#7 RailBusinessDaily

£7m investment to deliver
major rail upgrades
between Newcastle and
Scotland

By Rosie Crampton August 18, 2026

it: Network Rail

Network Rail says an extensive package of rail
improvements will impact journeys between
Newcastle and Scotland over three weekends.

Its teams will be at sites across the North East of
England, carrying out track renewal and
upgrades to switches and crossings, improving
drainage systems, and renewing overhead line
equipment.
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Reach

grawn another 100 per cent from 2024 and we'll be
touching on a £20 million tumover at that point.

“What has been key is that the plan was written
by the team for the team, including shareholders,
with contributions from people across the business,
tapping into their knowledge and understanding

“It has ensured that everyone is behind the whole
process from day one. We have been chollanging
in setting our targets but always mindful of only

committing tothose things we can deliver”

Core value
At the heart of the organisation is its core values,
which are:

Acting with integrity, honest, applying expertise
safely and afficiently.

.

Delivering quality with @ high level of competence,
excellence and aglty.

Finding solutions and being reliable, responsible
and accountable

® Communication, collaboration and treating
everyone with respect.

“Our success comes down te our values, and
because we've got a skilled team of people who care,”
explained Steve.

“We've also got @ unique capability in ferms of
offering value for money which we deliver with pride
as well. Welive by those things.

“It's also imporiant that we are easy fo deal with
because we're still a relatively small company with a
flat structure, and we're very conscious that people
want to work with people who are easy to deal with,
no bureaucracy, tell it how it is and then go ond do
what we've promised.

“There is no complacency in what we do, we are
always striving to be befter.”

Thot enthusiasm to evolve is evidenced by going
the extra mile 1o improve. UKRL recently lounched
its first customer insights programme, using an
independent organisation to approach all its
customers for feedback.

“I think the value of what we get back will be
fantastic because we'll be able to take that honest,

Influence
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open feedback and da semething with it to make
things better,” added Steve.

UKRL will also soon be launching an employee
insights programme to find out what colleagues think
about working for the organisation.

“It's impartant to get their views and hopefully we'll
be able to take some positive actions to make things
better," he said

“Ift is part of o bigger plan of staff engagement
— things we are putting in place to bring people
together to ensure they feel part of the journey UKRL
ison.”

The journey shead is an exciting one for UKRL
and particularly for Steve, wha this year is celebrating
50 years in the railway industry. He sterted sut as o
technician apprentice in York and went on to hold
senior positions in manufacturing, maintenance and
rolling stock leasing sectors, before establishing his
own management consuliancy in 2012, He has alsa
served as a Board member with Vivarail, RISAS, and
alocal authority.

It hosn't been without its ups and downs —
Steve recalls one of the highs being the time he
accompaniad the late Queen Elizabeth Il on the Royal
Train, where he explained battery technology to the
then Prince Charles; and also the lows of overseeing
Vivarail into administration,

“Throughout the years | have been given
opportunities fo learn, moke o difference and most
impartantly work alongside incredibly talented
people whether they be colleagues, customers,
suppliers, trusted advisors or friends,” he soid

“One of the big lessons | learned from running
Vivarail, which unfortunately failed, is that managing
your customers ond managing your cash flow are
absolutely vital to the success of a business.

“'ve learned a lot from that negative experience
and new do things differently, especially around the
importance of having visibility of good quality data,

“I'm very excited for the future, which comes down

10 working with o team of people wha really want to

moke a difference throughout the ranks.

“For me it is as exciting now as it was when | first
started on 4 August 1975, but with o lot of experience
andlearning behind me."” £
B hirpseiuked.co.uk/
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Stand Out with Rail Business Daily

Put your brand in front of the rail industry’s key decision-makers with Rail Business Daily’s market-
leading on and offline media platforms, including the Railbusinessdaily.com 7am
newsletter and Rail Director magazine.

Reach thousands of engaged rail professionals, showcase your successes, demonstrate your
expertise, and make sure your clients and prospects understand why they should work with you.

Need help developing your message?

Alongside our market-leading media channels, RBD Marketing offers a full-service marketing
solution designed specifically to help businesses achieve their objectives in the rail sector.

From expert marketing advice and creative design to brand development and strategic guidance, we
can help you develop the right message and make the most of every opportunity to put your business
in front of the right audience.

Be seen. Be remembered. Do more business in rail.
\ 07759 706501 [ info@railbusinessdaily.com @ www.railbusinessdaily.com
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Digital Rate Card

Newsletter 2027 Website 2027

Banner £300 per week Banner £300 per month

Guest writer* £600 MPU £300 per month

Solus promotional email £600 In the News sponsorship Ask for details

Takeover 3 days £2,500 Rail Director website banner £1,000 per year

Now -20/10/2026 ~

”,.. . .
RailB Dail Tues 28 July
Takeover 1 day £900 ilBusinessDaily
1 . % Coml)

Bullding & Civil Engineering Rail Specialists
NEEX]VORKING itding ivil Engineering

News story £100 |
BITA Rail Networking.Evening— RchARD H'NES

. . . . . . . . Putting Al in Rail, Technology 4
*Guest writer articles are the top article on each newsletter attributed to a named guest writer, the cost is for two inclusions. ratonitin i indati - :‘;::‘L‘:;m;%‘:::ﬁ:‘mm:z‘“
’ - X

“There are times it is incumbent on the
regulator to call things out, with the
recent overspeed issue being one thing

*Newsletter takeovers include three banners in the newsletter, guest writer article, your company logo, and use of your brand colours.

Contact us for more details. | was just not prepared to live with

IL without intervening™
\‘\ 07759 706501 [ info@railbusinessdaily.com @ www.railbusinessdaily.com
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Digital Advert Specifications

MPU

250px x 300px

(Height x Width)

JPEG or GIF (if animated)

Maximum 4 sec if
animated

Under Img

\. 07759 706501

DAl info@railbusinessdaily.com

Website Banner

90px x 728px

(Height x Width)

JPEG or GIF (if animated)

Maximum 6 sec if
animated

Under Img

Newsletter Banner

300px x 1000px

(Height x Width)

JPEG or GIF (if animated)

Maximum 6 sec if
animated

Under Img

@ www.railbusinessdaily.com

Guest Writers
500 —1000 words with high-res headshot
image.

Email Solus
600px wide. HTML format, with all links
embedded, no footer.

News Stories
300 —500 words. 4:3 ratio image for the
header image.
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Magazine Rate Card

Y4 page advert £700
2 page advert £900
Full page advert / advertorial £1,200
2-page advertorial £2,200
£3,200

3-page advertorial

Supplier directory entry

£1,000 (10 editions)

Envelope advert £400
Promotional insert (2 pages) £500
Rail Director 4-page insert £1,500"
RBD media website banners £1,000*

December / January
February

March

April

May

June

July / August

September
October

November

*Price includes design and print using provided copy/advert. Copy creation and advert design available at an additional charge.

07759 706501

info@railbusinessdaily.com

www.railbusinessdaily.com

Look ahead

Infrastructure

Sustainability & environment
Light rail

Train operators

Health & safety

Rolling stock/depots

Stations
Freight

Signalling & Telecomms

HS2

Training

Island of Ireland
Innovation
Cyber security
Geo-technical
Projects

Island of Ireland
RIA annual conference

Light rail
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grown another 100 per cent from 2024 and we'll be
touching on a £20 million turnover at that point.

“What has been key is that the plan was wrinen
by the team for the team, including shareholders,
with contributions from people across the business,
tapping into their knowledge and understanding.

“It has ensured that everyane is behind the whole
process from day one. We have been challenging
in setting our targets but always mindful of only

committing to these things we can deliver.”

Core value
At the heart of the crganisation is its core values,
which are;

® Acting with integrity, henest, applying expertise
safely and efficiently.

Delivering quality with a high level of competence,
excallence and agility.

Finding selutions and being reliable, responsible
and accountable.

‘Communication, collaboration and treating
everyone with respect.

“Our success comes down to our values, and
because we've got o skilled team of people who care,”
explained Steve.

“We've also got @ unique capability in ferms of
offering value for money which we deliver with pride
aswell. Welive by those things.

“I¥'s also impertant that we are easy to deal with
because we're still a relatively small company with o
flat structure, and we're very conscious that peaple
want to work with people whe are easy to deal with,
no bureaucracy, tell it how it is and then go and do
what we've promised.

“There is ne complacency in what we do, we are
always striving to be better.”

That enthusiasm to evalve is evidenced by going
the extra mile to improve. UKRL recently launched
its first customer insights programme, using an
independent organisation to approach all its
customers for feedback.

“I think the value of what we get back will be
fantastic because we'll be able 1o take that honest,
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open feedback and do semething with it 1o make
things better,” added Steve.

UKRL will alse soon be launching an employee
insights programme te find out what ceolleagues think
about working for the arganisation.

“I's important to get their views and hopefully we'll
be able 1o 1ake some positive actions to make things
better," he said.

“It is port of a bigger plon of stalf engagement
— things we are putting in place to bring people
together to ensure they feel part of the journey UKRL
ison.”

The journey ahead is an exciting ene for UKRL
and particularly for Steve, whe this year is celebrating
50 years in the railwoy industry. He storted out as o
rechnician apprentice in York and went an 1o hold
senior pasifions in manufaciuring, maintenance and
rolling stock leasing sectors, before establishing his
own management consultancy in 2012, He hes akse
served as a Board member with Vivarail, RISAS, and
alocal authority.

It hasn’t been without its ups and downs —
Steve recalls one of the highs being the time he
accompanied the late Queen Elizabeth Il on the Royal
Train, where he explained battery technology to the
then Prince Charles; and alse the lows of overseeing
Vivarail into administration.

“Throughout the years | have been given
oppertunities to leam, make a difference and most
importantly work alongside incredibly talented
people whether they be colleagues, customers,
suppliers, trusted advisors or friends,” he said.

“One of the big lessons | learned from running
Vivarail, which unfortunately failed, is that managing
your customers and managing your cash flow are
absolutely vital to the success of o business.

“I've learned a lot from that negative experience
and now do things differently, especially around the
importance of having visibility of good quality data.

“I'm very excited for the future, which comes down
to working with @ team of people who really want to
make g difference throughout the ranks.

“For mae it is as exciting now as it was when | first
started on 4 August 1975, but with a lof of experience
and learning behind me.” 447
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Interview

A 30-minute interview with the RBD editorial
team on a topic of your choice, agreement of
the advertorial focus in advance will enable
suitable preparation. Draft content will be
provided for approval prior to publication.

Copy submitted

Maximum 600 words per page. Supply logos
in Al, EPS or PDF format and images in
highresolution JPEG or TIFF file formats.

3-5 images to accompany the copy, high
resolution over 300dpi.
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Advert Specifications

Quarter page
(portrait)

Quarter page
(landscape)

Full page Half
(with full bleed)  page
303mm x216mm 132mm x 185mm
inc. 3mm bleed and crop marks (Height x Width)
(Height x Width)

07759 706501 info@railbusinessdaily.com

126mm x 90.5mm

(Height x Width)

www.railbusinessdaily.com

65mm x185mm
(Height x Width)

Advertisements
Please send artwork as a print-ready PDF file
(CMYK, min. 300 DPI with fonts embedded).

Directory

Maximum 25 words, including contact details.
Please supply logosin Al, EPS or PDF format
and images in high-resolution JPEG or TIFF file

formats.
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