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With 33 chapters and an estimated 6.5 billion copies printed, 
Chairman Mao Zedong’s (Tse-Tung) book, The Little Red 

Book, during the 60s, was arguably the single most visible icon in 
mainland China, even more visible than the image of the Chairman 
himself. In posters and pictures created by the Chinese Communist 
Party, nearly every painted character, except Mao himself, was 
always seen with a copy of the book in his or her hand. 

And while many may argue that the book’s popularity can directly 
be attributed to the fact that it was an unofficial requirement for 
every Chinese citizen to own, to read, and to carry it at all times, 
during the latter half of Mao’s rule, no-one can escape the reality 
that Mao’s work has greatly influenced the economic and political 
structures of his time and ours.

He famously criticised Joseph Stalin by saying that Stalin 
‘emphasised only technology, technical cadres. He wanted nothing 
but technology, nothing but cadres; no politics, no masses ... Stalin 
speaks only of the production relations, not of the superstructure 
nor of the relationship between superstructure and economic 
base... Stalin mentions economics only, not politics’.

Mao’s book and his insistence that the studying of the book not 
only be required in schools but also a standard practice in the 
workplace is clearly a big part of the reason why his leadership 
and he enjoyed success and popularity. All units, in the industrial, 
commercial, agricultural, civil service and military sectors, would 
organise group sessions for the entire workforce to study the book 
during working hours. Quotes from Mao were either bold-faced 
or highlighted in red; and almost all writing, including scientific 
essays, had to quote Mao. 

To defend against the theory that it would be counter-productive 
to spend so much time during the work day reading Mao’s book, 
it was argued that understanding Mao’s quotes could definitely 
bring about enlightenment to the work unit, resulting in production 
improvement to offset the time lost.

Now while I certainly will never advocate for a Maoist type 
leadership or management style, there is much to be said for 
ensuring that everyone around you understands, buys into and 
actively goes about supporting but one vision. 

It’s what leading corporate consultants and visionaries regard as 
a founding block of great success and resilience in times of great 
challenge. 

No one will argue other than that 2009 has been a terrible year 
for most companies, but what has been clear during these tough 
times is that those that have survived all echo one very important 

Foundation issues

reality. A good foundation is an absolute must. And while we may 
not all agree on what a good foundation is, or how to build one, no 
one will argue with the fact that the measure of any company’s 
success lies within the strength of its foundation. 

Vision, strongly lived values, attracting and retaining leaders 
who understand and anticipate that change will happen, placing 
emphasis on building a loyal and happy work force, and accepting 
that resilience is determined by the team of people leading the 
organisation, all contribute to bottom line success.

As Mao famously said: “We are the leaders and organisers of the 
revolutionary war as well as the leaders and organisers of the life 
of the masses. To organise the revolutionary war and to improve 
the life of the masses are our two major tasks. In this respect, 
we are faced with the serious problem of methods of work. It is 
not enough to set tasks, we must also solve the problem of the 
methods for carrying them out. If our task is to cross a river, we 
cannot cross it without a bridge or a boat. Unless the bridge or 
boat problem is solved, it is idle to speak of crossing the river. 
Unless the problem of method is solved, talk about the task is 
useless“. asa

Raina

No oNe wIll argue that 2009 
was a terrIble year For most 
compaNIes, but what has beeN 
clear durINg these tough tImes, 
Is that those who have survIved, 
all echo oNe very ImportaNt 
realIty. a good FouNdatIoN.
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this month’s contributors

Johan Erasmus says that the Consumer Protection Act 
constitutes an overarching framework for consumer protection, 
and adds that all other laws that provide for consumer protection 
(usually within a particular sector) will need to be read with this Act 
to ensure understanding a common standard of protection. 

Soon Nel and Jacobus van Zyl Smit 
write on executive compensation and 
say that it is important to bear in mind 
that no single compensation model will 
suit all companies. The responsibility for 
implementing new executive compensation 
schemes resides with companies’ 
boards of directors. The board has the 
responsibility to ensure that executive 
compensation schemes are in the long-
term interest of companies.

Taskeen Abdool Majid writes on the engagement quality review 
process and says that there is no doubt that public confidence in 
the auditing profession has waned over the past decade, but says 
that tools, such as EQCRs, will serve as a meaningful contributor 
to regaining that trust.

Francois Steyn contributes to our regular motoring column this 
month, and was very lucky to have been given the opportunity to 
take the very famous Harley Davidson out for a spin.

ASA is proud to introduce you to our new interactive website that promises weekly 
content updates, links to relevant and interesting news stories from around the globe, and 
interactive polls and comment forums for our articles. The web platform will continue to 
support the printed version of the journal, but will now also carry additional Verifiable CPD 
articles. 

On the web in Feb: 
In brief: SAICA news, book reviews, global and local news
In-technology: Mobile viruses, and the new SAICA IT Toolkit
In style: Keeping sane in Dilbert’s world - effective social networking
In-depth: Conflict between shareholders and management, leveraging Human Capital
In-practice: Turnover Tax and acccounting for minority BEE transactions. 

Please log on and take advantage of the new polls, interactive article comment forums and 
the additional verifiable CPD available.

www.accountancysa.org.za
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Name: Going Green
Author: Simon Gear
Publisher: Penguin Books 
Price: R140.00 

Imagine if you will, a world where everyone 
did his or her bit to save the environment. 
Imagine that you and I grew our own 
vegetables, gave up smoking, took a 
bicycle ride to work instead of the petrol 
guzzling car, brewed our own beer, used 
recycled paper and gave seeds or plants 
to friends and family as gifts. It may not all 
sound feasible given our city-like lifestyles, 
but these are really good tips from Simon 
Gear, in his new book Going Green, that 
we can at least try in order to do our bit. 
In Going Green, Gear gives us 365 tips on 
saving the environment. They’re easy tips, 
and we encourage you to try some of them 
out. I know I am going to. 

Reviewed by Patiswa Jwacu asa

Name: A Guide to the Consumer 
Protection Act
Author: Evert van Eeden
Publisher: Lexis Nexis 
Price: R598.50 (Incl Vat) 

South Africa’s Consumer Protection Act 
has now been published and will become 
effective in two phases during 2010, a 
certain section in April 2010 and the rest 
most likely by October. 

I therefore started reading this book with 
great interest. 

The first few chapters cover consumer 
rights from a historical perspective and 
look at issues such as welfare, economic 
regulations and the purpose of the 
legislation. The application of the Consumer 
Protection Act as well as its history with 
regard to common (private) and public law is 
then discussed in detail. Admittedly it is at 
times difficult to read as it uses terminology 
that is not used by the average person, but 
it does provide an interesting background to 
laws and why and how they have evolved 
over time to what they are today. 

The actual detail regarding the Act starts 
from Chapter 6, but it does provide a 
summary of all the different types of 
transactions and issues covered by the 
Act, as well as interesting references to 
international consumer legislation. 

This book is not a bed-time read because 
of  detailed content, however, it does 
provide the audience with important 
information and I believe it will be relevant 
to business owners, legal practitioners 
and accountants who are required to study 

the impact and prepare for the adoption of 
the Consumer Protection Act, as the new 
Act will have an effect on how businesses 
market and advertise their goods and 
services as well as on the structuring of 
contracts and agreements. 

The book also has the added advantage of 
providing a copy of the Act at the back; so 
all your reference material is included in 
one book. The only information to be added 
will be the Regulations, once published.

Reviewed by Juanita Steenekamp

reviews...
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Online Trainee Assessment System 
Incorporating the SAICA 2010 Training 
Model

The effective assessment of trainee 
accountants is a business imperative not 
only for the training office or firm, but a 
career development necessity for any 
prospective CA(SA).

With the introduction of the SAICA 2010 
training model, the trainee assessment 
process for all trainees registering from 
January 2010 will need to be amended 
to accommodate the requirements of the 
2010 training model.

With this significant change in mind, SAICA 
called for proposals to develop an electronic 
assessment tool which accommodates the 
2010 training requirements.

We selected the LTS platform as the 
preferred supplier of the SAICA electronic 
assessment system.

The features and benefits of the system 
include:

• An internet system: This facilitates ease 
of access.

• Offline enablement: Reviews can be 
conducted offline and updated later.

• User profiles: Separate profiles are 
created for different participants in the 
process.

• Security: All access is kept confidential 
through password protection.

• Independence: Learners and reviewers 
can independently complete performance 
reviews before comparing results and 
reaching conclusions.

I  in brief  I

• Processes work flow efficiently: The 
system automatically notifies participants 
of significant events that need to be 
tracked and recorded.

• Cohesive documentation: All documents 
are cohesively integrated.

• Clarity of process and fairness: Learners 
have the ability to disagree with assessors.

• Time stations and audit ability: All 
transactions are date, time and user 
indicated to ensure integrity of the system.

• Ease of navigation: The simple navigation 
format facilitates ease of access to 
navigation.

• Powerful reporting functionality: As all 
information is stored in one location, all 
information is accessible to produce and 
manage reports and to monitor the status 
of PR’s including the SAICA moderation 
report.

• Full history: A comprehensive database 
of all transactions related to all trainees is 
retained.

The SAICA 2010 trainee assessment tool 
facilitates the effective management of 
the trainee assessment process on an 
electronic platform which automatically 
updates all future training requirements.

To find out more about the SAICA 2010 
trainee assessment system, go to  
www.saica.co.za.

The SAICA 2010 trainee assessment 
system is an efficient and effective solution 
to administering trainee assessments 
which provides value for money and 
saves training officers significant time 
and resource requirements so they can 
effectively manage the process and meet 
all SAICA requirements.

What activities constitute CPD?

The following are examples of Verifiable 
CPD: workshops, courses; attending 
conferences; attending technical meetings, 
developing new systems or processes, 
presenting information to others, on-
the-job training, mentoring or being 
mentored, industry-related published 
articles, committee work and in-house 
presentations on products. Action-based 
learning relates to the following: further 
qualifications, Web-based learning/training, 
CPD discussion groups, ASA verifiable 
CPD, and Integritax CPD.

Examples of non-verifiable CPD are: 
the reading of business sections in 
newspapers and of professional journals, 
perusing web pages, watching technical 
DVDs and completing self-study courses.

I am a new member of SAICA; how does 

CPD apply to me?

All new members of SAICA must comply 
with the organisation’s CPD requirements. 
For example, if you join SAICA in 2009 
you will need to start recording CPD from 
1 January 2010 and your first three-year 
rolling cycle will be from 1 January 2010 to 
31 December 2012. 

Members of SAICA can obtain assistance 

with CPD recording by calling 08610 72422 

or +27 11 621 6600. Visit www.saica.co.za 

to record your CPD regularly. You may 

email cpd@saica.co.za with any queries. asa

Annual subscription fees for 2010 were due on the 31st January 2010 and all resignations 
needed to be submitted to SAICA in writing before 31st January. Please note that no late 
resignations will be permitted. To view the schedule of the 2010 subscription fees, check 
your account balance or to make a payment, please log onto the SAICA website at www.
saica.co.za. 

Alternatively EFT payments can be made directly into our Nedbank Account-1284023230. 
Branch-128402 and proof of payment faxed to (011) 621 6821. All unpaid accounts will 
be subject to penalties for late payment after 28 February 2010. For fee queries/account 
balances please email debtors@saica.co.za.

SAICA’S 2010 annual subscriptions 

Trainee assessment

CPD FAQ

SAICA 
assistance
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EXPOSURE DRAFT 275 - FINANCIAL REPORTING FRAMEWORK FOR NON-PUBLIC 
ENTITIES

The Exposure Draft ED 275 – Financial Reporting Framework for Non-public Entities 
was released for comment during December 2009. An important part of developing 
the framework is to solicit comments from preparers, auditors, users, government and 
other parties with an interest in a Financial Reporting Framework for Non-public Entities. 
Accordingly the framework was released for interested parties to submit comments. 
The framework had previously been released as ED257, resulting in extensive changes 
requiring the re-release as ED275. The framework had a comment period of two months. 
Upon closure of the comment period, at the end of January 2010, the Working Group 
considered the submissions made, and modified, where appropriate, the framework in the 
light of comments received, before proceeding to issue a finalised framework.

The framework’s scope includes the development of a high quality framework for entities 
that are not required by law to apply any other framework (such as IFRS or Statement of 
GAAP for SMEs). The primary users of these financial statements were identified as the 
owners of the entities, financial institutions and SARS.

Some of the Framework’s treatments include the use of historical costs, finance lease 
capitalisation is optional and effects of prior period errors and changes in accounting 
policies will be presented in the current year’s statement of income and expenditure 
(below the current year profit).

AUDITING

CONSULTATION PAPER TO ENHANCE 
REPORTING ON GREENHOUSE GASES

On October 22, 2009, the International 
Auditing and Assurance Standards Board 
(IAASB) issued a Consultation Paper entitled: 
Assurance on a Greenhouse Gas Statement. 
The Consultation Paper asks a series of 
questions addressing such matters as:

• the form of assurance report that users 
would find most useful,

• the nature and extent of requirements,
• the technical aspects of applying the 

assurance process to Greenhouse Gases 
(GHGs), and 

• how a standard should best integrate 
with regulatory requirements.

The IAASB intends to use the feedback 
on the consultation paper to develop 
an exposure draft of a proposed new 
assurance standard on Greenhouse Gas 
Statements for release in 2010.

The Consultation Paper is released with 
the objective of enhancing the credibility of 
GHG information because of the importance 
to the public interest of decisions being 
made on the basis of that information. 
Furthermore, having reliable information is 
key to global efforts to reduce emissions 
and stabilise the level of carbon in the 
atmosphere.

Members are encouraged to respond to the 
Consultation Paper, either in its entirety or to 
selected questions that are of special interest to 
them. Comments on the Consultation Paper are 
requested by no later than February 19, 2010.

A copy of the Consultation Paper may be 
viewed and downloaded from the IFAC 
website: (www.ifac.org/Guidance/EXD-
Outstanding.php).

TAXATION

SAICA’s National Tax Committee submissions 

SAICA made the following submissions to SARS/National Treasury during September 2009.

Submission Comment Deadline Comment Submitted

SAICA Submission to Treasury on 2010 Income Tax 
Annexure C Proposals

30 October 2009 30 October 2009

Joint response letter to SARS on Regulation of Tax 
Practitioners Bill

9 October 2009 9 October 2009

SAICA Submission to SARS on Draft Interpretation 
Note 47 (Issue 2) Section 11(e)

N/A 9 October 2009

SAICA Submission to SARS on Comprehensive 
guide to Capital Gain Tax Issues 2

N/A 5 October 2009

SAICA Submission to Treasury on 2010 VAT 
Annexure C Proposals

30 October 2009 6 October 2009

SAICA Submission to SARS on PAYE Reform 2010 10 August 2009 13 August 2009

Copies of these and previous submissions are available on our website at www.saica.co.za.

REGULATED INDUSTRIES

EXCHANGE CONTROL

The Exchange Control department of the 
South African Reserve Bank (EXCON) has 
issued the following Exchange Control 
Circulars:

No. 12/2009 – Securities Control – 
Authorised Banks

Authorised Dealers are advised of 
amendments to the list of names contained 
in Section G.(A)(iii)(j) of the Exchange Control 
Rulings under the headings of ABSA Bank 
Limited, FirstRand Bank Limited, Nedbank 
Limited and The Standard Bank of South 
Africa Limited.

Section G.(A)(iii)(j) of the Exchange Control 
Rulings has been amended accordingly. 

No. 13/2009 – Statement on Exchange 
Control

The Minister of Finance announced in 
the 2009 Medium Term Budget Policy 
Statement further steps in the liberalisation 
of exchange controls. Steps announced by 
the Minister include the following:
1. Further relaxation of exchange controls.
2. Aligning prudential regulations on financial 

institutions with G20 commitments.
3. Removing red tape on business transactions.
4. Further relaxation of limits on individuals.
5. Removing controls on non-residents. 
6. Supporting investment and cutting red tape.

The objective of the Treasury is to lower the cost of 
doing business in South Africa while managing risks 
in a volatile international environment - in line with 
proposals to strengthen the country’s regulatory 
framework, in alignment with G20 agreements.

It is noted that National Treasury proposes 
to improve the current exchange control 
regulatory framework for approving 
investments. The key proposals that will 
form part of the modernised approach will be 
announced in the 2010 budget.

The following Exchange Control Circulars, in 
amplification of the foregoing have been issued:
• Circular No. 14 of 2009 – Advance 

payments and/or cash with order requests,
• Circular No. 15 of 2009 – Foreign capital – 

private individuals resident in the Republic,
• Circular No. 16 of 2009 – Foreign direct 

investments outside the Common 
Monetary Area by South African companies,

• Circular No. 17 of 2009 – Emigration 
allowances,

• Circular No. 18 of 2009 – Single 
discretionary allowance

• Circular No. 19 of 2009 – customer foreign 
currency accounts and foreign bank accounts, and

• Circular No. 20 of 2009 – Local financial 
assistance to affected persons and non-
residents.

Replacement pages of the amended Exchange 
Control Rulings can be requested from SAICA 
through our query system on www.saica.co.za. 

technical
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We can count the profit we make, but we cannot count the 
happiness that a customer gets from good service. We 

can count sales, but we cannot count the cost of the impact on 
the environment. We can count the fiscal deficit, but we cannot 
count the pain of a family where the breadwinner has just been 
retrenched. We can value the share price, but we cannot value 
honesty or integrity. 

So much of our political, economic and business discourse is about 
ideology, policy, methodology, models, frameworks and systems. 
So little of our discourse is about what set of values underpins our 
models, frameworks and systems. In any economic system, be it 
socialism or capitalism, when there is a loss of morals and ethics, 
the poor and the vulnerable suffer the most. Economic systems 
or models or frameworks matter, the numbers matter; but they 
matter far less than the foundation upon which they are built. That 
foundation is the set of values or ethics upon which we build our 
businesses, organisations and societies. 

In the past 14 months, the world has witnessed economic 
turbulence not seen in most of our lives. The International Labour 
Organisation estimates that over 50 million people have lost their 
jobs. The number of South Africans who have lost their jobs in 
the past three quarters stands at just below a million. That’s one 
million households in pain, where food would be scarce, stress in 
abundance, where families struggle to make ends meet. Economic 
turbulence is measured in the human condition, the feelings, 
emotions, aspirations and happiness of millions and millions of 
people. By this measure, the word depression more adequately 
describes the human cost of this global economic crisis. 

We should also remember that even before the crisis, over four 
million South Africans were unemployed and about 40 per cent of 
households were living on less that 2 dollars a day. About half of 
our young people sit idly in townships, with neither work nor hope. 
The strain and stress that these statistics have on our social fabric 
is massive: crime, inequality, social dislocation, marginalisation – 
there is a greater sense of ‘us’ and ‘them’. 

Societies cannot survive and prosper in these circumstances. 
Inequality, of the scale that we have, is not sustainable in the long 
run. It is impossible for our country to make the kind of progress we 
need without addressing the key issue – that too few people work 
and in particular, that too many young people cannot get work. 

Returning to what went wrong in the economic systems of the 
world – with socialism in the 1980s and with capitalism last year. In 
both cases, three things went wrong. Firstly, elites captured power 
and used state resources to benefit the few. In Eastern Europe, 
the best schools, the best hospitals, even the best holiday resorts 
were reserved for senior party members. The higher up the ranks 
of the party, the better one was treated by the state. In modern 
day capitalism, the elites not only have a monopoly on the best 
schools and hospitals but they also use the state to further their 
own interests. While the bailouts of the financial system in the US 
were necessary, there are few who will doubt the role of the elite 
in lobbying for support from Washington. Here in South Africa, 
elites have captured state resources through corruption, through 
crony empowerment and by milking the state through charging 
exorbitant prices. 

The second common feature was that the ‘distance’ between 
government and the governed widened. The lifestyles of the 
elites, even in government, became unrecognisable to those of the 
electorate. The standard of living of senior public officials was so 
distant from that of the electorate that it blurred their judgement. 
The deterioration of the health system is a case in point. With 

a search for values
a thought leadership issue

building a foundation

“everythINg that Is couNted 
does Not NecessarIly couNt; 
aNd everythINg that couNts 
caN Not NecessarIly be 
couNted” Albert einstein 
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almost all politicians and most senior officials in the state having 
access to private health care, too few policy-makers recognised 
that public health services were collapsing, even though 83 per 
cent of the population rely on the public health system. The elites 
were shielded because it did not impact on their lives. 

The fracas around the expenses of politicians is a clear example 
of the widening distance between public office bearers and the 
electorate. Many senior leaders in government and in business live 
in different areas, use different means of transport, their children 
go to different schools, they shop in different stores, they purchase 
different items and they read different newspapers. Such distance 
must have negative implications for governance, accountability and 
democracy. 

The third common thread that gave rise to these crises was a 
complete breakdown in the ethical foundations of society, both in 
government and in business. The casino economy, as parts of the 
financial services sector has become known, lost all perspective 
of right and wrong. Market players believed, with almost religious 
zeal, that markets were always right and that resources were 
always allocated in an efficient manner. 

Without honesty and integrity, free markets will run amok. Let’s 
take the example of price collusion, affecting so many of our 
industries in South Africa. Let me ask the question, who is a 
greater threat to free markets in South Africa, the so called ‘left’ 
who call for nationalisation or the business leaders who fix prices 
in anti-competitive ways and don’t play by the rules? 

A business community that condones their own when they fix the 
price of bread or rig a tender contract is a community that has lost 
its moral compass and therefore cannot be relied upon to help build 
a successful country. 

This loss of moral compass occurred in socialist countries too. 
Only the immoral could not see that certain reforms, such as 
collectivisation in farming, was causing food production to fall and 
hunger to increase. Because prices were not a signal of a crisis in 
food production, food had to be rationed and of course, the elites 
got more. A system that justified anti-democratic practices such as 
bannings, arrests and intimidation of the opposition by the state is 
a system that has lost its moral authority. 

There are government examples of how hubris led to failure too, 
from the great Roman empires to our present day government here 
today. Arrogance, disregard for the electorate and disdain for the 
views of others is a recipe for failure. The complete lack of humility 
in our discourse is a serious cause for concern. 

Our country faces massive challenges. We seek to build a 
united, prosperous, non -racial and non-sexist society where the 
opportunity of every citizen is valued and nurtured. We cannot 
achieve this objective unless we tackle the employment challenge. 
Under the leadership of President Zuma, we have opened up a 
dialogue on a new growth path for South Africa. An alternative 
growth path must be a more labour-absorbing one and a more 
inclusive one. 

While government has a key role to play in increasing employment, 
only through a partnership with the business community can we 
hope to succeed in creating millions more jobs. As government, 

A minute with the deputy minister 

Ethics and integrity are two of the core values of the 
Chartered Accountancy profession, what role do you 
think the profession can play to enhance these values 
in the way South African business is run? 

Ethics should be an intrinsic value in any business but 
more especially the CA(SA) profession. Any business that 
does not espouse these is not worthy of clientele at all. A 
lack of ethics is simply organised theft.

What are the important factors that business leaders 
should take into consideration in leading through the 
current challenges (economic, environmental and 
political)?

When leaders are oblivious to the big picture, when they 
ignore the impact of their actions on the broader populace 
then they should not even be called leaders. It is important 
to remember that business cannot be done in isolation.

Are there ways you think we can improve as a country 
to run our business smartly? 

We have to look at how we can maximise our profits 
without sacrificing people and succumbing to the culture 
of greed. 

we have an obligation to business to support them and to provide 
the environment for entrepreneurs to succeed. At the same time, 
we expect honesty and integrity from our business community. 
As I’ve said repeatedly in the past, we seek entrepreneurs, not 
tenderpreneurs. We seek people and businesses that are going to 
create jobs and add value to public services without milking the 
state, even if this is in the name of BEE. 

Even as we search for a new growth paradigm and as the world 
searches for a new economic paradigm, let us recognise that no 
system in the world is sustainable if it is not underpinned by a sense 
of morals, ethics and values. No system can succeed if it is not 
people-centred. We must put people first, and we are unashamed 
that we will put the poor and vulnerable first in our policies. 

I leave you the words of John D. MacDonald, “Integrity is not a 
conditional word. It doesn’t blow in the wind or change with the 
weather. It is your inner image of yourself, and if you look in there 
and see a man who won’t cheat, then you know he never will.” 

Note: This speech was given on the 10 November 2009 at the 
Cape Times/KPMG Business Personality of the Year 2009 and was 
published by Cape Times. asa

Nhlanhla Nene is the Deputy Finance Minister of the Republic of 
South Africa. 
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conclusions that were drawn from the 
Ecofin (Economic and Financial Affairs) 
Council meeting among the economic and 
finance ministers of the 27 member states 
of the European Union in December 2008. 

Although existing initiatives focus on pay 
for performance through disclosure of 
remuneration policies, the EC now seeks 
to address structural flaws in remuneration 
policies. The first recommendation provides 
guidance to facilitate the structuring 
of executive compensation in line with 
performance by:

• focusing on the variable components of pay;
• suggesting that variable components of 

executive compensation should:
• be capped;
• be based on predetermined and 

measurable performance criteria;
• suggesting that severance payments should:

• not exceed two years’ fixed salary;
• not be paid if termination of 

employment is due to inadequate 
performance;

• focusing on a company’s long-term 
sustainability;

• advocating a minimum three-year vesting 
period for share options;

• requiring that a fixed number of shares 
are held until the end of employment;

According to the King III report, which 
was released at the end of February 

2009, companies’ boards are responsible 
for the development of remuneration 
policies. However, companies’ boards 
are now required to present the 
proposed remuneration policies to the 
companies’ shareholders for approval at 
a general meeting, which is in line with 
international best practice. As with King 
II, a Remuneration Committee is required 
to make recommendations to the board 
regarding remuneration policies. 

Internationally, the need to revisit executive 
compensation practices was highlighted 
by the collapse of the United States (US) 
housing market in 2007 and the ensuing 
credit crisis, which wreaked havoc on 
global markets. The crisis manifested 
in, amongst other things, the erosion of 
shareholder value, high levels of market 
volatility and a lack of confidence among 
market participants. A very specific point 
of contention is the role that executive 
compensation played in incentivising risk-
taking by executives, who jockeyed the 
creation and marketing of complex financial 
instruments, as was the case with the 
American International Group (AIG) in the US. 

These incentive structures rewarded short-
term risk taking without taking into account 
the potential long-term effects on the 
company, which may have contributed to 
the financial crisis. The root of the problem 
can be traced to greed. This is a sentiment 
that is shared by Charlie McGreevy, Internal 
Market Commissioner of the European 
Commission (EC): “Up to now there have 
been too many perverse incentives in 
place in the financial services industry. 
It is neither sensible nor sane that pay 
incentives encourage excessive risk-taking 
for short-term gain.”

The subsequent public outcry regarding 
executive compensation without due 
performance has highlighted serious 
concerns from various stakeholders in the 
international community. Shareholders, 
regulators, the media and the general public 
are now focusing closely on executive 
compensation. The challenge with executive 
compensation is to achieve goal congruence, 
i.e. aligning executive incentives with 
shareholder value creation, amidst the 
executive labour market’s war for talent. As 
Timothy Geithner, US treasury secretary, 

rightly pointed out: “Companies should 
seek to pay top executives in ways that are 
tightly aligned with the long-term value and 
soundness of the firm”.

However, no such alignment was visible 
within the AIG, whose executives, 
despite the company’s near collapse and 
subsequent bailout by the US government, 
even within the divisions responsible for 
the collapse, earned millions of dollars in 
bonuses. Although a confiscatory tax of 
90% was subsequently imposed after a 
public outcry, many executives within the 
financial products division maintained that 
these bonuses were completely deserved. 

In our own backyard, executives at Eskom 
were awarded bonuses to the amount of 
R10 million in March 2008, based on a 
year in which Eskom’s financial bottom 
line dropped by 85% to R974 million, 
down from R6.5 billion in 2006/2007, and 
the South African economy was brought 
to its knees by relentless power outages, 
hardly measures that to the educated mind 
warrant rewards for due performance. 
After a public outcry, Eskom CEO, Jacob 
Maroga, issued a statement saying that 
he would not be taking a bonus. The other 
executives, however, accepted 50% of their 
allotted bonuses.

As is often the case, the latitude of freedom 
needs to be reeled in after it has been 
abused. In business, this normally entails 
the re-examining of corporate governance. 
The purpose of this article is to explore 
which measures are currently in place or 
have been implemented internationally 
and locally to address these issues; 
and whether a framework exists that 
constitutes best practice?

Corporate governance measures
European Union
Following the collapse of the US housing 
market and the subsequent collapse of 
global stock markets, the EC released 
two recommendations on executive 
compensation in May 2009. This followed 

• promoting the deferment of a major part 
of the variable component of pay; and by

• suggesting that claw back provisions 
should be included in contracts.

The recommendation, as with the King III 
report, also elaborates on the governance of 
remuneration policies with a specific focus on:

• strengthening the remuneration 
committee;

• ensuring the impartiality of remuneration 
consultants;

• the mitigation of conflicts of interest; and
• encouraging shareholders to use their 

votes at general meetings regarding 
director remuneration.

executive compensation

“compaNIes should seeK to pay top executIves 
IN ways that are tIghtly alIgNed wIth the loNg-
term value aNd souNdNess oF the FIrm.”
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The second recommendation focuses on 
remuneration policies of companies in the 
financial services industry. The four major 
areas of concern are:

• remuneration policies of risk-taking staff 
should be consistent with, and foster, 
sound and effective risk management;

• remuneration policies should be transparent, 
clear and properly documented;

• remuneration policies and their 
features should be adequately 
disclosed to shareholders in a clear and 
understandable way that explains the 
main components of the policies, their 
design and operation; and

• the importance of supervision.

Although proper disclosure remains key 
to remuneration policies, these two new 
recommendations emphasise the importance of 
maintaining a balance between fixed and variable 
pay, identifying measurable performance criteria 
and the presence of sound supervision.

United States
In a similar vein in the US, Geithner 
released a statement in June 2009, 
outlining five broad principles regarding 
executive compensation. According to his 
statement, remuneration policies should:

• properly measure and reward performance;
• be structured to account for the time 

horizon of risks;

• be aligned with sound risk management;
• be re-examined to establish whether 

golden parachutes and supplemental 
retirement packages align the interests of 
executives and shareholders; and should 

• promote transparency and accountability 
in the process of setting compensation.

In a further effort to protect shareholder 
interests, the US Treasury Department 
released the “Say on Pay” bill in June 2009. 
Although the effective date is, as of yet, 
unknown, the bill gives shareholders the 
right to vote on the annual compensation for 
a company’s top five executives. The “Say 
on Pay” vote, which is already required or 
encouraged in the UK, Australia, Sweden and 
the Netherlands, was first piloted in England 
and demonstrated that it is an effective tool 
for shareholders to voice their discontent. The 
vote will be based on the pay as described in 
the Compensation Disclosure and Analysis 
sections of companies’ proxy statements, 
including salary, bonus, share awards, option 
awards, non-equity incentives, change in 
pension value, deferred compensation 
earnings, all other compensation and total 
compensation amount. Similarly, the King III 
report in South Africa requires shareholders to 
approve a company’s remuneration policy.

The US Securities Exchange Council (SEC) 
chair, Mary Schapiro, issued a statement 
in June 2009, outlining new disclosure 
rules that it plans to propose in the coming 

months for, amongst others, a company’s 
overall compensation approach and the 
potential conflicts of interest between 
compensation consultants and the company 
and its affiliates. 

It seems that companies in general are 
rather reluctant to disclose their actual goals 
for executives on which bonuses are based. 
A Watson Wyatt-study in 2007 indicated 
that only 46% of public by traded American 
companies disclose the goals on which they 
base rewards, and only 55% disclose the 
goals for long-term incentive plans.

The SEC adopted new rules in 2006 in an 
attempt to furnish investors with enough 
information to enable them to understand 
how executives are compensated. 
According to SEC rules, companies must 
disclose such information in their proxy 
statements, unless it could result in 
“competitive harm”. Despite the fact that 
only half of the companies disclosed the 
information, even those that did failed to 
disclose specifics such as attaining earnings 
per share of US$4, for example.

According to Ira Kay, director of 
compensating consulting at Watson Wyatt, 
companies are experiencing increasing 
pressure from investors to be accountable 
for their executive pay programmes. 
Companies, however, should not do 
so grudgingly, but rather use this as an 

15 mIN  
cpd verIFIable artIcle

Im
a

g
e:

 Is
to

c
Kp

h
o

to



asa  I  february 2010

I  in depth  I

14

opportunity to demonstrate how their 
pay programmes are performance-based, 
which is the key requirement for executive 
compensation.

South Africa
According to the King III report, which 
was released in February 2009, the board, 
assisted by the Remuneration Committee, 
should present a remuneration policy to the 
shareholders for their approval at a general 
meeting. The remuneration policy should 
reflect fair and responsible compensation, 
and focus on enhancing shareholder value 
in the longer term. Remuneration policies, 
the company’s strategic objectives and how 
they were implemented, the base fee policy, 
benchmarks, annual bonuses for targets 
achieved and pay above the median should 
be disclosed in the annual remuneration 
report. In order to avoid the manipulation of 
results, King III recommends that multiple 
performance incentive measures are used, 
including share incentives, and recommends 
that the vesting of share options and 
conditions of performance achievement 
should be linked to shareholder value. 

the base pay should be set at a moderate 
level aNd topped up wIth varIable 
perFormaNce boNus plaNs.

The Remuneration Committee should, amongst 
other requirements, recommend a remuneration 
policy for executives, align the mix of fixed and 
variable pay with company needs, ensure that 
recorded performance measures are accurate, 
and regularly review incentive schemes such as 
share-based and long-term schemes for their 
contribution to the enhancement of shareholder 
value. Shareholder approval is required, in 
advance, for all new long-term share-based and 
other incentive schemes or major changes to 
the existing schemes. 

A value framework for executive 
compensation
World-renowned leaders in the executive 
search industry, Heidrick & Struggles, 
emphasise three key principles of executive 
compensation: appropriateness, fairness 
and effectiveness. A strong strategic and 
operational skill set is required to run a business 
successfully, i.e. to sustain and increase 
shareholder wealth. Executive skills are applied 
in a certain corporate setting, of which certain 
generic parameters will render the executive 
compensation appropriate or not. According to 
Heidrick & Struggles, the appropriateness of 
executive compensation levels can be judged 
against the following parameters:

• Size – revenues, number of businesses, 
employees, etc;

• Complexity – number of products and 
services, technological content, extent of 
international, multicultural scope;

• Nature of the specific market – expanding, 
contracting, threatened by radical/ 

revolutionary competing businesses, 
chronic underperformance;

• Overall economic context – boom, bust, 
cost of capital; and

• Specific executive duties – scope, 
complexity, multiple versus single areas of 
responsibility.

Fairness is probably the most difficult of the 
three principles. According to Randy Jayne, 
managing partner at Heidrick & Struggles, 
the market will correct under- and over-
paid executives. An executive whose pay is 
excessive when compared to poor company 
results will not be able to move to a similar 
position at another company with the same level 
of compensation. The executive’s compensation 
will either be adjusted downward or he/she 
will be dismissed. On the other hand, as 
executives become aware of the fact that their 
compensation does not offer a fair reward for 
their performance, they will move elsewhere.

The underlying principle that anchors 
effectiveness is pay-for-performance. The 
base pay should be set at a moderate level 
and topped up with variable performance 
bonus plans for both the short-term (current 
year) and the long-term (three to five years). 

The important link is how to connect improved 
company performance with a particular 
element of executive compensation.

Escrow accounts
An interesting alternative, which focuses 
on aligning executive’s efforts with the 
long-term performance of the company, is 
escrow accounts. According to research 
conducted at the University of Pennsylvania 
in the US, compensation structures based 
on long-term escrow accounts are a better 
alternative to cater for a company’s long-
term future than the traditional method of 
rewarding short-term changes in the share 
price. The research indicates that linking 
executive compensation to the performance 
of the company over a number of years will 
prevent executives from taking short-term 
decisions that may enrich them vis-à-vis the 
company’s future profits. 

The basic principle underlying this approach 
to executive compensation is that executives 
be allocated escrow accounts wherein a 
constant balance between cash and equity is 
maintained. These accounts are rebalanced 
on a monthly basis to maintain a “constant 
percentage” of shares and cash in each 
account. Applying this concept to a South 
African company where the percentage 
was set at a 70:30 share-to-cash ratio, for 
example, would mean that a CEO that 
earns R10 million, would have R7 million 
in the form of shares and R3 million in the 
form of cash. Should the share price fall, 
this would result in cash in the account 

being drawn to buy more shares in order to 
maintain the 70% share portion. If the share 
price increases, the CEO has the option of 
selling shares to increase his cash position. 
However, these gains cannot be cashed in 
immediately, but will vest gradually. 

Apart from the fact that the escrow accounts 
manage to marry executive and shareholder 
goals, they also introduce a mechanism to 
avoid the short-term manipulation of the share 
price. Although companies such as Goldman 
Sachs and Morgan Stanley have implemented 
clawbacks for bonuses, Alex Edmans, finance 
professor at the University of Pennsylvania, 
holds that they are not as effective as escrow 
accounts: “If you have paid out bonuses and 
the company then tanks, trying to claw back 
the bonus seems like shutting the barn door 
after the horse has bolted”.

Final remarks
It is important to bear in mind that no single 
compensation model will suit all companies. 
The responsibility for implementing new 
executive compensation schemes resides 
with companies’ boards of directors. The 
board has the responsibility to ensure that 
executive compensation schemes are in the 
long-term interest of companies. How long 
“long-term” should be is up to a company’s 
board of directors, but one could argue that 
such a time frame should at least equate 
to the time it takes for the executive’s key 
actions to manifest in operations and the 
share price. In any event, a time frame of 
shorter than five years may carry with it an 
increased risk of actions taken to realise 
short-term earnings and share price spikes, 
but could hurt the company in the long run. 
Enron and Countrywide Financial are but two 
examples of the latter. 

In terms of remuneration policies, the right 
mix of remuneration will ensure that the 
desired executives are attracted, retained and 
motivated. To this end, remuneration policies 
should embody three basic principles, i.e. 
appropriateness, fairness and effectiveness. 
The golden thread to the success of any 
remuneration policy is that it is appropriately 
linked to performance and ultimately enhances 
shareholder value over the long-term. To this 
end, the application of the concept of escrow 
accounts may be worth exploring.
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I consider myself a dab hand in the kitchen – after all I have been 
doing it for years, own hordes of recipe books and have a mother 

who has a fix for every flop. Don’t get me wrong - I’m not claiming 
any Michelin stars here, but my husband bears ample (excuse the 
pun) testimony to my culinary skills. Even so, put another female in 
my kitchen and I always want a second opinion – is the salt right, 
have I spiced it too much, does the centre of the crème caramel 
have enough of a wobble in it? What’s my point again (sorry, the 
thought of crème caramel always sends me on a tangent) – yes 
– that everyone, no matter how accomplished, can always do 
with a bit of re-assurance. I suspect it’s no different for an audit 
practitioner. How wonderful it would be if every time you signed an 
audit report a voice from the heavens above would proclaim “Fear 
not my child, you have done right”. Oh ye of little faith, that voice is 
now here, only it does not come from the heavens. What, do I hear 
you say, am I on about? ISQC 1 of course, and its requirement for 
the performance of an engagement quality control review (EQCR) 
for appropriate engagements. But I mislead you – it was never the 
intention of the IAASB for this requirement to provide any kind of 
comfort or reassurance to the auditor. Rather, the requirement and 
in fact ISQC 1 itself, arose in response to increasing public demand 
for improvement in the quality of audits. It is not the intention of 
this article to examine the origin of ISQC 1 or its merits, instead I 
want rather to focus on paragraph 35 of ISQC 1, which states the 
following:

35. The firm shall establish policies and procedures requiring, 
for appropriate engagements, an engagement quality control 
review that provides an objective evaluation of the significant 
judgments made by the engagement team and the conclusions 
reached in formulating the report. Such policies and procedures 
shall: -evaluate to determine whether an engagement quality 
control review should be performed; and 
(c) Require an engagement quality control review for all 

engagements, if any, meeting the criteria established in 
compliance with subparagraph 35(b).

As is evident from the requirement of paragraph 35 above, the 
standard makes mandatory the requirements for listed entities to 
be subject to an EQCR, and requires the firm to establish criteria 
against which all other engagements are to be assessed for EQCR 
applicability, for example, engagements of public interest or high 
risk engagements. 

Be aware, however, that an EQCR does not involve a 
reperformance of the audit. On the contrary, the EQCR process is 
intended to be performed at a high level with the skeleton of the 
process laid out in paragraphs 37 and 38 as follows:

37. The firm shall establish policies and procedures to require the 
engagement quality control review to include: 

(a) Discussion of significant matters with the engagement 
partner;

(b) Review of the financial statements or other subject matter 
information and the proposed report; 

(c) Review of selected engagement documentation relating to 
significant judgments the engagement team made and the 
conclusions it reached; and

(d) Evaluation of the conclusions reached in formulating the 
report and consideration of whether the proposed report is 
appropriate. 

38. For audits of financial statements of listed entities, the firm shall 
establish policies and procedures to require the engagement 
quality control review to also include consideration of the 
following: 
(a) The engagement team’s evaluation of the firm’s 

independence in relation to the specific engagement;
(b) Whether appropriate consultation has taken place on 

matters involving differences of opinion or other difficult or 
contentious matters, and the conclusions arising from those 
consultations; and

(c) Whether documentation selected for review reflects the 
work performed in relation to the significant judgments and 
supports the conclusions reached. 

Use of the word “include” leaves little doubt that the procedures listed 
comprise the bare minimum in terms of an EQCR. Other procedures to 
be performed will be dictated by the firm’s quality control policies and 
procedures as embodied in its quality control manual.

engagement quality control review 
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persons to perform such reviews. It goes without saying that this 
option comes with a price tag.

It may even be argued, particularly in the case of pre-issuance 
reviews, that such a process could cause significant delays in 
the audit process, thus hampering the firm’s ability to meet its 
deadline. Proponents of this argument have obviously not read 
paragraph A43, which requires that the EQCR be concluded in a 
timely manner at appropriate stages during the engagement, thus 
allowing for significant issues to be resolved before the date of the 
audit report. Thus, all it takes, is a little planning!

There is no doubt that public confidence in the auditing profession 
has waned over the last decade or so. More so, then, the need for 
self-regulation tools such as EQCRs, which serve as meaningful 
contributors to regaining that trust. Coming back to the question 
in my title, it seems to me that that EQCR is here to stay and 
rightfully so, as the odds are firmly stacked in favour of Gain. asa

Taskeen Abdool Majid CA(SA), BSc, has a postgraduate certificate in 
advanced taxation and is a Quality Reviewer at Protect a Partner. 

The type of EQCR as envisaged by paragraph 35 is what is 
commonly known as a pre-issuance review. In other words, the 
review needs to be performed in conjunction with the performance 
of the audit with a prohibition on the signing of the audit report 
prior to completion of the pre-issuance review. The pre-issuance 
review is of course not the only type of EQCR. Paragraph 48 
further requires an inspection, on a cyclical basis, of at least one 
completed engagement per engagement partner as part of the 
firm’s ongoing monitoring process. Such a review is commonly 
known as a post-issuance review and is performed after the audit 
report has been issued.

The benefits of an EQCR (whether it be pre-issuance or post-
issuance) have long been recognised by the IFAC Code of Ethics, 
and indeed even in our very own Code of Professional Conduct, 
both of which acknowledge an EQCR as an effective safeguard 
against certain types of threats, such as self review threats. 
EQCRs have gained even more prominence with the recent 
revision of section 290 of the IFAC Code, which now requires the 
performance of an EQCR (whether pre-issuance or post-issuance 
is up to the auditor’s professional judgement) in addition to certain 
disclosures, when a significant self review threat arises.

Not only the IFAC Code, but even the Sarbanes Oxley Act of 
2002, details a requirement for the Public Company Accounting 
Oversight Board (PCAOB) to include in its standards that each 
registered public accounting firm “provide a concurring or second 
partner review and approval of such audit report (and other related 
information), and concurring approval in its issue, by a qualified 
person (as prescribed by the Board) associated with the public 
accounting firm, other than the person in charge of the audit, 
or by an independent reviewer (as prescribed by the Board). In 
response, the PCAOB earlier this year approved Auditing Standard 
7 Engagement Quality Review, the purpose of which, according to 
PCAOB Chairman Mark W Olsen, is to “focus on the engagement 
quality control reviewer’s attention on the areas that are most likely 
to contain a significant engagement deficiency and increases the 
likelihood of identifying and correcting those deficiencies before 
the audit report is issued”. The need for an entire auditing standard 
on the matter surely bears witness to the role of the EQCR in 
ensuring a quality audit.

In the South African context, we of course have the Practice 
Review department of the Independent Regulatory Board for 
Auditors, which in terms of Section 47 of the Auditing Profession 
Act No. 26 of 2005, performs engagement reviews on a cyclical 
basis. The engagement to be selected by the practice reviewer 
is anyone’s guess but an established EQCR process at a firm 
level can assist in identifying general quality deficiencies in an 
engagement, which can then be applied to all engagements 
undertaken by the firm and fixed going forward. 

EQCRs however require a certain degree of technical expertise, 
skill and experience, which may not necessarily be available in-
house, more so in the case of sole practitioners and smaller firms. 
In such situations, practitioners should look to paragraph A50, 
which recommends that such firms seek suitably qualified external 

pain or gain?
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Overview of the main features of the Act1

Background
The Act sets out the minimum 
requirements to ensure adequate 
consumer protection in South Africa. This 
Act constitutes an overarching framework 
for consumer protection, and all other laws 
which provide for consumer protection 
(usually within a particular sector) will 
need to be read with this Act to ensure a 
common standard of protection. 

All suppliers of goods and services will 
need to take note of the new measures and 
ensure that they are able to comply once 
the Act becomes effective. It is foreseen 
that the Act will become effective towards 
the end of 2010.

Application of the Act
The Consumer Protection Act affects a 
wide range of consumers and transactions. 
The definition of a “consumer” includes 

not only the person (either a natural or 
juristic person) to whom goods or services 
are promoted or supplied, but also the 
actual user of the goods or the recipients or 
beneficiary of the services. In other words, 
a consumer may be a person other than 
the person who entered into an agreement 
with a supplier and paid for the goods 
or services. In practice this would mean 
that if you are given a spa treatment as a 
birthday present, you will be entitled to the 
consumer protection measures set out in 
the Act, even though you never entered 
into an agreement with the spa.

With regard to juristic persons, the Act will 
only provide protection to small businesses 
(in other words, where the consumer 
is a juristic persons with an asset value 
or annual turnover below a threshold 
determined by the Minister). This approach 
is in line with the approach in the National 
Credit Act. In terms of the National Credit 

Act the threshold is set at R1000 000. 
However, we’ll have to wait and see 
exactly what the threshold will be for 
purposes of the Consumer Protection Act.

In terms of section five of the Act, certain 
transactions will be excluded from 
the application of the Act. Exempted 
transactions include those where:

• goods or services are supplied to the 
State (transactions where the State will 
be the consumer); or 

• where the transaction constitutes a credit 
agreement under the National Credit 
Act (the goods or services that are the 
subject of the credit agreement are not 
excluded from the ambit of the Act); or

• a transaction pertaining to services under 
an employment contract; or

• a transaction which gives effect to a 
collective bargaining agreement within the 
meaning of section 23 of the Constitution 
and the Labour Relations Act.
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The Act further provides for a mechanism 
in terms of which a regulatory authority 
may apply to the Minister of Trade and 
Industry (the Minister) for an industry wide 
exemption from certain provisions of the 
Act. The application for such an exemption 
must be based on the fact that there is an 
overlap between the provisions of the Act 
and the regulatory scheme administered 
by the relevant regulatory authority. The 
Minister may only grant an exemption if 
the applicable regulatory scheme provides 
better, or at least similar, consumer 
protection than the protection provided for 
in the Act. 

The provisions in the Act regarding safety 
monitoring and recall (section 60), and 
liability for damages caused by goods 
(section 61) apply to ALL transactions, even 
those transactions exempted from the 
application of the Act. Thus, in our example 
above, the distributor will be entitled to 
protection where she suffered damage as a 
result of defective goods – even where the 
transaction was exempted.

The Act will not apply to services which 
constitute advice or an intermediary service 
that is subject to regulation in terms of 
the Financial Advisory and Intermediary 
Services Act, 2002 (FAIS), or services in 
terms of the Long-term Insurance Act, 
1998 or the Short-term Insurance Act, 
1998. However, it should be noted that 
the Act prescribes that the Long-term 
Insurance Act and the Short-term Insurance 
Act must be aligned with the consumer 
protection measures in this Act within 18 
months from the commencement of this 
Act. If this is not done, the provisions of 
this Act will apply to all services rendered 
in terms of the two insurance Acts.

Threshold
The Act will not apply to transactions 
where the consumer is a juristic person 
with an asset value or annual turnover of 
more than a threshold value determined by 
the Minister (section 6). 

Direct marketing
The provisions in the Act which 
regulate direct marketing extend to all 
communication for the purposes of direct 
marketing (not only direct marketing 
via electronic communication). In terms 
of section 11, a consumer may either 
refuse to accept, pre-emptively block, 
or require another person to discontinue 
any communication which may be seen 
as direct marketing. This may include 
telephone calls, e-mails, brochures or 

letters in the mail, etc. The National 
Consumer Commission will facilitate 
the establishment of a registry where a 
consumer may register their particular 
preferences (for example, that a consumer 
wishes not to receive any direct marketing 
(a pre-emptive block) or, where he 
previously agreed to receive marketing 
material, he now wishes to change his mind 
and requires the marketer to stop marketing 
to him directly). Businesses will have to 
ensure that they have measures in place 
to receive and record consumers’ specific 
preferences (at no cost to the consumer), 
and abide by these expressed preferences. 
In addition, the Minister may prescribe 
certain times when consumers may not be 
contacted, for example, on public holidays 
or after a certain time at night.

Cooling off
The Act provides for a 5 business day 
cooling off period in instances where 
transactions resulted from direct 
marketing, in other words, transactions 
which were not initiated by the consumer 
(section 16). The five business day period 
will commence on the latter of the day 
on which the transaction or agreement 
was concluded, or the day on which the 
goods or services were delivered to the 
consumer. This section does not apply to 
transactions which are governed by section 
44 of the Electronic Communications and 
Transactions Act, 2002 (in terms of which 
consumers have a seven day cooling off 
period (normal days, not business days)).

It should be noted that it is not a 
requirement for the transaction to be 
concluded at the home of the consumer 
for the cooling off period to apply (as is the 
case in the National Credit Act). The cooling 
off period will apply to all transactions that 
resulted from direct marketing.

Product liability
Section 61 of the Act effects a major 
change with regard to the position of 
the consumer in cases where he suffers 
damages as a result of unsafe or defective 

the act provIdes For a Number oF 
deFeNces whIch the producer, Importer, 
dIstrIbutor aNd retaIler may use wheN a 
claIm For damages Is INstItuted agaINst 
them by a coNsumer.

goods. This provision determines that 
producers, importers, distributors and 
retailers of goods will be liable for any 
harm caused as a result of the supply of 
unsafe goods, a product failure, a defect 
or hazard in the product, or interestingly, 
inadequate instructions for the use of the 
goods or warnings related to any possible 
hazard that might be associated with the 
product. (Although the Act determines that 
labelling of products and trade descriptions 
are optional, it might be necessary for 
producers, importers, distributors and 
retailers of goods to ensure that proper 
instructions for use, and warnings of 
potential danger or hazard are provided, as 
this may prevent a claim for damages by 
consumers.) 

Probably the biggest change to the current 
legal position is the fact that the Act 
determines that producers, importers, 
distributors and retailers of goods will 
be liable for damage caused by unsafe 
or defective goods whether or not the 
harm resulted from their negligence. This 
means that the consumer will no longer 
have to prove that the damages suffered 
as a result of defected goods was due 
to the fault (negligence or otherwise) 
of the producer, importer, distributor or 
retailer (this is referred to as strict liability). 
Rather, the shoe is now on the other foot: 
where a consumer claims for damages, 
the producer, importer, distributor or 
retailer will have to prove that they are not 

responsible, and thus not accountable, for 
the resulting damages. 

The Act determines that a consumer may 
hold the producer, importer, distributor 
and retailer jointly or severally liable, and a 
consumer may claim for  damages related 
to death, injury, illness, loss or damage to 
property, or economic loss as a result of 
death, injury, illness or, loss or damage to 
property. The Act provides for a number 
of defences which the producer, importer, 
distributor and retailer may use when a 
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claim for damages is instituted against 
them by a consumer.

Term, renewal and cancellation of 
contracts
The Act regulates the term, renewal and 
cancellation of fixed term contracts. In 
terms of section 14, there can be no 
automatic renewal of the fixed term 
contract. The consumer (this section 
applies to natural persons only) is entitled 
to cancel the contract when the contract 
term expires, or at any other time, given 
that he gave the supplier 20 business days 
notice in writing. Where the consumer 
cancels the contract before the expiry 
date, the supplier will be entitled to 
any outstanding amounts, as well as a 
reasonable cancellation fee.

At the expiry of the term of a fixed term 
agreement, the contract will automatically 
continue on a month to month basis, until 
the consumer either cancels the contract 
or renews the agreement for another fixed 
term. The Act requires the supplier to 
remind the consumer of the expiry date at 
least forty business days prior to the expiry 
date of the fixed term. The Act also allows 
the Minister to prescribe the maximum 
duration of fixed terms agreements in 
general or for specific categories of 
agreements. 

Language
The Act does not contain a provision for 
information to be in an official language. 
However, section 22 requires that all 
information should be in plain language. 
The Act further requires that the language 
used should be appropriate to the class of 
persons the goods or services are aimed 
at, and as understandable to someone of 
that class with average literacy skills and 
experience. Where technical specifications 
are set out in any agreement or on a 
product label, this requirement might prove 
difficult to comply with.

Written agreements
There is no general requirement for 
agreements to be in writing. However, 
the Act allows the Minister to require 
certain categories of agreements to be 
in writing. It is foreseen that the Minister 

may require fixed term contracts to be in 
writing. Section 50 requires that where an 
agreement is set out in writing (whether 
this is required in terms of this Act or 
voluntary) the supplier must provide the 
consumer with one free copy (or access 
to an electronic copy) of the terms and 
conditions, that the agreement must be 
in plain and understandable language, and 
that it should contain a breakdown of the 
consumer’s financial obligations under 
the agreement. However, if a consumer 
agreement between a supplier and a 
consumer is not in writing, the supplier is 
obliged to keep a record of the transactions 
entered into over the telephone or any 
other recordable form.

Customer loyalty programmes
Section 35 of the Act determines that a 
supplier who sponsors a consumer loyalty 
programme, or accepts loyalty credits in 
exchange for goods or services (for example 
frequent flyer miles), may impose a partial 
or complete restriction on the availability 
of the goods or services during specific 
periods of the year. However, the restriction 
may not exceed 90 days in a calendar year. 
In addition, the Act requires that certain 
information be made available to the 
consumer when an offer to participate in the 
loyalty programme is made. 

The information should include the nature 
of the programme, the goods or services 
to which it applies, the steps required 
to receive benefits, and the time, venue 
and persons from which consumers may 
obtain access to either the programme or 
benefits in terms of the programme. This 
means that a supplier that has a loyalty 
programme, such as an airline, may restrict 
the use of frequent flyer miles during 
certain periods of the year (not exceeding 
90 days). However, at any other time of the 
year, the airline must accept loyalty credits 
in return for a service as if the consumer 
offered any other form of consideration 
(such as cash). The supplier may not 
benefit consumers who offer to pay cash 
over consumers who use loyalty credits.
The Act provides for possible defences 
that a supplier may use when a consumer 

alleges that the supplier did not have 
sufficient goods or services available in 
return for loyalty credits. In essence, it will 
be a defence where the supplier offers to 
supply comparable goods or services to 
the consumer, and the consumer either 
accepts the offer, or unreasonably refuses 
the offer.

Overselling and overbooking
The Act provides for the reasonableness 
test for overselling and overbooking. In 
terms of this test a supplier may not accept 
payment for goods or services where it 
has no reasonable intention to supply the 
goods or services, or where it intends to 
supply goods or services that are materially 
different to the goods or services for which 
the consumer has paid.

With regard to damages suffered as a result 
of a supplier’s inability to supply goods or 
services due to overbooking or overselling 
the Act provides for a refund of the amount 
paid plus interest (usually, this would be 
the deposit plus interest), as well as any 
consequential damages which directly 
resulted from the breach of contract. 

In practical terms, this would mean that 
where you -

• booked a flight from Cape Town to Durban 
for which you paid a deposit of RX, 

• booked and paid for a rental car in Durban 
in the amount of RY, and 

• set up a meeting with a business 
associate in Durban to sign a contract 
valued at RZ, after which the business 
associate will leave for India, and you 
are bumped from the flight as a result of 
overbooking, you will be entitled to claim 

• RX plus interest for the deposit you paid 
for the flight, and 

• RY plus interest for the rental car, which 
amounts to a consequential loss that is 
directly resulting from the overbooking. 

However, the fact that you suffered a loss 
because you were not able to sign the 
contract before your business associate left 
for India amounts to loss of anticipated use 
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or enjoyment, for which the Act does not 
provide.

Implied warranty of quality
The Act provides for an implied warranty 
of quality. In terms of this warranty the 
producer or importer, the distributor and the 
retailer each warrant that the goods comply 
with the requirements and standards 
contemplated in the Act. However, the 
implied warranty will not apply where 
goods have been altered contrary to the 
instructions of the producer, importer, 
distributor or the retailer, or altered after 
leaving the control of the producer, 
importer, distributor or the retailer.

the act provIdes For possIble deFeNces that a supplIer may 
use wheN a coNsumer alleges that the supplIer dId Not 
have suFFIcIeNt goods or servIces avaIlable IN returN For 
loyalty credIts.

Failed, unsafe or defective goods may 
be returned to the supplier within six 
months after the delivery of the goods to 
a consumer. In such a case the supplier 
has to either repair or replace the goods, or 
refund to the consumer the price paid by 
the consumer. It is important to remember 
that the Act allows the consumer to choose 
whether to be refunded, or to have the 
goods replaced or repaired. 

In instances where the supplier repairs the 
failed or defective goods (or any component 
of the goods) and within three months 
after that repair, the failure or defect was 
not fixed and it recurs, or another failure 
or defect is discovered, the supplier must 
replace the goods, or refund the price to the 
consumer. It should be kept in mind that the 
Act specifically determines that an implied 
warranty, as provided for in the Act, is in 
addition to any other implied warranty or 
condition imposed by the common law, any 
other legislation, and any express warranty 

or condition stipulated by the producer or 
importer, distributor or retailer. 

Warranty on repaired goods
The Act provides for a three month 
warranty on repaired goods. This warranty 
includes all new or reconditioned parts 
installed during the repair or maintenance 
work, as well as the labour to install 
such parts. However, where a consumer 
subjected goods to abuse or misuse, the 
warranty will be void. Also, the warranty 
does not extend to ordinary wear and tear.

Safety monitoring and recall
The Act introduces a streamlined approach 
to safety monitoring in that it obliges 

the National Consumer Commission to 
promote the development and adoption of 
industry wide codes of practice in terms of 
which industries will monitor safety of their 
products. This includes the introduction 
of systems to receive and investigate 
complaints, recall goods, and reporting on 
certain matters to the National Consumer 
Commission. 

However, the National Consumer 
Commission may require the importer or 
producer of particular goods to carry out 
a recall of the product where the National 
Consumer Commission has reasonable 
grounds to believe that goods are unsafe, 
and the producer or importer of the goods 
has not taken the necessary steps in terms 
of the applicable industry code to ensure 
public safety.

Prepaid certificates, credits and vouchers
The Act determines that gift or similar 
vouchers expire either upon redemption or 
after three years. 

Industry codes
The Act provides for procedures to be 
followed before the Minister approves 
and publishes an industry code in the 
Government gazette. The Act requires the 
National Consumer Commission to consult 
the public and relevant stakeholders before 
it recommends a proposed industry code 
to the Minister for his approval. In turn, the 
Minister is provided with the authority to 
prescribe, approve or withdraw a previously 
approved industry code. The Minister 
may withdraw an industry code on the 
recommendation of the Commission, who 
has the authority to review the effectiveness 
of a code at intervals of five years.

Also, where an industry code provides for 
an alternative dispute resolution scheme, 
the Act allows the Minister to accredit such 
a scheme as an “ombud with jurisdiction”. 
This means that the scheme will be 
officially recognised in the whole scheme 
of redress as provided for in the Act. For 
example, where a consumer has a dispute 
with a supplier within the particular industry, 
the consumer may lodge a complaint with 
the industry ombud, before he approaches 
the National Consumer Commission for 
assistance.

1. Purpose of this document: This document 
provides insight into the Consumer 
Protection Act, 2008. asa

Dr Johan Erasmus, BLC, LLB, LLD is a 
Regulatory Analyst at Deloitte and also 
chairman of the SAICA Legal Compliance 
Committee.
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Requirement on Auditor in terms of ISA 265 Application of the requirements of ISA 265 Further Explanatory notes

1. Determine if one or more deficiencies in 
internal controls have been identified.

1.1 Discuss the relevant facts and circumstances with the 
appropriate level of management.

1.1 Appropriate level of management is those that are 
familiar with the internal control area concerned and that 
have the authority to take remedial action.

1.2 When discussing the above with management, the 
auditor may obtain other relevant information for further 
consideration.

1.2 Other relevant information includes:
1.2.1 management’s understanding of the actual or 

suspected causes of the deficiencies.
1.2.2 exceptions arising from the deficiencies that 

management may have noted. 
1.2.3 a preliminary indication from management of its 

responses to the findings.

2. Determine if the deficiency(ies) identified 
constitute significant deficiencies.

2.1 Matters to be considered when determining if a 
deficiency is significant: 
2.1.1 The likelihood of the deficiencies leading 

to material misstatements in the financial 
statements in the future.

2.1.2 The susceptibility to loss or fraud of the related 
asset or liability. 

2.1.3 The subjectivity and complexity of determining 
estimated amounts. 

2.1.4 The financial statement amounts exposed to the 
deficiencies. 

2.1.5 The importance of the controls to the financial 
reporting process.

2.1.6 The cause and frequency of the exceptions detected 
as a result of the deficiencies in the control.

2.1 Indicators of significant deficiencies include:
2.1.1 Evidence of ineffective aspects of the control 

environment.
2.1.2 Absence of a risk assessment process within the 

entity.
2.1.3 Evidence of an ineffective response to identified 

significant risks. Misstatements detected during 
substantive testing that were not prevented, 
detected or corrected by the entity’s internal 
controls.

2.1.4 Restatement of previously issued financial 
statements to reflect the correction of material 
misstatement due to error or fraud.

2.1.5 Evidence of management’s inability to oversee 
the preparation of the financial statements.

3. Communicate in writing significant 
deficiencies in internal controls identified 
to those charged with governance on a 
timely basis.

3.1 Communication should be in writing to reflect the 
importance of the matters.

3.2 In determining “WHEN” to issue the communication, 
consideration needs to be given as to when 
communication would be most appropriate in 
enabling those charged with governance to 
discharge their oversight responsibilities.

3.3 Professional judgment must be applied in 
determining the level of detail at which to 
communicate significant deficiencies.

3.3. In determining appropriate level of detail, the 
auditor should consider the following factors:
3.3.1 The nature of the entity.
3.3.2 The size and complexity of the entity.
3.3.3 The nature of the significant deficiencies 

identified.
3.3.4 The entity’s governance composition.
3.3.5 Legal or regulatory requirements regarding 

the communication of specific types of 
deficiencies in internal controls.

4. Communicate to management:

(a) in writing regarding significant deficiencies 
in internal controls identified. 

4. (a)1 This requirement does not apply if it is considered 
inappropriate to communicate directly to management.

4.(a)1 It is considered inappropriate when:
4.1.1 the integrity and competence of management 

is called into question.
4.1.2 there are suspected non-compliance with laws 

and regulations (refer to ISA 250 for guidance).
4.1.3 the auditor has identified fraud or suspected 

fraud involving management. (Refer to ISA 240 
for guidance).

4. Communicate to management:

(b) regarding other deficiencies that merit 
management’s attention.

4(b).1 The communication need not be in writing but may be oral. 4(b).1 Determining what merits management’s attention is 
a professional judgment that takes into account the 
likelihood and potential magnitude of misstatements 
that may arise in the financial statements as a result of 
those deficiencies.

Communicating deficiencies in internal controls to those charged with governance and 
management (ISA 265) is a new International Standard on Auditing (ISA) that comes 

into effect, together with all the other clarified ISAs, for all audits of financial statements 
beginning on or after 15 December 2009.

ISA 265 consists of a number of requirements that the auditor shall perform in order to 
have complied with this standard.

The table contains the requirements placed on the auditor in terms of ISA 265 together 
with assistance on how practically to apply the requirements, together with some 
explanatory notes on interpreting the requirements. asa

Theashen Vandiar CA(SA), is Project Director: Auditing and members Advice, SAICA.

coming to terms with Isa 265
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Deficiencies need not be repeated in 
the current year if:

Repeating the communication of deficiencies as required in ISA 265:

The deficiencies were communicated 
in the prior years and management has 
chosen not to remedy them due to cost 
or other reasons

The deficiencies were communicated 
by other parties such as internal 
auditors or regulators

Deficiencies should be repeated in the 
current year if:

There has been a change in management

New information has come to the 
auditor’s attention that alters the prior 
understanding of the auditor and 
management regarding the deficiencies

An indication that, if 
more procedures had 
been performed, more 
deficiencies may have 
been reported 

Where law or regulation 
require a copy of 
the communication, 
the auditor needs to 
identify such regulatory 
authorities in the 
communication

What must the auditor include in the written communication in terms of ISA 265:

Written communication of significant 
deficiencies should include:

Description of the deficiencies 
and an explanation of their 
potential effect

Auditor does not 
need to quantify 
the effects of the 
deficiencies

May include 
suggestions 
for remedial 
action and 
management’s 
response  

The communication 
is suitable only for 
the communication to 
those changed with 
governance

Sufficient information so that the 
context of the communication 
can be understood
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Customs and excise is not a subject 
that is covered in the Tax syllabus 

at University in Bachelor of Commerce 
degrees even less rarely covered in 
professional journals. Once qualified and 
working as a Finance Director, Manager or 
even a Tax Manager, you are now for the 
first time confronted by customs and excise 
issues. 

In the coming months, a series of articles 
will follow that are intended to provide a 
simplified overview of Customs and Excise 
in an easily understood manner. The series 
is aimed at helping businesses understand 
both the risks and potential savings 
opportunities in this often neglected area of 
taxation.

Going back in time: The history of 
Customs and Excise 
Today, customs duties are taxes levied 
upon goods imported or exported from 
a country. Customs duty has, however, 
always formed one of the most important 
sources of public revenue in the 
development of civilisation. 

It is assumed that the customs duty is 
called ‘customs’ in English because the 
duty was not granted to a king by any 
statute but passed on from one generation 
to another and formed part of common law. 

In ancient times, customs duties were 
employed solely for the purposes of raising 
revenue. During the middle ages, ‘customs 
officers’ were placed at the gates of a city 
and controlled and collected duty of goods 
entering and leaving the city. The customs 
duties were kept as high as possible, but not 
so high that they would drive away trade. 

It is estimated that the Romans started to 
collect customs duties as far back as 199 
BC. These customs duties or portoria were 
collected on all types of goods, including 

slaves, which were imported by merchants 
for the purpose of selling them again. If 
goods subject to a duty were concealed 
and later discovered, the goods were then 
confiscated.

The rate of customs duty varied but the 
portorium in, for example, the ports of Sicily 
and Greece were one-twentieth of the value 
of any taxable goods. After the collapse of 
the Roman Empire, feudal lords and barons 
began collecting customs duty on transit 
goods passing through their territory. As 
a consequence, the rivers and highroads 
were lined with customs houses and 
tollgates. As the kings gradually overcame 
the influence of feudalism, the tollgates and 
customs houses remained thereby enabling 
the kings to raise national revenue for their 
kingdoms. 

The most ancient customs impost 
in England consisted of fees paid by 
merchants for the privilege of using the 
king’s warehouses, weights and measures. 
Later on, King Edward I established a duty 

customs simplified

of sixpence in the pound upon all goods 
exported and imported, except wool, 
woolfells, leather and wines – which were 
subject to a special duty.

King Edward I also collected a hereditary 
customs on wool, skin and leather 
exported from England. The duties were 
paid by every merchant. However, foreign 
merchants paid an additional toll.

Different methods of levying duty
Over time, kings have used different 
methods of levying customs duty. Today 
there are two main methods, namely;

1. Specific Duty: these relate to a duty 
determined per unit of imported good. 
Specific duties prevent a reduction in 
revenue when the prices of imported 
goods fall. This type of duty is also often 
favoured for goods which have unstable 
prices. 

2. Ad Valorem Duty: loosely translated this 
means ‘in proportion to the value’. This 
type pf duty provides the least protection 
when imported goods are inexpensive. 
Conversely, protection is greatest when 
the imported goods are expensive.

Generally, customs administrations prefer 
specific duties rather than ad valorem duties 
because of the difficulty in determining the 
correct value for ad valorem duty purposes.

In considering the long history of 
customs duty, it is evident that it would 
be exceedingly difficult for any customs 
administration to abolish the concept of 
customs duties. 

Although the kinds of customs duties have 
not changed significantly over the years, 
the role of customs has changed. This role 
change includes a far greater emphasis on 
the facilitation of trade. Also, we no longer 
trade slaves. Although the Harmonized 
Commodity Description and Coding System 
(HS) of tariff nomenclature caters for every 
conceivable living being and type of good, it 
excludes human beings. 

The shaping of future customs 
administrations will be a challenge as they 
move from their historic roles of primarily 
policing trade and collecting revenue to 
a modern day role of facilitating trade. 
This change in focus is bound to create 
tension between the revenue collection, 
enforcement and trade facilitation roles 
of customs officials. Clearly, modern day 
customs administrations will be required 
to be more adaptable and flexible to fulfil 
the global demands of businesses and 
governments.

In our next edition we will turn our focus 
to Customs and Excise in South Africa, 
including the role and status of the South 
African Customs Union. asa

Ronnie van Rooyen, is Senior Manager of 
Customs at Deloitte.
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It all depends on whether SARS believes that the amount 
that was not taxed first time around is attributable to fraud or 
misrepresentation on your part. Did you make proper disclosure 
in your tax return? If you did, then three years from the date of 
assessment you are free and clear. However, if you left stuff out of 
your tax return, or put wrong stuff in, then you remain on the hook 
for any amount of tax that should have been paid. 
 
For how long? The Prescription Act deals with debts and how long 
they last. Most debts only last for three years. But some debts last 
a lot longer. For one thing, the state gets favourable treatment. 
Generally speaking, a debt owed to the state lasts for 15 years. Jolly 
unfair and probably unconstitutional, I say. Or not. What do I know? 
(Note to self, stick to the area about which you know.)
 
But a debt for unpaid tax lasts a lot longer. As in 30 years. Yes, 30 
years! By then you could be in Golden Harvest retirement home. 
 
The lesson: do things right the first time round. If you do, then 
SARS is your friend. No need to jump into the rubbish bin! asa

Billy Joubert, BA LLB, H Dip Tax, H Dip International Tax, an 
Admitted Attorney of the High Court of South Africa is Tax Director 
Head: Transfer Pricing at Deloitte.

For many years South Africans were perhaps a bit happy-go-
lucky when it came to tax matters. You know the sort of thing; 

“discount for cash”, nudge, nudge, wink, wink. Or stick a student 
into your converted garage – now a “garden cottage” – and make a 
bit on the side. No need to bother the Receiver about that sort  
of thing.
 
Even the term “Receiver” has a sort of rosy, nostalgic glow about 
it, not so? Nowadays we have SARS. Big, scary SARS. Pravin 
Gordhan is no longer the big, scary public face of SARS. But, as 
Minister of Finance, he’s still ultimately in charge. And we’re all still 
scared of SARS. Or we should be.
 
Just how scared people are of SARS was vividly demonstrated 
a couple of years ago when some SARS officials went on an 
evangelistic mission to the Bruma flea market. It was probably 
to encourage people to take advantage of the small business tax 
amnesty that was on offer at that time.
 
Imagine the scene: SARS officials approaching, winning smiles on 
their faces. “We come in peace, just for a chat,” - that sort of thing.

The traders were having none of it. They screamed, they ran, they 
hid. Some even leapt into rubbish bins, carefully pulling the lids 
down on their heads.
 
Imagine the thoughts of the SARS officials concerned: “How 
disconcerting to be regarded with such terror when I have come in 
peace.” 

On the other hand...The power! 
Of course it could be said that, if you are a compliant taxpayer (and 
what other kind would be reading this august publication?) then 
you have nothing to fear. In fact, SARS’ effectiveness is a cause 
for celebration. It means that your less compliant compatriots have 
fewer places to hide - and quite right too! Greater compliance means 
lower tax rates. Well, it has up to now. The government has cut 
income tax rates in recent years. Of course, that’s not going to be 
so easy in a recession, when SARS is budgeted to end up R70 billion 
behind its budgeted tax collection target for the current financial year. 
But that’s surely all the more reason for everyone to pull their weight. 
 
But what if you still have some skeletons in your tax file? OK, not 
you. A friend, say. For how long do you need to worry? Well... 
actually it depends on the nature of the particular skeleton. More 
specifically, did the object of your anxiety ever appear in your tax 
return?
 
If it did, and if you were subsequently assessed, then you may 
be in the clear if at least three years has elapsed since the date 
of the assessment. In this situation the assessment may have 
prescribed. What this means is that SARS cannot issue an additional 
assessment because it is believed that a mistake was made the 
first time round.

“May have, may have...” I can hear you mutter. “How does ‘may 
have’ help me?” I get this reaction from my clients all the time. 

unpaid tax:
for how long are you on the hook?

I  in practice  I
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GRAP 18 defines a segment as a distinguishable activity or group of 
activities of an entity for which it is appropriate to separately report 
financial information. This is done to evaluate the entity’s past 
performance in achieving its objectives and as a basis for decisions 
about the future allocation of resources. 

IFRS 8 defines an operating segment as a component of an entity 
from which it may earn revenue or incur expenses. In addition, its 
operating results must be regularly reviewed by the entity’s chief 
operating decision-maker. Such decisions will relate to resources 
allocated to the segment, and assessments of the segment’s 
performance. In such cases discrete financial information must be 
available. The relevancy of this definition still has to be assessed for 
public sector purposes.

I  in practice  I
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Although IFRS 8 says that segments should be reported on the 
same basis as that reported on a managerial level, it still requires 
that segments should be identified and aggregated using thresholds 
similar to what was required in IAS 14, its predecessor. 

The Standard requires judgement to be exercised when an entity 
identifies the segments to be reported in terms of GRAP 18. These, 
according to GRAP 18, would normally be in accordance with the 
manner in which management reports on its segments. It also says 

segment reporting
in the public sector

The GRAP Standard on Segment Reporting (GRAP 18) was 
approved by the Accounting Standards Board (ASB) in March 

2005, but the Minister of Finance did not approve implementation of 
this standard by entities for financial periods starting 1st April 2009 
as had been suggested by the Board. Since then the International 
Accounting Standards Board (IASB) has issued IFRS 8 Operating 
Segments, a Standard that became effective on 1st January 2009 
for entities that apply IFRS. This article explains the way forward.

The Accounting Standards Board has now agreed to consider the 
amendments to the international standard contained in the Standard 
of GRAP on Segment Reporting (GRAP 18) as part of its work 
programme. 

Since the two Standards (GRAP 18 and IFRS 8) differ significantly, 
the Board will now examine whether, and/or to what degree, the 
current GRAP Standard should be amended to ensure the uniform 
reporting of useful information so as to enhance financial reporting 
in the public sector. 

The Minister of Finance felt that entities were not ready for 
implementing segment reporting as they lacked the necessary 
systems to comply with the requirements of the Standard. 

The following are the key differences that exist between the current 
GRAP 18 and IFRS 8:

• The way in which GRAP 18 defines a reportable “segment” is 
different from that in IFRS 8.

• GRAP 18 does not specify quantitative thresholds that must be 
applied in identifying reportable segments.

• GRAP 18 requires the accounting policies underlying the 
disaggregated information to be the same as those underlying 
the entity information. IFRS 8 requires operating segments to be 
reported in the same way as it would be done for management 
purposes. A reconciliation is only required on the aggregated 
information on what is reported in the financial statements.

• GRAP 18 currently encourages certain disclosure of geographical 
segments when an entity adopts a service segment approach. 
IFRS 8 requires an entity 
• to identify its operating segments and 
• to provide certain disclosures relating to products and services, 

geographical areas and major customers.

grap 18 deFINes a segmeNt 
as a dIstINguIshable actIvIty 
or group oF actIvItIes oF 
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that the way in which management reports on segment information 
for internal use may not be appropriate when segment reporting is 
done for an external audience.

GRAP 18 requires an entity to identify whether it has a service 
segment structure or a geographical segment structure and to 
report its segments accordingly. In the event of management 
reporting on both these structures it may be useful to disclose both 
services and geographical segment information. The Standard also 
encourages disclosures about service and geographical segment 
information in cases in which the entity has not selected either of 
these as its primary basis of reporting. 

In terms of IFRS 8, the entity would identify operating segments 
and report external revenues received for each product or service. 
It would also do so for each group of similar products and services, 
as well as for each country of domicile. These would be attributed 
to all foreign countries in total (or separately if material) from which 
the entity derives revenues. Non-current assets, other than financial 
instruments, deferred tax assets, post-employment benefit assets 
and rights arising under insurance contracts, are also separated for 
foreign countries. 

An entity must also disclose information about reliance on major 
customers in terms of IFRS 8. Some of these disclosures may be 
useful for public sector reporting purposes. 

The important difference, however, relates to the fact that IFRS 8 
segment information does not have to be compiled using similar 
accounting policies to those required on an overall reporting basis. 
The advantage of this is that an entity would not have to amend the 
information that it publishes for internal reporting purposes when 
operating segments are reported, saving on time and costs. 

An entity also does not have to adjust its current systems when 
it obtains segment reporting information. It merely has to prepare 
a reconciliation between the (consolidated) financial statement 
information and the segment report. 

The segment report is therefore not a disaggregation of financial 
information on a segment basis, but may result in useful information 
for decision-making purposes since it reflects the way in which the 
entity operates.

The advantages of segment reporting are captured in the objective 
of GRAP 18 and the core principle in IFRS 8. The disclosure of 
segment information will 

• Assist users of financial statements to better understand the 
entity’s performance and to identify resources allocated to 
support the major activities of the entity; 

• Enhance transparency of financial reporting and enable the entity to 
better discharge its accountability obligations; and 

• Enable users to evaluate the nature and financial effects of 
the business activities in which it engages and the economic 
environments in which it operates. 

The amendments to the current GRAP 18, and whether it best 
reflects the needs of the users of those statements and promotes 
accountability, will depend on the comments received on the 
documents during the participation process by everyone that is 
affected.

The Board plans to issue an exposure draft on GRAP 18 early 
in 2010, the final date being determined by its current work 
programme. asa

Belinda van der Merwe CA(SA) is the Project Manager at the 
Accounting Standards Board. 
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The Professional Skills Toolkit is a training pack which deals 
comprehensively with the 4 crucial Soft-Skills. 

1   Interpersonal & communication skills
2   Intellectual skills
3   Personal skills
4   Management and organisational skills

To find out more visit  
www.saica.co.za

SAICA is proud to  
launch the CA(SA)  

Professional Skills Toolkit (PST) 
- the comprehensive guide to developing  

the professional skills required by all  
prospective Chartered Accountants.
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new generation

the learning issue

p.30 From the mouth of the 
New gen ca(sa)

p.31 summoned to learn 
through reflection

p.33 tips for the old gen ca(sa) 
director & manager

Peter Guber, filmmaker and top executive at several multinational film companies says he is in the business of creating 
compelling stories. Why? Because adults learn from stories, we are transformed by stories. Research shows that many 

times adults learn and are transformed more in various areas of life and CA-reer by a story told by a leader, a peer or a 
coach than by a list of theoretically based principles in a workbook or taught in a course. And seeing that our first issue 

for 2010 is the Learning Issue, it could be well to share stories with you.  Enjoy!

About Therapeia: 

Therapeia’s vision is to assist businesses in holistic intelligence development of its human capital, leading to better 
performance and lower staff turnover. Adel speaks, teaches and coaches various Professional Skills and Holistic 
Intelligence topics locally and internationally at Businesses, Organisations, Conferences and Women Initiatives. Adel 
writes articles for local and international business journals and magazines, and has contributed to the international 
book, “Globalisation of Accounting Standards”.
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30 During 2009, Therapeia has worked with 
seven dynamic first year trainees on 

the CA(SA) programme at Nedbank – each 
with a unique story on CPD. I have asked 
four of them a few questions on how they 
view their own learning. Thank you to 
Mashudu, Brad, Barend and Zen for sharing 
(sometimes not all four are quoted):

Why is it important to be a lifelong 
learner from the start of your career?

Mashudu: I feel it is essential as an 
emerging business leader to invest in CPD. 
In so doing, you become more competent 
and more effective. It is a competitive 
world out there. Through CPD you will be 
better equipped to deal with a world that is 
constantly changing.

Brad: If you aren’t learning, and keeping 
up with new developments, you are 
standing still. You become as obsolete as 
the typewriter. The key is to keep moving 
forward. 

Barend: I think it is very important always 
to be on top of new developments as well 
as not to lag behind. As soon as you lag 
current developments you are not being 
optimally effective in your job and not 
delivering optimal solutions.

Zen: Lifelong learning is your CPD, which 
should consist of leading a balanced 
lifestyle and the culmination of a variety of 
experiences, not just work related ones. 
To be a true professional, you can’t be one 
dimensional. One of my mentors has an 

From the mouth of the New GEN CA(SA)

Barend: I have to take the initiative to meet 
with my mentor on a regular basis and ask 
most of the questions. I also have to make 
it worthwhile for my mentor by listening 
attentively to what he/she wants to convey 
to me, and then go and apply that in all 
areas of my life.

What skills do you believe are important 
to develop from the start of your career? 

Mashudu: In addition to the technical skills, 
it is very important to develop and invest 
in your “people” skills, your soft skills. 
Research shows that your softer skills 
are an important part of your contribution 
to your success and the success of your 
organisation.

Zen: How to sell yourself. Find a balance 
between confidence and humility. If you 
don’t believe in yourself, neither will others. 
But if you think you know everything, how 
can you learn anything? At the end of the 
day, it’s all about relationships and how to 
build them, with people below, at and above 
your level. asa

excellent saying that goes: “If something 
doesn’t grow, it’s dead”. When you stop 
learning and challenging yourself, you 
stagnate, while everything else keeps moving.

What is workplace experiential learning 
for you?

Brad: For me, this is trying to “feed” off 
the experience of people who have greater 
skills than I do, and to take on-board 
positive attributes they may possess. 

Barend: There are two parts to this for me. 
Firstly, to get involved with projects that 
will expose me to situations that I have not 
encountered before and secondly to gain 
access to people that have a lot of experience, 
from whom I would like to learn more.

How have you approached your on-the-
job learning in your first year?

Mashudu: Hopefully proactively. I’ve taken 
a lot of initiatives; asked a lot of questions, 
because I’ve realised that most of what I 
learn is actually my responsibility and not 
necessarily anyone else’s.

Zen: I take charge of my own learning. 
Very rarely does someone ask you to learn 
something. You have to put yourself in the 
thick of things, not be afraid to work overtime, 
ask questions and, most importantly, listen 
always, not just when people talk to you. And 
don’t ever go anywhere in the office without a 
pen and notebook.

How do you see your role as a mentee in 
your mentoring relationships?

Brad: I think it is important to ask a lot of 
questions. You have got to pull your weight, 
and appreciate your mentor’s time. The 
relationship has to be give and take. You 
work hard for your mentor, and you get his/
her time and experience in return. 
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I really love my job (or should I rather 
say Calling). For the past 18 months I 

have been engaged with 80% of CA-reer 
responsibilities that I really like and I can 
see myself doing it and growing in it for 
a very long time! The other 20%... well, 
every job has a 20% portion that needs to 
get done but you do not necessarily enjoy 
it! However, the 80%, the core of it, is 
what makes me get up in the morning and 
do what I do best. My best is my ability 
to be an entrepreneur, coach and teach 
NEW GEN CAs(SA) to learn more about 
their Holistic Intelligences in their context/
reality in order for them each to grow as a 
whole person and to perform to their best 
potential. 

Now I did not get to this place in my  
CA-reer easily. It took ten years, nine JOBS, 
financial sacrifices, many mistakes, some 
naive decisions, risks, humility, guts - and a 
lot of reflection. Looking back, however, I 
believe that my experiences summoned me 
to learn to reflect on it and through that find 
my calling in my CA-reer. I’d like to share my 
CA-reer story briefly with you (life story is 
for another day) because my HOPE is that 
the principles that I have learned can guide 
you on your journey of reflective learning.

I always wanted to be a teacher – in primary 
school, I would make all my dolls sit up 
straight in my grandparents’ backyard and 
teach them on my blackboard made by 
grandpa. In High School, my accounting 
teacher confirmed my passion by 
encouraging me to become an accounting 
teacher so, after Grade 12, I received a DOE 
bursary to study a teacher’s degree. In my 
first year of studies I was introduced to the 
CA(SA) degree, its CA-reer opportunities, 
financial stability and the glamour of the 
corporate world. I changed my degree to a 
CA(SA) degree, and decided to forget about 
the teaching passion – perhaps wrong. 

JOB 1: After university I completed my 
articles in the Entrepreneurial Services 
Division of a big four firm. During the three 
years, I learned to grow in technical abilities 
as an entrepreneur, accountant, financial 
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Summoned to learn
through reflection

JOB 2: Having to decide in my final year 
what to do after articles, I got the “teacher 
passion” to surface again along with a new 
curiosity for taxation. I explored post-
article teaching positions at the firm’s L&D 
department and a local university and a tax 
consultant position in the firm’s Corporate 
Tax Division. I was turned down for both 
teaching positions and was offered the 
Corporate Tax position, where I stayed for 
but one year. My manager and partner were 
two dynamic women from whom I have 
learned a lot. Being in a team of people 

manager, auditor and tax advisor. Real-life 
experiences and interactions summoned 
me to learn and grow in the way I interacted 
with my managers and directors, and how 
I lead my audit team. Under-promising 
and over-providing summoned me to 
learn that honesty and realism build 
authentic relationships with clients. Daily 
communicating in the Business Language 
summoned me to learn to become 
proficient and professional in what then was 
but my second language, English. 
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I  new generation  I

After jobs four and five, I took a risk and 
made a few dramatic job changes for 
two years and explored four different 

entrepreneurial routes. 

JOB 9: I qualified as an image consultant 
and explored the image consulting 
business for nine months. I learned the 
importance of dealing with and becoming 
comfortable with your personal style and 
dress. I also learned how inner image and 
self awareness forms the foundation of 
individual success.

JOB 10: The experiences of ten years 
and nine jobs summoned me to learn 
more about my holistic self, my potential, 
my passions, my strengths, my values, 
and my calling. My experience in JOB 1 
(Entrepreneurial division) summoned me to 
learn that being an entrepreneur is part of 
my calling. Working hard and passionately 
teaching, coaching and writing for our 
country’s Youth and New Gen in Holistic 
Intelligence development, summoned me to 
learn that THIS is my Calling in my CA-reer 
– JOB 10! 

Reflecting back on my CA-reer journey, 
I originally thought I may perhaps have 
changed degrees for the wrong reasons 
and changed jobs too many times. Until 
someone helped me to reflect on, and 
really see and embrace the value of my 
CA-reer experiences and choices: I would 
have not been an entrepreneur today, 
coaching and teaching the NEW GEN 
CA(SA) in Holistic Intelligences if it was not 
for my CA(SA) degree, my different CA-reer 
experiences and my sometimes perhaps 
risky choices.

Your CA-reer experiences and choices 
summon you to learn to reflect on, and find 
your calling in your CA-reer. I am not sharing 
my story to encourage you to change 
jobs to find your calling. I am sharing it 
to encourage you as a NEW GEN CA(SA) 
to reflect on and learn from each CA-reer 
experience, to make your choices with 
boldness, and to act on them with  
passion. asa

gratitude for my own abilities. Leading the 
eating disorder support group helped me 
to learn coaching skills and experience, and 
the true impact of an authentic community. 
Managing an outreach for an American 
group in Mozambique stimulated me to 
learn the servant-first leadership. Leading 
the women’s ministry summoned me to 
learn the importance of a clear strategy for 
your ministry’s vision. Different emotional, 
generational and situational dynamics in the 
women ministry suggested to me to learn 
situational leadership.

After jobs four and five, I took a risk and 
made a few dramatic job changes for 
two years and explored four different 
entrepreneurial routes. 

JOB 6: Direct Seller for a Cosmetic 
Company: I learned what it felt like 
to be labelled as a hawker, to know 
and understand your product and your 
customers’ needs before you can sell it 
effectively. I learned that your TRUE value is 
not found in what you earn but in the Value 
of your relationships. 

JOB 7: I started a small clothing 
manufacturing business with an amazing 
unemployed women tailor – we supplied 
items for prominent SA retail shops. I 
learned that, if you believe in your business 
vision, customers also believe in it, and you 
can make a success of it. I learned that if 
you help empower people, you empower 
yourself. 

JOB 8: I tried events management and did 
a few events including a wedding - SOLO. 
I learned the power and importance of 
teamwork. There is no ‘I’ in team, and 
doing events alone can be very lonely and 
unfulfilling.

with emotional and physical challenges 
summoned me to learn more about the 
holistic person, not only his/her technical 
skills. Having to merge with another team 
in our division summoned me to learn 
about change and how change-adverse the 
human person can be. Although I was very 
disappointed with having been rejected for 
the two teaching positions, I sailed forward 
and explored my teaching passion further, 
and taught a part-time accounting course at 
a small business college.

JOB 3: The next year I got a full-time 
position at a local public university to teach 
Accounting 1 and I stayed there for two 
years. Having 900 learners, limited staff 
and small facilities summoned me to learn 
how to manage projects and make things 
happen for my customers (learners) with 
limited resources. Having a visually impaired 
learner summoned me to learn to think out 
of the box when teaching people and about 
the realness of diversity. Having a lack of 
leadership in our department, summoned 
me to learn about the importance of 
self-leadership and the responsibility that 
leaders have to grow in leading themselves 
in order to lead others.

JOB 4: After the two years at the local 
university, I moved on to the SA campus 
of an international university and stayed 
there for two years. Being part of an 
international institution encouraged me 
to learn about the policies and standards 
that guide education in SA, the global 
world of research and its value and place 
in society, and the dynamics of working 
in an international team. Having a smaller 
number of learners summoned me to 
learn about the teaching and assessment 
skills needed to instill meaningful learning. 
Because the lecturer numbers were 
small, the lecturers in all the business and 
economics related subjects were in one 
team – this encouraged me to learn about 
the holistic spectrum of business disciplines 
that should be developed in each NEW GEN 
CA(SA).
 
JOB 5: While at the audit firm, I got married 
and, at that stage, my husband was a full-
time pastor at a “mega-church”. Along with 
Job 2, and later Job 3 and 4, I had the role 
of “pastor’s wife” for four years. Spending 
time with people in Diepsloot, Zandspruit 
and Alexandra summoned me to learn about 
the realness of people with their potential 
limited by poverty. Making friends with two 
inspiring people from Forest Farm (house 
for disabled), summoned me to learn 
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In our profession we have people that are 
as passionate about the development 

of the NEW GEN CA(SA) as are all of us! 
I was privileged to connect with two such 
leaders. They are Trevor Hartley, director 
at WOW Experience and Andrew Abdo, 
director at Atcor. On a daily basis the people 
in WOW and Atcor interact and work with 
the profession’s Gen Y and develop the New 
Gen CA(SA) in technical and professional 
skills. 

During our interaction, Trevor and Andrew 
mentioned valuable tips that can help our 
“Old Gen CA(SA)” directors and managers 
when working with their New Gen CA(SA) 
team. As an on-the-job-manager, mentor 
and coach, we are facilitators of learning, 
and engage, equip and empower the New 
Gen CA(SA) on a daily basis. It is therefore 
important that we have the skills to engage, 
equip and empower.

A first important TIP that I have taken from 
my talk with Trevor is that, we need to 
have a clear definition, understanding and 
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A second important TIP that I have taken 
from Andrew’s response is we need to help 
our New Gen CAs(SA) to see their training 
period as one small part and a learning 
opportunity in their career journey, and 
not the means to an end. Gen Y grew up 
and was exposed to a global world that is 
changing quickly at a very fast pace. Gen 
Y is comfortable with the use and design 
of modern communications, media and 
digital technology, and it is second nature 
constantly to update themselves and each 
other with what is happening in the world. 
It is easy for them to know that they should 
be constantly updating their skills so that 
they are desirable to potential employers all 
the time and at any time. Because of readily 
available career-path information at the 
touch of a button, they are also very clear 
about what are their interests, and where 
they are going in terms of their careers. 
However, they often don’t realise that to 
get there requires time and experience to 
obtain all the skills necessary, and that they 
need many learning opportunities such as 
their training period to get there. We need 
to embrace and harness their “fast-track 
approach” in a positive manner, and help 
our New Gen CAs(SA) learn the value of 
how it takes time, experience, and reflective 
learning opportunities to prepare them for 
their dream careers.

A third TIP that I have taken from both 
Trevor and Andrew is that we need to 
help our New Gen CAs(SA) to develop as 
holistic leaders. We cannot overemphasise 
the value of the holistic business leader. 
We need to guide them to develop their 
technical skills as a leader, as a manager, 
and to have a broad business orientation. 
The New Gen CA(SA) will need to be a good 
business advisor in any role: entrepreneur, 
auditor, financial officer, tax advisor, 
strategic advisor, financial coach. They are 
the next generation of business leaders. 
They have an important contribution to 
make to keep us competitive and truly world 
class on a sustainable basis. And we, the 
Old Gen CAs(SA), play a large part in making 
that happen! asa

implementation of mentoring and coaching. 
Although both methods have the goal to 
instil learning, the way each method is 
done is very different and the end-result is 
not the same. To understand this, let me 
as a starting point clarify the definitions 
of coaching and mentoring according to 
Therapeia:

In a coaching relationship the coach is the 
expert in the learning process. A coaching 
relationship has a defined time-span. The 
coach asks the questions, listens and 
guides the coachee on his/her holistic 
learning journey. The coachee answers the 
questions and, by reflectively talking, he/
she makes meaning of his/her learning. The 
end-result is for the coachee to develop as a 
whole person.

In a mentoring relationship, the mentor is 
the expert in a specific discipline/skill. A 
mentoring relationship is normally ongoing. 
The mentor directs and gives answers to 
the mentee on the tools and strategies 
needed to master a discipline/skill. The 
mentee asks the specific questions to learn 
the right approach from the mentor. The 
end-result is for the mentee to master the 
specific discipline/skill.

Tips for the
old Gen CA(SA) 
director & manager



As a CA(SA), you understand that education is the key to a successful 
business future. As a member of SAICA, you can now inspire young 
learners to follow in your footsteps and pursue successful careers. 
By purchasing enhanced PMG educational material now available 
on the SAICA website, you can play your part in advancing South
African learners.

SAICA has formed an alliance with the respected education entity PMG, who have 
been involved with Thuthuka since its inception in 2002. The education material, which is 
written by subject matter specialists with signifi cant experience in teaching and proven 
success in enhancing learner education, is now available in line with SAICA’s objective 
of empowering South African & African communities by means of education, training & 
development programmes.
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To review and purchase the PMG Learner 
Training Aids visit www.saica.co.za/pmg



Have you cashed in yet?  As a SMME registered with Fasset, you 
can apply for the Learnership Cash Grant (LCG). This allows you 
access to up to R27 000.00, provided you have registered a learner 
on one of our learnerships.  Learners need to have been registered 
between 1 January 2009 and 31 December 2009.  Learners must 
be Black (African, Indian or Coloured), or a learner with a disability.  
Learners must be South African citizens. The LCG Application is only 
due on 31 March 2010. 
 
To cash in now, find full details by calling 086 101 0001 or visiting 
www.fasset.org.za

Cash in
on skills 
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In as little as five years Social Networking 
has managed to invade our families, 

relationships, places of work and 
classrooms. On an almost daily basis, 
we are confronted with media reports 
warning against the risks associated with 
Social Networking sites. It is perhaps 
not surprising then that an American 
Management Association survey found 
that up to 50% of US IT departments 
are desperately trying to declare their 
offices Social Networking free zones by 
configuring their Firewalls and blocking 
URLs. A recent TechRepublic poll found 
that the number could be as high as 71%. 

I’m reminded of a poem by Robert Frost: 
“… Before I built a wall, I’d ask to know 
what I was walling in or out…” Before we 
argue about the virtues and evils of this 
new toy called Social Networking we might 
be best served to stand back and look at 
what Social Networking (aka Facebook) 
really is, and consider if blocking Social 
Networking sites will really limit the impact 
they have on our businesses. 

The activities of Social Networking 
(relationship initiation) and Social Network 
(relationship maintenance) have been around 
long before social scientists started using 
these terms in the 1930s to describe and 
map human relationships. The ability of an 
individual to connect with another arbitrary 
person anywhere in the world captivated the 
general public in late 1960s when Stanley 
Milgran published his work named “The 
Small world theory”. This theory was later 
expanded on by Duncan Watts and became 
known as “Six degrees of separation”. 
Human civilisation it would seem, requires 
and for a large part exists due to the ability 
of separate and unique individuals to 

create and expand their social groups, thus 
increasing their individual knowledge bases, 
opportunities and the collective wisdom of 
the community at large.

Throughout history people were quick to 
use the emergent technologies and tools of 
their day to expand their Social Networks. 
In the 17th century, a more reliable postal 
service aided academics associated with 
the Royal Society of London to form a letter 
exchange community. The printing press 
helped to create what is known as Invisible 
Colleges throughout continental Europe. 
International telegraph and telephone 
lines made interaction with individuals and 
communities across the globe possible. It 
is not surprising perhaps that scientists, 
Starr Hilts and Murray Turoff, started 
hypothesising in 1978 about the possibility 
to connect individual computers to form 
non-local communities, which later grew 
into what is today the Internet.

Social Networking using the internet 
started with e-mail, mailing lists, bulletin 
board services, internet forums and 
newsgroups. Social Computing services 
emerged together with the World 
Wide Web in the 1990s. Despite the 
gawkiness of these initial attempts at 
Social Networking using the Internet, 
Social Networking has become extremely 
profitable and popular, with many social 
networking sites such as MySpace 
reporting more page views than Google. 
The technology responsible for this new 
evolution of Social Networking is Web2.0 
(second generation Web-based platforms 
designed to aid online collaboration and 
user-generated content sharing).

Social Networking, Social Networking 
2.0, Web2.0, Virtual Communities, 
E-communities, Online Communities, Social 
Networking software, Social Computing, 
Collaboration Software, Enterprise Social 
software, Enterprise 2.0, and a myriad 
of names such as Facebook, MySpace, 
Tweeter, Mxit etc., are some of the 
terms used by the public and academics 
to describe the new wave of Web 
experiences. Due to the fact that these 
terms are not properly defined, they can 
mean different things in different contexts 
and to different users. For example, 
electronic social networking can incorporate 
Web2.0 technologies or it can be seen as a 
form of Web 2.0 technology. 

All Social Networking applications are not 
equal, however, and it is important to note 
that some applications might incorporate 
only a limited number of Social Networking 
tools, a fact that needs to be taken into 
account if you choose to invest in a Social 
Networking platform for your business, 
or if you want to design proper security 
measures to address the risks associated 
with Social Networking applications. 

The basic components that should be 
present to comply with these criteria can be 
summarised as follows:

• The application must build a digital 
expression of personal relationships and 
links.

• It must aid in the discovery of potential 
ties.

• It should aid in the conversion of potential 
ties into weak and strong ties.

social networking revisited
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their strong ties, with which they will have 
frequent contact and exchanges. It also 
allows them easily to locate and keep 
track of other ties, which they might find 
useful at a future date, without having to 
spend additional time and resources in the 
maintenance of these weaker connections. 

Professor Andrew McAfee noted in his 
blog (http://andrewmcafee.org/) that strong 
ties are usually a relatively small group of 
close collaborators, people with whom an 
individual has strong professional ties and 
are usually located within the same line of 
service with similar specialist knowledge. 

The advantages of maintaining these 
strong ties include the following:

• The speed and flow of information.
• Trust, credibility and influence. The 

degree of safety in these relationships 
promotes learning and creativity.

• Strong ties have greater motivation to be 
of assistance.

• Timely access to that person is more 
easily obtained.

Weak ties can be described as limited 
purpose loose relationships, co-workers 
and professional acquaintances. In 
hierarchical organisations, where 
knowledge workers are grouped together 
in specialist lines of service or processes, 
these weak ties become more important, 
in order to be able to gain access to 
specialist knowledge and information 
present in other social networks (lines 
of service). Access to other networks is 
important due to the fact that strong ties 
tend to move in the same circles, and the 
information they receive tend to overlap 
with what the knowledge worker already 
knows.

Potential ties can be defined as those 
relationships that lack substantial 
significance, also known as “nodding” 
relationships. Professor McAfee notes that 
these relationships could be valuable to 
knowledge workers if only they knew about 
their knowledge and expertise.

The digital expression of one’s social 
network created in Social Networking 
platforms allows users to interact with 

Criteria: Component:

1. Support social networking 
(Must contain all three components)

Build a digital expression of people’s personal relationships and links.

Aid in the discovery of potential ties.

Aid in conversion of potential ties into weak or strong ties.

2. Support two or more modes of computer mediated 
communication 
(Must contain at least two components)

One-on-one

One-to-many/one-to-few

Many-to-many/few-to-few

3. Allow social feedback Contributions by a member are rated by other users.

a myrIad oF Names such as FacebooK, myspace, tweeter, mxIt etc., are 
some oF the terms used by the publIc aNd academIcs to descrIbe the New 
wave oF web experIeNces.

In order for an individual to determine 
whether he wishes to create a connection 
with another person he will require some 
form of social feedback. Social feedback 
is essential in the formation of a digital 
reputation, which users will use to help 
determine if a person possesses the 
knowledge, experience and expertise he 
claims to have, and whether the creation of 
a weak or a strong tie with that individual 
would be advantageous. The calibre of 
followers and friends linked to your profile 
(people who are willing to be associated 
with you in public) increases your standing 
in the social network. 

Traditional communication methods 
employed on the internet used 
communication channels where 
information is communicated top-down 
or in one direction. The emphasis of Web 
2.0 applications and Social Networking 2.0 
platforms lies with two-way conversations 
where all participants have the opportunity 
to participate and share opinions and 
knowledge. The following modes of 
computer-mediated communication should 
be present in Social Networking 2.0 
platforms:

a. One-on-one (e.g. e-mail, instant 
messaging for private and confidential 
communications).

b. One-to-many or one-to-few (e.g. web 
pages and blogs).

c. Many-to-many or few-to-few (e.g. wikis 
and whiteboards).

The integration of these different modes 
of computer mediated communication into 
one application allows users to aggregate 
information in a more efficient manner, it 

makes information and communications 
more persistent and allows easy retrieval 
and sharing of knowledge.

The definition and components of Social 
Networking 2.0 is summarised in the 
following table: see below.

Social Networking 2.0 can have a positive 
or negative impact on organisations. The 
sources of these effects can be found 
within or outside the organisational control. 

A company can deploy Social Networking 
2.0 applications within its own firewalls 
and use them to communicate and share 
knowledge within the organisation or open 
its firewall and use it to communicate 
with customers, suppliers and designated 
third parties. Employees can use office 
resources to access Social Networking 2.0 
applications, or they can use their private 
home internet connections, cell phones, or 
other devices to engage in private Social 
Networking activities. Ex-employees, 
dissatisfied customers and legions of 
unknown and unconnected internet users 
can use Social Networking 2.0 platforms 
to discuss and criticise the organisation, its 
employees or its products. 

In Robert Frost’s poem, the Wall, he 
concluded that good walls make for good 
neighbours. Due to the scope of Social 
Networking activities, it creates new 
challenges to our traditional concepts of 
IT risk management. Social Networking 
platforms are still in their infancy, and 
dismissing the potential of applications 
based on the overwhelming majority of 
entertainment-centric gadgets might be 
premature. Whether Social Networking 
2.0 should remain on the other side of the 
virtual wall will be discussed further in 
future articles. asa

Anria Sophia van Zyl CA(SA), MA, is a 
lecturer: Information Systems in the 
Department of Accounting at the  University 
of Stellenbosch.
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herstel is op pad, 
maar word bevraagteken

hierdie stand van sake gunstig, aangesien 
ons nou minder probleme het om ons 
handelstekort te finansier en aandelepryse 
styg lustig as gevolg van al hierdie 
internasionale belangstelling.

Feit bly egter staan dat die beleidsaksies 
oorsee op so ’n groot skaal aangepak word, 
en rentekoerse so laag is (tot by nul) en 
dit so lank sal aanhou (seker einde 2010) 
dat daar veels teveel geld begin skuif na 
plekke wat nog ’n redelike opbrengs bied 
soos Suid-Afrika. En dus kry ons teveel 
buitelandse kapitaalinvloeie wat die Rand 
net sterker druk, in September by 7.30:$ 
verby terwyl 8:$ alreeds probleme gee vir 
baie produsente. Die sterk Rand krap en dit 
gaan waarskynlik erger raak. Soos die Rand 
verder versterk, kan ons maar aanvaar dat 
dit die binnelandse herstelproses skade kan 
berokken. Terselfdertyd bly ons banke maar 
redelik streng met hul kredietvereistes, 
terwyl baie mense skrikkerig bly om skuld 
te maak in hierdie onsekere tye. Dus kan 
die rentekoers-sensitiewe sektore (motors, 
meubels, eiendom, boubedryf) verlief 
neem dat herstel laat en moeisaam gaan 
verloop.

Daar bly dus baie onsekerheid oor hoe 
sterk hierdie herstel nou eintlik gaan wees, 
nie net nou nie, maar ook volgende jaar 
en in die jare wat volg. Dit maak ook die 
beleidsmaker toenemend versigtig. Die 
Minister van Finansies het sy fiskale beleid 
alreeds baie ondersteunend gemaak, met 
’n begrotingstekort hierdie jaar van om en 
naby 8% van BBP. Daar is nie juis meer wat 
hy kan doen nie. Die SA Reserwebank kan 
nie juis die Rand probeer afdruk deur meer 
valuta te koop nie, aangesien sulke pogings 
gesteun moet word met die uitreiking 
van staatseffekte (om die gevolglike 
likwiditeitskepping te neutraliseer). 

Die Minister laat egter die staatsskuld al 
fris styg, van 23% tot bo 40% van BBP 
binne afsienbare tyd, en is daar nie juis veel 
ruimte om nog meer te doen nie. Al uitweg 
is om rentekoerse verder te sny, mits 
die daling in inflasie voortgaan wat wel 
verwag word. Verdere rentekoersdalings 
kan dalk verligting bring vir die ekonomiese 
herstelproses, veral as die Rand in 
komende maande verder sou versterk 
tot 6-7:$ en dan ook volgende jaar daar 
vertoef.

Hierdie verskuiwings in wisselkoers en 
rentekoerse sal wenners en verloorders 
in die ekonomie weer vinnig plekke 
laat verwissel. Dit is ’n baie dinamiese 
besigheid waar ’n mens moet kophou om 
te verstaan wat nou weer besig is om te 
gebeur. ’n Groot verantwoordelikheid in 
hierdie opsig rus op beleidsmakers se 
skouers, om tog veral die regte besluite 
te neem soos die ekonomiese gebeure 
ons byna daagliks konfronteer met nuwe 
uitdagings. asa

Cees Bruggemans is hoofekonoom van 
First National Bank. Besoek sy webwerf 
www.fnb.co.za/economics en skryf in op sy 
gratis e-pos artikels. 

Daar is onteenseglik tekens van 
ekonomiese herstel. Daar is egter ook 

enorme bedenkings oor wat nog kom. Die 
herstel sal stadig en moeisaam wees, met 
aansienlike risiko’s wat oorwin sal moet 
word. Egter ook geleenthede, sekerlik in 
sommige sektore van die ekonomie.

Wenners gaan daar wees. Egter ook 
verloorders. Die eerste helfte van vanjaar 
(1H2009) het alreeds in baie opsigte sy 
onderste draaipunte gewys. Nie-goud 
mynbouproduksie het met 23% in 4Q2008 
geval, maar het sedertdien alweer met 
15% gestyg. Elektrisiteitsproduksie het 
met 10% in 4Q2008 geval, maar het vanaf 
Februarie hierdie jaar alweer met 10% 
gestyg. En selfs vervaardigingsproduksie 
het oor agt maande met 15% gedaal, maar 
het sedert April 2009 alweer met 4% 
gestyg.

Tog was dit nie alles rosegeur en maanskyn 
nie. Maandelikse motorverkope het op 
33 000 eenhede vasgeval, die helfte van 
wat dit drie jaar gelede was. Net so die 
aantal maandelikse eiendomstransaksies. 
Bouplanne goedgekeur is steeds 50% laer 
as ’n jaar gelede.

Die kleinhandel doen ook nie baie goed 
nie. Verkoopsvolumes is af vergeleke 
met laasjaar en het die afgelope klompie 

maande net sywaarts beweeg. Dit is alles 
as gevolg van krimpende inkomstes en 
moeisame kredietverlening (nie net omdat 
die banke strenger geraak het nie, maar 
ook omdat so baie mense nie juis wil leen 
of koop nie, soos uitgewys deur opnames, 
veral die FNB/BEO verbruikersvertroue 
opname). Die boubedryf ervaar die 
slegste tye in dekades, veral aan die 
behuisingskant, maar ook elders. Selfs 
die konstruksiebedryf sloer nou, met 
aktiwiteitsdalings voorspel vir volgende jaar 
soos die privaat sektor vaste investering 
terughou en die openbare sektor sloer met 
infrastruktuurprojekte.

Nog groter uitdagings wag egter om die 
draai. Die landbou het sy insetkostes 
drasties sien styg, maar van sy produkpryse 
weer sien daal. En droogte het nou al 15 
jaar nie sy tande gewys nie, maar ons weet 
die siklus moet een of ander tyd draai, en 
dan verloor die land sommer baie produksie 
in een of meer seisoene.

Die grootste gevaar kom egter weer van 
die kant van internasionale gebeure. Eers 
word ons geklap (2008) deur die groot 
bankkrisis en sy uitwerking op ekonomiese 
produksie. En nou moet ons toesien hoe 
die internasionale reddingsaksies groot 
likwiditeitskepping tot gevolg het wat groot 
kapitaalinvloeie by ons veroorsaak. Eers lyk 

im
a

g
e

: i
S

to
c

k
 P

h
o

to

38



*APT 2008 results show 66.43% pass rate compared to the national pass rate of 60.21%.
APT’s Audit & Financial Management specialism courses (Part I of the Qualifying Examination (QE I)) are accredited SAICA.

With over 15 000 successful graduates in the past 9 years,
APT advances your learning curve above the national average.*

Directors
Ben Marx, Henk Kriek
Alex van der Watt
Ahmed Mohammadali Haji

JOHANNESBURG

011 559 3134
011 559 2133
PO Box 1452
Florida Hills,1716

Directors
Peter Bourne
Enrico Uliana
Mike Wormald

CAPE TOWN

021 761 3468/9
021 761 3480
PO Box 490
Plumstead, 7801

APT presents Part ll Specialist Courses for candidates who wil l  be writ ing either the Public Practice Examination 
(Part l l-Audit ing) of the Independent Regulatory Board for Auditors, or the Part ll Examination in Financial 
Management set by the South Afr ican Inst i tute of Chartered Accountants. Successful completion of an approved 
Part ll Specialist Course is a pre-requisite for writing either of the above examinations and our courses are accredited for 
this purpose. APT is a joint venture company established by the staff of the Departments of Accounting of the University of 
Johannesburg and the University of Cape Town. 

apt@adept.co.za       www.apt.co.za

accounting professional trainingaccounting professional training

acceleratedlearning

7308 APT Feb advert 2010.indd   1 2009/12/01   4:27 PM



You’ve stopped charging here

Introducing Qdos Tax Enquiry Insurance, covering all the costs, 
and for all your time, during an enquiry from the Receiver. 
Now you can bill clients for your full time knowing you won’t 
be upsetting any client relationships. So everybody’s covered, 
everybody’s happy.

For enquiries please call: 0860 qdossa (736 772) or visit www.qdosconsultingsa.co.za
QDOS CONSULTING SA (PTY) LTD is an authorised Financial Services Provider – Registration No. 30071Teamworks 1382/5

a4_print_port.indd   3 2009/06/02   1:45 PM



bmw 750li
front seats are electronically adjustable for 
all the usual configurations, but you can 
also independently adjust the upper portion 
of the seat so that you feel as though 
the seat was designed for you. The front 
seats also have heaters and coolers, which 
have become quite common on vehicles, 
but what sets this apart from the more 
common vehicles is the seat massagers 
that assist with the blood flow on long 
distances!
 
The Li was obviously designed for people 
who get chauffeured around. There is more 
than sufficient space for the fussiest of 
driver/passenger. The rear seats can recline 
and move forward or back, electronically of 
course. There is a semi-fixed armrest that 
incorporates the seat controls including 
the heating and cooling options. The door 
handles incorporate the window controls as 
well as the electronic blinds that close up or 
reveal the rear of the vehicle at the touch of 
a button. Further confirmation that this car is 
meant for the rear seat passenger is that the 
front passenger seat can be moved by the 
rear seat passenger or the driver, ensuring 
that you have enough space when you need 
it. This created lots of fun for me as my wife 
was not sure if there was an electronic glitch 
or if the vehicle did not like her!
 
What impresses me the most about this 
vehicle, is that most of the nice-to-have 
creature comforts are standard. These 
include the famous BMW head-up display, 
active xenon headlights, electrically 
adjustable seats and sunroof.
 
So we know the vehicle looks good and 
has all the creature comforts, but how does 

The latest incarnation of the BMW 7 
Series has been part of many motoring 

conversations locally and abroad. You may 
be thinking: “what could they really have 
changed, except for the shape?” Well if 
that’s what you think, then read on.
 
On the outside there has indeed been a 
complete overhaul of the shape of the 
new 7 Series. The bulky and somewhat 
oversized body, has been replaced with an 
elegant and refined body that flows much 
better than its predecessor. The clamshell 
boot has been seamlessly blended into 
the rear end which has large, square, silver 
tailpipes that are incorporated into the 
bumper. In front, the large and prominent 
kidney grill is what catches your eye, along 
with the active bi-xenon headlights. 
 
The model that we tested is the Li which 
is basically longer than a Standard 7 
Series. This is very noticeable especially 
when opening the rear doors which 
are big enough for two people to get in 
simultaneously.
 
Inside the vehicle, BMW has continued 
the well sculptured and perfect fit of the 
outside.The door handles and CD/DVD 
shuttle are hidden behind the wooden inlays 
that cacoon the driver and front passenger. 
The dashboard is not the usual plastic, 
instead, it is covered with genuine leather.
 
The instrumentation cluster is a mix 
between analogue and digital, and 
gives you the option to customise what 
information you would like displayed. The 
soft thick pile carpet was so luxurious that 
it felt like a sin to put my shoes on it. The 

im
a

g
e

: D
R

iV
e

B
U

LL
e

ti
N

.c
o

m

it drive? Well, this is a 750Li, with a 4.4 litre 
twin turbo engine. This makes the car feel 
like it has a much bigger engine. On the 
road you can select different suspension 
and engine settings, from comfort (very 
soft suspension and easy gear changes) 
to sport ++ (stiffer suspension, gear 
changes on the limit and traction control 
switched off). So you can change from a 
luxury saloon to a sports saloon (not quite 
a sports car). Also thanks to the twin-turbo 
this vehicle has more than enough power 
and is capable of easily getting you into 
trouble. The vehicle is the first in the world 
to be fitted with two side cameras in the 
front bumpers, which I thought was a 
gimmick until I came to a stop street. The 
bonnet was so long I could not see if it was 
safe to cross, but thanks to the cameras, it 
was an absolute breeze. 
 
The vehicle also has active steering, which 
effectively controls all four wheels. This 
makes for easier cornering as well as for 
more controlled lane changes at high speeds.
 
Overall I believe that BMW has hugely 
improved on the previous 7 Series. I would 
go as far as saying that this is almost 
as good as a Rolls Royce, without the 
bulkiness of the Rolls. So are there any 
negatives? Well, it unfortunately does 
not fit in many standard South African 
parking lots and is a heap of money for a 
vehicle that effectively only seats four. But 
I certainly do understand why so many 
executives have chosen this vehicle, it 
would definitely be on my list! asa

Car courtesy of BMW South Africa. 
Azim Omar CA(SA)
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harley davidson
heritage softail classic

This model will set you back R255 000 and 
then you can still stamp your personality on 
it by the large range of custom accessories 
available to Harley owners. It is far from 
cheap, but you get so much more than a 
great piece of machinery. I’ve never been 
one to be fooled by image, but you just 
can’t argue with the feeling you get when 
you’re on a Harley Davidson.

Motorcycle courtesy of Harley-Davidson 
Tyger Valley. asa

Francois Steyn CA(SA), is Lecturer: 
Department of Accounting at the University 
of Stellenbosch.

In motorcycling, there is a long list of sub-
cultures, but ask a non-biker to describe 

a motorcycle, and nine out of ten times 
you end up with a description of a Harley 
Davidson. No other type of motorbike gives 
you the same feeling of being free and 
invincible. The only problem is choosing 
which one. Harley currently has five 
different ranges to choose from, and I had 
the privilege of testing the Heritage Softail 
Classic.

The 2010 model looks exactly the same as 
the outgoing model, the only differences 
being a helical cut fifth gear for improved 
transmission sound and a more accurate 
fuel gauge. The Harley engineers really do 
a great job of improving every model, even 
in the finest of details.

You can stand next to this bike for ages, 
admiring its artistic brilliance and attention 
to detail. From the staggered chrome 
tailpipes and ignition switch to the leather 
insert on the tank. The tall screen, studded 
leather saddle bags and white-wall tires 
really give it a classic, old-school look. If 
you want to draw attention everywhere you 
go, this is the bike for you. 

When the disc-like ‘key’ is in the vicinity 
of the bike, simply turn the large ignition 
switch, flip the kill switch to ‘run’ and 
hit the starter. With a loud clunk from 
the starter, the large twin roars into life. 
I remember from a previous short ride 
on the Fat Boy, sharing its platform with 
the Heritage Classic, I had almost fully 
to extend my arms during tight turns. 
But after a couple of minutes on the 
Classic I was as comfortable as in a car. 
Even though it weighs 341kg, it handles 
very well through both twisty bends and 
highway traffic. A lot of Harleys only get 
used over weekends, but I would not 
mind having one of these as an everyday 
commuting bike. It will surely put a smile 
on your face riding to work every morning.

The twin cylinder, air-cooled engine 
displaces a massive 1584cc and develops 
most of its torque from as low as 3 000 
rpm. Cruising along at any speed you can 
twist the throttle in any of the six gears and 
within seconds you gain 20 to 30km/h. You 
won’t strain your neck muscles though, as 
the power delivery is ultra smooth, making 
for a very comfortable cruising bike. Due to 
the electronic fuel injection and emission 
reducing exhausts, gone are the signature 
low burble and the loud growl of older 
carburetor fitted Harleys. This, however, 
does not make you feel any less like an 
outlaw. 

The ride is fairly firm, but not 
uncomfortable, even over bumpy roads, 
and the single 292mm front and rear disc 
brakes do a good job of reigning in this 
heavy monster. All the controls fall well 
to hand and have a high quality feel to 

them. The instruments are simple, but 
visually appealing, consisting of a large 
tank mounted speedometer and odometer, 
a smaller fuel gauge in a chrome housing 
to the left and filler cap to the right. There 
is a small green ‘six’ lighting up on the 
instrument panel, indicating top gear, which 
comes in handy as it feels very relaxed 
cruising at the national speed limit in fifth. 
You can ride this bike all day long thanks to 
the large comfortable leather seat and big 
flat footrests, and the seating position is 
spot on for both rider and passenger. The 
big 19.7 litre fuel tank is good for well over 
200km between stops.

All new Harleys have a belt driven final 
drive, which is entirely maintenance free. 
Service intervals are every 8 000km, and 
you get a 24 month warranty standard on 
any new Harley. You also get a year’s free 
HOG membership and roadside assistance. 
The Harley dealerships have frequent 
demonstration days where you can take 
the different models for a ride if you have 
difficulty in deciding on the right one for 
you, or you can rent a Harley for a weekend 
ride into the country.

The saddlebags, passenger seat with back 
rest and large detachable wind-screen all 
are standard spec on the Heritage Classic. 
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some people see the road as a pIece oF Flat, 
smooth grouNd that taKes them From a to b. 
aNd theN there are those who KNow the road 
Is more thaN thIs. they rIde harley davIdsoNs.



I  wine route  I

Michael Olivier, who grew up on a wine 
farm with Rosé-drinking parents, 

looks at the making of Rosés and the range 
available today, and implores you to  
drink pink.

Up to about the past five years or so, Rosé 
was pretty much regarded as a wine real 
wine lovers [and men] didn’t drink. It’s pink, 
it’s sweet and it’s a nothing wine, was the 
attitude. But today, with Rosé becoming 
increasingly popular in the UK and in 
Australia, it’s taken off here too.

What is Rosé and how is it made? Firstly, 
one should remember that all red wine 
grapes have white juice, it is the bursting 
open of the colour cells that are to be found 
just below the skin that adds flavour and 
colour to a wine.

There are essentially three ways in which a 
Rosé can be made. The first is perhaps the 
most frequent, particularly in entry level 
wines, bag in box and jugs, where a white 
wine is blended with a red wine until the 
wine maker is happy that there is sufficient 
influence – and colour if the truth be known 
– of the red wine on the blend. Here wines 
tend to be on the sweeter side rather than 
dry. And you can obviously never have a 
varietal Rosé this way.

The second way is to use a French 
method called saignée, or bleeding. This 
involves allowing juice to run free from 
red wine grape mash after some hours 
of maceration during which time colour 
and flavour from the skins change the 
juice from white to pink. This also leaves 
a greater ratio remaining of mash to juice 
resulting in a more concentrated red wine 

after the fermentation process is over. 
Blanc de Noir is also made this way. As its 
name implies Blanc de Noir is a white wine 
made from black grapes. The colour of the 
wine is carefully monitored, too pink and it 
must be called Rosé. The saignée method 
allows you to make a varietal wine.

The third way is to grow grapes for the sole 
purpose of making a Rosé. In this case the 
grapes are picked at optimum ripeness, 
often a few varietals in a blend, and allowed 
to macerate for a number of hours, the 
longer the maceration, the pinker the wine.

Pink wines can be found with different 
levels of sweetness and in a variety of 
packagings. There are some excellent 
everyday drinking Rosés, like the iconic 
Four Cousins, which even comes in 
magnums, some more serious and dryer 
premium Rosés, sparkling wines, MCC 
wines and even a pink port made by Boets 
Nel of De Krans in Calitzdorp. asa

Michael Olivier is a wine writer, broadcaster 
and author of The People’s Guide – navigate 
the winelands in a shopping trolley.

the making of rosé

asa  I  february 2010

44

FIrstly, oNe 
should remember 
that all red wINe 
grapes have whIte 
juIce, It Is the 
burstINg opeN oF 
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Income Tax in South Africa
Authors: DJM Clegg and RW Stretch 

Order your copy of Income Tax in South Africa TODAY. 
Simply call 0860 765 432 or visit www.lexisnexis.co.za 

If you are serious about tax and need an all-inclusive 
commentary on South African income tax, together 
with the relevant legislation, look no further. With 
Income Tax in South Africa you get comprehensive 
coverage of the legal principles of income tax. 

Designed to save you time this six volume looseleaf 
publication has a practical approach to tax solutions 
and tax planning, and is designed to help you make 
informed business decisions.

Get the complete picture on South African income tax
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It has been said many times before 
that property is one of the biggest 

investments one can make in a lifetime. So 
when it comes to divesting yourself of one 
of life’s biggest assets, do you go it alone 
or use an estate agent? 

Adrian Goslett, CEO of RE/MAX of 
Southern Africa, asks if you would sell 
your own shares on the stock market. 
More than likely not, as many stock 
market investors realise that the skills and 
expertise of the stock broker are beneficial 
to lucrative investment decisions. Property 
is considered to be an important aspect of 
any investment portfolio, and is an asset 
class that has the potential to be just as 
lucrative - if not more -than the stock 
market, if managed correctly. Therefore 
it is important that those wanting to sell 
a property make use of a professional 
estate agent to ensure that the sale is 
successfully concluded.

Some sellers may argue that they do 
not want to pay the commission to the 
estate agent and so would rather do it 
themselves. But they should remember, no 
one offers a professional business service 
for free and agents generally work very 
hard for their commission earnings.

As a property owner, you do not 
necessarily have the knowledge estate 
agents do about the ins and outs of selling 
a property. With this knowledge, an estate 
agent can assist in selling the property 
within a reasonable amount of time, and for 
a fair price. It is their extensive knowledge 
of the industry and access to a variety of 
statistics and property tools that enable 
them to determine a fair market value for 
a property. In addition, estate agents have 
relationships with mortgage originators, 
aside from other service providers, which 
will assist both the buyer and seller as 
mortgage originators ensure that buyers 
qualify to purchase a particular property 
which will prevent the sale from falling 
through due to lack of access to credit or 
bad credit ratings etc.

While hiring an estate agent may not be the 
perfect fit for every seller, the majority see 
the benefit. You don’t have to take photos 
of your home, put them on a website, pay 
for the costs of advertising the sale of 
your home, field calls, arrange viewings, 
chase up viewings or manage offers. Aside 
from access to all legal requirements and 
documentation for the sale transaction, 
estate agents also have a network of 
contacts and sites that they access to 
source potential buyers. Furthermore, the 
introduction of a new qualification system 
means more professional, educated and 
experienced agents who have even more 
value to add to the sale of a property. 

The thing to remember is that, as in any 
industry, not all estate agents have the 
same ethics, level of professionalism and 
service guarantees.  Shelley O’Hara, author 
of ‘The Complete Idiot’s Guide to Buying 
& Selling a Home,’ says, “When you 
announce your desire to sell or purchase 
a house, you may be surprised at the 
number of real estate people who want 
to represent you. Agents come out of the 
woodwork. You won’t have to worry too 
much about finding an agent - you do need 
to worry about finding a good one.”

So how should sellers go about selecting 
a credible agent? Goslett provides the 
following tips:

• Find out how well the agent knows the 
area and their insight into trends and 
selling prices.

• Inquire about credentials, licensing and 
areas of expertise.

• Ask about the types of homes the agent 
typically deals with. Are these similar to 
what you are buying and/or selling?

• Ask about the marketing plan for your 
property.

• Ask how often the agent will provide you 
with feedback.

• Ask for a list of references from previous 
clients.

• Ask about the average number of days 
homes listed through the agent have 
stayed on the market.

• Ask what percentage of the asking price, 
on average, the agent has received for 
the homes sold during the last year.

“Changing agents once you’ve entered into 
a contract or sole mandate to sell a house 
is difficult, so be sure you have selected a 
reliable agent at the start,” says Goslett. 
“Those sellers who have a good relationship 
with their agent and trust their agent’s 
expertise and knowledge usually end up 
with a smooth sales process where their 
house is sold for the right price and within a 
good time frame,” he concludes. asa

Adrian Goslett is CEO of RE/MAX of 
Southern Africa.

agency vs. private sales

whIle hIrINg aN estate ageNt may Not be  
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© 2009 KPMG Services (Proprietary) Limited, a South African company and a member firm of the KPMG network of independent member firms affiliated with KPMG International, a Swiss cooperative.
All rights reserved. MC3618

The firm’s Tax practice has developed an
enviable reputation in the marketplace and is
constantly looking for talented individuals. We
offer attractive benefits, fulfilling careers and
excellent client experiences both locally and
internationally. We are proud of our values-
based culture and our ongoing investment in
learning and development.

Interested? Contact Ilana Sachs on
011 647 5795 or ilana.sachs@kpmg.co.za
for further information

kpmg.co.za

Looking for
something
different?

Solution-driven? Team player?

KPMG’sTax practice
is looking for
BusinessTax Advisors.
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Apply for CA and Financial Jobs Online

www.cajunction.co.za

SAICA presents CAJunction in 
association with CareerJunction

Create an online Resume
Search for Financial jobs online
Set up job alerts
Track your job applications online
Read up on career advice



Closing Date for Advertisements: please note that all adverts should be submitted to this office in 
writing two months prior to publication date. 
Important Information: a telephone number, contact name and postal address must be included 
with any advert submitted and in the event that payment is not made before the closing date the 
advert will not be published. 
Legislation requires your vat registration number for invoicing purposes. 
For Classified Advertisement information: contact angel lelosa tel: 011 621-6696. 
All advertisements to be submitted to: accountancy sa, po box 59875, Kengray, 2100,  
Fax 011 621-6807 or email: classifieds@saica.co.za

classIFIeds

APPOINTMENTS

AUDIT MANAGER – BEDFORDVIEW
PACKAGE BASED ON EXPERIENCE AND 
QUALIFICATIONS
Requirements: Minimum B Comm. 
Honours qualification, Part Board Exams 
or qualified CA would be an advantage, 
approximately three years post articles 
experience – of which some must have 
been in the position of audit manager, 
thorough knowledge of Caseware and 
good knowledge of IFRS. Email relevant 
documents to jacky@nwanda.co.za. 

AUDIT SENIOR - BEDFORDVIEW
PACKAGE BASED ON EXPERIENCE AND 
QUALIFICATIONS
Requirements: Previous audit experience 
required , able to work independently, 
work according to a set budget and handle 
pressure, must have made substantial 
progress towards a B Comm. qualification. 
Have knowledge of Caseware and 
Microsoft Office applications. Email matric 
certificate and academic records to  
jacky@nwanda.co.za.

DYNAMIC AUDITING COMPANY
We are based in Dunkeld and seek new 
trainees as well as qualified staff. Excellent 
training and prospects exist. Please email 
one page CV to david@dkalmin.co.za.

TRAINEE ACCOUNTANTS
Dynamic, Northcliff based firm of 
Chartered Accountants and Auditors has 
vacancies for 1st year or entry level trainee 
accountants with Caseware experience. 
Please forward CV to the staff Partner at 
johanc@arcinc.co.za or 086 630 9321.

TRAINEE AUDITORS - BEDFORDVIEW
PACKAGE BASED ON EXPERIENCE AND 
QUALIFICATIONS
Aspiring to be a CA(SA)? Have a passion for 
both accounting and mathematics? 
Accredited SAICA Training office. 
Competitive salary and generous study 
assistance.

Requirements: Grade 12, level 5 (Matric 
C-symbol) or higher for both mathematics 
and accounting. Email matric certificate 
and/or academic records to  
jacky@nwanda.co.za.

PARTNERSHIPS & PRACTICES

ACQUIRING
Well established successful CA firm 
wishes to acquire accounting and auditing 
firms (Gauteng, Cape Town and Durban). 
If you are interested in selling, call Marius 
at 082 887 3496. 

BEE Partner
Old established five partner firm in 
Edenvale wishes to offer partnership to a 
suitably qualified Chartered Accountant. 
Established client portfolio would be 
an added advantage but by no means 
essential. Reply to richardj@tuffsan.co.za. 

BLOCK OF FEES 
Small established Pietermaritzburg based 
Auditing and Accounting firm wishes to 
acquire a practice/block of fees in the 
Pietermaritzburg/KZN Midlands area. If 
you are interested in selling kindly email 
cbouwer@turako.co.za.

MERGING 
Interested in merging with a well 
established successful accounting and 
auditing firm in Gauteng, Cape Town and 
Durban. Let’s talk about the possibility and 
opportunities. Call Marius at 082 887 3496.

PURCHASE A PRACTICE
Well established medium size Auditing 
and Accounting firm in Gauteng wishes to 
purchase a practice or block of fees. Call 
David at 082 893 3431 or email  
david@dkalmin.co.za.

SERVICES

COMPANIES & CC’S 
Shelf companies. Company and CC name 
reservations, registrations, lodgements, 
special resolutions and searches. 
Restoration of deregistered companies and 
CC’s. Publication of notices in Government 
Gazette. HENZEL SERVICES (PTY) LTD 
Tel 012 362 0071 services@henzel.co.za.

011 269 8700
www.accountantsoncall.co.za

PROFIT 

WITH THE

PROFESSIONALS

CORPORATE ACCOUNTANT

R500K - R450K
CA(SA) - Financial Services - North
rachel.joffe@accountantsoncall.co.za

DIV MANAGEMENT ACC

R450K Excl Bonuses
BCom(Hons) - PFMA/SAP - North
cindy.dharmapall@accountantsoncallco.za

BUSINESS ANALYST

Market Related
BCom/PCG - Financial - North

cindy.dharmapall@accountantsoncall.co.za

MANAGEMENT ACCOUNTANT

R550K - R500K
CA(SA)/BCom - Finance - Wadeville

natasha.theodorides@accountantsoncall.co.za

FINANCIAL DIRECTOR

R980K - R950K 
CA(SA) - Fin Services - Roodepoort
natasha.theodorides@accountantsoncall.co.za

FINANCIAL MANAGER

R720K - R650K 
CA(SA) - Fin Services - Illovo

natasha.theodorides@accountantsoncall.co.za

FINANCIAL MANAGER

R700K - R600K
BCom(Hons) - Fin Services - Pretoria
kgomotso.kgopa@accountantsoncall.co.za

GRP INCOME TAX MNGR (AA)

R900K - R750K 
CA(SA) - Finance - Johannesburg

cindy.dharmapall@accountantsoncall.co.za

asa  I  february 2010



www.networkfinance.co.za

DEVELOPING RELATIONSHIPS, DELIVERING RESULTS

NETWORK
F I N A N C E
R E C R U I T M E N T Giving you the right 

angle on Financial 
Recruitment

AUDIT Tel: +27 12 348 4940 
TAX Tel: +27 11 234 0600

GENERAL FINANCE Tel: +27 12 361 3475
Tel: +27 11 234 0600

CA Tel: +27 12 665 4401   



Interested candidates to forward a detailed CV Word document to Charles Stilwell on charless@greyconsulting.co.za for Ref: CHS/ihs and to 
Thulani Gama on thulanig@greyconsulting.co.za for Ref: TG/epf.

For more career opportunities, go to www.greyconsulting.co.za

Tel: 011 384-4478
Go fiGure

Do you have what matters? with us you count!

143/09

senior asset manaGer
• R1 million CTC plus incentives • Business or Property-related 
degree with minimum 7 years’ experience in an asset/property 
management field • Johannesburg
An International Company has a vacancy for an operational and results 
driven individual with strong project management experience and creative 
and analytical skills to effectively and efficiently manage a portfolio of 
assets in the affordable housing sector.
This will include the operational and financial performance of the assets, the 
direct supervision of sales and rentals (including lease-up, maintenance, 
administration and renovation) and the disposition process. Designing, 
developing and implementing policies, strategies and procedures as well as 
directing the asset management strategy, including planning and forecasts, 
will form an integral part of the responsibilities as will the studying, 
analysing and reporting on trends, deviations and non-performance of the 

asset portfolio.
Key outputs will include: • Participation in closing of investment 

and initial risk rating, providing necessary data, deal feedback 
etc • Review and approval of 3rd party agreements such as 

construction contracts, property management and estate 
agent contracts • Management of investments after 
closing, including monitoring performance • Project level 
financial analyses, including the tracking of changes to ERR 
projections and proactively addressing risks threatening to 

impact the investments • Timely inspection of properties 
during construction, sales and/or rental periods • Evaluation 

of budget and leasing or sales performance, in collaboration with 
Developer and 3rd party Property Managers, Brokers and Project Managers 
for assets, including review of construction draw downs and monthly 
cash flow statements • Analysis and recommendation of new business 
opportunities with existing Clients and potential sales of investments. 
 Ref: CHS/ihs

chief eXecutive  
anD PrinciPaL officer
• R1 million – R1.7 million per annum CTC • CA(SA) or Master’s 
degree in Finance/Business • Solid experience in retirement/pension 
fund administration • People skills are essential
Main purpose of the role: Lead and direct the organisation by fulfilling the 
vision that “The Company Administrator is an independent and preferred 
supplier of superior retirement benefits and asset management services to 
the energy industry and selected corporate companies”.  The incumbent 
will report to the Chairman of Board of Trustees.
Duties and responsibilities: • Lead and direct the Investment strategy to 
produce the agreed expected results • Manage key strategic interfaces 
with internal and external stakeholders • Manage relationship on industry-
related matters with Regulatory Bodies • Promote Black Economic 
Empowerment • Ensure the protection of Fund Assets • Initiate  
and mobilise change initiative programmes • Ensure the  
installing and maintaining of a multi-fund administrative 
capability • Ensure the development and the effective 
implementation of strategies for all areas of the business  
• Plan manpower needs for overall business needs • Approve 
the consolidated forecast of annual capital and operational 
budgets in line with corporate guidelines • Ensure compliance 
to procedures and relevant legislation • Manage the fiduciary/
advisory services to the Board of Trustees and various committees.
Related experience: At least 5 years’ experience in the following areas:  
• Investment returns • Administration • Multi-fund administrative capability/
special projects • Strategic management and business planning • People 
management • Annual budgets/financial management • Corporate 
governance.  Ref: TG/epf

  FINANCIAL CONTROLLER
  R450 000 CTC, CBD

Big 4 commercial bank requires new CA (SA) with strong desire to join financial 
services leader in busy department with room for growth. Your ability to do 
financial accounting role, communicate at all levels, manage your time and 
meet deadlines is essential. Newly qualified CA (SA) a must! 
janet@wexford.co.za

  FINANCIAL ACCOUNTANT
  R400 000 - R350 000 CTC, North and CBD

Several of our clients require BComm, Articles individuals with passion for 
accounting to join their well run financial teams. Your ability to work 
independently, think laterally and meet deadlines secures. Career growth and 
fruitful bonuses are secured should you be successful. 
BComm, CTA and Articles essential. janet@wexford.co.za

  FINANCIAL MANAGER   
  R450 000 + Bonus, Sandton

A well established market leader in the financial services industry requires 
a newly qualified CA (SA). This is a full accounting function that requires  
committed, hands-on individual with good people skills to lead the accounts 
department. Don’t delay - apply today! 
liz@wexford.co.za

  FINANCIAL ACCOUNTANT
  R550 000 - R480 000 CTC, Parktown

A well established group seeks a motivated self starter who likes to work with 
minimal supervision in a large corporate environment. This is a role that will 
change and grow over time and requires a flexible person with loads of 
initiative. CA (SA) + 1-2yrs post article experience.
liz@wexford.co.za

  FINANCIAL ACCOUNTANT
  R400 000 - R300 000 CTC, CBD

Large financial services group requires astute, hardworking individual to 
join fast paced division. Fantastic opportunity for growth! Hard work will be 
rewarded. BComm Articles essential. Financial services experience secures. 
placements@wexford.co.za
 

  COST ACCOUNTANT
  R430 000 - R380 000 CTC, Midrand

World renowned manufacturing company seeks new employee for busy costing 
department. The position requires extensive costing experience, preferably in 
a manufacturing or FMCG environment. BComm with articles essential. 
placements@wexford.co.za

Tel: +27 11 785 4930    Fax: +27 11 785 4939   www.wexford.co.za
Three Seasons Office Park, 7 Spring Street, Rivonia, 2128

  PROJECT ACCOUNTING MANAGER
  R800 000 - R650 000 CTC, Centurion

Listed group seeks ambitious CA (SA) to work closely with the FD. You will be 
responsible for all financial aspects of projects including project feasibility, 
local & internal tax, audits, statutory returns and compliance. CA (SA) + min 
3yrs experience in project management environment essential.   
chantel@wexford.co.za

  FINANCIAL MANAGER
  R700 000 - R600 000 CTC, North

Listed multinational company seeks individual with attention to detail and 
experience working with SLA’s to take full responsibility for GL, monthly close, 
statutory returns & audit. BComm, CTA + articles essential, CA (SA) advantage. 
chantel@wexford.co.za
 

  CA (SA) ASSISTANT FINANCIAL MANAGER
  R500 000 - R450 000 CTC, Jhb North

Exciting opportunity for newly qualified CA! Leader in the hospitality industry 
seeks a young and ambitious individual to join their finance team in a 
supporting management role. Successful incumbent will be responsible for 
assisting with management accounting, forecasting, budgets and year-end 
packs. Excellent Excel and communication skills a must!  tanya@wexford.co.za
 

  CA (SA) SENIOR FINANCIAL MANAGER
  R550 000 - R450 000 CTC, Centurion

Be part of an extremely driven management team within an international 
media and advertising group. If you have completed articles within the last 3 
years and are looking for an exciting industry to kick start your career then – 
this is it! You will get involved in all aspects of the business’s finance:  budgets, 
forecasting, monthly and yearly financial/ management reporting. The position 
offers the opportunity to get involved with the company’s strategy as well. 
tanya@wexford.co.za



CALL NOW FOR MORE INFORMATION
+27 11 315 9900

www.smithgarb.co.za
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Temporary & Permanent staff

Accounting & Financial
Recruitment Specialists

DIVISIONAL FINANCIAL MANAGER
RIVONIA R550K - R700K CTC

Manufacturing company requires a CA(SA) that can manage the
reporting functions, management accounting, budgets and

consolidations. Would suit candidate with 2 – 3 years accounting
experience within a manufacturing environment. Call Arlene on

(011) 315 9900 or email arlene@smithgarb.co.za.

CORPORATE FINANCIAL MANAGER
R950K CTC

CA(SA) ideally with at least 5 years commercial experience at
financial management level, you will be required to take full

responsibility of the financial management of a subsidiary within
holding company of a large manufacturing concern. This position
will suit a leader with good communication skills. Should you
meet the above requirements call Nisha on (011) 315 9900 or

email nisha@smithgarb.co.za.

FINANCE MANAGER
BOKSBURG R600K CTC (NEG)

Manufacturing concern has opportunity for experienced candidate
to utilise their strong finance skills in this growing concern. Full
function hands on position taking control of the smooth running
of the department. Opportunity to grow into Financial Director

role in near future. Minimum B Com (Hons) with 5 – 8 years
experience or CA(SA) qualification with 2 – 3 years experience.
Call Juliet on (011) 315 9900 or email juliet@smithgarb.co.za.

FINANCIAL MANAGER
R650K – R850K CTC

Newly created position! Corporate professional services concern
has position available for qualified CA(SA) with 5 – 8 years

accounting/financial management experience in a corporate or
services environment. Take control of the full financial

management function as well as assisting with the implementation
of new IT System. Knowledge of large ERP System (service
industry) essential. Call Morne on (011) 315 9900 or email

morne@smithgarb.co.za.

NEWLY QUALIFIED CA’S
Want to take your career to the next level? If you’re recently
qualified or are you about to qualify then you need to talk to

us. We will assist you in finding a position that suites your profile
and will take you to great heights. Various opportunities available.
Don’t delay; contact us immediately so we can assist with your
future career development. Call Odette on (011) 315 9900 or

email odette@smithgarb.co.za.

FINANCE MANAGER
R700K CTC

International concern based in Midrand has an opportunity for
experienced CA(SA). This varied position includes internal controls
of accounting activities, managing debtors, preparing annual
financial statements and reporting directly to Chief Financial
Officer. Previous management and IFRS experience essential.
SAP advantage. Your professionalism and knowledge will be

well utilised in this dynamic concern. Call Joanne on
(011) 315 9900 or email joanne@smithgarb.co.za.

COST/MANAGEMENT ACCOUNTANT
R450K – R550K CTC (NEG)

Based on the East Rand of Johannesburg this manufacturing
concern has a newly created position in their industrial division,
for a candidate with 3 – 5 years cost and management accounting
experience. This position would ideally suit an analytical person

with project costing/job costing or ABC costing experience.
B Com, B Compt, CIMA or CA(SA) qualification is preferred. For

more info call Lynda on (011) 315 9900 or email
lynda@smithgarb.co.za.

• Financial Directors
• Financial Managers

Do you have a need for qualified temporary staff?

Call us for:

• Financial Accountants
• Management Accountants

Responsible for financial analyses in the finance/corporate finance 

department or responsible for a team providing financial accounting 

services for head office and/or group companies. Applies principles of 

accounting to analyse financial information and prepare financial reports.  

Compiles and analyses financial information to prepare entries to 

accounts, such as general ledger accounts, documenting business 

transactions. Analyses financial information detailing assets, liabilities and 

capital. Prepares balance sheets, profit and loss statements and other 

reports to summarize and interpret current and projected company 

financial position for other managers. Audits contracts, orders and vouchers 

and prepares reports to substantiate individual transactions prior to 

settlement. Installs, modifies, documents and coordinates implementation 

of accounting systems and accounting control procedures. Makes recom-

mendations regarding the accounting of reserves, assets and expenditures.

www.oasiscrescent.com

The Oasis Group is a Global Asset Management 
business based in Cape Town.

Remuneration: Market Related Cost to Company 
 

Email CV, Identity Document & Academic Transcripts to 
recruitment@oasiscrescent.com

CHARTERED ACCOUNTANT
CA (SA) 5 - 8 Years of Financial Services Industry experience.



Frontline is a specialist financial recruitment company
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Carmen Viljoen
Consultant, C.T.

Paul Jacka
Managing Director, JHB

Karen Oosthuyse
Senior Consultant, JHB

Lerato Makhetha
Consultant, JHB

Judy Markwell 
Manager, C.T.

Michele Deeks
Senior Consultant, JHB

Graham Burnside
CEO, JHB

Parc Nicol Office Park, 3001 William Nicol Drive, Bryanston, tel: (011) 706-9222
58 Loop Street, Hycastle Building, Cape Town, tel: (021) 424-3042

281 Florida Road, Florida Mansions, Morningside, tel: (031) 313-3308
Website: www.frontlinesolutions.co.za

a division of

Camilla Barlow
Senior Consultant, JHB

Cordelia Madanire
Consultant, JHB

Kim Adriaanse
Consultant, JHB

Ian Shortreed CA(SA)
Senior Consultant, JHB

Lynda Bradley
Consultant, JHB

Nathenia Watson
Consultant, JHB

Taneil Blankfield-Smith
Consultant, JHB

Helen Nikiforakis
Senior Consultant, C.T.

CFO - CAPE TOWN 
Neg. package  
This strategic position calls for an individual with
exceptional business acumen, proven leadership
skills and a track record of achievement.  The client
is a large listed company and recognised as a leader
in their field. Reporting to the CEO you will take
overall control of the financial management for a
number of divisions with in the Group. CA (SA)
qualification is essential and MBA advantageous.
Contact helen@frontlinesolutions.co.za

FINANCE EXECUTIVE /
CFO - JHB
R900 000 plus
You are an achiever and your results speak for
themselves, you have the ability to influence to
make a difference. You have not shied away from
the “nitty gritty” and have worked hard to put
together a career of success. Your value offering
from a banking environment matched with leader-
ship are needed. 
Contact michele@frontlinesolutions.co.za for a
confidential discussion on optimising your career
growth in leading bank.

FINANCIAL MANAGER - JHB
R700 000 
Smaller, privately owned business in Technology
sector seek to appoint hands-on Financial Manager
with 4 plus years post articles experience.  
Contact michele@frontlinesolutions.co.za

FINANCIAL MANAGER - JHB
R750 000 
Banking sector. Serious about your career? Strong
CA (SA) with min 4 years post article experience in
a Financial Manager or reporting role. Your good
attention to detail, people management and ability
to drive continuous improvement can carve you a
career in this sought after side of the bank where
you interact with the best of the best.
Contact michele@frontlinesolutions.co.za

FINANCIAL MANAGER
(ELECTRONICS) -
JHB (EAST RAND)
R900 000 p.a. CTC  
Proactive CA (SA) with 4-5 yrs post-qualification
manufacturing exp. Energetic and commercial
awareness to create meaningful MIS is a must.
Perform appropriate analysis required to challenge
existing financial and costing processes. Review
process of monthly reporting as well as Financial
Statements and Annual Operating Budgets/
Forecasts. Highly focused individual will enjoy
involvement with strategic growth and capacity
decision-making. Enthusiastic communication with
operational heads is a pre-requisite in this
demanding and progressive environment.
Contact jim@frontlinesolutions.co.za

FINANCE MANAGER -
CAPE TOWN
Dynamic young CA (SA) with 2 to 3 years post
article, commercial experience, to join this highly
successful business. The position requires an
analytical thinker with a marketing orientation, in
order to develop growth strategies and help build a
robust and sustainable infrastructure. You will have
a natural ability to engage with people at all levels,
build relationships and contribute to growth.  
Contact helen@frontlinesolutions.co.za

CORPORATE TAX SPECIALIST
(EE) - CAPE TOWN
R500 000 Neg 
Outstanding opportunity for a young CA (SA) with
at least 2 to 3 year's specialist tax experience to
join this industry leader.  Exposure to International
Tax, strong knowledge of tax legislation and the
ability to interpret these is required. SAP knowl-
edge would be an advantage. Interested? 
Contact helen@frontlinesolutions.co.za

FINANCIAL MANAGER -
JHB NORTH
R600 000 to R800 000 CTC
(depending on experience)
plus performance incentive  
International group seeks a CA (SA) with 3-5 years
post articles commercial experience. Proven
management skills, ability to improve systems and
procedures, commercial sense and management
of good relationships are essential. You will be
operating at a senior level by your input to the
strategic direction of this division.
Contact karen@frontlinesolutions.co.za

BUSINESS RISK ANALYSTS
Hands-on CA (SA)'s/B.Com's with proven internal
audit exposure and commercial astuteness. Ensure
internal systems generate acceptable management
reporting for effective monitoring of strategies;
execute audits requested by management to identify
opportunities to enhance business units' growth.
Demonstrate decisive and strategic conceptual
understanding to forge and maintain strong
collaborative relationships to enable successful
commissioning of recommendations.
Contact jim@frontlinesolutions.co.za

NEWLY QUALIFIED /
SOON TO QUALIFY CA'S
If you are seriously considering a career move out
of the auditing profession into a commercial/busi-
ness environment within the next 12 months, come
and talk to us about the various options open to
you. We can assist you in finding a suitable
position in line with your personal vision and
objectives, including a competitive package starting
at around R450k, exclusive of performance based
incentives. Don't delay. Act now and let us facili-
tate your career path development into the future
Contact
ian@frontlinesolutions.co.za  (Johannesburg)
helen@frontlinesolutions.co.za  (Cape Town)

Jim Wilson CA(SA)
Senior Consultant, JHB
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International SpecialistsRecruitment

Finance Director: Agriculture

US$9k – US$12k per month:

(Zimbabwe/Mozambique/Zambia)

Join a progressive UK owned business that operates
across Africa in a financial director capacity. Good technical skills, tax, implementing
new systems, business acquisitions and introducing new business concepts. Ref: AT

Management Accountant: Manufacturing

R500k – R600k: Strong management accounting skills, able to undertake projects
and advise on cost-saving initiatives. Previous absorption costing knowledge
essential and team management. Ref: AT

COO Investment Management

R650k – R750k: Assist with the strategic planning and successful implementation
of the various business initiatives and projects. In addition, the individual would have
to coordinate the business risk management drive. Ref: RM

Product Control

R600k – R750k: Ideally you will have at least three years' experience within a
product control area in a bank. AIC only. Ref: JB

Corporate Tax

R850k – R1.2m: Looking for a senior tax individual to work alongside the Head of
Tax in large bank. Ref: JB

Newly Qualified

R450k – R500k: Having finished your financial services articles you will be ready to
get working in one of the top Investment Banks in South Africa doing accounting
support for various product areas. Ref: JB

Senior Finance Manager

R850k – R1m: Prominent role in a leading South African bank you will have
exposure to high-end systems and controls and considerable interaction across
the business on the whole, reporting to decision-makers at the highest levels.
Ref: KH

Product Accountant

R570k – R700k: Large investment bank seeks a CA 3-4 years PQE to manage the
debt capital markets reporting function with a specific focus on the SPVs utilised for
transactions. Ref: RB

Consolidations Manager

R450k – R480k: Attractive opportunity for an individual passionate about
consolidations who will engage actively with the forecasting and budgeting for the
group. The high-profile team requires a highly technical CA who has recently
qualified. Ref: KH

Business and Strategy Analyst

R400k – R750k: Understanding, developing and implementing the strategy for a
cluster of business operations you will ideally have strong econometrics and stats
abilities. Ref: RB

Finance Manager: FMCG

R550k – R700k: An excellent opportunity exists for an equity individual to join this
FMCG giant. Your strong technical skills coupled with financial management
experience will be an advantage. Ref: SR

Finance Manger: Manufacturing

R800k – R1.2m: Demonstrate a pioneering mind with the ability to implement and
consolidate the vision for the business, which has just clinched a high-profile deal
and has opened up endless opportunities for the operation in South Africa. CA 8
years PQE ideally with an MBA. Ref: KH

Group Accountant: Media

R420k – R600k: Strong consolidations skills are required for this group role where
you will pull together the results of a dynamic media group. CA 3 years commercial
experience ideal. Ref: SR

Financial Controller: Mining

US$5k – US$6k per month:

(Chad)

Running the financial department that manages two
mines in Chad, you will be preparing and managing the monthly and annual
accounts. You will require strong management skills, knowledge of Pastel, and

French is desirable. Ref: AT

Financial Accountant: Industrial

R400k – R500k: A qualified accountant who can undertake monthly and annual
accounts and financial group reporting. Managing a team of 10 people and
undertaking internal audits. Ref: AT

Employee Tax Specialist

R450k – R600k: To take responsibility for various employees' tax functions within
the group; to ensure tax compliance; and to manage the overall employees' tax risk.
There is scope for future involvement in other taxes within the Group. Ref: RM

Junior Analyst

R neg k: You will have a passion for banking and markets and will be trained as an
equity analyst. AIC preferable. Ref: JB

MIS Analyst

R530k – R650k: This role will involve addressing all MIS reporting requirements for
a large investment bank covering all product areas. Ref: RB

Finance Manager

R550k – R650k: Highly skilled CA to lead a team of accountants looking after the
management accounting function. Managing the budgeting, forecasting and overall
analysis of financial reporting. Ref: KH

Tax Risk Specialist

R600k – R750k: Established risk team are looking to appoint an experienced Tax
expert. Opportunity offers business insights and perspectives on a group wide scale.
BCom Finance or LLB with HDipTax and atleast two years of financial services
experience. Ref: KH

Regulatory Reporting

R280k – R480k: Interacting directly with SARB you will be required to manage the
banks regulatory reporting from a compliance perspective. Your attention to detail
and technical ability will be an advantage. Ref: SR

International Tax Specialist

R450k – R650k: Take responsibility for various direct and indirect tax functions of
the Africa division within the group. Ensure tax compliance and manage the overall
tax risk for Africa in consultation with Group Tax. Assist with ad-hoc Africa accounting
matters when the need arises. Ref: RM

Financial Analyst

R300k – R450k: Ideally you will have at least 1-3 years' experience within either
short- or long-term insurance doing management accounting. AIC preferable.
Ref: SR

Finance Manager: Manufacturing

R600k – R800k: Subsidiary of a listed business seeks a well-experienced CA/CIMA
individual with a good understanding of costing, operational experience and ability
to manage and direct the business. Ref: RB

Finance Manager: Logistics

R600k – R700k: Strong technical competence, ability to conceptualise the bigger
picture, and to implement, enforce and maintain the business disciplines and
systems required to produce fully IFRS compliant annual financial statements in a
very dynamic environment. Ref: RM

Finance Director: Retail

R500k – R800k: Based in Cape Town this role will manage the financials of
a leading furniture retailer who continues to grow. Retail experience required.
Ref: SR

Opportunities in CommerceOpportunities in Commerce

Opportunities in Financial ServicesOpportunities in Financial Services

Opportunities in BankingOpportunities in Banking

0861 788 7880    www.antonapps.com    073 788 78800861 788 7880    www.antonapps.com    073 788 7880

All CVs to be sent to you@antonapps.com quoting reference



We Recruit the Best
SET Recruitment is an SA-based specialist BEE recruitment consultancy 
focusing on Financial and Engineering placements.

SET manages permanent and contract placements of financial and 
engineering professionals for some of the most sought-after employers 
throughout South Africa and internationally.

Founded in 2003 with the backing of 20 years’ experience in the global 
recruitment industry, we have based our philosophy on a solid foundation 
of integrity, professionalism, best practice and value to our customers – 
clients and candidates alike.

“Our focus is on understanding and matching the cultures and 
expectations of our clients with the skills, experience and personalities of 
our candidates.”

Tel. +27 (0)11 234-4313 • Fax: +27 (0)11 234-4318

E-mail: info@setrecruitment.co.za

www.setrecruitment.com

recruitment consultants
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