
Removed the time, effort, and uncertainty of UK 
recruitment from AJC’s growth plan.

Delivered to a standard Alex describes as comparable/better 
than the UK. 

Built reliable offshore delivery that allows AJC to grow 
without expanding the UK team. 

Created a streamlined team 
structure that suits how AJC 
wants to operate.

Given Alex confidence to pursue 
new work, knowing delivery can 
scale with demand.

Established a model Alex views as 
lower risk than hiring in the UK.

Removing the UK recruitment bottleneck and giving AJC the 
confidence to grow through a lean, scalable offshore delivery model.

The ClientWhat we’ve achieved

Alex Collins
Founder, AJC Accounting

“Now we don’t 
have any kind 

of issues from a 
staffing point … 

at all.”

Recruitment takes time and attention away from 		
clients and delivery.

The wrong hire can become a costly 3–6 month distraction.

Growth becomes constrained by who can be found, when 
they can start, and whether they are the right fit.

Staffing headaches create complexity for a firm that 	
wants to stay small, focused, and efficient.

Alex had also felt the same hesitation many firms have around 
offshoring. Not because the model could not work, but 		

because the market is noisy and full of unknowns.

“I’d always been a bit… just the unknown, right? 
You don’t know who you’re going to go and speak to.”

AJC Accounting are based in 
Bentley, on the Surrey border, run 
by Alex Collins and his brother. 
Over the last 8 years, they have 
built a firm designed to stay lean, 
practical, and close to the work, 
without the operational 		
drag that often 		
comes with trying 			 
to scale through 			 
traditional 				  
UK hiring.

The challenge
Like many firms, AJC faced a 
familiar growth problem: more 
work creates more delivery 
pressure, but hiring in the UK 
brings time, cost, uncertainty, 
and risk.

For AJC, that challenge showed 
up in a few clear ways:



This was not “outsourcing and hope.” It was a delivery model designed 
to remove the recruitment burden and give AJC reliable access to 
capacity without changing the kind of firm they wanted to build.

What we 
implemented

1 A scalable offshore team model

AJC built delivery capacity 
through an India-based team 
rather than relying solely on 
UK recruitment.

This gave Alex confidence 
that additional work could be 
absorbed without triggering 
another time-consuming 
hiring cycle.

The team can scale alongside 
demand, allowing the firm 
to keep growing without 
operational strain.

2 	A leaner, more streamlined 	
	 operating structure

AJC kept a very small UK 	
office team.

Delivery support sits around 
that core, allowing the UK 
team to stay focused on 	
clients and the work that 
matters most.

The result is a model that 		
feels simple, efficient, and 	
well suited to how the firm 
wants to operate.

3 	Recruitment pressure removed 	
	 from the growth equation

Instead of growth depending 
on the next UK hire, AJC 	
now has a flexible route to 
delivery capacity.

That has taken away one 
of the biggest headaches 
associated with scaling.

It has also reduced the risk 
Alex associates with 
growth through 	
conventional hiring.

What changed 
operationally

A few of the practical 
changes Alex highlighted:

Less time lost to 	
recruitment activity.

Less worry about whether 
new work can be serviced to 
a good standard.

A lean UK team structure 
that works for the business.

Greater confidence that 
capacity can grow as the 

firm grows.

“We know we can
always grow the team… 

and keep taking on 
more work.”

“I can go and do that without any 
worry that we’ll be able to fill that 

work to a good standard.”

“We like the fact that 
we’re very small in the 

office in the UK… it’s very 
streamlined.”

“The whole recruitment 
process in the UK, not 

having that to deal with
is a massive plus.”

Before, growth came with a built-
in question: if more work comes 
in, how do we resource it without 
taking on recruitment risk?

Now, AJC can pursue work with 
greater confidence because 
delivery capacity is no longer 	
tied solely to UK hiring.



Who this is for
This is a fit if you’re a firm that:

Wants to grow without being held 
back by UK recruitment time, cost, 
or uncertainty.

Prefers a lean, streamlined team 
model rather than building a 
larger in-office structure.

Needs confidence that 			 
new work can be absorbed		
to a good standard.

Sees hiring risk as one of the 
biggest barriers to growth.

Is open to offshore delivery, but 
wants it done in a way 	 that 
feels practical, lower risk, and 
commercially sensible.

The compounding impact That creates a stronger long-term position:

AJC can stay lean in the UK.

The team can scale delivery as needed.

Growth no longer has to come with the	
same recruitment burden.

The business can expand without 
compromising the simplicity of its 	
operating model.

Looking back, Alex’s biggest reflection was simple:

“I wish we’d done it sooner.”

The immediate gain is easier access to delivery 
capacity. The bigger strategic win is what that 
does to AJC’s appetite for growth.

Because recruitment is no longer the main 
constraint, Alex can pursue leads and take on 
new work with more confidence. The firm does 
not need to overbuild a UK team in anticipation of 
future demand, nor slow down growth because 
hiring feels too slow, too uncertain, or too risky.

Why this worked
It removed a major 
growth headache

For AJC, one of the biggest 
benefits was simply not 
having to deal with the 
recruitment process 
in the UK. That alone 
created more time, more 
headspace, and fewer 
distractions.

It created confidence, 
not just capacity

The value was not only 
additional delivery support. 
It was the certainty that	
the firm could keep 
growing without 		
constantly worrying 		
about how the work 		
would be resourced.

“Some of those 
headaches around 

growth are 
taken away.”

“The biggest bonus 
for us is that we 

know we can keep 
growing.”

1 2
It fit the way AJC wants 		
to run the business

AJC does not want unnecessary complexity. 
This model supports 
a small, focused UK 
team while still giving 
the business room	  
to grow.

“It really suits 
us down to 

the ground.”
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The risk profile made more sense 
than UK hiring

One of Alex’s clearest 
reflections was 
that, once properly 
understood, this 
model felt lower risk 
than the alternative.

“If you marry 
that up to the 
risk of hiring in 

the UK, then 
there’s less risk 

essentially.”
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