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NEW YEAR, NEW HORIZONS
The clouds may not have cleared entirely, but 2014  
is kicking off with definite outbreaks of optimism.  
A survey by Deloitte, for example, shows that CFOs are 
forecasting fewer risks and greater opportunities for 
expansion, while ACCA’s own survey of members (see 
page 82) shows that optimists are finally outnumbering 
pessimists when it comes to recovery prospects.

Providing a further economic bellwether, Big Four 
accountancy firms are in bullish form. Last month we reported on the new talent 
war breaking out as they started boosting their headcounts. This month (page 
22), we report on their moves to bulk up by acquisition, led by PwC’s move to buy 
global consultancy firm Booz & Co.

Crucial to the UK’s recovery will be the ability of  businesses of  all sizes to 
export successfully. This month, we run a series of  three articles (pages 18,  
32 and 52) exploring why this is so important, and looking at some of  the 
success stories. If  you are a growing business wanting to start or boost your 
export activities, these are a good place to begin.

Not that brighter prospects necessarily make things simpler. Our cover interview 
this month, Pearson CFO Robin Freestone, tells us how the digital revolution is 
changing the way the education and publishing giant operates, and how it led to its 
decision to merge its much-loved Penguin subsidiary with rival publisher Random 
House. CFOs of  companies in many sectors face similar seismic shifts, driven by 
changes in technology and society. These include increasing demands in corporate 
reporting from a widening array of  stakeholders. Freestone also discusses these in 
his capacity as chair of  the influential Hundred Group of  FTSE finance directors.

Over the year, we aim to fill the magazine’s pages with interesting and useful 
content that will help you grapple with these challenges, and boost your own career.

I wish you a fulfilling and prosperous 2014.

Chris Quick, editor, chris.quick@accaglobal.com
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▼ JINGLE TILLS
As we went to 
press UK retailers 
were enjoying a 
bumper Christmas, 
with seasonal 
sales predicted to 
top £40bn for the 
first time 

▲ IN REMEMBRANCE
South Africa is coming to terms with the death 
of former president Nelson Mandela, who died 
in December aged 95
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▲ THE NEW GOLD?
The value of virtual currency the Bitcoin 
– still in its infancy –  quadrupled during 
November, topping the US$1,000 mark 

▼HITTING A LOW NOTE
Kingston Smith liquidators have been appointed 
to fashion retailer Lucy in Disguise, co-founded 
by singer Lily Allen, who stepped down in 2011

▲ ALL CHANGE FOR AUDITORS
After 27 years with PwC, Unilever has switched auditor to KPMG. The move 
follows regulatory and market pressure to change company auditors more often

◄ CLEAR VIEW
Gibraltar has signed a 
tax information exchange 
agreement with the UK 
government, enabling 
greater transparency 
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a global consulting team 
that could provide services 
from strategy development 
right through to execution’. 
The acquisition is subject to 
approval of  a partner vote 
that had not taken place as 
Accounting and Business went 
to press. More on page 22.

KPMG WINS UNILEVER
KPMG has been appointed 
the new auditor of  Unilever, 
winning one of  the world’s 
largest audit contracts. 
PwC previously conducted 
the audits, but was not 
allowed to participate in 
the competitive tender for 
the new contract. Unilever 
acted in anticipation of  
possible changes in law in 
the Netherlands that would 
enforce audit rotation. 
PwC had been Unilever’s 
auditor for over a quarter 
of  a century.

 
DELOITTE TO APPEAL 
Deloitte and its former 
partner Maghsoud Einollahi 
have been given leave to 
appeal part of  the decision 
by the Disciplinary Tribunal 
that imposed a fine of  
£14m in relation to alleged 
failings in its advice on the 

REPORTING MILESTONE
The International Integrated 
Reporting Framework has 
been released, representing 
an important milestone in 
the market-led evolution of  
corporate reporting. The 
move follows successful 
trials of  integrated reporting 
in more than 25 countries 
and a three-month 
consultation that generated 
over 350 responses from all 
regions in the world, with the 
vast majority demonstrating 
strong support for integrated 
reporting. Professor Mervyn 
King, chairman of  the 
International Integrated 
Reporting Council, said: 
‘We have been taken aback 
by the degree to which 
mainstream businesses and 
investors have been willing 
to participate in creating this 
framework and embarking 
on their own integrated 
reporting journey.’ ACCA 
chief  executive Helen Brand 
said: ‘Ultimately, I hope that 
integrated reporting will 
restore trust in business. 
Reporting models have been 
criticised in the past, but 
now is the time for change.’ 
Global adoption will begin 
this year, using practical 
examples of  how integrated 
reporting has been used by 
businesses to demonstrate 
value creation.

PwC BUYS BOOZ
PwC has agreed to acquire 
leading global consultancy 
business Booz & Co. The 
firms have not revealed 
the agreed price, but it is 
rumoured to be US$1bn. 
Dennis Nally, chairman of  
PwC International, said the 
merger ‘would give CEOs 
the opportunity to work with 

acquisition of  MG Rover 
by the so-called ‘Phoenix 
Four’. Leave to appeal 
was agreed in relation to 
‘Project Aircraft’, which 
had involved the use of  MG 
Rover tax losses, because it 
is unclear that the Phoenix 
Four relied on advice from 
Deloitte when making their 
decisions. Leave to appeal 
was refused in relation to 
‘Project Platinum’, the sale 
of  Rover Financial Services.

TAX PLANNING FALLS
The number of  tax planning 
schemes fell last year to 
the lowest level since HMRC 
introduced its ‘early warning 
mechanism’. HMRC was 
notified of  77 schemes in 
the year ending September, 
compared with 587 in the 
first year of  the Disclosure 
of  Tax Avoidance Schemes 
programme in 2004-5. 

‘LEADERSHIP NEEDED’
There is a pressing need 
to strengthen strategic 
financial management 
in central government, 
according to an ACCA 
report, The importance of 
strategic financial leadership 
in the UK public sector in a 

time of financial austerity. 
Government needs to 
change its culture to 
enable finance managers 
to have greater influence on 
decision-makers. Although 
public authorities anticipate 
further austerity until 
2020, strategic thinking 
about dealing with the next 
phase of  austerity was 
largely underdeveloped, 
says the report, written 
for ACCA by Nottingham 
Business School.

KPMG UNVEILS CAPITAL
KPMG has launched its 
first global investment 
fund, KPMG Capital. The 
fund will focus on data and 
analytics businesses, making 
acquisitions and forming 
partnerships. Mark Toon, CEO 
of  KPMG Capital and global 
lead for KPMG’s data and 
analytics practice, said: ‘With 
more data produced and 
stored in the last two years 
than in the rest of  human 
history, many businesses 
are looking for strategic and 
practical solutions to manage 
the volume, velocity and 
variety of  this data revolution. 
KPMG Capital will enable  
us to develop or acquire » 

News round-up
This month’s stories include the release of the International Integrated Reporting 
Framework, a census of billionaires and the continued gender gap in accountancy

ACTION ON PARTNERSHIP TAX 
The chancellor announced in the Autumn Statement 
that he will take action against the use of partnership 
structures designed to avoid tax liabilities. PwC said 
that while it agreed that partnerships have been set 
up solely to avoid national insurance payments, it 
was important to avoid crippling costs on legitimate 
professional partnerships. It said that a mid-tier law firm 
could face an additional £1m national insurance bill. 
The chancellor also announced a cap on welfare budgets, 
later retirement from the 2030s and a stronger emphasis 
on improving the economy’s skill base. See page 55.
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opportunities in data and 
analytics quickly.’ The fund 
will be managed in London. 
For more, see page 22. 

MERGERS ON THE RISE
Within five years there 
will be just two or three 
truly global networks of  
accountancy firms because 
of  the accelerating pace of  
consolidation, says BDO. 
It made the prediction 
as it announced its first 
global results following its 
UK merger with PKF. BDO 
completed other mergers 
in national territories, 
including with PKF firms in 
Australia and New Zealand. 
The enlarged BDO reported 
turnover of  US$6.45bn in 
the year ending September, 
a 7.3% increase over the 
previous year. 

FRC HIRES APPLETON
The Financial Reporting 
Council (FRC) has appointed 
Anthony Appleton, a 
BDO director, as its new 
director of  accounting and 
reporting. Appleton has 
been a member of  the FRC’s 
Accounting Council since 
May. Chris Hodge, who has 
been the FRC’s director of  
corporate governance since 
2004, becomes executive 
director of  strategy. 

OWNERSHIP MADE OPEN
Details of  the ownership and 
control of  UK companies 
are to be made publicly 
accessible, David Cameron 
has announced. The move 
implements a commitment 
made at the G8 conference 
in June when he promised to 
establish a central registry 
of  company beneficial 
ownership. The registry 
will contain information on 
individuals with an interest 
in more than 25% of  a 
company’s shares or voting 
rights, or who otherwise 
control the way it is run. 
Details will be announced in 
the next few weeks.

KPMG INVESTS IN LEEDS
KPMG is to create 200 
additional jobs in Leeds in 
a national Innovation and 
Solutions Centre. The location 
was picked for access to 
skilled workers, including 
local universities’ graduates 
and undergraduates. KPMG 
has taken on a 28,500 sq 
ft property in the centre of  
the city. The centre is part of  

KPMG’s national programme 
of  investment in technology 
innovation centres in different 
parts of  the UK. 

LORDS INVESTIGATION 
The House of  Lords is 
investigating the impact of  
personal service companies. 
The investigation is being 
conducted by a new select 
committee established 

TR
EN

D
S

THE BILLIONAIRE SKYLINE
London has come fourth in a list of cities with the most billionaires, with 
67, behind Moscow (74), Hong Kong (75) and New York (96). Three Chinese 
cities ranked in the top 20: Beijing in seventh place (with 26 billionaires); 
Shanghai in 16th, with 19; and Shenzhen in 19th, with 16. 

Hong Kong has 75 US-dollar billionaires who reside and primarily conduct 
their business there. The average billionaire has four homes worth nearly 
US$20m each, an art collection worth US$14m and is most likely to live in 
Europe, the inaugural Wealth-X and UBS Billionaire Census 2013 shows.

‘There’s really no such thing as an “average” billionaire, but as we 
look at numbers, the average billionaire has a net worth of  US$3bn, cash 
equivalents of  US$545m, an average of  2.1 children, is 63 years of  age and 
possesses luxury assets and personal holdings of  US$136m,’ said Mykolas 
Rambus, chief  executive of  Wealth-X.

KEY:
Billionaire
population

Total wealth 
($USbn)

$250bn

$529bn

$1,193bn

$1,104bn

$1,970bn

$1,470bn

$50bn +

$25bn-$50bn

$10bn-$25bn

$5bn-$10bn

$2bn-$5bn

$1bn-$2bn

4
17

90
17

4
71

0

1,
17

5

Total:

2,170 
$6,516bn

for that purpose. ‘During 
the course of  this new 
inquiry, we will consider the 
extent to which personal 
companies are used and  
the implications for tax, 
national insurance and other 
wider issues, both from the 
point of  view of  workers and 
those who engage them,’ 
said its chairman, Baroness 
Noakes.
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NARRATIVE IMPROVES
There has been a big 
improvement in the quality 
of  narrative reporting by 
UK listed companies, says 
a Deloitte survey. Nearly 
half  of  companies are 
disclosing figures on carbon 
emissions, ahead of  a 
legal requirement. A fifth 
are reporting staff  gender 
diversity numbers. There is 
also a big improvement in 
the reporting of  risks and 
uncertainties. Only 5% of  
companies were regarded as 
having done no more than 
provide a simple list of  risks 
and uncertainties.

WK EXPANDS
Wilkins Kennedy is to merge 
with CW Fellowes to form an 
enlarged Wilkins Kennedy 
firm with 15 local offices. 
CW Fellowes’ nine directors 
and 70 staff  move over to 
Wilkins Kennedy, which now 
has over 500 employees. 
Both firms were members of  
the IAPA global organisation.

KPMG WARNS ON AI 
Artificial intelligence will 
soon present a bigger fraud 
risk than employees, claims 
a KPMG report, Profile of 
a Fraudster. ‘Seeker bots’ 
that infiltrate IT systems, 
self-replicate and learn from 
experience represent the 
biggest security challenge 
in the future, it argues. 
Hitesh Patel, KPMG’s head 
of  forensic, said: ‘This is 
not science fiction, but a 
taste of  things to come. We 
are already seeing highly 
trained hackers link up with 
the organised crime network 
and the faceless criminal is 
not far away.’

HMRC’S STREET SEARCH
Google’s Street View is 
being used by HMRC as 
part of  investigations into 
undeclared economic 
activity. ‘We use Google 
Earth occasionally when 

Risks, suggests there could 
be unintended consequences 
from the abolition at a time 
of  other upheavals in local 
government. The report 
lists 16 pieces of  legislative 
change that could increase 
the risk of  corruption. 
It proposes that central 
government undertakes a 
corruption risk assessment, 
along with adopting stronger 
whistleblowing procedures.

RISK CODE CHANGES
The FRC plans to strengthen 
the UK Corporate 
Governance Code relating 
to the management and 
reporting of  risk. It has also 
published supplementary 
guidance for directors. It is 
intended that amendments 
will not only improve the 
management of  risks in 
listed companies, but 

an enquiry is already well 
under way to check very 
basic lifestyle factors,’ 
said an HMRC spokesman. 
‘It has only very limited 
application and interest 
for us and is very much a 
secondary, low-level tool.’ 
Inspectors are also checking 
social media for signals 
of  under-declarations of  
tax liabilities. A new HMRC 
IT system is being used 
to collate suspicions of  
individuals’ tax evasion. 

CORRUPTION WARNING 
Fraud and corruption are 
likely to increase in local 
government as a result 
of  the abolition of  the 
Audit Commission, warns 
anti-corruption NGO 
Transparency International. 
Its report, Corruption in Local 
Government: The Mounting 

also the communication 
to investors of  the nature 
of  those risks. The 
proposals bring together 
existing guidance on risk 
management and internal 
control with reforms  
to auditors’ going  
concern assessments,  
as recommended by  
Lord Sharman.

CAYMAN TAX DEAL
An automatic tax 
information sharing 
arrangement has been 
agreed between the UK and 
the Cayman Islands. This 
is the first such agreement 
between the UK and an 
Overseas Territory. The 
Crown Dependencies of  
the Isle of  Man, Jersey and 
Guernsey signed similar 
agreements in 2013. The 
Cayman Islands have »  

FRC INVESTIGATES CO-OP BANK 
The Financial Reporting Council is investigating recent 
financial reports of the Co-operative Bank, which has 
a £1.5bn capital hole. The FRC said: ‘We are making 
enquiries into the Co-op’s financial reporting in 
accordance with our normal procedures and under the 
terms of the Accountancy Scheme... In addition, the 
bank has received certain enquiries from the Conduct 
Committee of the Financial Reporting Council in respect 
of the 2012 accounts. These enquiries relate to the 
disclosure in the 2012 annual report and accounts of 
the Bank’s regulatory capital position.’ The Co-op Bank 
said it will co-operate with the enquiry. Its auditor, 
KPMG, declined to comment, but pointed out that the 
investigation is not into the bank’s audits.

PwC WINS LADBROKES AUDIT 
Ladbrokes has appointed PwC as auditor, in place of  
EY. The company stated: ‘The decision was 
taken following a rigorous tender process and 
recommendation from the audit committee. The tender 
process was initiated in September 2013 as part of 
an ongoing emphasis on good corporate governance 
and best practice. Following formal proposals and 
presentations from a number of firms, PwC was 
successful in this process. The appointment is 
subject to shareholder approval at the 2014 AGM to 
be held on 7 May.’
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banks’ financial reporting 
of  impairments and 
regulators’ assessments 
of  expected losses. RBS’s 
creation of  an internal 
bad bank led to £4bn 
to £4.5bn of  additional 
impairments and reported 
losses, but will not 
materially change the 
assessed capital adequacy 
situation. Regulators had 
already provided for the 
potential losses in their 
assessments. Meanwhile, 
Swiss regulators have 
required UBS to set aside 
additional risk capital for 
likely future provisions.

also agreed to be part of  the 
G5 multilateral information-
sharing pilot involving the 
UK, France, Germany, Italy 
and Spain. 

COUNCILS LOSE OUT
Councils in England lose 
£4bn a year because grant is 
unfairly allocated to the UK’s 
devolved nations, argues 
the Local Government 
Association. Funding is 
provided to Scotland, Wales 
and Northern Ireland under 
the ‘Barnett Formula’, 
based on population size 
and density. The LGA says 
English councils would 
receive substantially more 
if  grant allocations were 
based on objective needs 
assessments. It is also 
unfair, says the LGA, that the 
formula does not take into 
account devolved nations’ 
greater capacity to raise 
other sources of  income.

UNRELIABLE REPORTING
Regulators are relying on 
their own assessments of  
banks’ expected losses in 
reviewing capital adequacy, 
rather than banks’ reported 
impairment charges, says 
Fitch Ratings. Regulators 
appear to believe that 
International Financial 
Reporting Standards 
provide a delayed and 
unreliable recognition of  
likely losses. Fitch says 
that third-quarter earnings 
announcements illustrated 
the differences between 

HEDGE RULES CHANGE 
Corporates no longer need 
to report as profits those 
gains that are caused by 
a worsening in their credit 
risk status under reforms  
to hedge accounting 
approved by the 
International Accounting 
Standards Board (IASB). 
The change can be adopted 
by entities immediately, 
without waiting for other 
amendments to IFRS 9, 
Accounting for Financial 
Instruments, to come into 
effect. Other changes 
that have been agreed to 
IFRS 9 will allow entities 

to better reflect their risk 
management activities in 
their financial statements. 
The previously proposed 
mandatory implementation 
date of  January 2015 for 
the amended IFRS 9 has 
been removed, a move which 
will allow entities to have a 
longer transition period.

US BANS AUDIT FIRM
New York audit firm Sherb 
& Co has been banned 
by the US Securities and 
Exchange Commission over 
its failed audits of  three 
China-based companies 
that are publicly traded 
in the US. Founder Steven 
J Sherb, two partners – 
Christopher A Valleau and 
Mark Mycio – and audit 
manager Steven N Epstein 
have also been banned. The 
firm will pay a US$75,000 
fine. The SEC found the 
firm’s audits were ‘riddled 
with failures and improper 
professional conduct’. One 
of  the companies audited, 
China Sky One Medical, has 
since been charged with 
financial fraud. See www.
sec.gov/news

OECD REPORTING MOVE
The Organisation for 
Economic Co-operation and 
Development is considering 
the issues associated 
with country-by-country 
reporting in what could be 
a prelude to its support for 
the principle. This follows 
the endorsement earlier 
last year by the G20 of  
the OECD’s Action Plan on 
Base Erosion and Profit 
Shifting. The OECD is now 
assessing what transfer 
pricing documentation 
would be required, the 
accounting requirements 
and what other information 
would be needed to produce 
a template for country-by-
country reporting. ■

Compiled by Paul Gosling, 
journalist

EU ACCOUNTS CONCERNS
The European Union’s accounts for 2012 have been 
signed off by the European Court of Auditors (ECA), 
but the auditors expressed concern that the accounts 
still fail to fully comply with European legislation. 
The ECA said there should now be a rethink of EU 
spending rules and recommended simplifying the legal 
framework. It wants EU programmes to focus more on 
achieved value than on expenditure. There was an  
error rate on spending of 4.8% in 2012, up from  
3.9% in 2011.

TRENDS

GENDER GAP
Male accountants consistently earn more than women, 
with a gap of £6,433 gap growing just two years after 
qualification, research from recruiter Mark Sattin 
reveals.  By 10 years after qualification, the gender pay 
gap widens to £10,098. Beyond 10 years’ experience, 
the salary gap between male and female accountants 
reaches £26,064. Overall figures are shown above.

 

£53,775 £66,553
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For more information or to arrange a free trial visit: 

www.symbiant.co.uk
Trusted by names you know from charities to banks, government to PLC.

OF AWARD WINNING SOFTWARE
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Derek has just seen 
how affordable 

Symbiant software is

Symbiant Business Intelligence - The Total Risk, Audit and Compliance Software solution
Management Suite is a unique modular solution that allows the whole
workforce to collaborate on Audit, Risk and Compliance issues.

Risk, Audit, Compliance, CSA, Project, Policies, Documents, Governance, Risk Registers, Risk 
Indicators, Self Assessment, Incident Reporting, Performance Indicators, Customer Service, 
Action Tracking, Audit Planning, Key Risk Indicators, Controls, Surveys and more

www.symbiant.co.uk
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BEYOND THE BOOKS
Robin Freestone, CFO of publishing giant Pearson and Hundred Group chairman,  
talks about the digital revolution and the wider challenges facing finance chiefs

2004
Joined Pearson as deputy  

CFO, becoming CFO in 2006.

2000
Joined Amersham plc, becoming  

group financial controller.

1995
Joined Henkel UK, becoming CFO.

1985
Various roles at ICI and Zeneca.

1980
Joined Touche Ross, training as a  
chartered accountant.

about, but the whole shareholder arena is new, and you 
suddenly find yourself  in charge of  functions like treasury 
and tax, which you may not specialise in. The group is a very 
good place to meet like-minded CFOs, some of  whom are 
more experienced, and share experiences and concerns.’

The group, whose opinions have always been sought 
but has not historically been vocal in the public arena, is 
shouting louder about some of  these concerns.

Perception problem
Freestone highlights the issue of  popular sentiment 
towards business. ‘There’s a feeling that big business is 
self-serving and not operating in the interests of  the wider 
community, whereas anybody who works in big business 
knows that the vast majority of  companies are trying  
hard to survive and prosper, and benefit both customers 
and other stakeholders.’

One reason this issue is critical, he says, is that anti-
business sentiment could trigger a reaction against pro-
European lobbying by big business in any popular vote 
over the UK’s membership of  the European Union. ‘Most 
big businesses recognise that with continental Europe 
accounting for half  of  the UK’s exports, it’s really important 
that we continue to be seen as part of  a European 
Community and a single market.’ »

A
n industry facing a technology-driven revolution in 
the buying habits of its customers and a radical 
change in its business model. A complex and 
demanding deal involving a much-loved brand 

name that is not quite a divestment yet not quite a merger. 
Customers and staff in more than 70 countries and a  
tough trading environment where ‘banker bashing has 
become business bashing’.

Welcome to the world of  the FTSE 100 finance chief  –  
in particular, to that of  Robin Freestone, CFO of  education 
and publishing giant Pearson, owner of  the Financial Times 
and, until last July, of  Penguin Books.

The specifics might be different, but the sort of  issues 
described above are common to most big-company CFOs. 
And that makes Freestone well qualified to be chairman  
of  the Hundred Group, which represents the views of  FDs  
of  the FTSE 100 and several large private companies.

Defining the CFO role, says Freestone, is complicated. 
‘Someone said to me recently that the role of  the modern 
CFO is very different to what it used to be. But probably 
it isn’t. If  you boil it down, it’s about trying to allocate 
resources to the places that are going to make the best 
short and long-term return for you, and then getting on with 
the execution of  that. It’s both a decision-influencing job – 
making sure the company’s strategy is being applied and 
that capital is supporting it – and about execution, making 
sure you put that capital in the right place and that it does 
actually generate the return you thought it was going to.’

On top of  this, he adds, are all the other things 
associated with finance, such as making sure the numbers 
are right. Pearson’s finance function is 1,500 strong and, 
at the time of  the interview, engaged in closing off  the 
books for 2013 as well as putting together the 2014 budget. 
Freestone is a proponent of  annual budgets with quarterly 
forecasts rather than rolling budgeting, which he has tried 
but says did not engage the same focus.

A significant chunk of  the process-oriented parts of  
finance has been outsourced to IBM in Bangalore; Pearson 
also has a centre in Manila and a new centre opening in 
Dalian, China, with Accenture. For the in-house finance 
team, there is an emphasis on business partnering and 
critical decision-making. So there are plenty of  challenges 
to discuss with fellow members of  the Hundred Group. 

‘Becoming a CFO is quite daunting,’ says Freestone. 
‘Many of  the issues you’re dealing with are things you know 

CV
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TAX: THE WHOLE STORY
Look out for a report on the Hundred Group’s annual Total 
Tax Contribution survey, to be published in late January, 
in the March edition. It unveils a complete picture of 
taxes paid and collected by the UK’s largest companies. 

*‘Be absolutely clear on the 
priorities of the company and make 
sure your capital is going into those 
areas. Be vicious in preventing 

people putting capital into things that  
       weren’t agreed as a priority.’

*�‘Aspiring CFOs should get as wide a 
range of experience as they can across 
as wide a range of sectors as possible. 
Whatever the headhunters tell you, you 
can change sector as a CFO.’

*�‘As Hundred Group chairman you would 
expect me to say this, but network as 
widely as you can. Get to know your 
peers in as many different arenas as you 
can and you’ll be amazed how many are 
facing exactly the same issues as you.’

£6.1bn
Pearson turnover in 2012, 76% of which 
came from its education business, 17% 
from Penguin and 7% from the FT Group.

59%
Pearson turnover generated in North 
America. The next largest markets  
are Europe (22%) and Asia (13%).

387,000
Number of Financial Times digital 
subscriptions at end of Q3, 2013,  
up 24% year-on-year.

14%
Total UK government receipts paid or 
generated by Hundred Group member 
companies.
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Drivers of  anti-business sentiment, he says, include rising 
prices hitting hard-pressed consumers and the continuing 
debate over boardroom salaries. Then there’s the damaging 
debate over tax avoidance, which, says Freestone, has 
become too focused on corporation tax. 

The Hundred Group is trying to influence the debate 
with its annual Total Tax Contribution survey (see box 
below) pointing to the increasing overall amount of  tax 
that member companies are paying. Employers’ national 
insurance, business rates and irrecoverable VAT together 
make up more than 55% of  Hundred Group company total 
tax bills, while corporation tax makes up just 27%. The 
corporation tax take itself, he says, is declining due to the 
falling rate and rising payments into pension schemes. 

He adds that globalisation and technology make it an 
increasingly difficult tax for governments to legislate on and 
administer. ‘If  you’ve got a virtual team with an individual in 
Mexico, another in Venezuela and one in Asia, all working on 
the same product or service, how on earth are you going to 
attribute the cost?’ A revolutionary approach is required.

Pearson has staged its own digital revolution with 
the Financial Times, which has pioneered making online 
newspaper readers pay. ‘The FT has got more readers – about 
630,000 per day – than ever,’ he says. ‘What’s interesting is 

that the number of  digital subscribers is now significantly 
higher than for the paper version. The beauty of  the FT.com 
model is you can reach a lot of  readers you would never 
reach every morning with a physical paper because it’s 
just not cost-effective to put small volumes of  physical 
newspapers into smaller cities of  the world.’ Pearson will be 
happy, he says, as long as FT.com subscribers grow faster 
than the readership of  the paper version.

World’s biggest
But it is Pearson’s Penguin brand that has been stealing  
the headlines recently. Its merger with Bertelsmann-owned 
rival Random House created the world’s biggest book 
publisher. ‘It’s a complicated deal because we still own 
47% and we may own 47% for the next 100 years, so it’s an 
arrangement where you are both looking for the best result 
for Pearson, but recognising you need a good result for 
Penguin Random House as well.’ The deal closed in July, but 
Freestone reckons there’s probably a couple of  years’ worth 
of  work in unpicking Penguin from Pearson’s infrastructure.

The logic of  the deal, says Freestone, was inexorable, 
both in terms of  cost synergies and because the market is 
changing. ‘About a third of  the North American market will 
be e-book downloads this year. This is a significant change 
in quite a quick timeframe. It’s clear that e-books are going 
to grow for some time to come and there will be fewer 
distributors than with physical books.’

Freestone himself  prefers to read his books in hard copy: 
he enjoyed Penguin’s JFK’s Last Hundred Days by Thurston 
Clarke and Gone Girl by Gillian Flynn on a recent holiday.

The Financial Times and Penguin might be the headline-
grabbers, but more than three-quarters of  Pearson’s 
sales come from its education business, which supplies 
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FOR MORE INFORMATION:

www.the100group.co.uk

www.pearson.com

Robin Freestone on Pearson’s financial performance 
http://ar2012.pearson.com

▌▌▌‘IT’S ABOUT MUCH MORE THAN PUTTING 
CONTENT ONLINE – IT’S ABOUT AUGMENTING IT’

educational materials including textbooks, technologies 
and assessments. Its biggest market is North America. This 
too is being transformed, albeit more slowly, by the digital 
revolution. ‘I think you’ll see more tablets in the classrooms 
and in the hands of  students, and you’ll see more university 
students using more digital products and fewer books.’

He says it’s about much more than taking content and 
putting it online – it’s about augmenting it. ‘The critical thing 
is to embed assessment of  how much the student has learnt, 
then help them learn more by bringing them hints and 
assistance associated with the errors they’re making.’ This 
provides not just a diagnostic tool but also a teaching aid.

Another area of  change affecting big-company CFOs 
is corporate reporting. One issue focusing the minds of  
Hundred Group members is the new UK rules on annual 
reports – particularly new terminology such as ‘fair, balanced 
and understandable’. Then there is narrative reporting and 
changes to the audit report. He expresses concern over the 
ever-growing size of  the annual report, questioning both the 
burden it places on companies and its value to stakeholders.

The recent changes requiring 
greater rotation of  audits have, 
Freestone says, landed in a sensible 
position, although he worries about  
the knowledge loss of  having a 

completely new audit team. ‘But I think the perception 
benefit probably just about outweighs the extra costs.’

Integrated reporting, he says, is a little further down the 
line, but still valid. ‘It’s more fundamental to ask what your 
organisation is really for and actually contributing. You’ve 
got to be doing a lot more than just profit these days. There 
has to be a wider agenda and doing some form of  good. 
What outcome are you trying to achieve? The most successful 
companies already tend to be thinking that way.’ ■
Chris Quick, editor
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GREAT 
EXPORTATIONS
In the first of three articles in this month’s issue on exporting, we look at the government 
push to get SMEs to sell overseas as one of the best ways to grow the economy 

is that if  UK growth picks up – the OECD has upgraded 
Britain’s 2014 target to 2.4% from 1.5% in summer 2013 
– many manufacturers will choose to pick the low-hanging 
fruit of  domestic consumption rather than the juicier export 
plums at the top of  the tree.

There are export success stories. A quarter of  Burberry’s 
sales are in China and it plans to open 25 stores in 2014, 
mostly in China and Latin America. Then there is Rolls-
Royce, the aerospace power systems provider, for which over 
80% of  its multibillion-pound sales are exports. Among the 
smaller export heroes is Mechatherm (see panel, page 20).

But the trouble for most of  industry, Smith points out, 
is that even when it comes to exports, Britain is locked into 
the old low-growth world rather than the faster-expanding 
economies of  the BRICs and South-East Asia. Of  Britain’s 
20 top export destinations, only five are high-growth 
markets. China is largest among the five, coming in at 
number nine in the top 20.

Britain’s global export share has 
plunged by nearly half  in the past 30 
years, says Kim Hayward, international 
liaison partner at BDO and co-author of  
a new CBI report on medium company 
exporting, Go your own way. ‘Just over 
5% of  our exports are to the BRIC 
countries and we still export more to 
Ireland than to China,’ he says.

The problem is compounded by the 
fact that the ambition to sell overseas is 
lowest among Britain’s SMEs – the very 
companies the government wants to see 
spearheading an export-led recovery. 

C
ompanies that have decided 2014 is the year they 
will join the export drive have chosen a tough time to 
do it. Global growth at an estimated 2.7% this year, 
according to the OECD, is likely to be down on the 

heady figures exporters have enjoyed in past years.
But that doesn’t mean there aren’t opportunities – and 

the government wants more small and medium-sized 
businesses (SMEs) to get out there and grab them. Hardly a 
month goes by without ministers announcing a fresh scheme 
to get UK business selling overseas.

The Music Export Growth Scheme, which is offering £3m 
in grants to SMEs to promote Britain’s songsters abroad, 
is one of  the latest. It’s all part of  the government’s grand 
scheme to lure another 100,000 companies into exporting 
and boost overseas sales to £1 trillion by 2020.

But that is a tough target which requires year-on-year 
export growth of  9%, points out David Ward MP,  
vice-chairman of  the All Party Parliamentary Group on  
Trade and Investment. ‘A number of  
people have questioned whether it can 
be achieved, but the government is not 
giving up on it,’ he says.

If  ministers are successful, they 
will have created ‘export-led growth’ 
– something that has eluded the UK 
since 1945 when Sir Stafford Cripps 
was warning that Britain had to ‘export 
or die’. But can they do it?

It is the $64,000 question, says 
David Smith, an associate at the 
Ashridge Strategic Management 
Centre. ‘At the moment, most 
companies are trying to re-establish 
themselves in the home markets on the 
grounds that these are the easy wins,’ 
he says. But some UK companies may 
decide that uncertain growth prospects 
in the home economy mean they need 
to look abroad if  they want to achieve 
their own growth ambitions. The worry 

▌▌▌AS TRADE MINISTER, LORD LIVINGSTON 
WILL FIND PROPELLING EXPORTS TOWARDS THE 
MAGIC £1 TRILLION A TOUGH PROPOSITION

18 FOCUS | EXPORTING

ACCOUNTING AND BUSINESS



Research done for a new report from the think-tank Reform, 
Delivering the UK export ambition, shows that only 9% of  
companies with turnovers in the £1m to £5m range sought 
advice about exporting in the past year.

But despite these gloomy findings, Giordano Mion, 
professor in international trade at the University of  
Surrey, calculates there are 164,000 UK companies with 
a ‘probability’ to export that is equal to or greater than 
existing exporters. ‘These 164,000 firms are as productive, 
as big and as innovative as the average existing exporter,’ 
he says. He arrived at his figures after making complex 
calculations from huge sets of  trade data using parameters 
that are known to identify likely exporting companies.

SMEs still dithering about whether to jump into the 
export game could consider a key point. ‘Exporting used 
to be about industries – it was an industry that exported or 
imported and firms didn’t really have much space as entities 
in international trade dealing,’ says Mion.

‘But in the past 10 to 15 years, we have discovered 
through firm-level trade data that neglecting the fact that 
there are different firms in an industry was a big mistake. 
That’s because there is more variation in productivity across 
firms within an industry than between industries,’ he adds. 
‘It is vital to attract new exporters as within seven to 10 years 
they could be generating nearly half  of  all export growth. The 
small guys today will become the big guys of  tomorrow.’

But in the next three years, up until 2017, Mion’s 
calculations suggest that most of  Britain’s export growth 
in goods will not come from new firms but from existing 
exporters increasing the number of  countries they sell to 
and the number of  products they offer.

Although question marks hang over future trends in the 
export of  goods, there are big hopes for selling services 

overseas. Last year Vince Cable announced plans to promote 
Britain’s professional and business services, such as 
accountancy and consultancy, in overseas markets.

Cable points out that emerging markets have a growing 
middle-class demanding higher-quality services. ‘If  a British 
advertising agency runs a campaign in India, there will be 
a British legal firm available to finalise the contract or a 
British accountancy firm to handle the transaction,’ he says.

Thinking small
The detailed econometric calculations Mion has made 
suggest that selling services overseas relies more on new 
and smaller companies than existing service exporters. ‘It’s 
a much more dynamic type of  trade,’ he says.

Smith says a lot of  services exporting takes place ‘under 
the radar’ and is not picked up in official statistics because 
it is generally carried out by small firms or individual 
professionals. ‘The long-term car park at Heathrow is full 
of  Mercedes, BMWs and upmarket cars. Where are these 
people?’ he asks. ‘They’re overseas making money.’

Overseas they may be, but many will be stumbling 
through negotiations because they lack foreign language 
skills. Tongue-tied Britons could be the hidden block holding 
back a surge in UK exports. Export business lost as a result 
of  language difficulties could be as high as £45bn a year, 
3% of  GDP, argues James Foreman-Peck, professor of  
economics at Cardiff  Business School.

He points out that in theory British exporters should have 
an advantage because English is the most widely spoken 
business language around the world. But he adds: ‘It’s also 
possible that ignorance of  the pay-off  to language skills and 
investment is particularly marked among British exporting 
SMEs who may mistakenly rely on supposed universal » 

► SMELL OF SUCCESS
An atomiser on a Burberry Brit 
Rhythm perfume bottle – a quarter of 
Burberry’s sales are now in China
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knowledge of  English in foreign 
markets.’ If  he is right, UK exporters 
could gain more return on investment 
from targeted spend on language skills 
than European competitors. 

But speaking the right language 
won’t be enough by itself  to hit the 
government’s £1 trillion target. ‘Collaboration is the key,’ 
says Hayward. ‘International markets are no longer just the 
realm of  big business, but larger or more experienced firms 
can help medium-sized businesses internationalise if  they 
share their knowledge and experience in developing global 
business models. Companies such as Cath Kidston prove 
that the non-exporters of  today can be the global businesses 
of  tomorrow, but only if  the government, big business and 
finance providers play ball.’

That ‘but only’ is a big ask – and most of  it has landed 
on the desk of  Lord Livingston, the former BT Group chief  
executive, who took over as trade minister in December. 
Livingston once won a fantasy share investment competition, 
trebling his notional £10,000 in 10 months. He will find 

If they handed out Olympic medals for exporting, 
then Mechatherm International, a West Midlands 
company that makes aluminium recycling furnaces and 
equipment, would have a box full of golds.

In its past three completed financial years, the 
proportion of  turnover it has earned from exports has 
been 99%, 99% and 98% respectively.

‘This year the proportion will be down a bit because 
we’ve won a couple of  orders in the UK,’ says Chris 
Emes, Mechatherm’s managing director. It’s almost 
possible to detect a hint of  apology in his voice.

Mechatherm’s turnover has doubled to £25m in 
less than two years on the back of  a boom in world 
aluminium recycling. But there was nothing certain about 
the company winning the extra business.

You’ve got to be organised to export effectively, says 
Emes. For example, shipping equipment around the globe 
is important for the company, so it has a highly proficient 
logistics manager.

‘We need everybody to be educated about letters of  
credit and bank guarantees,’ says Emes. ‘Documentation 
is different from country to country – so that’s also a big 
requirement to understand.’

Another skill Mechatherm has acquired is the ability 

to trade in multiple currencies. For example, in the US – 
where it has recently won its first order – customers only 
want to pay in dollars. In Dubai, the company has signed 
multi-currency contracts in which it is paid partly in 
euros, partly in dollars and partly in the UAE’s dirhams.

Mechatherm has mastered the differences between 
domestic and export business. Such as the fact that in 
some countries it can be more difficult to get your money 
out – so you need to know how to finance your cashflow 
while you’re doing it.

Emes says the company has tried different ways of  
selling overseas. It has opened its own offices, but shut 
them when the Far East experienced a crash around 15 
years ago.

Now it mostly works through licencees or agents. ‘You 
need to vet them very carefully to make sure they’ve got 
a good reputation in your industry,’ says Emes. Generally, 
Mechatherm will work on an order-by-order basis with a 
potential licencee before signing a longer-term deal.

But even with licencees on the ground, Emes says 
there is absolutely no substitute for learning about a new 
market at first hand. ‘You’ve got to go and visit the client 
and eyeball them in the same room – that’s the way to 
build a relationship,’ he says.

CASE STUDY: MECHATHERM INTERNATIONAL

propelling exports towards that magic 
£1 trillion a tougher proposition.

But perhaps not an impossible 
one. According to Mion’s econometric 
modelling, much depends on how 
GDPs grow around the world in 
Britain’s main export markets. But he 
has sketched out a scenario in which 
Britain’s trade in goods and services 
hits £851bn by 2017, which is the 
limit of  his current data. He says: 
‘That would still leave three years to 

reach one trillion, which might be feasible after all.’ ■

Peter Bartram, journalist

► PATTERN OF SUCCESS  
Cath Kidston wallpaper – proving that ‘the 
non-exporters of today can be the global 
businesses of tomorrow’

FOR MORE INFORMATION:

‘First ports of  export call’, page 32 

‘Export experts’, page 52 

Go your own way is at http://tinyurl.com/OwnWay

Delivering the UK export ambition is at 
http://tinyurl.com/ExpAmb
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Consultancy’s golden lure
Eager to be part of a technology-driven revolution that can reignite business profits,  
the Big Four are piling back into consultancy. Robert Bruce explains what’s going on

The recent outbreak of accountancy 
firms buying consulting businesses 
gives some a sense of déjà vu. Or, as  
a famous baseball player once said: 
‘It’s déjà vu all over again.’ 

The seeds of  the destruction of  
Arthur Andersen, once the most 
famous accountancy firm in the 
world, were sown when its consulting 
arm outgrew its audit centre and the 
whole affair ended in arrogance, tears 
and a breakup. 

A couple of  years later Enron 
brought about the demise of  Arthur 
Andersen, with the resulting scandal 
leading to its rival accountancy firms, 
having bought or built up consulting 
arms, mostly selling them off.

Now the process seems to be 
beginning once more. The accountants 
are in the market for consulting firms. 
This time, say the people involved, it 
will be different. 

In a matter of  months we have 
seen PwC buying management 
consultancy Booz & Co (as we went 
to press, the Booz partners still 
had to vote on the deal), Deloitte 
buying Monitor, German firm 
Roland Berger under siege from the 
Big Four accounting firms, other 
smaller firms being swallowed up 
and, in a different but related move, 

the geographical coverage; consulting 
firms tend not to – they fly their people 
in and that’s an expensive model for 
resourcing projects. 

And accounting firms are the ones 
with the audit. That may not seem 
like a killer blow. Audit is deemed 
a dull concept. But having an audit 
function in-house, as accounting 
firms do, brings relationships across 
the ‘C-suite’, the influential people in 
command of  corporates. As a result 
of  the episodic nature of  their work, 
consulting firms have nothing like  
the depth the accounting firms enjoy  
in these relationships.

So although the biggest global 
consultants are not being targeted, 
the rest of  the market is in play. 
‘This will be the first of  many bits of  
consolidation,’ says Gaskell. ‘You will 
see the Big Four bulking out.’

And there is another reason for  
all the excitement. Technology is 
changing this world. 

‘There is a feeling in our advisory 
and consulting business that the world 
is on the cusp of  major change and 
that will create new winners in the 
market so we need to invest heavily in 
capability around data and analytics,’ 
says Bannister. 

‘Technology is putting a lot of  speed 
into things and that creates a need for 
agility,’ says James Chalmers, UK head 
of  assurance with PwC. 

The D&A miracle 
What they are talking about is data and 
analytics, or ‘D&A’ as it is somewhat 
confusingly known. KPMG is already 
proclaiming ‘the D&A in our DNA’. 

Technology now allows masses of  
data to be put through the analytic 
mill and used to predict, for example, 
future customer needs. It tells you, 
as one expert put it, ‘how people do 
behave rather than how they should 
behave’. The traditional business 
world has not really paid too much 
attention to this, but accounting firms 
are now going to explain the huge 
advantages to them. 

KPMG launching KPMG Capital, its 
first investment fund. 

There are certainly big changes 
afoot. ‘It is,’ as Harry Gaskell, managing 
partner of  the UK and Ireland Advisory 
practice at EY, says, ‘a very interesting 
time to be in the industry.’ 

Realignment
The year ahead should be an 
entertaining one as well. The current 
theme is an inexorable coming 
together of  consulting firms and 
accounting firms. ‘The market does 
seem to be driving a realignment 
between strategy consulting businesses 
and the large professional services 
firms,’ says Brian Bannister, head  
of  global communications at KPMG. 
‘Each is seen to have something the 
other doesn’t offer.’

And what the accounting firms, now 
firmly in the driving seat, have, and the 
consulting firms do not, is the scale 
to invest. Consulting firms are seen 
to have all the costs but without the 
global networks. Accounting firms have 
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probity and credibility. People trust us 
to give them strategic advice they can 
trust and which will have value.’ 

But it might be a double-edged 
sword. ‘The big accounting firms are 
not famed for their risk appetite and 
running businesses,’ says Jonathan 
Hayward, founder of  consultancy 
Independent Audit. ‘In the past the 
dominance of  the audit mindset has 
been fatal to such ambitions.’ 

However, audit may not be as big 
a part of  the picture as it used to be. 
‘Audit, which has a stifling effect on 
the appetite for risk, is less important 
now,’ says Hayward. 

And if  you look far enough into 
the future you could find that the 
accounting firms, bulging with 
consulting revenue, decide that audit 
with its endless conflicts, liabilities and 
the drag of  being a compliance-based 
business, is quietly offloaded. ■

Robert Bruce is an accountancy 
commentator and journalist

FROM E&Y TO CAPGEMINI AND BACK TO EY
Harry Gaskell, managing partner of the UK and Ireland Advisory practice 
at EY, has seen the consulting world from both sides. 

Back in 2000 when accounting firms were restructuring and selling their 
consulting arms, Capgemini bought the consulting business of  what was then 
Ernst & Young and Gaskell moved across with it. It was only then, he says, 
that he realised the cultural differences between a standalone consultancy 
and one that was part of  an accounting and assurance business. 

‘There is a vast difference in perception,’ he says. ‘People think of  us as 
an assurance business. Our brand is first and foremost that of  professional 
people with excellent financial skills, with integrity, people you can trust. 
This is baked in the brand.’ 

And that, as Gaskell points out, is partly what attracts clients to 
consulting businesses that are part of  large accounting firms. Consulting 
firms that lack the accounting firm culture are very different organisations.

‘The growth of  technology and 
data is a mega-trend impacting 
businesses everywhere and how best 
to use it is a consulting play,’ says 
PwC’s Chalmers. ‘Sharing that across 
the two businesses of  assurance and 
consulting plays to the skills which 
underlie these services.’

But there is much possible 
confusion ahead. The conflict between 
non-audit services and audit work is 

just one issue. For example, a Booz 
partner joining PwC may find that they 
can’t work with the 42% of  the FTSE 
100 audited by PwC. 

Yet some call audit the killer 
argument for an accounting firm 
because it is key to brand credibility. 
‘I think the Big Four recognise that 
part of  their USP is having strong 
audit credibility,’ says Bannister. ‘It is 
leverage from an audit reputation for 

▲ SPENDING SPREE
PwC’s acquisition of Booz & Co is part of a   
return to consulting by accountancy firms
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Is it possible to test for character?
In the aftermath of the Co-operative’s Paul Flowers debacle, Peter Williams ponders 
how many unsuitable people are in top jobs, and how best to measure personal qualities

One of the many questions that 
emerges from the debacle of the 
appointment of Paul Flowers as 
chairman of the Co-operative Bank 
is the process by which he gained 
such high office. Shareholders may 
feel emboldened to ensure greater 
scrutiny of the directors – executive 
and non-executive – who get voted in 
without the faintest of objection or 
question. Indeed directors of all types 
of organisations may feel that a hard 
stare around the boardroom table may 
be in order, along with the virtually 
unanswerable question: are they really 
suitable for that role? 

At its most positive it could be 
argued that a recruitment error like 
that of  Flowers serves to demonstrate 
how seriously most directors approach 
the task that they have accepted and 
how few stories there are of  completely 
unsuitable people in top jobs. Except 
no one really knows. There are tools 
and outside help to assess how a 
board is doing collectively, but that 
serves only as a useful self-examination 
driven by a checklist with the results 
remaining unpublished and so 
unknown to a wider audience. 

However, by being clear about 
the attributes that are wanted it 
should be possible to find effective 

Many of  these most personal qualities 
are about a person’s character which 
will change over the years.

This is nothing to do with the 
jobs we’ve done but something more 
fundamental to who we are: our own 
personal culture, personality, beliefs 
and behaviour. This idea was captured 
by another departing banker: Bob 
Diamond, the former head of  Barclays. 
In November 2011, while still at  
the bank, he delivered the inaugural 
Radio 4 Today Business Lecture. He 
said: ‘Culture is difficult to define, 
I think it’s even more difficult to 
mandate – but for me the evidence of  
culture is how people behave when no 
one is watching.’ It is a neat sound 
bite and it contains a strong dose of  
truth: when we are only accountable 
to ourselves, then our behaviour is our 
character. But this may not drive us any 
further forward in terms of  assessing 
whether others have the moral fibre to 
do the job that is required of  them.

Asking others for honest character 
assessments is a nightmare. We all 
know of  situations where someone has 
slunk away from a senior role – often 
with a contractually driven payout and 
a reference which may not glow, but 
is eminently respectable – when they 
probably more rightly deserved to be 
shopped to some authority or at least 
declared as the incompetent they 
proved themselves to be. Yet it is a 
given that it is fine to conspire to land 
someone else with the problem that 
we’re so relieved to be shot of.

With the Co-op the irony was greater 
and the taste nastier because it had set 
out its stall as an ethical organisation. 
I’m prepared to believe that the vast 
majority of  staff  and directors can 
claim such exacting standards. The 
challenge for those honest citizens – 
and indeed for the rest of  us – is to 
work out a way to protect ourselves 
and our organisations from behaviour 
that stinks. ■

Peter Williams is an accountant  
and journalist

individual directors without falling 
back on the old-boy network as a 
shortcut to a safe pair of  hands. It 
is relatively straightforward to find a 
list of  desirable attributes. One of  the 
shortest yet all-encompassing lists is 
from the Institute of  Directors, which 
suggests that non-execs should be 
capable of  bringing independence, 
impartiality, wide experience, special 
knowledge and personal qualities. 
The personal qualities include 
characteristics such as emotional 
intelligence, gravitas, strength of  
personality, integrity and an ability to 
engage and challenge.

It would be possible to add to that 
list and to disagree with the importance 
of  some of  those attributes. However, 
if  you accept those characteristics 
as more or less desirable, the key 
challenge is how to measure reliably the 
various traits in order to gain an overall 
picture of  a candidate’s suitability. 
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Must do better
The investor looking for informative and intelligent commentary on a company would do 
well to look virtually anywhere other than the audit committee report, says Jane Fuller

If company boards are to set 
themselves a New Year’s resolution, 
improving the quality of audit 
committee reporting should be 
it. This is not just because the 
UK Competition Commission has 
recommended an advisory shareholder 
vote on the audit committee report. 
It is because this central part of the 
independent directors’ job must be 
better explained.

Wearing my CFA UK hat, 
representing users of  accounts, I 
read several audit committee reports 
last year and gave feedback to the 
FRC’s Financial Reporting Lab, which 
published guidance in October.

If  I had received £10 for every 
mention of  the word ‘review’ to 
describe what these committees do, 
I’d be rich. With some honourable 
exceptions – Barclays has been in the 
vanguard – these reports tended to be 
bland and complacent.

One of  the challenges for audit 
committees is that other contributors 
to annual reports have upped their 
game. Remuneration committees 
have been under constant pressure 
to disclose more. On the executive 
side, various initiatives on narrative 
reporting have fed through into more 
intelligent discussions of  strategy and 
business models. The financial crisis 
has prompted better reporting of  top 
or emerging risks, with mitigating 
action explained.

Take Debenhams’ report for the 
year to 31 August 2013: there’s a 
Q and A on the market context and 
an independent expert’s view on the 
changing nature of  retail. Michael 
Sharp, chief  executive, is asked how he 
is tackling declining store profitability 
and why he thinks it is worth opening 
more stores in an internet age. 

Key performance indicators and 
their link to remuneration are spelt out. 
The CFO’s report is always a must-
read. Debenhams’ explains capital 
allocation and has a table that links 
the main cashflow movements to the 
change in net debt. 

This is not unusual and it indicates 
massive scope for improvement. A good 
example comes from Ashmore Group, 
the emerging markets investment 
manager. With a year-end of  30 June, it 
set out to modernise its audit and risk 
committee report – the same applied to 
the auditor’s report by KPMG. 

‘Significant accounting matters’ in 
the audit committee report include 
whether carrying values for goodwill 
and other intangibles should have been 
impaired. The committee ‘critically 
reviewed the analyses performed by 
management’. The auditor talked about 
‘headroom’ and the sensitivity of  the 
outcome to the assumptions used. The 
issue was declared ‘a key audit risk’.

Now that does give investors a good 
prompt for questions. It also shows how 
the audit committee and the auditor 
can produce complementary reports. 
Committee chairman Nick Land, an FRC 
board member, is deliberately taking 
a lead. Gareth Horner, at KPMG, has 
spotted an area where value can be 
added by embracing proposed reforms 
– at national and international level – to 
auditing standards.

One of  the trickiest tasks in the 
wake of  the Competition Commission’s 
insistence on five to 10-year tendering 
is to reassure users about the audit 
committee’s ability to run that process. 
Schroders had a good try but was 
stumped when its first choice, KPMG, 
belatedly discovered it did not meet all 
the regulatory rules for independence. 

The difficulty lies in convincing 
shareholders that the audit committee 
is really seeking out an auditor that 
will mount a robust challenge to 
management when the client is the 
company being scrutinised. As the 
pivot between shareholders and 
management, the committee has 
to demonstrate that it is, above all, 
representing the former’s interests. ■
Jane Fuller is former financial editor 
of the Financial Times and co- 
director of the Centre for the Study of 
Financial Innovation think-tank

After all that, the audit committee 
report is an anti-climax. The 
description of  its role and activities 
has no distinguishing features. No 
shareholder would be any the wiser 
about significant financial reporting 
issues and how they were addressed. 
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Focusing on the years ahead
At ACCA’s International Assembly in London, the message was that the organisation is in 
good shape to meet the challenges of the future, says ACCA president Martin Turner

I hope that the next 12 months see growth for your own 
organisations and for those which rely on your advice,  
support and services. 

I know that our membership has made a huge 
contribution to economic recovery in many parts of  the 
world and I am sure that will continue and expand 
to other markets. The new year is a time to plan 
for the future – and that is exactly what ACCA has 
been engaged in. At the end of  2013, ACCA held 
its International Assembly (IA), when over 70 
delegates from around the world travelled to 
London to discuss strategy beyond 2015, consider 
challenges and opportunities facing the profession 
and debate with ACCA’s Council the important role 
our profession plays in providing leadership.

 Assembly members, who come from members’ 
advisory committees or networks and represent 
their views, looked at future trends facing the 
profession and analysed ACCA’s current and future 
positions. It was clear from this that ACCA is in 
good shape, but that competition will get tougher. 
The IA also gave feedback on ACCA’s strategy to 2020, 
and looked at how ACCA will design and deliver the 
qualification in future, and the value of  membership.

 The IA and Council also saw the presentation of  
honorary members to Ian Ball, former CEO of  the 
International Federation of  Accountants, for his contribution 
to the development of  the global profession and for 
championing the improvement of  financial management in the 
public sector, and to Professor Bob Eccles of  Harvard Business 
School for his contribution to developing the thinking behind 
integrated reporting.

 Accepting his honour, Ian Ball said: ‘The way in which ACCA 
managed to pursue its objectives and be successful, while 
maintaining a commitment to public value, has enhanced your 
reputation around the world,’ while Professor Eccles said: 
‘I am delighted to get this award from the one truly 
global professional accountancy body in the 
world. ACCA is a remarkable organisation, 
as it is truly global it has a great respect 
from the profession.’

 That shows the regard ACCA is 
held in – and my Council colleagues 
and I remain committed to 
ensuring we maintain and 
enhance that hard-earned 
reputation, to support you in 
your career in 2014 and the 
years ahead. ■
Martin Turner FCCA is a 
management consultant 
in the UK health sector
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I completed a BA honours in 
information management and  
finance which comprised three 
main modules: accounting and 
finance, information technology and 
management studies. During my 
degree it became quickly apparent that 
my interests always revolved around 
the accounting and finance modules. 
Therefore, after graduating I decided  
to start a career in accounting. 

ACCA has given me the correct 
platform on which to build my career. 
During my studies a range of  broad 
topics was covered, including auditing, 
taxation and management accounting. 
This understanding and knowledge has 
really helped during my career.

I am the senior finance and 
commercial manager at Serco Health 
Enabling Services. I manage five 
finance and commercial managers  
who are based at their respective 
contracts around the country. As well 
as being responsible for the financial 
results of  those contracts, I am 
the finance lead for any bids in the 
enabling services business.

The contracts I work for are in 
hospitals. The number-one priority 
in my business is ensuring that a 
top level of  service is provided to 
our customers and patients. Serco 
is a growing company and my role 
includes ensuring that we provide 
the best level of  service to our 
clients. This in turn means we will 
be successful at re-bids and that our 
reputation will encourage growth with 
new clients in the future.

I have a varied role where I have to 
liaise with other support functions 
around Serco. I have to coordinate 
my work with other departments such 

‘ CLIENTS, PATIENTS AND EMPLOYEES IN THE 
HOSPITALS ALL HAVE THEIR OWN STORIES TO TELL’
AJAY GOKANI FCCA, SENIOR FINANCE/COMMERCIAL 
MANAGER, HEALTH ENABLING SERVICES, SERCO

as finance, commercial, IT and HR, 
as well as work closely with service 
managers around the hospitals in 
housekeeping, portering, switchboard, 
estates, ground maintenance, patient 
and retail catering.

I really enjoy meeting clients, 
patients and employees around 
the hospitals. They all have their 
own stories to tell, be it Serco staff  
assisting nurses around wards, 
patients enjoying the food that Serco 
delivers, appreciating the cleanliness 
of  the hospitals, or enjoying talking 
to porters, for example, when being 
transported from one part of  the 
hospital to another.

My role encompasses being away from 
home quite a lot. During the weekends 
I like to spend it with my family, so I 
normally let them plan the weekend! ■

Interested in appearing on this page? 
If  so, please contact Eneritz Corral 
eneritz.corral@accaglobal.com

SNAPSHOT:
FINANCIAL 
SERVICES
As new regulatory 
requirements begin to 
bite, the need for business 
partners with compliance 
skills has become ever more 
important in the financial 
services sector.

Nick Talreja, manager, 
compliance, risk and finance, 
at Badenoch & Clark, says: 
‘Financial institutions are 
now operating in a highly 
regulated environment, which 
has increased the demand for 
candidates with proven skills 
in regulatory reporting and 
compliance.’

The volume of  permanent 
finance roles has remained 
steady but qualified 
candidates with at least four 
years’ experience in financial 
services have become 
particularly sought after. 

Talreja adds: ‘There 
is a wide range of  roles 
for accountants including 
treasury and liquidity, 
financial accounting and 
financial control, management 
reporting and business 
partnering, and fund 
accounting and product 
control.’

2,000,000
Number of  people working 
in financial services across 
the UK, according to 
TheCityUK, an independent 
membership body promoting 
the UK financial services and 
professional services sectors.

The view from
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Yo-yo pricing
Dynamic pricing that automatically ratchets up and down with demand is spreading but 
businesses should beware a customer backlash, as consultant Simon Proctor explains

that allowed it to use dynamic pricing. 
The airline would discount tickets on 
first release, but raise prices for a given 
flight as more tickets were sold (and so 
fewer tickets were left available). 

However, there is evidence that 
dynamic pricing is not quite as modern 
a development as is sometimes 
thought. The idea of  a single universal 
price for a given product/service is very 

much a product of  mass retail and the 
industrial age. Numerous accounts of  
the great markets of  the pre-industrial 
era tell of  merchants adjusting their 
pricing with a rapidity similar to that of  
modern online retailers. 

How it works
There are a number of  prerequisites 
for implementing a dynamic pricing 
regime. The most important is to 
have a mechanism able to calculate 
appropriate pricing for a certain 

The I-495 high occupancy toll road 
in the US state of Virginia (part of 
the ring road around Washington 
DC) offers a perfect example of 
how a dynamic pricing solution can 
successfully be employed given 
modern technology and a scarce 
resource (road space). 

The four-lane toll road runs parallel 
to a toll-free alternative, where traffic 
inevitably runs more slowly. Intelligent 
traffic monitoring systems and 
advanced analytics allow the road 
operators to increase the toll road’s 
pricing when traffic builds, resulting 
in more drivers choosing the toll-free 
option, which in turn reduces traffic 
on the toll road. While this example is 
novel, dynamic pricing is increasingly 
prevalent, driven by the growing 
importance of  e-commerce and by 
technological advances that enable 
price setters to respond to changes in 
demand in near real-time. 

The early dynamic pricing 
innovators were the airlines, in 
particular American Airlines, which 
took advantage of  deregulation of  
airline pricing in 1978. Faced with 
stiff  competition from budget airline, 
People’s Express, AA put in systems 

▌▌▌THE ‘BIG DATA’ REVOLUTION HAS MADE THE 
ABILITY TO CALCULATE APPROPRIATE PRICING NO 
LONGER THE PRESERVE OF POWERFUL RETAILERS

point in the demand cycle, along 
with the ability to execute those price 
increases with minimal effort. The ‘big 
data’ revolution of  the past decade 
has made the ability to calculate 
appropriate pricing no longer the 
exclusive preserve of  the world’s 
biggest and most powerful retailers. 

Venky Subramanian is vice 
president, Europe, for Vistaar 

COCA-COLA FALLS FLAT
The cautionary tale of how Coca-Cola was forced into an embarrassing 
climbdown over dynamic pricing for vending machine sales should act as an 
example of how consumer psychology and cold economics can collide. 

In 1999 Coca-Cola CEO M Douglas Ivester said it would be fair to use 
intelligent vending machines that could increase the price of  a can of  Coca-
Cola in hot weather when demand was less price-sensitive. While this was not a 
definitive statement of  intent, it led to accusations of  price gouging, with Coca-
Cola’s arch-rival Pepsi benefiting from the huge uproar. The company executed a 
rapid volte-face and said that Ivester had been speaking hypothetically. 

Nevertheless it is clear that the dynamic pricing model is now well established 
in airline ticket pricing and driven by the gathering weight of  e-commerce. 
According to Marco Bertini of  London Business School, the Coke case illustrates 
the issue of  ‘agency’: if  consumers feel they are being punished for something 
out of  their control (the weather), they respond negatively. Where Ivester went 
wrong was in not explaining that customers could also gain by being able to buy 
Coca-Cola more cheaply during certain conditions and by not making more of  
the increased costs (energy for refrigeration) imposed by hot weather.

Technologies, a software provider of  
pricing solutions. He says that Vistaar’s 
client base was initially multinationals 
with turnovers in the multi-billion-
dollar range but that the company now 
offers a ‘small, bite-sized approach to 
dynamic pricing’ for companies that 
are a fraction of  the size of  the original 
customer base. 

Further down the food chain, US 
business Appeagle offers a dynamic 
repricing tool for those selling on 
marketplaces such as eBay and 
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Amazon Marketplace. According to 
chief  marketing officer Zee Mehler, 
Appeagle’s client base covers retailers 
with a turnover of  hundreds of  millions 
of  dollars per year as well as ‘mom and 
pop’ businesses operating from home.

The migration of  so much trade 
to the online world has been another 
significant driver in dynamic pricing. 
Repricing thousands of  different 
products is less disruptive for an online 
seller than for a physical retailer with 
similar product complexity. In 2013, 
according to an IMRG/Cap Gemini 
study, the value of  online retail in 
the UK is likely to be in the region of  
£83bn. This represents roughly one-
fifth of  retail spend, and has grown 
hugely since the £2bn or so per year 
recorded at the start of  the century. 

However, even traditional ‘bricks and 
mortar’ retailers can use technology 
to execute price rises dynamically. 
Marco Bertini, a professor at London 
Business School, has highlighted the 
work of  Swedish company Pricer, which 
manufactures electronic shelf  price 
labels that can be quickly updated 
from a central price database. 

FOR MORE INFORMATION:

www.simonproctorconsulting.co.uk

Consumer reaction 
Dynamic pricing is now a well-
established phenomenon. So why do 
consumers understand and accept 
it in some situations, but react so 
negatively in others such as the Coca-
Cola case (see box)? 

There seems to be an acceptance 
that a seller can raise prices with the 
progression of  time in a way that 
is clearly not related to additional 
cost – airline and train tickets are an 
example. Academics in the field have 
highlighted the concepts of  distributive 
fairness and procedural fairness in how 
consumers react to pricing decisions. 

Distributive fairness relates to the 
balance of  power between buyer and 
seller and whether one side is seen as 
having an unfair advantage. If  it can be 
shown that prices after the introduction 
of  dynamic pricing could be lower, 
consumers are more ready to accept it 
than when the benefits accrue entirely 
to the seller. 

The concept of  procedural fairness 
relates to how the rules of  dynamic 
pricing are demonstrated to the public 
and how a dynamic pricing strategy is 

implemented. If  both sides are clear 
on the new rules of  the game (and 
consumers can adjust their behaviour 
accordingly), the new rules are more 
likely to be accepted 

In a world of  depressed corporate 
profitability increased revenues 
through smarter pricing is clearly an 
attractive option. Dynamic pricing is a 
technologically more accessible option 
than it has ever been. However, it is 
also clear that price setters looking to 
avoid a consumer backlash need to be 
mindful of  what is regarded as fair if  
they are not to be seen as abusing their 
power by using dynamic pricing to beef  
up the bottom line. ■ 

Simon Proctor is a consultant and 
lecturer

▲ CRUSH HOUR
Commuter traffic crammed onto the 
toll-free section of the I-495 Washington 
Beltway ring road in the US
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A BANKER’S VIEW
Rebecca McNeil, head of business lending at Barclays Business Banking, considers 
whether now is a good time for businesses to take up a cashflow finance facility

given that Bank of  England statistics showed net lending by 
financial institutions to non-financial businesses continuing 
to contract – falling by 3.5% in the 12 months to June 2013 
compared with the same period in 2012.

Numbers of  businesses using a cashflow finance facility 
have also increased in the last couple of  years. At the 
end of  June, ABFA members reported clients totalling 
43,248, an increase of  1% on June 2012 and 4% on June 
2011. Numbers using domestic factoring and domestic 
invoice discounting are roughly even (18,196 and 18,790 
respectively). Many of  these businesses have seen their 
sales volumes grow. Total sales recorded by ABFA members’ 
clients reached £131bn for the six months to June 2013, up 
12% on the same period in 2012. 

Cashflow finance is particularly helpful to growing 
businesses, as cash tied up in orders becomes freed up for 
use more quickly. Rather than having to wait 30, 60 or 90 
days for payment, cash (potentially up to around 85% of  the 
invoice value) is available on day one for reinvestment in the 
business. Furthermore, the facility can grow as the business 

grows. Businesses seeking to increase their growth rate 
could benefit from taking up a cashflow finance facility now, 
ready for use if  the expected recovery and growth of  the UK 
economy comes to fruition. 

As established funding options, factoring and invoice 
discounting are no longer seen as last-resort funding 
methods, but sensible finance products invaluable for 
facilitating periods of  rapid growth. This is because the 
debtor book often represents the largest balance sheet 
asset – so drawing down cash advances secured against 
debtors is an obvious way to ensure that asset works for 
the business most effectively. It is also relatively low risk – 
owner-managers do not need to secure this type of  cashflow 
lending against the family home or other assets. It is also 
relatively low risk to the bank, as the cash advances are 
secured against confirmed debtors. This means that the 
discount rate – the interest rate charged on cash drawn 
down – is usually relatively low when compared to the 
traditional bank overdraft. Although a service fee is also 

Q 
I’m keen to take advantage of any signs 
of UK recovery as well as opportunities to 
trade internationally. So is now the right time 
for me to consider taking out a cashflow finance 

facility for my business?

Signs of recovery in the UK economy are increasingly 
evident. Gross domestic product (GDP) grew faster than 
expected in the quarter to end of September (by 0.7% after 
increasing by 0.4% in the previous quarter). Businesses 
are leaner, and some are sitting on cash reserves ready 
and waiting to invest in new opportunities as they arise. 
Consumer confidence is also returning. According to 
Barclaycard’s data analysis, consumer spending increased 
by 2% in October and by 3% in September. 

These are all encouraging signs for UK businesses 
seeking to grow. The big question, however, is how can that 
growth be best funded? One solution could be cashflow 
finance – which enables businesses to access cash secured 
primarily against invoices (debtor book), though potentially 
also against stock and other assets.

Factoring and invoice discounting 
– the two core invoice finance options 
– are now established means of  
funding growth. Factoring offers the 
advantage of  being an outsourced 
service where the finance provider takes on the credit 
control role. Invoice discounting tends to appeal to larger 
businesses with greater credit control resources and who 
may prefer a confidential service.

 
An established option 
While now could well be the right time for many businesses 
to explore the benefits of  these types of  cashflow finance, 
many others have been doing so for some time. Despite the 
difficult trading conditions of  the last few years, cashflow 
finance has continued to expand.

Annual statistics from the Asset Based Finance 
Association (ABFA) show the resilience of  cashflow finance, 
which has expanded while the wider debt market has 
contracted. According to the ABFA’s quarterly statistics 
for 2013, total advances at the end of  June 2013 were 
£17.5bn, an increase of  10% on June 2012. Pure invoice 
finance, with advances made against debt, accounted for the 
bulk of  the total (82%). Such figures are particularly striking 

▌▌▌CASHFLOW FINANCE IS AN ESTABLISHED, 
LOW-RISK AND EFFICIENT SOLUTION
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charged to cover the cost of  processing invoices, businesses 
that no longer have to run their own credit control should 
have some savings to offset against those fees. Where the 
finance provider handles the credit control function, this also 
means that businesses are freed from the potentially time-
consuming task of  chasing up late payments. 

Modern technology has made using cashflow finance 
facilities increasingly straightforward and efficient. 
Information on new invoices issued can be sent to the 
finance provider securely via the internet, removing the need 
for businesses to generate lots of  paperwork. Cash can 
therefore become quickly available for drawdown against 
those invoices. Looking ahead, new IT developments will 
make it possible for cashflow finance providers to extract the 
data they need about invoices without any action required by 
the business at all.

 
Driving export growth
Although UK GDP appears to be on a slow growth curve 
again, potentially even greater opportunities for SMEs will 
come through increasing UK exports. The good news for 
businesses is that factoring and invoice discounting can 
be used with export as well as domestic sales. According 
to the ABFA’s statistics, as at the end of  June 2013 just 
over 5,000 clients of  ABFA members were using an export 
service (or mixed export and domestic). A little under 600 
were using import factoring.

Exports to developing economies are likely to be 
particularly important for supporting the UK economy. 
Demand from traditional UK export markets such as France, 
Germany, Italy and Portugal has understandably fallen since 
the global financial crisis. As a result, UK businesses have 
been looking to new markets. Providers of  cashflow finance 
have noticed a trend towards increased trade with the 
BRIC countries – Brazil, Russia, India and China. Specialist 

This article is just part of a partnership between 
ACCA and Barclays, which is helping small and 
medium-sized enterprises (SMEs) to grow.

The initiative includes a jointly branded area of  ACCA’s 
website providing advice to accountants in practice and 
SMEs on obtaining business finance. Written by experts 
from both Barclays and ACCA, the site:

* looks at the different types of  finance available

* explores what to consider when choosing which 
type of  finance is the right option for a business

* explains how different types of  loans are structured

* provides guidance on making that all-important 
loan application.

There are also example business plans and cashflows 
to help put together an effective loan application.

ONLINE BUSINESS FINANCE ADVICE

FOR MORE INFORMATION:

Find the ACCA/Barclays site at:
www.accaglobal.com/en/business-finance.html

Read the previous article on what underpins  
lending costs, AB.UK, October 2013:  

www.accaglobal.com/ab38

products are available for businesses looking to begin 
trading with such markets, designed to provide greater 
certainty of  payment. For example, finance providers can 
insure debtors for their clients, advise on credit limits, and 
provide information on the credit worthiness of  a client. 
Banks can also provide letters of  credit for exporting clients 
which will be underwritten by a foreign banking partner. 
Finance providers can, in general, offer support and advice 
on how to export to developing markets safely and securely.

Cashflow finance is, of  course, just one of  the funding 
options open to businesses – but it is an established, low-
risk and efficient solution. Businesses seeking to achieve 
growth, whether through sales at home or abroad, are 
encouraged to seek input from their banking adviser on how 
it could work for them. Cashflow clinics, run by Barclays in 
association with ACCA (see www.barclays.co.uk/localclinics), 
offer owners and managers the opportunity to explore the 
range of  options open to them. ■
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FIRST PORTS 
OF EXPORT CALL 
In the second of three articles in this month’s issue on exporting, we look at the  
help at hand for small businesses willing to step out of their comfort zone

different aspects of  exporting. It also has an online experts 
directory where companies can search for advisers who 
specialise in particular countries or who have knowledge 
of  the technicalities of  exporting, such as commercial 
agreements or international payments.

Lesley Batchelor, the Institute of  Export’s director 
general, says one of  the first things a novice exporter 
needs to consider is whether its product is suitable for the 
intended market. ‘Are you selling what you know you can 
make or what the market needs?’ she says. ‘It takes research 
to tweak or modify a product to make it suitable for a 
market. And sometimes people don’t think it through.’

Another common problem is that neophyte exporters 
don’t grasp that the timescale in exporting is different from 
the domestic sales cycle, Batchelor says. ‘Everything takes 
a bit longer and that includes getting into the market in the 
first place.’

O
ne of the most common reasons why small and 
medium-sized companies (SMEs) steer clear of 
exporting is fear of the unknown. But, these days, 
exporting does not have to be terra incognita.

That is not to say that exporting for the first time is a 
breeze. There are obstacles to overcome, particularly in 
high-growth markets where language and culture as well as 
tariff  and non-tariff  barriers can present problems.

But when Barclays surveyed 100 existing manufacturing 
exporters last year, 44 of  them said that they found the 
experience ‘as easy as they had hoped, or even easier than 
they expected’. And half  of  them said they wished that they 
had started sooner.

So where does an SME planning to export start? The 
Institute of  Export is a professional membership body with 
a range of  services for companies involved with exporting, 
importing and international trade. It provides courses in 

Finance professionals have a big 
role to play if a company wants to 
become a deliberate rather than an 
accidental exporter.

There is a huge agenda of  new 
work to focus on, such as tax and 
legislation in target markets, whether 
to set up an overseas office or rely on 
agents and distributors, and how to 
finance the cashflow of  exporting.

All of  this makes exporting for an 
SME look difficult, but it need not be 
impossible. The key is to focus on 
those markets where your products 
and services have the most potential. 
No finance director can be expected 
to have an encyclopaedic knowledge 

of  tax and legislation in every market 
but it is knowing where to turn for 
support that’s important. 

The big contribution the FD makes 
is in marshalling reliable information 
to answer the big questions such as: 

* What investment is needed 
to launch an effective export 
programme? 

* How much working capital is 
needed to finance the venture as it 
develops? 

* How will we get paid and extract 
profit from the markets we are 
trading in?

Answering these questions always 
becomes easier when you focus 

on the market which will have the 
biggest impact and where you choose 
a business model – direct sales, an 
agent, joint venture – that works best 
for your company.

VIEWPOINT: GLENN COLLINS, ACCA

▲ Glenn Collins FCCA is head of 
technical advisory at ACCA UK

32 INSIGHT | EXPORTING

ACCOUNTING AND BUSINESS



And, she adds, there is no substitute for 
visiting the market and learning about it – even 
if  you are planning to use a distributor. ‘Even 
with distributors and agents, you need to build a 
relationship, which you can’t do from a chair.’

With the government keen to get more SMEs 
involved in exporting, it has been ramping up the 
services it provides. UK Trade and Investment (UKTI) has 
been appointing more trade advisers and expanding the 
range of  services it offers, especially for SMEs. One example 
is its subsidised export communications review service, 
which provides a bespoke report on how companies can 
overcome language and cultural barriers and succeed in 
foreign markets. The service is designed to aid all kinds of  
communication – written, spoken, visual and digital.

But many exporters find UKTI’s greatest strength to be 
its in-depth knowledge and contacts in different markets. 
Tom Paul, a director of  construction materials supplier 
Kingspan UK, has sought UKTI’s help in several countries, 
most recently Saudi Arabia.

He says: ‘They’ve got some of  the best consulate officials 
in growth markets. It’s not the normal civil servant stuff  
when you get lost in a fog. You get precisely focused market 
opportunities. Appointments are pre-made so that when you 
step off  the plane you can get straight down to business.’

UK Export Finance (UKEF), the government-backed 
organisation which offers finance and insurance services  
to exporters, has also raised its game in recent years. In  

its 2012/13 financial year, its funding reached the highest 
level for a decade.

But as the CBI’s Go your own way report points out, that 
amounted to direct support to just 52 SMEs. The report 
noted that the direct lending scheme launched by UKEF last 
September has a minimum threshold of  £5m – way above 
the value of  most SMEs’ first order in an export market.

The CBI wants UKEF to ‘intensify its drive to identify 
the financing gaps in the private market, ensuring that its 
existing products are geared towards supporting smaller 
deals and newer exporters’.

And gaps there most certainly are, with banks sometimes 
turning down SMEs for export finance even when they have a 
solid order book. This is worrying because banks will usually 
be the first port of  call for SMEs seeking export finance.

But Simon Nicholson, head of  international at Barclays 
Business banking, says that Barclays says yes to around 
80% or 90% of  the requests it receives. ‘The biggest reason 
we say no is that there is nothing in the plan which suggests 

they can pay the money back,’ he 
explains. ‘But if  somebody comes to  
us with a properly written export plan 
with figures, then that makes a really 
big difference.’

Nicholson sees the bank’s role as 
being a broader one of  plugging new exporters into the 
knowledge that they need. One problem area he has come 
across is that too many new exporters fail to make credit 
checks on their overseas customers. Barclays has recently 
launched a service to help exporters do this.

At the end of  the day, SMEs which feel that their future 
belongs in exporting but lack the resources to realise their 
full potential could consider exploring a different business 
model – private equity ownership. 

Trey Vincent is a partner in the London office of  The 
Riverside Company, a private equity house that specialises 
in investing in SMEs with big export potential. He says: 
‘Small companies often don’t have the bandwidth to take 
on exporting. They may have some good managers, but 
they don’t have the time to take on export markets in detail 
because they’re running at 100 miles an hour just to keep 
up with day-to-day business. A private equity investor can 
provide additional resources and a network which can 
accelerate an export programme.’ »

▌▌▌‘IT’S NOT THE NORMAL CIVIL SERVANT STUFF. 
PRE-MADE APPOINTMENTS LET YOU STEP OFF THE 
PLANE AND GET STRAIGHT DOWN TO BUSINESS’
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Whichever way SMEs choose to move into exporting, there 
are rich business benefits. A Barclays survey conducted by 
Kingston University found that within two years of  starting 
to export, 82% of  firms reported a boost to their bottom 
line and grew by an average of  30%. ■

Peter Bartram, journalist

When SMEs come to us, they will 
often have one of three main export 
problems on their mind.

One is that they might not get 
paid. We offer credit insurance  
that provides cover if  the exporter 
doesn’t get paid for certain reasons, 
such as if  the customer becomes 
insolvent or if  specific political, 
economic or administrative events 
prevent payment.

Second, they may be having 
trouble getting a bank to issue a 
bond on their behalf, usually to cover 
things like payment guarantees, 
contractual bonds and performance 
bonds. We can offer bond guarantee 
support to their bank. We typically 

take up to 80% of  the risk that the 
bank would otherwise run by giving 
the exporter the guarantee.

Third, we can offer working capital 
guarantees to banks, taking up to 
80% of  the working capital risk away 
from the bank so they can provide 
funds to the exporter.

We have an expanding network 
of  export finance advisers to assist 
exporters through the process of  
securing trade finance. Over the  
past year, we have supported 
approaching £1bn of  contracts for 
small and medium-sized exporters. 
Without the support that we provide, 
some export contracts would never 
get signed.

VIEWPOINT: JOHN SNOWDON, UK EXPORT FINANCE

▲ John Snowdon is head of project 
marketing, UK Export Finance

The main way we start people off on 
the exporting journey is to appoint 
an international trade adviser for 
them. We have about 400 around 
the country and all are experienced 
exporters themselves. They have a 
wide range of products and tools 
and will discuss with any exporter 
what their needs are.

The first stage on the journey 
when we’re talking to SMEs is to 
convince them of  the merits of  
exporting. Exporting can be good 
for them; it can make them more 
competitive, increase the skills of  
their staff  and leave them with a 
strong balance sheet.

The second thing that we need 
to do is to overcome the fear factor. 

We do that by talking through some 
of  their fears and showing how we 
and other people can help them with 
specific worries.

Our great USP is the fact that we 
have a global network of  overseas 
posts. We have a UKTI team in 109 
markets and even in the markets 
where we don’t have a UKTI team 
but we do have an embassy, that 
ambassador and their team will be 
expected to help.

One area where companies could 
do more is in language skills, and we 
are building up our programmes to 
help people.

We’re focusing more and more  
on the mid-size business space  
and I think we will come up with  

new products. We see the value 
growth in exports coming from mid-
size businesses.

VIEWPOINT: GUY WARRINGTON, UK TRADE AND INVESTMENT

▲ Guy Warrington is English 
regions director for UKTI

FOR MORE INFORMATION:

‘Great exportations’, page 32 

‘Export experts’, page 52 

Go your own way is at http://tinyurl.com/OwnWay
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1 UAE

2 QATAR

3 SAUDI ARABIA

4 HONG KONG

5 SINGAPORE

6 IRELAND

7 BAHRAIN

8 CANADA

9 OMAN 

10 KIRIBATI

11 KUWAIT

12 DENMARK

13 MAURITIUS

14 UK

THE SURVEY
Paying Taxes 2014: The global picture compares tax systems in 189 economies. It covers the period between 2004 
and 2012 (from boom through slump to slow recovery) and can be viewed at  http://tinyurl.com/TaxGlobally

FASTEST IMPROVER
The Central Asia and Eastern Europe region has been the biggest reformer over the nine 
years of  the study, recording the biggest fall in time to pay (down to 220 hours) and number 
of  payments (25.1), and the second biggest drop in total tax rate (down to 39.5%).

TOTAL TAX RATES BY REGION

Profit taxes

Labour taxes

Other taxes

ACROSS THE 
WORLD, THE 
AVERAGE 
COMPANY…

spends 268 
hours on tax

pays a total tax 
rate of  43.1%

and makes 26.7 
tax payments

RISE AND FALL
Since the study first 
began nine years ago 
corporate income taxes 
have consistently fallen. 
Consumption taxes now 
account for most tax 
compliance time (38%) 
and tax payments (39%), 
although labour taxes are 
the largest element of  the 
tax cost, accounting for 38% 
of  the total tax rate.

Middle East

Asia Pacific

Central Asia and Eastern Europe

EU and EFTA

North America

Central America and Caribbean

World average

South America

Africa

BUSINESS TAX MAGNETS
Economies around the world are adopting 
a range of policies as they strive to strike 
a balance between raising revenues and 
encouraging growth, according to the 
Paying Taxes 2014 report by the World 
Bank Group and PwC. The graphic at the 
top of this page lists the 14 countries of 
the 189 covered with the lowest rates of 
business tax; most have kept the same 
ranking as last year, although Oman and the 
UK both moved up two places.

TOTAL TAX RATE TIME PAYMENTS

Labour taxes
Profit taxes
Other taxes

Labour taxes
Corporate income tax
Consumption taxes

Labour taxes
Profit taxes
Other taxes

52.9%

52.7%

43.1%

41.4%

41.4%

39.5%

23.7% 9.2%14.1%0.4%

8.4%

8.8%

4.9%

8.0%

10.7%

19.1%

20.1%

10.7%

20.2%

26.5%

17.0%
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BURSTING THE 
CARBON BUBBLE
Fossil fuel companies should start accounting for the 
risk that their vast reserves may ultimately end up as 
stranded assets, says ACCA’s Rachel Jackson

A review of  the financial statements of  companies in 
the extraction sector shows how substantially their current 
disclosures vary in terms of  the quality and quantity of  
information they provide on GHG emissions and climate 
change. Some are experimenting with integrated reporting and 
beginning to link current and future company performance with 
sustainability issues, but the implications for the reporting and 
valuing of  reserves are not being pursued. Current strategies 
laid out in annual reports talk of  growth that is incompatible 
with emissions limits and there often seems to be a lack of  
balance in the consideration of  future corporate viability. 
Even companies that claim to support action on global 
warming do not always articulate how their business model 
is adapting to the changes required in the energy sector.

 
Accounting action required  
Reserves accounting is a key area needing improvement. 
Although fossil fuel reserves are often recognised in financial 
accounts, this is typically on the basis of  associated costs 
rather than current value. The approach assumes the future 
will repeat the past, not allowing for declining demand for 
fossil fuel products. 

Impairment tests are applied 
in the attempt to identify 
where the expected 
value of  an asset 
may not be realised, 
with ‘reasonable 
assumptions’ 

T
here is growing attention focused on the threat posed 
to future economic stability by the risk of carbon 
assets being ‘stranded’ by the imposition of carbon 
budgets designed to limit climate change. Assessment 

of such risks is likely to become an increasingly important 
element of investors’ capital allocation decisions.

The Generation Foundation, which is dedicated to 
supporting sustainable capitalism, makes a strong case 
for investor action in its October 2013 white paper, 
Stranded Carbon Assets: Why and How Carbon Risks Should be 
Incorporated in Investment Analysis. It warns that failure to 
account properly for the risk inherent in carbon-intensive 
assets will cause the ‘carbon bubble’ to grow until the 
artificially high valuation levels can no longer be sustained. 
It encourages investors to take steps such as engaging 
company boards on their plans for mitigating and disclosing 
carbon risks, and divesting fossil fuel-intensive assets in 
order to reduce or eliminate carbon-related risks.

The need for investors to become more ‘climate-literate’ 
is also highlighted in a recent report by ACCA and Carbon 
Tracker, Carbon avoidance? Accounting for the emissions 
hidden in reserves. It finds that extraction sector companies 
typically do not disclose material information on carbon 
risk despite the multiple standards and regulations covering 
financial statements, industry reserves reporting, listings 
rules and greenhouse gas (GHG) emissions reporting. 
Existing reporting frameworks therefore need to be 
enhanced and aligned to require companies to provide the 
information and commentary that investors need. 

▌▌▌THE APPROACH ASSUMES THE FUTURE WILL 
REPEAT THE PAST, NOT ALLOWING FOR DECLINING 
DEMAND FOR FOSSIL FUEL PRODUCTS
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being applied. However, the expectation that demand 
for energy-intensive energy sources will be sustained 
appears increasingly unreasonable. The assumption of  
impairment therefore needs to include prudent analysis 
of  factors such as national and global policies to limit 
climate change, and trends in technology that support 
environmentally friendly energy generation. 

Financial reporting standard setters could take 
action to address these weaknesses. The International 
Accounting Standards Board (IASB) could, for example, 
issue guidance to interpret existing standards so that 
preparers of  reports and accounts consider the need to 
include information on the carbon viability of  reserves. They 
could also investigate how the use of  fair value accounting 
could reflect the potential impact of  carbon-constrained 
markets on the value placed on reserves.

Multi-pronged effort
Achieving the necessary change isn’t the sole responsibility 
of  financial reporting standard setters. The potential also 
exists to strengthen oil, gas and mining industry standards, 
under which reserves are primarily assessed on geological 
and economic viability. Other factors such as environmental 
considerations may also be taken into account, but the key 
issue of  emissions limits affecting the market for products 
is not explicitly included as yet.   

There are weaknesses in the carbon reporting 
requirements of  stock market regulators and listing 
authorities. They could require disclosure in annual reports 
and prospectuses of  the emissions potential of  reserves, 
and the assumptions made about future emissions in 
determining corporate strategy.

There is scope to improve GHG reporting standards, 
too. GHG metrics, for example, need to deal with material, 
forward-looking issues around the stocks of  carbon being 
built up, as well as the annual flows of  GHG emissions from 
industrial activity. The continued development of  integrated 
reporting could also improve the linkage between carbon 
risk, business strategy and corporate performance. 

Companies must play their part in meeting investors’ 
carbon-risk information needs, not just focusing on achieving 
basic compliance with standards and reporting requirements, 
but going beyond the minimum through understanding 
investor needs. For example, information that shows reserves 
and resources converted into potential carbon dioxide 
emissions would help investors understand future risks. So 
would sensitivity analysis of  reserves levels in different price 
or demand scenarios. Investors would also benefit from 
companies providing clear discussion of  the implications 
of  such data when 
explaining their capital 
expenditure strategy 
and the risks to the 
business model. 

Senior executives 

within industry, particularly accountancy professionals, are 
encouraged to work in tandem with all the standard setters 
and other key parties shaping the reporting frameworks that 
support financial markets. An integrated effort is required 
to ensure that reporting requirements – whether financial, 
listings-based, industry-linked or GHG-focused – fully meet 
market needs. The ultimate aim must be to provide investors 
with information to help them assess carbon risks before 
determining capital allocations. ■

Rachel Jackson is ACCA head of sustainability

‘The accountancy profession 
can and should take the lead in 
ensuring the carbon in reserves 
can be assessed and reported 
on. Accounting rules and 
treatments should be reviewed to 
support greater transparency and 
understanding of asset values. 

‘One approach is to state 
coal or oil reserves at current 
values. This can help companies 
and investors to respond better 

TAKE THE CARBON LEAD

FOR MORE INFORMATION:

Carbon avoidance? Accounting for the emissions hidden in reserves is at www.accaglobal.com/ab35
  

The Stranded Carbon Assets white paper is at http://tinyurl.com/stranded1

to climate change uncertainty. Integrated reporting 
should complement accounting standards by providing 
companies with a structure to highlight relevant and 
forward-looking information, particularly on climate risk.’

Warren Allen is president of the International 
Federation of Accountants (IFAC)
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THE FILTER KINGS
Finance professionals are the ones with the skills to analyse vast datasets and distil 
information, thus providing a critical new business service, says Ng Boon Yew

Big data shrinkers
Accountants could play a valuable role here. The structural 
and analytical skills commonplace in accounting can be 
used to great effect on big data. Finance professionals 
are well placed to distil vast amounts of  information into 
actionable insights, and make big data smaller.

Members of  the profession wanting to reposition 
themselves to take advantage of  the big data bonanza will 
need to embrace change. The report from the Accountancy 
Futures Academy predicts that the most successful will 
be those who differentiate themselves by adding new 
skills, developing new ways of  thinking and forming new 
collaborations and partnerships.

S
ize matters. The amount of data the world produces 
is growing so fast that we will soon run out of words 
to quantify it. Each day our photographs, personal 
location records, phone signals, online searches, 

social data, video clips and other digital output expand 
the total by an estimated 2.5 quintillion bytes. And as the 
technology needed to collate, manage and analyse all of 
this becomes increasingly accessible and affordable, big 
data is starting to transform the business landscape.

A new ACCA and IMA (Institute of  Management 
Accountants) report, Big data: its power and perils, which 
draws on input from ACCA’s Accountancy Futures Academy, 
demonstrates how it’s also starting to transform the finance 
profession. While the new technology can commoditise 
some traditional aspects of  the profession, it also provides 
an opportunity for finance professionals to move upstream 
to a more strategic, decision-making role within businesses. 

The earliest exploiters of  big data were some of  
the world’s largest and most innovative technology 
companies. Big data is behind Amazon’s targeted product 
recommendations and Google Mail’s ability to progressively 
reduce the amount of  spam that finds its way into your inbox. 
Now venture capital is flying in the direction of  tech start-ups 
that are creating tools to help big and small organisations in 
all sectors to explore and exploit the possibilities.

Searching for patterns
Innovative organisations and individuals are already 
using big data to unlock value from vast data sets, to 
innovate in business models, products and services, to 
support, automate and improve decision-making, to boost 
operating margins, to identify and reduce risks, and to gain 
competitive advantage. Analytics for big data is also being 
built into the software that accountants are used to having 
at their fingertips, such as accounting and finance systems 
and business intelligence tools. 

So the next phase of  exploitation seems likely to take 
big data into the mainstream, as businesses seek ways to 
use this new resource both tactically and strategically. But 
getting this right will be as much about people as it is about 
bits and bytes, because exploiting big data will demand 
individuals with data mining and interpretation skills, who 
know which questions to ask to gain insight and appreciate 
that high-quality data is as important as access to vast 
amounts of  it.

WHAT IS BIG DATA?
The vast amounts of structured and unstructured 
data that we now refer to as ‘big data’ are being 
heaped up by the shift to digital, converging trends 
such as cloud computing and social technologies, 
widespread mobile device adoption, and the increase 
in internet-connected systems and devices.

Big data already comprises a massive amount of  
contextual relationship, information and raw data. 
As more physical objects connect to the internet (to 
create what is often called the internet of  things or 
the internet of  everything), so their ‘exhaust data’ will 
increase the amount by unimaginable proportions.

Big data is not just about data. It has three main 
characteristics: the data itself, the analysis of  that 
data, and the presentation of  the results of  the 
analytics – plus the associated products and services. 
Market intelligence firm IDC defines big data as: ‘A 
new generation of  technologies and architectures, 
designed to economically extract value from very large 
volumes of  a wide variety of  data by enabling high-
velocity capture, discovery and/or analysis.’ 

Because big data is part of  a more fundamental 
technology-driven shift in business trends and 
practices, the term probably has a limited shelf  life 
and will fall out of  use, as our understanding of  it 
evolves and it is supplanted by new words for more 
specific technology-driven processes and applications.

38 INSIGHT | BIG DATA

ACCOUNTING AND BUSINESS



New skills
To differentiate 
themselves and 
turn big data to 
their advantage, 
accountants and 
finance professionals 
will need to:

* develop new methods 
and services for valuing 
data – and extend their 
role in compliance and 
internal control to encompass 
the ethical and effective 
stewardship of  data assets 

* use big data to offer more specialised decision-making 
support – often in real time – and decide when data 
can most usefully be shared with internal and external 
stakeholders or monetised as new products

* use big data tools to identify risks in real time, improve 
forensic accounting and evaluate the risks and rewards of  
long-term investment in new products and markets. 

The accountant’s role will be increasingly important, as 
more companies look for ways of  developing new products 
and services from data they generate and own, particularly 
given growing concerns about privacy and ethical data 
usage. Accountants are already responsible for integrity in 
reports and accounts and ACCA members are bound by 
a code of  ethics, so their role in stewardship and quality 
control may grow.

As the scale of  collection, storage and trading of  
sensitive data ramps up, individuals, organisations and 
entire countries are recognising the dangers and risks of  
data misuse. Accountants may need to step up and act as 
custodians of  large non-financial datasets and ensure that 
the information in them is robust and reliable, as well as 
valuable and marketable.

Preparing for the downside
Despite big data’s potential for creating a bright sunny 
future for finance professionals, there are thunderclouds 
on the horizon. Some once valued skills will become 
commoditised, as has already happened in other 
professions, while skills that were previously misunderstood 
or overlooked could become more valued. 

FOR MORE INFORMATION:

The Big data: its power and perils report is available at 
www.accaglobal.com/futures

FINANCE’S NEW ROLE?
Ian Betts, data manager upstream and projects and 
technology at Shell, says: ‘Shell is moving towards 
managing information and data in an ever more 
integrated way. This requires control and assurance 
skills that sit naturally with the finance function.

‘A key part of  our role is to explain the value of  
good-quality data for all of  our business processes. 
We work on the basis that correcting a data error 
costs about 10 times as much as getting it right first 
time. Our vision is for the finance function to provide 
efficient and effective data quality assurance that 
unlocks business value at appropriate cost.’

One software developer is already using aggregated data 
from business and finance transactions and processes to 
find trends and benchmarks that it can use to create new 
services for accountants and businesses. The profession will 
need to follow suit. ■ 

Ng Boon Yew FCCA is chair of ACCA’s Accountancy Futures 
Academy and chairman of Raffles Campus, Singapore
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GBS: 
FRIEND OR FOE?
They’re the next big thing in delivering back-office transactional functions, but what  
are global business services and why should CFOs care? Deborah Kops explains

have produced an ACCA report, Global business services: a 
game changer for the finance organisation? that discusses GBS 
and its potential impact on the finance function.

Is it worth it?
The overarching question for the CFO is whether GBS is 
worth doing. The advantages of  finance moving to a GBS 
model are that it may be just the opening for the CFO to 
prove how finance touches almost every corporate function, 
and may deliver hitherto unimagined insights to enhance 
business performance across the enterprise. In a mature 
GBS model, finance resources are unleashed and refocused 
to perform higher-level tasks, giving greater business impact 
through cross-functional collaboration.

GBS makes it conceivably possible to harness the power 
of  analytics through a more collaborative, end-to-end 
process delivery model at scale, linking, for example, finance 
data to customer and sales data. No longer is finance 
positioned as the bill payer or rules maker, but a real source 
of  insight that drives business growth.

In theory, GBS will deliver more business model agility, 
quicker market entry and business integration. With better 
insights, organisations should also be able to increase 
efficiencies that show up in the bottom line. And there’s no 
arguing with a streamlined administrative cost structure 
with all enabling functions linked together and housed in one 
corporate organisation.

The downside of  moving to GBS is that it could become 
an expensive and time-consuming distraction. It may also 
mean an uncomfortable rethink of  the finance function, 
calling into question what the CFO must control and what 
finance can consume as a customer of  GBS. Since the 

Essentially, global business services, or GBS, 
represent the next phase in outsourced or shared 
service models. GBS aggregates key functions such 
as finance, HR, IT, customer care, property and 

facilities – and sometimes vertical business processes such 
as claims processing – into one organisational structure 
and governance model, providing business support across 
the entire enterprise.

It sounds like the mother of  all shared services 
arrangements and in a sense it is. Whether delivered 
through internal operations or outsourcing relationships, 
GBS becomes the corporate back-office entity. With a 
single governance structure and reporting lines that span 
all functions, feeding into one corporate leader often with 
a seat at the management table, it 
turns the responsibility for delivery of  
finance upside down. In a mature GBS 
model, processes take precedence over 
functions. Traditional functional silos 
are broken down and transactional 
processes are managed end to end.

CFOs may react in one of  two 
ways to news of  the ‘next big thing’ in finance delivery 
– by punching the air in delight or rolling their eyes in 
exasperation. But for CFOs in organisations with the 
aspiration to move to a GBS model, their ability to harness 
shared service and outsourcing models has become a 
double-edged sword. Given the evolution of  the finance 
function compared to other corporate functions (more than 
70% of  Fortune 500 companies have already consolidated 
some part of  the finance function at a country, regional or 
global level), finance becomes a key GBS building block. 

Look under the covers of  the majority of  GBS 
organisations, and you’ll find that the transformed finance 
function serves as the foundation. The model is predicated 
on the realisation that finance not only touches every aspect 
of  the business, but has been taken to the next level through 
consolidation and transformation. 

At the very least then, CFOs should understand how the 
GBS model works and its implications. With this in mind, we 

▌▌▌MOVING FINANCE TO GBS MAY BE JUST THE 
OPENING FOR THE CFO TO PROVE HOW FINANCE 
TOUCHES ALMOST EVERY CORPORATE FUNCTION
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‘If  GBS is about operating effectively by looking at processes end-to-end, 
it necessitates evaluating the old structures. It also begs an interesting 
question: what parts of  finance are no longer finance?’
Liz Ditchburn, relationship leader, Kimberly-Clark

‘To be honest, I think the traditional finance career probably died a few 
years ago with the advent of  outsourcing and shared services.’
Colm D’arcy, former director of finance operations, Hertz

‘The retained team will deliver a very pure form of  business partnering. But 
it means finance becomes a narrow specialist/high-end discipline and the 
rest of  finance disappears or is subsumed under a process.’
John Ashworth, global head of finance transformation, Pearson

VIEWS FROM THE COAL FACE

GBS: 
FRIEND OR FOE?

be adept at working cross-functionally with a broad business 
perspective. GBS demands that finance professionals think 
differently and deploy a wider range of  business skills than 
many have at the moment.

The use of  finance delivery models as a basis for GBS 
by many organisations begs the question: to whom should 
GBS report? The knee-jerk answer is the CFO, given his or 
her track record of  successful transformation via shared 
services and/or outsourcing. But would GBS, which is 
essentially the organisation’s enabling factory, be better 
placed under an operations leader such as a COO, or even a 
chief  administrative officer?

The GBS model will not be right for everyone. It 
represents a major organisational change and investment. 
Some organisations are simply too small to benefit, while 
others will find that moving to GBS is too big a political 
challenge. But for organisations that have embraced 
process delivery through shared services or outsourcing, 
or a combination of  the two, the trend toward GBS will 
be difficult to ignore. The question is whether these 
organisations would be better served by extending their 
investment in shared services or outsourcing, or by 
embracing GBS.

It is early days for GBS, but it could be a game changer 
for finance, finally providing a leadership opportunity to add 
demonstrable strategic value beyond risk management across 
the enterprise. It remains to be seen how many organisations 
will take the leap. Each CFO will have to answer the question: 
is GBS the friend or foe of  the finance function? »
Deborah Kops is managing principal, Sourcing Change
www.sourcingchange.com

GBS leader, not the CFO, is directly responsible for finance 
process delivery, some processes that have traditionally 
fallen under the finance remit may no longer be considered 
part of  finance under a new model.

GBS also represents an enormous cultural shift for 
finance, particularly for those organisations that have not 
moved to shared services or outsourcing models. It will 
change the way the finance function operates at almost 
every level and place new demands on finance professionals.

In the GBS construct, retained finance interacts closely 
with other functions, which requires finance professionals to 
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FOR MORE INFORMATION:

Global business services:  
a game changer for the  

finance organisation? is at www.
accaglobal.com/transformation

A move to GBS may result in a shift 
in focus for the retained team away 
from managing processes – even in a 
shared services or outsourced model 
– and toward business partnering 
and corporate finance. Finance 
professionals in a GBS structure 
may see their responsibilities shift 
from managing single functions to 
managing across functions. 

Is GBS good for the finance 
professional? Finance’s move to 
a GBS model could be viewed as 
providing another step on the finance 
professional’s career arc. In all 
respects, the change started some 
years ago, as finance departments 
segregated strategic, management 
and execution finance tasks, and 
then industrialised rules-based 
transactions work by consolidating it 
into delivery centres.

The implementation of  GBS will 
call into question the role of  the 
retained finance team, including 
those embedded in the business. 
It may change responsibilities, 
reallocating roles previously under 
the purview of  the CFO’s team. 

If, for example, transactional 
finance processes shift out of  the 
control of  the CFO, the traditional 
career path upward may be more 
limited; it will certainly be disrupted 
because the linear functional 
relationship between transactional 
finance and the rest of  the finance 
organisation ceases to exist. 

The finance professional may not 
be able to gain sufficient technical 
experience unless there is a defined 
path through GBS, and this may 
not necessarily route them back 
through the finance function; at the 
same time, the finance leaders in the 
retained finance organisation may be 
further removed from transactional 
finance process delivery.

GBS further stratifies career paths. 
The greatest career benefit of  GBS 
may accrue to the retained team. 
Implemented fully, it may free finance 
professionals to spend more time 
with the business. For the ‘top end’ 
of  finance, GBS theoretically provides 
better data and one version of  the 
truth across the business. This should 
result in less rework and facilitate 
the development of  capabilities 
in business partnering, corporate 
finance and strategic planning. 

Without the distraction of  
running shared services or governing 
outsourcing, the retained team’s 

remit becomes more focused. The 
retained team may also have further 
advantages for career advancement, 
with more focus on building the 
commercial skills and capabilities 
increasingly prized for finance 
leadership roles.

Implications for career paths 
do not stop at the retained team. 
At the operational level GBS offers 
new opportunities for finance 
professionals, particularly given 
its focus on end-to-end processes. 
Professionals in GBS organisations 
may find they no longer occupy 
finance leadership roles, but rather 
take responsibility for end-to-end 
processes. They will be presented 
with the opportunity to master new 
technologies, improve workflows, and 
develop new process solutions.

Will GBS open up new career 
paths to the top for finance talent 
or will it limit opportunity? If  the 
effects of  shared services for finance 

career paths are any indication, 
there will be limited movement 
between GBS and retained finance. 
Even though the shared services 
– and GBS – experience gives 
finance professionals unique skills, 
allowing them to operate in virtual, 
global environments and manage 
large teams, finance career paths 
have not yet been designed to take 
full advantage of  shared services 
rotations. As a result, GBS finance 
professionals are unlikely to move into 
retained and ultimately CFO roles, 
whereas those in the retained team 
may be better placed to take up GBS 

roles, then transition back out. 
Could GBS challenge the 

development of  a robust finance 
talent pipeline? Will high-end 
finance be defined so narrowly that 
true finance experts – those who 
do not care to pursue mastery of  
broader business skills – feel they 
are shut out of  rewarding career 
opportunities? Will there be sufficient 
career path movement within GBS 
for finance professionals who have 
no interest in cross-functional 
opportunities or the attainment of  
broader business skills? ■

Jamie Lyon FCCA is ACCA head 
of corporate sector

▌▌▌GBS FINANCE PROFESSIONALS MAY NO 
LONGER OCCUPY FINANCE LEADERSHIP ROLES

CAREER-LIMITING OR ROLE-PROMOTING?
ACCA’s Jamie Lyon looks at the significant implications that a move to a global 
business services model could have for the career paths of finance professionals
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TICKET TO THE TOP
ACCA’s latest careers survey reveals an aspirational membership searching for, 
finding and making the most of opportunities to scale the career ladder

T
hree-quarters of ACCA members have a clear idea 
of where they want to get to in their career – and 
expect to reach their goal within the next four years, 
according to ACCA’s latest careers survey.

The online survey of  more than 4,000 members around 
the world clearly shows the ACCA Qualification’s career 
benefits. Many expect to move quickly up the career ladder, 
to travel and to gain experience in many different sectors.

The results highlight not only the ambitions of  ACCA 
accountants – 73% said that they expect to achieve their 
career ambitions in the next four years – but the changing 
nature of  an accountant’s career. Today’s accountants 
expect to move jobs, work abroad and to work for multiple 
employers (and often for themselves) during their career. 

Sixty-three percent have already worked in more than one 
sector. The most common move is from practice to corporate, 
although 57% of  members in not-for-profits have also worked 
in the corporate sector. One in three intends to remain with 
their current employer for more than three years. The survey 
also found that frequent job changes have become the norm; 
31% have moved jobs in the previous 12 months, half  within 
the same organisation and a third gaining a promotion. 

This year, for the first time, the survey included personal 
career goals. Some have already achieved their ambition (as 
shown in the graphic on this page) while others are working 
towards it; 61% are aiming for a more senior position and 
32% plan to start their own business eventually. All have set 
themselves challenging deadlines to achieve their ambitions; 
73% aim to reach their goal within the next four years.

Just over half  of  those who have seen a pay increase in 
the past 12 months said that it was the result of  a company-
wide pay rise, while for 15% the increase was a reward for 
additional responsibility or promotion.

The survey showed a wide variety in hours worked per 
week. The average globally was 44 hours, with accountants in 
the corporate and financial sectors typically exceeding that. 
Members in the not-for-profit and public sectors recorded the 
shortest working week, at 42 hours. The biggest variation was 
geographic, with members in Russia and Pakistan reporting 
the longest working week (49 hours), followed by the UAE, 
Singapore and Malaysia (all 48 hours). ACCA members in the 
UK, Ireland and Canada recorded an average of  42 hours.

A strong theme is members’ desire to make a difference, 
from inspiring more women to join the profession to 
nurturing younger talent or even setting up their own NGO. 

‘This year’s survey shows just how aspirational our 
members are,’ says Neil Stevenson, ACCA’s executive 
director – brand. ‘A lot of  them believe working abroad is 
key to expanding their career horizon: 66% because of  the 
opportunity to gain additional skills and knowledge, and 
62% because they want to experience another culture. This 
ties in very well with ACCA’s core values of  opportunity and 
diversity. Having a diverse career, as many of  our members 
do, shows just how adaptable our financial professionals are 
to the tasks that are assigned to them.’ ■

Liz Fisher, journalist

Leading a finance team 43%

Working in a specialist finance role (eg tax) 23%

Working in another country 18%

Continuing in my area in a more senior position 17%

Working in a different sector 16%

Working in a different finance area/service line 14%

Starting my own business 14%

Working in a non-finance/accounting role 14%

Moving into consultancy 10%

FOR MORE INFORMATION:

ACCA members’ career survey 2013 is at  
www.accaglobal.com/ab42

AMBITIONS ALREADY ACHIEVED
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Career boost
Give the gift of feedback, urges our talent doctor Dr Rob Yeung. Plus what not to wear 
to work, the distracting power of social media, and more

TALENT DOCTOR: FEEDBACK
When was the last time you criticised or complimented 
someone? Or perhaps more importantly, can you think 
of any occasions on which you could or should have said 
something to a colleague but didn’t?

Being able to give feedback is one of  the most useful 
but underused or abused skills we can deploy in the 
workplace. Few people enjoy giving negative feedback, 
but managers should learn to think of  feedback as a gift. 
If  you don’t criticise someone, then that person could 
continue making the same mistake or carry on doing 
things more slowly than they might otherwise. Think 
about it this way: if  you were doing something wrongly or 
poorly, wouldn’t you want someone to give you the gift of  
insight and let you know?

And, of  course, not all feedback has to be negative. 
Positive feedback – praise or recognition – is just as 
important for telling colleagues they’re doing a good job.

So how can we get better at giving effective feedback? 
Here are three simple principles:

Begin by asking yourself why you want to give someone 
feedback. You should only ever speak up for one of   
two reasons: either to reinforce good behaviour or to  
help someone change ineffective behaviour. Any other 
reason and perhaps you shouldn’t say anything. Too 
often, people give feedback even when the recipient 
already knows there is a problem; in such cases the 
aim is really to say ‘I told you so’. That only creates 
resentment, so don’t do it.

Specify only the behaviour you observed. You can’t 
know how someone was feeling. So don’t say ‘you were 
angry’. The feedback recipient can easily retort ‘no I 
wasn’t, I was passionate’ or ‘I was only being insistent’. 
By debating someone’s intent, you get diverted from your 
goal in giving feedback.

Instead, report only the words you heard or the 
behaviour you saw – for example ‘you shook your head 
and spoke much more loudly than you usually do’ or ‘you 
hardly spoke during that meeting at all’. By describing 
not only what was said but also how it was said, you can 
keep things factual and dispassionate.

Explain the impact the behaviour had on you. Say ‘I felt 
shocked by how loudly you spoke’ or ‘I felt disappointed 
that you didn’t say more’ or whatever else you thought or 
felt. The benefit of  saying ‘I felt…’ or ‘I thought…’ is that 
it can’t be debated. The recipient of  your feedback simply 
can’t argue about your personal thoughts or feelings.

When giving positive feedback, simply sharing a positive 
message with a colleague is enough. 

If, however, your feedback is negative, then the two 
of  you are going to need to work out how to handle such 
a situation in future. But following the three principles 
outlined here will allow you to raise the issue in as non-
confrontational a way as possible. And that is a better 
start than most people manage to make when it comes to 
criticising others.

Dr Rob Yeung is a psychologist at leadership consulting 
firm Talentspace and author of over 20 bestselling 
career and management books including E is for 
Exceptional: The New Science of Success (Pan Books).
He also appears frequently as a business commentator 
on the BBC and CNN. 

FOR MORE INFORMATION:

www.talentspace.co.uk

@robyeung
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and CrossKnowledge to 
produce some great value 
learning packs on the 
topics members requested 
for further development.  
Produced by the best 
authors and business 
professors from around 
the world, the packs focus 
on finance and business 
management, leadership 

DRESS TO UNIMPRESS
Fired for being ‘too hot’, 
claimed Lauren Odes, a 
now ex-worker of  a US 
lingerie company. A black-
sequined, figure-hugging 
dress was apparently too 
steamy. Odes wouldn’t 
have stood a chance at 
Newsweek, after new owner 
IBT Media released an 
employee handbook that, 
as well as forbidding staff  
from discussing working 
conditions or criticising 
their employer, includes 
a detailed list of  sartorial 
stipulations. Much of  it is 
of  no great surprise – no 
denim, tracksuits, trainers or 
flip-flops. But it also warns 
that halter tops, camisoles, 
‘or anything else that is 
deemed unprofessional or 
excessively distracting’ are 
‘inappropriate business 
attire’, while ‘shaggy, messy, 
and neglected hair is not 
permissible regardless  
of  length’.

SOCIALLY DISTRACTED
Social media is the top 
distraction at work, 
according to Middle East-
focused recruiter Bayt. 
With employees using more 
screens at their desks, the 
temptation to check social 
media and breaking news 
is apparently too much, but 
some are happy to blame 
the work environment. The 
recent audience survey 
found that 30% of  workers 
believed a more professional 
workplace would help 
eliminate distraction. Or 
perhaps stop updating your 
Facebook status every minute 
– people don’t need to know 
you’re having a sandwich, or 
that Britney Spears followed 
you on Twitter.

Search for the longer 
story on ACCACareers.com

MEETING YOUR NEEDS
Following the Training Needs 
Analysis survey, ACCA has 
worked together with BPP 

Predicting the future can be a fool’s errand. So 
fantasising about a perfect year is just plain 

delusional. Yet no matter how much of a cynic you 
may be, a new year always invokes a sense of 
renewal – even if it starts for many with tired eyes 
and blurry memories of fireworks and song.
In ACCA’s 2013 member career survey, we asked: 

‘What is the single most important goal you would 
like to achieve?’ The responses were varied and 
ambitious, with leadership, inspiration and 
advancement being common themes. But what 
really stood out was a common desire to make 

a difference – from being a role model to female 
accountants to setting up an NGO. Elsewhere in the 

survey we found that 61% of  members had a pay 
rise in 2013, with over half  receiving bonuses, and 
many more regarding career mobility as a key 
value of  their ACCA Qualification. So with this in 
mind, for ACCA members, 2014 looks promising.

THE BIG BREAK 
KATARINA KASZASOVA FCCA
Social uprising and regime change are usually associated 
with revolution, not career change. Kaszasova had just 
started a degree in chemical engineering when former 
Czechoslovakia’s peaceful 1989 Velvet Revolution paved 
the way for the switch from socialist state to democratic 
market economy. After switching to accounting and 
working for KPMG, she moved to the public sector, where 
she’s a high-flyer in Slovakia’s Ministry of Finance. Read 
her full interview at ACCACareers.com’s Success Stories.

THE PERFECT 2014

How do you cope with stress? For long-
term stress, such as preparing the state’s 
financial statements, I do more intensive 
sport activities and sleep.
What’s the first thing you look for in 
a potential employee? Willingness to 
learn and the flexibility to cope with a 
dynamically changing environment.
How can you acquire new soft skills? By 
observing more experienced colleagues, 
comparing experiences and trial and error.

What’s the secret to succeeding in the 
public sector? Remain professional at 
all times, even though you’re risking your 
position by telling the truth instead of  
what your superiors want to hear. 
Is it enough to have a first class academic 
record? You have to add something extra 
– a positive approach to learning new 
things, courage to say ‘I don’t know, but 
I’ll try to find out’, and a professional 
manner, along with a sincere smile.

Kaszasova’s top soft skills:

FOR MORE INFORMATION:

For more on the learning packs, visit  
www.bppprofessionaldevelopment.com/acca

www.accacareers.com

and vision, communication, 
change management and 
negotiation. See link below 
for more information. ■

This page is compiled  
and edited by Neil  
Johnson, editor, 
ACCACareers.com
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Indeed, some people joke 
that the MBA acronym 
stands for Masochist of  
Business Administration. 

While it is true that doing 
an MBA is more easily 
said than done (at Cass 
it took me 170 evenings 
and three weekends – after 
150 evenings, you just 
want it to end), it is also 
true that it can be a very 
mind-expanding experience. 
Also, if  you ever want to be 
an FD, move into general 

management or become a 
consultant, then having an 
MBA as well as being an 
accountant should give you 
a real career edge.

Even if  you decide that 
doing the full MBA is not 
advantageous to you, it’s 
still worth dipping into some 
of  the really key elements 
of  that knowledge. In time, 
just reading these series of  
articles can at least give you 
some familiarity with the key 

My previous series of 
articles covered competitive 
strategy, financial strategy 
and management theories. 
This fourth series, on 
marketing strategy, offers 
readers coverage of the 
sort of topics that would be 
found in an MBA. 

Marketing is the third 
most important discipline 
covered in an MBA course, 
yet it is one that may not 
be well understood by many 
accountants, particularly 

those with more limited 
experience. In due course 
we will no doubt fill in more 
of  the content of  an MBA – 
for example, international 
management. 

Few accountants do an 
MBA, put off  perhaps by the 
thought of  doing another 
1,000 hours or more of  
study on top of  what they 
needed to do to qualify as 
an accountant and probably 
after a first degree as well. 

concepts, ideas and tools to 
add to your existing, more 
technical skills.

My next series will look 
first at marketing (three 
articles) and then at people 
and organisation (two 
articles). Finally, there will 
be another five articles on 
international and corporate 
management.

Series overview
But let’s turn to the subject 
of  this series, marketing. In 

this series we will be looking 
at the following:

*  marketing strategy 
(article 1)

* marketing, product and 
channel mix (article 2)

* customer value and 
competitive positioning 
(article 2)

* branding strategy  
(article 3)

* turning marketing 
strategy into economic 
value (article 3).

What is marketing 
strategy?
Marketing strategy is 
the process of  deciding 
which markets to compete 
in, which customers 
to prioritise, and what 
customer value to target, 
and to decide how that 
will be delivered through 
products, service and the 
marketing mix in order to 
beat competitors.

This definition provides 
for the following:

* determining what 
businesses to be in – and 
not to be in

* how to compete across 
the matrix of  those 
businesses by customer 
segment

* some idea of  being 
genuinely better than 
competitors

* a view of  the 
mechanisms for taking 
the product to market: 
the marketing mix, things 
like the product itself, 
price, promotion and 
the place where it will be 
offered and how you will 
get it there (the ‘Ps’).

To evolve an effective 
marketing strategy requires 
a lot of  thought. Indeed, 
true marketing strategies 
in the complete sense are 
something of  a rarity: many 
of  the key ingredients are 
invariably missing.

So why is marketing 
strategy of  interest to the 
accountant? Because it will 
not only drive the future 
value of  a company but it 
will also direct (and possibly 
misdirect) resources and 
thus costs. 

The latter will happen 
both directly and indirectly, 
too – for example through 

Marketing strategy
Opening a new series of articles on key business concepts for 
finance professionals, Dr Tony Grundy looks at marketing strategy

◄ BAG BUSTER
James Dyson, shown here 
with his Air Multiplier 
fan, delivered marketing 
strategy success with his 
bagless vacuum cleaner
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the spend on the marketing 
mix, including not just 
advertising, promotion 
and selling costs, but 
also in digital support for 
investments in place – for 
example in retail sites. 

It will also affect the 
cost of  customer service, 
logistics and staff  training, 
and will sometimes 
even involve culture and 
organisational changes, and 
quality systems.

In the past I have 

described marketing 
strategy as the ‘competitive 
software’ that makes the 
organisational engine move 
smoothly forward, just like 
the oil in a car’s engine. It 
has a subtle effect – unless 
it all goes wrong.

As I explained in my 
five articles last year, 
mainstream strategy within 
the business (sometimes 
known as the competitive 
strategy) typically consists 
of  a number of  elements:

* marketing strategy

* operations strategy

* IT strategy

* financial strategy

* HR/organisational and 
people strategy.

What is interesting here is 
that of  all of  these there 
is most overlap between 
competitive strategy and 
marketing strategy. Indeed, 
one can be forgiven for 
thinking that marketing 
strategy and competitive 
strategy are the same thing. 
For instance, a typical 
marketing strategy book 
would almost certainly 
contain the following:

* SWOT analysis

* PEST analysis

* Porter’s five competitive 
forces

* customer value analysis

* competitor analysis

* value chains

* portfolio tools like the 
General Electric grid, or 
the BCG grid, mapping 
relative growth rates and 
relative market shares

* life cycle analysis 

* the Ansoff  grid of  
existing versus new 
products and markets

* Ansoff’s gap analysis.
What has happened is that 
the marketing industry 

has latched onto the new 
techniques that have 
been invented by strategy 
over the past 60 years. 
Well, marketeers can be 
expected to be successful in 
marketing the discipline of  
marketing, can’t they? 

What value then does 
marketing strategy bring to 
the business? To answer that 
question, let’s take a look at 
an example.

Dyson
Dyson entered the carpet 
vacuuming market in the 
mid-1990s and rapidly 
overtook Hoover as market 
leader. Dyson’s simple value 
proposition (ie a distinctive 
way of  adding value to the 
customers) was to ‘say 
goodbye to the bag’. Hoover, 
instead of  countering Dyson 
with a bagless technology, 
acted like a rabbit frozen 
in the headlights. Dyson 
also brought design into the 
marketing mix with a rather 
art deco design and initially 
selling its products in a 
bright yellow livery. 

A key plank of  Dyson’s 
initial marketing strategy 
was the part that founder 
James Dyson played in the 
media as a David versus 

▌▌▌MARKETING STRATEGY WILL NOT ONLY DRIVE A 
COMPANY’S FUTURE VALUE BUT WILL ALSO DIRECT (AND 
POSSIBLY MISDIRECT) RESOURCES AND THUS COSTS

Goliath. In 1995 he stole 
the show in The Money 
Programme from Hoover, 
Electrolux and Panasonic, 
suggesting that they were 
unable to compete with 
him due to his patents and 
because many of  them were 
unable to ‘think differently’.

The then marketing 
director of  Hoover went on 
the record, saying: ‘I do wish 
that (when Dyson offered 
the bag-less technology 
to us), we had bought the 

technology off  him. We 
would have put it on the 
shelf, we would have left it 
on the shelf, and it would 
not have been used.’ 

From 1994 to around 
1999 Dyson’s marketing 
strategy was based around 
the distinctive quality of  
being more convenient than 
a bagged machine as no 
bags were needed. Dyson 
was more innovative, had 
premium pricing (there 
was a certain ‘snob’ value 
to the Dyson) and enjoyed 
free media coverage driven 
by the founder’s colourful 
personality. 

Dyson did not spend 
lavishly on advertising but 
relied on word of  mouth and 
positive media coverage to 
create its own competitive 
space. The rewards of  this 
marketing strategy were very 
high returns at the operating 
profit level and UK brand 
leadership.

Between 1999 and 2002 
the company began to 

be challenged by bagless 
vacuum cleaners from its 
competitors around the 
time that it began to export 
internationally: product life-
cycle effects and imitation 
were starting to set in in 
what was fast becoming a 
mature market. 

There was a profit wobble 
around 2002 to 2003 when 
Dyson decided to move 
production to Asia Pacific, 
generating adverse press 
commentary and some loss 
of  customers. There were 
clear warning signs then 
that its marketing strategy 
lacked lustre. 

Dyson fought back, not 
by fundamentally changing 
its marketing strategy (eg by 
shaving its price premium) 
but by boldy investing 
heavily in R&D, which 
allowed it to secure quality 
and image advantage again. 
Moreover its US strategy 
began to pay off  and by 
the 2010s Dyson had a 
turnover of  over £1bn on its 
international business, and 
had restored its very high 
profit levels. 

Dyson’s example 
demonstrates that a 
business’s marketing 
strategy needs to be 
responsive to competitive 
change yet also requires 
consistency of  direction 
combined with renewal. 
Never assume that however 
docile your competitors 
may be that this will always 
be the case. An effective 
marketing strategy is 
key to superior financial 
performance. ■

Dr Tony Grundy is an 
independent consultant 
and trainer, and lectures at 
Henley Business School

FOR MORE INFORMATION:

www.tonygrundy.com

Previous Tony Grundy articles on strategy and 
management theories, visit www.accaglobal.com/abcpd
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end result and there is 
no such thing as a ‘right’ 
number, only a ‘true and 
fair ‘number. The finance 
team need only do enough 
to arrive at a ‘true and fair’ 
view and stick to some rules: 

* We will not delay for 
detail.

* Hunting for the 
perfect number is now 
unacceptable.

* The final report will have 
extensive QA checks. 

* Reporting will cover only 
major revenue and cost 
categories, with account 
code analysis left to a 
drill-down tool. 
 

3 Ban spring cleaning 
Month-end reporting is not 
the time for spring cleaning, 
no matter how tempting 
it may be. This discipline 
requires a re-education 
within the finance team and 
with budget holders.

One of  the most 
important practices is 
to catch all material 
adjustments in an ‘overs and 
unders’ spreadsheet that 
traps major adjustments – 
say, over £5,000, £20,000 
or £50,000, depending on 
the size of  the organisation. 
The accountants enter 

If each month-end is 
a disaster waiting to 
happen, full of last-minute 
adjustments negating the 
‘quality assurance’ (QA) 
work you performed earlier 
and leaving the month-end 
exposed to a late error, then 
you and your team need 
some therapy. Here are the 
changes you need to make.

1 Get the CEO’s support 
Do a brief  calculation on 
the costs of  month-end 
reporting, then approach 
the CEO and say: ‘We have 
just done some calculations 
that estimate we will spend 
between £8m and £10m over 
the next 10 years reporting 
results after the horse has 
bolted. I want to undertake a 
project to speed up month-
end reporting, giving you 
access to numbers much 
quicker and saving over £5m 
in the next 10 years. Can 
I count on your support?’ 
There is not a CEO on the 
planet who will not respond: 
‘How can I help?’

Ask the CEO to phone 
those responsible for major 
breaches of  procedures 
and issue a one-minute 
reprimand making it clear 
that full cooperation is 
expected in future and non-
compliance will be career-
limiting. All breaches should 
be reported weekly to the 
CEO – invoices over £10,000 
with no raised order, non-
receipting of  goods and 
services over £10,000, 
budget-holders with over 
three months of  outstanding 
expense claims, etc. 

2 Set rules for the finance 
team Accountants are all 
artists: we sculpt a month-

Fast month-end reporting 
Month-end reporting is not the time for spring cleaning, it is a time for arriving at a true 
and fair view quickly. David Parmenter begins a three-part series that explains how

FOR MORE INFORMATION:

www.davidparmenter.com

www.davidparmenter.com/courses

NEXT STEPS
1 Sell the change to the CEO using their emotional 

drivers (see my earlier article The magic of 
marketing, available at www.accaglobal.com/ab34).

2 Get all the finance team to sign up to your new 
rules – I will send you a draft copy of  the rules if  
you email me (parmenter@waymark.co.nz). 

3 Set up and operate an ‘overs and unders’ schedule 
every month-end.

all adjustments on the 
spreadsheet, which resides 
on a shared drive on the 
local area network. In most 
months you may need to 
process just one or two 
adjustments as the rest will 
offset each other and can be 
processed in the quiet time 
the following month.

4 Avoid late adjustments 
Clever organisations ban all 
inter-company adjustments 
at month-end except 
for major internal profit 
adjustments. They have 
automatic interfaces with 
inter-group transactions 

where one party does  
the transactions for both 
general ledgers.

When there is a 
difference, lay down a rule 
that the accounts payable 
(AP) or accounts receivable 
(AR) ledger is always right, 
and adjust accordingly, 
leaving the inter-company 
parties to sort it out the 
following month. This change 
will require a CEO directive 
to all subsidiaries. ■
David Parmenter is a 
writer and presenter on 
measuring, monitoring and 
managing performance
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The European Securities 
and Markets Authority 
(ESMA) has recently 
published its annual 
statement defining 
the European common 
enforcement priorities for 
2013 financial statements. 
The aim is to try to foster 
transparency and the 
consistent application 
of IFRS (International 
Financial Reporting 
Standards) to help the 
financial markets function. 

With the help of  
European national enforcers, 
ESMA has identified several 
financial reporting topics 
that should be considered 
in the preparation of  the 
financial statements of  
listed companies for the 
year ending 31 December 
2013. Those topics are:
1 impairment of  non-

financial assets 
2 measurement and 

disclosure of  post-
employment benefit 
obligations 

3 fair value measurement 
and disclosure 

4 disclosures related to 
significant accounting 
policies, judgments and 
estimates 

5 measurement of  
financial instruments and 
disclosure of  related risk 
with relevance to financial 
institutions. 

Not surprisingly, ESMA says 
that national regulators may 
also focus on additional 
relevant topics. It issued 
a similar statement a year 
ago and post-employment 
benefit obligations 
appears on both listings. 
ESMA builds on its 2012 
statement by emphasising 
the need for transparency 

and the importance of  
appropriate and consistent 
application of  recognition, 
measurement and disclosure 
principles. ESMA and the 
European national enforcers 
will monitor and assess 
the application of  IFRS 
requirements relating to the 
items in this statement. 

These European common 
enforcement priorities 
will be incorporated into 
the reviews performed by 
national enforcers. The 
guidelines are not statutory, 
but ESMA hopes that 
awareness campaigns will 
lead national regulators to 
take account of  the new 
priorities. The watchdog 
will also monitor national 
regulators’ application 
of  the priorities and will 

publish progress reviews 
to encourage national 
regulators to comply. 

Users of  financial 
statement have expressed 
concerns over the use of  
‘boilerplate’ disclosures for 
transactions that are not 
relevant or are immaterial 
to the entity. The view is 
that entities should disclose 
only applicable accounting 
policies and focus on entity-
specific information rather 
than quoting extensively 
from IFRS.

Impairment of  non-
financial assets 
Continued slow economic 
growth in Europe could 

indicate that non-financial 
assets will continue to 
generate lower than expected 
cashflows especially in those 
industries experiencing a 
downturn in fortunes. In 
2012, ESMA suggested 
paying particular attention 
to the valuation of  goodwill 
and intangible assets with 
indefinite life spans. 

This year, it has again 
included the impairment 
of  non-financial assets in 
the common enforcement 
priorities with a focus on 
certain specific areas. 
These areas are cashflow 
projections, disclosure 
of  key assumptions and 
judgments, and appropriate 

disclosure of  sensitivity 
analysis for material goodwill 
and intangible assets with 
indefinite useful lives. 

In measuring value-in-
use, cashflow projections 
should be based on 
reasonable and supportable 
assumptions that represent 
the best estimate of  the 
range of  future economic 
conditions. IAS 36, 
Impairment of Assets, points 
out that greater weight 
should be given to external 
evidence when determining 
the best estimate of  
cashflow projections. IAS 36 
says entities should assess 
the reasonableness of  the 
assumptions on which » 

Transparent and consistent 
Transparency and the consistent application of IFRS in financial 
reporting are key to making financial markets work smoothly

▌▌▌ENTITIES SHOULD DISCLOSE APPLICABLE POLICIES 
ONLY AND FOCUS ON ENTITY-SPECIFIC INFORMATION 
RATHER THAN QUOTING EXTENSIVELY FROM IFRS
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used the assertion that ‘no 
reasonable possible change 
in a key assumption would 
result in an impairment 
loss’. ESMA believes that 
this disclosure does not 
give users sufficient detail 
to allow them to assess 
sensitivity properly. 

Measurement of   
post-employment 
benefit obligations
IAS 19, Employee Benefits, 
requires the discount rate 
applied to post-employment 
benefit obligations to be 
determined using market 
yields based on high-quality 
corporate bonds. ‘High 
quality’ reflects absolute 
credit quality and not that 
of  a given collection of  
corporate bonds. 

The policy for determining 
the discount rate should be 
applied consistently over 
time and a reduction in 
the number of  high-quality 
corporate bonds should not 
normally result in a change 
to this policy. 

The International 
Accounting Standards 

cashflow projections are 
based. Each key assumption 
should be consistent 
with external sources of  
information, or how these 
assumptions differ from 
experience or external 
sources of  information 
should be disclosed. 

ESMA considers that 
disclosures made by  
entities are often 
uninformative because 
they are only provided at 
an aggregate level and not 
at the level of  the cash-
generating unit. Financial 
statements generally are 
not providing disclosures 
that are entity-specific or 
appropriately disaggregated.

ESMA has reviewed 2012 
financial statements, and 
the disclosures relating to 
the sensitivity analysis of  
goodwill or other intangible 
assets with indefinite 
useful lives are poor. IAS 
36 requires disclosures on 
the sensitivity of  the key 
assumptions to change  
when determining the 
recoverable amount. 

Entities have regularly 

Board (IASB) has tentatively 
decided to amend IAS 19 
to clarify that the depth of  
the bond market should be 
assessed and this should be 
at the currency level and not 
at the country level. 

In jurisdictions where 
there is no deep market in 
these bonds, the standard 
requires that market yields 
on government bonds 
should be used. ESMA 
expects issuers to use an 
approach consistent with 
this amendment. 

There is an additional 
reminder by ESMA regarding 
the importance of  disclosing 
the significant actuarial 
assumptions used in 
determining the present 
value of  the defined benefit 
obligation and the related 
sensitivity analysis. The 
discount rate is a significant 
actuarial assumption, the 
details of  which should be 
disclosed together with any 
disaggregation information 
on plans and the fair value 
of  the plan assets where  
the level of  risk of  those 
plans is different.

Fair value 
ESMA has indicated 
that entities should 
assess the impact of  the 
requirements of  IFRS 13, 
Fair Value Measurement. 
In particular, the effect of  
non-performance risk should 
be reflected in the value of  
a liability. As an example, 
the fair value of  a derivative 
liability should incorporate 
the entity’s own credit risk. 
ESMA emphasises the 
need for proper recognition 
of  counterparty credit 
risk when determining 
the fair value of  financial 
instruments and providing 
relevant disclosure. 

IFRS 13 requires all 
valuation techniques 
to maximise the use of  
relevant observable inputs, 
which should be consistent 
with the asset or liability’s 
characteristics. In some 
cases, a premium or 
discount to the market value 
may be applied but it should 
be consistent with the nature 
of  the asset or liability.

ESMA stresses the need 
to provide disclosures 
related to fair value, 
particularly when the 
measurement is based on 
significant unobservable 
inputs (level 3). The more 
unobservable the data, 
the more important that 
uncertainties are clearly 
identified. Further, IFRS 13 
(and ESMA) requires entities 
to categorise measurements 
into each level of  the fair 
value hierarchy.

Significant accounting 
policies, judgments 
and estimates
ESMA expects issuers 
to focus on the quality 

▌▌▌DISCLOSURES RELATED TO FAIR VALUE NEED TO 
BE MADE, PARTICULARLY WHEN THE MEASUREMENT IS 
BASED ON SIGNIFICANT UNOBSERVABLE INPUTS
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and completeness of  
disclosures relevant to 
the entity’s financial 
statements. These should 
be entity-specific and not 
boilerplate. ESMA believes 
that disclosures could be 
improved in the following 
areas: significant accounting 
policies, judgments made 
by management, sources 
of  estimation uncertainty, 
going concern, sensitivities, 
and new standards issued 
but not yet effective. 

Significant accounting 
policies and management 
judgments could be 
included in the financial 
statements in order of  
materiality and significance. 
IAS 1, Presentation of 
Financial Statements, 
requires disclosure of  
estimation uncertainties 
with a significant risk of  
being adjusted in the 
next year. 

ESMA reiterates 
that disclosure of  
new standards that 
have been issued but 
are not yet effective (IAS 8, 
Accounting Policies, Changes 
in Accounting Estimates and 
Errors) is relevant where the 
new standard could have 
a material impact on the 
financial statements.

 
Topics related to 
financial instruments
Transparency and 
comparability of  financial 
reporting of  financial 
institutions is in the interest 
of  market participants. 
ESMA states that issuers 
should ensure that they 
meet the requirements 
of  IFRS 7, Financial 
Instruments: Disclosures, for 
qualitative and quantitative 
disclosures and assess 
whether there is objective 
evidence of  impairment 
while disclosing sufficient 
detail to provide a 
comprehensive picture of  
the liquidity risk and funding 
needs of  the entity. 

treatments in relation to 
forbearance practices. 
Forbearance occurs 
where the terms of  the 
loan are modified due to 
the borrower’s financial 
difficulties. ESMA expects 
issuers to provide 
quantitative information on 
the effects of  forbearance, 
enabling investors to 

assess the level of  
impairment of  
financial assets. 

ESMA also 
expects disclosure of  

the accounting policies 
applied to financial assets 
that have been assessed 
individually for impairment 
but for which no objective 
evidence of  impairment was 
available. The purpose of  
this disclosure is to allow 
users to assess credit risk.

Entities should also 
disclose the time bands in 
the maturity analysis and 
include maturity analysis 
of  financial assets held for 
managing liquidity risk. 

ESMA is attempting to 
foster consistent application 
of  accounting standards 
while ensuring the 
transparency and accuracy 
of  financial information. 
As noted above, ESMA and 
the national regulators will 
monitor the application 
of  the IFRS requirements 
outlined in the priorities, 
with national regulators 
incorporating them into 
their reviews and taking 
corrective actions where 
appropriate. Auditors and 
issuers ignore the guidance 
at their peril. ■

Graham Holt is director of 
professional studies at the 
accounting, finance and 
economics department at 
Manchester Metropolitan 
University Business School

FOR MORE INFORMATION:

European common enforcement priorities:  
http://tinyurl.com/ESMA6

Disclosures should 
enable users to evaluate the 
nature and extent of  risks, 
and the elements related 
to the valuation of  financial 
instruments, the latter 
reflecting economic reality.

Experience during the 
financial crisis showed 
diverging accounting 
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track route for high-value 
investors and entrepreneurs 
to enter or remain in the UK, 
and a global entrepreneur 
programme encourages 
start-ups and established 
companies to base their 
head office in the UK. 

Another part of  
the strategy involves 
encouraging companies, 
particularly SMEs, to start 
exporting or to export 
more. Not enough of  them 
do – nor do they realise the 
potential for growth through 
exports. For exporting will 
not only improve the UK’s 
economic growth, it can 

also help small and 
medium-sized 
companies to 
tap their hidden 
potential. Once 
a company 
has taken the 
first steps into 
exporting, it 
finds it easier 
to grow, 
innovate and 
think about 

new markets 
generally. 

Although 
high-growth and emerging 
markets remain the focus 
for British businesses, 

Anna D’Alessandro, 
business opportunities 
manager at government 
body UK Trade and 
Investment, explains how 
UKTI helps businesses 
wanting to export

The UK aims to be the 
best place in Europe to 
start, finance and grow a 
business. Part of  UKTI’s 
strategy aims to persuade 
investors and businesses in 

other countries to 
come to the UK. 

An investors 
and entrepreneurs 
visa offers a fast- this should not exclude 

the possibility of  tackling 
markets that are traditionally 
seen as difficult in terms of  
regulations and logistics. 

Support and advice is 
clearly of  huge importance 
in what may be a venture 
into the unknown for a 
business. Yet a recent export 
survey by ACCA showed that 
39% of  the participants 
had no knowledge of  the 
available support and advice, 
and that 31% didn’t know 
where to go for support. 

The place to go is UKTI, 
which offers a wide range of  
support to UK companies 
at every stage of  the export 
process. Whether they are 
companies that have never 
exported, experienced 
exporters or companies that 
do their business online, 
UKTI can assist. 

The department’s 
business opportunities team 
operates a free alerts service, 
publishing hundreds of  sales 
leads every month. These  
are sourced by experienced 
staff  based at British 
embassies, consulates and 
high commissions in more 
than 100 countries. 

The alerts service allows 
you to set up a profile and 
choose the countries and 
sectors you are interested 
in. This is the easiest way  
to receive the business 
alerts that are most likely  
to lead to a contract for  
your business. 

And it’s not just 
information on a website. 
You can get face-to-face 
advice from UKTI trade 
advisers at 40 offices around 
the country. Trade advisers 
can help you with strategy 
and planning, access to 
markets, the documentation 
that will be required and 
address any queries you 
may have on exporting. 

The UK is a major trading 
nation and exports are of  
huge importance to it.  
In 2012, the total value of  
UK exports amounted to 
£488.4bn. In some sectors, 
the export market is as 
important as the domestic 
market – the UK’s creative 
industries turn over £36bn 
a year and export more than 
£16bn. We’re also pretty 
good at it: Britain’s 228,000 
online retailers export more 
than the rest of  Europe’s 

Export experts
In our final of three articles on exporting in this issue, we look at government support  
for businesses wanting to take the plunge, and how to choose the best markets

10 TIPS FOR NEW EXPORTERS 
1 Review your export potential
2 Develop an action plan
3 Research and prepare to visit the market
4 Explore routes to market entry
5 Find out how to sell and market overseas
6 Think about cultural and linguistic challenges
7 Prepare to manage finance, payment and risk
8 Prepare to protect your intellectual property
9 Prepare to fulfil your orders 
10 Choose distribution, shipping and delivery methods
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FOR MORE INFORMATION:

The UKTI’s business opportunities alerts service is at 
http://tinyurl.com/bizoppalert

The alerts search engine is at http://tinyurl.com/
bizopps1

To find a UKTI trade adviser, go to http://tinyurl.com/
UKTIadviser

Institute of  Export: www.export.org.uk

e-retailers put together.  
So if  you’re not yet part of  
Britain’s highly successful 
export club, now is the  
time to join.

Lesley Batchelor, director 
general of professional 
membership body the 
Institute of Export, 
highlights how to count  
on success when venturing 
into new markets 

The first thing to know 
about entering a new 
market is that although it 
is essentially a question of  
marketing, it can still be 
quantified and therefore 
measured. If  you want to 
decide which new market to 
enter, it is possible to follow 
a simple basic template.

Generally, as someone 
working in your particular 

industry, you will know what 
others are doing and what  
is working for them. If   
you don’t, then it’s a good 
idea to seek advice as this 
will probably give you a  
few options. 

Market research sounds 
dull and expensive, but 
the internet can greatly 
reduce costs and allow you 
to access the information 
you require, so researching 
your options makes sense. 
Initially it’s a question of  
desk research, looking 
at existing data. But 
remember: the data will 

have been generated 
for someone else, so you 

should treat it more as a 
guide than intelligence that 
is good enough to base a 
decision on. 

Once you’ve done your 
initial research, you’ll need 
to create a selection table 
that will rank the best 
countries to do business 
with. You do this by 
assigning a weighting to 
the various factors involved 
– language, travel time for 
distribution, payment terms, 
and so on – according to the 
importance your company 
attaches to each factor. You 
then give each country a 
score for that factor, and 
multiply that score by the 
factor weighting; adding up 
all the resulting figures will 
produce a total score for 
each country, allowing you 
to rank your target markets.

Always check any trade 
agreements or trade 

arrangements that may 
affect final pricing in your 
target market. It is clearly 
important to know this 
information at the start of  a 
project rather than to find it 
out halfway through.

Key points:

* develop a systematic 
process

* select a potential 
territory or territories

* define criteria based on 
your needs, abilities and 
resources

* weight these criteria so 
they can be applied to 
potential target markets

▌▌▌BRITAIN IS PRETTY GOOD AT EXPORTING: THE UK’S 
228,000 ONLINE RETAILERS EXPORT MORE THAN THE 
REST OF EUROPE’S E-RETAILERS PUT TOGETHER

discounting, press 
activity – the number of  
trade journals and online 
activity for that market

* consumer or end-user 

that market? What is  
the business culture:  
do they expect to  
bargain on price or  
do they accept the 
amount quoted?

* What is the essence of  
the business community? 
How businesslike is  
it and is it similar to  
the way we do business 
in the UK? ■

* once a market has been 
identified, develop an  
in-depth picture of  it

* profile your major 
competitors – try and 
assess what they spend 
in the market, look  
at their collateral, 
website and so on,  
to see what they are 
spending

* general marketing 
factors, sales 
and promotion, 

characteristics

* product characteristics

* foreign trade data

* How easy is it to 
transport your goods to 
that market? 

* Are there any restrictions 
such as tariffs or 
additional duties or 
onerous paperwork that 
might make it a difficult 
market to trade with?

* How do people do 
business locally in  
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House Price Index
2009 2010 2011 2012 2013

January 517.2 535.7 522.6 514.2 519.8
February 515.3 537.2 523.3 514.3 524.3
March 508.3 543.1 524.8 528.9 530.6
April 508.6 552.7 525.3 521.7 540.6
May 520.7 547.6 525.4 523.6 543.2
June 514.0 538.5 529.6 528.3 550.8
July 520.1 544.8 533.1 526.3 556.7
August 524.1 546.6 524.6 518.5 550.5
September 533.5 529.6 525.5 519.3 553.1
October 535.4 534.9 531.8 517.2 558.5
November 536.0 528.4 520.4 521.1
December 541.3 522.7 510.7 524.0
All Houses (January 1983 = 100) Source: Halifax 

January 2014
Figures compiled on 3 December 2013

Bank Base Rates

LIBOR

Mortgage Rates

Date Rate
7.8.97 7.00%
6.11.97 7.25%
4.6.98 7.50%
8.10.98 7.25%
5.11.98 6.75%
10.12.98 6.25%
7.1.99 6.00%
4.2.99 5.50%
8.4.99 5.25%
10.6.99 5.00%
8.9.99 5.25%
4.11.99 5.50%
13.1.00 5.75%
10.2.00 6.00%
8.2.01 5.75%
5.4.01 5.50%
10.5.01 5.25%
2.8.01 5.00%
18.9.01 4.75%
4.10.01 4.50%
8.11.01 4.00%
6.2.03 3.75%

Date Rate
10.7.03 3.50%
6.11.03 3.75%
5.2.04 4.00%
6.5.04 4.25%
10.6.04 4.50%
5.8.04 4.75%
4.8.05 4.50%
3.8.06 4.75%
9.11.06 5.00%
11.1.07 5.25%
10.5.07 5.50%
5.7.07 5.75%
6.12.07 5.50%
7.2.08 5.25%
10.4.08 5.00%
8.10.08 4.50%
6.11.08 3.00%
4.12.08 2.00%
8.1.09 1.50%
5.2.09 1.00%
5.3.09 0.50%

Date Rate
1.6.01 7.00%
1.9.01 6.75%
1.10.01 6.50%
1.11.01 6.25%
1.12.01 5.75%
1.3.03 5.65%
1.8.03 5.50%
1.12.03 5.75%
1.3.04 6.00%
1.6.04 6.25%
1.7.04 6.50%
1.9.04 6.75%
1.9.05 6.50%
1.9.06 6.75%

Date Rate
1.12.06 7.00%
1.2.07 7.25%
1.6.07 7.50%
1.8.07 7.75%
1.1.08 7.50%
1.3.08 7.25%
1.5.08 7.00%
1.11.08 6.50%
1.12.08 5.00%
1.1.09 4.75%
1.2.09 4.50%
1.3.09 4.00%
1.4.09 3.50%
4.1.11 3.99%

Existing Borrowers - Source: Halifax 

2010 2011 2012 2013
January 0.62% 0.77% 1.08% 0.51%
February 0.64% 0.80% 1.06% 0.51%
March 0.65% 0.82% 1.03% 0.51%
April 0.68% 0.82% 1.01% 0.50%
May 0.71% 0.83% 0.99% 0.51%
June 0.73% 0.83% 0.90% 0.51%
July 0.75% 0.83% 0.74% 0.51%
August 0.73% 0.89% 0.68% 0.52%
September 0.74% 0.95% 0.60% 0.52%
October 0.74% 0.99% 0.53% 0.51%
November 0.74% 1.04% 0.52% 0.52%
December 0.76% 1.08% 0.52%
3 MONTH INTERBANK - closing rate on last day of month

Retail Prices Index
1998 1999 2000 2001 2002 2003 2004 2005 2006 2007 2008 2009 2010 2011 2012 2013

January 159.5 163.4 166.6 171.1 173.3 178.4 183.1 188.9 193.4 201.6 209.8 210.1 217.9 229.0 238.0 245.8
February 160.3 163.7 167.5 172.0 173.8 179.3 183.8 189.6 194.2 203.1 211.4 211.4 219.2 231.3 239.9 247.6
March 160.8 164.1 168.4 172.2 174.5 179.9 184.6 190.5 195.0 204.4 212.1 211.3 220.7 232.5 240.8 248.7
April 162.6 165.2 170.1 173.1 175.7 181.2 185.7 191.6 196.5 205.4 214.0 211.5 222.8 234.4 242.5 249.5
May 163.5 165.6 170.7 174.2 176.2 181.5 186.5 192.0 197.7 206.2 215.1 212.8 223.6 235.2 242.4 250.0
June 163.4 165.6 171.1 174.4 176.2 181.3 186.8 192.2 198.5 207.3 216.8 213.4 224.1 235.2 241.8 249.7
July 163.0 165.1 170.5 173.3 175.9 181.3 186.8 192.2 198.5 206.1 216.5 213.4 223.6 234.7 242.1 249.7
August 163.7 165.5 170.5 174.0 176.4 181.6 187.4 192.6 199.2 207.3 217.2 214.4 224.5 236.1 243.0 251.0
September 164.4 166.2 171.7 174.6 177.6 182.5 188.1 193.1 200.1 208.0 218.4 215.3 225.3 237.9 244.2 251.9
October 164.5 166.5 171.6 174.3 177.9 182.6 188.6 193.3 200.4 208.9 217.7 216.0 225.8 238.0 245.6 251.9
November 164.4 166.7 172.1 173.6 178.2 182.7 189.0 193.6 201.1 209.7 216.0 216.6 226.8 238.5 245.6
December 164.4 167.3 172.2 173.4 178.5 183.5 189.9 194.1 202.7 210.9 212.9 218.0 228.4 239.4 246.8
13th January 1987 = 100  Source: ONS

“OFFICIAL RATE”*
Effective Date Rate
6.3.99 6.25%
6.1.02 5.00%
6.4.07 6.25%
1.3.09 4.75%
6.4.10 4.00%

*Benefits in Kind: Loans to employees
earning £8,500+ - official rate of interest.
Official rate for loans in foreign currencies: Yen:
3.9% w.e.f. 6.6.94; Swiss F: 5.5% w.e.f. 6.7.94
(previously 5.7% w.e.f. 6.6.94).

INTEREST ON UNPAID / OVERPAID
INHERITANCE TAX

Effective Date Rate
27.1.09 1.00%/1.00%
24.3.09 0.00%/0.00%
29.9.09 3.00%/0.50%

INTEREST ON LATE PAID
INCOME TAX, CGT, STAMP DUTY

AND STAMP DUTY RESERVE
Effective Date Rate
6.12.08 5.50%
6.1.09 4.50%
27.1.09 3.50%
24.3.09 2.50%
29.9.09 3.00%

INTEREST ON OVERPAID
INCOME TAX, CGT, STAMP DUTY

AND STAMP DUTY RESERVE
Effective Date Rate
6.11.08 2.25%
6.12.08 1.50%
6.1.09 0.75%
27.1.09 0.00%
29.9.09 0.50%

MARCH DECEMBER
YEN US$ SFr € YEN US$ SFr €

2007 233 1.97 2.39 1.47 2007 222 1.99 2.25 1.36
2008 198 1.99 1.97 1.25 2008 130 1.44 1.53 1.04
2009 142 1.43 1.63 1.08 2009 150 1.61 1.67 1.13
2010 142 1.52 1.60 1.12 2010 127 1.57 1.46 1.17
2011 133 1.60 1.47 1.13 2011 120 1.55 1.45 1.20
2012 132 1.60 1.44 1.20 2012 139 1.62 1.48 1.23
2013 143 1.52 1.44 1.18

Certificates of Tax Deposit
w.e.f. 6.3.09 w.e.f. 6.2.09 w.e.f. 9.1.09

up to £100K 0.00% (0.00%) 0.00% (0.00%) 0.00% (0.00%)
£100K+ 0-1 mth 0.00% (0.00%) 0.00% (0.00%) 0.00% (0.00%)
£100K+ 1-3 mth 0.75% (0.00%) 1.00% (0.50%) 1.50% (0.75%)
£100K+ 3-6 mth 0.75% (0.00%) 1.00% (0.50%) 1.25% (0.50%)
£100K+ 6-9 mth 0.75% (0.00%) 1.00% (0.50%) 1.25% (0.50%)
£100K+ 9-12 mth 0.75% (0.00%) 0.75% (0.25%) 1.25% (0.50%)
Encashment rates shown in brackets. Above rates are paid gross but are liable to tax. 

HM Revenue & Customs Rates

Data specially compiled for            by

% Annual Inflation
2008 2009 2010 2011 2012 2013

January 4.1% 0.1% 3.7% 5.1% 3.9% 3.3%
February 4.1% 0.0% 3.7% 5.5% 3.7% 3.2%
March 3.8% -0.4% 4.4% 5.3% 3.6% 3.3%
April 4.2% -1.2% 5.3% 5.2% 3.5% 2.9%
May 4.3% -1.1% 5.1% 5.2% 3.1% 3.1%
June 4.6% -1.6% 5.0% 5.0% 2.8% 3.3%
July 5.0% -1.4% 4.8% 5.0% 3.2% 3.1%
August 4.8% -1.3% 4.7% 5.2% 2.9% 3.3%
September 5.0% -1.4% 4.6% 5.6% 2.6% 3.2%
October 4.2% -0.8% 4.5% 5.4% 3.2% 2.6%
November 3.0% 0.3% 4.7% 5.2% 3.0%
December 0.9% 2.4% 4.8% 4.8% 3.1%

Source: ONS

% Change Average Weekly Earnings
2009 2010 2011 2012 2013

January -1.7% 0.6% 4.3% 0.1% 1.1%
February -5.7% 5.2% 1.0% 0.5% 0.7%
March -1.1% 6.6% 2.4% 0.9% -0.7%
April 1.7% 0.4% 2.5% 2.4% 4.4%
May 0.9% 1.1% 2.4% 1.8% 2.0%
June 1.1% 2.1% 3.4% 1.4% 1.0%
July 0.3% 1.8% 3.1% 1.6% 0.9%
August 0.3% 2.1% 2.1% 2.3% 0.7%
September 0.9% 2.3% 1.8% 1.8% 0.8%*
October 0.7% 2.1% 2.1% 1.3%
November 0.8% 2.1% 2.1% 1.3%
December 0.7% 1.3% 2.0% 1.3%
Whole GB economy unadjusted Figures include bonuses and arrears
*Provisional                                                                          Source: ONS

Exchange Rates on last working day

Source: Barclays

www.moneyfactsgroup.co.uk
The UK’s largest provider of savings and mortgage data

Tel: 01603 476 476

Late Payment of Commercial Debts
From              To Rate
1.1.12 30.6.12 8.50%
1.7.12 31.12.12 8.50%

The Late Payment of Commercial Debts (Interest) Act 1998
For contracts from 1.11.98 to 6.8.02 the rate applying is the Bank of England
Base Rate that was in place on the day the debt came overdue plus 8%.
The Late Payment of Commercial Debts (Interest) Regulations 2002
For contracts from 7.8.02 the rate is set for a six month period by taking the
Bank of England Base Rate on 30 June and 31 December and adding 8%.

Courts
ENGLISH COURTS
Judgment Debts: High Court (& w.e.f. 1.7.91 County Courts) 8% w.e.f.
1.4.93 (previously 15% w.e.f. 16.4.85).

Funds in Court: Special Rate (persons under disability) 0.5% w.e.f.
1.7.09 (previously 1.5% w.e.f. 1.6.09). Basic Rate (payment into court)
0.3% w.e.f. 1.7.09 (previously 1% w.e.f. 1.6.09).

Interest in Personal Injury cases: Future Earnings - none. Pain &
Suffering - 2%. Special Damages: same as “Special Rate” - see Funds
in Court above (½ Special Rate payable from date of accident to date
of judgment). 

Interest Rate on Confiscation Orders in Crown & Magistrates Courts:
same rate as applies to High Court Judgment Debts.

SCOTTISH COURTS
Decrees: Court of Session & Sheriff Courts 8% w.e.f. 1.4.93 (previously
15% w.e.f. 16.8.85).

NORTHERN IRISH COURTS
Judgment Debts: High Court: 8% w.e.f. 19.4.93 (previously 15% w.e.f.
2.9.85). County Court 8% w.e.f. 19.4.93 (previously 15% w.e.f. 19.5.85).
Interest on amounts awarded in Magistrate Courts 7% w.e.f. 3.9.84.

ADMINISTRATION OF ESTATES
England & Wales: Interest on General Legacies: 0.3% w.e.f. 1.7.09
(previously 1% 1.6.09). Interest on Statutory Legacies: 6% w.e.f.
1.10.83 (previously 7% w.e.f. 15.9.77).

From 1.10.10 the standard interest rate will be the BoE published
monthly avge mortgage interest rate. Can claim mortgage interest
on, up to £200,000  of the motgage. Waiting period 13 weeks.

Effective Date Rate
17.12.06 6.58%
18.2.07 6.83%
17.6.07 7.08%

Effective Date Rate
12.8.07 7.33%
13.1.08 7.08%
16.3.08 6.83%

Effective Date Rate
18.5.08 6.58%
16.11.08 6.08%
1.10.10 3.63%

Income Support Mortgage Rate

DATA PAGE

From              To Rate
1.1.13 30.6.13 8.50%
1.7.13 31.12.13 8.50%

the adviser’s portal

All rates and terms are subject to change without notice and should be checked before finalising any arrangement. No liability can be accepted for any direct or
consequential loss arising from the use of, or reliance upon, this information. Readers who are not financial professionals should seek expert advice.
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SHARE PLANS
The share incentive plan 
annual limits will increase 
to £3,600 per year for 
free shares and to £1,800 
per year for partnership 
shares. The maximum 
monthly amount that an 
employee can contribute 
to save-as-you-earn savings 
arrangements will increase 
from £250 to £500. These 
changes will take effect from 
April 2014.

TRUSTS
With immediate effect 
from 5 December 2013, 
the capital gains tax (CGT) 
‘uplift’ provisions will apply 
on the death of  a vulnerable 
beneficiary. From 2014-15, 
the range of  trusts will be 
extended to include those 
that qualify for special 
income tax, CGT and 
inheritance tax treatment, 
and the government will 
consult on further reforms. 

ANTI-AVOIDANCE
In order to counter the 
use of  limited liability 
partnerships to disguise 
employment relationships 
and the tax-motivated 
allocation of  business profits 
to corporate partners, the 
following proposals will be 
taken forward. 

Reallocation of  excess 
profits from a non-individual 
partner to an individual 
partner will apply where: 

* the non-individual partner 
has a share of  the 
partnership’s profits

* the non-individual’s share 
is excessive in terms 
of  notional return on 
capital contributed and 
in respect of  notional 
consideration for the 

BRITISH BUSINESS BANK
After the launch of  the 
British Business Bank 
which has started to deploy 
£1bn to support the supply 
of  finance to SMEs, the 
chancellor announced 
that the government will 
use unspent funding from 
the Business Finance 
Partnership to provide a 
further £250m for the bank’s 
new schemes that include: 

* investing in late-stage 
venture capital funds 
which in turn invest 
in high-growth- 
potential SMEs

* launching an innovative 
new scheme to support 
the provision of  lease and 
asset finance

* launching a programme 
of  wholesale guarantees 
for SME loans.   

The government will also 
provide an additional 
£160m for start up loans to 
2018-19. 

PRIVATE RESIDENCE
Capital gains tax contains 
provisions to provide relief  
from the gain on the sale 
of  a person’s only or main 
residence. At present, if  
a person buys another 
residence there is relief  from 
tax for the last 36 months of  
ownership, even if  another 
home has been purchased. 
From April 2014, this period 
of  36 months is to be 
reduced to 18 months.

NON RESIDENTS
The government will 
introduce a tax on future 
gains made by non-UK 
residents disposing of  UK 
property from April 2015. 
A consultation will be 
published early in 2014. 

services provided to 
the partnership

* the individual partner 
has the power to enjoy 
the non-individual’s 
share, or the non-
individual’s share is 
effectively deferred profit 
of  the individual

* it is reasonable to 
suppose that the whole 
or part of  the non-
individual’s share is 
attributable to that 
power or to the deferred 
profit arrangements.

PERSONAL TAXES
The personal allowance 
will increase to £10,000 
from 6 April 2014. At the 
same time, the threshold 
for higher rate tax will be 
reduced to £31,865. Tax 
rates will not be announced 

until Budget 2014. 
From 6 April 2015 

employers’ national 
insurance will be abolished 
for employees aged under 
21 on earnings paid up to 
the upper earnings limit 
(UEL). For 2014/15 there 
are no changes to national 
insurance rates for class 1, 
class 1A, class 1B and class 
4, though all the thresholds 
and limits will change.  

Class 2 and class 3 weekly 
rates will be increased, 
and the new rates will be 
announced in Budget 2014. 
The class 1 UEL and class 4 
upper profits limit for NICs 
will, as before, be aligned 
with the point at which higher 
rate tax becomes payable, ie 
£41,865. 

More details at www.
accaglobal/advisory ■

The Autumn Statement
ACCA UK’s technical advisory team look at highlights from Autumn Statement 2013, 
including the development of British Business Bank and anti-avoidance rules

▲ MAKING A STATEMENT
From left: chancellor George Osborne and chief secretary 
to the Treasury Danny Alexander prepare for last month’s 
Autumn Statement
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REVIEW ENGAGEMENTS
The International Federation 
of  Accountants (IFAC) has 
issued a guide to review 
engagements to coincide 
with the updated ISRE 
2400 (Revised) coming 
into force. The updated 
standard is effective for 
periods ending on or after 
31 December 2013. 

IFAC suggests that a 
review engagement ‘is 
another form of  assurance 
that can meet the needs of  
some SMEs without putting 
an undue strain on time and 
other resources’. 

It adds that it provides 
‘some level of  independent 
assurance to increase the 
credibility of  an SME’s 
financial statements.’ 

You can find out more at 
www.accaglobal/advisory

TAX

ENTERTAINERS
Revenue & Customs Brief  
29/13, National Insurance 
contributions: HM Revenue & 
Customs’ position following 
the Court of Appeal decision 
in the case of ITV Services 
Ltd v Commissioners for 
HMRC, states that the 
decision reached in earlier 
tribunals has been upheld 
by the Court of  Appeal. 
The decision upheld that 
where actors’ contracts 
provided for remuneration 
by way of  salary there 
was liability for Class 
1 National Insurance 
Contributions (NICs) on all 
the remuneration payable 
under the contract. 

Revenue & Customs  
Brief  35/13 National 
Insurance Contributions 
(NICs): Repeal of the Social 

REPORTING

INTEGRATED REPORTING
The International Integrated 
Reporting Council 
(IIRC) has issued its 
international framework. 

The framework has 
been developed over the 
past two years through 
consultation with a large 
variety of  stakeholders. IIRC 
says that the framework 
is viewed by many as a 
key to building financial 
stability and sustainability 
in global markets. 

You can find out more at 
www.theiirc.org

AUDIT

AUDITOR REPORTING 
ACCA has held events 
and commissioned an 
online survey to gather 
feedback from interested 
parties on an International 
Auditing and Assurance 
Standards Board exposure 
draft which proposed 
changes to audit reports, 
including the provision 
of  more information 
on how audits are 
performed. 

You can find the 
results of  the survey 
and ACCA’s submission 
at www.accaglobal/ 
advisory 

Security (Categorisation 
of Earners) Regulations 
1978 (‘the Regulations’) in 
respect of entertainers from 
6 April 2014 highlights 
the ITV case and the 
current NICs position 
for entertainers until 5 
April 2014 but also the 
future NICs position 
for entertainers from 6 
April 2014. It states that 
the ‘proposed change 
is that entertainers will 
no longer be included 
in the provisions of  the 
Regulations. This in turn 
means that entertainers’ 
earnings will no longer be 
brought within Section 6 
of  SSCBA 1992 (which 
places a Class 1 NICs 
charge on them) from this 
date.’ It summarises this 
by stating: ‘From 6 April 
2014, producers engaging 
your performance services 
will not be required to 
deduct Class 1 NICs 
contributions from any 
payments they make 
to you. This includes 
additional use payments 
such as royalties. Your 
engager will make payments 
to you gross of  tax and 
NICs and you must declare 
these earnings as part of  
your normal self-employed 
Self-Assessment return.’ 

Further details can be 
found at www.accaglobal/
advisory

HELPLINE NUMBERS
You can find links to 
HMRC helpline numbers at 
www.accaglobal/advisory

CIS REPAYMENT CLAIMS 
CIS repayments continue 
to impact on business 
cashflow. This has been 

recognised and HMRC 
is issuing guidance to 
try to help speed up the 
process for all concerned 
(also see last month’s 
Accounting and Business). 
You can find a link to 
Construction Industry 
Scheme (CIS) Repayment 
claims for limited company 
subcontractors at www.
accaglobal/advisory

It states that before 
claiming a repayment of  
CIS deductions you should 
ensure that: 

* the company has 
registered as a 
subcontractor by calling 
the CIS helpline 

* the company is set up 
with a PAYE scheme 
(or its existing PAYE 
scheme has been set 
up to include CIS), 
by calling the New 
Employer helpline 

* form 64-8 has been 
completed to allow the 
company’s agent, if  it has 
one, to act on its behalf  
for CIS and PAYE 

* the company has kept 
all of  its payment and 
deduction statements 
received from contractors. 

* each payment statement 
shows the correct 
Unique Tax Reference 
(UTR) for the company 
and the correct 
amount of  payment 
and deductions 

* you told your contractors 
about setting up the 
company if  you were 
originally engaged 
as a sole trader or 
partnership. 

It also highlights links 
to HMRC contacts and 
provides answers to 
common questions such 

Technical update
Glenn Collins, ACCA UK’s head of technical advisory, provides a monthly  
round-up of the latest developments in financial reporting, audit, tax and law
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assessment because of  
its failure to open an in-
time enquiry which was 
caused by the relevant 
HMRC officer going on 
sick leave that spanned 
the enquiry window. This 
argument was dismissed 
and one commentator 
has concluded that the 
case shows that you can 
replace an HMRC officer 
with a less competent 
hypothetical notional 
officer and throw the 
enquiry window – and with 
it the finality and certainty 
that s 29(5) of  the Taxes 
Management Act 1970 was 
supposed to give to the 
taxpayer – wide open. 

CAMPAIGNS
The Let Property Campaign 
targets the residential 

as: ‘What information will I 
need to provide to have my 
repayment set off  against 
other liability?’ 

ENQUIRY WINDOW
Is there an open window 
of  enquiry after the Robert 
Smith case? You can see 
a summary of  the case at 
www.accaglobal/advisory

The Upper Tribunal’s 
decision in CRC v Charlton 
and others [2013] STC 
866 seemed to confirm 
that after the enquiry 
window was closed, in the 
absence of  fraud, HMRC 
was thereafter precluded 
from opening an enquiry 
and raising an assessment. 
In the case of  Robert 
Smith it was argued that 
HMRC was precluded 
from making a discovery 

property letting market and 
offers a chance for landlords 
in this sector to get up to 
date or put right any errors 
they have made. 

The Health and Wellbeing 
Tax Plan is focused on 
health professionals. 
Notification was required by 
31 December 2013 followed 
by disclosure and payment 
of  the taxes and penalties 
owed by 6 April 2014.

You can find out more, 
including the guidance 
material that is available, at 
www.accaglobal/advisory

FINANCE

FUNDERS AND IP
A recent report, Banking on 
IP? The role of intellectual 
property and intangible 
assets in facilitating business 
finance, highlights that many 
of  the UK’s competitors 
are raising finance by using 
intellectual property (IP) as 
collateral. It suggests that 
the UK has been lagging 
behind in this area but 
‘some funders are already 
making the IP link’. The 
report goes on to say that 
business angels and venture 
capital companies are 
leading in this area as it is a 
core part of  assessing ‘the 
quality and attractiveness of  
investment opportunities’, 
and that they ‘want to 
understand the extent to 
which it...creates freedom 
to operate, and meets a real 
market need.’ 

The report also 
has a number of  
recommendations, including 
that IP and intangibles 
must be identified during 
the financing process, 
an issue that ACCA has 
also been highlighting. 
It recommends that ‘for 
IP and intangibles to be 
given any consideration 
within credit decision-
making, tools to identify 
and describe the actual 
assets (not merely evidence 

of  expenditure) need to 
be embedded within the 
lending process. Businesses 
must use them, and 
lenders must understand 
and take note of  them. 
This step will have the 
wider benefit of  boosting 
IP awareness amongst 
the business community as 
a whole. 

‘The value of  IP needs 
to be taken into account. 
The most important step 
in harnessing IP value is to 
realise that this value is not 
nil, and therefore requires 
active consideration.’

TOMLINSON REPORT
The report looks at business 
turnaround and bank 
behaviour. Many of  the 
findings may be familiar 
and many accountants have 
reported action similar 
to that highlighted. The 
report can be seen at www.
tomlinsonreport.com

LAW 

IP SUPPORT 
ACCA has worked with 
the Intellectual Property 
Office to produce a new 
tool that supports advisers 
and businesses. The 
tool provides users with 
information on how to 
protect assets. It also allows 
users to access a library of  
IP material that includes 
business checklists for this 
very important financial 
reporting and tax area. 
The tool was launched by 
Lord Younger and ACCA 
was invited and spoke at 
the event.

IP Equip helps businesses 
and their advisers to 
identify assets which may 
be protected by intellectual 
property (IP) rights. It has 
four short modules of  basic 
IP advice on trademarks, 
patents, design and 
copyright, and asset types 
that are important for the 
business to identify » 

SELF-ASSESSMENT DEADLINE 
HMRC has brought into place information that aims 
to help agents manage the self-assessment deadline: 
http://tinyurl.com/hmrc-self-assess. On the page 
you can find:

* Keeping informed – latest news

* Submitting online tax returns for your clients

* Registering for self  assessment

* Agent authorisation

* Self-assessment liabilities and payment

* General information to help you fill in tax returns

* Toolkits to help reduce common errors

* Agent services – who to contact 

* More useful links.
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 and that are also important 
for tax and reporting 
purposes. When the modules 
are completed advisers and 
businesses gain access 
to a library of  resources 
including consultancy 
checklists and business 
guides.

More at www.accaglobal/
advisory

EMPLOYMENT LAW
A new employment law 
factsheet on ‘employment 
status’ is available. It 
is part of  the suite of  
employment law factsheets 
that are revised every six 
months to reflect changes 
in legislation and recent 
case law. The factsheets 
include model contracts of  
employment. They can be 
found at www.accaglobal/
advisory

PENSIONS AUTO-
ENROLMENT
Employers with 50 to 249 
employees will be staged 
between 1 April 2014 and 
1 April 2015. The Pension 
Regulator has updated 
its suite of  guidance with 
a series of  seven guides 
to assist with the auto-
enrolment process. 

In addition to being 
common sense and good 
practice, communication 
by employers with workers 
is a legal requirement 
of  auto-enrolment. The 
guidance takes employers 
through the process. It 
states that ‘Employers 
must write to their staff  
within one month of  
their staging date to tell 
them they have been 
automatically enrolled or 
postponed. After staging, 
when automatic enrolment 
is business as usual, they 
must write within a month 
of  the day a new staff  
member joins or becomes 
eligible to be automatically 
enrolled (six weeks from 1 
April 2014). The exception 

is for existing scheme 
members who must 
be contacted within  
two months.’

The section ‘Different 
letters for different 
workers’ highlights the 
different rights of  workers 
and that ‘an employer 
must write to tell them 
what these rights are’. 
Following the explanation 
they provide a series of  
templates that can be used 
by employers. 

You can find this and the 
other six guides at www.
accaglobal/advisory

 
CHARITY INCOME
The Charity Commission 
published new regulations 
and guidance for trustees 
on adopting a total 
return approach to the 
investment of  the charity’s 
permanent endowment. 
The legislation applies 
from 1 January 2014 
and The Charities (Total 
Return) Regulations 2013 
amend the Charities Act 
2011. The change allows 
trustees of  permanently 
endowed trusts to adopt 
a total return approach to 
investment without seeking 
prior permission from the 
Charity Commission. 

The regulations and 
supporting detailed 
guidance sets out in detail 
the rules that charities must 
follow to adopt and operate 
a total return approach. 
This is an important 
change as a total return 
approach allows for all 
investment returns received 
to be treated as income and 
not split between capital 
and income. 

Section D of  the 
guidance should be reviewed 
by trustees. It sets out 
questions that trustees 
would expect to consider 
before adopting a total 
return approach.

More at www.accaglobal/
advisory ■

EXPORT QUALIFICATION 
The Institute of Export (IOE) has announced 
that ACCA members who have passed the 
Diploma in Accounting and Business or Advanced 
Diploma in Accounting and Business can be fast-
tracked into an International Trade qualification 
from the IOE.

A fast track is available onto the Advanced 
Certificate in International Trade after completion of  
the Diploma in Accounting and Business without any 
other prior learning or experience.

For those who have completed the Advanced 
Diploma in Accounting and Business, a fast track is 
available through the Diploma in International Trade – 
only requiring study of  three named modules from the 
Diploma course.

Lesley Batchelor, director general of  the IOE, 
commented that the institute ‘continues to enjoy a 
longstanding, powerful partnership and collaboration’ 
with ACCA. ‘We are delighted to offer these exemptions 
to ACCA members to enable them to embed 
professionalism in international trade.’

For more information on the Advanced Certificate 
in International Trade or the Diploma in International 
Trade, or any other IOE qualifications, please visit 
www.export.org.uk
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I got into the film and 
TV industry by accident. 
When I joined Silver 
Levene I was put straight 
into the film and TV 
department where I 
had to learn about the 
industry at great speed 
since I didn’t have much 
knowledge of  it.

The most exciting 
part of working in this industry is 
the people. I like their laid-back 
and friendly approach to their 
work. They rely on us to explain 
complex accountancy and taxation 
problems in layman’s terms. It is 
very satisfying that the message gets 
across to them as it is intended.

Over the years I have been involved  
in helping clients deal with difficult 
tax issues. Taxation in the industry  
can be quite complex, therefore one 
needs to be on top of  the issues 
in order to give the correct advice, 
resulting in the maximum benefit  
from the tax legislation.

Over the years, the government has 
been very active in encouraging 
and providing tax assistance to the 
industry with the aim of attracting 
film and TV work from the US and 
other areas around the world to the 
UK. My work includes reviewing useful 
tax benefits in the right territories 
and helping clients to deal with 
and understand the benefits of  
international co-production. 

There have been significant tax 
benefits for films made in the UK, 
notably the UK film tax credit, the 
Enterprise Investment Scheme (EIS) 
and the Seed Enterprise Investment 
Scheme (SEIS). I have been 

‘ THE MOST EXCITING PART OF THIS INDUSTRY IS 
THE PEOPLE. I LIKE THEIR LAID-BACK APPROACH’
JOE OSUNSANMI FCCA, PARTNER AT  
SILVER LEVENE, LONDON

instrumental in helping 
clients with these tax 
incentives. In addition to 
tax advice, I am involved 
in the audit of  statutory 
accounts, production 
costs report, royalties, 
European Union funding 
and any other non-
standard audits as may 
be required by the client.

There is a big variation in the type of 
clients that I deal with. At the lower 
end, there are freelancers, actors 
and small production companies. 
However, at the top end, there are big 
production companies with millions 
of  pounds of  turnover that produce 
television advertising, documentaries, 
drama and feature films. 

My key motivator is my personal  
quest to provide good-quality service 
to my clients. If  my clients are 
satisfied with the services provided, 
this leads to the introduction of  other 
clients to the business.

As accountants, we spend a great 
amount of time sitting at our desks. 
Therefore, in my spare time, my first 
love is playing golf, which I try to 
get round to doing every weekend. 
I also enjoy playing badminton with 
my colleagues and staff  once a 
week. This is an activity which we 
all enjoy enormously from a keep-fit 
perspective and it’s a good social 
activity after work. Finally, I enjoy 
going to Reading Football Club to 
watch my home team every other 
week. When time allows, I attend 
matches away from Reading as well. ■
Interested in appearing on this page?
If  so, please contact Eneritz Corral
eneritz.corral@accaglobal.com

SNAPSHOT:
INTERNAL AUDIT
Demand for internal auditors 
within financial services 
remains buoyant due to an 
increased focus on controls. 

Paul Clutton, director 
at Hays Senior Finance, 
says: ‘As banks will need 
to maintain strong internal 
audit capabilities on an 
ongoing basis, the function 
is a good route for newly 
qualified accountants to 
break into financial services. 
However, employers in this 
sector can afford to be picky 
and they look for those 
with the highest-calibre Big 
Four experience and sound 
academic background.’

Internal audit remains a key 
issue for organisations within 
industry and financial services 
but, as with many other jobs, 
internal auditors are expected 
to do more with less. 

‘Budgetary constraints 
mean that internal audit 
teams are running lean 
despite being expected to 
provide the same level of  
assurance as if  they were fully 
staffed,’ says Clutton. ‘This 
approach is not sustainable 
in the longer term and 
once the economy recovers, 
organisations are likely to 
boost numbers to allow for 
more value-added audit work.’

£90,000+
Internal audit professional’s 
salary in London, according 
to Barclay Simpson’s Market 
Report 2013: Internal Audit

The view from
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Getting into shape
Continuing their series on building a sustainable and successful practice, Andrew 
Jenner and Phil Shohet look at developing more effective financial management

Keep it simple
It follows that firms should keep 
financial reporting as simple as possible 
and focus on clarity and accuracy. 
Reporting in many practices is either 
too simple or is over-complicated, but 
to test the effectiveness of  each report 
partners should ask simple questions:

* Does this report tell us what 
we need to know about what is 
happening or is likely to happen 
in our business and indicate what 
action we should take?

* If  not, then why do we produce it?

* Do we ever use it?

* Which reports that should be vital to 
our business are not being produced?

A key case in point is assessment of  
working capital levels, which should 

be calculated based on what is needed 
to finance best-practice levels of  
work in progress and debtors. Within 
the accountancy profession, work in 
progress (WIP) and debtor days are too 
high, with a median of  120 days. Why 
are partners satisfied with this? Why 
not aim for 90 days or fewer? Partners’ 
capital should not be used to support 
financial underperformance. 

WIP is a risk factor and procedures 
to manage the situation will need 

Sound financial management is 
essential to underpin the stability 
and long-term success of any 
accountancy practice, as without  
it any firm can fail. There are 
a number of building blocks: 
deciding whom of the partners 
should be responsible for financial 
management; reviewing key 
performance indicators and financial 
measurement; reporting what 
matters; ensuring cash is king; and 
benchmarking profitability. All this 
requires getting partner disciplines 
into shape, organising operations  
and getting the best out of people. 

With limited top-line growth there 
is an added imperative to improve the 
profit line and how this can be grown, 

concentrating on improvements 
to efficiency, client management, 
client quality and best use of  time. 
Partners cannot argue: ‘I don’t do 
finance’; they need to have a far better 
understanding of  which levers to pull 
to drive the firm’s financial results. 

Partners concentrate primarily 
on service to the client and making 
sure that the end product is delivered 
satisfactorily and produces an 
acceptable fee. But in terms of  their 
own business they must also focus 
on the internal structures, checks 
and balances that allow them to do 
this. Financial performance requires 
measuring and reporting on what 
matters, and imparting clear and 
accurate knowledge of  what is 
happening or is likely to happen. 
Without this there can be no valid 
analysis, and appropriate solutions 
cannot be devised to ensure remedial 
action is taken. Decisions should be 
made based on known facts and not 
on assumptions. 

▌▌▌PARTNERS CANNOT ARGUE: ‘I DON’T DO 
FINANCE’; THEY NEED TO HAVE A FAR BETTER 
UNDERSTANDING OF WHICH LEVERS TO PULL

extending as far as possible through 
all the service lines. Job budgets are 
fundamental – agreement should 
be made with clients for monthly or 
interim billing, and any variation in the 
fee should be agreed with the client 
before invoicing. Aged WIP should be 
monitored promptly to ensure meeting 
realistic and achievable targets.

If  terms of  business are not 
agreed and recorded at this stage then 
it is likely that there will be a cash 
management problem throughout the 
client relationship, which may then 
impact on the client relationship itself. 
Partners and other fee earners should 
have procedures in place to carry out 
client vetting/credit checks, agree credit 
limits, agree payments on account, 
agree interim billing and frequency 
of  billing, agree payment terms and 
ensure that all of  these are incorporated 
into client engagement letters.

Debtor management requires similar 
disciplines: monitoring the debtor age 
profile, reviewing debtors to ascertain 
whether they will be paid, ensuring 
partners speak to clients about 
payment, applying the firm’s credit-
control systems effectively and agreeing 
partner cash collection targets. In fact, 
optimising cash management means 
that managing partners will have 
answered two key questions:

* What is our firm’s current working 
capital requirement?

* How much less would this be 
if  we were more effective at 
cash management?

* Do we measure the financial performance of  each service line and 
department of  our firm? 

* If  not, how should we go about it?

* Which parts of  our firm generate good cashflow or soak up cash?

* How much working capital do we really need?

* Do we know how much profit each service line is making? 

* If  not performing, will this part of  the firm ever be profitable? If  not, 
then why do we keep it?

* Can we assess the profitability of  our services to our clients?

KEY QUESTIONS FOR MANAGING PARTNERS
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Maintain sanity
Cash is sanity and the managing 
partner will check that the firm is 
capable of  consistently keeping 
within its banking arrangements. 
He does not want a cash call on 
partners at any stage, but does wish 
to make distributions from last year’s 
profits – and pay the tax bill! 

Many firms and partners compound 
their profitability problems firstly by 
discounting prices, then discounting 
further by not fully recording all  
their chargeable time, and then  
triple discounting by writing off  time 
when billing. The cumulative effect  
on profitability can be a disaster. 
A simple test is to ask (and not be 
surprised by the results!):

* By how much would fees increase 
and profits grow if  charge rates 
were increased by, say, £10 per 
hour across the board, and that rate 
increase was recovered when billing?

* By how much would fees grow 
if  each fee earner recorded an 
additional 30 minutes chargeable 
time per day? 

* By how much would fees increase  
if  the billing write-offs were  
reduced by 50%?

The majority of  client work is recurring 
and can be planned on a 12-month 
cycle. Efficient work planning and 
fast turnaround allows prompt billing 
and collection. Time is still the most 
precious resource – professional staff  
costs being the largest single overhead 

at around 35%-40% of  turnover – and 
control of  time and productivity is still 
fundamental, even where firms have 
‘fixed fees’. 

If  work is increasing, then partners 
should not immediately seek to take 
on more staff, as the likelihood is 
that within the firm there will be 
existing capacity to do the work and 

improve staff  utilisation levels to 
80%. While partner chargeable 
hours will vary depending on the 
size of  firm and individual role, 
for the sole practitioner – who 
will undertake work, manage the 
business, be the key marketeer 
and the interface with clients – the 
expectation would still be around 
50% chargeable.

When all is said and done, the 
success or failure of  financial 
control falls onto the partners. 
They must be fully accountable 

to do whatever is required to be 
compliant. This is the real challenge 
if  accountancy firms are to 

achieve a higher level of  
financial performance. ■

Andrew Jenner FCCA and 
Phil Shohet FCCA are directors, 
Kato Consultancy

FOR MORE INFORMATION:

‘Supercharge your firm’, 
November/December 2013:  
www.accaglobal.com/ab41

‘Strategy for success’, 
October 2013:  

www.accaglobal.com/ab30

‘Time for a change’, 
September 2013:  

www.accaglobal.com/ab13

Kato Consultancy:  
www.kato.uk.com
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I have run my own consulting business 
since 2001, when I gave up my 
last substantive role as managing 
director of the London Borough of 
Hammersmith and Fulham. At present 
I am part-time chief  executive of  
Boston Borough Council, help out at 
Brent and Barnet councils and have a 
contract with Belfast City Council. Brent 
lost its chief  executive and its director 
of  finance, so I’ve been helping them to 
put together their budget. 
 
I am chair of ACCA’s Public Sector 
Network Panel, which meets quarterly. 
We set up events with guest speakers, 
submit responses to consultation 
documents and suggest articles for 
ACCA magazines.

Boston is a small district council and 
I run the officer side. Three years ago, 
it ran into difficulty. We have been 
turning it round to make it a modern, 
efficient local authority. I am the 
principal adviser to elected members. 
 
The current lack of finance is a 
challenge. In larger authorities there 
is more flexibility in the budget. With 
a small authority there is very limited 
room for manoeuvre. So a £1m loss 
of  grant affects services. We have 
been negotiating with staff  over 
terms and conditions, which 
has been a considerable 
challenge.
 
The London Borough 
of Richmond was a very 
old-fashioned authority 
and while I was there we 
moved light years forward 
and made it a really 
happy place to work. 
That was a great 
achievement. And 
at Boston we have 

‘ I ABSOLUTELY DO NOT HAVE A TYPICAL DAY 
OR A TYPICAL WEEK. I’M AN ODD-JOB MAN’     
RICHARD HARBORD FCCA, INDEPENDENT PUBLIC 
SECTOR FINANCIAL CONSULTANT

made a great advance, because it is 
now a very effective authority.
 
I absolutely do not have a typical 
day, or a typical week – which drives 
my wife mad. People want me for 
particular days and particular events. 
 
I never really had any idea how my 
career was going to turn out. I never 
had any ambition to become a chief  
executive and I only applied to become 
chief  executive at Richmond-upon- 
Thames because I was worried that 
another accountant might apply and  
I didn’t want to work for him. Then I 
got the job.
 
I wasn’t a model pupil at school. I had 
told a careers adviser I wanted to be 
a pig farmer and he said: ‘Why don’t 
you train to be an accountant?’ There 
was a letter on the school notice board 
saying the council was looking for an 
accountancy trainee. So I applied for 
the trainee post and got the job.
 
The ACCA Qualification has opened 
a whole new set of opportunities, 
for example being involved in public 
sector consultations and gaining a 
lot of contacts in central government. 

This has been very interesting 
and has enabled me to take 
up opportunities that have 
been presented.
 
I am not very good at  
work-life balance. I try  
to have a day and a half   
at home each week, as well 

as the weekend. There 
have been times 

in my career 
when I have 
spent too 
much time 
working. ■

SNAPSHOT:
UNIVERSITIES
The number of undergraduate 
places in England is to 
be increased, chancellor 
George Osborne announced 
in his Autumn Statement. 
He expressed concern that 
the UK is not competing 
effectively with the skills 
base of the US and many 
emerging nations.

An additional 30,000 
student places will be created 
in England this year, while 
the cap on student numbers 
will be abolished in 2015, 
potentially creating places 
for an extra 60,000 students 
per year. This is a significant 
rise in student numbers – the 
Higher Education Funding 
Council for England estimates 
that the 2013 student 
intake was around 345,000. 
The cost of  the additional 
university places will be met 
by the sale of  more of  the 
student loan portfolio.

At present both Wales and 
Scotland have more university 
students than England pro 
rata for their populations, 
while Northern Ireland has a 
much smaller proportion.  

£5.5bn 
Extra funding to support  
loan outlay

£185m  
Extra funding to universities 
to support more courses 
in science, technology and 
engineering over the next  
four years

The view from
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Edging towards better accounting
Most governments are still using cash-based accounting, but more are adopting accruals 
to improve accountability and decision-making, says PwC partner Patrice Schumesch

context of  the budget surveillance 
mechanism and fiscal monitoring and 
policy decision-making. The European 
Commission has embarked on a 
project to implement EPSAS (European 
Public Sector Accounting Standards), 
with IPSAS as an indisputable 
reference and based on a strong EU 
governance system.

Moving to an internationally 
recognised accruals-based accounting 
framework requires a clear vision 
and strong political commitment to 
strengthen public institutions, develop 
high-quality standards and practices, 
enhance skills and build capacity. 
The conversion to accrual accounting 
principles based on IPSAS or similar 
standards represents a multi-year 
transformation project that extends 
well beyond the finance function. 

Our survey identifies training and 
adapting information systems and 
processes as the biggest challenges. 
The governments surveyed also 
indicate a desire to improve their 
finance function, reporting the 
following key areas for improvement: 
fixed asset management, cost 

The financial crisis and sovereign 
debt crisis have created a direct 
challenge for governments to improve 
management of resources and report 
high-quality information to their 
stakeholders, such as citizens and 
parliament, investors in government 
bonds and financial markets.

While sound and transparent 
public accounting does not in itself  
lead to high-quality public finance 
management, it is a necessary 
component. Better accounting leads 
to better reporting, which provides 
the information necessary for better 
decision-making, which in turn should 
lead to better use of  resources. Public 
sector entities and their stakeholders 
need to understand the full and 
long-term impacts of  their decisions 
on financial performance, financial 
position and cashflows.

PwC’s global survey of  government 
accounting practices, Towards a new era 
in government accounting and reporting, 
shows that only one in four central 
governments surveyed apply accrual 
accounting in preparing their financial 
statements. Most use cash-based 
accounting practices, which fail to 
capture information on public sector 
assets and liabilities, and present a 
very short-term view of  public finances. 

However, the landscape is evolving. 
Of  the 100 countries surveyed, 37 
intend to adopt accrual accounting 
over the next five years. The trend is 
particularly pronounced for developing 
countries, primarily in Africa, Asia, and 
Latin America. 

International and supranational 
organisations such as the IMF and 
World Bank contribute to the adoption 
of  accrual accounting and International 
Public Sector Accounting Standards 
(IPSAS) by laying down reporting 
requirements for their members or 
funding recipients. 

In Europe, there is a clear political 
consensus on the need to apply 
harmonised accrual accounting 
standards to improve the quality of  
statistical data, which is used in the 

accounting, performance management, 
and long-term planning and 
forecasting. The full benefits of  accrual 
accounting can be captured as part of  
a wider finance reform.

By introducing high-quality 
accrual requirements, governments 
demonstrate their desire for greater 
transparency and accountability, and 
also better information for decision-
making. This is essential to the 
democratic accountability process and 
to ensure the long-term sustainability 
of  public finances. ■

Patrice Schumesch is PwC global 
public finance and accounting partner 
and chair of PwC’s global IPSAS 
technical working group

PUBLIC SECTOR 
CONFERENCE

Patrice Schumesch was among 
leading figures speaking at 
ACCA’s International Public 
Sector Conference, which was 
held on 5 December and which 
you can watch online. 

The conference explored 
the direction of  public sector 
reporting, and rebuilding public 
trust through improved financial 
reporting. Other speakers 
included Carla Moody of  Monitor 
UK, Zinga Venner of  the World 
Bank, and Professor Michael 
Parker of  Henley Business School.

Watch it at www.accaglobal.
com/ab37

FOR MORE INFORMATION:

Towards a new era in government 
accounting and reporting is at 
http://tinyurl.com/PwCipsas

IPSAS in a nutshell, from principles 
to practice is at  

http://tinyurl.com/PwCipsas1
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RECRUITMENT 
MARKET
The global recruitment market is 
a mixed bag. For many looking 
to get on or move up the ladder, 
macroeconomic conditions 
will continue to shape a tight, 
competitive environment. Yet 
there is a continued scramble 
for talented candidates, with 
many employers bemoaning a 
lack of people with the desired 
communication skills, commercial 
awareness and ability to think 
strategically. Use your ACCA 
Qualification to set yourself 
apart, expand your skill-set, 
network, become a social media 
maverick. Just look at all the 
jobs and companies 
recruiting through 
ACCA Careers – 
ACCA members are 
in demand and 2014 

acca careers 2014

Visit ACCA Careers’ new 
Post-Graduate portal. Why? 
Because ‘the prestigious degree 
is your key for a career switch, a 
top management position and 
100% salary increase on average,’ 
according to the FT in 2013. 

It’s no surprise the most in 
demand people on ACCA Careers 
are the hardest to find – members, 
senior professionals, often called 
‘passive jobseekers’, a slightly 
contradictory term suggesting 
opportunism over necessity. 

Employability
This is understandable; the 
status of membership means, 
for many, opportunity comes 
knocking. The number of students 
registered on ACCA Careers 
outweighs members by over 3 
to 1, while jobs listed on the site 
for members outweighs those for 
students by over 4 to 1. 

Opportunities
Since launch, ACCA Careers has 
posted in excess of 18,700 jobs to 
a talent pool of 11,400 members. 
This means that for every member 

ACCA MEMbERs ARE IN dEMANd ANd ACCA CAREERs Is 
pRRof. MoRE EMployERs ARE REgIsTERINg dAIly

registered on ACCA Careers, we’ve 
provided 1.6 jobs – a very favourable 
ratio, thankfully inconsistent with the 
wider labour market.

Practice and industry
Also interesting is the split between 
the popular sectors and the sectors 
actually hiring. Unsurprisingly 
accounting practices are the 
biggest recruiters and also the 
most popular sector among ACCA 
candidates. Beyond practice, the 
biggest opportunities lay in the retail, 
financial services, manufacturing, 
banking and technology sectors. 
While the sectors being sought 
by members are heavily skewed 
towards finance and banking. The 
opportunities available to members 
on ACCA Careers are only growing 
and the variety of employers and 
recruiters makes it a unique resource 
for your career.

Neil Johnson
Editor, ACCA Careers

TesTIMONIaL
“I came across AIMS on the ACCA website and 
attended an introductory meeting which was very 
informative and that led me set up my own practice 
using their model. The initial training given to all 
accountants is an important tool and helped me to 
enhance the technical knowledge and an overall 
development. I can proudly say that I am an entre-
preneur, who is in full control of my career and quality 
of life. Thanks to AIMS. It just works!”

MeMBers IN 
BUsINess

WHaT recrUITers 
WaNT

reGIsTraTION 
sPLIT

PsYcHOMeTrIc TesTING: 
HOW WOULD YOU Fare? 

Psychometric tests are 
designed to measure aspects 
of your mental ability or your 
personality and are increasingly 
used as part of the recruitment 
or selection process. 
Visit accacareers.com to find out more.



accOUNTaNT 

Accountant for our Business Support team. 
This is a developing team reflecting a growing 
requirement to provide a high quality 
management information service to clients. We 
are looking for someone who can analyse figures 
and explain them to clients in a meaningful way.

eDINBUrGH | reF: accOUNTaNT - BUsINess

FINaNcIaL accOUNTaNT

Looking for a first move out of Practice or 2nd 
move in Industry? You’d be responsible for 
providing financial support to the CFO and the 
FC. Producing timely statutory and management 
information. You would also look to improve the 
processes/systems of the Finance function.

WaTFOrD | reF: MrK886722

INTerNaL aUDITOr

A high profile FTSE 100 company has a need 
for an Internal Auditor to join their team based 
in the Home Counties. This credible position is 
offering a £50,000 salary (inclusive of a £5,000 car 
allowance) with an additional bonus equating to 
up to 24% of the basic salary and share scheme.

HOMe cOUNTIes | reF: Vac-16085

Tax MaNaGer

This organisation requires a specialist in Indirect 
Tax to advise the finance team on current and 
future projects. Responsibilities: management of 
treasury and some financial reporting compliance. 
A senior position within finance requiring an 
individual to drive real change on future projects. 

DUNDee | reF: 16270

seNIOr accOUNTaNTs

Highly experienced senior accountants needed. 
We are looking for senior management 
accountants and financial accountants. You 
will offer asset and general ledger accounting 
services to UK or European businesses, ensuring 
best financial practice is adhered to.

POrT TaLBOT | reF: Tasse8599 - 3

FINaNcIaL cONTrOLLer

Our client, a not-for-profit social landlord, is 
currently seeking a Financial Controller to assist 
the Head of Finance and Performance in the 
implementation and effective management of the 
group’s financial services. Ensure the finance team 
operates at the highest standards.

sHreWsBUrY | reF: WrHFI12438

aUDIT MaNaGer

Ambitious independent firm of accountants with 
two regional offices is looking to appoint a high 
calibre Audit Manager. This firm has exciting 
plans for future growth and they offer a full range 
of compliance and advisory work to a client base 
in the region of up to £20m turnover companies.

LeeDs | reF: WeB484249rW

GrOUP accOUNTaNT

Working for this small but aggressive and 
progressive solar energy organisation, this role 
will suit someone technically very strong and with 
close attention to detail who thrives in a dynamic 
environment. Complex consolidations are the 
main part of the job.

LONDON | reF: BBBH20461_1385998286

TO aDVerTIse caLL 
THe saLes TeaM ON 
+44 (0) 20 7902 1210

TO aPPLY FOr aNY OF THe POsITIONs BeLOW PLease VIsIT 
WWW.accacareers.cOM Or scaN THe qr cODe

www.accacareers.com


If  a school in a deprived 
part of  Kenya hasn’t created 
a realistic budget for its 
projects or established 
workable monitoring 
systems, it could easily run 
out of  funds unexpectedly. 
This might lead to a lack of  
trust from its donors and 
an inability to cover vital 
running costs such as school 
meals and staff  wages. It 
might even have to close. 

If  a women’s refuge in 
Cambodia doesn’t make 
effective use of  its limited 
income, it might have to 
turn away vulnerable women 
and girls. If  a health clinic 
in rural El Salvador isn’t 
able to produce clear and 
transparent financial reports, 
its international donor 
might have no choice but to 
withdraw vital funding. 

When people consider 
volunteering overseas they 
often think of teaching 
English, handing out 
supplies or building 
orphanages. Yet such 
activities can only happen 
if funding is effectively 
managed by the charities 
and organisations delivering 
them. The skills that come 
with the ACCA Qualification 
can therefore open up a 
world of rewarding and vital 
volunteering opportunities. 

Accounting for 
International Development 
(AfID) is a social enterprise 
that offers experienced 
finance professionals the 
opportunity to use their 
skills as volunteers.

 ‘Accounting skills 
are a globally accepted 
language that transcends 
many barriers,’ says AfID 
founder Neil Jennings. ‘An 
accounting qualification is 
just as useful at a Ugandan 
children’s home as it is in 
a UK business – I’d say far 
more so.’ 

Such problems are well 
known in the international 
development sector. AfID 
was set up to deliver an 
effective solution.

Of  the 480 AfID 
accountants who have 
offered their skills on a pro 
bono basis, just under 10% 
are ACCA-qualified. They 
come from nine countries 
including the UK, France, 
Malaysia, Australia and 
Slovakia, reflecting ACCA’s 
global reach. They also come 
from a variety of  working 
backgrounds, including the 
private and public sectors, 
with only a small number 
having previously worked in 
the non-profit sector.

AfID supports hundreds 
of  non-profit organisations, 
from tiny orphanages and 
social enterprises to much 

larger and well-known 
international charities. 
Assignments vary in length 
from two weeks to 12 
months and always focus 
on developing the skills, 
confidence and potential of  
local people. 

This creates the local 
financial management 
capacity needed to 
deliver more effective and 
sustainable programmes 
to their many beneficiaries. 
By passing on professional 
skills through mentoring 
and coaching, volunteer 
accountants empower local 
staff  and avoid creating aid 
dependency.

One concern that many 
ACCA-qualified accountants 
have about volunteering is 
the transferability of  their 
more corporate experience 

Off the beaten track
In the international development sector, an ACCA Qualification is one of the most 
valuable elements on the CV of any volunteer. Julius Goldthorpe explains why

▌▌▌‘HAVING A PROFESSIONAL SPEND TIME WITH OUR 
FINANCE TEAM AND LOOK AT THE DETAILS OF OUR 
FINANCIAL PROCESSES WAS AN ENORMOUS GIFT’
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THREE WHO MADE A DIFFERENCE
From Australia to Zambia and Rwanda
While working at Grant Thornton, Australia, John 
Fallon ACCA became increasingly aware of the 
issues people faced in less developed countries. 
After reading about AfID in Accounting and 
Business, he decided to use his accounting skills 
to contribute directly.

AfID offered him assignment options carefully 
tailored to his experience, skills and preferences. 
He decided on two placements – with EduSport in Zambia and DIZA in Rwanda. 

‘I think the opportunity to work with two organisations gave me a better 
understanding of  the accounting challenges facing some smaller grassroots 
organisations; particularly in this case, as the organisations were in different countries 
and very different operationally,’ says Fallon.

From Brussels to the DRC
Polish internal auditor Wojciech Andrzejczak approached AfID while he was working 
in Belgium at the European Commission and decided on a six-month placement with 
War Child in the Democratic Republic of Congo. 

‘I wanted to experience working in a humanitarian environment,’ he says. ‘Even 
though the accounting and finance principles across all fields are very similar I found 
the NGO world far more challenging due to constant fund restrictions. My work was 
to tighten the controls and procedures. This included reconciling accounts, helping 
to develop a global finance manual for the organisation and proposing ways to make 
the reporting more automatic and less cumbersome. I really enjoyed it and would 
recommend anyone considering volunteering to definitely do it!’

From Wales to Ghana
Jacqueline Evans was working with Coleg Gwent as resource manager when she 
decided to travel to Africa to support a charity. The experienced forensic accountant 
chose to spend four months at VSO in Ghana. 

Working alongside the acting country director and finance manager she gave 
practical, hands-on, impartial and confidential financial support, helping to upgrade 
systems that would let VSO Ghana administer significantly restricted grants successfully.

‘Working in the public sector makes you more patient and empathetic to help the 
people around you. These skills are required for any project in the non-profit sector.’

FOR MORE INFORMATION:

www.afid.org.uk

into the international 
development sector. 

Wojciech Andrzejczak, 
a past AfID volunteer with 
UK charity War Child in the 
Democratic Republic of  
Congo, believes the ACCA 
Qualification ensures all the 
fundamentals are covered. 
‘My ACCA Qualification 
helped me to establish a 
structured approach to the 
accounting and finance 
function, from procedures 
and accounting entries to the 
financial reporting,’ he says.

Similarly, Louise St Louis, 
who supported a small non-
governmental organisation 
(NGO) in Juba, South Sudan, 
believes her qualification 
was a great basis for 
her assignment. ‘Having 
done CAT as the base and 
ACCA the professional 
qualification, I was 
technically geared up for the 
tasks ahead,’ she says.

Local staff  in Africa, 
Asia and South America 
are acutely aware of  the 
value of  qualified financial 

coaching and mentoring. 
‘Our AfID volunteer arrived 
at the exact right time in our 
organisation’s development,’ 
says Hannah Stephens, 
managing director of  Epic 
Arts, a performing arts 
and education charity 
in Cambodia. ‘Having a 
professional spend time 
with our finance team and 
look at the details of  our 
financial processes and 
make recommendations 
for improvement was an 
enormous gift.’  

Many accountants use 
volunteering as a platform 
to build the experience 
necessary for a permanent 

▲ LOCAL HEROES
Pump Aid is an NGO active 
in Africa in supplying clean 
water sustainably

career in international 
development. More than one 
in 10 of  AfID’s volunteers go 
on to work permanently in 
the sector.  

Bryan Mundy FCCA 
volunteered as a mentor at 
peace-building charities in 
the Democratic Republic of  
Congo, where he coached 
local staff  in the use of  
Quickbooks and set up 
new reporting systems 
and processes. ‘I spent six 
weeks in Congo, which was 
challenging and career-

developing. It enabled me to 
secure the position of  FD for 
Partners in Health’s flagship 
hospital in Haiti,’ he says  

An ACCA Qualification 
is not merely useful but 
critical in the international 
development and charity 
sector as there is huge 
demand for accountants 
both as volunteers and 
permanent employees. ■

Julius Goldthorpe is 
AfID’s marketing and 
communications officer
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decade, accounting for an 
astonishing 40% of  the total 
number of  cases that were 
notified in 2011/12. 

Stress often occurs 
when the demands of  work 
squeeze out everything else. 
A survey mid-way through 
2013 into attitudes to work 

conducted by recruitment 
specialist Randstad 
Financial & Professional 
found that accountants are 
the least happy profession 
in the UK when it comes 
to work-life balance, with 
only 42% sure they had 
everything on an even keel, 

How do you normally feel 
about going into the office? 
Keen to get on with the job 
or anxious and overwhelmed 
at the thought of everything 
that needs to get done? 
While some pressure at 
work can be motivating, if 
it tips over into constant 
and unrelenting stress, the 
chances are that your health 
and your performance will 
both start to suffer. 

The Health and Safety 
Executive (HSE) defines 
stress as ‘the adverse 
reaction people have to 
excessive pressures or 
other demands placed on 
them.’ The agency reports 
that stress has consistently 
figured as one of  the 
most commonly reported 
work-related illnesses cited 
in the national Labour 
Force Survey over the past 

compared with the national 
average of  59%. 

Randstad also found 
that the ‘all hands on 
deck’ mentality of  the 
recession has forced 70% 
of  professionals working in 
financial services to step up 
to much more demanding 

roles through sheer 
necessity. As a result, 73% 
considered themselves to be 
working at a higher level than 
their job title suggested.

Feeling overstretched is 
a common problem in many 
industry sectors, but the 
working life of  accountants 
contains a number of  
specific stress triggers. For 
a start, strict deadlines 
are inescapable, as regular 
month-end, year-end and 
other dates in the corporate 
financial reporting cycle 
cannot be ignored. 

Likewise, the volume of  
work is growing, there are 
tight constraints on staffing 
levels, there is a need to 
absorb new information and 
respond to demands from 
clients or other departments 
quickly, plus the need 
to manage sometimes 
unrealistic expectations. On 
top of  this, the years since 
the financial crisis have 
seen a tidal wave of  new 
regulatory and compliance 
requirements flow across 
accountants’ desks, not to 
mention the need to keep 
up to date with changes in 
accounting rules. 

Then there are the 
personal characteristics 
commonly found in the 
profession which turn some 
accountants into their own 
worst enemy when it comes 
to handling the stresses of  
the job, according to Carol 
McLachlan. She set up 

professional and personal 
development coaching 
company The Accountants 
Coach following a 20-year 
career with EY as an auditor 
and director of  resources. 

‘People are attracted 
to accountancy because 
they are technically minded 
and like things in black 
and white,’ she says. ‘They 
also have a tendency to be 
perfectionists, and they 
hate saying no, either to 
something a client wants or 
to taking on more work or 
learning a new skill.’

The mix of  a fast-
paced, constantly changing 
business environment 
coupled with the need for 
absolute accuracy when 
dealing with highly complex 
issues can prove very 
demanding. It is the reason, 
says McLachlan, why many 
accounting functions have 
started to look closely at 
‘resilience building’ in the 
last five years. 

‘Pressure is the state of  
play, so accountants need to 
think in advance proactively 
about how they will be 
dealing with this, what level 
of  stress is normal for them 

Time to chill
The unforgiving demands of the accountant’s role, the growing volume of work and the 
sheer perfectionism of the profession make stress a serious problem in the finance function

▌▌▌ACCOUNTANCY IS THE LEAST HAPPY PROFESSION 
IN THE UK FOR WORK-LIFE BALANCE, WITH ONLY 42% 
SURE THEY HAVE EVERYTHING ON AN EVEN KEEL

DELOITTE’S HEAD MAN
John Binns was appointed Deloitte’s first mental 
health and personal resilience adviser in 2013, having 
worked at the firm in audit since 1994 and becoming 
partner in 1998. He says the highly aspirational, 
competitive nature of some accountancy firms and 
functions means that people look on admitting to 
mental health issues as a sign of weakness or as likely 
to affect their promotion prospects.
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and what is overwhelming,’ 
she says. ‘They also need to 
learn tools, techniques and 
strategies to deal with it.’

The starting point is 
developing good diet, 
sleep, exercise and time 
management habits. 
Then there different 
methodologies which 
will help you to move 
beyond simply ‘coping’ 
by developing a solid 
framework to see you 
through the most 
challenging times. 

The Robertson Cooper 
model, developed by 
academics at Manchester 
and Lancaster universities, 
for instance, is designed 
to build up four key 
components: confidence, 
purposefulness, adaptability 
and social support. By 
assessing themselves 
in each of  these areas, 
accountants can start to 
think of  how they can tackle 
the inevitable stresses at 
work, build up their mental 
stamina and maintain a 
sense of  perspective. 

The next step is down to 
the organisation as much 
as the individual, according 
to John Binns, who was 
appointed Deloitte’s first 
mental health and personal 
resilience adviser in 
2013. He says the highly 
aspirational, competitive 
nature of  some accountancy 
firms and finance functions 
can lead to staff  covering up 
mental health issues.

Binns provides one-to-
one advice for individuals in 
the firm who want to speak 
about mental health issues 
affecting them or their 
family. It’s a role born of  
personal experience – Binns 
took some months off  work 
in 2007 following a period 
of  depression. 

While the firm welcomed 
him back wholeheartedly, 
Binns says that ‘at that 
point there was no culture 
in Deloitte of  talking about 

mental health as if  it related 
to our profession or our 
organisation, and no real 
advertisement of  the fact 
that support was available’.

Deloitte has since 
nominated mental health 
champions from among the 
senior leadership teams. 

In 2012, nine champions 
helped around 50 members 
of  staff  and Binns says it 
is the combination of  their 
deep understanding of  
how the business works, 
combined with their 
independence from line 
manager responsibility for 
those they counsel, that has 
made the firm’s initiative  
so effective. 

Deloitte also began 
offering well-being and 
resilience training courses 
under the banner ‘Fit 
for Success’ for all new 
managers and ‘Sharpening 
your Edge’ at partner level. 
Feedback from these and 
anonymously from mental 
health champions can 

highlight common themes, 
such as problems around 
people feeling isolated 
from their teams when 
they work away from home. 
These can be addressed by 
reminders of  good practice 
in areas such as project 
management. 

Binns says there is now a 
much more open acceptance 
within the organisation of  
the importance of  good 
mental health, as evidenced 
in 2013 by the staff  choice 
of  Mind for a three-year 
charity partnership. 

‘If  staff  aren’t given 
opportunities to talk about 
any mental health difficulties 
they may experience and 
get help, then they are more 
likely underperform because 
their judgment and ability to 
make decisions is impaired,’ 
Binns says. ‘As well as the 
personal cost involved, there 
are implications for the 
business in terms of  the 
risks, so it makes sense for 
everyone to be open about 
how to tackle this.’ ■

Pat Sweet, journalist

FOR MORE INFORMATION:

Robertson Cooper’s i-resilience questionnaire: 
www.robertsoncooper.com/iresilience

NHS advice/resources: http://tinyurl.com/NHSstress1

Professional and personal development advice for 
accountants: www.theaccountantscoach.com

Time to Change: www.time-to-change.org.uk

Mind: www.mind.org.uk
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Mansoor Ashraf
Mohammed Yaser 

Ashraf
Simon Ashworth
Nazia Aslam
George Aston
Jonathan M Atkey-

Smith
M.Ashad Auckburally
Vishal Aworer
Simon Leslie Aylett
Mohsin Badat
Amandeep Badesha
Caroline Bailey
Michael Bain
Joanne Christine 

Baines
Manjula Bakhetia
Lucy Kelly Ball
Rachael Ball
Sarah Ball
Magdalena Banach
Anna Janina Banka
Kerrie Banks
Kate Barber
Lucy Barr
Peter Barr
Esther Barrett
Carlene Barry
Alan Bartlett
Charlotte Barton
Ronald Patrick Bates
Catherine Baxter
Rebecca Bazlinton
Tracey Anne Becker
Alexander Beckett
Gillian Bell
Scott Bennett
Matthew Bentley
Eleanor Berry
Hardeep Bhachu
Kapil Lalit Bhatt
Sajal Bhudia
Jack Biddle
Wendy Jayne Biddle
Mohammad Bilal
Jasprit Birring
Kirsty Bishop
Sarah Anne Black
Sandra Blunnie
Benjamin Bochow
Sara Bond
Saverio Bonura

James Abbott
Fatai Abdulsalam
Kristina 

Abdurakhmanova
Temitope Omobola 

Abiodun
Kofoworola Abiose
Mark Adams
Andrew Adeoye
Daniel Adleman
Adnan Qadir
Haroon Ahmed
Muhammad Ahmed
Sajeeda Ahmed
Zuber Ahmed
Ahmed Ebrahim 

Ahmed Adam
Ahmer Huda
Temitope Akitoye
George Alcock
Marc Alexander
Adele Marie Alford
Mujahid Ali
Sabihah Sadia Ali
Zahra Ali
Albert Enoch Allotey
Sally Alsayed
Alexander M Altmann
Steven Amirbehboodi
Amna Raza
Fahmeeda Amode
Kengjisu A’Monju 

Moavu
Justin Baffour Kusi 

Ampofo
Mohammad Nurul 

Wahab Amzad
Gavin Anderson
Michael Anderson
Nicola Andrews
Saima Hussain Anis
Andrews Appiah
Thomas Appleby
Carriann Aprigliano
Aripdjanov Marufjon
Victoria Arkell
Emmanuel Ayitey 

Armah
Lee Armstrong
Anna Ascott
David Gibb Ashby
Christina Jane Ashley
Laura Ashley

Jason Boot
Geoff  Borland
Helio Marco Furao 

Borralho
Soraya Bouharif
Cheryl Bowden
Sharon Boyd
Matthew John 

Bradford
Michael Bradley
Kevin Peter Branch
Jonathan Brewer
Emma Briggs
M Brodalska-

Stephenson
Philip Brook
Nadege Brossier
Ian Brown
Katie Brown
Robin Brown
Susan Brownlie
Craig Buckingham
Tony Burgoyne
Debra Burns
Jenny Burns
Lucy Burrell
Rachel Burrows
Lauren Burt
Victoria Burton
Matthew Button
Adina-Diana Butunoi
Georgina Bwango
Lorraine Byrne
Emma Caddell
Donna Cadger
Emma Cahill
Christopher Cairns
Graeme Caisley
Rafal Cala
Jenny Caldwell
Ayrton Keith 

Campbell
Ian Campbell
Katherine Campbell
Louise Cansdale
Katarina Carr
Vanessa Carroll
Linda Margaret 

Carson
Louise Catt
James Chalk
Kafula Chanda
Rishi Chandi

Anna Chapman
Nicola Margaret 

Charbonnel
Lorna Charlesworth
Joanne Louise Charlton
Arooj Chaudhry
Nilesh Chauhan
Amy Cheau
Richard Chee Jin Aun
Gary Cheesman
Jie Chen
Si Chen
Yao Xian Chen
Gladys Cheng King Yu
James Cherry
Garsin Cheung
Raymond Chhung
David Chilton
Md Abdul Fattah 

Chowdhury
Mohsin Alam 

Chowdhury
William Christie
Hardipsinh 

Chudasama
Shil Hwan Chung
Ming Clarke
Matthew Adrian 

Clifford
Sarah Louise Collins
Stewart Conchar
Cong Dan Yang
Benjamin Connett
Helen Constantinou
Moisia Samuel Conteh
Simon Contreras
Austen Cook
David Cooper
Ian Cooper
Remie Cooper
Yvonne Cooper
Scott Coote
Thomas Corcoran
Julie Corkish
Laura Jane Corrin
Nicole Jayne Coster
Emma Cottrell
Christopher Jon 

Coupland
Nicola Margaret 

Cousins
Zoe Cowan
Paul Cox

We continue our quarterly listing of new ACCA members, here showing those who 
achieved membership in the third three months of 2013. Congratulations to all!

Sam Cracknell
Nicola Crawford
Timothee Georges Yves 

Craye
Chantel Creasey
Zoe Cridland
Adam Croad
Richard Crowfoot
Melissa Cunningham
Leigh-Anne Curtis
Louanne Jemma 

Dacon-Clarke
Eleanor Daffern
Emma Dallamore
Liam Davies
Laura Dawkins
Claire Sarah Ann 

Dawson
Sara De Athe
Iresha Teruni De Silva
Kathryn Denby
Polina Dencheva 

Dimova
Zoe Denning
Nicola Dennis
Kayleigh Denton
Dharmang Desai
Richard Dewell
Stephen Dewsbury
Sapna Dhanani
Irena Di Re
James Dickinson
Rizwan Din
Louise Dixon
Owen Doerfler
Karen Donald
Harpreet Singh 

Dosanjh
Jack Dougan
Natasha Drake
Katarzyna Dreksler-

Dyksa
Marie Ann Drewry
Gillian Drummond
Simon D’Souza
Patrick Ducasse
Christopher Duffy
Mohamed Madieu 

Dumbuya
Rachel Duncan
James William Durham
Marina Dvoynikova
Katie Victoria Dwyer

Celebrating new members
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Lee Robert Dyos
Samantha Dyson
Sylwia Dziubek
Abigail Edwards
Michael Edwards
Matthew Eggleston
Tesiri Ejenavi
Burcu Busra Ekingen
Christopher Elliott
Charlotte Ellis
Gavin Mark Ellis
Philip Elwood
Rachel England
Eligious Eribankya
Erum Rauf
Nicola Anne Ewen
Richard Fairclough
Michelle Fallows
Mila Ivanova Farnhill
Sara Fasuluku
Robert Sonny  

Faulkner
Simeon Olufemi 

Fayemi
Andrea Felkai
Ashley Fenner
Silvia Daniela 

Fernandez
Ibrahim Ferullo
Alex Finch
Katherine Finnigan
Rory Fitzpatrick
Catherine Flannery
Karina Flower
Sebastian Forbes
Valerie Foreman
Amanda Jane Foster
Daniel Foster
Liam Foster
Julie Paula Fowler
Jackie Fox
Vicki Foxwell
Andrew Fraser
Susan Froude
Yuliya Fry
Hilary Gable
Caroline Gallagher
Joana Gana
Susan Carol Garland
Darren Richard Garner
Chris Garrett
Anna Gasiorowska
Martin Gelling

Yeoryia Georgiou
Sabrina Gerrard
Jemma Gibbons
Mark Gilham
Carla Sales De Gillman
Argentina Gleave
David Vincent Goble
Nitaben Godhania
Vipul Goel
Katie Goodfellow
Francesca Goodin
Claire Goodridge
Paul James Goodwin
Natasha Gordon
Malgorzata Gorska
Philip John Gould
James Bernard 

Gourlay
Jayne Graham
Lorraine Gray
Mark Derek Gray
Aneta Grebosz
Caroline Green
Dominic Green
Margaret Green
Martin Philip 

Greenway
Emma Jayne 

Greenwood
Nicholas Grice
Naomi Griffin
Ed Griffith
Hongzheng Gu
Eniko Guest
Sarmila Gurung
Khalid Hafeez
Emma Haggarty
Jonathan Hague
Carl Halewood
Samantha Hall
Christopher John 

Hallett
Kelly Halliday
Simon Halliwell
Salmaan Hamid
Steven Hamilton
German Hang
Keith Harding
Inna Harenko
Jake Harker
Joanna Harper
Rebecca Harris
Jason Harrison

Joanne Harrison
Tara  Lisa Hart
Paul Evan Harvey
Kar Wai Hau
Amy Hayes
Lee Heard
Donna Heatherwick
Lewis Heaton
Liam Sutton Heavey
Dominic Hebert
Adam Hehir
Daniel Height
Heire Kaur Kalwinder
Thomas Helyar
Christopher Stephen 

Herneman
Colette Herve
Rebecca Hevness
Tatiana Hicks 

Burdenko
James Higgins
Thomas Hindle
Dan Hinkins
Kong Kuen Leo Ho
David Holder
Joanna Holland
Catherine Holloway
Rebecca Holmes
Steven Andrew Holmes
William Holmes
Natalie Holt
Yin-Ling Hon
Emily Claire Hooper
Leanne Hopkins
Troy Hoskison
Mohammad Rabiul 

Hossain
Rebecca Hossain
Matthew James 

Howells
Hristina Hristova
Teresa Hudson
Kayleigh Hughes
Abida Hussain
Akhlaq Hussain
Hussein Afzalhusein A 

Bhaiji
Sheryl Hutcheson
Kerry Hyslop
David Iddamalgoda
Adeyemi Idideolu
Anne Kehinde O 

Ikobayo

James Ikongho
Tatyana Ilieva
Juanita Ince
Amy Jane Ingram
Jeremy Karl Isaacs
Craig Ivey
Stephen Jackson
Rupert Jacobs
Jonathan James
Louise Jarram
Christina Jarvis
Michael Jarvis
Rakesh Jassi
Kehinde Jebutu
Ryan Jenkins Dunbar
Lynn Jennings
Stacey Jest
Jie Lu
Alice Johnson
Daniel Johnson
Kathryn Marjorie 

Johnson
Michael Johnson
Natasha Johnson
Victoria Johnson
George Johnston
James Johnstone
Amy Jones
Darren Jones
Nathan Jones
Non Jones
Ballove Joshi
Gurjit Kaur Kahlon
Semira Kahsai
Mehnaz Kaiser
Inderjeet Kaler
Tajinder Kaloti
Vanisha Kanani
Kirandeep Kang
Nisha Kapadia
Amrit Kapoor
Priya Karania
Ruzena Karlubik
Ahmed Karolia
Kuvan Kasymbekov
Sukhwinder Kaur
Cormac Kavanagh
Britta Kayne
Zainab Kazmi
Zoe Kelly
James Kelsall
Alice Kerford
Charlotte Kerr

Sarah Jane Kewin
Enamul Khan
Samaira Khan
Sameen Ullah Khan
Zain Khan
Mridul Khariwal
Helen Kidd
Alison Christina 

Kinghorn
Sarah Jane  

Kingsbury
Mike Kitson
Eleanor Knight
Lisa Knowles
Samantha Kohen
Ketevan Kokoladze
Guy Kontny
Beata Kopka
Andrew Koutrouza
Bernadett Kovacs
Xiaoyu Kuang
Sugithan 

Kuhendraruban
Ziaf  Kulasi
Albert Kurtz
Adrian Laird
Gary Lam
Philip Sean Lamerton
Richard Lane
Claire-Louise 

Larcombe
Giovanna Larice
Shiraz Latif
Wai-Kit Chris Lau
Svetlana Lavrentyeva
Frances Le Tissier
Sarah Leake
Jelena Levin
Christopher Lewis
Li Yanhong
Liang Feifei
Liang Xiao
Liang Yao Yao
Wendy Anne Linnell
Callan Lishman
Mei-Yee Liu
Wanyi Liu
Xiao Liu
Zhaoshuang Liu
Gina Logan
Emma Lomas
Ana Maria Lopez 

Minguez »
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Katherine Melton
Daniel Mepham
Andrien Meyers
Mian Muhammad 

Kamran
Ling Miao
Ioannis Michos
Eleanor Mills
James Ross Mills
Anup Mistry
Alex Mitchell
Naomi Mitchell
Paul Mockus
Reshma Modasia
Manju Modhwadia
Sara Mohammadi-

Kousalari
Ayoub Khan 

Mohammed
Imran Mohammed
Mohammed M Hamid
Ashik Mohib
Andrew Moleshead
Mark James Molloy
Ben Molyneux
Benjamin Monk
Andrew Morford
Hayley Morgan
Natalie Morgan
Owen Morgan
Koji Morita
Gemma Morris
Leanne Morris
Kathryn Morum
Saul Muchenje
Mwansa Mufonka
Muhammad Sherdil 

Awan
Muhammad Waqar 

Azeem
Muhammad 

Zahiruddin Amin
David Muirhead
Richard Muller
Yaser Mumtaz
Anne Munro
Aihan Muradasil
Damian Musial
Dmytro Mustivy
Kavitha Naicker
James Nalepa
Edith Namale
Nang Kham Lyan

Kevin Louth
Katie Lovatt
Victoria Ann Lovell
Lu Jing Jing
Chuan Luo
Kirsty Lynn
Gemma Lythgoe
Lucie MacDonald
Louisa MacKay
Stuart MacKay
Shirin Macleod
Madiha Hamid
Prasana Mahendra
Hannah Malachi
Pratik Malde
Roshan Malla
Thanya Manoharan
Jonathan Marsh
Emily Martin
Jennifer Martin
Lauren Martin
Rebecca Louise Mary
Ben Daniel Mason
Tracy Mason
Tatjana Mataciuniene
Keir Mawdsley
Christopher May
Robert May
Corrina Marguerite 

Mayne
Paul McAllister
James McCartan
Diane Elizabeth 

McCarthy
Anita McCloy
Joanne McDonald
Elizabeth McGuckin
Gillian McIntosh
Mark Donald 

McLaughlan
Scott McLeod
Caron Wendy 

Mcloughlin
Anthony Stuart 

McNeill
Neil McPhie
Md Anwarul Haque
James Mead
Michelle Meakin
Meera Mehta
Sanket Muljibhai 

Mehta
Laura Melconian

Ankur Narendrakumar 
Shah

Nikita Nayar
Odile Therese Laura 

Ndzana
Zuzana Necedova
Roberto Negro
Matthew Newman
William Robert 

Newman
Armstrong Tenwan 

Ngoh
Nikki Kimberly 

Nicholson
Gareth Mark Nicolle
Petruta Nila
Jing Ning
Laetitia Noirot-Nerin
Kira-Jayne Norman-

Gavey
David Norris
Philippa Norris
Michelle Nuttall
James O’Connor
Jackeline Bernice 

Oates
Francis Obilade
Fintan O’Brien
Nigel Peter O’Brien
Richard O’Connell
Barry John O’Connor
Constance Adebisi 

Odeyemi
Imuetinyan Harriet 

Ogbeide
Daniel O’Gorman
Adeoye Ojuroye
Olabimpe Okusanya
Opeoluwa Shiloh 

Olatoye
Olafemi Adilewa 

Olatunde
Dorcas Omodunke 

Olowoyo
Angela Marie O’Malley
Andrea Elizabeth Ong
Chuks Donald 

Onwuemena
Kafilat Orisasami
Lisa Marie O’Rourke
Lisa Osborne
Mohammed Osman
Daniel Overton

Ronessa Padayachee
Laura Paisley
Irina Pak
Konstantina Panagou
Saager Anilkumar 

Pandya
Jerry Chakoumenyi 

Pani
Narayan Babu Panta
Surendra Papiah
Elaine Parker
Graham John Parker
Hannah Parker
Suzanne Partis
Alpesh Patel
Anish Patel
Atul Patel
Dilan Patel
Dilpa Patel
Dipesh Bhimji Patel
Hetal Patel
Jignash Patel
Meghana Patel
Mehul Patel
Nilkant Patel
Richa Patel
Anita Patel-Gorasia
Phalguni Pathak
Jennifer Paul
Lubica Pavlusova 

Maruna
Katherine Pawluk
Neal Peach
Stuart Pedlar
Joanna Penkert
Katherine Pennells
Nick Penny
Susil Janaka Perera
Michael Perkins
Gareth Perrett
Scott Peter
Isabel Ann Encheva 

Peterman
May Ling Phang
Anna Phoenix
Jon-Jon Stefan 

Piasecki
Christopher John 

Pillings
Mia Pinder
Selsa Velenka Pinto
Matthew David Pitcher
Allie Png

Marzena Maria 
Poniatowska

Lauren Poole
Diane Shade Power
Laura Pretlove
Laura Price
Brett Pringle
Mary Rebecca Proud
Leanne Proudlove
Felicity Pyke
Gemma Pyplacz
Qasim Haider Ali
Yue Qi
Daniel Amatey S 

Quarcoo
Yvonne Quarshie
Nick Quin
Amudalat Bolanle 

Raheem
Janki Raichura
Senthooran 

Ramachandran
Adam Ramadhen
Rana Zubair
Jane Randall
Raheel Rangzeb
Majid Rasheed
Kay Rathbone
Selvarajan Ravindran
Nurgul Read
Amrit Rehal
Adam Rhodes
Matthew Rhodes
Joe Rice
Iona Pyrs Richards
James Richards
Amy Richardson
Emma Rigby
Dominic Roberts
Emily Roberts
Sian Roberts
Simon Roberts
Felicity Robertson
Katie Robins
Rebecca Robinson
Oliver Rockley
Patricia Geraldine 

Rodriguez
Tanya Rodwell
Natasha Rooney
Alanna Rose
Jenna Ross
Andrew Rowlands
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Ellen Rufurwokuda
Fiona Russell
Jessica Russell
David John Russett
Daniel Ryan
Debra Susan Ryan
Katherine Rychlinski
S M A Wadud
Selvan Saba
Karen Louise 

Saberton
Saffi Sana
Mitra Sahadeo
Saira Jameel
Mohammad Shahzad 

Saleem
Halima Salim
Gurjinder Singh 

Sandhu
Reena Sandip Patel
Sharmila Ashanthi 

Sanmugam
Saqib Usman
Evelyn Sarfo-Bonsu
Melanie Savory
Natalie Sayward
Andrea Scott
Ishwinder Seehra
Sarah Sekamate
Matthew Selfe
Mohamed Selim
Vikash Senghani
Grace Esther 

Serwanga
Akashni Sewpersad
Michael Seymour
Ganimete Shabani
Amit Shah
Deep Amritlal Shah
Meha Shah
Mehul Shah
Mitul Shah
Priya Shah
Ravi Narendra Shah
Ameet Shankla
Arun Sharma
Bhavna Sharma
Yachna Sharma
Sophia Anita  

Shaukat
Viktoriia Shchybun
David Shelley
Robert Sheppard

Muhammad Sheraz 
Uppal

Caroline Sherlock
Rowin Shingdia
Kayea Shome
Palwinderjit Sidhu
Isabel Silva
Iwona Silverio
Suvarna Lakshmi 

Singavarapu
Avneet Singh
Diljeet Singh
Jaspreet Singh
Joana Singh
Amardeep Singhota
Zafar Siraj
Taymour Siyam
Mark Sleightholme
Kulraj Smagh
Anthony Smith
Cara Smith
Chris Smith
Haylie Smith
Michael Smith
Nicola Smith
Pamela Smith
Sarah Smith
Joanne Smolinski
Christopher 

Smurthwaite
Richard Snow
Malik Sohail Aslam
Rashmin Solanki
Natalia Spalding
Kirsten Spence
Janani 

Sribalamayoran
Chloe Stanfield
Andrew Stanley
Michael Steedman
Shane Mark Stewart
Oliver Stitson
Wilna Stodart
Debbie Stone
Laura Stonebridge
Joanna Styczewska
Subash Ghimire
Yuan Sun
Sun Yidan
Helen Sutcliffe
Lindsey Swallow
Dale Swift
Syed Sarfaraz Ali

Dominic Alan Sykes
Lynn Sykes
Sara Sylvester
Natalia Szabo-Reed
Daniel Szucs
Aqil Tabani
Zaigam Tallat
Ashleigh Tate
Leanne Taylor
Louise Taylor
Ermias Estifanos 

Tekleab
William Teng
Viruksha 

Thadchanamoorthy
Angela Thomas
Cherelle Thomas
Jessica Thomas
Laura Thomas
Avrion Thompson
Carl Thompson
Gary Brian Thompson
Victoria Anne Thornton
Anne Thubron
Esther Tobie
Matthew James Tokley
Marc Tonkin
Billy Trafford
Ahoa Tran
Charles Tregurtha
Fiona Trepte
Ami Trotter
Samantha Louise 

Turner
Gulcan Suna Ucan
Daniel Urmston
Genevieve Vaz
Erika Vegh
Ravi Verma
Mark Vickress
William Vincent
Karolina Vlckova
Sikhangezile Vuma
Ian Philip Waites
Maxwell Walker
Lawrence Albert Wall
Sarah Jane Wallek
Matthew Waller
Mark Richard 

Walmsley
Monica Maria Walsh
Hua Wang
Yi Wang

Yun Wang
Zhuo Wang
Lorna Ward
Simon Waters
Deborah Waterworth
John Sebastian Weeks
Hengxing Wei
Wei Wei
Daniel Thomas Welsh
Mark Whiteman
Hannah Whitfield
Samantha Marie 

Whitmore
Devanath C 

Wijeyesekera
Bethan Williams
John Williams
Neil Williams
Nicola Williamson
Genevieve Wilson
Lucy Wilson
Lynne Wilson
Craig Wilton
Gavin Winning
Chun Ning Ambrose 

Wong
Michael Wong
Singfai Wong
Emma Wood
Joseph Wood
Gary Martin 

Woodward
Andrew Woolley
Alex Wright
Matthew Wright
Chunxiao Wu
Claire Wye
Adriana Wyrzykowska
Yinli Xie
Meiqin Yan
Alison Caroline 

Yandall
Rhonda Yeaman
Thomas York
Kirstin Thora Young
Mark Young
Yasar Zahid
Zain-Ul-Abideen Khan
Peter Zambon
Maria Zenchenko
Hui Zhang
Huan Zhou
Monika Zoradova ■
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a broad programme of  
activities and topics that 
will relate directly to your 
role and provide you with 
opportunities to network 
and advance your career.

If  you want to take 
advantage of  all the benefits 
of  ACCA’s members’ 
networks, simply go to 
myACCA and select the 

Meeting the Olympus 
whistleblower; visiting 
Jaguar Land Rover; 
preparing advice for the 
new governor of the Bank 
of England, Mark Carney 
– ACCA members have 
experienced all these things 
by attending an ACCA 
member network event. 
When was the last time you 
got involved?

Over the past year 
ACCA’s members’ networks 
have focused on attracting 
high-profile speakers to a 
diverse range of  events, 
which provide excellent 
opportunities for you to 
network with like-minded 
individuals on topical issues, 
such as access to finance, 
sustainability, pensions 
reform and the challenges 
and opportunities for SMEs. 

The networks’ aim is 
to support and inspire 
members like you with 

network you wish to connect 
with (https://portal.
accaglobal.com). 

Each of  the 38 regional 
and six sector-specific 
members’ networks is 
steered by a panel of  up 
to nine elected volunteer 
members who provide ACCA 
with regional and sector-
specific perspectives on the 
issues members are facing, 
ensuring that networking 
activities are relevant.

In fact, a recent survey 
revealed that members rate 
the events highly:

* 72% of  members who 
attended events agreed 
that is a great way to 
keep up to date with 
topical issues

* 84% of  members say 
events helped them 

develop their technical 
and business skills

* 60% of  those members 
who attended an event 
would recommend events 
to others.

‘We don’t work in isolation,’ 
says John Weston, head of  
members’ services, ACCA 
UK, ‘so we have partnered 
with other professional 
bodies, such  
as IoD, AAT, CIMA, CMI, 
the Law Society, ICAEW 
and CIOT, to ensure our 
members get involved  
in the most relevant 
activities within their sector 
and location.’

Continuing your 
professional development 
and building a good-quality 
group of  contacts can pay 
dividends for your career. ■

Get networked
What do Margaret Hodge MP and new governor of the Bank of England Mark Carney 
have in common? They’ve both recently supported ACCA member network activities

FOR MORE INFORMATION:

Information about events can be found at  
www.accaglobal.com/uk/members/events

To find out more, email the team at  
members@accaglobal.com

RECENT EVENTS

* Whistleblowers’ rules. Michael Woodford blew the 
whistle on a massive fraud case at Olympus. He 
spoke at an ACCA event on ethical capitalism.

* UK Local Government Summit. Margaret Hodge 
MP, David Blunkett MP and Tony Travers discussed 
the main issues affecting local government and the 
plans to overcome these.

* Jaguar Land Rover Experience (JLR). Over 40 
delegates joined the Institute of  Directors and 
local business professionals for a test drive at 
Jaguar Land Rover Experience and a fascinating 
presentation on the turnaround at JLR from Adrian 
Mardell, deputy CFO of  JLR.

* Advice to new governor of the Bank of England. 
This lecture focused on Mark Carney’s challenges at 
the bank and has led to the publication of  a white 
paper, a meeting with Carney, and a subsequent 
proposal outlining the action plan that our panel of  
experts from BBA, UBS think-tank Policy Exchange, 
LSE and ACCA Council suggests he follows.

▲ HIGH-PROFILE SPEAKERS  
Previous ACCA member network events have attracted such 
heavyweights as Margaret Hodge MP and governor Mark Carney
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The accountancy profession 
gathered in London at the 
British Accountancy Awards 
2013 in November to 
celebrate the very best the 
practice sector has to offer.

Now in their third year, 
the awards attracted more 
than 500 guests from 
practices all over the country 
including small local firms 
and the larger regional, 
national and global players.

A total of  25 awards 
were presented by compere 
(and comedian) Miles Jupp. 
The Global Firm of  the Year 
Award was voted for by 
readers of  Financial Director 
and won by Grant Thornton, 
while National Firm of  the 
Year Award was presented 
to MHA MacIntyre Hudson, 
in particular for its efforts 
to increase the quality of  its 
client base, while investing 
in the business.

Cumbrian accountants 
Lamont Pridmore proved the 
biggest winners, scooping 
three awards. After being 
named Independent Firm of  
the Year (North England), 
the firm went on to be 
named overall Independent 
Firm of  the Year for being 
‘a firm that covers all 
the bases, demonstrates 
impressive growth, being 
well presented and on top of  
its game’.

The firm has a strong 
record of  success at the 
awards, with Graham 
Lamont, managing partner, 
commenting: ‘We can now 
quantify that winning the 
British Accountancy Awards 
last year, in that year alone, 
we generated £100,000 of  
new fees as a result.’

ACCA Approved Employer 
Dains was awarded Mid-

Tier Firm of  the Year, with 
the judges commenting: 
‘They are profitable, have 
organised around their 
core services and showed 
sustained performance. I 
liked the humility of  the firm 
– their entry was balanced, 
frank and factual.’

Dains’ Spencer Wright 
said: ‘We are absolutely 
delighted to have won this 
national award, especially 
being up against such a 
high calibre of  firms in our 
industry. It gives a boost 
to our partners, directors 
and staff  who have worked 
incredibly hard in recent 
years to continually improve 
and expand the business.’

The Training Team of  the 
Year Award (sponsored by 
ACCA) went to RSM Tenon 
(now Baker Tilly). Receiving 
the award on behalf  of  his 
colleagues, the firm’s talent 
management director Alex 
Shacklock said: ‘We are 
extremely proud to have won 
this award. Our approach 
to training has always 
been about much more 
than improving skills and 
behaviours. 

‘It has been primarily 
about inspiring our people 
to be the best they can 
be and to build a positive 
culture. The impact that 
the team has had has been 
huge, especially over the last 
few, difficult years.’

British Accountancy Awards
The best of the practice sector was celebrated at this year’s British Accountancy Awards 
with a strong focus on recognising excellence in independent firms across the UK

FOR MORE INFORMATION:

See a full list of  winners at www.accountancyage.com

Sarah Hathaway, head of  
ACCA UK, was a part  
of  the judging panel and 
said: ‘During the judging 
process we saw a number  
of  excellent entries,  
which clearly demonstrate 
the high quality of  the 
services being provided  
to clients by firms across 
the UK today.’

The awards, which were 
organised by Accountancy 
Age in partnership with 
ACCA, have a strong focus 
on recognising excellence 
within independent firms 
from across the UK. The 
winners were announced  
at the awards ceremony at 
the Tower of  London on  
20 November. ■

►Sarah Hathaway presents 
the Training Team of the Year 
Award to Alex Shacklock, RSM 
Tenon (now Baker Tilly)

▼Baker Tilly Mooney Moore’s 
Ann Fitzpatrick accepts the 
Independent Firm of the Year 
(Northern Ireland) Award
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ACCA WALES DINNER 
AND CONFERENCE  
Nearly 190 delegates 
attended the annual 
conference sponsored 
by University of  South 
Wales and hosted by ACCA 
president Martin Turner on 
28 November in Cardiff. 
The theme for the day was 
‘Business Growth’, and 
delegates were inspired 
by keynote speakers 
Anna Bastek, founder of  
Wolfestone Translation, 
and Edwina Hart MBE 
AM, minister for economy, 
science and transport, 
for Welsh Government. 
Delegates ended the day with 
a presentation from Mark 
Colbourne MBE, world and 
paralympic champion, whose 
story could not fail to inspire. 
The gala dinner was hosted 
by Frances Donovan of  the 
BBC, who was joined by Rob 
Howley, assistant coach of  
Welsh Rugby Union and the 
winning British Lions 2013 
team, and record-breaking 
Martyn Williams MBE, former 
Welsh and Lions scrum half.

High-profile events help to inspire
ACCA Wales conference welcomes president Martin Turner and concludes with a gala 
dinner hosted by the BBC’s Frances Donovan, while other events included the GFP Awards

January is a great time to reflect on your past year’s CPD activity. Did you find yourself 
cramming your development into the last few months? It could be useful to plan earlier 
this year if you are to gain the most value from your CPD activity.  

As a new year begins, why not set yourself  new learning or career goals for 2014?  
Remember, CPD is not just courses and events; there are plenty of  other methods for 
acquiring learning that count towards your CPD, such as work-based or e-learning,  
being a workplace mentor to an ACCA trainee, and even reading publications or  
technical articles. To access a wide range of  learning and development opportunities, 
visit My Development (www.accaglobal.com/cpd) and start planning your CPD.

If  you are a new ACCA member, use ACCA’s interactive coaching tool to learn more 
about CPD; you’ll find it at http://cpdiguide.accaglobal.com. For members who submitted 
an Option B declaration in 2013, the i-guide also offers guidance on how to 
rectify a CPD shortfall and convert it into an Option A declaration.  

If you have not yet made your 2013 CPD declaration, you should do  
so immediately.

SET YOURSELF NEW LEARNING GOALS FOR 2014

► PRIZE PERFORMANCE
Graham Hambly (left), editor 
of PQ magazine, presents 
Chris Hodge with his trophy

◄ GOLD STANDARD
World and Paralympic 
champion Mark Colbourne 
MBE talked about his career

▼ INSPIRED EVENING
From left: ACCA president 
Martin Turner is joined 
by Martyn Williams MBE, 
Frances Donovan, Rob Howley 
and ACCA’s Ben Cottam
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TALKTALK’S FINANCE 
TEAM WINS AWARD
Over 700 people were present 
to see TalkTalk secure the 
‘Large Finance Team of  the 
Year’ award at the North West 
Finance Awards, held at the 
Reebok Stadium, Bolton. The 
award is a testament to the 
quality of  the team’s work, 
which is underpinned by the 
fact many have come through 
the ACCA Qualification  
at this ACCA Approved 
Employer (Platinum). 

TOP PRIZES AT GFP AWARDS 
The winner of  the PQ (part qualified) of  the Year at the recent 
Government Finance Profession Awards was ACCA trainee 
Chris Hodge, who works for the Foreign and Commonwealth 
Office. Hodge has delivered a major change programme 
within the department’s finance management and budget 
forecasting team. This has helped change the culture of  
financial planning, making it a central feature of  business 
planning processes. At the same time, he has continued with 
his professional-level studies. Hodge has shown it is possible 
to move between a senior diplomatic role and the finance 
profession team, and showcased the powerful link between 
strategic decision making and good financial management.

Another winner was NQ (newly qualified) of  the Year Oliver 
Stitson, also from the Foreign and Commonwealth Office. He 
joined the department through the GFP recruitment scheme 
and became one of  the first people there to qualify. Stitson 
brought together budget plans from over 200 posts from 
across the world, proving assurance over accuracy of  returns 
and challenging plans that represented poor value for money.

DIARY
BIG DATA 
25 February, London 
No industry stands to gain more from ‘big data’ than 
financial services, especially banking. Learn how 
some financial institutions are gaining a competitive 
advantage by managing their data effectively. 

MEET THE PEOPLE’S BANKER  
20 March, Bristol 
Join Dave Fishwick at Bristol’s MShed. Straight from 
his Channel 4 TV show, Bank of Dave, Fishwick will tell 
us how he set up his own small bank and endeavoured 
to make it profitable – in just 180 days. 

ACCA UK’S SPRING UPDATE FOR ACCOUNTANTS 
27-29 March, Birmingham 
This course provides a relaxed environment in which 
to update your skills and gain 21 CPD units. Delegates 
can attend 11 out of  29 sessions – mixing and 
matching between streams A (business and finance), 
B (taxation and law) and C (professional development) 
to gain maximum benefit from the training.

www.accaglobal.com/uk/members/events 

TOASTMASTERS ENGAGE
ACCA UK’s Central London 
Members’ Network runs a 
Toastmasters Club, which 
meets twice a month and 
has been widely successful 
in engaging with a variety 
of  members and mentoring 
students. The club has 
had some success to toast 
recently, with Ash Sethi being 
appointed a Central London 
Division Governor and Monica 
Liljeroth an Area 33 Governor. 
The club is open to finance 

professionals involved with 
ACCA, mainly members and 
staff  members from Deloitte 
(who host the meetings).

REPORT GOES GLOBAL
A report, Dynamics of Global 
Accountancy Education, 
analyses competences and 
capabilities of  accountants 
and auditors around 
the world. It examines 
the comparability of  
international accountancy 
education. A competency 

framework, the Global 
Accountability Transparency 
Index, was developed 
as part of  the study. 
The benchmarking tool 
measures eight aspects of  a 
country’s transparency and 
accountability infrastructure. 
The study was led by Tilburg 
University in the Netherlands. 
ACCA supported the research 
along with HKICPA, IAESB, 
ICAS, NBA, OEC and SAICA. 
The report can be found at 
www.accaglobal.com/ab43
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‘In an increasingly 
global, competitive and 
connected world, we 
have to be ready to take 
opportunities and face the 
challenges presented by a 
new business landscape,’ 
Helen Brand, ACCA chief  
executive, told delegates. 
She stressed ACCA’s 
focus on delivering value 
– to members, students, 
employers, learning 
partners and society – 

ACCA’s 2013 International 
Assembly, gathering finance 
leaders from around the 
world, looked into the future 
while also focusing on 
current challenges. 

With the theme of  
‘Beyond 2015’, ACCA 
leaders and conference 
delegates considered how 
accountants can show 
financial leadership and 
deliver high performance 
within their organisations.

while also highlighting 
ACCA’s recent successes 
in growing its membership 
and maintaining healthy 
finances. 

‘Our reputation and 
influence continue to grow,’ 
Brand said. ‘For ACCA, the 
connections we make with 
employers, policymakers, 
governments and national 
bodies around the world 
mean we can and do 
influence outcomes.’ 

She also highlighted 
ACCA’s complete finance 
professional concept, 
launched in 2013 and 
based on research into 
the competencies that 
business leaders require 
from aspiring finance 
professionals. 

‘We are committed to 
ensuring that the ACCA 
Qualification will continue 
to comprehensively cover 
the skills and behaviours 
required by organisations in 
all sectors,’ she said.

Subsequent conference 
sessions focused on the 
future: opportunities and 
threats for ACCA and the 
accountancy profession, 
ACCA’s draft strategy 
to 2020 and its growth 
ambitions. The future of  the 
ACCA Qualification was also 
considered, as well as the 
value of  ACCA membership.

Four lines of  sight
During a joint session with 
ACCA Council, finance 
leaders shared their views 
on the challenges CFOs face 
when striving to provide 
finance leadership in their 
organisations and create 
high-performing finance 
teams. Jeff  Thomson, 
president and CEO of  IMA 
(Institute of  Management 
Accountants), ACCA’s 

Taking the long view
ACCA’s recent International Assembly turned its attention to the future, and how the 
finance team can show leadership and add value to their organisations

ETHICS
‘A key role for today’s 
accountants is to 
act as a guardian 
of integrity in their 
businesses. By showing 
ethical leadership and 
embodying the values 
of integrity, objectivity 
and professional care, 
accountants help 
maintain and strengthen 
the reputation of the 
business they work for, 
while at the same time 
protecting the public interest.

‘Regulation, codes of  conduct and compliance policies may not be enough in 
themselves to create a climate of  ethical and responsible behaviour. Given that all 
important business decisions are ultimately made by people rather than systems, 
behavioural factors are crucial in determining how any business acts. 

‘So while it is essential to have an ethical culture led from the top, it is also 
important to have people in positions of  authority, especially in the finance function, 
who can be relied on to make decisions in the right way and for the right reasons.’
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global strategic partner, 
explained that as CFOs 
evolve from ‘bean counting 
to bean sprouting’, they 
need wider vision. ‘In their 
expanded role in strategy 
and sustainable growth, 
the CFO’s line of  sight is 
fourfold: hindsight, oversight, 
insight and foresight.’

Hindsight involves 
‘looking back to learn 
from history’, to point the 
organisation in the right 
direction for achieving 
growth, Thomson explained. 

Oversight is ‘a traditional 
CFO role in terms of  financial 
performance and resource 
monitoring and ensuring a 
healthy financial profile. 

‘Insight is where we 
begin to move into the 
expanded skillset that 
professional associations 
must help address. Business 
partnering starts where 
business analytics takes over. 
Reporting the numbers is 
vitally important, but turning 
information into insight 
and ultimately intelligence 
is what often distinguishes 
good companies from great 
companies.’ 

Finally, foresight is where 
the CFO plays a leading 
role in helping to shape a 
successful future for their 
organisation, through 
developing a ‘curious and 
adaptable mindset’.

Virtual teams
Teuta Bakalli, former CFO of  
financial services business 
Pepper Europe, identified 
one particular trend that has 
changed the skills needed by 
finance professionals – the 
development of  shared and 
outsourced services. 

‘Being able to manage 
virtual teams has become 
extremely important,’ she 
said. ‘Managing a team 
when you are not in the 
same location requires a 
different skillset. Technical 
skills are always necessary, 
but outsourcing creates new 

challenges in terms of  how 
you integrate your team 
when people are based in 
different time zones, with 
different language barriers.’ 
Effective communication is 
the only ‘silver bullet’ for 
managing such situations, 
she said.

New skills
To ensure the finance team 
adds value, organisations 
are recognising the need 
to develop new finance 
capabilities. ‘We have 
seen a much greater 
focus on ensuring finance 
professionals have access 

to the right development 
opportunities in many 
businesses, to coaching, 
mentoring and experimental 
learning programmes,’ 
said Yvonne Yang, finance 
director for Asia Pacific at 
MSC Software. 

She added: ‘And we have 
seen a better understanding 
of  the importance of  
developing transparent 
career paths across the 
organisation so that 
professional accountants 
understand how they can 
develop their careers and 
the necessary skills and 
capabilities they will need.’

This is why diversity in its 
broadest sense is becoming 
much more important, Yang 
pointed out. ‘Globalisation 
is causing increasing 
complexity of  business 
operations and in particular 
of  the finance function, 
which has to support 
businesses as they enter 
emerging markets. 

‘Tapping into local 
knowledge and dealing 
with many local regulations 
requires diversity of  
understanding and 
experience in finance.’ ■

Sarah Perrin, journalist

PUBLIC SECTOR SKILLS
‘Public sector professionals face a range of challenges, 
and need to develop and exercise financial leadership 
skills.

‘ACCA-commissioned research on how professional 
accountants were responding to the challenges of  
austerity found an improved understanding of  the cost 
basis of  services and more challenge of  the underpinning 
costs. Support services had been stripped out through 
outsourcing and shared services. Multi-year budgeting 
was commonplace, and there was greater emphasis on 
financial modelling and improved analytical approaches. 

‘These are notable achievements, but the research also 
highlighted areas for future development. It identified a 
lack of  long-term vision. There is a continued focus on 
making blanket cost reductions across all services, whereas there could be greater 
prioritisation. There is also a perceived lack of  strategic management skills. 

‘Given these findings, it is increasingly important that we as a professional 
accountancy body work closely with public sector employers and members to support 
skills development.’

DIVERSITY
‘Every CFO I have ever spoken to essentially has three 
goals for their finance function: they want to reduce 
cost and improve finance processing efficiency, they 
want to ensure appropriate control and compliance, 
and they want finance to be a more effective partner 
to the business to help drive and create value.

‘So the questions they have are around finance 
capabilities. How do they develop the skills and 
capabilities in their people to deliver this in a global 
environment? How do they bring in people with the 
necessary diversity of  skills and experiences? How do 
they bring in new ways of  thinking?’

Anthony Harbinson,  
ACCA deputy president
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Honorary membership

Two giants of the 
accountancy profession 
have been awarded honorary 
membership of ACCA.

Ian Ball, former CEO of  
the International Federation 
of  Accountants (IFAC) and 
Professor Bob Eccles, senior 
lecturer at Harvard Business 
School, were presented with 
their honorary memberships 
at a joint ACCA Council 
and International Assembly 
dinner at the Royal Society 
of  Arts in London.

ACCA president Martin 
Turner said that Ball 
gained the honour for 
his contribution to the 
development of  the global 
profession and championing 
the cause of  improving 
financial management in the 
public sector. 

Former CEO of IFAC and Harvard lecturer awarded honorary 
membership of ACCA for their contributions to profession

INSIDE 
ACCA
80 International 
Assembly

78 CPD

77 BAA winners

76 Network activity

72 New members

26 ACCA president

ABOUT 
ACCA
ACCA is the global 
body for professional 
accountants. 
We aim to offer 
business-relevant, 
first-choice 
qualifications 
to people of  
application, ability 
and ambition around 
the world who seek a 
rewarding career in 
accountancy, finance 
and management. 
We support our 
162,000 members 
and 428,000 
students throughout 
their careers, 
providing services 
through a network 
of  89 offices and 
active centres. 
www.accaglobal.com 

OPTIMISTS FINALLY OUTNUMBER PESSIMISTS
Confidence in the global economic recovery among finance professionals is the 
strongest it has ever been since ACCA began its Global Economic Conditions Survey 
of members in 2009. 

More than half  (53%) the 2,000 respondents to the 2013 Q3 survey believe 
conditions are improving or about to do so, up from 47% in Q2. Those expecting 
stagnation or deterioration fell from 50% in Q2 to 43% in Q3. It is the first time in the 
history of  the survey that optimists have outnumbered pessimists. 

Global business confidence also continued to rise, albeit at a slower pace, with 
28% saying they were more confident about the prospects of  their own businesses 
than they had been three months earlier, up from 26% in Q2. 

The survey is jointly carried out by ACCA and IMA (Institute of  Management 
Accountants). More information at www.accaglobal.com/ab39

ACCA SYLLABUS ENHANCED
Improvements have been made to the ACCA Qualification to meet the needs of 
employers by updating the content of the global syllabus and ensuring newly qualified 
members have the skills and knowledge to be complete finance professionals. 

A wide range of  changes have been made across the syllabus in such key areas as 
professionalism and ethics, strategy and innovation, financial management, corporate 
reporting, sustainable management accounting and audit. 

More details at www.accaglobal.com/ab40

73%
Percentage of  
ACCA members 
who expect to 
achieve their 
career ambitions 
within the next 
four years, 
according to an 
online survey of  
4,000 members 
around the world.
See page 43.

▲ ACCA PIN FOR INNOVATORS
Bob Eccles (left) helped to develop integrated reporting while Ian 
Ball (right) has championed public sector financial improvements

Eccles gained his award 
for his contribution to 
developing the thinking 
behind integrated reporting.

Turner said: ‘Both 
have made significant 
contributions to the 

development of  the 
profession around the world. 
They have progressed and 
promoted the profession, 
while also forging ahead with 
new thinking on accountancy 
and business.’ 
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O�  cial fuel economy fi gures for the XF 14MY range in MPG (l/100km): Urban 16.7–48.7 (16.9–5.8). Extra Urban 
32.8–64.2 (8.6–4.4). Combined 24.4–57.7 (11.6–4.9). CO2 Emissions 270–129 g/km.
The fi gures provided are as a result of o�  cial manufacturer’s tests in accordance with EU legislation. A vehicle’s actual fuel consumption may di� er from that achieved in such tests and these 
fi gures are for comparative purposes only. *On the road price is the manufacturer’s Recommended Retail Price, plus First Registration Fee and Delivery Pack. £33,995 refers to XF 2.2 163PS 
R-Sport saloon. All details are correct at time of publication and are subject to change without notice. **Based on an XF 2.2 163PS R-Sport with no options for a 40% tax payer. Vehicle shown 
fi tted with 18” dealer fi t accessory wheels.

LOOKS LIKE IT 
SHOULDN’T BE ON 
YOUR LIST.

THE NEW 129 G/KM XF R-SPORT. 

It’s natural to think that the Jaguar XF R-Sport shouldn’t be on your company 
car list. Think again. With prices from £33,995* on the road, or £226.27 per 
month** in BIK for company car drivers paying higher rate tax, isn’t it time 
you put the XF R-Sport at the top of your list? For more information, contact 
our Business Sales Specialist team on 0845 366 1574.

WWW.JAGUAR.CO.UK/BUSINESS

HOW ALIVE ARE YOU?

12114449_260x192_CORP_Q4_R Sport_AB Magazine_aw.indd   1 03/12/2013   17:25

www.jaguar.co.uk/business
www.jaguar.co.uk/business
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