Case Study

"' “We have been working with lan as our ‘non-executive

S b h g director’ since 2014. During this time his input has been invaluable in
both the internal strategy of the company, ensuring it is implemented
and followed through, and also with specific projects, including the
merger with another practice, and our exit plan. | would be happy to
recommend lan’s services to any owner looking for advice and
guidance in developing their business.”

Company Name

Banks BHG

Background

Banks Chartered Accountants was formed in 2003 to provide a full
range of accountancy, tax and advisory services to small and medium
Swindon, Wiltshire sized businesses and private wealth clients in Swindon and the
surrounding areas.

Location

Services The business grew successfully over the years through organic growth,

Accountancy, tax and advisory delivery of services to a high standard and by expanding the service
range, for example the addition of payroll. In January 2014 lan Parker
from Henchards started working with the two directors to help
continue and accelerate the growth of the business.

Neil Elsden, Director at Banks recalls the start of the relationship,
“We understood what we needed to do to grow the business but also
recognised the benefit of having an external voice at the table.
Knowing what you want to do and ensuring you do it are two different
things — especially when you are very busy with client work. We met
lan, the relationship immediately clicked and he became an integral
part of the team.”

How it worked

Henchards provided business advice on the company’s growth
strategy and its operational efficiency and effectiveness. As ‘business
advisers’ themselves the role Banks’ directors needed lan to perform
was analogous to a non-executive director.

The growth strategy was mapped out and comprised organic growth,
acquisitions and a focus on becoming the most dynamic and
recognised brand in the local business market. This was supported by
the development of a team of professional specialists that spanned
audit, accountancy, bookkeeping, taxation and payroll. In addition,
the business needed to expand and upgrade its offices, which resulted
in @ move across Swindon to a modern, open plan environment that
has been ideal for the growing team and for hosting business events
and client meetings.
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A further key feature of the business operation was to focus internal
resources on delivering a great service to clients and outsourcing
other activities such as HR, IT support, PR and marketing. This
separation has been both cost effective and allowed the directors and
management team to excel at client management, business
development and service delivery.

The strategy for organic growth was centred on great service, value
based pricing and strong relationship development. As a result, a
significant amount of growth was achieved through existing clients
and referrals.

The brand building and presence in the market has been delivered as
a programme of marketing events and charitable activity, all
effectively promoted and articulated through both PR and social
media. Events have been held at Banks’ offices throughout the year
and provided essential information for clients. The events have also
served to build strong relationships with other local professional
service firms such as lawyers, banks, IFAs and pension advisers. In
turn, this has helped Banks to grow as a result of a steady flow of
referrals.

The acquisition strategy resulted in two local businesses being
brought into the company, the first a small bookkeeping business, the
second a local firm called BHG. The deal with BHG was concluded in
July 2014 and the company was renamed as Banks BHG with the
addition of one further director.

The strategy for the business also included an exit plan. The three
directors were at different stages in their professional careers and
have had different timescales for their exit. The business had to
navigate a course taking into account these different requirements.
One of the three directors departed in 2015 and the remaining
directors secured an agreement for the business to be purchased in
October 2016.

During the period of working together, lan and the directors kept to a
pattern of holding a directors’ meeting twice a month. The meetings
reviewed business performance, team development and structure,
the marketing plan and oversaw the progress of the company’s
acquisition, merger and sale activities.
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Neil Elsden, Director, Banks BHG: “lan’s insight into the process
ensured we retained our focus on the key strategic areas of the deals
and did not get bogged down in the peripheral issues. He consistently
led the discussions and challenged our positions and what we
expected the outcomes to be. Without his input the process would
undoubtedly have taken longer and may never have reached the
successful conclusion it did.”

lan has spoken at and attended events put on by Banks BHG for its
clients, worked alongside the outsource partners and provided
guidance and support to the directors on a one-to-one basis.

The fee income of Banks BHG has grown in the period of working
together by over 70%. In October 2016 the exit plan was completed
when the business successfully became part of RSM, a national and
international audit, tax and consulting firm.
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