
Clients’ recommended that for us to become more 
embedded in the local market, and so more likely 
recognised ahead of other suppliers, we needed 
to establish an office there. Wynyard Park is on 
the A19 and ten minutes away from the A1, so we 
have great access to County Durham, Teesside, and 
North Yorkshire. It’s also free parking!

If reputation (or lack of) was an issue for you in 
Teesside, what was your initial approach to the 
market? 

Sarah

I would say, during 2015, the focus between de-
veloping new business and reigniting existing rela-
tionships was around 50%-50%. We proactively hit 
the market during the first three months, meeting a 
high number of clients and candidates. We target-
ed all levels of the market too. From junior, through 
to mid and up to executive level. Our reputation 
within the south of the region was largely at the 
mid-level. Having resources on the ground and the 
momentum to get out there and show clients how 
we could help them right across their organisations 
made a big impact.

Nigel Wright enjoying rapid growth in 
Teesside following 2015 office launch

Firstly, why did you decide to launch in Teesside? 

Richard

The Tees Valley has a thriving business com-
munity. The area will receive an extra £13.9m 
investment between 2016 and 2021 as part of the 
Government’s growth deal.  Tees Valley LEP has 
already helped Teesside companies secure more 
than £1.3bn of private sector investment since its 
creation and the NECC hopes to see 25,000 private 
sector jobs created in Teesside over the next 10 
years. Also, we felt Teesside is an underserviced 
area. It’s in-between Newcastle and Leeds and we 
recognised an opportunity to offer a higher-level 
service there.

Sarah 

Nigel Wright has always worked with clients in 
Teesside but serviced them from Newcastle. Our 
reputation wasn’t known as well in the south of the 
region because we didn’t have an office presence 
there. We’d also learned from firms that had 
used our services that the quality of candidates 
supplied by local recruiters wasn’t always great.   

As part of a wider expansion strategy, Nigel Wright Recruitment opened its first 
ever office in Teesside, at Wynyard Park House, in 2015. Eighteen months since 
the office launch, Associate Director, Richard Morgan, and Managing Consultant, 
Sarah Dargue, give their views on how the business has grown its reputation, as 
well as its size.
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Richard

We made sure our current clients knew we were here, then we iden-
tified companies and sectors we wanted to target and arranged lots 
meetings. We launched in March 2015 and spent the rest of that year 
focused mainly on business development activities. We believed ‘ex-
perience’ would drive our success, therefore the initial team of consult-
ants installed at Wynyard each had at least ten years’ recruitment and 
sales experience. Nigel Wright also adopts a one team approach, with 
specialist consultants in finance, IT, HR, sales & marketing, engineer-
ing & manufacturing and supply chain all working collaboratively and 
sharing market and candidate knowledge with each other. Other ‘mul-
tilocation’ recruiters with operations in Teesside don’t operate like this. 
Their siloed set-up means they guard intelligence rather than share it.  
This tactic, again, gave us momentum in those first few months.

What were your key learnings at the end of 2015?  

Sarah

Price was an issue at first. Nigel Wright is a premium brand with a pre-
mium service offering, but we experienced push-back from companies 
that had become used to paying low fees for a ’transactional’ service 
and less than ideal candidates.  It took time to prove the quality of our 
service in the market, as well as the effectiveness of our ’partnership’ 
approach. Now clients have acknowledged that when it comes to 
service, you get what you pay for.

Richard 

It’s a competitive market, there’s as much variety of recruitment pro-
viders here as in Newcastle.  There is also a level of expectation within 
the market about what a recruitment service is. I think local companies 
have become used to a transactional rather than relationship driven 
approach, so it’s often been difficult to persuade businesses to try 
something new. We’ve had to learn to persevere and keep pushing 
our message. Another major factor that we’ve sought to improve is 
selecting the right people for our business. Launching in Teesside 
coincided with broader investment in Nigel Wright’s internal recruit-
ment process. As recognised experts in talent attraction, it’s only right 
that we adopt the same rigour when assessing people to work for us, 

as we would when selecting people for our clients. We now have a 
detailed multi-stage process and are confident that we only hire the 
best people.  It’s been noted by those who have gone through our 
recruitment process during the last 18 months, how difficult it is to get 
a job at Nigel Wright. 

What’s the situation now? 

Sarah

We’ve established our reputation, so client meetings to discuss active 
assignments, rather than trying to sell our proposition, have increased. 
The ’footfall’ of candidates has also gone up because there’s a willing-
ness to travel to a local office, rather than to Newcastle.  We’ve grown 
our team too and now have a nice blend of experienced and junior 
consultants with expertise across different disciplines and sectors. It’s 
a supportive environment. We want to see each other succeed and 
there’s lots of ’cross-selling’ in the office. People from our Newcastle 
site visit every day too. With capacity for ten people, on occasion, 
some consultants use the interview rooms due to a lack of space in the 
main area. It’s a busy and high-energy place to work.

Richard 

Recognition of our brand is strong. We’re a part of the business com-
munity here, hosting regular seminars and other networking events. 
Several assignments completed during the first 18 months were 
existing roles, where clients had failed to find the right people through 
other providers, and passed the work to us instead. In completing 
those assignments, we’ve proved our capability and clients are notic-
ing a difference in the market.  I also believe we’ve retained everything 
good about the Newcastle office and replicated it at Wynyard. We 
have a joined-up business across two high performing sites. Candi-
dates and clients benefit, not just from a six-person office in Wynyard, 
but a 35+ person North East firm.

What are the plans moving forward? 

Sarah

Currently, consultants permanently based at Wynyard cover finance, 
IT, sales and marketing. Those with expertise in HR, manufacturing, 
engineering and supply chain operate out of Newcastle and travel here 
for client and candidate meetings. We plan to expand our team next 
year to ensure consultants based in Teesside cover all our specialist 
disciplines. 

Richard 

We’ve got good momentum and plan to continue building our team 
and supporting the growth of clients in the south of the region. It’s a 
positive place to do business and, I believe, a well-kept secret. There’s 
more potential to grow here than we first anticipated. The business 
community has responded well to the SSI closure; companies have 
diversified and become more agile and resourceful. Petrochemicals 
and digital are strong sectors. Teesside is also home to world-leading 
innovation, driven by spin-offs from the sale of ICI. PD Ports ’rule the 
river’, Hitachi is a major investment for the area, there’s even a cluster 
of major care home organisations in Darlington. We’re unearthing new 
businesses all the time, businesses that we hadn’t previously known. 
We plan to push further south too, into North Yorkshire and west 
towards Cumbria. Again, those are territories where we believe we will 
offer something different.

Teesside Office Nigel Wright Recruitment  


