
CHALLENGE
Quickly, cost-effectively and 
without distracting the leadership 
from the bigger challenges of 
moving the company 
headquarters from Australia to 
the UK, recruit specialist talent to 
form a new UK Sales team.

WHAT WE DID
Applying our in-house model, and 
with a clear understanding of the 
company’s culture and ambitions, 
we shortlisted 8 excellent 
candidates from over 100 
applicants, attended interviews 
and supported both sides all the 
way through the process.

RESULT
3 key hires were secured,  
establishing the UK Sales team, in 
under 8 weeks, for 27% less than 
industry standard recruitment 
costs, and taking on average just 
1¼ hours of stakeholders’ time per 
week per hire.   

How smart recruiting helped Australian technology 
innovator MyWorkPapers establish a new UK Sales team

“I’ve already recommended James 
to other businesses I’m connected 
to because I like the model and 
James did an incredible job.”
Robert Salvoni, UK Managing Director, MyWorkPapers

MyWorkPapers is a highly respected technology company 
with a clear goal: to transform the way accountants work, 
through their powerful SaaS accounting workflow product.

Established in Australia in 2009, the company began operating 
in the UK in 2016, quickly growing a foothold in both UK and 
European markets.

By 2020, this ambitious fast-growing company was ready to 
expand in the US. To achieve this, investment of £3.4M was 
secured to grow the Sales, Marketing, Delivery and Product 
Development areas of the business.

It was time to move the company’s HQ operations from 
Australia to the UK, and make those first critical hires to 
establish the new UK teams.  
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27% less 

than average recruitment fees*
*Based on average contingency fees of 15% base salary, which is £15,000



100 
applicants 
shortlisted to just 8 

Specialist recruitment was needed to 
find the right talent  

3 

offers 
made & accepted

5 

interviews 
with stake holders  

This was an exciting high-growth time for 
MyWorkPapers. 

Finding the right talent was key to building the 
company’s new Sales department. The leadership 
team knew they needed a recruiter with expertise in 
the UK technology sector.
MyWorkPapers had already established an enviable reputation in the UK market, which 
it was keen to enhance and build on through its recruitment activities.

It was important that we deliver a GDPR-compliant recruitment process, whilst 
minimising the impact on the leadership team’s time and focus, and without it consuming 
too much of their investment pot.

Foster Growth Recruiting came recommended 
Rich Neal, MyWorkPapers’ CEO, had already worked with Foster Growth Recruiting on 
smaller assignments, and was impressed by the experience.

Confident that Foster Growth understood his business and had the market and internal 
recruitment expertise he was looking for, Rich recommended Robert Salvoni, the newly 
appointed UK MD, use Foster Growth to secure his Sales and Marketing teams.

James, of Foster Growth Recruiting, created an Internal Recruitment Services proposal, 
which Robert found to be: “Innovative, great value and conducive to the good 
recruitment practices” he had expected. We were ready to get started.

Time poor to the extreme
Moving a company HQ is always time consuming. Moving it halfway around the world 
even more so. Establishing a whole new market took things to another level.

It was vital that we made every meeting count, and given the leadership team’s other 
priorities and demands, kept the time and input required from Robert and Stephen 
Burgess, the new UK Sales Manager, to the absolute minimum.

1¼ 

hours
of stakeholder time
per week per hire

£4,000 
saving 
*Based on average recruitment fees for comparable hires



What we did 
We began by meeting with Robert and Stephen in MyWorkPapers’ Richmond office, to 
devise a plan of action to deliver an efficient and effective recruitment process.

To help manage deadlines for both sides, milestones were put in place covering activities 
such as delivering and reviewing CVs, conducting interviews and giving feedback, ensuring 
progress was maintained.

We then applied our in-house recruitment model and embedded ourselves as an Internal 
Recruiter, working under the MyWorkPapers banner. 

To the outside world, we were part of the MyWorkPapers team.

We gained a sound understanding of the business, its values, needs and ways of working. 
We created ideal candidate avatars – indispensable for ensuring both recruiter and 
employer recognises a great candidate when they meet them.   

Then we applied our external recruiter experience, guiding the leadership team through 
the job market, identifying their hiring needs and refining the job specifications accordingly.

The search for the perfect candidates begins
Armed with the information needed, and with both sides in agreement over the type of 
talent we were looking for, we got to work doing what we do best – finding great candidates.

Roles were promoted across our network and on specialist job boards, and it didn’t take 
long for applications to come in. 

No client wants a mountain of CVs, and this team had less time than most, so we managed 
the process all the way from first enquiry through to face-to-face interview and offer. 

• Applications were managed – more than 100 were received.
• Extensive phone screening identified strong candidates.
• Factual, unbiased presentations of the suitable candidates assisted the leadership team’s  
 decision-making.  
• Face to face interviews were arranged and attended – as we know both sides we can 
 help to ensure their strengths come across. 
• The offer process was managed – as our fee isn’t tied to the final offer, we’re always 
 focused on getting the best result for our client.
• Contact was maintained with all short-listed candidates through the process to a 
  conclusion or offer, ensuring they’re fully briefed on the company and the roles on offer,  
  and committed to the opportunity. We never forget this is a two-way process.

What was the outcome? 
In under eight weeks, Stephen successfully added three key members to his new UK 
Sales Team.

Time – did we deliver on our promise to keep Robert and Stephen’s time and 
input to a minimum?
Yes! Remarkably, this had only taken about 30 hours of their time. This equates to roughly 
1¼ hours of each stakeholder’s time per week for each of the three hires.   

Budget – did we manage to do all of this cost-effectively and within budget?
Yes! The recruitment cost to the business was just £11,000, which is 27% less, or a saving 
of more than £4,000, compared to the average market rate*, for three far-from-average 
founding team members.

Client satisfaction – a little time has passed, how does everyone feel about the 
process now? 
We have since been asked to secure a C-level IT recruit, which you can find out more about 
in our next case study, and look forward to supporting MyWorkPapers them with their 
ambitious European and American growth plans.  

Stephen liked our approach, 
commenting that: 

“James has a really hands on 
approach. When he came on 
board he sat for two to three 
hours trying to understand the 
business and the culture. It was 
a really refreshing process.”

The way we work proved 
popular with the leadership 
team, with Stephen 
commenting: 

“It was a really refreshing 
process…  James really helped 
us to get the right people and 
it saved me loads of time. 

What was standout was 
when James attended the 
interviews. He was on the side 
of the business, really wanting 
to make sure we got the right 
candidate. 

Rather than having people 
pushed to us, James was a 
partner in the business.”
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If you’d like to talk about your recruitment needs, 
please call 01344 851300 

The last word must always come from the clients
“If you need recruitment, James is your man.”
Stephen Burgess, UK Sales Manager, MyWorkPapers

“Foster Growth Recruiting worked well and fitted in smoothly with expected working 
practices. Efficient and effective with a good number of candidates, of the right calibre 
and remarkably quick. I’ve already recommended James to other businesses I’m connected 
to because I like the model and James did an incredible job. He communicated effectively 
and was low maintenance.”
Robert Salvoni, UK Managing Director, MyWorkPapers

“The best recruiter I’ve ever worked with.

The communication was 100%. The worst thing for me 
is not knowing where I stand. James, you were constantly 
communicating and giving updates so I always knew 
where I stood. This made me more interested in the 
opportunity at MyWorkPapers, when I went for the 
interview and met Robert and Steven I didn’t feel at all 
nervous and felt more confident because I was well 
prepared.”

Glen, successful new team member, MyWorkPapers

“In the past the recruitment experience has left me 
feeling like a number, churned out as part of the rigid 
process. I have even turned down opportunities because 
there didn’t seem to be a consistent story or connection 
between the recruiter and the company, which made me 
uncomfortable.

James really understood MyWorkPapers as a business, 
the company culture and the people in it, and relayed that 
throughout the process.”

Siya, unsuccessful candidate

We’d never speak for our clients or candidates, so here’s 
what they have to say about what it’s like to work with 
Foster Growth Recruiting…   


