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A new man
Peter Heming, BAGMA Council’s newest member,  

tells us what he’s hoping to achieve



23 YEARS’ 
EXPERIENCE.
12 MILES WALKED 
EVERY DAY.
500,000 FANS 
EVERY SEASON.
4 ACRES OF 
TRAINING PITCHES.
1 LAWN MOWER.
STIHL LIFE. 
ƒ

AVAILABLE AT YOUR LOCAL STIHL DEALER. 
STIHL.CO.UK

Ed Mowe, Head Groundsman for Leicester Tigers, 
with the STIHL RM 756 YC
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IT GOES WITHOUT saying that the last few 
months have been very difficult to work through 
for all sectors of our industry. Testament has to 
be paid to all our key workers that have kept 
essential operations open and running to serve 
the country.

It is certain that whilst we have entered 
a downward curve of COVID-19 infections, 
work and lifestyles will be affected 
for a very long time to come.

We are now also entering a very 
difficult time when businesses will 
have to make very tough economic 
and financial decisions. We can 
only hope our industry is resilient 
enough to be able to maintain the 
level of skilled employment we cur-
rently have – and will need in the 
future.

 I noted in a recent report that 80% of 
farmers will see a decline in profitability dur-
ing 2020, and more than a third will experi-
ence significant decline.

It has been encouraging to see how the 
training providers and apprentices have 
adopted to a new way of working and learn-

ing, like we all have. We have all had to adopt 
to new ways of working, interacting and com-
municating for work which will surely become 
more typical in the future.

The last three months have cer-
tainly not stopped the pace of 
progression of the new T Lev-
els development in Landbased 
Engineering. More details can 
be found on page 6, regarding 
the public consultation which is 
now open for a limited amount of 
time until July 13.

Although COVID-19 continues 
to dominate the news and 
headlines, BAGMA continues 
to collaborate with its European 
partners under the umbrella of 
CLIMMAR. There was a proposed 
’spring meeting’  on July 9 to stay 
in touch and ensure the continu-
ation of activities are possible by 
an online meeting, and early 
planning suggests a Gen-

eral Assembly Meeting may be able to 
be held in October. Details of a Euro-
pean Survey on the effect of COVID-
19 can also be found on pages 4-5 of 
this magazine.  Of course, we have seen 
the news that Brexit will continue at the 
end of the year and I am sure we will be 
back focusing on the impacts of that soon.

We hope our sector will 
be resilient enough to 
weather COVID crisis
Although coronavirus still dominates the headlines, we 
must all focus on the future for the good of the industry
COMMENT

PETER ARRAND
PRESIDENT
BAGMA  
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IT HAS BEEN 
ENCOURAGING 
TO SEE HOW 
THE TRAINING 
PROVIDERS 
HAVE ADOPTED 
A NEW WAY OF 
WORKING 



STUDENT AWARDS 
CANCELLED 
The 2020 Toro Student 

Greenkeeper of the Year 
Awards have been postponed.

Organisers BIGGA, and sponsors 
Toro and Reesink UK, decided to move the 
next awards event to 2021, following the 
coronavirus outbreak. 

All those who have entered the 2020 
competition will automatically be put forward 
for the 2021 awards. 

KUBOTA’S INVESTMENT IN INDIA
Kubota has announced that it will invest in 
Indian leading tractor manufacturer, Escorts 
Limited.

As part of this new deal, Kubota will hold 
9.1% of Escorts Limited’s paid up share capital.

This new partnership signals Kubota’s 
continued investment in the Indian market – 
the world’s largest tractor market – as well 
as its commitment to the competitive tractor 
market around the world.

NEW TYRES OFFER 
SAFETY FOR 

COMBINES
Continental has 
released its first 
single filament 
bead core combine 

harvester tyre. 
The CombineMaster 

tyre has a unique Hexa 
bead construction that is safer 

on the road and helps reduce soil compaction 
in the field.

“Tyres with a single wire bead are safer 
and quicker to fit, hold the rim better and 
transfer torque more efficiently which reduces 
slippage,” said Continental agricultural tyre 
specialist Richard Hutchins.

JCB FINANCE SUPPORTS 
CUSTOMERS WITH GOVERNMENT-
BACKED LOANS
JCB Finance has been accredited by 
the British Business Bank to provide the 
Government Coronavirus Business Interruption 
Loan Scheme (CBILS) – designed to support 
the continued provision of finance to UK 
smaller businesses during the COVID-19 
outbreak. 

JCB Finance’s new and existing customers, 
who need to invest in equipment but have 
concerns about cash flow, can now apply for a 
CBILS-backed hire purchase facility.  

The fixed-rate facility will have a six-
month payment pause, then 48 monthly 
instalments with the British Business Bank 
paying the interest during the first 12 months.
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BULLETIN 
BOARD New kit helps 

company’s 
commitment 
to become 
fossil fuel free
A SCOTTISH GARDENING and grounds 
maintenance contracting business is boosting 
its commitment to becoming fossil fuel free.

Inverallan Landscapes, of Stirling, has 
expanded its Pellenc portfolio with the purchase 
of two Rasion Easy self-propelled mowers and a 
set of Airion blowers.

By integrating battery-operated equipment 
and reducing its carbon footprint, it hopes to 
offer customers a completely ’clean’ service – 
according to managing director John Maxwell.

“We want to be the first landscape contrac-
tors that operate battery-only, so during the past 
three years we have been upgrading our tools 
and equipment to the equivalent battery models, 
as well as installing solar panels at our business 
unit,” he said. 

The company first became acquainted with 
Pellenc equipment back in 2018 after purchas-
ing a set of Helion 2 Compact hedge trimmers. 
After reporting excellent results, it continued to 
invest in Pellenc equipment and two years later, 
Inverallan Landscapes now boasts an impres-
sive portfolio which includes chainsaws, blowers, 
hedge cutters, pole saws, road sweepers, grass 
strimmers and mowers. 

The company’s most recent Pellenc additions 
were prompted after it was awarded a new con-
tract in which a dedicated maintenance team 

would be working for a large housing association 
with more than 1,000 properties. 

According to John, the zero-emission 
approach made total sense. “To my knowledge 
this may well be the first maintenance team in 
Scotland to be 100% environmentally-friendly 
so we are making huge strides," he said.

“It ticks every box – from the machinery point 
of view, the operator’s point of view and also from 
the residents’ point of view.”

Talking about his new Raison mower, John 
added: “Firstly, it is so much lighter and from 
our point of view up here in Scotland, with the 
amount of rain we have, the ground can quite 
often be saturated. If you go on to that ground 
with a petrol mower, you are adding a lot of 
weight and you find yourself sinking into the 
ground. With the Rasion mower we have been 
able to get onto those saturated grounds and we 
have been able to tend to grass that we might not 
have previously been able to cut. The other ben-
efit is that it is wider than most petrol mowers, 
so we find ourselves cutting faster and covering 
more ground in a shorter amount of time.”

Inverallan Landscapes purchased the equip-
ment from Agrovista Amenity in Stirling.

Pellenc is exclusively distributed in the UK 
and Ireland by Etesia UK. For details visit www.
pellencuk.com

STIHL’s blower makes light of hard work
STIHL has launched its most powerful cordless 
blower yet.

The new STIHL BGA 200 cordless blower 
– launched last month (June) has a blowing 
force of 21 Newton and cleans large areas 
quickly and efficiently.

 It features a high-air speed for coping with 
wet leaves and is easy to handle, thanks to 
its newly developed comfort carrying system. 
This innovative feature allows the tool to be 
used in different ways depending on the 

application; hand-held in confined working 
areas or suspended in the carrying system for 
larger-scale cleaning work. 

Thanks to its low-noise operation, the BGA 
200 can also be operated without restriction in 

noise-sensitive areas and can be used 
without hearing protection. 

For more details go to 
www.stihl.co.uk
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Retiring Jeff ‘a challenge to replace’
REESINK TURFCARE HAS 
announced the retirement of its 
national manager after 21 years.

Jeff Anguige, 63, began work-
ing in the industry straight after 
leaving college, learning the busi-
ness working at golf and grounds 
dealerships and turf machinery 
manufacturers such as Ransomes. 

In 1999 he joined the-then 
Toro UK distributor Lely UK, 
with headquarters at St Neots, 
Cambridgeshire, as national 
Toro sales manager, responsible 
for spearheading sales of its golf 
course and sports turf mainte-

nance machinery. Later, at Lely, 
and then Reesink, he has played 
a leading role in helping develop 
the Toro name and reputation. 
It is, he said, his biggest career 
achievement. 

“Toro has been the constant in 
my working life at Lely and Rees-
ink,” said Jeff. “For more than two 
decades I’ve worked with a bril-
liant team to help it grow to where 
it is today – in my view, holding the 
number one spot for quality."

Jeff plans to spend his retire-
ment in his native Yorkshire with 
his wife, Julie.

KUHN offers discounts 
of up to £5,000
DISCOUNTS OF UP to £5,000 
are being offered on new KUHN 
sprayer purchases for the 2020 sea-
son – where precision equipment 
options are included.

Applying to KUHN’s Deltis 2 
and Altis 2 mounted sprayers, and 
all trailed models, the discount 
scheme is available when three 
or more precision features are 
ordered on new machines.

Eligible precision spraying 
features include the new auto-
spray droplet control feature, a 
unique selling point for KUHN, 
which enables adjustment of the 

droplet size from the 
cab.Also included in the 
scheme are GPS section con-
trol, automated filling and rins-
ing, boom assist automatic boom 
height control, nozzle by nozzle 
shut-off, automated steering axles 
and working lights.

The scheme works on a slid-
ing scale, with three precision 
features a discount of £1,000 will 
apply. Thereafter, each additional 
precision feature adds a further 
£1,000 up to a maximum discount 
of £5,000.
Visit www.kuhn.co.uk 

Malin named AEA 
President for 20/21
THE AEA HAS announced that 
Les Malin of Etesia UK Ltd has 
been officially appointed as Presi-
dent of the Association for the year 
2020-2021.

Shaun Groom, of Alois Potting-
er UK Ltd, and Mr David Withers, 
of ISEKI UK Ltd, were appointed 
as Chairman of the Farm Equip-
ment Council and Chairman of the 
Outdoor Power and Equipment 
Council for 2020/2021 respectively.

In his opening speech, Mr 
Malin referred to the current 
strange and challenging times 
and the unusual circumstances of 

his appointment. He spoke of how 
the AEA had reacted to the current 
pandemic, of the pressing issue of 
Brexit, and how the AEA would 
continue to adapt to ensure mem-
bers have the information and tools 
they need to pave the way forward 
for the agriculture and outdoor 
power sectors.

“What happens over the next 
nine months or so of my presidency 
is unknown to a certain extent, he 
said. " But the AEA will continue to 
adjust to the needs of its members. 
We'll work to the best of our 
abilities to insure this." 

Two metres forward, and one back. 
So will it be change for the better?
COMMENT

KEITH  
CHRISTIAN
DIRECTOR 
BAGMA  

Well, it is good to be back with 
the BAGMA Bulletin – even 
though we actually only missed 
one edition. The magazine was 
briefly shelved following the 
covid outbreak while we all got 
used to new working practices, 
namely working from home, and 
seeing some of our colleagues 

furloughed. I am pleased 
to say that BAGMA, 

and our colleagues 
within Bira, settled 
into the changes 
really well. Those 
who could work 

from home have 
put in a massive 

effort to continue the 
seamless flow of information 

to members and deal with the 
demands put on us as a trade 
association by the situation.

I did not want to use this 
piece as a COVID-19 update 
or summary, but it seems 
impossible to not focus on what 
is – and will continue to be – one 
of the biggest threats to our 
lifestyles in modern times. The 
huge effort made by the NHS 
has been incredible. There are 
the more obvious efforts of the 
many companies, emergency 
services and individuals to keep 
things going during lockdown, 
right down to the less obvious 
– actions we’d barely notice but 
still vitally important if life is to 
continue as we enjoy it. 

The landbased engineering 
sector stepped up to the plate 
and has continued to provide 
service and support to the 
nation’s farmers. Our sturdy 
garden machinery dealers 
have helped to keep some 
sanity amongst our nation of 
gardeners. The LBE sector 
should be congratulated for 
its perseverance and tenacity 

during such difficult and 
uncertain times. We are hearing 
stories of unprecedented levels 
of business, a massive increase 
in online trading, turnover 
increases of 20% plus over 
the same period last year and 
increased profitability. Sadly, 
there will be casualties but as 
some dealers reported they 
had seen worse trading times 
and survived without the help 
that is now being offered by the 
Government. 

Running on both our BAGMA 
and Bira websites, we provided a 
Coronavirus Hub where our team 
gathered relevant information 
to support the industry. We also 
produced a bi-monthly BAGMA 
e-briefing for a few months to 
keep our members up-to-date. 
There has been a lot of work 
from our marketing guys to 
produce this but it has been 
done quickly and efficiently from 
the comfort of their own homes. 

I am writing this at the end of 
June so we know there has been 
a lot of easing of the lockdown 
rules – with more to come. So, 
where do businesses go from 
here? Two metres forward 
and one back it seems at the 
moment – and don’t forget your 
mask and gloves! It is now the 
longer term we all need to look 
to in order to secure the future 
of our businesses and deal with 
the many changes we will face 
in retail and buying habits going 
forward. These will inevitably 
change for the long term. 

BAGMA was involved with 
Service Dealer and others to 
sponsor the Dealer Tool Kit 
initiative, covered on page 16 
of this magazine. This will help 
dealers focus on some of the 
marketing elements of their 
businesses and raise their 
profiles locally. Dealers should 
be proud of what they offer and 
encourage their customers to 
‘Shop Local’. It makes sense 
now and will do for a long time 
to come.
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Hot water pressure washer strikes gold award 
A HOT WATER pressure washer scooped one 
of the top awards at the Royal Highland and 
Agricultural Society Scotland’s (RHASS) Tech-
nical Innovation Awards 2020.

The Lambert & Dyson Landy PTO Hot 
Water Pressure Washer was awarded a gold 
medal, along with Limagrain UK for its Winter 
Wheat Breeding Programme.

The Technical Innovation Awards is held 
annually to encourage and recognise innovation 
in the design and manufacture of machines, 
equipment and appliances which advance the 
effective and efficient practice of agriculture, 

horticulture, equestrian, forestry, renewable 
energy and estate service.

This year, the awards were held online and 
there was a record-breaking number of entries. 

Silver awards were given to Herd Advance 
for their Herd Advance Stockman; Lely Hold-
ing S.a.r.l. for their Discovery Collector 120; 
Murray Machinery Ltd for their Gravel Road 
Grader; Peel Tech Ltd for their Peel Tech Filtra-
tion System; Polaris Britain Ltd for their Polaris 
Ranger XP1000 ABS; Pottinger Landtechnik 
GmbH for their Pottinger Impress Round Baler.

Meanwhile, commendations were handed 

to CASE IH for their Magnum AFS Connect 
Tractor; George Paterson at Farmdata - a divi-
sion of Landmark Systems Ltd for their Cattle-
data Mobile App; Robin Smith at Senesino Ltd 
for their Numnuts; Vicon for their Vicon Extra 
700 Mower Conditioners; Brian Davies & Sam-
uel Morris at Welsh Shearing Equipment Ltd 
for their Shearcordless MK2 Animal Clipper. 

RHASS Chief Steward of Technical Innova-
tion Christopher Shepherd said: “The benefits 
to winning businesses are significant and I am 
delighted that we had such a strong selection of 
entries to choose from this year." 

CLIMMAR SURVEY

You helped provide 
insight into how 
coronavirus has 
impacted business
BAGMA needed your help – and you certainly 
stepped up to the plate
IN THE MIDDLE of May, we sent out a sur-
vey to assess the impact of COVID-
19 on the dealer business and 
many of you helped by 
completing it.

It was quick and 
easy to fill in and 
provided us with a 
general ’barometer’ 
about the situation 
in your business 
during the present 
crisis. The answers to 
the questions (in total 16 
questions) were by tick box 
mostly.

We can now share with you some 
of the data from that survey, which was 
run in conjunction with our European col-
leagues at CLIMMAR. 

CLIMMAR is the European umbrella 
organisation for Agricultural and Garden 

Machinery trade associations across 16 
European countries representing 

more than 19,000 dealers 
and over 160,000 employ-

ees. BAGMA has been 
a member of CLIM-
MAR since 1956.

The pol l  wa s 
also sent out across 
Europe, and data 
from dealers there 
will be available soon.

Here, the graphs 
provide a snapshot of 

the 46 usable responses 
received and an indication 

about how dealers feel about how 
COVID-19 has affected their businesses 
and what has been done to minimise the 
disruption.
For more information on CLIMMAR go to 
www.climmar.com

How many employees do you have (full time)?

n  1-5
n  10-20
n  More than 30
n  5-10
n  20-30

23.91%

23.91%

21.74%

6.52%

23.91%

Main consequences for your company today?

n  Decreasing 
orderbook

n  Limited 
possibilities 
to do work at 
the location of 
clients

n  Lack of 
supply of 
machines 
and/or 
components 
and/or parts

n  Illness of staff
n  Decreasing 

orderbook

4.35%

50%

17.39%

17.39%

10.87%

In which sebment are your main activities?

n  Agricultural 
machinery

n  Gardening 
machinery

n  Construction 
& material 
handling 
machinery

n  Vineyard 
machinery

n  Livestock 
farming 
machinery

2.17%4.35%

4.35%

45.65%

43.48%

http://www.climmar.com
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BAGMA Bank 
agrees loan 
repayment 
holidays totalling 
£1.662 million
BAGMA BANK HAS agreed to 
£1.662m worth of loan repayment holi-
days for its members since the outbreak 
of coronavirus.

The bank approved more than 100 
repayment holidays for members across 
the UK. As well as helping BAGMA 
members the bank also supported 
members of its parent company, Bira.

John Collins, Director of BAGMA 
Bank, said: “We are pleased to be able 
to support BAGMA members and 
those in the agricultural and garden 
machinery industry with some much-
valued support during this difficult 
time. 

“Despite not being an accredited 
bank for government- backed loans 
(i.e CBILS, BBL etc) our Trade Associa-
tion Bank has pulled out all the stops to 
help members. 

“From feedback we have received 
from our members, we know we’ve 
been able to make a difference to all 
the businesses we’ve worked with over 
the past few weeks.”

Feedback from one member said: “I 
am most grateful for this and the addi-
tional services I have relied upon over 
the past few weeks. I am much appre-
ciative to the bank.”

Another member added: “You have 
lifted a great weight from my mind, 
your offer means a great deal to us. 
Thank you so much.”

We’re here for you 
A bank for independent retailers. 
By your side, no matter what’s 
thrown your way.

bagmabank.com 0121 227 6656 info@bagmabank.com

Get in touch to find out 
more about:

• Vehicle & equipment 
loans

• Savings accounts 
• Vehicle discounts 

Qpage Strip - julaug.indd   1 16/06/2020   14:21:40

What is the current turnover situation in the 
repair & maintenance workshop vs 2019?
n  Virtually unchanged
n  Decreased more  

than 25%
n  Increased less  

than 10%
n  Decreased  

more than 10%
n  Increased  

more  
than 10%

n  Decreased  
less than 10%

23.91%

19.57%

13.04%

10.87%

21.74%

10.87%

Has your turnover and order book already been 
compared to 2019?
n  Decreased more 

than 10%
n  Decreased more 

than 25%
n  Decreased less 

than 10%
n  Virtually  

unchanged
n  Increased  

more  
than 10%

n  Increased  
less than 10%

2.17%

41.3%

21.74%

10.87%

8.7%

21.74%

What is the current turnover and orderbook 
situation with new machinery sales vs 2019?
n  Decreased more 

than 10%
n  Decreased more 

than 25%
n  Decreased less 

than 10%
n  Virtually  

unchanged
n  Increased  

more than  
10%

n  Increased  
less than 10%

2.17%

45.65%15.22%

8.7%

6.52%

21.74%

What measures are already taken to  
minimise the consequences?
n  Virtually 

unchanged
n  Decreased less 

than 10%
n  Decreased  

more than 10%
n  Increased less  

than 10%
n  Increased  

more than  
10%

n  Decreased 
more  
than 25%

4.35%4.35%

32.61%

19.57%

13.04%

26.09%

What measures are already taken to  
minimise the consequences?
n  Working time 

reduction
n  Making office 

workers and sales 
people work from 
home

n  Working in  
multiple shifts

n  Limitation of  
flexible working

n  Phasing out 
production/work

n  Firing of staff
n  Temporary closure 

of company

36.96%8.7%

8.7%

4.35% 2.17%

2.17%

36.96%

If you need support, what measures do you 
expect to need?
n  Acceptable terms for 

stock financing by 
manufacturers and/or 
producers  
and/or importers

n  Acceptable terms  
for credit by banks

n  Sales loss  
allowance

n  Delay of tax  
payment by  
govt

n  Limited labour  
costs (suspend  
labour cost  
increases)

n  A flexible  
deployment of labour  

52.17%

10.87%

2.17%

4.35%

4.35%

26.09%



T Level Qualifications
The Institute for Apprenticeships and 
Technical Education is now consulting on 
the outline content for further T Levels, 
which will be rolled out from 2023. The 
Agriculture, Land Management and 
Production T Level will be among them, 
which will include landbased engineering. 
It is very important that employers and 
industry stakeholders make their views 
known to enhance the qualification.

T Levels are new two-year, technical study 
programmes that will be available across 11 
industry routes. Alongside apprenticeships 
and A levels, T Levels will be one of the 

three major options available to 
students aged 16-19.

T Level panels of experts 

set out the knowledge and skills required 
for each T Level, based on the same 
occupational standards as apprenticeships. 
This ensures that individuals taking T Levels 
can develop the technical knowledge and 
skills required by employers in that industry.

The Institute for Apprenticeships 
and Technical Education oversees the 
development and approval of the standards, 
qualifications and occupational maps for 
T Levels and apprenticeships. In addition 
to their role in approving apprenticeship 
standards, the Institute’s Route Panels - 
made up of employers and industry experts 
– are scrutinising the outline content for all 
T Levels. The Institute will also award and 
manage contracts for the development of T 
Levels.
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TRAINING AND EDUCATION

Bob Chapman
Bavenhill Mechanics Co. Ltd   

Members since 1998

for over 100 years

S
erving Industr

y

Join thousands 
of like-minded 
businesses 
We’ve been supporting independent, agricultural and 
garden machinery businesses across the UK since 
1917. In this time, we’ve consistently delivered genuine 
business savings and benefits for members, as well as 
networking opportunities and business support.

Join today
bagma.com/join

“The support you 
receive as a member 

is similar to having 
a friendly and 

knowledgeable head 
office that is always 

there to support you.”

You can access all of the above and much 
more with BAGMA membership.

Industry events
We attend 

varied events & 
exhibitions, and 

host BAGMA 
meetings

Business services
Access to 

preferential rates on 
services designed 
to save you time 

and money

Support
Through our 
membership 

team for phone 
support or via the 
BAGMA website

BAGMA Membership Advert Mar-Apr 2020.indd   1BAGMA Membership Advert Mar-Apr 2020.indd   1 18/02/2020   16:31:2918/02/2020   16:31:29

IT’S UNDOUBTABLE THE COVID-19 pan-
demic has had a dramatic effect on training 
since lockdown began. This has been across all 
areas of training, from one-day courses through 
to schools, FE and HE establishments, appren-
ticeships, and private training providers. It’s 
also had an effect on funding and support levels.

We have seen a vast amount of government 
guidance issued on what support is available for 
the training sector during lockdown pinpoint-
ing what is available to specific schemes and 
their providers during lockdown. Extensions 
to schemes have been allowed, with funding 
packages being bolstered as well. The health 
and safety of apprentices and those in training 
was given the highest level of importance – and 
rightly so.

Online training continued but face-to-face 
training was mostly stopped due to social dis-
tancing requirements and personal safety for 
both trainers and trainees. Interestingly while 
those on furlough were not allowed to work 
directly for their employers, they were allowed 
to take part in training. Ideally, this was a prime 
opportunity for businesses to up-skill workers 
using e-learning packages while they were fur-
loughed.

BAGMA postponed training that had 
already booked over the last three months, but 
we are now seeing this being rescheduled and 
new training being booked as restrictions are 
eased. Our first face-to-face training will take 
place in the middle of this month (July). As with 
many businesses, the present crisis has encour-
aged us to look at 
different ways of 
delivering training 
to make better use 
of hands-on train-
ing time. We are 
working with our 
trainers on ways 
of doing this.

When it comes to training, it’s 
back to the drawing board…
Yes, the COVID-19 crisis has impacted sector training – but it’s also provided valuable 
time to assess how future schemes are delivered, says BAGMA Director Keith Christian 

LE-TEC launch new website
Despite all that has been going 
on LE-TEC, The Landbased 
Engineering, Training and Edu-
cation Committee, has launched 
a new website for the LBE sector 
at www.landbasedengineering.
com This site provides informa-

tion for those seeking a career in 
landbased engineering with links to 

training providers and information for parents 
and students looking for a career in our industry 
amongst many other pieces of useful informa-
tion. 

The site also has the links to the LTA scheme 
information (Land based Training Accredita-
tion Scheme) where subscribers can apply to the 
LTA or upgrade their accreditation.

There are also links to LE-TEC’s Facebook 
and Twitter accounts, which are now active.

http://www.landbasedengineering.com
http://www.landbasedengineering.com
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BAGMA INTERVIEW

Master 
of all trades
He’s the newest member of the BAGMA Council but, as Peter Heming  

reveals, he’s hoping to bring something a bit different to the table
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BAGMA INTERVIEW

Good morning Peter! Firstly, tell us about 
Heming Services – it’s not a ’typical’ 
BAGMA member, so tell us more…
Heming Services Ltd (based near Broadway, 
Worcestershire) is part of the Heming Group 
which includes Heming Engineering Ltd 
Formerly R G Heming Agricultural Engineers.  
Heming Group also consists of Heming 
Plant Hire, Ford Electrical Ltd and Major 
Refrigeration & Air Conditioning. Heming 
Services Ltd, our construction department, 
deal with projects from a few hundred 
pounds to £3 million – both domestic and 
commercial. We act as both a main contractor, 
or sub-contractor.

How did the family-run business start, 
and how did it become the diverse model 
it is today? 
Robert Heming, my father, started the busi-
ness in May 1968 (the company celebrated 
its 50-year anniversary in 2018) – called R G 
Heming Agricultural Engineers, doing on-
site repairs to all agricultural equipment and 
construction plant, machinery and buildings. 
He developed the workshops in Willersey and 
employed up to six fitters. I joined the compa-
ny in 1985 after leaving education, by this time 
the business had carried out small construc-
tion projects for local farmers. I built on this 
element of the business and in early to mid-
90s farming changed, the evolution of agricul-
tural contracting had a major impact on the 
service required by farmers. We had to adapt 
to the change, and so the construction side of 
the company grew. The workshop fitters con-
tinued to service the farming community and 
also carry out maintenance of our own fleet 
of plant, machinery and vehicles. We formed 
Heming Group Limited and then expanded 
with the acquisition of Ford Electrical in 2010 
and Major Refrigeration & Air Conditioning 
in 2012, with plumbing added to our list of 
services in more recent times. These acquisi-
tions complete, the ambition of the Heming 
Group to offer a one-stop shop for customers 
wanting a complete service and maintenance 
package within the agricultural and construc-
tion industries.

You became suppliers of some of 
agriculture’s leading brands last year, such as 
Zetor, Tafe, Muthing and Woods equipment, 
more recently you have become agents for 
Fleming products and become agents for 
Moro Aratri how did that happen? 
My father always had a desire for me to get 
involved in the agricultural side of the busi-
ness, and use my people-person skills to devel-
op the sales side.  Zetor has been a favoured 
manufacturer of tractors for myself and my 
father for a number of years, so we welcomed 

the opportunity to sell, service and maintain 
these machines.  

How has the coronavirus pandemic 
impacted the business?   
As a service industry, we have kept all depart-
ments open through the crisis, only reducing 
levels of staff involved in the larger projects 
which have had their sites shut down.  

Do you think recovery will be a slow 
process?  
We are seeing a lot of enquiries and a real 
interest in getting things moving again. I 
think that there will need to be necessary 
restrictions in place for the foreseeable future, 
but I think we will see a real boom in business 
when the restrictions allow.  The increased use 
of technology will reduce our carbon footprint 
in the long term.

How will the pandemic effect your day-
to-day practices moving forward? 
We have been following the Government guid-
ance in our offices, workshops and on site and 
we will continue to adhere to this to keep our 
staff and workers as safe and as comfortable in 
their working environment as possible. 

You’re Chairman of the Four 
Counties Regional Group, Hereford, 
Worcestershire, Warwickshire and 
Gloucestershire, tell us more 
about that…  
When asked, I accepted the position 
willingly. I always have something to 
say and hope I can add something 
to the region and serve the members 
to the best of my ability. The years 
ahead should be exciting, emerg-
ing out of the EU and recovery after 
COVID-19. Let’s fly the flag and support Brit-
ish farming.

And most recently, you have become the 
newest member of the BAGMA Council, 
how did that come about? 
I was asked by the BAGMA members if I 
would like to take up the position on the coun-
cil which I was only too pleased to do. I hope 
that I can bring something to the council and 
help where I can for the good of the industry.

What do you think you can bring to the 
BAGMA Council?
As you pointed out earlier, Heming Services 
is not a typical member, perhaps that will 
enable me to bring a slightly different slant 
to things which may benefit other BAGMA 
members. I find that meeting and speaking 
to other business people is a massive resource 
for knowledge, information and access to oth-

ers as a sounding board for ideas and inspi-
ration. It helps to keep things interesting in 
business. Hopefully, my diverse background 
will bring some of this to other members too. 

You’ve taken on apprentices over the 
years, and spoken about the importance 
of enticing young people into the 
industry, tell us more… 
It is important to teach school children that 
there are opportunities in agriculture/con-
struction etc that can be rewarding, and to look 
at the wider world of jobs. I have worked with 
Young Enterprise in the past trying to assist 
school students. Making students aware that 
there are other options rather than just the uni-
versity route is important for this country and 
helps avoid skills shortages in the industry in 
future years.  Our companies have won awards 
for their work with apprentices.

What do you think are the other main 
challenges for the industry? 
I don’t think there are enough young people 
learning trades in the industry.  Some of the 
industry bodies insist that workers need to 
have NVQs or similar and this can put some 
young people off who are not academic, but 
have hands-on talent. The industry is con-
stantly changing due to the non-stop develop-
ment of technology and we need to make sure 
we have the right people to keep the industry 

up-to-date, whilst not alienating 
students who don’t necessarily fit 
in that particular box. 

What are your hopes for the 
future of Heming Services?
To stay in business! But of course, 
to deliver a service to our clients the 
same or better service than we have 

from our service providers. I would like to see 
further development of all our businesses, but 
particularly the engineering business, devel-
oping our sales function of our tractors and 
implements and becoming well-known as a 
one stop shop for sales, spares, repairs and 
servicing.  I have a soft spot for this part of our 
business because it is where we started from. 

You’re clearly a very busy man, so how do 
you spend your spare time?  
I have a farm near Ledbury, Herefordshire, 
and have around 185 cattle. I am improving 
the farm continually and I enjoy my farming 
activities for its social and rural aspects. There 
obviously isn’t much of the social aspect at the 
moment, but it is a beautiful area to live in, 
especially when the weather is good and I hope 
that the social side will return soon! I have two 
sons, one aged eight and the other nearly eight 
months and they keep me on my toes!

WE ARE 
SEEING A LOT 
OF ENQUIRIES 
– AN INTEREST 
IN GETTING 
THINGS 
MOVING
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LIKE MOST BUSINESSES, Ibcos has adapt-
ed to the lockdown in a very short period of time. 

In particular, working from home has 
presented several challenges for us as a company. 
Unfortunately, many agricultural, groundscare 
and construction equipment dealerships are still 
struggling with setting up their staff to work 
from home, so they can provide the support 
their customers require. Using existing and 
new solutions we were able to support our dealer 
network in the following ways:

1. Remote access to our dealership 
management system
Firstly,  we offer Ibcos Secure Shell. This remote 
login solution allows dealership employees to 
access the Ibcos Gold dealership management 
system in real time, while working from home.

We have discounted the Secure Shell 
licence fees for the customers who already 
have our internet services. We have also 
reduced the notice period for terminating the 
licences, effectively making them an affordable 
temporary option for the dealers who required 
a short-term solution. Finally, we have extended 

the offer of reduced notice periods for this service 
to the rest of our customer base. 

2. A mobile solution for service
Despite lockdown, key workers at the dealerships 
that rely on our Gold Service mobile app are 
still able to set up jobs for the workshop and 
engineers on the road without disruptions. 

With the upgraded second version of this 
solution, those dealers can now also allocate, 
prioritise and send jobs directly to the engineer 
onsite. The engineer can then use the app to 
read the job story, update the work completed, 
including the parts used, and take photos for 
warranty jobs. When the job is complete and 
the customer’s electronic signature is received, 
they can seamlessly move on to the next job. The 
service manager can schedule to all their staff 
from the comfort of their own home.

3. A mobile app for salespeople
Moving forward, we are looking to further 
support dealers with a new initiative that allows 
sales teams to view live inventory data on a 
mobile device.

We have identified that wholegood sales have 
been disrupted by the lockdown and that tractor 
sales in particular are the lowest on record 
since 2001. To help dealers’ sales teams, we are 
launching our Gold Sales mobile app.

This app lets salespeople retrieve wholegoods 
information, pricing, availability and pictures 
from the Ibcos Gold system via a phone or a 
tablet in real time, eliminating the need for 
outdated paper lists.

The future
We continue to work closely with our dealers 
via video and phone calls to help them stay 
successful during this time. However, we also 
can’t wait to get back on the road, when it is safe 
to do so, as this will give us the best opportunity 
to understand the dealers’ needs and support 
them in every way we can.

How Ibcos have helped machinery dealers succeed in lockdown

Revolutionising
ATV & Asset Security
A discreet ATV tracker that monitors the 
movements of your asset in real-time, allowing 
you to view status and usage history 24/7 with 
notification of unauthorised movements.

w w w . a t v t r a c . c o . u k

  
REAL-TIME

MONITORING

  
STEALTH

INSTALLATION

  
SELF

MAINTAINING

  
24-7 OPERATION

CENTER

  
ATV OVER

ALERTS
Key Features:

Protecting your ATV, UTV, 4x4, Farming Equipment and Machinery

Get in touch: If you would like to know more information about ATVTrac or anything else please don’t hesitate to get in touch.

 hello@atvtrac.co.uk  |   +44 (0) 1327 317 980 (Lines open 9am - 5:30pm)

E n d o r s e d  B y

New dealer opportunities
are available nationwide

Insurance discounts up to 12.5%
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What happens if you don’t follow coronavirus safety guidance?
The Health & Safetly Executive (HSE), Trades 
Union Congress (TUC) and Confederation of 
British Industry (CBI) released a joint statement 
regarding coronavirus back in 
April.  If you are wondering what 
the consequences might be if you 
do not try hard enough to enforce 
COVID-19 regulations, the HSE has 
given clarification. So, what do you 
need to know?
New rules: Businesses reopening 
are facing a raft of challenges when 
implementing arrangements to 
prevent the spread of coronavirus. To help, the 
Government has published specific guidelines 
covering various sectors including construction, 
factories, offices, restaurants, and shops.
Helpful guidance: These guides describe the 
measures to be taken where it’s unavoidable 

for staff to go to work, and where customers 
need to visit the premises. They include the 
requirement for social distancing.

Make changes: There are 
suggestions for how to achieve 
this within each type of workplace, 
such as  by rearranging the layout; 
changing the flow of movement 
around the premises; marking 
floors; displaying signs and using 
barriers and screens. However, 
despite efforts by the Government to 
communicate that social distancing is 

vital, many firms are flouting the rules.
Don’t turn a blind eye: The HSE has stated 
that if it receives a complaint, or inspectors 
observe non-compliance first-hand, it will take 
action. It has a range of options available, from 
providing friendly advice through to issuing an 

enforcement notice. If necessary, it will serve 
a prohibition notice to close non-compliant 
businesses.
Tip 1. It’s not sufficient to display signs and 
leave it to customers and staff to follow the 
requirements at their discretion. Carry out close 
supervision to ensure that your site rules are 
being met.
Tip 2. Don’t rely on mask wearing as an 
alternative to social distancing. It’s been made 
very clear by public health advisors that this 
is not acceptable. Using personal protective 
equipment can be a useful part of your 
precautions but it’s a last resort after other 
measures have been taken.

The HSE has warned that inspectors may 
close sites and businesses if they fail to follow 
the guidance sufficiently. Apply the sector-
specific guidelines on social distancing.

FROM THE BEGINNING of lockdown in 
March, it was clear that COVID-19 was going 
to have a profound effect on the agricultural 
and horticultural sectors, potentially for years 
to come. 

Throughout this difficult time, Catalyst has 
been – and continue to be – dedicated to helping 
our dealers succeed. 

Our support team has remained fully 
operational throughout, answering calls 
round-the-clock to offer a helping hand when 
it’s needed, in fact most of our customers now 
have our support teams’ mobile phone numbers 
so they can get hold of them wherever they are.

It was important for us that our software 
development didn’t stall during this time which 
is why our development team has also continued 
to work throughout the pandemic, carrying 
on the great work they do and allowing us to 
continue to release regular software updated 
for our customers.

We’ve been participating in regular 
thinktanks with other sector suppliers to 
discuss how we can all come together to help the 
industry prosper. Throughout these discussions 
the overall outlook has been very positive. The 
general consensus being that if we all continue 
to work together, we can help dealers in the 
industry see through these tough times and 
come out of the other side successfully.

Throughout the lockdown it became 
essential for dealership staff to begin working 
from home where possible. In order to make this 

PAUL MARSH
Office manager 
SafetyAide

SAFETY

We’ve got the knowledge so 
you can prosper in the future

transition to home-working life more easily, we 
published in-depth details on our website and 
social media platforms about options dealership 
staff have in order to access their work desktop 
remotely, either using free platforms such as 
Google Remote Desktop, or using stronger 
and more long-term solutions such as terminal 
service applications.

As we now are seeing dealerships re-open at a 
pace (with newly-added, strict social distancing 
measures) we all hope that they will swiftly 
bounce back and return to a ’new normal’ as 
quickly as possible. We’re continuing our round-
the-clock support, to help you to the best of our 
ability to succeed. 

We have also been advising our customers 
about how they can best use their DMS to plan 
ahead for when they can fully reopen their 
showroom doors. Features such as our Service 
Reminder Tool, which automatically contacts 
customers when they have a unit service due 
are now more useful than ever for keeping 
workshops busy and maintaining a consistent 
flow of work for engineers.

We are also recommending dealers use 
their DMS to check on their fastest moving 
stock items. With many supply chains running 
slower than usual it is now likely to take longer 
to replace out of stock items in your dealership. 
By looking up your fastest moving stock items 
you can accurately anticipate the demand for it 
and ensure you have enough in the dealership to 
avoid running out.

Another big change we are seeing is unit sales 
moving online. In the last decade the ’bricks 
and mortar’ shop has lost out to exponentially 
increasing online sales, something that has 
grown further during the pandemic. It’s more 
important than ever to ensure your dealership 
has a strong online presence. Our own online 
machinery advertising site Catalyst Findit saw 
a 50% spike in visitors in May, further proof 
that although people aren’t visiting showrooms, 
machinery is still being sold. 

We’re encouraging all of our customers to 
make the most of this tool, as well as the ability to 
automatically feed directly to other third party 
sites such as eBay, Gumtree and Farmads.
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Make Up for Missed Sales Opportunities

To learn more, email us at sales@ibcos.co.uk
or call +44 (0) 1202 714200

Go mobile and give your sales team a winning edge

Ibcos Gold Sales

THE UK HAS a unique opportunity to lead the 
world in shaping this exciting, environmental-
ly-friendly future, and the British agriculture 
industry must seize it with both hands.

I believe that hydrogen has a crucial role to 
play in driving forward the green recovery, in 
helping the UK meet its Net Zero by 2050 tar-
get, and in positioning the UK as a global leader 
in one of the critical technologies of the future. 

Indeed, the Committee for Climate Change 
has made it clear that the UK will not meet its 
Net Zero targets without significant investment 
in the hydrogen economy. They estimate that to 
achieve the 2050 target, UK hydrogen produc-
tion capacity must expand to the size of the UK’s 
current fleet of gas-fired power stations.

This isn’t a vision for the future, it’s a real-
ity for today. Big vehicles across the world are 
already being powered by hydrogen, from buses 

and ferries to trains and tractors. And achiev-
ing zero-emissions isn’t just about replacing 
combustion engines with batteries – hydrogen 
can be produced from solar and wind sources 
on these shores and used to help power not just 
our vehicles but our entire economy. 

Green hydrogen is produced via electroly-
sis using renewable energy, meaning the only 
waste product it produces is water. Its applica-
tions are extensive and diverse, with Renewa-
blesUK recently publishing a report highlight-
ing the huge potential for green hydrogen as a 
zero-carbon alternative to fossil fuels like gas 
or petroleum. From transport, to heavy indus-
try, to heating, to farming, green hydrogen has 
a big role to play. My focus so far has been on 
the application of hydrogen in bus transport. 
Through my companies Ryse Hydrogen and 
Wrightbus, I have a proposition to put 3,000 

zero-emission, ’green’ hydrogen buses on the 
UK’s roads by 2024. 

However, the promising potential applica-
tions of hydrogen does not stop at buses. For 
heavy-duty vehicles and machinery, such as 
agricultural equipment, freight transport and 
construction, hydrogen fuel cells are the most 
effective environmentally friendly option. This 
is primarily because of two key advantages that 
hydrogen has: capacity and storability. Put sim-
ply, hydrogen cells are much easier to expand 
and have a much larger range than lithium elec-
tric battery powered equivalents, and hydrogen 
as a fuel is much easier to store and transport. 
This makes it a much more logical choice for 
heavy-duty use.

The massive potential of hydrogen in this 
area is obvious. Leading companies, including 
Hyundai, are already developing hydrogen-

The global recovery from the covid 
crisis should be green, clean and it must 
create jobs, JCB heir Jo Bamford tells the 
BAGMA Bulletin in an exclusive letter 
to the agriculture industry

Jo’s vision for a greener future
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powered construction equipment including 
forklifts and excavators, with a 2023 mass 
production and distribution target deadline. 
Hydrogen-powered tractors are increasingly 
close to becoming a commercial reality, with 
plans to start trialling them soon in the Aus-
tralian farming industry. There is also hugely 
exciting potential for hydrogen-powered ships, 
trains, and even planes, with some of the big-
gest names in engineering and manufacturing 
ploughing vast sums into development.

Another important advantage of hydrogen 
relates to its production. Hydrogen fuel can be 
produced through existing renewable energy 
networks, and production capacity will only 
increase as the UK continues growing a resil-
ient renewable energy infrastructure, leading 
to a decrease in cost. This means hydrogen will 
likely become the most efficient and economi-
cal green energy option within a relatively short 
space of time.

As anyone who works in agriculture will 
know, our country has incredible natural 
advantages that make hydrogen a perfect match 
for the UK. As a windy island nation, our wind 
farms generate a huge amount of excess energy 
that is currently being wasted, but which could 
be used instead to produce hydrogen fuel.  We 
have salt caverns across the country that are 
ideal for storing that fuel. We have a highly 
skilled manufacturing base that is well-placed 
to capitalise on a nascent, cutting-edge new 
technology like hydrogen. If we take this oppor-
tunity, the potential is practically limitless.

Unfortunately, the UK is currently at great 
risk of missing the (hydrogen-powered) boat. 
The number of publicly available hydrogen 
refuelling stations across the country presently 
stands at just 14. This lags well behind other 
countries, such as Germany, who will have 100 
by the middle of this year, or Japan, who already 
have more than 100 and plan to reach 320 by 
2025. Not only that, but the government has not 
yet put in place any kind of roadmap or strategy 

to set out how it plans to grow the UK’s exciting 
green hydrogen sector further.

Other countries are not waiting around. The 
starting gun has already been well and truly 
fired on the race to take ’first mover’ advantage. 
Up for grabs is a significant share in the global 
hydrogen economy, estimated to be worth $2.5 
trillion by 2050, supporting 30 million jobs. 
Countries such as Japan, South Korea, China 
and Australia have already set out comprehen-
sive hydrogen strategies, whilst the EU has just 
published its own €750 billion green recovery 
plan, including a significant commitment to 
unlocking the potential of hydrogen. This will 
include a €10 billion fund administered by the 
European Investment Bank, to offer loans to 
projects for renewable energy and clean hydro-
gen, alongside a €20 billion scheme of grants 
and guarantees to boost sales of ’clean’ vehicles, 
including hydrogen, over the next two years. 
With our competitors and neigh-
bours acting now, we must move 
quickly too. As we emerge from the 
COVID-19 crisis, a signal of sup-
port from the Government for the 
hydrogen economy will give man-
ufacturers the confidence to invest 
and to create jobs. If they do not act 
now, the chance will be gone, and 
the UK will lose the ability to 
shape the future direction of 
this nascent industry.

It is not too late. If the 
Government puts forward 
a bold and ambitious plan 
to boost green hydrogen, the 
future can be incredibly exciting. 
Hydrogen-fuelled public trans-
port in towns and cities across the 
UK, hydrogen-fuelled heating deliv-
ered directly to people’s homes, hydro-
gen-fuelled trucks transporting 
freight along our roads, and 
hydrogen-fuelled equip-

ment and heavy machinery powering British 
farming and agriculture. All integrated into a 
diverse and resilient renewable energy infra-
structure that creates the hydrogen fuel we 
need. A clean, green future for our country, 
supporting hundreds of thousands of jobs.

There is a huge amount of work to do to get 
us there. Our existing hydrogen infrastructure 
needs to be expanded exponentially to help 
drive down the cost of production. Urgent 
government investment is required to support 
hydrogen production, storage, and distribution 
projects. Action is also needed on rules like the 
Renewable Transport Fuels Obligation (RTFO), 
which needs to be reformed to actively support 
investment in green hydrogen, as well as mod-
ernisation of the Bus Service Operators Grant 
(BSOG). This outdated legislation supports 
the fuel costs of diesel vehicles at the expense 
of hydrogen and electric buses, damaging the 

UK’s ability to achieve net-zero car-
bon emissions by 2050.

I truly believe that green hydro-
gen has an incredibly bright future 
ahead of it, and that the UK’s 
natural resources, technological 
expertise and existing support 
for renewables make us well posi-
tioned to be a global leader in this 

new technology with the potential to 
revolutionise the global economy. 
But it will not happen overnight, 
and it will need commitment, 
energy and coordination from 
both industry and government. 

HYDROGEN WILL 
LIKELY BECOME 
THE MOST 
EFFICIENT AND 
ECONOMICAL 
GREEN ENERGY 
OPTION 
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Don’t be caught short this summer
FABRIC, FUNCTIONALITY, 

AND fit are hallmarks of Snickers 
Workwear, it’s the innovation and fab-
ric technology in the design of the new 
stretch shorts for men and women 
that really set these new garments 
apart. 

These new AllroundWork and 
FLEXIWork shorts are great for work-
ing in the warmer months. Delivering 
superior flexibility and comfort, these 

lightweight work shorts come in a body-
mapping design and a range of new col-
ours including hi-vis options.

Made from a self-ventilating stretch 
fabric with Cordura reinforcements 
for all-round mobility and durabil-
ity, they are packed with comfort 
and functionality and specially 
designed for the fast-paced pro-
fessional who’s always on the go 
for delivering top class work on site. 

For professional tradesmen and 

women who rely on their gear in demanding envi-
ronments, Snickers Workwear work shorts are a 
must for everyone who wants the ultimate in cool 
comfort this summer.
To get more information on what’s right for 
you in the Snickers Workwear range, visit 
the website at www.snickersworkwear.co.uk 
alternatively, email sales@hultaforsgroup.
co.uk or call the Hultafors Group Helpline on 
01484 854788.

Living wall helps ‘nurturing’ 
landscapers scoop top award
IT’S A NURTURING hand that has seen 
Nurture Landscapes win its fourth Grounds 
Maintenance Limited Public Access award at 
the British Association of Landscape Industries 
(BALI) National Landscape Awards. 

The award, which is sponsored by Toro and 
Reesink Turfcare – the exclusive distributor in the 
UK and Ireland for Toro groundscare machinery 
– recognises all sorts of grounds maintenance. 
The winning project was not only a vertical space 
in the form of one of Europe’s largest living walls 
but had the added challenge of being alongside the 
Metro viaduct wall next to Snow Hill Station in 
Birmingham – making access somewhat tricky. 

Matt Monckton, regional manager at Nurture 
Landscapes, said: “This site is incredibly challeng-
ing with the green wall running just a few metres 
adjacent to the Metro line. Our planned overhaul 
visits can only be carried out in the small hours 
when the live lines are powered down which hap-
pens on just two weekends a year and we have to 
bring in free-standing artificial lights, which in 
itself is a major task.”

At 220m long and 7m high with 604m2 of 
plants, it is an eye-catching feature. As well as 

plants, the living wall incorporates decorative 
perforated aluminium panels designed 

to capture artificial and natural 
daylight. Programmable uplight-
ers bring the wall to life at night 

and create constantly changing patterns and the 
illusion of depth and movement. 

Matt adds: “The whole feature has moisture 
sensors built into the green wall which are inter-
net connected and alert us quickly to any irriga-
tion issues across the face of the whole wall. In the 
evening a cutting-edge LED lighting system oper-
ates to create waves of coloured lights across the 
wall which, when combined with the interspersed, 
undulating perforated steel panels really does 
make for a unique flowing green space.

“We have built up a wonderful relationship 
with the building management team who take a 
genuine interest in making this location a vibrant 
landmark.”

Reesink’s Alastair Rowell said: “It’s a fantastic 
feat of grounds maintenance skill that Nurture 
Landscapes not only win this award, but win it 
for the fourth time. It’s grounds maintenance that 
creates a work of art and provides pleasure to so 
many commuters as well as being progressive and 
cutting-edge in its execution too.”

Paul Bean, sales director at Nurture Land-
scapes, added: “To be recognised again is testa-
ment to the enthusiasm, passion and skill of our 
teams. We invest in training our people well and 
creating strong business-to-business relation-
ships. This award reinforces we’re doing the right 
thing and we’re generating the kind of success we’d 
always hoped for.”

Finance deals will 
help you to plough 
on with business
REESINK TURFCARE, UK distributor of 
TYM tractors, appreciates finances are likely to 
be tighter than expected in these difficult times.

In supporting customers to purchase the 
tractor they need, Reesink Turfcare is launching 
two finance deals where customers can choose 
interest-free or a low rate five-year finance deal.   

Having reliable and economic tractors in the 
shed is vital, now more than ever. 

Reesink tractor sales manager Steven Haynes 
said: “We understand that for most this year’s 
forecasts, plans and budgets have been affected 
by coronavirus and it’s vital that as a distributor we 
support our customers in delivering against their 
objectives without significant initial cash outlay.”

Reesink Turfcare has been working with its 
finance partner Hitachi Capital Business Finance 
to create two interest rate finance deals for its 
entire range of popular TYM tractors. Plus, there’s 
three years ’Bumper2Bumper’ warranty across 
the entire range for complete peace of mind.

One deal offers 0% interest for two years. With 
a payment break until September 2020, then 24 
monthly repayments thereafter. The scheme is 
based on financing up to 50% of the trac-
tor’s retail price. The second option is a 
longer-term finance package with 
a low interest rate of 1% over 60 
months. Based on a 1+59 pay-
ment profile and again, financ-
ing up to 50% of the tractor’s 
RRP price.

Steven said: “These finance 
options are designed to help 
customers buy the tractors 
they need without compro-
mising cash flow, allowing 
them to replenish or add to their 
fleet in a way that suits their finan-
cial situation.”

Both deals are available until 
August 31, subject to conditions.  
Details from Reesink on 01480 
226800 or email info@
reesinkturfcare.
co.uk

Product 
news
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Arrange your FREE no obligation demonstration today!

CATALYST FINDIT
Boost your online presence with Catalyst Findit, our very 
own ecommerce store exclusive to Catalyst DMS users.

www.catalyst-uk.com 0116 230 1500 sales@catalyst-uk.com

THE KEY TO ENHANCED
BUSINESS EFFICIENCY

Catalyst DMS helps you move forward,Catalyst DMS helps you move forward,
work smarter and save money.work smarter and save money.

Join the long list of dealers switchingJoin the long list of dealers switching
to Catalyst to help their business succeed.to Catalyst to help their business succeed.

“Your Success is Our Priority”
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THE DIRECTORY

• High performance axial fans and centrifugal 
blowers • Engine cooling, hydraulics cooling,  

cab cooling • Long life, reliable, robust.
SPAL is a member of BAGMA and   
a Bira Direct preferred supplier.  

Contact SPAL direct for member only deals.

www.spalautomotive.co.uk

Whatever you harvest
always pick SPAL

To take up any of our multimedia advertising  
opportunities, including the Bira member magazine, 
BAGMA Bulletin, websites and newsletters,  
contact our sales team:

Multimedia Sales Executive
Lisa Ebdy on 07799 886 115
lisaebdymedia@outlook.com

Let’s talk about  
working together

THE MEMBERSHIP MAGAZINE OF THE BRITISH 
AGRICULTURAL AND GARDEN MACHINERY ASSOCIATION 
ISSUE 21 | MARCH-APRIL 2020

BREXIT BRIEFING | SOCIAL MEDIA SECRETS | DIAMOND DOE SHOW 

The greatest 
job on Earth

So how can we encourage more young people  
to take up a career in Landbased Engineering?

Revolutionising
ATV & Asset Security

A discreet ATV tracker that monitors the 

movements of your asset in real-time, allowing 

you to view status and usage history 24/7 with 

notification of unauthorised movements.

w w w . a t v t r a c . c o . u k

Industry-Leading Sostware for
Machinery Dealers

www.ibcos.co.uk | +44 (0) 1202 714200

AXIAL FANS & HEATER BLOWERSATV SECURITY POWER TOOLS

BUSINESS MANAGEMENT SOFTWARE



TECHNOLOGY
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Let’s get digital! New toolkit will help 
dealers boost their online activity
Service Dealer magazine has created the new Digital Toolkit 
– and what’s more, it’s free
THE TOOLKIT HAS been created by content, 
social and web specialists The Ad Plain (TAP), 
with support from across the industry, includ-
ing BAGMA, to share practical tools for dealers, 
requiring support with their digital activity. 

With modules covering everything from 
getting the basics right when setting up your 
social media channels to tips on improving 
the Search Engine Optimisation (SEO) of your 
website, The Ad Plain has worked with dealers 
to ensure the guidance is relevant, useful and 
easy to follow. New modules are being added 
on a weekly basis.      

James Hayes from Hayes Machinery, Chris 

Gibson from GGM Machinery, Pete McArthur 
from Strathbogie Forest & Garden and Jason 
Nettle from Winchester Garden Machinery 
have all contributed to the toolkit and have 
shared their expertise throughout. 

Duncan Murray-Clarke, owner of Service 
Dealer and TAP, said: “With dealer support 
and direction, we have created this toolkit 
to give dealers the confidence to invest their 
time and money in digital activity. 

“After several particularly hard years and 
with ever-increasing pressures on running 
a business, there are ways that dealers can 
use social media and other digital marketing 
platforms to improve their bottom line and 
regain some ground from the online zero value 
giants. 

“The toolkit has been designed to support 
entry level upwards and with topics including 

how to increase your followers, using Pay-Per-
Click and setting up Twitter and Facebook 
ads, we feel that every dealer will be able to 
take something from it – whether complete 
beginners or those wanting to take their digital 
activity to the next level.”
Dealers can access the toolkit after 
registering for free at https://servicedealer.
co.uk/dealer-digital-toolkit

WE CREATED THIS TOOLKIT TO 
GIVE DEALERS THE CONFIDENCE 
TO INVEST TIME AND MONEY IN 
DIGITAL ACTIVITY

https://servicedealer.co.uk/dealer-digital-toolkit
https://servicedealer.co.uk/dealer-digital-toolkit


Free insurance 
valuation
A building is often your most valuable asset and if not adequately insured it could 
jeopardise your business. With BAGMA Insurance designed and delivered by Towergate, 
we can arrange for a free desktop valuation of your premises to ensure you are not 
underinsured, giving you greater peace of mind that you are covered properly.

We also offer

Specialist insurance for a unique industry
We have arranged for specific covers such as unaccompanied demonstrations of agricultural vehicles 
to be included as standard as well as the usual covers you would expect from a machinery dealer’s 
insurance policy. This means there is something for everyone in the agricultural and garden machinery 
industries. So, why not give the Towergate team a call today to see how we can help?

Talk to Towergate today 
on 0333 207 6681

                    bagma@towergate.co.uk                    bagma.com/specialist-insurance/

Towergate Insurance Brokers is a trading name of Towergate Underwriting Group Limited. Registered in England No.4043759. Registered Address: 1 Minster Court, Mincing Lane, London, EC3R 
7AA. Authorised and regulated by the Financial Conduct Authority.

Wide definition of ‘vehicle’ 
to include trailers and 

agricultural implements.

£5k worth of portable hand 
tools cover for employees.

Unaccompanied 
demonstration cover 
for up to 72 hours.

Cover protection for vehicles, 
stock, general machinery, tools 
and contents both at business 

premises and elsewhere.

Advice and support 
from specialists in the 
agricultural and garden 
machinery industries.

Loan or hire whilst vehicles 
are in for 

service or repair.

designed and delivered by

BAGMA Insurance advert - NovDec 19 BB.indd   1 28/10/2019   10:12:13



72 pages of product to 
help keep you, your staff, 

your family and your 
customers safe including:

Over £100,000,000 
million stock holding 

for you to draw on

Online access 
to immediate pricing 

and availability via 
www.toolbankb2b.com

PPE

Janitorial and 
Cleaning Supplies

Barrier, Lane and 
Work Station Marking

Power Cleaning

Please contact your local sales representative, 
Toolbank branch, visit www.toolbankb2b.com or phone 01322 321460 for more details 
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