
During World War II, when large numbers of 
male workers went to fight in Europe and the 
Pacific, women took their place in more “mas-
culine” occupations in the workforce.

These gains in traditional male jobs such as manufac-
turing were short-lived, as they were deemed necessary 
only for the war effort, and once the men returned 
from overseas the situation went back to pretty much 
business as usual.

However, social, economic and industrial evolution 
has seen a change from the traditional family having 
only a male breadwinner, to a situation where women 
are valued in most occupations – as is their input to the 
family coffers.

Perhaps understandably, some occupations have still 
remained very male-orientated – usually those that are 
physically demanding, involve a lot of “dirty” work and 
have an ingrained “blokey” culture.

The swimming pool industry – especially on the 
construction side – has definitely been one of those 
industries in the past. But times are changing as more 
and more women are finding their place in the industry 
– and not only as workers, but as leaders.

There are a number of reasons for this including the 
maturation of the industry and the influx of a second 
and third generation into the pool businesses. Whereas 
previously many business owners planned to pass the 
reins onto their sons, many now pass them onto their 
daughters instead.

It is also worth considering the distinction between 
the three arms of the pool and spa industry. While 
construction has been the most male orientated, manu-
facturing was less so, and retail least of all.

No longer just a
blokey industry 

Also, it is worth considering that most small builders 
have been very much a partnership between the man 
working in the field, and the woman running the office 
side of the business.

Over the following pages we talk to a number of 
women who have made their mark on the industry and 
are helping lead it into the future.

We look at the changing perceptions of women in 
the industry by other industry members and also by the 
general public.

We’ve spoken to a number of women in the industry, 
but this of course only represents a small sample of 
the women who are out there making a success in the 
swimming pool and spa industry, and in turn making 
the industry a success.

Like father like daughter
After 21 years in the industry, Lynley Papineau has risen 
to the role of president of SPASA Australia and execu-
tive director of Perth-based fibreglass pool manufacturer, 
Aquatic Leisure Technologies (ALT). It is an exciting 
time to be involved in the industry, with the transition to 
a national SPASA on the association side and technolog-
ical advancement on the manufacturing side. 

Like a number of the participants in this article, Pap-
ineau came from a pool industry family and was given 
the opportunity to continue with the family business. 

“When I graduated from university with a Bachelor 

Lynley Papineau, 
president of SPASA 
Australia and executive 
director of Aquatic 
Leisure Technologies

“One of the 
hardest 

decisions of 
my life was to 
join the family 

business 
because I didn’t 

want anyone 
thinking I had 
a handout or 
couldn’t have 

made it on  
my own.”
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of Business I had to make the choice to join the family 
business or branch out on my own,” she says. 

“After doing work experience at a large mining 
company, I knew that it would be years before I could 
have a significant impact. I was impatient and wanted 
to make a difference straight away. One of the hardest 
decisions of my life was to join the family business 
because I didn’t want anyone thinking I had a handout 
or couldn’t have made it on my own. It may have been 
hard but was also one of the best decisions to enter the 
swimming pool industry and join ALT. 

“I had grown up around pools with many school 
holidays spent in the office helping out. As the business 
was a lot smaller back then there wasn’t a position for 
me in my field of marketing and public relations so I 
started out in purchasing and stock control, moving 
into office management and quality assurance before 
taking over the marketing function some years later. 
All of these roles helped build a solid foundation to 
understand how the business operated.” 

Although the industry tends to be male-orientated, 
Papineau says being a woman hasn’t made life too 
difficult as an industry leader.

“Sure there have been some experiences and com-
ments over the past 21 years that I would prefer to 
forget, wish they didn’t happen and certainly would 
not have happened if I was a bloke but I won’t let the 
minority of small minded people impact the person I 
want to be or the career I want to have,” she says.

Papineau adds that she has always been focussed and 
results orientated. 

“It doesn’t take people long to realise you are com-
petent when there is positive change. In the early days 
I was very mindful of being in a position of authority 
as a 25-year-old female, as the daughter of the business 
owner asking team members who had been around for 
a lot longer to trust you that the change or improve-
ment you wanted to implement would work.”

However, she says any reluctance probably had more 
to do with her age than her gender. 

“Once you get a few wins under your belt and the 
trust is built, you very quickly get a reputation as the ‘go 
to person’ to get the job done.”

She says that ALT has always been an organisation 
that supports women in business, and as such she has 
been surrounded by strong and capable women. 

“The manufacturing and construction sides are 
certainly more male-dominated due to the physical de-
mands of the roles, but there are plenty of husband and 
wife partnerships owning and operating pool building 
companies in Perth,” she says.

“From the perspective of our business and other 
businesses in the industry there is a strong presence of 
women. ALT has four women as part of the manage-
ment team. It is more at the committee and board levels 
where I see some gender inequality.”

In 2000 she became the youngest and first female 
president of SPASA WA. There are now three women 
on the SPASA WA committee and she says she’d like 
to see other states encourage women to join board po-
sitions. She adds that during her 18 years involved with 
SPASA she has always felt supported. 

“I remember falling pregnant during my first term as 
president,” she says. “And I wondered what the com-
mittee would think. We were lobbying government as 

the time in relation to a change in legislation. The com-
mittee was not only happy for me but fully supported 
my role as president. In terms of discussions around 
gender equality, I have always taken the mind-set that 
I am equal and it is my work that should be judged and 
not my gender. 

“To me the most important point is choice. Any 
woman should have the same choices available to them 
as a man. It is then up to any individual or family unit to 
decide what is best for them. The problem is that many 
workplaces don’t offer choices that are conducive to 
women re-entering the workforce after having a family.”

Flexible workplaces
Papineau says the real challenge is being able to achieve 
business success with a work-life balance, and that a 
flexible work environment is key to retaining women in 
the industry; which ultimately benefits both employees 
and employers.

“Some of our key staff members are working mums 
with flexible arrangements – they are powerhouses. I 
challenge businesses in our industry to consider offer-
ing flexible working arrangements if they don’t already. 
Through this we can invest and develop women in our 
industry which can ultimately result in more women in 
leadership roles.”

She adds that women in leadership positions offer 
a different perspective and it is important to have a 
balanced view in any team. 

Papineau recommends women in the industry look 
for networking and advancement opportunities through 
initiatives such as the Telstra Women in Business 
Awards program, and the Accelerated Leadership 
Performance Program for Women through the Aus-
tralian School of Applied Management and Women & 
Leadership Australia (see box on page 39). Scholarship 
funding is available and the program supports the ad-
vancement of women into positions of leadership across 
the Australian workforce. 

She is not aware of any specific swimming pool and 
spa industry networking programs for women, but 
says it is something SPASA Australia could consider 
leading the way with. 

The third generation of women
Peita Otterbach, sales and marketing manager at Albatross 
Pools, is continuing the line of women involved in the 
family business, starting with her grandmother Judith Van 
Der Haar and her mother Lynda Van Der Haar.

Her grandfather Ben Van Der Haar started the busi-
ness in 1969 with Judith working as the office adminis-
trator. Her father Michael Van Der Haar started work-
ing for the business when he was 12, initially cleaning 
the pools before moving on to help build them.

“Then he went over to Canada where he did quite 
intensive training on our particular system – which 
originally comes from Canada – and when he came 
back he became the construction manager and showed 
the team how to build the pools in a more efficient 
manner,” Otterbach says.

He expanded the business to Brisbane where he met 
and married Lynda in the 1980s, who also joined the 
business handling retail sales and support.

“When grandpa officially retired, the whole family 
moved back to Melbourne and I started in the company 

“I am a strong 
believer in 

whoever is best 
for the job, 
they should 

be given every 
opportunity 
to succeed 

whether they are 
male or female.”

Peita Otterbach, sales 
and marketing manager 
at Albatross Pools, is 
the third generation of 
women in her family in 
the pool and spa industry
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part-time. I was in my teens, then. Basically I’ve always 
worked in the pool shop from when I was at school and 
then when I was at uni.

“When I finished uni my mum and dad said, you 
need five years’ experience outside the business. So I 
gained a background in franchise marketing and in 
earthmoving and machinery with Caterpillar. That 
experience helped because I now deal with both trade 
and retail.”

Otterbach completed an MBA, and as she gave her 
last presentation she suddenly realised she really wanted 
to go back into the family business.

Now, with Justin Otterbach, her husband, they 
are the family succession for the business, with three 
younger siblings also involved part time.

“My role is essentially to look after sales and mar-
keting, but like most small family businesses we need 
multiple skill sets, marketing to both retail and trade as 
well as export. I look after the retail stores and sell the 
pools and deal with the pool buyers.”

Otterbach says that the export and trade sides are 
definitely male-orientated. 

“But they’ve always been very respectful and they 
don’t question my knowledge just because I’m a female 
– and I think that’s a sign of the times as well.”

Consumer confidence
Otterbach says that when she started in consumer sales in 
her late 20s, her age was as much of an issue as her gender.

“The first two things that were barriers when I start-
ed was my age. There was a minority of pool buyers – 
the husband in the couple usually – who saw my age as 
a barrier. And my gender – but I didn’t let that consume 
me. If I came across questions I couldn’t answer I never 
bluffed, I always waited until I had the answers and 
came back to them. And nine out of ten, those were the 
hardest clients to get across the line, but they were also 
the most satisfying.

“I think once you get your confidence up and believe 
in what you’re doing – and I believe strongly in what 
we do – that shines through in the end. And with 
consumers who did have some sort of gender bias, I just 
went above and beyond to get the sale across the line.

“I now have a lot of pool buyers asking for me by 
name, because I have a blog post, and some females want 
a woman to come out and sell the pool to them – but I 
think that’s just a comfort thing more than anything.”

She says that with the trade, she did meet some re-

sistance early on from the older generation, but believes 
that was as much to do with the fact she was new as 
anything else. 

“At the SPLASH! trade shows for example, older 
gentlemen of my father’s era – until they knew who I 
was – in the first instance would prefer to speak to a 
man. That was fine in the early days, it didn’t bother me, 
because they didn’t know who I was – so you can look 
at that two ways.

“I would definitely agree that the industry is still 
blokey – especially dealing with the older generations. 
But with the younger generation – as a reflection of the 
times – it’s not as prevalent.”

Comparing her experience in other male-dominated 
industries, Otterbach says manufacturing and optom-
etry (where she worked in franchise marketing) were 
more progressive than the swimming pool industry. 

“But I think we’re catching up. And the role those 
other knowledgeable, confident women are playing in 
the industry is helpful for us all.”

Daughters succeeding 
“I don’t really network in a formal way with other 
women but I do have friends in the industry. Veronica 
Neal, Peter from AstralPool’s step-daughter for  
example, she’s a friend and also a really good network-
ing contact.”

She says that more women are coming through into 
the family businesses now and that succession means 
the industry doesn’t lose the knowledge base, so we 
don’t have to repeat the same mistakes made in the past. 

“There isn’t a lot being done to attract younger people 
to the industry – although people like Lindsay McGrath 
are trying to drive more young people into it. Without 
succession, it’s hard to know who to sell your business to. 
This is a huge focus in the USA at the moment – certifi-
cation for the younger people coming through.”

She says that there are some differences in attitude 
between women and men, but believes the best person 
for the job should get it.

“I tend to find the women in the industry are a little 
bit more holistic in our approach – more mindful of the 
impact to people in the business as well as the business 
itself, and how decisions will affect members of the team. 
Without wanting to sound soft and fluffy, they are often 
more in tune with the people side of the business.

“Having said that, I am a strong believer in whoever 
is best for the job, they should be given every opportu-
nity to succeed whether they are male or female.

“If the industry continues to evolve and lift its profile 
– through the efforts of SPASA and the like – it will 
attract the next generation of educated minds and 
hopefully this includes a decent handful of strong and 
confident women.”

Pump talk
Kate Smith, general manager of Compass Pools Vic, 
says that while the industry is generally supportive, the 
general public can sometimes be less supportive.

“I have had the odd cases where customers have 
requested they speak to my manager, or have request-
ed my boss’s details so they can tell them how they 
thought I was very knowledgeable or professional,” says 
Smith, who runs the company. “They want to let them 
know that I was doing a good job!”

Kate Smith, general 
manager of Compass 
Pools Victoria in a 
tongue-in-cheek pose 
with some award photos

“I recall one 
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Smith is the daughter of Ted and Lyn Martin who ran 
the Victorian business from 1977, and brother to Adam 
Martin who runs the business with her. She believes that 
coming into the family business offered an easier path-
way to managing a medium sized company than some 
other women may have experienced.

“I note that most women who are running companies 
usually come from a family background. This industry is 
not really attractive to younger women who would want to 
run a construction business.”

Having said that, she believes it would be a challeng-
ing job regardless of gender.

“I think running a construction business must be one 
of the more challenging types of businesses to run as a 
swimming pool is really like a mini- (or more often a 
major-) backyard renovation. So I don’t think having a 
male-dominated industry makes running our company 
any more challenging.”

Sometimes having women dealing with clients can 
be advantageous, as they may see things with a slightly 
different perspective, and previously Compass Pools 
Vic had sent female staff to conduct handovers, with 
positive results.

One of the issues for women in the industry is the fear 
of being bamboozled by technical details, but Smith says 
women should not let “pump talk” worry them.

“People love to talk pumps in our industry: sales peo-
ple, suppliers, even the general public – which always 
surprises me as the pump represents less than one per 
cent of the cost of a pool,” she says. 

“It would be like going to a house builder and 
wanting to talk about the hot water service – obviously 
something that needs consideration, but for many it 
seems to be their number one focus.

“So, as long as I can talk the pump talk – without 
bluffing my way – I very rarely feel out of my depth.”

Currently all her excavation and installation crews 
are men but she has had women installers in the past, 
although they found the role less suitable after starting 
a family.

Smith says she receives terrific support from her crews 

Elena Gosse (left) with 
artist Ludmila Lyubushkina 
and Queensland Minister 
for the Prevention of 
Domestic Violence Sharon 
Fentiman. Lyubushkina 
was invited by Gosse to the 
Women’s Week Community 
Lunch as part of her 
participation in Dancing 
CEOs, through which she 
is raising awareness and 
funds for the Women’s 
Legal Service Queensland 
(WLSQ) which provides 
free legal and welfare 
assistance to women 
and children affected 
by domestic and family 
violence. Lyubushkina’s 
artistic efforts depict 
women of different 
nationalities represented 
as traditional Russian 
Matryoshka dolls

Maytronics’ problem 
solver Anna Meldrum 
started her career in 
the pool industry at the 
Monash Aquatic Centre 
as a lifeguard back 
in 2000 and worked 
her way up to become 
Victorian customer 
service manager, 
playing an integral role 
in helping grow the 
Maytronics business

and from male builders via the SPASA network, but won-
ders if female sales staff could do with more support. 

On a lighter note, she says that when she met her 
husband Xavier Smith 16 years ago, she told him she 
ran a family swimming pool company with her parents 
and brother.

“Xavier honestly thought I just walked around in 
swimwear all day! Sixteen years on and he is now 
running it with me I think sometimes he wished that 
was all I did!”

Lightbulb moments
When Elena Gosse, CEO of Australian Innovative 
Systems (AIS) joined the Australian swimming pool 
and spa industry, she already had a great deal of expe-
rience navigating male dominated arenas in the media 
and entertainment industries in Russia.

“I worked as part of male dominated teams in my 
former entertainment career in the USSR so it wasn’t 
very different when I changed careers,” she says. “What 
was different was mastering the English language and 
acquiring the technical skills and knowledge required 
for my new industry.

“I arrived in Australia from Russia in 1994 and then 
started work with AIS in 1995. My limited command of 
the English language, along with my Russian accent, made 
things difficult. I could not understand Australian slang at 
all. I can assure you that it does not translate into Russian!

“Initially I felt like a fish out of water. I decided to 
focus on the structure of the business, to build it so that 
it worked more efficiently and profitably, and relied on 
others with the necessary technical skills and knowledge 
in our company to design and manufacture our products. 
I then progressed to fully understanding our technology.

“Looking back, I was probably too hard on myself. It 
is the curse of being a perfectionist!”

Gosse says her turning point was when – after years 
of building the business and gaining various, addition-
al qualifications – she convinced herself that she was 
serious and competent.

“A lightbulb moment came when I realised that my 
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role was simply to lead my team and that I did not need 
to be the world’s most proficient, technical specialist in 
water disinfection to be a successful CEO.

“Of course I understand our technology but I entrust 
my expert staff to design and manufacture it while sharing 
with them my vision for our future. My job is to drive our 
company forward and provide an inspirational and inno-
vative environment for staff to work within as well as build 
bridges between AIS and various stakeholders.”

Gosse believes women are born with natural leader-
ship abilities. 

“We are carers, strategists, negotiators, nurturers, 
communicators and visionaries. We are intuitive, re-
sourceful and creative problem solvers,” she says.

She thinks that helps them excel at collaboration and 
multi-tasking, and that women are often very support-
ive of others, rather than competitive. Women now 
make up 40 per cent of AIS staff.

“I love being a successful woman,” she says. “And I 
want others to be successful as well. Thankfully gender 
equity is here to stay. I think there’s so much value in 
women and men recognising their intrinsic, natural 
abilities and then using those complementary skills to 
achieve outstanding results. 

“I certainly don’t think there is any need for women 
to act like men to achieve our goals.”

Gosse’s advice to other women in the industry is to 
always be yourself. 

“Stand up for what you believe in. Lead by example. 
Don’t apologise or be afraid to admit that you don’t 
know something. People respect honesty.”

She suggest women should use their innate fe-
male abilities of caring and collaboration to create a 
workforce and business environment which celebrates 
diversity – a place where gender equity, multicultur-
alism, aged and disabled people and people of all skill 
levels are welcomed. 

“Our business world is a global one and our work-
places need to reflect that,” she says.

“Finally, celebrate your successes and provide a legacy 
for other women. Be the leader that people want to 
follow, not have to follow.”

Gosse agrees with Papineau that while there are net-
working opportunities for women in business generally, 
there is no initiative specifically for women in the pool and 
spa industry, and says now might be the time to start one.

Nurturing a career and kids 
In 2007 marketing executive Ina Claro joined BioLab, an 
organisation committed to gender diversity in the work-
place. Forty per cent of Biolab employees are female, 
with women taking on roles in all areas of the business.

Claro’s career has developed at the company, with 
BioLab providing her with opportunities to grow, sup-
ported by training and professional development and 
flexibility as her personal circumstances changed.

“I certainly don’t 
think there is 
any need for 

women to act 
like men to 
achieve our 

goals.”
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“I’ve never felt like I’ve had to compromise my career 
or my family because of the support I’ve received from 
BioLab,” Claro says. “They’ve invested in me and I’ve 
invested in them, and we’ve both benefited.”

Lindsay McGrath, BioLab managing director at 
the time of the interview, says that without nurturing 
her career and being flexibility and understanding, the 
company may have lost her and with it, her extensive 
skills and experience.

“It’s most often much easier, more productive and 
cost effective to retain and develop people than contin-
ue to re-employ,” he says.

Claro says the marketing department at BioLab has 
always supported her career by giving her opportunities 
to participate in training and travel, and by trusting her 
management skills. 

“I’ve taken two maternity leaves and had flexible hours 
when returning to work. And now that my son is starting 
school, they have once again offered me flexible hours.”

She says that she’s hasn’t really found the industry 
in general to be more masculine-based than other 
industries, although there does tend to be a gender bias 
in certain segments. 

“Pool construction for example tends to be dominat-
ed by men, while there’s a greater balance with areas 
like retail, sales and marketing. 

“I haven’t experienced any detractors within the 
industry because of my gender. I’ve worked hard to 

demonstrate my abilities and have gained respect from 
both male and female colleagues and industry partners 
as a result.”

Her advice to other women in the swimming pool 
and spa industry is simple: be yourself and be confident.

A partnership in a changing industry
In 2006, Irene Hughes with her husband Ian ditched 
their corporate careers and purchased a single Poolwerx 
franchise in Perth. They now have four stores and five 
vans representing sales in excess of $3 million. Last year 
they won The Franchise Council of Australia (FCA) 
Multi-unit Franchisee of the Year Award. 

“I joined our Poolwerx business eight years ago, 
alongside my husband, but I have to admit I was initial-
ly hesitant as I realised it was a very ‘blokey’ industry,” 
says Hughes. 

“I was the HR manager for Legal Aid at the time and 
I was moving from a corporate environment with a high 
percentage of female staff. It also appeared that women 
had been relegated more to the admin, behind-the-scenes 
side of the business, but my deal to move into the business 
was that it had to be a complete 50/50 management part-
nership. My husband Ian was, and still remains, complete-
ly supportive of this and so certainly in the early days he 
helped forge my place alongside him in the business.”

Hughes says that initially, meetings were very  
male dominated. 

BioLab’s marketing 
executive Ina Claro
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“Both clients and suppliers would 
gravitate towards Ian rather than me 
because they didn’t expect me to have 
the same level of technical knowledge. 
Once they realised I knew what I was 
talking about things changed but it 
stumped people for a while. 

“I recall one time when an in-
dustry rep asked my husband not to 
include me in a meeting. I’ll never 
know exactly why but I will assume it 
was because I wouldn’t hold back on 
asking the tough questions.” 

She believes the growth of women’s 
roles in the industry has turned 
around quite considerably in the past 
eight years. 

“As the business model shifted focus from ‘man in a 
van’ to include single or multiple retail stores, the role of 
women in the business changed too. We gained more 
responsibility and started to play a more direct role 
in managing the business via the retail environment. 
I’d hate to stereotype, but in my experience women 
generally enjoy more of the human resources and mar-
keting elements of the business, much of which came 
through the introduction and growth in the retail side 
of the business and increase in staff numbers. Especially 
within the Poolwerx network this shift really brought 
women out from behind the scenes and gave them an 
opportunity to shine in their own right as opposed to 
being the bookkeeper.” 

Hughes says that her husband Ian has received a few 
jokey comments over the years about being “under the 
thumb” because they share the running of the business 
and he doesn’t make major decisions without her input. 

“He easily laughs it off though as he knows he’s lucky 
to have someone to share the time-consuming tasks asso-
ciated with managing the business and I have never really 
worried about stuff like that because at the end of the day 
it’s all about what works for our business,” she says.

Hughes believes women can certainly bring a different 
perspective to leadership roles, as they gravitate and excel 
at the more people/relationship orientated roles such as 
human resources, marketing and day-to-day management. 

“In general, I believe women have some softer skills 
and maybe a more open communication style that 
makes them more approachable as leaders,” she says. 
“We often think of and organise the small things like 
staff birthday cakes and cards or incentive rewards, for 
example, small things that that show people they are 
appreciated. These outward displays of appreciation 
make a difference to staff and morale in the business 
and I think women do this more naturally.” 

She suggests other women in the industry should 
make sure their contribution counts and urges them 
not to get caught behind the scenes unless that is really 
where they want to be. 

“Overall, I believe the industry is better off and has 
progressed because more women have joined the ranks.” 

Driving change
Lauren Humphris is a director of Focus Products and 
has been a driving force as the company expanded its 
reach and range.

“Since acquiring a 50 per cent share of Focus in 1993 

I’ve had an amazing journey,” says Humphris. “In the 
early years I was the only sales person at Focus and my 
job was to visit businesses throughout Queensland and 
Northern NSW.”

Humphris says she soon realised she needed to 
quickly adapt her marketing experience to invigorate 
the Focus brand. 

“From a basic platform I created a team of people 
with a new way of thinking. We transformed Focus 
into an industry leader that has captured the atten-
tion of businesses around the world. My role has now 
undoubtedly transformed into more strategic thinking 
though I still go out and visit stores. Beyond the sales 
process I am also responsible for the ongoing devel-
opment of the Focus culture that delivers creative and 
edgy thinking, and challenges the industry status quo.”

She says that worldwide, women are underrepre-
sented in leadership roles and this is no less evident in 
our industry. 

“Unfortunately many women are not perceived as 
leaders. Their abilities can often be taken for granted 
due to their more collaborative style of management. 
This is something I faced in the early years of my career 
in this industry,” she says.  

Humphris says that some in the industry only real-
ised she was a serious competitor in the past few years. 

“Maybe it’s because I’ve helped Focus drive some 
huge change in the market; maybe it’s because they lost 
business to a woman, or maybe there’s a growing aware-
ness of women in leadership that just can’t be ignored. 
I’m not sure.”

She also says her leadership in Focus has led to what 
she terms a more inclusive marketing style, shedding 
outdated industry patterns and a “sex sells” approach. 

“Because of this, I believe Focus has helped many of 
our retailers better reach a broader demographic.” 

Her advice for other women in the industry is to 
never be afraid of being yourself, even though you’re in 
an industry dominated by men. 

“Embrace it instead,” she says. “And I would also say 
connect yourself to a great team; you don’t have to do 
it alone. Once you get past the fear of having to push 
against everything and everyone then amazing things 
will happen.”  n

Former corporate 
manager and now Perth 
multi-unit Poolwerx 
franchisee Irene_Hughes

Focus Products director 
Lauren Humphris  

“Stand up 
for what you 

believe in. Lead 
by example. 

Don’t apologise 
or be afraid 

to admit that 
you don’t know 

something. 
People respect 

honesty.”
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