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Roomes sweeps into the 
complex, casually dressed, 
apologises for being a few 
minutes late and is utterly 
charming, offering me 
refreshments. We settle in a 
boardroom, he seats himself 
carefully, turns his mobile 
phone to 
`discreet', looks 
up and ¯ashes 
a gold tooth 
capped smile. I 
take this as my 
cue.

Why did you start up in 
business?
I grew up in a relatively poor 
family in Leytonstone, East 
London. I saw how hard my 
mother had to struggle to bring 
up my sister and myself.

My mum used to work 
long hours in a local factory 
and I made a vow to myself 
that I wouldn't go down that 
route ± I would make my own 
money. So I left school at 15 
to start up in business. 

Was Gold Genie your ®rst 
business venture? 
My first venture was at the age 
of eleven. Some gypsies came 
to our door asking if anyone 
wanted to cut our hair and I 
remember thinking ± `I'll buy 
my own hedge cutter and trim 
hedges to make some money.' 
So at the age of eleven I used 
to cut hedges and come home 
sometimes with £70 or £80 
pounds a week.

Between the ages of 11 and 
19, through my hedge trimming 
business I actually paid off the 
mortgage on my mother's house. 
I'm still extremely proud of that.

Then followed a number of 
other business ventures ± mail 
order, shipping Lada cars to 
Jamaica, Acid Raves ± I was 

a big participant in raves, 
I made a lot of money, not 
all of it legal at the time! 

I'm a natural salesman and 
that kind of hit a high point in 
1990 when I started shipping 
cars to Jamaica. It was highly 
lucrative. Unfortunately I lost 
the business six years later 
through my partner ± a family 
member ± who sold the whole 
business behind my back. It 
was a hard lesson to learn.

Then a series of events proved 
to be the catalyst for setting up 
Gold Genie. This was in 1996. 
I'd lost my business and around 
£40,000 with it. My mother fell 
seriously ill, I broke up with my 
girlfriend and was consequently 
homeless, all in the same week. 
I ended up staying with a friend 
for around nine months. During 
this period, I'd seen a gold 
plating machine in America.

I did some research and 
thought to myself `you know 
what, this is something you 
can do here', so I designed 
my own machine, got the 
prototype produced (I couldn't 
afford to get any more models) 
and I used to carry it on my 
back to clients to do the gold 
plating. The first job I had was 
at a body piercing business. 
I gold plated ten nipple rings 
for £10 ± that was the first 
money I had in my hand from 
the gold plating machine. 

How did you ®nance Gold Genie 
initially, did you get any help 
when starting up?
I borrowed money from my ex-
girlfriend ± the initial investment 
was £1,600.

I went to the Princes Trust, who 
provided £5,000 in funding based 
on my business plan. Later on, I 
got help from Enterprise En®eld 
who helped me put things in 
place to franchise my business.

So when did the business really 
start to take off? 
I made an appointment to see 
Lexus. I have a huge amount of 
con®dence in my ability to close a 
deal and I knew that gold plated 
Lexus badges and accessories in 
America were already a big thing. 
I demonstrated the product and 
they laughed at ®rst. However, I 
got the chance to gold plate the 
®rst badges for Lexus City Hall 
and it became an immediate 
success. We now gold plate for 
the whole network. 

Lexus has been one of my major 
clients for the last seven years. 
I've also been able to corner the 
car emblems and accessories 
market with other dealerships, 
including Toyota and top marque 
vehicle owners. Our products are 
now in Harrods and Selfridges.

What have been the highlights 
of running Gold Genie so far?
Undoubtedly, ¯ying to Hollywood 
for the Emmys to deliver 
customized phones to Denzel 
Washington and Helen Mirren. 
Doing the Neasden Temple (gold 
taps and bathroom ®ttings) and 
all the publicity we got from 
that. And of course going on to 
Dragon's Den, although it took me 
a couple attempts before I could 
gain the courage to actually do it!

I now have a team of seven 
working with me and it is 
rewarding to see Gold Genie at 
this new stage with so many of my 
original plans really happening. 
Before now, one of my biggest 
problems was to be doing too 
many things, not focussing, really 
being a jack of all trades. I'm 
now able to focus on two product 
lines and let agents concentrate 
on new business opportunities. 

Is this why you decided to 
go on Dragon's Den?
Partly, yes. I should have gone 
twice before, but I thought, 
no, I'm not going to go, I'll be 
ridiculed. I had a kind of fear 
associated with going on TV ± I 
kept thinking ©what if people 
say they don't like you? How is it 
going to affect my business?©

I needed the capital to fund 
growth, but it was also about 
getting access to the right 
kind of expertise to reach 
the next level of growth.

How I made it
Laban Roomes, Gold Genie
Laban Roomes is an East London boy doing good. His 
business, Gold Genie, gold plates items from car emblems 
to iPods, mobile phones, roses and, well, almost anything. 
His success on the BBC's Dragon's Den secured a £60,000 
investment from multi-millionaire James Caan. Now Gold 
Genie is poised for rapid expansion. Jo Sealy met with 
Roomes at his office in Enfield to get the story of his success
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What's it been like working with 
someone like James Caan? 
Extremely rewarding. He keeps 
you on your toes! His insight 
and wisdom is immense, so he's 
not only an investor but also a 
mentor. When someone believes 
in you, it makes you believe in 
yourself even more.

James has a reputation for 
investing in people; he bought 
into me and he saw that given 
the resources, I could grow Gold 
Genie, achieve my business 
ambitions and in turn, grow his 
investment. It's already paying off.

Where would you say you are in 
your life right now? 
I'm in a good place right now. I 

feel that all the hard work I've 
put in over the years is paying 
off. I want to prove to James that 
he was right to believe in me.

The day to day things ± paying 
the bills, maintaining positive 
cash ¯ow ± are a constant 
challenge. It keeps you sharp! 

What lies ahead for Gold Genie 
and Laban Roomes?
We're currently in negotiations 
with Carphone Warehouse, who 
want to sell our products. Our 
new website `Wonder Room ` 
will be launching soon. It will 
offer luxury items valued up to 
one million pounds, beautiful 
things such as diamond 
encrusted watches and life 

sized mouldings of peoples' 
faces. 

It'll be quite an unusual place 
to come and visit. The sales 
from this new range of items will 
help us to ensure that we are on 
schedule to achieve our £500,000 
projected turnover this year.

I have a second life in Jamaica 
± it's where I go with my family 
to escape. We've acquired land 
to build affordable housing ± 
one of our projects is almost 
®nished. We have plans for 
other property developments.

Finally, words of advice to 
aspiring entrepreneurs?
Nothing is impossible, 
everything is achievable. 

Create your own belief 
systems¼ be focussed and 
believe in yourself.

I head out of his of®ce, pausing 
to think about my time with 
Mr Gold Genie. He has all 
the characteristics of an 
entrepreneur ± drive, energy, 
ambition. He has that unique 
ability to make you feel as though 
you're the most important 
person in the room ± a killer 
talent that people appreciate, 
remember and buy into. And 
it's likely that he is on his way 
to becoming the UK's ®rst gold 
plated millionaire.

www.goldgenie.com

James Caan 
saw that I could 
grow Gold 
Genie, achieve 
my business 
ambitions and 
in turn, grow 
his investment
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