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How DOS became 
Europe’s number  
one direct to 
consumer seller of 
kitchen worktops 
and accessories
When Direct Online Services (DOS) decided to accelerate their growth, they wanted funding on 
terms they were comfortable with. DOS director Martyn Rees and investor Edwin Davies tell The 
Bristol Post the story of how the partnership has helped the company’s rise to success.

Back then we were using a third 
party delivery service. Since then 
we’ve brought everything in-house, 
including a fleet of around 60 
delivery vans, meaning we control 
the entire supply chain, end to end, 
ensuring we provide impeccable 
customer service every single step 
of the way.

We were first introduced to 
BGF though our local NatWest 
relationship manager who knew 
that even though we were growing 
at a rapid rate we were keen to 
grow even faster. It was a huge step 
for us to even entertain the idea of 
taking on an investment partner as 
we’d always operated the business 
on a cash-positive basis – in other 
words no debts to the bank or 
anyone else and no getting caught 
in the credit cycle.

We were growing rapidly, but 
we just knew that if we could find 
the right kind of cash injection, 
or business partner would be a 
better way of putting it, we could 
accelerate that growth. We first 
met BGF in 2015 and continued 
having meetings and discussions 
for the next 12 months. At the same 
time we looked at all options – a 
bank loan and private equity, but 
all of those seemed too much like 
giving away our independence.

BGF really were the only people 
who gave us the opportunity to 
take a sizeable investment, £3m 
to be exact, on terms we felt 
comfortable with. I’m pleased to 
say we don’t regret our decision 
in any shape or form. With BGF’s 
investment we were able to 
buy more stock and also help 
to establish our European sales 
outlets in Poland, the Czech 
Republic and Germany.

We’re now experiencing 
incredible growth and are the 

premises to find out more about 
how the business works. We also 
looked at DOS’s competitive 
position in the market. We could 
see it was ahead of the curve, even 
against long-established national 
brands, and had carved itself a 
successful, profitable niche.

Everything about the set-up at 
DOS pointed towards continued 
growth. That was evident not only 
in the market opportunities and the 
company’s infrastructure, but also 
in Martyn and Will’s energy and 
enthusiasm.

BGF is a minority, long-term 
investor – we don’t take control of 
the companies we back, but we 
do spend time upfront getting to 
know the business, and vice versa. 
We saw early on where BGF could 
add further value beyond simply 
investing cash, such as helping to 
develop the board and succession 
planning.

Every month I join the 
board meeting and we look at 
enhancements, improvements and 
efficiencies in the business, and any 
pressure points. Everyone is aligned 
to the same goal – making DOS 
the best business it can be. There 
are huge opportunities ahead for 
DOS, which currently only serves 
a relatively small part of a large, 
growing market. Our focus is on 
helping them to grow and to realise 
the true potential in the business.

BGF is the most active and 
influential investor in growing 
companies across the UK. BGF 
provides long-term capital for 
a minority stake, from earlier 
stage investments to established, 
private and AIM-listed 
companies.

DOS Director, 
Martyn Rees says…

The early version of today’s 
business first came about in 2006, 
when I teamed up with my son Will 
to exploit a gap in the market selling 
goods directly to consumers online. 
As bizarre as it seems now, 10 years 
ago the world of e-commerce was 
still a largely untapped industry, 
with platforms like eBay used to 
just sell off bits and bobs people 
didn’t want anymore.

Will had already enjoyed 
some success using eBay to sell 
goods direct to consumers, so 
we decided to formalise things 
and the business was registered 
in 2007. Then, in 2008, came 
the great economic crash. One 
of the big casualties of that time 
was homeware and furniture 
retailer MFI which ended up in 
administration.

Through my business 
contacts I was able to go to the 
administrators and find out what 
stock they were selling off to raise 
funds for creditors. Will and I went 
to this big warehouse and spotted 
a parcel of solid wood worktops 
which we bought for about 
£10,000.

We soon had those pieces up for 
sale on eBay and were amazed at 
how fast they sold, they practically 
flew out. Realising that the 
potential to sell high value goods 
direct to consumers was huge, I 
tapped into my business contacts 
in Eastern Europe where worktops 
are manufactured and by 2009 we 
were set up with a direct source 
of goods to sell through our online 
platforms.

I know it sounds simple but it 
really was a case of spotting a gap 
in the market and just going for it. 

UK’s largest online retailer of solid 
wood worktops, and plan to be 
the biggest in Europe. We’re also 
expanding our product line and 
selling laminate worktops and 
kitchen components, such as sinks 
and cabinets.

We can’t rate our experience 
with BGF highly enough. They 
are always there for us when we 
need them but they also give us 
the freedom to grow the business 
our way, which feels great. The 
business started out with a father 
and son family-run team, and now 
with BGF we feel like we have a big 
brother on board too.

BGF Investor, 
Edwin Davies says…

Getting to know a management 
team is one of the most important 
things we do before making an 
investment. From day one with 
Martyn and Will, we knew that they 
were strong leaders, focused and 
driven – it was a good start! We 
were very impressed with what 
they’d done with the business.

They work incredibly well 
together and complement each 
other’s areas of expertise. The 
company financials supported this 
– Martyn and Will had achieved 
a lot in a relatively short amount 
of time. Together they’d built 
a company from scratch, and 
gone from selling items on eBay 
to running a multi-million pound 
turnover powerhouse which 
was highly profitable and cash 
generative.

Before we invested, we also 
wanted to understand and assess 
the supply chain and the overall 
operations of the company. As 
well as spending time with Martyn 
and Will, we visited their European 
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