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For sale:a top
property brand

RayBloom, the chiefof
JohnDWood, is giving
individuals the chance

to buy aslice ofaniconic
name. By Candice Krieger

b= AT THE AGE of 26, property profes-
sional Ray Bloom has achieved more
in the past few years than many people
might hope to achieve in their entire
career. Having worked his way up the
ladder, in 2009 he joined major prop-
erty firm John D Wood — where David
Cameron’s late father lan was a director
— and six months later, he bought the
commercial side of the business becom-
ingitschief executive atthe age of 24.

The company hasa turnover of
around £2 million and MrBloom plans
to increase this to £5 million over the
next few years, What's more, he has
recently franchised the business in
whathe believes could revolutionise
the commercial property sector.
He says: “This is something that has

beendonealotin residential butnever

in the commercial property manage-
ment world.” For around £500,000
plus a percentage of future turnover
— between five and eight per cent—
people can buy the John D Wood name
and trade under itas commercial estate
agents, investment agents and survey-
ors. “For example, if an associate at
Savills wants to go and setup by himself
but wants a name that is known in the
marketplace, we would sell them the
right to the name for a period of
20 years, providing everything
includmg the receptionist
and stationery.

“We are offering full sup-
port services and the fran-
chisee is able to earn quar-
terly commission from
work passed over to John D
Wood head office.

“The franchising can
propel John D Wood to-new
heights. It is very excit-
ing.”

MrBloom
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Ray Bloom

The Bryce Canyon Trek

Experience the inner depths of Bryce Canyon,
Zion National Park & the Grand Staircase-Escalante

National Monument, Ut;}h
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| 19th - 26th May 201 | Including flights and one night in Las Vegas
For further information, please contact Evelyn on 020 8731 7009 ext 206,

v.garbacz@kisharon.org.uk or visit www.kisharon.org.uk/challenges
Provlding education, suppnrt and opportunitls for Jewish children and adults with [earning difficuities
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launched the model at the end_of last
year and says response has been posi-
tive. He expects to have the first fran-
chisee on board within three months.

The aim is to have a network of close
to50 franchises over the next five years,
which would position John D Wood as
a considerable market force within the
UK property industry.

Now based in Berkeley Square, Cen-
tral London, John D Wood was founded
in1872.It quickly gained areputa-
tion forsecuring top-end prop-
ertydeals,including the1929
sale of London's Dorchester
House for £400,000 —
rebuilt as The Dorchester

hotel.
Today, clients include Lib-
erty of London, Deutsche
Bank and MBW Group Hold-
ings, owners of the Malmai-
son and Hotel du Vin hotel
chains.
When Mr
Bloom,
wholives
in Edg-

Kisharen

Ray Bloom of John D Wood counts Liberty of London among his clients

ware, Middlesex, joined john D Wood
lastyear, the opportunity arose for him
to buy the company. Its then owner Jer-
emy Charles decided he wanted focus
on the investmentside of the business.
He remains chairman.

. "John D Wood had suffered dramati-
cally in the 1980s and has been a rela-
tively small playersince then butI have

- big plans to get the company back to

the level itused to be."

Not willing to disclose the purchase
fee, he says: “Iwentto a few people with
my business plan and found a private
investor to back me. The chance to buy
a world-class name doesn’t come along
very often, if atall.

“There are people out there with cash

| looking for a good investment, and

as there is not too much good stock
around, investing in people and busi-
nesses appeals more at the moment.
Therefore, if you have a good ideaand a
good business plan, itis possible to suc-
ceed in these economic times, 'm not

| sayingP'm the nextRichard Branson but

hemade himselfin thelast recession.”-

For those considering buying a
company Mr Bloom, a patron of UJIA’s
young property group, advises: “You
need todeal diligentlyand look beyond
the final figure. You must have a lookat
the clients to ensure that what you are
buying is built on strong foundations.

You don't want to be in the posi- .

tion where you buy a company, and
then all your clients go bust. This
seems to be happening a lot in the

MONEY MENSCH CASH-SAVING TIPS FROI
MONEYSAVINGEXPERTCOM'S MARTIN LEWIS

advertising and marketingworld."

The firm is in talks with a leading
European hotel chain to buy a site in
London and Mr Bloom is optimistic
about the future of commercial prop-
erty, spec1flcally the management
side. “Things are picking up slightly.
There are so many commercial build-
ings, that need managing, even in bad
times."

The biggest challenge, he says, is
generating new business. "There are so
many people after the same business.
You need to come up with a niche way
of rying toattractit.”

So far so good for Mr Bloom, who also
counts GSC Property Holdings, Lord
Howe and Diageo, among his clients.
But the former Immanuel College boy
is the first to admit that he would not be
where he is today without work experi-
ence.

He got his first “proper taste for
property” aged 17 when he did work
experience at David Pearl's Pearl and
Coutts,aleading commercialagency. He
returned every holiday after thatbefore
being offered a job once he had gradu-
ated from Birmingham University.

“It's so hard nowadays to get a job
after uni when applying from scratch.
I would recommend doing as much
unpaid work experience as you can.
Then you have your foot in the door,
making it hard to be ignored. If you
can make a good impression, there's
a high chance of you being offered a
job."
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& IFYOU are going
away, don't forget

to clue up on how to
save the most money
when using your plastic
overseas,

Halifax’s Clarity card
is currently one of the
best on the market to
ensure you save on

spending while you are -

away. However, it is only
a good tool if you set up

a direct deblt to repay it
in full each month.
While most cards
add a three per cent
foreign-exchange
'load’ fee (in other
words; spend £100 of
dollars/euros on them
and It costs you £103),
Hallfax’s Clarity card
load is free worldwide.
Nor will It charge you
for cash withdrawal.

However, it does charge
Interest, at least 12.9
percent APR on cash
withdrawals even if
you fully repay, but
this waorks out to only
around £1 per £100, still
making it the cheapest
way to spend overseas.
For other
options, see www.
moneysavingexpert,
com/travelcards
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