
The challenge
Sibmar, a family-owned building company, wanted to bring in 
new business systems that would help it grow throughout varying 
trading conditions. Established in 1980, it was also looking for a 
professional new image for the 21st century.

The soluTion
Sibmar worked with Kingston University to develop its business. 
A talented graduate worked with the company for two years 
to design and develop their strategic marketing capability and 
underlying business processes. New systems resulted in annual 
sales predicted to increase by 140 per cent within three years to 
£12 million. Re-branding has significantly boosted Sibmar’s profile 
within the industry.

Construction has always been a highly-regulated and volatile 
industry, subject to constantly changing trading conditions. Sibmar, 
in Essex, wanted to limit these uncertainties by increasing its levels 
of expert skills and knowledge. 

A KTP sponsored by the Technology Strategy Board brought 
in Junaid Kazi, a Masters graduate in Strategic Marketing from 
Kingston University. He possessed expertise in both marketing 
and finance and brought a fresh perspective to the company. He 
was supported by Professor Wendy Lomax, and Senior Lecturer 
Ronny Nicholas from the Department of Strategy, Marketing and 
Entrepreneurship at KU. 

Junaid examined Sibmar’s systems and analysed its customers, 
competitors and profitability. He recommended developing 
more structured and planned processes to increase market 
share and manage sustainable growth, linked to a robust 
sales and marketing strategy. New business models included 
the establishment of a Customer Relationship Management 
(CRM) system, project management protocols and improved 
communications between sites and the office. Sibmar also 
developed better ways of tendering for local authority contracts, a 
valuable source of new business.

On completion of the KTP, sales turnover was predicted to increase 
by 140 per cent within three years to £12 million a year. Profit 
margins are also expected to increase through reduced costs.

in a nuTshell

  Sibmar is well-equipped to face future challenges with 
robust processes and systems and a sound sales and 
marketing strategy to take the business forward

  The business is now more customer-focused with a 
professional web presence and its market share has 
doubled

  Turnover was predicted to rise by 140 per cent over three 
years along with increased profits
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how KTPs worK 
KTPs link businesses to cutting edge academic research 
in their field. Companies gain the services of a talented 
graduate (known as an Associate) for up to three years to 
tackle a specific problem or issue. Associates work with both 
the company and the University to find answers, tap into 
research and make change happen. Many are employed by 
the company after the project finishes. Government money is 
available to subsidise the Partnership.

  Companies gain new cutting-edge knowledge 

 Academics use their research to benefit business directly

 Associates develop professional experience and skills

our TracK record
We have an impressive track record in helping businesses and 
not-for-profit organisations grow. Our team has supervised more 
than 90 successful collaborative schemes and raised more than 
£10million in government funding for enterprise projects in areas 
such as technology, innovation and creativity. 

Outcomes, business links and case studies from these long term 
projects are used by academics in both their teaching and research. 

Knowledge Transfer activity can take different forms ranging from 
four weeks to 36 months. All Knowledge Transfer projects are 
closely monitored and supported throughout their lifecycle. 

Experienced business development and knowledge transfer 
managers can advise companies of the best ways they can tap 
into university expertise. 

    We met all our objectives and more, enabling 
Sibmar to achieve growth on a managed basis 
and be better prepared for the fluctuations and 
challenges of the market. The key to the 
success of this KTP was the support and 
advice we received from our academic and 
professional partners, from the initial planning 
through to completion of the project

Martin sibthorp
Managing director
sibmar construction group
www.sibmar.com
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Contact us now to find out how Ktps 
can work for your organisation:

t:  020 8417 3407
e:  enterprise@kingston.ac.uk
w:  www.kingston.ac.uk/enterprise


