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Nobody lik es that helpless feeling.The one you
get when you•re wandering the streets relying

on your sense of direction to get you around.

The Sony Ericsson M600i can offer more reliable navigation. It comes with
a Webraska Sat Nav 7 day trial, and if you also buy the GPS Dongle,

Sat Nav will even show you where you are. Ask in-store for more details.

You can win a M600i today including a GPS Dongle, just by emailing
your name and mobile number to M600i@iris-london.co.uk

F
or

 te
rm

s 
an

d 
co

nd
iti

on
s 

pl
ea

se
 g

o 
to

 w
w

w
.ir

is
-g

lo
ba

l.c
om

/M
60

0i
/te

rm
s contents

issue 4

3

talking your
language
Hello,

Welcome to the last Exchange for 2006.WeÕre

finishing the year with some thoughts on how to

make your business run more smoothly. First up 

is our interview with Kevin Duncan of Expert

Advice; we grill him on his approach to managing

a company and get his top tips for success.

WeÕre not stinting on the competitions either Ð

weÕre giving you the chance to win a £700

designer suit from Harvey Nichols Ð see page 23.

Plus weÕre giving away copies of KevinÕs books

(p7) and Bluetooth¨ headsets (p21).

And thanks to the hundreds of you whoÕve

responded so far to last issueÕs questionnaire.

WeÕve already responded to your requests for

more on sat nav (p14) and landline (p10), but keep

your responses coming Ð weÕll be taking them on

board in the future.

Plus indispensable features on our new

international call rates, how to use Conference

Calling from Orange and making the most of your

Orange Answer Phone.

We hope you enjoy this issue of Exchange.
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How do you get a business star ted?

The first thing you do is write down everybody you

know at all.It depends what sort of career youÕve

had and whether youÕre any good at keeping in

touch with people but anyone who does that from

scratch normally ends up with about 50 people on

the list.TheyÕll include one or two ex-customers, a

few mates. And you start by ringing them all up.

Suppose you think, ÒI would love to do this and

I know I w ould be good at it,Ó how do you go

about doing it?

You can get really talented people who get stuck,

and I would encourage them in that situation to sit

down with a glass of wine and a large sheet of

paper and say ÒWhat do I like doing with my life

and what am I good at?Ó Then, on a scale of 

1 to 10, write down whatÕs important to you in

order of priority, such as ÔmoneyÕ or Ôhaving funÕ.

Say ÒIÕm happy to earn this amount of moneyÓ 

or ÒMoney is really important to me and I donÕt

care how I earn it.Ó ÒI need something definitely in

London and something to do with ballet schools

and earn X pounds a year.Ó By tomorrow evening 

I can probably have researched every ballet

school in London and worked out how much they

charge, what they pay their instructors and how

much they pay for premises.

a 
window 
of 
opportunity

WhatÕs the best w ay of or ganising your time?

Most people in business spend most of their time

doing pointless nonsense that has no bearing on

the outcome. Pay attention to ÒWhy am I doing

this?Ó Only do something when you know why

youÕre doing it.If you donÕt know why youÕre doing

it, throw it away. I spend more time thinking

because thinking is free. So you can say, ÒOK, 

the only times that are worth me working are thisÓ.

Whether itÕs time of day, day of the week, or month

of the year, you can work that out.You can say,

ÒHow much can I do in that time?Ó How many

clients does one person want? It only takes two

minutes to work out youÕre going to need 10 or 

12 clients a year, times whatever thousand pounds

you need for your lifestyle. For example, if you want

to earn £30,000 a year, you need 10 customers

who will pay £3,000 each and thatÕs your £30,000

for the year fixed and done. Job done. Business

planned.You do not need to go to the bankÕs small

business unit to fill out 400 spreadsheets.

What if youÕve got too much work coming in to

do in your nor mal working hours?  

If youÕve got a client you like and trust and think

youÕre going to get paid, where youÕre happy with

the price and you like the nature of the work, and

three of those come in at once and theyÕre all

needed by Friday, then you just decide if you want

to work a bit harder that week.

A lot of small businesses under charge. 

How can you stop yourself doing that?

First of all, you need a rock solid basis on which to

decide what youÕre going to charge. I decided that

since IÕd worked in posh advertising agencies 

I had a rough appreciation that they charged me

out at £200 an hour. On average I work a 10-hour

day so IÕll set that at £2,000.Try to sell the value of

what you do rather than as materials with mark-up.

The problem with materials is that everybody has

an approximate knowledge of what they cost.

If you come along and say ÒIÕve got a problem,Ó and 

I say ÒWhatÕsit worth to fix it?Óit could be any price.

Ex-adver tising executive Kevin Duncan r uns Exper t Advice (www .expertadviceonline.com),

a one-man business that is, in his own w ords, Òa sound studio, an ar t dealer, a trading

operation, mentoring Ð anything you w ant it to be.Ó He has written tw o books in the teach

yourself series, Running Your Own Business and Growing Your Business . Here he shares

some tips on how to make a success of your business. 

inside business
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ÒWhat do I like doing with my life
and what am I good at?Ó



What happens if you hit a r ough patch and 

the business isn Õt coming in Ð how do you get

over that?

Hard work. But not pointless work.By hard work 

I mean ringing up loads of people. DonÕt call it cold

calling, because a lot of people are petrified of cold

calling.I always have something interesting to say

and something thatÕs highly specific to them.

Now that call takes less than a minute, so you can

do 60 an hour, so you could contact 300 people by

lunchtime. Never leave a message, because if you

leave a message you cede control of the contact to

them and they wonÕt call you back.

What percentage of calls r esult in w ork?

I reckon that you get 40 meetings out of 100 calls

and three bits of business.

What are your top tips f or star tups?

Keep it incredibly simple. Somehow the world

created the impression that itÕs difficult to run your

own business and therefore vast amounts of

thought needs to go into it. I think thatÕs rubbish.

People instinctively know what theyÕre quite good

at. They should be able to articulate to their friends

ÔThis is what I think I can do; this is what I think 

I can offer; this is what I think is a fair price. As a

result IÕm going to need 10 of those a year at that

price with these types of people, so if I ring 

50 people IÕll get 20 meetings and two jobs.Õ

What about setting up in business with 

another person?

One of the most common things people in

partnerships say is itÕs a pain in the neck working

with the other partners. So as long as youÕre up for

that or you know how to do it, or youÕve got a

proven relationship with the person and you know

what theyÕre like, then you can embark on it.

But youÕve got to make sure you can disengage

easily too, because some of the worst legal issues

have been with partnerships trying to dissolve

themselves and itÕs been horrible.

How do you go about marketing your business

when you havenÕt got much money? 

A lot of marketing is essentially free because if 

I arrange to meet you, itÕs free. If I telephone

someone, thatÕs effectively free. I would advocate

vast amounts of free effort first rather than putting

yourself in the yellow pages.

Get your copy of Kevin DuncanÕsbooks: Teach

Yourself Running Your Own Business or Teach

Yourself Growing Your Business at your nearest

bookshop or log onto: www.hoddereducation.co.uk

inside business
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ÒSomehow the w orld  cr eated the
impression that itÕs difficult to r un
your own busines sÉr ubbishÓ

Email your tip to exchange.magazine@orange.co.uk by 17 February 2007 

Ð weÕll print the winning 15 so you can shar e your experience.

Kevin is the author of Running Your Own

Businessand Growing Your Business,

part of the Teach Yourself series.

Designed to give you the advice you

need in as little time as possible, these

books come in bite-sized chunks that

you can read from cover to cover or dip

into as a reference. TheyÕre packed with

tips, systems and processes for

analysing what you should do next.

WeÕve got 15 pairs of books to give

away to our most inspired readers.

To be in with a chance to win, you just

need to share your very best business

tip with us.

competition

ÒLots of books tell you how to
deal with the practicalities 

Ð this one tells you how 
to deal with yourself Ó
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1. Only do business with people you like.

2. DonÕt distinguish between nice and nasty

tasks: if youÕre working for yourself, you have

to do them all whether you like them or not!

3. Never do anything unless you know why

you are doing it.

4. Remember that Plan B is often more

productive than Plan A.

5. Never cancel a new business meeting

because youÕre Òtoo busyÓ.

6. Concentrate on the money but donÕt

become obsessed with it.

7. Try to sell what you do as a solution to a

problem, not materials with a mark-up.

8. If you cost a lot, you must be good.

9. Become adept at describing what you do in

less than 30 seconds.

10. Introduce some humanity into your CV.

11. If you make 100 calls expect 40 meetings

and three jobs.

12. Try selling the opposite of everyone else;

portray yourself as a generalist, not a

specialist.

13. DonÕt start discounting before youÕve even

met the customer.

14. Remember that corporate time moves

slower than normal time Ð what you can get

done in a day might take a big company

two weeks.

15. Whatever youÕre planning to do, start now.

16. Never be late.

17. Be spontaneous and act naturally.

18. Take the issues seriously, but not yourself.

19. Never do one thing for too long.

20. Learn to say no politely.

1. You canÕt be prescriptive about growth.

When youÕre developing a business you

have to allow for its existing shape; what

works perfectly for one company could be

completely wrong for another.

2. DonÕt confuse movement with progress. A

smokescreen of activity can just disguise the

fact that your main priority isnÕt getting done.

3. Corporations donÕt have memories; theyÕre

constantly changing clusters of individuals.

It pays to be prepared for when your loyal

contact moves on.

4. Ask so what? questions. Give serious

thought to the nasty doubts that can keep

you awake at night and confront them boldly.

5. Rip up the mental, physical or process

straitjackets youÕve built for yourself.If you

know in your heart that something doesnÕt

work well, itÕs time to fix it.

6. The more organised you are, the less time

you will waste faffing Ð and itÕs less likely

that youÕll panic.

7. Thinking is free, so do it more often Ð itÕs up

to you to create time to think about the

things that really matter. If you havenÕt

worked out whether whatÕs keeping you so

busy is the right thing to do, you might 

be wasting time pursuing the wrong goals.

8. The next Ôbig thingÕ might be small.DonÕt

worry about coming up with something

outstandingly original; sometimes tiny

increments of change make amazing things

happen, and theyÕre usually cheaper and

easier to implement.

9. What was the original idea? If you find

yourself getting in a muddle, stop and ask

yourself this. The original idea always lies at

the heart of whatÕs important.

10. Heed your own counsel: you should always

trust your instincts. A snap judgment made

quickly can be more effective than a long

drawn-out one, but thinking through 

the cynical or sceptical view can help you

crystallise your own opinions.

KevinÕstop tips
for running yourown business

KevinÕstop tips
for growing your business



Simplify your life by moving to Orange

Landline for Business, a new service weÕre

offering exclusively to our mobile customers.*

Having one supplier for your landlines 

and mobiles makes managing your phones

easier and could save you money.

easy-peasy 
Making the move is simple. You keep all your

current phone numbers and any features you

have set up.You donÕt need to buy any new

kit and you donÕt have to use any prefixes 

or access codes. ItÕs a seamless transition Ð

weÕll handle the transfer and keep you

updated on progress, so you can just get on

with business as usual.

weÕll be there for you
Getting your landlines from Orange means

you can rely on the same dedicated

business customer support Ð where you can

talk to a real person whoÕll help you with

whatever you need.

great, straightf orward rates
We combine better business rates (for

instance, youÕll typically pay 20% less than

you would for a standard BT bill) with per

second billing and call bundles to give you

great value on your landline: 

clear pricing 

great rates to Orange mobiles

bundles for even better national,

international and mobile rates

per second billing

no minimum call charge

And if you sign up for Orange Landline before

31 January 2007 youÕll get free calls to all

mobiles on your Orange account and 10 UK

landline numbers of your choice for 3 months. 

*You must be a limited company and have an existing BT
phone line to use this service.

  Terms and conditions apply. Visit
www.orange.co.uk/landline for more details.

untangle your phones with 
Orange Landline 
for Business If youÕre not with Business Plus yet, you

might be surprised at how much it has to

offer; unlike other business tariffs, it gives

you the services you need as standard, 

not as add-ons. Plus you get further 

savings the longer you stay and the more

users you add.

If you make mostly UK calls and your

sharers often call each other, itÕs time to

make the move.

Business Plus + Business Standards
= unbeatable value
When you sign up for Business Plus, our

Business Standards services are included,

so nobody can beat our package for value:

unlimited calls* between all your sharers

free calls to your Answer Phone

free Orange Care* insurance for the 

length of your contract

mid-contract tariff review to make sure

youÕre always on the best plan

dedicated Business Customer Service 

for you and your users  

To re-sign to Business Plus call 345 free
from your Orange phone, or visit
www.orange.co.uk/business/plus for
more details about tariffs and pricing.

*Subject to terms and conditions. Unlimited calls are
subject to a fair usage policy. Visit
www.orange.co.uk/businessplusterms for full details.

To find out more call 345 free from 
your Orange phone, 07973 100 345
from any other phone, or visit
www.orange.co.uk/business/landline4

itÕs timefor
Business Plus

useful services

Orange Landline for Business

useful services

Business Plus

1110



out of of fice, not out of pocket
Constant business trips are hard enough without

worrying about international call charges or

remembering to select the network that gives

you the best rates. ThatÕs why weÕve been

working hard to make your European calls easier

and more affordable than ever.

introducing the 
Orange Business Zone
We know that most international business

travel is within Europe, so weÕve created the

Orange Business Zone. This means youÕll be

charged the same flat rates for calls across 

37 European countries Ð no matter what

network youÕre on. So you know how much

calls will cost before you even leave the office.

touch base f or less
If youÕre travelling with colleagues youÕre bound

to need to keep in touch, and of course youÕll

need to speak to the European contacts youÕre

visiting.So the Orange Business Zone includes

lower rates for in-country calls too.

donÕt forget to write
Data roaming is better value too Ð our standard

rate is now only £6.50 per MB.So you can carry

on with business as usual, wherever you are.

wherever you go, ther e we are
ThereÕs no need to miss out on the service and

value youÕre used to as an Orange business

customer while youÕre travelling: youÕll still get

per second billing wherever available and free

calls to Business Customer Services.

To find out more or sign up for 
Orange Business Frequent Traveller,
call us free on 345 from your 
Orange phone, on 07973 100 345
from any other phone, or visit
www .orange.co.uk/business/obft

off on a trip?easydoes it

mapping out the Orange Business Zone

Madeira and Canary Islands

Costs are per minute. All rates are ex VAT.Calls from
overseas networks are billed based on the individual
networkÕs rules on charging increments.

*Roaming is subject to network coverage and handset
compatibility. USA and Canada coverage is only available
in major cities. For certain countries a tri-band or dual
mode phone will be required. £5 a month charge for a
minimum of 12 months applies to each subscriber. The
product cannot be shared across an account.For terms
and conditions and roaming rates in detail visit
www.orange.co.uk/businessroaming

useful services

roaming

useful services

roaming
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Receiving a call in the Roaming call to UK from the Roaming call in the Roaming call outside the
Orange Business Zone Orange Business Zone Orange Business Zone Orange Business Zone

Standard Frequent Save Standard Frequent Save Standard Frequent Save Standard Frequent Save
Traveller Traveller Traveller Traveller

£0.25 £0.15 40% £0.59 £0.45 24% £0.45 £0.25 44% £0.85 £0.55 35%

To make your international

calls easier to manage, 

the Orange Business Zone

brings these 37 European

countries together under

the same flat rates.

Orange Business Fr equent Traveller
YouÕll save even more if you sign up for Orange Business Frequent Traveller. For just £5 per sharer

per month, you can save up to 50% on voice calls and up to 25% on data, whatever zone youÕre in.*

See the flat rates available within the Orange Business Zone below. For all other rates see

www.orange.co.uk/businessroaming



Conference Calling
from Orange

make the most of your time 
with confer ence calling
Save masses of face-to-face meeting and

travelling time by getting people together on the

phone. With Conference Calling from Orange

you can speak with up to six customers,

suppliers or colleagues at once.

Just call 345 to activate Conference Calling and

youÕre ready to go. ThereÕs no extra connection

charge or monthly fee, all you pay for is the

cost of the phone calls to each contact.They

can be on any mobile network or landline, 

and youÕre the only one who needs to have

Conference Calling on your phone.

how to get going
call your first contact and put them on hold

select the option to make another call from

your phoneÕs menu, e.g. Ònew callÓ (youÕll stay

connected to your first contact)

call your next contact (you can use your

phonebook as normal) and select the menu

option to join the two calls together

repeat until you have up to six contacts on

the line 

to speak to someone separately
during the callÉ

select the option to separatea contact from

yourphoneÕs menu,e.g.ÒextractÓor Òtalkto oneÓ

link back to the conference call when 

youÕre done

start working smar ter
To activate Conference Calling on your phone

now, call 345 free from your Orange phone,

07973 100 345 from any other phone, or visit

www.orange.co.uk/business/conf

If youÕre not sur e how to use any of the featur es mentioned, just check your
user guide or visit www .orange.co.uk/business/handsetuser guide

useful services

Sat Nav from Orange

get the most from your mobile

conference calling
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sat nav in 
your pocket

itÕs one less thing to w orry about
ItÕs simple to get started Ð weÕll provide you with

all the software and kit you need.Then youÕre

ready to go: just enter your destination and the

most up-to-date map of that area will download

to your phone.And when you get there, of course

your phone goes with you Ð so you donÕt need to

worry about leaving valuable kit in the car.

with a pocket-sized price
For just £150* set-up price, you get a Bluetooth¨

headset, GPS receiver, in-car charger, software

licence and phone mount.Then download

journey maps at our standard pay-as-you-go

data rates: a monthly 3MB bundle (just £19.50*)

will give you about 12 downloads each week.

and a pocketful of featur es
choose to see the fastest or the shortest route

select destinations from any stored in your

phoneÕs address book

search for hospitals, restaurants, parking,

petrol stations, or other points of interest

all maps are fully detailed down to street level

plus you can add
automatic updates of traffic information every

5 to 15 minutes and road safety camera

locations every month: £27.59* per year

maps for the whole of Europe: £27.59* per year

For more information and to find out if your

mobile is compatible visit

www.orange.co.uk/business/satnav4

*Excluding VAT

If you have an Orange mobile, it could be 
compatible with Sat Nav fr om Orange. Which 
would mean no need to splash out on a separate 
device, just download Sat Nav to your phone. ItÕll get you safely to any UK
destination, by car , by bike or on f oot Ð just pop it in your pocket!



get the most from your mobile

Answer Phone

get the most from your mobile

Answer Phone
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get your Orange Answer Phone

working harder

#
to returnthe call

7
rewind 10

seconds

4
reply to

message

1play it again

2
save message

0
for help

5 
send a copy to

another Orange 

user or a group

9
fast-forward 
10 seconds

8

skip to next

message
Why not call your own phone, to check what a customer would hear? If it still has the standard Orange

Answer Phone greeting, itÕs a good idea to change it to your own. Then customers will know instantly

theyÕre through to the right place Ð and be more likely to leave a message.

personalise
your Answer Phone greeting

find out more 
To find out mor e, visit www .orange.co.uk/business/answer , call 345 free
from your Orange phone or 07973 1 00 345 from any other phone.

to record
your personal greeting

press and hold 1 to call your Answer Phone

press 3 to change your personal options

press 1 to change your greeting

press 1 to record your personal greeting

3
delete message

short cuts
call Orange Answer Phone
Press and hold 1, or the Answer Phone

key, on your Orange phone or dial 1 23. 

If youÕre calling fr om another phone dial

07973 100 123, then enter your Orange

phone number , followed by your Answer

Phone PIN. 

to set up your PIN 
for additional security

press and hold 1 to call your Answer Phone

press 3 to change your personal options

press 2 to change your PIN number

enter a number between 4 and 10 digits

press the # key

press 1 to activate your PIN

If you canÕt get to the phone, itÕs good to know that your Orange Answer
Phone can take a message. T o help you make the most of this ser vice,
weÕll show you short cut keys to speed things up, how to encourage
callers to leave their details and how to keep those messages secur e.
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packed with office applications
SPV M3100 

Òthe office in your pocketÓ

In this edition weÕve included a handy guide to what our latest

phones and accessories do best.To see our full range, just visit your

nearest Orange shop or www.orange.co.uk/business/shop

This isnÕt so much a phone as a pocket

computer: with Windows Mobile 5.0, slide-out

QWERTY keyboard and 128MB of memory,

itÕs perfect for working on the move. Use

secure real-time email or go online at

WiFi/LAN hotspots. View Word,¨ Excel,¨

PowerPoint¨ and PDF files, check your

spelling, even create tables from scratch.

Talk time up to 4 hours, standby up to 4 days (for 2G usage)

Sony Ericsson M600i
Òthe PDA that looks like a phoneÓ 

A 3G tri-band phone with touch screen, scroller and handwriting
recognition that puts secure real-time BlackBerry Connectª email
and internet access at your fingertips. It has an impressive (and
expandable) array of applications including PowerPoint,¨ Word,¨

Excel¨ and a full web browser. Super-secure, with VPN capability,
encryption, virus protection and firewall.Plus 80MB of internal
memory that can be expanded.

Talk time up to 9 hours, standby up to 17 days (for 2G usage)

for the constant traveller
Samsung D900 

Òtake it with you for work or playÓ 

This slider phone is perfect for travelling: quad-band for use

across five continents, itÕs not only extraordinarily thin (15.9mm)

and light but also strong and durable. Plus thereÕs conference

calling and a big 80MB internal memory.WhatÕs more, itÕll keep

you entertained: play addictive Javaª games, watch streaming

videos, listen to loads of MP3s or take snaps with the 

3 megapixel camera.

Talk time up to 3.3 hours, standby up to 10 days

get to work wherever you are
Nokia E61 

Òall about emailÓ

Everything about the superslim Nokia E61 smartphone is

focused on mobile email.The high quality colour screen and full

QWERTY keyboard allow you to read and write in comfort.View

Word,¨ Excel,¨ PowerPoint¨ and PDF files. Send secure emails

using BlackBerry Connectª or Microsoft¨ ActiveSync and access

high-speed data* using WCDMA (3G), EDGE or WLAN.

Talk time up to 4 hours, standby up to 8 days  

*Network dependent
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if youÕre always in your carÉ
Sony Ericsson K510i 

Ògreat value on or of f the roadÓ

The tri-band K510i gives you the functionality you need in a tidy package,

with 28MB of internal memory, plus Bluetooth,¨ infrared and USB

connectivity. If you spend a lot of time on the road, get it with the HCA-60

handsfree car kit for safe and convenient calling.And if youÕrekitting out

your staff, youÕllbe pleased by its affordability.

Talk time up to 5 hours, standby up to 15 days

Advanced Car Handsfr ee HCA-60 
Òsuperior sound and top featur esÓ 

The HCA-60 has great sound quality: it can connect to your carÕs aerial

for better reception, while automatic noise reduction minimises

background noise. It has one-touch answering and lets

you use your phoneÕs voice tags and address

book to make calls with ease. Plus both callers

can talk at once without cutting each other out.

And for extra security, an alarm reminds you to take

your phone when you switch the engine off.

keep your hands free

i.Tech Clip V 
Òstylish and smartÓ 

This Bluetooth¨ headset is designed for comfort and

ease of use. ItÕs 20% smaller than previous clip-on

models and has a buzzer for incoming calls, plus voice

dialling, a user-friendly volume key and last number redial,

and it takes only 3 hours to recharge.

Bluetooth¨ v1.2 Class 2

Talk time up to 6 hours, standby up to 5 days

Southwing S H-505 Bluetooth headset  
ÒitÕs compact yet versatileÓ 

The SH-505 has a unique design and a range of handy features that

make it a doddle to use. These include touch-sensitive volume

control, one-touch favourite number dialling, call waiting and

automatic call pick-up, plus downloadable software that means you

can upgrade your headset for compatibility with new mobile phones.

Bluetooth¨ v1.2

Talk time up to 10 hours, standby up to 12 days

winan i.Tech Clip V headset
WeÕve got three i.Tech Clip V Bluetooth¨ headsets to give away.

For a chance to win, just answer this question:

How does the i.Tech Clip V compare in size to previous clip-on headsets?

a) itÕs 20% smaller  b) itÕs 20% bigger

To be enter ed into the fr ee prize draw , text ÒaÓ or ÒbÓ along with your name to

1159 before 17 February 2007. See page 28 for terms and conditions.
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Tellus what you think and you could be

lookinggood in a new suit from luxury

departmentstore HarveyNichols.WeÕll

send vouchersworth £700 to our lucky

winnerÐyou can spend them in your

nearest store on top labelssuch as 

Etro, Armani,PaulSmith, Hugo Boss,

Max Mara, Joseph or Theory.

We want to know what you think

about email: at your desk, on your

mobile, itÕs now everywhere.Although

it helps us get things done faster,

some feel that it demands too much

of their attentionÉdo you find it hard

to keep on top of your inbox? 

To be enter ed into our fr ee prize

draw, just fill in this f orm, tear 

and fold as shown, then pop it 

in the post (no stamp r equired); 

or email your answers to

exchange.magazine@orange.co.uk

All entries must be received by 

17 February 2007.

your details

Tick hereif youÕdlikeus to keepyouup-to-dateviaemailon the latestOrange productsand services.

your thoughts
Is email: A curse? A joy? (please tick)

If youÕre really for or against it, let us know whyÉ

Orange mobile number Email address

First name Surname

usefulnumbers

Eachtime you add a new user to your BusinessPlustalk plan, weÕllknock £50 off the price of theirnew

phone (sofor some phones, youÕllpay nothing!)and weÕllcredit your account with £50 worth of free calls.*

Switching wonÕt be a hassle for your users Ð theyÕll keep their existing phone numbers. And thereÕs a

lot less hassle for you Ð having all your mobiles with Orange means one monthly bill and one point of

contact. So youÕll have more time to get on with the job at hand.

To sign up a new user, call 345 free from your Orange phone 

or 07973 100 345 from any other phone. If youÕre not on 

Business Plus, you can switch over anytime to take up this offer.

For full terms and conditions visit www.orange.co.uk/account

*Offer available to small business customers who have been with Orange f or at 
least one month. Discount available and maximum number of handsets (between 
2 and 10) depend on your Business Plus talk plan bundle. Of fer can be taken up 
once each calendar month f or a maximum of 3 times within a 1 2 month period.

your account

useful numbers

22

useful numbers from Orange from any
phones other phones

Business Customer Services 345 07973 100 345

Checking your answer phone 123 07973 100 123

Orange directory enquiries 118 000 118 000

International directory enquiries 118 880 118 880

Orange Everyphone 330 07973 100 330

Emergency services 999 or 112 999 or 112

Lost and stolen phones 345 07973 100 345

thanks for being there
WeÕd like to give a little something back to our small business customers.

wina designer suit
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many thanks for your time,
we appreciate your feedback
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Key
E Orange Experience
stores where you can
learn about and
experience our latest
products.
K Stores that have
Kodak machines where
you can print photos
direct from your phone.

Scotland

Aberdeen

Unit 26a, Bon Accord Centre

Tel: 01224 628 910

127 Union Street

Tel: 01224 569 940

East Kilbride

Unit 15, Olympia Centre

Tel: 01355 581 930

Edinburgh

RU26 Ocean Terminal 

Shopping Centre

Tel: 0131 554 8913

133 Princes Street E K
Tel: 0131 240 0920

50 St James Centre

Tel: 0131 556 3620

Glasgow

11 Argyle Street

Tel: 0141 553 1302

128 Buchanan Street K
Tel: 0141 229 5290

109-113 Sauchiehall Street

Tel: 0141 353 9630

Kilmarnock

81-83 King Street

Tel: 01563 521 970

Kirkcaldy

Unit 30, The Mercat Centre

Tel: 01592 204 688

Perth

12a St Johns Centre

Tel: 01738 638 898

Stirling

Unit 17, 9 Orchard Croft, 

The Thistle Centre

Tel: 01786 477 300

Norther n Ireland

Bangor

Unit 25, Bloomfield 

Shopping Centre

Tel: 028 9147 0980

Belfast

59 Donegall Place

Tel: 028 9033 1060

Newtownabbey

Unit 73, Abbey Centre

Tel: 028 9036 9860

England North East

Chesterfield

43 Low Pavement, 

Market Place

Tel: 01246 544 380

Darlington

7-8 Prebend Row E K
Tel: 01325 481 857

Doncaster

30-31 Baxtergate

Tel: 01302 764 170

Durham

13-15 Silver Street

Tel: 0191 375 1000

Gateshead

Unit 1-50, Metro Centre E K
Tel: 0191 493 0320

Unit 265, The Red Mall, E
Metro Centre 

Tel: 0191 460 0042

Grimsby

Unit A10, Friargate Mall,

Freshney Place Shopping

Centre

Tel: 01472 353 948

Harrogate

4 Cambridge Street

Tel: 01423 529 039

Hull

36 Whitefriargate

Tel: 01482 621 830

Leeds

20 Albion Place

Tel: 01132 450 933

Unit 102, White Rose

Shopping Centre

Tel: 0113 277 5275

Meadowhall

16 High Street, Unit 20,

Meadowhall Shopping Centre

Tel: 01142 568 512

Newcastle

126 Grainger Street

Tel: 0191 233 0782

107/109 Northumberland StK
Tel: 0191 233 0032

Scarborough

5 Westborough Street, 

1-3 Huntriss Row

Tel: 01723 341 742

Sheffield

32 Fargate

Tel: 01142 799 680

Sunderland

22 Walworth Way

Tel: 0191 565 1536

Wakefield

20 Upper Kirkgate

Tel: 01924 380 545

York

16-17 Coney Street

Tel: 01904 674 130

North West

Barrow-in-Fur ness

33 Portland Walk S/Centre

Tel: 01229 811 735

Birkenhead

Unit 28, The Pyramid

Shopping Centre

Tel: 0151 649 9230

Bolton

3 Oxford Street

Tel: 01204 558 920

Bradford

Unit 1, The Talbot Hotel,

Kirkgate

Tel: 01274 371 740

Burnley

52 The Mall, Charter Walk

Shopping Centre

Tel: 01282 437 610

Bury

33 The Haymarket, Millgate

Shopping Centre

Tel: 0161 705 2868

Crewe

1 Earle Street

Tel: 01270 253 708

Huddersfield

Unit 23b, The Kingsgate

Centre

Tel: 01484 542 790

Liverpool

1 Parker Street, Clayton

Square Shopping Centre

Tel: 0151 709 6321

Manchester

29 Market Street K
Tel: 0161 819 5842

21 St AnnÕs Square

Tel: 0161 832 8951

Piccadilly Station, Unit 20

Tel: 0161 236 2140

Oldham 

3 High Street

Tel: 0161 652 9554

Preston

103 Fishergate

Tel: 01772 556 070

St GeorgeÕs Shopping

Centre, 7 Friargate

Tel: 01772 250 104

Rochdale

48 Yorkshire Street

Tel: 01706 643 730

St Helens

Unit 26, Church Street

Tel: 01744 751 594

Stockpor t

16 Mersey Way

Tel: 0161 480 5067

Trafford Park

Unit 37, 133 Peel Avenue, E K
The Trafford Centre 

Tel: 0161 755 9750

Warrington

12 Sankey Street

Tel: 01925 634 900

Midlands

Banbury

Unit 63, Castle Quay

Shopping Centre

Tel: 01295 701 310

Birmingham

09 New Street

Tel: 0121 616 1884

Unit SU323, The Bull Ring E K
Tel: 0121 643 4390

Birmingham Studio

7 Cannon Street

Tel: 0121 634 2838

Bromsgrove

114 High Street

Tel: 01527 870 856

Burton-on-T rent

Unit 6, Swan Walk, Coopers

Square Shopping Centre

Tel: 01283 533 713

Cheltenham

146 High Street

Tel: 01242 526 029

Coventr y

33 Smithford Way

Tel: 02476 231 121

Derby

6 Albion Street E K
Tel: 01332 369 093

Hanley 

Unit 104, Churchway, E K
The Potteries Shopping Centre

Tel: 01782 272 612

Kidder minster

33 Vicar Street

Tel: 01562 827 960

Leicester

Unit 4, Fosse Shopping Park

Tel: 0116 282 3337

21 Gallowtree Gate

Tel: 01162 429 970

U26, The Shires

Tel: 01162 429 990

Leamington Spa

Unit 6, Royal Priors Shopping

Centre

Tel: 01926 333 910

Lichfield

Unit 28, Bakers Lane, Three

Spires Shopping Centre

Tel: 01543 418 665

Loughbor ough

Unit 30, Carillon Court

Tel: 01509 269 520

Milton Keynes

Unit 22, (83) Silbury Arcade K
Tel: 01908 395 003

Unit 24a, Xscape Centre

Tel: 01908 309 039

Northampton

4 Wood Street, The

Grosvenor Centre

Tel: 01604 620 122

Nuneaton

Unit A, 1-3 QueenÕs Road

Tel: 02476 642 930

Oxford

42 Cornmarket Street

Tel: 01865 258 970

Rugby 

40-41 High Street

Tel: 01788 550 500

Shrewsbur y

11 Mardol Head

Tel: 01743 264 000

Solihull

5 Mill Lane

Tel: 0121 704 7840

Stafford

4-7 Gaolgate Street

Tel: 01785 250 282

Stratford-upon-A von

2a Bridge Street

Tel: 01789 201 920

Sutton Coldfield

85 The Parade

Tel: 0121 362 7840

Telford

132 New Street, Telford

Shopping Centre

Tel: 01952 293 799

Wolverhampton

6 Dudley Street K
Tel: 01902 715 540

Worcester

63 High Street

Tel: 01905 721 020

East of England

Bury St Edmunds

35 Butter Market

Tel: 01284 731 940

Cambridge

19-21 Market Street E
Tel: 01223 371 090

Colchester

11 Trinity Square

Tel: 01206 711 080

Ipswich

33 Tavern Street

Tel: 01473 235 120

Kettering

23 Gold Street

Tel: 01536 521 825

Kings Lynn

56 High Street

Tel: 01553 667 580

Norwich

26 Gentlemans Walk

Tel: 01603 229 920

South East

Ashford

Unit 22, Park Mall Shopping

Centre

Tel: 01233 663 251

Basildon

1-3 South Gunnells

Tel: 01268 533 050

Bluewater

Unit UO63, Upper Thames

Walk, Bluewater S/Centre E K
Tel: 01322 623 600

Bournemouth

30-32 Commercial Road

Tel: 01202 315 597

Brighton

71 Western Road

Tel: 01273 771 291

210 Western Road

Tel: 01273 715 230

Canterbur y

Unit 4, Marlowe Arcade

Tel: 01227 781 458

Chichester

26 East Street

Tel: 01243 786 417

Crawley

52 County Mall

Tel: 01293 561 077

Eastbour ne

118 Terminus Road

Tel: 01323 730 973

Farnham

43 The Borough

Tel: 01252 821 594

Guildford

4 The Friary

Tel: 01483 300 138

Harlow

Unit 5, Hawthorne House

Tel: 01279 635 410

Hastings

Unit 47b, Kings Walk, Priory

Meadow Shopping Centre

Tel: 01424 444 588

Hemel Hempstead

Unit 10, The Marlowes Centre

Tel: 01442 270 880

Hempstead Valley

Unit N9, (69) Hempstead

Valley

Tel: 01634 377 689

Hitchin

24 High Street

Tel: 01462 420 735

Horsham

Unit 67, Swan Walk

Tel: 01403 246 920

Luton

Unit 134, Arndale Centre E
Tel: 01582 416 286

Maidenhead

4 High Street Mall

Tel: 01628 776 832

Poole

19 Falkland Square

Tel: 01202 670 341

Portsmouth

Unit 55, Cascades Centre

Tel: 02392 756 721

Reading

Unit 31, The Oracle

Tel: 01189 719 090

87a Broad Street E K
Tel: 0118 958 8725

St Albans

Unit 41, 34 The Maltings

Tel: 01727 838 449

Southampton

Unit U6, Portland Terrace,

West Quay S/Centre E K
Tel: 02380 717 160

Southend

99 High Street

Tel: 01702 220 950

Tunbridge W ells

22 Calverley Road

Tel: 01892 616 407

Watford

Unit 8GB, 16 Charter Place E
Tel: 01923 221 850

Windsor

111 Peascod Street

Tel: 01753 859 886

Worthing

10 Montague Street

Tel: 01903 206 130

London

Beckton

Unit 17, Gallions Reach E K
Tel: 020 7474 9260

Bromley

72 The Glades

Tel: 020 8460 9420

94 High Street

Tel: 020 8460 0480

Canary Wharf

Concourse Level, 

1 Canada Wharf E
Tel: 020 7715 9300

Cheapside

60 Cheapside E K
Tel: 020 7489 8708

Croydon 

Unit A Centrale E
Tel: 020 8726 0750

Farringdon

4 Cowcross Street

Tel: 020 7251 9157

Fleet Street

171 Fleet Street

Tel: 020 7583 1822

Golders Green

32 Golders Green Road

Tel: 020 8458 6182

Greenwich

SU5 Cutty Sark

Tel: 020 8269 1420

Hampstead

72 Hampstead High Street

Tel: 020 7431 4417

High Holbor n

90 High Holborn E K
Tel: 020 7404 7843

Islington

Unit SU6, Parkfield Street

Tel: 020 7354 2186

Kensington 

135 Kensington High St E K
Tel: 020 7938 4928

KingÕs Road

71 KingÕs Road E
Tel: 020 7351 6443

Kingston

Unit F14, The Bentalls Centre

Tel: 020 8547 3524

Leadenhall

35-36 Leadenhall Market

Tel: 020 7283 0792

Liverpool Str eet Station

Unit 3, Octagon Arcade

Tel: 020 7256 9920

Moorgate

82 Moorgate

Tel: 020 7638 2622

Old Broad Street

94 Old Broad Street

Tel: 020 7496 9730

Oxford Street

89 Oxford Street

Tel: 020 7494 3132

383 Oxford Street K
Tel: 020 7408 0282

Paternoster Squar e

Unit 6, Building 2 E
Tel: 020 7236 8305

Richmond upon Thames

42 George Street K
Tel: 020 8940 3618

Romford

Unit GL7, The Liberty

Tel: 01708 764 650

Soho

32 Great Marlborough Street

Tel: 020 7734 8922

Staines

Unit 45, North Mall, Elmsleigh

Centre

Tel: 01784 440 290

UCL (London University)

Union Building, Malet Street

Tel: 020 7436 8776

Uxbridge

20a The Chimes

Tel: 01895 272 660

Wimbledon

6 Broadway E K
Tel: 020 8247 3679

South West

Bath

20-21 Cheap Street E K
Tel: 01225 474 180

Bristol

18 Clifton Down Shopping

Centre

Tel: 01179 804 930

Unit BG9, The Galleries E K
Tel: 01179 549 080

146 The Mall, Cribbs

Causeway Regional

Shopping Centre

Tel: 01179 581 030

Exeter

47 High Street

Tel: 01392 457 910

Gloucester

2-4 Northgate Street

Tel: 01452 509 950

Newbury

25a Northbrook Street

Tel: 01635 237 319

Plymouth

22/24 New George Street

Tel: 01752 250 654

Salisbury

Unit 14, 53 Old George Mall

Tel: 01722 417 865

Swindon

13 Canal Walk, Brunel Centre

Tel: 01793 527 863

Taunton

6 Cheapside

Tel: 01823 346 040

Torquay

53 Union Street

Tel: 01803 219 530

Truro

7 Pydar Street

Tel: 01872 263 097

Wales

Bridgend

9a Adere Street

Tel: 01656 643 840

Cardiff

2 Queen Street K
Tel: 029 2066 0770

Swansea

39 Union Street

Tel: 01792 659 030
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Competitions T erms & Conditions
Text messagesto1159 are free.Allcompetitions are open to Orangesmallbusinesscustomers who are a UK residentand aged 18 and over, except
employees, agentsor relativesof Orange, CraikJones and the organisationswith which the competitions are being run.No purchase is necessary.
Entry is taken as acceptance of the rules. OrangeÕs decision is final.No correspondence will be entered into. The Promotor reservesthe right to
substitute a prizewith one of equalor greatervalue.No cash alternativewill be offered.Prizesdo not include linerental, talk plansor Care insurance.
Only one entry per person per competition. No responsibilitycan be accepted for the faileddelivery of any postal entries that are lost, mislaidor
damaged or emailsthat are lost, corrupted or mis-transmitted.Thewinnerswill be picked at random from all the correct entries.Allentriesbecome
the property of OrangePersonalCommunicationsServicesLtd.Theclosingdate is 17 February 2007.Winnerswill be notifiedby telephoneor post
within 28 days of the closing date. A list of winnersÕnames and counties will be available28 days after the closing date.

The information contained within this magazine is correct at the time of going to press, but Orange reserves the right to make subsequent changes to
it, and services may be modified, supplemented or withdrawn.All prices include VAT unless otherwise stated.© Orange Personal Communications
Limited 2006.Orange, and any other Orange product or service referred to in this literature, are trademarks of Orange Personal Communications
Services Limited.
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