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D
ear readers, 
 

I hope you are well. Summer 

is well underway, whilst a 

lot of businesses are back to normal, 

many others are still struggling due to 

the effects of Covid. We are all looking 

forward to finally getting back to where 

we were, and moving on from there. 

Some businesses have made bold steps 

to change their ways of working, or even 

their main revenue streams to adapt 

to the changing climate, this is the way 

forward.

This issue we have been speaking to a 

number of technology related companies 

who have either used technology to 

expand their business or are directly 

involved in the sector. We have some 

impressive stories in Gibraltar, and we 

are doing our best to get some of those 

stories heard. Take the time to read the 

articles and get to know a few more local 

successes.

On the lines of success, we are pleased to 

announce that the GFSB are launching a 

new podcast series very soon, it is called 

“Incoming”. This series is being kindly 

sponsored by Gibraltar International 

Bank. We are very excited to see it come 

to fruition. The podcast will focus on 

interviewing successful local business 

leaders, and giving listeners a chance to 

hear more of how they managed to get 

so far. We will let you know as soon as the 

first episode is released. 

Recently we concluded the GFSB 

Innovation Awards sponsored by 

Gibtelecom, we had the largest number 

of applications we have ever received! 

That is really something, especially 

during a pandemic. The judges heard 

some excellent applications, next issue 

we will give you all the details on many 

of these businesses. It is great to see 

Gibraltar is innovating even in difficult 

times. Congratulations to our winners and 

runners up.

We also managed to do our first Speed 

Networking Event in a long time, it was 

very well attended and there were no 

Covid issues. Thanks to Monique’s for 

hosting the event and to Gib.Shopping 

for sponsoring it. We hope we can do 

another event close to Christmas.

I want to thank our Board for the 

continuous effort to do the best we can 

for the local business community. We are 

trying to answer all your queries, keep 

you informed and maintain business as 

usual during this difficult time.

To all our members who are hanging 

in there, and doing all they can to keep 

going, keep your eyes set on the goal, do 

what you have to do, but don’t give up. 

Thanks for providing goods or services to 

our local community even when the going 

gets tough. It is all our local business 

owners’ drive and determination that 

keeps our community going, providing 

many jobs and opportunities, helping 

Gibraltar be the great place it is.

 

Julian Byrne
Chairman
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Success stories do need to start 

somewhere though, and this particular 

story goes that its Founder and CIO, 

Alex Capurro, drew out the idea for the 

company with a biro before developing 

it into the powerful one-stop payment 

solution it is today. I met Alex to ask him 

about what starting a tech company in 

Gibraltar was like, what plans he has for 

the future and whether there’s any truth 

to the biro story. 

Born in London in 1979 to Gibraltarian 

parents, Alex spent most of his youth in 

Gibraltar which is when he started taking 

an interest in computer technology. He 

went on to study a computer science 

degree at the University of Leicester 

and started working for the booming 

multimedia industry, “When I finished 

G
ibraltar’s Easy Payment 

Gateway is a locally founded 

company that is enjoying 

success across the world. 

Since being founded in 2015, Easy 

Payment Gateway has processed 

over $7billion and offers hundreds of 

different alternative payment solutions, 

worldwide acquirers and KYC providers 

as well as credit card processing with a 

fully customizable checkout and cashier. 

my studies, I worked on some great 

projects including Playstation 2 games 

and the Stallone movie ‘Driven’ PS2 

game adaptation” But his career was 

to take a different path during a trip to 

Gibraltar, “I came to Gibraltar on a 2 

week holiday to visit my family which 

ended up turning into 15 years as I 

applied for a development job at Victor 

Chandler. Initially, my job consisted of 

developing casino games, but that soon 

turned into developing fraud prevention 

software and the integration of different 

online payment methods.” 

Solving payment problems  
While working for Gibraltar’s then-

new gaming sector, Alex started to 

hit a number of challenges, “In around 

2005, I noticed that it was very tedious 

to integrate a new payment solution. 

Companies would take a lot of time, 

needed an experienced development 

team and would spend a lot of money. 

This was not efficient by any means, 

not to me as a developer and not to 

any company who needed new local 

solutions whenever they wanted to 

expand their business geographically.”

Not long after, Alex saw an opportunity 

in the market for a different way of 

doing things, “I eventually came up with 

the idea of building a payment gateway 

platform that only required 1 integration, 

but offered multiple solutions across the 

globe. Thus I set up a company called 

Myriad Payments. In 2010 I left that 

company, which got sold and set up a 

payments consultancy company called 

21FIFTY.” 

Curious to know whether there was 

any truth to the story of Alex sketching 

out the payment gateway with a biro, I 

asked him whether it was true, “Ha - yes 

it is!” he laughs. “During my four years 

of running 21FIFTY, I noticed that every 

single time I went to see a client I would 

end up drawing on a whiteboard, the 

flow of how they needed their payments 

logic to work. I’d always end up drawing 

a flow diagram which I then had to 

draw on paper, take back to the office 

and develop with my team. This led me 

to design and build my own tool that 

would essentially allow me to draw that 

flow diagram on the computer. The tool 

would then automatically create the 

logic and code based on that diagram 

so that myself and the client would not 

have to do any further development. 

Basically, a tool that would allow any 

non-technical person to draw and 

define in real-time how they wanted 

their payments to work and would allow 

companies to connect to local payment 

solutions which offer them higher 

conversion rates and lower costs. This 

technology is now patented worldwide!”

MEET THE TECH FOUNDER: 
EASY PAYMENT 
GATEWAY’S  
ALEX CAPURRO 
David Revagliatte 
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Keeping a competitive edge
Those first few years were challenging 

for Alex and his team, “Being a new 

payment company in such a busy space 

is tough. You are competing against 

giants such as Ayden, Worldpay etc. 

But none of them had the technology 

I was offering.” While there was a lot 

of long days and hard work, he’s keen 

to point out that it was enjoyable 

too, “Those early days were fun too! I 

remember working many hours, late 

nights and having to come up with many 

innovative ways to allow companies, 

especially betting companies, to accept 

online payments. I remember I once 

had to design and develop a solution 

for Israel so that people in Israel could 

easily make payments around the world 

without being blocked. It was much 

simpler, there was no PCI compliance 

and regulations, but looking back, 

thank god we have those things now 

as more and more payments are done 

online, meaning all that data HAS to be 

protected. But it was definitely more 

creative time”.

In the tech sector, sustaining success 

often comes from keeping an edge 

over the competition - with Easy 

Payment Gateway, Alex puts this point 

of difference to his technology. “Our 

technology makes us different. We are 

the only independent gateway that 

allows companies to easily connect to 

any solution whilst defining their own 

rules and flows graphically. The fact that 

we offer over 250 different payment 

solutions, credit card processors all over 

the world, as well as fraud prevention 

and an extremely powerful and simple 

back office for reporting and monitoring 

purposes, makes us a very unique 

proposition. We empower merchants.”

Words of advice 
The fact that Alex has started and 

continues to run a successful global 

business from Gibraltar gives him a 

unique vantage point on the local tech 

sector. I asked him for some words 

of advice for those just starting out, 

“Always have a working product. It’s 

so important to have something that’s 

working before you try to go to market 

or before you attract investment. Also, 

think outside the box. You don’t have 

to invent something totally new, you 

might find something that’s already out 

there but you can think of different ways 

of making it better or more efficient.” 

Pace and focus are also important tips 

according to Alex, “Start bit by bit, focus 

on one area, one region of the world and 

one business sector. You can’t do it all at 

once, no matter how much you feel you 

want to. Walk before you run and make 

mistakes, you HAVE to make mistakes. 

Mistakes should not be seen as a failure, 

it is necessary, every mistake takes you 

one step closer to success. It can take 

you many mistakes and tries but only 

one to get it right. And don’t settle, don’t 

stop until you achieve what you want.”

Alex understands that setting up a 

successful business comes down to 

much more than some words of advice. 

In fact, he acknowledges that whilst 

Gibraltar provides certain benefits for 

entrepreneurs, it’s isn’t the easiest place 

to start a tech business. “For startups, 

Gibraltar is not an easy place. For one 

there is the legal aspect. Setting up a 

company in Gibraltar can be expensive 

when compared to other parts of the 

world, everything has to go through 

lawyers. Law firms can charge an 

obscene amount of money which is 

simply not realistic for startups. There is 

the issue of office space, another thing 

which is extremely expensive here, not 

to mention the ridiculous 5 to 10-year 

lease contracts. No startup can commit 

to that, if you have to spend a good % of 

your investment on that, it simply stops 

making sense. Thankfully we have a 

couple of ‘we work’ type places now, but 

as a whole, office rent in Gibraltar is too 

expensive for any startup to consider.” 

Small business solutions 
The Covid-19 pandemic continues to 

present unprecedented challenges, 

but it has also sped up the digitisation 

of business processes. An example 

of this is the recent move by many of 

Gibraltar’s retailers to list their products 

on delivery apps like NomNoms or 

Vepo or launching new online stores. 

For Easy Payment Gateway, innovation 

has come in the form of developing a 

payment solution for smaller businesses. 

“We have teamed up with Caixa bank 

to develop a solution, including physical 

terminals, for both online and physical 

businesses which we hope can compete 

with the likes of Barclays and Worldpay.” 

says Alex,  “Covid put a bit of a pause 

into the project, but we are now back on 

track and hope to have something soon. 

We will test it out in Spain first and then 

all going well we will bring to Gibraltar.”

Speaking of Spain, I ask Alex for his 

views on a potential Schengen-style 

arrangement with the EU as part of 

negotiations, “For us, it means we can 

work much more closely with Spanish 

banks and entities to begin those 

benefits to Gibraltar. Pricing for example 

in Spain for credit card processing is 

virtually zero, so I hope to bring that 

here. Also, the whole workforce, being 

able to cross the border, both in and out, 

with no queues (i hope!!) makes it so 

much easier. And I think we are a prime 

example of how a Gibraltar company 

can work closely with a massive Spanish 

entity, putting any political issues aside 

to work towards the benefits of the 

economy and businesses alike.”

Find out more about 

Easy Payment Gateway
https://easypaymentgateway.com/

about/
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Following family footsteps 

Amit’s family moved to Gibraltar over 

60 years ago to work for some of the 

numerous Indian traders who had 

established businesses on the Rock. 

Eventually, his late grandfather set up 

his own retail business, followed by his 

late father who did the same. It was no 

surprise perhaps, that Amit, through 

their mentorship and a strong education 

in business, went on to start his own 

business. Amit had a clear purpose from 

very early on, “I studied at a business 

management degree at the University 

of Exeter during which I took a year 

I
f you have shopped for a laptop, 

smartphone or television over the last 

19 years, chances are you’ve been into 

one of Amit Chugani’s shops. Local 

businessman Amit is the founder of 

Netgear Ltd which, through its blend of 

expert IT advice, competitive pricing and 

popular product ranges, has become 

Gibraltar’s go-to shop for all things tech. 

I met Amit at Netgear’s Waterport HQ 

to find out more about his journey from 

an off-the-shelf technology retailer to 

a multi-faceted company that services 

some of Gibraltar’s biggest businesses.

out to work for a local 

IT company. It’s at 

that time that I spotted 

the opportunity in the 

market for a new business. 

There was nothing branded 

back in the early 2000s. 

Everything was sort of built by 

local technicians in a workshop so 

the quality wasn’t always what you 

would expect. So by the time I returned 

for my final year at university, I had a 

very clear plan: come back to Gibraltar, 

set up a company with off-the-shelf, 

branded computers, laptops, and IT 

products.  Even during my Easter 

holiday, my father and I were looking for 

premises because I knew I was going to 

come back in the summer and start up 

my business. We found a place and we 

prepared a business plan.”

Early days 

Curious about what business was like at 

the beginning, I asked Amit about those 

early days, “At the start, it was almost 

like the shop that I wanted. When I was 

a kid, I wanted to be able to go and buy 

a nice branded computer to play my 

games and do things that anyone wants 

to do. The number one brand back in 

2002 was Sony Vaio. That was the only 

brand I wanted to concentrate on. We 

opened in November 2002 just before 

Christmas. It was the first time you go 

buy a Sony Vaio laptop locally. We had 

a roaring start from there. You could see 

that people in Gibraltar wanted good 

quality computing equipment and that’s 

what we provided.”

That’s what it started off with, but it 

grew from there. He started to see other 

opportunities to grow, “I remember 

the IT manager of a large Gibraltar 

company came in and said he wanted 

20 monitors to replace all the monitors 

in the office. He asked if we could help 

with that because he had had some 

trouble sourcing equipment locally, I of 

course told him that we could help him 

Absolutely, we could help with that. That 

customer is still a customer of ours 19 

years later.” 

Talking of customers, Amit’s success 

to date comes from adapting product 

ranges around their needs, “We grew 

the product mix that we had constantly: 

printers, print cartridges, components”, 

he starts, “We tried our hands at various 

things: cameras, video cameras, mobile 

phones, television. Certain things worked 

and certain things didn’t and what didn’t 

we dropped. I remember back in the day 

we were doing mobile phones before 

they were smartphones. It worked for 

a while but it moved at a tremendous 

pace and they were expensive, we 

stopped doing them. Then when the 

phone became a smartphone, we 

started doing them again so we’ve had 

quite a journey. Been reacting to the 

demand of customers. What we do 

always is put the customer first.”

Building customer loyalty 

In a community as unique and small as 

Gibraltar, building customer loyalty is a 

crucial part of staying afloat. I ask him 

about some of the ways he ensures 

repeat trade, “I think customers are 

highly educated these days. They know 

exactly what they want - sometimes 

they know that before you do! By having 

your ears on the ground and listening 

to the sort of requests that you get, it’s 

possible to get a feel for what customers 
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want. In terms of loyalty, it’s really 

really simple. Take care of the customer 

and the customer will come back, and 

the customer will tell their friend and 

neighbour -  in a place like Gibraltar that 

works better than anywhere else.”

In addition to stocking relevant products 

and offering a great service, it’s just as 

essential to price them competitively 

according to Amit. “We’re fully aware 

that our customers are fully aware 

of the products and their prices. Just 

because we’re in Gibraltar doesn’t 

justify having a more expensive price 

and especially not in a commoditised 

business. The items that we sell are 

highly commoditised, you can buy an 

Apple iPad from a supermarket, from 

an online store, from another retailer. 

We fine-tuned our relationships with the 

manufacturers to ensure that we got the 

right product at the right price. What 

marks the difference is the service, that’s 

why people come back. It’s all very well 

and good buying something online 

and getting a great deal for it but what 

happens when something goes wrong?”

From shopkeeper to business 
leader

As a fresh university graduate, those first 

few years were challenging for Amit, 

but he worked very hard to scale up 

the business. “I had to learn a lot very 

quickly as a young person, of course, 

I had done a business management 

degree and had some technical training 

and a lot of hands-on experience. At the 

start, you become the superhero who 

manages everything - it was a small 

team, about seven people so it was easy 

to run. What happened was, when the 

business became three locations, the 

management of the business changed 

completely, in that you couldn’t run a 

business like you can run a shop. If I kept 

on running the business like a small shop 

it would never go further from there. I 

started doing a lot of research in terms 

of how I could learn what I could do to 

grow myself in terms of managing the 

business.”

It was at this crucial point in Netgear’s 

development that Amit decided to 

return to education, “I found a course 

at Cranfield University called the 

Business Growth Programme which 

was specifically for owner/managers of 

businesses that had a trading history and 

an opportunity to grow their business 

further.” But the return to education 

was tough, especially given that online 

learning wasn’t so widespread, “I was in 

Gibraltar Monday to Thursday, would fly 

out Friday, Saturday, study at university, 

Sunday travel back to Gibraltar, Monday 

morning back at work, for about a year. 

It was something that was very, very 

tough for me to do but something that 

I felt that I needed to do to stay in the 

business. I completed that course and 

the outcome of the course was definitely 

a growth plan for the business.”

And he didn’t delay in executing 

the growth plan. Following the 

implementation of a number of 

employee engagement initiatives 

designed to get everyone singing from 

the same hymn sheet, he turned his 

attention to how the business was run 

and how it would grow. “We had opened 

the second shop and then our outlook 

was for providing sales and services 

to businesses locally. We opened our 

new offices in Waterport, across the 

road from the shop. From there, we 

developed our offering to businesses by 

improving our procurement processes 

and hardware sales. Again, in Gibraltar, 

things work through so word of mouth, 

if you’ve got happy customers, they’ll tell 

others - it was then that we started to 

really grow.”

Next on Netgear’s business growth plan 

was expanding the number of services, 

or ‘solutions’ that it offered businesses 

operating locally. “One of the first 

solutions that we provided was called 

Managed Print Services. It wasn’t really a 

concept that was available to businesses 

in Gibraltar whereby their printer is 

fully managed so that when you run 

out of ink before you do, one of our 

guys will turn up to your reception and 

say, ‘Here’s your magenta toner. You’re 

soon going to run out of ink’. We then 

invested in warehousing, we stocked 

parts. We provided a full service and 

we changed the model from buying the 

printer, paying for the ink, paying for the 

service, paying for the parts, into a fully 

wrapped managed service where they 

bought the printer, then they just paid a 

cost per click.”

“Just because we’re in 
Gibraltar doesn’t justify 
having a more expensive 
price and especially 
not in a commoditised 
business. The items 
that we sell are highly 
commoditised, you can 
buy an Apple iPad from 
a supermarket, from 
an online store, from 
another retailer. We fine-
tuned our relationships 
with the manufacturers 
to ensure that we got the 
right product at the right 
price.”



ISSUE 41  |  SUMMER 2021  | intouch

12

Growth through acquisition 

And it didn’t stop there, Amit led a 

transformation of Netgear’s business 

model that serviced Gibraltar’s business 

community whilst maintaining a strong 

base of loyal retail customers. “We 

started to scope the idea of offering 

IT Services so we built a team of two 

engineers who provided services for 

a small number of local firms. I soon 

realised that we would never get the 

bigger customers that we wanted 

unless we had a bigger team that could 

deliver an excellent service. We entered 

into conversations and acquired an 

established local business that had a 

technical team of five and an existing 

customer base, a long-standing, with 

good relationships. That company came 

into work under the Netgear umbrella 

and later transitioned into the Netgear 

business brand.” 

Amit credits that acquisition for the fact 

they are now able to service a cross-

section of Gibraltar’s businesses. “We’re 

now offering IT services to the financial 

sector, insurance, retail, construction 

companies and more. We now offer 

business phone systems, not just your 

standard ones but flexible, cloud-

based, remote calling, everything that 

is hand then came really handy for our 

customers during COVID because they 

could really easily move their phones 

to answer calls from homes where a 

lot of businesses in Gibraltar had their 

traditional telephone line as they were 

completely stuck during COVID.”

Speaking about some of the ways small 

businesses have had to adapt to recent 

changes, he mentions the global shift 

towards cloud-based solutions, “We’ve 

seen a lot of small businesses realize that 

they need to invest in cloud, that it’s the 

future. I think that IT has changed and 

people’s perception of what’s possible 

has changed as well. There are so many 

advantages of moving to the cloud. 

For example, businesses can spread 

costs, scale easily and most importantly, 

always have the latest technology due 

to online updates.” 

Future opportunities 

With such expansion and Amit’s 

obvious drive to grow and succeed in 

business, I ask him about his plans for 

the future and his thoughts on a possible 

Schengen-style agreement with the EU. 

“I think the business has always had to 

evolve with the market. I think there 

will be opportunities within a possible 

Schengen and Customs Union scenario. 

We, as a business, have to put some 

planning into various different scenarios. 

In our view, the ideal and hopefully 

best outcome would be that we had 

a low rate of VAT in Gibraltar, like in 

certain jurisdictions do, I don’t think our 

neighbours would accept a zero rate of 

VAT. I think the best possible outcome 

would be a low rate VAT that would 

allow us to have at least the same price 

without having the same volumes that 

our neighbours have. If we had that, we 

would be able to continue our business 

and grow our business. Removing the 

border presents an opportunity and 

we would look at how we expand that 

opportunity.”

Find out more about 

Netgear
T: (+350) 200 45600 

E: web@netgear.gi 

www.netgear.gi
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THE BIG 
INTERVIEW: 
PAUL EDINBURGH, 
MANAGING 
DIRECTOR, BSG
David Revagliatte 

Founded to help Gibraltar-based 

businesses improve the way they work, 

BSG has become a household name for 

many firms thanks to its expertise and 

commitment to cutting-edge innovation. 

I met its Managing Director, Paul 

Edinburgh to find out more. 

Tell me about BSG 

BSG offers robust technology 

infrastructure solutions and IT support 

to keep Gibraltar-based businesses 

connected, running smoothly and ready 

for growth. Adopted as the remote IT 

support team for many of our clients, we 

take the stress out of technology and 

allow our clients’ teams to focus on what 

they do best. 

B
usiness Services Gibraltar 

(BSG) is the first (and oldest) 

IT company in Gibraltar. 

Since its establishment in 

1979, this family business has advised 

hundreds of Gibraltar-based businesses 

including corporate offices, retail stores, 

leisure facilities and hospitality venues, 

to international banks, government 

departments, military facilities, 

international gaming corporations and 

more.

We operate exclusively as the Gibraltar 

branch of market-leading technology 

brands such as Dell, NCR, Worldpay, 

Ingenico, UTP, Unisys, Orange, BT and 

Getronics. Our customers have a local, 

single point of contact for certified 

experts in services from corporate email, 

file sharing, Wi-Fi and networking, to 

CCTV, point of sale, business phone 

systems and more. Our dynamic, 

multidisciplinary team keep abreast of 

the latest advancements in business 

technology meaning our clients have 

one less thing to worry about. 

 

What industry sectors do you 
work with? 

Although all industries do share the 

core technology requirements of 

managed IT services (email; file-sharing; 

Office apps such as Word and Excel), 

network & connectivity (internet access 

and connectivity between a business’ 

devices), and business security and 

continuity (data backups; antivirus 

software; disaster recovery plans), every 

industry and even business has their 

unique requirements that we’ve grown 

to cater to, such as the banks requiring 

ATM machines and retailers requiring 

EPOS systems. 

Because of our wide offering, our 

services are relevant to arguably all 

industries, and our clients reflect this. 

BSG works with corporate offices, retail 

stores, leisure facilities, restaurants, bars, 

hotels, banks, government departments, 

military facilities, gaming corporations 

and much more – we even provide 

EPOS solutions to festival organisers! 

BSG also manages the installation and 

maintenance of all WorldPay and UTP 

credit card machines, which means we 

work with 99% of local businesses that 

take credit card payments too!

 

How and when was the 
company founded? 

It was 1969 when my father Mike 

Edinburgh, Founder of BSG, was 

working for NCR (The National Cash 

Register Company back in those days) 

as a technician in their London office. 

Attracted to the job by the curiosity of 

the unknown and with a love of working 

with his hands, Mike was on the leading 

edge of technology back when only 

large corporations and governments 

had access to computers, punch tape 

records were still used for inputting data 

and floppy disks wouldn’t be invented 

for another 2 years!
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An adventurer at heart, he had visited 

Gibraltar a few times before while on 

his road trips around Europe, so when 

a notice card was pinned up looking for 

volunteers to support NCR’s banking 

clients in Gibraltar moving to the “new” 

decimal system of money (away from 

12 pence per shilling and 20 shillings per 

pound), he jumped at the chance to set 

off on a new voyage.

 

It was in the summer of ’69 that Mike 

brought the first-ever computer 

to Gibraltar, and with it, the very 

beginnings of what would become 

Gibraltar’s digital revolution.

 

Fast-forward over 40 years, word 

processing was invented (1979), the 

internet was born (1985), Google 

launched (1996), the world survived 

Y2K (2000), technology became widely 

adopted and we’ve entered a new era.

 

The industry has evolved rapidly and so 

has the team behind the business. My 

father had plenty of help along the way 

to keep up with demand, my mother 

Dawn joined the team in 1982 to manage 

the office, our Operations Manager 

Albert Pizzarello joined in 1986. I came 

on board in 2004 and my aim is to 

continue the legacy of innovation.

What’s it like working with 
your family? 

I think any family business would agree 

there are two sides to the coin. On the 

one hand, it can be difficult managing 

differences of opinion, changes in 

management over the generations 

and the responsibility of supporting 

the family business can make work-life 

balance a struggle at times, but any 

negative is more than made up for with 

the sense of morale, dedication and 

support the family business environment 

brings! 

For us, this goes beyond the Edinburgh 

surname, and we do our best to bring 

the whole team together as our BSG 

family with things like our weekly team 

lunches and infamous Christmas parties. 

We’re currently planning a belated 40th 

Anniversary party for the team and our 

partners, that got held up with COVID 

restrictions.

 

What’s the secret to building a 
lasting business in Gibraltar? 

Relationships and trust. Relationships 

are THE most important thing in 

building a strong business and we pride 

ourselves on long-term relationships 

with hundreds of valued clients. We 

don’t just work with businesses, but with 

all the individuals that make them up. 

We appreciate that every business has 

unique requirements, we understand 

this and our clients trust us to care 

about and solve their specific problems. 

We like clients to think of us not as 

“suppliers” but as “trusted advisors” – 

we care about their businesses and try 

to go out of our way to support them 

in any way we can. It’s having a high 

level of care for our clients, adapting 

dynamically over the years and building 

our business around everchanging 

client needs that’s allowed us to have 

decades-long working relationships 

and stay at the forefront of the industry 

locally for 42 years!

 

What makes BSG different to 
the competition? 
Our biggest differentiator has to be 

the incredibly wide range of services 

we offer. There are lots of businesses 

that do some of what we do, but none 

that can do everything we do. This is 

especially helpful for small businesses, 

who often don’t want to work with 

different suppliers for their email, wifi, 

CCTV and EPOS systems – clients say 

they like knowing that there’s just one 

number to call if they need support. 

That being said, we’re also great team 

players; Gib’s too small for competitive 

feuds and we have tens of clients where 

we co-manage their sites with our 

competitors (for example, where we 

manage their IT, but another company 

manages their CCTV), or even act as 

backup for their in-house IT person.

 

You’ve expanded a lot over 
recent years, how do you 
decide which services to 
offer?  
When we look at expanding our service 

offering, we always look at it from two 

angles. Firstly, what are our existing 

clients asking us for? This means we 

can grow WITH our clients and meet 

their changing needs. Secondly, what 

emerging technologies around the 

world could Gibraltar-based businesses 

be capitalising on? This means our 

service offering never stagnates. Our 

team keeps up to date with the latest 

advancements in business technology so 

our clients don’t have to – this is where 

our role as trusted advisors comes in.

 

The pandemic has had a negative 

impact on Gibraltar’s retail sector, does 

BSG offer solutions and services that can 

assist

 

The pandemic has hit all of us. When 

retailers suffer, this has a knock-on effect 

on more businesses than most people 

realise – ourselves included! It came 

as a huge shock to us all, but as soon 

as the dust settled, we got to work on 

adapting our solutions to help where we 

could. Led by our Operations Manager, 

Albert Pizzarello, we developed an 

“as a service” model which allows our 

clients to consume services flexibly, with 

no big upfront payments. Some retail 

clients were already consuming EPOS 

and CCTV services in that way, which 

meant we were able to help some of 

the hardest hit with service freezes. In 

addition to EPOS and CCTV, we also 

developed networking as a service, 

business telephony as service packages.

 

What are some of the EPOS 
solutions you offer? How 
about other things apart from 
Point of Sale? 
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BSG offers a variety of EPOS solutions, 

and we tend to make recommendations 

based on the business type, size and 

other requirements. We find this works 

best as EPOS requirements for a single, 

small shop are quite different to those 

of a multi-shop organisation. Similarly, 

EPOS features for retail such as barcode 

scanning and stock management are 

very different to those of hospitality, 

such as table management and 

handheld ordering devices.

Outside of POS, we offer a very wide 

range of services to a very wide range of 

clients. From managed IT services such 

as email, Microsoft Office Apps and file 

sharing, to ‘work from home’ packages, 

cybersecurity, audiovisual solutions, 

CCTV, biometric entry systems, business 

telephone systems and much more. 

We never shy away from a challenge 

either! From secure, laser-based data 

transfer across borders and “dark 

fibre” unhackable connections, to 

tech infrastructure for the world’s 

first cryptocurrency bank, large-scale 

outdoor wifi & private weather stations 

– we’re known for solving complex 

problems with bespoke solutions.

 

You recently supported 
Gibraltar’s new Boulder Park 
venture, how did that come 
about and why? 

Last year, we were approached by King’s 

Bastion Leisure Centre to centralise 

their IT management in a single supplier, 

after we were recommended to their 

General Manager by another local 

business owner. Having worked closely 

with them for some months, they 

approached us to discuss the Boulder 

Park. The incumbent King’s Bastion 

gym management system wasn’t able 

to support the more complex multi-

site membership packages being 

developed, so BSG stepped in to help 

and developed an entirely new system 

for them from scratch. Now, members 

can benefit from cost savings if they opt 

for joint membership of the gym and 

Boulder Park, and King’s Bastion’s able 

to manage these from a unified system. 

Now that the Boulder Park’s officially 

open, we’ll be planning a team climbing 

outing to celebrate!

 

What’s next for BSG? 

BSG was founded before the internet 

was invented, to help Gibraltar-based 

businesses improve the way they work, 

be better for their customers and 

futureproof their operations with robust, 

world-class IT and business technology 

solutions. This is what we continue to do 

to this day, and what we will continue to 

do for many more years to come.

One retailer that adapted rapidly to the lockdown trading environment is Carlos, 

where the team quickly rolled out an eCommerce website to give consumers a 

safe way to shop. Unlocking the flexibility of online sales, the team worked with 

their suppliers to amplify their product portfolio and diversify their range on the 

Carlos.gi website.   

Although their doors are open again, the Carlos team have no intention of 

regressing their venture into online retail. With their flagship shop returning to 

Main Street, the Alwani Group are developing a concept to merge the consumer 

experience of brick-and-mortar shopping with the convenience of being able to 

browse from home; aided by BSG in connecting the point of sale dots.  

 “Shopping behaviour has changed dramatically over the past year and we’re 

very excited to promote this new approach to retail locally, granting consumers 

the power to choose the shopping experience that suits them best.” – Raju 

Alwani, Sales Director, Alwani Group.

The shop, opening mid-August, will showcase a selection of products in an 

innovative retail environment, however, with BSG’s support, their in-store EPOS 

will integrate seamlessly with their ecommerce website – meaning thousands 

of additional products will be available to order from the store, also acting as a 

collection point for online orders, as an alternative option to home delivery.

BSG CUSTOMER SPOTLIGHT: 
CARLOS REVAMPS ITS RETAIL EXPERIENCE 

bfagib.com
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Surveyors team are located at our 
central offices in Casemates Square, 
Gibraltar, and have been at the forefront 
of the local property market since 1986.

Meet our sales team!
Dale Desoiza and Melanie Valerga
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INTELLIGENT 
TRANSPORT AND 
HOW TECHNOLOGY 
CAN IMPACT CITIES 
ON THE MOVE

Statistics dating back to 2015 indicated 

that there were 32,637 vehicles 

registered in Gibraltar.  With a road 

network of 50 km this meant there were 

654 vehicles for every kilometre of road 

making Gibraltar the country with the 

highest number of vehicles per km in 

the world….. almost double the number 

of vehicles per km compared to the 

country with the second highest number 

at the time (Monaco 370 vehicles per 

km).

Looking back, the year 2016 to March 

2020 saw new vehicle registrations 

being added at a rate of 200-300 

per month.  It is perhaps telling that 

government statistics on vehicle 

registrations have not been updated 

since pre-covid, but if we extrapolate 

these figures and make allowances for 

scrappage, it is probably safe to say that 

up to the second quarter of 2021 we 

are way in excess of 40,000 registered 

vehicles in Gibraltar.  Especially 

considering the import duty embargo on 

petrol and diesel vehicles….

We don’t have to look that far forward 

to see the impact that 40-45,000 

vehicles in Gibraltar is going to have 

on the health, well-being and general 

quality of life of the community.  The 

road network is not growing and 

woe-betide anyone who tries to take 

any of it away.  Recent plans for a 

reconfiguration of traffic flow inside 

the city walls to encourage walking and 

alternative, sustainable transport modes 

such as cycling, have been reversed 

I
ntelligent Transport is not a phrase 

often used when discussing the traffic 

situation in Gibraltar.

after a bitter and prolonged public 

outcry which included ferocious attacks 

on government officials including racial 

slurs.

It does seem somewhat perverse to 

believe that more cars on an already 

overwhelmed road network will lead to 

the utopian ambitions one would believe 

that a community wants for itself and 

for future generations.  But with yet 

another thousand or more new vehicles 

hitting our streets since the import duty 

embargo, clearly this is the direction in 

which we head.

On a positive note a growing section of 

the community is now rallying around 

a new personal transport mode which 

embraces the goals that seek to address 

climate and health concerns caused 

by dense traffic environments.  The 

electrically assisted bicycle (eBike) is 

synonymous with Intelligent Transport 

at its very best.

Recent advancements in electric motor 

and battery technology have resulted 

in a new generation of premium eBikes 

which deliver five distinct benefits and 

which have the opportunity to change 

the lives, not only of the user, but also of 

all road users and the wider community:

BENEFITS OF THE EBIKE

IT WILL HELP SAVE YOU 
MONEY
About £10 will buy you a YEAR’S worth 

of eBike battery charging (averaging 

25km per week). Plus, you’ll cut way 

down on maintenance costs, insurance 

costs and parking is always free.

IMPROVE YOUR PHYSICAL 
HEALTH

An active lifestyle is a healthier lifestyle.  

EBikes promote movement and help 

battle obesity, heart disease and 

high blood pressure.  They are also 

recommended for the rehabilitation of 

knee and hip injuries.

BOOST YOUR MENTAL 
HEALTH
Riding an eBike can slash stress levels, 

boost your mood, and improve cognitive 

function.  Cycling is a great way to get 

your endorphins flowing and because 

the benefits of riding an eBike extend 

beyond the user, eBiking is also a great 

way of raising your serotonin and 

oxytocin levels.

CONCERNED ABOUT THE 
ENVIRONMENT?
Cars and motorbikes contribute to both 

air and noise pollution.  EBikes eliminate 

kerb-side pollution, are practically silent 

to operate, and enhance the quality of 

life for all road users and city dwellers.

MAKE FAMILY TIME BETTER
On an eBike, your kids are closer, the 

outside world is more engaging, and 

time slows down. EBikes can turn 

commuting time into quality 

family time.

These benefits are 

starting to be realised 

around the world.  

Earlier this month 

the BBC reported 

that in the US alone, 

e-bike sales rose 

116% from $8.3m in 

February 2019 to 

$18m (£12m) a year 

later - just before 

the impact of Covid - 
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But having a vehicle that provides 

these benefits does not necessarily 

lead to automatic adoption. Barriers to 

purchase still exist and these include 

cost, availability, road safety and 

security.  

The cost of a premium eBike can 

certainly equate to the cost of a 

motorbike, or even the cost of a cheap 

second hand car.  However, on-going 

expenses for the eBike owner are 

minimum in comparison to those 

incurred by the car or motorbike owner, 

and the eBike soon pays for itself 

through the vastly reduced insurance, 

maintenance and fuel costs.

Being able to test-ride vehicles to 

ensure suitable model selection and 

correct frame size is also essential.  

Although the internet is taking over 

the retail industry in almost all sectors, 

there will always be items that people 

wish to see, use, and receive advice 

on, pre-purchase.  Having a local eBike 

dealer who provide the opportunity to 

try before you buy increases operator 

safety, minimises the chances of ‘buyers 

remorse’ and provides essential 

peace of mind if the dealer can 

also maintain and service 

vehicles in-house.

Road safety is 

perhaps the 

biggest concern 

that prospective 

eBike adopters 

have in 

Gibraltar.  The 

sheer volume 

of traffic, and 

a complete 

disregard for the 

rules of the road 

Chief Minister Fabian Picardo extolling 
the benefits of the eBike for his daily 
commute.

by a small but significant proportion of 

road users, is enough to stop people 

switching to more intelligent forms 

of transport.  Forward thinking cities 

around the world are sweeping away 

on-street parking to make way for 

cycle infrastructure - (Paris alone is 

repurposing 72% of their on-street 

parking). Regrettably Gibraltar is not 

blessed with the space to implement 

miles of dedicated cycle infrastructure.  

Nonetheless, tackling this issue is the 

key to encouraging people to leave 

their cars and motorbikes at home and 

choose more sustainable transport 

modes which will help us release the 

paralysing grip that vehicle congestion 

and pollution currently have on our city.

In post-covid era Gibraltar we are 

informed that capital for new initiatives 

is scarce.  This ensures we have to be 

more creative with our thinking, rather 

than just sweeping this issue aside.  ‘Talk’ 

of a Sustainable Traffic and Transport 

Policy has been going on in Gibraltar for 

years.  Results of all this talk have been 

non existent with regard to ensuring a 

safer cycling environment.  Continuing 

to drag our heels in this area will further 

delay the benefits that cycling can bring 

to the future health and wealth of the 

entire community.  During recent World 

Bicycle Day celebrations, officiated at 

by the Transport Minister, it was a joy to 

see how the cycling community grown.  

The event was attended by around 300 

cyclists (almost 1% of the population).

Some suggestions to increase awareness 

of all road users to the presence of 

cyclists include the introduction of 

advanced stop boxes at traffic lights, 

new signage and cycle stencils on 

the main cycle commuter routes, and 

educational advertising highlighting 

the need for greater adherence to the 

High-way Code.  But is this going to be 

enough?

Both in the UK and Spain we see the 

authorities identifying speed as being 
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the main culprit in creating the dangers 

on the roads which prevent people 

making the switch to more intelligent 

transport modes.  According to the 

charity Livingstreets.org.co.uk, already 

more than 20 urban authorities in the 

UK have a policy of setting 20mph as 

the default for all their streets, and in 

Spain the speed limit on roads with one 

lane in each direction has been reduced 

from 50kph to 30.  On single way lanes 

and double lanes where the pavement 

and road are at the same level, traffic is 

reduced to 20 kph.

Waterport Road, once 40 kph, now 

30 kph.  Should the limit of 30 kph be 

introduced on the entire road network of 

Gibraltar?

It seems glaringly obvious that reducing 

the speed limit throughout Gibraltar, 

(which, after all is one densely populated 

urban area throughout), is a cost 

effective solution which would result 

in people thinking twice about getting 

in the car or on the motorbike to take 

journeys of a remarkably short distance.  

With less non-essential traffic on the 

road, the essential traffic would at 

least be able to flow, and the threat of 

being hit by speeding reckless drivers 

is massively reduced.  Who knows, 

at lower speeds car and motorbike 

operators might even have time to use 

their indicators at roundabouts, and stop 

before Give-way and Stop lines, rather 

than half way across or ignoring them 

completely…

BUT, considering the difficulty in 

enforcing our current speed limits (the 

50 kph limit often seems to result in 

people driving at 60-70 kph when traffic 

levels allow), is just reducing limits going 

to be enough?  How do we ensure road 

users respect the system?

Technology again provides us with 

the solution, not only in being able to 

enforce reduced limits, but also in being 

able to cover installation and running 

costs for what is referred to as a Smart 

Traffic System.  In a tiny community 

such as Gibraltar, static speed cameras 

are non-performing relics of yesteryear, 

and police ‘pop-up’ speed cameras are 

labour intensive, inefficient and costly.  

The future is average speed cameras 

which combine with number plate 

recognition software.  Exceed the 

average speed limit between 2 points 

and be automatically issued a significant 

fine which pays for the system.  

Self-funding and effective. What else is 

there to talk about?

Full disclosure:  the author of this article 

is a co-founder of EBike Gibraltar, 

a commercial but also community 

spirited project dedicated to helping the 

community become acquainted with 

the eBike.  EBike Gibraltar operate a ‘try 

before you buy’ scheme.  A range of 

premium Riese&Müller and Brompton 

eBikes are available either for a free 20 

minute road test, by the day (£49 rental 

fee), or by the week (£150 rental fee).  If 

the client goes on to purchase an eBike 

then the rental fee is discounted from 

the purchase price.

EBikes are also available to hire by 

the hour through the Chestertons ‘On 

yer bike’ scheme.  The cost is £20 for 

the first hour and £5 per hour for each 

subsequent.

If you value your time, health and the 

environment maybe you would like to 

try an eBike.  

Book your free or extended trial online, 

in-store or by phone.

EBike Experience Store
Imperial Ocean Plaza

Ocean Village

Gibraltar 

+350 56004948

VAT Free Sales, Guided Tours, Rentals 
EBike Experience Store 

 Imperial Ocean Plaza, Ocean Village 

t.  +350 56004948     e.  info@ebike-gibraltar.com     w.  ebike-gibraltar.com

ebike-gibraltar.com/store
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‘LET’S CREATE 
SOMETHING 

SPECIAL’: 
TALKING TECH AND 

BUSINESS WITH 
PIRANHA DESIGNS

At the front 

lines of 

Gibraltar’s 

tech-

orientated 

businesses 

sits Piranha 

Designs. 

“Providing the 

right solutions 

for our customers 

to apply to their 

businesses is at the 

heart of what we do,” 

project manager, Ezekiel 

Diaz, explains. 

Piranha is a well-established Gibraltarian 

business, set up in 1999 and starting life 

as a website design service. But with an 

eye on customer service, the business 

has evolved and these days offers 

design, development and programming 

skills combined with a powerful 

understanding of the business world and 

can therefore provide a range of tools 

aimed at helping customers make the 

most of their own businesses. 

Ezekiel elaborates: “We do much 

more than just design appealing and 

highly functional websites; we apply 

the principles of design to creating 

systems that help customers develop 

streamlined processes for their 

businesses.” 

T
echnology and business 

are intricately intertwined, 

although far from this being 

a twenty-first century 

phenomenon, it has been the case for 

hundreds of years; from the invention 

of the abacus through the industrial 

revolution, to our own information age. 

Nowadays, the term ‘tech’ tends to be 

related to computer technology, the 

internet and how this is harnessed by 

human creativity to develop solutions, 

products and services to drive business 

forward, generate growth and, as a vital 

component of both of these, to develop 

solutions that customers crave.  

Ezekiel goes on to describe some of 

the types of systems that Piranha has 

excelled in developing. “These are the 

sorts of systems that an end user (our 

customers’ customer) barely notices 

but that they rely on for a smooth, hitch 

free customer experience. For example, 

e-commerce solutions; being able to 

buy products and have them delivered 

to your home on a few clicks of the 

mouse feels simple, but these will have a 

complex set of technological processes 

going on in the background that need to 

be designed and built very precisely for 

that particular e-store’s needs. What we 

aim to achieve each time with systems 

like an ecommerce system is to tailor it 

to the client’s requirements and make 

sure that the end user has a completely 

hassle-free experience of buying a 

product on that e-store.”

E-commerce has been one of the 

growth areas for tech companies like 

Piranha this past year or so directly 

as a result of the global COVID-19 

pandemic and the sudden move by 

many of Gibraltar’s retail companies to 

online sales. “We have noticed a marked 

increase in enquiries since the start of 

the pandemic as many companies have 

had to make the radical move to online 

solutions to survive the lockdowns and 

restrictions,” says Ezekiel. Not that this 

was new; the move to online business 

solutions has been taking place for some 

years but the pandemic accelerated this. 

Jackie Anderson
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However, e-commerce is just one 

small aspect of the way technological 

advances and businesses interact. 

The big picture, as Ezekiel describes 

it, includes the accelerating growth of 

digitisation, a phenomenon that started 

years ago, “This,” adds Ezekiel “means 

that the world of business is steadily 

being rebuilt digitally; organisations 

are recreating themselves internally on 

digital systems, and are reaching out 

externally through digital means.  For 

example, in a digitised organisation the 

first thing employees will do is to log 

into the company intranet, or its internal 

system where all the information they 

need and the pending tasks that are 

relevant to their roles are available.”

The move to digitisation, in Gibraltar 

along with the rest of the world, has 

seen Piranha work with customers 

to help them digitize their business 

systems. Ezekiel says: “This does not 

mean just moving their existing business 

online or creating a 

database, although that 

can be part of it, this 

is also about helping 

customers develop the 

right processes within 

their business to meet 

changing circumstances. 

It also means creating 

new processes to help 

them build the right 

foundations for their own 

business growth.”

He goes further to 

illustrate the range of business types 

with which Piranha engages. “We 

build customised systems that simplify 

how insurance companies receive and 

process quotes, policies and claims,” he 

says, “we help football teams measure 

the performance of its players, public 

authorities to collect and manage 

data and documentation, retailers to 

sell products and keep their stock 

management up to date, just as a 

small sample of types of clients. 

The size and complexity 

or simplicity of the 

business is not an 

issue, it is the 

nature of 

the 

business that we have as our starting 

point to create the databases that staff 

use to complete tasks, and keep a record 

of who, when and how that task is 

completed.”

Digitising business 

systems means 

being able to run 

the business from 

anywhere in the 

world at any time, 

something that has 

proven essential as 

sudden lockdowns 

trapped business 

travellers in distant 

destinations 

sometimes for weeks on end. For 

Gibraltar’s companies, Piranha 

offers the opportunity 

to create windows 

to the world, 

helping local 

businesses to serve their local customer 

base conveniently online and to open 

up their products or services to new 

customer bases. In tough economic 

times having that competitive edge is 

vital: “We work very closely with our 

customers to help them develop their 

systems and also their brand to 

help them reach out and 

effectively communicate 

their unique messages 

to their potential 

customers.
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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 

We help customers understand their 

special strengths and to develop these 

along with their strongest products. We 

help them become readily identifiable 

and to stand out in the sea of information 

that prospective customers have to 

wade through. We help each of our 

customers become the special business 

that they can be,” Ezekiel explains.

Creativity and problem solving, bringing 

bespoke solutions to customers, 

applying their local approach to 

globalized businesses, has been Piranha’s 

mindset since its early days as a small 

start-up. Over 20 years later, while 

technology has vastly changed and 

improved, their approach continues to 

support local and international clients 

in innovative ways. “We can produce 

individual websites, online stores, internal 

processing systems, host data that can 

be accessed by globally dispersed teams 

– we build whatever businesses need,” 

Ezekiel elaborates, adding that with 

a focus on privacy and security, their 

support is essential in helping customers 

to manage risk. They also provide 

hosting and maintenance services to 

make sure that the websites and all other 

systems they provide remain up to date 

for their customers.

Training and helping a team’s transition 

to digital systems is another important 

aspect of Piranha’s client services and 

one that client businesses tend to find 

essential as they make that move to 

digitisation. In this way they create more 

time for their team members to focus on 

business strengths and business growth. 

“We are always looking to grow 

ourselves as a business and to learn new 

things. We stepped into the world of 

hybrid working a couple of years ago 

now, before the pandemic pushed most 

businesses into this way of working. We 

were already accustomed to our team 

spending time working both at home 

and in the office. We found it helped 

us build strong team bonds, and this 

attitude helps us stay creative, looking 

out for new trends or new technology 

to be able to offer our customers; our 

creativity helps them to simplify their 

lives.” 

In a rapidly changing world where 

businesses are increasingly turning to 

technology to be able to overcome 

volatility and succeed in their field, there 

is a benefit in keeping a fresh, creative, 

open-minded approach. At Piranha this 

is in the nature of how they do what they 

do. Or as Ezekiel put it: “It is so exciting 

to make life simpler and easier; tech is 

not a threat, it is a tool that your business 

can use to simplify your daily work 

life, and it is a path to an easier, more 

successful future.”

“After building over 
500 websites and 
database systems, we 
are still thirsty to create 
innovative solutions,”
says Ezekiel.
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STRIKING FROM  
EVERY ANGLE.

NEW E-PACE PLUG-IN HYBRID

New Jaguar E-PACE with Plug-in Hybrid Electric Vehicle 
technology. Switchable hybrid 309PS powertrain that optimises 
performance and efficiency. 0-100km/h in 6.5 seconds. Fuel 
consumption from 2.0 I/ 100km. 55km range when in full electric 
mode,* with zero tailpipe emissions. 0-80% charge in just 30 
minutes.** Enjoy the perfect balance of power.  
New E-PACE. Striking from every angle. 

A.M Capurro
20 Line Wall Road, Gibraltar
+350 200 75149

capurro.gi

Official fuel consumption figures for the P300e in l/100km (mpg):  Combined 2.0 (141) – 2.0 (141). CO2 emissions g/km: 43 – 45. Drive responsibly on and 
off-road.
*EV range figures are based upon production vehicle over a standardised route. Range achieved will vary dependent on vehicle and battery condition, actual route and environment and driving style. 
**When using 50kW DC rapid charger. 7kW charger shown. Model shown with optional features
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THE CEO Q&A: 
PETER BASSILL, 
HEDGEHOG 
SECURITY 

The good news is that it’s not just the 

bad guys who are getting better. Most 

police forces and governments now 

have cybersecurity units, and investment 

in education and awareness is 

increasing. In addition, we are seeing an 

emergence of specialist firms that offer 

protection from attack. One such firm 

is Hedgehog Security Ltd, a Gibraltar-

based company that set up shop in 

2009 and has enjoyed steady growth 

since then, focusing on innovative 

techniques and excellent client service.  

I met its founder and CEO, Peter Bassill 

and asked him a few questions. 

Please introduce yourself and 
tell us your role within the 
company. 
I am Peter, the founder, CEO and 

caretaker at Hedgehog Security. 

My primary role in the business is 

to deliver security research to the 

business community. I also work with 

our offensive security team running 

penetration tests and security audits 

and helping our clients with advice and 

counsel.

Hedgehog Security started in 2009, and 

in 2015 we opened up in Gibraltar. Back 

in 2015, we worked from Easy Office 

on Main Street. There was only 2 of us 

at that time. After that, we grew and 

moved to the World Trade Center, and 

now we are just settling into our new 

site at Worklab.

O
ver the last few years, we 

have witnessed the world’s 

airlines, banks, and even 

governments fall victim to 

cyberattacks. Local companies have also 

suffered much-publicised breaches to 

their security systems in recent months. 

It seems that, as more businesses move 

towards digitising goods and services 

- accelerated in part by the Covid-19 

pandemic -  cybercriminals develop 

new strategies and tools to defraud and 

cause harm. 

What makes Hedgehog 
Security different to other 
providers in Gibraltar? 

Well, we are actually here. We are not a 

UK based business with a mail drop in 

Gibraltar. We registered our company 

here. We got a license and dived 

headlong into a world of paperwork. But 

the effort paid off, and we are loving life 

here on the Rock.  

However, the biggest thing that makes 

us different is that personal touch. I will 

admit I am very nervous around people 

I don’t know. So it does take me a while 

to pluck up the courage to speak. But 

I rarely walk down Main Street now 

without a conversation about “that 

Cyber problem”.

Oh, one of the things I am most proud 

of is that we do not sell on Fear, 

Uncertainty or Doubt. So keep that in 

mind. You will see a pattern.

What exactly is cybersecurity, 
and why is it so important? 
This is a great question. It depends 

on who you ask and the day they 

are having. Cyber Security is a term 

thrown around when people want some 

publicity or what to sell something. 

You see, many vendors who come to the 

rock will tell you, “You have to have your 

Cyber Security addressed, or you will 

get hacked. Here, buy our box”— selling 

on fear. Naughty.

Or you will hear something like, “Did you 

know 80% of businesses get hacked? 

David Revagliatte 
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Will you be next?” followed up with a 

sales pitch. That is selling on uncertainly. 

That’s really naughty.

You see, you asked, “what exactly is 

Cyber Security?”. That is a perfect 

gateway question for me to sell into 

using doubt.  And that is just the 

naughtiest. But the worst is selling it on 

doubt.

Cyber Security is a generic catchall term. 

It is just security for digital systems. It 

is the pure balance between hardening 

your IT systems, your business 

processes and your people just well 

enough to protect you and not disrupt 

your businesses drive to maximise its 

purpose. For the last 25 years, I have 

said that Cyber Security is 70% about 

people, 20% about the process and 10% 

about technology. That is still true today. 

So what are some of the 
biggest threats companies 
face? 

There are two really big threats: 

compliancy and people. The compliancy 

comes from assuming whoever runs 

IT systems is doing it right. Speak to 

some of our clients, and you will find 

out just how wrong they were. The 

people problem is because we simply 

are not allowed to patch and reprogram 

people. As a result, people will always be 

susceptible to scams, social engineering 

(the act of getting someone to do 

something for you), and very often 

being under pressure to do something 

and that pressure causing a mistake.  

Where do you think these 
attacks come from? 
The easy answer is everywhere. But 

it is mostly from someone who wants 

to attack your client. For example, 

remember that government supplier 

who didn’t security test their software 

developed for the government and a 

backdoor was found? Or the marketing 

company that allowed an attacker to 

alter documents because they didn’t 

know about security weaknesses in their 

developing platform?

When the government announced that 

Gibraltar was the centre of excellence 

for cryptocurrency, we saw a 768% 

increase in attack traffic hitting our 

honeypots here in Gibraltar. We also saw 

a marked increase in abuse complaints 

about IP addresses from certain 

countries.

So really, if you hold an asset of value, 

then the attacks will come from pretty 

much anywhere. If not, think about who 

you supply and who would target them. 

Of course, a lot can be gained by simply 

blocking digital traffic from countries 

you do not deal with.

Have you seen an increase in 
cyber attacks as a result of 
Covid? If so, why do you think 
this is? 
Yes. Because, like many people, the 

attackers had more time on their 

hands. They were furloughed / their 

school or university was closed / they 

got made redundant or some other 

reason. As a result, the global volume of 

attacks increased significantly, and the 

complexity of attacks surged forward 

and evolved in six months with what 

would typically be seen in three years.

Some businesses may already 
have anti-virus software 
installed. But is this enough to 
protect against cyber-attacks?
Having an anti-virus is essential for 

ALL computers. It matters not if it is 

Windows, Mac or Linux. Install it! Now! 

Have it updated every day and let it 

scan your files and system in real-time. 

If you don’t, frankly, you are daft. But 

AV simply isn’t enough. Nor is having 

a firewall.  While they will catch and 

block a good amount of the bad out 

there, malware can be written to 

bypass AV. I think it was 2018 on the 

Sunbourne when I did a demo of that. 

In a 30-minute presentation, I adapted 

a piece of malware to bypass all current 

AV vendors.

David Revagliatte 
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you need is a 16-character passphrase. 

Remove all the complexity checks. The 

National Cyber Security Centre did some 

excellent work on password education.

Is remote working a threat to 
cyber security? 
Done badly, most certainly. However, 

it is the same as leaving the door open 

on your shop and then going home at 

night. Done well, and you will enable the 

proactive, dynamic workforce to access 

the workplace from other locations.

Remote working has been around since 

the dawn of the internet. It gets called 

many things. Tele-working. Remote 

working. It’s all the same. Done well; it 

is safe enough. Done really well; it turns 

your workforce into something amazing. 

But remember the 70% (your people) 

/ 20% (your processes). You need 

the culture in the workplace and the 

business processes to support it. You 

cannot simply enable remote working 

with the 10% (the tech) and hope it will 

be ok.

Are businesses liable for any 
breaches that affect customer 
data?
The General Data Protection Regulation 

makes it very clear that the business and 

the executive that run the business are 

extremely liable for customer data that 

It bypassed the systems for the first few 

times, but it assigned a variant code and 

blocked it within three hours. To protect 

against cyberattacks, you need a layered 

approach, and involving the human 

element (remember that 70% part of 

Cyber Security?) is essential.

What are some of the myths 
about cyber security and 
attacks?
I could go on about this question all 

night. So here are my top three.

This box is silver and has two flashlights, 

and it will solve all your Cyber Security 

problems. Two really big vendors 

regularly say this. It is never true.

You need total security. No, you need 

appropriate security. Security should 

always be a balancing act of being 

secure and doing the business’s function. 

Security should NEVER be a hindrance. 

When it is, it gets bypassed. And 

bypassed security is zero security.

You need a 12-character password 

with upper case, lower case, at least 

two unique characters and at least 

two numbers. No, that is a recipe for 

annoying the help desk, helping users 

forget their passwords, and the result is 

people using daft passwords or writing 

them down on a post-it note. What 

is lost or affected during a breach.

What simple steps can 
Gibraltar’s businesses take 
to protect themselves from 
cybercrime? 
Firstly, talk to a specialist. Not your 

outsourced IT provider. There are many 

providers also to do Cyber Security, but 

not many who only do Cyber Security. 

The first step to good security, and an 

effort that the Gibraltar Government 

should follow, is the UK’s Cyber 

Essentials scheme. It will provide you 

with a basic level of good security. Once 

that is achieved, work toward Cyber 

Essentials Plus.

If you’d like to find out more about 
protecting your business from cyber 
attacks, visit 
www.hedgehogsecurity.co.uk

Discover a University that blends academic excellence with a personal touch. 
Take your career further with a UK-aligned postgraduate business qualification 

or professional development course.

unigib.edu.gi

Career Development
Better in Gibraltar
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DIGITAL
ASSET
MANAGEMENT

Founded in 2017, Digital Asset 

Management is Gibraltar’s only 

homegrown crypto company and pride 

themselves on hiring the majority of 

their employees locally. Unless you have 

been living under a rock for the past four 

years, you will be more than aware of 

the success and growth of the company 

which has seen a huge intake in staff 

to accommodate this. They are hoping 

for their once small team to be a team 

of 60+ within the next year, providing 

a huge boost to the employment of 

Gibraltar.

I met with the founder, CEO and 

crypto-expert Sam Buxton to discuss 

his predictions for the future and what is 

next for the #DAMFAM.

Their latest venture sees DAM 

being accepted into CrowdCube. 

This platform allows businesses 

to release shares from their 

company and for individuals from 

all over the world to purchase them 

and  invest. This is a huge achievement 

for a company which has only been in 

existence for less than five years! Before 

their application, Gibraltar had never 

been considered an acceptable currency 

before on this platform, so DAM have 

paved the way for other businesses in 

Gibraltar to be able to now be accepted 

and grow their businesses this way. 

There is a special 7-day period which 

the community of Gibraltar will have the 

exclusivity of the option to buy a share 

in this exciting company before they are 

released to the rest of the world. What a 

fantastic way to have an investment in a 

small piece of Gibraltar’s digital banking 

future. They have already surpassed 

their target of £1,000,000 within the 

first few days which is an astonishingly 

huge achievement for a company 

formed on our little rock.

The DAMEX app is also well on its way 

to being launched at the end of the year, 

which integrates both crypto currency 

and fitness. The company is going from 

strength to strength and is bringing 

Leanne Rocca

with it a stream of exciting new aspects 

which are all accessible to people here in 

Gibraltar.

The new DAM office, situated in Ocean 

Village will soon be open. It brings a new 

angle to the company as you will now 

as a member of the public be able to 

walk-in and have your crypto questions 

answered directly by the extremely-

knowledgeable team members. Perhaps 

you already have investments in crypto? 

There will also be an ATM machine 

situated inside to allow you to exchange 

your bitcoins and stablecoins for real 

cash.

Sam predicts that in the not-so distant 

future we could see the crypto sector 

here in Gibraltar providing employment 

levels close to that of the gaming 

industry. Crypto currency is a huge 

industry with lots of different expert 

levels needed to thrive and grow in the 

current economy, and Digital Asset 

Management are certainly proof of what 

a success it can be if done right!

‘Our first four years have been a 

successful grind and we are now well 

positioned for the next four to be game 

changing! We truly believe our Damex 
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Professional Services
Professional Valuations
Building Surveying Building Surveying
Hands on Property Management
Block Management
Commercial Sales and Lettings
Additional Services 

1/4 College Lane, Gibraltar
Tel: (+350) 200 79210
Fax: (+350) 200 75659

Email: info@richardsons.gi
 www.richardsonsproperties.com

application will make a positive impact 

on our community. We are excited to 

welcome the crowd into our family 

and look forward to the journey ahead 

with the community by our side’ says 

Sam, and I am sure I speak for all of us 

when I say we are delighted to see the 

success and growth of this local financial 

institution.

Along with assisting huge entities and 

large gaming companies with their 

payments, Digital Asset Management 

already have a number of accounts 

open with small businesses in Gibraltar 

and are able to assist any business that 

wishes to exchange or accept crypto 

payments.

The blockchain giants have processed 

over 200 million euros in quarter one 

alone, and have set themselves a target 

of one million over the next twelve 

months. And judging from the way they 

have been sky-rocketing as a company 

so far, I have no doubt they will succeed!

Written By Leanne Rocca with Special 

thanks to Sam Buxton (CEO) & Digital 

Asset Management.
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Walacy’s background and in-depth 

experience in sales brings him a 

combination of two especially powerful 

skills – a thorough understanding of how 

markets work and an unfailing instinct 

for building and maintaining rewarding 

relationships which he revels in passing 

on to clients.

“I work for my clients as if their businesses 

were actually mine,” he tells me. 

WALLY’S 
SOCIAL
Jackie Anderson

“There were some initial days of 

concern about whether the business 

would continue and if so in what form,” 

Wally recalls when we meet, thankfully 

after restrictions had been lifted and 

pleasantly face-to-face in a café in 

town, “I think everyone was going 

through similar moments, but I believe 

passionately in putting the clients at the 

centre of my business, their success is 

something I truly rejoice in, so I focused 

on helping each and every client get 

their business through this crisis as best 

as I could.”

The result was business growth as 

the lockdown drove more people to 

increasing their online presence and the 

loyalty Wally’s Social showed clients 

proved the right tactic. Wally’s ten 

years of sales, marketing and business 

experience came to the fore as he 

helped clients find the right strategies 

to negotiate the sudden unforeseeable 

changes in operating environment. 

Offering a range of services including 

business analysis, branding, and staff 

training and development, Wally’s 

Social became a crucial form of support 

during tough times for numerous small 

businesses in Gibraltar.

I
f online working was already taking 

off in terms of popularity because 

of the reach, the flexibility and the 

new opportunities it presented 

businesses, the past year has seen its 

rise approximate the meteoric. Walacy 

Fereira’s Wally’s Social, a business 

consultancy and marketing business, 

had only just about established itself 

and was getting into its stride working 

with clients in late 2019 when the global 

pandemic was declared, driving most of 

us indoors and online.

As a business environment, Gibraltar still 

works firmly by word of mouth, and the 

natural extension of this is social media, 

one Walacy’s specialisms. “Many people 

think social media marketing is working 

because they can see the number of 

‘likes’ growing, “Walacy explains, “but it 

is only really working when those likes 

convert to actual sales. You can have 

fewer likes and still have terrific sales. 

Techniques like choosing and focusing 

resources on the right platform and 

building the right audience for your 

particular products or services all help 

and that is what Wally’s Social can bring 

to a business.”

With a second wave of Covid-19 and 

another lockdown, increasing numbers 

of potential customers were taking to 

spending time online and especially 

on social media platforms. Local 

businesses were seeing just how vital 

the technology to bring their businesses 

online would be in order to keep 

functioning and to adapt to a rapidly-

changing world.

“Growing your business online is 

more than just having a website or a 

social media page,” Walacy advises, 

“I love getting to 
know and understand 
their businesses, I 
love the friendships 
and understanding in 
the relationships that 
develop, and more 
than anything, I love 
the sheer thrill of 
watching their sales 
grow as we develop 
the right strategies and 
techniques for their 
business.”
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“marketing your business online is like 

any other form of marketing: you have 

to have a clear identity, you need to be 

able to communicate the uniqueness 

of your product to stand up above the 

crowd. At one time, the crowd was a 

town centre or a business park, but now 

it’s the world wide web, and standing 

out on that is a big challenge!”

Wally’s Social works with clients to help 

them stand out head and shoulders 

above the competition on the crowded 

internet, to target those customers that 

happen to be working those particular 

services. The aim is always to turn 

those ‘likes’ not just into customers, 

but customers willing to take the next 

step become advocates for his client 

businesses. It’s essentially that powerful 

word of mouth phenomenon, but via the 

internet.

Walacy Fereira’s enthusiasm for his 

business is palpable.

“I love what I do and I love that I can 

help bring success into the businesses 

I work with. I spend time with clients, 

learning about them, about their work 

and about their clients.” 

Walacy tailors and personalises what he 

does and the strategies that he develops 

for the businesses with which he works. 

Importantly given that Covid-19 is not in 

a hurry to fade into the past, he can set 

up a combination of face-to-face and 

online support to suit each individual 

business’ needs. This has also meant 

garnering the power of the internet to 

expand services internationally, and at 

the end of July, Walacy will be launching 

website in Portuguese and Spanish 

for business clients across the globe, 

including Walacy’s native Brazil, who will 

soon be able to benefit from the skills on 

offer at Wally’s Social.

“I help them create strategies,” Walacy 

explains, “I show 

them how to 

engage with their 

own customers, 

how marketing 

online isn’t just 

about putting 

out information, 

but how it is also 

about listening 

to the responses 

from your online 

audience – social 

listening, I call it. 

Just reading the 

comments on 

your Insta posts 

will give you an 

insight into what your customers are 

thinking.”

Walacy’s services don’t stop at building 

an online presence or business analysis 

or marketing strategies; he augments 

this range of services with training, 

both in-house with individual clients, 

or face-to-face seminars. Of course, in 

this day and age of pandemic, seminars 

have largely become webinars and, says, 

Walacy, becoming a highly effective 

and popular way for businesses to build 

skills. Often through delivering training 

courses, Walacy collaborates with other 

local professionals.

Going online is one thing. For businesses 

who need to reach out and build online 

customer communities, Wally’s Social 

may well take their success to another 

level.

“If there’s one lasting 
lesson of this past 
difficult year is that 
people need solidarity 
with each other to 
survive, to get through 
the tough times,” he 
says, “in businesses it is 
collaboration, and not 
blinkered competition 
that will help businesses 
carve out success.”
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THE 
BEACON 
PRESS

During the lockdowns, though we had to 

close our retail shop we did continue to 

provide a home delivery service to our 

clients from our office and warehouse.  

I would like to take this opportunity to 

say a big thank you to all our staff for 

continuing to come into work despite 

the risks they faced.  

T
he Beacon Press has been 

established in Gibraltar for 

over 30 years and during 

that time has always tried to 

improve both its service and its range of 

products.  The past year and a half has 

been tough for all businesses, both in 

Gibraltar and around the world.   

It was very important to continue to 

supply government departments, 

people working from home and most 

importantly all the children who were 

having to stay in and needed their 

supplies for arts and craft to keep them 

busy during these stressful periods.  We 

luckily decided to expand into Arts and 

Crafts in January last year which turned 

out to be very well timed for the March 

lockdown.
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payment portal for retail clients too.  We 

are working towards introducing this in 

the upcoming months with a Click and 

Collect service from either our shop or 

office trade counter.  Watch this space!

In the meantime, we continue to 

introduce new products lines and are 

now preparing for the upcoming Back 

to School season with lots of new items 

from the Milan range.

In our office furniture range, we have 

now included small desks and operator 

chairs for home office use – a few in 

stock locally but a wider range from our 

Furniture Guide 2021 available to view 

via our website.

Now we just have to hope Gib Brexit 

negotiations take local business 

concerns on board so that we can 

survive this next challenge and continue 

to provide for the local community into 

the future.

We felt as a business that to support the 

economy we should finance our staff 

ourselves, so we did not claim the BEAT 

measures offered by the government 

though our sales dropped by as much 

as 70% during this time.  The support 

given on rent, rates and import duty was 

enough to sustain us financially.

Going forwards, we are working hard to 

provide a more comprehensive service 

through our website.  Though business 

account clients can purchase online 

we need to upgrade so that we have a 
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BID CAMPAIGN LAUNCHES 
IN RUN-UP TO SEPTEMBER 
BALLOT

For the BID to go ahead it will require 

a majority of those voting to support it 

and an independent postal ballot will be 

held between 1st and 29th September. 

Ballot papers will be sent out to over 

1000 business owners within the area 

and the final result will be announced 

on Thursday 30th September 2021. If 

successful it will trigger the creation 

of Gibraltar’s very first Business 

Improvement District – a model which 

is used by over 2000 places across the 

world, including 300+ in the UK,  to 

manage their city and town centres.

The Main Street & Surrounds BID has 

been developed by businesses and 

with the support of HMGoG. Despite 

the inevitable difficulties and delays 

due to the COVID pandemic, there is 

huge confidence that this tried and 

tested model will help Main Street and 

surrounding areas not only perform 

better but provide a strong foundation 

for recovery.

“It’s now more important than ever to 

show support for our BID and vote yes 

in the upcoming ballot for continued 

recovery, economic development and 

long-term growth of our town centre. 

If you own a business in the BID area, 

you get to vote on the business plan. 

When the Main Street & Surrounds 

BID campaign succeeds, we will have 

the power, budget, and professional 

management team to create a 

prosperous, well-resourced town centre, 

with the business community at the 

W
ith overwhelming support from local businesses, the Main Street 

& Surrounds Business Improvement District (BID) Task Group has 

officially launched the BID campaign! Business owners will soon be 

invited to vote and decide whether they want to back the project, 

and lead the way for continued economic recovery and future growth with a plan to 

invest £4m in our town centre over five years.

heart of it. We’re stronger together; I’m 

voting ‘yes’ for a thriving Gibraltar!” – 

George Russo, Director of International 
Franchises Limited (IFL) and Main 
Street BID Task Group Chairman

After extensive consultation with local 

businesses from all industry sectors, 

interest groups and other stakeholders, 

the BID team has formed the business 

plan priorities and projects based on 

the ideas, suggestions and feedback 

from local business owners, as well 

as on recommendations of UK-based 

international place management 

consultancy The Mosaic Partnership, 

who are the appointed project 

managers.

The aim of these projects will be to 

improve our town centre environment 

for businesses, local residents and 

visitors, with both operational and 

strategic initiatives that go over and 

above public sector provisions. As well 

as marketing, promotion and events, 

the BID will look to develop a uniquely 

Gibraltarian experience; ensure our town 

centre is clean, green and welcoming; 

back business directly with cost 

savings, business intelligence and other 

measures; and ensure that Main Street 

& Surrounds becomes strategic and 

innovative as a professionally managed 

‘place’.

“The current economic climate and 

circumstances have accelerated the 

need for self-reflection and adaptation 

amongst the local business community. 

The BID provides the right framework 

and a unique opportunity for businesses 

from all sectors within the BID area to 

come together with a common goal – to 

make Gibraltar’s town centre the prime 

destination to do business. The benefits 

of the BID are far reaching, and we 

hope it will prove valuable to Gibraltar 

PLC as a whole by not only enhancing 

our offering for locals and visitors, but 

strengthening our business environment 

and raising our profile internationally. 

I’m taking a step in the right direction 

for Gibraltar and voting ‘yes’!” – 

Esteban Bravo, Director of Silver Key 
Management, Main Street BID Task 
Group Vice Chairman

The BID will raise over £500k per year 

from all eligible businesses within the 

area. This will be collected as a BID levy, 

with each eligible business contributing 

£0.50 per square foot of floorspace 

per year (a minimum levy of £100 and 

a maximum levy of £5000 per year will 

be in place). 70% of businesses will pay 

less than £1/day, with the average levy 

paid per business working out at around 

£350/year. HMGoG Ministry for Business 

has committed to a pound-for-pound 

match in funding for all retail, hospitality 

and leisure businesses, bringing the 

BID’s annual budget to over £800k per 

year, or £4m over the five-year project 

lifespan, meaning business owners 

will benefit from a £4m+ return on 

investment. 
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Upon a successful ballot, the five-year business plan will be 

set in motion. A not-for-profit business will be incorporated 

to deliver the outlined projects, which will be professionally 

staffed and steered by a board of directors made up of local 

business owners and key stakeholders. 

“Having developed over 130 BIDs in the UK and internationally, 

we see the huge benefits of professionally managed and 

financed town centres. This past year has shown their 

importance and  power of BIDs even more, as they have led 

in supporting businesses with funding programmes as well as 

developing projects to allow business to reach their customers 

and markets whilst reassuring the public with co-ordinated 

safety measures. The success of BIDs in the UK has meant 

that a further 70 will go to ballot before the end of the year 

as businesses realise its effectiveness particularly with the 

current challenges. Having worked on this for a while now, I 

am excited not only by seeing the BID come to fruition but the 

enthusiasm and pride of the businesses and key stakeholders 

who have come together to develop this and their desire to 

see Gibraltar advance”.

Mo Aswat, Director of The Mosaic Partnership, Main Street 
BID Project Director

Business owners are encouraged to get involved with the 

discussion and sign up to attend a Zoom drop-in session to 

learn more. Drop-in sessions will be happening every Thursday 

up till the launch of the ballot.  

To sign up, visit www.mainstreetbid.com

A BID is an arrangement where businesses get together, 

decide what improvements they want to make in their 

place, how they will manage these and what it will cost 

them. A successful place management model established 

in the 70s, there are thousands of BIDs around the world, 

including over 300 in the UK. The Main Street & Surrounds 

BID will be managed by the businesses, for the businesses, 

and has the full support of the Gibraltar Federation of 

Small Businesses, Gibraltar Chamber of Commerce, Hindu 

Community of Gibraltar, Gibraltar Law Council, as well as 

numerous other interest groups and associations. Now, 

more than ever, businesses must work together to develop 

a plan to secure our collective future, and the Main Street 

BID has the opportunity to form an important part of this.

To download your copy of the business plan, visit 

mainstreetbid.com/downloads. More information and 

ballot details will be on their way to business owners 

within the area in coming weeks. Drop-in sessions are 

being scheduled over the summer, giving business owners 

the opportunity to ask any questions they may have 

or discuss the business plan in more detail. To register 

your interest in attending a drop-in session, or for more 

information, please contact the BID team by email on 

hello@mainstreetbid.com 

I N T E R N AT I O N A L
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THE RETURN OF 
GIBRALTAR’S 
FASTEST FORM 
OF NETWORKING
David Revagliatte 

Loosely based on the ‘speed dating’ 

format, participants worked the room 

and were given about three minutes to 

introduce themselves and their business 

services in the hope of making a positive 

connection and boosting their Rolodex 

of contacts. Gibraltar’s own e-commerce 

platform, gib.shopping sponsored the 

event and its Founder and Director, 

Blythe Reeves once Julian Byrne (GFSB 

Chairperson) opened proceedings, 

spoke about his businesses and invited 

attendees to find out more about the 

benefits of listing their products and 

services on his website. 

Return of in-person events 
Stuart Byrne, the GFSB’s Office Manager 

has been running these events for years 

and puts their success down to us being 

social creatures. “What we’ve seen 

over the last 18 months is Gibraltar’s 

businesspeople adapting to new, virtual 

ways of meeting each other and building 

L
ast month saw the 
return of the GFSB’s bi-
annual popular Speed 
Networking Event. Hosted 

at Monique’s Bistro & Cafe 
at Queensway Quay Marina, 
it was attended by around 
40 professionals all of whom 
wanted to make connections 
and build their networks. 

networks. In Gibraltar, like in most other 

places, human interaction goes a long 

way when doing business. What this 

event provides is a space for people to 

meet face to face and make some real 

connections.” 

This sentiment was shared by GFSB 

Board Member, Janet Brear, “This event 

provides some form of normality for our 

members, many of whom have really 

struggled over the last year or so. We 

opened it up to non-GFSB members this 

time too and it was encouraging to see 

some new faces amongst the attendees. 

The fast format helped break the ice 

and gave attendees the opportunity 

to reconnect and I could tell that 

participants really enjoyed themselves!”

The venue  
Attendees were treated to a delicious 

continental breakfast prepared by the 

team at Monique’s Bistro and Cafe. 

Its Owner and Manager, Dominique 

Peñalver was delighted to have hosted 

the event, “It was a pleasure to host the 

GFSB’s first speed networking event 

since the Rock was unlocked earlier 

this year. I love being able to support 

Gibraltar’s business community and 

it was wonderful to see businesses 

discussing how they could help each 

other. I look forward to the next one!”

Positive response  
The event attracted a range of business 

sectors which made for an interesting 

and enjoyable experience. Marcin Bulera 

from MBServices recently joined the 

GFSB and this was his first experience 
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Speed Networking Event, “As a newbie 

and new joiner I had my reservations 

and was a little apprehensive about the 

format. I specialise in offering a range 

of business services and it turned out 

to be probably the best form to start 

promoting my services, boost my 

market presence, make connections and 

network. Not to mention a very friendly 

atmosphere and smiley members open 

to listening about you and your business 

during the event. I will definitely be 

joining future sessions.” For their part, 

Len and Jan from The Better Life and 

Relationships said, “This was our first 

networking event with the GFSB. We 

made lots of new friends and exciting 

business connections and can’t wait for 

the next GFSB breakfast!”

Personal Trainer and entrepreneur 

Jon Cruz, has attended GFSB Speed 

Networking Events in the past and 

called for other business people to get 

involved and attend future activities. “I 

have really enjoyed sharing ideas and 

meeting other business people. I’ve 

met lots of people and had some great 

conversations - I can’t recommend this 

event enough, thanks to the organisers 

for another great event.”

If you’d like to find out about future 

events and activities, join the GFSB at 

https://www.gfsb.gi/contact/

NETWORKING

ADVICE & SUPPORT

DISCOUNT SCHEME

EVENTS

Why Join?

www.gfsb.gi

Helping 
Businesses
in Gibraltar

Interested? Contact Us

(+350) 200 47722 gfsb@gfsb.gi
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COMPETITION TIME!

Wally’s Social:  
£180 worth of training course. 3 months expire date from 

the date the winner receives the voucher.

Aphrodite Beauty:  
£50 voucher to be used on products or treatments. 60 days 

expire date from the day voucher is claimed. 

Beacon Press:  
£20 voucher to be redeemed in one visit for any Beacon 

Press products valid for 30 days.

W
elcome to the all-new Intouch Magazine 

Competition! The answers to the following 

five questions can be found within this 

issue’s interviews and features. Answer the 

following five questions correctly for a chance to win the 

following prizes:  

Amit Chugani is the founder of which highly successful tech company?

A. Apple 

B. Netgear Ltd

In which restaurant did the GFSB host its Speed Networking Event in June?

A. McDonald’s

B. Sunborn

In what year was Piranha Designs set up in Gibraltar? 

A. 1970

B. 1989

Who is the host of the new GFSB Business Podcasts that are due to launch later this year?

A. David Revagliatte 

B. Jonny Se 

What did Easypayment Gateway’s Founder, Alex Capurro use to design and map out their hugely successful payment 
gateway? 

A. A biro and paper 

B. Adobe Photoshop 

Q1

Q2

Q4

Q5

Q3

C. Carlos

D. Music Corner 

C. Monique’s Bistro and Cafe 

D. Corks

C. Affinity Designer

D. Inkscape

C. 1999

D. 2010

C. Stuart Byrne

D. Jonathan Scott

Please send your answers, full name and contact details to to gfsb@gfsb.gi.

READING
WINS
PRIZES!
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INCOMING: 
THE ALL-NEW GFSB 
BUSINESS PODCAST

Sponsored by Gibraltar International Bank

If you are a small business owner and interested in  
joining us as a guest on a future episode, please contact
david@motion-gi.com 

W
e are delighted to announce our new series of weekly 

podcasts. Launching in September, The GFSB Business 

Podcast aims to uncover the stories behind some of Gibraltar’s 

best-loved brands and shine a spotlight on the Rock’s smaller 

businesses too. The podcasts are sponsored by Gibraltar International Bank and 

hosted by David Revagliatte.

If you’re running a business in Gibraltar, or even if you’re simply interested in 

business, this is the podcast for you. Listeners can expect an insightful interview 

with a different business leader each week. Each show will be different and will 

include anecdotes, business tips as well as some lesser-known information about 

their commercial success. As is the case with all GFSB initiatives, this podcast 

aims to add value and shine a light on Gibraltar’s smaller businesses too.  

David is a local communication and marketing professional who brings 20 

years of experience working with a number of business sectors. He has been a 

freelance writer for the GFSB’s Intouch Magazine for the last three years and 

has in-depth knowledge of Gibraltar’s business community. He said, “I am super 

excited to be working with the GFSB on this project. I can’t wait to share our 

shows with everyone come September, especially as we have some great guests 

lined up! Listeners can expect a personal take on local business and I hope that 

businesses see the podcasts as a way to engage with the community too.”

Gibraltar International Bank actively supports the community through its work 

with local charities and public service projects. Speaking about its collaboration 

with the GFSB, its Chief Business Officer, David Bruce said, “We think the series 

of GFSB Podcasts is an excellent initiative to create new ways of connecting 

the business community. We are delighted to be involved in such an innovative 

approach.”

The GFSB Business Podcast launches in September 2021. 

Listen and subscribe at gfsb.gi/podcast
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David Revagliatte 

New Member Profile

Artful Remedy

Tell us a little about yourself

My name is Marie Fox (nee Avellano). I was born in London and my upbringing 

and education is a mixture of UK, Gibraltar and Southern Spain. I am blessed 

that I experienced such diverse, multicultural influences growing up, especially 

being around multi-ethnic communities. I travelled to Plymouth at the age of 

18 to do a foundation course in Art & Design which led me to Exeter to study 

a Degree in Art, specialising in iIlustration. In 1999 I returned back to Gibraltar 

with my then boyfriend, now husband and started a family.  

When and why did you decide to set up your business? 

When I turned forty I found myself evaluating and reflecting on my future. I 

could hear my conscious and new vocation calling. Art is my passion, what if I 

turned my passion into my work, how wonderful life would be. After being in 

the Finance Sector for over twenty years, I found the courage and support to 

take that leap of faith and explore a new direction.

The transition from part-time love 

to full-time business did require 

some hard-work as I juggled family 

life with training and aching my 

qualification, but I was able to 

use my experience in finance to 

leverage some extra freelance 

income.  It’s been challenging, 

facing the challenges of the 

Pandemic and wearing 

many hats; wife, mother of 

a 14 and 10 year old, 

homeschooling, studying 

and working. However 

my passion and optimism

keeps me going. 

H
ealthy employees lead to a healthy workplace. According to 
a recent article published in Entrepreneur.com, Corporate 
Wellbeing programmes can increase productivity and 
decrease absenteeism. Gibraltar’s businesses have caught 

onto the wellbeing movement with many firms running workshops 
and schemes designed to boost morale and get people talking about 
their mental health. Gibraltarian artist and businesswoman Marie Fox 
recently left a career in finance to retrain and register as an Artist 
& Art-Based Interventions Therapist. Her business, ‘Artful Remedy’ 
hopes to use creativity to tackle mental health issues. I met Marie to 
find out a little more about her plans. 

“I prioritise this 
new business, but I 
believe in balance. 
A healthy mind, 
body and spirit is 
what really matters 
to me in life.”

Marie Fox, Founder 
and Director Artful 
Remedies 
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For now, I can only offer one-to-one 

sessions. The Gallery and all details for 

commission, Illustrations and Artwork 

shall be uploaded to the website soon. 

Have you got any tips for 
anyone who’s thinking of 
starting their own business?

I’m not successful yet but I can say, ‘do 

your research on the area you’re based 

and on the community before launching.’ 

‘Do your homework’ and once you start, 

stay focused and trust the process. It will 

be a wobbly ride but it will be worth the 

effort. 

Any enquiries please contact Marie 

via email Marie@ArtfulRemedy.com.  

Meanwhile details of my services and 

products can be found via Facebook 

www.facebook.com/MarieDCFox, 

LinkedIn. My website will hopefully be 

launched before the Summer. 

How did you find the process 
of setting up your business?

I was overwhelmed at first but also 

filled with excitement for having the 

opportunity. The information and 

guidelines, the support from family and 

friends was there. This helped me follow 

the process through and get set up.  

Being a small place you get to know 

about your community and it’s demands.  

You have access to administrative 

bodies and information.

Do you do this full time? How 
do you manage it around your 
other commitments? 

Time management has been one of my 

most challenging obstacles, especially 

when building a business. I do give 

priority to this new role however it is 

also about balance. A healthy mind, 

body and spirit is what really matters 

to me in life. So I have learnt to allocate 

time for Family, Wellbeing, Study and 

Work. If you don’t synchronize all things 

that are important to you, it will not 

work. I evaluate the current position I 

find myself, then decide on a weekly 

basis how to allocate the time for the 

tasks at hand. I consider myself VERY 

lucky to have this option.

What have been some of your 
challenges to date? And what 
are you most proud of so far?
Going Self-employed and risks that 

decision carried for myself and my loved 

ones. It has made me feel stronger as a 

person and has helped with my self-

confidence. 

I do some volunteer work and help at 

the Cancer Relief Centre, once a week. 

I provide ‘Expression Through Art’ 

Sessions to Members and those related. 

Proud of this contribution, the feedback 

and it’s very rewarding.

What has been the response 
to Artful Remedy? 

It’s been very positive in some areas 

whilst challenging in others. There has 

been a lack of understanding in my 

Art-based Interventions Role. You do 

not need to be artistic to benefit from 

this Practice. The demand for these 

complementary therapies are now 

being more recognised, especially now 

that the number of people suffering 

from anxiety, stress and mental health 

issues have increased. I hope to be 

able to reach out to those in need 

once the restrictions are lifted. People 

are investing in Wellbeing and Health 

programmes. Previous work with Local 

Charities, Community projects, schools 

and private sectors have been very 

supportive and encouraging. 

Can your work be applied in a 
corporate setting? 

Yes it can be. In the near future, I shall 

be working in collaboration with a 

wonderful local businesswoman. She’s 

highly recommended in Mediation 

however is also a motivational Speaker, 

Coach and Writer. We shall be delivering 

some exciting workshops to corporate 

and businesses related to Wellbeing. 

Do you have a physical 
premises/therapy room? 

My office is based at Montagu Pavilion. 

I hope to deliver workshops and 

presentations soon for wellbeing and 

personal development through Artful 

Remedy. However, due to the pandemic 

restrictions are delaying the progress. 
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What made you make the 
move into running your own 
business? 

I was brought up in an environment in 

which owning and running a business 

was second nature. I worked as a 

telecommunications engineer upon 

leaving university in 1986. After several 

years in software and then in marketing, 

I decided to move back to Gibraltar, 

just when the mobile phone industry 

was taking off.  As Gibraltar did not 

have a cellular network, I decided to set 

up a business in next door La Linea and 

offer the analogue mobile phones and 

service to the Gibraltar market.  The 

Spanish analogue signal coverage in 

Gibraltar was not great, but it worked.   

Through low-cost advertising and 

word-of-mouth, I quickly gained a 

good local customer base.  My business 

offered the setup of the phone line, a 

choice of handsets and a wide range 

of accessories. Phones were bulky 

things back then, and we sold lots of 

replacement batteries, cases and in-car 

hands free kits.  When Gibtelecom 

(then Gibraltar Nynex) introduced the 

local mobile GSM network, I became 

one of their first ‘agents’.   

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

The biggest challenges were starting 

on a shoestring budget and in another 

country with different rules.  I got into a 

steep learning curve of do’s and don’ts 

of Spanish VAT, importing electronic 

goods, dealing with Telefonica, Spanish 

company law, banking, dealing with 

Meet the Board  |  Ramesh Karnani

Spanish suppliers and trying to get used 

to having a 3-hour lunchbreak!     

Another big challenge was keeping 

running costs low.  I rented a shop with 

a low rent however the phone bills 

would be high due  the interprovincial 

and international calls I had to place.  

 

Did you ever feel like giving 
up and how did you overcome 
that? 

As the mobile phone industry was 

growing over the years, I moved 

with my young family to Madrid 

and expanded into wholesale and 

international trading of mobile 

handsets. I still maintained my 

businesses in Gibraltar and La Linea. I 

never had time to think of giving up. It 

all came to a head, though, when the 

financial crisis hit in 2008, and Spain 

went into a deep recession.  That was 

when I decided to return and join my 

family’s business of retail and real 

estate in Gibraltar. 

 

Was it difficult at times to 
balance family commitments 
and business commitments, 
and what are your tips for 
finding that balance? 
Yes, it was difficult to find the time to 

be with my family and stay on top of 

the business.   I eventually managed to 

be able to spend the weekends with 

my family. When we went on holidays, 

I took my laptop with a GSM card so I 

could be connected even if I was at the 

beach! No smartphones back then.

What were the biggest 
mistakes you think you made? 

I think I made too hasty a decision in 

leaving the mobile phones business. 

Also, I might have specialised too much 

in one sector.

What would you do differently 
if you had the chance? 

Perhaps I would have diversified the 

business to offer repairing and upgrade 

service to our clients.  I would also have 

done more to increase corporate sales.

What are the achievements 
you are most proud of? 

Being the first independent retailer 

to introduce mobile handsets and 

accessories to Gibraltar.  

 

What do you think are the 
most important characteristics 
of successful business leaders? 

Decision making is probably the 

most important characteristic. Every 

business, as life itself, is a road that 

reaches a fork every so often.  The 

business leader has to decide to go 

left or right. The important thing is to 

decide which way to take and not to 

stay put.  

What is your favourite thing 
about being in business? 

I like the freedom to find new 

opportunities. 

 

What is your business dream 
and has the end game changed 
for you over the years? 

My end game has evolved somewhat.  

I would like to create a long lasting 

successful business with good growth 

prospects. To create employment and 

be able to contribute to the success of 

Gibraltar Inc. 

 

Why did you join the GFSB 
and what are its greatest 
strengths?
I spent over five years as a committee 

member at the Hindu Community 

of Gibraltar, an association that 

represents the affairs of the local Hindu 

Community including the numerous 

retailers.     

Through the GFSB I am not only able 

to represent retailers in the Hindu 

Community, but to also represent the 

whole retail community. As mentioned 

in the previous point, I would like to 

contribute in whatever way to the 

success of Gibraltar as a whole. The 

GFSB has evolved over the years to 

become an organisation with as much 

clout and influence as its much longer 

standing counterpart, the Gibraltar 

Chamber of Commerce. 

I like meeting people from different 

business sectors and learning from 

them. To learn is to grow. 
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GOES GREEN…….AND ACHIEVES THE ISO14001:2004 - 
ENVIRONMENTAL MANAGEMENT SYSTEM- THROUGH 
ACTION AND NOT JUST WORDS 
Horticultural contractors,  Convent Garden,  Convent Ramp,  Tel. 20043134 
e-mail. greenarc@Hotmail.co.uk 

 
Certification Body: Verification International of Nottinghamshire, England. 

  

PRINT SPECIALISTS
Business Cards · Letter Heads · Compliment Slips · Duplicate Pads · Brochures · Magazines

Leaflets · Flyers · Posters · Large Format · Vinyl Graphics · Signage · Roll Up Banners

21 Tuckey’s Lane · Gibraltar · Tel: (+350) 200 59755 · Fax: (+350) 200 59756
E. info@rocagraphics.com · www.rocagraphics.com

DIGITAL & OFFSET PRINTING · PHOTOCOPIES · STATIONERY · DESIGN

L
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traditional banking with a modern feel
gibintbank @gibintbank

www.gibintbank.gi  | +350 (200) 13900 | Gibraltar International Bank Ltd, PO Box 1375, Ince’s House, 310 Main Street, Gibraltar GX11 1AA
Gibraltar International Bank Limited is authorised and regulated by the Gibraltar Financial Services Commission. Company Registration Number 109679

  Have you been allocated a new home at Hassan Centenary                  
              Terraces, Bob Peliza Mews or Chatham Views? 
     If so, do you need help with your monthly instalments?

 Talk to us about our new Affordable Housing Bridging Loan to help 
 you meet the deposit requirements and buy your new home

Your Local Bank offering Local Solutions

For a free initial review with no obligation contact our team representative
Kayley Danino on 200 13900 or email her at gibraltar@gibintbank.gi to discuss 
your requirements.


