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SO HOW DID A local freight forwarding 
company become a key resource in boat 
transportation? Nobody could accuse 
Frank Dixie, founder and managing 
director of PSP Worldwide Logistics of 
any lack of ambition. Or nerve.

“We could see a real market opportunity, 
but that meant having to break into 
what was virtually a cartel sector,” he 
explains. “We realised we needed to do 
something extraordinary.” 

As well as something fundamental. 
When a shipping manager said he would 
only talk about providing them with 
work if he could physically see them 
actually loading a boat, Dixie arranged 
that in order to demonstrate their 
capability; the shipping manager didn’t 
show. Undeterred, Dixie looked around 
for something which would really put 
the company up in lights. He actually 
contacted Cowes Week, which had what 
was then Skandia Life as its sponsor, to 
see if PSP could be next in line, but they 
wanted “stupid money.” 

That didn’t dim the light on his horizon 
however, and he got in touch with 
the organisers of the Southampton 
International Boat Show. Astutely he 
realised that many potential sponsors 
would possibly cause a conflict of 
interest. Other luxury boat builders 
mightn’t be encouraged to be part of a 
show which had Sunseeker in its name 

for example. After signing up as the 
show’s very first sponsor for a year, with 
naming rights, PSP decided to sign up 
for a further two. Eventually they stayed 
for seven. “You’ve got to know when 
to stop, and probably in terms of what 
we needed to achieve, five would have 
probably been about right,” Dixie says. 

“Our interest was to be able to speak to 
the exhibitors, not the visitors, and the 
show meant we had them all there in 
one place for ten days.”

Arguably that quality of indefatigability 
enabled Dixie to cope with a crisis which 
would have sunk most businesses. For 
a company with maybe £1million of 
debtors at the end of a typical financial 
year, the implications of unexpectedly 
suffering a £1.1million bad debt were 
enormous. “I had to make the decision 
there and then; do I want to carry on,” 
Dixie recalls. His default position tends 
to be the affirmative, but the company 
had to make redundancies. “That broke 
my heart,” he says. 

“I came to the conclusion that we just 
had to get out there and sell. For two 
years we just blitzed it. Now we are 
stronger and healthier that we were 
prior to that bad debt. If you ever stop 
selling, you’re finished as a business. 
What excited me was that I knew I had 
to do it but I realised I could do it.  Of 
course we had too much reliance on 
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that one customer, but what happened 
is they provided us with more and more 
work, and we went further down that 
path because it was easier than going 
out and getting new customers. 

“At the time I experienced that clammy 
sensation, the realisation that no-one 
else was to blame for this. I had put at 
risk the company and the livelihoods of 
everyone, and I had to take responsibility 
to get us out of it. 

“I told the staff everything, because it 
would not have been possible to pull 
through without them. And I discovered 
that at a time of crisis, your competitors 
will get to know you have a problem 
and will find a way of getting that 
information out to your customers.”

He also discovered that if you look 
after your customers, they tend to be 
supportive, and PSP had a valuable 
unique selling point - being a freight 
forwarder which also manufactures the 
cases - which they appreciated. 
 
Two years ago, PSP opened a new branch, 
and today have a formal management 
team, with Dixie’s son responsible for 
operations, and his daughter looking 
after HR and marketing. Together with 
the finance director they make the 
day-to-day decisions. “It can be weird 
thing for the next generation to come 
into a family-owned business, but they 

realised they had to be themselves, not 
try to be like dad. People respect that, so 
it works,” says Dixie.

He think competition now in any sector 
is more professional than it ever has 
been. “There isn’t that the back of a fag 
packet spontaneity anymore. Regulation 
is a reason for that, and it’s for the better 
because it’s getting rid of the cowboy 
element.”

Market leadership credentials have been 
re-affirmed with the setting up of the 
PSP Alliance, with members in Germany, 
Italy, Spain, India, South Africa, China, 
Turkey, Australasia, the USA and Brazil. 
“The first question we still tend to be 
asked by the prospective customer is 
where are you based,” muses Dixie.

Right from the early days, Dixie realised 
that although the company is B2B, 
having a brand was essential. “Premier 
Shipping and Packaging was too long 
winded,” he explains. 

“A name needs to flow, so we came up 
with the acronym PSP.” And that brand 
focus hasn’t lessened after departing 
the boat show. The seventy-foot PSP 
Worldwide Logistics yacht is crossing 
the globe in the Clipper Round the World 
Race, together with boats carrying the 
names of Unicef, Garmin, and Nasdaq.
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REFERENCE:

Rothmans provide a comprehensive range of services 
that can be tailored exactly to your requirements. 

The Partners within each office are responsible for 
working on your affairs and are supported by other 
members of the team who are all committed to 
looking after your needs. Everyone has a role to play 
in helping you understand your finances and getting 
the most from our relationship.

With support from our other offices across the south, 
you also get the financial knowledge and expertise of 
the whole group.

OUR OFFICES

Fryern House, 125 Winchester Road, Chandlers Ford 
SO53 2DR   023 8026 5550   
chandlers-ford@rothmansllp.com

Fareham House, 69 High Street, Fareham PO16 7BB
01329 280221  fareham@rothmansllp.com

24 Park Road South, Havant PO9 1HB
023 9248 2683  havant@rothmansllp.com

1 Cornhill, London EC3V 3ND
020 7871 9711  london@rothmansllp.com

32 Dragon Street, Petersfield GU31 4JJ
01730 266816  petersfield@rothmansllp.com

114 Christchurch Road, Ringwood BH24 1DP
01425 479977  ringwood@rothmansllp.com

10 St Ann Street, Salisbury SP1 2DN
01722 413413  salisbury@rothmansllp.com

Chilworth Point, 1 Chilworth Road, Southampton 
SO16 7JQ   44 (0) 23 8021 1088  
southampton@rothmansllp.com

Trinity Court, 34 West Street, Sutton SM1 1SH
020 8642 1048  sutton@rothmansllp.com

Avebury House, St Peter Street, Winchester 
SO23 8BN 01962 842345
winchester@rothmansllp.com
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