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Scaling up your business Cloud vs Hybrid Cloud 
What’s best?How do you scale up your business and 

take it to a new level?

A scale-up business is any business that is 
looking to grow in terms of market access, 
revenues, and number of employees, 
adding value by identifying and realising 
new opportunities. Scale-up businesses 
are the engine of growth for the Scottish 
economy, creating wealth, opportunities 
and employment in a competitive 
environment.

Organic versus inorganic growth 
Firms can scale up in one of two ways. 
They can focus on organic growth - 
growing gradually thorough increased 
sales and market share. Alternatively, they 
can scale up through inorganic growth 
strategies such as through an acquisition or 
a merger with another business.

Commit to growth
Scaling up a business takes a huge amount 
of time and effort so you need to ensure 
that your management team is committed 
to growing the business. You and your 
team will need to create realistic growth 
targets, develop plans and concrete 
actions of how growth will be achieved. 

Upskill your team
Your management team will have a 
given level of expertise. However, 
delivering a growth strategy may require 
an expanded skillset. Take the time to 
identify the skills required to realise your 
growth strategy. Do you have people 
with good management experience, 
an understanding of the relevant 
technology, good financial skills and a 
background in change management? If 
not, you will need to upskill your current 
team or hire in experienced professionals 
to help drive growth.

Collaborate
In order to scale up your business you 
will need to create partnerships with 
people and firms outside of your business. 
Consider your routes to market and 
identify potential service providers, sales 
channel partners, suppliers and key clients 
who you can work with in order to form 
alliances that will drive the growth of 
your business. If you are focused on 

Many businesses are starting to realise 
that having all their data in the cloud 
may not be the best option.

Due to cyber-security concerns, many 
businesses are migrating applications 
and data away from the public cloud 
in favour of a mix of on-premises and 
private cloud environments.

Hybrid cloud technology is therefore 
becoming a more popular solution. 
A hybrid cloud is a combination of 
on-premises and off-premises (or cloud-
based) IT infrastructure platforms. The 
hybrid solution allows a business to run 
applications on multiple platforms. 

This increases efficiency and allows more 
flexibility as some software may only be 
available as a cloud based product.

In addition to allowing firms to choose 
the right platform for the right systems, 
a hybrid cloud platform can also create 
cost savings as well as improved IT 
performance. These days, employees or 
even your customers may require a cloud 
based IT solution but you may want to 
keep your company financials and client 
data on-premises, rather than in the 
cloud, in order to reduce cyber-risks. 

Cloud based solutions also enable your 
team to be more productive. It can be 
hard to access systems and files when 
out on the road. A hybrid cloud solution 
can allow your mobile team members 
to access the data they need when they 
are out and about – essential in today’s 
“always online” business environment.

In some ways, the shift to a hybrid cloud 
solution is a no-brainer. However, it 
does have its challenges. For example, 
your business may be used to working 
with a single, on-premises IT solution 
that is serviced by a single IT support 
company that looks after your network, 
your hardware and your various 
software systems. 
 
Moving to a hybrid cloud solution may 
mean that your business needs to work 
with multiple external IT companies in 
order to support, manage and protect 
your on-premises and cloud-based 
systems. This adds complexity and needs 
to be carefully managed in order to make 
it work.

However, if you manage the 
implementation properly, your business 
will benefit from having a more flexible 
IT infrastructure. As your business 
grows, you can use your cloud-based 
technology to scale up without the 
expense of buying in additional on-
premises servers. This can also help you 
to keep your operational costs in check.

Martin Aitken & Co is currently migrating 
towards a hybrid cloud solution and 
although we are not there yet and have 
a few further hurdles to overcome, our IT 
Director, Graeme Frew would be happy 
to share his experiences with you or 
answer any queries you may have. 

You should also discuss this with your 
current IT services provider or in-house 
IT manager to find out if a hybrid cloud 
solution would suit your business.

“Cloud based 
solutions enable 
your mobile 
team members 
to be more 
productive”

Mark Tenby, 
Director 
mark.tenby@maco.co.uk

expanding into new markets, you will 
need to create collaborative business 
relationships with sales partners and 
suppliers in those countries, and may 
need to create formal agreements with 
these new business partners.

Business Gateway (BG) 
support for SMEs
Martin Aitken & Co work with BGs in 
Glasgow, North and South Lanarkshire and 
West Lothian providing SMEs with scale up 
advice covering: business strategy, financial 
systems and procedures, raising funding 
(equity, debt and grants) and achieving 
growth through mergers, acquisitions and 
sales e.g. MBOs/MBIs. 

Business Gateway is actively seeking SMEs 
and social enterprises with expansion, 
growth, M&A and business investment 
projects. They have a team of private 

sector business consultants in place, 
covering strategy, finance, legal, human 
resources, IT and marketing to help you 
to scale-up. 

If you have a business investment project, 
or if you are looking for advice to take your 
business to the next 
level, get in touch 
with me, as there 
may well be support 
and funding available 
to you – it may 
make the difference 
between the project 
going ahead or 
remaining on the 
drawing board.

“It may make the difference between 
the project going ahead or remaining 
on the drawing board.”

Mark Mcrae, Director 
mark.mcrae@maco.co.uk
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The cost of running a business goes up every 
year, but when was the last time you increased 
your prices?

Many business owners and managers worry that if they 
were to increase prices, they would lose customers. 
However, a customer will often be willing to pay a 
higher price if they feel they are getting value for 
their money. 

A good way to increase your prices can be to bundle 
products or services together and offer the combined 
bundle at a price that offers value to the customer. For 
example, a phone contract might have a higher price 
but it may include a bundle such as unlimited calls and 
20GB of data per month. The key is providing value to 
the customer.

Find a way to differentiate your offering. Perhaps you 
could offer new online services to your customers such 
as an online portal or an app. Maybe you could create 
faster, more efficient processes so that your customers 
get a faster, more efficient product or service from 
your firm, compared to the competition. If you offer 
something that is seen to be the best in its class, that 
offers a benefit to your customers, you may be able to 
increase your prices.

You can test a higher pricing strategy on new 
customers. Your existing customers might be resistant 
to a price increase but new clients will be unfamiliar  
with your pricing so they may accept the higher price  
if they feel that you offer more value to them than 
your competitors. 

If you do increase prices for your existing customers, 
you need to communicate well and explain clearly, why 
you had to make the decision to increase your prices. 

How to raise your prices 
without losing customers

Do your market research to make sure that your pricing 
is not completely out of line with competitors. If your 
business is not significantly different to the nearest 
competition, you may run the risk of losing clients.

Large sudden jumps in your 
prices will not go down well. 
Instead, introduce gradual 
increases such as 5% or 10% per 
year, depending on the type of 
business that you run. 

Everyone knows that the cost 
of doing business goes up 
each year. If you communicate 
with your customers, they 
may be more receptive to 
small increases.

“Large sudden jumps 
in your prices will not 
go down well. Instead, 
introduce gradual 
increases such as 5% or 
10% per year.”

There is still uncertainty around what 
Brexit will mean and planning for a “No 
Deal” scenario seems sensible right 
now given the new Prime Minister's 
vow to deliver Brexit 'do or die' by 
31 October 2019. 

Businesses that buy and sell from the EU 
should have contingency plans in place 
that will need to be flexible to cope 
with a variety of possible outcomes. If 
a ‘No Deal’ happens after 31 October 
2019 there are a range of issues that will 
have to be considered and addressed, 
including: 

Movement of Goods
Customs declarations will need to be 
made and the UK is implementing a new 
electronic customs declaration system for 

what now for businesses 
that trade with the EU?

businesses. You may also need an agent 
to help with import / export declarations 
as you would for trading outside the EU.

Supply Chain Analysis
Knowing where inputs come from and 
what product category they fall into 
can help assess potential tariffs. For 
businesses that only exported to the 
EU this will be new and could be 
time consuming.

Product Standards and Compliance
UK product standards and regulations 
will be aligned to the EU at the point of 
exit, however in the event of “No Deal” 
then UK assessment and certification 
arrangements could cease to be 
recognised by the EU.

Questions?
We understand there’s lots of information to digest 
and decisions to make. Why not talk to us and we will 
help you to look the potential options for you and 
your business. Call Ewen on 0141-272-000 or email: 
ewen.dyer@maco.co.uk

Ewen Dyer,  
Managing Director 
ewen.dyer@maco.
co.uk 

Elaine Dyer, Director 
elaine.dyer@maco.co.uk

Contracts with EU Companies
If you have contracts with EU companies 
these may need to be redrafted to  
clarify the terms for trade, including  
VAT changes.

EU Employees in the UK and Post 
Brexit Planning
If your business employs EU nationals 
then they should register for settled 
status. You will need to track the 
nationality status of employees going 
forward to ensure compliance with 
immigration rules and regulations.

Other matters
There are likely to be impacts for 
eCommerce, Data Protection, 
IP and Trademarks.

We have produced a “No deal” Brexit 
planning checklist that you can download 
in pdf from maco.co.uk. We will be on 
hand to advise you when the reality of 
Brexit becomes known.

There’s further guidance available on 
the Government’s website www.gov.uk/
brexit and a Brexit Support Grant, funded 
by the Scottish Government, of between 
£2,000-£4,000 is 
available to help 
SMEs in Scotland 
manage a wide 
range of Brexit 
impacts. 
You can apply on 
www.preparefor 
brexit.scot

We have produced a “No deal” 
Brexit planning checklist that 
you can download in pdf from 
maco.co.uk. We will be on hand 
to advise you when the reality of 
Brexit and its impacts become 
known and understood.
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It may well be the missing piece that 
will help you to achieve your growth 
objective as well as securing the 
funding to make it happen. 

Applying for grants can be viewed 
as drain on time and resources and a 
distraction from running the business 
and achieving the targets set out in the 
business plan.

However, many who have been through 
the process will tell you that they owe 
their growth to not only the funding they 
secured, but also the rigour of the funding 
process. The application process can be 
time consuming. However, going through 
the process can be good for the business.

By analysing what you do, what you 
want to do and where you want to take 
the business i.e. convincing funders that 
your proposals are economically viable 
and will lead to sustainable growth and 
a decent return for them will help you to 
sharpen your commercial strategy and 
proposition. It can also be the catalyst 
for the development and innovation 
required to turn your vision and ideas 
into reality.

Don’t be put off by the 
grant application process

How can we help? 

• Assess your investment plans and  
 the purpose of funding.

• Review the potential for grant   
 funding - we’ll also give you an early  
 assessment on the likelihood of  
 securing a grant.

• Quantity the case for assistance,  
 taking into account any historic  
 grant offers and conditions   
 attached.

• Recommend suitable grants from  
 both public and private sector   
 providers.

• Apply for the grant - we will help  
 you through the whole process.

We have significant experience of 
helping our clients apply for grants that 
are available from Governments, both 
Scottish and UK, EU sources, Big Lottery 
grants and employment grants. 

Upon identification of the most 
appropriate potential grants and 
incentives, we will work with you to 
prepare the application. By using our 
experience of the application processes, 
and requirements, we will ensure that 
your application meets the range of 
qualification criteria.

Martin Aitken & Co client, Cloud Cover 
IT, has collected £324,000 in funding 
to develop its Smart Factory software 
solution. £154,069 came from Scottish 
Enterprise in Regional Selective 
Assistance and Innovation Grant funding 
and UK Steel and Business Loans 
Scotland have contributed £85,000 
each in funding. 

Cloud Cover IT director Lance Gauld 
(left) said: “We are obviously over 
the moon to have secured investment 
funding from Scottish Enterprise to 
bring our Smart Factory technology to 
life”. Euan Ferries, Martin Aitken & Co 
added, we were delighted for Lance 
and Alasdair Gauld, Head of Design, 
(right) and the 
team. It is really 
satisfying to see 
a good Glasgow-
based business, 
servicing a truly 
global client base, 
being supported 
to reach the next 
stage of their 
scale-up journey. 
More power to 
their elbow”.

Angels with bagpipes
David Grahame, executive director 
of LINC Scotland, the business angel 
association, provides an insight into  
the world of business angels operating 
in Scotland.

The private investor is not a recent 
invention. The wealthy have long sought 
to invest their surplus cash in new ideas 
and viable businesses. However, it is 
relatively recently that entrepreneurs and 
policy makers began to recognise their 
importance as a source of funds for the 
new enterprise in the modern economy. 

In Scotland, development of this resource 
has been actively encouraged by LINC 
Scotland, the national business angel 
network, in conjunction with partners such 
as Martin Aitken & Co.

Who are the business angels?
Generally successful entrepreneurs 
themselves, or perhaps senior managers 
from industry, looking for the opportunity 
to invest in up and coming small 
businesses. There is no such thing as 
a typical business angel but one thing 
they have in common is that they 
invest in people as much as in business 
propositions. A good business plan is 
necessary, but never sufficient, to clinch a 
deal. The chemistry between the investor 
and the management has to be right for 
both sides.

Who needs them?
This kind of equity investment is best 
suited to high potential businesses that 
can provide the very demanding rates 
of return required to offset the risk in 
this sector. 

This could include:- young companies 
requiring amounts of investment too small 
to interest mainstream venture capitalists, 
i.e. under £500K – the so called ‘equity 
gap’. Growing businesses who recognise 
the need to strengthen their board or 
management team to sustain successful 
development.

How much is Available?
Collectively, business angels have millions 
of pounds available but as individuals 
they tend to invest in the range of £20K 
to £250K but syndicates or investor clubs 
can come up with much more. This latter 

kind of risk sharing among investors is 
growing in popularity, particularly in the 
high-tech sector.

What can they Offer?
Patient Capital - first and foremost the 
angel is providing long term risk finance 
with a view to sharing in the fruits of the 
business as they ripen. If there are no 
fruits there is nothing to share – or it could 
be a share of significance if the company 
has really taken off.

Business skills and experience – since 
they tend to invest in sectors they 
understand, angels can be an important 
source of advice and mentoring for the 
management of innovative or technology-
based businesses. This kind of added 
value can give the company a real edge 
over its competitors.

Credibility and leverage – with their track 
record of business achievement, having 
business angels backing can greatly 
influence other funders. This is equity, not 
debt, finance so the balance sheet of the 
business is strengthened. This puts it in 
much better shape for supporting growth 

and for levering funds from other sources. 
Quite often the angels have the financial 
skills and contacts to help bring the whole 
package together.

What kind of Business can get 
this investment?
In principle any business that appears to 
offer a suitably attractive return. However, 
the members within the LINC Network 
focus almost exclusively on technology-
rich companies with a very big market 
opportunity. Companies should also be 
eligible under the terms of the HMRC 
Enterprise Investment Scheme which 
provides important tax incentives for 
investors. 

How Angels and Entrepreneurs 
Connect?
Through personal contacts of your own, 
your professional advisers, and of course 
through a network such as LINC Scotland. 
LINC provides background information at 
www.lincscot.co.uk or speak to 
Euan Ferries at Martin Aitken & Co

Euan Ferries, 
Corporate Advisory
euan.ferries@maco.
co.uk
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When it comes to any type of succession, it is best 
to plan and be aware of the various scenarios that 
could play out. 

A deal with the EU provides (some) certainty and an 
orderly exit, whereas a no deal Brexit will undoubtedly 
create uncertainty and endless opportunity OR 
endless disruption. The answer will probably depend 
on your political leaning, economic arguments aside. 

Most people in the UK today would probably, if 
pushed to choose the best way to leave, opt for 
exiting the EU with a deal, as opposed to leaving 
without a deal and the inevitable short term, at least, 
disruption that this will cause to day to day living, work 
and leisure. 

Why? Because exiting the EU without a deal and no 
transition plan, irrespective of how much ‘evidence’ is 
provided, does involve a leap into the unknown, where 
certainty is temporarily off the table. 

Not many people choose to take a leap into the 
unknown where financial consequences are uncertain – 
positive or negative.

Now consider this.

Without a succession plan

Departure of the business-owner manager, or a senior 
director, can lead to a loss of customer confidence. 
Employees can feel unsettled and begin considering 
their own departure. The bank (or investor) begins 
to get twitchy and at best asks for ‘more regular 
meetings’ or at worst ‘pulls up the drawbridge’. 
Business value and goodwill can begin to slide into 
the vacuum left by the senior individual (or owner) 
exiting the business.

…or none of the above. It was ‘winged’ and all turned 
out completely fine. Otherwise known as rowing a 
boat without a paddle. ‘But it was ok as the direction 
of the current and trades carried us to where wanted 
to go anyway’. 

With a succession plan

The business lives on and with the impetus provided 
by the new owner, or director, business value begins 
to grow. The action plan introduces transparency 
and removes confusion at all levels in the business. 

Deal or no deal?
Employees know where they are at and where they are 
headed which reduces insecurity. 

The investor/bank is happy that a formal plan is 
in place and their risk and potential exposure 
remains unchanged. 

Creates a smooth transition – customers barely notice, 
employees look upon it as an opportunity for personal 
progression e.g. management team (potential MBO) 
and the owner can leave with head high, legacy intact 
and with a warm ‘I’ve left it good hands’ feeling. 

And we haven’t even 
mentioned the tax 
consequences of the two 
options, but needless to say the 
latter is better than the former. 
Why? There are no surprises. 
Surprises from HMRC don’t 
often arrive sugar coated. 

So what will it be for you and 
your business when it comes to 
the exit – deal or no deal?
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Derek Hanlan,  
Associate Director 
derek.hanlan@maco.co.uk

On Friday 6 September HMRC 
announced that the introduction 
of the Reverse Charge would 
be delayed for a year, until 
1 October 2020. HMRC sat 
the delay is to give affected 
businesses more time to prepare. 
The existing rules (i.e. no Reverse 
Charge for construction supplies) 
will continue to apply until then. 
If you have any query regarding 
this please contact our VAT 
Manager Iain Johnston. 

www.maco.co.uk

Business Succession
Your options, the potential impacts
and achieving a good outcome

The recent problems with the 
suspension of dealings in a heavily 
promoted UK equity income fund have 
exposed the blurred line between 
advice and guidance. 

According to the Investment Association 
(IA), there are around 3,500 funds on sale 
in the UK. The IA sorts these into over 30 
individual investment sectors, although 
about 10% are listed as being in the 
unclassified sector. 

Faced with such a large choice, 
understandably many private investors 
want some help in making their fund 
selections. The assistance they receive 
has come under the spotlight following 
the recent suspension of trading in the 
Woodford Equity Income Fund (WEIF). 

WEIF’s manager, Neil Woodford, 
established a strong track record with 
Invesco Perpetual before leaving the 
group in 2014 to set up his own fund 
management business. 
Unsurprisingly, a large amount of money 
followed him to his new company. He 
was helped by a common feature of 
today’s fund marketplace: favoured 
fund lists. 

These typically consist of 50 –100 funds, 
spread across those 30+ IA sectors, 
chosen by firms whose main business 
is marketing funds to the public. The 
criteria for selection are not always 
specified, but there is often a heavy 
reliance on past performance. 

When it comes to 
funds, the best 
advice is personal

However, there is one aspect that is clear: 
if you pick a fund from the list, then it is 
you who are making the choice. 
Favoured fund lists do not constitute 
personal financial advice, even if many 
investors think that is what they are 
receiving. At best they are a form of 
general guidance, attempting to sort some 
of the wheat from a large volume of chaff. 

A select list only supplies the selector’s 
opinion at the time. It does not offer 
you a recommendation based on your 
personal circumstances, including 
consideration of the other investments 
you hold, whether held directly or 
indirectly, e.g. via pensions. 

Nor does the provider of the list offer any 
ongoing support, an important factor in 
current market conditions.

There is a role for recommended fund 
lists, but there is no substitute for 
personal, regularly reviewed advice on 
your investments. 

Ian Finch, 
Director MAFS
ian.finch@maco.co.uk

The value of your 
investment can go 
down as well as up 
and you may not get 
back the full amount 
you invested. Past 
performance is not a 
reliable indicator of 
future performance. 
Investing in shares 
should be regarded 
as a long-term 
investment and 
should fit in with 
your overall attitude 
to risk and financial 
circumstances. 
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Cash flow will be the biggest 
challenge in the early part of a 
business’s journey. Unless you have 
been in the fortunate situation 
of using crowdfunding, or have a 
significant amount of investment 
at the outset, managing the cash 
position of the business will prove 
to be the biggest task as you grow 
the business.

Easy to use, better decision making 
and puts you in control.

By April 2019, businesses above the 
VAT Threshold were obliged to keep 
digital records and from 2020 this 
could apply to all other businesses who 
will be updating HMRC quarterly for 
their corporation tax, Income Tax and 
National Insurance obligations digitally. 

It is a significant change for many of us 
and means the end of the annual tax 
return to be replaced with a digital tax 
account where all your information will 
be stored in one place. 

This change in the way HMRC wants 
information from tax payers means 
that you may need to move from 
your existing desktop or manual 
record keeping and onto a cloud 
accounting package.

The good news is we are certified in 
the installation and operation of Cloud 
Accounting software such as Xero and 

Cash is still King
Suppliers may not offer you favourable 
credit terms in the early stages but with 
the vicious circle as it is in life, trade 
customers will expect regular payment 
terms meaning working capital will 
be stretched. It is important that cash 
movements are forecasted as much as 
possible to ensure that the business is 
operating within its means and dealing 
with the various pitfalls of debtors 
and creditors.

… and Cloud 
Accounting is Queen

Gavin Curr, 
Associate Director 
gavin.curr@maco.co.uk

Kim Matheson, Cloud 
& Digital Manager kim.
matheson@maco.co.uk 

Using loans to support the early 
stages of the business comes with its 
own challenges. Lenders will require 
financial projections and will seek 
reassurance that the business will be 
able to service the debt and this will 
need to be factored into your cash flow 
along with the general operations of 
the business. Lenders may also look for 
some form of security depending on 

levels of borrowing and personal guarantees may 
be required which you should bear in mind.

Review costs on a regular basis to ensure that you 
are not overspending and look for areas where you 
can actively reduce costs – all this will go towards 
effective cash management. 

Ideally, you should be thinking at least 3 months 
ahead in terms of business activity and planning 
to ensure that all cash commitments can be met 

in line with expected sales etc. It is also worth 
considering a ‘safe’ balance in your business 
i.e. what is the level of cash you want to retain 
at any one time. This safe balance should be 
enough to cover short term commitments like 
wages should activity not go as planned.

Effective cash management will go a long way 
to assisting you in the general operation and 
growth of your business not to mention delay 
the grey hairs for another few years.

 

Kashflow which is digitally compliant 
and specifically designed for small and 
medium sized business.

Digital accounting software has 
significant advantages over the 
traditional ways of bookkeeping. 
Here are 10 good reasons to make 
the change. 

Imagine if you could:
1. See a clear picture of your current  
 financial position, in real-time.

2. Have your accounts 100% online, 
  so there’s no software to install 
 and everything is backed up   
 automatically. Updates are free  
 and instantly available.

3. Avoid upfront accounting 
 software costs – upgrades,   
 maintenance, system    
 administration costs and   
 server failures are no longer  
 an issue.

4. Have your bank feed your data  
 directly into your accounts on a  
 DAILY basis.

5. Create and send invoices on the go.

6. Track sales, purchases, debtors and  
 creditors – accurately and quickly.

7. Take a photo on your phone of   
 a purchase invoice and it was   
 posted automatically.

8. Estimate tax payment and   
 easy tax filing that matches  
 HMRC requirements.

9. Create estimates, purchase orders  
 and manage your stock.

10. See your results, who owes you  
 money, who you owe to and your  
 business bank balance 24/7, 365  
 from your phone.

Find out more about our 
cloud accounting packages, 
time-saving and productivity 

enhancing business 
applications and add on 

Virtual FD services on 
maco.co.uk/cloud.

Interested to 
find out more? 
Get in touch with 
Kim to arrange a 
demonstration.

How quick are your customers paying you? What are 
your debtor days? How much cash is tied up in short 
term trade debtors? Here are some points to consider 
that will help to improve your cashflow, speed up 
payment time and reduce the risk of bad debts. 

1. Ensure credit checks are being carried out on all   
 new credit customers before any sales are made. 

2. Introduce credit limits on customer accounts and   
 highlight at the start of any new relationship that   
 further goods won’t be issued until payment   
 has been made settling old balances. 

Beating late 
payments 
and minimising 
bad debts

3. Insist on payment in advance  
	 for	the	first	order	to	reduce		
 the risk of ghost orders and  
 likely bad debts. 

4. Offer incentives such as a  
 trade discount if the account  
	 is	settled	within	a	specified		
 period of time.

5. Ensure processes are in  
 place to actively chase   
 outstanding debtors.

Duncan MacCaig, 
Associate Director, 
duncan.maccaig@
maco.co.uk
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If you have been undertaking R&D to develop new products, processes or services 
and incurred costs you may be able to make a R&D Tax Credits claim.

Many companies often think that the R&D Tax Relief Scheme will not apply in their situation or 
they are sceptical about the potential benefits available to them and view the application process 

to HMRC as not worth the effort.

The reality is often very different.
Working with our R&D specialists, we have a proven track record of successfully obtaining R&D 

Tax Relief for UK incorporated companies from a wide range of industries.

What can you claim?
There are a number of conditions to be satisfied but generally speaking: the salary costs for 

those employees within the company who are carrying out the R&D; the materials used 
during the R&D process; the cost of power, water fuels and software used during the 

R&D project; and a % of the R&D sub-contracted expenditure are all 
expenses which form part of the R&D claim. 

How much could you receive?
Up to £25 for every £100 of R&D spend can be claimed and 

received as a reduction in your Corporation Tax bill. 
Loss making companies can receive £33.35 cash back 
for every £100 invested in R&D. Large companies can 

typically claim around 10% of R&D costs back. 
The average pay out in the UK is 

just under £50,000.

Want to get started or find out more? 

Get in touch with Tricia and she will give you an 
indication as to the potential of your claim.

Have you 
recently made a 
breakthrough?

Tricia Halliday, Director
patricia.halliday

@maco.co.uk 

Idea

Employee

Breakthrough Idea

Nurtured Idea

Tech Idea

Out of the box thinking

Big Idea

Innovator & Discoverer

If you don’t know because you are not sure 
where to look or what’s available, then we will 
be able to help. Research recently published 
by the Federation of Small Businesses 
indicated a figure of 90%+ of SMEs are 
missing out on funding which is available 
specifically to them.

We can help you to source and apply for grants 
and other economic incentives for your business’ 
investment plans. 

The need for additional funding can be triggered 
by a number of factors, including e.g.

• New product development.

• Start-up funding.

• Building up operations to meet demand.

• Hiring more people to produce, sell, service 
 and manage.

• Buying or leasing new premises.

• Exporting to overseas markets

• Business succession planning e.g.   
 management team buying out the  
 current owner.

Get in touch with Euan and he'll run through 
what's potentially available to your business  
or organisation.

ARE YOU MISSING 
OUT ON FUNDING 
AVAILABLE FOR 
YOUR BUSINESS?

Sooner or later everyone wants or needs to 
retire. Many people plan to work as long as 
they can so that they have more years where 
they are earning and saving, and fewer years to 
rely on their pension, savings and assets pot. 

For most people, retirement is usually about the 
alignment of two things: money and lifestyle. 

Concurrently deciding when you should retire 
you’ll need to consider: the type of lifestyle that 
you want to maintain in retirement and then you’ll 
need to work out if you can afford it. 

Compromises do tend to follow and each 
individual’s situation will be different to the next. 
Most people do tend to arrive at a preferred 
retirement option, which will fund their desired 
future lifestyle needs and create a time-bound 
financial action plan to make it happen. 

Unfortunately, however, events do tend to get 
in the way of these best laid plans and many 
people who plan to work well into their 60s often 
end up not being able to do so due to health 
issues, family issues (e.g. caring for a relative) or 
employment related issues.

A recent study by the Centre for Retirement 
Research in the US found that nearly 2 in 5 
people had to stop working sooner than they had 
anticipated. This, as you would imagine, can create 
a range of issues not least of which is likely to be 
a shortfall in the size of their retirement pot that 
usually leads to lifestyle compromises 
somewhere down the line.

This is especially the case 
for business owners when 
considering selling the 
business, transferring 
ownership and/or 
management, or succession 
to the next generation in 
the family.

CAN YOU AFFORD 
NOT TO PLAN?

Greig McGarvie, IFA, 
MAFS Ltd. 
gmg@maco.co.uk
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Managing difficult people can be time consuming 
and emotionally draining. You can’t reason with 
an unreasonable person. However, there is usually 
some underlying reason that is motivating them to 
behave in a difficult manner. 

Try to identify the person’s trigger. What is stopping 
them from co-operating with you? It may be helpful 
to set up a one-to-one meeting. This gives you the 
opportunity to ask them what their intentions are 
and why they tend to behave in a difficult manner. 
Sometimes people just need to feel like they are being 
listened to. 
  
Perhaps you can agree what it is you can do to resolve 
the situation. If this doesn’t work, it can be helpful to 
let the person know your intentions and what you are 
trying to achieve. Explain how your objectives and the 
objectives of the business align and how you need 
them to work with you in order to move forward - try to 
build rapport. 

Sometimes we rely too heavily on email and instant 
messaging, we forget to have a conversation with 
people. Talking gives you and the individual the chance 
to build a connection, perhaps through discussing non 
work-related topics such as hobbies or family. It can also 
be useful to get some perspective from others. If an 
individual is being difficult with you, they may also have 
been difficult with others. Perhaps your colleagues can 
help you to see things from a different angle and may 
even offer ideas in terms of a situation.

If the situation cannot be resolved, it is worth 
remembering that no one is indispensable. Regardless 
of how good they may be at their job, you need to 
look at what the overall cost is to your firm. If other 
staff are leaving because they are unhappy, perhaps 
it’s best to part ways with your difficult individual and 
replace them with someone who is easier to work with.

Managing
Difficult	
People

15

Free Confidential HR Helpline for 
MACO clients

Looking for advice or a 2nd opinion on an 
employee related or HR issue? Call Scott 
Ross, HR Manager on 0141-272-0000 for 
a free consultation. 

A recent study suggests 
that 25% of employees 
in the UK are running at 
least one business project 
alongside their day job.

A side hustle is defined as 
a secondary business or 
job that brings in, or has 
potential to bring in, extra 
income. It is particularly 
popular among millennials, 
who tend to start a side 
hustle as a hobby or in order 
to explore a new challenge. 
Millennials tend to have 
different attitudes towards 
work and technology. They 
are used to being able to 
work from anywhere, using a 
smartphone or a tablet. 

Various studies have shown 
that employees who have 
a side hustle report feeling 
happier and more content. 
However, businesses / 
employers seem to view a 
side hustle as a negative 
distraction from their 
employee’s day jobs. The 
truth is that many of the 
best employees have a side 
hustle and employers need 
to be more supportive. A 
side hustle can actually be 
a good thing as long as it 
doesn’t involve working 
for a competitor or doing 
anything that might damage 
the main employer’s 
business.

Employees can learn new 
and useful skills from running 
their own side hustle. They 
can gain real-life experience 
of customer service, project 
management or budgeting 
that can be applied when 
they are working their day 
job. From an employer’s 
perspective, their employees 
are gaining new skills that 
can make them better at 
their jobs and the employer 
doesn’t have to pay for 
any training. 

MANAGING EMPLOYEES 
WHO HAVE A SIDE HUSTLE

Does managing employment 
and HR related issues take 
up too much of your time?

Do you often struggle 
with the ever-changing 
HR legislation?

Do you often put employee 
related issues in the “I’ll get 
to that” in-tray but never do?

Do you need a 2nd opinion on 
an HR issue but don’t want to 
engage a lawyer just yet?

If you have answered yes to any of these questions, 
we are here to help. Many of our SME and charity 
clients don’t employ a HR manager as the size of 
their operation doesn’t warrant it. However, that 
doesn’t mean to say that HR issues and questions 
don’t arise. Quite the contrary. 

If you employ staff, if you want to retain staff, 
if you want to manage more effectively and if you 
to keep your HR practices on the right side of the 
law then you will benefit from working with our 
Virtual HR Assistant. 

From advising on employee relations (disciplinary, 
grievance, redundancy, TUPE) to recruitment 
and workforce planning; and from employee 
development (training needs analysis, career 
planning, employee appraisals) to legal and 
compliance issues 
(contracts, policies and 
GDPR), our Virtual HR 
Assistant is available 
to help.

If you are interested to 
find out more, get in 
touch with us via our 
HR Helpline for 
MACO clients.

VIRTUAL HR 
ASSISTANT

Scott Ross, 
HR Manager 
scott.ross@maco.co.uk

Research from numerous 
studies has found that an 
employee who has the 
drive to work a side job is 
more likely to be innovative, 
proactive, and organised. 
They are also more likely to 
come up with new ideas, 
which they have gained 
through their own new 
experiences. A survey from a 
well-known careers website 
recently revealed that over 
70% of employees with a 
side hustle want to remain in 
full time employment. They 
don’t want their side hustle 
to become their full time 
job, as it’s more of a hobby / 
passion that just happens to 
create an income. 

It seems that the side 
hustle is here to stay and 
employers need to shift 
their view - a side hustle is 
a positive thing. However, 
employers should consider 
adding a non-compete 
clause to contracts just 
to ensure that there is no 
temptation for employees 
to side hustle in any way 
that could damage the 
employer’s business. 
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A survey by HMRC published earlier this year concluded that the public 
have a relatively poor knowledge of inheritance tax (IHT) rules and lack of 
confidence in what they do know. After adjusting for confidence levels, the 
survey concluded that the proportion with a “high knowledge” of the IHT 
rules and how they apply – as opposed to simply lucky with their answers (!) 
was just one in four.

HMRC recently commissioned a survey of 947 people who had made gifts in the last 
two years. To assess knowledge of the IHT system among these donors, they were 
asked eight questions, which are shown below. 

Now it is your turn to try - which of the following statements is true and 
which is false?

IHT Quick Quiz – 
True or False?

(1) A donation to a charity or a 
qualifying political party can count as 
a gift that is exempt from inheritance 
tax - true or false?

(2) Inheritance tax may be paid on 
gifts totalling more than £325,000 if 
the person who makes the gifts dies 
within seven years of making them - 
true or false?

(3) A person can give as many gifts 
of £250 as they want in a year and 
not be subject to inheritance tax, 
as long as each gift is to a different 
person - true or false?

Derek Hanlan, 
Associate Director
derek.hanlan@maco.
co.uk 

Greig McGarvie, 
IFA, MAFS Ltd. 
gmg@maco.co.uk

Who pays it?
Inheritance Tax (IHT) is payable on a 
person’s death if their estate exceeds 
the IHT threshold, also known as the 
nil-rate band. IHT is charged at 40%, 
although the rate may be reduced to 
36% if 10% or more of the estate over 
the threshold is left to charity.

What is the threshold?
The current threshold is £325,000 for an 
individual and £650,000 for a married 
couple or civil partners. An inheritance 
from husband, wife or civil partner is 
exempt from IHT and the survivor can 
claim their spouse’s unused nil-rate 
band upon their death.

What is the main residence 
nil-rate band?
This allowance applies if you want 

Inheritance 
Tax – FAQs

IHT Relief for 
Businesses and Farms

to pass your main residence to a 
direct descendant,such as a child or 
grandchild, therefore it isn’t available 
to everyone. For the tax year 2019-20 
the figure is £150,000 and will rise to 
£175,000 in 2020-21. When it is fully 
introduced in April 2020, this could 
potentially mean that a single person 
has an overall allowance of £500,000, or 
£1m for those who are married or in a 
civil partnership.

What is the seven-year rule?
Gifts of wealth can be totally exempt if 
you survive for seven years after making 
them. Should you die within this period, 
the beneficiaries would potentially be 
liable for IHT, which is charged at 40% on 
gifts above the nil-rate band and given 
in the three years before the donor 
dies. The amount of IHT due gradually 
reduces (‘taper relief’) following the third 
year after the gift was made and every 
subsequent year until after the seventh 
year. Gifts are therefore not counted 
towards the value of your estate after 
seven years.

What can I do to tackle 
my IHT liability?
It pays to take advice. Putting off 
making plans can limit your options. For 
example, a substantial gift made to a 
beneficiary could potentially reduce or 
eliminate your IHT bill. However, you 
would need to survive seven years after 
making the gift for this to take full effect.

There is currently a very generous 100% relief from 
inheritance tax for passing on businesses and farm 
land during lifetime and on death. The rationale 
for Business Property Relief (BPR) and Agricultural 
Property Relief (APR) is to enable businesses to be 
passed on without the need to sell off assets to pay 
the IHT due on the transfer.

Currently if a business is wholly or mainly for the 
purpose of investment, then it will not be eligible for 
BPR. This is not always straightforward to determine. 
Many estates include both trading and non-trading 
business assets, and establishing whether this test is 
met can be difficult. 

The ‘wholly or mainly’ test is generally considered to 
be a greater than 50% test and the OTS are suggesting 
that the test should be aligned with the much stricter 
80:20 test that applies for CGT gift of business asset 
holdover and entrepreneurs’ relief. If introduced many 
more business transfers would be liable to IHT. 

On the positive side the OTS have recommended 
that IHT business property relief should be extended 
to include Furnished Holiday Lettings aligning the tax 
treatment with that of Income Tax and CGT where 
they are treated as “trading” providing that certain 
conditions are met.

(4) Inheritance tax may be charged at 
40% on gifts to individuals given by the 
deceased in the three years before their 
death - true or false?

(5) A gift can be the difference between 
the value of property and the actual price 
that the buyer pays - 
true or false?

(6) Inheritance tax will always be payable 
on gifts over £3,000 given in the seven 
years before death - 
true or false?

How did you get on?
58% answered five or more of the questions in HMRC’s survey correctly, while just 
37% gave themselves a confidence rating of over 6 out of 10 on answering the 
questions. (Answers on back page).

After adjusting for confidence levels, the survey concluded that the proportion 
with a “high knowledge” – as opposed to simply lucky with their answers – was 
just one in four. Whatever your score... a word of warning

It is worth considering why HMRC should have undertaken such a survey at this 
time. It may be no coincidence that the Office of Tax Simplification was just about 
to publish its second report on IHT simplification. Rationalising the rules on 
lifetime gifts is an obvious target, but as ever with simplification, there would be 
some losers. We can help you consider where you might stand on the wining and 
losing scale.

(7) A gift up to £1,500 to a niece or 
nephew getting married is always tax 
free - true or false?

(8) A married couple or civil partners 
can leave up to £950,000 to their 
children without paying inheritance tax 
- true or false?
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The Treasury has had a rethink on 
company car tax rules which may prompt 
you to review your fleet requirements. 

Do you know your WLTP from your 
NDEC? If you drive a company car, 
it might be useful to understand the 
distinction between the two:

WLTP is the Worldwide Harmonised 
Light Vehicles Test Procedure, the latest 
way to measure vehicle emissions and 
fuel consumption based on something 
approaching real world data. For cars 
registered from 6 April 2020, the WLTP 
figures will be the yardstick for company 
car tax (and vehicle excise duty).

NDEC is the New European Driving Cycle, 
which for years has provided emission 
and fuel consumption measures and is 
the current basis for company car tax. 
Last updated in 1997, it has become a 
discredited metric because of the way it has 
been ‘gamed’ by car manufacturers. 

Just to confuse matters further, at present 
there are also NDEC numbers being 
published that are calculated by adjusting 
the WLTP figures, which manufacturers 
now must produce. 

The switch from the unrealistic NDEC 
to the more realistic WLTP has resulted 
in measured CO2 emission figures 
increasing, even though what comes out 
of the exhaust pipe is unaltered. 

The size of the increase varies between 
vehicles, but European Commission 
research in 2017 suggested an average 
of 22% for petrol cars and 20% for 
diesels, with smaller engines attracting 
the largest rise. 

Company car tax scales for 2020/21, 
when WLTP starts to apply to new 
vehicles, were set back in 2017, before 
the full impact of WLTP was understood. 
In July 2019, the Treasury announced 
that the company car scale rates set 
in the Finance (No 2) Act 2017 for cars 
registered after 5 April 2020 would all be 
cut by 2% in 2020/21 and 1% in 2021/22. 
NDEC figures will continue to be used 
for older cars.

Good news and bad news 
The good news is that in the next tax 
year electric-only vehicles will have 
a taxable benefit of zero, whereas at 
present the benefit is 16% of their 
list price. 

The bad news is that other newly 
registered cars will most likely see an 
increase in their benefit value over the 
2019/20 figure because of the higher 
WLTP measures of CO2 emission. 

For example, a £30,000 petrol car with 
104g/km NDEC emission now (and a 
2019/20 taxable benefit of £7,200) could 
have WLTP emission figure of 126g/km, 
implying a 2020/21 benefit value of £8,400 
if registered after 5 April 2020.

If you are due to change your company 
car in the next year, make sure you 
know what tax you are going to pay for 
it. It might be worth considering a car 
registered before 6 April 2020.

It could also be
wise to review 
whether, as the 
tax screw is turned 
further, a company 
car makes financial 
sense.

Iain Stirling, Tax Manager, 
iain.stirling@maco.co.uk 

New Rules for Company Cars

A number of issues have emerged from the Office for 
Tax Simplification’s (OTS) review of Inheritance Tax

No Tax Free CGT Uplift On Death
Although the OTS were tasked with simplifying 
inheritance tax, they also considered the interaction 
with CGT as many asset transfers potentially have both 
CGT and IHT implications. Currently there is no CGT on 
assets transferred on death and the recipient inherits 
the asset at its market value.

It has been suggested that the capital gains tax uplift 
on death distorts decision making relating to assets 
that benefit from an exemption from Inheritance Tax. 
Where an individual holds such an asset that has risen 
in value, and is considering transferring it during their 
life, they are often advised to retain it until death 
rather than giving it away during lifetime, because of 
the tax benefits. 

Where a business is retained until death, any potential 
capital gains are wiped out and there is no Inheritance 
Tax to pay. However, this has to be balanced against 
the potential detrimental impact on the business’s 
sustainability and viability if a transfer takes place on 
death. The business should be transferred to the next 
generation when the time is right for the business and 
not when events dictate that it has to happen. 
See p8 – Deal or No Deal?

Topical Capital 
Gains and 
Inheritance 
Tax Matters 

CGT Letting Relief Restriction
Currently letting relief provides up to a £40,000 
deduction in computing the capital gain on the 
disposal of a property that was at some time the 
taxpayer’s main residence. The relief is the lessor of 
£40,000, the gain attributable to the let period, and the 
amount of private residence relief. For a couple this 
could potentially exempt up to £80,000 of the gain
from CGT.

The draft legislation will limit letting relief to those 
situations where the owner remains in shared 
occupancy with the tenant, i.e. has lodgers living in the 
house. If you were hoping to take advantage of the 
current letting relief on the sale of a property, you might 
want to consider disposing of the property before 6 
April 2020. Contact us for advice in this area as we can 
estimate the additional tax that might be due following 
the withdrawal of this generous relief.

CGT Private Residence Relief Changes 
Draft legislation to be included in the next Finance 
Bill will make important changes to the calculation 
of CGT private residence relief. As announced in the 
Autumn 2018 Budget, there will 
be a reduction in the final period 
exemption from 18 months 
to just 9 months and stricter 
conditions for letting relief to 
apply. It is understood that this is 
being introduced to counteract 
“second home flipping” 
allegedly used by MPs when they 
sell their London residences.

Tricia Halliday, Director
patricia.halliday
@maco.co.uk 

Thinking about buying residential 
investment property and not sure 
whether to hold it personally or in 
a company?

Check out the pros and cons of 
each option on maco.co.uk

Tax Planning for Life 2019-20

For more ideas on how you can 
arrange your taxes, investments 
and wider financial affairs, look no 
further than our annual guide on 
maco.co.uk
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It is important to take professional advice before making any decision relating to your personal finances. Information within this newsletter is based on our current understanding 
of taxation and can be subject to change in future. It does not provide individual tailored investment advice and is for guidance only. Some rules may vary in different parts of the 
UK; please ask for details. We cannot assume legal liability for any errors or omissions it might contain. Levels and bases of, and reliefs from, taxation are those currently applying 
or proposed and are subject to change; their value depends on the individual circumstances of the investor. The value of investments can go down as well as up and you may not 
get back the full amount you invested. The past is not a guide to future performance and past performance may not necessarily be repeated. If you withdraw from an investment 
in the early years, you may not get back the full amount you invested. Changes in the rates of exchange may have an adverse effect on the value or price of an investment in 
sterling terms if it is denominated in a foreign currency.

Taxation depends on individual circumstances as well as tax law and HMRC practice which can change. Tax treatment depends on the individual circumstances of each client and 
may be subject to change in the future. 
The information contained within this newsletter is for information only purposes and does not constitute financial advice. The purpose of this newsletter is to provide technical 
and general guidance and should not be interpreted as a personal recommendation or advice.
Martin Aitken Financial Services Ltd, AUTHORISED AND REGULATED BY THE FINANCIAL CONDUCT AUTHORITY, Martin Aitken Financial Services Limited would like to confirm 
that Trusts, Wills, some Buy to Let mortgage products, general tax planning advice are not FCA regulated activities, nor is all estate planning.
The Martin Aitken Group consists of Martin Aitken & Co Ltd., Martin Aitken Financial Services Limited, Caledonian Accounting Services Limited (CASL) and Stranville John 
which is a trading name of CASL.© Martin Aitken & Co Ltd 2019-2020. Publication date: September 2019

0141 272 0000 / ca@maco.co.uk / www.maco.co.uk / www.mafsltd.co.uk

The Institute of Chartered Accountants 
of Scotland (ICAS) has announced the 
Top 100 Young Chartered Accountants 
(CAs) for 2019 and we are delighted 
to announce our rising star, Craig 
Keating, recently promoted to 
Assistant Manager has been included 
in this year’s emerging talent list.

Young CAs, under 35, who are excelling 
in their professional lives were selected 
by a panel of judges to represent the 
best of ICAS in the worlds of finance, 
business and professional practice.

ICAS Top 100 Young CA’s 2019
Craig has made a longstanding impact 
with his clients. He is highly valued by the 
firm for the work he does and his can-
do, flexible attitude. He is always at the 
forefront to take on new responsibilities.

Jayne Clifford, Director, Martin Aitken & 
Co commented: “We are delighted for 
Craig, what a fantastic achievement to 
be recognised by ICAS in their emerging 
talent Top 100 Young CA’s 2019 list. 
Since he joined the firm in 2015, he has 
shown a high level of commitment and 
dedication to client care and sharing his 
knowledge and expertise amongst his 
peers and the firm’s trainees.

Martin Aitken provides a great 
platform for our young professionals to 
advance in their careers, achieve their 
professional qualifications, ambitions 
and to help develop a satisfying and 
rewarding career”. 

The top 100 CAs will be attending 
the The Future Generation Summit in 
September 2019, where ICAS will also 
announce the One Young CA 2019. 
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