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DUGGLEBY: Good afternoon. This Money Box Live is for those of you running a 

small business and perhaps finding it difficult to keep going with little or no growth in 

the economy - rising overheads, especially fuel costs, business rates, rent and 

employment laws, customers who don’t pay up on time, and - most important - access 

to loans from the banks. At least there was some welcome news in the Budget to 

benefit small business which, as we’re often reminded, is the catalyst for growth at the 

grassroots. Those prepared to take on one or two employees will now receive a 

discount on national insurance worth up to £2,000. We’ll explain that scheme in a bit 

more detail in a moment, although bear in mind it doesn’t start until April 2014. Is 

now a good time to set up on your own? It certainly won’t be easy. But for many it’s 

that or applying for jobs where competition’s intense, but you have to be realistic. 

You need a sound business plan, hopefully some start-up capital, and enough cash to 

support yourself while you get established - not forgetting the daily routine of 

book-keeping, quotes, invoicing, keeping on the right side of HM Revenue & 

Customs. You’ll need all the help you can get, especially when it comes to growing 

the business - moving perhaps to larger premises, taking on employees or an 

apprentice. So now is your chance for some advice from my guests on Money Box 

Live: Mike Cherry, National Policy Chairman of the Federation of Small Businesses; 

Jane Moore, Technical Manager at the Institute of Chartered Accountants in England 

and Wales; and Peter Ibbotson, the Small Business Chairman at NatWest and Royal 

Bank of Scotland. 03700 100 444 is the number to call, and first on the line is John in 

Orpington.  
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JOHN: Good afternoon. 

DUGGLEBY: Good afternoon. 

JOHN: According to a trail I heard for your programme, the national insurance 

employment allowance, which I believe is what we’re talking about, only applies to 

new employees. But all the press coverage says that it applies to all firms and George 

Osborne said that one third of all employers will not have to pay any national 

insurance payments, which suggests that it does apply to all employees, including 

existing ones. 

DUGGLEBY: Correct. Let me just put … What we’ve been saying essentially is that 

it will encourage those who have no employees at the moment possibly to hire too, so 

I think in a sense we’re both right. But Mike, you’ve got some views about this. 

CHERRY: I’m very, very pleased and warmly welcomed what the Chancellor 

announced in his Budget because this goes further than the FSBs ask for - either 

extending the national insurance holidays or having a reduced rate for smaller 

businesses. So the £2,000 employers allowance now goes across the board for any 

business and for any charity to use to support them, which at the end of the day means 

that if you’re taking on four employees who are all on the national minimum wage, 

you won’t have to pay any national insurance contributions from the employer side, 

so it is right across the patch. 

DUGGLEBY: But Mike, the point is we’ve been using this phrase, you know taking 

on employees, but the fact is if you have two employees in your firm at the moment 

essentially what the Chancellor said - well you don’t need to take on any new ones; 

we just give you the discount for the two you’ve already got. 

CHERRY: Yes, I mean that is absolutely right and it will operate very, very simply, 

we’re told, through the PAYE system from April 2014. I think the good thing is 

though it applies to existing businesses, but it is of course an encouragement on top of 

what the Chancellor announced in the Autumn statement for capital allowances to 
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actually stimulate a bit more confidence in the market, to try and help all these 

youngsters - and we’re nearly up to 1 million youngsters now unemployed - as well as 

look at taking on more apprenticeships. So I think it’s a really good initiative that 

should restore a bit more confidence into the marketplace. 

DUGGLEBY: Peter, when a bank is looking at the prospects for a business, how 

significant is it when they say well actually we’re £2,000 better off? Does that make 

your life easier at all? 

IBBOTSON: Yeah, I mean it all helps with the cash flow of course. So if you can 

demonstrate that there’s more cash coming into the company that you’re not going to 

be spending, that helps explain how businesses work. But I think for me this tax break 

that’s there, this national insurance tax break that’s there, is the piece that Mike’s just 

said about apprentices. I think it’s wonderful that you have the businesses who have 

got apprentices at the moment will actually be encouraged to take them on full time. 

Many of those apprentices at the moment will be below the employers’ national 

insurance level and there’s actually therefore no barrier to those businesses saying 

okay, come on board full time now as proper employees. 

DUGGLEBY: Ah! So just let me be clear about that. If you’ve got an employee who 

is below the payment, the payment threshold, of course there would be no savings 

because there was no tax in the first place? 

IBBOTSON: Many of those apprentices that are with businesses at the moment are 

below that threshold, but are there classically on one year apprenticeship schemes. So 

the encouragement will be there to businesses to take those on full-time without that 

13% employers’ national insurance in position, so I think it’s good news. 

DUGGLEBY: Jane, any other tax implications? 

MOORE: No tax implications. I was just going to add that the Treasury have put up a 

little online tool on their website that you can go and look at which shows how the 

relief will work when it comes into effect, and they’re keen to get people’s views on 
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how to keep it simple. 

DUGGLEBY: Okay and I’m sure that will be on our website, so you can cross-refer 

to it. Thanks for that call. Now John in Wakefield. John? 

JOHN: Hi there. Yes, I’ve got a query with the Inland Revenue. They’ve written to 

me. I run a small business in Wakefield and they’ve written to me to say that they 

know that I’ve overpaid on my payroll in previous years. It’s confirmed what the 

exact amount are, but they’re not willing to refund the money until I can come up 

with a detailed explanation as to why I’ve overpaid them. Is there anything I can do 

about it? 

DUGGLEBY: Well Jane, what about that? 

MOORE: It does sound to me as though they’re being a little over zealous because if 

they’re happy with the year end return figures that you’ve put in and they know how 

much you’ve paid and it’s clear you’ve overpaid, I don’t immediately see why they 

would hold back the overpayment. Are you able to explain to them how you came to 

overpay? Have they just not accepted that? 

JOHN: No I don’t because I haven’t … I have someone do my payroll for me. But 

the person who used to do the payroll for the years that are in question, they actually 

don’t do it for me anymore and I can’t actually locate the records, so I don’t know … 

It’s going back to 2007/2008. They’re saying that I’ve overpaid them by £7,000, but 

they don’t want to give me the money back until I tell them why I’ve overpaid them 

and I don’t know the answer. 

DUGGLEBY: There is some difficulty, isn’t there Peter, where the Revenue kind of 

goes back to the earliest year and then it kind of carries things forward. Is that 

possible? 

IBBOTSON: Yeah, well I think there’s two things to pick up here and Jane will have 
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a better view of it than I will on how personal tax works. But the thing I’d just sort of 

highlight here, John, to anybody that runs a business, is now from 6
th

 April I believe 

on real time employers report … 

DUGGLEBY: That’s a good thing presumably, is it? 

IBBOTSON: Well maybe it’s a good thing to keep your records up straight, but it 

will be a lot of extra work. And I think businesses if they’re not already getting 

attuned to the new regime, they need to get attuned to that pretty quickly because 

otherwise they will be getting in trouble. 

DUGGLEBY: Mike? 

CHERRY: RTI, we’ve been long calling for some changes in this, and at last I’m 

pleased to say that at least on the reporting side a business will not have to report 

more than once a month. But the whole issue here is that you’re going to have to 

update all your payroll systems or, if you’re having it done outside, whoever is doing 

it for you is going to have to be up to speed with all of this and most of them should 

be. But it all links into universal credit, which of course kicked in in October, and it’s 

going to be tying up between HMRC and DWP. And the worry is that the system will 

actually fall over and it won’t work and it will leave small businesses in an even 

bigger mess than trying to get up to speed with it straightaway. But it does kick in 

from 6
th

 April and I think this is the important thing we must get across to all you 

listeners. 6
th

 April is the D Day you have to be on RTI whether you’re doing your 

own books manually, whether you’re using proprietary software or whether you’re 

having it done externally. 

DUGGLEBY: That’s obviously for the future. But Jane, have we any comfort for 

John? 

MOORE: (over) Just to come back to John, RTI won’t affect his previous year. 
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DUGGLEBY: No. 

MOORE: I don’t know, John. If you haven’t got details of the figures that the 

Revenue are talking about, ask them to give you copies of the returns and things that 

they hold for your business, so you can actually see where the figures have come from 

perhaps. Beyond that … 

JOHN: (over) How does that help me because if they’ve already got the figures … 

MOORE: (over) I don’t know. Well I just thought it might help you understand what 

it is they’re talking about. But if they tell you that they owe it to you, I’m just 

somewhat baffled. 

IBBOTSON: I guess, John, what you need to do is get those figures and you need to 

align those to your balance sheets and your profit and loss accounts for the years in 

question and you should be able to work out what the tax, the PAYE was for that 

period and maybe that will help. 

DUGGLEBY: And the same would apply to an individual, wouldn’t it, because I 

mean if you overpay your tax and you say you want it back, the Revenue are going to 

say why and they’re going to need … 

IBBOTSON: And prove it. 

DUGGLEBY: Prove it. You know I mean it’s very irritating, especially as your 

previous accountant has gone.  

MOORE: This is a different one though because the Revenue have told John that this 

is what’s happening. He hasn’t asked for a refund. But it’s a difficult one to sort out 

on air, I think. 

DUGGLEBY: Alright. 
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MOORE: I think he might need a little bit of help with that.  

DUGGLEBY: Alright. Well I think possibly again if you can persuade your current 

accountant to have a look at it maybe that would be the answer. Okay John, thanks for 

that call. I’d like to take an email now from Graham. And he’s emailed us to say that, 

‘To finance the start-up of our business, we sold our house and invested the majority 

of the proceeds in the business. We’ve always paid all our bills and we’re not in any 

problems, as far as we know, and yet we’ve been given a bad credit rating and as a 

result our sort of freedom for manoeuvre in credit accounts with trade buyers has been 

constrained.’ Now, Mike, I gather you’ve got you know some problems with this 

whole issue of credit ratings? 

CHERRY: Credit rating is another area that we’re now beginning to look at and ask 

the Government to look at in some detail because credit scoring is one of those 

opaque bits that none of us understand. Yes you can go to one credit scoring agency 

and be told one thing, but apparently you can also go to another credit scoring agency 

and you get a completely different answer. So to bring transparency and better 

understanding and also how you can improve your credit rating is absolutely 

paramount as we all go forwards. It’s too opaque, it’s too confusing and it isn’t suiting 

small businesses at the moment. 

DUGGLEBY: Graham is not getting any satisfaction from the credit agency 

concerned. From the banking point of view, Peter, it strikes me that a bank ought to 

be quite pleased that somebody who set up a small business has invested their own 

capital in it. I mean and yet you’re getting a message, apparently if you went to the 

credit rating agency, that these people aren’t a very good bet. 

IBBOTSON: I think, Vincent, what’s happened here, Graham, is that you’ve put the 

money in by way of a director’s loan and not by way of capital. 

DUGGLEBY: Ah! 

IBBOTSON: So when the credit agency - and various credit agencies look at this in a 



 

8 

very, very simple way - when they’ve looked at this, they’ll see the company as 

having big debts there rather than capital invested. And I think you do one of two 

things: I think you either capitalise that director’s loan, so you actually say we’re not 

going to take it back out and we don’t have the ability to take the loan back, if that’s 

what you want to do. Otherwise you need to explain to people why the credit rating 

agency is saying what it’s saying. You need to do that especially with your bank 

because as you go to open an account at the bank or work with the bank, they’ll be 

saying why have you got a bad reference? So this is a bad reference on the company, 

not on you personally … 

DUGGLEBY: Exactly. 

IBBOTSON: … so you need to have the conversations with the bank there just to 

explain that because banks do like businesses that invest their own money in their 

businesses because that’s you know high commitment for them. 

DUGGLEBY: Yeah but if Graham has invested his own money - and we’re using the 

word investment loosely but I mean he made them a loan - well that’s a loan the bank 

hasn’t had to make itself. But the bank may on seeing the prospects of the business 

being enhanced by this money would say oh yes, business is good, you know we’ll 

lend you the money, and yet you’re going contrary to the credit agency. 

IBBOTSON: Right, but I think Graham’s point is not just the bank. I think it’s also 

suppliers.  

DUGGLEBY: Yes it is. 

IBBOTSON: And when you try and work with a supplier and get credit period from 

your supplier what they will do is take the credit reference agency report out, and if 

that’s negative then you won’t get support from … you won’t get credit from your 

suppliers. That’s the bit that really I think Graham’s struggling with. 
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DUGGLEBY: That’s it, yes. 

IBBOTSON: But you know it is good when you put your own money in a company 

and I think the only way you’re going to solve that is by capitalising the money. So I 

think there’s two angles to this. For suppliers, you probably need to capitalise it to get 

them on side; but for the bank it is good news for the bank and it is, as you say, kind 

of strange that a bank would say we think this is bad news. The point is when you put 

a director’s loan in, you can always take it out, and that’s what people get spooked 

about. So I think the answer here is if you’re totally committed to the business, 

Graham, then get it capitalised and it’s in the business full time and that’s really good. 

DUGGLEBY: Okay, Emma in Hawkhurst, your call now. 

EMMA: Hello there. We own a plant nursery, so we’ve not had the best 18 months. 

It’s known very well that we had the wettest year on record last year, particularly 

down in the South East as we usually escape it all. 

DUGGLEBY: You’re probably having a pretty rough time now because everything’s 

so cold. I bet you’re not selling anything. 

EMMA: Exactly, all my plants are covered in fleece. Trade has been like January in 

March. So the problem for us is cash flow. We have two bank accounts - we have one 

with NatWest and one with Barclays. Our mortgage is with Barclays and our day to 

day business account is with NatWest. We have asked time and again if we could 

release some of our equity. We have over 450,000 pounds worth of equity and we 

keep getting told no. They’re saying it’s because it’s not serviceable. We bought the 

business in 2010 and the first year that we bought the business our turnover we 

increased against the previous owners by 12%. 

DUGGLEBY: Okay. Well, Emma, I’m going to interrupt you there. I think you’ve 

given us a lot of information. You’re very lucky in the fact that we have the top man 

at NatWest sitting opposite me and I think I have some real feeling for Emma. 
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IBBOTSON: Yeah, I was going to start by saying you need growth capital, but 

people will boo if I say that, and good luck to you in the current weather, Emma, 

because it is tough. Look where you’re at, I think, is you’ve got a mortgage with 

Barclays and Barclays are saying we don’t want to give you additional mortgage there 

because when we look at the drawings that you’re taking out of the company, you 

can’t afford a higher mortgage. So what they’re not doing is looking at what you’re 

doing in the company itself. So I think what you have to do is go to your business 

bank, so you go to the NatWest. And what you say there is we need a loan, we need 

some cash flow to help with our business, and what you then provide by way of 

security is a second mortgage over your house that Barclays are I think obliged, pretty 

well obliged to allow.  

EMMA: Right. 

IBBOTSON: So that effectively allows you to get to the equity that’s in your house 

without taking an additional mortgage payment. 

DUGGLEBY: But this may be fairly short-term, Emma, when things …  

EMMA: Absolutely. We were doing really well. 2010 we bought the business and 

we’d increased by 12%. 2011 we increased by a further 7% and then the weather hit 

us.  

DUGGLEBY: Yeah, yeah. 

EMMA: And you know it’s a very common fact. 

DUGGLEBY: Indeed. 

EMMA: In fact we have it from Barclays in the Horticultural Trade Association 

magazine that they would be sympathetic to growers because of the weather. 
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DUGGLEBY: Again, Peter, you see I like the sound of Emma’s you know … I like 

the cut of her jib because in a sense the bank needs to understand the problem and 

respond to it. I mean it is a very difficult thing. Now how flexible are you likely to be 

in terms of advancing short-term funds? 

IBBOTSON: Very flexible. You know I mean the banks are very, very, very keen to 

lend money. You know … 

DUGGLEBY: And this is a crying need at the moment. You know it’s got to go 

quickly because it’s the next couple of months effectively.  

EMMA: Yes. 

IBBOTSON: Lending money for a bank - you know that’s what they do, that’s how 

they make their profit - so it’s very, very important that banks do get out and lend 

money. And we’re all - not just NatWest and Royal Bank - all the banks are very, 

very keen to lend money and are lending … 

EMMA: (over) That’s not what we found, to be fair. We’ve asked NatWest and they 

refused us. (Moore laughs) They did. We asked NatWest for a loan twice in the past 

year and they’ve refused us twice. 

IBBOTSON: So, Emma, what I’d like to do is I’ll take that off air and I’ll get your 

details and I’ll give you a call and we’ll talk it through. 

DUGGLEBY: You’ve fallen on your feet, Emma. 

EMMA: Thank you. 

IBBOTSON: So you know we’ll talk it through. But I think the important thing is use 

… What I’ll be talking to you about is using the house equity you’ve got as security 

for a loan because you know I don’t know the circumstances that you’ve gone to 
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NatWest - we’ll talk about it over you know afterwards …  

EMMA: Yes, great. 

IBBOTSON: … but on an unsecured basis banks find it very difficult to do cash flow 

like that, so they do need the security there. 

DUGGLEBY: We always warn you, Peter, you may get one of your customers on the 

phone. (laughs) 

IBBOTSON: Well you know we’ve got about a third of the market share, so we’re 

very keen to talk to you, Emma. 

DUGGLEBY: A quick comment from you, Mike. 

CHERRY: Just a very quick comment for you, Emma. When you’re trying to take 

out a second mortgage or something like that, it does take time and of course there are 

fees from the bank as well as for valuation. So I’d just be a little bit wary about that if 

it’s a short-term fix that you need. 

IBBOTSON: Can I just comment, Mike, on that just to give you a bit of reassurance. 

Now the Funding for Lending Scheme has come out, we don’t charge at NatWest and 

Royal Bank fees on any of the loans that we provide. So you know we do understand 

it’s a big issue, but I’ll talk to you off air about it. 

EMMA: That’s fantastic, thank you. 

DUGGLEBY: Thank you very much, Emma, for that call. Now Abigail your call 

from Newark in Nottinghamshire.  

ABIGAIL: Hello. 
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DUGGLEBY: Yes you’re on air, Abigail. 

ABIGAIL: Hi there. My question really, we own a brewery and a pub and our VAT 

and tax bills are quite high. The process, the raw ingredients that we buy for brew are 

not VAT-able, but obviously the product that we make is. However, a lot of our costs 

- including wages for our apprenticeships and our wages and of energy bills and of 

rent and mortgage for the premises - are not deductible from the VAT. Now we find 

ourselves in a spot of bother that we end up owing VAT, PAYE; and also customs 

and excise, we have to pay them duty on the beer we produce. Now last month we 

simply - or last quarter, sorry - we couldn’t make those payments, so we made an 

arrangement to pay over 3 months, which was absolutely fine and we were able to do 

that. This quarter’s just come in and we asked again if we could pay over 3 months 

and they flatly refused. Now … 

DUGGLEBY: Okay, I’m going to stop you there because I think Jane’s got the thrust 

of what you’re saying. 

MOORE: Yes indeed. It’s true HM Revenue & Customs will give time to pay for 

businesses who are struggling, particularly in the current economic climate, but if you 

go back and ask for further time to pay they will take a much closer look at your 

business to see why there’s a problem and whether it’s actually ever going to be able 

to pay on time and get back on track. And if you’re late with PAYE, VAT and your 

corporation tax or income tax, I can see why they might want to ask searching 

questions. And with VAT, of course, you are really collecting that from the 

Government. It isn’t really ever your money at all, so they look a bit more closely at 

it.  

ABIGAIL: Yes that is understandable, but the profits in the products that we make 

and sell are so small that any profit that comes from our product tends to go on wages 

and on running the actual business. 

MOORE: I see that, but you shouldn’t really sort of be spending your VAT on it. But 

what I think you should do, if you haven’t already, is make out a really good plan to 
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show the Revenue how you can catch up with all your payments over a sensible and 

not too long period of time and put that to them with some figures to back it up and 

see what they say to that. 

ABIGAIL: I don’t understand when you speak to them how they suggest that you put 

it on a credit card or you take on further debt.  

MOORE: I don’t … 

ABIGAIL: You know they want to know have you maxed out your overdraft, have 

you maxed out your credit card. It’s robbing Peter to pay Paul and I don’t see how 

helpful that is. 

MOORE: I don’t think they should be asking those questions.  

DUGGLEBY: Okay, we must move on because time is pressing. And an email here 

from Abdul in London and he’s saying, ‘We’re in the telecommunications industry 

and up till recently we had a business account with one of the big high street banks, 

but without reason they sent us an account closure notice and asked us to transfer 

funds to another bank. We don’t think we’re the only telecommunications company to 

whom this has happened.’ Peter, why would a bank issue a closure notice? 

IBBOTSON: So I think the best thing I can say generally here to all the listeners is if 

you have an issue with the bank, go and talk to the bank, and that is very, very 

important. Why a bank might issue a closure notice might be - and I don’t know your 

situation, Abdul, I’m not sure which bank it is either - but a bank may issue a closure 

notice … For instance, if you’ve exceed an overdraft limit and been asked to put it 

right a couple of times and you haven’t done that, then they may ask you to move 

your account. So again talk to the banks and it’s important you do that. Or it may be 

that you’re dealing with a country where the banks are not allowed to see businesses 

operating in. So you know there are some banned countries, so sort of Iran and places 

like that, and that may or may not be your case. But I think the underlying message 

here is if a bank has asked you to move to somebody else, then go and ask them why 
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and they’re obliged to tell you why; and if you can correct that, then perhaps let you 

stay there. 

DUGGLEBY: Mike, from the point of view of the Federation of Small Businesses, 

do you get your members coming on and saying the bank says no? 

CHERRY: Well yes we get that all too often still, I’m afraid. So whilst the banks on 

the one hand are saying yes they’ve got plenty of money and they want to lend; on the 

other hand, certainly four out of ten in our recent surveys are still showing that they’re 

not able to get the money that they need. But this is a different question.  

DUGGLEBY: It is, yes. 

CHERRY: Abdul, I don’t know whether there’s anything that you may have done or 

you’ve upset somebody in the bank or some reason like that. 

DUGGLEBY: But it can’t be a kind of personal I don’t like you basis. 

CHERRY: Well I don’t know. You know sometimes it does come down to 

personalities, which is why we’ve asked for the appeals process to be in place with all 

the banks now, so you can go to someone else if personalities do clash. And I mean it 

is very much a relationship business. Banks need to understand their customers, 

customers need to understand what their banks require of them, and we need to be 

getting that conversation going. 

IBBOTSON: Mike, you made the point about the appeals process. I think that’s 

really worth just emphasising a little bit. All the banks now do have a process that 

particularly if you’re declined a loan or an overdraft, you do have another right of 

appeal. And we have a very good system within NatWest and Royal Bank to do that 

-all the other banks do as well - and that process has an independent overviewer there 

to make sure that we’re all doing the right things to make sure people do have a 

second bite of the cherry. So we’ve got a helpline, a business helpline at NatWest that 
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does it, and you know if you do have problems with your bank account in any way 

that line is there to help you discuss that. So, Abdul, that may be another route for 

you. 

DUGGLEBY: Okay, quick follow-up to your answer, Jane. We’ve been emailed by 

Alan who says, ‘Re VAT, we’re very near the threshold’ - which I think is £77,000, is 

that right?   

MOORE: Yeah. 

DUGGLEBY: Okay he says, ‘Our sales are going up’ and he’s actually worried 

about crossing this threshold because ‘it’ll completely make us … it’ll make us much 

worse off. Can you tell us what to do?’ 

MOORE: It shouldn’t make him worse off because … 

DUGGLEBY: Well he thinks it does, but … 

MOORE: I suppose he could be worried that it won’t be competitive because he’ll 

have to charge more than his non-VAT registered competitors. 

DUGGLEBY: That’s right, he’s got to cross the … 

MOORE: That is the problem, yes. 

DUGGLEBY: And you’re nodding, Mike. 

CHERRY: Yeah, I mean that is a problem. When you hit any of these thresholds, 

then it does mean that you’re not as competitive as somebody who’s still below that 

threshold. But I think you know we called for the tax simplification and I think we’ve 

used the £77,000 as being a very sensible figure to help people, but it’s an 

inevitability when you do have these sort of cliff edges. 
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DUGGLEBY: Paul, you’ve been waiting patiently in High Wycombe. 

PAUL: Hello, how are you? 

DUGGLEBY: We’re fine.  

PAUL: That’s good. Okay my question is I have a friend who is a healthcare 

professional who has a very healthy clientele basis she’s built up over the years. Now 

recently she’s considered retiring, and I’ve asked her what she intends to do with her 

clientele basis and she said well basically she just relinquishes those. And I thought 

well that’s like giving your house away or everything you own away, so this is your 

livelihood. 

DUGGLEBY: It’s goodwill. 

PAUL: So I just wondered the best way to go about registering - and obviously she’s 

a registered healthcare professional - but registering a business to sell? 

DUGGLEBY: Okay, so what value lies in a business? Obviously … She’s a sole 

trader at the moment, is she? 

PAUL: Yes. 

DUGGLEBY: Who can help with selling a sole trader business? I guess it falls to 

you, Mike. 

CHERRY: Well I’ll certainly try and help a little bit here, but why would you want 

to set it up as a business when what I would have hoped you’d be trying to do would 

be to find another podiatrist who can actually buy it off her and buy her clientele 

base? 

PAUL: Yes well either way, whatever the best way to go about it, but I thought to 
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myself well it’s a bit silly just releasing them and just letting them go and not handing 

them over to the next person. 

DUGGLEBY: Well you have to find somebody who’s perhaps starting up and would 

very much welcome them. 

MOORE: I think, Paul, perhaps you’re thinking you need to do something like make 

it a company or something before you sell it, but you don’t. You can sell a continuing 

business as it is, place the value on the goodwill and sell it that way. There’s nothing 

special you need to do by way of registration. 

PAUL: Right, okay. 

DUGGLEBY: Okay, thanks for that call. And we’ve got Richard coming in now. 

Richard?  

RICHARD: Hello yes. 

DUGGLEBY: Your call? 

RICHARD: Good afternoon. I want to close a business. I have a business which is 

registered in England and I’ve discovered I can’t just move it to Scotland, I can’t 

move the postal address to Scotland, and I would like it to be in Scotland and I’ve 

been told therefore I have to close the business and open another business in Scotland. 

And I just want to make sure there’s nothing … I have any pitfalls closing a business 

that I haven’t been told about. I’ve asked people how to close a business and there 

doesn’t seem to be very much advice on it. Lots on how to start it, but not how to shut 

it down. 

DUGGLEBY: Okay, well yeah let’s just unpick this one. First of all, Jane, very 

briefly there’s no tax consequences because obviously tax is the same in England and 

Scotland? 
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MOORE: That’s right, yes. 

DUGGLEBY: Right, okay. Now company law, is that what we’re talking about, 

Peter, Mike? 

IBBOTSON: I think it is, but maybe Mike’s better to answer that. 

CHERRY: Well I think I would question why you have to shut the business and not 

just keep the registered office in England and Wales and actually do the business from 

Scotland. I don’t believe there’s anything wrong in being able to do that particular 

aspect. 

RICHARD: Well I mean it’s obviously business, but it’s also a personal decision. I 

have been doing that for a while. My company was registered in England in 2003. But 

you know in September of this year or whatever, there may be some decisions made. I 

mean it’s not a party political thing, but I want to make sure that I live in Scotland and 

if something happens I don’t want to get devo max or something. 

DUGGLEBY: It is company law though, isn’t it Peter, this, because you can just 

register? You can have a nominal head office somewhere in England quite cheaply. 

RICHARD: Yeah but it’s not about having it in England. 

DUGGLEBY: Okay. 

IBBOTSON: Well my understanding is you can register in England and you can have 

an office north of the border. 

DUGGLEBY: Yeah, but if you want to just close down completely - well okay so be 

it, that’s what you do. 

IBBOTSON: Yeah, I mean I think Mike it’s probably one for you, for the FSB, 
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because you have corporate lawyers as part of your offering and it might be worth just 

speaking to the FSB actually and getting some advice on it. 

CHERRY: We do indeed. I mean on this one, Richard, if you haven’t considered 

joining the FSB - and this applies to any listeners - you do get a 24/7 legal advice line 

as part of the package. 

RICHARD: Right. 

DUGGLEBY: Indeed. One very quick email about patents. This is Diana. She says 

she’s got a great idea. She wants to set up a business to run it. She wants to patent it, 

but she’s frightened of somebody stealing it. In a word, who can answer that one? Just 

go for the patent and worry about the consequences? 

CHERRY: Yeah, I’ll try and help you on that one, Diana. 

DUGGLEBY: Very briefly, very briefly. 

CHERRY: If you’re taking out a patent or a trademark, I would urge all your 

listeners to protect it because it’s often trying to fight someone who’s trying to usurp 

it that is the biggest problem, not just registering the patent or the trademark in the 

first place. 

DUGGLEBY: Once you’ve done that though, you’ve got to ensure that you can 

protect it as well? 

CHERRY: Yes absolutely, protect it against anybody else. 

DUGGLEBY: Right, Mike, thank you very much. That’s Mike Cherry, National 

Policy Chairman of the Federation of Small Businesses; Jane Moore, Technical 

Manager at the Institute of Chartered Accountants in England and Wales; Peter 

Ibbotson, Small Business Chairman NatWest and Royal Bank of Scotland. More 
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information on any of the issues we’ve raised - first port of call: bbc.co.uk/moneybox. 

In the meantime don’t forget to join Paul Lewis for Money Box at noon on Saturday 

and also next Wednesday when he’ll be here with Money Box Live talking about 

banking. 

  

 

  

   


