
The government are currently encouraging 
companies to incur expenditure on research and 
development (R&D) in return for special tax relief 
on qualifying expenditure. 

There is a common misconception that R&D is 
limited to certain companies operating in the 
pharmaceutical and manufacturing sectors. 
Consequently, many companies operating in 

tax relief. 

The term ‘Research & Development’ has a much 

are some examples of businesses operating 

successfully claimed R&D tax relief for:

Sector R&D Tax Savings
IT and software 
developers

£44,744

Manufacturing and 
wholesalers

£67,046

Engineering £33,137
Solar installation £12,559
Electrotherapy £51,122

Are you missing out on
Research and Development
tax incentives? 
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R&D can apply to commercial companies in a 
wide variety of sectors such as pharmaceuticals, 
online retailers, engineering, designer, online/
software, biotechnology, telecommunications, 
insurance intermediaries/brokers, construction, 
and manufacturing companies; you might well be 

tax relief if it seeks to achieve an advancement in
your overall knowledge. The expenditure must
be related to your company’s trading activities, 
although it can be subcontracted out.



tax incentives? 

Tax Tips
We are very proud to announce that the 
Whittlesey Blues football team we sponsored 
this season have topped the Peterborough 
Division 2 League with two games to spare.

Here is what their coach, Tim Knighton, had to 
say: 

“What can I say about this great group of boys...... 

through all year, resulting in 
them becoming the U12 
Peterborough Division 
2 Champions with two 
games to spare. 

I also want to give a 
huge thank you to all 
the parents for supporting 
us all year, and our sponsors ,
GreenStones Accountants.  But the biggest thank 
you goes to Greg Roan and Paul Foley, who have 
helped coach this great bunch of lads and made it 
all so enjoyable. Thanks.”

Football
Champions

WELL
DONE BOYS,
YOU REALLY
DESERVED 

IT!

Ensure your investments are 
performing well

Are your investments appropriate for your 
needs and requirements, or do you need to 
review your investments to ensure that they 
are performing well and giving you the right 
balance of income and capital growth? 

Before acting and acquiring new investments 

Make the most of tax-free capital 
gains

You could make tax-free gains of £11,100 
during 2016/17.

You could transfer assets between spouses 
tax-free.

Save tax on your UK savings income

UK taxpayers may not have to pay tax on the
interest earned on their UK savings income
such as bank/building society, government
bonds and gilts, 

Basic rate taxpayers will be able to earn 
£1,000 in interest with no tax deducted 
and higher rate taxpayers will not have tax 

For further tips and advice tailored 
to your personal circumstances, call 
Loveth Watson on 01733 371180 or 
email loveth@greenstones.co.uk

Or you could consider whether it is bene�cial 
to sell some of your investments. Most 
taxpayers will be able to bene�t from reduced 
tax rates (20% or 10% for higher rate and 
basic rate taxpayers respectively) if they are 
selling assets that are not residential 
properties.



“Loads of changes happen 
in life and you need to 
adapt with the changes to 
be successful.”

We have lots of 
copies of “Who 
Moved My Cheese?” 
at the GreenStones 

like to read it for 
yourself, give the 
team a call on 01733 371180 and we can 
pop a copy in the post for you. 

The GreenStones team have recently been 
rewarded with Perkbox membership.

How does it work?
For just a small monthly fee per team member, 
your team (and you) can enjoy 100+ perks.  

for 1 and trips to the cinema for a fraction of the 
usual cost.

The team have started taking advantage of 
their perks. They are sharing all their new- 
found knowledge so they 
can maximise the savings 
across the team.

For further advice 
and information 
about how you could 
reward your team, give 
Nathan Hopkins a call on 
01733 372684, email him at 
nathan@greenstones.co.uk or visit 
Perkbox direct at www.perkbox.co.uk 

Sally Wrigley attended the 
GreenStones event, The 7 
Thieves of Time & How to 
Lock Them Away Forever.  

Simon shared lots of time- 
saving tips, but the one 
thing that Sally found 
most useful was:

The Daily Planner
A single page planner to focus on your   
achievements during the day and to set
your 3 top priorities for tomorrow.

David Swann read the second half of  “Stress Proof
Your Business and Your Life” by Steve Pipe and 
Elisabeth Wilson  

David says: “I read this a long 
time ago, but it was a good 
reminder of what I should 
be doing. There were some 
useful tips in there about 
planning mundane tasks and 
time management. It was also a 
reminder that I should be practicing mindfulness.  
Steve suggests doing this by lying down and 
listening to your breathing, nothing else. If other 
thoughts do come into your head, let them drift 

practice.”

Emma Jarvis read 
“Who Moved My Cheese?” 
By Spencer Johnson.   It 
is one of the books that 
Simon asks all new team 
members to read when 

Here’s what Emma discovered by 
reading the book.
 

Team Development

Reward Your Team 
With Perkbox



Generous tax deduction 

Small or medium-sized enterprises (SMEs) can
claim a 230% tax deduction for qualifying revenue 
expenditure relating to qualifying activities from 
1 April 2015 (225% tax deduction on qualifying 
expenditure incurred prior to 1 April 2015). 

For example: An SME company incurs expenditure 
of £85,000 on qualifying R&D projects. As the 

and loss account, the balance of £110,500 would 
be an additional deduction from its taxable 

corporation tax savings of £22,100.

Where the company is making a loss, a cash 
repayment can be obtained from HMRC by 
exchanging the losses for PAYE tax rebate. 

Act now!

A claim must be made to HMRC in order to secure 
R&D tax relief and tax credits within one year 

tax return, i.e. by two years after the end of the 
relevant accounting period. 

GreenStones can provide you with a complete 
service, including:

 Reviewing & identifying qualifying R&D
 projects.

 Reviewing & identifying qualifying
 expenditure.

 Submitting the claim 
 correctly to HMRC
 within the permitted 
 time frame.
 

 
Handling any

 
negotiations with

 
HMRC on your

 
behalf.

Contact Loveth Watson on 01733 
305163 or email 
loveth@greenstones.co.uk for further 
information. 

...Continued from page 1

Many business owners are now using cloud
based accounting software, meaning they can 

internet connection.  

GreenStones have recently started using such a 
package for their own accounting records and it 
has been a great success, especially considering 

GreenStones would highly recommend 
QuickBooks and Xero; here are our top 3 reasons 
why:

Access
Multiple users can access the accounting software 
from anywhere with an internet connection 
across all technology platforms.

Time Saving
Both software packages can link directly to your 
bank account and import transactions, saving you 
the time of having to post them all individually.

Cost Saving
QuickBooks and Xero are both great value for 
money compared to other accounting software 
packages on the market.  QuickBooks starts from 
just £4.99 per month and Xero from £20 per 
month. 

If you are considering introducing a 
cloud-based accounting system,
why not let GreenStones guide you to 
make the right choice for your business? 
For more information call David Swann 
on 01733 372681 or email him at 
david@greenstones.co.uk

Have You Discovered 
Cloud-Based
Accounting 
Software Yet?



Hello, Steve.

Hello.

Well, we’ve worked together quite a lot, 
Steve, you’ve got a fascinating history 

you’re going to share in this interview.
 
Before we get into it too much, can you 
just give us a bit of your background, 
a bit of your history, and why people 
should be interested in what you’ve got 
to share?

Yes, sure, Simon. Okay. I won’t give you 
the blow by blow, but the thing that I’ll 
often try and explain to people when I’m 

that I’m not sitting here with an MBA or 
a business degree. I left school at 16 with 

proud of that, it just happens to be the 
way it was, and by 18 I found myself 
reaching the lofty heights of petrol pump 
attendant. So my job was pouring petrol 
to people, and I thought, “There has to 
be more to life than this,” and there was 
a pivotal moment for me, when I was 18, 
I realised that the guy in the really smart 
car, with the smart suit, was about my 
age, and I thought there was something 
very wrong with the picture.
 
Anyway, we got into a conversation, it 
turned out that he was in sales; I didn’t 
really know what that meant at the time. 
The guy handed me a cassette tape out 
the window and said, “It’s not about your 

have a listen to this.” 

Simon Chaplin Interviews
On the cassette it was Zig Ziglar… 

Basically, what he was saying on the tape 
was, “If you want to see a change, it’s 
down to you.” That just kept ringing in 
my ears all the time. I didn’t want to be 
serving petrol to people; I wanted to be 
doing something bigger and better. So I 
set about trying to do what this guy had 

Within six months I’d landed a sales job, 
and within nine months of that I was 

So from 19 on I have been involved in my 
own businesses.

Excellent. What did that business do, 
Steve? I take it, it was a small company 
that you’d started up?

When I was a Director of that company 
I worked with some other guys to start 

as a sales rep, and then I got poached to 

equipment, and that’s where I was made 
the Director of the company, with some 
other guys. 

But an opportunity presented itself 
where I had the chance to go and set up 
a business in the ski industry in America.  
I found a product, thought, “This looks 
great,” the Americans loved it, and no one 
was selling it in America. So I thought 

change, move away from the economy 
where it’s no fun, start something 

States. 
 
That was a business that I started, 
built up a sales team all over America, 

NASDAQ exchange three years after 
I started it, so that was a start-up to a 

Steve Clarke
Earlier in the year, Simon Chaplin had the 
pleasure of interviewing Steve Clarke.  Here 
is a snippet from that interview, which is also 
available on CD.



public company. That was winter sports, 
that was the ski industry, that was quite 
removed as well.

Brilliant. So what types of people and 
businesses do you help, and then what 

Well, it’s right across the board, really, 
Simon, because after my American 
visit when I came back to the UK, I set 
up another company, this time in IT, 
but I know nothing about IT. I focused 
it on the insurance market to work 
as an outsource operation, I don’t 
really understand the BPO market, the 
business, process, outsourcing, but all I 
did was, each time, I was able to focus on 
a challenge or a problem that clients or 
consumers had, and then helped them 
overcome those challenges. 

That’s, in a nutshell, what sales is about 
for me, simply helping people make their 
minds up, and helping solve problems. 

Now, I don’t really mind what sector that 
is in, or what industry, but my business 
is helping people make more sales, it’s 
helping them get to a “yes” more often 
than a “no”. 

made simple, that concept, as far as 
you’re concerned, applies to the two 
or three people organisations who 
are making sales all the way up to big 
organisations, it’s the same principles 
and ideas and concepts that go into each 
of those?

Absolutely. You know I speak a lot 
internationally now as well, which is 

go, Simon, you’ll have heard this before, 
too, people will say, “Oh, well that’s 

ours.”  “That’s okay in that country, but 

go, it’s exactly the same challenge and 
exactly the same things that people face, 
which is, “How do we get more of the 
right kind of clients to buy from us more 
often, so that we can make the right kind 
of margin?” 

So the principle of sales made easy, just 
expand on that a little bit for me, how do 
you make a sale easy?

So I’m not being pedantic, but it’s not 
“sales made easy’”, it’s “sales made simple”

For me, business is really simple. It’s not 
easy, but it’s really simple. Someone 
has got a product, or a service to sell 
to people, and someone wants to buy 
it. Maybe somewhere in the middle 
someone makes something, but 
that’s how simple it is. People totally 
overcomplicate it!

Brilliant. Just one thing I want to pick 
up on, and I’ve seen you present, Steve, 
and if we’ve got time, the story that you 
share about the opticians? We don’t have 
time for the whole story, but just a brief 
summary of that, because… Well, if you 
share the story, I still resonate with that 
story now.

So, in essence, for those who won’t 
have heard it, my belief is that in every 
business, whether you’re a one-man band 
or a multinational, there are three very 
distinct sales teams in every business 
that you consider, and you should have 
a strategy for each one of those. So, 
very quickly, they are the regular, the 
reluctant, and the referral teams. 
 
So, a regular team is fairly self-
explanatory; they’re the people who 
have a quota to meet, and they accept 
that they’re in sales and doing a job. The 
reluctant team is just about everyone 
else in the business, it’s fee earners at 



an accounting practice, fee earners at 
a solicitors, who absolutely don’t think 
they’re in sales. It’s the delivery driver, it’s 
your accounts department, all of those 
things. 

So, when you’re talking about the 
opticians’ situation, that was a reluctant 
sales team. These people are clinicians; 
they’re not sale speople. When their
bosses were saying, “We want you to sell 
additional services,” and things that we 
might recognise as upsell, most people 
are familiar with that term. But all they 
could see with that, was selling more 
product to put more fuel in the boss’ s 
BMW because, “He’s got more cash out of 
us now, but we’re not in sales, we’re not 
going to do 
that.” Because 
they thought, 
if they were 
selling, they’d 
be sleazy, 
slimy, slippery, 
all those 
things.
 
So, I was working with a group of the top 
opticians in the country, and they asked 
me to do a sales training day for their 
people, and in order to do that, I had to 
do a secret shopping programme. So 

opticians around the country over the 
space of three days, doing all of the 
eye tests – you’ve had them, we do the, 
“better with, better without? Better with, 
better without?” In a dark room.

practices was quite phenomenal in terms 

they were meant to be all of the top 
leaders in the country. 
So, I told each one the problem with my 
eye, I gave them all the same scenario 
and I agreed I'd say "yes" to whatever they 

was, “Well, what eye test would you like?” 
So I went, “I don’t know. These are the 
problems I’m having, what do you think?” 

do, it’s £29, let’s see where we go from 
there.”
 

gave me the cheap eye test, wrote me a 
prescription and sent me away for £29 
and it was all done. 

Long story short, by the time I’d got 
about six or seven eye tests in, the 
person, as I walked through the door, 

Mr Clark.” Brilliant. I mean, I’d booked an 
appointment weeks in advance, they 
all knew I was coming to their practice. 

name!  So, “Take a seat, Mr Clark, or can 
we call you Steve? Lovely. Sit down. The 
optometrist will be with you in a minute, 

came out and again, sat with me. “So, 
you’re telling me you’ve got blurry vision 
in this right eye; I’m sure it’s nothing to 
worry about, but what we’ve got is a 
machine out here that will look behind 
the eye, through the eye. It's not invasive, 
it won’t hurt, but I’d like to give you that 
eye test so that we can really check that 
you’ve got your ocular health in order, if 
that’s okay?” 

So of course I said "yes"; it was £89, not 
£29, but that didn’t bother me, I want to 
get my eyes sorted. She walked me and 
sat me down, and within just minutes, 
the poor girl was starting to break out 
in a sweat, she went a bit panicky, she 
left the room, came back in and said, 
“Mr Clark, don’t panic,” and straight away 
I’m thinking, “Hold on, I’ve gone from 
Steve to Mr Clark, and don’t panic.” And 
she said, “We’ve just called A&E, they’re 
expecting you now, because your retina 
is detaching.” 

“How do we 
get more of 

the right kind 
of clients to 

buy from us?”



“The 7 Habits of Highly E�ective 
People” By Stephen Covey

“Things that I still absolutely help people 
with from that was the phrase ‘begin with 
the end in mind’, so having a goal that you 
must set. 

Where that was so profound was, in my 
last business - I was going to retire at 45 
and when I set that goal I had no idea how 
it was going to be, but I started with the 
end in mind.

So, I set my goal, the day before my 46th 
birthday, we were locked in a room with 
lawyers and accountants ready to sell the 
business. At 4 o’clock one of the bright 
sparks in there said, ‘Gentlemen, we’re 
all getting rather fractious, what say we 
adjourn until tomorrow?’

Well, given that my goal was to retire at 45, 
and tomorrow I’d be 46, what chance do 
you think they had of getting out of that 
room?

and at 11:30 that night we signed the 

sold the business while I could still retire at 
45. 

I wouldn’t have done it if I hadn’t read that 
book, if I hadn’t been set on having goals.”

Steve’s Book RecommendationWhen a retina detaches, it falls away 
from your eye like soggy wallpaper, and 

it in time they can put the retina back 
together. So I went through with it, and 
I went to the hospital, and right enough, 
they’d detected this detached retina, 
which all of the other people missed, and 
they missed it not because they didn’t 
have the equipment. They all had the 
equipment, 
what was a 
shame was 
they were 
too afraid to 
sell me, in 
their mind, 
the more 
expensive 
eye test that 
would have 
detected it. They all had the equipment, 
but they didn’t use it, because they were 
afraid to sell. 

From the sales training, we re-phrased 
“up-sell” to “up-serve”,  and when we went
to up-serve our clients, and they would 
consider they were serving people better, 
sales were made simple. At one single 
practice, over three months after that 
event, their sales went up – incremental 
sales – by over £129,000, because they 
were up-serving, not up-selling. It’s just 
the mind set. 

Thank you. That story still resonates with 
me now.  

do and the way that you can help them, 
how is best for them to follow up?

Probably the simplest thing is to visit 
my website.  I have Eureka Selling, an 
academy that’s free, there are all sorts 
of downloads and things for free. So the 
website is www.eurekaselling.co.uk

“Begin 
with the 

end in 
mind”



We are excited to welcome two new team 
members that have joined the team over the 
last couple of months.  If you have not had the 
pleasure of working with them yet, here is a 
little more about them.

Since January the team have been working 
towards raising money for GreenStones’ chosen 
charity, Macmillan Cancer Support.

GreenStones sponsored “The 7 Thieves of Time 
& How to Lock Them Away Forever” event along 
with Lloyds Bank and raised £303.00 (each) in 
ticket donations.

The team will soon be giving up their time to 
collect donations at a local supermarket and
they have a “swear jar” in the o�ce which has
 collected over £150 so far!

The team have lots more fundraising 
ideas in the pipeline.  Keep an eye 
on GreenStones’ social media sites 
and check out our Dates for the Diary 
section (page 11) for more information.
 
Alternatively, you can visit 
www.justgiving.com/greenstonesWhat can I do to help you?

I work in the accounts team at GreenStones.
I prepare annual accounts, personal tax returns 
and corporation tax returns.

In addition, I complete bank control accounts, 

What can I do to help you?
I am part of the GreenStones accounts team. I 
can prepare your management accounts, VAT 
returns and undertake any bookkeeping you 
may need. I can help all types and trades of 
businesses. 

What do I do at GreenStones?
I joined the team in February 2016. I am a 

Management Accountant. I produce company 
accounts from bookkeeping to management 
accounts and can also help with your budgets 
and forecasting.

3 fascinating facts about me:
 I used to be a professional dancer.
 I love horses and have a Bachelor of

 Science degree in horse nutrition.
 

Jade 
Shelbourne
Accounts Incharge

Tel: 01733 372689
Email: jade.shelbourne@greenstones.co.uk

Shanonne 
Parsons
Management Accountant/
Bookkeeper
Tel: 01733 305168
Email: shanonne@greenstones.co.uk

Have You Met the Team?

Supporting Macmillan

which are supplied to your customer manager 
ready for when you meet them.  I can also help 
you with accounting software queries including 
Sage and Xero.

What do I do at GreenStones?
I joined the team in March 2016.

Chartered Accountant.

I produce annual accounts, quarterly VAT 
returns, personal tax and corporation tax 
returns.

3 fascinating facts about me:
 I have a green belt in karate.
 I have done 8 skydives.
 I was once in a lift with Ewan McGregor.

,



extremely well. Her knowledge is 
brilliant and she has worked hard all month 
and got stuck into work.”
 

that, she has produced some very good work 
and is learning the way we work very quickly.”

“Michael supported me 

me put together a spreadsheet and supporting 
documents for an HMRC review on a payroll 
customer. He did all this whilst continuing his 
full time accounts role.”

“She has been a big support to 

train and support me with my new job role.”

“Well done Tracy Davis who smashed all her 
targets.”

“For the inspiring way she 
handles queries with such 

“My vote has to go to Loveth for simply being 
proactive, educational and inspiring in the way 

“Mark helped me with a piece 
of work at very short notice and 

“He helped me reach my target by giving me 

doing and answered all my questions”

“He inspires me to be the best I 
can be and challenges me to beat 
his and Simon’s expectations of me.”

Tracy Davis

Michael Weatherington

Jade Shelbourne

Mark Wrigley

Nathan Hopkins

Loveth Watson

Team Member of the Month

“Mark helped me with a piece 
of work at very short notice and 

“He helped me reach my target by giving me 

doing and answered all my questions.”

“He inspires me to be the best I 
can be and challenges me to beat 
his and Simon’s expectations of me.”

“For the inspiring way she 
handles queries with such 

“My vote has to go to Loveth for simply being 
proactive, educational and inspiring in the way 

“Michael supported me 

me put together a spreadsheet and supporting 
documents for an HMRC review on a payroll 
customer. He did all this whilst continuing his 
full time accounts role.”

extremely well. Her knowledge is 
brilliant and she has worked hard all month 
and got stuck into work.”
 

that, she has produced some very good work 
and is learning the way we work very quickly.”

“She has been a big support to 

train and support me with my new job role.”

“Well done Tracy Davis who smashed all her 
targets.”

nominations and supporting comments are sent to Simon Chaplin for consideration, he then announces 
a winner or winners at the monthly team meeting.  Here are our recent winners, together with comments 
made by others within the team. 



Dates for the Diary
•• 30 June 2016 ••

HMRC should have received your Corporation 
Tax Return (CT600) for the accounting period 
ended 30 June 2015 

Companies House should have received your 

ended 30 September 2015

••• 1 July 2016 •••
HMRC should have received payment of 
corporation tax liabilities for small and medium- 
sized companies with accounting periods 
ended 31 September 2015

•• 19 July 2016 ••
HMRC should have received your PAYE & NIC 
deductions, and CIS return & tax payment for 
the month to 5 July 2016 (due 22 July 2016 if 
you pay electronically)

•• 31 July 2016 ••
HMRC should have received your Corporation Tax 
Return (CT600) for the accounting period ended  
31 July 2015 

Companies House should have received your 

ended 31 October 2015 

••• 1 August 2016 •••
HMRC should have received payment of 
corporation tax liabilities for small and medium- 
sized companies with accounting periods 
ended 31 October 2015

•• 19 August 2016 ••
HMRC should have received your PAYE & NIC 
deductions, and CIS return & tax payment for 
the month to 5 August 2016 (due 22 August if 
you pay electronically)

•• 31 August 2016 ••
HMRC should have received your Corporation Tax 
Return (CT600) for the accounting period ended
31 August 2015 

Companies House should have received your 

ended 30 November 2015

•• 1 September 2016 ••
HMRC should have received payment of 
corporation tax liabilities for small and medium- 
sized companies with accounting periods 
ended 30 November 2015

• 19 September 2016 ••
HMRC should have received your PAYE & NIC 
deductions and CIS return & tax payment for 
the month to 5 September 2016 (due 22 
September if you pay electronically)

 22-27 August 2016
Simon Chaplin will be walking 84 miles 
from coast to coast along the Hadrian’s 
Wall path 
18 September 2016
David Swann will be taking part in the 
Rutland Half-Marathon
September 2016
The team will be collecting for Macmillan 
at M&S (Brotherhood Retail Park)
30 September 2016

lunch
Co�ee & cake morning followed by BBQ

21 December 2016

Tickets can be purchased from 
GreenStones team members

www.justgiving.com/greenstones

Fundraising Events



Contact Us!
  

         01733 371180
 www.greenstones.co.uk

      advice@greenstones.co.uk

      GreenStonesUK

      GreenStones - Limited

      @GreenStonesUK

Our Customers
Have Their Say!

Here is what our customers recently said 
about us when they were asked…

If someone asked you about GreenStones, 
what would you say?  

“Brilliant company. Sparky. Always looking for 
ways to save you unnecessary expense.”
Chadwick Design

“First class knowledgeable provider - not your 

Condel Limited

“Seriously consider appointing them; at the very 
least go and see them if you are looking for an 
accountant.”
Stortford Business Solutions Limited

Look out for our Customer Satisfaction Survey, 

accounts.  Remember, if you complete the 
survey with your company name you will 
be entered into our quarterly draw to win a 
£50 John Lewis voucher.

Congratulations, Trisha and Kevin Crighton 
from HEC Enroute 
Limited who won our 
customer satisfaction 
survey draw on 31 
March 2016.

How does our 

Here are our three KPI results which we feel 

and promises.  For the month of
April 2016: 

 Our customers scored us
 9.7 out of 10.

 We turned our customers’ records
 into accounts in  an average of 17.8  
 days (we promise 45 days).

 We made 94 proactive phone calls
 to our customers (we aim for 64). 

We love receiving referrals from our customers 
and associates. It not only means we’re doing a 
great job for you, but also that you trust us to do 
the same for the people you have referred to us.

So, each time you introduce an individual or a 
business to us 
and they become 
a customer, you 
will receive a case 
of wine or a food 
hamper.

What are you 
waiting for?

Visit
www.greenstones.co.uk/howyoucanhelp 
Call us on 01733 371180

*Free case of wine or food hamper will only be received if 
your referral becomes a customer of GreenStones.

Spread The Word 
About GreenStones
…and receive a free case of wine or food hamper*

GreenStones
9 Commerce Road,
Lynchwood, Peterborough,
Cambs PE2 6LR
GreenStones
17-19 Queen Street, 
Whittlesey, Peterborough, 
Cambs PE7 1AY

Design by Dave Brogden www.deadbunneh.com


