Academy of
Professional Development
Training and development
for professionals in practice

ACADEMY INTRODUCTION

I am delighted to welcome you to the ICAEW
Academy of Professional Development.
Our ACA qualification is one of the most
advanced finance professional development
programmes available, but professional
development doesn’t stop there.
Disruptive technologies such as big data, Artificial Intelligence, robotics
and predictive analytics are transforming finance. To succeed in today’s
highly competitive environment you will need not just technical skills but
also the leadership, business insight and commercial skills to support
decision making and the long-term success of the business.
Our training solution covers a wide array of subjects and career levels,
and has two key elements:
• the range of public courses listed in this catalogue
• in-house training which we can create on request.

Whether it’s for you or for your business, the Academy will help to
transform both business and individual performance. I hope you take
advantage of the courses on offer.
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ACADEMY FUTURE PROOFING SKILLS

Future
proofing
skills

FUTURE PROOFING SKILLS ACADEMY

In a fast-changing business environment, finance
professionals need to adapt to ensure that they continue
to add value to the long-term success of an organisation.
Our professional development framework will enable you to future proof and
benchmark your team’s training needs, and identify gaps and learning solutions
for all levels of experience. It is designed around five embedded themes:
• Adaptability – building your
resilience to help you navigate
unexpected challenges in a
fast-changing business environment.

• Collaboration – valuing diverse
perspectives, building working
relationships, and understanding
and using emotional intelligence.

• Insight – providing you with the
knowledge of how best to apply
critical thinking, analysis and
judgement of data, and to generate
advice and solutions relevant
to business.

• Perspective – taking a holistic view
of the business, identifying risks and
commercial opportunities.

FOR A TRAINING
NEEDS
ASSESSMENT
CONSULTATION
CONTACT US:
TEL:

+44 (0)20 7920 8733
EMAIL:

academy@icaew.com

• Learning and reflection – developing
your ability to reflect and learn
from experience and develop
new capabilities.

THE FUTURE PROFESSIONAL: CAPABILITY FRAMEWORK

Capabilities

Analyst

Supervisor/
Developing
manager

Manager/
Senior
manager

Business
leader/
Partner

Ethics and
professionalism

Critically
evaluates

Manages data
responsibly

Promotes
culture of risk
management

Grows a
sustainable
business

Commerciality

Resolves
problems

Identifies
opportunities

Innovates

Partners
strategically

Technical
expertise

Stays current

Challenges
constructively

Drives change

Creates and
communicates a
vision for finance

Personal
effectiveness

Builds
relationships

Collaborates

Influences
sustainably

Inspires others

0-5 years

3-7 years

7+ years

BUSINESS LEADER MATURITY
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ACADEMY PUBLIC COURSES

PUBLIC COURSES ACADEMY

As a world leader of the accountancy and finance profession, the
Academy course catalogue reflects our commitment to high quality
professional development and learning journeys for all career stages.
We run our courses at different locations, so that you can pick a time and place that is
convenient for you. Our public course programme is also an ideal way of learning and
networking with other finance professionals from leading organisations.
WHAT WE CAN DO FOR YOU
• Equip you with necessary skills and knowledge to become a more rounded and
commercially insightful accountant.
• Offer a suite of programmes comprising refresher, developmental and advanced courses to
support career progression.
• Provide you with applied training – not just the theory – so that you return to your business
with innovative insights and practical solutions.
• Our trainers are leading subject matter experts, experienced finance professionals and
highly engaging trainers, with our average delegate feedback score across all courses rated
at 4.8/5.
CONTINUING PROFESSIONAL DEVELOPMENT
Our training courses have six hours a day of knowledge-based content that will contribute
towards your CPD/CPE requirements, however this is subject to the approval of your
professional body.

Public
courses

TO BOOK OR FOR
MORE INFORMATION
PUBLIC COURSES
icaew.com/academy
TEL:

+44 (0)1908 248 159
EMAIL:

academy@icaew.com
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ACADEMY IN-HOUSE TRAINING

IN-HOUSE TRAINING ACADEMY

In-house training

Our bespoke solutions

Training programmes with your business in mind
OUR APPROACH
We are the trusted in-house training provider for firms of all sizes who are wishing to change the outlook
and future of their business. We partner with clients to gain a deep insight into their business challenges
and goals, and then identify training needs and deliver a high quality learning solution. Our approach is to
blend learning interventions and learning outcomes to future-proof your team and support the long-term
success of your business.
OUR SOLUTIONS

WHY THE ACADEMY

Our dedicated team of in-house training experts
can help you with:

• Impactful – learning solutions that are designed
to ensure that you can add value to your own
business as well as clients.

• Training needs analysis – benchmark your
team’s training needs, identify gaps and
learning journeys for all levels of experience.
• Off-the-shelf courses – deliver our standard
courses for your team, incorporating suitable
case studies to help contextualise courses to
your needs.
• Customised in-house programmes –
understand your objectives and tailor an
existing course to meet your specific needs.

• Flexible – learning is delivered in a format to
suit your particular requirements - face-to-face,
e-learning or a blend of both.
• Cost-effective – savings through economies
of scale.
• Efficient – dedicated support from our
Academy team and industry-leading trainers,
making it hassle free.

• Bespoke training – work with you to develop
a bespoke training programme to achieve your
business goals.
CONTACT US
In-house training is an effective way to align employees’ professional development to individual,
functional and business goals. We have partnered with prominent clients across different sectors to
deliver programmes that address both immediate and long-term outcomes.

Business Leader/Partner
Crowe Clark Whitehill’s Partner Development Programme
In a rapidly changing business environment, the firm’s Executive team identified the
need for a professional development programme that was transformational in its
approach and played a vital role in driving culture change throughout the firm.
ACADEMY BESPOKE SOLUTION
In collaboration with Crowe Clark Whitehill, we designed a programme for the
partners led by a combination of expert facilitators from ICAEW Academy and 20
selected pioneers from the partnership. The aim was to work as a team to devise
innovative and courageous business plans and to inspire others around the firm to
take ownership of the growth of their firm.
This change programme was a huge success and resulted in 10 new strategic
ideas that the pioneers are currently implementing in working groups back in
the business.

‘ICAEW has always understood where we wanted to
take our business, and brought something extra to the
party. We could arguably do it ourselves for less but
there’s immense value to the broader perspective, greater
objectivity and confidential space offered by an external
facilitator. You also have enough resource to run a
whole-firm initiative.’
Nigel Bostock
Chief Executive, Crowe Clark Whitehill

TO BOOK OR FOR
MORE INFORMATION
IN-HOUSE TRAINING
icaew.com/academy/
tailored
TEL:

+44 (0)20 7920 8733
EMAIL:

academy@icaew.com
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ACADEMY IN-HOUSE TRAINING

IN-HOUSE TRAINING ACADEMY

Manager/Senior Manager

Supervisor/Developing Manager

Anderson Anderson and Brown,
Senior Management Leadership programme

Beavis Morgan’s Supervisor/Developing Manager Programme

The senior management and HR team at Anderson Anderson and Brown worked with
the ICAEW Academy to customise the Developing Leadership in Practice (DLiP™)
programme for a select group of senior managers. Holding it in-house meant the
participants got more attention from the facilitators and enabled us to tailor the
content to make sure it was in line with the firm’s objectives.
ACADEMY BESPOKE SOLUTION
We worked on four key areas with delegates:
• Self-awareness – understanding
their own behaviour and their impact
on others.

• Influencing skills – understanding how
to influence internally and externally
effectively.

• Goal setting – taking time out of the
office to focus on their future and
personal goals.

• Support network – the opportunity
to give feedback in a confidential
environment.

‘Each participant came away feeling confident they knew
how to lead the business, which was one of our main
objectives and made the programme a huge success.’
Karen Stewart,
HR Director, Anderson Anderson and Brown LLP

London-based firm Beavis Morgan’s growth over the last five years presented
challenges in integrating and driving business strategy and people development
plans. Managing Partner, Nigel Haigh, recognised the importance of transforming
the culture of the firm to provide clarity, encourage ownership, accountability and
identify the future leaders of the business.
ACADEMY BESPOKE SOLUTION
We created a programme for the firm’s newly qualified accountants and supervisors.
It quickly transpired that line managers needed to have parallel sessions, to which
we responded and designed a relevant training programme. The two programmes
finished with a joint strategic planning day including all the Partners. It was critical
that both groups overcame their challenges and obstacles at the same time so they
could help each other to achieve better working practices and make a positive
impact on the future direction of the business.

‘The difference is palpable. It has brought about
changes that are immensely difficult to make. Our
workforce is invested in how the business is advancing,
individuals are taking on more responsibility. We’ve
had strong feedback from clients on individuals
– they too have noticed the change.’
Nigel Haigh,
Managing Partner, Beavis Morgan

Manager/Senior Manager
MHA MacIntyre Hudson’s annual leadership and
coaching programme for aspiring partners
Top 20 firm MHA MacIntyre Hudson chose us to design and deliver a programme for
the future leaders of their firm. The programme had four key objectives:
• Develop the leadership and
commercial skills required for
credible successors.
• Attract and retain the best people.

• Develop a ‘ONE’ firm culture where
real issues can be shared/solved.
• Prepare more females for partnership.

ACADEMY BESPOKE SOLUTION
High-performing senior managers were selected from across regional offices and taken
through an intense modular and coaching programme that challenged them to think
and behave like commercial business leaders. Delegates left with increased confidence,
better understanding of what it meant to be a partner in MHA as well as personal
strategies for them to achieve success in the role.

‘The biggest benefit has been the mindset change. Individuals
now realise they need to be working on the business rather
than in the business. The focus for them is growth, clients
and strategy rather than technical work, which is exactly
the shift I was looking for.’
Rakesh Shaunak,
CEO, MHA MacIntyre Hudson
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ACADEMY LEADERSHIP

LEADERSHIP ACADEMY

Leadership

Courses
14

Board readiness: for new and
aspiring Directors

15

The high-performing Board Director

16

Coaching skills for Partners

16

Team coaching

17

Team/firm away day

18

Leading multiple offices with multiple
‘ways of doing things’

TO BOOK OR FOR MORE
INFORMATION, CONTACT:
EMAIL:

academy@icaew.com
PUBLIC COURSES TEL:
+44 (0)1908 248 159

Lead to inspire and deliver
strategy in a changing environment.
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IN-HOUSE TRAINING TEL:
+44 (0)20 7920 8733

ACADEMY LEADERSHIP

Board readiness:
for new and
aspiring Directors

LEADERSHIP ACADEMY

The high-performing
Board Director

LOCATION:
London

LOCATION:
London

COURSE LENGTH:
1 day

COURSE LENGTH:
1 day

BOOK NOW:
icaew.com/academy/boardreadiness

BOOK NOW:
icaew.com/academy/boarddirector

COURSE OVERVIEW

COURSE OVERVIEW

For senior finance and non-finance executives
or newly appointed Directors, whether executive
or non-executive. This highly interactive course
focuses on personal performance and uses
ICAEW’s exclusive training film, False Assurance,
to help prepare you for the reality of operating
at board level.

For existing executive and non-executive
Board Directors who want to improve their own
performance. This course is delivered in smaller
groups and uses a unique simulation experience
with professional actors alongside ICAEW’s
exclusive training film, False Assurance,
which replicates genuine board scenarios.

LEARNING OUTCOMES:

LEARNING OUTCOMES:

• Understand the full extent of Directors’ roles,
legal obligations and responsibilities, including
the difference between executive and
non-executive directors.

• Know how to handle technical and behavioural
issues common to boards and their committees.

• Identify the roles of the board and its
committees and the important relationships
between them.

• Understand the difference between SMT and
board dynamics to build presence and influence
at board level.
• Recognise the behaviours of an outstanding
Board Director.

Coaching
skills for
Partners
‘The course
coverage was
perfect for my
business. It’s
rare to attend
a course where
more than 90%
of the content
is immediately
relevant, but this
hit the mark.’
Michael Beaver,
Principal,
Michael Beaver & Co

NEW
for 2018

LOCATION:
London
COURSE LENGTH:
1 day followed by the option of telephone
coaching/supervision.
BOOK NOW:
icaew.com/academy/coaching1

COURSE OVERVIEW
Learn an approach to coaching based on
the GROW model in the context of coaching
fellow partners and managers. There will be
opportunities to practise using scenarios relevant
to a firm environment.
LEARNING OUTCOMES:
• Understand the basic premises of a
coaching approach.

• Understand the distinctions between coaching,
giving feedback and directing.

• Understand when and how to navigate potential
boardroom politics.

• Learn the key features of the GROW model.

• Confidence to begin practising the approach.

• Increase awareness of your own strengths
and development needs in areas such as
chairing meetings, influencing and collective
decision-making.

TELEPHONE COACHING
/SUPERVISION OPTION:

• Understand the behaviours required of an
exceptional Board Director.

TO BOOK OR FOR MORE
INFORMATION, CONTACT:

The aim of the telephone coaching is to help
embed the learning and support immediate
practise. The telephone coaching will help you to
experience the coaching approach yourself and to
debrief your own experiences.

academy@icaew.com
PUBLIC COURSES TEL:
+44 (0)1908 248 159

IN-HOUSE TRAINING TEL:
+44 (0)20 7920 8733
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ACADEMY LEADERSHIP

Team
coaching

LEADERSHIP ACADEMY

NEW
for 2018

This is a semi-tailored programme.
Core approach is outlined below to be
adapted with each team as appropriate.
BOOK NOW:
academy@icaew.com

CORE APPROACH
• Four half-day sessions with an option of booking
further sessions.

• Sessions will be fluid and tailored to the specific
team as appropriate.

Team/firm
away day

NEW
for 2018

LOCATION:
In-house only
COURSE LENGTH:
1 day
BOOK NOW:
academy@icaew.com

An away day can help a group to clarify their
purpose, get buy-in from stakeholders as well
as create and deepen relationships within
your organisation.

• One-to-one telephone coaching in between
sessions with each member of the team.

LEARNING OUTCOMES:

AIMS:

• Enable audit managers to manage resource
sharing more effectively.

To build a way of working that supports:

• A vision for the growth and sustainability
of the partnership.
• The development and delivery of a
unified strategy.

• A unified set of values and working practices.
• Engagement of the rest of the firm.
Understand the implications on
future sustainability:
• Increasing digitalisation.

• Changing face of professionals and succession.
• Cultural differences within the firm.
This course is offered in-house only.
For more information contact:
EMAIL: academy@icaew.com
TEL: 44 (0)20 7920 8733

Leading multiple
offices with multiple
‘ways of doing
things’
LOCATION:
London
COURSE LENGTH:
1 day
BOOK NOW:
icaew.com/academy/multioffices

COURSE OVERVIEW
Explore the cultural impact of acquiring or
merging with a new firm/office/region. Learn how
to make the most of ‘one’ firm while respecting
local differences.

• Optimise benefits of national principles and
local diversity for firms with multiple regions.

LEARNING OUTCOMES:

• Address a challenging issue/conflict.

• Learn about re-visioning, setting clear strategy
and partner-team dynamics.

• Deepen understanding between partners and
managers in order to increase effectiveness.
• Understand and manage cultural differences
between generations.
BENEFITS:

• Understand the challenges facing the partners,
managers and more junior people.

• Recognise the importance and key elements of
change management with specific reference to:
– Collaboration.

– Unconscious bias.

– Impact of unrecognised emotional responses
on desired outcome.

• Team building.

• Improve relationships.

• Collaboration around specific goals.
• Engagement.

TO BOOK OR FOR MORE
INFORMATION, CONTACT:

• Increase sustainability.

academy@icaew.com

• Common understanding.

PUBLIC COURSES TEL:
This course is offered in-house only.
For more information contact:
EMAIL: academy@icaew.com

+44 (0)1908 248 159

IN-HOUSE TRAINING TEL:
+44 (0)20 7920 8733

TEL: 44 (0)20 7920 8733

16

17

ACADEMY LEADERSHIP

LEADERSHIP ACADEMY

Leaving a legacy:
taking over a legacy

LOCATION:
London
COURSE LENGTH:
1 day
BOOK NOW:
icaew.com/academy/legacy

COURSE OVERVIEW
Understand the challenges facing those partners
who are having to relinquish part or all of their
portfolio and those partners who will be
taking responsibility.
Learn how to smooth the transition and
understand the impact on the individuals
concerned and the firm as a whole.
LEARNING OUTCOMES:
Understand the perspective of a retiring partner
and developing and managing the transition:

Future-proof your team in the age of AI

• Leaving a legacy.
• What next.

• Letting go.

• Coaching and mentoring those that remain.
• Identifying a plan.

Understand the perspective of the incoming
partner and managing the transition:
• Acknowledge resistances.

TO BOOK OR FOR MORE
INFORMATION, CONTACT:

• Communicate your vision with impact.

academy@icaew.com

• Stepping into a senior partner’s shoes.
• New relationships with clients.
• Impact on rest of the firm.

• Identify building blocks of courageous and
workable actions.
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PUBLIC COURSES TEL:
+44 (0)1908 248 159

IN-HOUSE TRAINING TEL:
+44 (0)20 7920 8733

Artificial Intelligence is transforming our
profession. Allow automation, machine learning
and big data to streamline your processes and
deliver actionable insights, while you take charge
of the strategy and moving the business forward.
The Academy in-house training solutions can
help you and your team do just that. Adapt
to automation — focus on more complex skills
and create value with human interaction.

icaew.com/academy/tailored

ACADEMY IN-HOUSE SOLUTIONS

Our dedicated team of training experts can help you with:
• Training needs analysis
• Off-the-shelf courses
• Customised in-house programmes
• Bespoke training
Contact us to discuss your in-house training needs:
+44 (0)20 7920 8733 or academy@icaew.com
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ACADEMY COMMERCIAL SKILLS

COMMERCIAL SKILLS ACADEMY

Courses

Commercial
skills

22

Pitch to win

22

Growing your pipeline

23

Converting prospects into
profitable clients

24

How to generate more profits
from existing clients

25

The rounded business advisor

25

Business development blockers
(in-house only)

TO BOOK OR FOR MORE
INFORMATION, CONTACT:
EMAIL:

academy@icaew.com
PUBLIC COURSES TEL:
+44 (0)1908 248 159

High impact courses to help firms
achieve their growth potential.
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IN-HOUSE TRAINING TEL:
+44 (0)20 7920 8733

ACADEMY COMMERCIAL SKILLS

Pitch to win

COMMERCIAL SKILLS ACADEMY

Growing your
pipeline

LOCATION:
London

LOCATION:
London

COURSE LENGTH:
1 day

COURSE LENGTH:
1 day

BOOK NOW:
icaew.com/academy/pitching

BOOK NOW:
icaew.com/academy/pipeline

COURSE OVERVIEW

COURSE OVERVIEW

This course is for professionals and fee earners
who want to be more successful in converting
pitch opportunities into profitable work.

This course is for professionals and fee earners
who want to grow their client base and commit
to high impact lead generation activity
to achieve their business development targets.

This course will suit those in front-line business
development roles who are responsible for
pitching for work, whether formally or informally
through meetings.
Many organisations now base much of their
selection of firms on their pitching performance
in front of a panel. With the right preparation,
pitching your professional offering can be seen
as a huge opportunity, not a challenge. Avoid the
simple mistakes that many professionals make
and ensure that your key sales messages are
delivered concisely, clearly and in the context
to the prospect.

It will help anyone wanting to maximise results from
the effort they put into business development; or
anyone looking for simple systems and processes
to ensure a continuous focus on marketing activity
even during busy periods.
This interactive course will deliver immediate
results by helping delegates focus on defining
target markets, prospective clients and key selling
messages. By ensuring delegates identify ways to
execute ‘lead’ actions and manage their pipeline
proactively, this course will provide
a strong basis to win work and grow fees.

LEARNING OUTCOMES:

LEARNING OUTCOMES:

• Understand how you can improve your delivery
and focus on value.

• Improve the volume of lead activities that
generate positive results.

• Define what you can deliver to a client to
‘win’ pitches.

• Take steps to ensure that you stand out from
the crowd.

• Communicate more confidently and positively.
• Succeed in a team pitch situation.

• Develop processes to learn from success
and failure.

22

• Develop a ‘touch-point’ strategy to
create opportunities.

• Understand your business development
cycle and what is required at each stage.
• Create powerful messages by learning
how to market yourself.

• Articulate your key selling points and ideal
prospects/sectors.

• Understand how to build an effective system
to manage business development activity.

‘I was
pleasantly
surprised that
the trainer is
an accountant
with extensive
experience who
understands the
challenges faced.
The course
really identified
opportunities
for doing things
differently,
stretched my
abilities and
has given me
more confidence
in how to win
new work.’
Andrew Kershaw,
Associate Director,
Hwb
Winning new business
(now called Growing
your pipeline)

Converting
prospects into
profitable clients

LOCATION:
London
COURSE LENGTH:
1 day
BOOK NOW:
icaew.com/academy/prospects

COURSE OVERVIEW
This course is for professionals and fee earners
who want to do everything they can to win new
work and reduce the time taken to turn prospects
into profitable clients.
It would particularly suit those who are looking to
achieve business development targets and want to
build greater confidence in client interactions.
Delegates will be able to deliver immediate results
by understanding key selling messages, leading
business conversations through questioning and
active listening and having greater confidence in
stating price and value.
LEARNING OUTCOMES:
• Drive purposeful conversations through
effective questioning and active listening.

• Improve the number of opportunities available
to your firm through better understanding of
potential client issues and possible solutions.
TO BOOK OR FOR MORE
INFORMATION, CONTACT:
academy@icaew.com
PUBLIC COURSES TEL:
+44 (0)1908 248 159

IN-HOUSE TRAINING TEL:
+44 (0)20 7920 8733

• Use strategies to persuade and influence
decision makers.
• Understand the buying motivations
of prospects.

• Understand effective contact marketing
– why are you there?

• Lead successful first meetings with prospects.

• Identify ways to improve your personal impact
and rapport building.
• Sell the value of what you do effectively.
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ACADEMY COMMERCIAL SKILLS

How to generate
more profits from
existing clients

COMMERCIAL SKILLS ACADEMY

The rounded
business advisor

Business
NEW
development for 2018
blockers
(in-house only)

LOCATION:
London

LOCATION:
London

LOCATION:
In-house only

COURSE LENGTH:
1 day

COURSE LENGTH:
2 days

COURSE LENGTH:
1 day

BOOK NOW:
icaew.com/academy/profits

BOOK NOW:
icaew.com/academy/advisor

BOOK NOW:
academy@icaew.com

COURSE OVERVIEW

COURSE OVERVIEW

COURSE OVERVIEW

This course is for professionals and fee
earners who want to improve their impact on
profitable growth and provide a more complete
client service.

Every client wants ‘added-value’. Many of our
staple services and recurring fee income are
being commoditised and margins squeezed.

Explore the obstacles that prevent you from
developing your portfolio. Learn approaches to
overcoming resistance. Learn how to create your
own pathway to business development.

It would suit anyone with a client portfolio who
wants to maximise their return in fees.
This interactive programme should achieve
immediate positive results. These include building
stronger client relationships, developing an
advisory mindset, and negotiating more effectively.
This will enable you to extend your influence
with clients.
LEARNING OUTCOMES:
• Develop strategies to change the focus
and dynamics of your client contacts.
• Explore ways to build more empathic
client relationships.

• Draw on a wide knowledge of the services
available to your clients and be better
at identifying potential issues and
possible solutions.

This programme offers you a new way to look
at your client portfolio and to appreciate how
to leverage your expertise when advising
clients. Learn five effective ways to enhance
your relationship, avoid the three most frequent
mistakes accountants make in working with clients,
and identify the simplest way to gain credibility
quickly to earn trust.
This course will challenge your skills as an
accountant and help participants understand
a client’s commercial mindset.
LEARNING OUTCOMES:
• Identify where a client is likely to be in
their lifecycle – and offer advice on what’s
coming next.

• Ask questions confidently and comfortably
to clients that will challenge them to consider
their wider business issues.

• Have more powerful ‘adviser-centric’
client conversations.

• Ask three ‘deep’ questions about strategy
and execution to uncover client issues.

• Improve levels of client service.

• Understand the principles of building trusting
relationships and build better rapport with
clients, improving your personal impact.

• Identify opportunities to negotiate fee increases
based on an understanding of value.
• Identify ways to build a stronger internal
network and referral base.

24

• How to probe into strategy, operations,
marketing and sales, people and systems.

LEARNING OUTCOMES:
• Identify parts of business development
you like to do and/or could do well.
• Understand resistance to business
development:
– Individual.
– Systemic.

• Create the building blocks of courageous
and workable actions.
• Learn how to practise:

– What you do with confidence.

– Courageous and workable actions.
This course is offered in-house only.
For more information contact:
EMAIL: academy@icaew.com
TEL: 44 (0)20 7920 8733

TO BOOK OR FOR MORE
INFORMATION, CONTACT:
academy@icaew.com
PUBLIC COURSES TEL:
+44 (0)1908 248 159

IN-HOUSE TRAINING TEL:
+44 (0)20 7920 8733
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PERSONAL IMPACT ACADEMY

ACADEMY PERSONAL IMPACT

Personal
impact

Courses
28

Technician to influencer

29

Communicate with impact:
presentations

28

Communicate with impact:
face-to-face

29

How to give effective feedback

TO BOOK OR FOR MORE
INFORMATION, CONTACT:
EMAIL:

academy@icaew.com
PUBLIC COURSES TEL:
+44 (0)1908 248 159

The skills to influence more significantly,
frequently and consistently.
26

IN-HOUSE TRAINING TEL:
+44 (0)20 7920 8733

27

ACADEMY PERSONAL IMPACT

Technician
to influencer

LOCATION:

PERSONAL IMPACT ACADEMY

Communicate with
impact: face-to-face

LOCATION:

Communicate
with impact:
presentations

LOCATION:

How to give
effective feedback

LOCATION:

Bristol, London, Manchester

London

London

London

COURSE LENGTH:

COURSE LENGTH:

COURSE LENGTH:

COURSE LENGTH:

1 day

BOOK NOW:

icaew.com/academy/influencer

1 day

BOOK NOW:

icaew.com/academy/facetoface

1 day

BOOK NOW:

icaew.com/academy/presentations

1 day

BOOK NOW:

icaew.com/academy/feedback

COURSE OVERVIEW

COURSE OVERVIEW

COURSE OVERVIEW

COURSE OVERVIEW

Practical influencing tools and techniques that
will enable you to better understand your
stakeholders and have a greater impact in your
interactions with them. You will become confident
in knowing how to build effective internal
relationships, ensuring your business fully reaps
the benefits of your financial expertise and sees
you as a strategic partner.

Influence and persuade more effectively with
real presence and applying powerful listening
and questioning techniques. You will learn how to
respond appropriately face-to-face, particularly in
difficult conversations. You will also acquire some
basic coaching techniques to use in performance
and development conversations.

Tips and techniques enabling you to deliver key
finance messages to varied business audiences
with confidence and gravitas. Explore your
strengths and development areas, and then
practise new techniques to bring about immediate
improvement in your communication skills.

Give meaningful and regular feedback that
will immediately improve motivation and drive
performance of your team. Through interactive
tasks and real-life scenarios, gain practical insight
to implement in your day to day role. Learn a
simple model to ensure balanced feedback that is
firm, supportive and productive.

LEARNING OUTCOMES:
• Know how to build strong and productive
commercial relationships.

• Understand different communication styles
and how to adapt your approach to suit each
stakeholder or situation.

• Be able to handle difficult conversations with
more confidence, including with your manager,
peers and team.
• Know how to use different influencing styles to
your advantage.
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LEARNING OUTCOMES:
• Be able to respond appropriately face-to-face,
particularly in difficult conversations.
• Know how to adapt your communication style
to different situations and different audiences.
• Develop some powerful listening and
questioning techniques to use in your
face-to-face interactions.

• Acquire the basic coaching techniques
increasingly demanded of finance
professionals today.

LEARNING OUTCOMES:
• Know what makes a compelling presentation
and how to deliver it with confidence.
• Understand how to structure presentations
to ensure a great audience reception.
• Identify where your strengths lie and how
to work on any development areas.

• Practical tips and techniques for managing
nerves before and during presentations.

LEARNING OUTCOMES:
• Understand the factors that drive an individual’s
performance, including how feedback can
help them.
• Know how to have meaningful discussions
about performance through good preparation
and a simple but effective feedback model.
• Recognise the benefits of creating a culture
of ongoing feedback.

• Be able to handle difficult conversations about
performance and to gain real commitment
to change.
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TECHNICAL COURSES ACADEMY

Courses
UK/US GAAP

Technical
courses

32

FRS 102 Refresher

32

FRS 102 Advanced topics

32

FRS 102 Update – staying on top

32

FRS 102 Financial Instruments
(in-house only)

32

FRS 102 Refresher for the
charity sector

32

FRS 102 Current pitfalls and risks
– for auditors

32

Introduction to US GAAP

32

US GAAP Leases – managing the risks

32

US GAAP Update – things an
Accountant needs to know

32

US GAAP Revenue – managing the
risks of first-time adoption

EMAIL:

academy@icaew.com

IN-HOUSE TRAINING TEL:
+44 (0)20 7920 8733
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Keep your technical skills sharp by staying abreast
of all the latest financial reporting standards.

33

IFRS 17 for general insurers

33

IFRS 17 for life insurers

33

IFRS 9 Financial Instruments
– managing the risks of transition
(financial institutions)

33

IFRS 9 Overview of hedge accounting

33

IFRS 9 Financial Instruments
– managing the risks of transition
(non-financial institutions)

33

IFRS Current pitfalls and risks
for auditors

VAT
34

VAT Refresher

34

VAT Update

33

IFRS Refresher

35

Practical business valuation

33

IFRS Advanced Topics

35

Advanced valuation techniques

33

IFRS 16 Leases – managing the risks

35

Advising on a business disposal

33

IFRS Update – three changes that
every accountant needs to know

35

Business acquisition and
due diligence

33

IFRS 16 Leases – managing the risk
of embedded leases

35

Valuation of intangible assets under
FRS 102

PUBLIC COURSES TEL:
+44 (0)1908 248 159

IFRS 15 Revenue – managing the risks
of first-time adoption

VALUATION AND
CORPORATE FINANCE

IFRS

TO BOOK OR FOR MORE
INFORMATION, CONTACT:
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ACADEMY TECHNICAL COURSES

TECHNICAL COURSES ACADEMY

UK/US
GAAP
FRS 102 REFRESHER
An overview of the main accounting changes
brought about by the new UK GAAP.
icaew.com/academy/frs102refresher
FRS 102 ADVANCED TOPICS
Learn about some of the more challenging areas
of FRS 102 through practical exercises and
real-world examples.
icaew.com/academy/frs102advanced

FRS 102 UPDATE – STAYING ON TOP
An interactive course to help you stay on top of
the changes to FRS 102, coming from both FRED
67 and an update on the wider themes.
icaew.com/academy/frs102ontop

FRS 102 FINANCIAL INSTRUMENTS
(IN-HOUSE ONLY)
This practical, one-day CPD training course
equips you with the knowledge to move from
UK GAAP to FRS 102.
academy@icaew.com

FRS 102 REFRESHER FOR THE
CHARITY SECTOR
This course explains the complexities of changes
within the charity sector.
icaew.com/academy/frs102charity

IFRS

FRS 102 CURRENT PITFALLS AND RISKS
– FOR AUDITORS
A half-day course looking at common issues that
have been identified with regards to FRS 102
and the risks that it causes for auditors.
icaew.com/academy/frs102pitfalls

INTRODUCTION TO US GAAP
A course giving an introduction to US GAAP and
how it compares to UK GAAP and IFRS.
icaew.com/academy/usgaap

IFRS REFRESHER

IFRS 17 FOR GENERAL INSURERS

This workshop is for those who already have some
familiarity with IFRS, either from studies or their
work but need a refresher of some key areas.

IFRS 17 introduces a new framework that will
replace some of the various accounting treatments
in existence today.

IFRS ADVANCED TOPICS

IFRS 17 FOR LIFE INSURERS

This course covers some of the more difficult
areas of IFRS. It’s designed for those who already
have some familiarity with IFRS and are looking
for more detail on some of the more involved
accounting standards.

IFRS 17 for life insurers, a new general model
along with potential modifications which need to
be considered for its impact on organisations that
write life insurance.

icaew.com/academy/ifrsrefresher

US GAAP LEASES – MANAGING THE RISKS

icaew.com/academy/ifrsadvanced

Understand the new rationale for the accounting
change and an overview of new framework
for leases.

IFRS 16 LEASES – MANAGING
THE RISKS

icaew.com/academy/usgaapleases

US GAAP UPDATE – THINGS AN
ACCOUNTANT NEEDS TO KNOW
This course provides an update on all the latest
developments in US GAAP, including new and
revised standards.
icaew.com/academy/usgaapup2date

US GAAP REVENUE – MANAGING
THE RISKS OF FIRST-TIME ADOPTION
This practical course takes you through how to
adopt the new guidelines in a robust fashion and
manage your risks.
icaew.com/academy/usgaaprevenue

An interactive and practical half-day course that
explains what the new standard brings with it and
the considerable challenges, including how to
manage stakeholders.
icaew.com/academy/ifrs16leases

IFRS UPDATE – THREE CHANGES THAT
EVERY ACCOUNTANT NEEDS TO KNOW
This half-day course is essential for all accountants
to stay up to date with these important changes
to the standards, even those not working in
technical roles.
icaew.com/academy/ifrsupdate3

IFRS 16 LEASES – MANAGING THE RISK
OF EMBEDDED LEASES
This course takes you through the risks involved
with leases under IFRS 16.
icaew.com/academy/ifrs16embeddedrisks

IFRS 15 REVENUE – MANAGING
THE RISKS OF FIRST-TIME ADOPTION
This practical workshop course takes you through
how to adopt IFRS 15 in a robust fashion and
manage your risks.
icaew.com/academy/revrecognition

icaew.com/academy/generalinsurers

icaew.com/academy/lifeinsurers

IFRS 9 FINANCIAL INSTRUMENTS
– MANAGING THE RISKS OF TRANSITION
(FINANCIAL INSTITUTIONS)
This course will provide you with an update on the
new recognition and measurement methods for
IFRS 9 and how to manage the risk of transition.
icaew.com/academy/instrumentsfi
IFRS 9 OVERVIEW OF
HEDGE ACCOUNTING
Learn how the adoption of IFRS 9 will
impact hedge accounting as it becomes
more principles-based and makes it more
widely available.
icaew.com/academy/ifrs9hedge

IFRS 9 FINANCIAL INSTRUMENTS
– MANAGING THE RISKS OF TRANSITION
(NON-FINANCIAL INSTITUTIONS)
A half-day course designed to make you aware of
the accounting changes and how to manage the
transition in a robust manner that minimises risk.
icaew.com/academy/instrumentsnfi

IFRS CURRENT PITFALLS AND RISKS
FOR AUDITORS
A half-day course designed to look at common
issues that have been identified with regard to
IFRS and the risks that it throws up for auditors,
and explores what you can do to manage
these risks.
icaew.com/academy/ifrspitfalls
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ACADEMY TECHNICAL COURSES

TECHNICAL COURSES ACADEMY

VAT

Valuation and
corporate finance

VAT REFRESHER

PRACTICAL BUSINESS VALUATION

This course is ideal for those who are becoming
more involved with VAT, having not had exposure
to it for some time.

Get to grips with how different client deals
and regulatory requirements impact the
business valuation.

VAT UPDATE

ADVANCED VALUATION TECHNIQUES

This course is designed for those with some VAT
experience who require a better understanding,
but not specialist knowledge, of its key areas.

This workshop addresses the practical issues
associated with the complexities of valuation.

icaew.com/academy/vatrefresher

‘Very
impressed for
my first Academy
course – was
well worth
my time and
money due to the
practical nature
of the session.
I feel much
more confident
with FRS 102
and clearer
on what is
mandatory and
what is not.’
Kylie Fieldhouse
KFH Accounting

icaew.com/academy/vatupdate

icaew.com/academy/valuation

icaew.com/academy/advancedvaluation

ADVISING ON A BUSINESS DISPOSAL
This course will give you an insight into the
business disposal process, so that you’re in a
position to provide value-creating advice at
all stages of a disposal.
icaew.com/academy/disposal

BUSINESS ACQUISITION AND
DUE DILIGENCE
This workshop concentrates on prospective
acquisition assistance and the influencing of
post-acquisition value creation during the
acquisition process.
icaew.com/academy/acquisition

VALUATION OF INTANGIBLE ASSETS
UNDER FRS 102
This practical workshop equips you with
techniques that can be used to value
intangible assets under FRS 102.
icaew.com/academy/intangibles

FOR A TRAINING NEEDS
ASSESSMENT CONSULTATION
CONTACT US:
academy@icaew.com
PUBLIC COURSES:
+44 (0)1908 248 159
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ACADEMY TALENT DEVELOPMENT PROGRAMMES

Developing Leadership
in Practice (DLiP™)

TALENT DEVELOPMENT PROGRAMMES ACADEMY

LOCATION:
London
PROGRAMME LENGTH:
5 months

DELEGATE PROFILE:

New and aspiring partners in the professional services sector.
FIND OUT MORE AND REGISTER YOUR INTEREST:
icaew.com/academy/dlip

PROGRAMME OVERVIEW
Developing Leadership in Practice is a programme designed by experts in practice.
In a highly supportive and collaborative environment, the facilitator guides participants
through a modular programme consisting of four workshops and four one-to-one
personal coaching calls, designed to help practitioners develop, project and hone the
leadership qualities expected of a new or aspiring partner.
TRANSFORMATIVE BENEFITS
• Understand the role of a partner and examine what leadership really means
– both broadly, and specifically, within your firm.
• Shift your mind-set from manager to commercially-confident leader.

• Learn how to generate new ideas and perspectives, then apply them strategically.
• Build a vital skillset – learn how to drive strategic growth, attract and retain new
clients, and meet challenges head-on.
WHY DLiP ™ ?
• A rigorous combination of tools including exercises, group discussions and
case studies.

• An emphasis not just on learning theory – but on applying key skills usefully
and practically.
• A collaborative, supportive environment at every stage.

• Mentoring and coaching from incredible experts and leaders – with plenty
of eye-opening stories to share.

academy@icaew.com

‘What struck me the most is that DLiP™ is as much
about understanding yourself as it is about being
a successful partner and good leader. It focusses
on playing to your strengths rather than trying
to be good at something you’re not.’

TEL:

Richard Dade, Director at Hazlewoods LLP

TO BOOK OR FOR MORE
INFORMATION, CONTACT:
icaew.com/academy/dlip
EMAIL:

+44 (0)20 7920 8733
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ACADEMY TALENT
– SECTION
DEVELOPMENT
TITLE
PROGRAMMES

Women in
Leadership (WIL)

TALENT DEVELOPMENT PROGRAMMES ACADEMY

LOCATION:
London
PROGRAMME LENGTH:

6 months

DELEGATE PROFILE:

Female leaders working across practice, industry and public sector,
aiming for senior management, partner or board roles.
FIND OUT MORE AND REGISTER YOUR INTEREST:
icaew.com/academy/wil

TO BOOK OR FOR MORE
INFORMATION, CONTACT:
icaew.com/academy/wil
EMAIL:

academy@icaew.com
TEL:

+44 (0)20 7920 8733

PROGRAMME OVERVIEW
The programme has a strong personal development focus, and seeks to refine and craft
your individual leadership style. It provides the opportunity to address the challenges
of modern leadership with peers, facilitators and mentors, and you will leave with a
strong network that will continue into the future.
TRANSFORMATIVE BENEFITS
• Develop your own personal brand of authoritative, authentic leadership.
• Boost your visibility and build your presence in your organisation.
• Become a role model for other women in business.
WHY WIL?
• A rigorous combination of practical tools – including 360º feedback and workshops.
• Mentoring and coaching from incredible experts and leaders – with inspiring stories
to share.
• Collaborative, stimulating peer learning groups with others whose ambitions
and successes match your own.
• Access to networking events with groups of senior professionals.

‘I found that the course has been really helpful
for me and came at the right time in my career
development. The Academy’s help, the quality of
the mentors and facilitators, and particularly the
closeness, honesty and integrity of my particular
peer group have all been so valuable to me.’
Vikki Wall, Forensic Accountant, Haberman Ilett

38

39

ACADEMY TALENT
– SECTION
DEVELOPMENT
TITLE
PROGRAMMES

TALENT DEVELOPMENT PROGRAMMES ACADEMY

Managing Partners
Programme (MPP)

LOCATION:
London

DELEGATE PROFILE:

Founding partners, principal practitioners, managing partners,
heads of practice.
FIND OUT MORE AND REGISTER YOUR INTEREST:
icaew.com/academy/mpp

PROGRAMME OVERVIEW
This programme supports managing partners of small to medium-sized practices
with their growth strategies. It will help you to develop a clear attainable strategic
business plan and instil the confidence to clearly communicate, execute and monitor
that plan. Every module provides tools to apply within your own practice while
support is provided throughout by the facilitators who understand the world in
which you operate.
LEARNING OUTCOMES INCLUDE:
• The insight of a number of peers who can help you move forward.

• The key priorities that will enable you to drive your firm, from which you will
develop a strategic plan for growth or integration.
• The likely obstacles to executing your strategic plan.

• Examine your client base and identify how to grow fee income.

• A clear elevator pitch that defines your firm, which all staff can use.

• An operational plan, a summary sales and marketing plan, and a succession plan.

TO BOOK OR FOR MORE
INFORMATION, CONTACT:
icaew.com/academy/mpp
EMAIL:

‘Participation in MPP has been very beneficial.
It has enabled our firm to place greater emphasis
and focus on strategic matters. This, in turn, has
meant that changes have been made in terms of
the direction of the firm, and has resulted in our
first acquisition being made in March 2016.’
Richard Kleiner, Chief Executive Officer, Gerald Edelman

academy@icaew.com
TEL:

+44 (0)20 7920 8733

40

41

COURSE INDEX ACADEMY

Course index
B

M

14 Board readiness: for new
and aspiring directors

40 Managing Partners
Programme (MPP)

25 Business development
blockers (in-house only)

P

C

22 Pitch to win

15 Coaching skills for Partners

T

28 Communicate with impact:
face-to-face

16 Team coaching

29 Communicate with impact:
presentations
23 Converting prospects into
profitable clients

16 Team/firm away day
28 Technician to influencer
15 The high-performing
Board Director

D

24 The rounded
business adviser

36 Developing Leadership
in Practice (DLiP™)

U

G

32 UK/US GAAP

22 Growing your pipeline

V

H

35 Valuation and
corporate finance

24 How to generate more profits
from existing clients

34 VAT

29 How to give effective
feedback

W

I

38 Women in Leadership (WIL)

33 IFRS

TO BOOK OR FOR MORE
INFORMATION, CONTACT:

L

EMAIL:

18 Leaving a legacy:
taking over a legacy

PUBLIC COURSES TEL:

19 Leading multiple offices
with multiple ‘ways of
doing things’

academy@icaew.com
+44 (0)1908 248 159

IN-HOUSE TRAINING TEL:
+44 (0)20 7920 8733
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ICAEW connects over 147,000 chartered
accountants worldwide, providing this
community of professionals with the power
to build and sustain strong economies.
Training, developing and supporting
accountants throughout their career, we
ensure that they have the expertise and values
to meet the needs of tomorrow’s businesses.
Our profession is right at the heart of the
decisions that will define the future, and
we contribute by sharing our knowledge,
insight and capabilities with others. That
way, we can be sure that we are building
robust, accountable and fair economies
across the globe.
ICAEW is a member of Chartered
Accountants Worldwide (CAW), which
brings together 11 chartered accountancy
bodies, representing over 1.6m members
and students globally.
ICAEW
Chartered Accountants’ Hall
Moorgate Place
London
EC2R 6EA
UK
T +44 (0)1908 248 100
E generalenquiries@icaew.com
icaew.com
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