounding 

success. “Organising an event like that 

can be daunting, and I did not expect the 

degree of success that came our way. 

It was exciting and uplifting and makes 

me more determined than ever to keep 

progressing and running the business. 

I love it.” Rani loves the business, the 

flexibility, the challenges, the exhilaration 

of feeling driven to achieve and seeing 

the happy outcomes for her clients. “It 

is,” she emphasises, “a happy business.”

Weddings need teamwork, planning, 

patience, strong relationships and a good 

helping of passion. And maybe a whole 

lot of love. Easy Gibraltar Weddings 

clearly has the right combination of all of 

these.
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SMALL BUSINESS, 
BIG DATA! 
By Eran Shay, Managing Director, 
Benefit Business Solutions Ltd
www.benefitgibraltar.com 

B
ig data is big news in 
today’s digitised world. 
With the explosion 
of Internet usage and 

social media networks, there’s 
a massive cloud of data being 
generated about people all 
over the world, and it’s growing 
at an exponential rate. Until 
recently, big data has been a 
mining centre for big business 
to learn more about customer 
behaviours, desires, trends and 
browsing or buying patterns. 
It takes a sophisticated system 
and considerable computing 
power to sort through all that 
information and pull something 
useful out of it. However, 
technology has advanced 
in power—and come down 
in price. Now, even small 
businesses can tap into the 
power of big data to improve 
the customer experience and 
boost bottom lines.

The term “Big Data” covers a lot of 

ground. Data is collected from every 

action that’s performed on an Internet-

connected network—sending an email 

or tweet, posting to Facebook or a 

blog, commenting or rating, updating 

a profile, shopping online, using a cell 

phone or tablet, even swiping a credit 

card at a physical store. Every action 

generates a digital footprint that’s stored 

somewhere in the ether. That’s a lot 

of data. To obtain useful information 

from this vast ocean, you’ll need some 

serious analytical power that can find 

the relevant bits and display them in a 

format you can understand. Fortunately, 

that power is both affordable and 

accessible through various platforms 

from free programs like Google Analytics 

to inexpensive business tools like 

customer relationship management 

(CRM) software.

So how can small businesses utilise Big 

Data? 

Here are a few suggestions:

Sort Through Your Social Media
You’re already connected to many of 

your customers through your business 

social media networks. Tools like Social 

Mention, Twilert, and Kurrently let you 

set up alerts and notifications whenever 

a subject is mentioned online like your 

business itself, the products or services 

you offer or any relevant keyword. 

Once you start tracking these mentions, 

you can tailor your responses and 

conversations to build buzz, generate 

more interest and improve customer 

satisfaction and engagement.

Collect Customized Data With 
CRM
There are many inexpensive (even free) 

CRM systems that offer fully featured 

platforms to track interactions with 

customers and prospects. Programs such 

as Insightly, Zolo, and Nimble not only 

provide an inside line to big data, but 

also help you sort through it and pinpoint 

the most helpful information. These 

platforms also include social media 

functionality, so you can streamline your 

big data collection from multiple sources.

Monitor and Mine Customer 
Calls
Whether you’re working with a few 

office lines, a VoIP system with mobile 

capabilities, or a third-party call centre, 

customer service calls can be an 

important source of data. Be sure you’re 

collecting your call logs and analysing 

the information.

Customer call data can help you:

• Discover the demographics of your 

callers.

• Identify the most common problems 

that result in a phone call.
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We believe that your website should work harder than all your 
employees. Your website should be attracting prospects, 
communicating with them and turning them into long-term clients. 
For over 18 years we have been specialising in creating beautiful 
websites that work perfectly across all mobile devices, but above all 
increase your sales. 

Is your website working
hard enough?

Contact us for a coffee and a free website analysis.

G I B R A L T A R  -  L O N D O N  -  E D I N B U R G H

+350 200 45599
info@piranhadesigns.com 

• Analyse inbound calling trends.

• Optimize customer service through 

strategic call routing.

Many web-based VoIP systems include 

analytics and automated call logs, and 

they’re also an inexpensive solution for 

business voice needs.

Big data can give you the edge you 

need to beat the competition and grow 

your business. It can tell you a lot about 

what makes your customers tick. With 

information from your own website, 

from social media platforms and from 

other publicly available online sources, 

you can develop an understanding of 

your customers that goes beyond a 

non-specific profile. It can really help you 

to segment your audience and develop 

your business around them and their 

needs.

Small businesses are uniquely placed 

to move quickly and enjoy closer 

customer relations than many of the 

big corporations. At Benefit Business 

Solutions Ltd, we have been advising 

businesses on how to capitalise on 

the insights gained from Big Data, 

putting them into practice and 

putting products to market before 

their bigger competitors have time 

to act. Already, there are numerous 

sources of information, and more are 

likely to pop up daily. In the not-so-far 

future, there will be many businesses, 

including small and medium size ones, 

moving their processes, products and 

other information to the cloud. Also, 

companies will learn more about huge 

data and what they can do with it and 

how it would shape respective industries.

Today is the time to start using huge 

data to transform a business into a 

smarter and more efficient operation. 

Stay ahead of the competition and take 

advantage of data analytics now to drive 

sales as well as boost business growth.
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2
017 was in fact a hugely 
successful year across 
the board, with numerous 
high value sales and a 

consistent volume of mid-range 
sales which further underpinned 
the market in all four tiers. 

The graph on the next page shows a 

clear growth in prices across the mid 

end region (green line) principally the 

£300,000 to £700,000 price ranges, 

which we had expected and has seen 

an increase in this sector of approx. 9% 

to an average of £510,000. Just by way 

of example, properties in areas such 

as Montagu Gardens, Vineyards and 

other lower / mid end developments 

experienced above normal growth, 

reaching price levels of up to £340,000 

or rates of up to £3,700/sqm.

Our overall average on prices (red line) 

shows a slight decline; this is due to 

a levelling off in prices at the 4th tier 

(upper high end) where the rate of top 

end sales has decreased slightly. This 

therefore shows a total average price 

level of approx. £625,000 or approx. 5% 

which is in our view consistent with what 

we had expected and had forecasted. 

This was mainly driven by the middle 

end market performing in a far stronger 

manner during 2017. 

We continue to take the view that the 

upper 4th tier in the market has a great 

deal more to offer, but uncertainties 

surrounding Brexit negotiations will no 

PROPERTY 
MARKET UPDATE 
2017/18

doubt impact any immediate growth and 

further increases at prices ranges above 

£1,750,000.

Forecast
We believe that the forecast for 2018/19 

remains uncertain as was the case in 

2017/18, given external affairs relating 

to Brexit and the impact that this may 

have on Gibraltar from a political and 

economic perspective. The fact that 

we have continued to see growth over 

the period since June 2016 indicates 

that Gibraltar could benefit from the 

uncertainties in European economies. 

We are also encouraged by recent 

news with respect to Gibraltar and 

confirmation that the UK Government 

will guarantee continued access to the 

UK financial services / online gaming 

markets. 

Certainty and stability are crucial 

and despite concerns we continue to 
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position ourselves favourably against the 

odds.

High value clients (Cat 2 / Hepps) and 

other applicants relocating to the Rock 

continue to represent a significant 

part of our business and growth in the 

property sector. We are seeing new 

start ups in the gaming industry, with 

substantial investments which suggest 

a long-term presence in Gibraltar; the 

DLT sector and the Finance Centres’ 

foresight in regulating the industry at 

technology level is already proving to be 

hugely successful and has the makings 

of developing similarly to the online 

gaming sector, which has, over two 

decades been responsible for substantial 

growth.

We believe that there are numerous 

fundamentals surrounding our economy 

which will underpin further consistent 

growth. We therefore remain cautiously 
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The data set out in the attached graphic are based solely on BMI’s own sales and are, therefore, to be treated as only indicative of trends in the wider Gibraltar 
market.

The data in respect of “average house price excluding high value properties” were generated by excluding the highest valued 10 per cent of properties sold by 
BMI in each respective year.

NB. Note that the GDP graphic has no direct bearing or correlation to the information provided on average property prices and is purely an indicator 
with regards to trends.

Market Update 2017/2018

2000/2001 marked the real 
beginnings of the property 

market in Gibraltar, primarily 
driven by a growing Gaming / 

Financial Services sector.

Prices settle, albeit marginally 
given first ever big push in 

property prices and completion 
of new developments such as 

Europlaza.

2006 saw the first real steep 
growth in prices and followed 
suit with other international 

property sectors. First real taste 
of speculative buying with 

Ocean Village, Quay 27 and The 
Anchorage all arriving to market.

Average sales prices growth 
by up to & approx. 40% over a 

period of a year; unprecedented 
and following suit with other 
property sectors around the 

globe.

2011/2012 sees the election of a 
new Govt with new ideas and a 
push in terms of infrastructure 
projects, together with various 

new off-plan developments 
creating another “bull market”. 
Average top end prices reaches 
all time new high of £450,000.

Our strong economy (average 
GDP growth of 6%) sees us 
through the downturn and 

prices begin to strengthen only 
18 months after the crunch. 
Confidence quietly settles  

back in.

Credit Crunch sees a downturn 
of up to 25% in some areas. We 

had cautioned of the dangerous 
element of speculative buying 

at the time. Unlike other 
economies around the world 
Gib PLC continued to grow in 

GDP terms.

12 months sees a 2nd price hike 
in a decade of approx. 30% 
and market reaches a new 

average sale price of just under 
£600,000. This fuels further 

off-plan developments to scales 
similar to that of a previous 

decade ago.

Market generally settles at the 
top end and sees a catch up 
from the lower end sectors, 

indicating growth demand for 
middle end properties. Brexit 
also plays some part in much 

needed breathing space in the 
market, although confidence 

carries.

Graphic illustration of average property prices/trend line since the year 2000.

The data set out in the above graphic are based solely on BMI’s own sales and are, therefore, to be treated as only indicative of trends in the wider Gibraltar market.

The data in respect of “average house price excluding high value properties” were generated by excluding the highest valued 10 per cent of properties sold by BMI in each 
respective year.

NB. Note that the GDP graphic has no direct bearing or correlation to the information provided on average property prices and is purely an indicator with regards to trends.

optimistic and side on a real prospect 

that prices will hold at current levels 

and may see further growth in certain 

sectors similar to 2017 of circa 5%+ 

(average of all four tiers).

Off-plan re-sales continue to be a 

good indicator of confidence or lack 

of and our focus will be on assessing 

whether the market has over-exposed 

itself to weak speculators, and which 

developments may be more adversely 

affected by this. As mentioned above 

we have already seen a strong indicator 

that re-sales in certain developments 

are seeing significant growth margins. 

As has been the case in so many of our 

previous updates, we place a great deal 

of importance on the impact of off-plan 

sales and the quality / profile of buyers; 

we do not tire in repeating simple logic, 

“owner occupiers” will always drive 

the sector - “let the market drive the 

market”!   (Please contact us for further 

information on this).

A sensible 4 tier market
Our thoughts on a developing 4 tier market (low, mid, high, ultra-high) as described 

over the past 48 months are now firmly accepted. We believe that this more than 

serves as a positive indicator of the potential that the market continues to enjoy. 

The very fact that we are attracting a new ultra-high segment is the clearest sign of 

confidence from a new emerging market. 

Gibraltar has a healthy property sector, split sensibly amongst four tiers. Few Finance 

Centres / Financial Services jurisdictions can boast such a cross section of market 

catering an array of demands from various profiles, this in our view once again shows 

the maturity of the market.

RATES PER SQM ACROSS THE BOARD ARE IDENTIFIED IN OUR TABLE BELOW:

Lower end market £2,200/sqm - £3,200/sqm

Middle end market £3,300/sqm - £4,500/sqm

High end market £4,600/sqm - £5,700/sqm

Upper High end market £5,600/sqm - £7,500/sqm

BMI GROUP

Market Update 2017/2018
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Commercials
World Trade Center was delivered to 

market very much on time and has been 

a huge success adding a new dimension 

to Grade A office space in Gibraltar. The 

development is well over 95% occupied 

and has been welcomed massively by 

the market. More news to come on a 

possible WTC II.

Midtown Commercial is scheduled for 

completion during Quarter 2 2018 and is 

already fully subscribed, and provides a 

Grade A office environment in the heart 

of Gibraltar, with immediate access 

to Midtown Residential a high value 

residential scheme (fully sold out) and 

Midtown Retail which completes this 

high end mixed use development. 

We also continue to see the re-

development of various Freehold Town 

Centre buildings converted and re-fitted 

into HQ offices for users. BMI Group 

has been active in this sector having 

assisted PWC with their relocation into 

their refurbished office development 

on Main Street. We have also advised 

and assisted the developers of a new 

2,000sqm Grade A office building 

at the entrance to Main Street now 

housing Robus Insurance and Abacus. 

During 2018 we will be launching the 

re-development of a further project of 

approx. 1,000sqm in Main Street. (Please 

contact us for further information on 

this).

Demand has clearly increased with 

the additional pressure of there being 

no new build in this sector for nearly 

a decade. Our views (last year) on 

whether there is real demand to meet 

the forecasted sqm being proposed 

were met with an element of caution 

given the substantial schemes in the 

pipeline. Completion of WTC has very 

clearly underpinned the fact the market 

has indeed welcomed this Grade A 

office project.

It is fair to say, however, that over the 

past 36 months there has been a clear 

demand and outcry by the various 

economic sectors, namely Gaming, 

Insurance and Financial Services and the 

general market, for new upgraded 21st 

century office accommodation. These 

demands will most certainly be met.

With respect to current availability 

/ stock, it is safe to say that there 

are options in various locations, but 

particularly so in older commercial 

developments. The offering is generally 

lower quality and in certain areas, 

compromised in terms of layout 

flexibility and sizes.

Moving forward, there is no question 

that there will be an element of 

decanting from the older commercial 

properties into the newer and better 

designed office schemes. 

Worthy of note is the fact that letting 

rates/sqm have not been compromised 

at the higher end due to the decanting, 

in fact quite the opposite; applicants are 

prepared to pay high end prices for high 

end specs. This creates an opportunity 

for landlords with older (decanted) 

buildings, to upgrade and provide the 

market with improved offerings to 

market.

New modern office options will only 

serve to improve the commercial 

offerings in the market and will 

generate new business steered by new 

expectation which once again serve to 

underpin the positive future for Gib Inc.

N.B These rates are 
indicticative only and are to be 
taken as average price ranges 
in the respective properties.
Please note that the above 
prices may be subject to 
condition of units let and 
whether or not they are 
internally finished (to high 
standard & spec) and kitted 
out for immediate use.

Note that the above are 
based on existing sales and 
committed leases at both 
developments and where 
figures are given as an average.

CURRENT MARKET RATES:

CURRENT FORECASTED RATES /  MIDTOWN:

Europort Europort High value - Comm £355 - £390/sqm

Leisure Island Ocean Village Complex £360 - £440/sqm

Regal House Queensway High value - good £250 - £300/sqm

Eurotowers Europort Amenities £240 - £275/sqm

Leanse Place Town (South) Mid end £240 - £275/sqm

Hadfield House Town (Centre) Mid end £230 - £250/sqm

World Trade Centre* Marina Bay High value - Comm
£430 - £480/sqm
(lease)

Midtown £360/sqm (lease) £4,500/sqm (For Sale)

*World Trade Centre completed early 2017 with current rates comparable to our forecasted figures.
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PROMOTING GIBRALTAR ACROSS THE WORLD – 

FINTECH.GI

L
aunched on 1st July, 
Fintech.gi is a new website 
that aims to promote 
Gibraltar as a world-class 

jurisdiction for businesses at 
leading edge of the world of 
fintech and the cryptospace.. 

The rapid development of blockchain 

technology and the burgeoning range 

of applications to all sorts of business 

processes within a wide variety of 

industries and sectors, has been the 

catalyst for immense change in the 

traditional ways that business is done, 

and in particular, in the financial services 

sector. The growth of investments in 

cryptocurrencies and the changes in 

the ways that we bank, pay for things 

online or invest in assets  - and, indeed, 

in the types of assets that we invest 

in - have all taken place as a result of 

the development of new technologies, 

and, specifically, distributed ledger 

technology.

Fintech.gi is rapidly growing into what 

will be a valuable resource for anyone 

involved in or interested in technology 

and how this interacts with financial 

services in Gibraltar. Readily accessible 

and with information on many of the 

firms and organisations involved in this 

field in Gibraltar, this new website brings 

together sector news, information, 

discussion and expertise. Featuring 

articles from local industry experts as 

well as reporting on local developments, 

Fintech.gi also provides businesses 

wishing to promote their services an 

opportunity to showcase their products 

and their expertise, through providing 

sponsored content and through listings 

in the site’s Directory of Companies. The 

site works to help firms increase their 

exposure at an international level.

Gibraltar is rapidly establishing itself as 

a successful business hub for the tech 

and finance sectors, emerging as one 

of the world’s foremost jurisdictions for 

entrepreneurs and start-ups specialising 

in the new industries created by 

distributed ledger technology and 

the blockchain. The Rock provides an 

excellent location for these global-facing 

businesses through its robust regulatory 

environment, the ready accessibility 

of an open-minded, forward-looking 

government and official regulators, and 

the skills of Gibraltar’s professionals. 

Fintech.gi is an information hub, a 

place to find out what is happening in 

Gibraltar’s fintech world, and where 

businesses can showcase their products, 

services and expertise in this exciting, 

developing field.
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ISO 45001:2018 
OCCUPATIONAL HEALTH & 
SAFETY MANAGEMENT SYSTEM

T
he world’s first 
international Standard 
dealing with health and  
safety at work has been  

published recently as an 
Occupational Health and Safety 
Management System ISO 
45001:2018. 

Six things you should know 
about ISO 45001:2018

1. What’s the difference between ISO 
45001 and OHSAS 18001?
ISO 45001 has been developed to 

replace OHSAS 18001, currently the most 

widely adopted workplace occupational 

health and safety standard. At the same 

time, ISO has been clear that even 

though ISO 45001 uses key concepts 

from OHSAS 18001, it is its own separate 

standard and not an update. 

OHSAS18001:2007 was a British 

Standard – ISO45001:2018 is an 

International Standard facilitated by 

ISO the International Organisation for 

Standardisation.

ISO points out key differences of ISO 

45001 compared to OHSAS 18001 

including:

• The new Standard is based on a high 

level structure known as Annex SL 

which is used by ISO9001:2015 and 

ISO14001:2015 – Making ISO45001 easy 

to integrate as a management system 

into an organisation

• The new standard uses a process-

based approach rather than a procedure-

based approach. 

• ISO 45001, like other ISO standards, 

requires understating the organization’s 

larger context and views of all interested 

parties. 

• The need to integrate workplace health 

and safety into daily operations, rather 

than treating it as a standalone process.

2.How long are OHSAS 18001 
certificates valid?
If you’re already certified to OHSAS 

18001, you’ll have three years to 

transition to ISO 45001. That means by 

2021, you will no longer be able to certify 

to OHSAS 18001.

3. How does ISO 45001 relate to other 
ISO standards?
Like all recent ISO standard releases, 

ISO 45001 uses a common high-level 

structure that makes it easier to integrate 

multiple standards within a single 

management system. This structure is 

built around the Plan-Do-Check-Act 

approach recognized as a best practice 

in mature organizations.

That means if you already use ISO 9001 

for Quality Management or ISO 14001 for 

Environmental Management, you may 

already have many of the key structural 

elements in place like:

• Risk and Opportunity management

• Monitoring and measurement systems

• Compliance obligation tracking

• Management review

• Internal audits

• Corrective action 

• Continuous improvement processes

The point is that once you have these 

processes in place, it’s just a matter of 

adding on the specifics of ISO 45001 

or any other ISO standard you want to 

follow. It makes it easier to certify to 

multiple standards, or mix and match to 

create your own custom management 

system.

4.Who should certify to ISO 45001?
Any company will benefit from 

implementing a system that aligns with 

ISO 45001 principles, whether or not 

they pursue formal certification. That’s 

because ISO 45001 is built around 

recognized best practices in health and 

safety, and is set to become the primary 

global workplace safety standard in 

coming years.

5.What are the benefits of ISO 45001 
certification?
While many organizations may not 

decide to formally certify to ISO 45001, 

doing so does have certain benefits. For 

example, certification can:

• Send a powerful signal to customers, 

employees, the public and other 

stakeholders that you’re committed to 

workplace safety. 

• Make sure you’re in compliance with 

workplace health and safety laws and 

requirements.

• Help reduce safety incidents and 

associated costs.

• Improve overall health and safety 

culture.

6.What should I do if ISO 45001:2018 is 
of interest?
• Download the standard and start 

digging in to the requirements.

• Attend any necessary training to 

understand the requirements and what 

you’ll need for compliance.

• Identify Interested Parties and their 

needs and expectations

• Determine associated risks and 

opportunities 

• Perform a gap analysis based on 

where your organisation is now and 

what new requirements you will need to 

incorporate.

• Evaluate whether you will be able 

to achieve this timeline with internal 

resources, 

• Get some help……..

Whether or not you decide to officially 

certify to ISO 45001, all companies have 

the responsibility to put systems in place 

to avoid preventable safety incidents. 

Ensuring employees return safely home 

every day can truly transform a business, 

from boosting employee morale to 

encouraging efficiency to profits and 

sustainability as a whole. 

IT’S NOT THAT HEAVY REALLY!

For further information please contact 

Tony Lopez on tlc@gibtelecom.net

Or David Balkwell on 

davidbalkwell@balkwellltd.com
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Talking Tax at the GFSB 
Breakfast Club

F
ive officials from the 
Tax Office attended 
the GFSB’s Breakfast 
Club seminar on 31st 

May to open up face-to-face 
dialogue with GFSB members 
over a wide variety of tax 
issues. Hosted by the GSFB at 
their offices in Irish Town, the 
event was run as a “question 
and answer” session which 
gave members present a rare 
opportunity to speak to officials 
on issues specific to them and 
to their businesses. It was also 
a chance for officials to garner 
a deeper understanding of how 
the workings of the Tax Office 
directly affects small businesses.

Breakfast Club meetings are short 

sessions (about one and a half hours) 

that take place first thing in the working 

day, and where coffee, cereal bars, fruit 

and biscuits fuel the representatives 

of local businesses that gather to 

network and learn. This “Tax Matters 

Q&A session” was well attended by a 

diverse group of businesses, from sole 

traders to recruitment companies, larger 

corporations and accountancy firms.

From the Tax Office, Theresa Sanchez 

answered questions on matters of self-

employment; Joseph Pitto was kept busy 

discussing regulations and requirements 

on company matters and corporation 

taxes; there was plenty to discuss for 

Melissa Payas and Krissanne Posso from 

the Social Insurance office, and Jackie 

Williams was able to address issues 

raised regarding PAYE. 

The topics discussed were varied and 

included issues of regulation and the 

application of penalties. GFSB members 

held nothing back when discussing 

delays in repayments of credits by 

the Tax Office both to companies and 

individuals, and were pleased to be 

informed that catching up with these 

repayments is one of the Tax Office’s 

foremost objectives.

Besides answering questions and 

clearing up some points of confusion, 

this Breakfast Club seminar was also 

an excellent opportunity to offer 

suggestions for improvements that 

would be of benefit to small businesses 

and help the officials improve their 

working efficiencies. A move to online 

working and submission of tax returns 

and other forms via the internet was 

mooted as a favoured option and it 

was clearly communicated that going 

as paperless as was feasible in a tax 

collection environment is an important 

goal all round. GFSB members 

also suggested improvements in 

communications between the Tax Office 

and the Treasury’s arrears office. 

One especially popular suggestion 

from members was the setting up of a 

Tax Office help desk, where dedicated 

officials could be approached to help 

businesses through any enquiries or 

some of the complexities that tax 

regulations sometimes appear to cause, 

such as the issue of sub-contractors 

from overseas and when and how these 

should be registered. Whether tackling 

private or company matters, such a 

help desk was seen as potentially useful 

in quickly ironing out discrepancies, 

confusions and problems. While 

suggestions would need to be passed up 

to senior managers in the department, 

the chance to express these and be 

heard is invaluable to Gibraltar’s small 

businesses.

With opportunities to learn, network and 

have their voices heard by those who 

influence the operating environment for 

small businesses, the GFSB Breakfast 

Club seminars provide practical, 

informative sessions for members’ 

benefit and are increasingly popular. 

Check the website: www.gfsb.gi for 

further information and to arrange your 

GFSB membership.
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Tourism Matters for 
Business

O
n 15th June, the 
GFSB’s Breakfast Club 
gathered together 
many members 

whose business interests are 
in some way involved with the 
tourism sector. The seminar, 
held bright and early at the 
GFSB’s conference facility in 
Irish Town with servings of 
coffee, fruit juices and various 
breakfast snacks, was opened 
and introduced by Johnny 
Gaggero, Chairman of M H 
Bland and Nuria Sacconne, 
Head of Destination Services 
at Blands Travel. Apologies 
were presented by the 
Gibraltar Taxi Association, 
whose representatives were 
unfortunately ill that morning.

The format of the seminar was to be 

open and informal. The businesses 

present were invited to discuss the 

issues around tourism – both positive 

and negative – with a view to follow up 

later in the year with a second seminar 

that would be more structured and 

where these views and concerns could 

be communicated and discussed with 

government representatives.

At the very sharp end of the tourism 

sector, Mr Gaggero and Ms Sacconne’s 

experiences of tourism as it has grown 

and developed in Gibraltar over the past 

few years was invaluable to give business 

representatives a thorough overview 

of the tough and complex issues 

involved. Tourism is one of Gibraltar’s 

key industries, and many secondary 

businesses – shops, restaurants and 

hospitality, event management, and 

even cleaning, gardening, grounds 

maintenance and personal services 

businesses – rely on tourism for their 

income. If tourism has shortcomings, 

there exists a threat to those small 

businesses.

The meeting acknowledged that the 

government’s push to event-led tourism 

and that investment in the Upper Rock 

and attractions have led to some success 

in developing tourism. However, this 

success and the possibility of future 

growth, came the message from the 

membership, appears to be hampered 

by issues associated with transport. 

Discussion on the problems of physically 

getting tourists from their arrival points 

to the various destinations of interest 

around the Rock was lengthy, and it 

was clear it is becoming increasingly 

imperative for solutions to be found 

that work in a long-term, sustainable 

way, that work for the main tourism 

businesses and all the subsidiary 

businesses alongside these, and, 

ultimately, for the people of Gibraltar.  

Attention was given to discussion of 

environmental issues, not least the need 

to make sure Gibraltar is a pleasant, 

attractive place where wildlife and nature 

is respected and valued and adds to 

the attraction: it is in balancing these 

needs and the need for growth that the 

challenge clearly lies.

A salient feature of this particular 

seminar was the willingness of 

members present to open up to ideas, 

to make suggestions that consider the 

application of technological advances 

and seemingly futuristic solutions – 

none of them impossible, some of them 

simply technically challenging. It was 

also interesting to note the enthusiasm 

behind developing Gibraltar as a 

destination of choice, not just a brief 

stop-over on a cruise or a day trip, 

but a place where a stay is a holiday 

experience in itself. 

The Breakfast Club seminar on Tourism 

made for an interesting and stimulating 

start, not just to the working day, but 

also to the opening of discussions 

between businesses and between 

business and government.
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New Member Profile

B
entley Investments is not 
new to Gibraltar. With 
property development 
and management as its 

main portfolio, the company 
was set up in Gibraltar in 2000 
by its founder and Chairman, 
Evgeny Cherepakhov. For the 
past twenty years, the company 
has worked with internationally-
renowned firms to bring world 
class design, construction and 
management to the company’s 
residential and commercial 
developments, with quality and 
a vision for the long term as key 
elements of its ongoing success.

It is long-term vision and family 

orientated values supported by highly 

experienced and competent consultants 

and workers that characterise Bentley 

Investments and its activities. “We take 

an all-round view of our projects,” Anna 

explains, “we don’t just build, sell and go.  

We work to provide opportunities for the 

present through creating an achievable 

vision of the future of our community 

here in Gibraltar. We design, we develop 

and we manage our developments: 

we are here for the long term, just as 

the people who live and work in our 

properties are.”

The company has developed, owns and 

manages a number of striking projects – 

Eurotowers, Eurosuites, and, completed 

just this year, WestOne – but it has most 

recently made the headlines with the 

forthcoming Eurocity development, 

which is set to become one of the 

iconic landmarks of Gibraltar’s built 

environment.

“We are really excited about the Eurocity 

project,” smiles Tamara. “We manage 

our portfolio as ongoing projects,” she 

explains, “we are always aware that we 

provide places for people to work and 

do business, and that our developments 

are also people’s homes.” Through 

its sister company, Bentley Estates 

Management, the Group manages 

the estates for its developments, and 

runs a property management service 

which includes the letting of individual 

properties - parking spaces and storage 

facilities as well as letting residential 

apartments, commercial and office 

premises. The BEM team also manages 

its own in-house repair and maintenance 

service, as well as cleaning services, with 

a hands-on, approachable team ready 

to offer advice, help and information to 

customers.

“Passion for perfection – it’s our motto, but it’s also our mission, it’s what we strive for in 
our day to day work and it’s what we expect to achieve in each of our endeavours.” 
Anna Cherepakhova and Tamara Edwards, Directors of Bentley Investments Group, 
talk to InTouch Magazine.

BENTLEY 
INVESTMENTS 
GROUP  
A PASSION FOR
PERFECTION 
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“We are a one-stop shop for people 

living and working in Gibraltar,” Anna 

explains, “our goal is to make residents’ 

lives as convenient and comfortable 

as they can be. Our developments 

are located in the heart of Gibraltar’s 

business district, so for many it’s only 

a couple of steps to their office.  We 

can help you settle into your home, 

in a complex where there are shops, 

restaurants, cafés, squash courts and 

swimming pools. If you have friends or 

family, or business colleagues coming 

to Gibraltar for a short stay, we can also 

provide them with short term, self-

catering, serviced accommodation.”

The ‘one-stop-shop’ idea has grown even 

further recently with the opening up of 

WestOne’s Worklab, an ideal co-working 

space designed for the 

busy entrepreneurs, 

start-ups and business 

professionals that are 

flocking to Gibraltar 

as the jurisdiction’s 

reputation as a 

financial services 

and technology hub 

grows. Appealing 

to professionals, 

techies and creatives, 

who value working 

communities as well as 

flexibility and mobility, 

Worklab provides desk 

space and fully equipped office facilities, 

complementing these with communal 

spaces that are ideal for sharing time, 

ideas, networking and getting those 

business energies flowing into profitable 

collaborations. The Worklab space is 

managed by Bentley’s professional 

team who are there to support and 

help their clients make the most of their 

tenure, and to foster strong relationships 

with support structures that range 

from organising travel reservations to 

providing administrative and secretarial 

services. The one-stop-shop concept 

is further enhanced by the fact that 

WestOne provides various types of 

residential accommodation: short-term 

lets to suit single professionals on short 

term projects through to long-term lets 

of family-sized accommodation, or home 

ownership for those who decide to set 

up home within the complex. 

Bentley Investments’ developments are 

already powerful landmarks in Gibraltar, 

enviably located on Europort Road, 

minutes’ walk from the majority of all 

gaming, insurance, and government 

companies as well as the GFSB. 

However, it is Eurocity 

that will make the most 

distinctive mark on 

Gibraltar’s skyline.

Already setting the real 

estate sector in Gibraltar 

alight with its innovative 

sales approach that 

includes VR tours of the 

development, Eurocity is 

remarkable in a number 

of ways, not least in the 

bringing together of 

award winning architects 

and designers, a world-

class management system, a vision of 

social and environmental sustainability 

and an unrelenting drive for quality. 

“We have applied what we feel is our 

characteristic attention to detail to 

every aspect of the development,” 

says Tamara, “and it is through our 

not accepting anything other than top 

quality for everything that we do, with 

the focus always what our customers 

need, that helps us to achieve really high 

standards.” Off-plan sales on the Eurocity 

properties have been excellent, with over 

200 apartments sold in just 12 weeks. 

“The Eurocity project is innovative and 

visionary,” adds Anna, “Three slender 

towers, including Gibraltar’s tallest at 22 

storeys with unrivalled views towards 

Spain and Africa, create a sustainable, 

residential resort around a split-level 

podium of lush landscaped gardens and 

pools, served by an international-class 

concierge facility, the first of its kind in 

the territory. Environmental sustainability 

is important to us, so we have integrated 

energy efficiencies into the design 

including provisions for EV charging 

points for all car parking spaces.”

Exceptional projects, as the two 

directors tell me, need exceptional 

people, from award-wining architects 

and the professionals that Bentley 

Investments selects to partner them in 

their projects, through to each member 

of the Bentley team, with an emphasis on 

the value of hard work, professionalism, 

loyalty and mutual support right across 

the company. That ethos of valuing 

individuals and their contribution is what 

spills over to the way that the company 

values each individual customer. “We are 

here to support each of our clients every 

step of the way to help them achieve 

what they need,” says Tamara, “whether 

that is securing a quality home, or 

setting up their business using Worklab’s 

facilities, our team can help.” 

Strong relationships, both with 

customers and within the team, are also 

characteristic of Bentley Investments, 

and somehow this blends perfectly with 

Gibraltar’s strong social and community 

bonds. If living and working in Gibraltar 

feels like being “en familia”, Bentley 

Investments is very much engaged 

in being part of that community. A 

leading member of Gibraltar’s real estate 

sector, Bentley Investments’ vision 

of community through quality living 

and working spaces is set to make a 

difference to Gibraltar over the next 

few years. As Anna put it so succinctly:  

“We recognise that as a company we 

have a role to play in Gibraltar’s society, 

and we work to find ways in which we 

can contribute to the local community 

through our specialisms of developing 

the local living and working environment. 

Our activities have an impact on the local 

community and we are determined to 

make sure that the impact is positive for 

everyone.”

Evgeny Cherepakhov,
founder and Chairman



ISSUE 34  |  SUMMER 2018  | intouch

38

Meet Kamlesh Khubchand, 
GFSB Board Member 

What led you make the move into 
running your own business? 
I watched how my father ran his own 

business and I learnt that running your own 

business gives you more control over your 

destiny. 

What were the biggest challenges 
in the early days and how did you 
overcome these? 
The biggest challenges were getting the right 

team to help achieve the business’ goals. It 

takes patience and a lot of trial and error, and 

of course, it never ends.

Did you ever feel like giving up and 
how did you overcome that? 
Yes, but only briefly. Business is cyclical and 

so good times always return.

Was it difficult at times to balance 
family commitments and business 
commitments, and what are your tips 
for finding that balance?
I was lucky in that I have a very supportive 

family. But getting the balance is hard and 

will vary during the year. I suggest a minimum 

3-week break with the family as a minimum 

annually is a good reward for all the hard 

work.

What were the biggest mistakes you 
think you made? 
Too many to recall…and best not to!

What would you do differently if you 
had the chance?
I would have raised my expectations and 

aspirations to a much higher level.

What are the achievements you are 
most proud of?
Winning National Day window dressing prizes 

2 years in a row, and getting international 

recognition from some of our suppliers, to 

name a few.

What do you think are the most 
important characteristics of successful 
business leaders? 
Humility, the ability to embrace change and 

risk, and good delegation.

Meet the Board

What is your favourite thing about 
being in business?
Being my own boss brings choices along with 

responsibility.

What is your business dream and has 
the end game changed for you over the 
years?
The dream is to grow internationally both 

online and offline, but mainly in the virtual 

world.

Why did you join the GFSB and what 
are its greatest strengths?
Joined to participate, network and learn. The 

GFSB’s greatest strengths are the wide range 

of members and a proactive board led by a 

good leader
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Of course you can …
Of course you can …

Jyske Bank (Gibraltar) Ltd. is licensed by the Financial Services Commission, Licence No. FSC 001 00B. 
Services and products are not available to everybody, for instance not to residents of the US.

JYSKE BANK (GIBRALTAR) LTD. • 76, Main Street • P.O. Box 143 • Gibraltar
Tel. +350 606 33322 • Fax +350 200 76782 • info@jyskebank.gi • www.jyskebank.gi

... build a Corporate Partnership with us
Our Corporate Banking team is completely committed not only to the
development of your plans but also to becoming involved in them.
Their diverse range of both experience and perspective creates a
personalised service catering for all your banking needs.

We pride ourselves on going the extra mile for you – working alongside
you at every stage in the construction of your corporate future.

Welcome to a bank out of the ordinary.

A4_3mm_annonce_corporate_gib.indd   1 06-11-2017   11:50:02



l Maternity Grant
l  Specialist Services
l Complementary Medicine
l Overseas Cover
l	 Gibraltar Medical Insurance 

Allowance Applicable

Protect you and your family

Our plan provides cash towards 
your medical expenses

Medical Benefits
l  Dental
l  Optical
l Personal Accident 
l  Hospital
l  Day Case

HMCA Insurance Limited, 33/2 Cannon Lane, Gibraltar, GX11 1AA
Tel: 200 61430 • Email: info@hmcainsurance.gi • Web: www.hmcainsurance.gi

This leaflet is produced and presented by HMCA Insurance Limited
which is authorised and regulated by the Gibraltar Financial Services Commission

Please ring for a quote - Tel: 200 61430
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