
If your company is involved in  
manufacturing, toolmaking, engineering 
design or developing new products, you 

should be getting government cash for all 
that hard work.

Some people call it R&D tax credits,  
we just call it “cash for innovation”. 

Get what you’re owed at www.breakthroughfunding.com
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dedicated factory unit.
This was a timely move, as 

it fuelled the next stage of 
Minnitron’s growth. 

As innovative as George was, 
he didn't want to spend his 
time on the operational side 
of the business. Paul’s father, 
however, had spent his career 
in production roles and was 
able to organise that side of 
the business. So his key focus 
was the development and 
management of the business’ 
production processes. As 
part of this drive, delivering 
to customers quickly and on 
time was embedded into the 
core ethos of the business. The 
principle remains today and 
has been instrumental in the 
organisation’s success.

A tough decision
Over the following years, 
Minnitron worked with an 
impressive range of clients. 

He developed new processes 
that were not covered by them.”

Initially, it was primarily just a 
hobby. George was helping out 
friends and other radio control 
enthusiasts and enjoying what 
he was doing. Then, as more 
and more people came to him, 
he began to realise there was a 
business opportunity in what he 
was doing. 

Over the next few years, 
Minnitron was established, and 
it grew, steadily. George moved 
into larger scale production, 
and soon Paul's father also 
became involved in the 
business.

At this time the business 
was not yet able to sustain two 
full-time wages, and so Paul’s 
dad helped out in the evening 
and at weekends. The business 
continued to prosper and grow 
until Paul’s father was able 
to join the business full-time 
and Minnitron moved into a 

P aul’s grandfather, 
George, was an inventor, 
an innovator with an 

interest in electronics through 
a love of radio-controlled 
vehicles. As all inventors do, he 
had a shed. In the shed, he’d 
work on projects linked to his 
passion for radio controlled 
boats and aeroplanes. 

At the time, Printed Circuit 
Boards (PCBs) were not widely 
used, and one company held 
the patents for the processes 
used to manufacture them. 
Defending its patents, that 
company came down hard on 
anyone who tried to copy its 
methods. 

So, for the projects he was 
working on, George needed 
to identify alternative ways of 
making the PCBs.

“I’m not sure if it was 
intentional,” Paul explained. 
“But my grandfather managed 
to get around the patent issues. 

When Minnitron was formed in 1962, by an inventor who developed a 
new process for manufacturing printed circuit boards, little did its founder 
know that over 50 years later the business would be working with another 
inventor, pioneering a new technology set to change manufacturing—
3D printing. We met Minnitron’s current Managing Director and third 
generation head of the business, Paul Goodfellow, to find out more.

LIFE IN THE 
FAST LANE
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This approach has included 
rotating employees around 
departments within the 
business, which has given the 
staff a deeper appreciation of 
what their colleagues have to 
do, and how their roles affect 
others within the business.

Paul explained: “Our print 
manager has been in the 
business for 45 years. We 
moved him to the packing 
department for a couple of 
weeks, and he thought it was 
brilliant. He was able to use 
his experience to help them, 
and he came away with a new 
appreciation of the challenges 
they faced.”

One of Paul’s latest initiatives 
gives the staff a small financial 
reward if all the jobs scheduled 
for a given week are completed 
on time. 

“The key is everyone gets a 
bonus. It means the staff are all 
invested in it, and they all pull 
together,” Paul added. “It’s a 
relatively small incentive, but 
it's made a massive difference.”

Extending the Minnitron 
offer has also been crucial to 
the business’ success. This 

clearly a wise decision, he 
chose the latter.

His decision meant Minnitron 
could continue to focus on 
its core values of delivering 
quality, quickly and on time. 
These were benefits businesses 
dealing with the overseas 
markets were not getting, and 
it gave Minnitron a real point of 
difference.

“We identified that we didn’t 
want to compete in the volume 
market,” Paul continued. “So 
instead we concentrated on 
bespoke items, quick delivery 
and fast turnaround, working 
to the mantra of ‘we’ll do what 
China can’t.”

If Paul hadn’t taken this 
decision, Minnitron might not 
even exist today. Fifteen years 
ago there were around 450 PCB 
manufacturers in the UK. Today 
there are just 50.

Making it work
To survive, the business has 
had to be good at what it does. 
And Paul works with the team 
to embed, encourage and 
incentivise continued focus on 
the company’s core values.

Delivering some huge 
production runs for household 
names like Hornby, MK Electric 
and Black & Decker.

However, today, the work 
Minnitron carries out is far 
more likely to be for smaller run 
projects, for prototypes and fast 
turnaround projects. 

This change of direction was 
a deliberate decision. Around 
15 years ago the market started 
to evolve as the larger, high-
profile clients increasingly 
began to focus on price. As a 
result, more and more volume 
work was heading overseas, to 
markets like China.

Ten years ago the situation 
was coming to a head, and 
Paul had to make a choice. 
He could try and restructure 
the business, so it was able to 
compete, or he could identify, 
and focus on, the opportunities 
that did remain. In what was 

We’ll do 
what China 

can’t
“

”
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However, to buck this trend, 
Minnitron intends to continue 
to focus on projects to which 
it can add value and where 
they can meet short delivery 
times demanded by the client. 
This approach will ensure that 
the company has a place in 
the market for many years to 
come. 

So, if your business is in a 
market with intense, price-led, 
competition from overseas 
markets, all is not lost. There 
will always be a place for 
companies that are innovative 
about how they add value and 
those that find a need and 
work creatively to meet it. 

Minnitron Ltd
www.minnitron.co.uk

was moving quickly and every 
day lost was a major issue.

And so Dr Bowyer returned 
to Minnitron which was able 
to produce the circuit boards, 
populate them and deliver 
them to him within days. But 
beyond the fast turnaround, 
Dr Bowyer also had an 
ongoing dialogue with the 
Minnitron team. The team were 
constantly giving feedback, 
with ideas to improve the 
product. This close working 
relationship had a positive 
impact on the end product. 
Aside from the improved 
timescales, the added value 
more than compensated for the 
relatively small price premium. 
It also helped RepRap keep up 
with a steep growth in demand.

In the short term, currency 
fluctuations and other factors 
may be bringing some PCB 
manufacturing back to the 
UK today. But longer term, 
the focus on price and the 
resultant use of overseas 
producers is likely to continue. 
Trends show global volumes of 
PCB manufacture are growing, 
while UK figures are in decline. 

has meant staying on top of 
evolving PCB technologies 
such as multi-layered boards 
and specialist coatings, as 
well as adding value to their 
customers with services such 
as assembly—populating 
circuit boards with a client’s 
components. 

Offering this assembly 
service can be a real advantage 
for prototypes and small 
run projects. A significant 
example came with a customer 
called RepRap—pioneer 
in the development of 3D 
printing technologies for the 
hobby and home market. But 
Minnitron wasn’t RepRap’s first 
production partner.

Dr Adrian Bowyer, RepRap’s 
inventor, approached 
Minnitron for a quote to 
produce an assembled board. 
Potentially a cost decision, 
Dr Bowyer initially turned 
down the quote and went to a 
producer in China. However, 
when the six-week lead 
time quoted by the Chinese 
firm became six months, Dr 
Bowyer’s business started to 
suffer. The 3D printing market 

There will 
always be 
a place for 
companies that 
are innovative
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