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ver the last two decades, 
professional service firms 
(pSfs) have grown in number 
and size – as law, accountancy, 

consulting, and financial services firms  
have globalised. following the economic 
downturn, the restructuring of markets  
and renewed regulatory pressure, leading 
professional firms around the world are 
rethinking where and when to grow, how to 
refocus their expertise, and where they may 
pull back. And behind these changes, we  
are seeing an acceleration of deeper market 
trends, which are forcing radical shifts in 
strategy and driving the emergence of novel 
forms of professional service firms. 

This issue of Business at oxford focuses 
on the challenges faced by professional 
service firms. In october 2009, the Novak 
druce centre for professional Service firms 
was launched at the Saïd Business School, 
thanks to support from alumnus greg  
Novak and his intellectual property law  
firm Novak druce + Quigg llp (page 06).  
The Novak druce centre researches both  
the management of pSfs and the wider 
economic environment confronting them, 

including innovation in services and the 
globalisation of the professions. 

The faculty associated with the Novak 
druce centre, as well as many others across 
the School, are carrying out pioneering 
research to help professional service firms 
tackle these challenges. In these pages, 
chris mckenna gives an overview of 
white-collar crime (page 04); mari Sako 
looks into the future for international law 
firms (page 14); Tim morris looks at how 
pSfs make decisions (page 12); mike 
Barnett looks at the relationship between 
profit and socially responsible investing in 
mutual funds (page 08); and Tomo Suzuki 
argues for continued diversity in accounting 
standards (page 34). 

The majority of Saïd Business School 
students, like those of other business 
schools, are already members of professional 
service firms when they matriculate, and 
frequently join professional service firms 
after they graduate, where they work at the 
cutting edge of the economy. henry liu 
(page 32) has recently become a partner  
at dlA piper, one of the world’s largest legal 
firms, and talks about how his east–west 

experience counts in his interactions with 
clients. A new company set up by matt 
campbell (page 28) is at the forefront of 
marketing outsourcing in the uk. Joyce 
meng, who has just completed her mSc in 
financial economics, has already founded 
two microfinance institutions (page 20). 

The School continues to welcome 
high-profile speakers from the world of 
professional services. In recent months, 
these have included robert heslett, 
president of the law Society of england  
and wales, who controversially asserted  
that the legal Services Board’s power to 
seize control of regulation casts a shadow 
over the independence of the legal 
profession (page 23). 

In researching professional services,  
the Saïd Business School focuses on issues 
of real and pressing concern, approaching 
them from an academic perspective in order 
to find lasting answers to contemporary 
problems. In educating students to lead 
pSfs, we believe that via their training, 
international connections and networks, 
tomorrow’s leading professionals will 
continue to be oxford graduates. 
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WHITE-COLLAr 

    CrIME
CHrISTOpHEr MCkENNA exploreS The dArk SIde 
of The corporATe world.

“ FrOM THE ENGLISH SOUTH SEA 
BUBBLE IN THE 1700S TO THE 
SIEMENS’ BrIBEry SCANDAL AND 
CArIBBEAN TAx EVASION IN rECENT 
yEArS, THE pUrSUIT OF WHITE- 
COLLAr CrIMINALS HAS ALWAyS 
BEEN AN INTErNATIONAL prOBLEM.”
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lthough modern criminologists 
are uncomfortable with the 
evocative phrase ‘white-collar 
crime’ because it tends to 

‘collar’ the criminal and not the crime, it is 
precisely our cultural associations that make 
white-collar crimes so interesting to study. 

In late 1999, for example, my former 
boss at the New york investment bank keefe, 
Bruyette & woods was arrested for passing 
inside information to his mistress, kathryn 
gannon, an actress in pornographic films 
(and the subsequent star of Marilyn Whips 
Wallstreet). James mcdermott, who had 
earned more than four million dollars  
a year in the late 1990s, was the first ceo  
on wall Street to be charged with insider 
trading. of course the New york tabloid press 
had a field day with the trial, particularly 
when it emerged that mcdermott’s mistress 
had herself passed the stock tips on to her 
other lover, a small-business owner in New 
Jersey. The government’s attempt to charge 
the two men with conspiracy was memorably 
dismissed by the court of appeals with the 
observation that, ‘we decline to hold as  
a matter of law that a cheating heart must 
foresee a cheating heart’. for a few years  
at least, everyone recognised my former 
employer’s name. 

what made James mcdermott’s case  
so interesting to the tabloids, however,  
is the same thing that makes white-collar  
crime so interesting for academic research. 
mcdermott’s crimes were not confined to his 
professional work, his dealings with other 
economic elites, or his immediate financial 
needs. while common ‘blue-collar’ crimes 
are investigated by the ‘blue-collar’ police 
employed by the state, the investigation  
and enforcement of white-collar crimes is 
left to forensic accountants and corporate 
lawyers largely paid for by the corporations 
victimised by the criminal. unlike the 
stereotypical interviews conducted by  
police officers investigating street crimes, 
James mcdermott’s case had been 
completed even before he knew that an 
investigation had begun. As one of his 
lawyers later complained to The New York 
Times, ‘the government has never asked 
to speak to mr mcdermott or reached out  
to his attorneys’. when professor edwin 
Sutherland first defined ‘white-collar crime’ 
in his presidential address to the American 
Sociological Association in 1939, he defined 
it as a crime, ‘committed by a person of 
respectability and high social status in  
the course of his occupation’. yet we rarely 
consider white-collar crime as an economic 
system. how should we understand the 
broader historical evolution of white-collar 
crime and its close connection to the growth 
of professional services?

observant readers (as all Business 
at Oxford readers naturally are) will have 
noticed the particular American orientation 
of white-collar crimes, whether in their initial 

definition by an American sociologist or  
my description of an American scandal.  
But, of course, white-collar crimes are not 
just an American phenomenon; from the 
english South Sea Bubble in the 1700s to 
the Siemens’ bribery scandal and caribbean  
tax evasion in recent years, the pursuit  
of white-collar criminals has always been  
an international problem. And neither  
are the links between white-collar crimes 
and professionals uniquely American,  
since around the world white-collar crimes 
are associated with the misconduct of 
professionals and, just as importantly, 
professionals are expected to lead the 
investigations to set things right. Indeed, 
since the middle of the nineteenth century, 
when the British parliament debated the 
general incorporation laws, white-collar 
crimes have been viewed, ironically, as  
the unfortunate outcome of professionals 
who must be better overseen by still more 
professionals. As Juvenal’s famous epigram, 
‘who will guard the guardians?’ reminds  
us, if ultimate oversight rests with the 
professionals, how can we ensure that those 
same professionals remain incorruptible? 
The answer, historically, has been to press 
for stronger professional independence  
and ethical standards through professional 
training.

yet to see professional corruption as  
a historical absolute is to miss the shifting 
international standards in corporate 
governance. Just as the transfer of 
Anglo-American governance standards  
that eventually made Siemens bribes  
illegal in germany eventually followed  
the international adoption of American  
laws against foreign corrupt practices,  
so too have once ‘rogue’ tax states like 
liechtenstein found it increasingly difficult 
to operate outside global norms. And where 
professionals once facilitated the sort of 
jurisdiction shopping that led to the collapse 
of lehman Brothers, the 730 million uS 
dollars that has been spent on accountants, 
lawyers and consultants in bankruptcy  
fees and expenses during lehman’s 
administration increasingly looks more 
attractive than the professional fees for 
facilitating corporate misconduct. Not 
coincidentally, lawyers, consultants and 
accountants specialising in white-collar 
crime have seen rapid growth in the 
professional practices in recent years.

As professional service firms continue  
to spread best practices to their clients 
throughout the world, we should expect  
to see convergence on a set of universal 
standards not simply for good governance 
but also for corporate malfeasance. As the 
recent debates over executive compensation 
in Britain and the States suggest, the 
german perspective that excessive pay  
to executives can itself be criminal – most 
vividly seen in the prosecution of former 
mannesmann executives – may be making 

headway in the Anglo-American world.  
we should acknowledge, however, that 
white-collar crimes are not simply the 
product of competing institutional systems 
but the consequence of personal choices 
that all professionals make on a daily basis.

And here my former boss James 
mcdermott fell short not just once but twice. 
for in 2005, when he agreed to pay a fine  
of $230,000 to settle his case with the 
Securities and exchange commission, 
mcdermott ‘borrowed’ the necessary funds 
from the family trust that he oversaw to 
support his ailing mother. whatever the legal 
system of professional ethics and corporate 
governance that society chooses to put in 
place, we will always be astonished by the 
cupidity of a few individuals who cannot tell 
right from wrong. 

christopher mckenna, research director  
of the Novak druce centre for professional 
Service firms, is currently writing a history of 
white-collar crime entitled Partners in Crime.

A
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nnovative, entrepreneurial and 
pioneering: these aren’t terms 
traditionally applied to big  
law firms. yet they perfectly 

define Novak druce + Quigg llp, a leading 
American intellectual property (Ip) platform, 
headed up by Saïd Business School alumnus 
greg Novak. 

concentrating entirely on intellectual 
property, this unconventional law practice 
employs scientists, engineers, and phds  
as well as mBAs. The company was the first  
to have a dedicated team that handles only 
litigation-driven patent re-examinations.  
on behalf of a global telecommunication  
and wireless device company, they filed 
re-examinations of patents asserted in an 
infamous patent lawsuit. These resulted  
in a major change in the Ip landscape and  
in the way patent re-examinations are used  
as part of a broader litigation strategy.

when not turning the legal world on its 
head, greg Novak, the company’s managing 
partner/ceo, puts himself among some  
truly big beasts: he owns the largest herd  
of water buffalo in the united States.  
greg is an investing partner in microBios,  
a biotechnology company with laboratories  
in upstate New york that specialises in 
research and development of microorganism-

based technologies. microBios’ technologies 
target: promoting human and animal health; 
reducing the prevalence of pathogenic 
microorganisms; and, through increased 
animal feed efficiency, reducing the  
resource footprint of animal agriculture. 
Their innovations have included a solution  
to the pollutant greenhouse gases emitted  
by livestock. essentially: feed cows  
yoghurt (a stable, low-cost and bio-friendly 
substance), and their ‘emissions’ are less 
noxious to the planet.

The embryo of this groundbreaking idea 
was one that greg took with him to oxford 
and explored through the emBA programme. 
his idea subsequently went on to win first 
place in the Saïd Business School venture 
fund competition. ‘If I took one thing away 
from the mBA, it was the realisation that 
where others might see problems, the School 
fundamentally focuses on resolving them. 
And resolving problems is something our 
company is driven by.’ 

greg decided to do an emBA to confirm 
what he had long been telling clients: to have 
faith in his graduate employees. ‘we support 
the School so much and actively seek its 
graduates to hire – as young associates and 
partners – so I wanted to fully understand 
and get behind it.’

I
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last october, greg funded the Novak druce 
centre for professional Service firms at  
Saïd Business School. The centre explores 
key challenges confronting the professional 
services sector, conducts research and 
provides training to further the advancement 
of the management of professional service 
firms. greg is the first graduate of oxford’s 
business school to sponsor a research  
centre. ‘we’ve always been involved in client 
strategy,’ he says, ‘and we’re better able to 
serve and react to the needs of clients now. 
As a result of setting up the centre, we’ve 
begun working more closely with start-ups  
in multiple technologies and supporting 
incubators across several sectors in the uS.’

Another motivation for funding the centre 
was Saïd’s strength as an international brand 
and its reputation for entrepreneurship.  
‘like the School, entrepreneurship is an area 
in which our firm always leads the pack’, 
says greg. his law firm focuses exclusively 
on complex intellectual property matters, 
with  a renowned patent re-examination 
practice and close to 80 attorneys and 
professionals in offices in houston, San 
francisco, washington dc and west palm 
Beach, florida. for the past three years, 
Novak druce + Quigg has been named  
the number one firm in the world leaders 

International Ip Awards – North America/
canada patent excellence.

The company has seen an average  
30 per cent annual growth over the past five 
years. ‘during the down market, we grew’, 
says greg. ‘we’re not afraid to get on a plane 
or in a car, go out and literally open offices  
to meet client demands. In this way, we 
support growth by being true client partners.’ 
pragmatism defines one of the latest 
expansion moves for the company. It took 
advantage of the recent property slump in 
downtown washington dc by subleasing the 
new richard rogers-designed trophy office 
building from another law firm, Jones day. 
The firm also recently moved to larger 
premises in San francisco and west palm 
Beach, florida.

coordinating the various issues arising 
out of the geographical differences in Ip laws 
is currently the most challenging aspect of 
greg’s work, along with assuring adequate 
protection and commercialisation for  
a client’s intellectual property. ‘we have  
to convince clients that we have the right 
mindset’, says greg. ‘But in doing this, never 
forget that we exist to serve them. our clients 
could have chosen anyone in the world to 
represent them, and it’s always a privilege 
that they chose us to find the best solution.’ 

And some of the best solutions come from 
his younger staff. ‘They are heavily involved 
in the team, taking key leadership roles’,  
he says. ‘we value lawyers who have grown 
up in the digital age and who know their 
technology intimately.’ 

young-spirited as the company is,  
many of the inspirational figures in greg’s 
professional life are well-established lawyers, 
including name partner in the law firm, 
94-year-old don Quigg. ‘he is exemplary.  
he still strives every day to serve the client  
by always doing what’s right’, says greg. 
‘Another big influence is an old west Texas 
lawyer named Tom milam. he taught me to 
always keep digging, find a solution and be 
fair to opposing sides.’

A native of Texas, greg now lives 
wherever his work takes him, not leaving 
much room for downtime. ‘So, no,’ he says  
to the inevitable question, ‘I don’t get to 
round up those buffalo.’ But wherever greg 
ends up, he makes it a priority to get out  
of meeting rooms and off the beaten path.  
‘you discover there is a common thread 
around the world. If you are decent, people 
are decent in return.’ Not the motto of an 
archetypal lawyer, perhaps, but one that 
serves greg well. 

SArAH BArrELL TAlkS To AlumNuS 
greg NovAk, ceo of NovAk druce + QuIgg,
ABouT pATeNT proSecuTIoN ANd hIS 
pASSIoN for wATer BuffAlo.

AHEAD 
OF THE HErD
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ou know the kind of guy I’m 
talking about: he dresses 
nicely, gives you a smile when 
he sees you, opens the door, 

pulls out your chair, offers you a cup of 
coffee. he goes to a fair amount of trouble to 
show you just how concerned he is with your 
comfort and well-being. he wants to sell you, 
say, a used car or perhaps some insurance. 
But you don’t trust him. even if you need 
these things, you’re just not quite sure he 
has your best interests at heart. And so you 
walk away. 

fortunately, rob Salomon and I have  
not had to shop for used cars or insurance  
to find that ‘sort-of-nice’ guys – those  
who engage in some socially responsible 
practices, but do not fully commit to social 
responsibility – finish last. we studied how 
variation in the level of social responsibility 
of firms and mutual funds related to their 
financial performance and found that those 

that were the least and most socially 
responsible did the best financially,  
while those that were moderately socially 
responsible did the worst financially. 

These sort-of-nice guys suffered some  
of the costs of being socially responsible  
but did not do enough to earn the trust  
of stakeholders, which is the key driver of 
financial returns on social responsibility. 
They may have been better off financially 
had they made no effort to be nice, and  
so suffered none of the costs, or if they had 
fully committed to social responsibility and 
so gained benefits sufficient to offset and 
exceed the costs. Instead, their half-hearted 
effort left them stuck in the middle, bogged 
down with the trappings of nicety but falling  
short of earning the rewards associated  
with sincerity.

CONFLICTING VIEWS
we began our study by looking at mutual 

funds that engage in socially responsible 
investing (SrI funds). SrI funds choose  
the stocks for their portfolios according to 
certain social and environmental criteria,  
a practice called ‘screening’. There had been 
many studies that compared the financial 
performance of standard unscreened funds 
to SrI funds. early studies found mixed 
results, but more recent studies showed that 
SrI funds were financially outperforming 
unscreened funds. Supporters of corporate 
social responsibility took this as evidence 
that indeed there was a ‘business case’  
to be made: firms could profit from social 
responsibility.

however, the superior financial 
performance of SrI funds did not quell 
critics who had decried those who pursue 
social causes in financial markets as idiots 
intent on parting with their money. These 
critics pointed out that SrI funds had begun 
to perform well financially only because  

MOVErS 
AND

MICHAEL L. BArNETT explAINS
why SorT-of-NIce guyS 
fINISh lAST wheN IT comeS 
To geTTINg A reTurN oN 
SocIAl reSpoNSIBIlITy.

y
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they had also begun to sacrifice social 
responsibility; that is, they had significantly 
loosened their screens and become 
indistinguishable from standard funds,  
often holding nearly identical portfolios. 
They argued that these high returns were 
further proof that social and financial 
performance are inversely, not positively, 
related: if you want to make money, you  
must sacrifice social responsibility.

To sort out these conflicting views, we 
took into account variation in the screening 
practices of SrI funds. Some screen more 
intensely than others, yet this heterogeneity 
had not been explored in other studies. 
rather, SrI funds were typically lumped 
together as a generic mass and compared 
against funds that used no social screening. 
So the prior mixed findings in the academic 
literature could be attributed to muddling 
together funds with varying levels of 
screening intensity.

NO HALF MEASUrES
we posited that as SrI funds tighten their 
screening practices, they lose their ability  
to diversify, often excluding entire sectors. 
This imposes a straightforward cost –  
they bear unsystematic risk – and so  
their risk-adjusted returns should decline.  
hence the criticism that SrI funds are 
idiotic. however, though SrI funds select 
from a restricted pot, as they screen more 
intensely it becomes an ever-richer pot, ever 
more likely to be chock full of the stocks of 
firms that are stable and profitable because 
they have earned stakeholder trust. likewise, 
this well-screened pot is less likely to contain 
the stocks of those firms that are socially 

irresponsible and so more prone to future 
crises. The tighter the screening becomes, 
the richer the pot, and so the more likely that 
fund managers, when making draws from the 
pot, will select high-performing firms and 
avoid unstable losers.

we tested this hypothesis on all the SrI 
funds listed in the uS from their inception to 
the year 2000, and found that a curvilinear 
relationship between screening intensity  
and financial performance – a sort of smile, 
graphically – emerged. we found that those 
who used only one of the 12 social screens 
did well financially, and as funds used  
more and more, they did worse financially, 
until they hit the lowest point of financial 
performance at just over six screens. 
Thereafter, financial performance turned 
back up, increasing with additional social 
screening. This suggests, among other 
things, that if you screen by half measure, 
you suffer the costs but fail to gain the 
benefits.

more recently, we studied this 
relationship at the firm level. Again,  
we found a u-shaped relationship, with 
those firms that were rated as the least 
socially responsible and the most socially 
responsible having the highest financial 
performance, while those firms that were 
deemed moderately socially responsible  
had the lowest financial performance. 

WHy IT pAyS TO BE rEALLy GOOD
why do sort-of-nice guys do worse than  
less nice guys? very simply, it is costly to  
be nice. corporate philanthropy, employee 
development programmes, pollution 
abatement systems, and so forth, consume 

firms’ limited resources. Those firms that 
avoid these costs, all else being equal, will 
necessarily have higher profits. 

But before you leave with the impression 
that to maximise financial performance, 
firms should avoid social responsibility, let 
me clarify that the curvilinear relationship  
is more of a smirk than a smile. we found  
a significant upturn: those firms that were 
the most socially responsible did the best 
financially. Though moderate commitment  
to social responsibility does not seem to pay 
off, significant commitment does. It appears 
to take sustained involvement in social 
responsibility to be believable, and therefore 
trusted, by stakeholders. prior to reaching 
this stage, firms may find that it does not  
pay to be good. however, the resources 
expended on social responsibility may  
be better viewed as investments because,  
once trust is established with stakeholders,  
it can really pay to be really good. don’t stop  
at the halfway point on your journey. 

michael l. Barnett is professor of Strategy  
at the Saïd Business School and a fellow of 
St. Anne’s college.

FAkErS
“ THOSE FIrMS THAT WErE rATED AS 
THE LEAST SOCIALLy rESpONSIBLE 
AND THE MOST SOCIALLy rESpONSIBLE 
HAD THE HIGHEST FINANCIAL 
pErFOrMANCE, WHILE THOSE THAT 
WErE DEEMED MODErATELy SOCIALLy 
rESpONSIBLE HAD THE LOWEST 
FINANCIAL pErFOrMANCE.”
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what talent management 
programmes do you have in 
place at kpmg? 

first of all, all our people are 
talented and we have a number 
of strategies, initiatives and 
programmes that we offer all 

staff, regardless of where they are in terms  
of their performance relative to their peers. 
we do, however, also have programmes  
such as the emerging leader programme, 
which is aimed at a small proportion of our 
people (roughly five per cent) identified as 
having the potential to reach partnership 
level, whether newly qualified or a senior 
manager.

how do people get onto this 
programme? 

It’s a very competitive  
process. There’s a robust 
performance management 
process that people go through 

– a performance management gateway – 
before they are considered for selection  
onto the programme. After talking to our 
clients, and doing some external research, 
we put together a series of selection criteria 
around the attributes and behaviours that are 
important for successful partners to possess. 

can you give an example of the 
criteria involved?

we want our partners  
and professional advisors  
to possess a degree of 
commercial confidence,  

for example, people who can talk confidently 
on a broad range of business issues,  
and challenge whoever they are talking to, 
whether it is the cIo, ceo, cfo or chair – 
people who are both technical specialists 
and commercial business advisors. 

what else? 

Increasingly, our clients are 
operating internationally, and 
we want our advisors to reflect 
that. we want people who are 

very international in their outlook. 
we also want our advisors and leaders to 

be more entrepreneurial. It is fundamentally 
important that our partners and advisors are 
sound risk managers, but they need more  
of an entrepreneurial spirit. If they weren’t 
with us, would they be successfully running 
their own business? That’s the sort of spirit 
and attitude needed to talk to someone who 
is running a business as a peer, and offer 
them advice.

IT IS over 10 yeArS SINce 
mckINSey puBlIShed ITS 1997 
reporT IdeNTIfyINg The ‘wAr for 
TAleNT’ AS oNe of The mAJor 
corporATe chAlleNgeS of The 
fuTure. TodAy, SAyS JodIe kINg, 
heAd of TAleNT mANAgemeNT AT 
kpmg, ANy BuSINeSS ThAT ASpIreS 
To SuSTAINABle SucceSS Should 
recogNISe The ImporTANce of 
TAleNT mANAgemeNT AS pArT of 
ITS compeTITIve STrATegy.

Q&A
By: STEVE COOMBEr

jODIE kING
HEAD OF TALENT MANAGEMENT, kpMG

Q
A

Q
A

Q
AQ

A
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what is the main purpose of 
the programme?

At its core it’s about making 
sure individuals get the most 
stretching client experiences 
possible to accelerate their 

progression towards partnership. There are 
various experiential training courses, they 
receive the services of a professional coach, 
and all sorts of developmental things are 
provided. But it is primarily about making 
sure that they are being stretched and 
challenged in their client-facing role. 

what kinds of learning 
experiences are involved?

Some are client-related. If  
one of our emerging leaders 
has worked with an fTSe 100 
audit client, like an investment 

bank, for example, over seven or eight years, 
while they will have fantastic investment 
bank experience, we might question whether 
they are still bringing fresh insights and 
ideas to their client. 

maybe it is time to move that person  
to work in a completely different sector,  
for example a client that is going for an  
Ipo, or has growth ambitions, where their 
investment bank experience enables them  
to bring a very different perspective on 
helping that organisation to grow and be 
attractive to the marketplace.

And on the non-client side?

Take a recent example: one 
strategic challenge facing  
the firm is how we can develop 
a more multidisciplinary 

relationship with our clients – become a 
broad business advisor as well as a technical 
specialist. 

our chief executive asked a group of four 
emerging leaders to look into this challenge 
and report back to him in three months  
with innovative, workable ideas. The group 
recently presented their findings to both the 
senior leadership team and their emerging 
leader peers. everybody then took away some 
actions, having discussed their respective 
accountabilities for making the vision  
a reality.

The emerging leaders are seen as change 
agents in the firm. we are very explicit  
with them about this two-way contract.  
we provide access to leadership training, 
and at the same time expect them to feel 
that they have a stake in the business,  
and start working towards realising a very 
profitable, sustainable organisation that  
they will be eventually become a partner in.

Is there a talent management 
programme for the partners?

There is. for example, we  
run a partner masterclass for 
all new partners entering the 
partnership. over a period  

of nine months, there are a number of 
classroom-centred or structured learning 
experiences, backed up by intensive 
challenges, based around the relationships 
they are going to build out in the marketplace, 
the value that they are going to bring to the 
clients, in that first year of being partner. 
They then have to present to the senior 
leadership team at the end of nine months 
on what they have done. 

Talent management must 
become more difficult as you 
move up the hierarchy, 
especially in such a fast-

changing world, where leaders are often 
expected to have all the answers?

It is a challenge throughout the 
organisation. It is essential that 
we continue to understand the 
importance of engaging in a 

dialogue. clients need support and at kpmg 
we make sure that we work collaboratively at 
all levels of the firm to ensure that we listen 
to our clients’ concerns and needs and bring 
to them the right people and solutions to 
help them excel.
 

And it is not a sign of weakness 
for a leader to admit to not 
personally knowing the answer 
to a problem?

we are lucky in that many of 
our senior partners have been 
very open about the challenges 
they faced making the 

transition into senior leadership and, for 
example, their use of professional coaches 
and mentors to help with that.

It sets the tone from the top that we  
are all in this together. we have a fantastic 
network of people and we must leverage that 
as much as possible, not go into our offices, 
hide away and try to figure out the answer. 
collectively, we can be so much more 
powerful.

what is the biggest systemic 
issue that you are grappling 
with at the moment? 

I think that it is around 
diversity and in particular 
gender inequalities at the  
more senior levels. There are  

a lot of very bright minds in the organisations 
that I’m talking to, but collectively we need 
to make more progress in this area.

Q
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Q
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TOO MANy 
CHIEFS? 

rofessional service firms  
(pSfs) differ in unique and 
consistent ways from traditional 
organisations, not least in  

the way they make decisions. They are an 
exceptional form of knowledge-intensive 
organisation, staffed by highly educated 
individuals who require a large degree of 
autonomy and discretion to deliver very 
personal and tailored services to clients. 
often, their people are notably strong-willed 
and individualistic. It is the ability of pSfs  
to recruit, motivate and retain these high- 
quality professionals that often determines 
their success. As a result, these organisations 
are extremely challenging to manage. As  
a rule, the bigger the organisation, the more 
magnified these difficulties become.

There is plenty of research available 
about decision-making in traditional 
organisations, but this sheds little light on 
how decisions are made and executed in 
pSfs. however, a new study into this area, 
based on in-depth interviews with managing 
and lead partners within 16 pSfs and 
supported by extensive documentary 
research and data retrieval, does much to 

reveal their idiosyncrasies. The most notable 
finding is that pSfs spend a considerable 
amount of time and resources dealing with 
seemingly simple issues, which quickly 
become complex because of dynamics 
between people. It also shows that seemingly 
non-contentious issues often flare up, 
escalate and become troublesome in pSfs, 
with significant implications for the retention 
and motivation of key individuals.

less likely to occur in a corporate setting, 
individual professionals within pSfs are 
willing to challenge the authority of senior 
partners over seemingly trivial issues. 
According to the research, partners feel  
able to challenge even small decisions,  
as they are co-owners of their organisation 
and work in an environment where this  
has become culturally acceptable. They  
are aware of the firm’s dependency upon 
them. collectively, they feel entitled to veto 
management proposals, even if strategically 
beneficial for the firm as a whole. They  
are also apt to use arguments centred on 
protecting long-standing client relationships, 
service levels and professionalism as  
an effective means to derail unpopular 

p
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initiatives, even when none is in danger of 
being compromised.

‘like good politicians, these leaders  
are strong negotiators, often with a flair  
for rhetoric and a reputation – especially 
internally – for integrity’, comments  
professor Tim morris, one of the authors  
of the research. ‘These attributes are critical 
for their success in a uniquely challenging 
organisational setting.’

within pSfs, a need for managing 
partners to build consensus among colleagues 
emerges. The authority of many in this role  
is essentially negotiated, which requires 
extensive lobbying, scheming and bargaining 
to reach actionable agreement. within 
partnerships, leadership is characterised on 
how successfully their professional workforce 
can be motivated in order to achieve the  
firm’s goals. ‘It is surprising that decisions  
get made or enacted at all’, says professor 
morris. ‘when you consider all the factors at 
play, particularly the diffusion of power within 
pSfs, the firms could potentially be paralysed 
and their strategic progress undermined, 
especially in the largest firms, where there  
are hundreds of partners.’

while some firms are choosing to incorporate 
and introduce more corporate arrangements, 
traditionally pSfs organise themselves  
via partnerships that tend to lack hierarchy,  
are decentralised and have diffuse authority 
structures. Some firms, retaining the 
partnership model, are adopting more  
formal structures and controls to manage 
growing complexity, scope and sheer size,  
but peer control and professional self-
monitoring still prevail. ‘many of these firms 
have successfully addressed the inherent 
tensions we observed’, says professor morris.  
‘It is notable that many of them are led by 
particularly effective leaders who are skilled 
monitors of the political atmosphere within 
the firm, broker agreements across factions 
and build the necessary consensus. getting 
to know these firms has been a fascinating 
and valuable process, allowing us to 
understand more of the decision-making 
practices within pSfs.’ 

Tim morris is professor of management 
Studies at oxford university’s Saïd Business 
School.

A New STudy co-AuThored By TIM MOrrIS explAINS 
why mAkINg decISIoNS IN profeSSIoNAl ServIce 
fIrmS IS chAlleNgINg.
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ver the past two decades 
lawyers and law firms have 
boomed as never before.  
The number of solicitors in 

england and wales doubled from 50,000  
to over 100,000. And what was true 
domestically was even truer internationally. 
global legal services revenue was $458.2 
billion in 2007.

But legal services, faced with the 
challenges of globalization, regulatory 
changes and the financial crisis, are at  
a crossroads. economic downturns create 
opportunities for innovation, which is all 
about discontinuous, unexpected change. 
Business history is littered with examples  
of leading firms being swept aside by new 
entrants in waves of ‘creative destruction’. 
Take the computer industry as an illustration 
of the dynamics involved in successfully 
surfing the waves of discontinuity.

In its initial era of dominance, IBm  
was a classic vertically integrated company. 
But faced with competition from Apple 
computers in the pc market IBm decided  
it could not keep up on all fronts and 
outsourced its operating system to microsoft 
and its microprocessors to Intel. This was the 
beginning of the end of IBm as a hardware 
computer company. with IBm’s outsourcing 
decisions, new players came to occupy 
horizontal industry segments – microsoft in 
operating systems and applications software, 
Intel in chips, and many IBm-compatible 
assemblers.

was this horizontally disintegrated 
structure stable? No. companies sought 
opportunities to capture profits, not only by 
specializing in specific technologies but also 
by bundling products and services. Thus, 
IBm struck out for new territory in business 
services. This back-and-forth between 

BUSINESS AS USUAL

NEW OxFOrD MSC IN LAW AND FINANCE

This autumn sees the launch of a new oxford 
mSc in law and finance, to be delivered 
jointly by the law faculty and the Saïd 
Business School at the university of oxford.

The new degree will be a full-time 
nine-month programme offering students 
with a background in law the chance to 
develop an advanced interdisciplinary 
understanding of financial transactions,  
and of the swiftly evolving economic and 
regulatory context.

The programme is designed to provide 
lawyers with a thorough grounding in 
finance, as well as those pursuing a career  
in financial institutions, government  
or business. It will support and lead the 
integration of law and finance, a new field 
which holds much significance for the 
future. legal practitioners, financial experts, 
economists, and academics will teach on  
the programme, using practical case studies 
that have been developed in partnership  
with industry participants.

‘The oxford master’s degree in law  
and finance will act as a launch-pad  
for a successful career in law, regulation,  
or academic finance,’ explained professor  
John Armour, lovells professor of law and 
finance and Academic director of the new 
programme.

‘The financial services sector has grown 
exponentially in recent decades. The volume 
and complexity of both the regulation,  
and the transactions conducted within the 
framework it provides, have grown apace. 
understanding corporate finance is vital to 
the success of law in this field. designing 
transactions to maximise value requires an 
understanding of the underlying economic 
rationale for a deal, and likely future points 
of tension between the parties. regulating 
such transactions appropriately requires 
knowledge, both of legal infrastructure and 
the macro-structure of the financial 
markets.’

professor Tim Jenkinson of the Saïd 
Business School commented: ‘The financial 
crisis showed that understanding of financial 
products, decisions and their associated 
risks, is required throughout organisations. 
Those who can combine legal and financial 
skills will be particularly valuable to 
businesses, professional practices and 
regulatory bodies.’. 

O

“ INNOVATIVE COMpANIES HAVE  
THE pOWEr TO rESHApE THE  
BOUNDArIES OF THE INDUSTrIES  
IN WHICH THEy OpErATE.”
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vertical and horizontal industry structures 
might be seen as a figure of eight or a spiral 
double helix (like the structure of dNA).

Innovation in legal services is also  
all about discontinuous changes. what  
the economist Joseph Schumpeter wrote  
a century ago is still relevant today: 
discontinuous change happens as a result  
of five things: the introduction of a new 
product or process, the opening of a new 
market or source of supply of intermediate 
goods, or a new organization design. for law 
firms, discontinuous change is happening as 
a result of his last two factors – new sources 
of supply and new organizational design. 

The value chain for law firms is 
disintegrating. This possibility had existed for 
some time, with new IcT technology. much  
of legal knowledge can be standardized, 
systematized, and packaged for delivery 
using self-service and smart systems. 

moreover, the billable hour, which developed 
as a common way of charging clients, has 
come under severe attack, as the notion of 
professional autonomy and self-regulation 
came into conflict with the notion of business 
efficiency and consumer interest. 

combined with the availability of new 
locations as sources of supply of talent, IcT 
has pushed global corporations in the direction 
of offshoring. global corporations currently 
have a choice of four possible offshoring 
strategies. A company can set up a captive 
offshore operation, as ge plastics has done  
in India. It can engage a law firm, which  
in turn sets up a captive offshore operation,  
as clifford chance has done in India. or  
it can use a law firm that sources from an 
independent offshore legal process outsourcing 
(lpo) provider. finally, a corporate client can 
bypass a law firm altogether, and outsource 
and offshore using a legal services firm,  
as rio Tinto has done with cpA global.

This is now. But what of the future?  
one way to understand the possibilities is by 
articulating the consequences for law firms 
of competitive strategies pursued by lpo 
providers in places like India, the philippines 
and South Africa. They could:

compete in scale and process. lpo providers 
like Integreon and cpA global are already 
building strong positions in routine areas  
like contract review and document discovery.  
The end result could be the ‘horizontalization’ 
of the legal industry, with law firms ending 
up like the old IBm, outsourcing low-end 
work and concentrating on making advanced 
machines in-house.

compete by climbing up the value chain 
(resulting in ‘vertical stacking’). regulatory 
restrictions apart, lpo suppliers could 
accumulate the same capability and start  
to threaten their law firm clients. offshore 
lpo providers like Bhodi global and Quislex 
are planning to move into higher-end work 
such as drawing up deposition summaries.

compete by broadening the boundaries of 
the industry, bundling services together, just 
as microsoft has done. whether incumbent 
law firms or new entrants end up leading in 
such bundling remains uncertain. providers 
like evalueserve are already beginning to  
pull together legal, accounting and business 
research under one roof. 

So, depending on their actions, law firms 
may end up an intermediary with a thick 
pipeline of business or be bypassed – 
disintermediated. longer-term, the double 
helix model illustrates a further possible 
direction for legal services industry structure, 
as it oscillates between vertically integrated 
to horizontally disintegrated structures.

Innovative companies have the power  
to reshape the boundaries of the industries 
in which they operate. The transformation  
of Apple computers to Apple Inc., bundling  
the ipod, iTunes and iphone, is a dramatic 
example of a company that was able to 
transform itself and take advantage of the 
discontinuous changes brought about by 
telecom and internet developments.

will the most innovative legal services 
firm that emerges – the legal equivalent  
of Apple – be an incumbent firm or a new 
entrant? The answer to this – the most 
interesting question – remains uncertain. 
Several futures are possible, and the 
eventual outcome depends largely on the 
decisions taken by the legal profession.  
But remember the old adage: ‘run with  
the gazelles but eat with the lions’. That 
combination of the abilities to move fast  
and at the same time to identify where the 
value chain will be protein-richest will be 
key. law firms, take note. 

mari Sako is professor of management 
Studies at oxford university’s Saïd Business 
School.

OVErTAkING 
THE COMpETITION 
MArI SAkO predIcTS The fuTure for 
INTerNATIoNAl lAw fIrmS.
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HAND IN HAND
VINAy NAGArAjU deScrIBeS The Two moNThS 
he SpeNT cArryINg ouT A STrATegIc coNSulTINg 
proJecT wITh The hANd IN hANd ceNTer for 
JewISh–ArAB educATIoN IN ISrAel. 

s I was peering at the paintings 
by picasso and monet at  
the Tate modern in london,  
I couldn’t help but notice that 

they had no white spaces. It’s just how these 
painters were; they made use of every white 
space on their canvas. This made me think 
that social entrepreneurs can be likened  
to painters. They, too, look for white spaces  
that can be filled with colours. 

In summer 2009, Jessica lax, Aaron 
pereira and I found just such a white  
space, when we spent two months based  
in Israel, working with hand in hand,  
a non-governmental organisation whose 
vision is to create opportunities for Jewish 
and Arab children to interact. 

hand in hand (hIh) has its national 
office in Jerusalem and operates four  
schools across Israel in Jerusalem, galilee, 
wadi Ara and Beersheva. over 1,000 
children are enrolled across these four 
schools. under the hIh model, each  
school is co-directed by Arab and Jewish 
co-principals and has equal numbers  
of Jewish and Arab children, and each 
classroom is co-taught by Jewish and Arab 
teachers in hebrew and Arabic. 

By teaching in the two official languages 
of hebrew and Arabic in an integrated, 
multicultural environment, hIh schools have 
helped create a space where Jewish and 
Arab cultures and narratives co-exist. The 
schools have helped to build a community  
of teachers, parents and neighbours that 
work and live together and are engaged in 
constructive dialogue, even at times of 
extreme political volatility.

The hIh initiative is a long-term experiment 
that is evolving, and its various stakeholders, 
including teachers, parents and students, 
perceive the organisation and its future 
differently. our project was to provide an 
overview of the strategic alternatives facing 
the Ngo to help inform the choices it will 
make in future. 

To start with, we performed a series of 
in-depth interviews with stakeholders past 
and present to elicit their views on hIh’s 
work, the value created by the organisation, 
and how the organisation should evolve. 
Interviews were also conducted with people 
in other organisations working on peaceful 
coexistence between Arabs and Jews in order 
to determine how hIh fits into the landscape. 

we analysed the feedback thematically 
and sketched a future strategy that places 
hIh at the intersection of the organisation’s 
core competency, available resources and 
strong positioning within the coexistence 
movement. drawing upon the various  
mBA courses that we had taken – from 
strategy, marketing and finance, to social 
entrepreneurship, and technology and 
innovation strategy – we developed scenarios 

to illustrate the different directions the 
organisation could take. 

These included: academic excellence, 
coexistence and scaling up, and three areas 
of focus in each of the scenarios. The fourth 
aspect of hIh’s mission that warrants 
attention is bilingualism, which is a key 
element of all the scenarios.

The report was well received by hIh.  
‘The team laid out a well-considered set  
of options for the organisation’, says Sam 
Shube, executive director of hand in hand 
in Jerusalem. ‘The work has both breadth 
and depth. It is concise and sophisticated, 
enabling people from different perspectives 
to understand their insights and identify with 
the questions they raise. They have provided 
invaluable service to our organisation that 
will serve us well in the years ahead.’ 

The two months we spent in the middle 
east were enriching, not just because of the 
unique experience that the project offered, 
but also because of the opportunity we had 
to travel around Israel and palestine: from 
the ancient city of Jerusalem to the golan 
heights, from the modern metropolis of  
Tel Aviv to the dead Sea, from the pious  
city of Bethlehem to the palestinian capital 
of ramallah. I was not just fascinated,  
but often left disconcerted by the complex 
tapestry of human identities and the picture 
I received of different histories, and the 
problems they have left behind. 

In a land where Jesus, mohammed and 
moses walked, I only wish that more white 
spaces are created in human hearts and 
minds, to be filled by the love and peace that 
they taught. 

A
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s public sector contracts are 
cancelled, and private sector 
organisations cut back, many 
professional services firms are 

re-thinking the basis on which they compete 
– and this raises questions about the skills 
on which their business-school-educated 
staff have always relied. 

If all professional services firms deliver 
technical expertise to schedule and budget, 
it is not what you do but rather how you do  
it that makes the difference – the way that  
an advisor works with the client to deliver 
value inside and outside the contract. The 
art of developing strong, sustainable client 
relationships is increasingly important. 

The Saïd Business School’s custom 
programme team has been working with  
a number of professional services firms to 
deliver executive development programmes 
that address this critical but indefinable set 
of ‘soft’ skills. This is not about technical 
knowledge but about self-knowledge, not 
about detailed analysis but about the rather 
rapid reading of a situation. 

The team uses a range of approaches, 
including: psychometric profiling to help 
partners examine their own working styles 
and their clients’ preferences; coaching to 
help shape an individual approach to client 
relationships; building networks of mentors 
to exchange and mobilise experience; and 
devising case studies that capture real 
experience. 

They are currently working with deloitte 
on two partner development programmes, 
both focusing on client relationships. one 
programme, for the firm’s most senior client 
partners, uses a whole battery of approaches 
over 15 months; the other involves very 
concentrated half-day workshops for partners 
at all levels. 

Both are highly customised. for example,  
in the first programme, five participants act 
as the steering group for each oxford-based 
workshop, working with the team to develop 
case material that suits specific clients  
and to select topics for the training sessions.  
A senior guest from each client organisation 
is invited to join the partners for conversation 
over dinner, so that the workshop is not  
just about theory and reflection, but also 
about real engagement. In these oxford 
conversations, insights emerge – one ceo 
talked about how he views his bank branches 
more as a retail network and would rather 
discuss retailing trends with the firm  
than developments in financial services 
regulation. 

for the second programme, the team 
filmed a series of mini-case studies of 
deloitte partners talking about their key 
client relationships and how they have been 
developed. These ‘caselets’ allow partners  
to access the wide range of experience  
of different client relationships within  
the firm. They also use broader content  
to expose participants to the key topics  
being discussed in the boardrooms of their 
clients – emerging markets, workforce 
demographics and new ways of organising  
in global contexts, for example. 

Both clients and professional services 
firms see increasing commoditisation of  
their services as one way of addressing 
financial pressures, yet the most successful 
firms are learning to build stronger client 
relationships, to offer a broader-based 
service and to bring the whole capability of 
their firm to bear on their clients’ problems. 
To quote robert heslett, president of the 
law Society: ‘The one thing you cannot 
commoditise is the relationship with the 
client.’ 

TAILOr MADE

BUSINESS AS USUAL

FT rANkINGS 2010: ExECUTIVE EDUCATION

The university of oxford’s Saïd Business School  
has climbed 13 places in the prestigious combined 
ranking of executive education programmes compiled  
by the Financial Times and published on 10 may 2010, 
to be ranked 15th in the world.

The School has moved into the elite group of 
providers of open enrolment programmes, and is now  
the second-highest uk school. It also saw a rise of  
11 places for custom programmes, to be placed 21st. 

This followed the School’s recent success in winning 
the prestigious excellence in practice Award 2010  
of the efmd (european foundation for management 
development) in the category of executive development. 
The prize was awarded for its senior management 
programmes with the german company mAN Se.

It also followed on from the School’s success in  
the FT ranking of mBA programmes in January 2010, 
in which the oxford mBA programme was ranked  
16th in the world. 

rOLLS-rOyCE SCHOLArSHIpS FOr SCIENCE AND 
INNOVATION

on 28 July, prime minister david cameron announced 
the creation of new scholarships for science and 
innovation, sponsored by rolls-royce. The scholarships 
will be for places on the new chevening rolls-royce 
Science and Innovation leadership programme to  
be hosted by the Saïd Business School. This will be a 
unique programme for mid-career Indian professionals 
working in the fields of science, innovation, and related 
public administration. The new chevening award for 
India is supported by one of the uk’s most innovative 
companies, rolls-royce. 

The programme will include a wide range of modules 
including bridging pure research and business/scientific 
entrepreneurship, practical processes of innovation, 
commercialisation of research and technology transfer. 
The course is aimed at some of India’s brightest 
scientists, business people and public servants.

david willets, the minister of State for universities 
and Science commented: “This is an exciting new 
scholarship, which has been uniquely tailored for India 
by one of the uk’s top universities. having rolls-royce, 
one of the uk’s top innovating businesses as a co-
sponsor, shows the importance the uk government, 
business and educational institutions places on the 
relationship with India. This programme will promote  
the role of science and innovation as a driver of growth 
and opportunity in uk-India relations, forging lasting  
ties with India’s future leaders.”

lord patten of Barnes, the chancellor of the 
university of oxford said “we look forward with great 
pleasure to welcoming an outstanding group of Indian 
professionals to oxford and to ensuring that they  
are exposed to university-wide insights and thinking 
during their stay. we are honoured to be leading  
the programme and it will be a great pleasure for  
us to work both with the foreign and commonwealth  
office chevening Scholarship programme and with  
rolls-royce.” 

A

kATHryN BISHOp explAINS how cuSTom progrAmmeS 
cAN help profeSSIoNAlS relATe To TheIr clIeNTS.
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CONSULTING 
WIDELy

he strategy consultancy roland 
Berger has come a long way 
from its early incarnation as  
a one-man company founded 

in munich in 1967. Today, the firm operates 
out of 36 offices in 25 countries, and is still 
looking to expand. 

‘Now we make the most of our revenue 
outside germany, which means that we have 
managed to internationalise the business’, 
says klaus kremers, a partner with roland 
Berger in london. ‘much of the expansion 
has been towards the east, with offices in 
Japan and china, and a strategic partnership 
with Tata Strategic management group in 
India, for example.’

The firm has less of a presence in the  
uS, a by-product of deutsche Bank’s once 
having had a 75 per cent interest in the  
firm, and restricting consulting opportunities 
in the uS. following a management buy-out  
in 1998, roland Berger has made some 
inroads, however, particularly in the 
automotive sector.

despite its lengthy connection with 
deutsche, kremers believes the firm is  
better off standing alone. ‘A consultancy 
should be independent, because then  

you can give the right advice’, he says.  
‘If you have a stakeholder with a very strong 
interest in certain situations, the question  
of independent advice becomes an issue.  
we should be able to offer our clients the 
best advice, so independence is paramount.’

The current economic situation still 
weighs heavily on the consulting sector,  
as it does on the rest of business. many 
companies have imposed a budget freeze 
and are not engaging consultants at the 
moment, says kremers. even where they  
are spending money, they are much more 
conscious about pricing. projects tend to  
be of shorter length. Nevertheless, roland 
Berger remains in good shape. while  
2009 revenues were five per cent down  
on a strong 2008, the firm still grew market 
share, says kremers. 

one area that continues to be a strong 
performer for roland Berger, says kremers, 
is restructuring. ‘restructuring makes up 
roughly 30 per cent of our business’, he says. 
‘The reason we are so strong in restructuring 
is that in post-unification germany we 
worked alongside the deutsche Treuhand, 
the government institution tasked with 
restructuring eastern germany. we went  

into numerous state-owned businesses to 
see what had to be done to make them more 
competitive and what action to take if that 
wasn’t possible – should they be liquidated, 
or sold, for example.’ It’s unrivalled 
experience. As kremers notes, roland 
Berger is possibly the only consultancy firm 
to have restructured a country.

There have been some noticeable 
changes, though. Take the kinds of issues 
raised by clients. ‘many companies have had 
a sharp decline in revenues’, says kremers. 
‘The question we get asked today is not 
about why the gross margin is moving one 
percentage point in one direction or the 
other. The question is more about why 
companies have lost so much revenue. Is it 
market driven? have they also lost market 
share? Are they no longer competitive?  
we are faced with much more strategic 
questions.’

The skills and knowledge demanded by 
clients are changing too. clients are more 
experienced, and expect more in-depth 
knowledge from consultants, than they  
did 10 or 20 years ago. when clients call  
for a consultant, it is usually for one of the 
following reasons: there is a special situation 

T
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CONSULTING 
WIDELy STEVE COOMBEr TAlkS To klAuS kremerS 

ABouT rolANd Berger’S wINNINg STrATegy.

that the management is not experienced 
with or cannot handle, such as restructuring, 
which requires special knowledge not 
available in the company; a company  
is in a situation where it needs additional 
resources, such as handling large post-
merger integrations; and, of course, when  
an independent opinion is required.

‘whichever reason it is, the consultants 
have to be experienced. This is also  
a challenge for the consulting industry, 
because it is quite difficult to engage  
junior consultants on projects. They can  
do basic groundwork, but clients want senior 
consultants, project managers and partners’, 
says kremers. ‘what we do, especially in  
the larger offices, [is] our consultants tend  
to focus on specific industries or functional 
topics quite early on, developing some 
in-depth specialist knowledge.’

while roland Berger has many 
consultants with an mBA, specialist industry 
expertise coupled with the business and 
financial knowledge acquired during an  
mBA is prized. roland Berger is strong  
in the medical sector, advising hospitals,  
for example, and has a number of surgeons 
within the organisation. It also offers 

consultants the opportunity to take up a 
phd, and will work with the consultant to 
help define the topic for their doctoral thesis.

facilitating consultants to engage in 
further research and study is just one way  
of building knowledge capacity in the firm. 
The firm also has internal programmes  
that involve movement between offices  
to facilitate knowledge transfer. of the 250 
people in the firm’s global restructuring 
practice, around 100 are in germany. 
kremers moved to the uk in 2007 to build 
roland Berger’s restructuring practice in 
london, based on experience gained in 
germany.

other ways in which roland Berger 
shares knowledge include a ‘challenge  
club’, in which some of the firm’s most 
talented people come together to study key 
topics that are relevant to its growth. Its 
competence centres – roland Berger has 
functional and industry-based competence 
centres as its structural units – work  
together on an international basis. Internal 
performance measurement metrics include 
international cooperation.

given that roland Berger is still in  
a growth phase, despite one of the worst 

recessions in living memory, what 
differentiates it from other consultants? 
There’s the european background for a  
start. ‘coming from europe, we know about 
dealing with different systems, different 
cultures, different laws and regulations.  
So we are used to managing very complex 
situations, which makes it much easier to 
operate within europe and across the globe’, 
kremers says.

ultimately, though, kremers  
continues, consulting success is about 
getting things done, something that often 
requires a collaborative approach. ‘It  
also has something to do with stakeholder 
management. In germany you have  
lots of different management structures:  
the management board, the supervisory 
board, the workers’ council. Stakeholder 
management and consensus are  
much more important than in the more 
shareholder-driven systems. So we are 
looking for solutions that are capable  
of implementation, and have buy-in  
from other stakeholders, if necessary’,  
he concludes. 

“ THE rEASON WE ArE SO STrONG IN 
rESTrUCTUrING IS THAT IN pOST-
UNIFICATION GErMANy WE WOrkED 
ALONGSIDE THE GOVErNMENT 
INSTITUTION TASkED WITH 
rESTrUCTUrING EASTErN GErMANy. 
rOLAND BErGEr IS pOSSIBLy THE  
ONLy CONSULTANCy FIrM TO HAVE 
rESTrUCTUrED A COUNTry.”
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ntrepreneurial ideas with 
serious social impact are  
what motivates current mSc 
student Joyce meng. She 

hasn’t completed her master’s in financial 
economics yet (although she already has an 
mSc in economics for development from the 
university of oxford), but she can count two 
successful microfinance companies among 
her achievements: she is cfo of youthBank 
(www.youth-bank.org), a microbusiness 
incubator for street youth in lagos, Nigeria, 
and ceo/founder of givology (www.givology.
org), a microphilanthropy site that connects 
donors to students and communities in need 
of education support worldwide.

Joyce began work on youthBank in 
2005. This small-business incubator 
programme equips street youth (homeless, 
unemployed and underemployed young 
people) to serve as agents of economic 
development in low-income communities.  
It was created in response to the challenge  
of poverty, underemployment and crime  
in hyper-urban environments that are fast 

emerging across the developing world. It 
prepares young people to be entrepreneurs 
and employers, rather than just employees. 
youthBank fellows become independent 
business owners, creating opportunities  
and jobs for others.

youthBank’s young members span  
four continents, guided by advisors from  
the public, private and social sectors. The 
company launched its first incubator in 
August 2009 in Surelere, lagos. Inspiration 
for youthBank came after Joyce spent  
a summer doing fieldwork in mexico with 
fINcA International. here she saw in practice 
the potential global power of microfinance.  
‘It has lifted 100 million out of poverty’,  
she says. ‘But there is also a dark side. 
microfinance often doesn’t create net wealth. 
our idea was to change the model to cater  
to a huge unmet need among the young.’

youthBank works with local partners  
and staff. ‘It’s not about us imposing a 
framework; you lose a lot of ideas like that. 
we want to co-op the idea as much as 
possible’, says Joyce. She has already been 

 NICE LITTLE 

 EArNErS
By: SArAH BArrELL

EjOyCE MENG, who IS STudyINg for 
AN mSc IN fINANcIAl ecoNomIcS 
AT oxford, hAS SeT up Two
mIcrofINANce compANIeS ThAT
BeNefIT youNg people.
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“ yOUTHBANk EQUIpS STrEET yOUTH (HOMELESS, 
UNEMpLOyED AND UNDErEMpLOyED yOUNG pEOpLE) 
TO SErVE AS AGENTS OF ECONOMIC DEVELOpMENT  
IN LOW-INCOME COMMUNITIES. IT prEpArES yOUNG 
pEOpLE TO BE ENTrEprENEUrS AND EMpLOyErS, 
rATHEr THAN jUST EMpLOyEES.”

invited to bring youthBank centres to cities 
all over Nigeria, as well as ghana, cameroon, 
kenya and India. The innovation team  
is currently concentrating on tailoring  
a scaling strategy that would work globally.

The young people of lagos gave Joyce 
much of the inspiration for her subsequent 
social enterprise, givology. ‘I believe  
that education transforms lives’, she says.  
‘So many children in the world lack the 
opportunity to go to school, despite their 
strong desire to attend. education opens 
doors and is really the stepping stone  
to development.’ givology partners with 
grassroots non-profit organisations, local 
communities and schools to sponsor 
education grants and innovative community- 
based education projects. Through their 
website, people can support these initiatives 
and scholarships, which are motivated  
by the belief that education philanthropy 
should be an interactive, community effort. 

‘givology’s growth in the last two years 
has been tremendous’, says Joyce. ‘we  
now have 1,200 donors and 26 partners  

in 16 countries helping over 1,500 kids,  
doing everything from building classrooms 
and libraries to training teachers and setting  
up individual student scholarships.’ The 
company recently ran a fundraising art 
exhibition in New york, under the banner 
‘what can you buy for $50?’ (50dollars.org). 
givology asked 163 ugandan kids the 
question, displaying their answers (which 
ranged from school fees to laptops, from 
uniforms to books) in the shape of drawings, 
portraits, video interviews, photos and 
profiles. These were sold to raise money  
for education. ‘we’re targeting $20,000’, 
says Joyce. ‘It really shows that small-dollar 
fundraisers can make a difference.’

After graduation, Joyce will return to  
her former employer goldman Sachs, but 
will continue her work with youthBank and 
givology. ‘even if I take on a challenging job, 
this work will always be fulfilling’, she says. 
‘Seeing how small dollars make a difference 
is inspirational and gives me a real sense of 
purpose wherever I go.’ 

BUSINESS AS USUAL

FINANCE TrEk TO NEW yOrk AND 
BOSTON

In April 2010 a group of oxford mBAs 
embarked on the first ever ‘finance trek’  
to New york and Boston. The event was 
organised by the finance oBN (oxford 
Business Network), and supported by both 
the Saïd Business School careers service  
and the oxford Business Alumni association. 
Students visited a total of 10 companies, 
including blue-chip firms such as Barclays 
capital, citigroup, credit Suisse and 
deutsche Bank.

The purpose of the trip, says finance 
oBN chairman and trek organiser Justin 
Belkin (mBA 2009), was ‘to learn more 
about specific finance firms, to network  
with alumni and to investigate employment 
opportunities’. with roughly 25 per cent  
of this year’s mBA class coming from North 
America, the east coast was an obvious 
choice for a trek. The mBAs visited two to 
three companies each day, yielding interest 
in hiring from some. 

on a visit to Secondmarket, a company 
that creates markets for illiquid assets,  
the oxford mBAs were also able to source a 
Strategic consulting project for the summer. 
Secondmarket has been making headlines 
recently as the marketplace for trading 
shares in private companies like facebook, 
linkedIn and Zynga. In february the 
company received a uS$15 million 
investment from the li ka Shing foundation 
and Temasek. The lucky Strategic consulting 
project team are looking forward to working 
within earshot of wall Street. 

The finance oBN has plans to repeat  
the finance trek to New york and Boston  
next year. The network would love to enhance 
its line-up of blue-chip and new venture 
firms to visit, so if you are an alumnus or 
corporate friend who can help, please email 
careers@sbs.ox.ac.uk 
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In may, on the 70th anniversary of 
churchill’s accession to power, 48 leaders 
from business, politics, media, science,  
the public sector, the church, the military 
and the arts, were closeted in churchill’s 
underground war rooms at whitehall to 
debate the essentials of 21st-century 
leadership.

The questions that formed the basis  
for discussion were: what are the overriding 
issues leaders will confront in the 21st 
century, and do we need new types of leaders 
to address them? what factors impede the 
emergence of successful leadership and how 
can they be overcome? And how best can we 
develop and educate leaders? participating 
in the event were professor colin mayer, 
peter moores dean of the Saïd Business 
School, and Andrew pettigrew, professor  
of Strategy and organisation at the School. 

All participants agreed that since 
churchill’s era, leadership has become  
more ambiguous and uncertain. Today’s 
leaders have to operate across borders  
and boundaries of all kinds – intellectual  
and organisational as well as geographical. 
‘Being able to take decisions where you  
do not know the outcome is absolutely 
essential for a leader today’, stated the  
head of a Tv channel. 

participants highlighted the way in  
which leadership has increasingly become 
more a matter of ‘we’ than of ‘I’. leaders 
today, they emphasised, need a far firmer 
base of credibility and consent to operate 
successfully: what leadership is not, most 
agreed, is hierarchy. 

In marking out the obstacles to 
successful leadership, participants stressed 
the need for leaders to have strong moral 
values. In a complex, fast-moving world, 
values are the only anchors, especially given 
the rate of ‘churn’ among leaders and the 

increasing tendency for successful 
executives to ‘travel light’, boardroom-
hopping between different organisations 
without deeply understanding them or their 
contexts. But despite the more collective, 
consensual nature of modern leadership,  
we still need leaders like churchill who  
have the moral courage to ‘swim upstream’.

participants repeatedly emphasised  
that leaders need the opportunity to take 
risks and fail. churchill, it was pointed out, 
was regarded as a failure and an outcast, 
almost an untouchable, prior to 1940. 
Studies show that the leaders of successful 
high-tech enterprises fail time and again 
before they hit the jackpot. In Silicon valley, 
failure is not seen as a mark of disgrace,  
but as a necessary part of your education. 
participants pointed out that failing can be  
a positive experience: it teaches leaders to 
assess and manage risk effectively. ‘we need 
cultures of fluidity and forgiveness’, said 
professor pettigrew. or in another executive’s 
words, ‘we need to think how to recycle our 
failures.’ 

how best then to develop our future 
leaders? leaders are born not made, most 
participants felt, and many were sceptical 
about the possibility of educating leaders. 
however, they agreed that three things are 
helpful: exposing students to as broad a 
range of leaders and leadership experiences 
as possible; requiring them to think critically 
and strategically about the values that  
will form the moral gyroscopes of their lives  
and work over the long-term; and, finally, 
granting them permission to fail, equipping 
them to become the entrepreneurs of their 
own destinies. 

Article by peter Snow.

BUSINESS AS USUAL

DEBATE IN CHUrCHILL’S BUNkEr
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he legal Services Board’s 
(lSB) powers to seize control 
of regulation from an approved 
regulator is unnecessary and 

casts a shadow over the independence of the 
legal profession, the law Society president 
has claimed.

In a speech at the Saïd Business School 
on 25 may, robert heslett highlighted  
the fact that the lSB has ‘a direct line to 
government’ and ‘a growing belief amongst 
lawyers overseas that the legal Services  
Act has created a structure which could in 
certain circumstances represent a real threat 
to legal independence’.

mr heslett said this belief ‘reflects a view 
that replacing the judiciary as final overseers 
of the legal profession with the lSB – with its 
substantial powers under the Act – is a threat 
to independence that should not be ignored’.

Though the idea that the lSB would take 
over regulation if it found a regulator to be 
inadequate ‘might seem to be a far-fetched 
circumstance’, mr heslett hinted that he 
feels the board is already overstepping its 
role as an oversight regulator.

‘A careful watch must be maintained  
that undue powers are not misused’, he  
said. ‘one notes the tendency of the lSB  
to regard itself as shepherding a supposedly 
recalcitrant legal profession into modernity, 
although it is absolutely apparent that many 
lawyers are at the vanguard of innovation, 
whether it be in developing new legal 
services, or refining existing legal services …

‘Quite simply, there is no evidence  
from at least the last 25 years that the legal 
profession has been unable to regulate itself 
in the best interests of the public, which 
begs the question of why the draconian 
powers of intervention were gifted to the  
lSB in the first place.’

he went on to question the need for the  
lSB after alternative business structures 
(ABSs) are up and running, by which  
time the approved regulators will be ‘fully 
experienced’ and suggested that the link 
between oversight of the profession and  
the judiciary should be reinstated, perhaps 
by having a judge heading the lSB in the 
future. he added: ‘It is my view that it is vital 
for the independence of the legal profession 
that the lSB should not be allowed to morph 
into an activist regulator in order to justify  
its existence.’

mr heslett also called for a greater 
emphasis on ethics training for would-be 
lawyers, and highlighted concerns that  
some undergraduate law degrees are ‘simply 
not being rigorous enough’. he said this 
emphasised the need for a “comprehensive 
and wide-ranging review of our legal 
education system … not as solicitors, 
barristers or legal executives, but as a single 
legal profession comprised of many parts’.

however, mr heslett calmed fears about 
the potential impact of ABSs, drawing on the 
experience of New South wales in Australia, 
where similar liberalisation has not proven  
to be a problem. “I am convinced that we 
have nothing to fear from ABSs’, he said. 

This article is reproduced by kind permission 
of Legal Futures.

The event was organised by the Novak Druce 
Centre for Professional Service Firms at the 
Saïd Business School, in collaboration with 
the University of Oxford’s Law Faculty.

T
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The legAl ServIceS BoArd could poSe A rISk 
To The INdepeNdeNce of The legAl profeSSIoN,
 wArNS lAw SocIeTy preSIdeNT rOBErT HESLETT.
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ast cars were the inspiration  
for mBA student michael 
o’herlihy’s latest enterprise.  
A friend of michael’s visited 

germany to try out the notorious Nürburgring 
racetrack. At the finish line, he found 
someone who had taken a photo of the  
action and it was this souvenir snap that 
gave michael his light-bulb moment.  
he set up trackdayphotos.com, an online 
marketplace for european motor sports 
enthusiasts and photographers. within  
a few weeks, it was making sales. once 
michael had proved that the model worked, 
he decided to go one step further and  
set up a site for all types of photography,  
and Snapcart was born.

The traditional photography market  
is largely editorially driven. ‘If you want  
a picture of england playing cricket, for 
example, you’d buy one from an agency  
like getty’, says michael. ‘But Snapcart is 
peer-to-peer, rather than press photography. 
Someone could upload a picture of an  
oxford cricket match to our site and I could 
buy it.’ Snapcart will do all the printing  
and distribution, taking a percentage of  
the photographer’s sale. ‘It takes the admin  
away from the photographer – something 
most don’t like doing.’

work on Snapcart began last April, shortly 
after michael started his mBA at oxford. 
michael also retains positions as Senior 
Technical consultant at hewlett-packard, 
and founder of websteps, a content 
management system for small businesses  
in Ireland. ‘having had success in the  
Irish market, I wanted to set up a bigger, 
international company’, says michael. 

In academic vacations, michael went  
on student-led treks to San francisco,  
Japan and china. ‘To see these places with  
a local was an amazing cultural experience’, 
he says. ‘San francisco was outstanding for 
networking. I got to talk to google founder 
ram Shriram for 90 minutes – no questions 
were off-limits. mc hammer took us for 
drinks. we went to a Twitter event. All doors 
are open in Silicon valley, once you mention 
oxford.’ 

michael focused his entrepreneurship 
project on Snapcart, which won first prize  
in the Saïd Business School venture fund 
competition. ‘we had to put an executive 
summary together to get to semis, then form 
a business plan and pitch the idea to the 
venture fund board, mostly mBA students, 
12 of whom were my classmates’, says 
michael. ‘They asked lots of background 
questions but we got through to the final with 

pHOTO SHOp
MICHAEL O’HErLIHy’S IdeA for A peer-To-peer 
phoTogrAphy SITe hAS BeeN SNApped up By veNTure 
cApITAlISTS.

F
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14 others, where we pitched to 400 people, 
including philip green and david Bonderman. 
Somehow this was easier than pitching to 
co-students!’

having been offered vc money by  
a company in london prior to making the 
finals, michael was confident his idea  
was a winner. Since the finals, three more 
interested vcs have made contact, and  
the company is currently in negotiations  
to finalise funding. The site launches this 
September, initially targeted at the uk 
market but expanding quickly to the uSA. 
The aim is to have 50,000 photographers 
using the platform within five years, and  
then consider a sale – in which interest has 
already been expressed. ‘This is a semi-
franchise model’, says michael. ‘we are 
looking to have people in between us and the 
photographer. It can be set up very quickly 
and there are no barriers to going global.’

So what next for michael – does he have 
the entrepreneurial bug? ‘I am much happier 
in the beginning stages of a company, more 
interested in innovation than operation’,  
he says. ‘I do have some other ideas that  
I am currently talking about. I hope Snapcart 
will be one of many.’ 

By: SArAH BArrELL “ SNApCArT IS pEEr-TO-pEEr, 
rATHEr THAN prESS pHOTOGrApHy. 
SOMEONE COULD UpLOAD A pICTUrE 
OF AN OxFOrD CrICkET MATCH  
TO OUr SITE AND I COULD BUy IT.”
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SErVICE AND 

SUppOrT
IAN kESSLEr exAmINeS puBlIc ServIce 
profeSSIoNAlS’ relATIoNShIpS wITh ServIce 
uSerS ANd SupporT workerS.

rofessional services are, 
self-evidently, delivered by 
professionals, but this is a 
truism that runs the risk of 

obscuring the involvement of a wider range 
of stakeholders in the provision of such 
services. 

This risk is particularly acute in the 
public services, where the modernisation of 
health, social care and education have been 
predicated on a more inclusive approach to 
service design, production and monitoring. 
Such inclusiveness has been values-driven, 
reflecting the ideologies and principles of 
national policy-makers. It has also been 
informed by a more prosaic concern with 
cost-efficient and effective service delivery, 
especially given the growing need for and 
expectation of high-quality public services  
in the context of finite and diminishing 
resources.

In recent years, the public service 
professionals’ relationship with two 
stakeholders has become increasingly 
important: service users and a cadre of 
support workers. researchers at the Saïd 
Business School have been at the forefront 
of exploring new partnerships with both 
these groups of stakeholders as a means  
of developing a stronger evidence-base for 
the management of public services.

prOFESSIONALS AND SErVICE-USErS
over the last decade or so, the reform of  
the public sector has sought to provide 
services more sensitive to user needs and 
circumstances. however, the development  
of services that give the user more choice, 
voice and independence has challenged 
aspects of professional authority and control. 
In a study commissioned by Skills for care, 
Saïd Business School researchers evaluated 
a New Types of worker programme, seeking 
to give effect to user-centred principles 
through the development of new work roles 
and ways of working in social care services 
for adults and children. The study revealed  
a range of innovative developments in work 
organisations. These included:

‘person-based’ roles, where the users 
themselves undertook the work, for example 
the case of the independent-sector 
organisation in south-east london that had 
trained and supported young black men with 
mental health problems to act as researchers 
in exploring how the service provided to them 
might be improved

‘Specialist’ roles, such as the local authority 
rehabilitation officer for visually impaired 
children, which, given the structure of the 
rehabilitation officer profession, had not 
formerly existed

‘Boundary-spanning’ roles, such as the  
Team Around the child coordinator, who 
helped the parents of children with multiple 
disabilities to navigate their way around  
a diverse and often confusing network of 
service providers.

our research revealed the value of these 
roles to the users of the services, but  
also highlighted some of the management 
difficulties faced in establishing them:  
new roles often required a unique skill-set, 
making recruitment difficult and requiring 
the development of bespoke training 
programmes; these roles also generated risk 
for post-holders, with workload, reward and 
career progression inevitably uncertain at  
the outset. In highlighting these difficulties, 
the research contributed to the development 
of management policy and practice designed 
to ensure that these user-focused roles and 
ways of working could operate on a more 
sustainable basis.

prOFESSIONALS AND SUppOrT 
WOrkErS
one of the more striking features of work 
organisation in public services over recent 
years has been the emergence of a plethora 
of assistant roles: the teaching assistant in 
education; the health care assistant in the 
NhS; social work assistants in social care. 
working in support of the professional,  
these roles engage with some of the most 
vulnerable members of the community –  

p
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the sick, children, those with disabilities –  
while essentially remaining unregulated.  
In other words, there is no minimum  
training or registration requirement. It is  
a combination that gives rise to various 
dilemmas and tensions, not least related  
to the balance between service-user safety 
and workforce flexibility.

In a series of studies over the last few 
years, researchers at Saïd Business School 
have explored the nature and consequences 
of these support roles: an eSrc-funded 
project considered assistant roles in  
health, education and social care, while 
more recently a study sponsored under the 
National Institute of heath research Service 
delivery and organisation programme looked 
in greater detail at the heath-care assistant 
role in hospitals. This research highlighted 
the range of public policy goals underpinning 
the use of assistants, and the extent to  
which these goals were being fulfilled within 
public service organisations. Assistants  
were revealed as: 

A relief taking-on more routine tasks,  
so allowing professionals to concentrate  
on their core, technical tasks; this is a role 
welcomed by professionals, but at the risk  
of the assistant becoming a ‘work horse’, 
responsible for all the unpleasant, ‘dirty’ work;

A substitute drifting into the performance  
of more mainstream professional tasks,  
such as the provision of bedside health  
care in hospitals or assuming whole-class 
responsibilities in schools, a development 
generating more unease among professionals 
as boundaries were challenged, and 
encouraging a view of the assistant as  
‘cheap labour’;

An apprentice being used as the source  
for the future supply of professionals,  
an aspiration many assistants held but an 
aspiration often poorly managed by public 
service organisations with underdeveloped 
performance management and career 
development systems;

A co-producer making a distinctive 
contribution to service quality, a contribution 
that found some support in our research, 
highlighting that service-users often find it 
much easier to relate to the assistant role 
and those who fill it, than to the professional.

LOOkING BEyOND THE prOFESSIONAL
Service-users and low-paid assistants at  
the bottom of the occupational hierarchy  
are rarely the focus of interest in business 
schools fixated on the qualified professional 
or the corporate high-flier. however, any 
search for the more efficient and effective 
management of professional service 
organisations, particularly in the public 
sector, needs to look beyond the professional, 
a perspective that researchers at Saïd 
Business School will continue to embrace. 

Ian kessler is reader in employment 
relations at oxford university’s Saïd 
Business School.

IN rECENT yEArS, THE pUBLIC SErVICE 
prOFESSIONALS’ rELATIONSHIp WITH TWO 
STAkEHOLDErS HAS BECOME INCrEASINGLy 
IMpOrTANT: SErVICE USErS AND A CADrE  
OF SUppOrT WOrkErS.
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MODEL MArkETING

arketing outsourcing,  
common in the uSA, is new  
to the uk, but the economic 
downturn could result in  

many businesses looking to outsourcing as  
a form of cost reduction. A new company, 
futureproof marketing, co-founded by  
2008 oxford executive mBA alumnus  
matt campbell, and based in west london,  
is set to capitalise on this trend. 

‘By handing all your marketing 
requirements to one company, you gain three 
distinct benefits’, explains matt campbell. 
‘companies can access higher-quality talent 
than they might attract in-house. Secondly, 
outsourcing negates the need for an in- 
house team – clients can reduce overheads by 
operating a bare-bones marketing department 
or none at all. And outsourcing from one 
centralised agency halts the need for multiple 
specialist agencies or expensive consultants.’ 
And this comes with the adherent flexibility  
to upscale or downscale at any point.

The idea for futureproof marketing was 
conceived during matt’s emBA studies. ‘Saïd 
Business School is very pro-entrepreneurship 
and geared to making you think about how 
you can improve things’, says matt. ‘It also 
gives you essential confidence. lecturers  

and projects equip you with all you need  
to understand business in holistic sense – 
everything from people, to funding, to 
financial planning – the emBA gives you a 
360-degree picture and the tools to work with 
it. It also gives you amazing access to people 
who can challenge your ideas. Not just 
lecturers, but 40 other co-students who are 
at the top of their game and can help shape 
your ideas.’

The company was set up by entrepreneurs 
matt campbell and lizzie penny, who have 
over 10 years’ experience on both the client 
and agency sides of the industry. The pair 
had become frustrated with the traditional 
client and agency dynamic and on graduation 
matt quit his job at international drinks 
company diageo to start futureproof. 

‘The current client–agency relationship  
is expensive, inaccessible, antiquated and 
simply does not generate the best results. 
clients pay multiple agencies to do the  
same thing, and brand managers, marketing 
consultants and agency strategists to do 
similar thinking three times over – an 
inefficiency that’s unacceptable in the 
current climate.’ 

Specialist agencies traditionally lean 
towards creative platforms that will result  

in work for them. As a marketing outsource, 
futureproof has access to all marketing 
disciplines, so the creative idea selects the 
media choice rather than the reverse. The 
company offers integrated, media-neutral 
campaigns – a key to survival in a media-
savvy age – and can act as a complete 
department, a brand team or a project team. 
Some major brands have already begun 
outsourcing to futureproof, including white 
Stuff clothing and the university of london.

At six months old, the company currently 
works nationally out of offices in west 
london, with a staff of 15. ‘we’d like to 
continue expanding’, enthuses matt. ‘our 
aim is to attempt to democratise marketing, 
to make really high-calibre marketing 
accessible to small and medium-sized 
companies.’ Big business is well served by 
existing agencies, but the Sme marketplace, 
worth £4.65 million in the uk alone,  
is a market that isn’t properly catered for. 
outsourcing companies like futureproof look 
set to change that. 
 
www.futureproof.co.uk

M

The fuTure of mArkeTINg lIeS IN ouTSourcINg, SAyS 
MATT CAMpBELL, AN oxford execuTIve mBA AlumNuS ANd 
fouNder of fuTureproof mArkeTINg.
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t is with deep regret that we 
report that professor Anthony 
hopwood, former dean of the 
Saïd Business School, died  

at home on 09 may. he died peacefully after 
a long illness. 

Anthony hopwood was instrumental both 
in creating a world-class business school at 
the university of oxford and in developing 
the field of european accounting research, 
creating a new stream of work on the 
organisational and sociological aspects  
of accounting, which has become highly 
influential. 

he explained it as follows: ‘It’s about 
understanding how accounting has  
impacts, has consequences, what they are 
– understanding how accounting gets tied  
up in the configuration of organisations  
and is related to broader patterns of social 
change, and is different at different points  
in time and in different countries.’ 

It is the need to appreciate these 
processes that hopwood pushed throughout 
his career and with which his name is now 
synonymous. 

After studying for a BSc in economics at 
the london School of economics, hopwood 
went as a fulbright Scholar to the graduate 
School of Business in chicago, where he 
took an mBA and a phd. At a time when  
the whole notion of studying business in the 
real world was alien to chicago academics, 
hopwood announced to his professors that 
this was precisely what he wanted to do.  
The thesis set him on the course he followed 
for the whole of his professional career.

hopwood subsequently taught at 
manchester Business School, london 
Business School and at the london School 
of economics, where he was ernst & young 
professor of international accounting and 
financial management from 1985 to 1995. 
he then came to oxford as professor of 

management studies, was elected the 
American Standard companies professor  
of operations management two years later, 
and in 1999 was appointed dean of the  
Saïd Business School, a position that he 
held until october 2006. 

Along the way, hopwood managed  
to create some important institutions.  
he founded and was editor-in-chief of 
Accounting, organizations and Society,  
one of the few intellectually significant 
management journals to be edited outside 
the uS, and he played a key role in 
establishing the european Accounting 
Association (eAA), thereby contributing  
to the creation of the first pan-european 
networks in accounting. 

In recognition of his achievements, 
hopwood notched up five honorary 
doctorates from european universities. In 
1998 he was voted distinguished Academic 
of the year by the British Accounting 
Association; and in 2005 the european 
Accounting Association granted him a new 
eAA Award for Academic leadership for his 
contribution to the development of the eAA. 
Subsequent awards will be named after him. 

In 2006 hopwood served as the 
presidential Scholar of the American 
Accounting Association. he was elected to 
the uSA’s Accounting hall of fame in 2008 
and also received the American Accounting 
Association’s 2008 Notable contributions  
to the management Accounting literature 
Award. In 2001 and 2008, he was presented 
with lifetime Achievement awards by the 
American Accounting Association and was 
the first non-American ever to receive such 
an award. 

hopwood devoted seven years of his  
life to the creation of a world-class business 
school at the university of oxford. he did not 
anticipate being dean. In fact, in July 1999 
he was happily ensconced at the Saïd 

Business School as professor of accounting, 
working on two books on information flows  
in fashion industries, when his predecessor 
departed within a three-day period. on the 
third day, the vice- chancellor called and 
asked him to take over. 

hopwood’s vision was of an ‘intelligent’ 
business school – one that draws on different 
knowledge bases but is thoughtful and 
analytical in a way that is relevant to both 
academics and practitioners. ‘Business is so 
interesting’, he was fond of saying, ‘and most 
business schools are so boring.’ 

hopwood did things differently. he 
appointed faculty that shared his belief  
in processes, practices and action, rather 
than statics or comparative statics; and  
to the traditional core business school 
disciplines of finance, accounting, strategy 
and marketing, he added applied research 
centres that mirrored the knowledge-
intensive end of an emergent economy. 

These developments, he said, meant  
that the School could maintain a dialogue, 
not only with the forefront of intellectual 
developments, but also with the practising 
community. ‘good management is 
appropriate management in context’,  
he said. ‘I wanted us to invest seriously  
in understanding context.’ 

After hopwood had completed his term 
as dean, hrh the prince of wales appointed 
him chairman of the prince’s foundation  
for the Built environment. In this capacity, 
he worked with the prince and the director  
of the foundation on issues of urban design 
and regeneration.

Anthony hopwood is survived by his  
wife caryl and his two sons mark and Justin.  
he will be sorely missed by his friends and 
colleagues at the Saïd Business School and 
across the university of oxford. 

MODEL MArkETING

ANTHONy HOpWOOD

I

hopwood’S vISIoN wAS of AN ‘INTellIgeNT’ BuSINeSS 
School – oNe ThAT drAwS oN dIffereNT kNowledge 
BASeS BuT IS ThoughTful ANd ANAlyTIcAl IN A wAy ThAT  
IS relevANT To BoTh AcAdemIcS ANd prAcTITIoNerS. 
‘BuSINeSS IS So INTereSTINg’, he wAS foNd of SAyINg, 
‘ANd moST BuSINeSS SchoolS Are So BorINg.’
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VICky DHIr
MBA 2008 

BA alumnus  
vicky dhir is going  
into the movie 
business. Not a 

common area of investment for 
an mBA, and less so when you 
consider that only movies with  
a big social agenda are the ones 
that interest him.

vicky is the founder and 
director of dm capital Advisors 
private limited, a financial 
services company in mumbai.  

Its flagship undertaking is cause 
entertainment, a new INr 2 
billion media, entertainment 
and equity fund that is 
motivated by the very simple 
belief that art can be both a 
powerful instrument of social 
change and a sound financial 
investment.

The idea for the fund was 
conceived during vicky’s mBA 
course (2007–08). ‘our class 
was known for being very 
close-knit’, he says. ‘we helped 
each other out, had intense 
discussions with really different 
viewpoints. I shared a class  
with people from very varied 
backgrounds – banking, IT, 
marketing, social enterprise –  
we would talk for hours, both  
in and out of the classroom. 
Time at oxford really opens your 
horizons and shows you what 
can be done.’

Inspired by Jeff Skoll’s 
participant media (responsible 

for such movies as An 
Inconvenient Truth, Darfur 
Now and Syriana), and the 
Introduction to the Skoll 
foundation and participant,  
at oxford, vicky was convinced 
that the mass market Bollywood 
film industry could be used  
to bring about social change.  
‘I was very impressed with the 
wonderful things participant was 
doing, and if it works in the uS,  
I knew it could work in India, 
where films are one of the only 
forms of mass entertainment, an 
influencing factor and reflection 
of our society’, he explains. 

cause entertainment  
invests in socially conscious, 
commercially viable films and 
hopes to raise $45 million for 
10–15 projects. To advise on  
the funds, a management team 
including veterans from the film 
industry has been set up, along 
with an Investment Advisory 
Team comprising creative and 

FAST FOrWArD
By: SArAH BArrELL
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A NEW DIrECTION FOr CLIMATE pOLICy

on 11 may 2010, the Institute for Science, 
Innovation and Society at the university of  
oxford’s Saïd Business School and the mackinder 
programme for the Study of long wave events at  
the london School of economics published ‘The 
hartwell paper’, which sets out a new direction for 
climate policy following the recent financial crash. 

The paper brings together 14 experts in climate 
change, policy, science and economics from Asia,  
europe and North America and follows up on a 
2007 report entitled ‘The wrong Trousers: radically 
rethinking climate policy’. The authors include 
professor Steve rayner, who is James martin 
professor of Science and civilization and director  
of the Institute for Science, Innovation and Society 
at the Saïd Business School.

According to the authors of ‘The hartwell paper’,  
the failure of last december’s climate conference in 
copenhagen and the erosion of public trust following 
‘climategate’ – the leak of emails from the university 
of east Anglia – resulted in a ‘crash’ of climate 
policy. The legitimacy of the institutions of climate 
policy and science was no longer assured. however, 
the authors suggest that paradoxically, because of 
this crash, rapid advance in addressing climate 
change is now possible for the first time in 15 years.

The paper argues that a radical change of 
approach is required, given that the 1992 united 
Nations international climate policy framework  
has failed to produce any discernable real-world 
reductions in greenhouse gases. The paper explains 
how the global economy can be moved away from  
its dependence on fossil fuels, in harmony with 
economic recovery and with public approval. The 
key for policy-makers seeking a successful outcome 
is to focus on pragmatic and popular primary goals, 
and not on outcome targets or timetables.

The paper sets out goals for access, 
sustainability and resilience, rather than carbon 
figures, as a strategy for improved climate risk 
management. But, above all, it emphasises the 
urgency of de-carbonising the energy supply – 
developing diverse non-fossil fuel technologies 
through a substantial investment in innovation.  
The ultimate goal is to develop non-carbon energy 
supplies at unsubsidised costs less than those  
using fossil fuels. The paper advocates funding this 
work through earmarked carbon taxes, which would 
open discussion on how to channel these funds 
productively. 

WOrkING kNOWLEDGE
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corporate boards. The boards are 
headed up by leading lights from 
both the media and the financial 
services industry – everyone 
from Bollywood actresses and 
filmmakers to ceos from Sony 
entertainment and condé Nast.

‘I came to India in 2009 
from a career in investment 
banking in the uS and a hedge 
fund in london’, says vicky. ‘my 
partner, Aditya mehta, was at an 
Indian investment bank and our 
biggest challenge was finding 
people who could show us how 
the film industry works. Quality 
projects are hard to come by and 
it’s all about relationships, so  
we found a film industry mentor. 
The fact that so many credible 
names then came behind this  
so quickly really shows that there 
is great belief – belief that we 
can make this work and really 
make a difference.’

The fund will not be 
restricted to Indian languages 

and will work on international 
projects. And the model, 
believes vicky, could be applied 
to any country in which there  
is a strong film industry. The  
first project the fund is looking  
to invest in is an international 
co-production with a hollywood 
producer, set in an Indian 
context. The film will look at 
education and the essential 
difference it can make to a 
person’s life. like participant, 
cause entertainment will focus 
not just on the film, but also on 
related social action projects. 
‘longer than the life of the film 
or the fund, is the life of the 
related initiative’, asserts vicky. 
‘we launch these initiatives 
alongside each film and they  
are global in nature, whereas  
the film’s context may be 
geographically focused.’

These initiatives work in 
three different ways: advocacy, 
contribute and volunteer, each 

method aiming to engage the 
audience base. ‘for a film that 
portrays a child with dyslexia,  
for example, “advocacy” could 
involve lobbying the government 
through support groups to give 
children with dyslexia extra  
time at exams so that they can 
compete at par’, explains vicky. 
‘“contribute” could be raising 
funding for 10 such children to 
access education programs – art, 
music – to help them express 
themselves and expose their 
talent. And “volunteer” could 
have individuals giving up their 
time to teach these children.’

vicky’s own education was 
spread across two continents: 
North America and India.  
he was born and raised in 
calcutta but educated in the 
uSA. ‘The west has been 
investing in social enterprises  
in a structured way for much 
longer than India’, he points  
out. ‘In India, philanthropy  

is embedded in our culture,  
yet as a developing nation the 
tendency is to save. But now,  
as people increasingly want to 
have a positive social impact, a 
portion of those savings is going 
into philanthropic business. 
Investors are increasingly 
looking at investment vehicles 
that have a double bottom-line 
and generate both financial and 
social returns.’

And what next for dm  
capital Advisors, once cause  
is established? ‘our flagship 
enterprise is cause 
entertainment’, says vicky.  
‘But our overall goal is to work  
on models that promote social 
entrepreneurship and socially 
responsible investments to  
build on the ideology that social 
and financial returns can go 
hand in hand, and one does  
not burden the other.’ 
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SANjAy GUpTA
ExECUTIVE MBA 2005

his year, the  
world economic 
forum selected 
197 young global 

leaders from 72 countries. 
Among the class of 2010, is 
Saïd Business School executive 
mBA alumnus Sanjay gupta.  
A second generation Indian-
American, Sanjay is recognised 
for his work in health care-related 
social enterprises, investments 
and start-ups.

Sanjay’s current role is  
senior vice-president and advisor 
to dr patrick Soon-Shiong,  
the noted philanthropist and 
physician who is the founder, 
executive chairman and ceo  
of Abraxis BioScience, a leading 
international pharmaceutical 
and health care innovator based 
in the united States. Sanjay 
came to this role from Intel 
corporation, where he served  
as a director of social enterprise, 
and an earlier position as chief 
financial officer and director of 
strategy for dossia, a health care 
social enterprise sponsored by a 
consortium of top uS companies 
such as AT&T and wal-mart.

‘It was very humbling to be 
named by the world economic 
forum, given the roster of current 
and prior honourees’, says 
Sanjay. ‘I am deeply honoured  
to be part of this year’s class  
and the tradition of excellence 
that the forum of young global 
leaders represents.’ 

(HENry) HONG LIU
MBA 2000

enry) hong liu has 
recently become  
a partner at dlA 
piper, one of the 

world’s largest-grossing legal 
firms. A widely recognised leader 
in the china- and Asia-related 
legal, business, financing  
and regulatory communities,  
he works as a uS and chinese 
lawyer with dlA piper’s offices 
worldwide.

with experience in most 
types of cross-border china and 
Asia pacific transactions, henry 
has served clients ranging from 
fortune 500 global firms to 
emerging companies. he works 
across all major industry sectors, 
from mergers and acquisitions  
to capital markets, banking and 
financing, to real estate and 
technology transfers.

‘my east–west experience  
is what really counts when 
servicing clients’, henry explains. 
‘This in-depth knowledge and 
good judgement is what clients  
value most.’ good judgement is 
something that he is renowned 
for. he worked as china’s 
national policy-maker in the 
1990s, playing a key role in 
addressing the Asian financial 
crisis and building china’s 
capital and financial markets.  
‘I was fortunate enough to  
be a part of history and make  
some difference’, he says.  
‘I was surrounded by people who 
were superbly capable, making 
incredible contributions.’ 

prior recipients of the honour 
include larry page and Sergey 
Brin of google, mark Zuckerberg 
of facebook, the television 
journalist Anderson cooper of 
cNN, among numerous other 
luminaries from all facets of 
commerce, education, media 
and government. peter Bisanz, 
the noted filmmaker, is another 
alumnus of the School to have 
been honoured by the forum in 
previous years.

Sanjay cites his research at 
oxford as a key inflection point 
in his career development.  
‘The exposure I received to both 
private equity finance as well  
as social entrepreneurship was 
central to crystallising my goal of 
building social models that are 
highly rational and sustainable.’ 
he also credits his mentors  
at oxford, including Stephan 
chambers and Tim Jenkinson, 
for their steadfast support and 
guidance. ‘Both Stephan and 
professor Jenkinson were central 
figures in my education, and 
their support both personally 
and professionally are beyond 
measure.’ 

established in 2004  
by professor klaus Schwab,  
the forum of young global 
leaders is a multi-stakeholder 
community of the world’s most 
remarkable young leaders who 
jointly address global challenges 
and who are committed to 
putting their knowledge and 
energy towards collectively 
working for a better future and 
catalysing the next generation  
of leaders. 

FAST FOrWArD
By: SArAH BArrELL
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AMANULLAH AMAN
MBA 2005–2006

manullah Aman 
had spent a 
decade away from 
his native India, 

working and studying, when  
he decided to return home. 
‘After graduate studies and  
work in the uSA, I spent a year 
at Saïd Business School doing 
an mBA’, he says. ‘It was after 
this incredible, confidence-
boosting experience that I 
decided to dedicate myself to 
the development of my country; 
to give something tangible back.’ 

henry was one of the first 
chinese international lawyers to 
study in the uS. ‘In the 1980s, 
the number of chinese students 
outside china was negligible, 
particularly in specialist areas 
like law. we were able to  
gain significant transaction 
experience and deal exposures. 
To witness cross-border 
transactions changing and  
be part of the process was 
invaluable.’ he subsequently 
served as a principal attorney  
at a law firm in New york, 
building up one of the first 
uS-based china practice groups 
with a formal presence in china.

m&A is currently the most 
dynamic area for henry, both  
for international companies 
doing business in china and  
for Asian companies making 
investments outside their home 
region. ‘The chinese economy  
is becoming more mature, 
enabling international companies 
to do business that involves 
more complex transactions.  
This is a challenge and a  
real opportunity.’ Sports and 
entertainment is a growth area. 
‘In the uS, this accounts for a 
very high percentage of gdp; in 
china, it’s still very small, but is 
developing fast as the consumer 
base becomes affluent.’

Staying on top of ‘the macro 
stuff’ is also of vital importance. 
‘I have to help clients make 
some cutting-edge decisions  
on global position and market 
strategy without missing the 
targets.’ however, legal issues 
are far less common than they 
were 20 or even 10 years ago. 
‘when you’re dealing with  
china and Asia cross-border 
transactions today, you must 
treat it as anywhere in the 
world’, henry argues. ‘The legal 
work has become much more 
sophisticated.’

henry’s time at oxford provided 
him with training that helped 
him both as a banker and a 
lawyer. ‘when I deal with clients, 
whether it be a ceo or someone 
operating the production line, 
they feel I’m sensitive to their 
thinking’, he says. ‘And this is 
largely due to the way the mBA 
equips you all-round.’ he came 
to the mBA in a ‘cooling off’ 
period after leaving the chinese 
government and chose oxford  
to experience a european  
rather than uS educational 
environment. he was awarded the 
American Standard companies 
fellow in management, which 
lasted one year, and rather than 
‘be idle’, chose to simultaneously 
do the one-year mBA. 

henry has the contrasting 
honours of being both one of  
the youngest university students  
(he was 15 at undergrad) and 
one of the oldest mBAs at  
Saïd Business School. ‘I simply  
don’t ever want to regret what  
I haven’t done. But at this point 
in my career, I want to be more 
reflective and keep focusing on 
work that truly satisfies me.’ 

during the 2006 oxford India 
Business forum, Amanullah  
met the deputy chairman of the 
Indian planning commission.  
‘I got just 30 seconds of his  
time while he was trying to 
manoeuvre away from the 
media’, he explains. ‘I told him 
that I was returning to India 
after a decade away to serve the 
country. he invited me to the 
Indian planning commission  
to participate in Infrastructure  
ppp policy-making.’ Amanullah 
moved back to India to work in 
mumbai and during his first year 
began to re-explore his home 
state, Jharkhand (formerly 
Bihar).

Amanullah grew up in a 
below-the-poverty-line family 
who lived in a small town. he 
was the first family member ever 
to attend college or university, 
and his education, including his 
degree in chemical engineering 
from IIT (the Indian Institute  
of Technology) in kharagpur,  
was funded by national and 
international scholarships. 
returning to the state, he found 
conditions to be even worse than 
he remembered. 

Jharkhand is among the  
least developed states in India, 
lacking basic infrastructure  
like electricity, water and roads. 
‘what I saw was eye-popping 
and completely changed  
my view of rural India’, says 
Amanullah. ‘In the last decade, 
Jharkhand has produced dead 
generations: it is churning out 
young people who are a dead 
weight on the Indian economy. 
The state has entered into an 
absolute abyss: 30 million 
people living in chaos, confusion 
and depravation.’ 

In the run-up to the Indian 
general elections in 2009, 
Amanullah was approached  
by a newly formed Jharkhand 
regional political party who  
had heard about his interest  
in the state. ‘The party was 
looking for a capable minority 
candidate to stand for the 
ranchi parliamentary seat  
and decided I was the perfect 
“son-of-the-soil” representative.’ 

Amanullah spent a week 
criss-crossing the state, but  
with just one month left to 
campaign before elections,  
a mutual decision was taken  
to elect an established party 
member. however, the 
experience left him with an 
appetite for party politics.  
‘I decided to wholeheartedly 
participate in the parliamentary 
election campaign’, he enthuses. 
The Times of India subsequently 
ran an article on him, calling 
him ‘the star campaigner for  
the party’. ‘Since then, I’ve  
been continually meeting and 
interacting with political leaders, 
big and small, to learn about 
Indian politics.’ 

Now director and ceo of  
an infrastructure development 
and investment company  
based in mumbai, Amanullah 
implements core and soft 
infrastructure development 
(roads, motorways, ports, power 
plants) across several Indian 
states. ‘But I have realised  
that my passion to service India  
is most fulfilled by working in  
my native state’, he confides.  
he works with student and 
university organisations,  
Ngos and registered societies 
across India, but focuses largely 
on improving education in 
Jharkhand and being a social 
activist for the state’s many 
other causes. 

Amanullah recently 
organised a multi-religion mass 
marriage. ‘hindu, muslim and 
Adivasi [indigenous] people from 
the state’s poorest communities 
tied the knot under one roof,  
in front of thousands’, he says. 
‘This show of solidarity among 
different religions was a first for 
Jharkhand.’ he sees many firsts 
for his homeland in the future. ‘I 
have a dream to make Jharkhand 
one of India’s top five states in 
terms of self-sufficiency and one 
that contributes significantly to 
India’s development rather than 
taking away from it.’ 

A
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ince the end of the Second 
world war, international 
standardisation has been  
the holy grail of accounting. 

Now, finally, International Accounting 
Standards (IAS) and International financial 
reporting Standards (IfrS), developed by 
the london-based private regulatory body, 
the International Accounting Standards 
Board (IASB), have been adopted or partially 
adopted in more than 130 countries  
around the world and are set to become the 
norm in even more. of the world’s leading 
economies, only the uS and Japan remain 
on the outside, and they may well join the 
IfrS fold in the next few years. 

The benefits of International financial 
reporting Standards (IfrS) seem obvious. 
companies operating across borders want  
to compare ‘apples with apples’, investors 
considering opportunities in different 
countries want to make decisions based  
on information they understand and trust.  
At first sight, it seems like a no-brainer.

THE OTHEr SIDE OF THE STOry
But Tomo Suzuki, reader in Accounting  
at Saïd Business School, believes that  
the new accounting standards are not the 
gift to companies and investors that they 
seem. ‘you imagine that if you standardise 
accounting across the world, you can 
compare x, y and Z’, he says. ‘But that’s 

wrong. It’s philosophically wrong and 
practically wrong.’ 

Suzuki cites the example of plantation 
industries in South east Asia, the main 
industries in that part of the world, to 
illustrate the problems with IAS/IfrS. 
Indonesia is the world’s leading producer  
of palm oil. palm oil is the country’s main 
export and is used in everything from 
chocolate, to cooking oil, to cosmetics.  
The plantations work as follows: in year one, 
you plant seeds; for the next three years,  
the oil palm tree is too small to bear fruit;  
in the fifth year, the farmer processes the 
first oil palm fruits, extracts the oil, sells it, 
and starts to make a profit. 

‘So what profit curve do you imagine for  
a palm oil business?’ Suzuki asks. ‘perhaps 
one that shows zero profit for the first four 
years and then increasing profit thereafter?’  
It turns out that under IAS 41, ‘Agriculture’, 
which uses ‘fair value accounting’, the palm 
oil plantation makes a huge profit in year one, 
due to the fair valuation of palm oil trees as 
assets, and less thereafter, as the fair value  
of assets decrease. This is based on the ‘fair 
value’ model, which uses discounted cash 
flow techniques. According to this model,  
all future cash flows, usually over 25 years  
in the plantation industries, are estimated 
and discounted to give their fair values.

‘According to IfrS accounting, as  
soon as the farmers plant their trees, they  

are making a profit and that is shown on  
the financial statement of the company’,  
Suzuki says. ‘If you were an investor, you 
would demand dividends. If you were the 
directorate general of Taxes in Indonesia, 
you would demand tax. But no money has 
come in, and so the company would have  
to arrange a loan to pay the revenue and  
the dividends. The government is happy 
because it wants to encourage foreign direct 
investment by adopting IfrS. But the next 
year there might be a hurricane and the 
company would be bust.’ The investor wins 
in the short term, but potentially at the cost 
of the farmer, and the long-term health of  
the industry and the country’s economy. 

pLAyING GAMES
plantation firms listed on the london Stock 
exchange are already subject to IAS, but 
their financial statements reveal novel and 
controversial accounting practices that may 
undermine the operation and finance of 
plantation firms.

‘fair value sounds very good’, Suzuki 
says. ‘The rhetoric is very persuasive – 
transparency, comparability, fairness, 
objectivity – but this method is based on 
looking at the market value of a company  
if it’s sold at a given moment in time, not  
on an understanding of local businesses.’

hi-tech western investors may want to 
value palm oil plantation companies, rubber 
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companies or timber companies based on 
fair value models, but that doesn’t mean that 
this kind of calculation should form the basis 
for regulated financial accounting. ‘It’s just 
an investment calculation which analysts 
should do’, Suzuki says. company accounts 
have different purposes and different 
audiences, and the implications of IAS/IfrS 
for fraud, creative accounting, corporate 
governance, borrowing, sustainable  
business and business ethics all need to be 
considered alongside the needs of western 
investors. 

Another example of possible game-
playing with the new standards is the nuclear 
power industry. constructing new nuclear 
power plants is a pressing need for many 
countries, who want to use nuclear power  
as a practical way to meet energy demands 
while avoiding burning fossil fuels. currently, 
however, because of IfrS, it is almost 
impossible for companies to raise money  
to finance new nuclear plants, because of 
the calculation of the valuing of the liability 
of nuclear waste. 

however, in theory, nuclear waste could 
be re-classified as an asset, as it has the 
potential to be recycled as an energy source. 
will the plants ever really recycle this waste? 
who knows? And if the company can project 
a profit, will they care? ‘under old-fashioned 
historical cost accounting, we didn’t need to 
play that sort of game’, Suzuki says.

IAS/IFrS AND DEVELOpING ECONOMIES
Suzuki’s research into the socio-economic 
impacts of IfrS fed into India’s road map 
towards financial convergence, which was 
announced in January 2010. 

Suzuki recommended that, rather than 
adopting IfrS wholesale, India should 
consider carefully converging with the 
international standards, where appropriate, 
based on wider stakeholder consultations. 
he also recommended caution in applying 
IfrS to India’s insurance industry and 
public sector corporations, for the sake  
of the sustainable growth of the country  
and the welfare of the Indian public. Both 
recommendations have been adopted in  
the country’s financial accounting policy 
announced in January. 

‘Salman khurshid, minister of corporate 
Affairs of India, is cautious about these  
new accounting standards,’ Suzuki says, 
‘because it’s just changing the mentality  
of business people, encouraging them to 
focus only on short-term profit.’ 

ADOpTION VErSUS CONVErGENCE
But isn’t that a problem that applies to  
all accounting standards? Surely no set  
of standards can be sensitive to every 
industry, purpose and audience? ‘It’s  
about the balance of standardisation and 
diversification’, Suzuki says. ‘we’ve lost 
sensitivity to local things. I think this is an 

example of the west being a bit arrogant.’ 
Suzuki does not deny that there is a need 

for standardisation in some contexts, but  
he suggests that there is no need to regulate 
in this area. ‘given these local differences 
and challenges,’ he says, ‘why not let 
jurisdictions converge rather than adopt 
International Accounting Standards 
wholesale? for economies that are declining, 
such as Japan, there may be benefits in 
adopting IfrS, but for developing 
economies, the benefits are not so clear.’

Institutions such as the united Nations 
conference on Trade and development  
and the world Bank are pushing for adoption 
of IfrS around the world, but Suzuki has  
a different vision for accounting standards 
– one that prioritises sensitivity to context 
and to audience, and that takes account of 
sustainability and society as well as financial 
returns. he has been invited to share his 
vision at the world Bank in washington dc  
in September, at least for the case of IAS 41 
in plantation industries. 

Tomo Suzuki is university reader in 
Accounting at Saïd Business School and  
a fellow of hertford college.

“ FAIr VALUE SOUNDS VEry GOOD, BUT 
THIS METHOD IS BASED ON LOOkING 
AT THE MArkET VALUE OF A COMpANy 
IF IT’S SOLD AT A GIVEN MOMENT IN 
TIME, NOT ON AN UNDErSTANDING  
OF LOCAL BUSINESSES.”
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