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UK200Group specialist panels and forum comprise of skilled technical
advisers who work independently or as part of a multi-disciplinary business
team to achieve the best possible solution for members and their clients.
Each adviser brings experience from the different disciplines of tax,
corporate finance, forensic accounting & dispute resolution, business strategy,
business recovery & insolvency and international business.
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The gift of the Seed Enterprise
Investment Scheme

George Osborne gave a wonderful gift to small start-up
businesses and his generosity seems to have gone unappreciated.
By its very nature the onus is often on smaller advisers to identify
opportunities and take the client through this relief. The Seed
Enterprise Investment Scheme (SEIS) is a temporary measure
running from 6 April 2012 to 5 April 2017. The selling points,
with a value in brackets for £100 invested, include:

l 50% income tax relief for the investor (£50). This can be
carried back but not before 6 April 2012

l Shares are CGT exempt after a 3 year period 
l Capital gains deferral
l Where the gain arises in 2012/13 and is reinvested in an SEIS to

5 April 2014, that gain will be permanently exempted (up to £28).
l Income tax loss relief if it goes wrong (up to £25).

A further half gain reinvestment for gains after 5 April 2013 was
announced in the Budget on 20 March 2013.

As you see the total value of the tax relief (£103) can exceed
the amount invested (£100)! Suggested mental checklist
would be:
1 Does the trade qualify?

 – Land based activities (dealing, development) are excluded.
– Check the list! 

2 Is the shareholder structure OK?
– No shareholder wanting relief has more than 30% “interest”,
defined in various ways.
– Directors can be shareholders, which is different to the
Business Angel rules in the Enterprise Investment Scheme(EIS).

3 Is the trade new?
– Not a spin off from somewhere else?
– Not an existing trade already started by one of the shareholders

4 Check the numbers:
A. Individual annual cap £100k.
B. Company investment cap £150k.
C. Company gross assets cap £200k.
D. Maximum of 50 employees.

5 Avoid traps:
A. Don’t allow value to be returned to shareholders. For example
purchases from shareholders of goodwill.
B. Avoid shareholder agreements whereby an existing shareholder
can go over 30%.
C. Be careful with rights issues!

6 Paperwork:
A. Do you want an advance assurance? Can be useful where
trade does not fit in exactly.
B. SEIS 1 application form submitted once the company has
been trading for 4 months. 

Ensure clients are claiming when possible. It is easier than you think!

Graham Purvis, Robson Laidler LLP, gpurvis@robson-laidler.co.uk
Member of the UK200Group Tax Panel   

Key tax developments in
Employee Share Schemes

EMI gets better
For disposals on/after 6 April 2013 of shares acquired under
Enterprise Management Incentive options (‘EMIs’) the CGT
Entrepreneurs Relief (‘ER’) clock will start on the grant date (and
not exercise). This means that the majority of EMIs, which are
exit-driven, should confer ER where the options/shares have
between them been held for 12 months or more.

Marketable securities
The Office of Tax Simplification (OTS) has made some potentially
far-reaching recommendations to the Chancellor. 

These include a fundamental change to the taxation of employee
shares – driven by the aim of removing ‘dry’ tax charges (i.e.
before employees realise value from their shares). The proposals
look to apply PAYE/National Insurance Contributions at 
acquisition if the shares are marketable and if not then when 
they subsequently become capable of being sold to a third 
party, subject to employees/employers electing otherwise.
Acknowledging the seismic nature of the proposals, the OTS
suggests legislation via Finance Bill 2015.

Short term solutions
Other OTS proposals of potentially more immediate relevance
include that:

l The PAYE accounting deadline be extended for employee
share events from (the current) 14 days after the end of the
PAYE month to 60 days

l The penal ‘tax on tax’ charge under s222 (a one-off charge
arising if the employer fails to recover PAYE income tax from
employees within 90 days) should be repaid if that tax is
subsequently so recovered 

l A tax-efficient shareholding vehicle be devised as an internal
market maker and an alternative to costly offshore Employee
Benefit Trusts and

l More pre-transaction valuations be agreed by HMRC to give
taxpayers greater certainty. These include start-ups/using
approved plan valuations (including EMIs) for subsequent
unapproved acquisitions.

And there’s more
Despite being rejected by the Lords, the Government appears
determined to push through its politically charged CGT free
‘shares for employment rights’ legislation. The Nuttall review also
seeks to facilitate employee share buy-backs with proposals for
purchases in instalments and/or out of capital. 

John Dormer, Wright Hassall LLP 
Member of the UK200Group Tax Panel 
john.dormer@wrighthassall.co.uk

tax
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Alan Boby
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www.ellacotts.co.uk
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Marcus Ward
Price Bailey LLP
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marcus.ward@pricebailey.co.uk
www.pricebailey.co.uk
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Francis Whitbread
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George Hay Partnership LLP
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LEAMINGTON SPA
John Dormer
Wright Hassall LLP – Solicitors
01926 884626
john.dormer@wrighthassall.co.uk
www.wrighthasssall.co.uk
3, 8

JERSEY
Derek Rhodes
Alex Picot Ltd 
01534 753753
derek.rhodes@alexpicot.com
www.alexpicot.com
6, 12

LONDON N3
Stephen Deutsch
Berg Kaprow Lewis LLP
020 8922 9119
stephen.deutsch@bkltax.co.uk
www.bkltax.co.uk
1, 2, 3, 7, 8, 9, 11

LONDON N3
Terry Jordan
Berg Kaprow Lewis LLP
020 8922 9360
terry.jordan@bkltax.co.uk
www.bkltax.co.uk
4, 12

LONDON N3
Doug Sinclair
Berg Kaprow Lewis LLP
020 8922 9328
doug.sinclair@bkltax.co.uk
www.bkltax.co.uk
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David Whiscombe
Berg Kaprow Lewis LLP
020 8922 9306
david.whiscombe@bkltax.co.uk
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LONDON NE
Debra Dougal – Chairman
Haslers
020 8418 3426
debra.dougal@haslers.com
www.haslers.com
14
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LONDON WC2
Robert Postlethwaite
Postlethwaite & Co - Solicitors
020 7470 8805
rmp@postlethwaiteco.com
www.postlethwaiteco.com
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NEWCASTLE UPON TYNE
Graham Purvis
Robson Laidler LLP
0191 281 8191
gpurvis@robson-laidler.co.uk
www.robson-laidler.co.uk
1, 3, 4, 7, 11, 12

NORTHWICH
Mike Donnan
Howard Worth
01606 369000
mikedonnan@howardworth.co.uk
www.howardworth.co.uk
1, 2, 7, 8, 11

SELBY
Alastair Byrne
JWPCreers LLP
01757 294959
ajb@jwpcreers.co.uk
www.jwpcreers.co.uk
1, 2, 11
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Duncan Montgomery
Whittingham Riddell LLP
01743 273273
dmontgomery@whittinghamriddell.co.uk

www.whittinghamriddell.co.uk
1, 2, 4, 7, 9, 11, 12

SOUTHAMPTON
Andrew Jackson
Fiander Tovell LLP
023 8033 2733
andrewjackson@fiandertovell.co.uk
www.fiandertovell.co.uk
1, 2, 5

KEY

1 Capital Gains Tax 

2 Corporate Tax Issues, Sales 

3 Employee Share Incentives 

4 Inheritance Tax

5 International Tax

6 Offshore Tax Planning 

7 Partnership Tax Planning 

8 PAYE and NI

9 Stamp Duty Land Tax

10 Tax Investigations 

11 Taxation of Owner

Managed Businesses 

12 Trusts

13 UK Taxation of Foreign 

Expatriates 

14 VAT

STOCKTON ON TEES
Catherine Scott
Baines Jewitt LLP
01642 632032
cs@bainesjewitt.co.uk
www.bainesjewitt.co.uk
2, 10, 11

TEWKESBURY
Chris Hobbs
Nicklin LLP
01684 290123
chris.hobbs@nicklins.co.uk
www.nicklins.co.uk
1, 2, 4, 7, 8, 10, 11, 12

WATFORD
Martin Culshaw
Hillier Hopkins LLP
01923 232938
martin.culshaw@hhllp.co.uk
www.hillierhopkins.co.uk
2



4

The benefits of corporate
venturing

Corporate venturing takes many forms. At its most basic it
can be a larger company taking an equity stake in a
smaller company often to invest in start up and growth
companies in the same way as with a traditional venture
capital firm.  For example Unilever’s Private Equity fund
was established to fund high-growth, early-stage branded
businesses in the food sector. 

We have seen a number of situations of late where a full
trade sale hasn’t been appropriate for all shareholders and
yet there have been reservations about a management
buy out (MBO) yielding full value.  Indeed, this has been
before confronting the usual concerns or prejudice about
working with venture capitalists, lengthy due diligence,
deferred consideration etc, in an MBO process.

Corporate venturing can provide the benefits of a trade
sale to vendors in terms of a transparent process, market
value and reasonable warranties whilst capital upside
remains for the management team.  Perhaps the key
advantage is being able to negotiate and work with an
industry player who is more likely to understand the sector
and be able to offer synergies than a conventional
financier.

The process involves identifying and approaching a
business partner in much the same way as with the buyer
research in a trade sale process.  There is additional
complexity in that a deal needs to be reached between
three parties but this is no different than with a
conventional venture capitalist funded buy-out.  The
courtship will also involve persuading the incoming
corporate partner of the merits of such a transaction and
needs to establish the exit timeframe and valuation
parameters of the management stake thereafter.
Realistically these points will be agreed before the
completion of the first deal because the corporate is likely
to end up acquiring the remaining shares from
management.  A venture capitalist can park those aspects
until they and management sell to a third party later on.

The key issues to be agreed in corporate venturing are the
value of the exiting shareholder’s stake, how the corporate
will ultimately gain full control, value and timing of the

corporate finance

acquisition of management’s stake and how the corporate
and management work together during the period of
partnership.  This is no more difficult than in agreeing a
venture capitalist backed deal and may even be more
straightforward. 

Traditional corporate venturing has appealed to high-
growth sectors such as pharmaceutical or technology
companies.  It can be an interesting alternative corporate
finance solution that meets the objectives of vendors and
management who may wish to achieve synergies with a
corporate, yet hold significant equity.  

Simon Bursell, Dains LLP
Member of the UK200Group Corporate Finance Panel
sbursell@dains.com

Cash to grow or cash to survive?

When recently departing from a local airport for a much
needed week in the sun, I seemed to be surrounded by
children merrily transporting themselves around the
terminal on the back of a ‘Trunki’.  This spectacle
reminded me that even entrepreneurs with great business
ideas find it difficult to convince potential lenders to part
with their cash.

However, it is not only start up business that require funds.
Established companies can find themselves in need of
support for growth or perhaps more so recently, to see
them through a difficult time.  

There continues to be a range of funding sources which
can be overwhelming, yet making the right choice is vital.
Each option will involve business in some type of cost such
as increasing personal risk, considerable interest rates or
relinquishing a degree of control.  Whichever funding is
most suited to their business, the key to attracting
investment is more than ever dependent upon how their
business is perceived.

The prerequisite to obtaining funding for growth or
acquisition is the presentation by a strong, skilled
management team of a robust business model.   It will
take more than the numbers speaking for themselves to
encourage investors.
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ALTRINCHAM
Akeel Latif
Neil Myerson LLP - Solicitors
0161 941 4000
akeell@neil-myerson.co.uk
www.neil-myerson.co.uk

BEACONSFIELD
Adam Stronach
Harwood Hutton Ltd
01494 739500
adamstronach@harwoodhutton.co.uk

www.harwoodhutton.co.uk

CARDIFF
Lindsay Hogg
Watts Gregory LLP
029 2054 6600
l.hogg@watts-gregory.co.uk
www.watts-gregory.co.uk

DERBY
Simon Bursell
Dains LLP
0845 555 8844
sbursell@dains.com
www.dains.com

GLOUCESTER
Will Abbott
Randall & Payne LLP
01452 723377
wja@randall-payne.co.uk
www.randall-payne.co.uk

GODALMING
Matthew Katz
Roffe Swayne
01483 416232
mkatz@roffeswayne.com
www.roffeswayne.com

GRIMSBY
Mike Beckett
Forrester Boyd
01472 350601
m.beckett@forrester-boyd.co.uk
www.forrester-boyd.co.uk

HULL
Jeremy Allison
Smailes Goldie
01482 326916
jeremyallison@smailesgoldie.co.uk
www.smailesgoldie.co.uk

LEWES
David Martin 
Knill James
01273 480480
david@knilljames.co.uk
www.knilljames.co.uk

LONDON EC2
Simon Blake – Chairman
Price Bailey LLP
020 7065 2660
simon.blake@pricebailey.co.uk
www.pricebailey.co.uk

Members of the Corporate Finance Panel

LONDON N3
Daniel Shear
Berg Kaprow Lewis LLP
020 8922 9321
daniel.shear@bkl.co.uk
www.bkl.co.uk

LONDON NE
Michael Watts
Haslers
020 8418 3333
michael.watts@haslers.com
www.haslers.com

MAIDSTONE
Colin Mills
Larkings (S.E.) LLP
01622 754033
cmills@larkings.co.uk
www.larkings.co.uk

NEWTON ABBOT
Linda Lugger
Peplows
01626 208802
lindal@peplows.co.uk
www.peplows.co.uk

OXFORD
Justin Ray
Critchleys LLP
01865 261100
jray@critchleys.co.uk
www.critchleys.co.uk

SHEFFIELD
Steve Bell
Hart Shaw LLP
0114 251 8850
steve.bell@hartshaw.co.uk
www.hartshaw.co.uk

STEVENAGE
Andrew Watkin
Baker Watkin
01438 750555
awatkin@bakerwatkin.co.uk
www.bakerwatkin.co.uk

YORK
Tony Farmer
JWPCreers LLP
01904 717260
jaf@jwpcreers.co.uk
www.jwpcreers.co.uk

corporate finance

In the game of survival, existing businesses need to pay far
more attention to the requirements of their existing
lenders.  Breaching of covenants written into banking
arrangements gives rise to higher pressure from financiers
and can lead to increased pricing or withdrawal of
facilities, so must be monitored regularly.

In addition, we all need to be aware that more businesses
are using credit checks in an attempt to reduce the risk
associated with trade credit.  Publically available financial
information must present the business in the strongest
light. Maintaining shareholder funds and proper

presentation and categorisation of liabilities can make a
huge difference to credit scores.

Overall, it is important to formulate a funding strategy and
to present the business as financially sound. If all else fails,
entrepreneurs could try their luck on Dragons’ Den.  Even
if the response is a resounding ‘I’m out’, the publicity, as
in the case of the ‘Trunki’, might just do the trick!

Linda Lugger, Peplows
Member of the UK200Group Corporate Finance Panel
lindal@peplows.co.uk
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forensic accounting &
dispute resolution

Expert Determination – find a less
costly and quicker solution

Expert Determination is a contractually based form of
dispute resolution in which an independent expert in the
subject matter of the dispute is appointed by the parties to
resolve the matter.  The expert’s decision is normally legally
binding on the parties.  Like all Alternative Dispute
Resolution (ADR) processes, it is entirely confidential.
Expert Determination is a method of resolving differences
between contracting parties without having to resort to
law and without the delay and expense normally
associated with legal process.

Expert Determination is flexibly and ideally suited to multi-
party disputes and matters of valuation and/or which are
primarily dependent on technical issues e.g. valuation of
shares, rent reviews, contract performance matters,
insurance wording disputes, sales of goods disputes, fitness
for purpose, boundary disputes, etc.

Expert Determination can also be used when there is no
dispute, but a difference which needs to be resolved e.g.
the valuation of a private business.

It is important to remember that the parties involved in the
dispute should choose an Expert with relevant expertise
and experience, as well as knowledge of the Determination
process, because the Expert’s decision is legally binding
and has very limited scope to challenge.  The Expert’s
decision can, however, be advisory and not binding.  This
is known as an Expert Evaluation and is often used to form
the basis of a settlement.  

The process

The Expert Determination process is quite straightforward.
All parties agree the exact wording of the question(s) to be
determined by the Expert and provide such evidence as
they think necessary.  The Expert may request further
evidence and then decide whether or not to deal with the
matter on a ‘documents only’ basis or to hold a hearing
and/or a technical examination.  A preliminary procedural
meeting may also be necessary to deal with some of the
questions.  

Once the Determination is completed, the Expert will issue
his decision (the determination) in writing in accordance
with the agreed procedures.

Professional negligence claims

One of the main reasons for a change of professional
adviser is that a client feels let down by his or her previous
firm.  Sometimes clients’ annoyance is so intense that they
are raring to take action to recover their losses and may
look to you, as their new adviser, to help.  What will your
approach be?

If the client insists that a claim should be made, proper
legal advice will be required. But one of the key issues is
likely to be the quantification of any loss that the client
may claim to have suffered.  As an accountant you will be
well qualified to assist.  But one point sometimes
overlooked is that in any negligence matter, the client will
need not only to show a breach of a duty of care, but also
that any loss foreseeably resulted from that breach.  This
can be particularly relevant where tax is concerned.  For
example, a client may well be very disappointed and upset
to find after the event that a particular transaction gave
rise to a tax liability of which no prior warning had been
given (or even the existence of which had been expressly
dismissed): but that of itself will not generally give rise to a
claim against the adviser.  To make a successful claim it will
generally be necessary to show that if proper advice had
been given the tax liability would not have arisen.  Claims
often fall down on that point: your task, as the new
adviser, is to demonstrate that there is planning which,
had it been implemented, would have resulted in
avoidance or mitigation of the tax charge complained of.

If there is no such planning evidently available (even after
taking advice from a tax specialist if necessary) the hard
truth is likely to be that there is no claim to be made and
your client should put it down to experience and move on.
You may however feel the need to make a prominent note
that you have just picked up a potentially litigious client
and that your dealings with him or her may need to be
managed and documented accordingly!  Forewarned is
forearmed…

Marjorie Hurwitz Bremner, Berg Kaprow Lewis LLP
Chairman of the UK200Group Forensic Accounting & 
Dispute Resolution Panel
marjorie.bremner@bkl.co.uk
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BEACONSFIELD
Adam Stronach
Harwood Hutton Ltd
01494 739500
adamstronach@harwoodhutton.co.uk

www.harwoodhutton.co.uk

BRAINTREE
Paul Short
Lambert Chapman LLP
01376 326266
paul@lambert-chapman.co.uk
www.lambert-chapman.co.uk

CAMBRIDGE
Denise Cullum
Price Bailey LLP
01223 565035
denisec@pricebailey.co.uk
www.pricebailey.co.uk

CARDIFF
Christopher Hatcher
Watts Gregory LLP
029 2054 6600
c.hatcher@watts-gregory.co.uk
www.watts-gregory.co.uk

HEMEL HEMPSTEAD
Grant Franklin
Hillier Hopkins LLP
01442 269341
grant.franklin@hhllp.co.uk
www.hillierhopkins.co.uk

LONDON N3
Marjorie Hurwitz Bremner –
Chairman
Berg Kaprow Lewis LLP
020 8922 9388
marjorie.bremner@bkl.co.uk
www.bkl.co.uk

MAIDSTONE
Geoffrey Smith
Larkings (S.E.) LLP
01622 754033
gsmith@larkings.co.uk
www.larkings.co.uk

MIDDLESBROUGH
Nicholas Upton
Anderson Barrowcliff LLP
01642 660300
nicku@anderson-barrowcliff.co.uk
www.anderson-barrowcliff.co.uk

Members of Forensic Accounting & Dispute Resolution Panel

PRESTON
Neil Calvert
Rushtons
01772 693111
mail@rushtonsaccountants.com
www.rushtonsaccountants.com

STOCKTON-ON-TEES
Lee Bramley
Endeavour Partnership LLP
Solicitors
01642 610300
l.bramley@endeavourpartnership.com
www.endeavourpartnership.com

WITNEY
Jonathan Russell
ReesRussell LLP
01993 702418
jrussell@reesrussell.co.uk
www.reesrussell.co.uk

In summary, Expert Determination can prove to be a
significant asset in resolving disputes.  It is a contractual
process between parties, non-judicial, quick, inexpensive,
confidential and binding.

Geoffrey Smith, Larkings (S.E.) LLP
Member of the UK200Group Forensic Accounting & 
Dispute Resolution Panel
gsmith@larkings.co.uk
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Business coaching – taking a
shot at goal!

A lot of my client work is done through coaching, and it
has been a privilege to observe so many clients challenge
themselves in my presence, and raise their game.  The
issues covered are extra ordinarily wide ranging, across all
elements of business. Here are my top five reasons why
that coaching works exceptionally for senior people:

1. Confidentiality
Coaching is private to the client.  This allows coaches to
get to the brutal truths.  Self honesty is a pre-requisite for
change.  Such honesty is rarely achieved in non-
confidential mentoring and performance review. 

2. Self-confidence
My clients are successful, and yet they commonly lack self-
confidence.  This is usually in areas where they are
challenged for improvement.  Genuine confidence
(implying realism and doubt are addressed) is crucial to
success.

3. Pin-point accuracy
In training and mentoring it is hard to teach with “pin-
point” accuracy.  Clients either don’t know why they
underperform or are shy to admit it.  Coaching gives
expensive people the time to work it out and perfect their
application of classroom learning.

4. Openness
A coach will stay open to the root causes and be prepared
to deal with whatever the issues are; it is commonly
unscripted and approached without judgement.  Causes
can be stress and emotion, or technical.  Often they are
rooted in things outside of work, which, once fixed, leave
clients ready to perform better at work.

5. Challenge and accountability
Openness and non-judgement do not imply a lack of
drive.  Stretching the challenge and keeping clients
accountable for their actions is a key part of coaching.

Successful coaching takes time and is expensive.  If the
client has the right level of opportunity the return on
investment is normally substantial.  ‘Opportunity’ arises from
the client’s ability to change, their potential influence and

market context. In the context of coaching, the client has
to take the shots at goal, not the coach.  Coaching will
help them be in the best state of mind and at an optimum
skill level to hit their goals when under the highest levels of
pressure. 

Nick Mayhew, Price Bailey LLP
Chairman of the UK200Group Business Strategy Panel
nickm@pricebailey.co.uk

Team Ethos

I have often looked at professional football managers and
considered how they have gone about the business of
building a team. In my own time I have built a few and
over the years have subscribed to some basic ground rules.
No large ego is near the top of the list, minimising lateral
hires (ironically in my case) whilst building from the
ground up the ethos and culture you want.

I am sure you can see the football analogy in the
disruption to a team of big name signings and the home
grown Academies for Excellence so I was interested when
a Team Ethos paper landed on my desk purporting to be
from the great man himself. No, not that one, as being a
Gooner I am referring, of course, to the one & only
Arsene.

It was written some years ago but whether in football or in
business, knowing how a team becomes stronger can be
an important contributor to overall success.  When team
members collectively stand for the same thing, each
individual knowing their role and how they contribute to
the business/team, marvellous things can happen.

In Arsene’s world (and mine) a team becomes stronger by:

l Displaying a positive attitude both on & off the pitch
l Everyone making the right decisions for the team
l Having an unshakeable belief that we can achieve our

target
l Believing in the strength of the team
l Always wanting more – always giving more
l Focusing on communication
l Being demanding of yourself
l Being fresh and prepared to win
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BEACONSFIELD
David Rankin
Harwood Hutton Ltd
07771 956711
davidrankin@harwoodhutton.co.uk

www.harwoodhutton.co.uk

BISHOP'S STORTFORD
Nick Mayhew – Chairman
Price Bailey LLP
01279 755888
nickm@pricebailey.co.uk
www.pricebailey.co.uk

CARDIFF
David Challenger 
UK200Group President
Watts Gregory LLP
029 2054 6600
d.challenger@watts-gregory.co.uk
www.watts-gregory.co.uk

GLOUCESTER
Will Abbott
Randall & Payne LLP
01452 723377
wja@randall-payne.co.uk
www.randall-payne.co.uk

HEMEL HEMPSTEAD
Colin Howe
Hillier Hopkins LLP
01442 269341
colin.howe@hhllp.co.uk
www.hillierhopkins.co.uk

LONDON NW8
Nigel Walfisz
Martin Greene Ravden
(MGR) LLP
020 7625 4545
nigel.walfisz@mgr.co.uk
www.mgr.co.uk

WORCESTER
John Painter
Nicklin LLP
01905 454854
john.painter@nicklins.co.uk
www.nicklins.co.uk

Members of the Business Strategy Panel

l Focusing on being mentally strong and always keeping
going

l Believing in our identity and who we are, especially
when playing away from home

l Sticking together
l Staying grounded and humble 
l Enjoying and contributing to all that is special about

being in a team, don’t take it for granted.

I can see the same ethos being put in place in the England

Rugby squad at the moment and whilst I have faith that
they will deliver marvellous things I have to admit that in
respect of the Arsenal that marvellous thing will probably
not include Champions League qualification, well, at least
for this year anyway.

David Rankin, Harwood Hutton Ltd
Member of the UK200Group Business Strategy Panel
davidrankin@harwoodhutton.co.uk



The Legal Aid, Sentencing and Punishment of Offenders
Act 2012, otherwise known as the Jackson Reforms
received Royal Assent on May 2, 2012, with the majority of
clauses coming into effect in April this year.

The Jackson Reforms originally came about because the
senior judiciary had become concerned that the cost of
civil justice in England & Wales had often become
disproportionate to the issue.

However they have major consequences for the insolvency
profession.

Under the Jackson Reforms, Conditional Fee Arrangements
(CFA) and After the Event (ATE) insurance will not be
recoverable from the losing side in any litigation.

A CFA is otherwise known as a ‘no win no fee’
arrangement, and provides that legal fees, excluding
disbursements, only become payable if a case is won. ATE
insurance is taken out to cover adverse costs if the case is
lost.

For insolvency practitioners the Jackson Reforms sets out
worrying changes to how CFAs and ATE insurance is
recovered, which could affect unsecured creditors.

CFA’s often result in very high costs where a case is won
because the solicitors are entitled to uplifts over and above

their usual charge out rates. Creditors will lose out as
insolvency professionals will have to pay these uplifted
costs out of the win.

Thankfully, the Government, in its wisdom, has decided to
delay the implementation of this aspect of the Jackson
Reforms for ‘insolvency proceedings’  for two-years until
2015.

Until recently, however, it was not clear whether the 
delay would apply only to proceedings brought by
liquidators, administrators or trustees in bankruptcy under
the provisions of the Insolvency Act 1986, or whether it
would apply more broadly to claims brought by
companies that have entered into liquidation or
administration under the Act. 

It has now been confirmed that all these categories of
claim will benefit from the delay. 

As a member of an R3 working group that has campaigned
for the delay, we are lobbying for the insolvency aspects of
the Jackson Reforms to be made permanent so creditors in
an insolvency proceeding do not lose out.

Richard Hooper, Haslers
Member of the UK200Group Business Strategy Panel
richard.hooper@haslers.com

10

Jackson Reforms leave real question marks for Insolvency
Practitioners
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ACCOUNTANTS
Insolvency Practitioners (IPs)

AYLESBURY
David Butler
Hillier Hopkins LLP
01296 484831
david.butler@hhcr.co.uk
www.hillierhopkins.co.uk

BIRMINGHAM
Martin Smith
Dains LLP
0845 555 8844
msmith@dains.com
www.dains.com

CARDIFF BAY
John Cullen
Harris Lipman
029 2049 5444
johndcullen@harris-lipman.co.uk
www.harris-lipman.co.uk

DERBY
Nicki Hawksley
Dains LLP
0845 555 8844
nhawksley@dains.com
www.dains.com

LONDON E4
Tony Sanderson
Price Bailey LLP
020 8531 0505
tony.sanderson@pricebailey.co.uk
www.pricebailey.co.uk

LONDON N20
Martin Atkins
Freddy Khalastchi
Barry Lewis
Harris Lipman
020 8446 9000
martin@harris-lipman.co.uk
freddy@harris-lipman.co.uk
barry@harris-lipman.co.uk
www.harris-lipman.co.uk

LONDON NE
Roger Cain
Richard Hooper
Nick Nicholson
Haslers
020 8418 3333
roger.cain@haslers.com
richard.hooper@haslers.com
nick.nicholson@haslers.com
www.haslers.com

OXFORD
Sue Roscoe
Anthony Harris
Lawrence King
Critchleys LLP
01865 261100
sroscoe@critchleys.co.uk
aharris@critchleys.co.uk
lking@critchleys.co.uk
www.critchleys.co.uk

SHEFFIELD
Christopher Brown
Andrew Maybery
Hart Shaw LLP
0114 251 8850
chris.brown@hartshaw.co.uk
andrew.maybery@hartshaw.co.uk
www.hartshaw.co.uk

Members of Business Recovery & Insolvency

LAWYERS
Lawyers supporting Insolvency 
Practitioners

GUILDFORD
David Foster
Barlow Robbins LLP - Solicitors
01483 562901
davidfoster@barlowrobbins.com
www.barlowrobbins.com

LEAMINGTON SPA
Andrew Harris
Wright Hassall LLP - Solicitors
01926 886688
andrew.harris@wrighthassall.co.uk
www.wrighthassall.co.uk
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The UK offers an attractive base in Europe 

European businesses at the moment are looking closely at
the UK as being a good market for them to operate in and
to operate from.  Obviously all businesses are looking at
the opportunity of increasing their market by widening it
to new markets and exporting to other countries but often
hurdles are in the way.  When trading business to business
it is in many aspects much easier, as there tend to be a
limited number of customers who have larger orders. In
today’s electronic and internet age with intermediation, we
are seeing many historically B2B businesses becoming B2C.

I have helped a number of established German companies
sell into the UK market as distant retailers (internet traders
to you and I) without any physical presence in the UK
because with today’s logistics, delivering to UK customers
direct from Germany is as easy as delivering within the UK
itself. However, there are requirements for these companies
to report within the UK and normally once established they
will do this through a UK registered limited company.  This
way, it makes it easier to report the UK transactions etc,.
Whilst there are certain registration and service address
issues, none are onerous or expensive.

international

The other client type that I am seeing is the European
based businesses (most frequently at the moment in
France) that are looking at the UK as a better place to
operate.  This applies to businesses which have no
particular need to be in any particular country - often
trading internationally - who are looking at the UK as a
more business friendly environment. The ability to form a
company in the UK with non-UK domicile/resident
shareholders and directors makes the process very easy.
Whilst we may complain about red tape we are
significantly better than many of our European
neighbours.  We have for a long time been an attractive
base for North American businesses to set up and operate
into Europe because of common language. As many
Europeans are good English speakers and International
trade is still mainly conducted in English, an English
speaking base can be an advantage.

Jonathan Russell, ReesRussell LLP
Member of the UK200Grooup International Panel
jrussell@reesrussell.co.uk
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BANBURY
Alan Boby
Peter Clayton
David Stevens
Ellacotts LLP
01295 250401
aboby@ellacotts.co.uk
pclayton@ellacotts.co.uk
dstevens@ellacotts.co.uk
www.ellacotts.co.uk

BEACONSFIELD
John Brace
Jon Cable
Graham Corney
Richard Hutton
David Jones
Cormac Marum
David Rankin
Harwood Hutton Ltd
01494 739500
johnbrace@harwoodhutton.co.uk
joncable@harwoodhutton.co.uk
grahamcorney@harwoodhutton.co.uk
richardhutton@harwoodhutton.co.uk
davidjones@harwoodhutton.co.uk
cormacmarum@harwoodhutton.co.uk
davidrankin@harwoodhutton.co.uk
www.harwoodhutton.co.uk

CAMBRIDGE
Martin Clapson
Price Bailey LLP
01223 565035
martinc@pricebailey.co.uk
www.pricebailey.co.uk

CARDIFF
Anne Smith
Watts Gregory LLP
029 2054 6600
a.smith@watts-gregory.co.uk
www.watts-gregory.co.uk

COBHAM
Robin John
Simon Spevack
Wellden Turnbull LLP
01932 868444
r.john@wtca.co.uk
s.spevack@wtca.co.uk
www.wtca.co.uk

HEMEL HEMPSTEAD
Colin Howe – Chairman
Hillier Hopkins LLP
01442 269341
colin.howe@hhllp.co.uk
www.hillierhopkins.co.uk

LEWES
Christopher Ketley
David Martin
Knill James
01273 480480
chris@knilljames.co.uk
david@knilljames.co.uk
www.knilljames.co.uk

LONDON EC2
Simon Blake
Price Bailey LLP
020 7065 2660
simon.blake@pricebailey.co.uk
www.pricebailey.co.uk

LONDON N3
Adrian Thomas
David Whiscombe
Berg Kaprow Lewis LLP
020 8922 9222
adrian.thomas@bkltax.co.uk
david.whiscombe@bkltax.co.uk
www.bkltax.co.uk

LONDON N20
Martina Fitzgerald
Harris Lipman
020 8446 9000
martina.fitzgerald@harris-lipman.co.uk

www.harris-lipman.co.uk

Members of International Panel

international

ST HELIER (JERSEY)
Derek Rhodes
Alex Picot Ltd
01534 753753
derek.rhodes@alexpicot.com
www.alexpicot.com

WITNEY
Jonathan Russell
ReesRussell LLP
01993 702418
jrussell@reesrussell.co.uk
www.reesrussell.co.uk

WORTHING
David Macdonald
The Martlet Partnership LLP
01903 600555
david@martletpartnership.com
www.martletpartnership.com
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LIVERPOOL

YORK
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The geographic distribution of UK200Group
chartered accountant and lawyer member firms has
established and is continuously building, a strategic
business support which can effectively service key
industries throughout the UK.

This business support also extends globally to over
60 countries through both UK200Group
International 
Associates and access to IAPA, a global association of
independent accounting firms and groups.

Accountants

Lawyers

Geographic distribution
of members
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independent quality assured professionals

Established in 1986 UK200Group is the UK’s
leading mutual professional association of quality
assured independent chartered accountants and
lawyers in some 160 locations spread over the UK,
together with international associates in over 50
locations across the world. UK200Group provides
services and products that are designed to enhance
the business performance of its members. 

For a full list of members visit:
www.uk200group.co.uk

3 Wesley Hall
Queens Road
Aldershot 
GU11 3NP
Tel +44 (0)1252 401050  
Fax +44 (0)1252 350733  
Email admin@uk200group.co.uk

UK200Group is an association of separate and independently
owned and managed chartered accountants and lawyer firms.
UK200Group does not provide client services and it does not
accept responsibility or liability for the acts or omissions of its
members.  Likewise, the members of UK200Group are separate
and independent legal entities, and as such each has no
responsibility or liability for the acts or omissions of other members.

This publication contains material for general information
purposes and does not constitute legal or other professional
advice. Every effort is made to ensure that the content is accurate
and up to date but readers should always seek specific advice before
taking, or refraining from, any action or relying on the information
given here.

Member listings correct as at April 2013


