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Please submit your application via letter or e-mail 
including an up-to-date CV to:-

Mike Stuart
Metamark (UK) Ltd, Luneside, New Quay Road, Lancaster, LA1 5QP

mike.stuart@metamark.co.uk

With an impressive portfolio of self-adhesive products
and digital media for the sign and allied industries, and a
rapidly growing customer base across the UK, Metamark
is now seeking to engage a territory sales manager for

North London and the Home Counties.

We're looking for someone with excellent interpersonal
skills who can not only manage the significant existing

business in this territory, but can develop its full potential
with our products and service contributing to

Metamark's continuing growth.

Metamark offers the right candidate an excellent salary
package, a company car and other benefits, and an

environment with genuine career 
progression possibilities.

Territory Sales Manager...

Amari Plastics in Southampton require an
experienced Sales Executive to develop our 

sales of Digital Media products.

Candidates will have a knowledge of the Digital Media
market and associated products including vinyls, paper,

banner and rigid sheet.

The role is predominately external covering Hants,
Dorset, Surrey and Sussex

This is an exciting opportunity to join a growing
company expanding into new markets with brand

leading products.

Please contact Alan Vigar on 01489 787011
to discuss the position further.

Alternatively email your CV to
alan.vigar@amariplastics.com

www.amariplastics.com

DIGITAL MEDIA SALES
Signtec based in Leighton Buzzard is a fast growing Sign fabrication business which

has invested heavily in new digital printing and metal folding and cutting equipment

over the last two years. Now the Company is seeking to move to the next level of

development and requires an experienced

Production Manager to play a key role in this exciting phase of growth. Reporting

to the MD the successful applicant is likely to have in-depth experience in all

aspects of the sign making industry, with good communication and people skills.

PRODUCTION MANAGER
SOUTH EAST 

£25/30K

Key responsibilities include:

• Managing all aspects of the sign making process

• Managing all aspects of product design and quotation

• Liaison with customers over pricing and delivery

• Management and development of all production personnel

• Managing Health and Safety and Quality Control

Required skills/experience:

• Sign making and metal fabrication knowledge

• Product Design and quotation

• Excellent people skills

• High Energy and good Communication Skills

Interested applicants should send their C.V’s to 

Graham Mackenzie, Managing Director, 

SignTec

Unit A Chiltern Trading Estate, 

Grovebury Road,

Leighton Buzzard, 

Beds LU7 4TU 

or email graham@signtec.co.uk



classified
The Sign Directions Market Place

Sign Directions March 08  | 57

Sue Kirkman Louise ClarkeJane Houghton Catherine Ross Nicola Wainwright

for the best career opportunities visit our website

tunities visit our website

Manchester 0161 485 8888
London        0207 838 9777

NEW VACANCY! 
ESTIMATOR 
W YORKSHIRE £Open 

Our client is one of the leading sign
companies in North due to major
investment in new kit they are looking to
recruit an Estimator to take responsibility
for quotes and enquires. This position
requires a hands on aptitude for
mathematics, the ability to quickly
analyse, compare and interpret detailed
and sometimes poorly defined
information.

NEW VACANCY
OPERATIONS MANAGER
EAST MIDLANDS
£40K PLUS BONUS & BENEFITS

This company is a fast growing sign
fabrication business which has invested
heavily in new digital printing and metal
fabrication equipment over the last two years.
Now the company is seeking to move to the
next level or development and requires an
Operations Manager to play a key role in this
exciting phase of growth. Reporting to the
MD the successful applicant is likely to have
in depth knowledge in all aspects of the sign
making industry and with good
communication skills

NEW VACANCY!
PROJECT MANAGER
UK £Open 

Our client is one of the leading sign
companies in London due to expansion
they are looking to recruit a Project
Manager who has been working in the
sign industry for at least 3 years. Joining
a busy department the successful
candidate will be responsible for
managing large corporate accounts. This
position will require working away in
Europe and the UK.

NEW VACANCY!
BUSINESS DEVELOPMENT MANAGER     
SOUTH EAST £OPEN

The person will be responsible for 
identifying suitable signage opportunities 
via Ojec Data, trade publications and 
general press. Follow up these
opportunities and ensure the organisation is
pre qualified. Pass on all opportunities to
ours Sales Team when the project has been
developed suitably and the project requires
a meeting. React to any general enquiries
the company receives from its general
marketing campaigns or via it's websites.
Play an active role in the monthly marketing
meetings.

to apply email louise@futurerecruitment.com

Cavendish Maine was established twenty years ago and since
1999 have built a Division dedicated to delivering Recruitment
solutions to the Sign, Graphics and POP markets.

Our assignments include the recruitment of all Commercial and

Technical roles from Sales and Project Management to Senior

Management up to Board Level.

Our clients range from small sign making businesses to multi-million

pound global organisations and everything between.

We guarantee that from the initial brief to the post-appointment 

follow-up, you’ll be dealing with professionals you can rely on to 

deliver quality, not quantity.

To find out more about how we can assist you in your next career

move or in sourcing the right candidate for your business contact

Julian Briggs – Partner on 01275 813029.
Email: julian@cavendishmaine.com 

“WE’RE IN IT FOR THE LONG
HAUL. IT’S ABOUT BUILDING
RELATIONSHIPS”



As regular readers of Last Word will know, I have a certain fondness for exhibitions.  Whether as an exhibitor or as a
visitor, the prospect of attending a decent show is a diary event that I usually anticipate with pleasure.  The most recent
exhibition I went to was the Mobile Communications Congress in Barcelona. If you’ve watched the UK news, you’re
almost certain to have seen it on the TV.
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the last word

I live in France, so getting to Barcelona

means I’ll spend more on the drive

from where I live out to the

Mediterranean coast, following the

Costa-road down into Spain and the

city itself, than I would flying in from

the UK. You can generally tell if a show

in town is a real biggie because, even

as you approach it when driving from

the outskirts of the city, there’s

evidence to be found. Dead

giveaways are people wearing show

passes who are desperately looking

for taxis, industry-specific carrier bags

on the floor and litter bins crammed

with literature that seemed like a

good idea at the time it was picked

up, but feels like a ton when you’ve

carried it any distance, with a spiteful

carrier bag strap biting you down to

the collar bone. Another giveaway is

the incongruous appearance of very

expensive cars, in very cheap hotels’

car parks, as executives either have to

slum-it, due to pressure on local

accommodation, or not make it to the

show at all.

The Barcelona mobile event had all

the makings and evidence of being a

big show. I had to park my car in

Madrid and walk back to the

exhibition venue in the centre of

Barcelona. The buildings along the

way were obscured by massive,

advertising banners trumpeting out

the wares of the mobile ‘phone

industry’s players, many of whom I’d

never heard of.

Given that practically everyone has a

mobile phone these days and, rather

like wristwatches, ‘phones have

become things which transcend their

fundamental purpose in design and

are objects of desire, the show was

doing its best to ward off unwelcome,

generally intrigued visitors. A rather

abrupt notice on the door of the

registration tent said if you were not

“core industry” you were welcome to

look around, but it’d cost you E600 for

the experience. My own gold pass for

the event included access to all the

conferences and speeches for the

duration of the show and a “free” bus

pass. The price of this admission ticket

was perilously close to E4000 –

thankfully, I didn’t have to pay it.

Trust me. You’ve never run across any

industry more obsessed with

acronyms and jargon than the

telecoms business. This means that

the uninitiated and the time-served

old hands alike often confound each

other. That thing you speak into and,

hopefully, hear the other side of 

the conversation through, isn’t a

telephone, it’s an endpoint or,

collectively, terminating hardware.

Your phone number (I hope I’ve got

this right) is your DDI. BLF stands for

Busy Lamp Field; generally anything

that tells you that another party is

engaged.  However, for an industry

apparently hell-bent on obscuring its

technical credentials with layer upon

layer of indecipherable bilge, it sure

does a brilliant job of promoting itself

at a brand to consumer level and so

into the story step you and other

representatives of the sign

manufacturing industry.

Needless to say, “we” had our

fingerprints all over this show and by

“we” I mean the core sign and allied

industries. I can’t begin to estimate

how much sign industry output this

event consumed, but it’s somewhere

between a lot and a shed-load. The

event was more like a flag-bearing

motor show in terms of scale and

budget-suck. Forget any notion of a

few booths or stands with little glass

cases full of mobile phones, this event

put everything on display that is

remotely touched by convergence

with mobile communication. Oh dear.

That word again, convergence.

The aforementioned “we” of course

are, dependent upon whom you ask,

the beneficiaries or victims of

convergence ourselves. So whereas

the mobile phone industry now sees

its tendrils matted within a knot of

Gordian complexity with the delivery

of music, billing, entertainment, data

and other bit-bound-data-based

payloads, we’re a part of print and

we’re out there making a fortune by

digging out our bit of the greatly

expanded opportunity it all

represents.  Or at least, it certainly

appeared that some of us are, if the

size of the UK presence was a reliable

indicator.

Stood in the middle of this mega-

busy, highly progressive, super-scaled

event in one of Europe’s premier

exhibition locations, there was a

higher probability that, if I had spat, I

would have hit the output of “our”

industry, rather than “theirs.”  A bit like

Britten’s Young Persons’ Guide to the

Orchestra, a nice tune that everyone

in a musical ensemble gets a toot at,

the sight in Barcelona was like a

Young Persons’ Guide to the Power of

Signing in Promotion – every signing

medium I’ve ever seen was

represented along with one I hadn’t.

It sort of meshes with expectations

generally these days that digital print

is going to be the dominant medium

fronting the promotional assault on

behalf of most high profile brands at

exhibitions and Barcelona didn’t

disappoint. But there was neon there

too – and it was being used in short-

term applications. Cut and applied

vinyl was everywhere, proof, as if it

were needed, that this oldest of

modern sign industry staples satisfies

a current need. Acres of very tasteful

vision-obscuring applied products

lent their discreet design

counterpoint to acres more of

screeching promotional banners,

networked screens and one 3D thing

that made my eyes water. That was

the medium I’d not seen before and

I’d be a detached retina and a

migraine short of a picnic if I were to

seek it out again.

Confronted with an event of the kind

of scale represented by the Mobile

Congress in Barcelona, it’s difficult not

to be impressed with the

organisational machinery that needs

to hum in order to get it all delivered

and working, to the show floor. What

had a bigger impact on me though is

the fact that this event represents an

industry that didn’t exist a few years

ago and now its flagship outing is

bigger than a motor show. That’s

staggering.

Is this industry’s demand for the

promotional material that virtually

covered Barcelona incremental, or is it

replacing dying demand from

another sector? Who really knows?

Anyway you carve it, it’s a big shiny

new customer and it’s getting bigger.

I will say, I don’t think I’ve ever seen

“our” output more appropriately and

effectively applied in an exhibition

discipline. I’d also add that, “they” put

on a great exhibition in Barcelona –

but “we” turned it into a truly

exemplary event!

We're doing our bit…



For full show information and FREE registration book now at: www.signanddigitaluk.com and quote ref: SD

Hottest 
new

products

Inspiration

250+ top
suppliers

Live
demos

FREE
workshops 
& seminars

Visit Sign & Digital UK, the premier destination for those looking to discover the latest new
products and signage  solutions for 2008. 

More reasons to visit than ever before...

22 - 24 April 2008 - NEC, Birmingham
Halls 18 & 19  

10am - 5pm daily

Media partners::

Boost
profits

Expert
advice

Advice, Solutions
and Inspiration...

Show partners::

co-located with

�  250+ top suppliers  
�  Live demonstrations  
�  See the hottest new products available 

on the market  
�  Discover inspirational ways to boost

profit  
�  Attend FREE Corel and Adobe 

workshops  

�  Try out and compare the latest systems                     
available on the market  

�  Attend FREE masterclasses to improve 
productivity and grow your business  

�  Receive expert, impartial advice from industry 
experts  

�  Save £££’s by downloading show vouchers 
from our website...and so much more...



SAVE UP TO 80%
ON YOUR GRAND

FORMAT INK SUPPLIES

Q. What brand of printer’s do you supply?

A. DGI, Gandinnovation Jeti, Infiniti, Mutoh, NUR, Scitex, Teckwin, Vutek and all
Xaar, Konica and Spectra solvent based printers.

Q. Been there, tried that! Why should we trust your compatible ink?

A. As part of the Sioen Chemicals group we are actually the original supplier for
many well known brands, therefore you could say that we are just cutting out the
middleman and saving on unnecessary marketing and sales overheads.

Q. Can you guarantee quality and consistency?

A. Our quality assurance processes are tightly integrated within the manufacturing
process according to European standards. Every production batch is sampled and
tested at six different points during manufacturing, ensuring 100% consistency,
batch after batch. We will also develop ICC profiles for all your requested printers
and a given range of substrates.

Q. How durable are your inks?

A. Our inks have passed all the durability tests for light fastness successfully. 
Therefore we guarantee the outdoor durability of Fillink inks as follows:
• 2 years outdoor in Europe without clear-coat,
• 5 years outdoor in Europe with Fillink recommended clear-coat.

Q. What if I need technical support?

A. Our engineers are qualified professionals who have worked at the printer
manufacturers in the field for years. We commit to make an experienced engineer
available on request, plus a hotline available to all customers.

Q. What about the installation?

A. We provide the following for every new ink installation on a printer:
• 5 litres of each colour ink free of charge.
• The assistance of a qualified engineer for the ink installation (system cleaning,
ink installation) as well as a system maintenance if required.
• The assistance of a colour specialist to build ICC profiles if required.

Common Questions...

Call 01932 568555
www.bpgraphics.co.uk

Q. Okay you have got my attention. What’s next?

A. Call our exclusive UK distributor: Stuart Lee at B&P Graphic Systems.




