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As I enter into my tenth year here at Chartered Developments, and 
reflect on some of the changes within the professional services, it’s 
clear that the sector has seen major change.

Not so long ago, professional service firms were a safe and predictable 
domain occupied and steered by the steady hands of baby boomers. 
The world has changed, with the impatient, always-on generation 
– Y’ers wanting things done their way.

Professional service firms have faced critical shifts in how their 
businesses are being driven, and how their businesses will be driven 
in the future. As client sophistication, governance, connectivity, 
transparency and commoditization increase, firms must respond 
strategically - finding ways to take advantage of these fundamental 
changes. And yet, that is only part of the story; many segments 
within the professional services are also facing unprecedented changes 
in the size of their market and the availability of work. One sector 
that is being squeezed particularly hard is insolvency practitioners.

In this white paper, we explore the main issues negatively effecting 
insolvency practitioners and firms, and while we do not claim to be 
able to address the specific causes head-on, we do aim to address 
the symptoms.

We offer an approach that helps insolvency firms develop a robust 
referrer network, which – when done well – can secure a solid footing 
for firms, and crucially secure ongoing cases and fees.

I hope you find this white paper interesting, informative and helpful.
If I can be of assistance, please feel free to get in touch; my direct 
line is 01392 247214, my mobile is 07704 101202, email Debbie@
chartdev.co.uk

Debbie Forrest

Debbie Forrest

Debbie Forrest
Head of Insolvency Practice Chartered Developments

Foreward:

01392 247200

debbie@chartdev.co.uk

8 Kew Court, Pynes Hill,
Rydon Lane,
Exeter EX2 5AZ
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1. Statistically Speaking

Insolvency has seen its fair share of 
changes and headlines (positive and 
negative) in the last 24 months.

From government consultations, changes
to pensions insolvency driven by case 
law, and even good news for Lehmans’ 
creditors - the industry never stands still.

And yet IP’s are not awash with 
insolvencies cases, in fact it has been 
quite the opposite.

Statistics for October to December 2013
show that the number of company
liquidations decreased by 7.4%
compared with July to September 2013,
and by 7.1% compared with October
to December 2012.

In October to December 2013, the
number of company receiverships and
company voluntary arrangements
decreased compared with the same
period in 2012.

In other words, in the year ending
December 2013, one in 166 active
companies (or 0.6% of all active
registered companies) went into
liquidation, compared with one in 144
in the year ending December 2012.

Related statistics for Scotland and
Northern Ireland show that company
liquidations in Scotland in October to
December 2013 increased by 20.7%,
compared with the same period in 2012;
data from the same period relating to
Northern Ireland indicates that company
liquidations decreased by 18.6%.

In January to March 2014, the number
of company receiverships decreased
compared with the same period in 2013,
but the number of administrations
increased and company voluntary
arrangements remained level.

In 12 months ending March 2014, one
in 167 active companies (or 0.6% of all
active registered companies) went into
liquidation, compared with one in 153
in the 12 months ending March 2013.

“Figure 1: Highlights of The Insolvency Service Q3 2014 findings”
“(July to September 2014)”

“. . . in the year ending
December 2013, one in 166

active companies (or 0.6% of all
active registered companies)

went into liquidation, compared
with one in 144 in the year
ending December 2012.”

Creditors’ voluntary 
liquidations remain 

broadly stable

The number of companies entering creditors’ voluntary
liquidation increased slightly compared with Q2 2014, having 
decreased in the previous four quarters. Compared to Q3 2013, 
there were 13.3% fewer creditors’ voluntary liquidations con-
tinuing the generally decreasing trend since Q2 2013.

Compulsory
liquidations remained 

at trend levels

The number of companies subject to a compulsory winding-up 
order has decreased for the last two quarters, but remained 
in line with a fairly stable trend seen since mid-2012 (with Q4 
2013 being an exception to this).

Other types of 
company insolvency 
increased compared 
with Q2 2014, but 

were lower than the 
same period last year

The number of companies entering administration increased by 
16.9% in Q3 2014 compared to the previous quarter, having 
decreased for four quarters; but was 18.8% lower than the 
same period a year earlier. Company voluntary arrangements 
and receiverships increased slightly compared to last quarter, 
but the trend remains level.

The liquidation rate 
was at its lowest level

The liquidation rate in the 12 months ending Q3 2014 was at 
its lowest level since Q4 1984, the earliest period it is possible 
to calculate the rate.
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2. State of the nation
According to R3, the insolvency trade 
body, signs of business distress have 
almost halved in less than two years.

Published three times a year since 
November 2010 (Wave 1), R3’s Wave 13 
(April 2014) report notes that the 
proportion of businesses experiencing 
one or more signs of business distress 
decreased by four percentage points to 
33% compared to data from October 
2013; and at almost half the level of two 
years ago (March 2012) when 64% of 
businesses were experiencing one or 
more signs of business distress. Critically, 
the proportion of businesses that have 
had to make redundancies is at its lowest 
level since March 2012 (4%) and five 
percentage points down from the R3 
survey in October 2013.

Almost two-thirds of businesses reported 
seeing one or more indicators of growth 
(65%), a decrease of three percentage 
points from October 2013, but still 19 
per cent higher than the first time this 
question was asked (in March 2012).

Even though each of R3’s growth 
indicators decreased by an average of six 
percentage points since the survey in 
October 2013, the average for five of the 
6 growth indicators was 35% - 12 
percentage points higher than the 
average of 23% in the March 2012 
survey.

Regional hilights indicate that;

• Businesses in Scotland, Northern 
Ireland, and Greater London are 
experiencing the most signs of growth

• South West and Wales are 
experiencing the least

With the most recent figures showing 
that over half (57%) of businesses 
reported feeling more optimistic about 
the economy than three months ago, 
and yet the opportunities for IPs are 
likely to be fewer. In addition, of those 
fewer cases,  fees  may  be  lower  
because companies are more able to 
restructure – where previously they 

could not have accessed credit. The 
optimism among UK businesses is 
undoubtedly good news for many 
sectors, and for the UK as a whole. For 
IPs it means that finding work will be 
more difficult, income per case will 
decrease and competition between 
practitioners is likely to escalate.

Regardless of practice size, the outlook 
remains gloomy; as Dan Butters, Deloitte 
Restructuring Partner notes:

“We hold our breath to see how recent 
positive data and renewed CFO 
confidence actually translates longer 
term into the business recovery”

Figure 3: Signs of distress vs Signs of growth, according to R3.

Signs of business distress Signs of business growth

Decreased profits Increased profits

Decreased sales volumes Increased sales volumes

Market share fallen Market share increased

Had to make redundancies Recruiting staff

One of more of the above One of more of the above
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3. State of the zombie nation

Having reached a peak of 160,000 in
November 2012, according to R3, there
are now just 103,000 businesses paying
off the interest on their debts alone.

There can be little doubt that the decline
of zombie businesses is welcome. Many
of the businesses that previously fell into
this category will have used low interest
rates and the extended gap between
recession and recovery to move to surer
financial footing.

Figures from The Insolvency Service for
the final three months of 2013 show
company liquidations and corporate
insolvency procedures declined 7.4%
compared to the previous quarter, and
7.1% down on the same period in 2012.

The decline in overall corporate
administrations is an indication that
banks and government initiatives such
as the tax deferral scheme ‘Time to Pay’,
are propping up zombie companies in
the hope that they can achieve a higher
return through keeping the company
going, and that the incumbent PM’s
insistence of HMRC patience will deliver
political dividends in 2015.

Whilst fully acknowledging the positive
economic impact of continuing to prop
up zombie companies, it is important to
also acknowledge the downside. For
one, a zombie company – even though
it’s a viable company - will have liquidity
frozen. And two, continued suspension
of companies in a zombie form reduces
the flow of work to IPs.

A ‘zombie company’ is defined as 
a company only able to service
 interest on its debt but not the 

debt itself.
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4. Effect of asset leasing

The trend toward leasing rather than
owning assets within businesses has
produced both a high growth sector
within the UK economy, and helped the
UK economy to grow.

The downside is that this trend is having
a significant negative effect on 
insolvency practitioners.

With fewer assets to liquidate, IPs are
finding their income squeezed; and the
latest figures from the Finance & Leasing
Association (FLA) offer little in the way
of consolation. Released on November

6th, data shows a 31% growth in asset
finance new business during September
2014, to reach over £2.5 billion, the
highest monthly figure in almost six
years.

Specifically, equipment finance reported
its strongest growth so far this year, with
new business up 53% in September
compared with the same month in the
previous year; business new car finance
grew by 30% in the same period. While
plant and machinery finance, 
commercial vehicle finance and IT 
equipment finance were up by 22%, 16% 
and 15 respectively.

. . 31% growth in asset finance
new business during September
2014, to reach over £2.5 billion,

the highest monthly figure in
almost six years.

With the liquidation rate is at its lowest 
level since measurement began in Q4 of
1984, it will be vital for insolvency
practitioners to develop and secure
referrer relationships ahead of the
competition.

IPs have already started to see supply
and demand tip against them; fewer

referrals and a surplus of insolvency
practitioners means that competition is
fierce, fees may further erode and the
insolvency sector will lose jobs.

Never before have business 
development and marketing activities 
been so important for insolvency 
practitioners.

. . . the liquidation rate is at its
lowest level since measurement

began in Q4 of 1984.

Figure 3: Signs of distress vs Signs of growth, according to R3.

Data Extracts Plant and machinery Commercial vehicle  IT equipment Business equipment

Sep 14 448 565 147 230 776

% change on prev. year +22 +16 +15 +53 +29

3 months to Sep 2014 1,391 1,401 373 556 2,095

% change on prev. year +20 +13 +15 +24 +30

12 months to sep 2014 5,121 5,804 1,508 2,108 7,386

% change on prev. year +17 +20 +2 +10 +10
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The challenge for IPs is how to approach
and plan work, notably that planning
work should include planning for
business development. Adjusting to a
new way of working, insolvency
practitioners need to not only work in
the business, but work on it as well.

For some practices this will mean pulling
together a calendar of email marketing
material. Ideally the marketing material
should be educational, enjoyable, helpful
and memorable.

Some practitioners may choose to a buy
a list with the intent of growing their
referral network; other practitioners may
decide to nurture their existing network.

Whether nurturing or growing – or
perhaps both – the key is to work with
an accurate and up to date database. It
is a waste of time, effort and money
preparing and sending emails unless the
distribution list is clean.

However emailing alone is unlikely to
nurture current or create new referrers.
As with just about any type of 
relationship, regular personal attention is 
required in order for the relationship to 
continue, and develop. The challenges – 
and the opportunities - for insolvency 
practitioners are to find ways of keeping 
in regular contact with a database of 
current and potential referrers.

Setting aside time each day to call 
current and potential referrers is a 
starting point.

Calls need to be planned to ensure each
conversation progresses on from 
previous calls. Structure calls so that 
referrers feel positive about the time 
they give.

Ask to meet them, agree an agenda and
send it in advance by email ensuring the
reasons for the meeting are understood.

Having met, agree follow up actions
including when to speak or meet again.
Take this approach with as many current

and/or potential referrers as possible,
and stick to a routine. Instead of viewing
business development as a necessary evil
and doing the bare minimum, insolvency
practitioners now have an opportunity
to stand out, and to distinguish
themselves through their business
development activities.

Changing approach, and learning how
to work proactively, by targeting and
structuring business development
actions, means that IPs can take control
of their businesses.

In some cases, and particularly in the
larger firms, marketing and business
development will be established 
functions and already working on 
programmes to develop their referrer 
network. In firms without marketing or 
business development support, the 
responsibility of developing a referrer 
network will fall to the insolvency 
practitioners.

Instead of viewing business development
as a necessary evil and doing the bare
minimum, insolvency practitioners now
have an opportunity to stand out, and
to distinguish themselves through their
business development activities.

Changing approach, and learning how
to work proactively, by targeting and
structuring business development
actions, means that IPs can take control
of their businesses.

In some cases, and particularly in the
larger firms, marketing and business
development will be established 
functions and already working on 
programmes to develop their referrer 
network.

In firms without marketing or business
development support, the responsibility
of developing a referrer network will fall
to the insolvency practitioners.

. . .this is a big change in the way
that business development is

approached and requires an even
bigger change in how business
development is perceived by

insolvency practitioners.

5. Working on the business verses working in the business

. . . insolvency practitioners need
to not only work in the business,

but work on it as well.
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6. An integrated business development approach for Insolvency
Practitioners

Many lawyers fully understand and agree
with the need for business development
in the current climate.

The issue they face is that they do not
have the time or the skills required to
run their own campaigns, nor do they
have the budget to hire employees
dedicated to business development.

Employment lawyers can address these
time management, skill and resource
issues by getting help from professional
business development companies.
However not all services are created
equal.

Telemarketing is at the heart and soul of
business development; even though
many might have negative impressions
of the service, the phone remains a key
tool in managing and developing
relationships on an outsourced basis.

As this service will be the voice of the
employment specialist, there are some
key questions that should be asked
before getting involved:

6.1 • Ask about the quality of the data
they have
If the telemarketing company is buying
data and call lists, question them on the

quality of this data. Contacts on the list
must fit with the buyer profile – there
can be no compromise on this.

Another area to be clear on is the type
of conversation to have. Lots of short
calls to answer a few questions might
be needed; alternatively the campaign
may need fewer calls but longer in order
to draw out more information from the
buyer.

Determine in advance and continue to
communicate through the campaign the
buyer profile and expected outcomes of
calling.

6.2 • Meet them – or least speak on the
phone
Meet – or at least speak to – some of
the people who will be making the calls.
Are they smart, personable yet
authoritative? Will they be able to
connect with the prospect on the 
phone? The human touch counts, so 
make sure you are comfortable with the 
team who will be calling.

6.3 • Industry standards
Ask about the telemarketing company
about the industry standards and
regulations they work to. In the UK, the
DMA publish detailed guidance about

best practice for business to business
telesales; any telemarketing agency
worth their salt will be able to tell you
how they comply with the relevant
regulation.

6.4 • Take references
As with any new service, follow up with
previous clients to see what their
experience was when working with the
company. Telemarketing companies that
have achieved success and built good
relationships with their clients should
have no qualms about doing this.

6.5 • The handover
Finally, find out how sales leads will be
handed over. This can be the biggest
weakness in the process, and if the
telemarketing company does not have
a well-oiled handover between the leads
generated by telesales and the IP, much
of the investment made in the campaign
will be wasted.

You should ask for clear guidance on
how they see this being done.

Many IPs fully understand and
agree with the need for business

development in the current
climate.

The issue they face is that they
do not have the time or the skills.

“The feedback I receive from my
appointments is testimony to the

competence of the team at
Chartered Developments.”

Mark Goldstein
MGA

DATA SOLUTIONS

TELEMARKETING
Build your brand awareness and create leads for referrals.

Gain further knowledge on your prospects.
Understand more about the referrers market.

SALES PIPELINE MANAGEMENT
Keep in touch, nurture relationships and move opportunities

for a referral forward

EMAILS / NEWSLETTERS
Engaging & Informative

SOCIAL MEDIA
Stay connected with prospects

More referrals more often



7. The Chartered Developments advantagePractitioners

Chartered Developments are recognised
as the business development via lead
generation authority among the
professional services within the UK.With
a reputation of being highly consultative,
Chartered Developments deliver high
quality and timely qualified leads.

The majority of lead generation activities
take place on the ‘phone and are
followed up by email, building
relationships and booking appointments
on behalf of clients.

Chartered Developments also support
their clients’ business development
objectives by

• Managing the firms’ social media
   networking (for example, linkedIn),
• Nurturing relationships and
• Proving sales training to help close
   business from the leads generated.

With an enviable portfolio of clients
ranging from accountants, law firms,
insolvency practitioners, actuaries,
pensions consultants, banks and global
business consultancies, Chartered
Developments are trusted by firms large
and small to provide superior leads and
professional, peer-to-peer introductions.

By continuing to focus on core activities
and only hiring experts, Chartered
Developments are often seen as
outsourced marketing and business
development departments of firms; a
position that the company feels 
honoured to hold.

“The team at Chartered
Developments are a real asset to

our marketing. We particularly
like their market knowledge,

regular updates with a dedicated
account manager and their

professionalism.

Above all, they
secure good meetings from
which we can get business.”

Lisa Thomas
Neville & Co

“Chartered Developments have
proven to be a real asset to my
practice. They know the market

and are friendly, yet a highly
professional business which I

have no reservations
recommending.”

Laurence Factor
Newman & Partners

01392 247214 debbie@chartdev.co.uk

Debbie Forrest  |  Insolvency Specialist 

8 Kew Court, Pynes Hill,
Rydon Lane,
Exeter EX2 5AZ

If you would like to know more about how Chartered Developments could help your business 
then please contact  Debbie Forrest, the Insolvency Specialist at Chartered Developments.

Debbie Forrest




