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University of Warwick Science Park, Sir Williams Lyons Road, CV4 7EZ, UK  

AdvanceTrack® selected in a competitive 
process as long-term outsourcing partner for 
this multi-partner multi-office practice. 

This Top firm conducted a review of all the major outsourcers.  
Having completed their due diligence, AdvanceTrack® were 
selected. Some of their reasons are listed here:

Why was Outsourcing important to the future of the firm?
•	 To provide additional capacity at certain times of the year

•	 Recruitment in the area is difficult so to reduce the number of 	
	 new staff required in the future
•	 To provide a more process driven approach to exercises 		
	 such as accounts production
•	 To offer trainees and staff more interesting and challenging work

•	 To save money as a result of the above

Why was AdvanceTrack® Chosen?
•	 The fact you were based up the road, in the UK and 		
	 accessible within an hour or so
•	 The fact that having trained with Rabjohns and then worked for 	
	 other	UK practices you fully understand the type of work that we 	
	 do and the pressures and issues facing us as a firm
•	 The simplicity of your AdvanceTrack® system
•	 The professional attitude of the staff

To p  6 0  f i rm  ch o o s e s  A d v a n c e Tra ck ®

This 15 partner regional practice needed  
to free up time for tax staff. 

The major problem the firm had, as with many firms was a peak 
of work from around September to January. This meant that 
advisory work suffered delivery delays during this period.

How did AdvanceTrack’s® approach appeal?
Experienced UK Chartered Accountants and Chartered Tax Advisers 
run the business. The secure AdvanceTrack® system enabled the 
client to manage the work.

So were the client’s expectations met?
The jobs have been coming back this week, we’re really pleased with 
the quality and find the working papers very useful. Once I import the 
file back into CCH, all the standing data re-appears...” 

On discussing the service with the client manager, they confirmed 
jobs were approved within 5 minutes of receiving them. The firm sees 
ongoing value in using this service as the firm has used the service 
since 2008. 

Having completed their due diligence, AdvanceTrack® were selected. 
With tax returns for c£30 - £35, our teams allow your team to add 
extra profits and/or drive better client service.

A d v a n c e Tra ck ® s e l e c t e d  t o  d e l i v e r  
6 0 0  t a x  re t u rn s  t h ro u g h  b u s y  s e a s o n

Fully managed 
outsourcing.
Not an App in sight!

R UK Headquartered 

R ICAEW Member Firm 

R Run by UK Qualified Chartered 		
	 Accountants

R ISO9001:2015 certified for  
	 Quality Management 

R ISO27001:2013 certified for 		
	 Information Security

R Secure platform with full job 		
	 management 

R Job tracking as standard since 2006

R Process Driven Mass Customisation
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Legislation in the commercial world makes it far 
more difficult – yet another reason for businesses 
to take a great deal more time and trouble with 
their staff selection.

Another vital element of success in sporting 
management is the level of responsibility that 
managers give to their players. Many include 
more experienced members of the team in 
discussions about tactics and team selection. 
Firstly, this allows the players to feel a part of the 
chosen methods and goals of the team, thereby 
strengthening their commitment. Secondly, the 
more responsibility they have, the better they will 
perform. They will feel valued, their self-esteem 
will improve, their belief in what they do will 
increase and they will become more accountable 
for their actions.

It is perhaps not surprising that the rules for 
good management in sport are broadly similar 
to those in business. The ultimate objective is 
the same: working together to achieve success. 
In business terms this means growth and 
profitability; in sporting terms it means accolades, 
fame and, of course, increased earning ability. 

Taking lessons from those who coax 
extraordinary performances out of extraordinary 
people will perhaps help those whose task it is to 
coax extraordinary performances out of  
ordinary people.

Ultimately, sport is about performance and the 
three elements that go into it: drive, determination 
and discipline. All are found in every successful 
team; all are found in every successful 
organisation. They are essential motivators and 
can be taught to the entire team or organisation, 
helping to create a culture where people can 
make a positive difference.

In its recognition of the power of management, 
sport is leaps and bounds ahead of much 
of the business world, which still underrates 
the influence of the immediate supervisor on 
employee motivation and performance. This 
power can be employed constructively or 
destructively. As a former Manchester United 
football manager said: ‘A good manager can 
make a team 10% better, a poor manager can 
make it 50% worse’. 

Phil Shohet, Senior Consultant 
Foulger Underwood  
www.foulgerunderwood.com

P
eople whose closest acquaintance with any form of physical 
exercise is the 10-metre dash from sofa to fridge during TV 
commercial breaks often have no qualms about offering 

their expert opinion on the performance and decision-making of 
individuals, teams, coaches and managers.

All these armchair athletes have one thing in common: an 
unshakeable belief that their team would do much better if they were 
in charge. But offer those same individuals the opportunity to take over 
the management of their respective companies and few would have the 
same confidence in their abilities. The worlds of sport and work are very 
different. Or are they? 

Businesses often look to the examples of successful sporting teams 
to improve the performance of their workplace teams, sending them 
on courses designed to identify those with leadership abilities and 
encourage better all-round teamwork. Experience has shown that people 
who work together as a team function more efficiently than a group of 
individuals trying to achieve the same objective on their own. It therefore 
seems logical to suppose that sport has many lessons to teach the 
commercial world when it comes to maximising the skills and potential of 
their employees.

Examination of the advice offered by some of the world’s top sporting 
managers reveals a number of common themes. One of the most 
important is: players play, managers manage. To be truly effective in a 
leadership and coaching role, it is impossible to be part of the team as 
well. Just as important, technical expertise and managerial ability do 
not necessarily go hand in hand. New Zealand All Blacks rugby coach 
Graham Henry never played at the top level, yet he managed arguably 
the most successful rugby team in the world. There are examples of 

other successful leaders in sport who were average players.
The manager’s care of and attitude towards the individuals within 

the team are integral to their long-term success. ‘People don’t care 
how much you know until they know how much you care,’ is a mantra 
repeated by many top coaches. Their key to motivation is to convey the 
clear message that they want the individual to achieve, not just for the 
good of the team, but because they have a genuine interest in seeing 
that person fulfil his or her potential. The success of the team as a whole 
will follow as a natural result.

Just one aspect of this attitude is the different approaches to 
performance reviews. In sporting teams, this is a continuous process 
and a major part of the management role. In business, it is a formalised 
process that happens on an annual basis. But why wait a year to tell 
someone they’re not doing a good job – or promote them if they are?

Choices, choices…
Finding the right players for the team is, of course, key to success, and 
many sporting managers are surprised at how little time and effort the 
business world seems to expend in recruitment and selection. There 
can be few human resource managers or staff partners who cannot 
recall several occasions where new recruits have failed to live up to the 
promise of their CV. Indeed, surveys show that a considerable number of 
CVs bear little relation to the achievements and abilities of the authors.

This is extremely rare in the world of sport: managers are far more 
rigorous in their selection process and take nothing for granted. 
Personality profiling is now common for new players, with the resulting 
report used by the manager to better understand the individual and how 
they need to be handled. One of the big advantages sporting managers 
have is their ability to drop underperforming or disruptive players.

Sporting chance
In its appreciation of the performance-boosting power of management, sport leaves  
much of the business world trailing far behind, according to Phil Shohet

Top 10 leadership tips

1. 	 Treat everyone as equals in the way 	
	 you speak to them
2. 	Lead by example
3. 	Provide continuous encouragement
4. 	Do not dwell on mistakes or
	 apportion blame
5. 	Make everyone feel part of the
	 same team – no cliques

6. 	 Involve everyone but keep  
	 your distance
7. 	 Trust your subordinates’ judgment
8. 	Ensure there is no hidden agenda;
	 inform everyone of the objectives
9. 	 Get rid of persistently disruptive
	 individuals
10. Appear to be calm and in control

‘It is amazing
what you can

accomplish if you
do not care who

gets the credit’

Harry Truman

‘One learns
people through

the heart, not
through the eyes

or the intellect’

Mark Twain

‘A good manager
can make a team

10% better, a poor
manager can

make it 50% worse’

Sir Alex Ferguson

A
rti

cl
e 

co
ur

te
sy

 o
f A

cc
ou

nt
in

g 
an

d 
B

us
in

es
s 

- A
C

C
A

’s
  

m
em

be
r m

ag
az

in
e.

 w
w

w
.a

cc
ag

lo
ba

l.c
om

/a
b

"FINDING THE RIGHT PLAYERS 
FOR THE TEAM IS, OF COURSE, 
KEY TO SUCCESS."

n


