
WITH

Paul Surtees, CEO, Capitalise
Kirsty McGregor, Founder, The CFN

Community Catch-up



We’ve hit the press!



The Pledge

● Check in. 

● Prompt a forecast. 

● Assess further support & funding needs. 



Community Catch-Ups - Today’s Agenda

1. Ensure you’ve found your way to the Skills Hub
2. How to start using the resources with your clients
3. Demonstrating 2 new resources
4. Sharing how some firms are using this campaign
5. We want to know how you want these webinars to evolve
6. Answering any questions you have



Step 1 - Registration on www.capitalise.com



Step 1 - Registration on www.capitalise.com



Step 2 - Receive an email from #LNBB



Step 3 - Click “I pledge to take action”



This takes you to the Skills Hub



Spreading the word



Scroll down….



And again….



And again….



Each episode says ‘Read more’



Behind each episode are more “Additional Resources”



Episode 1 - “Additional Resources”



Trial of Critical Assessment has received Critical Acclaim!

“The great thing about this is that it makes accountants comfortable as is it uses numbers in a spreadsheet”

“These are mega!”

“I think partners and managers will be comfortable using as it is really only a catch up call with a simple structure added 
to record the results”

“I have used this with 3 clients and the results were very interesting, unexpected action points came out of all three”

“It is the classic accountant thing of thinking you know what a client wants without actually bothering to ask them”

“Used across the firm, I think would uncover all sorts of valuable advice needed by clients”



Critical Assessment



Outgoings Timeline









How other firms are finding this

1. One was doing tremendously well (which I expected) and was sitting on a huge pile of cash. They said they are now 
looking to invest in large capital expenditure projects, which I didn’t know - I reminded them about best use of capital 
allowances/timing and they now want proper advice on this. I have also put down as potentially acquisitive which I will 
follow up later.

2. One had suffered during lockdown but was getting back to normal, had made a few redundancies and furloughed staff 
but was managing cash well. They had already decided to apply for a CBILs as insurance policy for a possible second 
wave, which again I didn’t know about. I have offered to assist using Capitalise if needed.

3. Another client was developing a 5 new residential properties using an element of debt, which they are concerned about 
(I hadn’t thought they were overstretched but they were worried now about being left with unsold properties). They 
wanted advice on the tax liabilities on the disposal of each so they can factor in to the marketing of 2 of them now (one 
of which they originally had intended to become their own) to reduce their risk.



How other firms are finding this

1. I’ve picked up new work from client referrals, this month I have new fees equating to 10% of last year’s turnover! These 
new clients had heard little, if anything, from their existing accountant, then they are told what we have been doing 
and have subsequently wanted to see us. 

2. There seems to be some confusion around the SEISS. We don’t have many self-employed but 25%-33% of them I’ve 
called have assumed they couldn’t claim because they had been working part-time during lockdown. They are mixing 
up the rules with the furlough scheme. So it’s been really useful to have that 1-1 conversation with them and they’ve 
then made those claims.  This might explain why the take-up of these scheme hasn’t been as high as the 
Government expected.





Breaking News - 
grants for professional fees

● England only via Growth Hubs in LEPs 
● SMEs
● £1k - £5k; doesn’t need to be matched
● To directly respond to the impact of 

COVID-19

1. Any sector for tech spend 
2. “Visitor economy” for professional fees 

http://www.lepnetwork.net/


Any questions?
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