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Welcome
At Medianett Publishing, we are the go-to resource for specialist finance news, features 
and updates, and have been reporting on the buy-to-let market for over a decade. However, 
we realised this ever-complex and growing sector needs a dedicated publication to serve 
the thousands of brokers, landlords and lenders in this space. In March 2023, we will be 
publishing our very first issue of BTL Insider Magazine in all its printed glory.

Much like we succeeded on our sister publication Bridging & Commercial Magazine, we 
promise to challenge the boundaries of what a trade magazine can be. We will elevate 
conversation from anecdotal to thoroughly researched and interrogated, showcase 
individuals and companies in ways never seen before, and give you a reason to 
once again pore over a magazine—from cover to cover.

We spoke to intermediaries and listened to what they want to read 
about and how often. This is why we decided to launch BTL Insider 
Magazine as a quarterly publication, to answer the industry’s 
burning questions in never-seen-before depth across the seasons. 

We resolved that introducing a brand new magazine to solely serve the 
BTL market during a period of market volatility would keep brokers and 
landlords updated on the news that matters. Not ones to shy away from 
digging deep, we are excited to bring topical themes into the light with the 
help and support of BTL experts and you, the reader.

We want this magazine to reflect our nuanced, interesting market and its people, 
providing a true reflection of everything there is to celebrate, work towards and 
stand together. 

Get ready for intelligent, insightful and informed content. 
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• Published four times per year as a quarterly magazine

• Circulation is projected to be 1,200 per issue at launch

• We promote the digital version of the magazine via email 
marketing to a projected BTL Insider database of around 
5,100 in its first month of release

• The magazine is shared via our B&C and BTL Insider 
social media channels (Twitter, LinkedIn and Instagram), 
encompassing over 8,000 followers

• A proportion of the magazines are distributed at industry 
events and exhibitions (when possible)

• We expect to increase our circulation by at least 20% in 
the first year
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W e are committed to providing our loyal readership with objective and original news stories that offer not only a 
deep insight into the markets we report on, but something educational that intermediaries can learn from and 
which helps build their knowledge. Our audience should understand that our decisions are not influenced by 

outside interests and trust us to be fair, responsible and impartial. We are dedicated to achieving the highest standards of 
accuracy when looking to establish the truths of stories. Our editorial values apply to all our content, whether created by 
us or industry contributors.

Each issue of the BTL Insider Magazine will be written and edited exclusively by our dedicated in-house editorial team, 
to ensure it adheres to our house style and values. As a rule, we do not accept contributed content, unless it is for our 
separate sponsored supplements. Instead, we personally seek out relevant and knowledgeable professionals to give an 
expert perspective on specific areas of the market to help us with our article research. As a result, we have full editorial 
control of the BTL Insider Magazine. We endeavour to provide original and informative stories and features, all backed by 
either our own research, industry sentiment or official sources. We will avoid publishing quotes in our interviews as facts, 
which are based on rumour or information from other news outlets and cannot be substantiated. 

Forward Features 
We often get asked if we have a forward features list; however, we have decided to take the same stance as we do on our 
online titles by coming up with our timely feature ideas on an issue-by-issue basis. Our position on this is that we are 
known for capturing the exact mood of the specialist finance sector, which can ultimately change at any moment owing 
to—among other possible circumstances—unforeseen political, economic, regulatory and business-related changes. Our 
editorial team canvasses the market ahead of every magazine edition to find out what the most pertinent issues are for us 
to be reporting on. We welcome ideas during this period from all relevant companies and individuals within them.
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0% 20% 40% 60% 80% 100%

No

Yes

Considering the rapidly changing BTL 
landscape, do you believe a magazine 
dedicated to the BTL market will be 
invaluable to brokers and landlords?

0% 10% 20% 30% 40% 50%
Other

Product launches/updates

Opinion articles

Interviews

Government regulation announcements

General news

Case studies

BTL data

What types of BTL news are most 
important to you/do you always read?

0% 10% 20% 30% 40% 50% 60%

Industry trend explainers

Product/sector guides

In-depth, high-level education

Back-to-basics education

What sort of educational articles on BTL 
would you be interested in reading?

0% 10% 20% 30% 40% 50% 60%

Taxation and regulation

HMO/MUFBs

Semi-commercial BTL

Professional landlords

Consumer BTL

EPC/energy ef�iciency

Holiday lets

What topics and subsectors would you like 
to see covered in a BTL publication?
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Market Demand A 2022 survey conducted by Medianett Publishing found strong 
demand for a magazine dedicated to the BTL market



We will be covering the topics the market is calling for us to write about

We asked: What would you be keen for a new BTL magazine to investigate?

“Availability of BTL for oversees 
investors—not just expats”

“Lenders joining and leaving the 
market and regulation coming in”

“Changes relating to interest rates and 
how this is likely to affect ICR”

“More in-depth topics that aren’t currently being 
covered to a large extent”“Interviews with key leaders of the sector and a regular trends report”

“Where in the country you’re likely not able to get 75% BTL 
mortgages because of the average rental price”

“Education on how bridging and BTL 
should complement each other”

“Legislation updates” “How best to manage/mitigate the new tax regime”

“EPC upgrades and 
what this means”

“The changing landscape between 
professional and consumer landlords”

“Valuation and solicitor struggles”“Recession implications, such as void periods 
and increasing interest rates”
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You spoke, we listened



We understand the BTL market and what our readers 
want, having reported on it for over a decade
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Will sustainability take root in 

the BTL sector?

Issue Theme Booking 
Deadline

Copy 
Deadline

Release Date

Spring 
2023

The Economic 
Environment, Tax & 
Regulation

15th January 3rd Feb 1st March

Summer 
2023

Holiday & Specialist Lets 15th April 5th May 1st June

Autumn 
2023

Consumer vs 
Professional BTL

15th July 4th August 4th 
September

Winter 
2023

Green BTL 15th 
September

3rd October 4th December

0% 10% 20% 30% 40% 50%

Landlords

Valuers

Solicitors

Lenders

Brokers

What sort of people/experts/businesses  
would you like to read about in the BTL 
space?
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Inside back  £1,200

Back cover  £2,000

Inside front cover  £1,200

False cover  £4,000

Advertorial + DPS advert  £1,500

DPS advert before & after cover story  £3,000

DPS advert in the middle of cover story  £3,000

First DPS advert pre-contents  £1,600

Full-page advert  £1,000

DPS  £1,500

Half-page  £700

Inserts/outserts  £1,500

Front cover package:  £5,000

• Bellywrap

• Insert

• Exclusive content

• Editorial featured on cover

• Full-page advert

Specialist adverts, tip-ons, bellywraps, barn-folds - POA

All prices exclude VAT

Institutional investors are eyeing the build-to-rent (BTR) sector—an area 
that has shown its worth during the pandemic and offers long-term 
prospects. With an increased focus on this asset class, it is without doubt 
that more lenders and developers will look for opportunities to quench 
demand

BTR is the description given to 
new-build apartment blocks 
that have been constructed 

specifically for renters. They need a 
minimum of 50 homes, all owned 
and managed by one landlord. The 
concept is in its infancy in the UK, 
developing as a legacy of the London 
2012 Olympics, with the conversion 
of Stratford’s East Village athletes’ 
quarters into private rentals.

BTR accounts for a tiny percentage 

of the country’s rental properties, but 
it is growing fast. By the end of March 
2021, 188,456 BTR homes had been 
completed, or were under construction 
or in planning, across the UK. 

This could be due to the many 
benefits they offer renters. Ian 
Fletcher, director of real estate policy 
at British Property Federation, says 
the most prominent advantage is the 
way that they are managed. “Staff are 
often there 24/7 at BTR buildings 

delivering hospitality levels of service, 
which makes them very secure.”

Peter Sloane, chair of Love to Rent, 
concurs that these types of homes offer 
a sense of security, as they are typically 
designed to be let in perpetuity. 

Eliot Kaye, managing director at 
Puma Property Finance, highlights their 
affordability and flexibility for younger 
generations who cannot get on the 
property ladder, as well as the appeal 
of a high quality home without being 

tied down by a mortgage or long lease. 
Eliot believes the sector has been 

boosted by the pandemic, as many young 
professionals now want to live in a place 
that counters isolation. Aligning with this, 
Ian argues “there is no point loading these 
buildings with unaffordable services”, as 
the most appreciated factors are those 
that create a community feel, “such as 
homework clubs or making an occasion 
out of an England football game”.

While BTR developments are designed 
for more luxurious living, often with 
gyms and areas for socialising, Harry 
Hodell, director at debt advisory practice 
Pure Structured Finance, raises concerns 
that they are inaccessible to less affluent 
workers. Studies have shown that rents 
in some areas can be around 10% 
higher for BTR compared with BTL. 

The misconceptions
Peter contends that the government is 
overlooking the significant role that BTR 
could play in providing quality homes. 
Indeed, the most common fallacies about 
this asset class is the perception of poor 
quality, inflexible tenures and expensive 
entry levels. Renting is often seen as a short 
term option when, actually, it can be long 
term, as seen in other parts of Europe.

In fact, Peter maintains that the idea 
that renting lacks security couldn’t be 
further from the truth. “Landlords want 
to encourage their customers to stay as 
long as possible, as the cost of finding 
new tenants and the loss of income 
during any hiatus is prohibitive.”

The perception of BTR has changed 
as it has become more established and, 
therefore, more trusted. “This has increased 
its popularity among investors, lenders 
and residents—nobody likes unscrupulous 
landlords,” Eliot remarks. Operators also 
have a vested interest in making sure they 
continue to perform at a high standard, 
offering a more reliable source of housing 
than some alternatives and making it 
attractive to policymakers, he adds.

Developers find it appealing
There is a huge opportunity to use 
statistics to help BTR developers operate 
more efficiently, Eliot states. “Good 
quality operators have already adopted 
this approach. For instance, having access 
to ongoing data around rental demand 
and prices allows them to alter rents 
accordingly, whereas failing to incorporate 
market data is an obvious pitfall.”

A wide range of developers, housebuilders, 
construction contractors, and larger housing 
associations are now active in the sector, 
notes Ian, but adds that it’s a “constant 
task” to reach out to local authorities 

Playing the long 
game with BTR
Words by
Anthony Beachey
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LendInvest started 2021 with a bang after 
securing a hefty half-a-billion-pounds funding 

line from JP Morgan in January, enabling it 
to broaden its capacity to lend in the UK BTL 

market. The finance provider appears to be set 
for a great year, ready to expand into new areas 
of BTL lending. To find out how it will be doing 

this, I spoke to sales director Andy Virgo

LendInvest’s 
£500m licence 
to take on the 

BTL market
WORDS BY ANDREEA DULGHERU

A lthough we’re conversing via the power of 
technology, the excitement and pride at having 
obtained such a significant amount of money 

radiates through Andy’s every word. “This is a huge 
vote of confidence. JP Morgan are a fantastic partner 
to have on board, as they share our vision and recognise 
our achievements as a leader in our space.” He adds that, 
since the multinational investment bank acted as a joint 
lead manager on LendInvest’s last securitisation, which 
was closed at the start of the first lockdown, it already 
has a deep knowledge of the business and its objectives. 
“They understand and support what we are doing as a 
lender and are looking to integrate themselves more 
into the fintech industry,” he states.

Straight off the bat, Andy tells me that the 
additional capital provides a huge opportunity for 
LendInvest’s continued growth in the BTL sector, with 
the company’s intention to increase its offering and 
current criteria. In addition to product expansion, it 
brings another source of funding to its diverse mix, 
which includes Citi and National Australia Bank.

Only a month after gaining the funding, the lender 
announced a number of changes to its BTL product 
suite, including rate reductions, higher LTVs and larger 
maximum loan sizes. “Our proposition was always 
going to evolve, and the recent tweaks are part of the 
focus on boosting our appeal to our broker partners and 
delivering a tailored offering for landlords,” explains 
Andy. “As we navigated the turbulent landscape of the 
past year, we adjusted our risk appetite accordingly, so 
some of our recent changes are a move back towards 
previous product norms.”

But LendInvest is aiming beyond product updates; 
it’s currently exploring adjacent areas, specifically 
consumer BTL, as Andy says this would be “a natural 
progression for the business”. It is also interested in 
upping its appetite for different property classes, in 
particular the short-term let sector. “With the great 
staycation on the cards this year, assisting landlords 
with holiday lets and Airbnb mortgages would  
be prudent.”

As LendInvest is somewhat defined by fintech, 
it’s no surprise to hear that this is something the 
team will also be working on, in order to offer an 
improved customer experience. “There is more that 
can be delivered as a fintech lender to speed up the deal 
process, cut down on admin by automating much of 
the journey, and make everything easier for the broker 
and landlord alike,” he details.

Updating its tech capabilities and BTL range 
are not the only targets in the company’s sights for 
the coming months—it is also looking to expand its 
distribution panel and attract more interest from the 
broker community. “As word has spread about the 
success of the LendInvest BTL proposition, more and 
more brokers have been beating a path to our door. The 
same can be said for our relationship with mortgage 
clubs—our team of BDMs has been educating club 
members on our products, pricing and processes, and 

awareness has risen rapidly as individual successes have 
been shared,” he expounds. “We decided early on in 
our evolution to not restrict access to LendInvest, in 
favour of a more open-door policy, as there are some 
very talented brokers out there who don’t always get 
to access lenders directly. We value repeat business 
from brokers and the pool interacting with us more 
frequently is growing as they get used to our process 
and platform.”

The lender has been building on its foundations with 
those mortgage clubs and networks—noting that it had 
seen an increase in applications from club members, 
following a big effort from the sales and marketing 
teams to educate brokers on why the LendInvest BTL 
range is a winner. “The percentage of business being 
delivered via these channels is growing quickly,”  
he adds.

Just recently, the business announced its strategic 
partners for 2021, with The Buy to Let Broker and 
Dynamo for Intermediaries among the 35 selected. 
The panel gives LendInvest the opportunity to get 
direct feedback on what these brokers’ landlord clients 
are looking for from a specialist lender, which helps it 
to shape its proposition. In return, they get dedicated 
support via direct access to named team members, an 
early heads-up on what’s coming down the line with 
invitations to product launches, and the chance to be 
the first to trial new products in the future.

While BTL forms a large part of its focus, 
LendInvest’s objective is to grow across all three of its 
product lines: bridging, development and BTL. “Our 
overarching goal that governs what we do not just in 
the BTL space, but for our full offering, is to make 
property finance simple,” says Andy. “To this end, we are 
concentrating on delivering technology solutions—ID 
verification, e-signatures, open banking and APIs. This 
supports our efforts to continue the rollout of further 
process enhancements that will better serve our broker 
and landlord clients, as we aim to break the mould in 
an industry that has been crying out for change for 
many years.”

Underpinning these aspirations is the desire to reach 
and surpass £2bn as an overall loan book for all lending 
divisions. According to Andy, the company will achieve 
this very soon as a result of the increased business it’s 
experiencing, which he believes will rise further with 
the SDLT extension. “If the start of 2021 is anything to 
go by, we are in for a huge year, but we’ve learned not 
to take anything for granted after what’s been thrown 
at us all in the past 12 months.”

It seems that with the funding line from JP Morgan, 
LendInvest has all the pieces of the puzzle necessary 
to make this an important period for the business, and 
is optimistic that it will succeed in doing so. “There 
will always be challenges, and I’m sure I’m not alone 
in saying I hope none of them will be of the pandemic 
nature again,” Andy says. “But the PRS is needed now 
as much as ever, so I’m confident the momentum  
will continue.” 

Mar/Apr 2021
9

News

The cut

The government recently revealed that it was consulting on 
plans to do away with Section 21 evictions. It claimed that 

this would bring an end to no-fault evictions with just eight 
weeks’ notice after their fixed-term contract has finished. We 
spoke to industry figures to find out the impact it will have on 

landlords and the buy-to-let market

What impact will the 
abolition of Section 21 

have on the BTL market?

Bridging & Commercial Sept/Oct 2019
6 7
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1 sponsor per publication 

• 16pp 

• Full-page advert inside front and back 
cover

• Branding throughout

• Content direction driven by you

£4,500 + VAT for 16pp   

 in association with

GUIDE TO 
FINANCING 

REFURBISHMENT 
PROJECTS 

Guide to  
specialist BTL

 in association with

Each issue of the magazine will be 
accompanied by an educational 
supplement or similar, delivered in 
partnership with some of the industry’s 
most prevalent thought leaders. These 
shorter publications will aim to lift the 
lid on topics previously explored or 
introduced on the BTL Insider website, 
or via our online sister publications 
Bridging & Commercial and Development 
Finance Today. 

We have paved the way in these niche 
areas and it seems only right that we 
expand our print offering to cover the 
burning issues that exist in this part of 
the market, too. 

We are open to collaborating on 
different ideas that are of industry-wide 
importance. Ideally, these takeaway 
booklets will provide the perfect amount 
of intense insight into a particular 
product, both informing and improving 
readers’ confidence in these areas.  

1

 Technology in banking

Technology 
in banking

 in association with

Guide to  
Bridging Finance
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Sponsored advertorials are limited 
to one per issue, and include a DPS 
advert before or after the feature. 
Our editorial team will work to 
your brief to put the advertorial 
article together to ensure it offers 
maximum editorial impact in line 
with your brand.

Advertorial Advertorial

How 
does your new 
refurbishment BTL 
proposition work?
The offering is very simple, providing 
brokers a range of financing options for 
landlord clients looking to refurbish 
property, along with lower interest 
rates as an incentive for improving their 
energy efficiency. These loans offer the 
flexibility of bridging finance with the 
certainty of an exit onto a long-term BTL 
mortgage once the improvement work 
has been done, provided that the property 
meets the expected valuation following 
refurbishment. The BTL mortgage can 
be taken out at up to 80% LTV based on 
the post-work valuation of the property. 
Landlords can usually choose whether to 
pay the interest on the bridging finance 
during the refurbishment work or keep 
their costs down by adding it to the BTL 
mortgage once the property is lettable. 
They also have the reassurance of knowing 
how much they will be paying on both 
parts of the loan from the start of the 
process, along with a secured exit for 
the project as both the bridging and BTL 
offers are issued simultaneously. This 
can obviously be a real benefit in a rising 
interest rate environment as it allows 
borrowers to lock in rates upfront.

How does the new range 
differ from Precise Mortgages’ 
earlier offerings?
We are of course not newcomers to 
refurbishment BTL lending. This simply 
builds on our established products by 
incorporating an environmental element. 
We still offer a standard refurbishment 
product, which might for  

 
example fund the 
installation of a new kitchen or bathroom, 
but we have also introduced an energy-
efficient refurbishment option, charged at 
a lower interest rate, for an upgrade that 
includes an element of energy efficiency—
such as putting in additional insulation. 
Finally, there is the EPC C+ refurbishment 
product, charged at the lowest rate, for the 
refurbishment of a property that already 
has an EPC rating of C or above, or is 
awarded such a rating after the work has 
been carried out.

What type of landlords can 
these deals be suitable for?
These products suit a wide range of BTL 
clients, but they hold the greatest appeal 
for SME landlords looking to improve 
their properties to optimise rental yields, 
rather than very large investors with huge 
portfolios. As a rule of thumb, we would 
say they have most appeal to those planning 
on spending anything from one to four 
months on the works.

What considerations did you 
take before launching the 
BTL refurbishment range?
As a group, we are committed to delivering 
a positive impact on the environment, 
accelerating the transition to a low-carbon 
economy and achieving operational net 
zero by 2030. Part of that commitment 
entails innovating and designing products 
that enable and support our customers 
to act in more environmentally conscious 
ways. The BTL refurbishment products aim 
to do just that but, before launch, it was 

important for us to establish 
that an appetite for such deals existed. 
About 12 months ago, we started running a 
series of landlord surveys, which indicated 
that there was indeed demand out there for 
mortgages that reward investors when they 
upgrade and improve the energy efficiency 
of their properties, but that engagement 
levels were not as high as they could be. 
So, along with offering these products, 
we know we have a job to do in raising 
awareness.

What advantages do 
landlords have by using a 
refurbishment BTL mortgage 
rather than dipping into 
capital reserves or using a 
straightforward remortgage 
to fund their projects?
Every individual landlord client will make 
their own decision about how to fund 
property improvements to optimise capital 
value, and those decisions will of course be 
informed by a range of factors, including 
the structure of their property portfolio, 
their capital position, their financial 
forecasts and so on. 
But, for landlords who are looking to 
borrow to finance a property refurb, this 
selection of products allows them to keep 
all of their investment costs associated with 
the one property. There is no minimum 
term on the bridging element, all of the 
rates are agreed upfront and there is a 
consistency of process, which keeps it 
simple and easy to manage.

How has 
take-up of these 
products been so far?
We have been delighted with the response 
to the launch of the new range—numbers 
have been significantly higher than forecast 
overall. But, to date, there has been more 
interest in the standard product and less in 
the energy efficiency and EPC C+ loans 
than we had anticipated. There has been 
roughly a 50/50 split between the standard 
and the other two combined, when we 
were expecting more landlords to opt 
for the energy efficiency loan—not least 
because it is relatively easy to qualify for 
but also because it’s cheaper. This tells us 
we have further to go on the education 
piece while acknowledging that energy 
efficiency options won’t necessarily suit 
every one of a broker’s landlord customers.

Why did you include the 
standard option? Why not 
simply give borrowers the 
choice between two products to 
encourage energy efficiency?
It was and remains very important to us 
not to exclude groups of landlords and/
or properties from our lending. The last 
thing we want to do is become complicit 
in creating a class of sub-prime properties 
out there. One outside risk of the current 
EPC framework under consideration is that 
more landlords may turn away from older 

properties and buy 
just new builds, forcing first-time 
buyers into older, less energy-efficient 
properties. As standards tighten, those 
first-time buyers could potentially become 
trapped in these properties a few years 
down the line if lenders can’t or won’t 
lend on them. That is just one imagined 
scenario, but something as an industry we 
need to be mindful and realistic about. 
So, as lenders, we need to encourage and 
facilitate borrowing that supports energy-
efficient improvements but not impose 
these products on all borrowers.

What are the benefits a lender 
such as Precise Mortgages 
can bring to brokers and 
their customers compared 
to other funders?
We are not new to this part of the 
market. Precise has been successfully 
offering refurbishment BTL loans for four 
years. So this latest range, with its focus 
on environmentally friendly property 
upgrades, modifies and builds on very 
well-established foundations. We know 
what we are doing from the experienced 
underwriter dedicated to each case to 
the BDM guiding the whole process. 
This means brokers and their clients can 
be assured not just of our expertise, but 

also of our 
consistency of service 
and communication, which are key to 
making a project run smoothly. We have 
great relationships with the valuers and 
conveyancers involved who are teed up 
to jump on each case immediately. The 
same valuer carries out the bridging and 
BTL elements, enhancing that reliability 
of service. The conveyancing fees are 
discounted, which is good news for the 
client, and we pay two procuration fees—
one on each part of the deal—which is 
good news for the broker.

How important is the role of 
mortgage lenders in the fight 
against climate change?
I believe that any effort to steer the 
industry towards improving the housing 
stock of the UK is to be advocated for and, 
as borrower demand for environmentally 
facing products increases, we have a duty to 
meet that demand.

For more information, contact your 
local BDM:  
www.precisemortgages.co.uk/
ContactUs/SalesTeam 

Encouraging energy 
efficiency: the new 
refurb BTL
Precise Mortgages introduced a new range of refurbishment BTL 
mortgages this summer, including two options charged at preferential 
interest rates to reward clients carrying out energy-efficient upgrades. 
Colin Barrett, group mortgage proposition director, walks us through the 
products and explains why the lender has chosen to go down this route

Bridging & Commercial Sept/Oct 2022
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Customer looking 
to refurbish their 
buy to let property?

Along with two loans combined in one 
application, our refurbishment buy to let 
proposition now has a choice of three 
exit products:

FOR INTERMEDIARIES ONLY - Product and criteria information correct at time of print (20/09/2022) MKT001654 (1)

Refurbishment buy to let

An OSB Group lender

Standard refurbishment

Energy e�ciency refurbishment

EPC C+ refurbishment

precisemortgages.co.uk

Contact your local specialist finance account manager
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Roll-fold or gatefold
Pages within the publication which throw out to 
provide extra space for advertising messages, ideal 
for generating more interest than a typical single 
page advert. They can be positioned to throw out 
from either the left or right, providing two or four 
additional pages.

Multi-page adverts can be combined with online 
advertising, such as website takeovers, to extend your 
brand’s message across print and digital. 

Pricing available on request and subject to  
exact requirements
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Interactive
Interactive adverts add an extra special touch to 
your marketing strategy. Print adverts can be made 
interactive by including QR codes that can relay 
important information about you, your team or 
product offering from a reader’s smartphone. This 
works especially well if your advertising features your 
BDMs, where they can talk directly to our readers in 
video format. 

Get in touch for examples.
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Beth Fisher
Publishing Director & Editor-in-Chief  

t. 0203 818 0165  
m. 07786 430 949 
e. beth@medianett.co.uk

Megan Goncalves
Sales & Marketing Director  

t. 0203 818 0165  
m. 07932 742 501 
e. megan@medianett.co.uk

Andreea Dulgheru
Senior Reporter

t. 0203 818 0169 
m. 07946 368 001 
e. andreea@medianett.co.uk

Not sure how 
exactly to make your 
brand stand out? 
Invite us for coffee 
and we’ll talk you 
through it, using 
physical examples of 
campaigns, inserts 
and outserts to 
inspire and motivate
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