
 
 
It’s Titan’s second Birthday today, so what have I learnt in two years of running a business? 
 
Patience: 
 
Having been primarily sales focused in all of my previous roles, I was only ever concerned about 
hitting a number, maximising profit and making as much commission as I could. Some people may 
think this is selfish, but having started in the industry at 18 (I’m now 45) the desire to achieve a 
target, earn the most, beat a colleague into first place, break the next threshold, or get a better title 
becomes ingrained in you.  
 
As a salesperson building your patch and making a success out of it, you’re always scared that it will 
be taken away from you, your targets increased, your territory diluted, your commission reduced!  
 
And it’s this fear that even today perhaps for different reasons now, gets me out of bed every 
morning with a plan. What I’ve realised though, is that you can’t run a company like you run your 
own account base, you have to be patient. You write a business plan only to see everything change 
from day one; you know the customer you had banked on previously, deciding not to set you up as a 
supplier; the vendor that would have changed your life moving the goal posts or getting cold feet 
finally coming good having realised your business can deliver what you said it would after all. 
 
Everything takes longer than the P&L you wrote with your team on a back of a fag packet in your 
mates kitchen, the week before you incorporated. The cliches Rome was not built in a day or one 
day of sunshine does not make a Summer....or even more annoying: Everything happens for a 
reason, all frustratingly true.  
 
So, patience is a necessity. 
 
 
Compassion: 
 
Treating people how you would want to be treated. Understanding that it’s not just about the 
number, not everyone’s a salesperson, and cash is not everyone’s motivation.  
 
In this new world of pandemics, furloughed industries and polarised politics there is so much anxiety 
and uncertainty for everyone. You cannot simply bash people over the head with a target, micro-
managing and threatening them if they don’t produce, that’s an extremely basic form of 
management that people simply resent. You need to listen, educate, and inspire them. Company 
values should cascade from the management team and flow through all departments, and you must 
lead by example.  The happier your employees are, the happier your customers and suppliers will be.  
 
Everyone at Titan is incredibly motivated. Is this because we have the culture right or because we've 
been lucky enough to only hire the right people, with the same values as us? Is this luck or proof 
we’ve got things right? I don’t know the answer to this yet, but can say that we put our staff first, 
without them we are nothing....and this starts with compassion.  
 
 



 
Teamwork: 
 
My strengths are probably my work ethic, determination and optimism, but my weaknesses (to 
name only a few from a very long list): stubbornness, perfectionist, control freak which are all traits 
I’ve learnt to dilute as the company has grown, and I have put my trust and faith in my colleagues. 
You have to let go! The mantra “if a job is worth doing, then do it yourself” is not going to scale a 
business. You will be working an extremely solitary career if you cannot trust your team.  
 
And the key is to surround yourself with great people, who you enjoy working with, and if I go back 
to the four of us who started Titan we are all completely different people, with different skills and 
yet share the same vision and aspirations for the company. We recruit by consensus, which ensures 
that so far, everyone who has joined Titan has improved our business in some way, they are happy, 
secure, fulfilled and enjoy their work. We’re trying to make Titan a fantastic place to be, a job for life 
for everyone who joins the company, a diverse and culture-first employer, and we achieve this by 
teamwork. 
 
 
Humility: 
 
You’re only as good as your last month, in fact in the current climate, with daily consistency gone, 
we’re only as good as our previous day! We completed our first seventeen months in business in 
March this year, moving our Sales HQ to Canary Wharf, breaking £1.7M in a month, everyone High-
Fiving each other - you know in the good old days when you could hug a colleague without 
hyperventilating.  
 
Everything was great then COVID hit, we started working from home and in April our business 
vanished. In life we all experience extreme highs and extreme lows, but for an organisation it’s not 
the good times that define you, but the bad.  
 
Consequently, we’re a stronger company today than we were in March but at no stage did we feel 
we’d found nirvana and achieved success. We did not take our feet off the gas and rest at any stage. 
And now, with a second Lockdown in November and more pain on the imminent horizon for us all 
potentially, who knows what the next five months will bring. So don’t take anything for granted, 
keep pushing…….and stay humble.  
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