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Banking Report

    I saw a bank that said “24 Hour Banking”, 
but I don’t have that much time.

      Steven Wright
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from the pen

Raina

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

To bank or not to bank

A banking ad on television by one of 
SA’s leading banks proudly states 

that in 2010, it provided R50-billion in 
loans to thousands of South Africans. 
It goes further and claim that “…
R50-billion in loans is more than just a 
number: it’s a way to change lives”.

And the advert cleverly shows this … a 
story of a South Africa street… Thandile 
in her first car, the Willemse’s in their 
new home and Lebo on her way to 
Varsity…  There’s enough sentiment in 
the advert to make anyone switch to a 
new bank, right?

Well, I’m not so sure sentiment and 
loans should go hand-in-hand. While we 
certainly cannot dispute the fact that 
banks enable people to make lifestyle 
choices, we often could not afford 
otherwise. I also think that sentiment 
should include more around responsible 
banking and loaning? Do other 
alternatives exist? 

Should we not rather be saving up to 
buy that car, or plan better to pay for 
those university fees or for the home? 

Perhaps too cautious, but given our 
recent credit crisis, the effects of 
which are still being felt the world 

over, I’d much rather be cautious than 

overextended at this time.
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Celebrating Lives

Sikhumbuzo Mtshali CA(SA), was a Thuthuka Education Upliftment Director, a 
member of the Eastern Region Council for which he served a term as vice-president 
and he was member of the APTEC committee. 

He served the profession with unwavering commitment, dedication and distinction, 
and is survived by his wife Thembeka Mbatha, their children Aphiwe and Eyethu, his 
parents, his three sisters and one brother. He passed away on Saturday, 23 July 2011 
at the age of 43. 

Mike Carney CA(SA), was secretary at the Cape Society for many years and served 
several presidents. He passed away on the 12 May 2011. 

SAICA remembers and celebrates these two lives with their family, friends and colleagues.



from the pen

Letter to the Editor

Dear Raina

How can the Government & Tax Authorities 
pass one-sided laws against the wishes of 

the people they were elected to serve? 
 
The tax systems of the world, including 
South Africa, are unjust and unfair! 
  
The Government and ‘Taxman’ have created 
some ingenious ways to steal from every person 
that is willing to apply his and her God given 
talents and abilities to work, create and provide 
for themselves and their fellow man. 
  
The Income Tax Act is so complicated that the 
ordinary man in the street runs from it. The Word 
of God (Bible) states in Hosea 4: 6 “My people are 
destroyed for lack of knowledge.”  
  
Besides having a one sided law in place (which 
we shall address later), the Government (every 
Government employee that should be serving the 
people that elected them, not lording it over people 
and conducting themselves in a manner that says 
the funds they are administering  are their own), 
is stealing, mis-appropriating, mis-directing and 
wasting our wealth and the wealth of our children 
and of the generations to come. 
  
Every day one reads about some or other 
scandal in the Governmental corridors. If they 
are not sleeping on the job, they are travelling 
to private events, having one or other party 
celebration, etc. 
  
And tell me this, how can a Political party take 
Taxpayers’ money to run its election campaign? 
Where can any business take Taxpayers money to 
promote itself? This is just blatant theft. 
  
Taxpayers pay taxes in order for the Government 
to provide medical care and hospitalisation 
facilities to keep the nation well. However, 
taxpayers are forced to use private medical aids 
and hospitals because this care is not being 
provided for by the Government. Then they 
(the Government and tax authorities) have the 
audacity to prevent the taxpayers from claiming 
any decent deduction for trying to do all they can 
to stay healthy and at their own cost, and be a 
contributor into the coffers of the Government.  
  
Our Governments build weapons and spend 
millions of Taxpayers’ funds on security and 
defence only to destroy those weapons later on 
because they are old and obsolete, then calling 
the event a scaling down of weapons. 
  
In the meantime, millions of people go hungry, 
are starving and dying.  
  
What a joke! They must think we’re blind as well 
as stupid! 

But if we’re not blind or stupid, then why is 
nothing being done about the injustice of it all? 

The last time I checked, freedom of speech is still 
ours to exercise! So why aren’t we ALL speaking up? 
 
I am not anti- Government nor am I anti-tax. I am anti 
unfairness and injustice! 
  
Where can the Taxpayer go for justice today? 
  
First of all, to get real, fair and honest justice today 
is highly unlikely. Lawyers and prosecutors apply 
the law, but they do not apply justice, reason and, in 
many cases, truth. 
  
If you have money, you can get the law on your side 
and even to rule in your favour, which can give one 
the sense of victory, but that doesn’t mean you are 
“right”. 
  
Addressing the point of the law (and especially the 
Tax laws) being one-sided: 
  
Let’s take our own Income Tax Act and let’s look at 
Section 23B which provides that where an amount 
qualifies for a deduction or allowance or is otherwise 
taken into account in determining the taxable income 
of any person under more than one provision of the 
Act, that amount shall not be allowed to be taken 
into account more than once in the determination of 
taxable income (unless the Act specifically provides 
for a double deduction). The section furthermore 
provides that no deduction will be allowed under  s 
11(a) (the general deduction provision) if the 
deduction is dealt with under a specific section even 
if the specific section limits the deduction or if the 
deduction under that section is granted in a different 
year of assessment. 
  
However, when we take the income side of the 
equation, the Taxman has no scruples and no 
conscience. 
  
Income is taxed as earning in whichever form it is 
received, e.g. remuneration is taxed and normal tax 
is paid on this, usually through the PAYE system 
(another debate for another day). Company profits 
are taxed as company taxes, etc. 
  
This same income, which has already been taxed is 
then taxed again (by a hidden, but known tax) in the 
form of VAT (or, previously, GST). 
  
Then there are other hidden taxes that get absorbed 
into the end price that we, the Taxpayer, are not 
consciously aware of e.g. taxes in fuel, import/export 
duties, taxes on securities bought and sold, etc. 
  
You even pay a tax when you go shopping to be able 
to take the goods you bought home. Every plastic 
bag has a tax levied. This  levy was supposed to 
eliminate the use of plastic bags that were ‘bad’ 
for the environment, but the reverse has actually 
happened and because of the revenue on these 
plastic bags that the Government is collecting, I think 
that plastic bags will now be even more difficult to 
get rid of. 

Hold on, what about the taxes when you buy and 
sell a property? Think about this, if a property is 

bought and sold often enough the taxes can amount 
to more than the property’s value or worth! 
  
And just when you think you own your own home, 
Government knocks on the door wearing the hat of 
your local municipality, “Pay your Rates and Taxes or 
we will take your home”, they bleat! 
 
And you pipe up, “sure, what are these taxes used 
for?” “For the local community, lights, roads, signs, 
services, etc.”, they reply. 
  
The next thing you know they are introducing a 
toll road charge. “What is this for”, you ask? “To 
maintain and improve your roads”, they reply. 
  
What other ingenious ways will they think of next? 
  
Wait! Let’s not forget the carbon emission tax, 
the UNREALISTIC and ridiculous increases in 
electricity. Strange how they needed to increase the 
costs to cover losses and are now back to paying 
ASTRONOMICAL bonus’, one of the causes of the 
problem in the first place! 
  
Hey, what about if you wanted to actually give some 
of your wealth away - your God-given right! Then, 
who must you call? The Taxman who’s looking for 
his donations tax! (So ridiculous, I’m laughing!) 
  
Anyway, work hard, apply your talents and gifts, 
and increase in wealth. Just don’t die, because 
who is also going to attend your funeral for his 
share? Why, the Taxman, of course, politely calling 
for his “Estate Duty” “Now Mr/s survivor, we 
know you need the money and that we have 
taxed and squeezed all we can out of the same 
Income that we could, but just to make sure none 
of it actually goes into your family heritage, we 
will be there to pick up the rest.” 
  
Once more, let us turn to the Book of Wisdom 
and Common sense (Bible) and read Exodus 20: 
17 “You shall not covet your neighbour’s house; 
you shall not covet your neighbour’s wife, nor 
his male servant, nor his female servant, nor 
his ox, nor his donkey, nor anything that is your 
neighbour’s.” 
 
Does this not sound like the Government and Tax 
System? 
 
We need a complete overhaul of the Income Tax Act 
and we need leaders and leadership that are true 
Custodians and Trustees of ours, our childrens’ and 
the future generations’ wealth. 
  
This is OUR money, NOT theirs, and WE should say 
how it should be spent. 
  
Maybe, just maybe ‘we’, the taxpayers, are not be 
the ones cheating? 

Maybe it’s the Government/s and Tax Authorities 
that are cheating and stealing from us! 
  
Author 
EVERY TAXPAYER
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2011 Submission dates and VAT modernization
 What are the deadlines for filing this year?
  Pay-As-You-Earn (PAYE) Interim Reconciliation: 

Six-month interim reconciliation for the period 1 March to 31 
August 2011 
Submission period: 1 September to 31 October 2011

 Tax Season for Individuals and Trusts:
• Submission period opens for all taxpayers:  1 July 2011
•  Manual submission deadline for all taxpayers: 30 

September 2011
•  Electronic submission deadline for non-provisional 

taxpayers: 25 November 2011
•  Electronic submission deadline for provisional taxpayers: 

31 January 2012

How do the new VAT changes affect me?
  Since April 2011 SARS has been introducing changes to Value-

Added Tax (VAT) that are aimed at improving its systems, 
simplifying processes and enabling compliance.

  The first changes to VAT were implemented in April 2011 and 
included the following:
•  The introduction of an enhanced VAT201 Declaration with 

additional fields for demographic information and the 
declarant’s signature

•  A unique 10-digit Payment Reference Number (PRN) which 
links the actual payment made to the payment declared on 
the VAT201 Declaration for a specific period

•  The discontinuation of the automatic issuing of VAT201 
Declarations and the mandatory requirement for vendors to 
request their VAT201 Declarations from SARS

  As of May 2011, the following improvements and 
enhancements have been implemented:
•  The introduction of a Request for Correction functionality to 

enable vendors to revise their VAT201 Declarations
•  A new SARS Risk Profiling System that will evaluate all VAT 

201 Declarations submitted

 As of 1 July 2011, the following change was implemented:
•  The discontinuation of all manual debit order arrangements 

currently registered with SARS for payment of VAT201 
declarations

New Chairman of the IASB from 1 July 2011
The new International Accounting Standards Board (IASB) 
Chairman, Hans Hoogervorst, commenced his term from 1 July 
2011 taking over from Sir David Tweedie, who has served as 
Chairman of the IASB for the past ten years. In his welcome 
statement, Hans Hoogervorst has indicated that under his 
leadership one of the key IASB priorities will be to complete 
the remaining convergence projects with the US Financial 
Accounting Standards Board. Ian Mckintosh, former Chairman 
of the UK Accounting Standards Board, has also joined the IASB 

as the Deputy Chairman. The welcome statement from the new 
IASB Chairman can be downloaded from the IASB website.

Editorial corrections and changes to IFRSs  
The IASB has issued editorial corrections and changes to:
•  IFRS for SMEs (issued July 2009) 
•  Conceptual Framework for Financial Reporting (issued 

September 2010) 
• Bound Volume (Red Book) 2011 
• Bound Volume (Blue Book) 2011 
•  IFRS 10 - Consolidated Financial Statements (issued May 

2011) 
• IFRS 11 - Joint Arrangements (issued May 2011) 
• IAS 19 - Employee Benefits (issued June 2011) 
•  Presentation of Items of Other Comprehensive Income 

(issued June 2011)
•  The editorial corrections and changes can be downloaded 

from the SAICA website

Exemption from the Consumer Protection Act, 2008 
The Minister of Trade and Industry, through Government 
Notice 533, exempted the Collective Investment Schemes 
industry, the Pension Fund industry and the Securities 
Services industry from certain provisions of the Consumer 
Protection Act, 2008. The exemption applies from 1 April 2011. 

Exemption of Banks from the provisions of section 14 of 
the Consumer Protection Act, 2008  
The Minister of Trade and Industry, through Government 
Notice 532, exempted all banks, mutual banks and co-
operatives from the provisions of section 14 of the Consumer 
Protection Act, 2008. 

Information on Level 1 Regulatory Examinations 
FAIS Circular 7 issued by the FSB serves to congratulate 
those individuals who have passed the Level 1 regulatory 
examination and also addresses some of the issues raised by 
industry stakeholders regarding the examination process.  

The Registrar has decided to extend the deadline for 
the Level 1 regulatory examination as only 11% of 
candidates required to write the examination in fact sat 
for the examination. The extended deadline also applies 
to those candidates who wrote the examination but were 
unsuccessful.  

The circular addresses the following with regard to the 
examination progress:
• Open book – versus closed book examination.
• Lowering of pass mark.
• Timeframe in which results are issued.
• Providing examination papers to candidates. 
• Monitoring of examination bodies.
• Moderation of the examination process.

The FSB will postpone the roll-out of the Level 2 regulatory 
examinations and communicate the details and deadlines 
once all matters surrounding the Level 1 examinations are 
resolved.  For more, visit www.fsb.co.za. asa

Taxation

Accounting

Financial Services



SAICA 2011 Tax Conference.
On the 21 & 22 November 2011 leading tax specialists will gather in Johannesburg at the Sandton 
Convention Centre to bring you the South African Institute of Chartered Accountants second tax conference. 
Gain invaluable knowledge as we address hot topics including carbon tax, international tax, tax court cases, 
tax implications arising from the Companies Act and taxpayers’ constitutional rights and tax administration

Your conference investment 
Members - R 4 840 (including 14% VAT)    
Non-members - R 5 940 (including 14% VAT)

Key Speakers include:
Michele Benetello | Dr Emil Brincker | Dr Beric Croome | Prof Osman Mollagee | Prof Michael Honiball 
Prof Jennifer Roeleveld | Prof Matthew Lester | Prof Peter Surtees | Prof Henry Vorster

Don’t miss this opportunity to network with the industry leaders, South Africa and International top tax talent. 

Book now on www.saica.co.za
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ADVERTS - #1

WHAT MADE 
THEM DIFFERENT?
CAs(SA) were appointed with the task of sharing 
their stories of how Continuing Professional 
Development (CPD) gave them that extra edge 
in business and in life. Their incentive was the 
chance of winning an iPad. 

From the many entries received, six stood out amongst the rest. Through their 
commitment to CPD, they have equipped themselves with the knowledge and 
skills to bring about innovative solutions that challenge contemporary business. 
They have proven that they are true business leaders.

Mike van der Walt
Carl Bothma

Chris Palk
Nicholas Harris

Abdul Mirza
Vicki Harrison

Congratulations to the Winners!
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I listened with great interest to a speech 
given recently by our current Minister of 

Finance, Pravin Gordhan. The event marked 
the launch of a code on responsible investing 
in South Africa. The Minister covered issues 
of climate change and its anticipated impact 
on the African continent, entrepreneurship 
and the importance of this avenue in creating 
jobs on a sustainable basis, the importance 
of thinking not only nationally but also 
continentally and, most importantly, the 
importance of investing funds in responsible 
avenues. 

The ‘green economy’ was another area 
raised with the importance of innovation 
in developing low carbon solutions being 
highlighted. Finally, the Minister again raised 
his concerns around executive remuneration 
and the continued large disparity in 
remuneration between the haves and the 
have-nots. (SA has one of the highest Gini 
Co-efficients in the world, which of course 
naturally provides for labour unrest.) In 
covering the area of responsible investing, 
he touched on the increasing importance of 
transparency and integrated reporting as key 
tools in assessing the impact of investments 
made.

Specific mention was made of the fact that 
the effects of the recession continue to be 
felt with a significant decline in the tax to 
GDP ratio (from 28.5% pre the recession 
to 25% currently). South Africa, like many 
other countries, will take many years to 
recover from the effects of the recession. All 
that said, what is key to our future success 
is a long-term approach to investment 
and development that pulls together 
environmental, developmental, social and 
governance issues.

My personal sense is that the Minister 
was spot on in his assessment. What does 
all of this mean for SAICA and the CA(SA) 
profession? In my personal assessment, a 
massive amount. As a profession, Chartered 
Accountants play a massive role in influencing 
and shaping each of the challenges outlined 
above. I outline some of the areas in which 
the profession and SAICA are currently 
involved.

The issue of sustainability is one that SAICA 
has elevated over the past few years. SAICA 
recently published a book called ‘Green’ which 
articulates the climate change challenges faced 
by the planet. A new edition of ‘Green’ will be 
published early next year.

Entrepreneurship is an issue on which I 
have previously written extensively. The 
development of entrepreneurs on a sustained 
basis continues to be a key strategy of SAICA. 
The Hope Factory, an enterprise development 
initiative, remains a flagship project, which 
gives members of SAICA and other interested 
parties a credible investment vehicle in the area 
of enterprise development. 

South Africa remains a key driver in respect of 
an African renaissance. South Africa continues 
to invest in its African neighbours’ economies 
with clear benefits for all. The CA(SA) 
profession has seen many members move into 
neighbouring states with more than 500 of our 
members having already made such a move. 
SAICA has also consciously established strong 
relationships with Institutes across the rest of 
Africa. 

SAICA plays a support role to Institutes across 
large parts of southern Africa. SAICA is now 
also a member body and host of the secretariat 
of the Pan African Federation of Accountants 
(PAFA) whose role includes the promotion of 
good governance and transparency in reporting 
across the African continent. Close to 40 of 
the 53 countries in Africa have now signed up 
to PAFA.

Executive remuneration and more specifically 
a model for executive remuneration that is 
long-term in its approach remains the subject 
of much debate within the profession and 
at SAICA. With the help of various partner 
bodies, I look forward to some guidance being 
provided in the area of remuneration in the very 
short term. The prevention of future collapses, 
the like of which we have seen recently, will 
have its fortunes tied to remuneration models 
that promote behaviours that are longer term 
in nature, that align to developmental, social, 
governance and environmental concerns (over 
and above just financial considerations).
Finally, the area of integrated reporting is one 

that has received much publicity over this past 
year. SAICA was instrumental in releasing the 
first discussion paper for comment in the area 
and also produced its own integrated report 
earlier this year. The original exposure draft 
is currently being revised with both local and 
international commentary being taken into 
account in producing a next version. What 
is important here is the local profession's 
commitment to a clear shift in reporting 
paradigms from one that was previously almost 
exclusively backward looking in its approach to 
one that integrates all aspects of a business 
into a meaningful assessment for a variety of 
stakeholders. Integrated reporting not only 
integrates but focuses on the ability of an 
organisation to create value for stakeholders in 
the future.

I have said this before and I will say it 
again. As a profession, we continue to 
engage in areas of critical importance to the 
development of our fledgling economy. As 
SAICA, we look to members to bring their 
experiences and knowledge to bear in helping 
shape the areas I have mentioned above, and 
new areas that might become topical. Not 
only does this contribute to the growth of our 
economy but it also strengthens the standing 
of the CA(SA) profession in all spheres of 
society by raising the level of dialogue into 
which we as the profession enter. asa

Influencing and Shaping the Future
the role of  the profession

Nazeer Wadee CA(SA) is the Chief Operating Officer, SAICA. 
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Sailing the Stormy Seas of  Recession
a natural response to uncertainty

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

The world is moving yet again towards the threat of recession: 
exchange rates are yo-yoing, and even our kids know that 

“double dip” is not a kind of ice-cream topping. Under these 
circumstances, the natural instinct of many is to batten down the 
hatches and find a safe shelter in which to weather out the storm.

One typical manifestation of this instinct is that companies stop 
spending on any but the most obvious of necessities; they do what 
they must to survive, but no more. 

Yet often those who come out strongest on the other side of bad 
times are the companies that have remained proactive rather than 
retreating into reactive mode. It’s precisely in times of danger that 
we have the best opportunity to refine our processes so that they 
deliver the maximum benefit for the lowest possible cost, not only 
in terms of money but also in time and resources.

When times are easy, for example, many firms treat their 
budgeting process as a “nice to have” – so it doesn’t matter if it 
takes three months to complete, relies on dodgy figures and is 
never checked again by anybody outside the accounts department.

When things get tough, there’s no room for this kind of 
indulgence. The budget is the most visible and important tool 
through which you manage your costs, and it should be part of the 
daily awareness of everyone that ever signs off an expense.

Every cost centre manager, in other words, needs to manage his 
or her own budget. And to do that, he/she needs both accurate, 
timely information and autonomy to act in his/her own area of 
responsibility.

If we come back to the idea of a company in recession being like 
a ship in a storm, there are lessons to be learned from how the 
chain of command functioned in the days when information moved 
at the speed of sail and it took weeks, months or sometimes years 
to relay orders. 

As readers of the great nautical novelist Patrick O’Brian will 
know, the success of an admiral depended greatly on the quality 
of his captains. Within the context of the orders that set his 
overall mission, each captain was empowered to do whatever 
was necessary, in his judgment, to fulfill those orders given the 
circumstances he found. When your ship is weeks or months away 
from the nearest communication, checking back with your boss 
before you act is not an option. Of course, the captain was also 
totally accountable for the results of his actions.

In exactly the same way, cost centre managers need to be 
empowered to carry out their orders according to their own 
judgment. Rather than a directive from on high to “cut your 
travel costs”, let the fleet order be “cut your costs” – and let the 
individual captain decide where in his cost centre those cuts 
should come. Maybe travel for the IT department is no big loss; 
limit your sales team’s travel, though, and you could be losing 
sales. 

Micromanagement, centralization of power – whatever you call it, 
it’s a natural response to uncertainty – but it doesn’t work. It leads 
only to paralysis and stagnation. In the bad times almost more 
than any other, staying afloat means empowering everyone to 
manage their own domain to the best of their ability – and being 
responsible for the consequences. asa
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A recent lecturing assignment as the course leader on an 
executive education programme in private equity (PE), 

organised by the Strathmore Business School (SBS) in Nairobi, 
Kenya, was an educational journey in more ways than one. The 
impact of economic and political factors on business strategy in 
Africa was a theme in many of the lessons learnt. 

Firstly the assignment highlighted the improving relative 
attractiveness of Africa as a business and investment opportunity 
for PE industry players. As developed western economies have 
endured a prolonged period of low growth, PE investors have 
increasingly turned to emerging markets in search of growth 
opportunities. This is well illustrated in PE investment trends in 
sub-Saharan Africa in recent years.  

Although the global financial crisis had a negative impact in the 
2009 to 2010 period relative to the highs of 2007 and 2008 (in 
terms of funds raised from investors and investments made in 
investee companies), the general trend is that PE fund managers 
in sub-Saharan Africa are still achieving their business objectives. 
They are managing to raise funds from both their local and global 
investors, find suitable investment opportunities in line with their 
investment objectives, add value to their portfolio of investee 
companies through various strategic interventions, and exit from 
investments after earning target returns. But this success is 
achieved in the face of significant challenges in their business 
environment. 

According to surveys conducted by Emerging Markets Private 
Equity Association (EMPEA) in 2010 and 2011, the perception 
of sub-Saharan Africa as having a high exposure to political 
risk is a key deterrent to PE investors. Political risk is cited as 
one of the key factors that deter PE investors from the region. 
Other factors include the limited number of established PE fund 
managers, the below-optimal scale of investment opportunity, the 
challenging tax and regulatory environment, and poorly developed 
exit markets. In some way or another these other factors are all 
related to the political environment. The lesson is that greater 
political stability and support in each country, and in the region 
as whole, would be a major driver for increased foreign direct 
investment and improved economic development. The economic 
growth in East Africa is a positive example of this relationship.

Secondly, the interaction with the SBS delegates and guest 
speakers highlighted concerns that PE fund managers in East 
Africa expressed in investing in companies whose success 
may be due to their reliance on “politically exposed persons” 
or “PEPs”, a term in common use by business professionals 
in the region. In this respect, PE fund managers in East Africa 
may be ahead of their South African counterparts in their 
astute perception of the negative impact of reliance on political 
connections by their investee companies.  

In SA the emphasis may still be on favouring politically 
connected individuals and relying on their assumed ability to 

convert influence into affluence. There is limited consideration 
of the risks they may pose to a business, for example, due to 
a tendency towards corruption by exerting undue influence, or 
due to the transient nature of any legitimate influence they may 
have anyway. On a positive note, the SA business landscape is 
showing signs of maturing as a democracy. Corporate governance 
and public scrutiny of business decisions are key drivers of 
change.

Finally, in consulting with SA companies on their business and 
corporate strategies, there has been a clear trend in this last 
decade in the perception of business opportunities in Africa. 
Ten years ago, few developed SA companies considered the 
rest of Africa as a signficant source of business expansion and 
investment opportunity. Five years ago, many SA companies 
were starting to formulate an Africa strategy as a potential 
source of growth. Today, almost every SA company with major 
growth aspirations is actively developing business expansion and 
investment opportunities across various parts of Africa.  

There are positive and negative drivers of this trend. A positive 
driver is that many African economies are becoming more 
attractive in their own right, for example, due to improvements 
in urban centres, in the availability of information and 
communications technologies, and in education and skills 
levels. A negative driver cited by clients is the perception 
that SA is becoming less attractive due to declining political 
and government policy support for business growth. Being 
keen observers of strategic developments in their business 
environment, PE investors, fund managers and investee 
companies map the way in their search for business opportunities 
across Africa. The question is whether SA will benefit or lose 
from this trend. asa

Strategy for Africa
private equity maps the way

Troy Dyer CA(SA), MBA, CFA, is a strategy coach at Audax Ideas.

commentary|strategic CA(SA)
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Risk Management
 easy to say, how to define?

Ingo Viedge, BCompt, is the proprietor of Profitability Management Services.

If we’re looking at Risk Management 
perhaps the best place to start is the 

purpose of a business, which is to find 
and keep a customer. 

And when looking at risk for his speciality 
animal feeds business, that’s exactly 
where Chemunique MD, Terry Wiggill, 
started. If his customers can’t get stock 
from Chemunique, they can’t wait for it, 
because animals are going to die. 

The first thing he had to make sure of 
is that his Finnish suppliers were going 
to manufacture the feed. He didn’t want 
South African animals dying because of 
a glitch in Finland.

Next, he had to protect his customers’ 
price. If he suddenly had to air-freight 
feed from South America because 
Finland was off line, he couldn’t ask his 
customers to carry that risk.

Finally, he needed to protect his local 
supply chain, from his warehouses to 
the customers.

He started at the source. He got the 
Finns to sign a contract saying that, if 
they couldn’t manufacture the product, 
for whatever reason, they would ship 
the product to SA from another facility 
in South America. 

He insured the difference between air 
freight and shipping costs. This provides 
both for loss of profits, and ensures the 
animals can eat on time.  

Loss of profits is one aspect, the other is 
loss of cash flow. Wages, rent and other 
fixed costs can be insured, however, 
payment to your creditors revolves around 
having a cash flow from trading activities.
 
Chemunique, very neatly, ensured his 
customers were kept supplied and 
therefore his cash flow would continue by 
air freighting the stock.   

The threat of fire was reduced by 
spreading the stock over various locations.  

This reduced the risk, which meant that 
insurance premiums went down.

Another benefit of having a number 
of  distribution warehouses is that, if 
one burns down, Wiggill still has a bit of 
space at the others to store his overflow 
inventory.

Tim Lazarus of Genesis Insurance 
Brokers says fire insurance is remote 
from people's thinking even though ‘fire’ 
insurance includes wind, water, hail, snow 
storm, lightning (a significant peril in 
Gauteng), strikes and civil commotion.

SASRIA, a government body which does 
fire insurance, has very low insurance 
rates for commercial bodies. R1-million 
worth of stock can be insured for R144 
per annum.     

Wiggill built up a relationship with various 
transport firms. He made sure they had 
a plan to deliver his products, even if the 
unions decided to strike.

With the current climate of strikes in 
South Africa, and the attendant risks, it 
would seem prudent for management and 
the auditing profession to examine all the 
ramifications of work stoppages. So, all in 
all, Wiggill’s auditors must be very happy 
with his approach to risk. The auditors’ 
job is to report if a firm is viable, and that 
means assessing business risk. Wiggill 
involves his auditors in the insurance 
review.

Having said that, there seem to be 
no clear guidelines among the audit 
firms. I spoke to as to what constitutes 
an adequate enquiry into the state of 
insurances and when an audit report 
should be qualified.
 
Similarly, the Institute of Directors has 
guidelines as to what should be done, but 
not who is responsible or accountable. 
The problem is that there is no one person 
solely responsible for managing a firm’s 
risk. It’s true there are very few fires, 
however, it seems there is an attitude 
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of 'it can’t happen to me'. Given that fire 
insurance covers so much more than fire 
shouldn’t it be less remote from peoples 
thinking?

Wiggill strengthens his competitive edge 
by keeping his customers informed about 
his strategies to maintain the flow of 
goods. The customers are included in the 
transport firms’ contingency strike plans.

Asked about the bank’s view of insurance 
cover, Wiggill says banks do not 
understand the concept of risk. As long 
as the tangibles are covered, banks are 
satisfied. 

Another intangible risk is the foreign 
exchange exposure. Stable prices hinge 
on forward exchange contracts. This is not 
examined by the banks. 

There are risks that insurances can’t cover.  

Could a business survive without, for 
example, an off-line copy of the debtors, 
stock, creditors and, perhaps most 
importantly, non financial information? 

Manufacturers have more complicated 
problems. The whole trading cycle is 
disrupted if there is a fire. What could 
be even worse is if there were some 
specialist machines involved that had 
to be replaced before manufacturing 
activities could restart. 
 
It is difficult to conceptualise all the 
problems in the event of a fire. This, 
however, is what one firm did.

When the employees arrived one morning 
for work they were told the building had 
burnt down. It was imperative to start trading 
as soon as possible. Staff were asked what 
was needed for them to get going again.  

Wiggill manages risk both up and down 
the supply chain. The animals that need 
his speciality feeds to thrive, can look 
forward to their three meals a day. 
Sustainability is the proof of good risk 
management. asa
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The designation that sheds new 
light on your business success

Glen Ntuli CA(SA)
Internal auditor

FirstRand Bank

“My CA(SA) designation 
enables me to play a 
powerful role in my 
organisation. 

Whether it’s recovering audit funds or 

fi nding innovative new ways to bulk up 

our bottom line, my CA(SA) designation 

allows me to stay ahead of current trends 

and see things in a new light. It just goes 

to show that a CA(SA) can generate 

better business opportunities for any 

organisation. With a CA(SA), your 

business will always have the 

power to perform at its best!” 
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When asked for my opinion on how to 
motivate management I recommend 

that the approach be kept simple and be based 
on what employees can influence. Giving 
employees a bonus based on the increase in the 
market price of a share makes no sense: why 
should employees be rewarded or penalised for 
increases or decreases in the market value of a 
share merely because of market sentiment or 
because the US’s debt is downgraded?

Many of the incentive schemes and scams 
(S&Ss) I see are so complex that employees do 
not understand the link between their efforts 
and their rewards, with the result that there is 
little positive effect on employee motivation. 
And many S&Ss are designed to take advantage 
of tax loop-holes and protect headline earnings 
per share.

The economic consequence of awarding 
options to employees is to dilute the value of a 
company’s shares. IFRS 2 does not come close 
to recognising this consequence.

To understand the major flaw in IFRS 2, I have 
compared an award of a cash settled share 
appreciation right (SAR) with the granting of 
an option to acquire shares using the following 
information:

In the case of SAR, the company expenses 
R20m over the two year vesting period and 
the employees receive a benefit of R20m 
at the end of the period. The company 
receives a tax allowance of R20m and 
the employees are taxed on the R20m at 
normal tax rates. This is how it should be.

In the case of an option, the company 
expenses the value thereof at grant date, 
say R2m, over the vesting period. At the 
end of two years, the employees acquire 
1m shares at a cost of R10m from the 
company and sell them on the same day 
when the company buys 1m shares at 
R30 each. The net outlay of the company 
is R20m and the net receipt in the hands 
of the employees is R20m, i.e. exactly the 
same as in the SAR.

There is no difference between the two 
schemes to the employees, but the 
company shows a lower charge to profit 
and loss in the case of the option scheme, 
and is out of pocket in respect of the tax 
allowance it could have received had it used 
the SAR scheme.

As a reality check on the increase in value 
created by a company, an analyst will add 

earnings per share to the opening book value 
per share, and deduct dividends declared per 
share to arrive at something close to closing 
book value. Often material dilutions in net 
asset value per share take place. In many 
cases this is due to rewarding employees 
without charging such rewards to profit or 
loss (the option scheme combined with the 
share buyback).

A lesser flaw in the case of an option scheme 
is that a charge is taken to profit even if the 
employee does not exercise the option due 
to a fall in the share price.  This is not the 
case in a cash settled share based payment, 
which IFRS 2 has got right. The apparent 
argument is that if you give an employee a 
motor vehicle and it is subsequently involved 
in an accident, the benefit received is not 
reduced by this subsequent event. Think 
about this. 

Now apply your mind to accounting for an 
option granted to a director that expires 
in five years. The director informs you at 
grant date that he intends to exercise the 
option within seven days of it being granted 
because he wants to avoid the tax on any 
possible upside (40%) thereby exposing 
himself to 100% of the downside risk (one 
must wonder about his qualification to be a 
director). The value of a five year option is 
materially higher than a seven day option. Do 
you measure the option at the lower value 
because he decides to exchange the top of 
the range Merc given to him by the company 
for a Smart Car? IFRS 2.B6 to B20 requires 
the expected, not the contracted, option 
period to be taken into account in arriving at 
the charge to profit or loss!   

We should scrap IFRS 2 with all its 
convoluted rules and patches and start over 
with a simple principle: “The company should 
expense whatever benefit was ultimately 
received by the employee.” This will put 
a stop to the expensive convoluted tax 
S&Ss sold to companies with no impact on 
employee morale. We need to start telling it 
like it is. asa

The views expressed in this article are 
those of the author and not SAICA. 

On His High Horse
0/10 for IFRS 2

Charles Hattingh CA(SA), Chartered Financial Analyst, is 
the Managing Member of P C Finance Research cc. 
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Number of rights granted 1m
Market and exercise price per share at grant date R10
Vesting period 2 years
Market value of share when exercised right R30
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Banking Sector Roundup
the stakes are high

Yusuf Dukander CA(SA) is the Project Director: Financial Services, SAICA.

Whilst South Africa is still 
haughty from staging such 

an eminent FIFA Soccer World Cup 
that left thousands of fans in awe 
about our country’s capabilities and 
potential, we cannot be complacent 
of the country’s stimulus for growth, 
desperate need for job creation and 
its financial sector reaction to the 
global financial crisis. These include 
new legislation that will be introduced 
dealing with: banking, financial 
markets, credit rating agencies and 
the regulatory powers of financial 
supervisors.

In line with the increased complexity 
and challenges that the financial 
sector of 2011 brought upon our 
members, the Financial Services 
Unit in the Standards Department at 
SAICA renewed its focus for 2011. 
We have introduced a number of 
new and additional initiatives and 
products to maintain and enhance 
your professional competence and 
technical needs, thereby enabling you 
to create value for your clients and 
employers.

Financial Sector Regulation – A 
changing landscape
Earlier this year, Finance Minister, 
Pravin Gordhan announced new 
policy proposals to transform the 
regulation of South Africa’s financial 
sector. The key proposal separates 
‘prudential’ and ‘market conduct’ 
regulations and thus a 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, with 
strong support from the National 
Credit Regulator (NCR). 

The policy also sets out government’s 
proposals to achieve financial stability, 
consumer protection and financial 
inclusion, and is structured into four 

policy priorities. A Council of Financial 
Regulators will provide interagency 
coordination 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.  
Specific spheres of consultation with 
our members will include:
•  The impact of ‘twin-peaks’ 

on retirement funds, medical 
schemes and capital markets

•  The role and limitation of audits 
and auditors in regulatory 
compliance checks

•  The constitution and operation of a 
financial sector consultative forum

•  SAICA’s participation in non-
statutory discussion forums.

Policy Priorities: 

1. 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 SARB and 
Minister of Finance.

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

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

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

Basel III – A comprehensive set of 
reforms or economic growth stifler? 

I draw your attention to the common 
theme to have emerged – that 
Basel III is a comprehensive set of 
reform measures developed with 
the intention of strengthening the 
regulation, supervision and risk 
management of the banking sector 
globally. More specifically, Basel III 
aims to:
•  Increase the quality of banks’ 

capital as a result of the design 
of the new framework, and thus 
banks will be better positioned to 
withstand periods of stress

•  Higher capital requirements as 
it is imperative for banks to hold 
sufficient capital above their 
minimum levels, depending on 
their risk exposure, profile and 
appetite, business models and 
prevailing market and economic 
conditions

•  Create a macro-prudential layer to 
reduce systemic risk, which ties in 
with the G20’s agenda of moving 
towards a banking system of 
financial soundness and stability.

There is some level of concern 
as to whether these stringent 
reforms will stunt South Africa’s 
economic growth as an emerging 
market participant and a recent 
new member of the BRICS club. 
Additional requirements imposed 
on systemically important financial 
institutions (SIFIs) question whether 
these reforms also discourage 
banks' overall lending capacity. 

IFRS 9 Financial Instruments – 
Impair or despair
IFRS 9 Financial Instruments (IFRS 
9) was published in November 
2009 and contained requirements 
for financial assets. Requirements 
for financial liabilities were added 
to IFRS 9 in October 2010. In 
November 2010, an Exposure draft 
on impairments was issued, followed 
by a supplementary document 
in January 2011. In particular, the 
development of a revised credit 
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South African Software house Integrity Software are looking 
for key partners for their two mainline products: Integrity 
Payroll & HR and Integrity Retail. With margins of up to 60%, 
it’s an attractive proposition, but for Integrity it’s all about 
finding the right fit and the right partners to add value to what 
are already world-class products. As Business Development 
Director Greg Gerasimo explains: “Integrity have some 
fantastic products and are looking for partners to expand 
sales throughout SA and the African Continent. We are not 
looking for ‘me too’ resellers who are 1 of 20 selling the same 
product in the same area, we also don’t want to be a ‘me 
too’ supplier where anyone can become a reseller. We are 
looking for partners who want to build a business delivering 
and servicing a great product range.” 

Integrity delivers a combination of local knowledge and 
global expertise in its’ offering of technologically advanced 
and flexible solutions regardless of location or complexity. 
The products integrate seamlessly with all major accounting 
programmes offering full extraction to MS Excel for 
reporting and are backed up by their local support centre 
based in Johannesburg.

Integrity provides full product training plus a partner support 
programme. All this coupled with their margin incentives is 
sure to attract the very best to their team.

Make more money on your recommendations.

IntegrIty SOFtWAre
OFFerS reSellerS
bIg reWArdS

To participate in our reseller programme contact us:  
011 875-7000 or email us on: info@integritysa.co.za

www.integritysa.co.za

Integrity Advertorial ASA FA.indd   1 2011/09/12   8:32 AM

impairment framework will be finalised and released 
with the introduction of the three bucket impairment 
approach.

Foreign Account Tax Compliance Act – Pay at your 
own peril
The Foreign Account Tax Compliance Act (FATCA) 
was enacted in 2010 for United States (US) persons 
holding investments in offshore accounts. In addition, 
FATCA will require foreign financial institutions to 
report directly to the US Internal Revenue Service 
certain information about financial accounts held 
by US taxpayers, or by foreign entities in which US 
taxpayers hold a substantial ownership interest. 
If an institution fails to do so, it will be deemed to 
be a “non-cooperative” company, and American 
companies will be instructed to implement a 30% 
withholding tax on any payment to such institutions. 
The Act will start from 1 January 2013 transactions.  

Islamic Finance – Get up to speed 
SAICA acknowledges Islamic Finance as an emerging 
form of finance and has placed this on its Standards 
Strategic Agenda for discussion, consultation and 
advocacy with the relevant stakeholders. In a South 
African context, the following matters require 
attention:
1.  Substance over form vs Islamic Finance principles
2. The time value of money concept
3. Additional disclosure requirements 
4. Recognition and measurement 
5.  Amendments to current banking regulation
6. Standardisation of reporting
7.  Tax implications for such transactions.

Other financial sector industries undergoing a 
revolution include the Insurance industry with the 
FSB’s Solvency Assessment & Management (SAM) 
Project, our equivalent for Solvency II. The SAM 
Communications Task Group has put together the 
SAM Interim Measures Workshop in Johannesburg 
and Cape Town, scheduled to take place in October 
2011. The workshops will cover Interim Measures for 
Insurance Groups, Interim measures - Governance, 
Risk Management and Internal Controls and 
Interim Measures - Prescribed requirements for the 
calculation of the value of the assets, liabilities and 
capital adequacy requirement of short-term insurers 
which is intended to come into effect from 1 January 
2012.

Disclaimer – Possible changes could have taken place 
at the time of going to print. asa 
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Strategic and Emerging Issues
in South African banking

Johannes Grosskopf CA(SA) is Banking and Capital Markets Leader, and Keith Ackerman CA(SA) is Partner in Banking at PwC. 

The 12th PwC survey on banking in South Africa highlights 
strategic and emerging issues in the sector. There are no 

surprises regarding the future of local and foreign banks in South 
Africa – increasing regulation, aiming to improve their financial 
performance, human resource challenges, technological innovations 
to bank the unbanked, and opportunities in the rest of the continent.

Banks have been dealing with regulatory changes for a number of 
years and this is set to continue for some time. Basel III is currently 
the most important driver of change in the market, due to the effect 
it will have on banks’ funding models. Several ongoing reforms 
are requiring banks across the world to reconsider their business 
models and growth aspirations. Globally, there is much to contend 
with - Basel III, the G20 Framework, US Foreign Account Tax 
Compliance Act (FATCA), a US based legislation aimed at identifying 
US citizens with income in foreign jurisdictions, the Financial 
Stability Board Framework and International Financial Reporting 
Standards.

These developments impact on the regulation and structure 
of financial markets in different geographical jurisdictions in 

a variety of ways. In South Africa, we have King III, the 
new Companies Act, Twin Peaks prudential regulation, 
and a Structural Funding Task Team set up to explore 
the regulatory environment in South Africa. In the EU, 
developments include the Committee of European Banking 
Services stress-testing and Capital Requirements Directive 
IV, and in the UK they include, amongst others, amendments 
to the Financial Services Act, the Financial Services Authority 
Turner Review, and Bank of England macro prudential policy 
agenda. 

Changes to Basel III, particularly the proposed new liquidity 
requirements, will have an impact on the business models of 
South African banks. In this respect, the structural features 
of the South African economy and the lack of a household 
savings culture could severely impact local banks’ ability 
to meet global liquidity standards, such as the net stable 
funding ratio and the liquidity coverage ratio. The ratio of 
household savings to disposable income in South Africa 
has historically been very weak, in the low single digits – 
sometimes even going into negative territory.
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Companies Act changes 
could have a significant 
impact on credit 
origination and risk 
management strategies 
applied by banks. 
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These factors could have unintended business model 
implications and could even affect credit origination. 

Political influence is strongly linked to regulatory change, and this 
will play an increasingly important role in the banking industry. 
A criticism coming out of the financial crisis is that there was 
inadequate control of banks’ activity, and the huge associated 
costs to economies now justify greater state intervention in 
the banking sector. Although South African banks escaped the 
global financial crisis, political influence will be a driver of change 
for the local banking landscape. Government has announced 
a ‘Twin Peaks’ approach to financial regulation, in which the 
South African Reserve Bank has lead responsibility for prudential 
regulation, and the Financial Services Board (FSB) for consumer 
protection. The FSB mandate will include the market conduct of 
retail banking services, including developing principles on how 
banks should set their fees, how these fees should be reported 
and what constitutes fair behaviour. 

There is concern that regulatory reform could have unintended 
consequences, such as driving a larger share of activity into 
the shadow banking sector, and regulation of this system will 
become increasingly important. However, as set out in recent 
budget announcements, measures have been put in place 
by National Treasury to address the regulation of the shadow 
banking system.

Companies Act changes could have a significant impact on credit 
origination and risk management strategies applied by banks. 
More specifically, proposals for fewer companies to be audited 
could have an impact on the quality and reliability of data used 
for credit risk evaluation, including covenant monitoring, and 
banking CEOs in South Africa have expressed concerns. 

Revenue growth and profitability are the most pressing issues 
identified by banks, although longer term projections are 
bullish. Banks have been reporting sluggish revenue growth so 

increasing growth is now a priority. Because the 2008 financial 
crisis was far more evident in the West, emerging markets are 
naturally better placed for growth, and banks in the developed 
economies will face a harder climb. But even in emerging 
markets, there are challenges to achieving healthy revenue 
growth. In South Africa, debt to disposable income levels, 
although reducing slowly from a 2009 peak of 80%, remain 
high. Local banks could struggle to grow top-line revenue, as 
consumers are reluctant to borrow due to over-indebtedness, 
compounded by inflation fears and the reality of future interest 
rate hikes.

Another restraining factor on South African banking growth 
potential is unemployment. The 2015 unemployment forecast 
is in the range of 20 to 25%. This is far above peer emerging 
markets such as Brazil and China, developing markets such 
as Nigeria, and developed markets such as the UK and US, 
with all these forecasting around 4 to 7% unemployment in 
2015. Ideally, unemployment in South Africa should fall due to 
government’s ‘new growth path’, set to generate five million 
additional jobs by 2020. However, the underuse of the allocated 
budgets for job creation is a concern.

Innovation will be paramount, with mobile banking and electronic 
channels becoming more important. New banking products 
and technological innovation are expected to serve as catalysts 
for growth. Innovations include prepaid cards, transaction 
notification services, community and mobile banking, virtual 
payments and cash-back at point of sale. A significant proportion 
of South African consumers still transact in cash. Therefore, the 
supply of products and services via prepaid and mobile channels 
is becoming an increasingly significant distribution model. 

South African banks have started to think seriously about 
mobile phone banking, which is likely to represent a significant 
opportunity in the medium term. South Africa has the highest 
mobile penetration rate (in excess of 100%) in Africa. This 
provides banks with a lucrative market to offer mobile banking 
services. Currently, approximately 40% of South African cell 
phone subscribers use mobile banking services. More work is, 
therefore, required to capitalise on this banking channel.  

However, South Africa has constraining technology weaknesses 
and needs to increase internet bandwidth and international 
connectivity, and the industry needs an integrated settlement 
method for mobile banking. The Big Four banks have indicated 
a planned spend of R30 billion over three years to fix IT 
infrastructure and processes.

How to attract, retain and reward the right people remains a 
challenge for banks. South African banking CEOs acknowledge 
that the availability of key skills, particularly regarding 
quantitative abilities and risk management understanding, 
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remains a concern. Also, the African expansion strategies of 
many of the South African banks, coupled with the lack of 
quality resources in those markets, place further pressure on 
human resources of South African banks. Filling the skills gap in 
emerging markets begins with banks making themselves more 
attractive to potential and current employees, as well as looking 
for better ways to develop and deploy staff globally. Another 

observation is that South Africa is becoming a battleground 
for foreign banks fighting for talented people. Becoming the 
employer of choice is a vital advantage in markets where top 
talent has the pick of jobs from a diverse range of employers. 
Remuneration policies, development opportunities including 
global mobility opportunities and flexible working arrangements 
will be key to attract and retain key talent.
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Continued investment in Africa footprint is a key theme. Africa is 
part of the emerging market growth story and is ideally placed to 
capture the fast growing trade flows between emerging nations. 
A block of countries, comprising South America, Africa, Asia 
and the Middle East is emerging as a dominant block for trade 
and investment, accounting for 47% of 2010 world GDP PPP. 
South African banking CEOs believe there is renewed interest 
by foreign players in Africa, particularly in the SADC countries. 
Emerging nations will play an increasingly central role in the 
banking sector. South Africa, and its well developed financial 
and banking system, is well placed to capitalise on this and to 
become the financial centre for Africa, and also more widely than 
that.

Based on The PwC 2011 South African Banking Survey and PwC 
in-house research, it is clear that South African banks will have 
to contend with a number of new realities if they wish to remain 
relevant in the post-crisis environment. They must be able to 
respond to opportunities, while at the same time making the 
most of their competitive strengths. asa 
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OTC Derivative Market
the way to go

Johann Erasmus, BCom, LLB, is the Director of Global Structuring Group at Standard Bank.  
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South Africa needs to move faster and 
in unison with developing legislation 

to regulate the over-the-counter (OTC) 
derivatives market in order to mitigate 
possible risk in the local financial system, 
add transparency and keep abreast with 
international trends.

Although the South African OTC derivatives 
market is small by global standards, OTC 
derivatives continue to play an important 
role in local financial markets and economy. 
As a result, reform of the South African 
OTC derivatives market should be seen 
as a significant means of reducing 
systemic risk, improving market efficiency 
and integrity, and enhancing investor 
protection.   

South Africa’s OTC derivatives market is 
still the most developed in Africa by far 
with an estimated net fair value of about 
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R6,5-trillion. There is more opportunity 
to grow and strengthen it through 
“appropriate and relevant” regulation. 
Instead of seeing the regulation as a 
source of consternation, stakeholders 
should embrace it as it will be good for 
the stability and growth of the South 
African financial system in the long run.

The European Union and the US have 
already introduced legislation, enforcing 
central counterparty clearing, exchange 
trading and central trade repositories, 
to name the most topical themes, in 
order to regulate their OTC derivatives 
in the wake of the recent global financial 
crisis. OTC derivatives in general play an 
important role in the economy but are 
associated with several risks including 
counterparty risk, market risk, systemic 
risks and transparency. 

The financial crisis highlighted that 
various risks were not sufficiently 
mitigated in some of the OTC markets 
whereas in other markets there was 
little to no impact on the OTC derivatives 
market. That said it does not mean that 
where OTC derivative markets were 
unaffected the lessons learnt should not 
be taken to heart and used to benefit the 
industry going forward.  

The US’s Dodd-Frank Wall Street Reform 
and Consumer Protection Act and the EU 
Regulation – Financial Reform aim to fulfill 
the two regions’ commitments to the G20 
in 2009 in relation to OTC derivatives. 
This includes that all standardised OTC 
derivatives should be cleared through 
central counterparties (CCPs) by end-2012 
at the latest and that OTC derivatives 
contracts should be reported to trade 
repositories. There are still various hurdles 
that need to be overcome prior to the 2012 
deadline by both regions, with the most 
obvious void being the lack of rules released 
to support the functioning of the Act/
Regulations. 

While everything points to South Africa 
adopting the Basel III regulations on capital 
requirements held by banks, the country 

has a solid regulatory framework but 
there is always room for improvement. 
The stability of South Africa’s financial 
system could further be enhanced with the 
introduction of the appropriate legislation 
to regulate the local OTC derivatives. 
Under the current Basel III proposals, most 
non-centrally cleared OTC derivatives will 
be subject to higher capital requirements, 
which might not always have the desired 
effect on the market.

However, the concern is that there is not as 
yet a co-ordinated process to mobilise all 
stakeholders’ efforts in one direction. South 
African regulatory authorities are working 
on legislative proposals, the draft Financial 
Market Bill being the latest attempt, while 
the JSE, banks and other institutions are 
also busy with their own initiatives. The 
other concern is that a top-down approach 
such as that adopted in the US and EU 
might end up with legislation that is not 
suitable for the growth of the local market. 
In most cases principles based regulation 
is a lot more successful in the longer term 
than rules based regulation. 

This lack of co-ordination is a real problem 
and can be a big hurdle for moving forward 
as a collective. There is no one authority 
saying ‘let’s sit around the table and work 
towards the same direction’. What is 
needed here is for the authorities to get all 
the stakeholders together to set up clear 
goals on what regulations are appropriate 
and relevant for the local market.

The problem with not having an inclusive 
and co-ordinated process is that the 
regulator might come up with rules 
that are not conducive to the growth of 
the local market, possible unnecessary 
over regulation and regulations that are 
not coordinated. South Africa needs to 
negotiate the issue of regulation sensibly, 
because we have the benefit of learning 
from the mistakes of other markets and 
applying some of the lessons learnt to 
strengthen our own market.

More regulation for the financial services 
sector will add to the burden of the already 

heavily regulated industry, but the benefits 
far outweigh the problems. However, 
whatever regulation is produced in the end, 
it must be appropriate and should not be 
done “just for the sake of it”. 

Any regulation adds oversight costs and 
the like, but if done correctly this regulation 
will be very good for South Africa because 
it will further strengthen the local financial 
markets. This is especially so if we want to 
grow confidence in South Africa as being 
the financial hub of the African continent, 
but this could just as easily be destroyed if 
we do so without considering the nuances 
of local markets.

In line with the G20 commitments on 
derivative markets, in the pursuit of 
establishing local regulations for OTC 
derivatives, the appropriateness of 
exchange or electronic trading platforms, 
central counterparty clearing and central 
trade repositories should be considered as 
relevant, but should not be treated as the 
holy grail of regulatory solutions. There are 
various other initiatives that should also 
be canvassed as a starting point in terms 
of their appropriateness for South Africa. 
These include greater standardisation of 
OTC derivatives, transparency initiatives, 
appropriate collateral arrangements and 
monitoring and portfolio compressions.
 
Regulation will be phenomenal because 
it will create more transparency in the 
financial services in general and the 
OTCs in particular. If we want to build 
the derivatives market, we need to 
make it more transparent so that more 
people understand it. When understood 
and used correctly, OTC derivatives can 
enhance everybody’s lives, even the man 
in the street. From protecting the value 
of pension funds to matching companies 
providing consumer goods liabilities and 
offering tailor-made savings/investment 
solutions. When used incorrectly or 
misunderstood, OTC derivatives can be 
value destructive as with the collateralised 
debt obligations in the US that contributed 
to investors incurring financial losses in the 
financial crisis. asa
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Basel III
restoring confidence in the banking sector

Emilio Pera CA(SA) is the Lead Director: Financial Services, and Steven Bird CA(SA) is the Director: Financial Services – 
Banking at Ernst & Young. 

Given the turmoil that has beset finance since the 
events of 2008, the Basel Committee has agreed to 

radical changes to the framework for prudential regulation in 
a bid to reduce the risk of future banking crises. However, 
regulation comes at a cost and even with a phased 
implementation, a significant impact on the global banking 
sector is anticipated.

Noting that Basel III recognises the linkages between capital 
and liquidity, the committee is seeking to increase the 
resilience of the banking system to financial and economic 
shocks through higher capital buffers in particular. It also 
seeks to do so through the requirement for robust risk 
management systems, supported by high-quality data. This 
has the potential to change the way banks do business.

The key area of focus for most banks is capital buffers. This 
includes an increase in the minimum capital buffer for core 
tier one capital, as well as two buffers designed to build up 
capital in good times for when markets are overheating, 
while introducing global liquidity requirements.

These proposals seek to establish the minimum 
international standards; individual regulators could choose to 
impose higher requirements. This raises questions for banks 
globally. In South Africa, whether these changes strengthen 
the confidence and the resilience of the banking sector - 
and what banks would need to action internally to respond 
appropriately - remains to be seen.

Banking confidence
The changes arising from Basel III are happening at a time 
when the global banking system is also adjusting to the 
effects of the global financial crisis. Indeed, there are mixed 
views as to whether we are out of the crisis, still in the 
crisis, or heading for a ‘double dip’.

Irrespective of which view prevails, what is agreed is that 
banks are the cord that binds consumers and corporations 
– and that’s a principle recognised by the Basel Committee 
itself, which has stated: ‘A strong and resilient banking 
system is the foundation for sustainable economic growth, 
as banks are at the centre of the credit intermediation 
process between savers and investors. Moreover, banks 
provide critical services to consumers, enterprises, and 
governments who rely on them to conduct their daily 
business.’

Back in South Africa, it is noteworthy that one of the 
objectives of the South African Reserve Banks’ Supervision 
Department (BSD) is ‘To promote the soundness of the 
domestic banking system through the effective and efficient 
application of international regulatory and supervisory 
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Areas of greatest progress Areas where more progress still needs to be made

93% Implemented new stress testing                               96%
Increased focus on risk appetite, but only 25% 
report a link to business decisions

92% Changed approaches to liquidity risk management 78%
Revised compensation schemes, but only 40% are 
close to completion of initial stages

83% Increased board oversight of risk 59%
Enhanced risk transparency, but only 26% have as 
yet made significant changes

65%
Reassessed their capital structure to optimise 
capital and better understand the allocation across 
business units

standards and best practice.’ Diligence in the application 
of this objective has resulted in the resilience of the local 
banking system throughout the global crisis to date. And, 
although not untouched, the state of the local banking 
system has been sound and is steadily improving to pre-
crisis levels, as measured through the quarterly Ernst & 
Young banking index1.

The BSD has commenced the process of amending the 
banking legislative framework for South African banks in light 
of the new requirements coming from the Basel Committee. 
Already, draft 4.1 of the proposed amended Regulations is 
available.

Among the key amendments relating to the liquidity 
requirements, specifically the Liquidity Coverage Ratio and 
the Net Stable Funding Ratio, banks will have to assess the 
capital they hold and their liquid requirements [Liquidity 
Coverage Ratio] in relation to the funds available for lending.

However, concern remains that compliance with the Net 
Stable Funding Ratio will be difficult as it currently reads, in 
terms of current structural constraints – that is, the quantum 
of stable deposits - within the South African financial market. 

Capital adequacy and robust capital management remain 
a central focus for the major South African banks: In their 
annual reports, the CEOs of some of South Africa’s biggest 
players have confirmed this focus within the new framework.

Response to risk management
The banking industry has taken note of the lessons from 
the crisis: the importance of managing liquidity; the need to 
strengthen and institutionalise an appropriate risk culture; 
and the imperative to always be prepared for the unexpected 
have emerged as key disciplines. Accordingly, boards and 
senior management of prudent organisations have a host 
of initiatives underway to elevate and strengthen risk 
governance principles, practices and systems.

In 2008, The Institute of International Finance (IIF) issued 
a broad set of principles of conduct and sound practice 
recommendations to provide guidance and support to the 
industry as it deals with evolving economic, market and 
regulatory environments. Ernst & Young has subsequently 
conducted two follow-up reviews to assist the IIF in 
confirming the continued relevance and progress of these 
guidelines; this year’s study found organisations in various 
stages of progress against the plans developed in 2008 and 
2009.

Without a doubt, firms continue to recognise the shortfalls 
in past practices and are committed to driving and sustaining 
change.

The firms surveyed reported clear progress in strengthening 
risk management practices in line with recommendations 
from the IIF and the regulatory guidelines. But it isn’t all 
good news. Despite significant advancement on many 
fronts, the reform programmes remain a considerable way 
from completion. Many improvements, if they are to prove 
durable, require deep cultural transformation and significant 
investment in management time, people and finances to 
execute and institutionalise successfully. It is a long haul 
ahead – and not necessarily a pleasant one.

In conclusion, the banking industry and regulators are 
currently working through a number of challenges identified 
to strengthen the banking system going forward. The Basel 
amendments formalise some of these efforts; however, the 
internal change required will ultimately drive the sustained 
success of the industry. This is important for the restoring of 
confidence in the banking sector and for the South African 
economy as a whole.

The table below details progress made against the IIF’s 
principles. Further information in connection with the Ernst 
& Young banking index and the Ernst & Young IIF follow up 
survey can be obtained from the authors. asa
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Bruised
but not broken

Trevor Hoole CA(SA) is a Partner: Financial Services Group and National Industry Leader at KPMG, Southern Africa. 

With relatively mature and saturated 
banking markets at home, many 

western banks may be forgiven for looking 
enviously towards emerging economies 
and the potential they seem to offer. But, as 
emerging market banks go from strength to 
strength and regulations governing foreign 
ownership of local banks remain tight, 
how realistic are foreign banks’ chances of 
penetrating such markets and building scale? 
How can they build competitive advantage in 
markets where they would have only a small 
share of the market? 

For banks based in emerging markets, a 
question is whether they will focus their 
resources on gaining domestic market 
share or on pursuing international expansion 
strategies. 

Meanwhile, regulatory uncertainty is a 
major concern to banking executives around 
the world, influencing the way in which 
international banks in particular structure 
and plan to grow. It is a brave bank that 
commits to a radical restructuring or to 
transformational Mergers & Acquisitions 
(M&A) before the regulatory dust is settled 
and clarity prevails. 

KPMG recently conducted 23 interviews 
with leaders of banking associations and 
senior banking executives at some of the 
world’s largest banks. We gained insight 
into a number of key issues concerning the 
evolution of the global banking landscape, 
including the following: 
•  What the growth agendas and priorities 

of the world’s largest banks are? 
•  What impact regulation has on the 

growth agenda, and whether it will be 
global, regionally focused or domestic 
banks that are hardest hit? 

•  Whether organic growth or growth by 
M&A will dominate?

•  How hard Western banks are seeking to 
capture the emerging market opportunity, 
and whether they are proving successful?

•  Whether to anticipate a wave of 
acquisition activity by resurgent emerging 
market banks as they seek to take 
advantage of struggling European or US 
financial institutions?
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There was significant consensus among 
interviewees regarding the key trends facing 
senior executives at the world’s major banks in 
respect of the following: 
1.  Regulatory trends and uncertainty are 

choking growth in the West and this looks 
unlikely to change over the next three to 
five years. 

2.  There continues to be a substantial and 
growing focus on domestic and regional 
banking propositions and business models. 

3.  China tops the growth agenda, but 
opportunities for foreign banks to build 
scale to match domestic banks there are 
limited. 

4.  Emerging market banks are regionally 
focused. They are not looking to build global 
empires. 

5.  To drive M&A top-tier portfolio re-
alignments among larger banks and 
second-tier consolidations as smaller banks 
seek to achieve scale, are needed. 

In light of current pressures, we suggest 
that there are a number of key back-to-basics 
questions for senior banking executives 
considering their international growth and 
market strategies, including: 
1.  Do you know the impact of your growth 

strategy on your capital and liquidity, 
returns on equity and cost-efficiency ratio? 

2.  Which processes and applications in your 
operating model can you streamline, 
eliminate or outsource to release capital 
for growth? 

3.  Where does your bank have the critical 
mass to run sustainable operations in view 
of capital and other considerations? 

4.  In which geographies, services and 
products does (or could) your bank rank in 
the top five? 

5.  Are you prepared to exit non-core areas 
that lack size or potential?

6.  What will the global banking relevance be 
of the geographies you are betting on in 10 
or 20 years? 

7.  Can your organic growth strategy deliver 
the growth rates required to build scale 
within an acceptable timeframe? 

8.  Is your inorganic growth plan realistic in 
terms of pricing and achievability? 

9.  Does your IT platform help or hinder your 
growth ambitions? 

10.  Are your operations in key countries 
scalable and sustainable, supported by a 
clearly articulated unique selling point to 
customers? 

Emerging markets dominate the growth 
strategies of both emerging market based 
banks looking to seize the domestic 
opportunity and major western banks eager 
for a slice of the cake. Growing middle classes 
and increasingly sophisticated corporate 
banking needs are fuelling retail, commercial 
and investment banking. Emerging market 
banks seem inclined to go outside their 
borders only to serve their nationals or 
corporates.

Banks based in emerging markets have 
entered the global super-league. At the end 
of 2010, five of the ten largest banks in the 
world by market capitalization were Chinese 
or Brazilian. However, if judged by total assets, 
the top ten comprise exclusively US, European 
and Japanese institutions. This reflects the 
debate between current reality and anticipation 
over where the best future prospects lie. 

Given the relatively slow growth rates in the 
mature and largely saturated western banking 
markets, it seems hard to avoid the conclusion 
that any bank not active in Asia, Africa or Latin 
America will be consigned to the ‘slower 
grower’ category unless it has a clear strategy 
to take market share in mature markets.

There are a myriad of difficulties associated 
with growing in certain emerging markets, 
not least of which are formal barriers such 
as foreign ownership rules and limits on the 
issuing of new banking or branch licences. 
Banks tend to have a competitive advantage 
in their home country, driven by track record, 
cultural affinity, relationships and brand 
awareness, among other factors. In (mainly 
emerging) markets with high levels of state 
ownership of industry and financial institutions, 
there may be an especially strong inclination 
by local businesses to patronise local banks. 
As a result, foreign banks’ abilities to penetrate 
and build scale can be limited. 

The fact that so many foreign banks have 
invested substantially in China, yet controlled 
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only an aggregate 1.8% of the country’s banking assets at the end of 
2010, sends a strong message. Although it is a small slice of a huge 
market, it reflects a need for financial muscle and a truly long-term 
strategy for a foreign bank wishing to build a presence in China. In an 
industry where operational scale is essential to margins, this might 
concern some smaller players. 

India appears to offer more scope, with 7.2% of banking assets held 
by foreign banks. However, such rates pale by comparison to the 
46.2% of the UK’s, the 15.4% of the US market or the approximately 
18% for each of Brazil’s and Russia’s banking assets that were 
controlled by foreign banks at the end of 2010. 

The allure of market size and growth may be strong, but banks must 
be able to justify the rationale behind their presence in key countries, 
particularly their ability to grow and maintain scale there.

Banking M&A remains a largely domestic affair. Domestic deals 
accounted for 73% of all banking transactions from 2005 to 2010. 19% 
took place within region and only eight percent were inter-continental 
deals. It appears that banks buying on their geographic doorstep are 
the main proponents of M&A. Their pursuit of growth aspirations into 
different regions is more organic (though sometimes on the back of 
a small acquisition to obtain a foothold). Meanwhile, Asian banks are 
pursuing primarily organic strategies, even within their region.

Ninety percent of interviewees cited organic growth as the core 
growth driver over the next five years. M&A activity looks set to be 
dominated by mid-sized deals as smaller players seek to achieve scale, 
especially second-tier, regional banks in the US, Germany and Spain.

The next five years may see pockets of M&A activity in sub-Saharan 
Africa as Nigerian banks become bolder outside their borders and 
South African, British and French banks pursue their acquisition plans 
on the continent. Eastern Europe is also rising back up the agenda.

Portfolio re-alignments among western banks may be bringing assets 
to market, but there remain disparities between book value and 
market value. In addition, there is heightened caution over potentially 
risky assets, and banks under public ownership may be particularly 
averse to undertaking transformational or expansionist deals.

The largest domestic and regionally focused banks outperformed their 
global counterparts between 2000 to 2010 based on our analysis of 40 
of the largest banks. Regionally focused banks’ revenues grew by an 
annual average of 22.8%, compared to global banks’ 13.1%. For return 
on equity, regionally focused banks achieved an average of 14.3% per 
annum, compared to global banks’ 13.5%.

Despite this and the fact that regulation over the next five years 
is likely to disadvantage financial institutions operating in multiple 
jurisdictions, the global bank is far from being a dinosaur. Banks tend 
to benefit greatly from scale and breadth of services. Some global 

banks may see their geographic footprint shrink as they seek to focus on 
a smaller number of countries where they can sustain critical mass, but 
nonetheless remain global. 

The age of planting flags and connecting the world might be over, but 
interviewees do not expect globalisation to slow as trade flows and 
people movements continue to increase. According to our interviewees, 
global, rather than domestic or regionally focused banks remain in the 
best position to fulfil clients’ needs regarding more complex cross-
border transactions.

We believe the global banking landscape is in a prolonged transitory 
phase. While the larger emerging market-based banks have a 
predominantly domestic or regional focus, they may evolve into global 
institutions over time. The longer-term effect may be a similar or greater 
number of global banks than we find today, but a higher proportion will 
most likely be based in emerging economies. asa 
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Relentless Focus on Customer Satisfaction
key to future retail banking success

Gavin Opperman, LIB (SA), Dip (Theology), GSB, CAIB (SA), Advanced Dip (Marketing), is Chief Executive at Absa Retail Bank.

As the world emerges from the global financial crisis, banks 
find themselves in a challenging environment. 

Low-interest rates are making it difficult to generate revenue 
in traditional ways, while raising capital and reducing risk have 
become the new priorities. While consumers have faced significant 
financial strain due to a deteriorating job outlook and dwindling 
asset values, they have also embraced innovative distribution 
channels - Internet, mobile and telephony.

Moreover, factors such as excess capacity, commoditisation, 
technology, new regulations and changing consumer demands, 
along with the emergence of low-cost providers, are putting a 
downward pressure on margins, forcing banks to seek out new 
sources of income. In the current fluid and challenging climate, 
putting the customer at the centre of everything banks do will be 
critical. 

Thinking about the customer and the need for cost-saving often 
force companies to improve operational efficiencies. It also 
ensures that the products and services they offer are relevant and 
appealing to a diverse and increasingly sophisticated customer 
base.

Some of the above trends are driven by growing consumerism, 
which is characterised by sophisticated, informed customers, 
who are willing to shop around. Understanding the customer and 
delivering needs and value based customer value propositions are 
critical in driving customer satisfaction in the post-recession new 
normal.

Success in retail banking will depend on how well a bank can 
attract profitable customers, deepen its relationships with its 
existing customer base and increase the length of its customer 
relationships. Each customer touch point is an opportunity not 
only to sell, but also to enhance the overall brand experience. It 
therefore stands to reason that in order for retail banks to thrive, 
both product and service delivery must be adequately aligned with 
customer expectations. 

If we maximise customer satisfaction, consumers will reward us 
with loyalty and value creation - allowing our people, shareholders 
and the communities in which we live and work to prosper.

No organisation can afford to overlook the importance of customer 
satisfaction, which is essential for developing customer loyalty 
and subsequent profitability within the banking sector. Customer 
satisfaction is generally defined as the full meeting of one’s 
expectations. It is the feeling or attitude of a customer towards a 
product or service after it has been used. 

For example, if customers are satisfied with a particular service 
offering after its use, then they are likely to engage in repeat 

focus

banking report

purchase and try line extensions. It is widely recognised that 
customer satisfaction plays a key role in the formation of 
customers’ future purchase intentions. Satisfied customers are 
also likely to share their favourable experiences with others and 
thus engage in positive word of mouth advertising.

In tandem with customer focus, managing cost growth, enhancing 
human capital and streamlining operations will enable retail banks 
to make the most of the expected turn in the business cycle. In 
an era marked by dramatic declines in wealth and by increasing 
economic insecurity, financial advice and savings savvy are highly 
valued by customers.

Consumers in the early stages of their careers and financial lives 
need the most help managing their finances, and are seeking 
opportunities to educate themselves about money matters. Further, 
the majority of financial advisory services have focused chiefly on 
investment advice that, while still critical, only partially aligns with 
crystallising personal finance priorities of expense management, debt 
reduction and financial education.

Retail banks therefore have an opportunity to develop a holistic view 
of consumers’ financial situations and needs, and use this information 
to provide more relevant advice, strengthen their position as the bank 
of choice, and increase cross-sell and up-sell success ratios.

In fact, retail banks that execute correct focus on customer 
satisfaction and support consumer literacy will become financial 
services providers of choice. During and beyond the 2011 National 
Savings Month campaign, the financial services sector should embark 
on a concerted effort to inculcate and sustain a savings culture to 
build a financially literate society.  asa 
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If  we maximise customer 
satisfaction, consumers will 
reward us with loyalty and 
value creation - allowing 
our people, shareholders 
and the communities in 
which we live and work to 
prosper.
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Silke on Tax Administration
Know your rights

•	 Explains	the	investigation	and	audit	
	 powers	of	SARS
•	 Guidance	on	taxpayers’	rights	relating	to	
	 taxation
•	 Incorporates	the	Constitution,	Promotion		
	 of	Administrative	Justice		Act	and	Criminal		
	 Procedures	Act	and	other	relevant	
	 legislation
•	 Case	law

Order your copy of Silke on 
Tax Administration TODAY! 

Simply call 0860 765 432 and
 quote this reference 

number: RS003/11 or visit 
www.lexisnexis.co.za

Authors: S Klue, 
JA Arendse, RC Williams
ISBN: 080SIKETAXSYS

To include 
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This year’s Night of Distinction SAICA Annual Dinner was held at the Theatre on the Track at 
Kyalami Race Course and was Sponsored by Old Mutual and Viglietti Motors.

Nine lucky winners have all experienced driving a Maserati, thanks to the official importers of 
Ferrari and Maserati, Viglietti Motors. The lucky winners were: 

1.) Mrs. Tania Wimberley, 2.) Mr. Neelan Govender, 3.) Mr. Alvin Pillay, 4.) Mr. Pieter de Beer, 5.) Mrs. Marien Botha, 6.) Mr. Steuart Pennington, 7.) Mr. 
Kuben Moodley, 8.) Mr. Sivan Naidoo and 9.) Mr. Greg Samuel.

 Here are some of the things that were said about the cars driven. 
“It was an exhilarating experience. A beautiful car with a reasonable price tag. Thank you. It was fun driving it. 

I would rather buy that than the X6.” – Alvin Pillay. 

“Thank you for the opportunity to experience the Maserati. My wife and I had the pleasure to drive the Maserati Quattroporte GTS, a very refined beast. 
I am quite used to German luxury cars but forever wondered why it was that one always dreams about Italian cars? Driving the Maserati answered this: 

The Italians embedded their way of living, or “la dolce vita”, in this machine - superb technology with passion and flair. Thank you SAICA and Viglietti 
Motors, especially Claudine and Bev.” – Pieter de Beer.

 
“No words can do justice to the Maserati GranCabrio! It is one amazing SUPERCAR!! We (my husband and I) had an awesome day out with the Ma-

serati. We were definitely the only 2 people who, in the middle of winter, drove with the top down. But that’s what they make warm jackets for.

The car’s performance can only be described as luxurious, yet exhilarating. It was the easiest drive ever, but at the same time, if you put your foot down 
on that petrol peddle it go as fast as any super in any movie… and… it has the most incredible sound that goes with it. The amount of attention it at-

tracts is out of this world. To this day, if I tell people about the experience, you can see the jealousy on their faces. I sincerely want to thank SAICA and 
Viglietti Motors for the opportunity to drive the Maserati for a day. It is the perfect supercar for a woman.” – Marien Botha.

 
SAICA would like to thank our Sponsors Old Mutual and Viglietti Motors for their valuable support.

To test drive a Maserati or find out more information, call Viglietti Motors JHB Tel: 011-706-6900 or C. Town Tel: 021-464-3560.

Alvin Pillay

Marien Botha
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It has been 172 years since Paul Delaroche, a highly regarded 
19th century French painter, looked upon an early photograph and 

foresaw the end of painting. Twenty-one years later in 1860 Charles 
Baudelaire called photography “the refuge of failed painters with too 
little talent” and “art’s most mortal enemy”. Fortunately both were 
wrong. 

Although the debate is ongoing, the art market at least seems 
to have accepted photography as a credible alternative for art 
investment. In May 2011, a new record price was set when 
Cindy Sherman’s “Untitled #96” from 1981 was sold on auction 
for $3.89million. This was up more than half a million USD from 
the previous record price paid for Andreas Gursky’s “99 Cent II 
Diptychon” (2001), which sold for $3,346,456 in February 2007, again 
at auction. This work was one of a series of ten prints, two of which 
sold at different times during 2006 for a total of $4.73m. If we applied 
average pricing, this would put the value of the set at an astonishing 
$27m. 

Jodi Bieber raised the profile of South African photographers when 
she won the World Press Photo of the Year 2010. However, South 
African photographers are generally highly regarded internationally 
as evident from the exhibitions earlier in 2011 at the V&A Museum 
in London and their presence at the Venice Biennale. However, don’t 
let these massive numbers and huge reputations discourage you. 
Photography is in fact a good option for any collector to start or add 
to their collection as prices can be very reasonable.  

I was fortunate to be able to spend some time with Peter McKenzie, 
co-founder of the photo collective Afrapix agency and the chief 
photographer for Drum Magazine until the late eighties before going 
free-lance. He explained that photography has a long history in Africa 
and in our country, as a ‘weapon of the struggle’ during the apartheid 
years. Pre-1994, there was a strongly united collective effort to reveal 
apartheid horrors, which resulted in many of the iconic images from 
South Africa’s past: pictures of students in Sharpeville with Hector 
Pieterson being carried too late to safety. With the end of apartheid, 

the artists were abruptly released from their social documentary 
obligation and free to explore new motives. 

One of Peter’s recent works “TimeFrame” was on show at the 
KZNSA in Durban in May 2011. It’s a series of portraits shot in Durban 
city centre of passersby shown in a looped slide show with an 
accompanying soundtrack. When I first walked into the installation, 
my reaction was one of disinterest: I didn’t know these people so why 
should I care about them? My second reaction (ever the conservative 
accountant) was an idle thought as to whether permission had to be 
sought from each subject. But while watching you eventually realise 
what the artist has achieved by photographing the people we normally 
zip past in our cars.  

Now no longer just traffic obstacles, they are dignified human beings, 
heroes in fact of the new urban culture that they are creating. Maybe 
you’ll look at the world just slightly differently for a few moments. And 
maybe that slight shift in your outlook is all the artist is looking for.

Peter calls photography an evolving, multifunctional and overall 
democratic art form. The “realness” of photographs prompts a 
visceral reaction in the viewer: think of the first time you saw the 
photos of the Oklahoma bombing with the baby being carried out by 
the fire-fighter. Instant gut reaction right? Peter makes an important 
point too about how the function of a photo may change over time. 
An image taken by a journalist in the townships of the ‘70s and ‘80s 
later becomes an iconic image with value beyond the event being 
documented. However, whether this translates into “art” value or 
“artefact” value is the subject of an entirely different debate. 
 
You could do much worse than starting to look at our wealth of 
local artists “painting in light” for your next purchase. The range is 
immense and limited only by your taste and budget. The very least 
you will get is an image that will always remind you of home no 
matter where your wanderings may take you. asa
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After Today
painting is dead

Jennifer Ferreira CA(SA), BBdgArts, BCompt (Hons), is a 
financial manager at The Unlimited. 



Kahlil Gibran said: “Work is love made 
visible”. Ultimately, we all want to 

make a living doing something we truly 
enjoy while adding value to the lives of 
others. You may be searching for a way to 
do just that, but haven’t quite figured it out 
yet. If that’s the case, this article is just for 
you.

Reality 
Research shows that roughly only 5% of 
people work their passion. Further studies 
state that only about 20% of people are 
happy at or with their work. Are you one 
of the lucky 5% that bounces out of bed 
each morning feeling fulfilled? Or are you 
among the 95%, just surviving, managing, 
or hating your career?

Society has conditioned us to separate 
work from passion and to accept bigger 
salaries over greater happiness. Your job 
may pay more, but is it costing you your 
soul? Could you manage your career more 
consciously and uncover your gifts and 
passions, and link them to the practical 
needs of the world?

There are many ways to earn a living, 
some enjoyable and rewarding, others not. 
Because we spend so much time working, 
it makes perfect sense to be financially 
rewarded for doing what we love, raising 
quality of our life experience. So how do 
you do that? 

The road to success starts with a 
decision
If you’re one of the lucky five percent, 
perhaps you’d like to be a mentor to 
friends, family members or colleagues, 
sharing your skills and experience of 
achieving your dreams and career goals?

If you’re in the 95% camp, you have a 
choice. Do you keep the status quo and be 
content with what you have? Or will you 
step up and take charge of your career to 
make things happen your way? 

Passion without fulfilment 
You know the story: Mary bakes amazing 
pies. Her friends encourage her to open 

For Your Money
or for your life

Stanford Payne CA(SA), ICF and COMENSA member is an Executive Business Life Coach.
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a bakery. She does. Her biggest dream 
quickly becomes her worst nightmare. She 
wakes up at 4am to do the books, manage 
employees, deal with zoning regulations 
and buy the advertising. Mary’s doing 
everything - except baking. Her business is 
killing her.

If you’re feeling like Mary, don’t despair. 
By zoning in and getting clarity on why you 
originally started baking your pies, you can 
take immediate action to change. You’re 
not alone if you’ve forgotten what your 
passion was, or if you know what it is but 
have never acted on it. Here’s a plan to 
manage both scenarios. 

Get the Goal 
Set aside some time to answer some of 
these questions:
•  What would you do and not get paid 

for?
• What are your real likes?
• Hobbies?
• Dislikes?
•  If you could have only one career wish, 

what would it be?
•  If you win the Lotto tonight, how would 

you want to spend your days?

If you find it too challenging to do this 
crucial exercise by yourself, work with a 
personal coach or friend who can help and 
support you. 

Research shows that when a highly 
motivated person works with a coach, they 
progress twice as fast than working on 
their own. 

Once you’ve answered these questions, 
you should be connected to your passion 
and goal. It’s an exciting, scary, liberating 
and empowering moment to savour. 

Strategy
With that goal in mind, design a strategy 
for success. What needs to happen to 
get you from where you are to where you 
want to be in your life?

For example, your goal may be: “Mary’s 
Killer Pies”. Your strategies could include:

1. Research
2. Timeline
3. Finances
4. Menu
5. Suppliers
6. Work/Life balance
7. Mentors
8. Equipment 
9. Location 
10. Mental readiness.

Whether it’s opening your dream 
business or designing the career 
you’ve always wanted, these 
strategies are examples of the chapter 
headings in your book on how you 
succeeded. Achieving your goals may 
take you a month or several years, but 
every single day will take you a step 
closer to your dream.

Actions
With the strategies in place, you 
must stay committed to completing 
daily, weekly and monthly actions; 
challenged, supported and encouraged 
by a coach or a friend. After gradually 
ticking off each strategy, before you 
know it, you’ll be ready to sell your 
first pie.

Home free 
When you reach this point through an 
equal combination of inspiration and 
perspiration, you’ll be implementing 
your dream. In time, you’ll be ready to 
quit your unsatisfying day job because 
you can see a different tomorrow. 

Good luck on this journey. I’ve done it 
myself. It’s an awesome feeling! asa

“Stanford’s insight, razor-sharp wit 
and empathetic, caring nature make it 
easy to talk and work with him - truly 
unique and inspiring. In the short time 
I have been coached, I’ve become 
happier with myself; massively 
advanced my career (by quitting my 
job and making money doing what 
I love!); and started to truly live life 
on purpose.” RvR, Career coaching 
client.
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Racing the POLO Cup
Azim Omar CA(SA) is a member of the SAGMJ.
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hard as it was being sent off in a few days for 
his race in Port Elizabeth!

This put a very surprised look on my face! So 
I asked Graham for another round, this time if 
he could go a bit more like when he races! Big 
mistake! 

We were now flying around the track at 
crazy speeds and all that you could smell 
was burning rubber, or was that my heart 
overheating!

At the end I am big enough to admit that it 
takes a lot to be a racing driver and that the 
Polo is actually a real racing car.

So what does it take to race in the Polo Cup? 
Well, firstly you need to learn how to drive all 
over again. Then comes the ouch part as you 
need approximately R120,000 – R130,000 per 
annum, depending on how many parts you 
break and the amount of marketing done by the 
racing driver! This excluded the fuel (which is 
sponsored by Engen) and the cost of the car.

Grant Nash started racing in the VW Challenge 
in 2004, and then raced alongside Graham 
in the Engen VW Polo Cup during 2005-6, 
and managed to run in the mid field. But, 
unfortunately due to lack of sponsorship he had 
to pull out. Chatting with Graham I realised that 
Grant would have stood a fair chance if he had 
been only given one!

But Grant is not giving up. He still is actively 
seeking sponsorship and saves up all the time 
in order to get back into the driving seat. 

If you would like to find out more about Polo 
Cup racing or thinking of offering sponsorship to 
budding Polo Cup racers as a way of marketing 
your company, you are welcome to contact 
Grant Nash on grantnash@vodamail.co.za

Overall a brilliant experience and an adrenaline 
rush well worth repeating! asa

inside, but, then I told myself it’s just a 2.0l 
Polo, how fast can it really go! What gave me 
added comfort was the lack of a speedometer, 
which surely meant that the car was not setup 
up for real speed.

Graham started the car and off we set on 
the way to enter the track, we were behind a 
Porsche. We were just about to take off when 
Graham informed me that the tyres were cold 
so the first lap would be a bit slow. He also 
asked if I was a Porsche fan, to which I replied 
yes. There was a sudden growl of the engine 
and a force pushing me into my seat, but I was 
so tightly strapped in, and the force of gravity 
was just on my body. The car catapulted and we 
were off. 

The first bend and a further two cars whizzed 
past us, an old Alfa Gt junior and then another 
Porsche. This was not going to be as scary as 
I thought, and also still believing that I could 
do better! Just then we finished the first lap, 
and, suddenly Graham started pushing the car 
harder. The first bend came and I thought, that’s 
it, I’m done! That’s because Graham continued 
accelerating: firstly there was a bend, secondly 
the Alfa was about an eyelash away from the 
Polo’s bumper hence my impending demise. In 
we went and the tyres screeched, on the exit 
the Alfa was left eating our dust. I survived the 
first lap intact, phew! This went on for a few 
laps and we actually passed one of the Porches.  

The interesting thing for me was how well the 
car handled. Graham kept pushing it harder into 
the bends and the tail just stepped out that 
ever so slightly. The bends were taken very 
tight almost like he wanted to hit the apex of 
the bend. When we finally stopped, Graham 
mentioned that he did not push the car very 

Many people at one stage in their lives 
believe that they can be the next Senna, 

Prost, Schumacher, etc, but very few have the 
option of actually taking the wheel and trying 
out their skill.  

I was recently invited by a fellow colleague to 
experience a few laps in what he said was a 
real racing car. As the days got closer I was sent 
a picture of the vehicle, namely a VW Polo, from 
the Engen VW Polo Cup challenge. Like most 
petrol heads, I asked myself how much of a 
racing car this was!

The car comes standard with a 2,0l 16 valve 
motor, a roll cage and a driver’s seat! That’s 
about it. The engines are sealed by VW and 
any tampering with the motor will lead to a 
disqualification. 

The day had finally arrived and I met up with 
Grant Nash, Graham Donker and Polo Cup 
racer. The first thing I noticed as the car was 
being taken off the trailer, is the slick tyres or 
in layman terms tyres with no treads! Also the 
engine was terribly loud compared to standard 
Polos. I was quickly taken to sign an indemnity, 
which is the norm but somehow it gave me 
butterflies!

Graham was all dressed up in his racing outfit 
that is fire resistant, and strapped himself into 
the driver’s seat along with a 5-point seat belt 
and helmet. I was then handed a helmet and 
shown my way to the passenger seat, which 
Graham had fitted into his car. So I hopped over 
the roll cage bars and jumped into the seat. 
Grant then assisted in strapping me up, real 
tight might I add. At this point, l have to admit 
I was pretty anxious and didn’t know what to 
expect. This looked like a serious racing car 



Hyundai IX35
Azim Omar CA(SA)  is a member of the SAGMJ. 
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100 kilometres, or maybe it was my 
heavy foot. This vehicle is well priced, 
considering what you get as part of the 
standard features and competes both on 
price and quality, not to mention looks.

Overall there is not much on which to 
fault  this vehicle, as it seems to have it 
all from good looks to a large boot, and 
the flexibility to go almost anywhere. 
If I had to be really critical, I guess the 
plastic used inside is not as upmarket as 
I would have liked. Also the gear changes 
are not as smooth for an automatic. The 
standard equipment is a pleasure to have 
even though some is a bit gimmicky.

If it was my choice, I would go with 
the petrol engine (less engine noise 
and a bit more growl), and I prefer a 
manual gearbox as I like to be in control, 
especially when I go off the beaten track. 
I liked the car and would recommend 
it to someone looking for a car in this 
category, which is hotly contested. asa

Manufacturer Specifications:
Engine: 1995cc 4 cylinder
Power: 130KW @ 4000rpm
Torque: 392Nm @ 1800rpm
0-100km/h:  10.1 seconds (Claimed)
Fuel Consumption: Average 7,5l/100km
CO2: 198 g/km

Car courtesy of Hyundai South Africa.

parking bay, yet will swallow everything 
a family of five can throw at it. The black 
glass panoramic roof adds a certain 
amount of sportiness. 

Inside, the black leather seats are well 
designed with the rear seats folding to 
extend cargo area. The steering wheel is 
leather-bound and fairly responsive. The 
controls are simple to use with no fancy 
computer to make things complicated. 
Also, all the controls are perfectly 
positioned for ease of use.

On the road this vehicle is very well 
behaved in that there is no wheel-spin 
on harsh take-offs, neither is there much 
rolling, even though the vehicle does 
sit high off the ground. The vehicle had 
enough power, and, thanks to the diesel 
motor, more than enough torque to take 
on almost any challenge. The engine was 
a bit noisy, especially at higher revs, but 
on the open road with the ipod in action, 
the engine noise was almost muted. 

In case you decide to go off the beaten 
track, this vehicle is equipped with 
difflock at the touch of a button, but one 
has to keep in mind that this is not a 
hard core off-roader. It is meant to go on 
the odd gravel roads or through some of 
the potholes in Gauteng, which seem to 
be disappearing fast, thank goodness.

The fuel consumption was a bit high 
for a diesel at around 12 litres per 

Over the past few years the Korean 
car manufacturers have become a 

force to be reckoned with locally. The 
brands are now easily recognisable and 
sought after. This is quite a surprise as 
South Africans are usually very brand 
conscious, especially when it comes to 
cars. 

In its latest onslaught Hyundai has 
launched its newest contender for the 
medium sized soft roader market in the 
IX35. This vehicle is available in 4x2 and 
4x4 wheel drive variants. There is also 
an option of diesel or petrol engines and 
let’s not forget the alternative Manual or 
Automatic transmission. These vehicles 
come very well equipped, as all of the 
variants come standard with Aircon, 
electric windows, power steering, radio/
CD with Ipod integration, etc., etc. The 
top of the range models have reverse 
camera that has a screen built into the 
rear-view camera and also a panoramic 
sunroof as standard.

The vehicle I tested was the two litre 
diesel automatic 4x4, i.e. top of the 
range. The vehicle has a very refined 
look, with curves in all the right places. 
The design is very upmarket and can 
rival some of the best in this category. 
I especially like the rear of the vehicle 
with its sweeping lights that have the 
tailgate sculptured around it. The size of 
this vehicle is perfect for the market for 
which it is designed. It will fit into any 
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The Faculty of Law of the University of Johannesburg is proud to 
present the following programmes in 2012:

•	 Higher	Diploma	in	Tax	Law 
•	 Higher	Diploma	in	International	Tax	Law
These part-time programmes are offered on a postgraduate level to persons wishing to better their skills.

The Higher Diploma in International Tax Law is offered over one year while the Higher Diploma in Tax Law is 
presented over two years.

Mode of Presentation 
Weekly lectures will be presented over the course of the year while assessments 
will be done in the form of assignments, tests and a final examination.

For more information and application forms please contact the Division for  
Non-formal Programmes of the Faculty of Law.

Closing date for applications: 15 November 2011

Contact: Faculty of Law, University of Johannesburg 
Tel: 011 559-3739/3631; Email: excurlaw1@uj.ac.za, or kayn@uj.ac.za
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Personal Financial Leadership

with money may take a while to remember. 
An easier step to remember the memory is 
to think about your current money habits. 
We get quite a few habits. They include 
the givers, the spenders, the undeserving, 
the losers, the stingy, the spongers, the 
controllers and the addicts. Now to illustrate 
the manifestation of each habit and how it 
links to a fear and a childhood memory, I am 
going to share stories of people that I have 
worked with as a coach or stories of people 
that I have read that are relevant. 
 
Givers
Givers are the people who will steal from 
themselves or go into debt to help others 
financially. They struggle to say NO because 
they fear they will be rejected. They give 
to be accepted. A story that illustrates 
this link is the story of Suze Orman. Let 
met read her story. “When I was 8 years 
old my friends and I would go to the 
neighbourhood pool to swim. It cost R5 to 
get in. One Saturday as usual I said to my 
mom:”Can I have R5 to go swimming?” 
and she said: ”Sorry Suze, but we do not 
have R5 to give right now. But do not tell 
your friends you don’t have any money 
because if you do they will not like you 
anymore.” 

I suddenly felt that I was different from my 
friends, that I had less than they did and 
that they would not like me if they knew.  
After that night, once my mom and dad 
were asleep, I would go through my father’s 
pockets where he kept his money. I would 
take some bills out of his pocket, R5, R10. 
I would take that money, not to spend on 
myself but to buy my friends gifts, a comic 
book, candy, a toffee apple. Why did I start 
to do that? Because I wanted my friends to 
think I had money, for if I had money they 
would like me and accept me. How long did 
I continue to do that? Until I was 20 or 30 
years of age.

I do not mean I continued to steal from my 
father, but I stole from myself in the form 
of taking my friends out to lunch, buying 
them gifts for birthdays, weddings and 
holidays and charging it all on my credit card 
even though I did not have money to pay 

As Chartered Accountants and in our 
profession we first have a responsibility 

to be Personal Financial Leaders before we 
can be Business Financial Leaders. We all 
have the opportunity to become Personal 
Financial Leaders. But how do we do it and 
where do we start? Well I had the same 
question. Before you and I can deal wisely 
with our finances we need to have the 
ability to lead ourselves effectively. And the 
1st step in leading ourselves effectively with 
our finances is financial self-awareness.  

Before we can lead ourselves with the 
technical side of our finances we need to 
understand how and why we deal with 
our money the way we do on the softer 
side. Right now how do we gain that 
understanding?  

The international leader of Personal 
Financial Leadership is Suze Orman, New 
York Times Best Seller Author, she hosts 
her own radio and TV show on Personal 
Finances. She has earned the reputation of 
the world’s favourite Financial Advisor and 
she has lectured extensively throughout 
the US and South Africa, changing the way 
people think about and invest their money.  

In her book 9 Steps to Financial Freedom 
she shares that what she has learned from 
the stories of her clients is how we deal 
with our money as adults has more to do 
with our past than we think. Our thoughts 
can keep us captive and our thoughts 
are influenced by our past. Our money 
thoughts and many times our habits are the 
manifestation of our fears. By emphasising 
the psychological and spiritual power money 
has in our lives Suze Orman has helped 
millions of people to break through the 
barriers that hold them back.  

Therefore a very important question that we 
need to ask ourselves is: 

What is the money memory that 
influenced my money thoughts and 
created my money fears that resulted in 
my money habits?
Now thinking about your childhood and 
trying to remember your first interaction 

for it”. Suze’s fear of rejection and habit of 
giving was a manifestation of her childhood 
memory.

Spenders
Spenders find it very difficult to 
differentiate between a NEED and a WANT. 

They will buy an item that they want but 
do not need believing that they need it. A 
spender fears that tomorrow he may not 
have money and therefore he spends it 
now. One African male that I worked with 
grew up with limited money in the house. 
He explained his memory as follows: 
“We struggled to make ends meet and 
there was never enough money, food 
and clothes in the house. Everything 
that my parents bought was always a 
needed necessity in the household.“ As 
he grew older, found a job and earned 
money, he still lived with the fear that he 
may not have enough money in future 
and everything that he bought he felt he 
needed. He said: ”Adel, I will go home 
this afternoon and buy something at the 
grocery shop just because I fear that I will 
not have the money tomorrow and I feel I 
need to spend it.” 

What we had identified in the session is 
that he has two teenage daughters who 
love Rihanah and Beyonce and they also 
WANT to wear the brands and the shoes 
and the hair! They do not need the brands 
but his challenge as a father is that he 
cannot say no because he fears that there 
may not be enough in future and he also 
struggles to identify that what his two 
beautiful daughters WANT is a WANT and 
not a NEED.  

Undeserving
One lady that I worked with had the 
following memory: ”My mother had many 
challenges. She had to experience my 
father’s physical abuse and addictions 
to alcohol and other women many times 
and made the right decision to leave the 
circumstances. She lost both her parents 
at the age of 30 which left her with two 
young children and a limited support 
structure – no husband, no parents. Trying 
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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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to find jobs and income my mother moved 
with us 30 times in 20 years staying with 
friends and family. The result of this life was 
that I always felt inferior and undeserving I 
did not believe that I had value. I behaved 
undeserving and I believe people treated me 
that way – at most of my jobs I earned the 
least money and I did not always believe that 
I deserved more money or a higher position.  

Losers
One 22 year old guy that I worked with had 
a fear of losing his money and what it can 
buy. He did not save money and he also 
struggled to commit to his girlfriend because 
he was afraid he would lose it. Now what 
happened in his past that could lead to 
this fear? We identified that his childhood 
memory was: “when I was 11 years old 
my mother put my pocket money in a small 
plastic bag and she tied it to my inner pants 
so that I do not lose it on the way so school. 
I grew up in Zululand and walking to school 
was a far journey. Somehow, to this day I 
still do not know how, I lost the money on 
my way to school.” 

After working with this young man he 
understood where his fear started and 
he was able to start to face the fear by 
committing to his girlfriend and saving 
money because what he had to embrace 
was that what had happened in the past is 
not going to repeat itself in the future. I am 
grateful that he came to this realisation early 
in his life at the age of 22, because now 
he will be able to deal with his money in a 
much freer way!

Cheap skates
Being cheap has nothing to do with how 
much money you have. You can be rich and 
cheap or poor and generous. Suze Orman 
explains that cheap people guard their 
water glasses and hoard what they have to 
make sure nothing flows out. People who 
are cheap are letting their money stagnate. 
What they are missing is the serenity that 
money handled responsibly and generously 
can bring to them. 

I have recently worked with a lady who 
is a single mother of three. She looked 

forward to buy her dream house for her 
and her kids for R250 000 in 2007. A 
glamorous property agent who signed a 
code of conduct to guide his clients with 
wisdom and deal with their money with 
integrity, assisted her with the purchase 
of a repossessed home. But because of 
his cheapskate money greed and lust for 
money he defrauded her! 

While she was buying the house, he was 
selling the same house to three other 
buyers as well. How did he do it?  Well, he 
developed a scam where he bribed a banker 
and lawyer to approve home bonds and 
registration of repossessed properties to 
more than one client. After the transactions 
he disappeared with their money and has 
no guilt of what anguish and financial debt 
he has put the clients. 

This mother of three now, four years later, 
is paying off a bond for a property that is 
registered in her name but she has not 
been able to stay in the house because all 
the other buyers also claim that it is their 
property.

Spongers
A sponger is someone who feels 
victimised and that the world owes him 
or her everything including money! A lady 
that I worked with has a brother who is 
older than her and who has been staying 
with her and her husband since they have 
been married without paying any rent. 
Her brother has never kept a job and finds 
excuses for not having one. He takes no 
responsibility for his life. Now what could 
have happened during their childhood that 
resulted in one child being a responsible 
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Gambling addict!  
I worked with a lady with quite a sad 
story. She is addicted to gambling and 
she cannot get out of it! She lost her 
husband in the process. She has two 
children under the age of five who are 
suffering because of the addiction – she 
will either leave them at home or she 
would leave them somewhere at the 
Casino in someone else’s care. She is 
drowned in debt because of her addiction 
and she has gone to the point where she 
would get a boyfriend, borrow his phone, 
sell it for money to gamble and then tell 
her boyfriend that she has lost the phone!  

adult and another being irresponsible? Well 
when they were young their dad had an 
affair. So normally the son finds his identity 
in DAD. He was disappointed with what 
his father did, and played victim as a young 
child – his dad felt guilty and tried to buy 
the love of his son with money and things. 
Unfortunately, he did not outgrow this 
and now 20 years later, he is still playing 
victim, hoping that his family will buy his 
love and acceptance. The challenge for this 
lady is that if she and her husband do not 
set the boundaries with her brother now, 
she is going to end up with a 60 year old 
brother who is still a sponger!

Her performance at her job is affected 
and she is scared that she will lose her 
job. I admire this woman for being so 
honest and for taking the first step to 
Recovery – Admitting my addiction. She 
became part of a Support group and 
consulted a Debt Counselor to assist 
her and freeze her debt. My hope is that 
she will become a free woman with a 
powerful story to tell!

Identifying your money habits and how 
they link to your PAST is a powerful 
step to Personal Financial Leadership. 
This step may open up deep emotional 

new generation|personal financial leadership

asa  I  october 2011

3838



39

new generation|personal financial leadership

wounds and pain. The majority of people 
that I have worked with and stories I 
have read, remember a memory that 
leaves them SAD! But if you want to 
begin to live a life of Financial Freedom 
and Abundance, you need to deal with 
your PAIN, otherwise it will wait for you!

Story of hope & abundance 
Now I have shared some SAD stories 
with you. But I would like to close with 
a story of someone who lived with 
Abundance and the impact that it had 
not only on his life but also the life of 
Suze Orman. And I believe that Suze 
Orman would not have been the leader 
she is today if it was not for Uncle Fred 
Hasbrook. I’d like to share the story 
with you by reading it from Suze’s 
Autobiography.

“In 1980 after six years of waitressing 
when I was 29 years old, I had this 
thought that I could be more than just 
a waitress. I wanted to own my own 
restaurant. I called up my parents and 
asked to borrow $20,000. My mom said, 
“Honey, where do you expect us to 
come up with this? We don’t have that 
kind of money to give you.” I should have 
known better than to ask for something 
I knew my parents didn’t have to give 
away. There’s nothing a parent wants 
more than to help a child realize a 
dream; I knew my mother would have 
done anything to help me, but she was 
powerless. I felt awful.

The next day at work, a man I had been 
waiting on for six years, Fred Hasbrook, 
noticed that I wasn’t my usual cheerful 
self. “What’s wrong, sunshine? You don’t 
look happy,” he said. I told Fred about 
having asked my parents for a $20,000 
loan. Fred ate his breakfast and then 
talked to some of the other customers I’d 
been waiting on all those years. Before 
he left the restaurant, he came up to the 
counter and handed me a personal check 
for $2,000, a bunch of other checks and 
commitments from the other customers 
that totaled $50,000, and a note that 
read: 

This is for people like you, so that your 
dreams can come true. 

To be paid back in ten years, if you can, 
with no interest.

I couldn’t believe my eyes. “I have to ask you 
a question,” I said to Fred. “Are these checks 
going to bounce like all of mine do?” “No, 
Suze,” he said. “What I want you to do is to 
put this in a money market account until you’ve 
raised enough money to open your restaurant.” 
“Fred,” I said, "what is a money market 
account?” After a brief tutorial from Fred, I 
went to deposit the money. Whenever I tell this 
story, people want to know what happened 
to Fred. When I repaid his money, it surprised 
me that I didn’t hear from him. From time to 
time I would write or call and leave a message, 
but I never heard back. Then, in May of 1984, I 
got a letter from Fred, who, it turned out, had 
suffered a stroke — the reason I hadn’t heard 
from him all that time. In his letter he wrote:

Dear Suze, I had not intended to be this long 
in writing you a note of appreciation for your 
check repaying our loan from the Buttercup 
era. However it seems that words don’t come 
as easily to me as they once did. The check 
arrived at a critical time in my affairs and for 

that I am grateful. That loan may have been one 
of the best investments that I will ever make. 
Who else could have invested in a counter 
girl with porcelain blue eyes and a million-
dollar personality and watch that investment 
mature into a successful career woman who 
still has porcelain blue eyes and a million-
dollar personality? How few investors have 
that opportunity? I am working hard to get my 
affairs in order so that you and I can both make 
each other some money. Until then I would 
like to remain on your list of friends who wish 
you the very best of everything no matter what 
paths you may travel in the future. Fondly, Fred 
Hasbrook. 

Fred passed away a few years ago. I’ll never 
forget the man who believed in me, who helped 
me put aside my shame and rewrite the story 
history had handed me. 

Reading the story of how Fred impacted 
Suze’s life by being abundant with his money 
and letting it flow freely through him to 
impact her life, made me realize what an 
impact each of us could make, if we break 
the bondage of our past money memories, 
face our money fears, change our money 
habits and realise that true wealth is in 
people not in money and things.  

Suze Orman believes that if we live in 
accordance with the following five laws true 
riches of all kinds will come our WAY:
1.  May every thought that you think be etched 

in fire in the sky for the whole world to see, 
for in fact it is. 

2.  May every word that you say be said as if 
everyone in the world could hear it, for in 
fact they can.

3.  May every deed that you do recoil on top of 
your head, for in fact it will.

4.  May every wish that you wish another be a 
wish that you wish for yourself, because in 
fact it is.

5.  May everything you do be done as if God 
himself is doing it, for in fact he is.

RICH or POOR your life will touch many other 
lives, and the way in which it touches them is 
your choice and will determine the LEGACY 
you leave our country. Please make your 
LEGACY a rich one. asa 

IMPACT of your Legacy...

Personal Financial 
Leadership =

Family Financial 
Leadership =

Community Financial 
Leadership =

Entrepreneurship Financial 
Leadership =

Business Financial 
Leadership =

Wealth & Transformation 
in South Africa
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 Call us now TEL 0861 ACCFIN

Accfi n’s Tax Systems are aimed ...
at running your tax compliance department effi ciently, 
saving you 40% of your tax compliance labour. The 
administration and tax return data interacts with SARS 
eFiling systems without you having to go onto a website. 
Improve your profi ts and reduce your risk by applying our 
tax methodology.

Tax Manager  |  Tax Advisor  |  iTax Connect

ACCFIN’s TAX SYSTEMS
... still the only software in SA to be able to eFile a 
tax return straight into the SARS eFiling system ...

... something worth celebrating!
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Review Engagements has been common place within the 
global community for a number of years and CaseWare has 
been a leader in the space for more than 18 years. Working 
together with CaseWare and our local content providers, CQS 
have put together the best solution for your practice.  The 
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to ensure maximum efficiency, while still addressing 
professional risk and compliance. Integrated with CaseWare 
Working Papers, there is no other solution that compares. No 
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ADVERTS - #1

WHAT MADE 
THEM DIFFERENT?
CAs(SA) were appointed with the task of sharing 
their stories of how Continuing Professional 
Development (CPD) gave them that extra edge 
in business and in life. Their incentive was the 
chance of winning an iPad. 

From the many entries received, six stood out amongst the rest. Through their 
commitment to CPD, they have equipped themselves with the knowledge and 
skills to bring about innovative solutions that challenge contemporary business. 
They have proven that they are true business leaders.

Mike van der Walt
Carl Bothma

Chris Palk
Nicholas Harris

Abdul Mirza
Vicki Harrison

Congratulations to the Winners!
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Making practice, perfect.
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Continuous Professional Development 
(CPD) is the cornerstone of any 

professional designation. While many 
members see the CPD requirements 
as “compliance” in nature it is in fact 
not. The essence of the policy requires 
a commitment to ongoing and lifelong 
learning – not only in the technical areas 
you so carefully developed during the 
rigorous qualification process but those 
“softer” skills that are so important as well. 

The ever changing work environment, 
in which you find yourself, requires 
the discipline and commitment to 
maintain and develop your professional 
competencies continuously. The 
reputation of the CA(SA) designation 
is built on the talent, knowledge, skills 
and professionalism of those who use 
the title. A commitment to lifelong 
learning therefore allows you to function 
effectively and responsibly as a CA(SA). 

The SAICA CPD Policy facilitates 
and provides guidelines to enable 
you to meet your commitments as 
a professional, no matter what role 
(financial or otherwise) in which you 
work. Having a formal CPD policy also 
has the following benefits:
• Improves the capacity of 

professionals to develop and 
maintain technical knowledge and 
skills.

• Improves personal and ethical 
capacity of professionals.

• Ensures that professionals fulfill their 
responsibilities and tasks or duties.

• Allows professionals to improve 
their performance in their current 
role.

• Allows professionals to develop and 
take on new roles.

• Improves career prospects and 
supports career progression.

The benefit of lifelong learning is that 
it can be flexible, scalable and allows 
you to choose relevant education and 
learning. Consequently the foundation of 
your ongoing professional development 
is that it is self directed, measurable and 

should contribute to your competence as 
a CA(SA).

The daily pressures we experience 
often reduce the time and effort we 
can allocate to our own personal 
development. This can be overcome 
by regularly assessing what learning 
interventions you require both in your 
current and future roles and then 
planning and sourcing what is needed 
to meet your requirements. Learning 

activities undertaken can be face to 
face, on-line, attaining an additional 
qualification or reading business or 
industry specific literature. 

As the custodians of the CA(SA) 
designation, your commitment to lifelong 
learning provides enduring benefits to 
you, your employer and the economy as 
a whole. 

To learn is to lead! asa

CPD
what about it? 

Mandi Olivier CA(SA) is the Senior Executive: Professional Development, SAICA. 

Pervasive Competencies Technical Competencies

P1. Leadership
T1. Strategy, Governance, Risk 
Management and Sustainability 

P2. Management T2. Accounting and External Reporting

P3. Ethics T3. Auditing

P4. Innovation and Entrepreneurship T4. Assurance

P5. Business and Economic Trends T5. Financial Management

P6. Compliance and Legislation T6. Decision Making and Control

P7. Information Technology T7. Taxation

Specialist Technical Competencies

S1. Banking and Investment Management

S2. Insurance

S3. Medical Schemes

S4. Retirement Funds

S5. Public Sector

S6. Other: Training Officers

The following generic competency framework, which sets out the core areas 
a CA(SA) may require in the role they are performing, may assist you in 
determining, based on your own role and future career path, the areas in which 
you require further development:



the company’s objectives into the future.
So how do we make ongoing maintenance 
and development of competencies 
a “habit”? One needs first to break 
down what the term habit means and 
then action initiatives to meet these 
requirements. Stephen Covey defines 
“habits” as the intersection of knowledge, 
skills and desire. Looking at each 
characteristic, individual knowledge is 
what to do and the why, skill is the how 
to do, the desire is the motivation and the 
want to do. 

As a member of SAICA no one could 
doubt your desire and drive to perform and 
excel in whatever role you find yourself. 
Developing the knowledge and skill on the 
other hand needs to be in the forefront of 
your thinking to complete the cycle, which 
in this context makes ongoing learning 
and professional development a “habit”. 

All of us have a base of knowledge 
and skills that we developed during 
our time at university and navigating 
through our training contracts. This 
base competence, up to the point of 

Suppose you were to come upon 
someone in the woods working 

feverishly to saw down a tree. “What are 
you doing?” you ask.

“Can’t you see?” comes the impatient 
reply, “I am sawing down this tree.”

“You look exhausted!” you exclaim, “How 
long have you been at it?”

“Over five hours,” he returns, “and I‘m 
beat! This is hard work.”

“Well, why don’t you take a break for a 
few minutes and sharpen that saw?” you 
inquire, “I’m sure it would go a lot faster.”

“I don’t have time to sharpen the saw," 
the man says emphatically, “I’m too busy 
sawing!”

The above thought provoking extract is 
taken from the well renowned Stephen R. 
Covey book entitled The 7 Habits of Highly 
Effective People. The above story makes 
reference to the 7th and last “Habit” 
aptly entitled Sharpen the Saw. Once you 
have read the book, it is clear why this 
is the final habit as it encourages you to 
take the time to step back, assess what 
you are doing and reflect on whether 
the current approach you are following 
regarding your work and responsibilities 
is actually producing the desired results. 
(Insanity has been known to be defined as 
doing the same things over and over and 
expecting a different result!)

As a professional and an ambassador of 
the CA(SA) designation, the principle of 
“Sharpening the saw” talks directly to 
your ongoing professional development. 
Linked to being a professional is 
the desire to be innovative, improve 
processes, deliver quality services and 
products, and perform at the highest level 
possible. To achieve these and many other 
personal goals, one needs to ensure that 
you maintain and develop your knowledge 
and skills regularly to ensure that you are 
regarded as an asset by your employer 
and other stakeholders to drive and steer 

entry to the profession, provided the 
stepping stone to pursue your chosen 
career (the passport to greatness being 
your CA(SA) designation). However 
you cannot rely on the base alone and 
you need to develop your competence 
further and differentiate yourself from 
others. The differentiator is what 
competencies you bring to the table 
that make you effective.  

How does your knowledge translate 
into success for you as a CA(SA) and 
the companies you work for? Does your 
desire motivate and encourage others 
to perform? Do you have what it takes 
to deliver? These questions and many 
more can be answered by taking the 
time to reflect and place your learning 
needs into motion. The benefits would 
be endless.

SAICA acknowledges the demands on 
CAs(SA) to perform and deliver and 
assists you in committing to ongoing 
learning and development via the 
SAICA CPD policy. The CPD policy 
builds on your base of competencies 
by prescribing minimum learning 
requirements to be achieved in a 
specific time frame. The reminder for 
you to “sharpen the saw” if you like.

CAs(SA) are employed for their 
technical and non-technical knowledge, 
the ability to remain cool, calm and 
collected during difficult situations 
and the ability to be effective problem 
solvers. The depth of knowledge varies 
from person to person, role to role and 
industry to industry, but the one fair 
advantage we all have is the endless 
possibilities to grow and learn as 
professionals. 

So take the time to “sharpen your 
saw” and help those around you see 
that our members lead because they 
continuously learn. asa
   
References: The 7 Habits of highly 
effective people, Stephen R. Covey, 
1989, 2004
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The Need
for continuous learning

Brett Godfrey CA(SA) is the Project Director: CPD, SAICA. 
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Effective Habits
Internalised principles and patterns of 

behaviour

Knowledge
(What to, Why to)

HABITS

Skills
(How to)

Desire
(Want to)
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Over Sunday lunch with friends, the 
topic changed to CPD. Possibly 

because it was around the time for 
SAICA members to record their CPD! 
And also because some of my friends 
were aware of my involvement with 
the CPD Committee at SAICA and just 
maybe they missed an e-mail about an 
extension in the deadline!

The people gathered for lunch that day 
were all from different industries and 
in different roles, and it became clear 
that our views on CPD were also very 
different. It certainly made me realise 
that I am fortunate to have access to 
various forms of CPD. But it also made 
me realise how many misconceptions 
there are about CPD.

CPD is part of the package – it is what I 
signed up for when becoming a CA(SA): 
the commitment to skills enhancement 
and the discipline to record it. But 
it is much more than attending long 
and expensive workshops! It is about 
considering my current role and what 
I may need to enable me to do it well. 
And also taking into consideration 
expectations of others who are relying 
on me and my skills in my particular 
field.

I don’t believe any CA(SA) questions 
the importance or need for CPD, but 
rather the access to the appropriate CPD 
and then the recording thereof. This is 
evident from some of the interesting 
requests addressed to the CPD 
Committee over the years!

SAICA has been listening to requests 
from members and various opportunities 
are being created – specifically to assist 
members with verifiable CPD – such 
as Click2Start and verifiable articles in 
ASA. The other consideration is whether 
a member should choose to plan and 
record his or her CPD using the input 
or output basis. The purpose of this is 
also to enable a CA(SA) to choose and 
manage the developments in which he 
or she needs to participate.

An area where we can certainly improve is 
in the planning of CPD. We are busy. And 
before we know it, it is December. We 
started the year with the best intentions 
of recording CPD more regularly, but 
somehow the reminder appears again just 
like the reminder (and is received with 
the same enthusiasm!) for your annual 
medical check-up! Some tension follows 
where we scratch around for records of 
learning activities and a sigh of relief when 
we have enough hours! 

Consider the alternative: spending 
that time to plan for the year ahead – 
what may be changing in your role and 
environment? What training will you attend 
out of necessity anyway (e.g. regulatory 
and compliance)? What do you need to 
help you achieve your goals? And linking 
the answers to these questions to some 
courses or reading or coaching.

The recording of CPD is similar to 
paying your TV licence! It’s the right 
thing to do. We expect of our doctors 
and lawyers and pilots to be up-to-date 
in the services they provide and so 
our stakeholders can expect the same 
from us. Our environment requires 
that this is documented somewhere 
where it works for you – whether you 
opt for maintaining your own records 
or sending it through to SAICA.

It is always encouraging to see 
that the vast majority of our fellow 
CAs(SA) are taking their CPD 
seriously and also recording it – even 
when the definition of CPD per IFAC 
is applied quite creatively! In closing, 
times have never been this tough for 
the majority of us, and CPD should be 
used to equip us with the tools to be 
resilient. asa

The Benefits
of  following a process of  CPD

Heidi Volschenk CA(SA) is a Director: Learning and Development at KPMG and is the current Chairperson of the SAICA CPD Committee. 



name but a few. You can find these and many other offerings on 
this learning platform.

If you page through this ASA magazine, you will see in either the 
top right or left corner of some of the articles a note that this article 
has been allocated verifiable CPD. What does that mean? Members 
are encouraged to read these articles and then navigate their way 
to the SAICA website. On the SAICA CPD system there will be 
an option for you to answer a questionnaire, with reference to 
the article you have just read, have you found it to be relevant and 
extremely useful and you are required to answer a variety of short 
questions linked to the article. Once you have applied your mind 
and have achieved the minimum pass rate you will be automatically 
allocated with a portion of verifiable CPD. So easy and accessible! 

Remaining relevant in the dynamic world of taxation can be an 
ongoing challenge, and trying to keep up-to-date and having access 
to resources can be intimidating at the best of times. The SAICA 
Tax department has met this challenge head-on by providing a 
monthly on-line taxation newsletter called Integritax. The on-line 
newsletter includes items selected from the newsletters of firms in 
public practice and commerce and industry as well as a variety of 
other contributors. An added value of this service is that the items 
are cross referenced to sections within the Income Tax Act as well 
as the Value-Added Tax Act.

The above offerings, available on SAICA website, are exclusive to 
members and are at no additional cost. By taking advantage of 
the above, members would be able to obtain a minimum of 20 
verifiable CPD hours a year. 

With a flood of new legislation released in 2011, SAICA has ensured 
that developments are packaged and delivered to our members. 
This is done via a number of face to face seminars and events, 
producing relevant DVDs and guides. All these are being done for 
our members to get up to speed and then take the newly acquired 
knowledge and apply it in their day-to-day roles.

Learning should also be about convenience. And in line with this, 
SAICA has an online shop to browse and select all that meets your 
needs. All at a click of a button.

The key to remaining relevant in your current and future roles is to 
understand what ongoing learning is required of you to maintain 
and develop professional competencies. Although SAICA activities 
deliver a variety of exciting products and services, it is not the only 
avenue from which to source your learning. Due to the dynamic 
nature of the profession, we are continuously learning and at times 
this may be happening subconsciously. Learning happens, so the 
next step is to take those nuggets of knowledge and apply them to 
the benefit of all stakeholders.

To learn is to lead! asa

A key function of SAICA, through its Member Services 
Divisions, is to provide a wide variety of products and 

services to our members on an annual basis. This service 
offering provides members access and opportunities to relevant 
learning resources that assist with the ongoing maintenance 
and development of their professional competencies. Face to 
face interventions, business breakfasts, webinars, publications 
and guidance documents are a few of the exciting and relevant 
offerings.

One of the challenges that members face is the accessibility 
of relevant and affordable learning interventions that will 
contribute to them obtaining their verifiable CPD hours for a 
given period. SAICA acknowledges this challenge and through 
various interventions and innovative ideas has developed product 
offerings that allow members to meet their annual minimum of 
20 verifiable CPD hours for a given year.

Click2Start is an innovative on-line video offering that allows you 
to learn whenever wherever. The on-line knowledge portal not 
only offers you interaction with renowned business leaders, but 
also up to-date information on international business practices 
while providing you with verifiable CPD. Discussions on strategic 
planning by Clem Sunter, key aspects of King III and Integrated 
Reporting discussed with Professor Mervyn King, getting inside 
the mind of a corporate fraudster with Advocate Steven Powell to 
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Brett Godfrey CA(SA) is the Project Director: CPD, SAICA. 
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scribblings on the back of the proverbial 
cigarette packet and capture them for 
you. 

How to convey that passing a set 
of examinations is not what a 
profession is about. 
The exams are just a minimum 
academic entry requirement but 
anyone who chooses to register with 
a professional body would ascribe to 
the well established principles of any 
profession, and which are used to 
determine whether a chosen career 
is a profession, a technical vocation 
or a trade. Amongst others, these 
include requiring the professional to 
be an expert in his field, contributing 
to the good of society and putting 
the interests of the client before his 
own, so... continuing professional 
development. 
Linked to this is another distinguishing 
feature of a profession which is the use 
of “high level” intellectual skills such as 
continual reflection. The Ancient Greeks 
excelled at it and hopefully it can assist 
Greece in recovering from her current 
financial woes.

Do I need to do CPD if I am no longer 
involved in a traditional finance role? 
The wonderful rich variety of roles that are 

I was extremely privileged to be 
invited to serve on the initial CPD 

forum in 2003 which then established 
the CPD committee in 2006. Being 
an idealist and passionate about 
continuous development and learning, 
I assumed that all members would 
feel the same. Just as I assume that, 
as a lecturer in auditing, systems and 
controls, students will find the topics 
equally fascinating.

The committee did not need any formal 
research to confirm an “expectation 
gap” on members’ understanding of 
the purpose of CPD. This led to lots of 
laughs and lessons along the way.

Key issues that are now established 
as the foundations of our committee 
discussions as a result of many hours 
of debate and very vociferous feedback 
from you as members are:

How can you say I am not doing CPD? 
You are correct in assuming that you 
are participating in (doing) CPD but 
SAICA needs to focus on assisting you 
to recognise what constitutes CPD 
and to record it in order to continue 
the respect for our designation and on 
the rare occasion for evidence in cases 
of negligence. SAICA is happy to take 

CPD|continuous professional development
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Reflections
of  a long serving CPD committee member
Tessa Minter CA(SA) is the Deputy Dean: Academic at the University of Cape Town and is the Vice-Chairperson of 
the SAICA CPD Committee.

played by CAs(SA) and age and gender are 
irrelevant to the discussions. It does help 
the discussions having as the current chair 
of the CPD committee, a female with young 
twins. 

Discussions of what constitutes CPD had 
the committee swinging like a pendulum 
from one extreme to the other but the 
consensus is that whether you are a CA(SA) 
teaching English as a foreign language or 
living your dream as a game ranger or a 
chef, society will have greater expectations 
of you because of this professional 
affiliation and, therefore, in order to be a 
game ranger or a chef and offer a service 
commonsurate with the designation, you 
would need to be an expert in your chosen 
field and in the broad developments within 
the profession. This confirms that SAICA 
can only ever be a facilitator and not a 
prescriber or sole provider of CPD.
In the enthusiasm for generating ideas, 
falling foul of the Australian custom 
authorities was one unforeseen 
consequence of sending all members 
a packet of South African seeds to 
symbolise growth, which was classified 
as exporting illegal produce. Technology 
has been both our foe as many of you 
will have experienced, and our friend, 
Click2Start, is an amazing initiative, and 
one of SAICA’s key priorities is to offer 
a world class electronic interface with 
you, so please watch this space. 

With the six years' experience of what 
you as members want and need, and 
the global experience of our IFAC 
partners, the committee is in a position 
to recommend an amended CPD policy 
document to the SAICA Board as our 
policy is continually developing and we 
are looking forward to focusing on being 
innovative and creative in enhancing the 
SAICA CPD relationship with you.

Being a member of a committee made 
up of such a professional, dynamic set 
of individuals with diverse views is an 
amazing opportunity that I value and 
learn so much from, and legitimately 
record the meetings (other than those 
of a more administrative nature) as 
CPD. asa
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As you are aware, the SAICA CPD policy requires that you 
both undertake relevant CPD activities and record them. 

The assessment of this is now done on a three-year rolling 
basis. The introduction of the three-year rolling cycle, which has 
been effective since 1 January 2009, requires SAICA to assess 
the compliance of its members with the SAICA CPD policy on 
an annual basis. The first year that this annual assessment of 
compliance will take place is 2012, which sees the end of the 
second cycle (years 2009-2011).

In order to do this, we are required to “lock” the SAICA CPD 
system at a point in time. This requirement is further re-enforced 
by the SAICA By-Laws (section 30.6) where any member that has 
not complied with the SAICA CPD policy will have four months 
from the reporting date (31 December each year) to comply with 
the requirements. Therefore measurement needs to be done at a 
point in time as per the SAICA By-Laws to facilitate the monitoring 
process of compliance.

To illustrate the principle of the rolling cycle best, the following 
example is used:
• A member joins SAICA in 2008 and is thus required to comply 

with CPD the year thereafter (2009).
• The member’s first cycle is therefore measured over the 

period 1 January 2009 - 31 December 2011.
• In this first cycle, the member is required to comply by 

undertaking and recording a minimum of 20 hours each year 
AND the cumulative 120 hours by the end of year three (2011) 
of which 60 hours are to be verifiable.

• This member’s second cycle effectively commences 1 
January 2010 and the rolling will be based on 2010 – 2012, 
which represents their second rolling cycle period.

• This process then continues, and measurement then takes 
place every year thereafter.

• Rolling is effectively the “averaging” of a member’s CPD for 
every preceding three year period. This is a big advantage 
to members, and it promotes continual learning every year 
within a modicum of some flexibility.

The rolling cycle may be better illustrated as follows:

Members, who join in a particular year, are only required to adhere 
to the CPD policy the year thereafter.

We encourage our members to record their CPD activities actively 
and regularly, or select self compliance to avoid any unnecessary 
issues going forward. SAICA is here to assist members with their 
CPD requirements; and any concerns, issues or confirmation of 
understanding should be directed to the SAICA contact centre to 
allow us to assist you.

With the above illustration in mind, we remind our members that 
the second CPD cycle (2009-2011) is due to end and that you should 
review your CPD activities for the above three year period to assess 
your current status of compliance. Should a member currently 
require additional hours to meet his or her minimum requirements, 
there are a few months remaining to source and perform the 
required learning interventions. The CPD policy stipulates the 
minimum, which means there is always room for additional learning.

SAICA stands ready to assist its members in interpreting the policy, 
recording CPD and in any other way appropriate to assist you meet 
the requirements of the CPD policy. Overriding all of this is that, as 
a professional, you remain competent in your current role and have 
undertaken relevant CPD activities, which are very broadly defined.

Any queries can be directed to cpd@saica.co.za. asa

What You Need to Know
about the CPD rolling cycle

Brett Godfrey CA(SA) is the Project Director: CPD, SAICA. 

Measurement period Year Year Year Rolling effect

1
2009
20 hours

2010
30 hours

2011
70 hours

Rolling effect (total preceding 3 years)*
Sum = 120 hours

2
2010
30 hours

2011
70 hours

2012
30 hours

Rolling effect (total preceding 3 years)*
Sum = 130 hours

3
2011
70 hours

2012
30 hours

2013
40 hours

Rolling effect (total preceding 3 years)*
Sum = 140 hours

4
2012
30 hours

2013
40 hours

2014
50 hours

Rolling effect (total preceding 3 years)*
Sum = 120 hours
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TO PALATE
For further information please contact:

Tel: +27 (11) 461 1000

www.syspro.com

At SYSPRO, we feel strongly about 
sustainability. 

For over 30 years we have 
provided our award-winning ERP software to 
businesses all over the world, recording and 
analyzing their business transactions. From 

farming co-operatives to retail 
businesses, we have helped our customers 

optimize their supply chains, reduce their costs 
and improve their profitability. 
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Visit www.cajunction.co.za

SAICA presents CAJunction in 
association with CareerJunction

A great career move
never goes out of style.

This spring, why not try on something different?
Create a Resume  |  Search Financial Jobs  |  Setup email Job Alerts  |  Track your Applications
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CLASSIFIEDS

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

SENIOR POSTE BESKIKBAAR
By plattelandse Rekenmeestersfirma.  Gestruktureerde mededingende salarisse word aangebied.  Kanidate met geskikte ondervinding kan hul 
cv’s epos na lindiepotgieter@telkomsa.net of faks na 086 650 8566.
                

 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 CA 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.

OFFICES TO LET
Bryanston and Midrand. Suitable for small and medium size practices. Low, Low rentals for smart premises. Contact; David 
082 901 2498 or email Davidfi@mweb.co.za

SEEKING MERGER OR ACQUISITION
Well established medium size audit and accounting firm seeking Merger or Acquisition. We are JSE accredited, part of an 
international network and have many associated specialist service companies. Should you wish to discuss or explore the opportunity 
please contact Mark, 082 446 1083.

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

RATES
Please note that we will be keeping the 2011 rates for 2012, they are as follows:
 
We charge R40 p/word 
R60 p/bolded word (Heading)
Minimum words - 30
Maximum words - 80
 
Please note that payments for classified advertisements and proof of such payment are required by the due date stipulated on 
your quote, all classified adverts are done in a word wrap and will appear in our magazine in alphabetical order.



R800K p.a.
International listed concern seeks to em-
ploy a strategic minded FM to lead and 
drive a finance team. Operational and com-
mercial experience is essential, reporting to 
EXCO. International growth opportunities 
are available.

Consultant: Robyn Tambourlas
Contact: 011 318 2101
E-mail: midrandfinance@communicate.

R370 - 320K p.a.

This individual will be fully responsible 
for the General Ledgers of 3 companies 
within this well-renowned international 
organisation.
BCom, SAP knowledge plus 3-5 years 
working experience or articles, or 1-2 years 
post articles required.

Consultant: Tarryn Kingsley
Contact: 011 318 2101
E-mail: midrand@communicate.co.za

R600K p.a.
A manufacturing conglomerate has a 
position available for a Management 
Accountant. Be responsible for budgets, 
forecasts, reporting. Requirements: 5 
years in Management Accounting and 
Manufacturing, and must have BCom 
Accounting and CIMA.

Consultant: Neo Molwela  
Contact: 011 622 2723
E-mail: brumafinance@communicate.
co.za

R950 - 700K negotiable
Reporting to the group’s Chief Executive, 
the appointed candidate will take charge 
of the financial, supply chain and associated 
functions. Key responsibilities will include 
business performance, ensuring compliance 
and people management. 2-3 years solid 
financial management experience CA (SA).

Consultant: Yvona Cloete
Contact: 011 318 2101
E-mail: midrandfinance@communicate.co.za

R500 - 450K p.a.
Challenging opportunity for  assertive CA(SA) 
with listed leader in Services as a Financial 
Reporting Accountant. Successful candidate 
must display good business acumen, be 
able to work independently and have solid 
experience in consolidations. Excellent long-
term growth potential.

Consultant: Isabeau Steyn 
Contact: 011 318 2101
E-mail: midrand@communicate.co.za

R750 - 650K p.a
International manufacturing company is 
looking for a qualified CA(SA) and CIMA. 
2-3 years post article experience in the 
manufacturing or mining industry. The 
role will consist of general accounting, 
tax and treasury. 

Consultant: Anneke Grobler 
Contact: 011 622 2723
E-mail: finance@communicate.co.za

www.communicate.co.za

FINANCIAL SUPERVISOR       GAUTENG MANAGEMENT ACCOUNTANT         GAUTENG SENIOR FINANCIAL MANAGER     GAUTENG

FINANCIAL MANAGER        GAUTENG FINANCIAL REPORTING ACCOUNTANT      JHB FINANCIAL SUPERVISOR  CENTURION

+27 11 318 2101 • Midrand
+27 11 622 2723 • Bruma
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Find out how you can make a career at Siemens. Dare to ask.

siemens.com/careers

Dare to ask: Apply now.
Siemens Corporate Audit (CF A) is operating as a single, global audit function for the 
organisation. CF A adds value by delivering high impact observations that helps Siemens 
manage its fi nancial, operational and compliance risk. CF A is also a place where 
professionals want to grow and develop their competencies and capabilities, and prepare 
themselves to become future leaders. You will have hands-on business experience with a 
diverse number of businesses and industries operating within the Siemens structure. As 
you are part of our dedicated career development model, we expect you to take a fi rst 
development step within CF A followed by an executive role within Siemens’ businesses.

Where do 
I fi nd a 
job that 
works for 
me?

What are my responsibilities?
• Responsibility for the completion of selected audit 

engagements throughout your region
• Design and conduct tests of controls, account balances 

and transactions
• Conduct audit tests, analyze and communicate results
• Establish, maintain and leverage cross-functional 

relationships, internally and externally
• Support engagement managers with coordination and 

administration of engagements

For our Corporate Finance Audit (CF A) department 
in Johannesburg we are looking for

Auditors and Managers

What do I need to qualify for this job?
• At least 4 years (for Auditor) resp. 6 years (for Manager) relevant experience, 

ideally in one of the “Big Four” audit fi rms
• A strong strategic approach combined with excellent implementation skills
• Strong educational background plus relevant professional certifi cates/

qualifi cations (e.g. CIA, CPA, ACCA, MBA or equivalent)
• Experience in working in one of the industries in which Siemens operates is 

preferable
• Excellent communication skills in English, German or other languages desirable
• Eagerness to be exposed to signifi cant business travel

How do I apply?
Contact person: Ms. Karola Hoffmann, phone +49 (89) 636 34915
Please apply via email to: cfa-recruiting.cf@siemens.com
Website: www.siemens.com/cfa

CorpU 11-035 CFA ad 136x210.indd   1 2011/07/06   12:24 PM

Bringing these two powerful brands together guarantees our 
candidates and clients the very best value in the industry.

Expertise developed through experience and skills supported 
by best practice methodologies and world-class technology 
inform the design of our staffing solutions. Our services include 
temporary, contract and permanent staffing, response handling, 
training and development and field services solutions. 

All together, better by design.

For more information contact us or visit www.quest.co.za

Quest and Grey Consulting
Together by design
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Find out how you can make a career at Siemens. Dare to ask.

siemens.com/careers

Dare to ask: Apply now.
Siemens Corporate Audit (CF A) is operating as a single, global audit function for the 
organisation. CF A adds value by delivering high impact observations that helps Siemens 
manage its fi nancial, operational and compliance risk. CF A is also a place where 
professionals want to grow and develop their competencies and capabilities, and prepare 
themselves to become future leaders. You will have hands-on business experience with a 
diverse number of businesses and industries operating within the Siemens structure. As 
you are part of our dedicated career development model, we expect you to take a fi rst 
development step within CF A followed by an executive role within Siemens’ businesses.
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• Responsibility for the completion of selected audit 

engagements throughout your region
• Design and conduct tests of controls, account balances 

and transactions
• Conduct audit tests, analyze and communicate results
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• Support engagement managers with coordination and 

administration of engagements

For our Corporate Finance Audit (CF A) department 
in Johannesburg we are looking for

Auditors and Managers

What do I need to qualify for this job?
• At least 4 years (for Auditor) resp. 6 years (for Manager) relevant experience, 

ideally in one of the “Big Four” audit fi rms
• A strong strategic approach combined with excellent implementation skills
• Strong educational background plus relevant professional certifi cates/

qualifi cations (e.g. CIA, CPA, ACCA, MBA or equivalent)
• Experience in working in one of the industries in which Siemens operates is 

preferable
• Excellent communication skills in English, German or other languages desirable
• Eagerness to be exposed to signifi cant business travel

How do I apply?
Contact person: Ms. Karola Hoffmann, phone +49 (89) 636 34915
Please apply via email to: cfa-recruiting.cf@siemens.com
Website: www.siemens.com/cfa
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JOIN A FIRM WHERE PERFECTION COMES NATURALLY!

Our competitive revenue levels and combined capacity of accountants and 
auditors ensures that all offices in each province are equipped with the right skills.

 

LOOKING FOR TRAINEE ACCOUNTANTS:

Graduates with a completed CTA, Hons, BAcc/BCom degree or equivalent 
qualification and those keen to undertake their articles/training contracts and/
or further studies in order to qualify as a Chartered Accountant (SAICA).  

COMPETENCIES/SKILLS REQUIRED
• Strong interpersonal and communication skills

• Good time management skills

• Ability to demonstrate good analytical skills 

• Familiarity with MS Word, Excel and Outlook

CRITICAL PERFOMANCE AREAS
• Planning of Audit

• Analysis of controls and substantive audit procedures

• Reporting to managers and directors on various audit assignments

To join a leading and innovative, assurance and advisory partner of 
choice, forward your CV to humanresources@sizwentsaluba.co.za or 
recruitment@gobodo.co.za. Alternatively, please call our offices on 
(011) 231 0600 or (011) 718 8600 to speak to an HR representative.

Closing date:  31 October 2011



Authorised financial services and registered credit provider (NCRCP15).
The Standard Bank of South Africa Limited (Reg.No.1962/000738/06). SBSA 97010 09/11

Moving Forward is a trademark of The Standard Bank of South Africa Limited

Moving ForwardTM

Chartered accountants and B.Com graduates

Standard Bank Group is a global bank with African roots. It is South Africa’s largest bank, distinguished by its 
extensive operations in 16 African countries.

Outside the African continent, Standard Bank Group operations span to 13 countries, with an emerging
market focus. Our customers benefit from our knowledge and expertise in emerging markets, coupled with
our global outlook.

We are looking for motivated and talented individuals, across all levels, who have a specific and proven track 
record in the financial industry. Candidates should have a keen interest and zeal in working within the emerging 
markets. The environment is dynamic, with changing responsibilities and will appeal to you if you thrive on 
challenges and adding value.

If you would like to find out more about the many opportunities we offer and our global operations, go to
www.standardbank.co.za. Click on “About us” and under the careers page, select “Jobs available” to search
for all Finance vacancies.

  

  Financial controller
  r650 000 – r500 000 ctc, West rand

Leading pharmaceutical company is seeking an accurate, diligent financial controller with 
excellent analytical and modelling skills, reporting directly to the FD. Successful candidate 
must have experience with stock. CA (SA) + 2 years post articles. SA CITIZENS PLEASE! 
kariska@wexford.co.za

  technical accountant
  r550 000 – r480 000 ctc, Sandton

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

  ManageMent accountant
  r650 000 – r600 000 ctc, Sandton

Exclusive financial institution requires a CA (SA) with 2 years post article experience in finan-
cial services. This role will be responsible for the management accounts, profitability and 
variance analysis. First time passers and big four exposure will be an advantage. 
candice@wexford.co.za

  reporting accountant
  r650 000 – r600 000 ctc, north

Large, listed telecoms giant requires above average technical whizz to work in high level 
team consolidating and analyzing divisional packs. This role is a stepping stone into a 
company that is an “employer of choice.” If you are career orientated then this is the 
position for you. CA (SA) plus 1-2 years corporate technical accounting experience a 
must. janet.b@wexford.co.za 

  Senior accountant
  r400 000 – r350 000 ctc, north

Large group needs hands-on accountant with solid, full accounting function experience 
including forex, import/export to manage team of 5 and to be 2IC to F.M. BCom plus mini-
mum 5 years relevant experience and high competency level essential. liz@wexford.co.za

  DiviSional Financial Director
  r950 000 ctc, Sandton 

Services giant requires astute, business minded individual to run financial team and offer 
key strategic input to M.D and Group F.D. This is a highly profitable, fast moving group that 
will only be suitable for a dynamic, high energy CA (SA) that can cope with head office 
demands and the complexities of day to day running of an operation. Fantastic opportunity 
for South Africa CA with strong F.M experience. janet.b@wexford.co.za

  reporting accountant
  r650 000 – r600 000 ctc, randburg

Large JSE listed organisation seeks a technically strong, well presented CA (SA) with a 
minimum of 2 years post articles experience. Strong reporting as well as good know-
ledge or IFRS and tax a must. Budgeting and forecast experience preferably. SA CITIZENS 
PLEASE! felicia@wexford.co.za

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

  group Financial accountant
  r500 000 neg, germiston

Listed manufacturing group seeks hardworking CA with excellent IFRS knowledge. You will 
be responsible for the group reporting and consolidations of nine subsidiaries. Young, driven 
incumbent must be a technical guru. Position offers fantastic long term growth oppor-
tunities. CA (SA) + articles from a reputable organisation. tanya@wexford.co.za
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Chief Financial Officer - JHB
R1.7 Million Cost to Company Negotiable + Incentive

Strategic and experienced FD, (CA)SA, to join this leading multinational consumer products 
powerhouse. You will have at least 5 years experience in a large complex environment, with 
SAP or similar, and an excellent understanding of all risks as well as financial reporting, SAP, tax, 
the full audit function, legal matters and working capital management. Lead finance, logistics, 
IT and internal audit from an operational and strategic perspective, as well as international 
reporting, forex, taxation and IFRS. Call Chyrisse Torrente on (011) 217-0000 or  
082 440 8837 or e-mail: chyrisse.torrente@dppg.net

Country Financial Controller - JHB
R950 000 Cost to Company Negotiable

This leading healthcare company has operations spanning the globe. Currently undergoing an 
exciting period of strategic re-alignment, the business is well positioned to deliver strategy and 
achieve growth plans. A challenging, highly visible role for an ambitious CA/CIMA with 6 years 
post-qualifying experience coupled with USGAAP, statutory financial reporting and Sarbanes 
Oxley, as well as experience in a multinational or pharmaceutical environment. Responsibilities 
will focus on implementing corporate accounting principles as well as practice and procedures 
to ensure fiscal reports. Call Jacqueline Lennet on (011) 217-0000 or 083 666 6206 or 
e-mail: jacqueline.lennet@dppg.net

Group Tax Manager - JHB
R900 000 Cost to Company Negotiable

Employment Equity
Our client, a leading audit and advisory concern, is currently aggressively expanding and is 
looking to appoint a seasoned Tax Manager for their EMEIA and sub-Africa region. A CA(SA) 
qualification, coupled with 5 years management experience, is essential. You will lead a team 
and use your knowledge of cross-border tax issues and SARS requirements. Join this global 
player offering solid career prospects. Call Liani Maré on (011) 217-0000 or 084 321 3220 
or e-mail: liani.mare@dppg.net

Financial Manager:  
Management Accountant - JHB

R850 000 Cost to Company Negotiable
Employment Equity

Africa’s leading legal firm, with a good industry reputation, is looking to appoint an astute 
Financial Manager (2IC to CFO). Minimum BCom (Hons) plus CIMA/CA(SA) and 7 years post-
articles experience in a corporate environment are essential. Leading a team of young dynamic 
professionals in growing this business, your strong pricing and business modelling skills will be 
to your absolute advantage. SA citizenship essential. For a confidential discussion on your 
next career move, call Selaelo Maraka on (011) 217-0000 or 076 870 4439 or e-mail:  
selaelo.maraka@dppg.net

Financial Manager - JHB
R750 000 Cost to Company Negotiable

Looking to take your career to the next level? Our client, a strong player in the retail/
manufacturing industry, is looking for a “make-it-happen” CA(SA) with 2-3 years post-
qualifying experience. Utilise your strong knowledge of ERP systems and reporting to carve 
your career within this growing international organisation. Expanding your technical skills, you 
will gain invaluable experience in taxation, general finance, compliance, financial modelling 
and forecasting. Call Rebecca Wilson on (011) 217-0000 or 076 313 9099 or e-mail:  
rebecca.wilson@dppg.net

Financial/Business Modelling 
Manager - Corporate Finance - JHB

R Negotiable
Employment Equity

Leading audit and advisory concern, currently aggressively expanding, is looking to appoint a 
seasoned manager to join their transaction advisory team. Your CA/BSc (Hons)/similar degree, 
coupled with 5+ years experience in financial/business modelling/valuations/due diligence, is 
essential. Excellent opportunity to broaden your skills base and gain experience in all aspects of 
corporate finance. Join this global player offering solid career prospects. Call Karen Schmoor 
on (011) 217-0000 or 082 331 1716 or e-mail: karen.schmoor@dppg.net

Financial Manager 
R680 000 Cost to Company Negotiable

CA(SA) to be 2IC to the Group Financial Manager of a global manufacturing concern. Your main 
responsibilities will encompass the full financials, from reporting, IFRS, group consolidations 
and budgeting through to forecasting. Ideally, you have 2-3 years post-qualification experience 
gained in a manufacturing/mining environment. If you are at the crossroads of your career, 
have lots of initiative and want to join a fast-growing and futuristic team, please call 
Annette Hack on (011) 217-0000 or 076 705 7433 or e-mail: Annette.hack@dppg.net

A division of Adcorp Fulfilment Services (Pty) Ltd.
Human Communications 79585

Authorised financial services and registered credit provider (NCRCP15).
The Standard Bank of South Africa Limited (Reg.No.1962/000738/06). SBSA 97010 09/11

Moving Forward is a trademark of The Standard Bank of South Africa Limited

Moving ForwardTM

Chartered accountants and B.Com graduates

Standard Bank Group is a global bank with African roots. It is South Africa’s largest bank, distinguished by its 
extensive operations in 16 African countries.

Outside the African continent, Standard Bank Group operations span to 13 countries, with an emerging
market focus. Our customers benefit from our knowledge and expertise in emerging markets, coupled with
our global outlook.

We are looking for motivated and talented individuals, across all levels, who have a specific and proven track 
record in the financial industry. Candidates should have a keen interest and zeal in working within the emerging 
markets. The environment is dynamic, with changing responsibilities and will appeal to you if you thrive on 
challenges and adding value.

If you would like to find out more about the many opportunities we offer and our global operations, go to
www.standardbank.co.za. Click on “About us” and under the careers page, select “Jobs available” to search
for all Finance vacancies.



Financial Manager - JHB
r800 000
Local office of International company seeks to appoint a can-
didate to run with the full financial function of the business. 
Your minimum 3 years post article experience in an operational 
financial management role and SAP experience will be required. 
Contact michele@frontlinesolutions.co.za

ca (Sa’s) 2012  
The early bird catches the worm!
Our team has several years’ experience in financial recruit-
ment and given our superb history of top caliber applicants, 
we have a proven placement track record with Johannesburg’s 
finest reputable clientele - the team’s excellent knowledge 
and established relationships in the corporate environment 
should make us your first choice of recruitment consultation. 
Contact rosh@frontlinesolutions.co.za

neWlY QUaliFieD / 
SOOn TO QUaliFY ca’S
If you are seriously considering a career move out of the audit-
ing 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)

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 con-
tract basis, in financial management, financial and management 
accounting as well as cost accounting roles, with sound experi-
ence in mainly the agricultural, logistics, mining or telecommu-
nications industries, are invited to send us their detailed CV’s. 
Very attractive remuneration and related benefits packages 
are on offer, depending upon each specific role and location.  
Contact ian@frontlinesolutions.co.za

Financial DirecTOr - JHB
r1.3 million plus bonus
Listed group seek to appoint involved, hands-on, high energy 
candidate to manage finance and reporting in a complex busi-
ness environment. Prior experience in a retail business or one 
supplying into the large retail groups. A strategic thinker who 
can add value both in vision and operational financial excel-
lence to join passionate executive team. 
Contact michele@frontlinesolutions.co.za

cHieF Financial OFFicer - 
MiDranD
r950 000 – r1 200 000 - BBe compliant
CA (SA) with strong manufacturing/global trading exposure. 
SAP literacy a prerequisite. Must deliver/provide commercial 
support and financial stewardship. Ensuring optimal functioning 
of day-to-day operations including reporting, compliance and 
treasury whilst focusing on strategic planning. This ambitious 
and confident team leader must possess the ability to operate 
at a macro level whilst being hands on. A genuine contributor to 
the business’ performance. 
Contact jim@frontlinesolutions.co.za

Manager creDiT Finance 
aFrica - JHB
r700 000
CA (SA) with 3 years plus post article experience to be credit 
business partner to African country offices of large organisation. 
Excellent opportunity to gain the sort after Africa experience for 
business focused financial person. 
Contact michele@frontlinesolutions.co.za

ManageMenT
accOUnTanT – caPe TOWn   
r650 000
A superb opportunity for a business focused individual, CA (SA) 
from a FMCG environment. Focus will be on ensuring manage-
ment follow profitable financial paths through an understanding 
of the business drivers. Emphasis is on budgets; preparation, 
review and control, cost management and reporting. You will 
have around 3 years’ experience in a similar role, have strong 
technical and analytical skills and have worked on SAP. Please 
send your CV to helen@frontlinesolutions.co.za

aSSiSTanT Tax Manager - 
caPe TOWn
r600 000
International company seeks a suitably qualified candidate, CA 
(SA) preferred, to assist the Tax Manager in tax compliance and 
implementation of tax plans. Responsibilities will include review of 
legal accounts, indirect taxes including VAT, customs etc. As the 
company operates in Africa, knowledge of East Africa tax will be 
an advantage and the success candidate must be willing to travel.  
Contact CV to helen@frontlinesolutions co.za

Financial
accOUnTanT - DBn
r540 000
A leading logistics distribution company is seeking a Finan-
cial Accountant to perform all aspects of financial and general 
management. The successful candidate will be required to 
proactively implement and drive process changes and improve-
ment. Previous experience in the warehousing and heavy trans-
port would be an added advantage.  
Contact nicky@frontlinesolutions.co.za 

grOUP Finance - JHB
r450 000 to r490 000
Newly qualified CA (SA) with strong IFRS, Advanced Excel, high 
intellect, assertive, good English report writing skills, excellent 
planning and deadline focused. Wonderful opportunity to join 
listed group preparing and reviewing annual report, preparing 
and reviewing financial section of prospectus, resolving ad hoc 
queries from tax department, analysts, value added ad hoc 
research. 
Contact michele@frontlinesolutions.co.za

Financial accOUnTS 
Manager - DBn
r400 000
This market leader is seeking a Financial Accounts Manager with 
two years post articles experience on a supervisory level. Seek-
ing a team player with strong numeric and analytical abilities 
coupled with accuracy and attention to detail. The successful 
candidate will have well developed interpersonal and commu-
nication skills and the ability to liaise professionally at all levels. 
Contact nicky@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

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

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

0861 788 788    www.antonapps.com    073 788 7880   

Opportunities in South Africa – Johannesburg

Opportunities Abroad

Opportunities in South Africa – Pretoria and Centurion

FINANCIAL ACCOUNTANT: 
Insurance
Newly quali ed CA to join 
growing insurance business.
R400k – R450k
Ref: BC005

FINANCE MANAGER:
FMCG
Responsibility will include the 
full  nancial management 
function.
R460k – R500k
Ref: BC001

FINANCIAL ACCOUNTANT:
Engineering
CA with 2 years experience 
within an engineering 
company. Strong technical 
skills preferred.
R550k – R600k
Ref: BC002 

CFO: 
Manufacturing
Fast growing entrepreneurial 
business needs a solid 
CFO with manufacturing 
experience to implement 
proper process and controls
to sustain their growth.
R900k – R1.1m
Ref: PM003

FINANCIAL CONTROLLER:
Banking
Manage all controls for 
branch banking division.
R600k – R700k
Ref: CF003

FINANCIAL DIRECTOR:
Banking
Senior level role for CA with 
extensive  nancial services 
experience.
R850k – R950k
Ref: CF004

BRAND COMMERCIAL 
MANAGER: FMCG
Senior  nancial role within a 
Sales and Marketing Division of 
a large brewing business. Prior 
brand accounting essential.
R1m – R1.3m
Ref: DM001

DIVISIONAL CFO: 
Outsourcing
Managing the  nancial 
function of the biggest 
division within this group 
you will interact across the 
business and with clients on a 
regular basis.
R700k – R850k
Ref: PM001

MANAGEMENT 
ACCOUNTANT: Logistics
Logistics experience preferred. 
Support the management with 
the preparation of Strategy, 
Business Plans and Forecasts.
R550k – R600k
Ref: BC003

GROUP ACCOUNTANT:
Hotels & Entertainment
Strong experience and 
skills in Group Finance and 
Consolidations are required.
R550k – R650k
Ref: BC004

HEAD OF OPERATIONS:
Security
With full control of operations you 
will drive customer value  and 
develop a commercial strategy. 
R800k – R1.1m
Ref: PM002

ACCOUNTANT:
Energy
As a member of the  nance 
team you will manage the 
budgeting process.  
R380k – R450k
Ref: CB002

FINANCE MANAGER:
Insurance
3-5 years experience as a 
FM is required. Ideally from a 
 nancial services background.  
R600k – R700k
Ref: CB003

INDIRECT TAX:
Commerce
2-3 years of indirect tax 
experience is required.
R500k – R600k
Ref: JB003

FINANCIAL 
ADMINISTRATOR: 
Medical/Healthcare
Bachelor of Commerce 
Graduate, EE essential.
R200k
Ref: DM003

INTERNAL AUDITOR:
Mining
Implementation and 
maintenance of controls. 
Knowledge of respective 
industry is essential.
R500k – R600k
Ref: DM005

CONSOLIDATIONS 
MANAGER: Banking
Taking on a senior role 
within the group  nance 
consolidations team of a 
leading bank. You must 
have prior group reporting 
experience.
R650k – R800k
Ref: PM004

Mozambique 
FINANCE MANAGER:
Mining
Expatriate opportunity for 
newly quali ed CA who has 
mining articles experience. 
Enjoy the luxury of an expat 
lifestyle as your career starts.
US$6k – US$7k pm
Ref: CF005

Mozambique 
CFO: 
Agriculture 
Portuguese speaking 
individual essential. This 
role will drive forward the 
operations of a signi cant 
farming operation. 
US$Neg
Ref: PM008

Zambia
HEAD OF CORPORATE 
BANKING: Banking
Experienced Corporate Banker 
required for the northern 
territories of Zambia to help 
drive client base and product 
offerings.
US$Neg
Ref: PM006

Russia 
FINANCE MANAGER: 
Commerce
Russian speaking recently 
quali ed CA. Ideally with a 
Russian Passport. You will 
join an existing business with 
international ownership.
US$Neg
Ref: JB001

Tanzania
GENERAL MANAGER: 
Telecoms
CEO of a fast growing 
telecoms business requires 
an extra set of hands to deal 
with various projects and the 
setup of a new division.
US$10k – US$12k pm
Ref: PM005

CORPORATE FINANCIER: 
Financial Services 
CA with 3-5 years experience in 
mining industry required.
R600k – R900k
Ref: JB002

CORPORATE FINANCE 
ADVISORY: 
Financial Services
5 years experience in 
diversi ed industrials.
R800k – R1m
Ref: JB005

FINANCE MANAGER:
FMCG
Extensive travel. Operational 
 nance role within the 
Franchising Division for a 
global FMCG business.
R750k – R920k
Ref: DM002

HEAD OF INVESTMENT 
ACCOUNTING: Insurance
Managing the  nance team 
that reports for the entire 
product range of a leading 
insurance company. Products 
range from vanilla to quite 
complex treasury offerings.
R700k – R850k
Ref: PM007

TREASURY MANAGER: 
FMCG
CA to manage full corporate 
treasury function.
R650k – R700k
Ref: CF001

FINANCIAL DIRECTOR: 
Transport
Add strategic value to small 
business unit within large 
group.
R750k – R850k
Ref: CF002 

SENIOR FINANCIAL 
MANAGER:
Pharmaceutical
Full  nance function for 
a large pharmaceutical 
business.
R650k – R900k
Ref: DM004

FINANCE MANAGER:
IT
Reporting into the FD, you wil 
ideally have small business 
experience along with good 
technical skills. Knowledge 
of US GAAP and SOX 
advantageous.
R450k – R550k
Ref: CB001



Financial Manager - JHB
r800 000
Local office of International company seeks to appoint a can-
didate to run with the full financial function of the business. 
Your minimum 3 years post article experience in an operational 
financial management role and SAP experience will be required. 
Contact michele@frontlinesolutions.co.za

ca (Sa’s) 2012  
The early bird catches the worm!
Our team has several years’ experience in financial recruit-
ment and given our superb history of top caliber applicants, 
we have a proven placement track record with Johannesburg’s 
finest reputable clientele - the team’s excellent knowledge 
and established relationships in the corporate environment 
should make us your first choice of recruitment consultation. 
Contact rosh@frontlinesolutions.co.za

neWlY QUaliFieD / 
SOOn TO QUaliFY ca’S
If you are seriously considering a career move out of the audit-
ing 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)

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 con-
tract basis, in financial management, financial and management 
accounting as well as cost accounting roles, with sound experi-
ence in mainly the agricultural, logistics, mining or telecommu-
nications industries, are invited to send us their detailed CV’s. 
Very attractive remuneration and related benefits packages 
are on offer, depending upon each specific role and location.  
Contact ian@frontlinesolutions.co.za

Financial DirecTOr - JHB
r1.3 million plus bonus
Listed group seek to appoint involved, hands-on, high energy 
candidate to manage finance and reporting in a complex busi-
ness environment. Prior experience in a retail business or one 
supplying into the large retail groups. A strategic thinker who 
can add value both in vision and operational financial excel-
lence to join passionate executive team. 
Contact michele@frontlinesolutions.co.za

cHieF Financial OFFicer - 
MiDranD
r950 000 – r1 200 000 - BBe compliant
CA (SA) with strong manufacturing/global trading exposure. 
SAP literacy a prerequisite. Must deliver/provide commercial 
support and financial stewardship. Ensuring optimal functioning 
of day-to-day operations including reporting, compliance and 
treasury whilst focusing on strategic planning. This ambitious 
and confident team leader must possess the ability to operate 
at a macro level whilst being hands on. A genuine contributor to 
the business’ performance. 
Contact jim@frontlinesolutions.co.za

Manager creDiT Finance 
aFrica - JHB
r700 000
CA (SA) with 3 years plus post article experience to be credit 
business partner to African country offices of large organisation. 
Excellent opportunity to gain the sort after Africa experience for 
business focused financial person. 
Contact michele@frontlinesolutions.co.za

ManageMenT
accOUnTanT – caPe TOWn   
r650 000
A superb opportunity for a business focused individual, CA (SA) 
from a FMCG environment. Focus will be on ensuring manage-
ment follow profitable financial paths through an understanding 
of the business drivers. Emphasis is on budgets; preparation, 
review and control, cost management and reporting. You will 
have around 3 years’ experience in a similar role, have strong 
technical and analytical skills and have worked on SAP. Please 
send your CV to helen@frontlinesolutions.co.za

aSSiSTanT Tax Manager - 
caPe TOWn
r600 000
International company seeks a suitably qualified candidate, CA 
(SA) preferred, to assist the Tax Manager in tax compliance and 
implementation of tax plans. Responsibilities will include review of 
legal accounts, indirect taxes including VAT, customs etc. As the 
company operates in Africa, knowledge of East Africa tax will be 
an advantage and the success candidate must be willing to travel.  
Contact CV to helen@frontlinesolutions co.za

Financial
accOUnTanT - DBn
r540 000
A leading logistics distribution company is seeking a Finan-
cial Accountant to perform all aspects of financial and general 
management. The successful candidate will be required to 
proactively implement and drive process changes and improve-
ment. Previous experience in the warehousing and heavy trans-
port would be an added advantage.  
Contact nicky@frontlinesolutions.co.za 

grOUP Finance - JHB
r450 000 to r490 000
Newly qualified CA (SA) with strong IFRS, Advanced Excel, high 
intellect, assertive, good English report writing skills, excellent 
planning and deadline focused. Wonderful opportunity to join 
listed group preparing and reviewing annual report, preparing 
and reviewing financial section of prospectus, resolving ad hoc 
queries from tax department, analysts, value added ad hoc 
research. 
Contact michele@frontlinesolutions.co.za

Financial accOUnTS 
Manager - DBn
r400 000
This market leader is seeking a Financial Accounts Manager with 
two years post articles experience on a supervisory level. Seek-
ing a team player with strong numeric and analytical abilities 
coupled with accuracy and attention to detail. The successful 
candidate will have well developed interpersonal and commu-
nication skills and the ability to liaise professionally at all levels. 
Contact nicky@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

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

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

0861 788 788    www.antonapps.com    073 788 7880   

Opportunities in South Africa – Johannesburg

Opportunities Abroad

Opportunities in South Africa – Pretoria and Centurion

FINANCIAL ACCOUNTANT: 
Insurance
Newly quali ed CA to join 
growing insurance business.
R400k – R450k
Ref: BC005

FINANCE MANAGER:
FMCG
Responsibility will include the 
full  nancial management 
function.
R460k – R500k
Ref: BC001

FINANCIAL ACCOUNTANT:
Engineering
CA with 2 years experience 
within an engineering 
company. Strong technical 
skills preferred.
R550k – R600k
Ref: BC002 

CFO: 
Manufacturing
Fast growing entrepreneurial 
business needs a solid 
CFO with manufacturing 
experience to implement 
proper process and controls
to sustain their growth.
R900k – R1.1m
Ref: PM003

FINANCIAL CONTROLLER:
Banking
Manage all controls for 
branch banking division.
R600k – R700k
Ref: CF003

FINANCIAL DIRECTOR:
Banking
Senior level role for CA with 
extensive  nancial services 
experience.
R850k – R950k
Ref: CF004

BRAND COMMERCIAL 
MANAGER: FMCG
Senior  nancial role within a 
Sales and Marketing Division of 
a large brewing business. Prior 
brand accounting essential.
R1m – R1.3m
Ref: DM001

DIVISIONAL CFO: 
Outsourcing
Managing the  nancial 
function of the biggest 
division within this group 
you will interact across the 
business and with clients on a 
regular basis.
R700k – R850k
Ref: PM001

MANAGEMENT 
ACCOUNTANT: Logistics
Logistics experience preferred. 
Support the management with 
the preparation of Strategy, 
Business Plans and Forecasts.
R550k – R600k
Ref: BC003

GROUP ACCOUNTANT:
Hotels & Entertainment
Strong experience and 
skills in Group Finance and 
Consolidations are required.
R550k – R650k
Ref: BC004

HEAD OF OPERATIONS:
Security
With full control of operations you 
will drive customer value  and 
develop a commercial strategy. 
R800k – R1.1m
Ref: PM002

ACCOUNTANT:
Energy
As a member of the  nance 
team you will manage the 
budgeting process.  
R380k – R450k
Ref: CB002

FINANCE MANAGER:
Insurance
3-5 years experience as a 
FM is required. Ideally from a 
 nancial services background.  
R600k – R700k
Ref: CB003

INDIRECT TAX:
Commerce
2-3 years of indirect tax 
experience is required.
R500k – R600k
Ref: JB003

FINANCIAL 
ADMINISTRATOR: 
Medical/Healthcare
Bachelor of Commerce 
Graduate, EE essential.
R200k
Ref: DM003

INTERNAL AUDITOR:
Mining
Implementation and 
maintenance of controls. 
Knowledge of respective 
industry is essential.
R500k – R600k
Ref: DM005

CONSOLIDATIONS 
MANAGER: Banking
Taking on a senior role 
within the group  nance 
consolidations team of a 
leading bank. You must 
have prior group reporting 
experience.
R650k – R800k
Ref: PM004

Mozambique 
FINANCE MANAGER:
Mining
Expatriate opportunity for 
newly quali ed CA who has 
mining articles experience. 
Enjoy the luxury of an expat 
lifestyle as your career starts.
US$6k – US$7k pm
Ref: CF005

Mozambique 
CFO: 
Agriculture 
Portuguese speaking 
individual essential. This 
role will drive forward the 
operations of a signi cant 
farming operation. 
US$Neg
Ref: PM008

Zambia
HEAD OF CORPORATE 
BANKING: Banking
Experienced Corporate Banker 
required for the northern 
territories of Zambia to help 
drive client base and product 
offerings.
US$Neg
Ref: PM006

Russia 
FINANCE MANAGER: 
Commerce
Russian speaking recently 
quali ed CA. Ideally with a 
Russian Passport. You will 
join an existing business with 
international ownership.
US$Neg
Ref: JB001

Tanzania
GENERAL MANAGER: 
Telecoms
CEO of a fast growing 
telecoms business requires 
an extra set of hands to deal 
with various projects and the 
setup of a new division.
US$10k – US$12k pm
Ref: PM005

CORPORATE FINANCIER: 
Financial Services 
CA with 3-5 years experience in 
mining industry required.
R600k – R900k
Ref: JB002

CORPORATE FINANCE 
ADVISORY: 
Financial Services
5 years experience in 
diversi ed industrials.
R800k – R1m
Ref: JB005

FINANCE MANAGER:
FMCG
Extensive travel. Operational 
 nance role within the 
Franchising Division for a 
global FMCG business.
R750k – R920k
Ref: DM002

HEAD OF INVESTMENT 
ACCOUNTING: Insurance
Managing the  nance team 
that reports for the entire 
product range of a leading 
insurance company. Products 
range from vanilla to quite 
complex treasury offerings.
R700k – R850k
Ref: PM007

TREASURY MANAGER: 
FMCG
CA to manage full corporate 
treasury function.
R650k – R700k
Ref: CF001

FINANCIAL DIRECTOR: 
Transport
Add strategic value to small 
business unit within large 
group.
R750k – R850k
Ref: CF002 

SENIOR FINANCIAL 
MANAGER:
Pharmaceutical
Full  nance function for 
a large pharmaceutical 
business.
R650k – R900k
Ref: DM004

FINANCE MANAGER:
IT
Reporting into the FD, you wil 
ideally have small business 
experience along with good 
technical skills. Knowledge 
of US GAAP and SOX 
advantageous.
R450k – R550k
Ref: CB001
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Tel. +27 (0)11 234-4313
Fax: +27 (0)11 803-3186

E-mail: info@setrecruitment.co.za

www.setrecruitment.com

The perfect opportunity to galvanise your 
career is right here, so don’t sit back - grab 
it! How? By contacting SET Recruitment, 
the niche recruitment specialist catering to the 
Banking, Professional Services, Commerce and 
Industry, Financial and IT markets. We are widely 
recognised in these fields as being the number 
one choice of both top-of-the-profession 
candidates seeking placement with leading 
companies and recognised industry leaders 
requiring best-of-the-best employees.

You know you are at the top of the heap – 
so don’t let opportunity pass you by. 
Contact SET Recruitment today.
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