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Investments

     There is no finer investment 
for any community than putting 
milk into babies. 
Winston Churchill
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Experience a whole new world of ERP.

Accpac introduces  ERP 6.0 –  the next generation of customised, web-based ERP software
that gives your business the freedom to fly.

After more than 30 years of pioneering truly sustainable, effective business solutions,
Accpac ERP 6.0 once again sets the standard for providing mid-sized companies with a
unified, highly adaptable solution for financials, operations, CRM and business intelligence.

To make your people more insightful, more empowered and more productive - access is
provided through the Accpac Portal for simple navigation to the data and processes you
want – plus, Accpac Snapshot and Accpac Inquiry which enable instant access to key
performance indicators and on-the-fly reports.

For more on how Accpac ERP 6.0 can take your business into the next generation,
please contact us in Cape Town (021 701 8442), Durban (031 537 7200) or
Johannesburg (011 304 2000), or www.accpac.co.za.
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Raina

You can now follow ASA on LinkedIn, twitter and the ASA website.

from the pen

Investments 

In this issue we deal with the question of 
investments. How it can potentially grow 

our economy and how to define and plan 
for it, and we also identify the hotspot for 
future investments: Africa. 

Sentiments about our continent, over the 
past few decades, have transitioned from 
the loathsome explorer age cries of  ‘Deep 
dark Africa’ to the somewhat more realistic 
sentiments of ‘Rich Africa, Poor Africans’ 
to what the world now calls ‘Africa – your 
time has come’. But if you’re from this 
continent, then these sentiments are just 
that, sentiments. Because Africans have 
intuitively known for decades that our 
continent with its rich natural resources, 
is an untapped investor haven. And as 
Achim Steiner, Executive Director of 
the UN Environmental programme told 
Africa ministers of finance, planning and 
economic development gathered in Ethiopia 
earlier this year, “This continent is in many 
ways the envy of the 21st century world. 
(As) Africa is rich in the kinds of natural 
resources that in many parts of the world 
have been over-exploited and diminished by 
centuries of unsustainable development”. 

And The Africa Competitiveness Report 
(ACR) 2011, the third report jointly published 
by the World Economic Forum, The African 
Development Bank and the World Bank, 
agrees. It states in its opening remarks that 
Africa’s recovery from the global economic 
crisis has been faster than it has been in 
many other parts of the world. ‘Indeed, 
Africa has seen what can be termed an 
“economic resurgence” over the past 
decade: between 2001 and 2010, gross 
domestic product growth on the continent 
averaged 5.2 percent annually - a rate also 
expected in 2011, and almost 25 percent 
greater than the global average of 4.2 
percent.’

Although very positive, these figures don’t 
belie the enormous challenges following 
decades of non-investment in: education 
and training, infrastructure development 
and innovation, policies that promote global 
interaction, a competent and trustworthy 
bureaucracy, political stability, good 

financial and banking policies, public health, 
and of critical importance - our people. 

But, I’m realistically optimistic that 
Africa’s time has surely come. And, unlike 
other commentators, I believe that our 
continent's slow pace of development, 
even our colonial past and despotic rule 
may just have been a necessary cog to 
ensure that, after a crippling financial and 
looming environmental crisis, that at least 
one continent still has untapped resources 
to help impact growth of the global 
economy.  

So, as the private and public sector 
begins to consider and consolidate their 
investment options going forward, the 
question many pundits agree remains to be 
asked is: “How will investors respond to 
Africa’s potential given its complex political, 
social and economic challenges?” 

What we as Africans intuitively know 
is that, without an investment into our 
wonderful people of Africa, the true 
potential of Africa will remain untapped.

To read the WEF’s ACR 2011 – please log 
onto: http://www3.weforum.org/docs/
WEF_GCR_Africa_Report_2011.pdf

And don’t forget to join us on linkedin 
and follow our news feeds on twitter @ 
AccountancySA.
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Transformation of South Africa’s financial sector regulation

In his Budget Speech on 23 February 2011, Finance Minister Pravin 
Gordhan announced new policy proposals to transform the regulation of 
South Africa’s financial sector. These reforms will have a seismic effect 
on the whole of the financial services sector and are likely to have a 
great impact on SAICA members. 

The detailed proposals are set out in the National Treasury’s policy paper 
A safer financial sector to serve South Africa better, which can be 
accessed on the treasury website www.treasury.gov.za.

The key proposal is to separate ‘prudential’ and ‘market conduct’ 
regulation and thus move towards a ‘twin-peaks’ model of regulation. 
This would see the South African Reserve Bank (SARB) given lead 
responsibility for prudential regulation and the Financial Services Board 
(FSB) providing substantially stronger market conduct regulation. The 
policy also sets out government’s proposals to achieve financial stability, 
consumer protection and financial inclusion, and is structured into the 
following four policy priorities:

Financial stability - This will be driven by the SARB and supported by 
the formation of a Financial Stability Oversight Committee co-chaired by 
the Governor of the SA Reserve Bank and the Minister of Finance.

Consumer protection and market conduct - The FSB and the National 
Credit Regulator will lead on this area, and a new market conduct 
regulator for banking services will be established within the FSB. 

Expanding access to financial services - Here the National Treasury 
will lead. This includes a review of the Financial Sector Charter, further 
support to co-operative and dedicated banks, including Postbank, and 
the introduction of a ‘micro insurance’ framework. 

Combating financial crime - This will be led by the enforcement 
agencies that investigate and prosecute abuses. Work with international 
partners will continue. 

A Council of Financial Regulators will provide interagency co-ordination 
between the different regulators on issues of legislation, enforcement 
and market conduct.

It is envisaged that the reform process will take at least three years. 
However, to give effect to these proposals, new legislation will be 
introduced in 2011 dealing with: banking, financial markets, credit rating 
agencies and the regulatory powers of financial supervisors. 

The Hope Factory getting it right 

What The Hope Factory is doing to improve the lives of the unemployed 
by training them to become entrepreneurs is in alignment with the 
findings of two recent research reports. 

A recent impact assessment report by Greater Capital, commissioned 
by The Hope Factory, measured five key indicators: increased financial 
stability of the beneficiaries, increase in household income, positive 

impact on the broader community, plans that the beneficiaries have for 
the future and growth in entrepreneurial activities. All five indicators 
were found to be positive, with the suggestion that continuing attention 
is given to develop further the enterprises that emerge, as they currently 
fall into the bottom end of the business scale.

To emphasise this point, recently completed research by Finmark Trust 
looked specifically at survivalist-type enterprises within the rural and 
township areas, and found that this sector – Home Based Enterprises 
(HBEs), which covers low income subsistence, sustainable and growing 
businesses – contributes over R6bn to the economy per annum, 
considerably more than the craft sector which brings in R2bn. This 
confirms, therefore, that The Hope Factory’s model is targeted at a small 
but important sector of the economy with the opportunity for growth if it 
is properly nurtured.

*For more information, visit www.thehopefactory.co.za.

Consumer Protection Act to impact on “trading as” names

Section 79 of the Consumer Protection Act, 2008, (CPA) prohibits any 
person from carrying on business except under the person’s full name 
as recorded in an identity document or officially recognised or in the 
case of a juristic person (for example, a company), a business name 
registered with the Registrar of Companies. 

This means that a trading name must be the registered name of 
the entity. Section 80 does, however, allow a person to register any 
number of business names that are used or will be used in carrying on 
business.

It should also be noted that, in terms of section 81 of the CPA, a 
business name may not be the same as, or confusingly similar to, 
an entity already registered under the Companies Act, the Close 
Corporations Act or the Co-operatives Act.

The name may also not be the same as, or similar to, a registered trade 
mark belonging to another person.

If an entity conducts business under a trading name that is not its 
registered name, the National Consumer Commission may require it to 
cease trading under that name.

The Commission may not take any action to enforce section 79(1) at any 
time against a person for the use of a business name, if that person:
•  had registered that business name before 31 March 2011 in terms of 

any public regulation other than a repealed law; or
•  was actively conducting business under that business name for a 

period of at least one year before the date on which section 79 took 
effect.

The possible proliferation of new registered business names will 
require vigilance on the part of businesses and trade mark proprietors 
to protect their intellectual property rights in respect of their registered 
names.

These sections (sections 79, 80 and 81) will only become effective on 
a date that will still be determined by the Minister and must be at least 
one year from the general effective date, which is one year from 31 
March 2011, therefore any date as proclaimed after 31 March 2012.

The Hope Factory

Legislation

Financial Services



The Thuthuka Pledge Campaign was launched with the aim of 
raising sufficient funding for our Thuthuka Bursary Fund. THANK 
YOU to all our members that have made their annual pledges 
through their organisations. But a special mention must be made 
of the members that have pledged in their personal capacity.

These pledges have allowed us to achieve our immediate goal to 
increase the number of first-year students placed at Thuthuka-
accredited universities by 50 students when compared to 2010.

As we are way below our target of R15 million per annum, I would 
like to encourage our members who have not yet made their 
annual R500 pledges to do so and, in doing so, please think of 
how many lives that together, we would be able to change for the 
better.

As a CA(SA) you can be particularly proud of Thuthuka, which is 
the skills development and transformation initiative of SAICA. This 
initiative has proven to provide an effective and eminent means to 
achieve transformation and skills development through addressing 
the talent pipeline of students. 

How can you make a Pledge?

Go to www.saica.co.za click on the Thuthuka banner on the SAICA 
homepage. You will be taken to the online pledge form that you will 
need to complete to begin the quick and easy pledge process.

Remember that for the Thuthuka Bursary Fund to take in 100 
students at R35 000 a year requires R10.5 million over three years 
for each intake. This means that it is essential that every single 
member makes this pledge! 

Your contribution, as a tax deductible item, may be relatively small, 
but it is essential to reach our targets and fulfill the students’ 
dreams of one day becoming a CA(SA), like you and I. asa

Thuthuka Pledge Update

All things considered.

Prudential Portfolio Managers (Pty) Ltd is an authorised fi nancial service provider. 

Prudential understands that not everyone has the 
same appetite for risk. Which is why we have a 
range of funds that are designed to suit every type 
of investor need – from “toe-in-the-water” to 
“dive-right-in”.

For more information on investment, 
please ask your fi nancial adviser, 
or visit www.prudential.co.za

Every winter, Mikhail Petrov* joins dozens of other 
bathers for a weekly swim in the icy waters of Lake 
Bezdonnoye near Moscow.  With temperatures 
plummeting to minus 30 degrees Celsius, many think this 
is foolish. But these bathers believe that the icy water 
builds resistance to illness and enhances wellbeing.

*Mikhail Petrov is a fi ctitious person

Scared to get wet ... 
or simply testing the water
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It is however recommended that the business name is registered, 
either as a business name with the Commission or as a defensive 
name, which must be renewed every two years to ensure protection 
and future use of that name.
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Making the 
Difference
the mad CA(SA)

Lloyd Hudson CA(SA) is the former 
CFO of MoreGolf (Pty) Ltd.

Perhaps unfortunately, but have 
you noticed that we chartered 

accountants are not well known for our 
sense of adventure? So much more 
impressive when we come across what 
is clearly the exception to the rule. And 
what an exception! Lloyd Scott Hudson 
is the former Chief Financial Officer 
of MoreGolf (Pty) Ltd and, following 
many previous adventures, is now going 
to add a trip to the South Pole. This 
expedition, which marks the centennial 
year that Amundsen and Scott reached 
the South Pole, will involve skiing 1 168 
kilometres from the edge of Antarctica 
to the Pole, which is the equivalent of 
skiing thirteen comrades’ marathons in 
a row.

Let us look at who is this extraordinary 
man. He qualified as a chartered 
accountant in 1995 – sixteen years 
ago. He worked his articles at PwC , 
and then worked for SA Breweries and 
Mondi (at that time part of the Anglo 

American group) prior to becoming CFO 
of MoreGolf in 2008.

In 2001 he really started his ‘adventuring’. 
He summited Mt Kilimanjaro in Tanzania 
– the highest mountain in Africa and nine 
years later, he undertook his polar training 
in Svalbard in Norway in early 2010 and is 
going for further polar training, October 
2011. He recently summited Mt Aconcagua 
in Argentina during December 2010/
January 2011. He left MoreGolf at the end of 
February 2011 in order to raise sponsorship 
both for this particular polar expedition and 
to raise extensive donations for certain 
charities. He is looking to raise much money 
for what he believes to be worthy causes 
over this next year – and also further to train.

Lloyd is known as The MaD CA. This 
because he is always looking to be “making 
a difference”.  And MaD because many think 
him crazy when he tells them what he is 
planning to do. As far as Lloyd is aware, no 
other CA(SA) has ever done what he now 
plans. Yes – surely not!

Strangely, it was becoming a CA(SA) that 
led him to this determination. And he 
believes that the profession has enabled 
him to embark on this journey. For that 
he is only but immensely grateful to the 
profession (surely, but nevertheless in eager 
anticipation of more adventures).

Perhaps it is appropriate to remember that 
Lloyd is looking to raise sponsorship for 
more than one expedition.

Beneficiaries of The MaD CA Foundation
This Foundation is in the process of being 
incorporated and all funds are to be held in 
trust for careful distribution to three selected 
charities – please see ‘Caveat’ later. The 
trust is being generously set up by Deloitte. 
The goal of the Foundation is to raise from 
this expedition at least R30 million through 
various channels and also to benefit the 
following charities:
1.  The South African Council for the Aged 

(Age-In-Action)
2.  National Society for the Prevention of 

Cruelty to Animals
3.  The Rivers Foundation
4. Caveat

Planned dates leading up to the 
expedition
•  Drakensburg, South Africa – 23 - 28 

April 2011 (one successful week only, 
completed)

•  Mt Denali, Alaska – 29 May 2011 to 21 
June 2011

•  Lesotho, southern Africa – August 2011
•  Polar training at Svalbard, Norway – 

October 2011
•  South Pole Expedition – 22 November 

2011 to 19 January 2012
•  South African National Antarctic 

Expedition base visit – governmental 
approval to be sought

Donations
Donations to The MaD CA Foundation can 
be made by visiting the website www.
themadca.co.za or call The MaD CA at his 
office on 011 465 0947 or 071 482 0890.  
You can also follow Lloyd on facebook and 
twitter at the following addresses:
Facebook: The MaD CA
Twitter: TheMaDCA.

Sustainaing 
Business
at Marks and Spencer

Alan Stewart CA(SA) is the CFO of 
Marks and Spencer plc.

In 1985, Alan Stewart CA(SA) left 
Deloitte, Haskins & Sells in Cape 

Town and headed for the rainy shores of 
England. Today, he is the CFO of Marks 
and Spencer plc.



commentary|straight shooting

All things considered.

Prudential Portfolio Managers (Pty) Ltd is an authorised fi nancial service provider. 

Many of Luke Sky’s* friends think he’s mad. But before 
leaping out of a perfectly good aircraft and plummeting 
towards the earth, Luke makes sure he understands the 
risks. Wind speed, atmospheric pressure, height and his 
equipment… Then he jumps. 

Prudential understands that not everyone has 
the same appetite for risk. Which is why we have 
a range of funds that are designed to suit every 
type of investor need – from the adventurous 
Luke, to his worried mom on the ground.

For more information on investment, 
please ask your fi nancial adviser, 
or visit www.prudential.co.za

Reckless abandon ... 
or expanding your horizons

*Luke Sky is a fi ctitious person
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Alan’s road ‘well travelled’ saw him join the London office of 
Deloitte for six months before spending ten years in investment 
bank advisory. In his next three jobs he guided his companies 
through some major crises. As CFO, and later CEO, of Thomas 
Cook he took the travel company through the 9/11 crisis. As 
the CFO of WH Smith he was part of the team that delivered a 
survival strategy that turned the stationery group around. And, 
after joining a Dublin-based aircraft leasing company as CFO in 
2009, he managed to refinance its large maturing debt in the 
midst of the global financial crisis. 

Last year, he was approached by Marks and Spencer and 
took the role of CFO in October. No two days are the same, 
says Stewart. “As well as being responsible for finance, I am 
responsible for IT and logistics, which impacts on the whole 
of the supply chain for our clothing and food businesses.” The 
group is also in the throes of a three-year strategy roll-out 
launched late last year. “Marc Bolland, the CEO, and I both 
joined in the past year and we’ve brought a new strategic 
direction to the business,” he says. So, a typical day for Stewart 
will include reviewing the sales performance figures, meetings 
with the various teams implementing the work-streams to 
deliver the new strategy, and reviewing matters with his team. 
He also meets with investors and analysts, and travels to the 
group’s international operations.    

As the CFO of Marks and Spencer, Stewart has a major role to 
play in the company’s sustainability strategy. Four years ago, 
Marks and Spencer launched an ethical and environmental 
programme called Plan A. It’s an integration programme that 
the company sees as a ‘change brand’. Stewart explains: “It’s 
a plan with which our 75 000 employees can connect and see 
that each activity they are personally undertaking (packaging 
reduction, cotton sourcing, etc.) is part of a bigger whole”.  A 
board committee – the How We Do Business Committee that 
includes executive directors - meets bi-monthly to consider 
performance in meeting both set goals and integration with a 
wider business strategy. Executive directors are incentivised, as 
part of their annual bonus potential is based on Plan A delivery 
in their area. 

“Plan A generated a 50 million pound surplus for us in 2009/10, 
with more to come in future years,” says Stewart. The company 
found huge opportunities to reduce its cost base and protect 
the planet at the same time by improving how it uses energy 
and resources and prevents waste. It found new ways of 
connecting with customers reassuring them that the company 
cares about the future and helping them make more sustainable 
lifestyles easier to adopt. New markets were also discovered: 
the company’s reputation for quality has given it a 1% share 
of the UK domestic energy services market in only two years. 
“The more integrated Plan A has become the better business 
outcomes we’ve got.”

Stewart’s advice to companies embarking on a sustainability 
integration strategy is to first see the business case. “More 
sustainable buildings, lorries, products and processes require 
investment, but so far we’ve found they are more than offset by 
the savings/revenue growth that accrues.” Secondly, you need 
leadership from the top – no business can take its eye off the 
growing sustainability pressures. Finally, please develop a plan 
that makes sense for your unique business, and that’s aligned 
with the business case and leadership. asa 
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Payroll software also has an important role to play in the overall accounting and auditing 
process for SME companies.

Auditors, in particular, will find the payroll software system of great value by quickly 
providing accurate information and answers to questions or queries that may arise during 
an audit, according to Grant Lloyd, managing director of payroll and human resources 
software specialists Pastel Payroll, part of the Softline Group and Sage Group plc.

“There are ten requirements that auditors will invariably request from the payroll 
administrator during any company audit, some relatively simple, others quite complex,” 
says Lloyd. “An automated payroll software solution will ensure the auditors get the 
detail they need, without fuss or complication.”

Without an automated payroll software solution, Lloyd says SME companies will struggle 
to make such auditing information readily available. “Extracting and presenting this 
information manually takes considerable time and could delay an audit and increase the 
cost to the company.” Manual information furthermore creates the risk of information 
being manipulated, with an automated solution, this risk is completely circumvented.

Among the auditor requirements that companies are likely to have to produce untainted 
supporting information and precise records are:
•	 	A	list	of	current	employees	to	confirm	the	company	head-count.	Automated	payroll	

software should provide a list of employee names and surnames, employee codes, job 
descriptions and salary values; 

•	 	A	list	of	total	net	pay	values	per	month	for	comparison	against	bank	statements.	The	
payroll software should provide a report detailing net pay per month, the total value 
transferred by EFT, paid by cheque or paid in cash; 

•	 	Payslip	values	to	compare	with	payroll	journals	and	general	ledger.	The	payroll	
software general ledger report should detail values of each month’s payslip 
transactions and the GL accounts they were posted to; 

•	 	A	break	down	of	PAYE,	UIF	and	SDL	calculations	per	employee,	per	month.	This	
requires the payroll software to produce detailed calculation reports indicating how 
each	employee’s	PAYE,	UIF	and	SDL	contributions	were	calculated;	

•	 	A	copy	of	each	month’s	EMP201	to	compare	with	PAYE,	UIF	and	SDL	payments	made	
to	SARS.	Here	the	payroll	software	should	provide	re-prints	of	each	month’s	EMP201	
report	with	detail	of	all	PAYE,	UIF	and	SDL	amounts	deducted	and	contributed	by	the	
company; 

•	 	An	annual	EMP501	return	to	reconcile	to	monthly	EMP201	returns	and	SARS	
payments.	The	payroll	software	should	provide	an	annual	EMP501	printout	detailing	
the	PAYE,	UIF	and	SDL	liability	for	every	month;	

•	 	A	list	of	individuals	that	have	access	to	payroll	records	and	details	of	the	changes	
made	by	specific	users.	Detailed	audit	trails	listing	each	user	and	their	access	rights	
should be provided by the payroll software as well as changes that may have been 
made to the payroll records and the date, time and by whom such changes were 
made; 

•	 	Records	of	payroll	input	to	compare	to	time-sheets,	leave	applications	approved	and	
new appointments and employment terminations. Here the payroll software must 
provide a monthly breakdown of salaries, leave pay, lump sum payments, overtime 
and bonuses paid to employees for every month; 

•	 	Values	of	deductions	and	contributions	that	are	payable	to	third	parties	for	
comparison with actual amounts paid according to bank statements. Reports detailing 
medical aid, pension/provident fund and garnishee orders per month per employee 
can be extracted from the payroll software; and 

•	 	Year-to-date	values	of	payslips	from	the	tax	year	1	March	to	February	28	to	compare	
against	employee	tax	certificates	issued.	The	payroll	software	should	offer	a	12-month	
report	detailing	breakdowns	of	each	month’s	payslip	and	well	as	year-to-date	amounts	
per	employee	and	re-prints	of	employee	tax	certificates	issued.	

Hopefully all such evidence set out above should give the auditor substantial assurance 
on payroll for SMEs. 

Pastel Payroll  

advertorial|Pastel
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CA Charter 
know, understand, use   

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

The gazetting of the CA Charter is an 
important milestone in our profession. 

The Charter is the culmination of many 
years of discussion and negotiation 
between various affected parties and is a 
document of which I believe the profession 
should be immensely proud. 

The first thing I want to do is dispel some 
of the myths around Black Economic 
Empowerment (BEE) or Broad-based Black 
Economic Empowerment (B-bBEE). BEE 
is simply a process of driving inclusivity. 
It is not about enriching a group of people 
at the expense of others – as many would 
have us believe. There might often be 
anomalies in the manner in which the 
policy of BEE is implemented. 

However, as with many things, the area 
of BEE is new ground and is something 
that will evolve as lessons are learnt and 
changes made. South Africa comes from 
a past where certain race groups were 
excluded from the mainstream economy. 
One of the reasons for the collapse of 
the apartheid structures was the fact that 
our economy could not be sustained by a 
minority of the population. 

B-bBEE seeks to expand the economy by 
bringing into the economy communities 
and individuals that previously would not 
have had that opportunity. It seeks to 
do so by providing education, housing, 
infrastructure and other necessities so 
vital to the growth of any economy. And 
any economy that chooses to alienate the 
majority of its population will eventually 
experience the kind of unrest we are 
currently seeing in parts of the Middle 
East.

So what is the CA Charter? The CA Charter 
is modelled on the Codes of Good Practice 
(as issued by the dti) with deviations in 
certain areas. The vision of our Sector Code 
is ‘to grow the number of black people 
in the CA(SA) profession to reflect the 
country’s population demographics and to 
empower and enable them to meaningfully 
participate in and sustain the growth of 
the economy, in the process advancing 

equal opportunity and equitable income 
distribution’. 

Our sector code differs from the dti’s 
Codes of Good Practice in that we have 
opted to reduce the focus on preferential 
procurement and instead focus more on 
employment equity and skills development, 
e.g. growth in pipeline. Given that the 
codes apply largely to practising firms, this 
makes good sense. Procurement is not 
a feature of the business and operating 
models of firms operating in this sector. 
The accountancy world is and must be 
about the development of skills (in our 
case, critical and scarce skills in the form 
of the competencies learned in the CA 
programme) and ultimately the demographic 
of staff employed by those firms. 

The CA Charter seeks to encourage 
behaviours that drive investment in skills. 
One of the fundamental tenets of a strong 
developing economy is that of an educated 
population. The economic miracles of 
countries like China, Malaysia, Japan are all 
directly attributable to extensive investment 
in education, with particular focus on the 
development of professionals. The CA 
Charter embodies that spirit by encouraging 
investment in skills development that is 
inclusive and relevant.

In as much as the Charter seeks to drive 
this behaviour going forward, SAICA and 
many in the profession have embodied the 
spirit of the Charter over much of the last 
decade. The Thuthuka initiatives, run by 
SAICA, and supported by the profession 
and government alike, I have seen 
substantial investment in the development 
of skills and ultimately the empowerment 
of individuals and communities over the 
past decade. 

SAICA’s membership demographic has 
shifted over the years with an ever 
increasing number of Black members 
joining the Institute.

Our trainee numbers have also shifted over 
the past few years. This is reflected in both 
race and gender statistics.

Again, this talks to the profession’s 
commitment to skills development generally 
and its commitment to facilitiate growth in 
the number of CAs(SA). Most notable has 
been the growth in the number of Black 
CAs(SA) over the past few years with the 
Thuthuka initiative being one of the key 
contributors.

To conclude, the CA Charter embodies the 
commitment of the profession to inclusivity 
and growth of the economy through effective 
B-bBEE programmes. The multitude of 
programmes that we have put in place as a 
profession continues to fill me with a sense 
of extreme pride. These programmes include 
initiatives like The Thuthuka Bursary Fund 
and The Hope Factory which allow members 
to earn skills development and enterprise 
development points respectively. As has 
been SAICA’s and the profession's response 
in the past, we have chosen to lead and 
make things happen.

I encourage members to read through the 
Charter (www.cacharter.co.za) and drive 
its application through their businesses. 
Members of the Secretariat are available to 
engage in discussions on any comments 
you might have around the Charter. asa

commentary|straight shooting
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We’ve been serving the South African market for over 20 
years and in that time I’ve learnt a thing or two about what 
businesses want. And if there’s one thing they can’t stand 
it’s jargon. 
 
So I’m starting a revolution with Pastel Evolution. I think 
it’s time to get back to basics with fully fledged business 
management software for big businesses. 

If you spend more time creating reports than analysing 
data, then what’s so smart about your software? 

Pastel Evolution’s easy-to-understand business 
intelligence reporting tools let you generate financial 
management packs at the click of a button, in a format 
you understand – Microsoft Excel®.  Save hours and days 
by manipulating your data to expose trends and business 
insights.  
 
Finally, smart cost-effective software for big 
businesses.

ERP, CRM, BI, WMS, POS. 

Confused? 

“I think it’s time to 
get back to basics  
   with business 
   management
          software.”

You don’t have to be with Pastel Evolution. 

JHB +27 11 304 3530   DBN +27 31 537 7100   CT + 27 21 522 7400

0861 EVOLUTION
www.pastelevolution.co.za
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Opportunities sometimes come disguised 
as problems. The perception of 

opportunity versus problem depends on one’s 
perspective. This may be the case for small and 
medium sized audit practices (SMPs) as they 
contemplate the strategic implications for their 
business of the new Companies Act. 

Strategic management framework
The basic concepts of strategic management 
are likely to be understood by many SMPs. 
The new SAICA competency framework 
applicable to the training of a CA(SA) includes 
the skills related to strategic management. 
However, many SMPs may not be accustomed 
to applying the principles and processes of 
business strategy to their own businesses, 
at least not in a formal or structured manner. 
A brief revision of key strategy concepts and 
frameworks may be useful to SMPs, as they 
craft and execute a new business strategy.  

A review of any contemporary text on strategic 
management will reveal a wide range of 
concepts and frameworks with which the 
strategy practitioner needs to be familiar. A 
synopsis of this broad knowledge base may 
provide a practical point of departure for SMPs 
conducting a strategy review. The practice 
of strategy may be simplified into two broad 
stages – crafting strategy and executing 
strategy. An effective and successful strategy 
requires a combination of informed decisions 
and effective action, representing the outcomes 
of these two stages respectively. 

Within this broad framework, five steps may be 
distinguished: (1) strategic thinking, (2) strategy 
formulation, (3) strategic planning, (4) strategy 
implementation, and (5) strategy review. The 
first step aims to develop the case for change 
and the motivation to change, based on an 
understanding of key forces, relationships and 
trends in both the external and internal business 
environments. 

It requires one to examine issues and choices 
from different perspectives and to assess 
different potential scenarios of the future. This 
leads to the second step, namely strategy 
formulation, which addresses in a more specific 
manner the three questions of who to be, 
where to play, and how to win. Addressing 

these questions requires the analysis, 
prioritisation and integration of strategic 
objectives, choices and trade-offs. The resulting 
decisions form the core of the business 
strategy.  

A key application of strategy formulation is 
that of crafting a business growth strategy. 
The classic product/market matrix identifies 
four types of growth strategy – market 
penetration, market development, product 
development and business development. The 
role of creativity, innovation and corporate 
entrepreneurship are key factors in successful 
business growth. A growth strategy may also 
be organised into three time horizons, short-, 
medium- and long-term, to ensure a measured 
and sustainable approach to growth initiatives. 
A growth strategy is concerned with a business 
making the best choice of where to compete 
and how to succeed, given several options and 
alternative scenarios of the future. 

The third step is the detailed planning that 
bridges the strategic decisions articulated 
in step 2 to the specific operational tasks 
involved in step 4. It includes the definition 
of key performance areas and indicators, the 
measurement of baselines, the setting of 
targets and timeframes, the determination 
of capability and resource requirements, the 
allocation of scarce resources, and the framing 
of roles and responsibilities for key individuals 
and groups involved in strategy implementation. 

Step 4 is the implementation of strategy at an 
operational level. It is the ongoing organisational 
activities that transform ideas and decisions 
into actions and results. 

Step 5 is conducted on a regular basis to 
assess first the effectiveness of strategy 
implementation as part of the general 
management of the business (“Are we on 
track?”), and secondly the effectiveness of the 
strategy itself (“Are we on the right track?”).

Expressed diagrammatically, these five 
processes form a circle representing the 
continuous cycle that makes up the strategic 
management system. In this diagram, the 
process of strategy review may be split 
between crafting strategy and executing 

strategy. One may commence the annual 
strategic management cycle with a review of 
past strategy, and end the cycle with a review 
of results achieved. The crafting of strategy 
may thus begin with a strategy review, proceed 
to strategic thinking and end with strategy 
formulation. 

Executing strategy begins with strategic 
planning, proceeds to strategy implementation 
and ends with strategy review. While the steps 
have been outlined sequentially for ease of 
discussion, in practice the process involves 
feedback loops at each stage, as part of an 
integrated set of activities. Throughout this 
cycle, three questions remain as the key frame 
of reference – who to be, where to play, and 
how to win.

Strategy by SMPs
Thus far we have discussed strategy for SMPs. 
What about strategy by SMPs? In addition 
to conducting a strategy review of their own 
business, there may be additional benefits for 
SMPs to develop their expertise in strategic 
management. 

Many SMPs will be seeking to identify new 
products and services to offer their clients, and 
new sources of revenue to replace the audit 
fees, which are under threat.  These SMPs 
may wish to consider the role of strategy 
adviser or strategy coach to their clients. Many 
SMPs have longstanding relationships with 
their clients, developed over many years and 
reflecting a high degree of trust. Although 
their previous contractual role may have been 
limited to traditional SMP services relating to 
accounting, auditing and taxation, their informal 
role may have included that of trusted advisor. 
The foundations exist for the transformation of 
the SMP/client relationship to the provision of 
a wider range of services, including strategy 
advisory and coaching services. This benefits 
both SMPs and SMEs.

In conclusion, SMPs need to develop and 
apply strategy skills to their own businesses, 
and possibly also use these skills as part of 
an expanded and more innovative business 
services offering.  Strategy both for and by 
SMPs needs to be considered as this sector 
enters a new chapter in its evolution. asa

Strategy for SMPs by SMPs
step by step guide

Troy Dyer CA(SA), MBA, CFA, is a Strategy Coach at Audax Ideas.

commentary|strategic CA(SA)
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Lifestyle Improving
for South African's

Annabel Bishop, M PMB, MCom, is an economist at Investec Ltd. 

Since 1994 there has been a steady migration through the LSM 
(Living Standard Measure) groups as calculated by the South 

African Advertising Research Foundation (SAARF), indicating that 
lifestyles have significantly improved for many South Africans. 
The LSM looks at whether the individual owns certain items and 
has certain services and not what are the different income levels, 
although incomes have been matched to LSM groups in more 
recent years. The items/services range from motor vehicle, TV and 
fridge/freezer ownership to whether the household is connected 
to running water and electricity or has a domestic worker. Changes 
in technology/services are updated through the years to keep the 
measures current, and additional items/services have been included 
(namely financial services, insurance policies, telephony, hot running 
water, sanitation, credit facilities and personal computers), which 
means the measures are not strictly comparable year on year. 

However, it is still apparent that most South Africans have enjoyed an 
increasing, as opposed to decreasing, standard of living. Since 1994 
on the basis of the LSM survey, there has been migration to higher 
LSM brackets. This is consistent with a country where incomes tend 
to rise each year in real terms, most particularly in the public sector, a 
characteristic that is likely to continue. 
 
2010 saw Household Consumption Expenditure (HCE) rise by 4.4% 
compared to GDP growth of 2.8%, but the SARB defines ‘household’ 
as the entire private sector, both individuals and corporates. The 

greatest proportion of private sector spending is occurring on 
services (43%), with purchases of non-durable goods a fairly 
close second at 35%. Services have always accounted for a large 
proportion of private sector spend, the ratio was 40% in 1994, and 
so little has changed. However, the proportion of household income 
that is spent on non-durable goods has fallen significantly, to 35% 
from 46% since 1994, but virtually doubled to 11% for semi-durables, 
confirming that individuals have become wealthier (living standards 
have improved) in South Africa since 1994. Business confidence 
is rising in the private sector and, while consumer confidence 
moderated somewhat at the start of the year, it is still well above 
the average since 1994, supporting HCE growth. Debt levels for 
individuals remain high despite the declining trend, which will limit 
the extent of HCE growth as interest rates rise.
 
Strong growth in private sector spending (which accounts for two 
thirds of GDP) has been the driver of economic activity in the past 
year. Private sector purchases of durable goods (computers and 
related equipment, information-processing, photographic and audio-
visual equipment, motor vehicles, therapeutic/medical equipment, 
furniture and appliances) accounted for almost half the growth rate of 
4.4% y/y in private sector spending in 2010. Ongoing migration into 
higher LSM groups supports this, as the LSM groups are determined 
chiefly by durable goods owned and services enjoyed by individuals.
 
The sharp, upward migration of individuals through the living 
standard measures in South Africa has supported HCE (private 
sector spending), and hence improved GDP growth since 1994. 
This trend is likely to continue, compensating in part for the small 
size of the population and, in turn, supporting industries benefiting 
from household spend. Indeed, the very strong focus of government 
finances on social services, and the expansionary nature of 
government spending, means that HCE growth is likely to continue 
running at a faster pace than that of GDP – and that individuals are 
likely to continue leaving the LSM 1 and 2 groups at a rapid pace. 
Rising real disposable incomes are driving the spend, as opposed 
to an increase in debt levels, which is making the current economic 
expansion more sustainable than the last. However, still high debt 
levels will limit the growth in consumption, particularly given three 
expected interest rate hikes of 50bp each, beginning in November 
this year (we expect the next two in March 2012 and September 2012 
respectively). 
 
Government’s strong focus on job creation is also likely to be 
supportive of improved HCE growth, and the employment index from 
Adcorp indicates that there has been some employment growth this 
year. 2009’s recession and 2010’s low growth years meant significant 
job losses. With 2011 being the year economic activity improves 
to the point of being able to run at trend growth in 2012, steady, if 
slow, growth in employment is expected, which will aid HCE. Indeed, 
economic GDP growth needs to run above 3.5% in South Africa for 
net job creation to occur, and we expect an expansion in GDP of at 
least 3.8% y/y in 2011. asa

commentary|economy
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Africa is complex, colourful, difficult, 
beautiful and filled with huge 

potential. These contrasting descriptions 
are very broad but also very relevant, 
and the focus should be on the latter 
words “huge potential”. These words are 
appropriate, particularly as the outlook for 
the African Continent seems positive.

Two recent reports back this up. The 
International Monetary Fund (IMF) said 
that sub-Saharan regional Gross Domestic 
Products (GDP) was expected to grow by 
5% in 2011. According to the UN’s agency 
for the built environment, urban growth 
in Africa is running at a rate that is faster 
than that within Asia. The IMF report 
backs up the changes that are occurring. 
‘The region’s resilience through the global 
financial crisis owes much to sound 
economic policy’, it said and then listed 
its characteristics: ‘steady growth, low 
inflation, sustainable fiscal balances, rising 
foreign exchange reserves, and declining 
government debt’. 

There is little doubt that Africa is also 
focused on rapidly expanding economies 
elsewhere. ‘A positive development for 
the region’s dynamism in recent years’, 
said the IMF report, ‘has been the 
growing orientation of some of its trade 

towards the fastest growing parts of 
the world, particularly China and other 
developing countries in Asia and Latin 
America’. 

It is necessary to point out that, if Africa 
wishes to take further progressive 
steps, it is necessary for the continent 
to “speak” the financial reporting 
language that the international community 
also “speaks” and understands. 
The International Financial Reporting 
Standards (IFRSs) and the IFRS for 
Small and Medium Entities (SMEs) is 
the financial reporting language that 
is recognized by the majority of the 
international community. We shall refer 
to both as the IFRSs frameworks. These 
IFRSs frameworks have been adopted by 
some African countries with varying levels 
of maturity in terms of the implementation 
of this framework. 

There are numerous countries in Africa 
that desire to adopt and implement the 
IFRS frameworks but they are constrained 
by the lack of appropriate skills and 
knowledge on the one hand and with the 
sense that on the other hand the IFRS 
Standards do not always necessarily 
give due consideration to the unique 
circumstances in their countries. 

These constraints are caused by a 
number of contributory factors, on which 
we do not want to focus but rather focus 
on a way to overcome these constraints. 
The terms “strength in numbers” and 
“unity is strength” provide direction in 
terms of addressing these constraints. 
There is a need for a united African 
continent in the International Financial 
Reporting arena if we are to overcome 
these constraints.

Currently, the African continent is broken 
up into three major regions within the 
accounting arena. There is the Eastern, 
Central and Southern African region 
(ECSAFA), the West African region (ABWA) 
and the North African region (Maghreb). 
There are pockets of excellence within each 
of these regions and these are not shared 
amongst each other. An example of this 
is that according to the World Economic 
Forum’s 2010-2011 Global Competitiveness 
Report, South Africa moved into the top 
spot in the ranking of auditing and financial 
reporting standards out of 139 countries. 

While this is commendable, the bulk of 
other African countries feature in the 
bottom half of this Report. Furthermore 
the pillars underpinning the accounting 
profession within the different countries, 
such as education, legislation and 
regulatory oversight, vary significantly in 
terms of standards and level of maturity. 
Some countries are fully compliant with 
the International Federation of Accounting 
(IFAC) Standards and have been for some 
time, while other countries are not or 
are not consistently maintaining these 
Standards. 

On the international accounting stage other 
continents such as Europe, Asia-Oceana 
and North America have formed united 
groupings when attending Standard Setters 
and other Accounting related meetings. 
These continents speak with one voice and 
have the backing of the representatives 
from the Institutes and Standard Setting 
Boards within the countries on those 
continents. When they speak, IFAC and the 
International Accounting Standards Board 

It’s Time for Africa
in the international financial reporting arena

Mohammed Lorgat CA(SA) is Project Director: Public Sector and Africa, SAICA. 
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(IASB - the body responsible for setting the IFRS frameworks) have 
to listen. These other continents influence the development of the 
Standards to take care of circumstances within their continents. 
Africa is also there but because we do not have a united voice 
generally we have minimal influence.

At various sessions over the past few years the messages from 
Institutions such as IFAC, IASB and the World Bank to these 
regional bodies in Africa have been to form a continental body to 
represent Africa. At the first ever IFRS Conference held on the 
African continent, which took place in Cape Town this past year, 
the chairman of the IASB, Sir David Tweedie was quoted as saying 
“The louder Africa speaks with one voice, the more effective it 
is for the continent. We would rather have a consistent theme 
coming from Africa, where emerging economies’ concerns are 
presented to the IASB in a coherent manner. This will have much 
more influence on future IFRS”. 

There will be challenges as there are language, cultural and other 
differences to contend with, however, this is also the same for 
other continents. At the Cape Town IFRS Conference, Jeff Van 
Rooyen, an IFRS Foundation Trustee (IFRS Foundation is the 
oversight body of the IASB), was quoted as saying “The challenge 
in terms of capacity building can be overwhelming. I can see the 
global movement to IFRSs with India and China and other major 
powers. The whole world is converging. Africa needs to be part 
of this. It is a learning curve for Africa and learning curve for the 
world. It is important for us as a continent. We just have to be 
part of this convergence. It will just take time and enthusiasm and 
patience. 

There is an old African metaphor: How do you eat an elephant? 
You have to eat it bit by bit.” These are sentiments that should be 
embraced by the African continent and the potential benefits are 
huge. The pillars mentioned previously of education, legislation and 
regulatory oversight could be tackled together continentally rather 
than in regions. In terms of finding transversal solutions and roll-
out a continental approach should be more efficient and effective. 
The other significant benefit will be a united and stronger African 
voice in the international accounting arena. This will assist in 
Africa also having more of a say in the development of accounting 
standards so that African challenges can also be addressed.

The 2010 Soccer World Cup theme song words “It’s time for 
Africa” ring in my mind as I contemplate the International 
Accounting landscape at present. Before the lyrics become 
a distant memory, it is pleasing that there are developments 
underway towards the formation of a continental accounting 
body in Africa. Africa is heeding the call: during 2010 there was 
continuous discussion and negotiation by relevant stakeholders 
on the formation of a body called the Pan African Federation of 
Accountants (PAFA), of which was successfully launched in Dakar, 
Senegal on 6 May 2011. asa 
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Venture Capital 
a functioning and active asset class in SA

J-P Fourie, BCom (Hons) (Economics and Investments Management) is Executive Officer of SAVCA and 
Stephan Lamprecht, B.Eng is the founder of Venture Solutions.

Venture capital (VC) is an active, albeit emergent asset 
class in South Africa. This is according to a decade’s 

worth of research data released by the Southern African 
Venture Capital Association (SAVCA) and Venture Solutions, 
a local innovation management and commercialisation 
consultancy.

The research project, conducted mid-2010, sought to clarify 
the perceptions that exist about VC in South Africa. The 
findings cover transactions from 2000 to July 2010 and reveal 
some remarkable insights, most important of which is that the 
VC industry is an established one, with investment diversity 
and growth that is surprising for a developing economy. 

The questionnaire-based research surveyed 33 VC fund 
managers that combined, recorded 251 VC transactions 
totalling an investment in the asset class of R2.6 billion.

No specific fund manager type dominates the VC asset class, 
with the largest single investor grouping being government 
captives, who account for 35% of all investments by deal 
value (or 31% of the number of deals). Single sponsored 
funds (an investment firm/operation tied to a single funder 
or capital source) were the second greatest investors in VC 
transactions by deal value and flow, managing 36% and 27% 
of deals respectively over the period.

The single largest grouping of investments by stage has been 
into businesses in the start-up phase, which accounts for 
half the value of all investments to date. Development capital 
received 35% of all investments (by value), while growth 
capital accounted for 12% of investments by value and seed 
capital only 3%. 

The biggest recipient of VC money has been biotechnology-
based ventures (25%). The preference for life science-related 
transactions, which include investments in biotechnology, 
health and medical devices, contributes to almost 41% of 
all transactions concluded. Information Communication and 
Technology (ICT) and electronics made up 27% of all deals.

We are thrilled that for the first time ever, we have such a 
detailed understanding about the state of the VC industry 
in our country. However, in addition to the good news that 
comes from the findings, it is also quite clear that a lot needs 
to be done by both public and private stakeholders and 
investors to encourage and strengthen the VC industry.

Current exchange control regulations were identified as 
the greatest impediment to growing the VC asset class. 
Because exchange controls obstruct the mobility of money 
and intellectual property, it hampers the internationalisation 
of South African developed intellectual property, making it 

virtually impossible to take local innovations to new high–
growth markets; the crux of the VC fund manager’s role. 

The lack of public-funded intellectual property is also a concern 
for the development of the VC industry. Non-government VC 
investors (Angels and the private VC fund managers) accounted 
for more than 65% of all transactions recorded and little 
mention was made by these private fund managers of science 
councils (CSIR, MRC, ARC, Mintek, etc.) and universities as a 
base for transactions.

The VC industry sorely needs a closer relationship with 
science councils and universities that receive public funding to 
develop IP and the agencies’ funders, which in South Africa is 
predominantly government. The perceived lack of mechanisms 
for public/private engagement and the number of innovations 
available for investment from public funded research institutions 
may be to blame. But the absence of transactions by private 
VC fund managers in transactions involving public funded 
institutions is a great concern.

Overall, the survey reports a growth trend in VC transactions 
starting in 2001 and tapering after 2008. This is the same 
cyclical investment trend we’ve seen in other countries and 
asset classes. This is not the local VC sector losing steam.  

The report forecasts that the South African VC sector will see a 
reduced amount of new investments and new funds raised in 
2011 to 2013. Thereafter, if local VC fund managers are able to 
nurture growth opportunities from their investment exits, the 
industry will see an upward climb to figures higher than those 
reported in the boom days of 2007-2009. 

The results of the inaugural SAVCA Venture Solutions 2010 
venture capital (VC) survey were released. Some key findings 
include:
•  33 funds surveyed recording 251 VC transactions (2000 to 

July 2010); 47 in 2008.
•  R2.6 billion invested in the VC asset class (2000 to July 

2010).
•  60% of transactions by private VC fund managers, 5% 

Angels and 35% government backed VC fund managers.
•  50% of deals were into businesses in the start-up phase.
•  41% of transactions involved life sciences (biotechnology, 

medical devices, health technology).
•  27% of deals involving ICT and electronics.
•  Gauteng was the largest base for VC transactions but Cape 

Town received more VC money than Johannesburg or 
Pretoria. 

•  13 current VC fund managers were not in business five years 
ago.

•  17 VC fund managers were open for new transactions at 
time of survey. asa 
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Fine Tune your Portfolio Diversification
with the family tree of  investing

David Green, BA, LLB, MSAIS, CFA, MBA, is the Chief Investment Officer at PPS Investments. 

South Africa’s total listed-company universe is rather 
small with the result that local stock market indices are 

dominated by a handful of large companies. This means 
local asset managers with broad equity mandates may be 
forced to hold certain shares simply because of their index 
weightings, often with little difference in the shareholdings of 
two funds in the same category. 

This phenomenon is clearly illustrated by the fact that the 42 
largest companies listed on the JSE All Share Index comprise 
85% of the total market capitalisation. We typically see 
quite a large overlap among the top shareholdings of asset 
managers in the various equity subcategories. Funds with 
similar benchmarks can easily overlap by more than 50%.

It is this overlap that can expose private investors with too 
many actively managed unit trust funds to the threat of closet 
indexation.

Closet indexation occurs when an investor buys such a 
wide range of investment funds that he unwittingly ends 
up with the market return. The more funds you put into 
your collection the more your net performance resembles 
that of the overall index. If you bought three or four actively 
managed industrial equity unit trusts, for example, your 
actively managed portfolio would eventually mirror the 
performance on the JSE/FTSE INDI 25. And that’s not the 
outcome you expect for the extra fees you pay your active 
fund management team.

While the investment return from an actively managed 
fund is a function of the skill of the manager as well as the 
manager’s ability to translate his market insights into the 
portfolio construction, it is the breadth of the opportunity set 
that is essential. Asset managers will be most effective with 
the least possible constraints.

The latest Collective Investment Schemes statistics 
highlight the narrow focus of local investors. An alarming 
47% of the R927 billion of the industry’s total assets are 
invested in domestic fixed interest products such as money 
market, bond, income and varied specialist funds. And new 
investments continue to flow into this conservative sector. 
Last year 55% of net inflows went to fixed interest, with 
34.2% going to asset allocation funds and only 4.4% to 
equity funds.

In a statement published by the Association of Savings and 
Investments SA (ASISA), Chief Executive Leon Campher 
said investors are sacrificing long-term capital growth for 
the perceived safety of fixed interest funds. “Yes, equity 
investments carry a higher risk and are more volatile but over 
the longer-term, equities have consistently outperformed 

fixed interest and inflation. Only time in the market will enable 
investors to benefit from the growth potential of equities.” 

Instead of focusing only on asset allocation or money 
market funds investors need to consider opportunities 
from the different branches of the family tree of investing 
– represented in the unit trust space by categories such as 
offshore, equities, property, fixed income as well as asset 
allocation. 

The “family tree of investing” concept refers to a particular 
mathematical technique by which they group together funds 
with similar performance profiles. This usually produces 
clusters of funds with similar underlying asset exposures 
and performance drivers; much like the branches of a more 
conventional family tree.

This method represents a more powerful way of categorising 
and classifying different funds and fund managers. The family 
tree offers deeper analytical insight into returns across asset 
classes than the familiar ASISA fund categories.

The concept can also be used to combat fraud with one 
offshore manager having told him how the family tree of 
investments alerted them to the Bernie Madoff scam in 
which investors reportedly lost in excess of $15bn. When 
they assessed the con artist’s investment offering they 
couldn’t match the claimed returns with the underlying assets 
in which Madoff claimed to be invested.

If the theory held that investment returns on the same 
branch of the tree should be similar, then either Madoff 
was lying about the returns – or the underlying assets. The 
offshore manager reckoned it actually didn’t matter which of 
the two was the case, and wisely steered his clients to other 
opportunities.

By actively analysing the overlap between funds and 
portfolios in terms of performance and actual shareholdings, 
we believe the best way to attack closet indexation is to 
implement an appropriate diversification strategy. But this 
diversification cannot be achieved by buying an endless 
succession of asset allocation funds. Choosing multiple 
funds offering similar strategies and styles is not proper 
diversification.

A carefully structured selection of dissimilar funds diversifies 
a portfolio and spreads the investor’s risk. A good way of 
achieving this is to use a multi-manager fund. Multi-manager 
funds offer a degree of built-in diversification that is not easy 
to achieve in a single manager fund. Multi-manager funds are 
structured as a carefully selected combination of managed 
funds from a variety of fund management houses.
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The value of proper multi-manager 
solutions comes to the fore during 
tough market conditions. With the 
exception of equities – both emerging 
and developed market – asset classes 
are by some measures at their most 
expensive levels for the past 20 years. 
The asset allocation decision has 
been made extremely difficult due to 
everything being expensive at the same 
time. Investors have to gain exposure 
to as much of the ’cheap stuff‘ as is 
reasonable to have.

Local investors will therefore want to 
take advantage of the strong rand to 
invest a portion of their available capital 
in offshore equities. South Africa’s 
regulatory environment allows asset 
managers to hold up to 25% of their 
assets under management offshore, 
so they will have to find other outlets 
for the remaining 75%. You don’t want 
to take focused bets with investors’ 
hard-won retirement savings. A useful 
and sensible degree of diversification 
over the relatively expensive local 
investment universe is what you have 
to strive for.

An understanding of the family tree of 
local investments gives multi-managers 
a much better understanding of the 
similarity between funds and goes a 
long way to achieving sensible risk/
reward diversification. PPS Investments 
has undertaken numerous studies to 
ensure investors don’t make the mistake 
of placing all their funds on the same 
branch of the family tree. The family 
tree concept is a perfect way to improve 
diversification – and the multi-manager 
concept is tailored to implement the 
resulting family tree decisions.

Multi-management as an approach has 
diversification at its very heart. Investors 
should not attempt to cover all asset 
bases without professional financial 
advice. We have a dedicated investment 
team capable of placing investors in an 
appropriate set of actively managed 
opportunities. asa 
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Social Investments
a case study: Tembeka

Michael Brand, Dip (Business Management), is the Managing Director of Tembeka Social Investment Company Ltd. 

Tembeka Social Investment Company is a 
social enterprise  (SE) which has created 

a Chain of Financial Solidarity (CFS) in 2002 
where Tembeka links social investors (normally 
the ‘haves’) with the final users of their funds 
(normally poor communities, the ‘have nots‘). 
Tembeka through its cfs has created a number 
of partnerships including developmental Micro 
Finance Institutions (MFSs) to which it provides 
wholesale financial facilities. These institutions 
then divide the wholesale facilities into 
smaller loans that are on-lent to disadvantaged 
communities (the poor) for the purpose of job 
creation. Some of the more entrepreneurial 
persons are also able to create employment for 
others or to strengthen their initiatives which 
have already been created. 

Most South Africans will be surprised to know 
that a job can be created with as little as 
R1200.00 especially when compared to the 
formal economy in which the creation of a job 
is reputed to cost as much as R100 000. In 
many cases, these survivalist businesses or 
micro enterprises provide the first opportunity 
for poor persons to fend for themselves. Many 
are happy with this and are comfortable to 
maintain it at this level while others go on to 
develop their businesses even further and start 
creating employment for others. 

There are a number of success stories that can 
be seen first-hand in both urban and rural South 
Africa. One prime example is the infamous 
Mzoli’s of Gugulethu Township in Cape Town. 
Mr. Mzoli Ngcawuzela, its owner, wasn’t always 
a big business man. About 15 years ago Mr. 
Ngcawuzela was given a loan by an MFI, South 
Cross Business Development Trust. Today one 
needs to only “Google” the name “Mzoli’s” 
to see how famous his business has become. 
Entrepreneurship could follow easier once 
one’s basic needs have been catered for and 
only if the opportunities exist.

Social investments 
An organisation like Tembeka affords concerned 
South Africans the opportunity to become part 
of the ‘job creation’ solution by making a social 
investment. We define a social investment as 
the investment of funds where the investor 
chooses a social above a financial return, e.g. 

your investment is used to create or strengthen 
a job. Tembeka, through its CFS, will ensure 
that funds are used correctly and do its best 
to see that investments are not lost but rather 
used on a revolving basis adding more social 
value each time that they are used. Over time 
the investor could also qualify for financial 
dividends, which he/she would hopefully re-
invest in the same or similar activities.

Job creation is not that difficult
The whole notion of finding different ways 
of doing business, of structuring the world 
economy is very topical at the moment. 
I believe that social enterprises create 
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new opportunities for the entry of new 
entrepreneurs and job creation, tackling 
social as well as environmental issues. At 
the same time they allow for a different 
more equitable way of doing business. 
Again there are countless stories to tell 
of what has been achieved, but it first 
requires the correct regulations (and I shall 
dare to add ‘correct attitude’ from officials 
and a conducive environment) together 
with the financing to make this all possible. 

If one has even a casual interest in the 
news I’m sure that you will have seen 
what we have come to accept as a ‘service 
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delivery protest’. Can you then even begin 
to imagine the power of converting the 
‘angry mob’ protesting because of a lack of 
service delivery into an SE delivering the very 
services that are needed and getting paid 
for it.

We believe that it can be done, as I 
witnessed from a SE which I visited in 
Quebec, Canada. This SE was set up in a 
portion of an empty factory where a big 
engineering company had closed shop. This 
SE was recycling used computers while at 
the same time ‘recycling’ broken down young 
people. 

To qualify for a two year contract the (youth) 
applicants had to prove that they were 
society’s rejects and drop outs. The beauty 
of this perfect example of an SE are the 
following layers of benefits: 
•  After two years the youth are trained 

to know the ins and outs of computers 
and are recruited by other companies or 
placed by the SE

•  They could also choose to set up a 
computer repair shop in their local 
community 

•  The once drop out is also transformed into 
a responsible young citizen

•  The community benefits, as the 
refurbished computers are used to create 
school computer labs or sold at reduced 
rates to disadvantaged communities 

•  It goes even further, as the environment 
also derives the benefit of fewer items 
ending up on the dump site. 

What else is needed?
Failure of many first time businesses within 
their first year highlights the need for 
technical assistance to developing micro 
and small business. This will also offer 
opportunities for South Africans to share 
their time and talents. There is a need for 
an organised army of qualified volunteers 
to provide technical support on demand. 
Volunteers that will monitor the end result 
rather than simply just the throughput of 
such government sponsored programmes. 
We have created a Business Development 
Trust to support this work and will be happy 
to collaborate with those interested.

South Africa also has a need for more 
business incubators and this will need 
focused financial support. We also need to 
have a more co-ordinated approach from 
support services. In his budget speech the 
Finance Minister, Pravin Gordhan, spoke out 
against government departments’ lack of 
respect to follow the decision to pay small 
contractors within 30 days of invoice. This 
alone could make a tremendous difference to 
developing micro and small businesses. 

Who is doing what?
Government has created a number of 
opportunities and spent millions of Rand 
but the unemployment problem persists; 
South Africa, by virtue of it being a young 
democracy, has been on a steep learning 
curve and often praised for its debates and 
innovations and equally criticized for its lack 
of implementation and co-ordination. An area 
that it can improve on if it recognises the 
contribution to job creation which is made by 
SA pioneering MFIs is to then take the lead 
in creating with other stakeholders a policy 
framework and national strategy for the 
development of the micro enterprise sector 
and thereby add to the much needed job 
creation machinery.

Currently, we have between 15 and 20 
independent MFIs around the country 
supported by: government agencies such 
as Khula, SAMAF and the IDC; Tembeka; 
Masisizake; Greater Capital; Cadiz Asset 
Management; a few private Foundations; 
some of SA bank overdraft funds; some other 
debt funding from private institutions; a few 
international micro finance wholesale funders 
and International Social Banks.

The results today are +/- R300,000,000 
in portfolio funds to 250,000 borrowers; 
repayment rates of 98% pa with a loan 
write off of less than 2%. While all charges 
on loans are today regulated the biggest 
contributing cost to the pricing is the cost of 
labour. Development MFIs cannot operate 
from behind a counter or desk like ‘cash 
loans’, as businesses need to be visited 
making their job very labour intensive and 
requires a well trained and motivated team 
of people to keep it successful. Despite all 

the above, the challenge remains. According 
to Stats SA the unemployment rate of 24% 
in December 2010 meant that approximately 
4.4million people were unemployed. When 
measured as a 20% contributor to job 
creation, the development MFI sector will 
need to create approximately 840,000 more 
jobs and to do this we will need R1 billion in 
funding. This is following the assumption that 
it will require R1,200.00 to help create each 
job. 

What can we do? If we do nothing the 
problem will not disappear, in fact it can only 
get worse. From Tembeka’s perspective, we 
would like to encourage 1000 individuals 
taking the December 2010 SA stats figure of 
12,975,000 employed persons to contribute 
just R100 per month for 12 months; this 
will create a fund of R1,200,000 with which 
we collectively could create at least 1000 
new jobs. Imagine what could happen if this 
was just one initiative. What if companies 
and corporate bodies, churches and private 
institutions and high net worth individuals 
each made a contribution according to what 
they could afford?

The benefits are obvious. A reduction in 
unemployed persons completely dependent 
on the state. A possible reduction in 
petty crime, which is often attributed to 
unemployment. Tembeka has been monitoring 
MFI financial performance since 2007 and 
has just had its mandate extended to add the 
first social performance measures to its list 
of indicators. What is significant here is that 
MFIs are volunteering this information as 
they demonstrate that they are accountable 
and wish clearly to show the difference 
between the work that they do (development 
finance) and other microfinance (‘cash loans’/
consumption finance). 

Conclusion
If we keep reducing the number of job 
opportunities, we increase the number of 
people dependent on welfare and we retard 
our country’s growth. In the words of our 
Finance Minister, Pravin Gordhan, “if we do 
not want to have an Egypt or Tunisia on our 
hands then South Africans need to learn to 
share”. asa 
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Ten years ago the risks of investing 
in resource rich Africa were 

linked to factors such as political and 
macroeconomic instability, low growth, 
poor infrastructure, questionable or 
poor governance, unfriendly regulatory 
environments and poorly thought 
through investment promotion 
strategies.

Fast forward to 2011 and the prospects 
of Foreign Direct Investment (FDI) 
into Africa still face similar challenges. 
According to a KPMG survey, potential 
investors in Africa view a reduction 
in political instability, a willingness 
of African governments to reduce 
corruption and a clear macroeconomic 
direction as essential to attracting 
investment.

Recent global events have exacerbated 
the case for Africa. Domestic crises 
and natural disasters relating to floods 
in the United States and Australia, 
earthquakes in China and Japan, as 
well as the subsequent tsunami in 
Japan, have kept investors focused on 
the situation at home. Other issues 
which Africa needs to contend with in 
trying to attract investment, include the 
worldwide recession and its challenge 
of unemployment, low interest rate 
regimes to promote growth in the 
developed countries, sovereign debt 
issues in Europe, global imbalances, 
currency volatility and the omnipresent 
impact of climate change.

It is important to note that there are 
different forms of foreign investment 
into Africa, the first being investors 
that provide funding for infrastructure 
development and real economic 
growth. This form of capital flow 
is arguably more appropriate and 
development-friendly for emerging 
economies than portfolio flows. 
According to a United Nations 
Conference on Trade and Development 
report, 2011, FDI flows to Africa 
declined by 36%, mostly because of 
the global recession. This resulted 
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Foreign Direct Investment Risk
destination Africa

Ruth Rudo Njawaya, BCom, CIA, is Senior Manager: Financial Risk Management at KPMG Services (Proprietary) Limited.

in the widening of the gap in funding 
requirements for Africa and its 
infrastructural development.

Then there is the foreign investor 
pursuing yield through the various 
African bond and equity markets. These 
are investors seeking higher returns, 
escaping the low interest rate regimes 
currently in place in most developed 
countries. In South Africa, for example, 
foreign investors, lured by slowing 
inflation, a stronger rand and higher 
interest rates, channelled an estimated 
R97 billion into stocks and bonds through 
the JSE in 2010. 

So far this year, foreign investors have 
been net buyers of South African equities, 
showing a continued interest and 
appetite. However, in the process, these 
foreign investors accept more short-term 
volatility, but how much volatility the 
investors are willing to accept depends 
on their risk tolerance. The civil unrest 
and uncertainty in North Africa, and rising 
tensions heading southwards, make 
the foreign investor retreat to “safe” 
investments, such as gold, despite the 
yield opportunity presented by the higher 
interest rates in emerging markets.

Regardless of the challenges, there are 
some good news and many positives. 

Initiatives that focus on a collaborative 
approach and economic integration in 
Africa through bodies such as New 
Partnership for Africa’s Development 
(NEPAD), African Union (AU) and African 
Peer Review Mechanism (APRM) are 
all positive steps. The key is ensuring 
that the initiatives pay a dividend in 
attracting FDI to the continent. African 
countries are therefore beginning to 
understand the importance of trade 
between themselves and efficiently 
managing the process.  There is also 
the acknowledgment that to close 
the funding gap in FDI requirements, 
African governments will have to 
partner with private capital. Hence the 
need to create a business environment 
that is conducive to investment and 
protects investor interests. 

Increased demand for commodities 
from China, a rise in commodity prices 
and the showcasing of Africa’s abilities 
in the 2010 FIFA Soccer World Cup 
are some factors that might assist in 
creating increased interest in Africa. 
There is the realisation that to invest 
in Africa, the investor must assess the 
risk on an opportunity by opportunity, 
case by case and country by country 
basis. 

The challenge for Africa is to present 
opportunities that are too good for 
the investor to ignore. Information is 
now better and more readily available 
compared to 10 years ago, making 
investors seemingly more sophisticated 
and better informed to make decisions 
and influencing how investors perceive 
Africa.

To speak of the opportunity cost of not 
investing in Africa, without speaking of 
politics, would be foolhardy. Promises 
of young democracies budding from 
the unrest in the north and  pressure 
mounting on undemocratic regimes 
are proof that the people of Africa 
are indeed taking the tentative steps 
forward in making Africa the “place to 
be” for investors. asa 
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Tax Incentive
unintended consequences

Zweli Mabhoza CA(SA), MCom, is Director: Tax at Deloitte.

Tax incentives are seen as a catalyst to drive government programmes 
that are intended to achieve specific objectives. For example, the 

State of Kansas proposed a senate Bill that provides for credits against 
a tax liability of taxpayers that relocate to the so-called “rural opportunity 
zones”. The intention of the Bill is to attract skilled professionals to rural 
areas. To make sure that they do not attract delinquent individuals, the Bill 
provides tax credits to people who have filed their tax returns and paid 
their tax liability on time. According to Bernama website, the Malaysian 
government announced in April 2011 that it is introducing “the new 
transitional income tax incentive” to encourage Malaysians who are 
working abroad to return and play an active role in the country’s economic 
transformation. The returning Malaysian professionals from working abroad 
will be subject to a flat rate of 15 per cent income tax for five years.  

In South Africa we have also seen a number of incentives directed at 
driving economic growth and improving employment. These incentives 
include acceleration of tax allowances, additional deductions in respect of 
research and development expenditure, exemption of certain subsidies 
received by taxpayers from the government, etc. In the 2011 budget 
speech, the Minister of Finance announced measures directed towards 
accelerating employment creation. One of the measures is to provide 
tax incentives for manufacturing investments, with focus on job-creation 
potential.

The question to answer is whether these incentives will yield the desired 
results. In the case of South Africa, will these incentives contribute 
towards generating five million jobs by 2020? With South Africa’s high 
levels of unemployment, the country should explore every possible avenue 
to fight this scourge of unemployment. The country should pursue these 
initiatives, keeping in mind that it has limited resources. Therefore, as a 
country, we need to assess the impact of these initiatives timeously so 
that any initiative that is not contributing towards the required output can 
be discarded sooner. 

The incentive programmes that are implemented in South Africa are 
generally not reviewed to determine their success. For example, the 
objective of introducing section 11D to the Income Tax Act, no. 58 of 
1962 (the Act) was to stimulate scientific and technological research and 
development. As a country, are we now performing sufficient research and 
development? I have not seen any taxpayer who says, we will focus our 
energy on research, because there is section 11D. Instead most taxpayers 
claim section 11D on what in any event they would have incurred.

Unintended consequences
When new incentives are introduced, they benefit newcomers at the 
expense of taxpayers that kept the economy going and who contribute 

revenues to the tax base. Consider the introduction of section 12I of 
the Act in 2009, which is intended to promote local and foreign direct 
investment. Governement set aside R20 billion to be allocated as 
additional tax deduction, focusing on large industrial projects. Firstly, 
this R20 billion is contributed by taxpayers that are already in the tax 
net.  Secondly, it subsidises their potential competitors who would be 
newcomers to the existing industries.

The proposed legislation in Malaysia, aimed at attracting professionals 
that are working abroad, has already come under attack. According 
to the Malay Mail newspaper, such a policy would not be fair to local 
professionals. The concern is that local professionals may decide to move 
abroad just to get the lower tax rate later.

According to Bloomberg Businessweek, Massachusetts hands out more 
than $2 billion in business tax breaks annually with no mechanisms 
for reviewing their effectiveness or recouping lost revenues if the 
exemptions fail to produce the desired results. Two corporate entities 
(Fidelity Investments and Evergreen Solar) who benefited from 
Massachusetts tax breaks that were intended to boost employment 
decided to move their operations out of Massachusetts resulting in job 
losses.

Jeff Thompson (assistant research professor at the Political Economy 
Research Institute at the UMass Aherst) said that with Massachusetts 
facing serious budget shortfall, tax expenditures adopted in past years 
should be reconsidered. In his view, tax breaks are not silver bullets 
for economic development. They are gladly taken by corporations, but 
ultimately are not very important for business location or investment 
decisions.

According to the Business Day, 13/04/2011, IDC has to dispose of 
some of its investments in order to raise an additional R36 billion to 
finance industrial projects that are intended to create jobs. How will 
this be monitored? Will borrowers apply these funds to profitable 
projects that sustain jobs? If the jobs are not sustained will there be any 
consequences for borrowers?

Conclusion
The success of tax incentives depends on monitoring mechanisms 
put in place to assess their effectiveness. Following the decisions by 
Fidelity Investments and Evergreen Solar, legislation is proposed in 
Massachusetts to establish uniform standards for economic development 
incentives and to mandate clawbacks when a deal goes sour. Any 
company that received a tax break or subsidy from the state would have 
to return a pro-rated portion if it does not meet job creation goals within 
two years. Maybe South Africa should also explore these monitoring 
mechanisms. asa 
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IFRS Developments
for asset managers and funds

Anthony Cadman CA(SA) is an Associate Director at Ernst & Young.

For many, the global financial crisis is becoming a fading memory 
best forgotten. However, whilst the immediate impact of the crisis 

may have passed, the ripple effect of changes to legislation, regulation 
and standard-setting continues to impact business worldwide; and 
financial reporting is no exception.

Numerous financial reporting issues were highlighted by the global 
financial crisis, with a focus on accounting for, and disclosure of, 
financial instruments. The International Accounting Standards Board 
(IASB) responded by accelerating its project to replace IAS 39 Financial 
Instruments: Recognition and Measurement and amend or replace 
several other standards. Inevitably, asset managers and funds will 
be affected by these developments. This article focuses on the more 
recent developments – IFRS 9 Financial Instruments and the soon-to-
be-issued IFRS 10 Consolidated Financial Statements, IFRS 11 Joint 
Arrangements, and IFRS 12 Disclosure of Involvement with Other 
Entities.

Financial instruments
The IASB’s financial instruments project addresses classification 
and measurement, impairments and hedge accounting. IFRS 9 was 
first published in November 2009 for financial assets and updated in 
October 2010 for financial liabilities; the sections on impairment and 
hedge accounting (phases 2 and 3 of the project) are still in exposure 
draft stage, however, the deadlines for comment are now passed and 
final standards are expected to be issued shortly. 

Whilst the proposed changes are significant, a closer look at the detail 
reveals that the impact for the asset management industry may not be 
as significant as might otherwise be expected. Hedge accounting is not 
commonly applied by fund managers and impairment of assets held at 
amortised cost does not tend to be an area of significant concern as 
most funds hold investments at fair value (other receivables tend to be 
smaller, relating to unsettled trades etc). As a result, within the asset 
management industry, the key area for consideration is likely to be the 
classification and measurement of investments. 

Classification and measurement
The IASB’s objective in this project is one of simplification. IFRS 9 
Financial Instruments requires entities to classify financial assets on the 
basis of the objective of the entity’s business model for managing the 
financial assets and the characteristics of the contractual cash flows. 

Compared with IAS 39, IFRS 9 has fewer classification and 
measurement categories for financial assets and it eliminates the 
complex, rule-based requirements for separating embedded derivatives, 
the tainting rules for held-to-maturity investments and the difficulties 
in determining impairment for available for sale (AFS) assets. The 
accounting for most financial liabilities will not change.

Financial assets that are non-derivative debt instruments may be 
measured at amortised cost subsequent to initial recognition if:
•  the asset is held within a business model whose objective is to hold 

the assets to collect the contractual cash flows (the ‘business model’ 
test); and

•  the contractual terms of the financial asset give rise, on specified 
dates, to cash flows that are solely payments of principal and interest 
on the principal outstanding (the ‘characteristics of the financial asset’ 
test).

However, a debt instrument that is eligible for measurement at amortised 
cost can be measured at fair value through profit or loss if the fair value 
option is chosen, in order to eliminate an accounting mismatch. All other 
debt instruments are measured at fair value through profit or loss. As a 
result, within investment funds it is likely that either the instruments will 
fail the business model test (as they are held for trading), or the fair value 
option (FVO) will be applied in any case, such that the instruments are 
accounted for at fair value through profit or loss. Similarly, it is likely that 
equity investments will also be held at fair value through profit or loss, as 
the option to take fair value movements to other comprehensive income 
(OCI) is only available for non-trading equity investments.

Funds that adopt IFRS 9 and have AFS investments, which would now 
meet the criteria for amortised cost or fair value through OCI, may not 
need to record the full fair value decline as impairment, as they currently 
do under IAS 39; instead, the decline can be included with other changes 
in fair value. Adoption of the new standard also gives an opportunity to 
revisit previous fair value option elections.

The effects of applying the new standard will differ from one fund 
to another. In some cases, there will be benefit in adopting the new 
standard prior to the mandatory application date. Funds need to assess 
the operational implications of the new accounting requirements. For 
example, there may need to be changes to systems and processes to 
calculate and record changes in fair value or of effective interest and 
impairment, along with adjustments to the IFRS 7 disclosures. 

Meanwhile, portfolios of financial instruments may need to be subdivided 
to reflect better the business model. Certain funds may also need to 
consider the impact on regulatory capital and tax.
IFRS 9 must be applied for annual periods beginning on or after 1 January 
2013. However, earlier application is permitted and the comparatives 
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need not be restated if the standard is applied for reporting periods 
beginning before 1 January 2012.

Consolidation
The second major financial-crisis-related project currently underway 
at the IASB relates to consolidation. Whilst at the time of writing no 
standard has yet been released, near final versions of IFRS 10, 11 and 12 
have been made available on the IASB’s website. The effective date is 
likely to be 1 January 2013, but entities may apply the requirements early.

In summary, under the proposed standards, a single model of control 
will replace the two models that previously existed (i.e. control for some 
entities, versus risks and benefits for others). An investor is considered to 
control an investee when it has power, exposure to variable returns and 
the ability to use such power to influence returns.

Broadly, the impact of the proposed standard on asset managers and 
funds is expected to be as follows: 
•  More entities may be consolidated than under current IFRS. 
•  Consolidation decisions will need to be evaluated on a continuous 

basis and not just at each reporting date.
•  Control is not just assessed on a legal entity basis; specified assets 

of an investee may be considered to be a separate ‘deemed entity’ 
if they are economically ring-fenced from the overall investee, for 
example, individual sub-funds in an umbrella structure.

•  Additional information will be required where previously 
unconsolidated entities are consolidated. 

•  Reassessment of existing agreements will be required to assess 
whether entities should be consolidated. 

•  Agreements may need to be updated to clarify the key factors that 
determine whether an entity should be consolidated.

•  Communications with stakeholders, such as investors, finance 
providers and regulators, will be necessary to inform them of changes 
to the group structure.

•  Accounting systems, business processes and controls will need to be 
updated. 

•  Key financial statement metrics may be impacted (e.g., debt/equity 
ratio). 

•  Entities will need to consider potential impacts on bank covenants 
and regulatory requirements.

A key issue for asset managers to consider will be whether they are 
acting in a principal or agent capacity in relation to funds managed. This 
assessment is particularly relevant when the asset manager is also 
invested in the fund. 

The overall relationship between an asset manager and other parties 
involved with the fund should be considered when determining whether 
the asset manager is an agent or a principal. Significant judgment based 
on facts and circumstances may be required. The following factors, 
amongst others, are considered: scope of decision-making authority, 
rights held by other parties (removal rights), remuneration (level and 
variability) and extent of variable returns through other interests (e.g. 

where an asset manager holds significant direct interests in an investee).
Consider the following example. An asset manager establishes markets 
and manages a fund that provides investment opportunities to a number 
of investors. Although the asset manager must make decisions in 
the best interests of all investors and in accordance with the entity’s 
governing agreements, it has extensive decision-making discretion.  
The manager has made a 20% investment in the fund, and is paid 
fixed and performance-related fees that are commensurate with the 
services provided (e.g. a market-based fee equal to 1% of assets under 
management and 5 per cent of cumulative profits each year adjusted for 
what was received to date). None of the investors hold any substantive 
rights that would affect the manager’s decision-making authority. 

Although the manager’s market-based fee arrangement creates exposure 
to variable returns, the remuneration aligns its economic interest in the 
fund with those of the investors without its magnitude being such that 
it is likely to cause the manager to use its decision-making authority 
primarily for its own benefit. 

However, the 20% pro rata investment indicates that the manager may 
make decisions different from those it might make if it did not hold the 
investment. In this example, the manager’s extensive decision-making 
authority, together with its exposure to variable returns of the fund from 
its remuneration and investment, indicates that the fund manager is likely 
to be using its decision-making authority in its capacity as a principal 
primarily for its own benefit. 

Consolidation for investment entities 
One area of the project that has lagged behind the main proposals is 
guidance relating to consolidation by investment entities. An exposure 
draft based on current US GAAP was expected to be published in 
May 2011 with the purpose of achieving largely converged accounting 
requirements. 

Based on the Board’s deliberations to date, an investment entity would 
account for the investees that it controls at fair value, rather than 
consolidating those investees. To qualify for this special accounting 
concession, an investment entity would be required to meet certain 
criteria. Certain aspects of the investment entity proposals may differ 
from US GAAP, for example, whether a parent of an investment entity 
can use the investment entity exemption in its consolidated financial 
statements.

Conclusion
The financial crisis may largely have passed, but the regulatory and 
reporting landscape that remains is changing significantly. Whilst the 
projects discussed above represent the key items arising from the IASB’s 
financial crisis project plan, the pace of change continues with other 
changes on the horizon, including fair value measurement, offsetting, 
financial statement presentation, revenue recognition, leasing, 
insurance and others. These new standards are likely to have 
effective dates of 2014 or beyond, but planning for their impact will 
need to start much sooner. asa 
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king III

With the ever-increasing need for 
transparency when it comes to 

financial reporting due to various laws and 
regulations, as well as a demand from 
stakeholders for more information in a more 
timely fashion, the last mile of reporting, in 
other words generating the annual report, 
has become fraught with challenges. 

As a result of these needs, XBRL, or 
eXtensible Business Reporting Language, 
was created to drive an open, global standard 
for business reporting and exchanging 
business information. 

While XBRL delivers many benefits, 
especially improving the comparability and 
consistency of business information to 
address transparency concerns and deliver 
information in a universally understandable 
format, the creation of this language has 
added yet one more challenge to the last 
mile. Although it is not legally required in 
South Africa as yet, it is only a matter of time, 
and any multinational organisation operating 
in South Africa but listed on the London 
or New York Stock Exchanges will have to 
implement this type of reporting. 

Minimising risk in the last mile
Traditionally the last mile is dominated by 
manual processes, opening it up to risk in 
the form of human error. Tight deadlines, 
stressful conditions and the variety of 
different parties involved in producing the 
report increase this potential for error, so 
that the process of producing a full financial 
review becomes time consuming and 
inefficient. 

Issues around data accuracy can occur after 
information is manually re-keyed, scaled 
or rounded, and the number of iterations 
before final sign-off indicates a lack of version 
control. Added to this is the complexity, 
breadth and frequency of data from many 
sources, and a lack of workflow control over 
section changes, submissions and approvals. 
These issues can be problematic, not only for 
accuracy but also for legal reasons, as there 
is no audit trail, no evidence of compliance 
and no access control, which can open the 
company up to the risk of information leaks. 

Last Mile Reporting 
taking the pain out

Tiani Annandale CA(SA) is Senior Consultant at Cortell Corporate Performance management. 

In order to address these issues and to 
achieve greater levels of risk management 
and compliance in the final mile of 
reporting, a financial statement reporting 
tool can be used to automate the process. 
However, with the introduction of XBRL, 
mandates for using this language in 
reporting internationally and the inevitable 
implementation of the language for 
business reporting in South Africa, along 
with a growing need to report from both 
structured and unstructured data sources, 
not only on financial data but on aspects 
such as sustainability and community 
involvement, simply automating the process 
is no longer enough. 

However, for those organisations that are 
not currently obliged to adhere to XBRL 
reporting, this does not mean that they can 
bury their heads in the sand so to speak. A 
new regulation has recently been passed 
requiring all JSE listed companies to comply 
with the King III corporate governance 
code by producing an integrated report for 

their financial year, which will replace the 
annual report as an organisation’s primary 
report. This report will no longer focus solely 
on financials as in the past, but will need 
to incorporate sustainability information 
so that stakeholders can make a more 
informed decision regarding the long-term 
prospects of the business. 

King III adds pressure
According to King III guidelines pertaining 
to IT Governance, CEOs can no longer 
hide behind a CIO when an ICT disaster 
occurs. They are accountable when 
appointing the CIO, who should be suitably 
qualified and experienced, and have direct 
reporting lines. This elevates the role of the 
CIO in an organisation, especially when 
considering the impact technology has 
on an organisation. However, the role of 
the CIO  is also intertwined with that of 
the CFO and according to Professor Thea 
Voogt CA(SA) who recently published an 
article titled ‘Dear CFO, what should you 
do?’, in the case of certain risk profiles and 
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availability of resources, the CIO’s duties 
may fall within the domain of the CFO.  
This has resulted in a change to the role of 
the CFO, and now requires this person to 
understand how ICT impacts finance and, 
most importantly, risk.

Integrated reporting, which is technology 
driven, is highlighted in King III as an 
imperative for organisations, and is an 
evolution in corporate reporting practices. 
According to the Framework for Integrated 
Reporting and the Integrated Report, a 
discussion paper published in January this 
year, an integrated report is not simply an 
amalgamation of the financial statements 
and the sustainability report. It goes on to 
say that an integrated report should provide 
stakeholders with a concise overview of 
an organisation, integrating and connecting 
important information about strategy, risk 
and opportunities and relating them to social, 
environmental, economic and financial 
issues.  Furthermore, it explains that, by 
its very nature, an integrated report cannot 
simply be a reporting by-product but needs 
to flow from the heart of the organisation, 
and should be the organisation’s primary 
report to stakeholders.

Bearing this in mind, King III includes seven 
principles of IT Governance that create a 
case in point for XBRL reporting. Some of 
these include:
•  The board should ensure that the IT 

strategy is integrated with the company’s 
strategic and business processes. This 
clearly highlights the need for XBRL 
reporting. 

•  The board should ensure that there is a 
process in place to identify and exploit 
opportunities to improve the performance 
and sustainability of the company 
through IT.  

The incorporation of non-financial data 
through the uses of an automated financial 
reporting tool can become imperative; 
this will ensure that relevant information 
is available to the stakeholders, allowing 
them to assess the business value of the 
company and having the knowledge that the 
information source is secure.

In order to meet these changes in the 
reporting structure and to comply with an 
increasing number of regulations, a more 
comprehensive solution is needed. 

Among key characteristics of a 
comprehensive automated solution, 
when looking to implement an automated 
financial reporting solution, there are 
several factors to look out for to ensure 
reduced risk, enhanced compliance and 
a greater level of future proofing against 
upcoming legislation. The first of these 
is that the solution should dynamically 
drive the automation of reporting from 
a central database that pulls the data in 
from multiple sources, structured and 
unstructured, financial and non-financial. 
This helps to ensure that a ‘single version 
of the truth’ is used for the reporting, and 
helping to achieve greater data accuracy. 

The abovementioned solutions that deliver 
greater data accuracy (moving away 
from spreadsheets) will address another 
King III IT governance recommendation 
of ensuring ‘that intellectual property 
contained in information systems is 
protected’.

The solution should also provide a 
collaborative environment where 
contributors can participate in the creation 
of the document in a secure environment 
with a complete audit trail. This should 
include workflow and version control, and 
secured user access, so that at all times it 
is evident who changed what and when. 
A central library for compliance checklists 
should also be linked into the system, 
so that users can easily see whether or 
not the report complies with the relevant 
regulations. 

Ease of use is an important factor for 
consideration, and a familiar interface will 
ease the adoption of any new system. 
Narrative input and formatting capabilities, 
as well as calculation ability and charting 
features similar to those offered by 
Microsoft, will make the product simpler 
to get used to and will require little 
training.

To keep up with changing requirements, 
it is also a good idea to ensure that the 
solution combines a fully integrated 
XBRL tagging system with tags that can 
automatically flow to future reports and 
that work within the relevant taxonomies 
of the latest regulations. This will prevent 
the need for an external bolt-on process 
or technology in the future. A viewer to 
see the final report in a clean version 
without code is ideal for ease of reading. 

Multiple outputs should also be offered, 
such as XBRL, Microsoft Word, Microsoft 
PowerPoint, Adobe PDF and Adobe 
InDesign, so that when it comes to 
generating hard copies of the report this 
process is as simple as possible. 

Traditionally, the last mile of reporting 
has been a point of some pain in many 
organisations, as it is a time-consuming 
and error-fraught environment.

However, with the right financial 
reporting solution in place, it is possible 
to automate this process while at the 
same time reducing risks such as the 
risk of error, the risk of late filing, the 
risk of non-compliance and the risk of 
insider leaks. With an audit trail already 
in place, auditors’ fees can be reduced 
and, if a solution offers multiple outputs, 
the typesetting fees can be reduced, 
lowering the cost of producing the 
report. 

This addresses yet another suggestion 
within the King III framework whereby 
‘the audit committee should consider 
the use of technology to improve audit 
coverage and efficiency’. 

The benefits
Taking control of the reporting process 
by introducing an automated solution 
delivers numerous benefits, not least 
of which is the ability to comply with 
very recent regulation surrounding 
integrated reporting, and can also help 
organisations to be one step ahead when 
requirements for the use of XBRL are 
mandated in the future. asa
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In March 2011, Bonhams auction house in London set a 
few new record prices for South African artists. You may 

have seen local media coverage of the astronomical price 
tag of R34m on Irma Stern’s “Arab Priest”. The final sale price 
of £3,044,000 far exceeded the pre-sale estimate of £1.5m - 
£2m.  Gerard Sekoto’s “Yellow Houses, District Six” fetched 
£602,400 (R6.7m) over an estimate of £200,000-300,000. It’s 
quite possible you may have seen the paintings, heard about 
the prices and shaken your head in astonishment. What is it 
about these artists that make their work so valuable? And is 
there anything we can learn from their success, which could be 
applied to younger, lesser known artists?

Irma Stern was born in South Africa in 1894 to German 
parents. The family returned to Germany when the Boer war 
broke out, where she stayed until 1920. She studied at various 
places in Germany including the Weimar Academy (one of 
the forerunners to the influential Bauhaus school) and under 
Max Pechstein, a leading German Expressionist, and held 
her first exhibition in 1919. Over her lifetime she went on to 
stage almost a hundred solo exhibitions, with her first in South 
Africa in 1922. Stern returned to Cape Town to live in 1926 but 
travelled extensively in Europe and Africa, and within South 
Africa. 

These travels influenced her style and provided many of her 
subjects. The “Arab Priest” painting was done during a trip to 
Zanzibar. Stern died in 1966, and in 1971 her home in Cape 
Town was converted into a museum, which is well worth a 
visit. However Stern was one of the fortunate few artists that 
receive recognition during their lifetimes, and by 1945 when 
this painting was done, she was at the height of her creative 
and expressionistic powers. It is in her favoured medium of oil 
on canvas (although she also worked in various other mediums) 
and framed in the original Zanzibar frame. Stern herself 
regarded this as one of her best paintings from this period, as 
she chose it to be the opening illustration of a book she wrote 
in 1948 on her experiences in Zanzibar. And provenance is 
undisputed as it was sold by a direct descendant of the original 
purchaser (sadly the original purchase price is not disclosed 

but this must surely be the best kind of family heirloom!). Her 
portrait paintings appear to be the most highly regarded and 
hence valuable; in the same sale Bonhams auctioned some 
of her flower and still-life paintings, which fetched much lower 
prices. Does all this justify the R34m price tag? Perhaps. Giles 
Peppiatt, Director of South African Art at Bonhams believes 
that Stern’s appeal is due to her work being highly individual 
with strong characteristic features. He comments further 
that she has moved beyond domestic South African interest, 
gaining international repute with a consequent increase in 
value.

Gerard Sekoto’s life story is somewhat sadder and reflects 
the time in which he lived. He was born in 1913 in Botshabelo 
and initially studied to be a teacher, going on to teach in a 
secondary school from 1934 – 1938. In 1938, he won second 
prize in an art competition, which gave him the impetus 
to leave teaching and turn to art fulltime. He moved to 
Sophiatown and started to mix with influential artists. In 1942, 
he visited Cape Town and spent a few years living and working 
in District Six. This was a productive period during which 
he developed his distinctive style, and it was when “Yellow 
Houses” was painted. In 1947, he left South Africa for Paris 
under self-imposed exile, which became mandatory during 
the 1970s when his passport was revoked by the Nationalist 
government. Despite many successful exhibitions and awards, 
and being hailed as “our first great African Impressionist”, he 
never returned to South Africa, dying in Paris in 1993. 

So what, if anything, do these artists and the specific works 
have in common? Both artists were well travelled and studied 
overseas at some point. Both are acclaimed masters, having 
won numerous awards and exhibited in many of the world’s 
art centres. The works are in their preferred medium, oil on 
canvas, which also is traditionally viewed as most highly 
valuable. The works were painted during periods in their lives 
when they painted some of their finest works, surrounded 
by influential or favoured contemporaries, and the subject 
matter is ‘typical’ of each artist. These pointers are easier to 
spot with the benefit of hindsight, but should at least indicate 
the importance of educating yourself about your chosen 
investment prior to purchase. 

However, caveat emptor. No matter how much ‘good 
judgement’ you put into your art investment decision, success 
may still be down to elusive Lady Luck! asa

life|art

A Little Luck
and a lot of  good judgement
Jennifer Ferreira CA(SA), BBdgArts, BCompt (Hons), 

M (Finance) in progress, is a Consultant at Origin Properties. 
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It’s an easy question to ask, but tough to 
answer. There is much truth in this quote 

from Aristotle: It is possible to fail in many 
ways...while to succeed is possible only in 
one way.

Success can be defined in so many different 
ways. The Oxford dictionary offers a very 
basic definition, but it does provide a 
good starting point: Success means the 
accomplishment of an aim or purpose.   

At the base of the definition, success means 
achieving a goal. Does it need to be a worthy 
goal? 

Let’s think about this: 

Both Jesus Christ and Martin Luther King 
died for their beliefs, and succeeded in 
changing the beliefs of millions of people. 
Hitler successfully invaded Europe. Gandhi 
and Mother Theresa succeeded in building 
a global following, despite their poverty. Al 
Capone built a successful criminal empire. Dr 
Chris Barnard and Louis Pasteur succeeded 
in changing the world’s medical landscape. 
Charles Manson succeeded in creating a 
murderous cult. Claive Vidiz succeeded 
in creating the world’s largest whisky 
collection.

Whether good or evil, each of these 
individuals is seen as successful in their 
endeavours.

What will be your definition of success?

The process of defining success
Throughout your life, you will need to fill 
several roles — child, parent, employee/
employer, neighbour, citizen — many at 
the same time. To succeed in each role and 
across all of them simultaneously, you will 
need to apply your definition of success. The 
most important part of the equation will be to 
achieve a balance between each of the roles. 

If success means reaching the top of the 
corporate ladder, are you willing to sacrifice the 
time away from your family and friends? And is 
corporate success all that really matters?

A worthy definition of success
You may feel that some of the people 
mentioned earlier were infamous criminals, 
notorious for their evil, law-breaking deeds. 
In their eyes, however, they may have judged 
their work to be a success. 

Does that mean that your success must be 
a worthy one? Should it be positive, noble, 
just or moral? Does it contribute something 
to others?

Success may equally be that you have no 
regrets, no qualms or grudges when you 
reach the end of your life.

Plan to succeed
Do you base your definition of success on the 
values, dreams and beliefs of others? 

You know the old quote: “Those who fail 
to plan, plan to fail” Planning may sound like 

a lot of work, and perhaps that explains why 
success continues to elude so many. 

If you can’t define what you want, how will 
you know when you find it? If we don’t know 
exactly where we are going, how can we 
possibly design a good strategy for getting 
there? Did you know that only about 85% 
of the human race end up doing what they 
intended?

If, like most of us, you plan to be happy in 
life, what comes first? Is success the key to 
happiness or is happiness the key to success? 
Can you be successful if you are simply just 
doing something you truly love doing? 

Success in any area of life rarely happens 
by accident. Those who understand and 
implement the process correctly are the ones 
that succeed.

There’s no better day than today to take 
action
I want to encourage you to take some time 
right now to write down your personal 
definition of success. Be specific, and write 
a definition for each area of your life. Think 
about what it will feel like to be financially 
and emotionally successful. What kind of 
relationships would represent successful 
relationships to you? Once you’ve achieved 
some success in these areas, how will you 
spend your time, your money, and your 
energy? And with whom would you spend 
them?

I’m not kidding. Take ten minutes now and 
write it down. 

For your next assignment, call everyone in 
your family over the age of 16 and ask them 
the same thing.

It may sound weird to you and them, but it 
will lead to a great conversation – and maybe 
one of the most important conversations 
you’ll ever have.

Once you’ve had this conversation, you may 
wish to consider working with a professional 
coach, who will help you achieve the success 
that you want, and it could start today. asa
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Stanford Payne CA(SA) is an Executive 
Business Life Coach.
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and slowly moves to a blue when normal, but, 
accelerate hard and it immediately changes to 
red, thereby informing the driver that you are 
not being economical. 

Since there are not many on the road I always 
had onlookers some of which would come 
up to me to try and figure out how the hybrid 
works. Some youngsters asked me where do I 
plug in the car. After a lengthy explanation that 
the petrol engine charges the electric one, 
many left in disbelief as the car is so small, 
how can it have two engines?

Overall the vehicle was a lot of fun to drive 
especially the manual gearbox, which was 
precise and quick in its changes. This added to 
the overall sporty feel. It is known worldwide 
as the everyday sports car, but I think it is 
more the everyday fun car. I guess if you 
can dream of a car that is small, sporty and 
easy to drive while not breaking the bank, 
especially when filling up, then stop dreaming 
and take a closer look at the latest from the 
company that is powered by dreams. asa

Manufacturer Specifications:
Engine:  1.5l 4 cylinder IMA Integrated 
Motor Assist
Power:  84KW @ 6100rpm from engine
10KW @ 1500rpm from electric engin
0-100km/h: 10 seconds (Claimed)
Fuel Consumption: 5.0l/100km
CO2: 117g/km

Vehicle courtesy of Honda SA.

you, but, eventually you will pass them as 
they stop to refuel. The one satisfaction you 
will be rewarded with when you do have to 
top up, you will be pleasantly surprised as, 
although the fuel price has rocketed, with a 
tank capacity of just 40 litres and average fuel 
consumption of 6.5 litres per 100 kilometres 
(in economy mode) it should not break the 
bank to fill up.

Inside, the vehicle has racing style white 
leather seats that are surprisingly comfortable 
and welcoming. The rear seats are tiny 
allowing only kids in the back and that also 
for short periods at a time. Interestingly, the 
rear seats are covered in fabric. The rear seat 
can be folded to increase boot capacity and 
thanks to its size the entire rear seats fold in 
one go, so no split. The boot is small but big 
enough considering the size of vehicle, and, 
with the rear seat folded, it is a respectable 
size considering that it has a space saver tyre 
and the batteries for the electric engine. 

The dash layout is futuristic with three circular 
information sections in the format of a large 
centre dial and two smaller ones overlapping 
the large one. In the middle is the rev-counter 
incorporating an electronic display for the 
speed while the battery charge capacity, 
fuel gauge and other information are in the 
smaller sections. The entire dash has a blue 
light running through it but the centre light 
changes depending on driving style. When 
you are driving economically the dial is green 

At first glance at the CRZ, many would 
recall its predecessor the CRX, which 

had the same short overhangs and rear glass 
that continued down the bootlid. The biggest 
difference is that this vehicle seems to have 
grown up from the CRX, it has more smooth 
lines and an altogether more sophisticated 
stance.

In front there is the large grill that gives the 
car a somewhat aggressive yet sporty look. 
The bonnet appears elongated due to the 
short rear end. The lights are small, with blue 
inserts making them look different to the usual 
white lenses. The large two doors and low 
roofline is quickly noticed as well as the rather 
large rear windscreen. From the rear there 
is not much that has changed from the CRX.  
The large wheels add to the overall sporty look 
of the car. It is only after taking in the overall 
coolness, so to speak, of the shape do you 
realise the small badge that says Hybrid!

A major difference to its predecessor, 
however, is the engine. The CRZ has a 1.5 l 
petrol engine coupled with an electric motor. 
Unlike other hybrids this vehicle is manual 
with no option for an automatic gearbox. 
This, I believe, added to the overall fun driving 
experience of the vehicle. The way the vehicle 
operates is that the petrol engine is always 
on, but when you are driving at a slower 
pace, the electric engine kicks in thereby 
lowering the use of the petrol engine and fuel 
consumption. When you are in a rush or just 
in a mood for some quick manoeuvres both 
engines run giving you extra power to use as 
desired. The overall concept is amazing, as 
you now have a vehicle that is light on fuel 
and low on emissions yet has sufficient power 
when required. The driver can control this by 
choosing one of three modes for the engines: 
economy, normal or sport. 

On the road the car feels nippy and sure 
footed whilst giving you lots of comfort. As 
in usual Honda tradition, the vehicle handles 
like it’s on rails, push it over the limit and 
the anti-skid steps in to assist the driver. 
While accelerating flat out one must keep in 
mind that it is a hybrid, so although it feels 
fast, most performance cars will cruise past 
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Honda CRZ
hybrid

Azim Omar CA(SA)  is a member of the 
SAGMJ. 
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new generation

This issue addresses the Personal Attribute Competencies of 
the CA2010 Training Programme.

Introduction
As a new gen CA(SA), developing your Professional Skills is as important as your technical skills. In business you 

work with people not only numbers.  To work with people you need the right Professional Skills.  
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your customers

Investing in the CORE

Bottom Up approach - the customers exist 
to support the business instead of the Top 
Down approach – the business exists to 
serve our customers. 

Various research studies show that 
the success of people in business is 
rarely dependent on their Intellectual 
Intelligence (IQ). Looking at the success 
of business leaders in our country 
confirms this (Maria Ramos, Gill Marcus, 
Mamphela Ramphela). It is clear that 
their success is greatly influenced by 
their ability to build relationships with the 
people around them. And they will tell us 

At the CORE of your business is 
your Customers. The reality is that 

a small percentage of Management, 
Entrepreneurs, People in Sales and 
Marketing and Frontline staff grasp 
this fact. However, the sad truth is that 
many business employees do not grasp 
the importance of their Customers 
for Business Existence and Success. 
Management focusses so much on 
strategy, Entrepreneurs focus so much 
on, well everything, People in Marketing 
and Sales focus so much on SELLING and 
MARKETING the Product, FRONTLINE 
staff focus so MUCH on PROTOCOL, that 
they FORGET and NEGLECT to focus on 
their CUSTOMERS!  

“If you want to know what has to change 
inside your company, ask your customers.” 
These are the words of Carly Fiorina, first 
female CEO of a Fortune 500 Company, 
from her book Tough Choices. Carly 
believes that all leading companies must 
focus on their customers because only a 
customer can buy your product or service. 
Without revenue there is no business and 
without customers there is no revenue 
growth and the business is lagging, not 
leading. Business transformation starts 
with how you serve your customers.    

Serving our customer is something that 
we tend to leave for LAST. We deal with it 
Re-actively instead of Pro-actively. Serving 
our customers is an add-on instead of 
a core value or part of our DNA and 
our culture. Many businesses have the 

that the first step in building relationships 
is serving the people.  

Think about your valued friends. How did 
you build your relationship with these 
friends? You probably did more than was 
expected because you cared for them. 
You helped with support during illness, 
you went the extra mile, you helped with 
food, transport or a place to stay. You 
served your friend and that is why your 
relationship with your friend has developed 
into something meaningful and deep.  

This very same concept works in business. 
If you want to be successful with your 
business you need first to build relationships 
with your customers and people. And the 
first step in building a relationship with your 
customer is serving him/her. Let’s look at 
this process on a diagram at the bottom of 
this page.

If you serve your customers in the 
short-term, the long-term result of your 
short term actions will be a long-term 
relationship. And if you build relationships 
with your customers over the short term 
the long term result will be sustainable and 
profitable success for your business.  
 
Let’s take former President Nelson 
Mandela as an example – over the years 
he served his CUSTOMERS - the people 
of SA from all walks of life. By serving his 
customers over the years he built long-term 
relationships with them. And it was his 
longstanding relationships with the people 
of SA that resulted in them voting for him, 
and him becoming President and achieving 
his success in his career. 

Now serving customers is intangible – it 
is a “feelings thing” and an “emotion 
thing”, an “experience thing”. I have 
recently learned more about an inspiring 
person, Irwin Federman, who served his 
customers with Excellence. He is in his 
70s, a passionate Entrepreneur and Venture 
Capitalist, and he has assisted hundreds 
of start up businesses to success. But 
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Ask yourself the following 
questions:
•	  Are you a customer-

focused business?
•	  Do your customers 

know who to call with a 
problem?
•	  How would your 

customers describe your 
business in one word?
•	  Do you anticipate your 

customers' needs?

ST =
Serve

ST =
Build 

Relationships

ST =
Success

Long Term
Results =

Long Term
=Sustainable 
& Profitable 

Business

Long Term
Results =
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what inspired me most is the way he view the 
businesses that he invests in - Irwin believes 
that when you invest in a company, you invest 
in people. Listen to his following quote:  

I contend, however, that all things being equal, 
we will do business with people we like. And 
we like them in direct proportion to how they 
make us feel.

What Irwin has learned is that if your service 
to your customers makes them feel good, 
they will do more business with you. Now 
when will your service make your customers 
feel good? Your customers will feel good 
when your service exceeds your customers' 
expectations.  

And the important question is: “How can 
we ensure that our service exceeds our 
customers’ expectations so that they 
remember us?”

The first KEY is YOU need a 

A BRAND is a PICTURE that your customers 
will form in their mind when they hear your 
business’ name. Your first step should be 
to set a goal to develop and establish your 
own Brand and Identity that is UNIQUE and 
representative of your business.  

Your brand needs to be special and different, 
so that your customers will keep on 
remembering you. If you are on your way to a 
meeting with a customer in an elevator and an 
elephant joins you in the elevator, would you 
talk about the elephant when you get out of 
the elevator? Of course you will! I can’t believe 
that – there was an elephant in the elevator. 
Now that is unique and different. And if you 
want to exceed customers’ expectations, your 
service needs to be unique and special. You 
must have something different that stands 
out from ordinary! That is what extraordinary 
means. Something Extra!  

Now Joel Weldon has an excellent example 
of a Unique Brand that he uses. For over 30 
years Joel has been one of the most sought-

UNIQUE BRAND

after motivational speakers, he is an Idea 
Consultant and Sales Trainer to many of the 
world’s leading organisations and businesses. 
He is also the only speaker who has earned all 
four of the highest honours in the international 
speaking profession.  

Joel Weldon started his business back in 1974, 
he knew he needed business cards but did not 
want a standard business card.  He wanted 
something that people can keep on their desk. 
So one day one of his clients said to him, you 
know Joel Success comes in cans. And Joel 
had an AHA moment – he visually saw that 
message on a physical CAN. And within 24 
hours he had his first Red CAN made with the 
words in white: Success comes in CANS not 
in Cannots.

The can weighs about 250 grams and at the 
back of the Can is listed all the ingredients that 
is IN THE CAN: Commitment, Courage, Faith, 
Imagination, Creativity, Honesty, Persistence, 
Knowledge, Defined Values, Focused Thinking, 
a Sense of Humour, and a Positive “I Can” 
attitude.  

He had the can trademarked because that 
WAS what made it unique and different. Up to 
today he uses the CAN image on all his CDs, 
DVDs, handouts and material. And up to today 
tens of thousands of people have had that 
CAN on their desks for many years, some of 
them for 20 years and more. Why? Because it 
is different and unique. 

Your brand needs to be consistent and the 
same in each department, each building and 
each region, each country. Let’s illustrate this 
by sharing some brands with you that are well-
known in SA.   

Think about the picture that comes to your 
mind when you hear and see the following 
brands? 

IWISA, Kaizer Chiefs, Shoprite Checkers, 
Metro FM, ADT, Telkom, Black Label. 
Now if we ask the same question to someone 
outside of South Africa he/she will probably 
not be so familiar with all brands because they 

are unique to SA. For those outside of South 
Africa it will be a confused brand, almost the 
same as the Chakalaka Brand! If you hear the 
word Chakalaka, what picture do have in your 
mind?
 
Well, some people think of home-made 
Chakalaka – hot with beans, potatoes, 
butternut, onion, tomato, and saucy. Other 
people think of All Gold or KOO TINNED 
Chakalaka. Some people recall the Royco 
Chakalaka soup. And wine lovers think of the 
Chakalaka Wine Estate.

Now the Chakalaka brand causes confusion – 
because people do not have the same picture 
in their mind when they think of Chakalaka! It 
is therefore very important that you develop a 
brand that is unique and consistent, and will 
exceed expectations because that is when 
your customers will remember you. 

The second KEY is YOU need PEOPLE with the

   

Finding and developing your people with the 
right skills should be like building a HOUSE.  

 

If you think of a HOUSE or a BUILDING, 
what is the most important part? The 

RIGHT SKILLS

Growth & Practice

Customer
Analysis

People 
Skills

Dress
Body 

Language Speak

Attitude
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Our needs are closely related to our 
working style or behavioural patterns. If 
you can analyse your customer’s working 
style, you will understand his/her needs, 
pro-actively address them and exceed 
expectations. Now there are many 
methods that you can use to analyse 
working styles. A simplistic method is the 
Certified Business Professional working 
style method that analyses the following 
three working styles:  
•  The Result Oriented/Assertive 

Customer (Direct, Wants things 
promptly done, Not focused on 
relationships, Moves and speaks 
quickly, Appears Forceful, Maintains eye 
contact)

•  The Detail Oriented/Analytical 
Customer (Organised, Wants Facts 
and Details, Not focused on people, 
May sometimes appear unfriendly, 
Asks many questions, Does not appear 
expressive in Body Language)

•  The People Oriented (Agreeable) 
Customer (Friendly, Co-operative, 
Focused on people, Talkative, Very 
expressive in body language)

Finally, a house needs a roof for 
protection. A roof protects the house and 
ensures that you can stay in the house for 
a long period. The roof of customer service 
is growing the attitude and practising 
the professional skills of your people and 
business. Aligning the attitude with the 
skills of your people is very important.

If you do not have the right attitude 
and you do not serve your customers 
professionally, your customer service 
BRAND will be unique and different but in 
a BAD way. If you have the right attitude 
but not the professional skills, you will 
be an Average Business. If you have the 
right professional skills but not the attitude 
you will be Average Business. If you have 
the right attitude and you serve your 
customers professionally, you will exceed 
expectations, your customer will feel good 
and remember your UNIQUE SPECIAL 
BRAND!

foundation of course! A good house is 
built on a good foundation. No wind or rain 
or storm can blow the house down. Now 
the Foundation of Good Customer Service 
is developing the right ATTITUDE because 
only if you feel good about yourself can 
you put your customers first.  

You need people with an Attitude of 
Servanthood! Mahatma Ghandi says that 
an eye for an eye will make the whole 
world blind. If you serve and expect 
servanthood back, your business will not 
grow and it will probably be a bitter place 
for your customers. You need people 
with an attitude of humility. Mother 
Teresa says that if we were humble, 
nothing would change us – neither 
praise nor discouragement. If someone 
were to criticize us, we would not feel 
discouraged. If someone were to praise 
us, we also would not feel proud. You 
need people with an attitude of Moving 
Forward. Nelson Mandela says that the 
greatest glory in living lies not in never 
falling, but in rising every time we fall.  

Now after the foundation a house also 
needs bricks on top of the foundation. And 
the Bricks of Good Customer Service are 
the right Professional Skills.  To ensure that 
your people project the right brand you 
need to ensure that WHO they project is 
who your business truly is. Many times 
you only have a few seconds maximum 
per customer to project your Unique 
Brand.  

Now in the short term your people project 
your Business Brand via their Appearance, 
Body Language and Words. Be aware of 
how you stand, walk, sit, posture, eye 
contact, smile, personal space, speak, 
email, sms. Over the long term another 
skill to develop is your ability to analyse 
customers. Each customer has different 
needs and expectations. You need to be 
flexible and able to adjust to each type of 
customer with whom you interact. And 
it is therefore important to identify the 
specific needs that your customer has. 

The third KEY to Customer Service 
Excellence is very SIMPLE    

Dr Charles Jarvis, well-known humorist 
and leading speaker in the 1970s taught 
Joel Weldon this valuable lesson at a 
convention in 1976. He said that if you 
want to get more customers and build 
your business you’ve got to get GOOD!  
To get good you’ve got to figure out what 
you do wrong and STOP doing it and 
figure out what you do well and keep on 
doing it! So he asked another question: 
“How do I figure out what I am good at 
and what I am bad at? And he realised 
that it is definitely not what he thinks he 
is good at that is important, it is what his 
customers think. So he came up with an 
evaluation card system that he had used 
ever since that day in 1976 with every 
customer he served via speaking and 
training.  

On the card he ask what the customer 
liked best, what he/she liked least, what 
was the best idea he/she got and on 
a 1 to 10 rating scale, how would they 
rate the content, and the delivery and 
compared to any other speaker that they 
have heard. And Joel emphasises that we 
should not be afraid of feedback. And it is 
also not about feel good - the things that 
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you need to look at first are the things your customers did not 
like, because those are the things you need to change, or to 
eliminate. 

He also started to tie his fee to his evaluation cards, which 
meant on a 1 to 10 scale, any rating that he got from a client 
under seven he decreases his fee pro-rata! So he puts his fee 
on the line every time he offers his service. The result is, with 
every customer, he ensures excellent customer service and 
they remember him! This method has helped Joel to expand 
his business from local customer to corporate customer and 
internationally because it is unique and different!

Now this system can be used for any business! Joel teaches 
us a valuable lesson: if all your customers tell you what 
you do great and what you should stop doing, how much 
intelligence does it take to figure out, ok, if our business 
stops doing this and starts doing that, we will get better! Not 
a lot of intelligence and probably a lot more clear-cut success 
in your business.  

A fourth key to Customer Service Excellence is Exceeding 
Expectations

Exceeding expectations means you need to understand 
your customer’s organisation. You need comments on every 
person that you will serve. You’ve got to know as much about 
your customer and his/her business as he/she does. It might 
take you hours of preparation and homework and maybe two 
minutes of a conversation, but the end result is the customer 
will feel, hey, this person really cares and therefore I will 
listen!  

Your customer must know that you are prepared for them and 
that your service is for THEM! It is not about YOU it is about 
them! And as Joel Weldon emphasises if Dr Jarvis was right, 
way back then, on you’ve got to get GOOD – well how can 
you get GOOD if you do not know about the people you are 
serving? 

Mohammed Ali, three times world heavyweight champion 
said the following:
“Service to others is the rent you pay for your room here on 
earth”

Let us become successful, sustainable and profitable by 
building relationships with our customers and by serving them 
unconditionally because it is the RIGHT thing to do. asa

DO YOUR HOMEWORK

 

 
 

 
 

 
 

 

 
 

 

 
 

 
 

 

 

 
 

 



Is your overdraft the lifeblood 
of your audit firm?
Do you also rely on it to feed your IT needs? You don’t have to...

Contact Spartan now to change  
the way you acquire your IT 

Call: 0800 600 595 / 011 886 0922
E-mail: saica@spartan.co.za
Visit: www.spartan.co.za

Rent your IT hardware & software

Get liability-free IT for your trainees*

Access fixed-fee IT support

1.

2.

3.

* Terms & conditions apply.

More flexible cashflow

No burden on you

Enhanced convenience

=

=

=
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CLASSIFIEDS

011 706 9222
www.accountantsoncall.co.za

PROFIT WITH THE PROFESSIONALS

CHIEF FINANCIAL OFFICER

R1.4 Mil - R1.2 Mil
CA(SA) - Finance - Isando 

natasha.theodorides@accountantsoncall.co.za

FINANCIAL MANAGER

R800K - R750K 
CA(SA) - Finance - Sandton

natasha.theodorides@accountantsoncall.co.za

FINANCIAL MANAGER

R650K - R540K
BCom - Parastatal - Pretoria

kgomotso.kgopa@accountantsoncall.co.za

FINANCIAL MANAGER

R600K - R500K 
CA(SA) - Banking - Jhb CBD 

rachel.joffe@accountantsoncall.co.za

FINANCIAL MANAGER

R480K - R450K
Newly Qualified CA(SA) - Retail - Jhb

rachel.joffe@accountantsoncall.co.za

CA(SA) NEWLY QUALIFIED (EE) 

R450K 
CA(SA) - Finance - Isando

natasha.theodorides@accountantsoncall.co.za

INVESTMENT MANAGER 

R Neg
CA(SA) - Fin Services - Bloemfontein
annerle.barnard@accountantsoncall.co.za

FINANCIAL MANAGER

R450K
BCom/Articles - Finance - East Rand
natasha.theodorides@accountantsoncall.co.za

PORTFOLIO MANAGER 

R Neg
CA(SA) - Fin Services - Bloemfontein
annerle.barnard@accountantsoncall.co.za

APPOINTMENTS

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

NWANDA INCORPORATED
Well-established firm in Bedfordview – Johannesburg is looking for audit seniors. 
Package based on experience and qualifications. Requirements: Previous audit 
experience, work independently, work according to set budget and handle pressure, 
made substantial progress towards a B Comm. qualification, knowledge of Caseware. 
Should you meet the above requirements please e-mail the following documentation to 
jacky@nwanda.co.za or fax to 086 621 9952: 

1.    CV
2.    Details of three contactable references
3.    Matric certificate and latest University results  
4.    Copy of ID
                

 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.

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. 

CONTEMPLATING RETIREMENT?  OR WISHING TO EXPAND?
Established, entrepreneurial and dynamic Cape Town practice wishes to acquire a 
practice or block of fees.  To commence a confidential discussion please forward your 
details to pgm@gmn.co.za.

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



www.cajunction.co.za

SAICA presents CAJunction in association with CareerJunction 

A great career move
never goes out of style.

 

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 policies 
and 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

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 substantiate 
individual transactions prior to settlement. 

• Install, modify, document and coordinate implementation of accounting 
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 conventional 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. 
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GREY_CONSULTING
accounting,finance and risk recruitment specialists

 FINANCIAL MANAGER - DURBAN
 •  Highly competitive market-related remuneration package including 

Performance Incentives
 •  CA(SA) with a minimum of 7-8 years’ financial management experience 

with 4-5 years at Manager level in a Major Corporate environment
A JSE-listed Group with a National and International footprint has a vacancy 
for a financially astute and business-wise professional, who is highly results-
driven and goal-directed, to take full responsibility for the financial and 
operational performance of the Group. This is a strategic position which 
requires dedicated focus on profit performance and cost-saving initiatives as 
well as improving the efficiencies and effectiveness of the financial, accounting 
and reporting policies, procedures and systems. 
Apart from the routine operational day-to-day financial management, personnel 
management and reporting functions, specific duties will include: • Providing 
input to all Business Units on their business and strategic plans • Reviewing 
all processes and structures to maximise efficiencies and overall bottom-line 
effectiveness. Ref: LP/ad

Please forward detailed MS Word version CVs to Laura Pillay at
laurap@greyconsulting.co.za

LENDING SPECIALIST - CAPE TOWN
• Salary negotiable, depending on qualification and experience

•  BCom/Business Science/LLB/CA or any other business-related and relevant 
degree

•  Minimum 3 years’ experience in high-level Private Banking/Property Finance 
role is essential

Responsibilities: • Networking with, and marketing to, High Net Worth (HNW) Private 
Clients to source structured lending deals and opportunities • Gathering information 

to assess lending opportunities • Putting together structured lending proposals to be 
approved through the credit process and subsequently sold to the Clients • Deals will 

include * Commercial property finance * Small-scale commercial developments * Equity-
secured loans * Preference share funding and * Investment in business/private companies. 

 Ref: LH/ls
Please forward detailed MS Word version CVs to Leonie Hugo at 

leonieh@greyconsulting.co.za

MANAGEMENT ACCOUNTANT - SANDTON
•  R450K - R480K pa Cost to Company plus Corporate Performance Incentives
• Newly Qualified CA(SA) 
As a result of exceptional growth over the last few months, this focused multi-national group 
has a vacancy for a top candidate to join them in this newly created role. Reporting directly 
to the Financial Controller, the incumbent will be responsible for: • Budgets • Forecasts  
• Variance analysis • Monthly/annual returns • Management reports • Hedge accounting • Ad 
hoc duties. Ref: CL/mab
Please forward detailed MS Word version CVs to Caryn Lacey at  
carynl@greyconsulting.co.za

GENERAL MANAGER: FINANCE - DURBAN
•  R800K - R950K pa Cost to Company negotiable, plus Performance Incentives
• CA(SA) ideally, with minimum 5-8 years’ experience in a similar role
Our Client, a global concern offering Consulting services in Enterprise Content Infrastructure 
within the Information Technology and Mining sectors, requires a business-wise professional 
who is highly results driven and goal directed, to take full responsibility for the financial and 
operational performance of the Group Office in South Africa.
Apart from the routine operational day-to-day financial management and reporting functions, 
specific duties will include: • Providing direction with regard to Best Practice, Company 
Policy and Statutory and Regulatory requirements and compliance • Pursuing ever-increasing 
performance across Operations Excellence dimensions.
International travel is expected on an ad hoc basis, as the financial reporting line leads to India 
and Washington DC.  Ref: LP/gmfin
Please forward detailed MS Word version CVs to Laura Pillay at 
laurap@greyconsulting.co.za

www.greyconsulting.co.za

Tel: Johannesburg (011) 384 4478; 
Cape Town (021) 918 5223; Tel: 0860 recruiter

if finance or risk is your speciality_ you are our business

no bleed.indd   1 5/6/11   11:54:09 AM

  

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

  InTernal audIT Manager
  r650 000 - r550 000 CTC, Central Johannesburg

Large financial services group seeks competent, accurate and meticulous individual to head 
up an internal audit team. Must be an extremely bright individual with a drive and passion 
to implement, improve and change. CA (SA) plus 2-3 years internal audit experience in a 
commercial group/ financial services will be advantageous. tanya@wexford.co.za 

  ConsolIdaTIons ConTroller Ca (sa)
  r750 000 - r650 000 CTC, sandton

This is for the technical guru. Extremely complex consolidations for more than 25 subsi-
diaries, multinational/ multicurrency. Not a position for the faint hearted. Excellent Excel 
skills are an absolute must. Mining experience would be an advantage. CA (SA) + 2 years 
in a similar role. Company offers brilliant growth opportunities and international career 
development. tanya@wexford.co.za

  Manager – IFrs reporTIng FInanCIal aCCounTanT
  r760 000 – r650 000 CTC, JHB north

Telecoms giant requires CA (SA) with 3 years post article experience to head up this strategic 
role. Responsibilities will include financial accounting for the group as well as financial 
reporting with regards to GAAP, IFRS and SOX compliance. This is a great opportunity for 
growth within a sought after industry. This role reports directly to the CFO. 
candice@wexford.co.za  

  FInanCe Manager
  r800 000 – r750 000 CTC, JHB CBd

Financial services provider requires a CA (SA) with 3–4 years post articles experience within 
financial services or insurance to head up a strong team of 11. Direct reporting line to the 
CFO and will be responsible for the full financial function from overseeing the preparation of 
financial statements and ensuring the company complies with governance and reporting re-
quirements. Operational role with great career growth prospects. candice@wexford.co.za 

  dIvIsIonal FInanCIal Manager
  r760 000 – r720 000 CTC, JHB north 

An industry leader with a healthy turnover seeks an assertive manager with a sound under-
standing of IFRS, SA taxation, accounting statements & financial legal aspects. CA (SA) / 
CIMA, 3-4 years experience in financial management essential. liz@wexford.co.za

  ManageMenT aCCounTanT
  r600 000 – r400 000 CTC, north

International company seeks strong willed & very motivated individual to fill exciting & 
pressurized role of management accountant. Extensive knowledge in IFRS essential. Ability 
to work under pressure, meet deadlines & lead a large team is required. CA (SA) with 2 
years experience is essential. felicia@wexford.co.za

  FInanCIal dIreCTor
  r1.5 million – r1 million + Bonus, Woodmead

Large American multinational requires F.D to run Southern African operations. Acquisitions 
and take overs have led to a need to update systems and controls and coordinate all divi-
sions under one roof. Scope is enormous! Strategy is key! CA (SA) + F.D experience essential. 
janet.b@wexford.co.za

  neWly qualIFIed Ca (sa)
  r450 000 – r420 000 CTC, sandton

An ever expanding international property services group is looking for a newly qualified 
CA (SA) to head up an internal auditing department. The ideal candidate will move out of 
internal auditing in two years to head up new business divisions within the group. If you 
have a vision of climbing the corporate ladder and gaining valuable corporate experience, 
then this might be the opportunity for you! kariska@wexford.co.za 



ADVERTISOR NAME

HALF PAGE VERTICAL ADVERT

A division of Adcorp Fulfilment Services (Pty) Ltd.

Top Career Opportunities  
For Top Talent

Head of Finance – CA – CPT
R800 000 Cost to Company

Employment Equity. As an aspiring professional seeking your next career challenge, 
take up this opportunity at a leading banking institution where you will take full 
responsibility for analysing, producing, developing & reporting reliable financial & 
non-financial information to support the requirements of the business. Furthermore, 
play a pivotal role in all operational requirements as well as providing strategic 
insight & managing the performance of your team. Use your CA together with 5 
years post-article experience, preferably within financial services, to take one step 
closer to making this a reality. Ability to speak an African language is essential. Call 
Lindsay Sher on (021) 461-7094/082 851 4442 or e-mail: lindsay.sher@davct.net

Financial Accountant – Financial 
Services – CA – JHB

R800 000 Cost to Company
Employment Equity. Interesting and challenging new role for a CA(SA) with FIST 
articles, along with 3+ years post-article experience in banking/investment banking. 
Excellent career opportunity. Call Frances Wilde on (011) 217-0000/074 189 9185 or 
e-mail: frances.wilde@dppg.net

Financial Manager – CA – JHB
R750 000 Cost to Company

Employment Equity. Enter the managerial realm in a highly successful financial 
institution. Your CA(SA) and 2 years experience will enable you to handle the 
transactional reporting, Forex accounting, budgeting and preparation of financial 
packs. Working closely with the CFO, you will review and analyse business results 
and assist in accurate financial forecasts and business planning. This is an excellent 
stepping stone to guide you to the top of the corporate ladder. For a detailed 
discussion about this opportunity, call Annemarie Badenhorst on (011) 217-0000/ 
072 602 5454 or e-mail: annemarie.badenhorst@dppg.net

Senior Financial Accountant – JHB
R600 000 Cost to Company 

Join this international market leader with a stable track record of 25 years in South 
Africa. Your completed BCom finance degree and 4-6 years experience will open 
the door to your professional growth. You will manage the full financial functions, 
including international reporting, Forex dealings as well leading a team of  
10 motivated and driven staff members. Become part of an energetic and  
close-knit team, striving for the maintenance of the highest standards and  
superb quality. If your profile suits the above, please call Katja von der Burg on  
(011) 217-0000/074 197 4391 or e-mail: katja.vonderburg@dppg.net

Financial Manager – JHB
R550 000 Cost to Company Negotiable

Leading IT Office Automation concern with a sound reputation for performance 
excellence, are looking for an astute Finance Manager to join their team. 
Reporting directly to the CFO, you will be responsible for managing a solid team 
and will get extensively involved in the business. Sound promotional prospects 
within the group. BCom min with 3 years FM experience & above-average 
Excel skills essential. If you have strong leadership qualities, with high EQ and 
a drive to succeed, then call Karen Schmoor on (011) 217-0000/082 331 1716 or  
e-mail: karen.schmoor@dppg.net

New Chartered Accountant – JHB
R450 000 Cost to Company

A highly celebrated multinational giant invites you to join their dynamic team. Your 
recently obtained CA(SA) with first-time board passes will enable you to work closely 
with the financial manager to get hands-on experience outside the audit field.  
This is a great stepping stone into the corporate field that will equip you with the  
right skills to further your financial career. Preference will be given to Big  
Four articles. Call Themba Radebe on (011) 217-0000/076 384 2065 or e-mail:  
themba.radebe@dppg.net

Chief Financial Officer – Fiduciary  
CA – CPT

Market-related Salary
Employment Equity. Join this well-established Wealth Management Company and 
find yourself being challenged in this high-level role overseeing a small finance team. 
Essential is your CA(SA), coupled with 5-10 years financial experience in financial 
services. Contribute to the ongoing strategic direction, business operations and the 
full finance function, as well as take responsibility for effective staff management, 
client management and conduct annual financial planning. Interested? Call Joanne 
Meyer on (021) 461-7094/084 705 0502 or e-mail: joanne.meyer@davct.net

Human Communications 75886



Financial Manager - 
dbn
r450k
This manufacturing / distribution company is seeking a CA (SA) 
FM with at least 2 years post articles experience. Must have 
good leadership qualities in order to develop and implement 
the appropriate systems. Previous exposure to importing and 
exporting would be an added advantage.  
Contact nicky@frontlinesolutions.co.za

Financial Manager ee - 
cape Town
r600 000
Our client is a division of a large international company. This 
position requires a CA (SA) from a manufacturing/production 
background. Reporting to the GM you will be involved in the 
operational and commercial decision process as well as month 
end reporting (both locally and internationally). Strong exposure 
to a cost centre driven environment is required.
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 – 
ee - JHb
r1.2 million
CA (SA) with 8 years plus experience in a manufacturing envi-
ronment. The role will require a candidate with hands-on and 
strong management skills to take responsibility for financial 
controls, processes and work with management to effect 
improvements in the business.
Contact michele@frontlinesolutions.co.za

Financial Manager – ee 
- JHb
r780 000
Career opportunity for CA (SA) with experience in managing 
large capex budget within infrastructure/fixed assets environ-
ment. Client is seeking a deadline driven candidate with good 
people management skills and a focus on internal controls.
Contact michele@frontlinesolutions.co.za

Financial Manager – ee 
- JHb
r550 000
Wonderful opportunity for young CA (SA) with minimum 1 year 
post article experience (preferably with knowledge of banking).  
Steep learning curve under professional technical team will 
grow your skills. Good communication and interpersonal skills 
required for this role. Contact lynda@frontlinesolutions.co.za

Financial Manager 
(ManUFacTUring) 
r Highly neg, north and east
The opportunity exists within listed and private organizations 
for a CA (SA) with two to three years post articles experience. 
This role encompasses a diversified range of financial reporting, 
coupled with an operational overview and management of the 
finance team. Should you be interested in a confidential discus-
sion, please contact taneill@frontlinesolutions.co.za

Financial accoUnTanT/ 
ManageMenT 
accoUnTanT 
Market related package, 
north and east
Career opportunities exist for newly qualified CA (SA)’s who 
have an interest in either management of financial accounting. 
Should you have the intention to explore the market, please 
contact taneill@frontlinesolutions.co.za

Financial direcTor 
(FMcg/reTail)
Market related package
A career opportunity exists for a CA (SA) with five to eight years 
commercial experience, within a well established medium sized, 
listed entity. Work closely with the CEO of this organization in 
managing an all encompassing financial role. Please contact 
taneill@frontlinesolutions.co.za for a confidential discussion.

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 account-
ing as well as cost accounting roles, with sound experience in 
mainly the agricultural, logistics, mining or telecommunications 
industries, are invited to send us their detailed CV’s. Very attrac-
tive remuneration and related benefits packages are on offer, 
depending upon each specific role and location. 
Contact ian@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

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

0861 788 788    www.antonapps.com    073 788 7880   

Opportunities in Africa

New Quali ed CA’s                                                                                                                                            

Opportunities in Johannesburg

Opportunities in Pretoria/Centurion

 Zambia
FINANCE MANAGER:
Agriculture
US$130k – US$140k
Ref: JB001

FINANCE MANAGER:
Retail
US$Neg
Ref: PM005

CHIEF FINANCIAL OFFICER:
Aviation
R1m – R1.5m
Ref: AT001

FINANCE MANAGER:
FMCG
R450k – R600k
Ref: AT002

CORPORATE FINANCE:
Finance
R550k – R650k
Ref: AT003

CORPORATE FINANCE:
Finance
R800k – R950k
Ref: AT004

PORTFOLIO MANAGER:
Finance
R1.2m – R2m
Ref: AT005

IT AUDITOR:
Insurance
R450k – R600k
Ref: AT006

INTERNATIONAL TAX 
ACCOUNTANT: Commerce
R500k – R650k
Ref: BB001

MANAGEMENT ACCOUNTANT:
Retail
R450k – R500k
Ref: BB002

FINANCIAL ACCOUNTANT:
Property
R360k – R420k
Ref: CB001

CHIEF FINANCIAL OFFICER:
Property
RNegk
Ref: CB002

PROJECT ACCOUNTANT:
Engineering
R600k – R700k
Ref: CF001

INFRASTRUCTURE 
CONTROLLER: Banking
US$750k – US$850k
Ref: CF002

TAX SPECIALIST:
Financial Services
R630k – R700k
Ref: BB003

IT FINANCE MANAGER:
Financial Services
R500k – R700k
Ref: BB004

FINANCIAL MANAGER:
Property
R420k – R540k
Ref: CB003

FINANCIAL ADMINISTRATOR:
Property 
RNegk
Ref: CB004

 Kenya
FINANCIAL CONTROLLER:
Manufacturing
US$140k – US$150k
Ref: JB002

PRIVATE EQUITY TRANSACTOR:
Financial Services
US$Neg
Ref: PM003

STOCK BROKER:
Financial Services
R650k – R750k
Ref: CF003

BUSINESS UNIT ACCOUNTANT – 
SUB SAHARAN: Pharmaceuticals 
R550k – R600k
Ref: DM001

FINANCIAL ANALYST:
Mining 
R650k – R700k
Ref: DM002

FINANCIAL MANAGER:
Of ce Automation 
R400k – R500k
Ref: DM003

PROJECT ACCOUNTANT:
Automotive 
R500k – R550k
Ref: DM004

FINANCE MANAGER:
Manufacturing 
R500k – R550k
Ref: DM005

 Mozambique
FINANCE & ADMIN MANAGER:
Logistics
US$70k – US$90k
Ref: JB003

FINANCE DIRECTOR:
Engineering
US$Neg
Ref: JB004

 Congo
FINANCE MANAGER:
Oil and Gas
US$130k – US$145k
Ref: JB005

FINANCIAL CONTROLLER:
Mining
US$Neg
Ref: PM004

SENIOR FINANCIAL MANAGER:
Banking 
R700k – R800k
Ref: JB006

SENIOR TAX MANAGER:
Insurance
R700k – R800k
Ref: JB007

COMMERCIAL FINANCE 
MANAGER – AFRICA: FMCG
R850k – R1.1m
Ref: PM001

SUPPLY CHAIN FINANCE 
MANAGER: FMCG
R750k – R900k
Ref: PM002 

PORTFOLIO MANAGER –
ASSET MANAGEMENT:
Financial Services
R700k – R850k
Ref: CF004

                                                                                                                                     

   Have you recently returned from your international secondment?
   Do you need career management and guidance? 
   Are you looking for an exciting and challenging opportunity in Financial Services or in the Commerce sector? 

Please send your updated CVs to us on you@antonapps.com



Financial Manager - 
dbn
r450k
This manufacturing / distribution company is seeking a CA (SA) 
FM with at least 2 years post articles experience. Must have 
good leadership qualities in order to develop and implement 
the appropriate systems. Previous exposure to importing and 
exporting would be an added advantage.  
Contact nicky@frontlinesolutions.co.za

Financial Manager ee - 
cape Town
r600 000
Our client is a division of a large international company. This 
position requires a CA (SA) from a manufacturing/production 
background. Reporting to the GM you will be involved in the 
operational and commercial decision process as well as month 
end reporting (both locally and internationally). Strong exposure 
to a cost centre driven environment is required.
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 – 
ee - JHb
r1.2 million
CA (SA) with 8 years plus experience in a manufacturing envi-
ronment. The role will require a candidate with hands-on and 
strong management skills to take responsibility for financial 
controls, processes and work with management to effect 
improvements in the business.
Contact michele@frontlinesolutions.co.za

Financial Manager – ee 
- JHb
r780 000
Career opportunity for CA (SA) with experience in managing 
large capex budget within infrastructure/fixed assets environ-
ment. Client is seeking a deadline driven candidate with good 
people management skills and a focus on internal controls.
Contact michele@frontlinesolutions.co.za

Financial Manager – ee 
- JHb
r550 000
Wonderful opportunity for young CA (SA) with minimum 1 year 
post article experience (preferably with knowledge of banking).  
Steep learning curve under professional technical team will 
grow your skills. Good communication and interpersonal skills 
required for this role. Contact lynda@frontlinesolutions.co.za

Financial Manager 
(ManUFacTUring) 
r Highly neg, north and east
The opportunity exists within listed and private organizations 
for a CA (SA) with two to three years post articles experience. 
This role encompasses a diversified range of financial reporting, 
coupled with an operational overview and management of the 
finance team. Should you be interested in a confidential discus-
sion, please contact taneill@frontlinesolutions.co.za

Financial accoUnTanT/ 
ManageMenT 
accoUnTanT 
Market related package, 
north and east
Career opportunities exist for newly qualified CA (SA)’s who 
have an interest in either management of financial accounting. 
Should you have the intention to explore the market, please 
contact taneill@frontlinesolutions.co.za

Financial direcTor 
(FMcg/reTail)
Market related package
A career opportunity exists for a CA (SA) with five to eight years 
commercial experience, within a well established medium sized, 
listed entity. Work closely with the CEO of this organization in 
managing an all encompassing financial role. Please contact 
taneill@frontlinesolutions.co.za for a confidential discussion.

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 account-
ing as well as cost accounting roles, with sound experience in 
mainly the agricultural, logistics, mining or telecommunications 
industries, are invited to send us their detailed CV’s. Very attrac-
tive remuneration and related benefits packages are on offer, 
depending upon each specific role and location. 
Contact ian@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

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

0861 788 788    www.antonapps.com    073 788 7880   

Opportunities in Africa

New Quali ed CA’s                                                                                                                                            

Opportunities in Johannesburg

Opportunities in Pretoria/Centurion

 Zambia
FINANCE MANAGER:
Agriculture
US$130k – US$140k
Ref: JB001

FINANCE MANAGER:
Retail
US$Neg
Ref: PM005

CHIEF FINANCIAL OFFICER:
Aviation
R1m – R1.5m
Ref: AT001

FINANCE MANAGER:
FMCG
R450k – R600k
Ref: AT002

CORPORATE FINANCE:
Finance
R550k – R650k
Ref: AT003

CORPORATE FINANCE:
Finance
R800k – R950k
Ref: AT004

PORTFOLIO MANAGER:
Finance
R1.2m – R2m
Ref: AT005

IT AUDITOR:
Insurance
R450k – R600k
Ref: AT006

INTERNATIONAL TAX 
ACCOUNTANT: Commerce
R500k – R650k
Ref: BB001

MANAGEMENT ACCOUNTANT:
Retail
R450k – R500k
Ref: BB002

FINANCIAL ACCOUNTANT:
Property
R360k – R420k
Ref: CB001

CHIEF FINANCIAL OFFICER:
Property
RNegk
Ref: CB002

PROJECT ACCOUNTANT:
Engineering
R600k – R700k
Ref: CF001

INFRASTRUCTURE 
CONTROLLER: Banking
US$750k – US$850k
Ref: CF002

TAX SPECIALIST:
Financial Services
R630k – R700k
Ref: BB003

IT FINANCE MANAGER:
Financial Services
R500k – R700k
Ref: BB004

FINANCIAL MANAGER:
Property
R420k – R540k
Ref: CB003

FINANCIAL ADMINISTRATOR:
Property 
RNegk
Ref: CB004

 Kenya
FINANCIAL CONTROLLER:
Manufacturing
US$140k – US$150k
Ref: JB002

PRIVATE EQUITY TRANSACTOR:
Financial Services
US$Neg
Ref: PM003

STOCK BROKER:
Financial Services
R650k – R750k
Ref: CF003

BUSINESS UNIT ACCOUNTANT – 
SUB SAHARAN: Pharmaceuticals 
R550k – R600k
Ref: DM001

FINANCIAL ANALYST:
Mining 
R650k – R700k
Ref: DM002

FINANCIAL MANAGER:
Of ce Automation 
R400k – R500k
Ref: DM003

PROJECT ACCOUNTANT:
Automotive 
R500k – R550k
Ref: DM004

FINANCE MANAGER:
Manufacturing 
R500k – R550k
Ref: DM005

 Mozambique
FINANCE & ADMIN MANAGER:
Logistics
US$70k – US$90k
Ref: JB003

FINANCE DIRECTOR:
Engineering
US$Neg
Ref: JB004

 Congo
FINANCE MANAGER:
Oil and Gas
US$130k – US$145k
Ref: JB005

FINANCIAL CONTROLLER:
Mining
US$Neg
Ref: PM004

SENIOR FINANCIAL MANAGER:
Banking 
R700k – R800k
Ref: JB006

SENIOR TAX MANAGER:
Insurance
R700k – R800k
Ref: JB007

COMMERCIAL FINANCE 
MANAGER – AFRICA: FMCG
R850k – R1.1m
Ref: PM001

SUPPLY CHAIN FINANCE 
MANAGER: FMCG
R750k – R900k
Ref: PM002 

PORTFOLIO MANAGER –
ASSET MANAGEMENT:
Financial Services
R700k – R850k
Ref: CF004

                                                                                                                                     

   Have you recently returned from your international secondment?
   Do you need career management and guidance? 
   Are you looking for an exciting and challenging opportunity in Financial Services or in the Commerce sector? 

Please send your updated CVs to us on you@antonapps.com



 Human Communications 75888

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

- Jimmy Connors

Yes, it takes one great achiever to recognise another. 
Very much like SET Recruitment: We are widely 
regarded as the leader in the field of niche recruiting 
for the Banking, Professional Services, Commerce and 
Industry, Financial and IT markets. Our expertise means 
we have an unrivalled record of spotting the finest 
these fields have to offer.

So, whether you’re a recent graduate looking to be 
placed with an esteemed employer, or a prestigious 
company searching for the perfect appointment, 
SET Recruitment should be your first choice when 
making pivotal recruitment decisions. 

Because you’re the best, make sure you contact 
the best.
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