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APPENDIX 1 
 

BRIGHTON & HOVE CITY COUNCIL 
 

SCRUTINY PANEL ON SUPPORT FOR THE RETAIL SECTOR 
 

6.00pm 27 FEBRUARY 2012 
 

JUBILEE LIBRARY JUBILEE STREET BRIGHTON BN1 1GE. TEL: 01273 - 
290800 

 
MINUTES 

 
PART ONE 

 
 

1. PROCEDURAL BUSINESS 
 
1.1 Councillor MacCafferty sent his apologies. There were no declarations 

of interest or declarations of party whip. 
 
1.2  RESOLVED; that the press and public be not excluded from the 

meeting. 
 
2. CHAIRS COMMUNICATIONS 
 
2.1 The Chair welcomed everyone to the first Scrutiny Panel public 

meeting on the Support for the Retail Sector. 
 
 The Panel was set up after the Streets Ahead event in 2011 which 

brought together local traders, large chain stores, council officers and 
campaign groups to look at how to support the Brighton & Hove’s retail 
offer.  

 
 This Panel had been set up to hear from retailers and retail experts 

who wished to speak to about their ideas and issues.  
 
 The Panel had agreed their objectives which were around supporting 

our retail sector through looking at ways of: 

• partnership working with all types of retailers, landlords and 
developers and agents 

• what effective marketing and promotion could be used? 

• how could the city’s retail sector be developed? 

• how could regulations and advice be used by retailers  

• how could street markets have a more positive impact?  

Present: Councillor Mitchell (Chair) 
 
Also in attendance: Councillor C Theobald 
 



 4 

 
2.2 It was important that the Panel heard retailers’ views. The process of 

the review was to gather evidence by either speaking in public to the 
panel, through tweeting on BHRetailScrutiny, or through the social 
media live chat, e-mailing, writing in or telephoning. Included in the 
agenda was the feedback we had already collated through these 
means.  

 
2.3 At the end of the review, the Panel would agree a set of 

recommendations which would be based on the evidence heard. A 
report of the findings and recommendations would go to the decision 
making committee for their approval.   

 
3. WITNESSES 
 
3.1 Gavin Stewart the BID Manager presented the following information: 

  
 A BID was a defined geographical area which involved all businesses 

located within it. Traders joined together to fund improvements to their 
trading environment. 

 
 Key Themes: Support the bottom line & true partnership working. 

 
1. How can Brighton & Hove’s unique retail offer be supported and the 

impact of high inflation and the economic downturn be mitigated? 
  
 Increase footfall and spend/ lower overheads 
 

• Parking Charges / Car Parks / General on street parking / Park & Ride 

• Business Rates and Rents – help to lower overheads.  Support of the 
creation of Rent Registers to help the independent sector know what 
they should/shouldn’t be paying.  Plus a completely transparent 
explanation of what the Business Rates actually paid for in Brighton, as 
many businesses still thought they should go towards xmas 
lights/waste collection etc.   

• Support city centre festivals and events to bring people in – reimaging 
the high street and what it means.  Provide more public service on the 
high street too – customers come for meal/theatre/engage with council 
etc. 

• Destination Management Organisation ((DMO), essentially an 
outsourced tourist function that is self financing) pushing the retail and 
‘leisure shopping’ market hard 

• Creation of a City Centre Strategy.   

• There was a lot of work already going on with partner agencies in the 
city to support the retail sector (BID/BCRP) but recently there had been 
a loss of funding for both a Hove Town Centre Manager and a Brighton 
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City Centre Manager. The Governments’ recently publish ‘Review of 
the high Street’ by Mary Portas outlined a number of ideas which could 
reinvigorate the High Streets across the UK.  In the report Portas 
argues strongly for ‘Town Teams’.  These would be Town Centre 
Manager (TCMs), Landlords, BIDs, Retailers, the police, Council, 
residents all working together to look at the strengths 
/weaknesses/opportunities and threats facing the city centre as a 
whole.  This could be coordinated by a TCM in Brighton but currently 
we no longer have such a role when arguably the city now has a 
greater need for one. 

• Customer Service beyond excellence: responsibility of the whole city. 

• BID – Xmas lights /dressing the city /on street security/ brilliant brighton 
website promoting BID businesses directly.  

• Loyalty Card Schemes  

• On a national scale – National Planning Policy Guidelines need to take 
a more holistic view of planning  (making it easier to change use 
classes for key properties the high street) . We need to be working 
together to encourage a better mix of retail/bars & clubs/ restaurants 
and cafes.  Out of town shopping developments need to be curbed in 
favour of city centre initiatives 

2. How can the independent retail sector and multiple/larger chains work 
in partnership to ensure work towards sustaining the viability of the 
retail sector? 

 BIDs 
 

3. What effective marketing and promotion would benefit the city’s retail 
sector? 

• Access points from the station and general signage throughout the city  

• Shopping guides for visitors 

• E-mail marketing and website promotion on special offers 
(brilliantbrighton.com) 

• Twitter/facebook etc  

4. How can retailers, landlords, prospective developers and agents 
develop the city’s retail sector? 

 City Centre Strategy/Town Team / SuperBID 
 

5. How can regulations and advice regarding the retail sector be utilised 
and accessed more by retailers? 

 Engaging the retail sector is not easy - positive partnership between 
the City council and business associations and business groups. 
(Which does already happen to a large degree) engaging with the 
smaller retailers through direct activity (i.e an officer (TCM) regularly 
visiting with information). 
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6. How could street markets have a more positive impact on retailers? 
 
 Tricky – in some areas there was a high desirability for an on street 

presence to attract trade: Preston Street prime example: those 
businesses wished to have a ‘Preston Street food festival’ but the 
barriers put in place by the city council made it almost impossible.  
(75% of residents and businesses must be in favour before the council 
will consider it).   

 
 In others, there is the polar opposite (Sydney Street / George Street 

Hove) 
 
 Answer is to get involvement of the retailers: survey them, work with 

them, offer them free pitches (as they already pay business rates), but 
ultimately - do it in partnership. 

 
7. What is the purpose of the BID? How do you support retailers 

currently? What do you do to improve the overall shopping experience 
in the city?  
Business led initiative where improvements to the city centre are voted 
and paid for by those businesses within the BID.    The BID supports 
BID levy payers by delivering the Business Plan that they have voted 
for.  Xmas Lights, Dressing the City and on street security.  But in 
addition we look to reduce business overheads :  
 
Using the bulk buying power of the 517 BID businesses. We work with 
Meercat Associates to reduce bills on a bulk procurement scheme 
(some businesses have seen their gas/electricity and phone bills drop 
by £1000 in the last year). Add value by partnership working with other 
agencies: i.e NCP where BID businesses have already made over 
£14,000 of savings with NCP car parks as being part of the BID.  
Negotiated reductions in the cost of customer care courses at city 
college and help to promote training that would benefit the business.  
Currently in negotiations with Sussex Enterprise to provide reduced 
price services for BID levy payers.   

 
8. Do you think there should be bids for other areas of the city e.g. Hove? 

The business community needs to decide that.  If there was a 
willingness from the Hove Business Community or any other business 
org in the city, there would need to be a lot of preliminary consultative 
work.  To set up the BID in 2006 it cost £70K (contributions from the 
Council, Business Forum and Private Business), in 2011, the renewal 
cost £55K and in Hove in 2007 it cost £15k to get to the point where we 
felt that there wasn’t sufficient appetite to continue.   
 

9. How do you work with areas that are not part of the BID but have a 
common issue? 
There were already some overlaps.  The BID is forging strong links with 
the North Laine Traders Association and have supported the set up of 
the Preston Street Traders association.  In the sprit of openness and 
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sharing of best practice, Brilliant Brighton (which is the brand name for 
Brighton BID) is willing to share information for the benefit of the whole.   
 

10. Does the BID feel they support the city’s retail sector, as they only have 
a portion of representation of retailers?   
The BID supports the BID, and is bound by its constitution to only 
deliver the projects in it’s business plan to the BID area.  But as a 
knock on effect, the project to make the city look more attractive, i.e 
xmas lights, hanging baskets and bunting have generally positive effect 
on how the city as a whole is perceived by locals and visitors alike. 
 

11. What do you think the city council, or others, should be doing to 
support the retail sector?  
Working in partnership.  Allowing the BID to become even more 
sustainable by helping it to create its own income.  The BID owns the 
cabling for the xmas lights.  The BID could bring in an income by hiring 
these out for advertising space thus allowing it to grow and potentially 
employ more people.  E.g  Empty properties officer to work with 
landlords/agents to open up empty properties and get pop up shops/art 
installations/theatre groups using the spaces and invigorating the high 
street. Alternatively, an officer could be employed to work with buskers 
and street entertainers to creative a thriving animated high street.  It 
could also pay for a loyalty card scheme, larger xmas lights switch on 
event / promote shopping events in the city (20% off day etc) 
 
Focus on attracting footfall, sorting out parking, making the city more 
accessible.   
 

12. How do you think multiple chains stores and independents could work 
better together?   
Through BIDS 
 

13. How can independent retailers compete with both larger multiples and 
internet shopping?  
Those successful independents are the ones that already have an on-
line presence – so any support that can be given to help them get there 
is great.  If they are in the same business, they will never be able to 
compete on a like for like basis in terms of price.  So they need to look 
at their ‘offer’, the customer experience and customer service.  Those 
are the things that will keep people coming back. 
 

14. What do you think the city centre will look like in 5 years time in terms 
of retail outlets, bearing in mind the increase in on-line shopping? + out 
of town shopping + the potential homogenisation of the high street + 
economic outlook (more job losses, lack of pay rises for those in work) 
+ inflation 
The latest vacancy rate survey has been encouraging and in Feb saw a  
marginal decrease of 0.1% to just above 6% vacant.  (National Av 
14.3% /  South East Av 11.1%). 
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 However, for the city centre to compete over the next five years the 
landscape has to change – there needs to be more to attract people to 
the city centre (events/arts/culture as well as shops/restaurants and 
bars)  

 
3.2  Questions raised included: 

1. Could the BID be extended to Hove? The BID was a business led 
initiative, in the past businesses had voted not to be part of the BID 
in Hove. Retailers may feel differently now but it had to come from 
them. 

 
2. How much money did the BID hold from traders? This equalled to 

1.8mill which would be invested over the next 5 year. 
 
3. In the Portas Review it refers to lobbying government, what would 

the BID lobby about? To facilitate a more productive high street by 
being able to change planning laws on the class use of premises. 

 
4. Would the BID continue during these challenging times? Members 

were informed that the BID was reviewed in June 2011 which was 
still challenging for businesses but they could see the benefit of it.  

 
5. What does the BID achieve in terms of procurement? The BID was 

looking in to bulk buying refuse collection, and had already made a 
deal with NCP , freeing up parking discounts (from £135 a month to 
£85) and negotiating free advertising in their car parks. Also through 
Meerkat Associates they have managed to get competitive rates for 
utilities and telephone bills for businesses. This had saved many 
businesses significant amounts of money with one trader saving 
over £1000 this year alone. 

 
6. What support did the BID give to their businesses for rates and 

rents. This BID isn’t in a position to offer any support in this area, 
however, the Council assisted small business with the small 
business rates scheme. 

 
3.3 The Chair thanked the BID Manager for his input into the scrutiny 

inquiry. 
 
3.4 Alex Mojee Bell, Business Development Director of the Red Bed 

Company in Portland Road, West Hove with Emma Harley-Jones, the 
Sales Director presented the following information to the Panel: 
1. Portland Road felt like it had been forgotten in terms of receiving 

visitors. Brighton was seen as a family area with new residents 
moving down from London and a booming housing market.  

 
2. Street Market- the retailer suggested that the road was wide 

enough to have a weekend street market and buses could be 
diverted along to Rutland Gardens. The market would increase 
footfall to the area.  
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3. Competition- Multiple chain stores were threatening the vitality of 

their business as chain stores had greater buying power, which 
sometimes could result in the retailer not stocking a particular 
style of bed anymore as they were unable to compete with the 
multiple. The retailer was constantly trying to find new products 
to stock and stay a head of their competition. The chain stores 
locally had threatened to stop buying from the supplier if they 
continued to supply the independent. Also chain stores tended 
to have parking provision for their customers. 

 
4. To help promote the area there could be digital touch screens 

put at bus stops and at the rail stations and local points of 
interest with a directory of businesses in that area. Or a map 
with the different shopping locations in the city to make people 
aware that they did not just have to go to Churchill Square. 

 
5. The retailer had very good experience of and support from 

Trading Standards and the FSB, which was good value for 
money. They commented that the Council were not forthcoming 
with information. 

 
6. The retailer was keen to work closely with the Council to get 

support and also assistance in supplying beds for their services 
through a local tendering process.  

 
7. Parking - the retailers commented that the proposed business 

parking permit increase was too high. There was a 4 year 
waiting list for an all zones business parking permit, which was 
essential for the retailer, especially in terms of providing local 
delivery. 

 
8. The area was in need of loading bays. The deliveries had to go 

to Rutland Gardens which caused problems to residents in that 
road.  

 
9. The visitor parking permits did not give sufficient time to load 

beds and customers were left upset after receiving a parking 
fine. 

 
3.5 Panel members raised the following questions which included: 

1. Would the retailer consider joining the Hove Business 
Association as that would strengthen their lobbying power? 
Members were told that the West Hove area wouldn’t be 
covered by the business association. But they were keen to form 
a separate association for their area. 

 
2. The redirection of buses to make way for a street market would 

be a major operation causing a lot of disruption to residents; 
however it would be easier once the market was established. 
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3.6 The Chair thanked the Manager and Director for their time and input. 
 
3.7 Peter Allinson – Vice Chair of the North Laine Traders Association 

(NLTA) and the owner of Temptation Café gave information which 
included: 
1. Temptation Café had been in business for 2 ½ years. The NLTA 

had been in operation for 22years. The membership was a 110 
businesses, it supported businesses in the North Laine area by 
promoting the North Laine, negotiating rates, passing on 
information and getting to know its neighbours. Footfall from 
residents and tourists was good within this area. 

 
2. The cafe had a presence on the VisitBrighton website which 

promoted Brighton on a national level. The North Laine area was 
full of independent retailers selling a wide range of items which 
wasn’t promoted enough and an area that Brighton should be 
proud of. It was an area once found, was revisited due to its 
unique products and atmosphere. 

 
3. The welcome from Brighton Station was shocking and needed to 

be improved. It was also disappointing to hear that the Visitor 
Centre was going to be closed due to Council’s budget savings. 
When tourists came out of the station they were drawn to the 
sea and Churchill Square (which had the same shops as other 
cities). Tourists walked past the North Laines as signage was 
poor to this area from the Station. Tourists at Temptation Café 
had feedback that they didn’t know where to go to find the city’s 
attractions. Maps were very useful to guide tourists to these 
attractions. Car parks had equally poor signage to the shopping 
areas and city attractions. 

 
4. The costs of staying in business which included promotional 

costs, the BID (which was separate to rates), rates, rent, alcohol 
licences etc… were very challenging and caused businesses to 
fold, resulting in a churn. The Café’s business rates were £10k+ 
per annum. There was a disconnect as to what in return 
businesses received for this, as the cost of refuse and alcohol 
licence were additional costs. It was felt that the BID was doing 
what the Council should be doing to support retailers. 

 
5. Rent reviews with landlords were also challenging, as landlords 

would set these per square capita. However it was felt that 
multiples who may have paid a higher premium for their rent 
would then set a precedence on what other retailers would have 
to pay at their rent review. 

 
Sharing information about rents gave traders knowledge about 
what they should be paying for their properties eg. £66 for an A 
zone property.  
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The council could play a broker role with landlords and tenant 
retailers so that landlords did not use other retailers to set a 
precedence on rent reviews. Or to assist new traders in 
negotiating their rents. 

 
6. The Council could provide retailers with an information pack on 

how rents were set and how to get started. This should also 
include information on all the charges that they would be 
expected to pay the council during a year and how these were 
established. New retailers would find this beneficial and it would 
ensure that there were no surprises. 

 
7. Other promotional ideas would be to have more QR codes that 

could be scanned smart phones to give visitor information at key 
city arrival points, such as the station. Generally, include much 
better welcome information in the city centre and information on 
what was available in the different neighbourhoods around the 
city. VisitBrighton iphone application was excellent but it had a 
charge of £1.99 for this – this was not comparable with other 
cities where these were free. 

 
8. The Food Festival had a negative impact on the Café resulting in 

a 53% decrease in takings on the previous year, for that 
Saturday. The Café and other similar retailers were empty and 
did not benefit from the festival. The cost of a food stall was 
approximately £130 which was a day’s rent, and that the 
competition was unfair. The Pavilion café had people using their 
furniture to eat food from the festival rather than from their own 
food outlet. This should be an opportunity for North Laine traders 
to promote their own businesses.  It was felt that the festival 
traders were leaving with the North Laine traders money. 

 
9. The small business rate relief was disappointing and it was felt a 

waste of time as the amount of time taken to fill out the forms did 
not match the insignificant relief that was received. Only a few 
businesses could apply for the relief. 

 
10. Various Traders Associations were trying to do good 

promotional work for the city and it was important that they 
worked together. The station gateway project was something 
that all traders could be involved with to help create a strategy 
for the city. Some traders were willing to give their own time to 
work on this. 

 
3.8 Questions included the following: 
 

1. What suggestions would you make to the station gateway 
project, in relation to improving its welcome? The Panel were 
told that a big board welcoming people was needed with key 
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messages about the city, highlighting places to visit including 
other shopping areas that could be reached by bus, clear 
signposting to the city’s attractions and QR codes . A kiosk to 
give out maps, information about our independent shops, listings 
of specialist retailers eg. Vintage shops etc…walking tours, local 
food. The car parks to have the same type of information.  

 
It was important that the Council was in partnership with the 
station, as Traders Associations did not feel they had the power 
of authority to liaise with such an organisation. The Council had 
executives that were in a better position to speak to the station. 
There were retailers who would like to help the Council with this. 
 

3.9 The Chair thanked Peter for his time and input into this Scrutiny inquiry. 
 
3.10 Martin Searle (Development  Manager, East Sussex)– FSB - gave 

information which included: 
1. There were 1,600 businesses in the South East of which 

Brighton & Hove had 250 that had joined the FSB. For 
membership. These businesses had : 

• Access to 24/7 banking services.  

• More competitive prices for contracts/services eg. 
Telecommunications, refuse collections, rent and rates  

• Membership to networks 
 

2. The objectives of the Panel had been surveyed out to all FSB 
businesses in Brighton & Hove and the feedback would be sent 
onto the Panel as a written submission. 

 
3. At a recent business show in Brighton, the FSB – South East 

Manager had utilised his time to get views from attendees at the 
show and this feedback would be heard at tonight’s meeting. 

 
4. In answer to the panel’s objectives- of how could the city’s retail 

offer be supported and the impact of high inflation and economic 
downturn be mitigated? The Panel were told that: 

• Support with business rents, rates and increases in car 
parking charges were the most challenging items for 
businesses. By increasing car parking chargers, it would 
have a negative impact on customers coming to shop in the 
city who would have to pay a premium for parking.  

• The Council needed to think of short term solutions. It would 
be useful for the council to influence a reduction in rates and 
rents. 

• Start with the consumer and to ensure there was easy 
access for shoppers within the city eg. Pedestrianism.  

• A safe city centre was important  

• The visual hours of stores open and the number of 
independents gave diversity the city.  
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• With multiples moving into the high street eg. supermarkets 
and coffee shops it was important to prevent a  homogenous 
high street. It was important for the city to get the right 
balance of different types of retailers units to sustain it’s 
economy.   

• Issues such as road works, made it difficult for consumers to 
get around the city, easily access shopping areas and dog 
fouling spoiled the customers’ experience. The Brighton 
station entrance was a scruffy welcome for visitors, who were 
mainly from London.  

• Other ways to support retailers were short term leases, green 
shoots, park and ride from Falmer and the Marina, as these 
were lower cost parking options for the consumer, 
encouraging a lengthier stay in the city.   

 
5. How could the independent sector and multiples work in 

partnership to work towards sustaining the viability of the retail 
sector? Members were informed that : 

• Large stores increased footfall 

• Partnership working to form retail quarters/zones 

• 5 or 6 quarters in each area that could form twitter 
communities 

• These partnership groups could manage their own 
arrangements for that area and invest  to revitalise the 
infracture of that quarter/zone 

• Creating Zone management and mentoring advice and 
support to retailers in their area 

• The law of plenty rather than scarcity to increase 
entrepreneurship 

 
6. What effective marketing and promotion would benefit the city’s 

retail sector/? The Panel were told: 

• City discount schemes 

• Pool funding to create joint on-line promotional offers by 
creating superfast marketing loyalty schemes to attract 
consumers 

• Keep advertising the city in the Metro paper as a 
weekend destination 

• Have unique street entertainment eg. Covent garden 
style, European markets. 

 
7. How can retailers, landlords, prospective developers and agents 

develop the retail sector? Members were informed: 

• Landlords to consider ways to prevent having empty sites 

• Think collaboratively, by utilising the retail quarters to 
increase sustainability 

• Use “pop ups” to fill empty units 
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• The Council’s Planning departments to ensure a 
balanced retail offer and restrict multiples as it kills the 
unique shopping experience. 

 
8. How could regulations and advice regarding retail be utilised and 

accessed more by retailers? The Panel were told: 

• A one stop website which collaborates all information that 
would be useful for retailers containing weblinks 

• Face to face contact 

• A clear concise one page checklist advising retailers of 
what maybe beneficial to them 

• The FSB : 
- had Regulatory information which was quality controlled 
and policed eg. 24/7 legal advice 
-promoted a collaborative cultural approach  
-businesses support each other through area 
partnerships 
-had business advice groups which aimed to reduce 
bureaucracy; enabling mentoring 
-facilitate and coordinate with the Council. 
 

9. How could street markets have a more positive impact on 
retailers? Members were informed that: 

• Markets needed to compliment and be high quality to get 
buy in from local businesses 

• Street entertainment works well  

• Markets needed to have customer led thinking 

• Markets needed good branding and should be diverse 

• The Council to work collaboratively with street markets, 
learn from the FSB by developing entrepreneurship and 
reduce bureaucracy  

 
3.11 Questions included the following: 

1. Do you have any examples of discount parking schemes? The 
Panel were told that Eastbourne had a scheme where by if a 
shopper spent £50 they would receive a discount on their 
parking. This builds in loyalty. 

 
2. Any advice you could give regarding empty properties? 

Members heard how empty units should be marketed for short 
term leases, however it would be more useful to “avoid the void”. 
Short term leases were more available at Christmas where 
temporary retailers would trade over a limited period.  

 
3.12 The Chair thanked the Development Manager for his time and input in 

this Scrutiny inquiry. 
 
3.13 Alan Moon the owner of Cocoon in George Street, Hove presented the 

following information: 
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1. George Street was not part of the BID due to the cost of the 
membership as most businesses in George Street could not 
afford this additional cost. However the high quality work that the 
BID delivered would have supported retailers in George Street. 

 
2. Retailers’ biggest enemy was business rates, which was an 

enormous tax. There would be a 5.6% increase in April 2012. 
This would be the final break for businesses. Business rates do 
not even cover refuse collection. Future legislation was that 
business rates would be retained by the Council.  

 
3. The business rate relief scheme was very low threshold and 

meant that most businesses in Brighton would not have qualified 
for this, as the properties were above the threshold.  

 
4.  A 6 month “holiday period” for rates would help businesses to 

get through the recession or support from landlords with reduced 
rents. 

 
5. Four chain stores closed in George Street the previous week. 

Shop closures can have a knock on effect. In the past empty 
shop frontages had picture boards improving the appearance of 
these empty units, however this has not happened. 

 
6. The Council had neglected the street. Since moving the 

business to Hove, the owner had never seen a council 
representative or received any publicity from the Council to 
support his business.  

 
7. The Owner had a store previously in the Lanes, Brighton and 

formed a Traders Association which worked with the NLTA and 
the Council to improve the area. The Owner planned to form a 
Hove Traders Association as there were benefits with collective 
working. This required a great deal of voluntary work. Some 
traders were not interested in joining.  

 
8. There was need for a Town Centre Manager, as they would be 

the conduit between businesses and larger local organisations 
and were a central point to go to for advice. It needed to be 
someone from the Council.  

 
9. George Street continued to suffer from vagrants and buskers 

and needed a positive way forward. Older citizens did not feel 
safe there. 

 
10. There was the potential for George Street to be linked up with 

Portland Road.  
 

11. Nigel Haigh the owner of Willow in George Street, Hove and the 
Lanes, Brighton presented the following information: 
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12. The Council owned the street lights and could put up colour 

coded banners to promote retail quarters.  
 

13. It was important that the function of this scrutiny panel reached 
out to all retailers, who were outside the BID. 

 
14. The Council had abdicated their role in supporting retailers and 

should be carrying out the functions of the BID. The BID was 
successful and the cost to traders did vary. Traders paid 
between 1-3% of the business rates to the BID.  

 
15. George Street did have a Street Market on Saturdays which 

started in October 2010. The general policy was that it would be 
a Farmers Market selling high priced goods. It was not properly 
regulated. The Council only had powers to licence the markets 
and the traders. It did not have the powers to intervene in the 
operation of it. Different stalls opened which were not part of the 
original remit. The stalls were selling the same merchandise but 
cheaper and were in direct competition with retailers on George 
Street.  Retailer’s takings decreased by 50% on Saturdays, 
which was detrimental to their business. It took over 20 e-mails 
to find the right officer at the Council to deal with the closure of 
the street market.  

 
Markets had to be situated in streets that did not have retailers, 
or that sold merchandise which complimented the retailers in 
that area. Eg. Upper Gardner Street. 

 
16.  A Town Centre Manager was needed, for retailers it was one 

point of contact for the Council. The Manager would have 
knowledge of who to deal with in the Council in relation to policy 
matters, obstructions, highways, street cleaning, designated 
shopping areas, publicity etc. 

 
17. Free disc parking for 1 to 2 hours could be introduced to 

encourage shoppers to come to George Street or voucher 
parking in Portland Road. 

 
3.14 The Chair thanked both retail owners for their input into the scrutiny 

inquiry.  
 
4. ANY OTHER BUSINESS 
 

4. Further meeting dates were:   

• Thursday, 1 March, at 6pm in this same room  

• Tuesday, 6 March at 4.30pm at Hove Town Hall, Committee 
Room 3. 

 
 



 17 

The meeting concluded at 8.20pm 
 

Signed 
 
 
 
 
 
 
 

Chair 

Dated this day of  
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APPENDIX 2 
 

BRIGHTON & HOVE CITY COUNCIL 
 

SCRUTINY PANEL ON SUPPORT FOR THE RETAIL SECTOR 
 

6.00pm 1 MARCH 2012 
 

JUBILEE LIBRARY JUBILEE STREET BRIGHTON BN1 1GE. TEL: 01273 - 
290800 

 
MINUTES 

 
Present: Councillor Mitchell (Chair) 
 
Also in attendance: Councillor MacCafferty and C Theobald 
 

 
PART ONE 

 
 

5. PROCEDURAL BUSINESS 
 
5.1 There were no declarations of interest or declarations of party whip. 
 
5.2 RESOLVED; that the press and public be not excluded from the 

meeting. 
 
6. CHAIRS COMMUNICATIONS 
 
6.1 The Chair welcomed everyone to the second Scrutiny Panel public 

meeting on Support for the Retail Sector. 
 
 The Panel was set up after the Streets Ahead event in 2011 which 

brought together local traders, large chain stores, council officers and 
campaign groups to look at how to support the Brighton & Hove’s retail 
offer.  

 
 The meeting had been set up to hear from retailers and retail experts 

who wished to speak about their ideas and issues.  
 
6.2 The Panel had agreed their objectives which were around supporting 

our retail sector through looking at ways of: 

• partnership working with all types of retailers, landlords and 
developers and agents 

• what effective marketing and promotion could be used? 

• how could the city’s retail sector be developed? 

• how could regulations and advice be used by retailers  

• how could street markets have a more positive impact?  
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6.3 It was important that the Panel heard retailers views. The process of 
the review was to gather evidence by either speaking in public to the 
panel, through tweeting on BHRetailScrutiny, or through the social 
media live chat, e-mailing, writing in or telephoning.  

 
6.4 At the end of the review, the Panel would agree a set of 

recommendations which would be based on the evidence heard. A 
report of the findings and recommendations would go to the decision 
making body for approval.   

 
7. WITNESSES 
 

7.1  John Kean – owner of the Guarana Company, Sydney Street, North 
Laine Brighton introduced the following information to the Panel: 
1. He had been the owner of the Guarama Company for 13 years. 

The business started of as a wholesaler for Brazilian herbal and 
natural products. The business evolved to Camden & Portobello 
Road markets and onto London and UK Festivals. The owner 
was lucky enough to acquire a freehold property in Sydney 
Street. The store opened in the October 1999. He felt that the 
selection of products could add to the vibrancy of the city 
culture. 

 
2. The following evidence was heard in line with the Panel’s 

objectives: 
How could the B&H retail offer be supported and the impact of 
high inflation and the economic downturn be mitigated?   

• Shopping habits had changed and this could be seen with 
the increase in internet sales and the growth of 
companies like Amazon.com 

• It was also noticeable how supermarkets and chains eg. 
Subway, KFC, McDonalds, coffee chains had too many 
sites and had taken away the uniqueness that Brighton 
once had.  

• It was important to notes that the North Laine area must 
maintain its uniqueness and it was detrimental to the area 
the number of properties in that area. If every year these 
chains increased their footage by 5%, in 10 years they 
would own 50% of the space. If this continued Brighton 
would become too corporate looking. 

• There were also too many convenient stores in the area.  

• Business rates were a factor that affected cash flow. 
Other costs included A-boards licence, outdoor licence for 
tables and chairs, recycling etc…It was expensive to run 
a business. 

• The freehold repayments on the property were lower than 
paying rent to a landlord. There had been a need to re-
mortgage the house on occasions to maintain the 
business.  
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• Brighton had a diverse community who wanted different 
alternatives and niche products.  

• A Time Out christmas publication had highlighted 
Brighton as an ideal christmas gifts shopping destination 
due to it’s unique independent retailers.  

 
3. The other factor was parking charges as visitors into the city 

were penalised by the high charges. Some people visiting the 
Theatre on New Road would spend more money on parking 
than on their theatre tickets. Although it was understood that 
parking needed to be controlled some parking wardens were 
seen to be overzealous. Families would find the price of train 
fares too expensive.  

 
4. How could independents and multiples work in partnership to 

ensure work towards the viability of the city? It was doubtful that 
the two could work together as they were in competition with one 
another. The shopping centre offered subsidised parking and a 
more favourable environment to shoppers when it was wet and 
windy. However not all consumers favoured shopping centres. 
The whole point of shopping centres was to take business away 
from independent trading zones. 

 
5. What effective marketing and promotion would benefit the city’s 

retail sector?  

• Make parking cheaper for locals, visitors and traders.  
Traders currently paid £10 a day which worked out £70 a 
week (when you worked 7 days) and £280 per month. This 
was straight out of the businesses profits.  

• The use of electric solar powered noticeboards in Jubilee 
Square could be used to promote events such as Hove 
Lawns, the Komedia, niche events especially during the 
festival.  

• At Brighton Station - offer leaflets/maps out which promoted 
shopping areas such as Kemptown, North and South Laine. 

• Events are under populated and difficult to get to so the 
marketing of these events was crucial. 

• Improve communication with the Council and retailers by 
having “retail carers”. In the 13 years the business had been 
in operation, there has been no interaction from the Council.  

• Market Brighton in the national newspapers and radio. 
 

6. How could retailers, landlords, prospective developers and 
agents develop the city’s retail sector? It was felt that the odds 
were stacked up against businesses and with the opening and 
folding of retail businesses it was uncertain how this partnership 
would work together. Everyone had the agenda to make more 
money.  
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7. How could regulations and advice be utilised and accessed by 
retailers? The best way was through face to face contact eg. 
"Retail carers” or retail officers, from the Council.  

 
8. How could street markets have a positive impact on retailers? 

The business evolved by trading in markets. New Road had 
good themed markets. Markets were weather dependent and 
would only take away a limited amount from traders as they 
were a diluted retail offer. Brighton was full of creative people 
who didn’t know how to start up businesses and markets were 
an ideal place to trial out a new business. 

 
Retailers did not want street markets in front of their properties.  

 
Buildings like the Ocean Room club on Morley Street, Brighton 
would have been an ideal place to start up 20/30 concessions or 
other large empty buildings.  

 
7.2  Questions raised included: 

1. Was Sydney Street pedestrianised? Members were told that all 
vehicular access was prohibited at weekends. Traders brought 
there stock out onto the street which had a positive impact for 
both traders and customers. 

 
The Panel noted that Sydney Street was part of the BID but 
voted against it when it came to the renewal of the BID. 
Businesses did not feel it was value for money and it was an 
additional tax.  The trader was not part of the NLTA as he felt its 
functionality and purpose had decreased, there were some 
strong members but they did not represent everyone. The NL 
Community Association was not very effective and useful in it’s 
purpose.    
 

2. Was there value in joining an association? Members were told 
how there was strength in numbers in that associations could be 
powerful in procuring contracts eg. waste. Sydney Street 
successfully worked together to organise their own christmas 
decorations last year. The Association needed to be rebranded.  

 
3. Was Sydney Street virtually pedestrianised? There were signs 

prohibiting cars at certain times of the day, but the road did need 
policing urgently as it was now a rat run. Less than 1% drive 
down for business in the street.  

 
7.3  The Chair thanked the John Kean for his time and input into this 

scrutiny inquiry. 
 
7.4 Soozie Campbell the former City Centre Manager presented the 

following information to the Panel: 
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1. News from Vince Cable was that economic growth would need 
to come from the private sector. To encourage this growth 
support was needed for the city’s most successful sectors. In 
Brighton this would include tourism and retail, as these were 
both interlinked. Right now independents were weathering the 
recession better than multiples. Brighton had lower vacancy 
rates to other cities, but this would increase as multiples were 
losing more sites.  

 
2. In relation to the Panel’s objectives. How could Brighton and 

Hove’s retail offer be supported and the impact of inflation and 
the economic downturn be mitigated? The Panel were informed 
that what retailers needed were shoppers with money to spend. 
The City was going against experts and the rest of the country 
by increasing the cost of parking to shoppers, withdrawing 
funding from the city centre initiative and making it prohibitive for 
volunteer organisations to operate street markets and other free 
events. The Council charged for these events, which meant that 
event organisers would have to limit resources which could 
compromise the event. 

 
The items mentioned were all things that Mary Portas identified 
in her report as being vital to the regeneration of town centres. 
 
An increase to Council tax would not have been helpful. The 
decision had taken a u-turn and would help retailers.  
 
There should be more support for initiatives like the: 

• Festival for shopping, the Food festival and home grown 
arts festivals 

• Reduction in parking charges, not increases or the 
provisions for alternatives like park and ride  

• City centre management 

• Reduction or the abolition of fees for the use of New 
Road or the Pavilion Gardens for events run by 
volunteers 

 
3. How could independents and multiples work in partnership to 

sustain the viability of the retail sector? Members were told there 
were good examples of multiples supporting independents. For  
instance the BID where by multiples eg. Boots paid as much as 
£7k whilst independents paid £300-£400 a year to the BID. The 
BID was an example of retailers working collaboratively. 
Multiples recognised that independents were an important 
shopping attraction to the city and increased footfall due to their 
unique offer. 

 
4. What effective marketing and promotion would benefit the city’s 

retail sector? The Panel were informed that the main 
promotional website- VisitBrighton was predominantly funded by 
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hotels and the major attractions. The website focused it’s efforts 
on promoting the paymasters to pay it’s way. The Council’s 
Tourism department needed to be restructured so it did not 
behave like a commercial operator. It should not favour the 
larger players and should not compete with local media and 
marketing operators in the way it currently does. The BID did not 
have a budget for marketing so retailers were not promoted 
through them either.  

 
5. How could retailers, landlords, prospective buyers and agents 

develop the retail sector? Members were told that the future of 
town centres would be more about the experience than about 
buying. The city needed to think about creating an exciting 
environment that would draw people in. The christmas lights and 
events did this to an extent. The future holds many more 
opportunities. Work was being developed on new media 
initiatives around exploring Brighton through smart phones. This 
would promote the city, through the use of GPS mapping and 
would put Brighton at the top of one of the shopping 
destinations. More information would be available on completion 
of the project. 

 
6. How could regulations and advice regarding retailers be utilised 

and accessed? The Panel were informed that the town centre 
management initiative was set up primarily to act as the conduit 
between retailers and local government and to lobby for 
changes to improve the local environment. The initiative was a 
success, however funding for the Business Forum was cut back 
by the Council leaving the Brighton Crime Reduction Partnership 
(which rented  out security radios to retailers and provided 
training) and the BID to run their own schemes. The Business 
Forum continued to publish weekly news through 
brightonbusiness.co.uk. Sussex enterprise was also a good 
source of information on business support. Retailers should 
utilise these sources of information. The Business Forum had 
limited funding and therefore it was uncertain as to how long this 
would stay open for. 

 
7. How could street markets have a positive impact on retailers? 

Members were informed that the Portas review reported that 
street markets were a good thing for town centres as they drew 
in a regular weekly crowd. Markets brought atmosphere into 
towns and also people would stay longer and have lunch, coffee 
or a drink whilst they were in town. 

 
8. The Food Festival on New Road brought in 40k people into the 

city over the weekend. The Council charges the festival £1600 
for the use of its land, even though the festival was raising the 
profile of food businesses in this city. The 12 volunteers had to 
work even harder to cover costs eg. stalls, marquees, 
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generators, brochures, PR, advertising etc…Paradoxically this 
seemed to be the wrong way round as the Council should be 
paying the food festival.  The food festival was a successful 
market. There were some markets that didn’t work so well in the 
city and these were the George Street and the French markets.  

 
9. The Council were looking to support 6k jobs in the city by 2014. 

The tourism sector was a key base employer and should play an 
important part in this plan. It was important that the Council took 
on board the ideas from this inquiry and made some changes.  

 
7.5 Questions raised included: 

1. How could you make the North Laine more accessible to the 
public from Brighton station? Members were informed that the  
exit out of the station directed visitors straight to the beach. To 
access the North Laine people would need to be directed under 
the station, this was tricky as it was a steep hill leading to the 
area. There used to be a set of stairs from the station which 
brought people straight into Trafalgar Street (to the entrance of 
the Toy Museum) but this had been closed off permanently due 
to people using it for other purposes. 

 
2. With the decreasing of budgets could a Town Centre initiative be 

drawn up by the Business Forum or the Brighton & Hove 
Economic Partnership? Tony Mernagh the Chief Executive of 
the Forum who was also the Executive Director of the 
Partnership was trying to get permission to raise funding from 
on-street promotions. The Forum was involved with various 
ventures from selling land, procuring telephone and energy 
deals for businesses to liaising with property agents. The BID 
did not deal with town centre initiatives, its priorities were 
security and dressing the city.  

 
3. How could tourism be supported further with limited funds 

available? It was important for the city to invest in tourism and 
other related sources. It wasn’t necessary to have qualified 
people to open up tourism and there needed to be diversity in 
what was offered to the public. It was reported that there was a 
drop in footfall in 2008. The BID did not work on promoting the 
city. The Food festival in April would bring people into the city, 
however the city needed to keep offering events in order to 
increase its footfall. 

 
4. How could the retail sector be resilient during this period of 

economic downturn? The Panel were told that the city needed a 
robust infrastructure and be able to reinvent itself and change 
retail accordingly. There were opportunities for small businesses 
that wanted to start up to create a cooperative in one site, to 
have a café and someone to manage the business side. This 
project included funding of £40k to support the start up 40 
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businesses and to ensure that mentoring was available. The 
hardest period was after the first 6 months and maintaining their 
cash flow.  

 
7.6 The Chair thanked Soozie for her input and time into the Scrutiny 

inquiry. 
 
7.7  Martin Randall – Head of Planning & Public Protection for Brighton & 

Hove City Council presented the following information with Jeanette 
Walsh – Head of Development Control and Tim Nichols – Head of 
Regulatory Services: 

 
1. A handout included the following information about Planning, 

Licensing and Health & Safety: 

•  “Supermarkets have been locating in town centres – no 
requirement for planning permission to occupy existing 
shops….”  

• “The Town and Country Planning (Use Classes) Order does 
not distinguish between the many different types of A1 shops 
and takes no account of their ownership or leasing 
arrangements. “ 

• It “does not control the mix of A1 shop units nor the balance 
between independent shops and multiple stores.” 

 
2. The Head of Planning and Public Protection highlighted how 

vital it is that regulatory services offer support to retailers.  He 
drew the Panel’s attention to the supposition from some quarters 
that part of the “answer” for small retailers might be “additional 
regulation” such as the addition of specific use classes for coffee 
shops or multiples.  This contrasted with the view of others, 
notably the Portas Review which prescribed looser controls. The 
Head of Planning and Public Protection indicated that the city 
Council’s focus was firmly directed toward making regulations 
work for business. 

 
3. The Head of Planning & Public Protection was involved with the 

Street Ahead event in 2011. His principle aim at this meeting 
was to talk about which regulation activities supported retailers. 
Regulation was not the answer to support independent retailers. 
There were limitations within the Town Use Classes Order in the 
prevention of multiples taking over premises. It was useful when 
there was the introduction of coffee shops making high streets 
more distinguished.  More regulation was needed for the 
promotion of former shops into creative industries as currently 
this was a problem. 

 
4. With the introduction of the Localism Agenda, neighbourhoods 

could be responsible for planning their areas and would need to 
determine what was important eg. maintaining the character of 
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the area.  Neighbourhood plans would need to be linked into the 
City Plan.  

 
5. The Head of Development Control was responsible for the 

delivery of operational matters with Planning. The service 
offered free advice and worked as flexibly as possible to apply 
the Policy.  

 
6. Changes between different types of uses of buildings normally 

required planning permission which helped protect the character 
of an area. Multiples requesting to take over an empty property 
cannot be rejected by the Council. In some cases where this had 
happened, multiples with strong legal representation had taken 
applications to appeal and had won. The planning service has to 
remain neutral when applications are made and look at the use 
rather than the credential of the retailer eg. Starbucks in 
Kemptown 

 
7. The Head of Regulatory Services is responsible for Food Safety, 

health and safety, licensing, environmental protection and 
Trading Standards and delivering regulatory services.  
Regulatory policy and delivery affect the economy.  Most 
regulation is set under European Law.  Poor regulatory delivery 
can hinder business so Council enforcement policy is based on 
principles of proportionality, accountability, targeting non-
compliance, transparency and consistency. 

 
8. Key improvements were that the service culture is grounded in 

professional judgement with businesses rather than a tick box 
role. Compliance with the new national Food Hygiene Rating 
Scheme is an illustration of a compliance chain to improve public 
health standards.  “Safe food, better business” is an example of 
regulatory co-operation to support business. The city had run its 
own scheme called “Scores on the Doors”. The purpose of the 
national scheme was to help the public choose where to eat out 
or shop for food by giving them information about the hygiene 
standards of food premises. The overall aim was to reduce the 
number of cases of food poisoning and provide a consistent 
national scheme.  The service educated businesses by providing 
them with training pack and regulated businesses through 
record keeping. Businesses were advised of changes through a 
Newsletter. Businesses could also rate the authority on the 
service and information received by customer surveys. 

 
9. When street trading policy was reviewed in 2008, New Road, 

Jubilee Street and Black Lion Street were designated consent 
streets to allow themed markets. Street markets- New Road held 
seasonal markets and Upper Gardner Street had a weekly 
Saturday market. In the past Bartholomew Square failed as a 
farmers’ market.  The Council cannot restrict the type of goods 
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within any market. Previously the Council heard complaints from 
local retailers about markets at George Street, Hove.  George 
Street had hosted a monthly farmers market since 2000.  It 
struggled, but in 2011 new organisers improved its performance 
by running it weekly.  The variety of goods increased.  George 
Street businesses complained and the market is now running at 
a reduced level, monthly.  The bulk of the markets stall fees 
covered trading enforcement eg.  A charge for a stall at the 
Farmers market is £252 p.a. or £34 per stall per occasion.   
There were two regulatory zones for markets: 

• Zone A for static stalls  

• Zone B for mobile location non-specific stalls.   
 
7.8 Questions raised included: 

1. Whether there were any new laws to hep enforce the type of 
street stalls within a market? The Panel were told about a new 
directive from Europe which was around free movement and for 
local authorities not to intervene. Successful Farmers Markets 
worked when they are part of a circuit of cities eg. Chichester, 
Portsmouth etc…Brighton & Hove were not part of this circuit. 

 
2. What flexibility was there for the protection of individual retail 

frontages of a parade of empty shops? The Panel were informed 
that the Use Classes Order was there to protect the high street 
by having a proportion of properties that were A1- A5. This was 
there to protect all retailers giving a good mixture of restaurants, 
cafes, pubs, banks, shops etc… It meant that vacant properties 
could not swap their class which protected the high street from 
having one type of use. The Localism Bill would give Council’s 
the flexibility they needed to change areas according to their 
needs/ uses enabling Council’s to promote the character of 
different shopping areas.  

 
3. What was valuable about neighbourhood plans? The Panel were 

told how this promoted partnership working and it would be 
uncertain how the neighbourhood plans would work with the 
Local Plan. 

 
7.9 The Chair thanked all 3 officers for their input and time into the Scrutiny 

inquiry. 
 
8. ANY OTHER BUSINESS 
 
        8.1 The last public meeting was on Tuesday, 6 March at 4.30pm at 

Hove Town Hall, Committee Room 3.  
 

 
The meeting concluded at 7.30pm 

 
Signed Chair 
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Dated this day of  
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APPENDIX 3 
 

BRIGHTON & HOVE CITY COUNCIL 
 

SCRUTINY PANEL ON SUPPORT FOR THE RETAIL SECTOR 
 

4.30pm 6 MARCH 2012 
 

COMMITTEE ROOM 3, HOVE TOWN HALL 
 

MINUTES 
 
Present: Councillor Mitchell (Chair) 
 
Also in attendance: Councillors MacCafferty and C Theobald 
 
 

PART ONE 
 
 

9. PROCEDURAL BUSINESS 
 
9.1 There were no declarations of interest or declarations of party whip. 
 
9.2 RESOLVED; that the press and public be not excluded from the 

meeting. 
 
10. CHAIRS COMMUNICATIONS 
 
10.1 The Chair welcomed everyone to the second Scrutiny Panel public 

meeting on Support for the Retail Sector. 
 
 The Panel was set up after the Streets Ahead event in 2011 which 

brought together local traders, large chain stores, council officers and 
campaign groups to look at how to support the Brighton & Hove’s retail 
offer.  

 
 The meeting had been set up to hear from retailers and retail experts 

who wished to speak to the panel about their ideas and issues.  
 
10.2 The Panel had agreed their objectives which were around supporting 

our retail sector through looking at ways of: 

• partnership working with all types of retailers, landlords and 
developers and agents 

• what effective marketing and promotion could be used? 

• how could the city’s retail sector be developed? 

• how could regulations and advice be used by retailers  

• how could street markets have a more positive impact?  
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10.3 It was important that the Panel heard retailers views. The process of 
the review was to gather evidence by either speaking in public to the 
panel, through tweeting on BHRetailScrutiny, or through the social 
media live chat, e-mailing, writing in or telephoning. Included in the 
agenda was the feedback we had already collated through these 
means.  

 
10.4 At the end of the review, the Panel would agree a set of 

recommendations which would be based on the evidence heard. A 
report of the findings and recommendations would go to the decision 
making body for approval.   

 
11. WITNESSES 
 
11.1 Martin Lawrence presented the following information and answered 

questions.  
 

1. His family arts supplies business had been trading for a decade. 
A large part of the business was mail order. On-line transactions 
were exceeding shop sales. Observations were that retail was 
rapidly changing with the internet and out of town shopping. A 
shopping feature that the trader had was free parking for his 
customers.  

 
2. George Street in Hove offered free parking until 10am, this was 

favourable to shoppers and it was important to provide this. 
Other cities like Chichester and Portsmouth provided shoppers 
with convenient parking which made visits more worthwhile. The 
Council needed to think outside the box and provide free parking  

• on some days  

• or until midday,  

• or certain days in the year  

• for electric cars to encourage people to think more 
environmentally 

 
3. Portland Road had changed over time to accommodate a high 

standard of retail stores. The area was dominated by families. 
 
4. Changes to retail had included the loss of a Town Centre 

Manager post,  one of their roles and responsibilities was to 
complete the vacancy surveys.  

 
5. It was important to move forward during this recession by-  

• Landlords needed to offer rent free periods to support 
businesses 

• The council adopt a rate free period for new businesses? 

• Multiples want to work with independents to offer them expert 
advice? 

• Car friendly marketing 

• Reinstating the Town Centre Manager 
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11.2 Questions were raised which included the following: 

1. The parking in George Street was up to 10am, would 
traders like to see an extension in the free parking time? 
Members were told that initially the street did have longer 
free parking hours and this was reduced. Late afternoon 
when cars could park there for free the street did get 
horribly polluted. It was important to get the right balance. 

 
2. What could the multiples provide in terms of expertise? 

The Panel noted that multiples could share their expertise 
of shop lifting, training staff, shop layouts; which would 
contribute to the viability of other retailers. 

 
3. What one thing could the Council provide to support 

retailers? Members were told that there were over 170 
shops in Portland Road it was important for the area to 
have a focal point that would meet the different needs 
and wants of shoppers coming to this area, than going to 
other shopping areas like the North Laine.  

 
4. Evidence heard from another retailer was to have a street 

market on Portland Road to increase footfall, what were 
the trader’s thoughts?  The Panel noted that it would 
need to be an attractive market that was properly 
managed and didn’t replicate the goods of the other 
retailers on that road. It was a good idea if the buses 
could be rerouted.  

 
5. Would it be beneficial for Hove businesses to be part of 

the BID? Members were told that the Hove Business 
Association and the Business Forum supported traders 
with competitive refuse collections and credit card rates. 
Professional advice was offered on property and 
accountancy matters by specialists who volunteered to 
give up their time.  More support was still required. 

 
6. Would distinguishing the Hove shopping area help to 

increase tourism in that vicinity? The Panel noted that 
visitbrighton covered Hove as a shopping destination but 
the directory could be improved.  

 
7. Evidence heard was that the increase in parking costs 

would affect shoppers. What suggestions would you 
make to improve parking for shoppers? Members were 
informed that the Council should trial a free parking day 
for shoppers. 

 
11.3 The Chair thanked Martin for his time and input into the inquiry. 
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11.4 Tony Mernagh (Chief Executive- Business Forum) presented the 
following information and answered questions: 

          1. The Chief Executive was also the Executive Director, Brighton & 
Hove Economic Partnership; which dealt with broader city wide 
strategies like transport and skills expertise in the city. 

  
 2. How did the Business Forum support retail businesses in B&H? 

 
a)  The Business Forum established the Brighton Business 

Improvement District [BID] in 2006 and took it to successful 
renewal in 2011 

b)  I am the Company Secretary for the BID Company 
c)  The Business Forum administers the BID’s sales and purchase 

ledgers and compliance with Company law. 
d)  The Business Forum hosts the BID Manager and provides office 

space, meeting space, telecoms & IT equipment & support and 
HR support. 

e)  The Business Forum also operates the largest Business Crime 
Reduction Partnership [BCRP] in the UK which has 176 retail 
members (and 242 members in the night-time economy) 

 

• It operates a city wide radio network to exchange live intelligence 
which is monitored by Sussex Police.  

• The BID ambassadors carry BCRP radios which can be used by 
retail members to summon assistance in their shops. 

• It also operates an exclusion notice banning persistent offenders 
from all member premises. 

• A photo sharing scheme of known offenders which is also available 
as a Smartphone app 

• A secure intranet for the exchange of information that is covered by 
the data protection act  

• The BCRP manager offers free retail security training to members 
and advice non members 

• It contributes to the prevention of crime by participating in the 
Community Resolution programme where juvenile (largely but not 
exclusively shop lifting) offenders are obliged to face up to the 
impact of their actions and make some form of community 
resolution. Supporting the prevention of low level offenders. Through 
restorative justice offenders had served 2 hours of their time helping 
in stores like Oxfam.  

3. Does the Forum have a town centre strategy? 
 
The Forum lost £180k of funding which included the Town Centre 
Manager. 
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• No. With the demise of dedicated funding streams the Forum 
ceased its city centre management activities in March 2010 and 
it no longer employs a city centre manager or a Hove Town 
Centre Manager. 

 

• However, to an extent the emerging City Plan will form a large 
part of a city centre strategy. 

 
4. What are the key issues facing the retail sector?  

 

• In the medium term - declining consumer demand – i.e. people 
spending less 

• Changing expectations from the consumer about the “shopping 
experience” – not just the increase in on-line shopping but also 
the demand from consumer for an experience in addition to the 
opportunity to shop  

• Rents & Rates – increases were problematic 

• Specifically for the independents: - unwillingness to embrace the 
internet and other technology 

• Red Tape especially around employment law and the changes 
to it. Retailers needed to source advice about human resources 
but did not always see the value of this.  

 
5. What do you think the city council should be doing to support the retail 

sector?  
 
More of what it already does very well. 

• Keep the streets clean 

• Make more of the city centre a pedestrian friendly environment 
e.g.  New Road 

• Promote the city via VisitBrighton  

• Support the BID 
 

6. What other types of support would help local traders?  
A mechanism to help them to stabilise rent and rates. 
 

7. How closely do you support retailers who are threatened with closure? 
We do not. The Forum does not know which businesses were going to 
close until they had closed. This included both independents and 
multiples.  
 

8. How can independent retailers compete with both larger multiples and 
internet shopping?  

• They can mainly compete with larger multiples on service. 

• They should not compete with the internet but embrace it. 
 

9. How involved do you get with landlords and the negotiation of rates for 
retailers? 
Not at all 
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10. How do you think retailers, landlords and property agencies could work 

more closely together? 
There will always be an adversarial element to the broad relationship 
between landlords and tenants. Some landlords did work well with 
businesses and offered personal concessions, as long as the tenants 
could get through the challenging times.  
 

11. There are varying views about street markets depending which part of 
the city retailers are located in, where does the Forum stand on this? 
 
Generally against but see the written evidence from the Business 
Forum. 
If markets are going to happen they should: 

• As far as possible sell good that do not compete directly with existing 
retailers 

• Be in locations where access to existing retailers is not impeded 

• Have a high-calibre uniformity of stalls so that they add value to the 
street scene 

• Be professionally managed and rigorously policed. 

• Some Market stall holders would exceed the conditions of their licence 
if allowed. 

 
12. What do you think the city centre will look like in 5 years time in terms 

of retail outlets, bearing in mind the increase in on-line shopping? 
 

• Much of this depends on the expansion of Churchill Square which will 
boost our regional offer and provide space for many of the 70 odd high 
street names that have a requirement for an outlet in Brighton. Many 
retailers would relocate. The north side of Western Road was owned by 
the Council. 
 

• The BID will be renewed in 2016 and this may offer opportunities for 
expansion eg. Queen’s Road & St. James’ Street 

 

• It will probably still have a significant number of independents because 
the floor plate of shops in the Lanes & North Laine is too small for 
chains unless they are niche. They will all have an online presence and 
the vast majority will have an e-commerce function.  
 

• Having said that, if the trend for “showroom” shops takes hold larger 
players may no longer have a requirement for large shops and they 
may move into the better secondary locations e.g. Bond Street. The 
pace for development of this concept will depend on improvements in 
home delivery. 
 

• The variety of the independent offer will continue to be reduced. 
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• People who received redundancies packages and have had the desire 
to open a store would often use this money to start up. However the 
rents and rates were so challenging that some of these stores would 
not survive. 

 
11.5 Questions were raised which included the following: 

1. Evidence heard has been around parking charges and 
accessibility into the city what would the CE recommend? 
Members were told that with the expansion of Churchill Square 
into a regional shopping centre arrival points into the city needed 
to be more accessible. Bus and coach parking needed to be 
clearly signposted not just to Churchill Square.  The catchment 
area for the expansion was 7km radius meant that car users 
needed to be accommodated but also discouraged. The duration 
of their stay could be a problem.  

  
 The train service into Brighton at the weekend was not always 

welcoming with having engineering works and coaches from 
Three Bridges.   

 
 The traffic congestion from the roundabout was a limiting factor 

and a question as to whether the city could take more visitors 
needed to be asked. Pool Valley was not an inviting welcome to 
visitors arriving by coach. Staying visitors should be 
accommodated for. There should be more access points into the 
city. Signage should be clear and easy to read. Smart phone 
apps should be on offer and the city must have free wifi.   

 
2. Much evidence was heard about the station gateway, what 

improvements would you suggest? The Panel noted that there 
had been much discussion about the station concourse over the 
years. It was important to negotiate with the station about 
directional signage and banners. The station was the 5th largest 
in the south. By 2020 most trains would be operating to full 
capacity. 

 
3. With the possible expansions to Churchill Square, how would 

the city need to change to accommodate the expansion? 
Members were told a condition that needed to be addressed 
was parking, as there was no scope for additional parking. The 
bus station was in the wrong part of the city as it too long to 
access the city and it was too small. The coach station was 
subsidised by National Express. Would it be beneficial to find 
somewhere else for the coaches or did the city want to invest in 
Pool Valley?  

 
 Coaches were an integral part of transport. City events brought 

visitors in. How much did day visitors bring to the city compared 
to visitors that stayed the weekend?  
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 The gable end of the Queen’s Head pub could be used to 
promote the city for visitors coming from the train station.  

 
4. How could events help promote the city? The Panel noted that 

events such as the car rallies on Madeira Drive and Pride did not 
necessarily achieve the right benefits for the city. It was 
questionable whether these visitors spent money in the city.  

 
 The council seemed more tuned into the development of the 

bike ride. It would be more beneficial for the city to have an 
independent commissioning contract for events to get the best 
events for the city.  

 
 The income from Pride was £7 mill., however costs were 

approximately £5 mill., with a profit £2.5 mill. Was the Brighton 
Marathon a better event in that it encouraged and worked with 
the health agenda. Visitors into the city did come to events and 
then spent money in the shops. However there were only a 
number of people that the city could accommodate.   

 
5. What advise would you give that was for Street markets, as 

there was evidence heard against them? Members were told 
that it was important to draw up detailed guidelines and if these 
were not agreed by stall holders then they would have to leave. 
Professional management of markets was necessary for it to be 
a success for all concerned and an example of this was the 
Farmers Markets at Shoreham, where by the organiser 
managed this on a full time basis.  

 
6. What one thing would help retailers? The Panel noted that Pop 

up shops were a way forward. Cooperation would be needed by 
landlords/agents. Cheap rents could be offered to businesses 
who wanted to start up but were too nervous to get into a long 
term contract. Or a group of new retailers could rent one unit. 
Agents/ landlords would need to ensure that the retailers did 
leave the property at the end of the contract. If landlords and 
agents do not become more flexible there will be more empty 
properties in the city. 

 
7. Where else did pop up work? There were some in London as 

agents had a positive outlook about pop ups and wanted to fill 
their empty properties. 

 
11.6 The Chair thanked the Chief Executive for his time and input into the 

inquiry. 
 
11.7 Eve Reid – Director of Metamorphosis presented the following 

information: 
 



 37 

1. A large part of the retail consultancy company’s work is training 
and retail regeneration. For example there was a project in 
Pulborough where Tesco’s had opened up a new store in one 
part of the town. Tesco’s had worked with the bus company and 
paid for a change of bus routes to ensure consumers could 
access the new store via public transport. Metamorphosis 
worked on regenerating the remaining area. When the project 
was reviewed the result was that the regenerated area had 
reached a 100% occupancy. 

 
2. How could Brighton & Hove’s retail offer be supported and the 

impact of inflation and the economic downturn be mitigated? 
How could the retail sector and multiples work in partnership to 
ensure sustaining the viability of the retail sector? 
Metamorphosis worked on a national level. Retail had changed 
dramatically with a decrease in consumer loyalty. 
Metamorphosis provided the skills needed by retailers to get the 
best out of their stores. This included how to lay out stores. 
Creative projects included window dressing eg. The Dress for 
Success project in city over the christmas period. Making 
retailers aware that their shop windows had huge opportunities. 
Projects could raise a collective awareness with publicity and 
exposure.  
 
Metamorphosis was commissioned by Midhurst (who had been 
successful in receiving a grant to improve shop frontages). 
Retailers were trained on using the right products in their 
windows to attract shoppers and skills on merchandising their 
stores. 

 
3. Independents had strong entrepreneurial skills and skill 

enhancements compared to multiples, as staff working for 
multiples tended to do one job role and were not always multi-
skilled. Therefore multiples training may not be the best option. 

 
4. Metamorphosis wrote the training material for Mary Portas and 

The National Skills Academy producing practical material to 
support independent retailers. 

 
5. Councils needed to be more forceful with multiples to work more 

collaboratively with other retailers. More creative thinking was 
required by all retailers and for them to work in synergy. There is 
power in numbers and strong partnership work is key. The BID’s 
are a great example of this. 

 
6. Sainsbury’s have a good ethos with regards to collaborative 

working. 
 

7. How could retailers, landlords, prospective developers and 
agents develop the city’s retail sector? Using the council’s 
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property register the council could promote good landlords by 
exposing and sharing good practice, encouraging landlords to 
work better with their tenants. Encourage the media to get 
involved, create a visible charter of best practice that they can 
sign up for.  

 
8. The promotion of pop up shops, which gave energy to an area. 

The White Paper on bricks and mortar and on line retailing had 
shown how a presence on the high street had hit saturation. Pop 
ups are a great way of promoting on-line businesses.  

 
9. People’s behaviour was changing 70% of people worked and 

spent their time in town centres. Towns needed to ensure that 
they were creative with the use of their space and met customer 
needs eg. Locating nurseries in towns.  

 
10. How could regulations and advice regarding the retail sector be 

accessed by more retailers? Communication needed to be 
improved between the Council and retailers. Promoting 
information on the council website was not enough and more 
face to face meetings were needed with retailer’s teams.  

 
11. Cities need to look at how customers accessed their cities and 

what routes customers used to get around towns. Including what 
the high street looked like and the opening hours.   

 
12. Cobham Chamber did a study on where their parking provision 

was, who was using their parking spaces to ensure that 
customers had parking spaces when they needed them. 
Findings revealed that there were redundant car parking spaces 
at the local churches which could be used by people who 
worked in the city. This would release valuable car parking 
spaces for consumers. The churches did not charge for parking 
but asked for a contribution. This scheme has helped the town 
and community. This type of collective vision showed that there 
was power in numbers. 

 
13. How could street markets have a more positive impact on 

retailers? The positioning of markets needed to be 
complimentary to retailers. Markets should sell specialist 
merchandise. Horsham had a specialist food market and 
another separate market for new retailers piloting businesses. 
Markets needed to think about their opening times especially if 
they wanted to compete against multiples and open in the 
evenings. It was important to encourage entrepreneurs to try out 
their business in markets as minimal risk was involved.  

 
Landlords needed to understand that the type of retail units that 
businesses needed was changing. 
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14. Metamorphosis created a self sustaining model for the Tourist 
Information Centre in Essex. The Centre was more sales related 
and the results showed a 38% increase in income, which meant 
the Centre could fully fund itself.  

 
11.8 Questions raised included: 

1. What community projects could support retailers in this city? 
Members noted that it was important to have a Town Centre 
Manager to drive forward the city’s vision. Without a Manager 
the task was too big and there was no one that could liaise with 
all the different groups involved to help deliver the strategy eg. 
Retailers, residents etc. 

 
2. What did visitors coming into the city want? Members noted that 

people wanted to find their way around the city and QR codes 
should be used to help direct people. Retail entertainment- 
“retail-tainment” was important for the city to have at weekends. 
Events were needed to draw visitors into the city. Independents 
had the right energy and could offer this.  

 
3. How could the city promote shopping zones? The Panel were 

informed that a bold retail vision was needed by putting together 
and promoting the same style of shops. Company’s like Unilever 
and Tesco’s used this principle to predict the future of retail.  

 
4. How could the internet be used to promote independents 

specialist products? Members were told that their businesses 
would need to be in the right product groupings eg. shoes, 
handbags etc. Consumers could only take in 7% of what they 
saw. An example of a retailer using this knowledge was a Jam 
store, which only had 7 types of jam on sale and sold out of 4 
types.  The success of the store was due to the consumer 
having a limited range to choose from. Retailers could determine 
what shoppers should purchase by offering clear and easy 
merchandising of their products. 

 
11.7 How could the internet be used to encourage the public to visit stores? 

The Panel were informed that the Christmas- “Dress for Success” 
promotion encouraged the public to participate in the competition by 
voting for the winner. The result was that a 1,000 voted through the 
internet. This was a good way of getting the shoppers to visit stores.  

 
12. ANY OTHER BUSINESS 
 
12. There was no other business.  
 

 
The meeting concluded at 6.00pm 

 
Signed Chair 
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APPENDIX 4 

 
Emerging themes from the first Retail Sector meeting: 
 

• Parking charges, traffic congestion into the city and the lack of a P&R (lower cost and stay longer) , loading bays, loyalty parking 
schemes 

• Business rates & rents – higher rates setting precedence, council to have more of a broker role. The rates relief is for small 
businesses and these are few and far between in Brighton, increase business tax relief amounts…short term leases, “pop ups”, 
avoid a void shop front 

• Street markets – market stalls which complimented the trade of existing retailers, properly regulated, high quality and use local 
businesses and suppliers, is the licence changing for street markets that could mean Council could have more control over them? 

• The need for a town centre strategy, town centre manager to coordinate areas and businesses 

• Flexibility within the planning regulations for street markets and to give other retailers not multiple chains to take over 
properties, prevention of a homogenous high street 

• Retail quarters, which can be advertised on buses and bus stops to encourage people not just to go to Churchill sq. Colour coded 
banners on street lights for the different quarters 

• Partnership groups/areas within retail quarters to manage their own parking 

• Council to provide businesses with a starter pack, avoid bureaucracy, customer led thinking. One point of contact for councils 

• Improve the station gateway with better signage to the north laines, message boards, with Q R codes and maps, kiosk, (traders 
are willing to give up their time to work on this)  

• Use car parks to advertise the different shopping quarters  

• One stop website for visitors collaborate with visit brighton, unique brighton and brilliant brighton 

• Keep multiples to a minimum otherwise the high street starts to look like other cities, it also Brighton will lose its unique qualities. 
Multiples increase footfall, but can they really work with independents? The BID is a good example of collaborative working.  
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APPENDIX 5 
Emerging themes from live chat social media - Support for the Retail Sector Scrutiny Panel 

 
 Themes 
 Multiple chain stores 
1. Supermarkets take money out of the local economy. 
2. Stop allowing Supermarkets and large chains to open, it ruins character and takes trade from local retailers. It must not be allowed to 

come to Brighton. 
3. Big business isn't always a bad thing. Brands are welcomed to areas which require regeneration such as London Road, yet are 

attacked when they look to open in other areas of the city. Supermarkets and convenience stores are here to stay: people like them, we 
all use them, they do what they do so very well. Perhaps it would be better to engage with them. Encourage them – through legislation 
if possible – to support community groups, to stock more local produce (perhaps as a condition of their liquor license?). Our city centre 
only has Christmas lights because the businesses within the BID choose to pay for them, and I dare say that the multiples along 
Western Road are heavily subsidising the lighting infrastructure of North Laine through their financial contribution. Brighton is renowned 
for its 'different' thinking so lets think differently rather than throw all of our toys out of the pram every time Tesco or Starbucks are 
mentioned. 

4. As a north laine trader, I strongly agree with your comments, but wonder if Brighton had more of a unique selling point (USP) 10 years 
ago than it does today .it has been very sad to see the demise in trading conditions ,in Brighton, and the rise of the mainstream, which 
is resulting in this city losing its unique edge.   

5. Independent – unique – retail is a very broad church, taking in professional retailers through to those with 'a good idea' and some cash. 
It's very (too?) easy for us all to gang together and blame Big Business for the demise of the essence of unique Brighton. Brands 
shouldn't be made the whipping boy; a lot of the blame for the problems in the city's independent retail sector lies on our own doorstep. 

 6. Protect independent and local businesses. Put a stop to supermarket sprouting like weeds at every corner and tax them heavier than 
small businesses. They can afford it!  

 7. Find a way to stop supermarkets a) opening stores everywhere and b) ignoring planning rules when they do open. See Tesco's 
disgraceful work at Palmeira Square or the way they block Queens Road to do deliveries as an example. It costs a fortune to live, drive, 
socialise etc. in Brighton, and we all put up with the cost because the city has so much character, but I now pass 4 Sainsbury’s and 3 
Tesco stores on my walk to work, its getting depressingly like much cheaper high streets out there.  

 8. Please stop allowing supermarkets to open in empty retail spaces and do we really need anymore mini market/newsagents/off licences? 
9. Want to know how to protect our retail charm. don't give permission for starbucks/tecso et al for starters 
 Rates & Rents 
1. Business Rate Relief needs to continue and maybe extend to above the existing valuation limit.  There needs to be more control on 

rents....why are so many properties sitting empty even in prime retail locations?  There should not be business rate exemption on 
empty properties.  This will make landlords charge more affordable rents and adjust to the tough retail environment that businesses are 
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facing.  

2. Reduce Business Rates for small, independent traders, promoting the unique qualities of the North and South Laines. Brighton’s 
infamous, unique retail sector will lose its character if more of the small, independent retailers are forced to close. If we become one 
massive Churchill Square, why would visitors come? 

3. Small businesses are desperately handicapped by add-on taxes and boundless expenses. 
To run a shop in Brighton today you must consider; Rent, Rates, Business Insurance, Public Liability Insurance, A Board fees, 
PPL/PPS – Music Licensing for background music, Table/Chair/Street License fees, Commercial Waste at £2 per bag, Recycling fees 
at £2 per bag, Christmas Lights and Decoration fee, Excessive, Parking costs for staff - £10 per day approx. Wages and Holiday pay, 
PAYE, Book-keeping fees, Account fees (to finish books) Income Tax, Corporation Tax (for Limited Companies) VAT– 20%, Excessive 
Electricity Bills, Water/Sewage Rates, Telephone/Internet, Bills, Security. And finally ... Stock, if there’s any money left! 
I would advise people against joining the retail sector just to be trapped and to feed the local councils coffers etc. ............. Retail 
Entrapment. 

 4.  Ideally lower rates!  
 5. Rent control for small shops and businesses in Brighton. The ratcheting up of rents in the North Laine has driven several friends of mine 

out - they're doing well online but it doesn't help keep Brighton alive.  
 6. Keep costs down so that our present retail sector can remain open.  By cutting business rates and not increasing car parking charges, 

that would free up much needed cash flows for local businesses. 
  
 Council 

 1. The Council should have more face to face contact with retailers. We need a dedicated Retail Carer. 
 2. The council needs to decide if they want to see more pound shops and supermarkets or whether to support independent businesses 

that create a destination favorable to tourists and surrounding towns  
 

3. The council needs to interact with the businesses and start to experience what’s on their doorstep. Acknowledge and support existing 
and developing business networks,there are lots of them and most are being led by hard working volunteers. 

 4. It is marvelous that the council is opening a debate with small retailers. When did that ever happen before?......Oh yes round about this 
time last year! And the year before and..before........And what was the outcome?... 
....not a lot really. Some money was spent employing consultants to give advice on window dressing. That’s a bit like painting the sails 
because there’s a hole in the bottom of the boat. Joking aside it is good that this debate has been kicked off but it will be a fruitless (no 
worse than that - destructive) exercise if the council fails to listen and take appropriate action. I live in hope...have done for the last 10 
years. And if there is a hint of cynicism in my words it is because I’m still waiting for some appropriate action. 
I have a long list of proposals but will save them for the meeting. 

5. My own experience over the past five years with the city council has been incredibly frustrating. Whether officers or councillors, the 
organisation has no apparent will to engage with the private sector unless it is entirely on its own terms. The council appears quite 
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happy to take the credit and spin out the PR value, but does little to nurture and support entrepreneurship (throwing a pittance at the 
Chamber for business guides and lifebelt activity really doesn't count). Either a rapid shift needs to made (forced?) in the culture of the 
council, or non-statutory services need to be seriously evaluated as to whether they are contributing to the economy and culture of the 
city, or are they strangling it. It seems to me self-evident that the independent retail sector is best served by people who live in and 
understand the world of commerce. 
 
This forum is all well and good, however I suspect many of the people I work with in Brighton – all of whom have a long history in this 
sector – are so jaded by their dealings with the city council that they won't bother wasting their time responding to this. Despite the 
recession, Brighton & Hove appears to be in a good place at the moment, but I fear that the lack of understanding of, and engagement 
with, the private sector that drives the economy of the city – employing residents, creating reasons whether retail or hospitality-based for 
visitors to spend – will ultimately be to all our detriments.  

 City Centre Manager 
1. It is shocking that a city the size of Brighton & Hove no longer has a City Centre Management team. The BID ('Brilliant Brighton') has a 

manager who is responsible for those streets/businesses within the Brighton town centre business improvement district, however since 
funding was cut from the Business Forum, we no longer have an organisation looking after the retail sector in the city. Having very 
recently met with the combined Town Centre Initiative and BID in Worthing, who run an impressive public/private partnership, there is 
an awful lot Brighton can learn from our smaller neighbours on how to run an effective, integrated city centre. Brighton needs an 
independent TCI immediately to represent city centre businesses – an identifiable person or persons who understand how businesses 
think and their needs (security, waste management, promotions, street cleansing...). This must have the support of the city council, 
even when it is critical of council actions or political policy. 

 St. James’ Street 
 1. St. James's and the area is often overlooked when it comes to decisions about retail in the city. The local plan seems to be ignored 

when it comes to retail which specified there should be a majority of A1 outlets. At the moment A1 is far from the majority. 
A few years ago the Gay Business Forum carried out a survey of the area and submitted a visualisation scheme for pedestrian priority. 
The majority were in favour of such a scheme. The street is very narrow and not suitable for the volume of buses. These could simply 
be rerouted via the two parallel roads, Eastern Road or Marine Parade and pick up the existing route at Lower Rock Gardens. This 
would enable the businesses and residents in using the area for community activity, such as street farmers markets. 
 

 Pedestrianise  
 1. On a more selfish note push the full pedestrianisation of East Street through to really encourage easy free flowing north (station) to 

south (seafront) pedestrians /shoppers/diners.  
2. Good to pedestrianise St James's Street and only allow buses and taxis along Church Road. 

 3. Pedestrianise St James' Street, traffic here detracts from the retail attraction of shopping here and opens up a wealth of possibilities for 
independent traders to have markets and stalls at weekends plus community events. It is dangerousy narrow and overcrowded as it 
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stands. The bus stop outside Morrisons is not needed, buses can travel along the seafront and turn up at lower rock gardens. People 
travelling in to the area use stops not on St James' Street and so the return journey would prove equally viable. Creating a 
pedestrianised area here will attract trade, give identity and promote the area. My business is at the bottom of St James' St and would 
support this.  
 

 Markets 
 1. Any suggestion of street markets in sydney st, will be met with massive resistance! 
2. Themed event markets (ie; Food Market/Chilli Festival/Chocolate Festival etc.) are good, but too expensive for locals to trade at, with 

little or no profit achievable due to expenses and variables such as the weather. 
3. Markets should be contained to the New Road area away from the shops to avoid taking business from the permanent retailers. 
4. We should promote the markets we have, not open more. 
 Food festival 

1. I must point out though that perhaps the perception of the food festival is vastly different from the reality. A pitch at our anchor event – 
the Big Sussex Market – is £40 for growers, £85 for producers and £200 for hot foods (compare this to another food festival that 
appeared in Brighton last year that attempted to charge local restaurants £3,500!). 
 
Bearing in mind we attract 40-45,000 people over two days at that event alone, its a safe bet that we deliver a good ROI for any local 
food business. We are completely unsubsidised by the council (I dare say we could reduce the cost of pitches if we weren't paying the 
city council a small fortune to use public land), and we only generate income from a couple of events and (very, very hard won) 
commercial sponsorship activities which then goes to subsidise the infrastructure, promotion and the much wider reach of events and 
activities that make a 'festival' rather than a 'market'. 
 
This city's food festival is now one of the biggest and most influential in the UK, and that has been created by a decade of pretty much 
voluntary commitment from local business people working together to support the food and hospitality economy. We have a 
phenomenal marketing and PR machine behind the festival and its all given for free – our reach is phenomenal: I took a phone 
interview with the New York Post at the end of January!  
 
I'm just one of 15 members of the festival committee and I would say I work at least 30 weeks of the year to deliver our April and 
September events (and a lot behind the scenes in terms of supply chain and sustainability that people would never see). 
 
Always happy to talk with any local food business as to how they can become successfully involved with the festival and make a 
worthwhile return. We wouldn't have survived for a decade without the ongoing interaction with every level of the local food economy. 
We're very proud that our economic impact study for 2011 showed £4.1m for Brighton and surrounding Sussex. 
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If there was ever a case study of the  Big Society in action then I truly believe our city's food festival is it.  

2. From the food festivals perspective, it never fails to amaze me how little support (ie. none: in we actually pay the council to use public 
land to host these free events; there is no will to support a full weekly farmers market... I could go on and on...) we receive from our city 
council in terms of supporting and promoting small growers, producers and restaurants. Food festivals across the UK are at the heart of 
local authority economic development policies whereas here we appear to be little more than an inconvenience to the council. 
Brighton's food festival is now one of the biggest in the UK, attracting 160,000 people in 2011 with an economic impact of £4.1m. Run 
by a team of volunteers from the business community, we are an entirely sustainable event that, by its very nature, works hand 
 

 3. Brighton is fast becoming a regional foodie hub, with Brighton and Hove food and drink festival showing the way, but they do not get 
sufficient support from BHCC, they could be much bigger and more regular as the consumer appetite (excuse the pun) for high quality 
produce is expanding. The commercial trickle down to the surrounding retail community is obvious.  

 Parking  (Access) 
1. Make parking more accessible/cheaper for visitors and locals and advertise cheap 

parking where it is provided. 
2. The council shouldn't underestimate the impact of increasing parking fees on the day visitor trade (day tourists from London, shoppers 

from outer districts and surrounding region). Without serious investment in traffic management and parking infrastructure (and yes that 
includes the political hot potato that is Park and Ride), we put our independent retail and hospitality sectors at risk by ramping up the 
cost of parking. We should never be so arrogant to think that Brighton will always be the consumers choice: we do have competition 
and, as with any market, those competitors will take advantage of any gaps that open up. I haven't heard a single endorsement from 
local businesses for an increase in parking charges. Unfortunately businesses don't vote Councillors in. 

3. Not increasing car parking charges, that would free up much needed cash flows for local businesses. 
 Marketing  

1. Electronic notice boards/maps in Jubilee Square; Centre of information. Close to the Pier/Town Centre, promotes events to visitors. 
2. Offer free pamphlets to visitors, detailing shopping in the North and South Laines and Kemp Town. Include maps. 
3. Create a leaflet drop and information board (solar powered?) at Brighton station detailing local events, shopping and places of interest. 
4. Support tourism initiatives coming from the businesses, don‘t compete, don’t duplicate. 
 Recycling  
1. Why not encourage and reduce the costs of recycling for small businesses – Lets walk the Green Talk! 

 

 Organisations  
1. There are very active organisations within the city who support the independent sectors. I am involved in both the Tourism Alliance and 

the Brighton & Hove Food and Drink Festival, both of which are doing much to promote the independent retail environment. 
 2. Keep up the good work Brilliant Brighton, Northlaine.co.uk and Brighton Business partnership.  
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 Churn 

1. The apparent buoyancy of central Brighton's independent retail sector has been propped up by the inward investment of lifestyle 
business owners, who are buying into the Brighton 'dream'. If we actually looked hard at the average lifespan of a small retail business 
in central Brighton, rather than the PR driven numbers game of occupancy/vacancy which the council naturally favours, then I'd say 
we'd see very significant churn compared, say, to the longevity of businesses in neighbouring areas. Churn is, of course, a bad thing for 
the stability and resilience of our economy (and failed business owners lives). 

 Pop up shops 
1. Pop up shops have been a great way to create buzz over recent years and I'd like to see empty spaces used in this way more. 
 Miscellaneous  
1. Retail is changing (internet etc) and small business needs time to adapt.  
2. With convenience stores, Supermarkets and multi-nationals with numerous sites all over the City, appalling rip-off parking, over-zealous 

parking warden’s keen for bonuses – what is our unique retail offer and how different is it from 13 
or so years ago? Mainstream Brighton is here. 

3. Are the Green Party alive and well in Brighton? Most people are not aware that this is the first Green Council in the U.K; the message 
hasn’t yet reached street level. There has been no action taken on Green issues and no promotion of Green 
ethics. An excellent opportunity has been lost. 

4. Our USP a decade ago was that we genuinely had something different. Compare a walk through North Laine now to 10 years ago. The 
rise of the lifestyle business owner has resulted in functioning retail mutating into seasonal, experience retail (independent but 
ubiquitous coffee shops and cafés; trinkets and greeting cards). All glorious on a sunny summer weekend when the city is awash with 
visitors and leisure spending locals, but slightly less wondrous on a wet Wednesday in February. 

5 All this talk of keeping Brighton Unique and not main stream but no suggestions, other than keep the big stores out, and how to do this! 
 
We feel as a retailer in the North Laine that to bring back that unique feeling Brighton had you need to create the right atmosphere for 
shoppers, if you look at how the big stores out there spend thousands a year on shopper experience there is obviously some method to 
their madness. 
 
One of Brighton's untapped resources, buskers, people that go out to entertain the public in return for a few coppers from 
their audience. This basically amounts to free entertainment, yet anytime a busker sets up on our street (Gardner Street) they are 
moved on in a matter of minutes, even after drawing a large crowd of people that stop, listen and watch all around our shops, cafés and 
other services. Why not utilises this 'free' service and allow busker pitches in set parts of certain streets (TfL have done this perfectly in 
the underground.) Create small areas, marked with paint or some form of stickers, it may even be possible to get 
a commercial sponsor for the scheme (again similar to TfL) these would be able to be used by buskers for a set period of time each to 
allow an every changing difference of music, performance etc, maybe 1-2 hours each. This scheme would add to the atmosphere for 
shoppers in the area helping to keep them longer in retail districts. 
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Yes I know a lot of shop keepers are going to complain that not every busker is good and they don't like certain types of music but by 
keeping a allocated time slot it means that if they are bad at worse they are going to be there for an hour or two. 
 
This scheme could be set up relatively cheaply and provide another reason for shoppers to keep visiting and staying in our areas and 
out of Churchill square. 
 
Lets stop moaning about big chains moving in and start making our own solutions! And really the only ones that can stop the big chains 
moving in are the landlords. Just because the council didn't give Sainsbury's a alcohol licence didn't stop them opening the stores they 
have! 
 

6 Free Classified Ads 
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APPENDIX 6- Comments from E-mails. 
 Comments Date  

e-mailed  

1 How can Brighton & Hove's unique retail offer be supported, and the impact of high inflation and the economic downturn be mitigated? 
Anecdotal feedback from out of town customers is that parking charges will put them off returning, or returning as frequently to the town.   
 
How can the independent retail sector and multiple/larger chains work in partnership to ensure work towards sustaining the viability of the 
retail sector? 
The BID tax is an unwelcome burden on small businesses (which mostly vote against it). It is not perceived to off value for money, but 
pays large salaries to its staff.   
 
What effective marketing and promotion would benefit the city's retail sector? 
What Brighton has to offer is well understood – as a town it does not need marketing. . THe town should spend time and money in 
improving access and continuing with its excellent tradition of hosting events like Gay Pride, Beach Concerts, Classic Car events ,sporting 
events etc etc.  The events should be publicised according to their need – not the town itself.  
 
How can retailers, landlords, prospective developers and agents develop the city's retail sector? 
 The council could ask its Conservation officer to delist half of the listed buildings in the Centre. The conservation area rules protect the 
external appearance – Listing  adds lots of expense and undermines viability of businesses who are forced to trade out of these buildings.  
 
 
How can regulations and advice regarding the retail sector be utilised and accessed more by retailers? 
Reduce the number of regulations.   
 
 
How could street markets have a more positive impact on retailers? 
Allow them less frequently  
 

30/1/ 
2012 

2 Telephoned – wanted more information and wasn’t sure about coming to speak. 
 
Unfortunately I am unable to attend any of the 3 dates proposed in your email below. I would be happy to come and meet the members of 
the panel though. I have also attached the Southampton University research I mentioned in my call to you last week. 
  
Attached the large food stores report 2012 

1/2/2012 
 
 
8/2/2012 

3 I am a Brighton resident. 
 
Here are a few thoughts. 
 
1. Pedestrianise the north lanes. It' so much better on a Saturday when there is no vehicular access. Having travelled around Europe, cars 
are restricted in many town centres and they create an environment for "hanging about" much more. 
2. Keep independent shops business rates down 

2/2/2012 
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3. Encourage more pop up shops/cafes, street markets, seasonal markets. Especially when the town is busy like the Brighton Festival or 
The Great Escape. 
4. Keep chains out of the lanes. 

4 30/08/2012I have heard via Gavin Stewart at the brighton BID that there is to be a panel looking into the retail sector in Brighton & Hove. 
  
We trade in both Hove and Brighton, and before Christmas we had an ongoing battle with a saturday market in George St, Hove. It would 
be too complicated to go into here but Andrew Wealls or Jim Whitelegg in Licensing would be able to fill you in. 
  
I am therefore very disappointed that traders in george st have not been contacted with details of the Scrutiny panel. 
  
 What steps are the Council taking to make retailers aware of this process? Please don't tell me that you've only told the traders 
associations, what would be the point of you having another chat with Tony Mernagh and co ? 
  
 Were you aware of the problems a market created in George St? 
  
If it would help you, I can tell you now what 90% of retailers will say......lower rates....no rise in rates in April........ cheaper car parking plus 
free park and ride for brighton......2hrs free voucher parking in hove (you get the timed voucher from a retail outlet, set the time on it put it 
on your dashboard , do your shopping and drive home)...no markets. 
  
This is not rocket science, this should all have been done already, while you are talking around in circles people will be going out of 
business. 
  

13/2/2012 

5 I'm really pleased to see this initiative as I have championed this cause since setting up the 'Unique to Brighton' web directory in 2005. 
 
I have responded to 5 of the queries in the attached document. These are a combination of things I have been told by retailers 
themselves, by locals and visitors who appreciate Brighton's unique retail offer. 

 
1. How can Brighton & Hove's unique retail offer be supported, and the impact of high inflation and the economic downturn 

be mitigated? 
 

• As the city’s largest employer, Brighton & Hove Council could do more to draw the attention of its own employees to shop locally 
on its internal network. 

 

• Have a workshop to hear & collate ideas of those who responded to this Scrutiny  
 

• Learn from successful US initiatives like this one http://www.shoplocally.com/profile/ 
 

• Allow varied loading/ parking arrangements possible on a micro level? (For example, could loading at Fiveways start at 7am rather 
than 8am) 

 
 

15/2/2012 
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2. How can the independent retail sector and multiple/larger chains work in partnership to ensure work towards sustaining 
the viability of the retail sector? 

 

• Through Destination Management Initiatives or BIDs 
 

3. What effective marketing and promotion would benefit the city's retail sector? 
 

• Providing an up to date, online map that shows Brighton and Hove’s various parking arrangements. 
 

• Random free parking offers 
 

• Providing Links to sites like www.uniqueto.co.uk on Visit Brighton 
 

4. How can retailers, landlords, prospective developers and agents develop the city's retail sector? 
 

• Address the appearance of boarded - up shops right across the city as soon as they are vacant?  For example, the art hoardings 
that were been put up in some places in the city centre in 2007 & 8 were very effective. There are also cheaper ways.  

 

• Bring in experts (on, Dan Thompson, e is based in Worthing) from this 
organisationhttp://www.artistsandmakers.com/staticpages/index.php/emptyshops 

 
5. How can regulations and advice regarding the retail sector be utilised and accessed more by retailers? 

• Only by speaking to individual retailers face to face and with information flyers.  
 
 
 

6 The extortionate rents that are being charged by private landlords.  

 

The only reason we chose to open our shop in Portland Road was because the rents were more manageable for us as a small 

independent retailer. We have been looking to have a presence in Brighton City centre and the rents of £65,000, £75,000, £85,000 plus 

seem to be the norm, which is far beyond our budget. If the Council could intervene and place a realistic cap on the levels of rents being 

charged by private landlords, it would really help us; failing that of course, we as a shop would very much like to rent any suitably sized 

council-owned shop premises in the Western Road, Churchill Square, North Road, Kemp Town areas; if you know of any such properties, 

we would really appreciate finding out about them. 

 
 

28/2/2012 

7 Street markets, we would still find it useful to have one in Portland Road, provided it was adequately policed and for the 
benefit of the existing retailers trading in Portland Road. Having a dedicated market manager in charge of the types of stalls 
that can be allowed to participate would ensure that market stalls complimented the trade of existing retailers, rather than 

28/2/2012 
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aggressively compete with them. Having heard the retailers from George Street, and North Lanes, I completely agree that if a 
stall decided to sell beds and mattresses outside my shop at a fraction of what I can sell them for, I too would be very angry 
and let down by my local Council. 

8 Dear Committee, 

 

As a local business owner and Brighton resident,  I and others recognise there is a pressing need to regenerate Preston Street 

and the surrounding area. 

 

PROPOSAL. 

Recently it's been suggested that not having a particlar name/ identity like other parts of Brighton such as: North Laine, Kemp 

Town, Hanover etc, does not help the Preston street and Western rd area, nor does it attract people here. 

It has been discovered that this  area was once called West Laine. North Laine was renamed North Laine when it became a 

conservation area. The proposal is to revert this area back to its original name “West Laine”  ( see attached map which 

includes this area) 

 

The medieval town of Brighton was bounded by the sea to the south, and by North Street, East Street and West 

Street. The arable land (not including the steepest down land which was used for grazing sheep) around the town 

and within the parish of Brighton was divided into five laines, which were further subdivided. The fives laines 
were: West Laine, North Laine, Hilly Laine, Little Laine, and East Laine. 

Reverting to the original name would give the area an identity, galvanise action and bring a greater sense of community to 

the area. 

New street signs for the “West Laines“ would be a positive start. 

 

5/3/2012 
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APPENDIX 6 
Brighton & Hove City Council – Parking Section  
 
Brighton & Hove comparison with Bournemouth 
 
Price per hour comparison through various areas of the two areas, on and off 
street and compares tariff models in areas of Brighton, Hove and 
Bournemouth. 
 
Currently designing a range of ‘league tables’ which show Brighton & Hove’s 
current position against a range of comparators: seaside destinations, other 
perceived visitor destinations and London Boroughs, with whom we share a 
similar proximity and make up. The work to do this has only really started in 
earnest since the re-structured Analysis Team started up at the beginning of 
January 2012.  
 
Brighton & Hove differ from Bournemouth, in the main, is through our closer 
proximity to London, and the influence this has on pricing in general, + the 
greater number of residents & visitors in and around the city placing increased 
demand on parking spaces.  
 
Brighton and Hove has a population of 256,600 (2008 estimate) and 
Bournemouth has a population of 168,100 (2010 estimate) 
 
B & H receives 8 Million visitors a year and Bournemouth receives 6 Million 
visitors  
 
 

On Street Charges 
 

All prices are for council run facilities only 
 
Central Areas Only  
 
Bournemouth:              Average price 93p per hour  
 
Brighton and Hove:      Average price £1.55 per hour  
 
 
City Wide 
 
Bournemouth:             Average price 75 pence per hour 
 
Brighton and Hove:     Average price £1.37 per hour 
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Car Park Charges 

Central Areas Only 
 
 
Bournemouth:              Average price 60p per hour    
Brighton and Hove:     Average price 99p per hour (Monday to Friday)  
                                  
                                     Average price £1.10 per hour (Weekends) 
City Wide  
 
Bournemouth:                Average price 60p per hour   
 
Brighton and Hove:       Average price £1.07  
 
 
 
NB: As the outer lying car parks do not have a separate weekend tariff this is 
an overall average including central prices for both Monday to Friday and 
weekends        
 
 
 
On-Street parking price comparisons with Bournemouth 

 
 
 
 

Seafront              

Location 
Half 
Hour  

1 
Hour  

2 
Hour 

3 
Hour  

4 
Hour  

All 
Day 

Seafront Kingsway /Madeira drive 
WINTER n/a £1.00 £2.00 n/a £3.00 £5.00 
Seafront Kingsway /Madeira drive 
SUMMER n/a £3.50 £6.00 n/a £10.00 £20.00 

Hove Seafront Central n/a £3.50 £6.00 n/a £10.00 £20.00 

Hove Seafront Outer n/a £1.00 £2.00 n/a £3.00 £5.00 

Bournemouth HIGH £0.40 £0.80 £1.60 n/a n/a n/a 

Bournemouth LOW n/a £0.50 £1.00 £1.50 £2.00 £3.00 

              

City Centre             

Location 
Half 
Hour  

1 
Hour  

2 
Hour 

3 
Hour  

4 
Hour  

All 
Day 

Brighton Centre n/a £3.50 £6.00 n/a £10.00 n/a 

Hove Centre n/a £1.00 £2.00 n/a £3.00 £5.00 

Bournemouth HIGH £0.40 £0.80 £1.60 n/a n/a n/a 

Bournemouth LOW n/a £0.50 £1.00 £1.50 £2.00 £3.00 
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Parking Business permits 
Comparable rates in London boroughs: 
Islington: £1,000 
Haringey: £960 
Hillingdon: £960 
Merton: £777 
Lambeth: £600 
Newham: £300 
 
 
 
 
 
 
 
 
 
 
 


