Board Meeting – Viamed 7th July 2015 11.25am 
Chairman – John Lamb

Managing Director – Derek Lamb

Board Members – Jean Lamb, Steve Nixon and Helen Lamb Minutes taken by Helen Lamb

(1.0) Minutes of last meeting
All board members have read the minutes from the last meeting and they have been signed off.

(2.0) Matters Arising
Would like the next board meeting to be around October 2015. It was suggested that we fix a week not a date. 

HL- Proposing week starting 12th October, Please keep this free. 

JSL_

Business plan needed. It needs to be a look at turnover and expenses, then the bank, sales and do we need to expand, what do we need to build, expand or borrow. Can we afford it, do we need more staff. Then the costs, ISO, conformity, limitations. Then continue to break down. 

We have the space to build but not the money. 

Project meeting is still needed. The SWOT says they are taking too long and we need the cost and time scales. 

Sales and marketing, he wants to have one meeting today after the board meeting, to include SN, DL, SH, RS, CH and JC. He wants reason for our lost sales. 

He has never been invited into a sales meeting. Are we including training as the SWOT says we need it. 

Targets needed. 

DL-

Wants a chat before the meeting. 

Meetings are regularly on a Tuesday, they are with individuals and they do not include training. 

He just hosts the meetings, Steve is still in charge as Derek can't and doesn't want to do it. People need to be going to Steve.

Steve was told in a previous meeting with John and Derek, that he couldn't ask for predictions from the sales staff. 

It was agreed by everyone that he can and should be asking for targets and predictions from sales and marketing. 

SN-

Neomask – Steve is not getting any feedback. We need to buy in a minimum quantity to keep exclusivity, so needs sales predictions. 
He has also asked for lost customers and reasons. 

DL-

Only sold in the EC and not launched in the UK yet as we don't want to harm relationship with Maxtec.  

Are we keeping Neomask and do we need to be pushing.

SN-

We need the feedback from the customers who have already purchased. This has already been asked for. 

(3.0) Turnover and Predicted for Year
Predicted £2.2 Million down 10% and lat years was flat. In Viamed there has been no growth since 2013. 

UK is 2% up and Export is 20% down - £110,000 at same time last year. 

SN-

There will be the last smiths order in September this year. 

There are several pending orders in the UK and Export. 

There are now new procedures for Export, he is a lot more hopeful that it could do really well.

Everyone is worried about turnover

We have got a new distributor in France using the new system. 

JSL-

Would like to see rewards for big orders or gaining new distributors. 

(4.0) Profitability
Is down. 
(5.0) Target for Next Month

(6.0) Targets for Year

(7.0) Targets for Next Year

(8.0) Targets for Second Year

(9.0) Overdraft
Is good.

(10.0) Debtors
£280,000

(11.0) Creditors
£137,000

(12.0) Loans
Vandagraph loan is at £95,000 and Barclays loan is £280,000.

(13.0) Stock Levels
The stock figure is not showing on the overview screen. Derek says he will look at this. Issue #60551. 

(14.0) Back Orders
Happy with. 

(15.0) Customer Complaints
Just one, MX300, button issue that has been resolved but we are waiting on customer to confirm happy.

(15.2) Non Conformance Review
Needs doing, Helen will do before ISO visit. 

(16.0) ISO Issues
Coming in, in August, no issue. The audits need doing. 

(16.1) H+S
Nothing
(17.0)  Company Issues
Stock has been written off. 

(18.0) Building Fabric Issues
Still to do - 

Balcony floor

Roof over the R+D room needs re-sealing as stones have been thrown up there.

A couple more outside lights need doing. 

LED bulbs some still need changing. 

DL-

Proposed that the main garden is concreted over and made so it can be a foundation for a future building. Derek will get some quotes in for this.

JSL-

This would be part of a Business plan including land use and access.

He also agreed to getting quotes in for sorting the garden. Then we can extend or place temporary buildings there so Vandagraph could have its own offices. 

(19.0) Staff Issues
GGL-

Has asked that she can use Michael Greens hourly rate to bill for repairs for Vandagraph and not the £90 an hour charged by Viamed. 

This was agreed upon. 

Michael is to note down exactly how long each repair has taken and then Jean can workout the amount. 

Has always said that Viamed is a priority. 

SN-

We can put them on as production jobs, so we can see them easily and total up repairs and production annually.

DL-

If he can have the part number for the repair it can all be done in intrastats. 

Ryan has improved since starting the NVQ, he is better with the office and Steve.

Need to check Ryan is filling in figures. Issue sent #60555.

SN- 

Wanted to confirm that he is fully charge of Sales and Marketing. 

JSL-

Feels he won't have time to do both the sales and marketing and the projects, stock and new products. 

He wants sales and marketing to be separated unless the figures improve. Also a sales plan report. 

John has no intention of taking over the sales and marketing. 

SN-

Would like to know who is taking over it, if it is not him. 

JSL-

Wants to know if Steve feels he can do both job roles. 
SN-

At present he feels he doesn't have the sway to ask/ insist on figure predictions and reports.

HL-

Feels it would be unfair to assess Steve at the present, as up to now he has not been given the authority to ask questions and get figures and predictions. 
SN-

Things have improved as Ryan has gone to France. But even now he doesn't feel Ryan would do as he asked by Steve or even by Derek. 

JSL-

Said we all have a specific job to do 8 years ago he told everyone he was stepping back and we all had our jobs to do. 

Now the SWOT is saying we are not getting anywhere, jobs are not getting done. 

Hasn't seen any active marketing since Sarah. 

Steve told the board 5 years a go that the Capnographs would cost a lot but would make a lot.
GGL-

She had a master template and she stuck to it. 

SN-

There is more info for the Capnograph than any other product. Including what Sarah did, of which the information will have come from Steve. 

Can we have a sit down and look at what Sarah produced, so that we can use it, so we can make improvements.

He has done all the technical work, all the Middle East.

From this meeting he feels he must be doing his job wrong and would like to know what is expected from him. 

John said he would find what Sarah produced and we can have a meeting on it. 

JSL-

Profitability is up, due to the systems and negotiation of good prices for product.

But sales are down, its not the office as they are great.

SN-

Wants a meeting later, as it is one sided, he can't talk or complain but others are aloud to do and say what they want. 

He wants to know what he is doing wrong. 

JSL-

The SWOT is not enough we need technical knowledge, training is needed. It takes too long to release a product. We need more field sales, there is no marketing strategist, if there is then it has not been distributed. 

Unclear direction, slow projects, all relying on one person. Tasks are not done by deadlines and issues are either not done or taking too long. 

If Steve assumes the role of sales and marketing then he has to take full responsibility for it. 

We do not have plan of where we are going. 

He would be happy to disappear if he got assurances that the figures will improve. Right now it could go either way. If he gets it wrong it is him that loses money. 

GGL-

Maybe Derek should be in charge and Steve advises, joint meetings, then individual ones. There seems to be discontent between UK and Export on how jobs should be done. 

Is it that jobs are not been done or they are being done and not recorded. 

SN-

This could be nipped in the bud if we had more regular meetings. He would like a list of what people are saying. Also concerned that some of the information is incorrect, for example the batteries. 

DL-

Agrees that sales need to improve, but sometimes the way that the message is thrown out there, can have an adverse effect, staff think you are going to sell the company so they worry that if they don't look for a job they are going to end up out of work and others feel they are going to be sacked. Keith thinks are products are rubbish. 

We are not doing it in a way that gets the info across, but feels that threatening them is not working. 

SN-

When you say there is the exit door it leaves them with no job security. 

New salesmen cost big money. 

Everyone is doing multiple jobs, with only one set of hands. 

He was asked about the AchoTru – we have got two in and we have done a mailshot on them.

JSL-

Should we get rid of the salesmen and focus on web oriented sales.

DL-

Salesmen may go direct to John.

HL- 

This was brought up on the appraisals and she feels it is not as much a problem now. 

JSL-

The new office is fantastic. 
We need to replace Keith but if we don't we will gain £300,000 profit. 
DL-

Keith is retiring and we are struggling to get Steve H out on the road. But he has now gone to several exhibitions and is starting to see the benefits and showing him he needs to visit people. 
He has to be involved in Cabinet and Tom Thumb sales but other technical can be done by someone else. We now have Michael G sitting in Steve H office to learn the technical calls and he also doing a NVQ in customer service. Problem now is that while Michael is learning Steve can't go out on the road until Michael is happy. 
Real Sales men are on 50% higher wage than Derek's. 

JSL-

At next meeting we should discuss wages and Pensions. 

(20.0) Distributor Issues
None

(21.0) Supplier Issues
SN-

Microstims, Automatic won't do them but agreed the tools are ours, waiting on whether we can get the test equipment. He has gone to William and he will do them at a relativity low cost and in small batches. We have components in to send him, he wants to sell in to China and if we let him it will cover the cost of the development or we get commission. 

Teledyne we are having some oxygen sensor shortages, R22 and R24. Part deliveries including the new Jikco sensors. 

JSL-

As the Commercial Director I have faith in you to get the deal we need. Steve should visit quickly. 

We need to get the kits made up and taken over soon. 

SN-

Has to cover the VST sensor problem and the Capnograph issues with John, then he can go and sort and send to components over. 

It was agreed by everyone that we let William to sell in to China only. 

Need to sit down with Derek, John and the Microstim file. 

(22.0) Any other Business    
JSL-

Has asked for a link to add in FAQ

Vandagraph cross reference needs work as John finds it confusing. 
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