
Key achievements
 – From the consolidation of the Ince 
overseas offices in April 2019 and the 
integration of all of the Ince offices into 
the Group, the increasing collaboration 
between offices and practice areas has 
been progressively driven forwards. 

 – We have also focused on forging  
a common culture across the various 
teams and offices, aimed at embedding  
the Group’s core values of connection, 
agility, clarity and entrepreneurship.

 – In mid 2019 we completed a branding 
review aimed at capitalising on the  
Group’s established brand names.  
We also implemented a new brand style 
for the very strong “Ince” brand globally  
for most of the businesses. We have had 
increasing evidence of the strength of this 
brand and have adjusted the balance sheet 
intangible value to ascribe more value  
to the brand acquired instead of the client 
portfolio essentially connected to the 
partners of the acquired business.  
We recognise that the business is “sticky” 
to individual partners but is stickier to the 
Ince brand where clients have multiple 
touchpoints. This is reflected in the 
balance sheet at 31 March 2020.

 – We have begun the process  
of strengthening the Ince overseas offices 
where partner attrition had left them 
sub-scale. In doing this we have 
deliberately sought to expand the service 
lines offered by those offices beyond the 
world leading marine services which they 
have always provided: this has included 
the three Hong Kong partners taken on  
(as reported last year) who have been 
effective in developing their non-marine 
business in the Group very rapidly.  
A further four partners have joined our 
offices in Dubai, Gibraltar and Singapore in 
the second half of the year, strengthening 
our service offering in those regions.

I first want to thank my colleagues around 
the world without whom this year’s strong 
performance could not have been achieved. 
Their fortitude, hard work and flexibility 
during this challenging time have  
been remarkable.

The year has been another one of great 
progress for the Group, with the completion 
of the Ince consolidation in April 2019  
which saw the overseas offices joining the 
Group and contributing to revenues which, 
despite the effects of the COVID-19 
pandemic, almost reached £100 million. 

Our strategy has been and continues to be  
to acquire and grow revenue through organic 
growth, lateral hires and, where appropriate, 
acquisition and to administer that revenue 
through a single efficient administrative 
operation in a low-cost environment. 

Our objective at admission to AIM in  
August 2017 was to double revenue in three 
years. As we approach the third anniversary, 
our reported revenue has almost quadrupled, 
a compound growth rate of almost 60% p.a. 

We have the ambition to develop a highly 
profitable and fast growing international  
legal and professional services group and 
have the structure and teams in place  
to achieve this. 

Chief Executive’s Report 

Notwithstanding  
the global COVID-19 
pandemic,  
the current year  
is generating  
opportunities  
to grow the business  
and we are seizing  
those opportunities.
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 – Through very senior lateral hires in the  
UK we have also expanded and 
strengthened the management team and 
then created an executive committee 
which is responsible to the Chief Executive 
and the Board for delivering successful 
day-to-day operations.

 – In addition to those very senior lateral 
hires and the overseas lateral hires  
a number of focused lateral hires in the UK 
have also been achieved. We have made 
more than 10 top tier lateral hires  
in the year. 

 – We raised £14.0 million of further equity 
capital early in 2020 and we were pleased 
to welcome a number of new shareholders 
as well as further investment by many  
of our existing institutional investors, 
private investors, partners and colleagues. 

 – Perhaps the most gratifying achievement 
has been the way the Group has reacted  
to the COVID-19 pandemic: it first struck 

in the Far East and we closed our offices 
there in late January to protect personnel 
while continuing to operate to support  
our clients seamlessly. We then 
progressively closed each of the other 
offices as required. Our infrastructure  
and administrative services enabled all  
our colleagues to provide the usual high 
quality service our clients expect at all 
times. The Greater China offices were the 
first to re-open and they have, so far in the 
current financial year, performed ahead  
of our expectations. The EMEA and UK 
offices started re-opening later and are 
showing encouraging signs of a return  
to normality. That said, we continue  
to encourage agile working and have plans 
to ensure continuity of client service 
through any future potential lockdowns 
across our jurisdictions.

Financial performance
We are pleased with our results, which are 
detailed in the CFO’s report on page 14,  
with the Ince businesses delivering a full 
year’s contribution for the first time.

The Group’s revenues have grown by 87% 
over the year and much of this is due to the 
inclusion of the whole of Ince for a complete 
year. Within this, we estimate that organic 
growth was 5%. 

The split of the Group’s revenue by business 
area has changed significantly over the year, 
with the contribution from marine, aviation 
and transport activities growing to represent 
over half of the Group’s revenue for the year.  
We are also pleased to see that the revenues 
generated by real estate (as a proportion of 
the global revenues) has dropped significantly 
and was significantly less than 10% in the 
year. These revenues, while important to the 
business as an adjunct to other service lines, 
are volatile, high risk and high maintenance 
and we are much more comfortable for the 
future of the business with such revenues  
at or under 10% of the whole Group. 

An analysis of the revenues for the year ended 31 March 2020 by service line is set  
out below. 

Years to 31 March
2020

£m
2019

£m
2018

£m

Shipping & trade 55.7 8.8 – 

Dispute resolution 17.0 10.0 9.5 

Corporate & tax 11.6 13.4 9.1 

Real estate 5.8 7.3 6.6 

Family & private client 3.9 4.9 3.4 

Other 4.5 8.2 2.7 

98.5 52.6 31.3 

Geographically, the revenue for the year ended 31 March 2020 was as below. 

Year to 31 March
2020

£m

UK 63.9 

Greater China 19.6 

Dubai 4.9 

Germany 3.6 

Greece 3.5 

Singapore 1.7 

Gibraltar 1.3 

98.5 
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Operational performance
We have continued to integrate all aspects  
of our operations onto a single administrative 
platform which can serve all our offices on  
a basis which enables appropriate regional 
and departmental management control. 
Operations are managed across all service 
lines to enable sensible operational decisions 
at global and local levels as appropriate. 

As reported previously, the Group now  
owns a copy of the basic source code for  
the Group’s practice management system. 
Over the last 12 months this has continued 
to be developed and is expected in the next 
month to deal with all London transactions 
regardless of origin of the transaction or 
execution or currency. It will then be installed 
in all overseas offices over coming months, 
becoming one of if not the only independent 
multi-office, multi-currency practice 
management systems available to UK based 
businesses which is not associated with  
a major data supplier and therefore subject 
to that supplier’s own commercial 
imperatives. We believe that this is  
a significant competitive advantage.

Our core remuneration model (as well as  
the valuable “Ince” brand which is being 
enhanced and developed) continues to be  
a magnet for partners in other firms to join  
us – our results in this regard over the last  
12 months evidence the powers of our  
brand and our remuneration structure.  
Our remuneration model focuses on 
professional practitioners being rewarded 
both for the billable work they do and for  
the income generated from their clients.  
Our basic model for partners continues to be 
refined to promote our core values and the 
behaviours we want to see which will drive 
Group profitability. We continue to focus 
partners financially on generating fees from 
their clients, on the recovery of the full value 
of the work undertaken and the generation 
of gross margin from which to cover 
overheads and to generate profits  
for shareholders.

Chief Executive’s Report/Continued 

We have placed a lot of emphasis since  
the Ince acquisition on the development  
of a culture for the Group. This culture aims 
to provide an environment of trust for 
partners and colleagues which is open and 
transparent and in which everyone can 
perform to the best of their abilities. In the 
context of an integration on the scale of the 
Ince merger, the turnover in partners  
and other colleagues over the period has 
been little different to the Group’s history. 
The stability of partners and other colleagues 
is, we believe, vital in delivering the 
continuing satisfaction of clients and we are, 
therefore, unsurprised by our clients being 
open to using the other strengths of the 
Group where appropriate. 

The future
We can and will do even better as the 
partners in the Group come to trust each 
other with each other’s clients to develop 
performance. We are determined to grow  
our client base and intellectual capabilities 
and believe we have the platform to achieve 
this. We have built a platform which supports 
a substantial international business which is 
being incrementally grown by lateral hires 
and modest acquisitions – for both of which 
there continues to be a ready supply  
of opportunities. 

We continue to develop the collaborative 
growth of the business from adding service 
lines supplied by new recruits in an office and 
from the ability to service additional needs  
of existing clients. This requires significant 
trust to be built up between partners and 
other colleagues across service lines  
and geographies.

We have made progress in our diversity  
and inclusion strategy, but we must continue 
to improve this further. The value created 
through diverse experiences and 
contributions at all levels in our business  
is important to our growth. We have 
re-established a new diversity and inclusion 
steering committee made up of colleagues 
from across the Group, who I and the Board 
will work closely with to drive our strategy 
over the coming years.

Our clients are, along with its people,  
the Group’s most valuable assets. It is 
because of the value we add for our clients 
that we can continue to do what we do best: 
advise them in relation to their most crucial 
and important business and personal needs. 
We need to look after our clients, make sure 
we are communicating with them in the right 
way and at the right time, and continue to 
deliver the high-quality legal service they 
have come to expect from Ince. Clear and 
accurate communication is key to success. 
The Ince Key Account Management 
programme (KAM) has recently been 
launched for a number of clients with whom 
we believe we can further develop and 
strengthen relationships, resulting in better 
service for those clients and increased 
revenue for the Group. 

Our existing client base is our most valuable 
marketing and business development 
audience so by implementing and investing  
in a KAM programme we will:

 – Develop and broaden relationships with 
existing clients

 – Create greater client loyalty
 – Through listening to clients,  
better understand our clients’ current 
business along with future needs

 – Generate greater revenue growth from 
clients who are managed and developed

There are a number of active examples  
of this, for example, where we achieved  
a successful small transaction for a client  
in the last three years and where we are now 
billing that client a substantial multiple of the 
initial fee on an annual basis – the key as we 
see it is to be a trusted partner of our client, 
providing a range of services which enable 
the clients to realise increased value from 
their businesses. 

Notwithstanding the global COVID-19 
pandemic, the current year is generating 
opportunities to grow the business and we 
are seizing those opportunities. 
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One of our key differentiators as a listed 
professional services entity is the quality  
of our work and the quality of our people 
who look after our clients. While we enjoyed 
the benefit of a number of market leading 
practice areas prior to the Ince merger, 
without a doubt that merger brought with  
it a substantial body of first class business 
and professional partners and colleagues.  
We have consolidated the marketing of our 
client services under the Ince brand and our 
clients include a wide range of world leaders 
in shipping, energy and aviation among  
other sectors.

We will continue to further succeed  
and drive value for our shareholders by 
continuing to provide relevant and expert 
advice to our clients from understanding 

their business as a whole or their individual 
circumstances (rather than the particular 
legal issue they might expect to consult us 
on) therefore providing value to our client. 
This will enable us further to succeed and 
drive value for our shareholders.

A DRI A N BILE S

31 July 2020

Our Partners’ remuneration model and non-controlling interests
Our partner remuneration model is designed to promote the behaviours we wish to see – work hard, win new clients, share work with 
colleagues appropriately and maintain financial hygiene and so grow the group’s business profitably. 

Our partners are members of partnerships or similar legal entities in some jurisdictions which the Group controls for accounting purposes 
without having an equity ownership interest. The partners are remunerated by that profit share alone and do not receive a salary. 

The results of those partnerships are consolidated in our results and, because the Group has no equity interest, the partners’ shares of the 
profits are a “non-controlling interest” or NCI. 

The partners’ profit shares are formulaic and are broadly a percentage of the work done by each partner (regardless of whether it is on his 
client or not) and a percentage of the amounts billed to their clients (regardless of who did the work). In each case the partner is only 
entitled to his share when the fee to which it relates has been settled.

Each month they “draw” an agreed amount in cash based on the level of profits they are expected to generate in the year. At the end  
of the year, their final profit share is computed, as is any taxation the partners will pay on those profits. 

The net formulaic profits of each partner after any taxation to be settled by the Group less the amount of their draws during the year  
is then paid to them in two tranches and the tax they are due to pay is settled on their behalf.

In the statutory profit and loss account, the partners’ profit shares are shown as NCIs and are deducted after all other costs and taxation. 
We consider this presentation to be unhelpful as the partners’ profit shares are a cost of the business so far as equity shareholders are 
concerned, so we adjust for this and show a reduced Adjusted profit which better reflects the results for shareholders.

The undrawn partners’ profit shares are NCI’s on the balance sheet – at the year end this amount broadly represents the partners’ capital 
in their entities plus partners’ undrawn profits (including any taxation to be settled by the Group) and an accrual for profit shares on fees 
not yet settled (for payment in the year the fees are settled). 

Our remuneration model is refined on a continuing basis and we are looking to put in place schemes for other staff which will promote the 
behaviours the board wishes to see.

Read more in our Investment Case on page 2.
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