
      I am the product of  Africa and 
her long-cherished view of  rebirth 
that can now be realised so that all of  
her children may play in the sun.

Nelson Mandela’s final speech as president to the South African 
parliament, Cape Town 26 March 1999.
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I was stunned to find leading foreign 
affairs and social commentators 

entangled in a twitter war of views on the 
‘real’ impetus for the recent Tunisian coup. 
Now while these debates started before 
President Zine El Abidine Ben Ali was 
ousted and found refuge in Saudi Arabia, 
the question being asked via twitter was 
whether this social network had played 
an even bigger role in the revolution 
than merely just reporting on what was 
happening. 

Commentators were spouting that this was 
perhaps the first real twitter revolution? 
Now, whether or not there is any merit to 
this proposition really isn’t of concern for 
me, what is far more significant is the fact 
that this debate, and the brave manner in 
which the Tunisian people acted towards 
Ben Ali’s dictatorship must surely indicate 
that there’s a change waving over our 
great continent. When a people are brave 
enough to protest against corruption within 
their leadership to the point of  forcing a 
resignation, and when technology plays 
such a pivitol role on the continent, then 
we cannot help but feel a sense of truth 
in respect of Thabo Mbeki’s notions of an 
African rebirth. 
 
And these sentiments are surely echoed 
in the robust nature of Africa’s global 
interaction with countries such as China 
and India, who have already taken a long-
term investment look at the continent, and 
have already here enjoyed some successes. 
Even a recent PricewaterhouseCoopers 
Global Chief Executive Survey reveals that 
African growth prospects are excellent and 
confidence generally is high. 

But we are all aware that, despite the 
optimism, many stumbling blocks still 
threaten to keep the divide between 
the continent and the global business 
community wide. 

So, in this issue, we speak frankly about 
the realities of doing business in Africa. 

The unpredictable business environment, 
issues for new policy discussions, and 
a mind-set shift for all of us wanting to 
expand our business offerings further on 
the continent. The shift is necessary, not 
only for the growth of our own markets, 
but also for the benefit of communities in 
which we do business.

Bill Egbe, president of the Coca-Cola 
Company’s South African unit, speaking 
during the recent Fortune/Time/CNN 
Global Forum in Cape Town adds: “We 
have operations in every single country on 
the continent, even some that don’t have 
governments like Somalia and Somaliland. 
People sometimes ask, ‘how does that 
work?’ It works because you understand 
that you can create a business opportunity, 
and people can see beyond the politics to 
engage around the business opportunities. 
And the other reason why it works is 
because you engage local investors 
in those businesses. Those are the 
fundamentals of a sustainable business”.
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updates|technical

Tax

National Tax Committee

The SAICA National Tax Committee (NTC) 
has established a tax policy working 

group (TPWG) as a sub-committee of the NTC.
The objectives of the TPWG are:
to investigate and engage with National 
Treasury and/or SARS on long-term tax 
policy issues (including policy issues of an 
administrative nature); and to deal with policy 
issues identified by the NTC and referred to 
the group for further research/investigation.
At the first TPWG meeting, the following 
issues were identified as potential issues for 
further discussion and engagement with the 
National Treasury: 
Group taxation issues, Code of conducts 
of taxpayer/Tax Practitioner’s Bill, Interest 
deductibility, Gateway to Africa, Taxation of 
financial instruments, SA source and credits 
Dividends Tax, Taxation of non corporate 
entities trusts; flow through principle; LLP’s 
and LLC’s. 
Foreign transparent entities, Foreign Losses, 
Provisions in the sale of a business, Advance 
Tax Ruling/ruling process, Tax equity, anti 
avoidance issues (section 8E and 8F); GAAR. 
Tax incentives: SA position to attract business 
and capital, FDI into South Africa and the rest 
of Africa and Self assessment issues.   

Accounting

New requirements on accounting for 
financial liabilities. 

 
The International Accounting Standards 
Board (IASB) has published requirements 
on accounting for financial liabilities. This 
follows the publication of the classification 
and measurement of financial assets phase 
of IFRS 9(AC 146) – Financial Instruments, 
in November 2009. These requirements will 
be added to IFRS 9(AC 146) to complete 
the classification and measurement phase 
of the IASB’s project to replace IAS 39(AC 
133) – Financial Instruments: Recognition and 
Measurement. 
 
The new accounting requirements for financial 
liabilities address the problem of volatility in 
profit or loss arising from the issuer electing 
to measure its own debt at fair value. To 
achieve this, a portion of fair value adjustments 
attributable to changes in the entity’s own 
credit risk should be presented in Other 
Comprehensive Income. 

Auditing

IAASB ADDRESSES COMPILATION 
ENGAGEMENTS; EXPOSES ENHANCED 
STANDARD

The International Auditing and Assurance 
Standards Board (IAASB) has released 

for public exposure proposed International 
Standard on Related Services (ISRS) 4410, 
Compilation Engagements. 

The proposed standard is the first step in 
the IAASB’s work to create robust standards 

Global News

News from ICAEW – Challenges and 
opportunities for 2011.

There is no doubt that the past couple of years 
have been challenging for the accountancy 
profession, as they have been for many other 
professions and industry sectors. 2011 will 
continue to test us, I am sure, but there are 
also many positive opportunities on the horizon. 

In 2011 the accountancy profession must:
•  Learn the lessons: the economic downturn 

has reinforced the importance of qualified 
finance professionals working in and 
advising organisations. However, the 
aftermath of the crisis means that our role 
is changing as lessons are learnt. This is 
particularly relevant in relation to audit. We 
need to work with regulators and other 
stakeholders to evolve audit so it remains a 
key contributor to financial stability.

•  Demonstrate our relevance: we need 
continually to demonstrate not only our 
relevance but also ensure we are always 
delivering value to our stakeholders; our 
members, regulators, standard setters, 
government and the communities in which 
we operate. I think we need to get much 
better at communicating our value.

•  Embrace sustainability: if we cannot find 
a way of doing business in a sustainable 
manner, we will all face a much greater 
challenge over the environment than was 
this financial crisis. We need to work 
towards linking financial performance more 
closely to sustainability. And I am talking 
about sustainability in the broadest sense - 
this is about more than recycling paper cups.

The remaining phases of IFRS 9(AC 146), 
phase B and C on impairments of financial 
assets and hedge accounting respectively, are 
expected to be exposed for comment this year 
and incorporated into IFRS 9(AC 146) by the 
end of June 2011. 
 
IFRS 9(AC 146) is effective for annual periods 
beginning on or after 1 January 2013. Earlier 
application is permitted. 
 
Whilst the revised version of IFRS 9(AC 146) 
supersedes IFRS 9(AC 146) as issued in 
November 2009, an entity may apply IFRS 
9(AC 146), as issued in November 2009, 
without applying this revised IFRS 9(AC 146), 
if it has chosen to adopt it prior to its effective 
date of 1 January 2013. 
 
The IASB Press release can be downloaded 
from the SAICA website. The feedback 
statement outlining how the IASB responded 
to views received in its consultation process 
can be downloaded and a podcast introducing 
the new additions to IFRS 9 is available via 
iTunes available on the IASB website.
 
IFRS 9 – Financial Instuments and Disclosures 
– Transfer of Assets: Amendments to IFRS 
7 – Financial Instruments: Disclosures, can be 
downloaded from eIFRS or the SAICA on-
line Handbook. 
 
Three additional IFRS for SMEs training 
modules issued
The IFRS Foundation has posted three 
additional training modules on the International 
Financial Reporting Standard for Small and 
Medium-sized Entities (IFRS for SMEs):
•  Module 18 Intangible Assets Other than 

Goodwill; 
• Module 20 Leases; and 
• Module 29 Income Tax. 
 
The training modules can be downloaded from 
the IASB website. 

for services that can be used by entities that 
are either not required or do not elect to be 
audited to meet their business reporting 
needs. Through a compilation engagement, 
practitioners can provide significant benefit 
by applying their expertise in accounting and 
financial reporting. This expertise is applied 
to assist the management of an entity in 
preparing and presenting historical financial 
information for use by the entity’s internal or 
external stakeholders. 

The IAASB invites all stakeholders to comment 
on its proposals. To access the exposure 
draft or submit a comment, visit the IAASB’s 
website at www.iaasb.org/ExposureDrafts.
php. Comments on the exposure draft are 
requested by March 31, 2011.



•  Speak one language: 2011 will be an important year for the 
development of one global set of high-quality accounting standards, 
as called for by the G20 leaders. We hope the US decides to join 
the IFRS family, and that we can now move focus and debate from 
convergence to quality.

•  Strengthen the profession in developing countries: ICAEW is working 
with institutes and governments in markets across the world to 
strengthen the profession. The World Bank is a key contributor to this 
work. A stronger profession, both in individual countries and across 
the world, will improve transparency, trust and inward investment. 
We need to work hard to ensure there are enough qualified finance 
professionals available for economies to grow and prosper. 

SARS

The Voluntary Disclosure Programme
 

The Minister of Finance has introduced a new “amnesty” which will 
allow taxpayers to disclose their non-compliance and to legalize their tax 
affairs. 
 
The Voluntary Disclosure Programme (VDP) will provide relief from 
interest and penalties whilst the full tax amount will remain payable. The 
VDP will cover all taxes, duties and levies imposed in terms of a Tax Act, 
e.g. VAT, income tax and transfer duty. 
 
Relief will however be granted only if:
•  The default occurred before the announcement of the VDP, i.e. 17 

February 2010;
•  The disclosure is voluntary and complete in all material aspects;
•  SARS was not aware of the default;
•  The disclosure will not result in a refund due by SARS; and
•  A penalty or additional tax could have been imposed if SARS had 

discovered the default in the normal course of business.

A “default” includes:
•  the submission of inaccurate or incomplete information to the 

Commissioner; or
•  the failure to submit information; or
•  the adoption of a tax position which results in the taxpayer not 

being assessed for the correct amount of tax, the correct amount 
of tax not being paid, or an incorrect amount being refunded by the 
Commissioner.

Interest relief will be granted as follows:
•  100% where the person is not aware of a pending audit or 

investigation or, if an audit or investigation has commenced, it has not 
yet been concluded

•  50% where an audit or review is pending or in progress, but the 
Commissioner is of the view that the default would not otherwise 
have been detected and that the relief would be in the interest of 
good management of the tax system and the best use of the SARS’ 
resources.

Taxpayers who are unsure whether they wish to proceed with a disclosure 
will be given an opportunity to participate in preliminary discussions about 
their situation on a no-name basis. These discussions will be informal, 
non-binding and general in nature. They are intended to provide insight into 
the VDP process, to allow a better understanding of the risks involved in 
remaining non-compliant and whether relief is available under the VDP. asa
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By the time this article is published, 2010 
will be history and it will no doubt be 

remembered for the Soccer World Cup. It 
is, however, necessary to look back on the 
progress and milestones made by the Joint 
Attorneys’ and Accountants Committee 
(JAAC) during 2010 and to keep members 
fully informed of the not too distant future.

The new guideline
The single most important project that 
the accountant members were involved in 
during the year was the drafting of the new 
guidelines to be followed when performing 
the audit of attorneys’ trust accounts. The 
finalisation of the guidelines is in process 
and is being driven by IRBA. It is anticipated 
that they will be issued by IRBA for 
comment during the early part of 2011.

Audit reports
One of the problems experienced by all 
the provincial Law Societies was the failure 
on the part of auditors to submit properly 
completed audit reports. I am pleased to 
report that all the provincial Law Societies 
have indicated an improvement in the quality 
of the audit reports. Auditors are encouraged 
to report fully on any irregularities that 
come to their attention in such a manner to 
enable the Law Societies to decide on the 
appropriate action, disciplinary or otherwise, 
to be taken, without resorting to lengthy 
correspondence between the auditor and the 
legal practitioner.

It should be noted that the Law Societies 
have been encouraged to report auditors to 
IRBA if, in their opinion, an auditor has failed 
to perform the duties expected of him or her.

Attorneys Fidelity Fund matters
The Attorneys Fidelity Fund (AFF) reported 
a substantial increase in the claims arising 
mainly in conveyancing, bridging finance and 
related matters. This is symptomatic of the 
depressed state of the economy and auditors 
are advised to be more alert in planning 
and executing their audit procedures in this 
regard.

Cellphone and internet banking 
The audit procedures and audit trails 
relating to cell phone and internet 
banking transactions on the trust banking 
account have caused concern to both 
professions. The AFF is engaged in high 
level discussions with the banking industry 
after which the matter will be considered 
by the appropriate specialist divisions of 
IRBA and SAICA. It should be noted that 
the Law Societies have prohibited the use 
of cell phone banking on a trust account. 
Appropriate communication will be issued 
to members of both professions in due 
course.

Joint seminars
Members of SAICA will be aware of the 
past presentations of seminars dealing 
with a variety of aspects relating to 
the appointment, trust and business 
audit procedures, risks, etc. of attorney 
engagements. These seminars have been 
welcomed by the legal profession as 
a contribution to the risk management 
strategy of the AFF. It has accordingly 
been decided to present a series of joint 
seminars with the legal profession in all the 
major centres in 2011.

The morning session will deal with 
fraud detection, internal controls and 
compliance with the Attorneys Act and 
the Law Societies rules and will be of 
interest to members of both professions. 
It is anticipated that officials of the Law 
Societies will also address the delegates on 
general matters relating to the submission 
of the audit reports.

The afternoon session will be devoted to a 
detailed discussion on the new guidelines.   
This will be presented by IRBA. Although 
this session will be of particular interest 
to auditors, attorneys will be welcome to 
attend.

Composition of the JAAC
The JAAC met twice during the year, in 
May 2010 and in October 2010. For the 

information of members, the accountant 
members are nominated by SAICA, and 
an attempt is made to have provincial 
representation and to recognise the 
transformation process and objectives. The 
vacancy caused by the resignation of our 
member in the Western Cape was filled by a 
new nomination and a further appointment 
for next year has been made to represent 
Gauteng. Both of the new appointments are 
women that are well versed in the affairs of 
attorneys’ matters.

In addition to the nominated Attorneys, our 
meetings are attended by representatives 
of the secretariats of the provincial Law 
Societies, the AFF, IRBA and SAICA.

Accreditation
Given the increasing incidence of fraud, theft 
and related schemes, and recognising the 
risks associated with the audit of attorneys’ 
trust accounts, it has been accepted that 
such audits require a greater degree of 
skill and specialism. This being the case, a 
strong argument could be made out for the 
implementation of a form of accreditation 
as is done for the banking, pension funds, 
mining and other industries. This is under 
discussion by both professions.

Other matters
Other matters being addressed by both 
professions are:
• accounting for foreign currency trust 

transactions;
• revenue recognition;
• reportable irregularities;
• contraventions of legislation and the 

auditor’s duties;
• accounting for trust account interest and 

bank charges; and
• investment practice activities.

As before, members of both professions 
are encouraged to make contact with their 
representatives should the need arise. The 
contact details of the members can be 
obtained from SAICA or the Law Society of 
South Africa. asa

updates|legal

An Update on Attorneys Trust Accounts
and the activities of  the joint attorneys’ and accountants 
committee of  SAICA

Vincent Faris CA(SA) is Chairman of the SAICA Joint Attorneys’ and Accountants’ Committee.
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commentary|straight shooting

The Financial Crisis
a review of  the external audit world

Nazeer Wadee CA(SA) is Chief Operating Officer, SAICA.

8

The European Commission issued a 
green paper last October entitled ‘Audit 

policy: Lessons from the crisis’. By the time 
you read this version of ‘Straight Shooting’, 
the issues covered in this paper will have 
been debated and documented through 
much of the corporate world and across the 
European Union. However, I hope to touch 
on some of the key aspects of the paper, 
to stimulate debate around the potential 
implications thereof.

The paper says:
  ‘….while the role played by banks, hedge 

funds, rating agencies, supervisors or 
central banks has been questioned and 
analysed in depth in many instances, 
limited attention has been given so 
far to how the audit function could 
be enhanced in order to contribute to 
increased financial stability. The fact that 
numerous banks revealed huge losses 
from 2007 to 2009 on the positions they 
had held both on and off balance sheet 
raises not only the question of how 
auditors could give clean audit reports 
to their clients for those periods but also 
about the suitability and adequacy of the 
current legislative framework. It seems 
thus appropriate that both the role of the 
audit as well as the scope of the audit 
are further discussed and scrutinised in 
the general context of financial market 
regulatory reform’.

The role of an audit in financial crises, 
although not questioned extensively in the 
midst of the recent financial crisis, was one 
that was always up for review. This paper 
asks the very relevant initial questions but 
ends up questioning various elements within 
the audit process which, in my opinion, will 
add little further value to the debate around 
scope and role of an audit. 

There are two central issues covered in the 
report. These are:
•  The issue of the expectation gap – the 

inherent limitations of an audit as 
compared to stakeholders’ expectations. 
The paper says:
º  “For other stakeholders it may 

be difficult to understand that an 

institution’s financial statements 
may suggest ‘reasonableness’ and 
‘material soundness’ even if the same 
institution was, in fact, distressed 
financially”

•  Issues of independence, size and 
governance of large audit firms

Role of audit
In my opinion, the paper appropriately 
questions a few other key areas, such as; 
the issue of scope and relevance of audits; 
the adequacy of communication through 
the audit report and whether such a report 
conveys a meaningful message to users of 
the financial statements; and, lastly, issues 
around timing of audit reports and whether 
audits should be forward-looking rather than 
being based just on historical information.

I strongly encourage members to consider 
the questions that the report asks and 
to provide input to the process through 
the Institute. The questions posed have 
significant downstream ramifications for the 
training of auditors, the scope of audits, the 
structure of audit firms, the composition of 
audit teams, the mobility of auditors across 
borders and ultimately on issues such as 
cost and security of capital markets.

Governance and independence of audit 
firms
Of particular interest to me were the 
following suggestions around the 
governance, structure and independence of 
audit firms:
•  The appointment and remuneration 

of auditors and the duration of auditor 
engagements be the responsibility of a 
third party such as a regulator

•  The concept of mandatory firm rather 
than just partner rotation

•  Complete prohibition of non-audit 
services by audit firms

•  Strengthening of the corporate 
governance of audit firms (including 
appointment of independent non-
executive directors to the Boards of audit 
firms) including increased transparency of 
their financial statements

•  Revisiting the current ‘partnership’ based 
structure of audit firms to allow for the 

exploration of alternate structures that 
would allow firms access to more capital

•  Making joint audits mandatory for larger 
public interest entities as a mechanism 
for developing smaller audit firms and in 
so doing reducing the risk attached to the 
possible failure of one of the big four.

Way forward
Each of these are fundamental questions 
and affect both audit firms and the 
companies they serve. The governance 
of listed companies and the role of audit 
committees will be severely compromised 
should some of the proposals materialise. 
To this end, I urge all affected parties to 
review and provide comment on this and 
the subsequent papers that come out of 
this process. The European Commission 
will be hosting a Conference in February to 
discuss the green paper and explore the way 
forward with subsequent papers due to be 
issued this year. SAICA, both individually and 
through the Global Accounting Alliance, has 
provided input to the European Commission 
on the Green Paper and will be looking 
to provide extensive comment on future 
components of the debate. asa
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The way you’ve always done things is not 
necessarily the best way to do them.

There are some kinds of software you just 
buy: word processors, email clients and 

anti-virus packages are obvious examples. But 
when it comes to software that serves more 
specialised needs in the organisation, like 
financial systems, many people wonder if it 
wouldn’t be better to build their own. At least 
that way, the argument goes, you’ll get exactly 
what you want. 

In reality, there are very, very few 
circumstances under which it makes sense 
to build your own software – the costs are 
invariably higher than expected, and the 
benefits almost always are outweighed by the 
risks. 

There are three main reasons why businesses 
consider building their own software. First, 
they may have something that already does 
almost everything they want, and they 
believe a few enhancements will take them 
all the way. Second, comes internal politics; 
and finally, the common belief that their 
requirements are so unique that no off-the-
shelf package can do the job.

Let’s take these reasons one at a time. 
The first motivation is common, and very 
powerful, especially for small to medium-sized 
businesses. Many of these businesses – you 
may be one of them – run quite comfortably 
for years on heavily customised versions of 
popular packages. Yes, even an incredibly 
complicated Excel spreadsheet, I’m looking 
at you. 

That spreadsheet has typically taken years 
to build and tweak to suit just about every 
situation the company has ever faced. But 
inevitably there comes a time when you 
just need more, or need to do things more 
efficiently – and then the temptation to build 
on what you already have is very strong 
indeed. 

The temptation is often strengthened by 
internal politics and sentiment – people who 
have invested years in tweaking a spreadsheet 
will almost always support a self-build option. 
It can be very hard to believe that any off-the-
shelf package can replicate what they have 
built, and none will ever be good enough

The Great Software Decision
build or buy

Kevin Phillips CA(SA) is the Managing Director of idu Software.

Which brings us to the third reason: the belief 
that your requirements are so unique they 
can only be met by developing your own 
systems. Linked to this is often a reluctance 
to change business processes just to suit the 
requirements of a software package.

Actually, this is a very bad reason to build 
your own software. Most companies vastly 
over-estimate the uniqueness of their specific 
financial requirements.  And unless their 
existing processes are 100% efficient, change 
may prove to be for the better.  

This can be very hard to accept, but it’s true: 
The way you’ve always done things is not 
necessarily the best way to do them. In most 
businesses, processes and systems evolve in 
fits and starts over time, changing reactively 

when they face particular problems. As 
exceptions and special cases accumulate, so 
do the extra actions and processes needed 
to cope with them. The end result is often 
complex and rarely elegant or efficient. 

In a case like this, writing your own software 
to suit your existing processes will simply 
entrench your inefficiencies. You miss out on 
the opportunity to adopt some best practices, 
which are often built in to packaged systems 
based on extensive experience across many 
countries and industries. 

Worse, the chances are high that self-built 
software won’t even meet all your needs, 
since those change all the time. By contrast, 
packaged systems tend to be incredibly rich 
in functionality to accommodate the many 
diverse requirements of the many users of 
the application that motivated its creation in 
the first place. If you discover a new need 
in your solution, the chances are it’s already 
catered for in the packaged solution and, 
better still, you will be faced with functionality 

that you never before had access to; and 
therein lies an opportunity to revisit current 
processes and functionality in light of the 
opportunities presented. 

Packaged systems almost always provide 
95% of the functionality that any business 
needs. If there are 5% of your needs that 
aren’t met, far better to write just that extra 
5% than the other 95%. Then there are all the 
other advantages: upgrades to new operating 
systems, reliable support, and regular updates 
and enhancements. 

What do you get if you build your own? 
Yes, you may get exactly what you want – 
although that’s not guaranteed. You will also, 
very often, be exposed to some nasty risks as 
well. The most common – and it IS common 

– is becoming dependent on a single supplier 
or even worse, a single individual. I have 
seen many cases of companies operating on 
legacy systems that can only be maintained, 
at horrendous consultancy rates, by someone 
that used to work for them. 

With custom-developed software, there’s 
also a huge risk of obsolescence: there’s 
rarely a clear upgrade path built in. At some 
point you will either have to abandon it, 
commission an expensive rewrite or find 
yourself stuck using a 15-year-old operating 
system because an upgrade will kill your 
custom software.

There will always be exceptions, of course: 
for some people, some of the time, custom 
software is the way to go. But it’s a lot 
rarer than many people think. Before taking 
on the risks of a custom build, a company 
should take a very hard, unsentimental 
look at which of its needs really are unique. 
Almost always the answer is: not nearly as 
many as you think. asa 
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The profile of the CA(SA) designation 
is changing, from a technical expert 

in accountancy, auditing and related 
competencies, to a business leader 
with strategic and entrepreneurial skills. 
Strategy competency is becoming a 
distinguishing feature of the CA(SA). 

The new Competency Framework
Introduced in 2010, the SAICA Competency 
Framework (CF) provides a new approach 
to the education and training of CAs(SA). 
The CF includes pervasive qualities and 
skills, such as professionalism and ethics, 
and a range of professional competencies. 
In SAICA’s document “Competency 
Framework – Detailed Guidance for 
Academic Programmes”, six sets of 
competencies are identified: strategy, 
risk management and governance; 
accounting and external reporting; auditing 
and assurance; financial management; 
management decision making and control; 
and taxation.  

Most of these competencies are 
traditionally associated with the CA(SA) 
designation. They are reflected in education 
and training programmes, and form the 
technical core of the CA(SA) at point of 
entry into the profession. One of the 
notable new competencies required is 
that of strategy. In future CAs(SA) will be 
expected to demonstrate a certain level 
of strategy competency as they enter the 
profession. It is likely that strategy will be 
required as a competency throughout their 
career.  

The emphasis on strategy is indicated 
in the key themes in SAICA’s vision for 
the CA(SA) designation. In addition to 
the technical skills and competencies 
traditionally associated with the 
qualification, CAs(SA) are expected to 
elevate these technical skills to a higher, 
more strategic level, in their business 
environment.  

Strategy as a key competency for the CA(SA)
The vision is that CAs(SA) should be 
distinguished not only by their technical 
competence, but also by their leadership 

skills and business and entrepreneurial 
abilities. Strategy related competencies are 
not only supportive of, but a pre-requisite 
for, the CA(SA) in the roles of business 
leader and entrepreneur. 

SAICA’s vision for the CA(SA) as a 
business leader, supported by strategy 
competencies, is an aspiration, in keeping 
with SAICA’s role in developing the CA(SA) 
brand. Is this vision aligned with the views 
of key market stakeholders? What would 
they expect from a CA(SA)? Given the 
different career paths and roles of a CA(SA) 
there is a wide range of stakeholders.  

We may simplify our approach by limiting 
our analysis to three broadly defined 
roles of a CA(SA). The first is that of the 
professional providing services to clients 
in areas such as auditing and assurance, 
accounting, taxation and related advisory 

services, in a professional services firm. 
The second role is that of manager, ranging 
from junior to senior management, in a 
business or organisation, in either the 
private or public sector. The third role is 
that of business owner or entrepreneur of 
a business or organisation making use of 
investor funds. The respective stakeholders 
are clients, employers and investors.

The CA(SA) as the strategic professional
When a client engages the services 
of a professional in any discipline, in 
areas as diverse as health care, law 
and engineering, the client should 
reasonably be able to expect a certain 
range of competencies and a certain 
standard of service. In the accounting 

profession, the client of a CA(SA), in the 
role of professional services provider, 
would expect a certain standard of 
professionalism and ethics, combined 
with a certain level of technical expertise 
in areas traditionally associated with a 
CA(SA). 

What is the relevance of a strategy 
competency in this context? The reality 
is that in all or most areas in which the 
CA(SA) provides a professional service, 
including accounting, auditing, taxation 
and finance, there is an important linkage 
between these areas and the strategy of 
the client, as a business or organisation. 
For example, the client’s strategic 
objectives will have a direct bearing 
on the type of information and insight 
they require to monitor and adapt the 
strategy, and consequently on the range 
of professional services required to assist 
the client to make informed strategic 
decisions and take effective action.  

Even in the independent, regulatory role 
of external auditor, the CA(SA) needs 
a good understanding of the client’s 
business strategy in order to assess the 
meaning and significance of information 
being audited, and to gauge the likely 
impact on the client organisation. The 
traditional role of an auditor may have 
been to focus on the historic records of 
the client. Today, auditors increasingly are 
expected also to take a future oriented 
and strategic view of a client organisation 
and its business environment in assessing 
the risks facing the client and its 
shareholders. 

The more CAs(SA) know about and 
understand their client’s strategy, the 
better they are positioned to assist their 
client by designing services, offering 
advice and making recommendations 
that are relevant to the client’s strategic 
objectives. In a business environment 
characterised by high levels of change, 
complexity and risk, a strategy 
competency is crucial for the CA(SA) to 
be relevant as a provider of professional 
services.

One of  the popular 
choices of  career 
path for the CA(SA) 
is that of  CFO.
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The CA(SA) as the strategic manager
CAs(SA) occupy a wide range of roles as 
managers in commerce and industry in 
the private sector, and in organisations in 
the public sector. Their level of seniority 
varies from junior management to senior 
executive and CEO. What do employers 
expect from the CA(SA) in the role of 
manager, with respect to their strategy 
competency?  

One way to answer this question is to 
analyse what drives an organisation’s 
decision to recruit CAs(SA) to improve the 
organisation’s performance. An example 
would be a loss-making organisation 
going through a turnaround strategy, 
which requires a major improvement in 
managerial capabilities. CAs(SA) are often 
recruited because of their strategic skills 
as an underlying competency to assist 
organisations to make informed decisions 
and take effective action, the key elements 
of a successful strategy.  

Another insight into the relevance of 
strategy for the CA(SA) is the changing 
role of the chief financial officer. One of 
the popular choices of career path for the 
CA(SA) is that of CFO. Numerous studies 
locally and globally emphasise the strategic 
role of the CFO as an increasing trend. 
Strategy is a key competency of the CA(SA) 
in the role of CFO. 

Finally, a link may be traced from 
competency in accountancy to competency 
in financial management, and in turn 
from financial management to strategic 
management. This does not imply that a 
good accountant necessarily makes for a 
good strategist. However, knowledge and 
skills in accounting assist in developing 
expertise in financial management, which is 
a key input for strategic management.  The 
CF reflects this by including accounting, 
financial management and strategy in the 
set of competencies required for CAs(SA).

The CA(SA) as the strategic 
entrepreneur 
Many CAs(SA) transition from pubic 
auditors and accountants toward roles such 

as business owner and entrepreneur. 
Whether the CA(SA) is in a small, 
medium or large business, in many 
instances investor funds are part of the 
financing structure. What are the investor 
expectations of the CA(SA) in this role, and 
do they include competency in strategy?  

The private equity industry provides one 
benchmark of what investors expect from 
their investee businesses, and from the 
entrepreneurs who co-own and manage 
these businesses. One of the key criteria 
of a private equity firm is the quality of 
the investee’s management team. They 
expect foundational qualities such as 
integrity and professionalism, as well as 
relevant business and strategic skills and 
knowledge. 

A key expectation is that the management 
team has the capability and commitment 
to grow the value of the business 
by a certain agreed amount over the 
investment horizon, for example 15% 
to 20% real growth per annum over a 

five to seven year period. This requires a 
certain level of strategic skills, as well as 
leadership and entrepreneurial skills, on 
the part of the management and executive 
team. Strategy competence is a key 
component of the overall package of skills 
expected of the CA(SA) in his/her role as 
entrepreneur. 

In closing, our analysis of the relevance 
of strategy for the CA(SA) is based on a 
simplified framework in which we examine 
three broadly defined roles of the CA(SA) 
– professional, manager and entrepreneur, 
and a key stakeholder in each scenario – 
client, employer and investor. The message 
is consistent for each role. A strategy 
competency is increasingly considered 
a key attribute, one which enables the 
CA(SA) to add significant value to his/
her stakeholders by facilitating informed 
decisions and effective action, the key 
requirements for successful strategy. 
Strategy as a key competency will be a 
distinguishing feature of the successful 
CA(SA) of the future. asa 
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Does the African continent hold 
great investment potential for both 

domestic and international investors? 
The answer is a resounding yes. The 
fact that businesses in Africa weathered 
the economic downturn is a success 
story in itself. For a long time, there 
has been a perception of Africa as a 
continent carrying too high risk without 
the commensurate reward; the fact 
is this is a perception born of fear of 
the unknown, lack of knowledge and 
understanding of the African continent.
 
Africa is the second largest continent in 
terms of both area and population. It has 
a population of close to a billion people 
waiting for growth. Africa accounts for 
30% of the world’s mineral resources 
but less than 7% of the world’s metal 
production; it has the fourth largest 
oil reserves in the world. 50% of the 
population is under the age of 20 which 
indicates that Africa will be the workforce 
of the world in the future. Many foreign 
investors are pleasantly surprised at the 
level of skills they find in Africa, and a 
more recent trend has been for a return 
of some of the African Diaspora.
 
Whereas, in the past, African countries 
were seen primarily as a source of 
natural resources and low-cost labour, 
today they are first and foremost a 
new source of demand for all kinds of 
businesses. Seven out of ten companies 
wanting to expand into Africa (71%) 
polled state that one of their company’s 
main reasons for operating in that market 
is to gain access to the domestic market. 
The second-highest reason (52%) is 
to act as a base for expansion into 
surrounding countries. 

Very strong growth in Nigeria bolsters 
domestic demand. Even in other African 
countries, domestic consumers are the 
number one target, although access to 
natural resources remains a key reason.
 
Africa has shown continuous and robust 
growth, and this economic performance 
is attributable to African policy makers 
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and the reforms they have implemented 
in their countries. Twenty-eight countries 
in Africa have brought about regulatory 
reforms across sectors that make it 
easier to do business. Companies 
that are prepared to expect economic 
performance whilst employing effective 
risk mitigation strategies are reaping the 
benefits whilst others are standing on 
the sidelines.

According to the IMF, growth forecasts 
for the African continent for 2010 and 
2011 are 4.3% and 4.5% respectively, 
while advanced countries are 
expected to achieve 2.1% and 2.4% 
respectively. The case to invest in Africa 
appears to be obvious for some of us. 
 
If companies are looking to expand, 
there are generally three ways to 
enter a market: acquisition, joint 
venture or green fields operation. Most 
multinationals that move into the 
continent look at a combination, 
depending on where they operate. But 
it is very important to seek advice 
from local experts on regulations, 
infrastructure requirements and brand/
reputational issues.

African countries typically have obstacles 
like the need for work permits (as in 
most places in the world), and exchange 
controls; there are fewer double taxation 
agreements than elsewhere, which has 
cash flow implications. Companies need 
to partner with advisers that offer both a 
global reputation and an on-the-ground 
network. Unlike previous decades, 
today Africa has highly competent 
professionals able to serve virtually 
every corner of the continent. There are 
law advisors, accountants, tax advisors, 
consultants and investment bankers with 
local knowledge – there is no need to go 
it alone. 
  
There are 53 different countries and legal 
jurisdictions, with different cultures and 
languages. You need local assistance 
backed by global methodology to perform 
the research and networking, in order to 

create a sustainable investment.
There are key lessons when considering an 
expansion strategy:
1.  Plan for more than you expect; 

most companies tend to go global 
conservatively. They start small with 
simple products or processes often 
primarily for export.  Within a short time, 
they find the local workforce can do far 
more and the local market itself has far 
more potential than they expect.

2.  Take off your local glasses. A common 
mistake made by even the most 
experienced global executive is to 
view global markets as an extension 
of their home country. Trying to 
replicate local human resource 
models, supply relationships and 
negotiations with government 
officials, are common pitfalls.  Cultural 
nuances, local customs and market 
knowledge are crucial to success.

 
3.  Go for the cost and stay for the 

quality. Most companies deploy 
globally to reduce costs but they 
should be able to improve quality 
and productivity while tapping new 
methods of production.  

If a company implements these lessons, 
it will reap significant benefits, e.g. 
increase profitability through operating 
cost reduction and new revenue sources; 
expand market share and the potential to 
penetrate whole new markets, tap into 
new qualified sources of production or 
direct component supplies. It will have 
increased flexibility and ability to respond 
to changing global demands and ability to 
reduce costs while improving quality and 
productivity.
 
It is not only multinationals that are 
interested in going into Africa; South 
African companies have been leading 
the way. Shoprite is Africa’s largest 
food retailer, operating 1079 corporate 
and 270 franchise outlets across 
Africa, the Indian Ocean Islands and 
Southern Asia. Shoprite employs 8873 
local nationals in its non-South African 
operations.
 
MTN is another South African born 
multinational operating in 17 countries 
in Africa (excluding the Middle East), 
and its success comes from rolling 
out sophisticated networks in some 
of the least developed countries 
in the world, offering meaningful 
distribution mechanisms to the informal 
environment, thereby providing a vital 
and innovative service to customers. It 
is clearly a group that took off its local 
glasses.
 
Africa is not the place to try to make a 
quick buck. Growth in Africa is picking 
up, but it is off a low base and there are 
still major challenges. A potential investor 
has to take a long-term view (at least 
five years) for the African growth story. 
India’s and China’s success in Africa is 
primarily because they have taken such a 
long-term view.
 
The challenge is to structure a new 
operation for long-term sustainable 
growth, with the correct mindset and 
management in place, whilst all the time, 
remaining agile to the swift changes that 
can occur. asa 
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venture or green 
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It is increasingly accepted that Africa’s 
time has come (some might say, ‘at 

last’). An era of political stability – notably 
in countries that were until relatively 
recently noted for what appeared to be 
insurmountable problems – is paving 
the way for renewed optimism and bold 
investments. 

There is greater liberalisation of markets 
than ever before and concerted efforts 
towards business savvy regulatory 
reform continue unabated. Infrastructural 
development includes global flagship 
projects. The image of Africa is being moved 
from a desperate aid-dependent state to 
a highly attractive business destination. 
The interest in African markets by Chinese 
and Indian based businesses alone speaks 
volumes for this.

This rapidly changing business environment 
has amplified the need for professional 
services firms to serve the market leaders 
– globally, regionally and locally – across a 
number of industries. In many respects, 
entering and operating in these markets (and 
ultimately possibly exiting them) is complex. 
In bringing their entrepreneurial spirit to the 
market, managing the risks in anticipation 
of extraordinary rewards, business expects 
their professional advisors to assist them in 
cutting through this complexity. 

The risks and challenges in a particular 
market are not homogenous across the 
continent. Experience shows that what it 
is key to work in a trusted relationship with 
those with the relevant credentials in the 
target markets. 

Professional services firms are able to 
deliver on this promise if they have and can 
provide access to the right people with the 
right knowledge at the right time, and are 
able to work in the context of the client’s 
chosen local environment. The challenges 
around this become self-evident.

The immediate difficulty revolves around 
the long entrenched perceptions – and 

misconceptions – of Africa as a career 
destination. Traditionally, it’s been almost 
a given that one goes to Europe or 
America to further one’s career when 
looking for global opportunities. This is 
changing, however, and one is seeing 
an increasing expression of interest and 
actual movement of people to African 
destinations, across the continent. The joy 
of this is the unparalleled combination of 
opportunity, lifestyle, diversity and natural 
wonder.  

Almost by definition, professional 
advisors need to be ‘a step ahead’. How 
else does one advise on a business 
position, anticipate a regulatory reform 
and its potential impact, or assist in 

weighing-up alternative scenarios if not 
through established knowledge and a 
proven track record? And yet, the opening 
up of the markets in some countries is 
so new for everybody that the required 
learning – and investment – curves are 
quite unprecedented. Local relationships 
that foster a solid understanding of 
business conditions and culture also go 
a long way in smoothing the investor’s 
journey. 

The rate of  
change in the 
Africa markets 
themselves simply 
amplifies what is 
already regarded 
as massive change 
in the global arena.

The rate of change in the Africa markets 
themselves simply amplifies what is 
already regarded as massive change in 
the global arena. While the Audit and 
Accounting Profession globally continues 
to focus on restoring and building the 
trust of the Capital Markets, there is a 
secondary layer closer to home and the 
one builds on the other. 

The infrastructural capacity of the 
professional services firms is a key 
enabler to their delivery success. If 
the whole game is about access to 
knowledge, then it goes without saying 
how much of this depends on easy 
access to technical resources, centres 
of excellence, collaborative knowledge 
sharing spaces, and the like. Although this 
is getting better all the time, the technical 
connectivity in Africa – in terms of 
availability and cost – remains a challenge 
on global standards.

It’s also still relatively difficult moving 
people practically and a strong preference 
is surely to have a solid locally-based 
resource pool at least in all major markets. 
Immersed in the day-to-day business 
of these countries and regions, these 
professionals have an understanding of 
the local market that is second-to-none. 
As the markets expand, particularly into 
brand new developments and as such 
unchartered territory, specialist resources 
may need to be brought in to the team. 
Complexity in itself is not a bad thing. 

To the contrary, it suggests opportunity 
and competitive advantage to those who 
understand how best to work through 
it. In delivering audit, tax or advisory 
services to businesses across Africa, the 
professional services firms need to make 
extraordinary and bold investments in 
people and the resources that they need 
to deliver to a consistent world-class 
standard. This is not simply ‘business as 
usual’. Africa is arguably the last major 
emerging market. The time to seize this 
opportunity is now. asa
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Over the past decade, Africa has steadily 
catapulted itself onto the global economic 

stage, and is now seen as the region for 
long term investment opportunities. Global 
investors and businesses are jockeying for 
position, not just with each other, but also with 
African businesses looking to spread their 
reach.

Only a decade ago the Economist magazine 
labelled Africa ‘the hopeless continent’. The 
question on everyone’s lips now is, what 
is driving the change of sentiment towards 
Africa?

Business in Africa is needs-based.
This in itself creates a number of opportunities. 
The majority of African people simply don’t 
have the goods, services and infrastructure 
that they need. This need by consumers is 
what will spur African growth over the coming 
decades. Africa’s economic growth and sheer 
size is creating new business opportunities for 
investors the world over. Africa is certainly on 
the map now.

Such is the renewed optimism in Africa that, 
at the time of writing this article (December 
2010), GDP for the continent as a whole is 
expected to grow at an impressive 7% over 
the next ten years. 

That is speedy growth when you compare 
it to the ‘developed’ economies, which 
are still struggling to shake off the long 
lingering effects of the credit bubble bursting 
- something Africa largely avoided. Many 
of these countries are also suffering from 
over-serviced markets and, in some cases, like 
Western Europe, declining populations.

Growth expectations and markedly improved 
sentiment towards Africa have also been aided 
by, amongst other things, governance reforms, 
an improving macroeconomic landscape and 
a realisation of the sheer size - and purchasing 
power – of the African continent.

For example, African households spent more 
than $860 billion in 2008, more than those in 
India or Russia. Furthermore, the continent’s 
five largest consumer cities – Alexandria, 
Cairo, Cape Town, Johannesburg and Lagos 

– will each have more than $25 billion a year 
of household spending. That’s comparable in 
size to Mumbai and New Delhi. Governments 
have also played an important role to facilitate 
investment and assure investors as they move 
towards democracy and better governance.

For instance, in the World Bank’s Doing 
Business: An Independent Evaluation survey, 
which assesses the ease of doing business on 
the continent, Ghana led the entire world in its 
initiatives for making it easier for organisations 
to obtain credit. Rwanda moved up twelve 
places in the global rankings, while Cape 
Verde and Zambia rose ten and eight places 
respectively.

The growth of more investment in Africa can 
also be attributed to an upsurge in the number 
of African countries obtaining credit ratings, 
enabling investors better to understand and 
quantify African risk. A decade ago, only three 
sub-Saharan African countries had a rating. 
Now we have over 20 sub-Saharan African 
countries with ratings. These ratings enable 
African economies to tap into international 
credit markets for vital funding. 

Absa Capital, for example has its eyes on four 
key sectors in Africa that create a case for 
strong business opportunities in the future.
 
The power and energy sector is seen as 
being ripe for growth. 
There is enormous demand for power and 
energy across the continent. Funding and 
growth in this sector is fundamental to African 
success.

Absa Capital, the investment banking division 
of Absa and an affiliate of Barclays Capital, 
has been involved in a number of funding 
transactions in Uganda, Zambia, Mozambique 
and Kenya. For example, one of the largest 
and most successful private power sector 
investments in sub-Saharan Africa was the 
Bujagali Hydropower Project, in Uganda, 
in which Absa Capital was one of two lead 
arrangers.

Telecommunications is another African 
sector set for growth and opportunity. 
Telecommunications services in Africa are 

growing two to three times faster than OECD 
countries. Over the past five years, mobile 
telecommunication revenues in Africa have 
grown at a 40% compound annual average 
growth rate, with the number of subscribers 
exceeding the 500 million mark. In some 
cases, we are starting to see a decoupling of 
telecommunications infrastructure, such as 
cellular towers and services. 

Oil and gas sector
Oil and gas is another key sector, particularly 
in Nigeria, Ghana, Angola and Mozambique 
- where there has recently been a major gas 
discovery. Banks are expected to raise further 
funding for the development of these gas 
plants.

Absa Capital has a proven track record in 
financing transactions in Africa’s oil and gas 
sector. In Ghana, Absa Capital (together 
with Barclays Capital), participated in the 
Kosmos Energy Syndication as Mandated 
Lead Arranger to the tune of $101 million. 
This represented a landmark deal for Ghana, 
and one of the biggest oil finds off the West 
coast of Africa. Barclays Capital was also 
subsequently appointed as joint mergers and 
acquisitions advisors for the shareholders of 
Kosmos, advising on the disposal of its interest 
in the Jubilee field. 

This transaction is a good example of our fully 
local and fully global proposition in combining 
global product and sector expertise with local 
country presence.

Mining and metals industry
This industry, across countries such as 
Namibia, Botswana and Zambia, provide 
considerable areas for investment and 
expansion. The global supply of energy and 
hard minerals is under strain as the highest-
quality, lowest-cost reserves are depleted. This 
plays to Africa’s advantage, as the continent 
is rich in mineral deposits and home to more 
than 10% of the world’s oil, 40% of its gold 
and 80% to 90% of its chromium and platinum 
reserves.

While opportunities for business in Africa 
abound, investment banks are a key and 
necessary facilitator of that business. There 

Growth and Development
a needs-based business

John Gachora, MA, MBA, is Chief Executive of Absa Africa, a division of Absa Bank Limited. 

focus

africa report



are, however, secrets to success in Africa. The following four elements 
are critical to the success of investment by banks in Africa.
•  Technical expertise is key - Bankers need to understand 

transactions and know how to structure them. 
•  Credible investors - investment banks not only need access to a 

wide array of investors, but credible investors that they have dealt 
with over a long period of time. Investors value relationships that 
have been built over time. 

•  Access to a balance sheet - for example, on its own and through 
Barclays Capital, Absa Capital has access to one of the world’s 
strongest balance sheets. It gives the bank the clout to fund large 
deals and to provide one-stop funding - a necessity in a continent 
starved for capital. 

•  Understanding local operating environment - it is becoming 
extremely important for investment banks to have an eye on the 
ground presence. Investors in Africa want local knowledge, in 
addition to access to best-in-class technical expertise, as well as 
access to global markets.

Absa Capital, through its affiliation to Barclays Capital, and with a 
mandate to cover all investment banking business in sub-Saharan Africa, 
enjoys an enviable global network. The firm is able to arrange in-country 
investment banking transactions and tap investors worldwide. Through 
their partnership with Barclays in Africa, Absa Capital leverages Barclays’ 
physical platform across sub-Saharan Africa countries, which account for 
more than 70% of sub-Saharan Africa’s GDP. 

Investment into Africa from BRIC countries (Brazil, Russia, India and 
China) has steadily been on the increase. BRIC countries should not 
be seen as a threat to Africa but rather as investors that have a strong 
interest, understanding and a clear image of the opportunities Africa 
has to offer. When BRIC countries look at Africa, they often see a mirror 
image of themselves a few years ago, so they understand us well.

Nonetheless, while the future looks promising for Africa, risks cannot 
be discounted.

There is no doubt that, while the political landscape for Africa has 
improved, political risk is still very high. In addition, there is also the 
risk of protectionism that some countries still cling to.Africa, viewed 
country by country, is not where the opportunity lies. Africa must act 
as a single entity, and a single market, for the long-term opportunity 
to be fully realised. Closing off borders will therefore not allow for 
potential growth to be realised. A further risk mentioned is the strict 
banking regulatory environment that makes it difficult to do business 
in Africa. 

We in Africa remain very optimistic about Africa, because it is the 
only continent that did not record negative growth during the global 
financial crisis – again as a result of business being needs-based and 
not wants-based. Backed by strong growth forecasts, Africa’s growing 
needs, coupled with increasing global interest, make for a sound 
investment case. asa
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The statement, “doing business 
in Africa”, often elicits conflicting 

responses. Whilst there are responses 
that recognise the wealth of opportunity 
the continent offers -there are those 
that point to the historic lack of business 
reform in the region. Indeed, there is 
support for both views. Pleasingly though, 
the World Bank’s “Doing Business 2011” 
report records that, during 2010, some 
27 economies in Sub-Saharan Africa 
implemented 49 regulatory reforms to 
improve their business environment. 
These proactive enactments have 
significantly improved the global rankings 
of a number of African states for ease of 
doing business. Looking ahead, based 
on these recent improvement rankings, 
it may be that the scales are tipping 
in favour of the opportunists for doing 
business in Africa.

For the third successive year, the exotic 
island destination of Mauritius ranks 
highest in the region on overall regulatory 
ease of doing business. More significantly 
on a global scale, the island is ranked 20th 
among 183 economies and continues to 
earn accolades as a top global financial 
centre. This article briefly explores the 
commercial opportunities that Mauritius 
offers globally.

Mauritius, known mainly as an exotic 
holiday destination, has developed into a 
middle income diversified economy and 
an internationally recognised financial hub 
that meets the demands and exigencies 
of international business and investment. 
It has built a strong reputation as a well 
regulated and user-friendly offshore 
financial services centre achieving the 
OECD “white list” status. 

Commercially, Mauritius is ideally located 
at the crossroads of Europe, Asia and 
Africa. It has an effective commercial and 
legal infrastructure with a hybrid legal 
system based on English and French 
law, a highly educated workforce that 
speaks and writes English and French, 
a modern and reliable infrastructure, 
economic and political stability, and is 

sovereign and independent. It is also a 
free market economy with established 
banking institutions, an international 
stock exchange that complies with 
internationally accepted norms of 
supervision, including those of the Basel 
Committee on Banking Supervision. 
Mauritius is a member of SADC, WTO, 
COMESA, and is a party to 35 double 
taxation agreements, with eight awaiting 

ratification and ten under negotiation.
Mauritius provides a business-friendly 
economy to international clients wanting 
to do business into and out of African and 
Asian markets. Licences for Mauritian 
Global Business Companies (GBC) are 
applied for through the Financial Services 
Commission (FSC), and these companies 
aim at doing commerce, trade and 
investments globally and, in particular, 
with India and South Africa. 

Their compliance and reporting 
regimes are similar to those of Hong 
Kong or United Kingdom companies. 
The consolidation of a legal and fiscal 
framework, through the enactment of 
modern and user-friendly legislation, has 
turned Mauritius into an internationally 
recognised offshore centre that seeks to 
facilitate business whilst upholding global 
best practice principles.

Given the above benefits, together with 
its locality and low tax rates, there is a 
strong case for African companies and 
corporate entities in other jurisdictions 
to use Mauritius as a platform to expand 
their business activities globally. 

Many South African companies have 
embraced the business structural 

efficiencies offered through Mauritius, and 
it has become relatively easy for South 
African companies to move selected 
corporate functions into Mauritius, which 
has the economic substance to run these 
functions. Furthermore, given Mauritius’ 
proximity to Africa compared to far flung 
places such as BVI, Isle of Man and 
the Channel Islands, where economic 
substance is at times difficult to establish, 

Mauritius is a viable contender in the 
Indian Ocean rim through which to do 
business. 

An ideal structure for African companies 
would be to establish a regional holding 
company (RHCs) in Mauritius to manage 
their operating subsidiaries in Africa, 
India and Asia. Such RHCs could also 
provide bundled group services, such as 
group shared services, financing, cash 
management, captive insurance, research 
and development and intellectual property 
generation outside of Africa. African 
companies could also setup operations 
in Mauritius to undertake supply chain 
management, such as, inventory 
management, contract manufacturing and 
distribution services. 

Now one of the strongest and efficient 
economies in Sub-Saharan Africa, the 
Republic of Mauritius, continues to be 
the African region’s hub of choice in 
which to invest, set up businesses, work 
and live. It is home to a large number 
of expatriates, including South Africans, 
who, being a short flight from their 
homeland, do not feel isolated and can 
enjoy the pleasures of an island paradise, 
its modern infrastructure and relatively 
low cost of living. asa
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embraced the business structural 
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Political leaders regularly advocate that 
Africa needs foreign investment to 

increase economic growth and fight poverty. 
Obtaining foreign investment and conducting 
business in Africa has many obstacles, one of 
which being access to information. To evaluate 
a potential investment, investors require 
detailed financial and other information. In 
many cases, company specific information. 

Accessing this information is not always that 
easy. Internationally, the most convenient 
source of detailed information is via a 
company’s website, with 75% of institutional 
investors reviewing websites before meeting 
a company’s management (Cowell 2000). A 
company’s website reduces both the cost 
and time required, which is associated with 
distributing information to investors and 
enables communication with previously 
unidentified investors. From the investor’s 
point of view, corporate websites can be an 
up-to-date source of information that is quick, 

easy and cheap to access. In Africa, however, 
this might not be the case. 

The purpose of this article is to highlight 
the difficulties foreign investors encounter 
in obtaining company-specific information 
online when looking to invest in Africa, and 
to recommend possible solutions to address 
the problem from both a company’s and an 
investor’s perspective. 

Accessing information online
Research in 2000 and 2002 showed that nearly 
all companies in countries such as the United 
States, United Kingdom and Hong Kong have 
corporate websites with sections dedicated 
to investor relations. In 2006, research in 
South Africa showed similar results. The top 
40 listed companies in South Africa all had 
working websites with sections dedicated to 
investor relations. This, however, is not the 
case for the rest of Africa. Research by Baard 
& Nel (2006) showed that a significant number 

of companies in Africa’s five other largest 
economies did not have websites, while very 
few of those with websites had dedicated 
sections for investor relations or, at least, 
some financial information available. It was 
found (as presented in Table 1) that only 133 
of the 200 companies that were evaluated 
had working corporate websites. 

Areas of interest
Just as important as having a website is 
the content of a website. A website should 
be the one gateway to all the various types 
of financial and non-financial information 
regarding each company. Investors do not 
receive benefit from a website that presents 
content that is unusable, irrelevant or 
incomplete. Nor is such a company able to 
attract foreign investment. 

Of the 133 companies above that had 
working websites, only 38 contained 
sections dedicated to investor relations 
information on their corporate websites (refer 
to Table 2).

Important information should be easily 
obtainable and available to users of websites 
at first glance. Internationally, the ‘big 
four’ components of websites are investor 
relations, public relations, employment 
and ‘about us’. Those African businesses 
wanting to attract foreign investment (as 
recommended by international best practices 
for website content communicating investor 
relations type information) must ensure that, 
at a minimum, the following information is 
available on their websites:
•  Company information (commonly referred 

to as ‘about us’)
• Financial data
•  Relevant news (presented under the 

media centre or  news, news and media, 
pressroom section of a website) 

•  Shareholder information (also known 
as equity shareholders, shares, share 
information) 

• Bondholder information 
• Corporate governance
•  Corporate responsibility (referred to as 

sustainability reports, global reporting 
initiative, corporate social investment or 
corporate citisenship)

•  Contact details

Information Accessibility
difficulties for foreign investors

Riaan Rudman CA(SA), MBusSc, MAcc, Len Steenkamp CA(SA), MAcc, George Nel, CIMA, MBA and Roelof Baard CIMA, 
MBA, are all lecturers at the University of Stellenbosch.
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Egypt Kenya Morocco Nigeria Tunisia

Working website 25 (62.5%) 28 (70%) 30 (75%) 32 (80%) 18 (45%)

No website 7 (17.5%) 11 (27.5%) 6 (15%) 6 (15%) 22 (55%)

Failed to access or 
under construction

8 (20%) 1 (2.5%) 4 (10%) 2 (5%) -

Table 1: Internet presence in selected African countries

Egypt Kenya Morocco Nigeria Tunisia

Dedicated investor 
relations information 14 (56%) 8 (28.5%) 6 (20%) 9 (28%) 1 (6%)

No investor relations 
information, but 
some financial 
information is 
supplied

3 (12%) 15 (53.5%) 17 (57%) 14 (44%) 8 (44%)

No investor relations 
information and no 
financial information

8 (32%) 5 (18%) 7 (23%) 9 (28%) 9 (50%)

Table 2: Provision for investor relations on existing working corporate websites
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Quality of information
Having said this, how do the websites of 
African companies perform in terms of 
content provided? A study by Nel and Baard 
(2007) evaluated 40 Top South African and 38 
companies from the rest of Africa, against 
the categories contained in international best 
practises for website content. They investigated 
whether the information is clearly presented 
under a section dedicated to investor relations 
information or spread across the companies’ 
websites. The results are summarised in Table 
3.

They found that companies from the rest 
of Africa rated lower than South African 
companies in all categories. South African 
companies received ratings above 90% for all 
categories, except bondholder information. 
Many of these companies from the rest of 
Africa do not supply shareholder, corporate 
governance and corporate responsibility 
information via dedicated sections on their 
websites making it difficult to find the relevant 
information. The results for companies from 
the rest of Africa were disappointing, especially 
with regard to communication of annual 

reports, shareholder information, bondholder 
information and corporate responsibility, 
given that the average market capitalisation 
of companies in the rest of Africa investigated 
was $570 million.

A follow-up study by Nel and Baard, currently 
underway, has shown that the situation has not 
improved over the past couple of years. 

Investing in Africa
The implication of this is that, if you are 
planning to invest in Africa and have selected 
a country, there are a couple of points of call 
where detailed company-specific information 
can be obtained. The starting point is a 
company’s website. Failing that, the following 
processes can be undertaken:

1.  Contact the company directly.
2.   Contact the country’s Department of 

Trade and Industry or Commerce or similar 
bodies.

3.   Contact the regulatory bodies within the 
industries in which you are interested in 
investing.

4.   Approach business development agencies 

in that country, who are willing to provide 
company information for a fee.

5:   Approach local banks and other large 
financial institutions.

6:   Visit the local university or business school 
library.

Conclusion
An Internet information gateway is no longer 
just a strategic consideration for a company 
seeking foreign investment, but rather an 
operational necessity. If you wish to invest in 
Africa, this source is not necessarily or readily 
available. 

If you are a company looking to attract foreign 
investment, it is imperative to update your 
website…or at least have a website! At this 
stage, such a relatively simple action may prove 
to give rise to a competitive advantage in the 
quest of attracting elusive foreign investors.

If you are an investor and would like 
information…there is not an easy way to find 
it. Start with the company’s website and then 
improvise to obtain information from other 
sources. asa
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South Africa (40) Rest of Africa (38)

Source of information Source of information

Dedicated 
section

Elsewhere on 
the website

Total
Dedicated 

section
Elsewhere on 
the website

Total

Company information 39 1 40 34 1 35 (92%)

Financial - Annual 
reports

40 40 29 1 30 (79%)

Financial - Reports 
archive

40 40 29 29 (76%)

Relevant news 38 1 39 (98%) 34 34 (89%)

Shareholder 
information

35 2 37 (93%) 26 1 27 (71%)

Bondholder 
information

12 3 15 (38%) 9 9 (24%)

Corporate 
governance

34 6 40 15 17 32 (84%)

Corporate 
responsibility

35 3 38 (95%) 18 3 21 (55%)

Table 3: Availability of key investor information
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Economic activity in emerging markets is 
growing at compounded rates compared 

to developed countries. Companies in 
developed countries are increasingly 
investigating the prospects of investing in 
developing economies, such as Africa, to 
access its abundance of resources. There is, 
however, one African resource that is in short 
supply: People. This skills shortage is one of 
the biggest inhibitors to economic growth 
and foreign investment. Moreover, the pool 
of local talent is not easy to draw from, 
as there are often language, educational, 
cultural and other barriers. Much literature 
is available on strategies to consider when 
investing in, or expanding into Africa, and 
on how to overcome these barriers and the 
skills gap. 

It is the purpose of this article to highlight 
the challenges faced when formulating a 
talent management plan for companies 
wanting to enter the African market to 
overcome the skills gap. It is not the purpose 
of this article to address all aspects relating 
to talent management, but rather to focus on 
the challenges that need to be considered 
when investing in Africa. It should also be 
noted that ‘talent’ is referred to as educated 
white collar workers and not unskilled labour.

Companies wanting to invest in or expand 
into Africa need to realise that one of the 
key factors that need be addressed is 
Talent Management. Talent Management 
can be defined as the implementation of 
integrated strategies or systems to increase 
productivity by developing and improving 
the process of attracting, developing, 
retaining and utilising people with the 
required skills and aptitude to meet current 
and future business needs. Simply put, its 
purpose is to align the best people with the 
right jobs at the right time. There is no set 
standard or one-size-fit-all answer. The talent 
management plan must be customised to 
each company’s unique situation and country 
of operation. Companies entering developing 
countries often attempt to implement 
the talent strategies that have worked in 
their home countries, not realising that, in 
most cases, Africans have known nothing 
but poverty and the lack of opportunity 

and, as a result, have different needs and 
expectations. 

Challenges when attempting to expand 
into Africa
When expanding into Africa, an investing 
company’s starting point must be to evaluate 
the company’s existing talent management 
strategy and conduct detailed research into 
the labour market (i.e. local talent) of the 
intended country of investment (i.e. foreign 
country). Decisions need to be made as to 
which aspects of the company’s strategy 
can be standardised and executed at scale 
in an African context. These must then be 
attuned to local needs before co-ordinating 
implementation. This appears easier than 
it might be. Investing in Africa has special 
challenges relating to talent management 
that need to be addressed. 

1. Insufficient and incorrect planning
An effective talent management plan must 
be specific to the conditions in the country 
and should be properly researched and 
customised. Exporting domestic talent plans 
to developing markets will fail. Even if that 
plan is highly successful in the company’s 
home country, it will probably need extensive 
customisation to succeed. For the plan to 
succeed it needs to be in place and clearly 
communicated from the first day a company 
enters an African (i.e. foreign) country.

The plan should be comprehensive and 
cover all aspects of talent planning, ranging 
from talent acquisition, retention, training 
to succession and retirement planning. The 
plan should not only consist of a short-term 
talent plan, it should also address medium- 
and long-term, and also needs to include 
an existing strategy (discussed below). 
These plans must consider both employees 
seconded from the company’s home 
countries, as well as employees employed 
from the foreign country.

2. Balancing the needs of local compared 
to imported talent
When investing in Africa there are two 
groups of talent that need to be managed:
•  Imported talent: Existing company 

employees being seconded from their 

home countries to a foreign country; and
•  Local talent: Employees recruited from 

the foreign country.

Each group has distinctly different needs and 
expectations, and is able to contribute to the 
success of the organisation in different ways.

Local talent
When entering any new market it’s critical 
to establish a core of local talent (or of 
outsiders with a long history in developing 
markets) that can guide a company in 
understanding the region. This also applies 
when entering an African market. A company 
needs to make an investment in local talent 
from day one. The company must show local 
talent that their skills and knowledge are 
required and valued. Local talent must be 
shown that the company is willing to invest 
in them and their future. 

Depending on the size and needs of 
the organisation, different entry points 
to develop emerging talent must be 
identified. These entry points can differ from 
interventions in education at a school level, 
university level to experienced hire. If, for 
example, workers are required, companies 
must be prepared to invest in the local 
schooling system.  Head hunting experience 
hire from the local market can be costly, 
but in the long-term could have significant 
pay-offs.

Imported talent
Investing in local talent will take time and 
a company must be patient in waiting 
for the investment to be realised. But in 
realising that it will take time and resources, 
temporary talent can be obtained from 
an organisation’s home country. Before 
seconding employees across countries, a 
clear process must be in place to take the 
employees personal situation into account, 
including the employees family situation. 
Employees must be given sufficient 
background information about the country 
to which the employee is being seconded. 
Provision should be made to facilitate the 
relocation logistics, including taking the 
taxation and other regulatory implications 
into account. 

A Talent Management Plan
overcoming the skills gap

Riaan Rudman CA(SA), MBusSc, MAcc, is senior lecturer at the University of Stellenbosch.
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It is important to realise that an employee 
being seconded and relocated requires 
a significant amount of support and this 
support should not only be extended to 
the first three months of the assignment 
and should include more than just financial 
support. An employee’s personal and his/her 
family’s well-being need to be looked after 
as well. 

Once relocated an employee should 
receive the same benefits he/she would 
receive in his/her home country, after 
taking into account the local conditions. 
This inter alia includes training, promotion 
opportunities, as well as remuneration. 
His/her remuneration package therefore 
needs to be amended. There are many that 
advocate that talent should be rewarded 
based on their personal situation, however, 
a company must first do research on 
local remuneration conditions as they 
do not want a disparity between the 
manner in which local and imported 
talent are treated. However, many South 
African companies do not consider 
African secondments as ‘international 

secondment’ and therefore employees 
are not remunerated as such. This could 
impact on seconded talents’ morale.

It should be borne in mind that secondment 
or relocation of imported talent should not be 
seen as a permanent solution. A succession 
plan and exist strategy need to be in place 
to train local talent to take over responsibility 
from imported talent. This exit strategy must 
include a plan to manage the return process 
and reintegration of imported talent back into 
the organisation in his/her home country.

For both local and imported talent, a process 
needs to be in place to manage expectations 
about the company, culture, et cetera.

3. Managing diversity
People in different cultures want and expect 
different things from their work. It’s not 
easy to embrace and leverage diversity; 
companies struggle with this in the 
developed countries and very few companies 
demonstrate much diversity at the top. In 
developing countries companies have no 
choice but to embrace diversity. Human 

resource professional need to investigate 
and understand the cultural needs of the 
company’s employees, both imported and 
local talent. A cultural awareness programme 
needs to be implemented. Locals need to 
be made aware of foreign customs and visa 
versa. This programme should begin with 
changing employee perception about Africa 
and local talent’s perception of the company 
and its country of origin.

It should also be kept in mind that an 
overreliance on English as the ‘official 
language’ of business may prove an 
impediment to spotting talent and 
overcoming diversity. Some of the most 
promising local talent might not speak 
English fluently, but rather French or 
German, for example. 

Conclusion
Succeeding in Africa, requires planning, 
balancing the needs of local compared 
to imported talent and understanding 
the diverse needs and expectations that 
impact on the manner in which business is 
conducted in a foreign country. asa
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Economic and Political Stability
a policy making decision

Sahar Mohy-Ud-Din, Hons (Political Science), is a student at the University of Cape Town.

Africa has presented international investors 
with unprecedented opportunities for 

business with its relatively large and previously 
untapped markets. However, as Goldman Sachs 
(2006) illustrates, investment has not come as 
easily expected, with Sub Saharan Africa only 
bringing in thirteen billion dollars in 2004. The 
basic requirements for foreign investment such 
as infrastructure, economic and political stability 
and rule of law have shown to be still relevant 
and crucial for seducing foreign investors. 

Other secondary factors such as human capital 
are vital to make use of the possible spillover 
benefits that may occur from international 
investments. Some of these important factors 
have been absent in many countries, resulting 
with nations embarking on reform agendas to 
correct some of these drawbacks. No doubt 
that the absence of these basic economic 
fundamentals coupled with political instability 
and increased perceived risk of investment has 
left Africa lagging far behind other developing 
economies.

The aim of this article is to provide an outline 
for a potential growth strategy for Africa while 
highlighting briefly the importance of factors of 
growth and policy-making wisdom. 

An African growth strategy cannot be utopian 
in its aims and objectives. Differences between 
each country, and deficiencies within countries, 
need be assessed and incorporated in the 
growth strategy. There is no one size fits all 
“African Growth Strategy”, as countries differ 
with respect to factors of production and 
they possess different fields of comparative 
advantage. 

For a successful strategy with growth as the 
objective, the following have to be taken into 
consideration:

•  Elimination of initial levels of income 
inequality. According to a study conducted 
by Ravallion (2001), high initial levels of 
inequality can stifle prospects of pro-poor 
growth. The importance of alleviating initial 
levels of inequality are fundamental, as high 
initial inequality will have a smaller effect on 
the alleviation of poverty than if inequality 
were low.

•  All laws that have a direct and indirect 
effect on investment should be 
taken into consideration and made 
investor friendly. For example, Africa 
cannot compete with Asia on low 
labour costs, thus policies should be 

implemented that compensate foreign 
investors for high labour costs through 
fiscal or financial incentive schemes.

•  Countries need to exploit their 
comparative advantage instead 
of playing copy cat with their 
neighbours. For example, the 
appreciation of the rand and 
subsequent depreciation of the pula 
does not necessarily mean that it is 
beneficial for Botswana. A country 
such as Botswana, which is land 
locked and imports almost everything 
from South Africa, does not have the 
same comparative advantage that 
South Africa enjoys, nor the strategic 
location. 

There is no one 
size fits all “African 
Growth Strategy”, 
as countries differ 
with respect 
to factors of  
production and 
they possess 
different fields 
of  comparative 
advantage. 
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   The depreciation of the pula increases 
domestic costs of food, business 
inputs and capital. As for stimulating 
competition via depreciation of the 
rand does not necessarily mean that 
it is beneficial for all of Botswana, as 
Botswana’s manufacturing industry is 
already struggling with labour shortages 
in addition to cheap imports, which 
hover as a dark cloud over the future 
and survival of both existing and start 
up local firms competing for the small 
domestic market.

•  Donors and policy makers need 
to shift away from the blunders of 
the Washington Consensus and 
need to focus on the development 
of infrastructure such as roads, 
communication, health care and 
education. Without a healthy and 
educated workforce sustained growth 
will be difficult if not impossible, as the 
population may not live long enough 
to make use of their skills or absorb 
spillover effects of FDI. 

  It is then unfeasible to spend money 
on the education of a child for fifteen 
years who later dies of HIV and hence 
is unable to make use of his or her 
skills. This not to say that an HIV person 
should not be educated. What is meant 
is that medication and health facilities 
need to be in place to ensure that 
the workforce and human investment 
through education should be nurtured. 

While the World Bank report on Doing 
Business 2011 does state that twenty 
seven countries have implemented 
regulatory reforms to enhance the business 
environment, one must take caution in 
assessing the commitment of political 
leaders and levels of bribery and corruption 
that plague Africa, which has the potential 
to undermine these regulatory reforms.

Diversification and innovation need to be 
one of the objectives of any strategy that 
competes in the global marketplace, as 
there is competition for the same markets 
on a grand scale. asa
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Business leaders see a far more challenging 
environment in the immediate future, with 

85% stating that their market will become 
more competitive over the next two years. 
This is according to Competing for Growth, an 
Ernst & Young study of 1400 senior executives 
around the world, and is of particular relevance 
to emerging markets in Africa.

Today, most organisations have secured their 
short-term survival, and are now focusing on 
returning to profitable and sustainable revenue 
growth in a new competitive environment. 
The increased competitive pressure extends 
across the value chain for labour, input 
materials and capital.

For the past two years the strategy of most 
companies of developed economies has 
been internal: looking at internal controls, 
cash flow and efficiencies. That strategy is 
not sustainable if growth is what is required. 
We have seen a shift in contribution to global 
growth between developed and emerging 
economies. Developed economies expect 
zero growth and government focus is about 
reducing budget spend. This divergence is 
accelerating and many organisations make the 
mistake of clustering all emerging markets, 
treating them as a homogeneous entity, 
which doesn’t allow space for the massive 
variations between developed and developing 
economies.

The report indicates that, of the 1400 
respondents surveyed, 51% identified new 
players in developed markets as the biggest 
competitive element, with 48% indicating 
that existing players from developed markets 
were the biggest threat. A shrinking market 
and reduction in demand for products and 
services also featured highly as key elements 
concerning businesses. 

Traditional strategic thinking has argued that 
competitive success is based on choice and 
focus. However, the research indicates that 
61% of all respondents believe brand and 
reputation are going to be the most critical 

factors for a business to remain competitive. 
Becoming more organisationally agile to 
respond faster to market change was also 
determined to be a critical factor. 

With growth and remaining competitive 
in the market being top of mind for many 
businesses, and with plentiful resources, 
sustained improvements in infrastructure and 
a desire to be part of the global economy, 
it is no surprise that Africa is seen by many 
overseas investors as the land of opportunity. 
The enormous potential of the African market 
is further enhanced when you consider the 
natural entrepreneurial spirit that exists within 
African people and business leaders. As 
we have seen within the BRIC economies, 
building a stable business environment 
where entrepreneurs can thrive will be a key 
ingredient of sustained economic success.

We have entered a new era in Africa, joining 
China and India in crossing the billion person 
mark, and our business and government 
leaders have more reason than ever to be 
optimistic about future growth. 

However, in order for Africa to benefit truly 
from globalisation and restore the share of 
global trade to what it was in the early 1980s 
(4.6%), it has to first have genuinely functional 
regional blocs.

Achieving this goal will help Africa make its 
economic prosperity more equitable and be 
able to influence better its trade relations 
with the rest of the world or its major trade 

partners, the US and China. For example, 
China-Africa trade increased from $3.5 billion 
in 1990 to more than $100 billion in 2008. 
However, opinions about whether or not this 
relation is fair to both sides are divergent. The 
solution is to align policy, strategy and actions, 
and this starts with successful regional 
integration. 

Unlike China, Africa’s billion people belong 
to sovereign states with their own socio-
economic imperatives, a political systems and 
regulatory frameworks. This makes the region 
complex to investors as they have to navigate 
different regimes to reach a market that is 
a tiny fraction of China, India or their home 
countries.

Future plans of the regional blocs include 
the harmonisation of fiscal and monetary 
policies, a common currency and the eventual 
aggregation of all the blocs into the African 
Free Trade Zone. The difficulties of making 
Africa’s regional blocs effective are a small 
price to pay for the benefits of regional and 
continental integration to the global economy 
and Africa as an emerging market.

As with any region, though, wide variations 
exist and generalisations about the whole 
can be misleading. However, despite the 
underlying challenges of access to education, 
investment in healthcare and affordable 
capital, there is no doubt that this will be an 
exciting time for the region. Today, the world 
has recognised that Africa is most definitely 
open for business. asa

Functional 
Regional Blocs
a winning formula

Ajen Sita CA(SA) is CEO at
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IAS 28: Investments in Associates (IAS 28) 
outlines the process of equity accounting 

for associates. It defines the term ‘significant 
influence’ as the power to participate in 
an entity’s operating and financial policies 
and gives guidance on identifying investor-
associate relationships. IAS 28 stresses that 
‘significant influence’ does not confer control 
over an investee. 

The Standard notes that equity accounting 
commences from the point when the investor 
obtains significant influence and ceases when 
this influence is lost. At the date the influence 
is lost, the fair value of the investment 
retained, together with the proceeds from 
disposal for that part of the interest sold, 
is compared to  the carrying value of the 
associate at the date of sale, and the profit or 
loss is recognised in the income statement 
(IAS 28, para 18).

The investment retained is thereafter 
accounted for in accordance with IAS 39: 
Financial Instruments: Recognition and 
Measurement (IAS 39), IAS 27: Consolidated 
and Separate Financial Statements (IAS 27) or 
IAS 31: Interests in Joint Ventures (IAS 31) as 
appropriate (IAS 28 para 19).   

However, no guidance is given as to how to 
account for changes in the percentage interest 
that do not result in a loss of significant 
influence. Further, IAS 28 is silent on how 
to account for a non-controlling or non-
participatory investment that subsequently 
becomes an associate. The remainder of this 
article will deal with the latter shortcoming of 
IAS 28. 

2: Two Methods of Accounting
2.1: The Fair Value Model
The first possible accounting method relies on 
IAS 28 para 20, which provides that:
 ‘[many] of the procedures appropriate for the 
application of the equity method are similar 
to the consolidation procedures described in 
IAS 27. Furthermore, the concepts underlying 
the procedures used in accounting for the 
acquisition of a subsidiary are also adopted 

in accounting for the acquisition of an 
investment in an associate’ (emphasis 
added).

By inference, an entity should therefore 
account for the acquisition of an additional 
interest that results in the obtaining of 
significant influence using the guidance 
provided in IFRS 3: Business Combinations 
(IFRS 3). Where an investment becomes a 
subsidiary, the original investment should be 
restated to fair value through profit and loss. 
Any amounts recognised previously in other 
comprehensive income are recycled through 
profit and loss. The reason for this is the fact 
that the change in the nature of the investment 
from one where no control existed to one 
where control is achieved is treated as a 
significant change in economic circumstances.  

In essence, the transaction is accounted for 
as if the entity had disposed of the investment 
and acquired control of the assets and 
liabilities of the subsidiary (IFRS 3 para 42 & 
BC384).

The same logic would hold in the case 
where, rather than gaining control, significant 
influence is obtained. The substance of this 
transaction is similar to that discussed above: 
the investor has changed the nature of the 
investment from one accounted for at fair 
value only under IAS 39, to one where its 
proportionate share of the post acquisition 
changes in net assets of the associate are 
incorporated into its financials. 

A similar conclusion is reached if one applies 
the guidance given in IAS 8: Accounting 
Policies, Changes in Accounting Estimates and 
Errors (IAS 8).  This provides that, where an 
IFRS does not deal with a specific transaction, 
management is required to apply its judgment 
in developing an appropriate accounting 
policy: ‘In making this judgment, management 
shall refer to…the applicability of…..the 
requirements in IFRSs dealing with similar 
and related issues’ (IAS 8 para 10&11). Further 
support for this approach is provided by IAS 
27, where the IASB concluded that a loss of 

control, significant influence or joint control 
were economically similar events and should, 
thus, be accounted for in a similar manner (IAS 
27 BC64). The same should hold in a situation 
where a non-controlling or non-participatory 
investment is transformed into a subsidiary or 
associate, respectively, due to additional share 
purchases (or otherwise). 

For the sake of brevity, this is approach is 
referred to as the ‘fair value model’ and is 
demonstrated by the following example:

Scenario 1: The Fair Value Method
Assumed facts: On 2 January 2010, ABC 
Ltd (ABC) acquired a 10% interest in TC Ltd 
(TC) for ZAR2000. At the end of 2010, ABC 
acquired a further 30% interest in TC, giving 
it significant influence over TC. The price 
paid for this second tranche of shares was 
ZAR9 000.The net assets of TC, fairly valued, 
at the end of the current year was ZAR25 
000. The fair value of the initial investment 
was ZAR3 000, which was the same as the 
proportionate interest in the net assets of TC. 
At that time, ABC correctly classified the 10% 
initial investment in TC as an available for sale 
instrument under IAS 39.

Under IAS 28 para 23, goodwill is not 
recognised separately, but is subsumed 
into the amount initially recognised for the 
investment in the associate. Consequently, IAS 
28 provides neither a definition of goodwill, 
nor any guidance on how goodwill should 
be calculated. The carrying value of the 
investment in associate is subjected to an 
impairment test (IAS 28 para 31) 

2.2: The Cost Model
An alternative approach to the fair value model 
is simply to account for each transaction at 
cost. This approach can arguably be derived 
from the definition of ‘equity method’ of 
accounting whereby: 
 ‘…the investment is initially recognised at 
cost and adjusted thereafter for the post-
acquisition change in the investor’s share 
of net assets of the investee…’ (emphasis 
added) (IAS 28 para 2).

Accounting for Step Acquisitions Involving 
Associates 
the accounting policy choice dilemma - part 1

Milton Segal CA(SA) and Warren Maroun CA(SA), are both senior lecturers in the school of accountancy at the
University of the Witwatersrand.
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Under this approach, it could be argued that 
IAS 28 does not explicitly refer to IFRS 3 for 
the purpose of accounting for an investment 
that fell within the scope of IAS 39 and that is 
converted to an associate due to an additional 
share purchase.  

The view that the conversion of an IAS 39 
investment to an associate is similar to 
a conversion of such an investment to a 
subsidiary may also be flawed.  It can be 

argued that the effect of the accounting in 
terms of IAS 28, is similar to the available 
for sale and fair value models in IAS 39. In 
essence the investments are recognised 
as a single asset. Initially, this is either at 
cost or fair value under IAS 28 and IAS 39 
respectively. Thereafter, IAS 39 requires 
fair value movements to be accounted for.  
Although IAS 28 requires accounting for 
attributable changes in net asset value, this 
will include some of the variables affecting 

fair value. Under IFRS 3, however, an entity 
does not account for a single investment in 
the acquiree. Rather, it recognises separately 
all of the identifiable assets and liabilities, 
goodwill, and a non-controlling interest. 
Thereafter, subsequent accounting for 
these assets and liabilities is driven by the 
respective standards. asa

Please visit www.accountancysa.org.za to 
read part two of this article.
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Folio Details Debit Credit

A1 Available for Sale Investment 3 000

Bank 2 000

Other Comprehensive Income/Share Revaluation Reserve 1 000

The initial acquisition is recorded at fair value under IAS 39 (IAS 39 para 11 & 43). This standard requires available for sale 
instruments to be remeasured to fair value via other comprehensive income (IAS 39 para 46)

A2 Other Comprehensive Income/Share Revaluation Reserve 1 000

Fair value gain 1 000

Recycling of other comprehensive income via profit and loss is triggered by the change in the nature of the investment as 
discussed above (IFRS 3 para 42)

A3 Investment in Associate 12 000

Bank 9 000

Available for Sale Investment 3 000

The investment is recorded initially at the cost of the second tranche of shares plus the fair value of the previously held 
interest. The transaction is accounted for as the purchase of a significant influence in TC and derecognition of the original 
IAS 39 instrument.

Using the fair value model to account for this acquisition in stages, the following journals are processed:

Details ZAR
Fair value of consideration paid 9 000

Fair value of previously held interest 3 000

Total (A) 12 000

Attributable Net Asset Value (25 000 x 40%) (B) 10 000

Goodwill (A-B) 2 000

If the same approach, as applied in IFRS 3, is used to identify goodwill, this is calculated as follows for the purpose of comparing this 
approach with the cost model discussed below: 

30 MIN  
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The introduction of share buy-backs as from 
1 July 1999 has created a new accounting 

phenomenon: the number of company shares 
in issue is not always equal to the number of 
group shares in issue.  When reporting on share 
capital, shares purchased via other entities in 
the group (e.g. subsidiaries and associates), also 
known as treasury shares, need to be deducted 
from the number of company shares in issue to 
obtain the number of group shares in issue (i.e. 
the consolidation principle). 

In the April 2009 issue of ASA (Hamman & 
Wesson, 2009), it was stated that the majority 
(75%) of JSE-listed companies that published 
market capitalisation in their annual reports, 
overstated their market capitalisation because 
they based their calculation on the number of 
company shares in issue.  

The number of shares in issue is used in many 
calculations when reporting on an entity’s 
performance (e.g. earnings per share (EPS), 
headline EPS, net asset value per share, market 
capitalisation, etc.). An accounting standard 
and guideline deal with the reporting of EPS 
and headline EPS respectively, but there is no 
specific guidance on the calculation of the other 
performance-based ratios. The inconsistent use 
of number of company and group shares when 
calculating market capitalisation may be due to 
reporting standards not requiring a distinction to 
be made between the number of company and 
group shares in issue.

This article deals with whether reporting 
standards (i.e. IFRS) are clear on the disclosure 
of the number of company and group shares in 
issue.  An analysis of the reporting standards, 
as well as examples of the practical application 
thereof by reporting entities, will be made. 

IAS 1: Share capital 
Paragraph 79 (a) of IAS 1 Presentation of 
financial statements (SAICA, 2009a) requires 
an entity to disclose (either in the statement of 
financial position or the statement of changes 
in equity, or in the notes) for each class of share 
capital:
•  a reconciliation of the number of shares 

outstanding at the beginning and at the end 
of the period (par 79 (a), subsection (iv)); and 

•  shares in the entity held by the entity or 

by its subsidiaries or associates (par 79 (a), 
subsection (vi)).

IAS 32: Treasury shares
Paragraph 33 of IAS 32 Financial instruments: 
Presentation (SAICA, 2009b) states that, if an 
entity reacquires its own equity instruments, 
those instruments (treasury shares) shall be 
deducted from equity. In paragraph 34 of IAS 32 
the disclosure of treasury shares is referred to 
the requirements of IAS 1 par 79(vi) by stating 
that the amount of treasury shares held shall be 
disclosed separately, either in the statement of 
financial position or in the notes.  

The definition of treasury shares needs 
interpretation in the South African context. 
First, shares repurchased by share incentive 
schemes are analogous to shares repurchased 
by subsidiaries from an accounting perspective 
(SAICA, 2004; SAICA, 2009c). Second, South 
African legislation on share repurchases 
differs from international legislation. Reporting 
standards (i.e. IFRS) are issued by the 
International Accounting Standards Board 
(IASB), situated in the United Kingdom (UK). 
In South Africa the shares repurchased by the 
entity are cancelled from issued share capital 
and restored to authorised share capital [Section 
85(8) of the Companies Act (RSA, 1999)]. In 
the UK, shares repurchased by the entity need 
not be cancelled from issued share capital and 
represent treasury shares of the company, 
subject to the resale thereof by the company 
(Cassim, 2003: 145). Country share repurchases 
by subsidiaries and share trusts are not allowed 
(Bhana, 2006: 241). Treasury shares in the UK, 
therefore, only include shares acquired by the 
holding company, whereas treasury shares in 
South Africa only include share repurchases via 
other entities in the group (e.g. subsidiaries and 
share trusts). 

Inconsistencies in reporting standards 
The following questions arise when examining 
the requirements of IAS 1 and IAS 32, as 
described above:
1.  Does IAS 1 par 79 (a)(iv) require a 

reconciliation of the number of shares in issue 
in respect of:    
a). group shares   
b).company shares, or   
c).both of these types of shares ((a) and (b))?

2.  In respect of the number of treasury shares 
held:    
a). does the reconciliation of the number of 
shares in issue (as required by IAS 1 par 79 (a)
(iv)) require the disclosure of the movement in 
the number of treasury shares per annum, and 
b).is a distinction needed between shares held 
by subsidiaries and share incentive trusts?   

3.  Does IAS 1 par 79 (a)(vi) require the number 
of treasury shares to be disclosed (as it states 
that the treasury shares held need to be 
disclosed) or does IAS 32 par 34 resolve the 
meaning thereof by requiring the amount of 
treasury shares to be disclosed?

IAS 1 and IAS 32 do not provide further guidance 
in respect of the questions above. The authors 
therefore attempt to resolve these questions by 
following a process of logical reasoning.

In respect of the first question, it can be argued 
that the number of group and company shares 
(option (c)) should be the intention of the 
reporting standard, because the number of group 
shares (option (a)) should be disclosed in the 
group statements and the number of company 
shares (option (b)) should be disclosed in the 
separate statements of the company, which 
accompany the reported group results, when 
applicable. A company reporting on a group 
basis therefore needs to comply with option (c), 
whereas a company that does not prepare group 
statements needs to comply with option (b).

In respect of the second question, part (a), 
it can be argued that the annual movement 
in the number of treasury shares should be 
disclosed. The intention of IAS 1 par 79 (a)(iv) is 
a reconciliation of the number of group shares 
(as concluded in question 1) and therefore a 
reconciliation of the number of treasury shares is 
also needed. 

The second question, part (b), is not addressed 
in IAS 1 or IAS 32. Subsidiaries and share trusts 
are different types of entities to which different 
legal requirements apply (e.g. subsidiaries may 
hold up to a maximum of 10%, in total, of the 
issued shares of the holding company [Section 
89 of the Companies Act (RSA, 1999)], whereas 
the maximum number of shares to be held by 
share trusts is determined at the discretion of the 
shareholders).  A distinction between shares held 

Disclosure of  Share Capital
are reporting standards clear?

Willie Hamman CA(SA), BCom, DBA, is an Emeritus Professor, and Nicolene Wesson CA(SA), MCom, is a full time post graduate 
student, at the University of Stellenbosch.
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by subsidiaries and share trusts would therefore 
be of value in the South African reporting 
environment.

In respect of the third question, the logical 
explanation is that IAS 32 par 34 resolves the 
meaning of IAS 1 par 79 (a)(vi) (i.e. to disclose 
the amount of treasury shares), because the 
disclosure of the number of treasury shares 
held is already required in IAS 1 par 79 (a)(iv) (as 
concluded in question 2, part (a)). 

Practical application
The annual reports of fifteen JSE-listed 
companies were scrutinised to assess whether 
the disclosure requirements in the reporting 
standards on the number of shares in issue are 
stated clearly. All companies selected had made 
share repurchases via the holding company, 
subsidiaries or share trusts. Table 1 summarises 
the findings (based on the three questions 

stated above) and Table 2 explains the 
symbols used in Table 1.

Table 1 shows that:
•  three companies did not disclose a 

reconciliation of the number of shares; 
•  eight companies did not disclose a 

reconciliation of the number of group 
shares; 

•  eight companies did not disclose a 
reconciliation of the number of treasury 
shares held; 

•  all companies disclosed a distinction 
between treasury shares held by 
subsidiaries and share trusts (if 
applicable); and 

•  four companies did not disclose the 
amount of treasury shares held. 

Many disclosure methods were applied by 
the reporting entities, as described in Table 2 
on the next page. 

Conclusion
Disclosure requirements on the number of shares 
in issue are included in IAS 1 par 79(a) and IAS 
32 par 34. There were identified inconsistencies 
in these disclosure requirements that may affect 
the interpretation thereof by reporting entities. 
An assessment of the annual reports of 
fifteen JSE-listed companies confirmed that 
these disclosure requirements are interpreted 
differently by reporting entities. 

The fact was highlighted that the meaning of 
the term “treasury shares” needs to be defined 
in the South African context. The number of 
treasury shares is especially important, because 
the number of group shares (i.e. the number of 
company shares less the number of treasury 
shares) is used in the calculation of an entity’s 
performance (e.g. EPS, headline EPS, net asset 
value per share, market capitalisation, etc.). 
Recent research (Hamman & Wesson, 2009; 
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Company** Question 1a
Is the movement in  
number of shares in issue 
reconciled per annum?

Question 1b
Is there a separate 
reconciliation for number of 
group shares?

Question 2a
Is the movement in 
number of treasury shares 
reconciled per annum?

Question 2b
Is a distinction made 
between treasury shares 
held by subsidiaries and 
share trusts?

Question 3
Is the amount of treasury 
shares held disclosed?

AECI Yes Yes A* No H* n/a Yes S*

Afrimat Yes No D* No I* Yes Yes P*

Barloworld Yes Yes E No H* n/a No 

Digicore No No No M* n/a N* Yes S*

ELB Yes Yes Yes Yes Yes P*

Foschini Yes Yes A* Yes Yes Yes P*

Grinrod No No F* No J* n/a No 

Remgro Yes No B* No K* n/a Yes Q*

Sable No No G* No L* n/a Yes T*

Sanlam Yes Yes No H* n/a Yes Q*

Sasol Yes No C* Yes n/a No 

Seardel Yes No D* Yes Yes Yes R*

Shoprite Yes Yes Yes Yes O* Yes P*

Supergroup Yes No D* Yes Yes No U*

Woolworths Yes Yes Yes n/a Yes Q*, V*

Table 1: Assessment of reporting standards on disclosure of number of shares in issue by 15 reporting entities

* See Table 2 for explanation of symbols used.
** Hard copies of 2009 annual reports were assessed, except in the case of Afrimat, Foschini and Remgro, where the 2010 annual reports 
were assessed.
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Bester, Hamman, Brummer, Wesson 
& Steyn-Bruwer, 2008) has shown that 
market capitalisation calculations by most 
JSE-listed companies is based on the 
number of company shares in issue. 

A South African interpretation of 
Statements of Generally Accepted 

Accounting Practice (i.e. the AC 
500-series) is needed on the disclosure 
of the number of shares in issue. A 
distinction between “company shares”, 
“treasury shares” and “group shares” 
needs to made. Currently, the term 
“shares in issue” is used, without 
indicating whether treasury shares have 

been deducted in the calculation thereof.  
Clarification is also needed of the meaning 
of IAS 1 par 79(a)(vi). Current reporting 
requirements in IFRSs on the number 
of shares in issue lead to inconsistent 
disclosure and therefore do not meet the 
informational needs of the users of South 
African annual reports. asa

Symbol used Explanation of symbol

A Both the number of company shares and group shares are specifically named as such in the share capital reconciliation.

B Only the number of company shares is reconciled. The year-end balance of treasury shares is disclosed in narrative format. The number of group 
shares is not disclosed separately.

C Only the number of company shares is reconciled.  A separate note on the share repurchase programme (representing treasury shares) is disclosed. 
The number of group shares is not disclosed separately.

D Only the number of company shares is reconciled.  A separate note on the number of treasury shares is disclosed. The number of group shares is 
not disclosed separately.

E The number of group shares disclosed in the reconciliation differs from the number of group shares disclosed as issued shares.

F The movement in the number of shares for the year is only disclosed in narrative format. No indication is given whether the number of shares 
disclosed as issued shares represents company or group shares.  

G Only the amount of share capital (and not the number of shares) is reconciled.

H A cumulative number of treasury shares is deducted in the share capital reconciliation. No annual movement in the number of treasury shares is 
disclosed separately.

I A separate treasury share note discloses the number of treasury shares at year-end. The annual movement in the number of treasury shares is 
explained in narrative format.

J The annual movement in number of treasury shares is explained only in narrative format. No closing balance of number of treasury shares is 
disclosed.

K The number of treasury shares at year-end is explained only in narrative format. No annual movement in the number of treasury shares is disclosed.

L A reference to treasury shares is found in the EPS note, where a reference to the related parties note is included. In the related parties note the 
number and date of treasury share repurchases are included.

M No disclosure of number of treasury shares.

N Disclosure is not clear enough to enable a distinction to be made between repurchasing entities.

O The annual movement in the number of treasury shares is split between repurchasing entities, but the closing balance of the number of treasury 
shares is not split between repurchasing entities.

P Disclosed in the statement of financial position, a separate column in the statement of changes in equity, as well as in a separate treasury shares note.

Q Disclosed in the statement of financial position and in a separate column in the statement of changes in equity.

R Disclosed in the statement of financial position and in a separate treasury shares note.

S Disclosed in the share capital note.

T Disclosed in the related parties note.

U The only disclosure that can be linked to the amount of treasury shares is the item “share buy-back reserve”, which is deducted from equity, but has 
no separate disclosure note.

V Although a note reference on treasury shares is included in the statement of financial position, the composition of the amount cannot be ascertained 
from the note on share capital.
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Table 2: Explanation of disclosure methods (as indicated in Table 1)
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In July 2010, Ernst & Young announced 
the results of their thirteenth annual 

Excellence in Corporate Reporting Survey. 
The purpose of this survey is to encourage 
excellence in the quality of financial 
reporting by South Africa’s top companies 
and state-owned entities.

The survey covers the annual reports of 
South Africa’s top 100 companies and top 10 
state-owned entities.

How the companies were chosen
The top 100 listed companies were selected 
on the basis of their market capitalisation 
on the JSE Ltd at 31 December 2009. Their 
annual reports in respect of years ending 
during 2009 were obtained and reviewed.

The market capitalisation of the 100 
companies in this survey ranged from 
approximately R528 billion at the top end 
(BHP Billiton PLC) to R5.1 billion (JSE Ltd) 
at the lower end. Furthermore, these 100 
companies account for approximately 90% 
of the total market capitalisation of the JSE.

All companies were regarded as being 
eligible other than pure holding companies, 
such as Pick n Pay Holdings. The final top 
100 included a number of companies with 
a dual listing. In the case of Investec Ltd 
and Investec plc, as well as Mondi Ltd 
and Mondi plc, which operate through a 
dual listing structure, the combined group 
was included and, consequently, only the 
combined annual report was reviewed.

The top 10 state-owned entities, regarded 
as major public entities in terms of the 
Public Finance and Management Act, 
were selected on the basis of total asset 
values as disclosed in their latest financial 
statements. 

How the annual reports were marked
The adjudication is carried out by lecturers 
from the Department of Accounting at the 
University of Cape Town using a mark plan 
that is agreed with Ernst & Young. 
Each of the annual reports is marked by each 
of the three adjudicators separately using 
the pre-agreed mark plan. 

The adjudication process results in each of the 
companies being ranked as either excellent, 
Good, Adequate or Perfunctory (which implies 
compliance of reporting requirements with 
limited additional information). 

The marking process is not simply about 
‘ticking the box’. In adjudicating the corporate 
reports of the companies surveyed it is 
assumed that the companies are compliant 
with statutory requirements and the 
adjudicators reward disclosures that they 
believe are useful to understand the vision and 
strategy of the business, performance against 
targets and the factors that are the most likely 
to influence performance in the future. 
Emphasis is placed on the quality of 
information presented - the relevance, 
understandability and accessibility of that 
information; whether users of the annual 
reports would have a reasonable sense of the 
issues that are core to the operations of each 
of the companies and whether companies 
have dealt with the issues that users would 
have expected. This implies that more credit 
is given for crisply presented information that 
highlights relevant facts compared to the 
same information needing to be extracted 
from less relevant information. 

As a consequence of changes to the mark 
plan on an annual basis and the subjectivity 
involved in its use, the mark plan is not made 
public. 
The mark plan comprised the following 
categories:
•  Presentation (approximate weighting 8%)
•  Performance review (approximate 

weighting 28%)
•  Financial disclosure (approximate 

weighting 18%)
•  Governance and sustainability issues 

(approximate weighting 28%)
•  Forward-looking information (approximate 

weighting 18%)

The adjudicators acknowledge that others 
could produce a different mark plan that would 
doubtlessly yield different results. They do, 
however, believe that this process clearly 
differentiates between those companies that 
exhibit a high level of corporate reporting and 
those that do not. 

What the adjudicators found
The overwhelming impression of each of 
the three adjudicators is that accessibility 
of key information is becoming increasingly 
difficult. More and more disclosures are 

The Annual Report
a quality issue

Garth Coppin CA(SA) is National Director of Accounting: Professional Group at Ernst & Young.
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required in terms of IFRS, and companies 
are including an increasing amount of non-
statutory information. In some cases, it could 
be argued that the disclosure requirements 
of the IFRS have become excessive – or, 
alternately, the companies and their auditors 
are placing too strict an interpretation on the 
requirements. Our overriding message to 
preparers is that more is not necessarily better 
– emphasis needs to be placed on identifying 
what is really relevant and highlighting that 
information. While companies need to be 
compliant, this could be achieved in a way that 
provides the information in a more focused 
and crisp manner. In doing the adjudication 
an increasing amount of attention was paid to 
the accessibility of the information, particularly 
in relation to the information considered to 
be key in relation to the factors and risks 
that are the most relevant to the economic 
sustainability of the business.  

Given the recent challenging economic 
environment, sustainability issues and 
particularly economic sustainability issues, 
is an area where the adjudicators believe 
preparers should have placed more focus in 
their 2009 annual reports. One of the factors 
that differentiate the reports rated as excellent 
was that they generally provided superior 
disclosure in relation to the factors that 
influence their profit at different points in the 
economic cycle, with a clear distinction made 
between those costs that vary with the level 
of production, and those that are fixed.  

Corporate reports prepared in 2009 tackled 
the challenges of dealing with the financial 
crisis with varying degrees of success. Those 
companies that dealt with it well were those 
that disaggregated their financial performance 
into different components of the year and also 
provided comparative figures for more than 
one financial year.  

An issue that has been addressed in their 
feedback almost every year is the issue 
of the disclosure in relation to directors’ 
remuneration. This is an issue that gets 
considerable media attention and is obviously 
of much sensitivity to the directors, and is an 
area where there is significant potential to 
improve the quality of the disclosure. Many 

companies provide a great deal of information, 
with pages outlining each type of incentive 
scheme on an individual director basis, but 
it is generally very difficult to get a clear 
understanding of the overall remuneration 
of its individual director and the maximum 
potential amount payable. In particular, 
it is rare to see useful disclosure of the 
IFRS 2 charge linked to individual directors’ 
remuneration. The quality of disclosure in 
respect of bonus awards to directors could be 
improved, and this should indicate the financial 
period for which the bonus was awarded. 
This is particularly relevant in 2009 as many 
companies were disclosing performance 
bonuses and reporting losses or decreased 
profits – presumably, the bonus related to 
performance in prior financial years. 

The adjudicators were pleased to see an 
increasing use of the web for the more 
detailed information, particularly in relation 

to sustainability information. On a number 
of occasions, they questioned whether the 
split between the information presented 
in the printed report and on the web was 
optimal. In most instances, there could have 
been more reference to what was available 
on the web in the printed report as there is a 
danger of relevant information being missed. 
They also struggled with the format of the 
information of the web in that most web 
pages are produced on an A4 portrait format 
which is difficult to read on a computer screen. 
As users are increasingly using the web to 
access information, they believe that increased 

emphasis should be placed on the suitability of 
the layout for the web.  

There is room for improvement in respect 
of the disclosure of accounting policies, as 
most companies have many pages of generic 
accounting policies in which they repeat the 
key requirements of the relevant accounting 
standard. A more focused approach, with 
an increased emphasis on those issues that 
are particularly relevant to the entity, and 
specifically in relation to any specific revenue 
recognition issues, would increase the 
usefulness. A particularly good approach is that 
adopted by Standard Bank, which introduced 
its detailed description of its accounting 
policies by listing the elections it had made in 
terms of IFRS, and providing a reference to the 
more detailed policy.  

King III, which requires integrated 
sustainability reporting, is going to necessitate 

a substantial change to the structure and 
focus of most corporate reports, even those 
that currently have significant sustainability 
information. The adjudicators are increasingly 
looking for disclosures indicating the extent 
to which management has considered the 
overall impact of governance, environmental 
and social factors together with the 
economic impact in making decisions but 
from an investor’s perspective. The amount 
of truly integrated reporting (as opposed 
to a combined report) is extremely limited, 
and they are hoping to see a significant 
improvement in that in years to come. asa

One of  the factors that differentiate the 
reports rated as excellent was that they 
generally provided superior disclosure 
in relation to the factors that influence 
their profit at different points in the 
economic cycle...
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Tracing and paying unclaimed benefits is 
one of the more administratively difficult 

tasks that trustees face. Unclaimed benefits 
have arisen historically, largely from members 
that have failed to claim their benefits, 
untraceable recipients of demutualisation 
benefits and, more recently, as a result of 
members that are due surplus benefits.

As a result of the surplus legislation in 2001, 
a number of entities have entered the market 
to assist trustees in tracing these members.  
With the introduction in 2005 of the revised 
format annual financial statements, provision 
was made to account for unclaimed benefits 
separately, based on the policy in place for 
these, as determined by the trustees and/or 
the fund’s rules.

Many fund rules allowed unclaimed benefits 
to be written back to the fund, usually after a 
period of three years.  This practice of writing 
benefits back to the fund was discouraged 
by the Financial Service Board (FSB) and, on 
16 March 2007, the FSB issued Pension Fund 

Circular 126 where, under paragraph 2, the 
FSB required funds to amend their rules to 
remove any provision that required unclaimed 
benefits to be written back to funds, by 
31 December 2008, stating that “Such a 
reversion of benefits detrimentally effects the 
rights of members whose benefits remain 
unclaimed”. 

With effect from 1 November 2008 a 
definition of unclaimed benefits was 
introduced into the Pension Funds Act 
(PFA) in terms of the Financial Services 
Law General Amendment Act, 2008. This 
definition in essence states that any benefit 
that is not claimed within 24 months of the 
benefit becoming legally payable becomes 
unclaimed.

As a result of the difficulties that funds may 
face in tracing these unclaimed benefits, 
particularly claims for demutualisation and 
surplus benefits, where benefits were 
awarded many years after members had 
left, funds can now transfer these member 

benefits, via Section 14, to an unclaimed 
benefit preservation fund.

A number of service providers have set up 
these funds that may only take and hold 
unclaimed benefits. The benefit of this is that, 
over time, these funds may have access to a 
greater number of databases in which to cross 
reference member data with members seeking 
benefits that they may not have claimed, and 
will, one hopes, potentially become skilled 
at focusing in tracing members. In addition, 
members will be able to approach these funds 
with their details if they believe they may have 
an unclaimed benefit.

We have recently seen the marketing material 
for one of these funds and this has raised 
some concerns about trustees taking the easy 
route and simply transferring the benefits to 
one of these funds so as not to have to trace 
and deal with these members. In their haste 
to implement what may seem like a practical 
solution, trustees may not comply with their 
fiduciary duties to the fund and the members.

Unclaimed Benefits Funds
trustees be wary

Tim Rutherford CA(SA), BCom (Hons), NDip (Management), is Assurance Director: Ernst & Young.
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These concerns include the following:
1.  The fulfillment of the trustee’s fiduciary 

duty to these members.
2. The costs involved with these funds.
3.  The manner in which an unclaimed benefit 

fund is selected.

Section 7C(2) of the PFA under subsections 
(b) and (d) requires trustees to do the 
following:

(2)  In pursuing its object the board shall— 
(b)act with due care, diligence and good 
faith;

   (d) act with impartiality in respect of all 
members and beneficiaries.

Members with unclaimed benefits are still 
members of the fund and the trustees need 
to apply the above principles to this group of 
members as well as to the active individual 
members, and indeed to all stakeholders in 
the fund.

The trustees will therefore need to be sure 
that they have followed and continue to 
follow a rigorous process in dealing with 
these claims while tracing them themselves, 
and before transferring them to an unclaimed 
benefit fund.

In doing this, the trustees will need to be 
clear how the unclaimed benefit fund is going 
to do the following:

1. How will the unclaimed benefit fund trace 
members and why will this achieve better 
results than the fund itself? Trustees should 
bear in mind that there are a number of 
entities that provide tracing services. One 
of the shortcomings that we have seen with 
funds is that they inevitably use one and, in 
some cases, have tried two tracing agencies. 

Fund should explore using more agencies, 
particularly where the fee is based only on 
a successful trace. Funds can prioitise the 
submission of claims to agencies and, after 
an agreed period, move the claim to another 
agency. We too often see that the agencies 
used are those preferred by the administrator. 
In our experience, different agencies have 
different strengths and often have access to 

different data bases. They are not all the same.
2. Have all possible sources of tracing the 
member been exhausted? For example, has 
the member’s data not held by the fund, been 
obtained from payroll records. Retirement 
fund administrators have historically only 
held data that they are required to in terms 
of the PFA, in order for them to administer 
the fund. Often the payroll data has important 
information such as last known address, which 
is rarely, if ever held by the administrator, 
identity number, etc. Have notices with 
missing members’ names been posted at the 
members’ office where they last worked? 
There are often existing members of staff that 
know the members and have stayed in touch. 
If the employer has union involvement, have 
those unions been approached for any data 

they or their affiliates may have?
3. What are the costs involved? These 
should not be greater than the cost 
that the fund is currently incurring in 
tracing and holding the records of these 
members. If this is the case, then there 
would need to be a clear benefit to the 

unclaimed members that the existing 
fund could not achieve. If this cannot be 
demonstrated, then the fund may not be 
treating members impartially or with due 
care and good faith.  Just because it is 
administratively difficult to trace members 
does not mean the unclaimed members 
should be passed off to a more expensive 
alternative. 

4. For how long or for how many attempts 
will the unclaimed preservation fund make to 
trace a member? And if this is unsuccessful 
what happens next? Remember the 
unclaimed benefit preservation fund provider 
will be making money on the fund and every 
time they pay a claim will have less assets 
and less members on which to receive 
fees. There is therefore a conflict between 
the provider and the fund. Sponsors of 
unclaimed benefit funds have not generally 
set these up for philanthropic reasons; they 
were set up because they believe they can 
make a profit on them. The trustees need to 
know how this conflict will be managed and 
be comfortable that it is being managed. 

 5. In the information that was provided, the 
unclaimed benefit preservation fund was 
looking to charge an investment fee of more 
than 1% (100 basis points) of assets and a 
monthly administration fee of 0.005% (50 
basis points) of members’ assets, with a 
minimum monthly fee of R15 per member. 
If we look at what funds are currently paying 
for unclaimed benefits or what existing 
preservation funds for normal exiting 
members are charging, these fees seem 
excessive.

The investment strategy that most funds 
have for unclaimed benefits, is to hold these 
in cash, or a cash equivalent investment 
portfolio, and in some cases an absolute 
return fund (rightly or wrongly). This is 
understandable, in that one can understand 
the trustees’ desire to protect an existing 
member’s capital, and we will not, however, 
debate the correctness of this strategy. 
As it is the most common strategy we 
have observed, we will use it as a basis 
to compare the fees charged by similar 
investment products.
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A quick search on the internet revealed the 
following fees for a money market portfolio 
and an absolute return portfolio for three 
multi managers. The fees reflected are the 
maximum fees, and as the assets exceed 
certain monetary limits, the fees reduce.

Therefore, in the worst case scenario 
the investment fees based on a similar 
strategy should be no more than 40 
basis points in a money market fund 
and 85 basis points in an absolute return 
fund.  Having said this, the aim of these 
unclaimed benefit preservation funds is to 
attract the unclaimed benefits of a number 
of funds and, in reality should have no 
problem in exceeding the minimum asset 
levels to receive the lower investment 
fees, which in all the money market funds 
were 25 basis points. The investment 
fee should certainly be lower than what 
the fund that the member comes from is 
paying.

In terms of administration fees, unclaimed 
preservation funds will need to load 
the member’s record with as much 
information that they can obtain from the 
previous fund, and which the previous 
fund provides. They then need to trace 
the member. Their fees are therefore fairly 
comparable to existing preservation funds.  
In fact it should be simpler to administer, 
as they do not need to send out member 
communication to each member, hold and 
amend addresses, etc., they merely need 
to hold a record, give it in return and trace 
and pay the member.

Most funds do not pay a monthly 
administration fee for unclaimed members 
and, where they do, this is substantially 
less than that paid for active members, 
which is understandable, as they no longer 

receive contributions or require any further 
maintenance.

So for what is a monthly administration 
fee required, and should it be charged as a 
percentage of the member assets?

Certainly the cost of holding static data is not 
significant, and applying fund returns is merely 
entering a portfolio return onto the system 
each day or month, which in most cases is 
automated or linked to the same portfolio held 
on the administrator’s system, and is therefore 
entered only once onto the administration 
system.  These functions are not linked to the 
size of a member’s assets and are normally 
related to the fixed cost of the administrator in 
terms of its system and administration staff.

The fund as a whole would need to produce 
accounts, audited, and pay levies, etc., all of 
which are charged to the fund on a flat basis 
by the service provider to the fund.

In terms of the tracing costs, most funds 
deduct these from the unclaimed benefit, as 
they deem it unfair to have active members 
pay for these, where a member has not taken 
the trouble to claim their benefits, resulting 
in the fund having to pay additional costs to 
locate the member. There is every reason why 
this practice should continue.

We can also envisage that unclaimed 
preservation funds will advertise through the 
media or other means to let the public know 
that the fund exists and can be contacted to 
claim any benefits they may have.  Once again, 
these costs can be budgeted for and are not 
related to the size of members’ assets.

We therefore cannot see why any 
administration fee should be based on member 
assets and, in fact, should be a low per 

member per month fee as it would appear that 
all the costs related to the administration are 
flat based and, therefore, one would expect 
these to be recovered from members on a 
similar basis. In terms of tracing, these should 
continue to be success based, and charged 
to the member concerned. Once again, these 
fees should not be greater than what the fund 
is currently paying for these members.

Should a fund transfer unclaimed benefits to 
an unclaimed preservation fund where the 
costs are greater than the existing funds, and 
there is no discernable basis for these? A 
member could hold trustees accountable for 
any potential reduction in benefits. 

6. Should the trustees decide to explore 
unclaimed benefit funds, they should approach 
a number of service providers to obtain 
comparative quotes, including looking at 
existing preservation funds for comparisons, 
as well as the existing costs in their own fund 
prior to selecting a provider.

Trustees should also independently obtain 
lists of unclaimed benefit fund providers, 
particularly where their fund’s existing 
providers also provide these services. 
Automatically selecting your existing service 
provider’s fund, without having performed 
a proper review, on the basis that it is 
convenient, may not meet the high fiduciary 
requirements expected of trustees. 

As unclaimed benefits will require to be 
transferred through the Section 14 process, 
we certainly hope that the FSB will be paying 
attention to some of the matters discussed 
above to ensure that the transfer is fair and 
equitable to all the members. 

Trustees should also bear in mind that tracing 
or other costs associated with unclaimed 
benefits should be charged to the unclaimed 
members, as it would not be equitable for 
other members to pay or share in these 
costs, which have arisen solely as a result of 
the unclaimed members not claiming their 
benefits. This can only be done, however, if 
the rules specifically allow for the deduction 
of these costs from the unclaimed members’ 
benefits. asa

Multi Manager Money Market Absolute

Manager 1 40 basis points 80 Basis points

Manager 2 35 basis points 85 Basis points

Manager 3 35 basis points 75 basis points
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Crorporates are often unaware of 
their Duty of Care, which presumes 

that they have legal obligations to their 
employees and should act in a manner to 
avoid the risk of reasonable foreseeable 
injury. When travelling overseas on 
behalf of their employer travellers expose 
themselves to the potential risk of 
terrorism, violent crimes, natural disasters, 
infectious diseases, travel accidents, 
and many more. Did you know that,as a 
corporate, breaching your Duty of Care may 
result in damages or criminal prosecution? 

What actions should organisations 
take? 
Organisations need to ensure that their 
decision makers are fully aware of their 
responsibilities and that an integrated Duty 
of Care strategy that manages risks with an 
implementation policy is in place. Critical 
success factors lie with the awareness of, 
the commitment to and the responsibility 
for, the implementation of the policy.   

Duty of Care responsibility should be 
approached from three perspectives: 
legal, corporate and social responsibility 
and the cost/benefit analysis. Different 
countries have different legislation and 
Duty of Care standards. The best option for 
the employers is to ensure compliance to 
the highest level. The trend for corporate 
and social responsibility is to develop a 
sustainable and integrated social contract 
between the employer and the employee. 

The responsibility is managed through 
travel management, which could be a 
challenge if the travel manager has a 
low status or is uninformed. Employer 
responsibilities are fragmented, with 
different departments involved or the 
employer/employee can underestimate 
the travel risks.  In most cases, employers 
respond reactively to dealing with 
incidents, even if the cost of prevention 
would have been cheaper, and companies 
struggle to implement an integrated Duty 
of Care strategy. A cost benefit analysis 
should be completed to establish risk 
and liability and highlight the impact of 
employee wellness on productivity. 

Steps to take in the development of an 
integrated Duty of Care strategy
 
Risk assessment 
•  Carry out proper risk assessment, 

understand the risks involved in 
travelling to specific locations.

•  Have employees complete and sign risk 
assessment forms, i.e. valid driver’s 
licences, health conditions, etc. 

•  Assess if your company is meeting its 
Duty of Care obligations. 

Strategy/Planning 
•  Design and implement an organisational 

structure and culture that supports 
travel management and Duty of Care

•  Develop an integrated Duty of Care 
strategy and implementation policy that 
governs business travellers 

•  Develop and maintain crisis 
management plans with contingency 
plans in case of an emergency  

•  Use vendors with the right tools, 
experience and infrastructures to 
support business travellers

•  Investigate cost/benefit of insurances 
and third party assistance 

•  Investigate third party travel tracking 
systems: 
• know the employee’s itinerary,  

whereabouts  and contact details, 
and 

• implement real time 
communication system 

• Show your company’s commitment 
with detailed communications/
education before a trip 
• Duty of Care implementation 

policies 
• driver’s regulations – speed 

limits, alcohol limits, use of 
mobile phones, toll roads 

• general safety risks 
• Outline emergency procedures 

• 24 hour emergency hotline 
• Rehearsals and training of crisis 

management plans

Control 
• Ensure employee compliance 
• Assess ongoing if employer is 

meeting Duty of Care and ethical 
responsibilities 

What Duma Travel can do for you: (How 
outsourcing can assist you)
• Share information about risks in 

specific locations
• Advise on steps to be taken to 

minimise risks 
• Assist in assessing your Duty of Care 

strategy and policy and aligning it to 
international bench marks 

• Offer a tracking system where you will 
always know who is travelling where 

• Provide instantaneous communication 
with all your travellers

• Offer a 24/7 emergency service 

It is of utmost importance that employers 
realise their responsibility in the Duty of 
Care to reduce risk to employees through 
the implementation of an Integrated Duty 
of Care risk management strategy that 
continuously assess, communicates, 
informs, updates and assists employees 
wherever they travel on behalf of their 
employers. asa

Duty of  Care
how do you measure up? 

Themba Mthombeni, BCom, BCom (Hons), MBL, is the CEO of Duma Travel. For more information 
please visit www.dumatravel.co.za

analysis

travel

Different 
countries 
have different 
legislation and 
Duty of  Care 
standards. The 
best option for 
the employers 
is to ensure 
compliance to the 
highest level. 



43

asa  I  february 2011

focus & analysis

references

Article: Information accessibility
Page: 22 to 23

References
1. Cowell, M. 2000. Investor relations Websites expectation and 
reality. [Online]. Available www: http://www.makinson-cowell.co.uk/
mc/publications/ (Accessed 21 Nov 2010).
2. Investor Relations Society. 2006. Website guidelines: setting the 
standard for best practice in investor communications. [Online]. 
Available www: http://www.ir-soc.org.uk/index.asp?pageid=87 
(Accessed 21 Nov 2010).
3. Nel, G.F. & Baard, R.S. 2006. Using corporate Web sites to 
market to investors in Africa. South African Journal of Information 
Management. 8(3). [Online]. Available www: http://www.sajim.co.za 
(Accessed 21 Nov 2010).
4. Nel, G.F. & Baard, R.S. 2007. Do corporate websites in Africa 
communicate investor information according to best practice 
guidelines?. South African Journal of Information Management. 9(3). 
[Online]. Available www: http://www.sajim.co.za (Accessed 21 Nov 
2010).

Article:  Disclosure of share capital: are reporting standards clear?
Page: 32 to 34

References
1. Bester, P.G., Hamman, W.D., Brummer, L.M., Wesson, N. & Steyn-
Bruwer, B.W. 2008. Share repurchases: which number of shares 
should be used by JSE-listed companies when publishing market 
capitalisation in annual reports. Journal of Business Management, 
39(4), 41-46.
2. Bhana, D. 2006. The company law implications of conferring a 
power on a subsidiary to acquire the shares of its holding company. 
Stellenbosch Law Review, 17(2), 232-250.
3. Cassim, F.H.I. 2003. The repurchase by a company of its own 
shares: the concept of treasury shares. Stellenbosch Law Review, 
120(1), 137-152.
4. Hamman, W.D. & Wesson, N. 2009. Share repurchases by 
companies listed on the JSE: the effect on market capitalisation. ASA, 
April, 14-15.
5. RSA (Republic of South Africa). 1999. Companies Amendment Act, 
no. 37 of 1999.
6. The South African Institute of Chartered Accountants, GAAP 
Monitoring Panel. 2004. Treatment of company share trusts in 
consolidated group financial statements. [Online] Available: https://
www.saica.co.za/documents/TREATMENT_SHARETRUST_FS.pdf 
[Accessed: 10 April 2008].
7. The South African Institute of Chartered Accountants. 2009a. IAS 1 
(AC 101) Presentation of financial statements. Updated: June.
8. The South African Institute of Chartered Accountants. 2009b. IAS 
32 (AC 125) Financial instruments: Presentation. Updated: June.
9. The South African Institute of Chartered Accountants. 2009c. SIC-
12 Consolidation – special purpose entities. Updated: June.

Article References 

This article deals with 
whether reporting 
standards (i.e. IFRS) are 
clear on the disclosure of  
the number of  company 
and group shares in issue.

Obtaining foreign 
investment and conducting 
business in Africa has many 
obstacles, one of  which 
being access to information.
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45Have you had the pleasure of trying out the 
new SLOW lounges? These are Comair’s 

Business Class lounges sited at Durban’s King 
Shaka, Cape Town and Johannesburg’s OR 
Tambo airports. Perhaps you’ve wandered into 
these edgy new lounges, admired the interior 
design, luxuriated in a freebie foot massage 
or sipped a cappuccino. But did you notice the 
art? 

A key factor with investment art is to buy what 
you like, from a reputable source. But how 
does the beginner art investor educate their 
taste to decide on their likes or dislikes? Where 
do they start to look for high quality art by 
reputable artists? That cute framing place down 
the road may have some really great pictures in 
it but caveat emptor! An artist who churns out 
mass-produced works may lack the sincerity 
and innovation to realise proper investment 
returns. 

However, thanks to some of the corporates 
in South Africa, there are a number of 
opportunities for you to browse quality art 
works away from a commercial gallery. The 
SLOW lounges are just one such example. 
The collection was put together by David 
Brodie of Brodie/Stevenson in Johannesburg 
in conjunction with Tonic Design, who did the 
interiors. The brief was to assemble a collection 
of relevant contemporary South African art 
and the works were all chosen with an eye 
to an increase in value. These works are of 
course not for sale, but should you see artists 

whose work you enjoy on the walls, you may 
be pleased to know that prices started from as 
little as R1000 with very few pieces exceeding 
the R20,000 mark.

An even more accessible option is to visit 
non-profit galleries, especially when they 
are hosting competitions. The KZNSA gallery 
in Durban recently hosted the MTN New 
Contemporaries 2010 awards while the Pretoria 
Art Museum hosted the Sasol New Signatures 
competition. If nothing else, these displays are 
likely to clarify your ideas of what you don’t 
like. As indicated by the Sasol competition’s 
tagline, the art is “Contemporary, Controversial 
and Cutting Edge”.  Expect strongly opinionated 
works possibly with political or sexual activist 
themes and allow your mind to broaden.

Arguably the most high-profile and 
longstanding corporate art patron in South 
Africa is Standard Bank. It has been involved 
with the Grahamstown-based National Arts 
Festival since 1984 and holds an annual 
competition entitled the Standard Bank Young 
Artists awards. These awards are not restricted 
to visual art, including winners in 2011 in 
music, theatre, dance and jazz, however, they 
have in the past been awarded to visual artists 
who have gone on to achieve huge recognition, 
such as William Kentridge who won in 1987. 
Competitions such as these will certainly 
inform you of what is currently being judged 

as the best of South African contemporary art, 
and if you have sufficient budget, you may even 
be able to afford one of the winner’s works. 

Standard Bank also has a gallery in downtown 
Johannesburg, which has revolving exhibitions 
and is well worth a visit, as well as an 
extensive collection of over 1000 South African 
works, which include many famous names 
such as Marlene Dumas, Jane Alexander, Sam 
Nhlengethwa and Zwelethu Mthetwa. You 
may be lucky to catch an exhibition of these 
pieces, albeit that many of these artists are 
now priced beyond the average collector. Of 
interest (although only to accountants I’m sure) 
is the fact that Standard Bank accounts for 
its art collection not as investment property 
but as PPE, in the furniture and fittings class, 
recognising the assets at cost. These attract 
zero depreciation as the residual value is higher 
than cost. Any proceeds of the very occasional 
disposal is recognised as other income. 

First National Bank may be more familiar 
to accountants as sponsors of the raucous 
Whiskey Live Festival but is also involved in art 
through its sponsorship of the annual Joburg 
Art Fair, which is well worth the entry fee. The 
Fair is quite focused on investment art and 
claims to display works from as little as R1000 
all the way up to R5million, and is once again a 
good opportunity to chat to experts and define 
your own tastes within a budget framework.

The corporates mentioned here are just a 
handful of those involved in art. Next time you 
are sitting in a client’s smart reception area or 
boardroom, have a look what it has put on the 
walls. It might just be art. asa

life|art

Looking
in all the right places

Jennifer Ferreira CA(SA), BBdgArts, BCompt (Hons), is a 
consultant at Origin Properties. 
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At the end of the previous century and the start of this one, so 
many people forget we are still at the dawn of the new century. 

There have been many key words bandied around that, while they 
have become standard, most people, even those using them, do not 
fully understand what they mean. Transformation, hidden agendas 
and transparency are merely three of these, but they are vitally 
important, not only for grandiose political speeches, but also in 
understanding ourselves as human beings and in building our own 
futures at every level.   

To many people, the word transformation does invoke a feeling 
most foul, of forced change and of being cursed in some way. 
Others again see the word as a powerful tool that facilitates a 
process whereby they will get whatever it is they are seeking. In 
truth however both of these are wrong and in general most people 
are being led astray by a perception and not a reality of what 
real transformation is. The basic understanding it that it means 
complete change from one thing to another and, usually, it infers 
and improvement as a result of that change. While that would be 
partially correct, the above would better be described as a transition 
than a transformation.

life|be inspired

So What is Transformation
Deon Potgieter is an Internationally renowned author, television producer 
and director with 20 years experience. He is the author of the book 
“Rose of Soweto” and the SAFTA 2010 winning sitcome “Family Bonds”.

Transformation is in fact a very personal change or growth and 
development in the way you live and view life. It is an ongoing 
process and it does not have a predetermined end result. It is in 
essence your evolution as a human being. It impacts on every 
facet of your life and is meant to create or anticipate the future. It 
is meant to deal with the co-existence and evolution of concepts, 
processes, organisations and technology. It creates new underlying 
principles for the way you live your life and view the world. There 
are those who differentiate between their personal values and their 
values in business, but that’s a falsehood. Author John Maxwell in 
his book “There’s no such thing as business ethics” says “There’s 
no such thing as business ethics – there’s only ethics. People try 
to use one set of ethics for their professional life, another for their 
spiritual life, and still another at home for their family. That gets them 
into trouble. Ethics is ethics. If you desire to be ethical, you live it by 
one standard across the board.” 

How many times have we heard the saying, “It’s nothing personal, 
just business”; in the most cases I’ve heard it, it’s been when 
somebody’s cheated me out of finances or the potential to earn. 
How more personal can you get than impacting negatively on 
someone’s livelihood, barring the old mafia tradition of saying those 
words before killing someone.  

In order to transform, you need to uncover your own hidden 
agendas and they are called that because they are hidden from 
you, as well as view your being and the world you live in, in a 
transparent fashion. In basic terms, in order to transform;  from 
the heartbreak of a failed relationship, from a dead end job, from a 
difficult childhood, a traumatic experience, aggression and violence, 
a criminal mindset, a failed political view, inability to accept others 
beliefs, etc. etc., you need to shed light on it and raise your 
awareness of the subject, without judgement. It’s akin to walking 
through a room at night with the lights off. Most of us go through 
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life like that, knock our knees on a table, but keep on going and 
keep knocking our knees on hidden furniture. Once we put the 
lights on it’s pretty easy to navigate our way past the obstacles, 
but in order to do that we have to see them and understand that 
we need to work our way around them.  

In his international best seller “The 8th habit – From effectiveness 
to greatness” Stephen R Covey reveals that one of the greatest 
powers we have is the space between something happening 
and our reaction to it. In that space is when you can make a 
decision on what your reaction is going to be. You may think that 
that’s absurd but if that’s the case it means you are judging the 
statement before allowing yourself to understand it. One of the 
primary needs for transformation is to shed light on the situation, 
to listen and understand and refrain from thrusting your opinion on 
the matter prior to actually understanding it clearly and objectively.  
It’s a difficult habit to break, seeing the world only through the 
lenses of our preprogrammed eyes. We all love to judge things 
and feel superior, that’s part of the success of television shows 
like “Idols” and “South Africa’s got talent”. Some person we don’t 
know sings one or two lines and immediately we trash them. 
“They can’t sing. What were they thinking, how embarrassing”? 
Everybody’s talking and judging without even listening to the 
rest of the song or watching the act being performed. We look at 
them through our lenses of what talent is without giving them full 
benefit of listening before judging. Likewise, in their worlds and 
probably in the eyes of many of the people that know and love 
them, they can sing and they are wonderful talents. It all depends 
how you look at things. 

Going back to Covey’s point about the power we have in the space 
between an event and our reaction. Most people do not think, 
they do not read and they do not want to accept responsibility 
for their actions. Most people operate on an autopilot and react 
mechanically to any given situation, or allow others to make the 
decision for them. All of us have been preconditioned by past 
experiences, our own as well as our forefathers and communities, 
we have been given insecurities, beliefs, fears, bad habits, 
prejudices etc. and many of these come so naturally that we 
are not even aware of them, and it is those hidden agendas we 
need to uncover without judgment. Most of the above were 
created through need for survival, as well as walking around dark 
rooms. If you keep bumping your shin on a chair you are going 
to develop either a hate or fear for it. Once we put on the lights 
and we understand why we react in certain circumstances, they 
will change automatically and we can use the space between the 
action and our reaction to decide, what is it that we really want? 
Let’s switch off the preprogramming and switch on the lights.

Ariel and Shya Kane write in their book “How to create a Magical 
relationship” that there are the following three basic principles for 
real transformation: 

1. “Anything you resist persists and grows stronger.” For example, 
if you hate something about yourself, someone else or the world 
you live in and you continually focus on it, it will become a bigger 
and bigger issue in your life. You need to see it for what it is and let 
it go.  

2. “No two things can occupy the same space at the same time.”  
They use an example that if someone takes a photo of you they 
capture you exactly as you are in that moment. In that moment you 
could not have been any different than you were when your image 
was taken and nothing can be done to change it. “What we are 
suggesting,” they write “is that you cannot be different than you 
are in any given moment, and everything that has ever happened in 
your life could have happened only that way because it did.” 

3. “Anything you allow to be exactly as it is without trying to change 
or fix it will complete itself.  This means the mere seeing of an 
unwanted behaviour is enough to facilitate resolution.

In a nutshell, real transformation is building a future completely 
unencumbered by the past. Your decision-making process needs 
to be operating on a clear grid and not influenced in any way by 
what has been. Dragging baggage you no longer require and 
implementing change in your life based on a skewed reality is not 
transformation. A new mindset is required and a willingness to 
raise ones awareness in order clearly to see things for what they 
are. On the business front resistance to transformation is always 
directly proportionate to the degree to which people are kept in 
the dark and out of the change process. That’s where transparency 
comes in, we need to have an awareness and see clearly the path 
before us in order to know where we are transforming to, in order 
for it to be successful. asa

All of  us have been 
preconditioned by past 
experiences, our own as 
well as our forefathers and 
communities, we have been 
given insecurities, beliefs, fears, 
bad habits, prejudices etc
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When someone asks you how you feel, many people will 
answer with any one or all of these statements: “I’m 

discontent with my life.” “I’m not where I should be in terms of my 
financial well-being.” “I procrastinate.” “I am satisfied with second 
best.” “My goals for this year are just a repeat exercise of last year - 
nothing really happened.” “I am not spending enough time with my 
partner and kids.” 

The next decision is a wonderful gift. When faced with it, you have 
the ultimate freedom to weigh facts to make that choice. But are 
you really making those decisions? Or are they making you? And 
what are you doing about it?

In the movie Braveheart, William Wallace says: “All men die. But not 
all men really live”. Will you choose to live, to spend more time with 
your family, or do the things you’ve always wanted to do?

So what can you do, how do you do it and where do you start? 
It may be taking time to rekindle your dreams and aspirations, or 
knowing what your tomorrow looks like if you are given just six 
months to live. Will you get up and fall into the same routine? Or 
will you decide to make life count?

Finding your joy factor in life is a crucial first step. If you can find 
your joy again, your next decision can shape your future. By sticking 
to it you can move towards the next best place, avoiding a looping 
negative cycle. 

Making life count is different for everyone. It could mean a change 
in career or lifestyle, starting your own business, chasing that 
long-forgotten dream, changing your work-life balance. Regardless 
of the method, everything follows from the first step: making the 
decision. If you believe in your decision nothing will stop you from 
achieving it. 

Coaching can help you do this

So what is coaching? Coaching is not therapy; you do not have 
to dig deep into the past to understand current circumstances or 
behaviours. Coaching is about setting goals, focusing on reality, 
exploring options and finding the will to succeed.

Coaching offers the tools to help you make that all-important next 
decision to change the trajectory of your life. It helps you change 
your focus from the past to the future and live out that next decision 
in the present. Coaching builds awareness, responsibility and self-
belief. 

Much like the financial investment you make in your family, your 
balance sheet or your pension, coaching is an investment in 
yourself. It offers a measurable return, influencing many areas and 
people in your world.

When you decide to make changes in your life, it’s important to do 
your homework. Choose a coach you can trust. Executive coaches 
help you become more effective in the workplace and manage your 
personal priorities. A life coach will help you with your personal goals 
and objectives, such as identifying and working towards growth and 
balance, understanding life purpose and gaining emotional intelligence 
skills. These are just two areas. Coaching can be more specific to your 
individual challenges. Ultimately, coaching is about you. You direct 
every step of the way.

You are always the best person to give you advice. Your coach will 
simply be a reflective mirror that helps you to see yourself as you 
are in action. He or she can be a powerful truth speaker, a supportive 
partner, who tells it like it is and who helps you get where you want 
to be. 

Over the next months we will be exploring typical pains and 
challenges that you, our readers, sent to us in our most recent survey. 

We hope you will draw value from it. Until your next issue, good 
luck. If you need more information on coaching please visit www.
spcoaching.co.za

“Coaching helped me to take stock of my life and career in order 
to find balance. After each session, I felt more confident with my 
decisions and goals and with what I needed to do to achieve them.… 
A key part of my coach’s role was to help me look at my world from 
fresh viewpoints, and to stretch my capacity for lateral thinking about 
what may be possible. This combination of envisioning and target-
setting was vital. As well as defining priorities, it established clear 
milestones for me and helped me sustain throughout the process”.  
ZM, Financial Director, 32. asa

Making
your life count

Stanford Payne CA(SA) is an Executive Business Life Coach.
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solid feel. The steering also comes with 
controls for the radio, on board computer and 
the cruise control. The interior was leather 
clad, giving the vehicle that luxury feel. The 
rear seat passengers also had more than 
ample head and legroom, thanks to the high 
roofline. There are also additional storage 
compartments in each of the rear seat foot 
wells. For additional comfort, the vehicle 
comes standard with rear window blinds, so 
no need for any window socks to protect your 
loved ones!

From a safety perspective this vehicle is 
right up there with the best, in keeping with 
Peugeot tradition. To name but a few of these 
features that are standard are, anti skid, ABS, 
automatic lights and wipers, not to mention 
airbags everywhere! The cherry on the top 
for me was the large panoramic glass roof 
that, although being fixed, made the vehicle 
feel open and at one with the outdoors! But 
for those stormy summer days, at the touch 
of the button the roof headliner conceals the 
glass completely, so you feel like there is no 
glass above you.

The boot has been a real talking point for 
most people that have driven the vehicle, 
as it is quite unique. Firstly there is a split 
tailgate, allowing for easier loading, but more 
impressive is the split boot! Yes, split boot, 
how this works is the vehicle comes with a 
second solid parcel shelf that can be placed 
in three different positions. Namely high, low 
or on the floor. This gives you the flexibility 
of storage unlike any other vehicle in its 
category. I found this quite useful, especially 
when taking the pram as it just slipped in 
under and I had the full boot for loading, i.e. 

slipped in under the second parcel shelf. 
This also helps when loading delicate 
goods, as they can be separated from other 
goods.

The test vehicle I had was the 1.6 thp, which 
comes with all the features mentioned as 
standard, so no additional cost. At first sight 
I thought to myself, 1.6 litre in such a big 
vehicle - it is going to be sluggish. To my 
surprise, the vehicle is actually quite nippy 
and a pleasure to drive around town. On the 
highways, speed limit is an absolute breeze 
but be careful about overtaking as you will 
need to know the vehicle’s limits. 

On the road, the vehicle handles well 
and what was really impressive was how 
smooth the vehicle was to drive. From the 
slick gear changes (this was a manual) to 
the how, it just absorbed the bumps on the 
road. The handling was also very good for 
the type of vehicle and, over the test period, 
I quite enjoyed driving it. 

All in all it is a nice vehicle that can easily 
morph from being a mom taxi to a city run 
around, or the family vehicle for the long 
haul. asa

Manufacturer Specifications:
Engine: 1598cc four-cylinder
Power: 115kW @ 6000rpm
Torque: 240Nm @ 1400rpm
0-100km/h: 9.9-seconds (Claimed)
Fuel Consumption: Rural 5.6l/
Urban 9.9l/100km
CO2: 167g/km

Vehicle courtesy of Peugeot SA.

life|motoring

Peugeot  
3008

Azim Omar CA(SA) is the Manager in 
the Office of the Executive President, 

SAICA, and a member of SAGMJ. 

Is it a car, no, an SUV, no, an MPV ,no …it’s 
a 3008!

That’s exactly the comments I received when 
driving around in the latest vehicle launched 
from Peugeot. This vehicle is a totally new 
breed of vehicle as it is unlike anything else 
you have seen. It has the stance of an off 
road vehicle with a brute grill up front, all 
flowing into  sharp angular lines at the back 
including curved tail lights. Even though the 
vehicle has the off road stance, it is actually 
not meant to go off the beaten track. 

Inside is once again all new. Upfront, the first 
thing you notice is the high centre tunnel 
that incorporates the arm rest and a gigantic 
storage place that doubles as a fridge. This 
high centre totally separates the driver and 
passenger giving the impression of a cockpit. 
Added to this is Peugeot’s own version of the 
heads-up display, also making one feel like a 
fighter pilot. 

This heads is activated by controls on the 
centre drop down panel. These buttons also 
look like they came straight out of a plane, 
covered in silver with symbols above it. 
Upon activating the heads-up display a small 
clear plastic panel emerges out of the dash 
in front of the driver, onto which the speed, 
cruise control speed, and distance between 
you and the vehicle in front is displayed. The 
other buttons on the centre control are the 
brightness and centring of the display on the 
plastic panel. The final button allows the driver 
to control the warning of distance between 
the vehicle in front of you and your own.

The rest of the layout upfront is typical 
Peugeot, including the vast use of different 
plastic finishes that was not too much to 
my liking. The steering wheel and gearshift 
were leather bound and both had a nice 
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the majestic Cape Winelands mountains to 
the championship golf course just minutes 
away from your bedroom.  
 
But even if you must attend that 
conference, banquet, team building or 
corporate function, the Blaauwklippen and 
De Meester Room that would host you is a 
thatched colonial style room with its own 
breathtaking views of the fertile vineyards 
and mountains. asa

Visit the hotel’s website for booking details: 
http://www.stblodge.co.za/

Stellenbosch Lodge 
Hotel
Where? Stellenbosch Lodge Country Hotel situated on the 
Blaauwklippen Estate in the Cape Winelands

Star Rating? 4-star

Review rating: 

     don’t bother going 

         go only if absolutely everything else in the vicinity is fully booked

              enjoyable 

               will refer and return 

                    my company’s headquarters should relocate here!

My Rating
Food:    The Stellenbosch Lodge is 

geared towards large functions 
and conferences and so the 
a la carte menu is somewhat 
limited, but food still delicious.  

Room:    Basic, neat, comfortable.
Facilities:   All the normal services you’d 

expect from a hotel in addition 
to golfing, hiking, wine tasting, 
and it is also licensed for civil 
marriages. 

Service:   Friendly and professional
Overall:               

If you’re a views and sceneries person 
such as me, then any excuse to 

travel and stay in the historic town of 
Stellenbosch is an easy choice. Even if 
your accommodation isn’t 5-star, the 
surrounding vineyards, mountain ranges 
and calm fresh air is enough to make any 
short- or long-term stay idyllic. And this 
was certainly the case when I booked into 
the Stellenbosch Lodge Country Hotel 
situated on the Blaauwklippen Estate.  

The Estate is one of SAs oldest vineyards, 
and boasts a 300 year heritage which is 
evident from your very first encounter with 
the hotel.   

Nestled amongst the lush vineyards, the 
hotel, built in the Cape Vernacular style 
and furnished in quaint Oregon, has 53 
air-conditioned, en-suite bedrooms, 3 
multi-functional venues for conferences 
and weddings, a swimming pool and 
restaurant that serves both buffet and a la 
carte meals.  

And while the bedrooms’ décor and 
furniture surely cannot compare to anything 
contemporary or modern, the breathtaking 
views from the bedrooms are enough to 
make you want to extend your stay, skip 
your conference or book your upcoming 
wedding, just so that you are able to take in 
one more splendid breadth of the views of 
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ARE YOU INTERESTED IN SELLING?
In the world of accounting and auditing, a well established, JSE accredited and 
internationally affiliated C A firm is looking to acquire your accounting or auditing practise  
in Gauteng, Cape Town, Bloemfontein or Durban.  Should you be interested in selling, 
please give Marius a call on 082 887 3496.

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.

FUND ADMINISTRATOR – SOUTH AFRICA
London based boutique fund administrator seeks dynamic individual to head up South 
African office. Contact Brian at +44 788 799 3455 or btaitz@chartergroupadmin.com.

PARTNERSHIPS & PRACTICES

ARE YOU INTERESTED IN A MERGER?
Should you be interested in merging with a long established and extremely 
successful accounting and auditing firm in South Africa,  which is JSE accredited and 
internationally affiliated, then there is no doubt that this could be mutually beneficial to 
both practises. Let us explore the possibility. Call Marius on 082 887 3496 now.

BEE PARTNER
“Old established six partner firm in Edenvale wishes to offer partnership to a suitably 
qualified Chartered Accountant. Established client portfolio essential. Reply to 
richardj@tsksi.co.za”

OFFICE SPACE FOR ACCOUNTANTS
Ideal office space for small and medium practices,  Bryanston – Epsom Downs  All 
sizes up to 350 sq. Meters R75 p/sq.m.  Midrand – 227 sq. Meters. R55 p/sq.m.  
Secure office parks. Excellent freeway access. I will negotiate special preferential 
terms for CAs. Contact: David 082 901 2498.  Email: Davidfi@mweb.co.za

SERVICES

Web Accounting
Presents a web based full accounting software which includes feature rich general ledger, 
debtors, creditors and inventory. Includes add on modules like BOMs and Job Costing. Go 
to www.webaccounting.co.za or Tel: 0861 93 2222

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

011 269 8700
www.accountantsoncall.co.za

PROFIT 

WITH THE

PROFESSIONALS

GROUP FINANCIAL MANAGER

R850K- R750K
CA(SA)- FMCG -  North Rand 

rachel.joffe@accountantsoncall.co.za

FINANCIAL MANAGER

R725K - R650K 
CA(SA) - Finance - Isando 

natasha.theodorides@accountantsoncall.co.za

FINANCIAL ANALYST

R590K - R485K 
CA(SA) -  Finance - Melrose Arch

natasha.theodorides@accountantsoncall.co.za

SNR GROUP ACCOUNTANT

R560K - R530K 
BCom - Finance - Melrose Arch

natasha.theodorides@accountantsoncall.co.za

SNR FINANCIAL MNGR (AA)

R480K - R450K
Newly Qualifi ed CA(SA) - Retail - JHB 
rachel.joffe@accountantsoncall.co.za

PRODUCT ACCOUNTANT (AA)

R NEG
CA(SA)- Financial Services - JHB 

annrle.barnard@accountantsoncall.co.za

COST ACCOUNTANT 

R420K - R360K
BCom (Hons) - Manufacturing - Pretoria
kgomotso.kgopa@accountantsoncall.co.za

AUDIT MANAGER (AA)

R NEG
CA(SA) - Audit Firm - Bloemfontein

annerle.barnard@accountantsoncall.co.za

FINANCIAL ACCOUNTANT 

R380K - R360K
BCom (Hons) - Finance -  East Rand 

natasha.theodorides@accountantsoncall.co.za

asa  I  february 2011
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if finance or risk is your speciality_ you are our business

Interested candidates to forward a detail CV in Word document format to Charles Stilwell on  
charless@greyconsulting.co.za quoting Ref: CHS/ecme or contact Charles on 011 384-4531;  

Leonie Hugo on leonieh@greyconsulting.co.za quoting Ref: LH/mdp or contact Leonie on 021 918-5200 and 
Thulani Gama on thulanig@greyconsulting.co.za quoting Ref: TG/rb or contact Thulani on 011 384-4533.

Sandton: Tel: (011) 384-4478

Cape Town: Tel: (021)  18-5200

www.greyconsulting.co.za

GREY_CONSULTING
accounting,finance and risk recruitment specialists

FINANCIAL MANAGER

• R500K - R650K p.a, Cost to 
Company plus performance 
incentives • CA(SA) with a 
minimum of 2 years’ experience 
(FMCG) preferred • Cape Town

A leading Internationally connected 
Group, in the FMCG sector, with a dynamic 

and ambitious approach, both internally 
and externally, requires a highly numerate 

and results-driven individual with strong 
accounting, financial and IT skills.

Duties will include: • Financial forecasting 
• Managing all relevant Statutory Returns  
• Budget management • Preparation of the 
Annual Financial Statements and Audit Packs 
in terms of IFRS • Functional  requirements:  
• Strong knowledge of GAAP, IFRS and Taxation 
 • Strong IT skills • Experience on profit management 
will be a distinct advantage • Exposure to international 
client negotiations is preferred • Team player required 
who will get involved in all aspects of the Company 

and assist in continual growth of the Group. 

 Ref: LH/mdp

SENIOR PROJECT  
ACCOUNTANT

• R700K - R900K p.a. Cost to Company 
• CA(SA) • 4 years’ commercial experience  
• Preference will be given to HDI Females.

A Manufacturing company in Isando is looking 

for a Project Accountant. The position requires an 

independent thinker who is results and deadline-

driven. The person will perform financial functions of a 

project to achieve the efficient, effective and economic 

administration of finance.

Responsibilities will include: • Developing of 

new reports in line with Management and Business 

requirements to ensure value add to the Project  

• Revising and developing new policies and 

procedures in line with the Project strategic objectives 

and in compliance with new accounting standards 

and best practices • Developing and improving 

reporting • Responsibility for contract administration 

• Responsibility for preparing project expenditure 

budget • Assisting with the preparation of the monthly 

variance report • Ensuring adherence to the budget.   

 Ref: TG/rb 

DIVISIONAL FINANCIAL MANAGER

• R800K - R1.0m p.a. Cost to Company plus 
performance incentives • CA(SA) with minimum 
8-10 years’ financial management experience 
preferably in the mining/construction sector 
• East Rand • Affirmative Action appointment

As a result of a recent Group re-structure, a JSE 

listed Group has created a new vacancy for a highly 

results-driven and goal directed individual to manage 

and direct the financial and reporting functions of 

the re-structured Division. With 4 Operational FM’s 

reporting into this position the operational duties 

will include the day-to-day management of financial 

and management accounting, cash flow and working 

capital management as well as all monthly, quarterly, 

half-yearly and annual reporting.

Strategic and functional responsibilities will 

include: • Ownership and management of sound 

corporate governance and an effective control 

environment • Ensuring compliance with all legal, 

statutory and Group policy requirements • Providing 

astute business and financial direction to Operational 

Management.  Ref: CHS/ecme

 
 



  

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

  Financial Manager
  r600 000 – r500 000 cTc, north

Rapidly expanding IT conglomerate requires a new Financial Manager for a successful divi-
sion. This position requires a candidate with technical accounting skills as well as a strong 
management style to be responsible for the finance team. This is a group that rewards 
ambition with opportunities for future growth. CA (SA) + min 2yrs commercial experience. 
felicia@wexford.co.za

  Financial accounTanT
  r480 000 – r460 000, east rand 

Well established multinational company is looking for career focused newly qualified CA 
(SA) for a full function role managing a team of 3. The successful candidate will have 
extensive involvement in year end audits and preparation of annual financial statements. 
candice@wexford.co.za

  Financial conTroller
  r650 000 - r550 000 cTc, Jhb north

Multinational concern requires energetic, forward thinking professional to join this fast 
paced, challenging environment. If you would like to work in a stimulating high tech 
company where you can make a strategic difference, this opportunity is for you! CA (SA) 
plus three or four years post article experience essential. permanent@wexford.co.za

  Senior Financial Manager
  r1 million – r800 000 cTc, Machadodorp

A rapidly growing open pit operation located in the beautiful Mpumalanga region seeks a 
strategic thinker to lead the management accounting function, drive, implement and im-
prove business plan processes. CA (SA), 5-8 years post article experience. liz@wexford.co.za

  Financial conTroller
  r650 000 – r550 000 cTc, isando

Large manufacturing concern requires “hands on”, astute CA (SA) with lots of energy and 
the desire to be an integral part of the operation. Your business acumen, manufacturing in-
sight and technical know how will secure a position in this growing, profitable organisation. 
CA (SA) with 2-3yrs experience in manufacturing company a must. janet@wexford.co.za

  Senior ProJecT accounTanT
  r600 000 cTc, Jhb north

Large American giant requires individual with drive and above average communication skills 
to join young, dynamic team. If you enjoy variety and a challenge daily this is the ideal 
position for you. CA (SA) + 1-2yrs in similar role secures. janet@wexford.co.za

  Financial Manager
  r700 000 – r650 000 cTc, east rand

Leader in the auto market industry seeks pro-active, dynamic and extremely meticulous 
CA to head up a small finance team of five. 50% focus on management accounting and 50% 
operations input and working closely with operational line managers. tanya@wexford.co.za

  BuSineSS DeveloPMenT ProJecT Manager
  +r500 000 cTc neg, Jhb north

Exciting opportunity within the motor industry to travel into Africa and assist with the 
development of a high quality brand. Intelligent incumbent with excellent negotiation 
skills, willingness to travel 40% of the time and a passion for the motor industry. CA (SA)/
BTech/MBA or similar qualification. tanya@wexford.co.za

 

Remuneration: Salary Based Position (NOT Commission based)

To apply please send your cv, academic transcript, copy of I.D.
and motivational letter to recruitment@edencourt.co.za

FINANCIAL ADVISOR

www.edencourt.co.za

EDEN COURT
ADVISORY SERVICES

BBusSci or CA (SA) or CFP

       Job Requirements:
• Provide sound financial advice on a range of investment products 

including unit trusts South African & Foreign), retirement funds, 
endowment policiesand pension annuities 

• Identify clients, establish and define professional relationships, 
gather information, conduct an investment needs analysis and risk 
profile analysis, prepare and present recommendations or solutions, 
implement, review, monitor  and record keeping.

• Ensure that all transactions comply with applicable and relevant 
legislation, e.g. FICA, FAIS, Income Tax Act, Estate Duty Act, etc.

• Ongoing training will be provided.

   Competency Requirements:
• Influential, persuasive, outgoing with good written and verbal skills, 

sound technical skills and attention to detail. 
• Driven and motivated to succeed.
• Canditate must be FAIS compliant, and understand codes of conduct 

of FPI, ASISA & FSB

       Experience Requirements:          
• 3 + years work experience advantageous. 

ECAS (FSP 22670)

       We require someone that will:
• Be responsible for financial analyses in the finance department or 

responsible for a division providing financial accounting services for 
head office and/or group companies. 

• Apply principles of accounting to analyse financial information and 
prepare financial reports.

• Compile and analyse financial information to prepare entries to 
accounts, such as general ledger accounts, documenting business 
transactions. 

• Analyse financial information detailing assets, liabilities and capital. 
• Prepare balance sheets, profit and loss statements and other reports 

to summarize and interpret current and projected company financial 
position for other managers. 

• Audit contracts, orders and vouchers and prepare reports to substanti-
ate individual transactions prior to settlement. 

• Install, modify, document and coordinate implementation of account-
ing systems and accounting control procedures. 

• Make recommenations regarding the accounting of reserves, assets 
and expenditures.

Remuneration: Market Related Cost to Company
Location: Cape Town (South Africa)

Email your CV, ID, & Academic Transcripts to: 
recruitment@oasiscrescent.com

CHARTERED ACCOUNTANT
CA  5-8 Years of experience

w w w . o a s i s c r e s c e n t . c o m

Oasis is a global fund management operation that was formed 
in June 1997. Within the fund management industry, Oasis has 
established a strong investment track record as an investment 
manager with expertise in Shari’ah compliant and conven-
tional collective investment schemes, global mutual funds, 
retirement funds and large segregated institutional funds. In 
April 2010 Oasis added to its comprehensive range of products 
by launching an insurance company offering endowments and 
pension annuities. This resultant expansion has necessitated 
further growth and career opportunities within the group. 



A division of Adcorp Fulfilment Services (Pty) Ltd.

Top Career Opportunities  

For Top Talent

General Manager - Finance FMCG/
Logistics/Freight - JHB

R1 100 000 Cost to Company

Market leading concern seeks a CA/CIMA to influence the strategic direction 
of their business unit. Your senior level diversified financial experience will 
allow you to provide guidance on investment, acquisition and divestiture. 
Your influencing skills will position you as a trusted business partner to the 
members of a Manco ensuring success of the finance function. Knowledge 
of Axapta or Oracle applications as well as Cognos and Hyperion 
advantageous. Call Chyrisse Torrente on 011 217-0000 or 082 440 8837 or 
email: chyrisse.torrente@dppg.net

Funding Strategist - CA - JHB
R800 000 - R900 000 Cost to Company

Consider yourself a strategic, creative leader who enjoys a 360 degree 
view on the bank? Our client, a leader in banking with a reputation for 
innovation, requires an experienced funding strategist in their balance 
sheet management team. CA qualification coupled with 3 years balance 
sheet funding experience will enable you to play a pivotal role in shaping 
and directing the bank’s funding and growth direction. Responsible for the 
3-year plan, construction and execution of a diverse and clever portfolio 
mix, your passion for this area will be well rewarded. Call Odette Hobbs on 
011 217-0000 or 079 364 0072 or email: odette.hobbs@dppg.net

Management Accountant - CA - JHB
R600 000 - R 800 000 Cost to Company

A leading FMCG manufacturer seeks your direct, results-orientated approach 
to provide specialist financial advice and support to line through in-depth 
analysis of their business. You are an astute qualified CA (SA) skilled in 
business process streamlining, ensuring increased efficiency and cost saving. 
You are a strategic thinker and strong communicator with the ability to 
confidently lead, change and command a large team. To find out more 
about this exciting opportunity, call Chyrisse Torrente on 011 217-0000 or  
082 440 8837 or email: chyrisse.torrente@dppg.net

Financial Controller -  
Consolidations - CA - JHB

R700 000 Cost to Company

CA (SA), reporting to the Head of Finance of a Global concern in the 
mining industry. Your main responsibilities will entail the full financial 
function encompassing extensive group consolidations, IFRS, reporting  
and budgets. Ideally you have 2 - 4 years’ post-qualification experience 
gained in a relevant environment and advanced knowledge of SAP is 
preferable. If you are looking to move to the next step of your career 
and want to be part of a reputable, established company within a highly 
dynamic team, please call Annette Hack on 011 217-0000 or 076 705 7433 
or email: annette.hack@dppg.net

Newly qualified - CA - CPT
Salary Negotiable

Employment Equity. Are you on the brink of taking your career to the next 
level in 2011? Exchange your CA qualification coupled with your strong 
business acumen for the opportunity to join a company who sets the pace 
in their field! Push the boundaries of your potential when you successfully 
manage the full financial function which includes management reporting, 
budgeting, forecasting and formulating strategic business plans. Your 
finesse with figures, together with a background littered with achievements  
will set you on the path of prestige and fulfillment. Call Lindsay Sher on 
021 461-7094 or 082 851 4442 or email: lindsay.sher@davct.net

Financial Director -  
Listed Properties - CA - CPT

Salary Negotiable

Employment Equity. Do you have listed fund/listed co experience? Are you 
looking for that outstanding opportunity to improve your marketability? 
Join this exceptional financial services firm and take responsibility for 
implementing the funds investment philosophy, strategic financial 
management of the fund, financial, corporate reporting and funding 
strategies. Essential - a CA with 5 years’ financial management experience 
from a listed company environment. Call Joanne Meyer 021 461-7094 or 
084 705 0502 or email: joanne.meyer@davct.net



Opportunities in South Africa 

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

Send your CV to you@antonapps.com quoting the relevant reference

Management Accountant: 
Manufacturing 
R500k – R650k
Ref: CF001

Chief Finance Officer: 
Logistics
R900k – R1m
Ref: KH003

Head – Capital Management: 
Financial Services
R900k – R1.1m
Ref: RB004

Management Accountant: 
Manufacturing
R350k – R480k
Ref: BB004

Internal Auditor: 
Professional Services
R460k – R500k
Ref: DM006

Consolidations Manager: 
Commerce
R550k – R700k
Ref: CF002

Project Finance Manager: 
Health Care
R650k – R800k
Ref: KH004

Senior Financial Manager: 
Mining
R800k – R1m
Ref: RB005

External Auditor: 
Professional Services
R460k – R500k
Ref: DM001

Senior Finance Manager: 
Insurance
R800k – R1.1m
Ref: JB001

Senior Financial Manager: 
Commerce
R650k – R800k
Ref: CF003

Product Controller: 
Financial Services
R600k – R750k
Ref: KH005

International Tax manager: 
Commerce
R850k – R950k
Ref: BB001

Senior Financial Manager: 
FMCG
R480k – R560k
Ref: DM002

Head of Distribution: 
Insurance
R Neg
Ref: JB002

Senior Financial Manager: 
Financial Services
R650k – R800k
Ref: CF004

Credit Analyst: 
Financial Services
R550k – R650k
Ref: RB002

Tax Manager: 
Commerce
R600k – R750k
Ref: BB002

Financial Manager: 
Insurance
R500k – R550k
Ref: DM003

Product Control:
Banking
R500k – R580k
Ref: JB003

Accountant:
Insurance
R400k – R480k
Ref: KH002

Financial Manager: 
Financial Services
R450k – R550k
Ref: RB003

Financial Manager:
Manufacturing
R450k – R600k
Ref: BB003

Management Accountant: 
Pharmaceutical
R450k – R510k
Ref: DM004

Tax Specialist:
Advisory
R600k – R750k
Ref: AT005

Johannesburg

Opportunities in Africa 

Finance Manager:
Agriculture
US$75k – US$85k
Working in one of the 
largest cotton businesses 
in Africa, developing 
operations and procedures. 
Must have previous 
management experience.
Ref: AT001 

Zambia

Financial Manager: 
Agriculture
US$70k – US$80k
Working under the CFO, 
undertaking month ends, 
reconciliations and year end 
reports in the seed and 
oil industry. International 
reporting lines.
Ref: AT004

Malawi

Finance Manager:
Manufacturing 
US$85k – US$95k
Heading up the finance 
team. Implementing 
new financial and 
business operations, 
with team buy-ins across 
the board.
Ref: AT003

Tanzania

Area Head of Audit: 
Manufacturing
R850k – R1.1m
Ref: BB006

Management Accountant: 
Manufacturing
R450k – R600k
Ref: CF005

Management Accountant: 
Manufacturing
R450k – R600k
Ref: CF006

Cape Town Durban

Finance Manager: 
Chemical
US$85k – US$95k
Managing a small team in a 
multinational business 
undertaking the full finance 
functions for Ghana. 
Understanding operational 
challenges is essential. 
Ref: AT002

Ghana

Managing Director:
Financial Services
US$120k – US$180k
Financial Services Sector 
require strong MD for 
Operation in Zimbabwe; 
must be a CA with at least 
eight years experience within 
an operational capacity.
Ref: KH006 

Zimbabwe

Financial Accountant: 
Commerce
R450k – R550k
Ref: BB005

Management Accountant: 
FMCG
R550k – R650k
Ref: RB006

Financial Planner: 
FMCG
R450k – R550k
Ref: RB001

Financial Accountant: 
Insurance
R450k – R550k
Ref: KH001

Finance Manger: 
Logistics
R470k – R500k
Ref: DM005

Cost Accountant: 
Manufacturing
R350k – R450k
Ref: DM007

East London
Financial Planner: 
Brewing
R400k – R450k
Ref: RB007

Potchefstroom

Country Manager - 
Cape town 
Market related package
This is a rare opportunity to join a small team of professionals, 
working on a winning brand. Current expansion is into North
Africa and the Middle East and business exposure in this 
area will be an advantage. We are looking for a very special 
individual, CA (SA) with 5 to 7 years post article experience, a 
commercially minded marketer with savvy. You will have a broad 
range of interests, the ability to recognise opportunities and the 
inspiration to drive them forward. 
Contact helen@frontlinesolutions.co.za

FinanCial Manager – 
Cape town
r450 000 to r480 000
Our client seeks a young CA (SA) with at least two years 
experience in commerce. You will be responsible for leading the
accounting team and full financial management function. This 
will include monthly management pack, budgets, tax related 
issues, annual audit and day to day running of the business.
Contact helen@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 / business environment 
within 2011/2012, 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 
facilitate your career path development into the future.
Contact:
ian@frontlinesolutions.co.za (Johannesburg)
nicky@frontlinesolutions.co.za (Durban)
helen@frontlinesolutions.co.za (Cape Town)

FinanCial DireCtor - JHB
r1 million
Career opportunity within subsidiary of listed company for 
strong AA CA (SA) with 7 years plus post article experience, 
preferably within a manufacturing environment. Your proven 
excellence in finance, controls and people management, 
together with an understanding and desire to add value to the 
business, will ensure a good growth path in this entrepreneurial 
organisation.
Contact michele@frontlinesolutions.co.za

FinanCial Manager - JHB
r680 000
CA (SA) with 3 to 5 years post article experience and knowledge 
of full function financial management from cash management to 
accounts receivable within a manufacturing environment. Up-to-
date with IFRS, deadline focused and sound people management 
required for this local entity of international company.
Contact michele@frontlinesolutions.co.za

CoSt & ManageMent 
aCCountantS 
r neg
Are you driven by excellence and have a passionate and 
vibrant personality? Dominant leaders in the manufacturing / 
retail sectors are looking to recruit for their cost and manage- 
ment accounting functions. Be responsible for updating, 
modifying and maintaining existing accounting procedures. 
These positions will lead the successful candidate to fully 
exploit their managerial expertise as a cost and management 
accountant.  B.Com (Hons) / Cost and Management Accounting / 
CIMA or close to completion. Please email an in-depth CV to 
nathenia@frontlinesolutions.co.za

FinanCial aCCountant
r480 000
A wonderful start to your just completed articles with a listed 
financial services group. Leverage off your up-to-date knowledge 
of IFRS, your consolidations understanding and grow your skills 
and experience in a professional environment interacting with 
other professionals. Position open to newly qualified AA CA (SA).  
Contact lynda@frontlinesolutions.co.za

ContraCt poSitionS 
aVailaBle elSewHere on 
tHe aFriCan Continent 
CA (SA)’s, in possession of a South African identity document,
interested in working elsewhere within the African continent, in 
various business operations owned and / or controlled by local  
and overseas Groups, on a 2 to 3 year expatriate contract basis,  
in financial management, financial and management accounting 
as well as cost accounting roles, with sound experience in 
mainly the agricultural, logistics, mining or telecommunications 
industries, are invited to send us a detailed CV. Very attrac-
tive remuneration and related benefits packages are on offer, 
depending upon each specific role and location. 
Contact ian@frontlinesolutions.co.za

Manager ManageMent 
inForMation
r950 000 plus bonus - Mpumalanga
Excellent position with the opportunity to lead management 
accounting function, compile business plans, do scenario planning, 
manage capital control process, implement sustainable fore-
casting systems and prepare and analyse variance analysis on 
monthly accounting. Mining company requires a CA(SA) with 
4 years plus experience in management accounting, strong 
analytical and system / process thinking, business acumen, 
modelling skills, advanced communication skills and operations 
management skills. Experience in mining will be a plus. Contact 
michele@frontlinesolutions.co.za 

FinanCial Controller – 
JHB nortH
r660 000
A newly formed progressive financial services sector company is 
looking for a young, confident, assertive BBE CA (SA) to drive the 
total financial stewardship function. Demonstrated technical and 
compliant reporting as well as private equity funding, valuations, 
cross currencies modeling and projections are pre-requisites.
Please contact jim@frontlinesolutions.co.za

Centurion Building, The Oval Office Park, Meadowbrooke Street, Bryanston, tel: (011) 706-9222
Rozenhof Office Court, 20 Kloof Street, Gardens, Cape Town, tel: (021) 424-3042

Robert House, 5 Nollsworth Crescent, Nollsworth Park, La Lucia, tel: (031) 566-6140.
Website: www.frontlinesolutions.co.za

Frontline is a specialist financial recruitment company

This MonTh’s Top Financial opporTuniTies

lynda Bradley
Consultant, JHB

Judy Markwell
Manager, CT

Helen nikiforakis
Senior Consultant, CT

Carmen Viljoen
Consultant, CT

nicky rutherford
Consultant, DBN

graham Burnside
CEO, JHB

paul Jacka
Managing Director, JHB

Michele Deeks
Senior Consultant, JHB

Jim wilson Ca(Sa)
Senior Consultant, JHB

ian Shortreed Ca(Sa)
Senior Consultant, JHB

taneill Blankfield-Smith
Senior Consultant, JHB

nathenia watson
Consultant, JHB

lerato Makhetha
Consultant, JHB

Dina du toit
Consultant, DBN



Opportunities in South Africa 
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Send your CV to you@antonapps.com quoting the relevant reference

Management Accountant: 
Manufacturing 
R500k – R650k
Ref: CF001

Chief Finance Officer: 
Logistics
R900k – R1m
Ref: KH003

Head – Capital Management: 
Financial Services
R900k – R1.1m
Ref: RB004

Management Accountant: 
Manufacturing
R350k – R480k
Ref: BB004

Internal Auditor: 
Professional Services
R460k – R500k
Ref: DM006

Consolidations Manager: 
Commerce
R550k – R700k
Ref: CF002

Project Finance Manager: 
Health Care
R650k – R800k
Ref: KH004

Senior Financial Manager: 
Mining
R800k – R1m
Ref: RB005

External Auditor: 
Professional Services
R460k – R500k
Ref: DM001

Senior Finance Manager: 
Insurance
R800k – R1.1m
Ref: JB001

Senior Financial Manager: 
Commerce
R650k – R800k
Ref: CF003

Product Controller: 
Financial Services
R600k – R750k
Ref: KH005

International Tax manager: 
Commerce
R850k – R950k
Ref: BB001

Senior Financial Manager: 
FMCG
R480k – R560k
Ref: DM002

Head of Distribution: 
Insurance
R Neg
Ref: JB002

Senior Financial Manager: 
Financial Services
R650k – R800k
Ref: CF004

Credit Analyst: 
Financial Services
R550k – R650k
Ref: RB002

Tax Manager: 
Commerce
R600k – R750k
Ref: BB002

Financial Manager: 
Insurance
R500k – R550k
Ref: DM003

Product Control:
Banking
R500k – R580k
Ref: JB003

Accountant:
Insurance
R400k – R480k
Ref: KH002

Financial Manager: 
Financial Services
R450k – R550k
Ref: RB003

Financial Manager:
Manufacturing
R450k – R600k
Ref: BB003

Management Accountant: 
Pharmaceutical
R450k – R510k
Ref: DM004

Tax Specialist:
Advisory
R600k – R750k
Ref: AT005

Johannesburg

Opportunities in Africa 

Finance Manager:
Agriculture
US$75k – US$85k
Working in one of the 
largest cotton businesses 
in Africa, developing 
operations and procedures. 
Must have previous 
management experience.
Ref: AT001 

Zambia

Financial Manager: 
Agriculture
US$70k – US$80k
Working under the CFO, 
undertaking month ends, 
reconciliations and year end 
reports in the seed and 
oil industry. International 
reporting lines.
Ref: AT004

Malawi

Finance Manager:
Manufacturing 
US$85k – US$95k
Heading up the finance 
team. Implementing 
new financial and 
business operations, 
with team buy-ins across 
the board.
Ref: AT003

Tanzania

Area Head of Audit: 
Manufacturing
R850k – R1.1m
Ref: BB006

Management Accountant: 
Manufacturing
R450k – R600k
Ref: CF005

Management Accountant: 
Manufacturing
R450k – R600k
Ref: CF006

Cape Town Durban

Finance Manager: 
Chemical
US$85k – US$95k
Managing a small team in a 
multinational business 
undertaking the full finance 
functions for Ghana. 
Understanding operational 
challenges is essential. 
Ref: AT002

Ghana

Managing Director:
Financial Services
US$120k – US$180k
Financial Services Sector 
require strong MD for 
Operation in Zimbabwe; 
must be a CA with at least 
eight years experience within 
an operational capacity.
Ref: KH006 

Zimbabwe

Financial Accountant: 
Commerce
R450k – R550k
Ref: BB005

Management Accountant: 
FMCG
R550k – R650k
Ref: RB006

Financial Planner: 
FMCG
R450k – R550k
Ref: RB001

Financial Accountant: 
Insurance
R450k – R550k
Ref: KH001

Finance Manger: 
Logistics
R470k – R500k
Ref: DM005

Cost Accountant: 
Manufacturing
R350k – R450k
Ref: DM007

East London
Financial Planner: 
Brewing
R400k – R450k
Ref: RB007

Potchefstroom

Country Manager - 
Cape town 
Market related package
This is a rare opportunity to join a small team of professionals, 
working on a winning brand. Current expansion is into North
Africa and the Middle East and business exposure in this 
area will be an advantage. We are looking for a very special 
individual, CA (SA) with 5 to 7 years post article experience, a 
commercially minded marketer with savvy. You will have a broad 
range of interests, the ability to recognise opportunities and the 
inspiration to drive them forward. 
Contact helen@frontlinesolutions.co.za

FinanCial Manager – 
Cape town
r450 000 to r480 000
Our client seeks a young CA (SA) with at least two years 
experience in commerce. You will be responsible for leading the
accounting team and full financial management function. This 
will include monthly management pack, budgets, tax related 
issues, annual audit and day to day running of the business.
Contact helen@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 / business environment 
within 2011/2012, 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 
facilitate your career path development into the future.
Contact:
ian@frontlinesolutions.co.za (Johannesburg)
nicky@frontlinesolutions.co.za (Durban)
helen@frontlinesolutions.co.za (Cape Town)

FinanCial DireCtor - JHB
r1 million
Career opportunity within subsidiary of listed company for 
strong AA CA (SA) with 7 years plus post article experience, 
preferably within a manufacturing environment. Your proven 
excellence in finance, controls and people management, 
together with an understanding and desire to add value to the 
business, will ensure a good growth path in this entrepreneurial 
organisation.
Contact michele@frontlinesolutions.co.za

FinanCial Manager - JHB
r680 000
CA (SA) with 3 to 5 years post article experience and knowledge 
of full function financial management from cash management to 
accounts receivable within a manufacturing environment. Up-to-
date with IFRS, deadline focused and sound people management 
required for this local entity of international company.
Contact michele@frontlinesolutions.co.za

CoSt & ManageMent 
aCCountantS 
r neg
Are you driven by excellence and have a passionate and 
vibrant personality? Dominant leaders in the manufacturing / 
retail sectors are looking to recruit for their cost and manage- 
ment accounting functions. Be responsible for updating, 
modifying and maintaining existing accounting procedures. 
These positions will lead the successful candidate to fully 
exploit their managerial expertise as a cost and management 
accountant.  B.Com (Hons) / Cost and Management Accounting / 
CIMA or close to completion. Please email an in-depth CV to 
nathenia@frontlinesolutions.co.za

FinanCial aCCountant
r480 000
A wonderful start to your just completed articles with a listed 
financial services group. Leverage off your up-to-date knowledge 
of IFRS, your consolidations understanding and grow your skills 
and experience in a professional environment interacting with 
other professionals. Position open to newly qualified AA CA (SA).  
Contact lynda@frontlinesolutions.co.za

ContraCt poSitionS 
aVailaBle elSewHere on 
tHe aFriCan Continent 
CA (SA)’s, in possession of a South African identity document,
interested in working elsewhere within the African continent, in 
various business operations owned and / or controlled by local  
and overseas Groups, on a 2 to 3 year expatriate contract basis,  
in financial management, financial and management accounting 
as well as cost accounting roles, with sound experience in 
mainly the agricultural, logistics, mining or telecommunications 
industries, are invited to send us a detailed CV. Very attrac-
tive remuneration and related benefits packages are on offer, 
depending upon each specific role and location. 
Contact ian@frontlinesolutions.co.za

Manager ManageMent 
inForMation
r950 000 plus bonus - Mpumalanga
Excellent position with the opportunity to lead management 
accounting function, compile business plans, do scenario planning, 
manage capital control process, implement sustainable fore-
casting systems and prepare and analyse variance analysis on 
monthly accounting. Mining company requires a CA(SA) with 
4 years plus experience in management accounting, strong 
analytical and system / process thinking, business acumen, 
modelling skills, advanced communication skills and operations 
management skills. Experience in mining will be a plus. Contact 
michele@frontlinesolutions.co.za 

FinanCial Controller – 
JHB nortH
r660 000
A newly formed progressive financial services sector company is 
looking for a young, confident, assertive BBE CA (SA) to drive the 
total financial stewardship function. Demonstrated technical and 
compliant reporting as well as private equity funding, valuations, 
cross currencies modeling and projections are pre-requisites.
Please contact jim@frontlinesolutions.co.za

Centurion Building, The Oval Office Park, Meadowbrooke Street, Bryanston, tel: (011) 706-9222
Rozenhof Office Court, 20 Kloof Street, Gardens, Cape Town, tel: (021) 424-3042

Robert House, 5 Nollsworth Crescent, Nollsworth Park, La Lucia, tel: (031) 566-6140.
Website: www.frontlinesolutions.co.za

Frontline is a specialist financial recruitment company

This MonTh’s Top Financial opporTuniTies
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We are a BEE level  2 accredited company

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

E-mail: info@setrecruitment.co.za

www.setrecruitment.com

Huxley was instrumental in urging Darwin 
to publish his seminal work “On the Origin 
of Species…”. Sometimes, all we need 
is a push towards greatness - and SET 
Recruitment is here to offer assistance.  
We are a specialist recruitment consultancy 
focusing on the Banking, Financial Markets 
and IT sectors - and we are reputed for our 
excellence in placing the best candidates 
at the most prestigious companies in  
South Africa. So whether you are an 
employer or a potential employee,  
our considerable experience means 
we can anticipate your needs.

We all have the potential to be great.  
Start your journey by contacting the leader 
in niche placements: SET Recruitment.
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