About us...
Rome wasn’t built in a day. Neither was our reputation.
At Moore Thompson we have been providing a professional, personalised service to our clients for over 80 years. In that time
our high standards have consistently improved and client focus has been maintained as our core value. We have worked
hard for the reputation we have earned from our clients.
Whatever your goals, you are looking for an accountant, not an accounting machine. At Moore Thompson we deliver an efﬁcient
service in a personable manner. Human communication is key, because we beneﬁt from listening to you, as you do from us.

Laying the foundations.
No two businesses are the same, no matter how many similarities they share. At Moore Thompson we have realised the
importance of understanding our clients individually. That’s why we spend time getting to know our clients and their speciﬁc
needs, so we can tailor our services to their requirements.
So what are your speciﬁc needs? Perhaps you want to feel more in control of your ﬁnances, and want to think about corporate
or personal tax planning. You may be thinking about business start-up or, at the opposite end of the spectrum, thinking about
retirement plans or exit strategies. You may simply want advice on your ﬁnances as a whole, either personally, or in terms of
your business.
At Moore Thompson we will listen to what you need, and then work together with you to ﬁnd the best solution.

Building on the basics.
At Moore Thompson, we believe that fundamental professional services are the bare minimum of what a client should be
expecting from their accountant. We make sure that we are delivering a solid, dependable service, and then build from there
to provide our clients with exceptional quality ﬁnancial solutions.
We believe in applying expert knowledge and experience to every aspect of ﬁnancial planning. We now run separate departments
for audit and accountancy, taxation, computer consultancy and ﬁnancial services to enable us to devote the right partners,
with the appropriate specialist knowledge to better meet our clients’ needs. We cater to ﬁrms of all sizes, and have increased
resources in specialist sectors. Our capability to deal with complex areas of business is proven.

Safeguarding your assets.
As members of the prestigious UK200Group, we have access to an external pool of resources. Our membership provides an
external quality control procedure, which ensures that our own highly professional standards are monitored on a
regular basis.
Our clients’ inherent trust of the service we provide is augmented by their trust in each partner individually. We have spent time
ensuring every aspect of our service is client focused, and we have been able to do that by years of building upon relationships
with them.
We genuinely have the best interests of our clients at the heart of Moore Thompson, and we work hard to help them achieve
success. At Moore Thompson, we are always looking forward to the future, because our vision is of a long and prosperous future
working alongside our clients.

Opperman Plants Limited...
Mike Opperman and Andrew Heskin
“A ship is only as good as its captain, but a captain is only as good as
his crew.” That is the premise upon which Mike Opperman works, and
his business is thriving in extraordinary proportions. In the last decade,
the business has gone from a family-centred entity of three core staff
members to a workforce that is 70-strong. In the last ﬁve years, turnover at
Opperman Plants Limited has grown by over 300%.
Opperman Plants Limited was formed in 1998, out of an existing company
that incorporated in 1990. That ﬁrm failed, and so husband and wife team
Jenny and Mike Opperman decided to trade their way out of debt, rather
than opting for insolvency. The ﬁrm now grow 5.5 million house plants per
year, 96% of which are distributed to and sold by supermarket chain
Wm Morrisons.
Partner at Moore Thompson, Andrew Heskin has been providing the
company with auditing and accountancy services, and advice on personal
and corporation tax, for approximately 12 years, and has subsequently
watched the ﬁrm rapidly expand. “As the company has grown,“ he explains,
“Mike has had to adapt his position. He is very wise in that he draws on
external providers of expertise so as to access the highest quality of service
in these areas, recognising their importance to the success of the business.”
Andrew has also been getting involved on a regular basis to liaise about
strategic business management details.
Mike believes it is important to call upon the specialist opinions of
people that are experts in their particular ﬁeld. It is Andrew’s inherent
understanding of agriculture that has prompted Mike to reject offers from
other accountancy ﬁrms, sometimes at slightly lower rates than those offered
by Moore Thompson.
“He is a farmer’s son and so he understands agriculture,” says Mike.
“Andrew and his wife have both worked on the land. He has empathy and an
understanding for what we achieve. Andrew has similar ethics and ethos to
my wife and I. We believe that Andrew’s personal credentials are
very high.”
The company’s strong emphasis on teamwork reverberates throughout most
of their operations. Andrew regularly works in conjunction with Mike, his bank
manager and the bookkeeper to cast a critical eye over the ﬁgures to help
comprehend why exactly they are looking so good, and how to maintain or
improve on this. The ethos of loyalty, demonstrated most vividly by the ﬁrm’s
unconventional choice to use over 95% of its product to supply a single
customer, is also evident.
Andrew comments, “My view is that the ﬁnancial success of Opperman
Plants Limited reﬂects the underlying operational strengths. The company
appreciates the importance of a good quality accounting system, detailed
business plans, budgets and a management information system that enables
key decisions to be made on a timely basis.”
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Mike Opperman
Opperman Plants Limited

Opperman Plants Limited’s loyalty ethic is reciprocated by the providers of
technical expertise and experience that Mike relies on in order to supplement
the ﬁrm’s own internal knowledge base. With such a devoted crew offering
full support to their captain, it’s no wonder Opperman Plants Limited are
running such a tight ship.
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Libby Moore and Mark Hildred
Johnson Bros Limited is a ﬁrm of agricultural engineers in Norfolk that has
relied upon Moore Thompson for almost 60 years. The company started
in 1913, and although they still trade under Johnson Bros Limited, the last
Johnson left the ﬁrm in 2005.
When Bill Johnson passed retirement age and decided that he wanted to
enjoy his retirement, he turned to his family business to release the funds to
support this. However, Bill had used some of his pension fund at an earlier
date to invest into the business. To release some of the equity, it seemed that
Bill would be forced to make the 35-strong workforce that the ﬁrm employed
at the time redundant, and sell up. This option was not at all palatable, and
so Bill and the ﬁrm’s directors turned to Mark Hildred for advice.
Mark came up with a second option. By selling one depot, the ﬁrm was
able to fund Bill’s retirement, pay the company overdraft and focus all of it’s
attentions on the other, more proﬁtable depot.
Mark is pleased to see that the current management are now able to take
the business forward, with what seems almost like a clean slate. “It’s nice to
feel that we’ve helped a client through some difﬁcult times. The process was
really a hand-holding exercise, which is indicative of the proactive approach
we take at Moore Thompson.”
Libby Moore, Bill Johnson’s sister-in-law, is impressed by Mark’s unﬂappable
nature. “He always stays calm,” she says. “That situation had the potential to
become very unpleasant and it didn’t, in part because Mark simply didn’t let it
get to that point.
“Mark heads a very able team,” she goes on. Johnson Bros Limited has now
moved 55 miles away from Spalding, but Libby is resolved that it would not
consider changing to an accountancy ﬁrm more local to their new location.
“They give us as good advice and as good attention as the big boy
accounting ﬁrms, without charging us big boy money.”
Libby has conﬁdence in the advice that they receive and in the staff at Moore
Thompson, especially as the turnover of staff is quite low. Mark Hildred’s
ﬁrst experience with an audit case was at Johnson Bros Limited, and Libby
often gets a chance like that to watch people progress through the Moore
Thompson ranks. She ﬁnds this encouraging because it isn’t necessary to
continually reiterate and explain the ﬁrm’s history.
The relationship between Johnson Bros Limited and Moore Thompson is,
as Libby dubs it, a two-way street. She is comforted by the fact Moore
Thompson listen to constructive criticism from their clients. There is no
textbook way to deal with people, and two identical businesses could
prefer to be handled in two completely different ways. “The team at Moore
Thompson listen if I’m not happy with something,” says Libby, “and then
either explain it further to me, or address the problem.” Libby ﬁnds this
process of mutual listening and communication that has become habitual to
the two ﬁrms reassuring and constructive.
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Moorland Poultry Limited...
Ray Turner and Mark Hildred
When Ray Turner from Spalding acquired Yorkshire-based Moorland
Poultry Limited, the second largest turkey produce company in the
UK, he decided to appoint an audit ﬁrm he could trust implicitly. Moore
Thompson’s outstanding local reputation was what ﬁrst attracted Moorland
owners, the Turner family. Their decision to utilise Moore Thompson’s
services was cemented by the accountancy ﬁrm’s proven ability to cope
with larger businesses. This was especially important to the Turners as
their new acquisition had a turnover of nearly £100,000,000.
Moore Thompson’s Mark Hildred and Ken Maggs identiﬁed numerous
areas in need of improvement as a result of the ﬁrst audit they undertook.
Hillsdown, the business’s previous owners, had sold the business due to
heavy losses being incurred. After Mark and Ken implemented strategies,
including a complete review of the ﬁrm’s ﬁnancial department, these losses
were signiﬁcantly reduced.
Despite this, the company continued to incur losses. Complications in the
worldwide turkey market proved extremely difﬁcult for Moorland, and one of
the consequences was the departure of the company’s ﬁnancial director. Ray
Turner, managing director at Moorland, enlisted Mark Hildred to oversee the
ﬁnance function of the ﬁrm, which required both Mark and Ken to travel to
Yorkshire at least twice each week.
After reviewing budgets prepared by Ken, Mark realised that, with the
available resources, it would not have been possible to turn the business
around. He advised Ray that the only satisfactory solution would be to seek
an exit strategy.
Ray Turner asked Mark Hildred to lead the ensuing period of intensive
negotiations with potential purchasers, as well as maintaining the cash ﬂow
of the business, allowing a period of time in which the exit strategy could be
implemented. Pressure was also being applied by Moorland’s bankers, who
were keen to appoint a receiver, and monitored the business on a daily basis.
In the following nine months, Mark negotiated several commercial deals in
order to keep Moorland’s cash ﬂow aﬂoat. Eventually the business was sold
to the UK’s third largest turkey producer, at a substantial proﬁt.
Both Ray Turner, and Moorland’s sales director Brian Turner, were highly
impressed with what Mark and Ken had managed to pull off. “It was
fantastic,” says Brian, “considering all the difﬁculties that were involved
with the losses, bankers and other related problems. Effectively, Moore
Thompson’s involvement helped preserve, not only the jobs and livelihoods of
over nearly 800 employees, but the reputation of some of the leading brand
names in the food industry.”

Aero Consultants (UK) Limited...
Coleen Marx and Mike Longley
Being made to feel valued and important to an accountancy ﬁrm is
essential to most clients. For Coleen Marx of Aero Consultants (UK)
Limited, it is vital.
Established in 1981, Aero Consultants (UK) Limited is a leading supplier of
products and services to the aerospace industry. The company’s head ofﬁce
is in Switzerland, and serves Europe, while the ofﬁce based in Huntingdon is
responsible for overseeing distribution to the UK.
The company originally employed the services of a “big four” accountancy
ﬁrm to undertake their annual audits, but were growing increasingly
dissatisﬁed with the constant alternation in auditors from year to year. When
ﬁnancial director Coleen Marx was contacted by a telephone marketing
service on behalf of Moore Thompson, she explained her concern, and was
put instantly at ease. The ﬁrm were local, assured her that she would receive
continuity of staff and provided the same service for around half of the cost.
Aero Consultants have been with Moore Thompson for 5 years, and have
had their promise of continuity upheld. Even when one of the auditors
working on the ﬁrm’s audits internally transferred to a new branch, his
second-in-command took over, so there has always been someone familiar
with the company involved in the process.
Partner at Moore Thompson Mike Longley believes in good, solid client
service. “You bend over backwards when you know that something like
recognising the same set of faces is valuable to the client. It’s important to
keep the client happy, and do so in a cost-effective way.”
“We get a good level of attention and service from Moore Thompson,” says
Coleen. “As a smaller company, you often feel that you aren’t important to the
bigger accountancy ﬁrms. As a customer you always feel that your problem is
a huge problem, and don’t want to be made to feel that it’s not signiﬁcant.”
Mike oversees the process of ensuring the issue of continuity is always dealt
with satisfactorily for Coleen, and also acts in an advisory role. Coleen feels
comfortable that she can contact Mike with any ﬁnancial query, and that it will
be dealt with promptly, and that the ﬁrm will receive sound advice.
“All of our needs have been efﬁciently met,” she says. “The problem of
continuity was a big bugbear of mine. Mike assured me that it would be dealt
with and he has stuck to his word.”
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J E Piccaver & Co...
Stuart Piccaver and Bill Creasey
“Farmers of today are custodians of the land for the next generation.
There is no more land and so what we do with it today will deﬁne
tomorrow.” That is what Bill Creasey believes after over four decades of
watching J E Piccaver & Co evolve into salad leaf specialists. “The ﬁrm has
grown up over the years,” he says, “from the ordinary Lincolnshire farmers
I met in the sixties to a fully market driven grower.”
Bill’s father Eric provided accountancy and ﬁnancial services for the ﬁrm when
John Piccaver was at the helm. They began their working relationship in 1947
and now, sixty years on a personal relationship between the two families is
still ﬂourishing.
Family values are fundamental to the Piccavers. Stuart Piccaver believes that
there is an awful lot of personal work to be undertaken when incorporated
in a family business, on top of the basic business affairs. Bill Creasey’s
inherent understanding of the complexity of family issues and ability to offer
what Stuart likes to call a “very measured opinion on how to react to certain
scenarios.”
Because of the nature of both the business world and the agricultural world
today, Stuart comments on the ﬁrm’s need for three outsourced specialists
– legal advice, accountancy services and land agency experts. Because of
the developing nature of the business, J E Piccaver & Co has been forced to
change land agent twice in the past decade and seek specialist commercial
legal advice to support local legal advisors. This has not been the case with
their accountancy service.
“We have continued employing the services of Moore Thompson because
Bill Creasey has consistently offered excellent advice on family, tax and
business issues. Moore Thompson have completed audits, tax returns and
advised us on pensions and life insurance.
Both Stuart and his father David have been happy to recommend Bill and
Moore Thompson to business colleagues and friends.
Property ﬁnance has been one of the primary themes, with Bill advising
the ﬁrm on property acquisition and property disposal, including loan and
mortgage arrangements and capital gains tax advice. Bill provides advice on
inheritance tax and on retaining the farming company within the family.
Ongoing discussions are the foundation upon which the Piccavers’
relationship with Bill Creasey is based. “The strength of the relationship,” Bill
summarises, “is that they are quite happy to ask me questions, and I’m more
than happy to answer them.”
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Deister Electronics (UK) Limited...
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Linda Scheler and Tim Martin
As manufacturers of high-tech RFID (Radio Frequency Identiﬁcation)
security solutions, it is essential that the same sense of stability that is
assured to clients reverberates throughout the entire company.
Deister Electronics (UK) Limited have been established since 1977 and
are specialists in the development of advanced electronic security and
identiﬁcation conﬁgurations, such as ﬁngerprint readers and key cabinet
monitoring systems. When Linda Scheler took over as director of the UK
subsidiary of Deister Electronics GmbH, the ﬁrm’s German head ofﬁce
had become unhappy with the administration of the British branch. They
demanded a complete overhaul of the company, appointing Linda to
undertake the reshufﬂe. One of her key assignments was to appoint a new
accountancy ﬁrm.
Linda interviewed three local accountants before deciding on Moore
Thompson. She says that of the three, Tim Martin was the only one to offer
practical guidance and information in a clear, precise and truthful way. Almost
18 years later, Tim’s determination to convey information with clarity still
underpins the working relationship.
“He has a simple way of putting things,” Linda explains. “He realises I am not
an accountant so he translates the jargon, and puts it in a way we can both
understand. I am able to communicate with Tim on both a business and
personal level.”
At the end of each month, Linda prints off the in-house accounts at Deister
and hands them over to Tim, who compiles a month-end analysis. He then
forwards a copy to Linda and one to the head ofﬁce in Germany. Since
Linda appointed Moore Thompson as the ﬁrm’s new accountant 18 years
ago, there have been no complaints from Mr Hager at the head ofﬁce. He
is pleased with the choice Linda made, and sometimes deals directly with
Tim himself on an ad hoc basis regarding ﬁnancial matters, including VAT
implications.
Linda comments, “Tim has an understanding of UK regulations, and also
an understanding of how they ﬁt into the European pattern. He has a broad
awareness that means he provides a truly holistic service.” Linda feels
comfortable enough to contact Tim with any questions she needs answering,
but is often beaten to it by Tim, who pre-empts problems and contacts
Deister Electronics with updates on changes to any legislations that may
affect them.
“At the beginning the ﬁrm were ﬁnancially insolvent,” explains Tim. “They took
the accounts back in-house and turned the UK arm around. Linda and I have
worked well together over the years. I’ve provided professional accounting
and general business advice. Our personal relationship has also developed
over the period, and we have become good friends.”
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Onix (Marketing) Limited...
Simon West and Chris Wright
Eat lunch at any High Street pizza restaurant or buy a ready meal in one
of the big name supermarkets and there’s a good chance your purchase
includes onions supplied by Onix (Marketing) Limited.
Based in Bourne, Lincolnshire, the company is the UK arm of the larger Onix
business: a pioneering Anglo-Polish collaboration that has brought together
Simon West, managing director of Onix (Marketing) Limited, with the Jazdon
brothers in Wielkopolska, a region central to Western Poland where their
farming business has thrived for the last 400 years.
Onix began life in 2003, when Simon and the Jazdons, who ﬁrst met in 1998,
pooled their resources. Simon contributed almost 20 years of contacts and
experience in fresh food sales and marketing – the focus of Onix (Marketing)
– while the Jazdons had farming in their blood, 200 acres of prime oniongrowing land and the goals of adding value to their operation and increasing
their western European market.
A year or so later, Simon started working with Chris Wright and has “used
him as a sounding board”, as he puts it, ever since. Simon says: “I don’t
have the beneﬁt of a full-time ﬁnancial director in the UK so I have tried to use
Chris and his team as much more than accountants simply providing basic
bookkeeping support. Chris is more like a ﬁnancial consultant, providing
advice to progress the business.”
Simon and the Jazdons’ hard work, a multi-million pound investment in
Poland and sound advice from Chris has paid off. Today Onix turns over
around £6 million a year in the UK and employs 250 people in Poland, where
the domestic Retail market for Onix’s onions – which are supplied pre-packed
– is also thriving.
Chris and his team provide a wide range of accountancy support – including
Sage bookkeeping, annual accounts, audits and tax compliance – and
Simon has also tapped into Chris’s expertise on issues including business
structures, marketing and business risk, which Onix minimises through
diversiﬁcation, supplying a range of products to a range of markets.
Simon has been particularly impressed by Chris’s interest in and
understanding of the Polish operation, which he describes as “the backbone”
of Onix. He says: “Chris doesn’t view the UK business in isolation but looks
at the bigger picture.”
In a competitive marketplace, the Onix team’s tight control of a complex
operation – from growing onions from seed to door-to-door delivery from Poland
to the UK, on time and at the right temperature – is standing it in good stead.
That high quality and reliability is something Simon has also found in the
advice he receives from Chris. He says: “We have been very happy with
our relationship with Chris – we’ve asked a lot from him and he’s risen to the
challenge. Thanks to the help of people like Chris, we are still growing.”
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