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You can now follow ASA on LinkedIn, twitter and the ASA website.
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This month we focus on Small- 
Medium Practices and offer advice 

and thought leadership on how to grow 
your company or practice. In this edition, 
contributors also warn on what to guard 
against, such as management styles that 
open companies to fraud, and the pitfalls 
of migrating from GAAP to IFRS. 

In taking a company from good to 
great, one has to think of Jim Collins, 
management guru and author of Good 
to Great. In his bestseller Collins 
discusses the various characteristics 
great companies have that merely good 
ones don’t, which reminds me of an 
analogy he once using a chicken and egg 
scenario. Allow me to share this. 

Imagine an egg. Day after day it lays 
there in a nest. No one pays any 
attention to it and certainly nobody takes 
pictures of it. And it won’t be featured on 
the covers of quality business magazines 
and newspapers. Then one day the shell 
breaks and out jumps a little chicken. All 
of a sudden, major business magazines 
and newspapers jump on the story: 
“Stunning Turnaround at Egg!” and “The 
Chick Who Led the Breakthrough at 
Egg!” From the outside, the story reads 
like an overnight sensation – as if the egg 
had suddenly and radically re-invented 
itself into a chicken.

Now picture this story of the egg from 
the little chicken’s point of view. 

While the outside world was ignoring 
this seemingly dormant egg, the chicken 
within was evolving, growing, developing 
– changing. From the chicken’s point of 
view, the moment of breakthrough, of 
cracking the egg, was simply one more 
step in a long chain of steps that had 
led to that moment. Granted, it was a 
big step – but it was hardly the radical 
transformation that it looked like from 
outside the shell.

This made me wonder – are we all not 
looking at successful companies from an 
eggs point of view – which is certainly 
the impression given by magazine 
covers and banner headlines.  Those 

inside the truly great companies that 
Collins discusses know that there’s not 
a “miracle-moment” when “greatness 
happened”. Greatness will happen when 
the time is right, when you’ve grown 
enough – when you’ve gone through 
enough change – you just have to be 
ready for that moment when hard and 
clever work pays off and the mantle of 
greatness can be grasped.

Articles in this issue, such as on business 
planning and on moving to a risk-
focussed mindset, can guide in making 
the needed changes while your business 
evolves in the “egg” phase.

Other features to look out for are an 
expanded motoring section - in which we 
look at a spread of seven new vehicles 
you can spend your bonus on - as well 
as a special report on fleet management, 
which outlines how fleet specialists 
can leverage your fleet to generate real 
savings against your bottom line.
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News 
Updates

ISRS 4410: The standard for today’s compilation engagements
As more and more smaller entities become exempt from audit 
requirements, small- and medium-sized practices (SMPs) will need 
to focus more on providing other services if their businesses are 
to survive and prosper. In addition, demand for non-audit services, 
in particular accounting and compilation services, is growing, as 
evidenced by the results of recent IFAC SMP Quick Polls.

Helping to meet the demands of this growing market is the 
release in March 2012 by the International Auditing and Assurance 
Standards Board (IAASB) of the International Standard on Related 
Services (ISRS) 4410 (Revised), Compilation Engagements, which 
is effective for compilation reports dated on or after 1 July 2013. 
The IFAC SMP Committee monitored the development of the 
standard and submitted comment letters at all key stages, from 
project proposal through to the release of the final standard. Set 
out in an easy-to-read format, with objectives, requirements, and 
application and other explanatory material, the standard can be used 
by professional accountants in public practice for a wide range of 
engagements for which assurance on the reported information is 
not required. 

To learn more about the IFAC SMP Committee and to access 
numerous SMP resources (all free of charge), visit the SMP area of 
the IFAC website: www.ifac.org/SMP.

SA’s top 100 listed companies make positive progress on 
corporate reporting
South Africa’s top 100 companies listed on the JSE have made 
positive progress in their corporate reporting initiatives, yet there 
remain areas for improvement, according to a report released by 
professional services firm PwC.

The purpose of PwC ‘s ‘Moving from principle to practice: Corporate 
reporting survey’ is to assess reporting by entities both in terms of 
the King III Report, which became effective for all companies listed 
on the JSE with financial years commencing on or after 1 March 
2010, and selected benchmarks arising from current developments 
in integrated reporting. The survey process involved an analysis 
of the integrated reports of the top 100 companies on the JSE for 
their financial periods beginning on or after 1 January 2011. The 
study focuses on pivotal areas contained in the King III Report, 
such as boards and directors; ethical leadership; the governance of 
information technology; the audit committee; compliance with law 
and rules and integrated reporting. To read more about this report, 
please visit www.pwc.com.  
 
Grant me a career as a Chartered Accountant
The Thuthuka Bursary Fund Trustees recently held a dinner in honour 
of Grant Gelink, retiring CEO of Deloitte and TBF Trustee, to thank 
him for his long-standing service and commitment to matters of 
transformation.

When SAICA appointed Grant Gelink as a trustee of the Thuthuka 
Bursary Fund, they could not have made a better choice. Gelink 

made the time in his busy schedule to serve as an effective trustee, 
in addition to the worthy contributions he made to the various other 
bodies that he served on during his career. 

Says Gelink with passion: “Certainly Thuthuka has added to the pool 
of potential chartered accountants. I think the profession is doing all 
it can in terms of participation. However, we need to drive what we 
are already doing intensively to achieve better results”.

Chantyl Mulder, Senior Executive: Transformation at SAICA:  said, 
”Grant, SAICA wishes to thank you for your tireless efforts in 
promoting the profession, for your valuable input regarding the CA 
profession and, more importantly, for your significant contribution to 
the TBF. Enjoy a well-deserved retirement.”

Nthato Selebi, Project Director: TBF, noted that: “Grant Gelink has 
made a titanic contribution to the Thuthuka Bursary Fund. He has 
been a part of the great strides that Thuthuka has made in the last 
few years, providing invaluable support, recommendations and 
much food for thought. We at SAICA and the profession in general 
wish him well in his future endeavours.”

We are number one
South Africa’s has been ranked as the world’s number one for 
auditing and reporting standards by the World Economic Forum 
(WEF), out of 144 economies worldwide that are annually rated. 

Every year the WEF publishes its Global Competitiveness Report, 
in which South Africa has featured strongly for several years in 
corporate reporting and audits.  We have ranked first for three 
consecutive years – 2010 to 2012 – after an impressive move up 
from second place in 2009 and fourth place in 2008. 

South Africa also achieved a top ranking in this year’s WEF survey for 
the efficacy of corporate boards, the regulation of securities exchanges 
and for our legal rights index. According to the Independent Regulatory 
Board for Auditors (IRBA), this consistent performance as number one 
gives foreign investors confidence in our reporting standards.

For more information on the 2012 WEF Global Competitiveness 
Report, please visit www.weforum.org – South Africa’s country 
profile is on pages 324-5. asa

This consistent performance 
as number one gives foreign 
investors confidence in our 
reporting standards.
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updates|technical

SAICA revises Guide on pro forma financial information

The Guide on Pro Forma Financial Information (Guide) has been 
revised to:
• Update it for amendments made to the JSE Listings 

Requirements and terminology changes made to International 
Financial Reporting Standards (IFRSs) since the Guide was 
issued in 2005 

• Clarify the definition of intangible assets 
• Clarify and provide additional guidance on the reporting period 

for the subject matter of the corporate action, adjustment 
columns, transaction costs, the provisional purchase price 
allocation exercise of a business combination and the 
prohibition on presenting additional earnings per share figures 

• Remove the reporting accountants’ guidance, which 
will henceforth be provided in ISAE 3420 – Assurance 
Engagements to Report on the Compilation of Pro-forma 
Financial Information Included in a Prospectus, and any 
relevant guidance issued by the Independent Regulatory Board 

Accounting

Assurance
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for Auditors. ISAE 3420 is effective for assurance reports issued 
on or after 31 March 2013. Thus only the reporting accountants’ 
guidance contained in the 2005 version of the Guide on Pro Forma 
Financial information will remain relevant until 31 March 2013.

The Revised Guide on Pro forma Financial Information can be 
downloaded from the SAICA website.

Draft Chapter 6 of IFRS 9 – Financial Instruments on Hedge 
Accounting issued

During September 2012, the International Accounting Standards 
Board (IASB) posted the draft of the forthcoming general hedge 
accounting requirements that will be added to IFRS 9 – Financial 
Instruments. The IASB is not seeking comments on the draft, 
but it has been published for information purposes to enable 
constituents to familiarise themselves with the new hedge 
accounting requirements. The draft will remain on the IASB 
website until early December 2012, after which time the IASB 
intends to proceed to finalise Chapter 6 of IFRS 9. 

Trustees appoint Asia-Oceania Office Director

The Trustees of the IFRS Foundation have announced the 
appointment of Mitsuhiro Takemura as the incoming Office 
Director of its Asia-Oceania liaison office. Takemura will take 
responsibility for Asia-Oceania liaison operations and will assist 
the IFRS Foundation and the IASB in developing the liaison office 
into a regional research hub that will support their research and 
fact-finding activities. He will also be the first point of contact for 
local stakeholders interested in, or affected by, the work of the 
IASB and will work with stakeholders across the Asia-Oceania 
region to identify activities that can further enhance and facilitate 
this region’s contribution to IASB standard-setting. 

The Asia-Oceania liaison office was opened in October 2012 and 
is located in Tokyo, Japan. Mitsuhiro Takemura was a Technical 
Fellow at the IASB, a former member of the technical staff of the 
Accounting Standards Board in Japan, and also has extensive 
experience in auditing.

The dti warns the public of fraudulent B-BBEE certificates

The Department of Trade and Industry (dti) recently issued a 
statement warning the public about individuals that are issuing 
fraudulent Broad-Based Black Economic Empowerment (B-BBEE) 
certificates.

If an entity is found in possession of a fraudulent B-BBEE 
certificate, the entity’s status will be amended in accordance with 
the provision of the law, which may include - but is not limited 
to - inclusion by the National Treasury on the central Database 
of Restricted Suppliers, which will prohibit the entity from 
conducting business with the public sector. Other legal remedies 
may also be taken against that entity.

The Members of the public are urged to check the validity of the 
B-BBEE certificates by following the correct channels. For further 
information, visit the dti website at www.dti.gov.za
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Financial Services

`

The Tax Administration Act, 2011 (Act No. 28 of 2011)

The President issued a proclamation on 14 September 2012 
on the coming into operation of most provisions of the Tax 
Administration Act.  

In terms of this proclamation, the provisions of the Tax 
Administration Act, 2011 (Act No. 28 of 2011) commenced on 
1 October 2012. This proclamation excludes certain specific 
provisions relating to the general principle of the levying of 
interest (that SARS may calculate interest on the daily balance 
owing and compound monthly), the periods in respect of which 
interest will be levied on provisional tax liabilities, and the rate of 
interest in respect of refunds of employee tax and provisional tax.  

The Financial Services Boards (FSB) extends RE examination 
deadline

The deadline for writing the first level Regulatory Examinations 
is extended to 31 March 2013. The extension only applies to 
candidates who have written the examinations at least once 
before 30 June 2012. The FSB will conduct workshops to assist 
candidates with preparing for these examinations. For further 
information, visit http://www.risksa.com/re-exam-deadline-
extended/.

Treating Customers Fairly (TCF) self-assessment tool

The FSB published a new self-assessment tool enabling regulated 
financial firms to assess their readiness in delivering the six 
‘treating customers fairly’ (TCF) outcomes. Once fully implemented, 
firms will need to demonstrate that controls and measures are 
in place that provide evidence of the extent to which they are 
delivering the required TCF outcomes. For further information, visit 
the FSB website at http://www.fsb.co.za/TCF/tcfhome.htm

Appeals to the FIC Act Appeal Board

Sanctions imposed in terms of the Financial Intelligence Centre 
(FIC) Act on accountable or reporting institution may be appealed 
to the FIC Act Appeal Board. The process includes a R10 000 
appeal fee and completion of the notice of appeal form in writing 
by the appellant within 30 days of receiving the sanction.  For 
further information, visit: https://www.fic.gov.za/DownloadContent/
NEWS/PRESSRELEASE/120824%20FIC%20Website%20
Notice%20on%20Appeals%20process_final.pdf.  asa

Taxation
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When I was a little younger I was heavily involved in 
the development of the IFRS as the ‘Chairman of the 

Harmonisation Committee,’ which entailed attending scores of 
meetings to discuss the exposure drafts and travelling to Malaysia 
to sit on the IASC.  An enormous amount of time, energy and 
money was spent on developing these standards. Although I do 
not necessarily agree with every aspect of them, e.g. straight lining 
of leases, expensing options issued to staff, revaluing investment 
properties through profit and loss, and so on (who does?), but IFRS 
is the best framework we have for preparing and presenting the 
results of the operations of listed companies. When evaluating the 
results of company operations to arrive at economic reality, analysts 
can always make adjustments for IFRS quirks..

Listed companies spend a fortune in preparing and obtaining audit 
opinions on their reported results. As a sophisticated analyst, I 
value these audited financial statements to provide the information 
I need to assess the performance and the value of the shares of 
these companies. However, on receiving annual reports in the 
new format called the ‘integrated annual report? I was horrified to 
find that certain companies are no longer supplying these financial 
statements to interested parties. 

On contacting the first company to omit the audited financial 
statements I was told:  “Nobody is interested in these accounts 
and we have not had any requests for them.” A company with a 
capitalised value of R185 billion informed me that they had only 
printed 100 sets of audited IFRS financial statements and did 

not have any left. Another company told me that I can go to their 
website and download an Excel version of their audited financial 
statements!

I supply a service to over 1 000 private individual investors in which 
I extract the financial information from the financial statements, 
modify it to arrive at economic reality, prepare a simplified statement 
of financial position, financial performance and cash flows going back 
seven years, run the du Pont financial analysis system on the results 
and value the shares. I need reliable audited financial statements 
prepared on a standardised framework to enable me to provide this 
service. This is what I worked for all these years and I now find that 
audited IFRS financial statements have been demoted to ‘an Excel 
spreadsheet on our website’. 

South Africa was one of the first countries in the world to lend their 
hand to the development of these standards and one of the first 
countries to embrace them. Am I to read into the latest trend that 
we are going to be the first country to walk away from the whole 
initiative? Have soft issues like which ISO certificate the company was 
awarded and how many meetings a director has attended, become 
more important than the audited financial position, performance and 
cash flows, with notes supporting each aspect?

I do agree that IFRS is overkill. For example, we could spare many 
trees if we changed a few simple aspects such as:
• Publishing one paragraph saying that the company is in 

compliance with IFRS instead of each company re-writing each 
standard.

• Publishing one sentence saying that the expected changes to 
the standards have been assessed and will have little effect on 
the future results, instead of listing the details of each and every 
change. The JSE or SAICA could publish a summarised list of 
changes for analysts.  

• Cutting down on the detail required by IFRS 7. All that is needed 
is to assure users that the various risks are being monitored. The 
users cannot do anything about these anyway.

• Publishing a simple table listing the total options expected to 
be exercised each year in the future, together with the average 
exercise prices (that is what we need to assess the possible 
dilution in future value), and the extent that each director has 
benefited from these options  - instead of two pages of details 
listing each and every option awarded.

If we could change simple things such as the above, we would not 
have to resort to publishing two sets of financials, one in Microsoft 
Excel on the company’s website and one in its ‘integrated annual 
report’. I wonder how many investors read the summarised version 
and how many analysts use these?

To those companies that have chosen to stop sending their audited 
IFRS financial statements to users who need them, may I present 
you with the Darwin Award for Poor Financial Reporting. No need to 
publish names – you know who you are. asa

on his high horse
DARWIN AWARD FOR POOR FINANCIAL REPORTING

Charles Hattingh CA(SA), Chartered Financial Analyst, is the Managing Member of P C Finance Research cc. 

commentary|fullstop
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your company culture
IS IT AT RISK OF FRAUD?

Kevin Phillips CA(SA) is MD of idu Software.

commentary|budget
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Most accountants and auditors know 
the ‘fraud triangle’: the combination 

of incentive, opportunity and rationalisation 
that creates a risk that an employee will 
attempt to defraud their company. 

But the fraud triangle alone isn’t enough. 
In the wake of Enron and other high-profile 
corporate disasters of the past decade, 
there has been a new focus on how 
factors at the organisational level - not 
just the individual level - can increase the 
risk of fraud. Chief among these is that 
nebulous aspect called ‘organisational 
culture’. 

One of the enduring mysteries of 
Enron is how a company that boasted 
a highly-regarded set of management 
controls could implode so spectacularly. 

The consensus now is that under the 
leadership of charismatic CEO Jeff Skilling, 
those controls were systematically 
undermined and subverted. Employees 
were under immense pressure to deliver 
more and more spectacular results or 
face losing their jobs. Bad news was not 
allowed, information was strictly controlled 
and feedback restricted. 

In a culture like this, honest people can 
quickly lose their moral bearings and 
may commit fraud without even knowing 
it. If your entire organisation is united 
in praising you for delivering profits 
no matter what it takes, then making 
subtle adjustments to the numbers – 
booking that sale a bit early or offering an 
‘incentive’ for the deal – can soon come to 
seem trifling and routine. 

The lesson of all history, from Stalin’s Russia 
to Enron and beyond, is that if the boss 
makes massaging the numbers a condition 
of staying alive or keeping your job, you will 
massage the numbers. 

So an organisational culture that sets 
unrealistic targets, and punishes people 
for failing to meet those targets, is already 
setting itself up for fraud. But the crucial 
ingredient, as at Enron, is that information 
flows must be compromised: something 
must happen that makes the official story 
diverge dangerously from reality. Maybe 
those at the top are so removed from the 
original source of information they have no 
way of checking it; maybe the information is 
so complex it defies proper understanding; 
or possibly there’s just so much of it there is 
no way to separate the signal from the noise. 



The antidote to all of this is transparency. The larger the number 
of people who can see and understand what’s going on, the 
lower the chance that any one of them will step out of line. 
When less is hidden, you get better information available for 
decision making. 

To achieve this transparency, relevant financial information 
needs to be freely shared. It should not be confined to the few 
in the organisation trained in accounting, but among everyone 
who is responsible for a budget. That means making it easy 
to understand and easy to access. Accurate reports, available 
on time and in a format that makes sense to most people, are 
crucial. 

Even ten years ago this was hard to achieve, but with today’s 
online access to central data stores - there is no longer any 
excuse. It’s now easy to give everyone an intelligible view of the 
numbers that matter to them, up to date and in a way they can 
understand. If your organisation isn’t already doing this, how 
much longer can you afford to wait? asa  mark@accfin.co.za | www.accfin.co.za 
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fi nancial
management

in Focus

The book, Financial Management has been very 
successful for over 25 years. What do you ascribe 
this to? 
Although the book has been around for a long time, the 
book has constantly evolved to re� ect the signi� cant 
changes that have occurred in � nancial markets, 
� nancial theory, and the teaching of corporate � nance. 
The 7th edition published in 2011 was written in line 
with SAICA’s Competency Framework, which added 
about 300 pages to the book. To be successful, you 
need to have a passion for corporate � nance, which 
we think is re� ected in our commitment to the book. 
In relation to how the book is written, our approach 
has been less formal as we view writing as a series of 
conversations with our readers.

How did the book come about?
David Flynn, Enrico Uliana and Michael Wormald (the 
co-authors) and I got together and over a few glasses 
of � ne wine (from Enrico’s cellar) we decided that we 
should write a textbook speci� cally geared for South 
Africa. Although the American and British textbooks 
were of a high standard, we believed that there was 
a need for a book that met the needs of South African 
students. The rand had also fallen signi� cantly at 
the time and we wanted to o� er students value for 
money when purchasing a � nance textbook. Over 
the years, the increasing professional demands on my 
co-authors required that I assume a greater role in the 
book, which I have done for the 6th and 7th editions.

Financial Management is prescribed at 21 
universities in South Africa and the book has 
been a major force in the teaching of corporate 
� nance and � nancial management. Why is this?
We tried to understand the needs of lecturers and 
students as well as practitioners. We have focused 
on South African � nancial markets, how South 
African tax legislation impacts on � nance, and have 
included questions that are aligned to SAICA’s � nal 
qualifying examination. This essentially makes it easier 
for students and lecturers to deal with the complex 
and ever-changing requirements of practice and the 
profession. We have tried to write simply and have 
used examples extensively to explain � nancial theory.

Is the book aimed only at students or also at 
practitioners?
We � nd that the book has become a reference 
work for practitioners as well. So, we always include 
real-world applications and data that may assist 
practitioners to apply � nance theory. For example, 
we include a section on how to estimate the CAPM 
parameters in South Africa, as well as how to use Excel 
� nancial models to assist in decision-making. We also 
ensure that we are up to date with the latest changes 
in industry and how these a� ect corporate � nance 
decisions.

What have been the most dramatic changes in 
� nance over the last 10 years?
The practice of � nancial risk management and use 
of derivatives have become pervasive in corporate 
� nance. For example, about 20% of SABMiller’s total 
asset value is in the form of derivatives. We have 
signi� cantly expanded the section on � nancial risk 
management, the valuation of options and futures, 
interest rate swaps, currency forward contracts, 
duration, � oors caps and collars and securitisation. 
These issues can be complex, so we have used clear 
explanations and simple examples in the text.

The global � nancial crisis signi� cantly a� ected 
working capital policies, dividend policies, the cost 
of capital and capital structure policies of South 
African companies. For example, we examine Anglo 
American’s decision to not pay a dividend for the � rst 
time since World War II and Sasol’s decision to raise its 
cost of capital following on from the global � nancial 
crisis.

The use of � nancial modelling is now widespread and 
each chapter includes Excel � nancial models. We have 
included a separate chapter on business planning and 
� nancial modelling. There is greater market volatility 
and there have been signi� cant changes in long-term 
interest rates. At the same time, Warren Bu� ett retains 
an iconic presence and has become more in� uential 
over time. So we have included sections on what 
Warren Bu� ett thinks in the book.

What would you regard to be the enduring 
impact of the book?
South Africa is an emerging market with signi� cant 
challenges. It is imperative that we focus on education 
to ensure transformation of our society. If the book 
helps with ensuring that more South Africans 
understand the theory and practice of � nance, then 
we feel that we have played a worthwhile role. It is a 
competitive environment, but we believe that South 
African students should have the best and most 
relevant textbook to ensure that their education in 
� nancial management is given the greatest chance of 
success. Anything less would be unethical and unfair 
to our students.

Carlos Correia talks about the history behind Juta’s Financial Management

About Carlos: 
Carlos Correia, B.Com (Hons) M.Com (Cape 
Town) CA(SA), completed Articles with 
Deloitte and is currently a Professor at the 
University of Cape Town. Correia was Head 
of the Managerial Accounting and Finance 
division of the Department of Accounting 
at UCT for many years.  He is currently 
co-convenor of the Masters in Finance 
programme at UCT. Carlos has published 
widely and consults on valuations and cost 
of capital to major corporations.
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“The 7th edition of Financial Management 
by Correia et al is simply superb. It 
comprehensively covers the Financial 
Management aspects in SAICA’s 
Competency Framework. In addition, it 
serves as a useful reference tool for financial 
managers and executives generally. It is 
unusual to find a textbook that provides all 
the material and more needed by aspiring 
CA(SA)’s and caters for professionals in 
practice. I particularly liked the inclusion 
of emerging theories such as Behavioural 
Finance and the appendices to chapters 
which contain views and thoughts of 
leading academics and practitioners.”

Greg Beech 
Member of the Examinations Committee 
of the South African Institute of Chartered 
Accountants (SAICA) and Chair of the 
Financial Management Sub-committee.

“Financial Management provides a source 
of concept-rich scenarios for tutorials, and 

has also helped immensely in the migration 
to the competency-based framework. An 

invaluable resource at both undergraduate 
and postgraduate levels.”

Professor Gary Swartz CA (SA) MCom (WITS) 
Associate Professor and Division Head: 

Management Accounting and Finance
University of the Witwatersrand

School of Accountancy

“Financial Management’s comprehensive 
coverage, alignment to SAICA’s 

Competency Framework, contemporary 
South African applications as well as a wide 
selection of end of chapter problems make 
it a valuable resource supporting teaching 

and learning in Corporate Finance.” 

Professor Nicholas Wood
Associate Professor – Managerial Accounting & Finance

School of Accounting, Economics and Finance
University of KwaZulu-Natal

“A valuable teaching and learning resource 
complemented by its excellent support 

material. Financial Management not only 
helped me succeed as a student but is doing 

the same for many of my NMMU students. 
The text is outstanding at adding value in the 

learning process.”

Johnathan Dillon CA (SA)
Discipline Leader & Sub-Head (Department 

of Management Accounting)
School of Accounting

Nelson Mandela Metropolitan University

“The book, as it has become known amongst 
the academic community, is legendary. It is a 

comprehensive, academic work which serves as a 
fantastic base from which one can develop a depth 

of knowledge amongst students in the financial 
management domain. The technical financial 

management knowledge of a large portion of the 
accounting and finance profession in South Africa 

can be attributed to the book.”

Gregory Plant 
Senior Lecturer

Department of Financial Management
University of Pretoria
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Now in its 7th edition, Financial Management is the leading text on the theory and application of 

corporate finance in southern Africa. Set against the backdrop of the world economy and financial crisis 

and recovery, and subsequent developments in financial markets, this new edition makes reference to 

real world applications and financial decisions undertaken by South African companies. 

In particular, the 7th edition contains an expanded focus on corporate strategy and financial risk 

management. The principles and requirements of SAICA’s SA Competency Framework have been 

strictly adhered to, as far as it relates to financial management. The book also incorporates all the current 

developments and relevant legislation that affect corporate finance, corporate governance, capital markets 

and tax legislation, namely:

• new Companies Act of 2008 

• King III
• International Financial Reporting Standards (IFRS) 

New sections on corporate restructurings, turning around financially troubled businesses and explanations 

of the likely workings of new business rescue provisions (Chapter 6 of the new Companies Act) have 

been included. The book includes a new chapter on business planning and financial modelling, and 

extensive use is made of Excel™ models to explain each topic in finance.  In addition, sections on cost 

of capital and operating leases, BEE financing structures and interest rate swaps have been revised and 

expanded.  The role of hedge funds, CFDs, the use of put-call parity, behavioural finance, currency 

swaps and the application of Section 24J in determining the cost of capital are also new topics. Many 

chapters have references to the views of Warren Buffett on each topic.  

Instructors are encouraged to visit www.jutaacademic.co.za which offers complete solutions to all the 

questions in each chapter, PowerPoint presentations, Excel™ solutions for selected questions, additional 

questions with solutions and Excel™ models for selected working examples and topics in the book.

Recommended for

• undergraduate and postgraduate BCom or business students 

• practising accountants

• internal and independent auditors 

• business managers, strategists and analysts

• managers/students undertaking courses at business schools. 

About the authors
The authors are professors at the University of Cape Town and have wide experience in lecturing and 

consulting, both locally and abroad. As consultants they bring their knowledge of the application of 

corporate finance theory to this publication. 
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The book, Financial Management has been very 
successful for over 25 years. What do you ascribe 
this to? 
Although the book has been around for a long time, the 
book has constantly evolved to re� ect the signi� cant 
changes that have occurred in � nancial markets, 
� nancial theory, and the teaching of corporate � nance. 
The 7th edition published in 2011 was written in line 
with SAICA’s Competency Framework, which added 
about 300 pages to the book. To be successful, you 
need to have a passion for corporate � nance, which 
we think is re� ected in our commitment to the book. 
In relation to how the book is written, our approach 
has been less formal as we view writing as a series of 
conversations with our readers.

How did the book come about?
David Flynn, Enrico Uliana and Michael Wormald (the 
co-authors) and I got together and over a few glasses 
of � ne wine (from Enrico’s cellar) we decided that we 
should write a textbook speci� cally geared for South 
Africa. Although the American and British textbooks 
were of a high standard, we believed that there was 
a need for a book that met the needs of South African 
students. The rand had also fallen signi� cantly at 
the time and we wanted to o� er students value for 
money when purchasing a � nance textbook. Over 
the years, the increasing professional demands on my 
co-authors required that I assume a greater role in the 
book, which I have done for the 6th and 7th editions.

Financial Management is prescribed at 21 
universities in South Africa and the book has 
been a major force in the teaching of corporate 
� nance and � nancial management. Why is this?
We tried to understand the needs of lecturers and 
students as well as practitioners. We have focused 
on South African � nancial markets, how South 
African tax legislation impacts on � nance, and have 
included questions that are aligned to SAICA’s � nal 
qualifying examination. This essentially makes it easier 
for students and lecturers to deal with the complex 
and ever-changing requirements of practice and the 
profession. We have tried to write simply and have 
used examples extensively to explain � nancial theory.

Is the book aimed only at students or also at 
practitioners?
We � nd that the book has become a reference 
work for practitioners as well. So, we always include 
real-world applications and data that may assist 
practitioners to apply � nance theory. For example, 
we include a section on how to estimate the CAPM 
parameters in South Africa, as well as how to use Excel 
� nancial models to assist in decision-making. We also 
ensure that we are up to date with the latest changes 
in industry and how these a� ect corporate � nance 
decisions.

What have been the most dramatic changes in 
� nance over the last 10 years?
The practice of � nancial risk management and use 
of derivatives have become pervasive in corporate 
� nance. For example, about 20% of SABMiller’s total 
asset value is in the form of derivatives. We have 
signi� cantly expanded the section on � nancial risk 
management, the valuation of options and futures, 
interest rate swaps, currency forward contracts, 
duration, � oors caps and collars and securitisation. 
These issues can be complex, so we have used clear 
explanations and simple examples in the text.

The global � nancial crisis signi� cantly a� ected 
working capital policies, dividend policies, the cost 
of capital and capital structure policies of South 
African companies. For example, we examine Anglo 
American’s decision to not pay a dividend for the � rst 
time since World War II and Sasol’s decision to raise its 
cost of capital following on from the global � nancial 
crisis.

The use of � nancial modelling is now widespread and 
each chapter includes Excel � nancial models. We have 
included a separate chapter on business planning and 
� nancial modelling. There is greater market volatility 
and there have been signi� cant changes in long-term 
interest rates. At the same time, Warren Bu� ett retains 
an iconic presence and has become more in� uential 
over time. So we have included sections on what 
Warren Bu� ett thinks in the book.

What would you regard to be the enduring 
impact of the book?
South Africa is an emerging market with signi� cant 
challenges. It is imperative that we focus on education 
to ensure transformation of our society. If the book 
helps with ensuring that more South Africans 
understand the theory and practice of � nance, then 
we feel that we have played a worthwhile role. It is a 
competitive environment, but we believe that South 
African students should have the best and most 
relevant textbook to ensure that their education in 
� nancial management is given the greatest chance of 
success. Anything less would be unethical and unfair 
to our students.

Carlos Correia talks about the history behind Juta’s Financial Management

About Carlos: 
Carlos Correia, B.Com (Hons) M.Com (Cape 
Town) CA(SA), completed Articles with 
Deloitte and is currently a Professor at the 
University of Cape Town. Correia was Head 
of the Managerial Accounting and Finance 
division of the Department of Accounting 
at UCT for many years.  He is currently 
co-convenor of the Masters in Finance 
programme at UCT. Carlos has published 
widely and consults on valuations and cost 
of capital to major corporations.
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“The 7th edition of Financial Management 
by Correia et al is simply superb. It 
comprehensively covers the Financial 
Management aspects in SAICA’s 
Competency Framework. In addition, it 
serves as a useful reference tool for financial 
managers and executives generally. It is 
unusual to find a textbook that provides all 
the material and more needed by aspiring 
CA(SA)’s and caters for professionals in 
practice. I particularly liked the inclusion 
of emerging theories such as Behavioural 
Finance and the appendices to chapters 
which contain views and thoughts of 
leading academics and practitioners.”

Greg Beech 
Member of the Examinations Committee 
of the South African Institute of Chartered 
Accountants (SAICA) and Chair of the 
Financial Management Sub-committee.

“Financial Management provides a source 
of concept-rich scenarios for tutorials, and 

has also helped immensely in the migration 
to the competency-based framework. An 

invaluable resource at both undergraduate 
and postgraduate levels.”

Professor Gary Swartz CA (SA) MCom (WITS) 
Associate Professor and Division Head: 

Management Accounting and Finance
University of the Witwatersrand

School of Accountancy

“Financial Management’s comprehensive 
coverage, alignment to SAICA’s 

Competency Framework, contemporary 
South African applications as well as a wide 
selection of end of chapter problems make 
it a valuable resource supporting teaching 

and learning in Corporate Finance.” 

Professor Nicholas Wood
Associate Professor – Managerial Accounting & Finance

School of Accounting, Economics and Finance
University of KwaZulu-Natal

“A valuable teaching and learning resource 
complemented by its excellent support 

material. Financial Management not only 
helped me succeed as a student but is doing 

the same for many of my NMMU students. 
The text is outstanding at adding value in the 

learning process.”

Johnathan Dillon CA (SA)
Discipline Leader & Sub-Head (Department 

of Management Accounting)
School of Accounting

Nelson Mandela Metropolitan University

“The book, as it has become known amongst 
the academic community, is legendary. It is a 

comprehensive, academic work which serves as a 
fantastic base from which one can develop a depth 

of knowledge amongst students in the financial 
management domain. The technical financial 

management knowledge of a large portion of the 
accounting and finance profession in South Africa 

can be attributed to the book.”

Gregory Plant 
Senior Lecturer

Department of Financial Management
University of Pretoria
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Now in its 7th edition, Financial Management is the leading text on the theory and application of 

corporate finance in southern Africa. Set against the backdrop of the world economy and financial crisis 

and recovery, and subsequent developments in financial markets, this new edition makes reference to 

real world applications and financial decisions undertaken by South African companies. 

In particular, the 7th edition contains an expanded focus on corporate strategy and financial risk 

management. The principles and requirements of SAICA’s SA Competency Framework have been 

strictly adhered to, as far as it relates to financial management. The book also incorporates all the current 

developments and relevant legislation that affect corporate finance, corporate governance, capital markets 

and tax legislation, namely:

• new Companies Act of 2008 

• King III
• International Financial Reporting Standards (IFRS) 

New sections on corporate restructurings, turning around financially troubled businesses and explanations 

of the likely workings of new business rescue provisions (Chapter 6 of the new Companies Act) have 

been included. The book includes a new chapter on business planning and financial modelling, and 

extensive use is made of Excel™ models to explain each topic in finance.  In addition, sections on cost 

of capital and operating leases, BEE financing structures and interest rate swaps have been revised and 

expanded.  The role of hedge funds, CFDs, the use of put-call parity, behavioural finance, currency 

swaps and the application of Section 24J in determining the cost of capital are also new topics. Many 

chapters have references to the views of Warren Buffett on each topic.  

Instructors are encouraged to visit www.jutaacademic.co.za which offers complete solutions to all the 

questions in each chapter, PowerPoint presentations, Excel™ solutions for selected questions, additional 

questions with solutions and Excel™ models for selected working examples and topics in the book.

Recommended for

• undergraduate and postgraduate BCom or business students 

• practising accountants

• internal and independent auditors 

• business managers, strategists and analysts

• managers/students undertaking courses at business schools. 

About the authors
The authors are professors at the University of Cape Town and have wide experience in lecturing and 

consulting, both locally and abroad. As consultants they bring their knowledge of the application of 

corporate finance theory to this publication. 
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simplifying financial reporting 
FOR MICRO ENTITIES

Sue Ludolph CA(SA) is Project Director: Financial Reporting at SAICA.
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The rules have become 
increasingly complex and 
complying with them can 
be lengthy and confusing.

The more complicated things are, the more they need to be 
simplified. The economic meltdown that triggered the worst 

global recession since the 1930s, threw the world into financial 
disarray.  Established business methods had failed and there 
was an urgent need for financial transparency with tighter rules 
and regulations. These new standards are compelling financial 
institutions and businesses to adhere to stricter codes of conduct. 
They have become increasingly complex and complying with them 
can be lengthy and confusing. 

Robust economic activity by small- and medium-sized entities (SMEs) 
is a widely acknowledged route out of the current economic impasse, 
but in South Africa SMEs must also adhere to the financial reporting 
standards required by the Companies Act of 2008. The unnecessarily 
complicated regulations contained in this Act hinder rather than help 
small business development. Clarifying and simplifying these are 
urgently required for both SMEs and micro entities.  

In 2007 SAICA issued an exposure draft of a framework for financial 
reporting for SMEs (International Financial Reporting Standard 
[IFRS] for Small- and Medium-sized Entities), followed by a final 
draft in 2009. Although intended to offer financial reporting relief 
for SMEs, many accountants and small business owners called for 
a simpler framework. In June 2012 SAICA announced that it would 
not continue developing a separate micro entity standard.  Since 
being established in 2008, the Micro GAAP working group had 
published several Exposure Draft iterations, but these were still too 
similar to the IFRS for SMEs framework. 

The Accounting Practices Board (APB) accepted the 
recommendation of the Accounting Practices Committee (APC) 
that  the various categories of users would be confused by two 
alternative second tier frameworks in addition to a third tier option. 
It was also put forward that the costs involved would be too high 
for the close corporations that would be required to step up to this 
level of financial reporting, if made mandatory. 

The APB and its successor body, the Financial Reporting Standards 
Council (FRSC), took the view that  a third tier framework should 
not be imposed and that close corporations and micro entities 
should be allowed to choose their own accounting policies, or 
following simple, tax-based accounting rules. The APB consequently 
decided not to issue a Statement of GAAP on this. 

It was imperative to develop application guidelines to assist micro 
entities that are currently applying the IFRS for SMEs, those 
applying SA GAAP and will be transitioning to IFRS for SMEs once 
SA GAAP has been withdrawn, as well as those wanting to comply 
with a recognised financial reporting framework, but face numerous 
challenges in practically preparing their accounts.  

To this end, SAICA and the APC developed an electronic guide 
on how to use IFRS for SMEs in a micro entity. This electronic 

guide is comprehensive and easy to follow, with illustrative 
financial statements, application examples, case studies, a 
user checklist and a disclosure checklist. Available for purchase 
through www.saica.co.za, this guide is based on the IFRS 
for SMEs and enables business accounts to be audited or 
independently reviewed.

SAICA’s ‘Guide on Applying IFRS for SMEs for micro entities’ 
has been accepted by the International Accounting Standards 
Board (IASB) as a potential international solution for micro 
entities. Paul Pacter, an IASB member and chairman of the 
SME Implementation Group noted: “The IFRS for SMEs has 
been a remarkable success story with around 80 jurisdictions 
having already adopted or planning to adopt the 230 page 
standard.” Further to this, the staff of IASB is developing 
guidance to help micro-sized entities apply the IFRS for Small- 
and Medium-sized Entities (IFRS for SMEs). 

The international definition for micro entities issued by the 
IASB is likely to categorise these as being larger than South 
Africa’s version of micro entities and it will likely delete the 
sections of the standard that are not applicable to a micro 
entity and reduce the IFRS for SMEs without modifying any 
principles of recognition. The IASB’s document is expected to 
be circulated for comment  next year. 

It is important to note that the IASB does not offer the 
application guidance, examples, illustrative financial statements  
and checklists that are available as part of  the SAICA guide. 

SAICA continues to lead in international financial reporting 
standards, having already published a textbook about applying 
the full IFRS to SMEs and developing an electronic guide on 
the application of IFRS for SMEs for micro entities that other 
countries in Africa and around the world are interested in 
adopting. 

Regular CPD training is provided on this subject and half or full 
day seminars are also available. For more information please 
contact seminars@saica.co.za  or visit www.saica.co.za. asa
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business planning for 2013
AND YOUR GOLDEN YEARS

Mark Lloydbottom CA(SA) is an author and consultant at Mark Lloydbottom Consulting.

What comes to mind when you 
hear mention of a business plan? 

Perhaps it is the ability to communicate 
the direction and strategies for the 
business, or perhaps a document that 
enables the business owner to formulate 
or communicate future direction and plans.

Just as when you embark on a journey, 
your GPS provides guidance on the best 
options for getting from A to B as directly 
as possible. So too does your business 
plan set out your intended destination and 
maps the strategies for accomplishing the 
mission. 

When meeting other delegates attending 
the 2012 Practice Management 
Conferences, I discovered that only half 
admitted to having any business plan at all. 
With 2013 just around the corner, investing 
time now in developing your business plan 
will benefit you in two important respects: 
• You and your team will be better able 

to work to achieve your objectives – 
providing everyone with the challenge 
of stretching their performance.

• You will personally benefit from 
knowing the difference planning 
makes, and this will provide the 
internal energy, belief and enthusiasm 
to tell your clients about the 
importance of planning – and how you 
can help them with it.

To ‘walk the talk’, I will share my plans 
for a series of articles over the next year. 
In these, I will be looking at some of 
the key strategies that help make firms 
more successful and more profitable, 
and how you can further enhance the 
enjoyment you derive from working in your 
business. I see each article as a piece of 
a jigsaw – each in its own way revealing 
and challenging. But by the time you have 
framed the complete picture, I believe 
you will have embarked on your own 
internally initiated journey of discovery and 
improvement.

Sharpening the focus
Perhaps it is an unusual place to start, 
but I would ask you first to consider your 
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plan for the ‘end game’. No matter what 
your age, a slower pace of life should be 
on your agenda sooner or later. So, how 
are your personal finances? What income 
do you envisage being required when 
the regular visits to the office no longer 
beckon? Is your planning on track? What 
‘margin’ do you have? How much will 
you need to save from now until the day 
you no longer have to walk through the 
office door? Quite apart from the obvious 
benefits to yourself, securing your own 
finances will serve as a driver when face 
to face with clients to ask them: “Do you 
know how much you would need to live on 
if you were to stop work today?” If you are 
confident about your own finances you will 
be better qualified to discuss such matters 
with clients.

When I was 40 years old, Jerry Atkinson, 
the founder and MP of Atkinsons, 
Albuquerque, USA, told me to have my 
‘go to hell money’ saved by the time I 
was 55. I wasn’t exactly sure what he 
meant, but he enlightened me that it was 
about having adequate personal wealth 
so that the journey to work was no longer 
a financial necessity. This had a profound 
impact on me, and, yes, I sold all my 
business interests at 50 and became 
financially independent. Liberating!

Key Point 1: In conversations with clients 
you could say to them: “I believe that 
good business owners should be capable 
of being financially independent of the 
business by the age of 55.”

Key Point 2: Plan not to do what some 
are doing - either selling a block of fees 
and ‘retiring’ to their home with a portfolio 
to provide income in semi-retirement, or 
(now more common in the UK) deferring 
retirement.

Time on
When I was in practice all partners were 
required to account for 1,200 annual 
client hours. Today, the average number of 
chargeable hours in the UK is nearer 850. 
With the Olympic Games now receding in 
the memory, can you recall the number of 

athletes who recorded a PB (Personal Best)? 
To achieve success they worked hard and 
stretched to accomplish their outstanding 
performances. What can you do to achieve a 
PB in 2013?  

Key Point 3: Total your time on during the 
last year and then add in some stretch – 
maybe a 10 % increase – or more? 

Q: What will you do with that time?

A: We will look at this in coming months 
– but let me provide you with a clue. 
Feedback at the conferences confirmed 
that most accountants spend only an hour 
or less a year actually with clients. There is 
considerable scope for extending this, and 
in so doing enhancing your value and being 
paid for your time and expertise. 

What have you learned in the last year 
that is new and has value?
How much do you care how your car engine 
works? Years ago I could decoke an engine, 
but today my only interest in what is under 
the bonnet is being able to respond to any 
engine-related messages flashing up on 
my dashboard. I no longer wish to be a 
mechanic! And that’s how most clients view 
our compliance-related expertise. They pay 
us to be up to date with tax and regulatory 
matters. So what this question really is 
asking is: “How do you plan to extend 
your personal knowledge - and service 
capabilities?”

You probably devoted 1,500 hours or more to 
studying to become a Chartered Accountant 
and now commit around 150 hours to 
keeping your compliance expertise up to 
date. My challenge to you is to consider 
extending this mandatory requirement to flex 
your mind and explore how you can amplify 
your expertise.

Developing your capabilities
Some 25 years ago I started on a journey 
to broaden my capabilities by studying 
management. As a result, I was able not only 
to improve my own capabilities as a business 
owner, but also to extend my service 
offering. After just two years, five of my 

clients were meeting with me quarterly to 
focus on better managing their businesses.

Simply stated, you can look to develop your 
personal expertise by:
• Developing your capabilities in an area 

that is generic to a large number of 
clients such as management, profit 
improvement, business valuations, 
mergers and acquisitions, litigation 
support, and retirement planning

• Or you can deepen your expertise in 
a niche industry such as health care, 
transport, manufacturing, or IT, or a 
compliance-related area such as estate 
planning, start ups, or tax planning.

Develop a plan and a reading list
With personal development such as this 
extending beyond mere compliance, it is 
essential that you are sufficiently motivated 
and that there is a likelihood of clients 
wishing to engage you for your expanded 
services. It is also important to be clear 
about your return on investment (ROI) 
proposition. Clients do not always see the 
ROI for our compliance driven services, 
but when it comes to advisory services, 
it must be evident to them. Visit the 
News Events & Articles section at www.
marklloydbottom.com to download my 
recommended management reading list.

The most valuable of all capital is that 
invested in human beings
Alfred Marshall, Principles of Economics, 1890

Key Point 4: Develop your own plan to 
extend your service offering.

Forward to basics
I started by suggesting that you should 
commit to preparing a business plan. 
I developed a plan when I was a sole 
practitioner because I wanted to see 
what I could do to chart my business and 
advance it in accordance with my goals and 
objectives. However, my focus in this article 
has been on the time you commit to the 
firm and the skills you bring to the table – 
two essential components I think should be 
included in both your firm’s business plan 
and your personal plans for 2013. asa
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the question being?
TO BE OR NOT TO BE AN SMP

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

The SAICA member segment representing small- and medium-
sized accounting and audit practices, referred to as SMPs, 

may be well aware of the major changes that have occurred in 
their business environment, and of the strategic challenges they 
face. What may be less clear is the radical change required in their 
business identity, vision and strategy, if they wish to survive and 
grow.  In many ways these firms face an existential dilemma, the 
question being: to be or not to be an SMP?

The changes in the SMP business environment in recent years have 
significantly reduced the attractiveness of being an SMP, based on 
their traditional model of providing accounting, audit and tax related 
services to small- and medium-sized businesses (SMBs), their 
customary client base.  For example:
1. Changes in the Companies Act in SA have significantly reduced 

the SMPs’ captive client base and their annuity revenue stream 
based on audit fees from small companies. 

2. Changes in the SAICA competency framework and in training 
requirements for trainee clerks, have significantly reduced 
SMPs’ ability to leverage a large pool of low-cost, entry-level 
trainees.

3. Changes in the competitive environment, in which there is an 
increasing number of professionals representing alternative 
and competing accounting qualifications, who are charging 
very competitive rates relative to SAICA member SMPs. Being 
especially for basic services such as bookkeeping, accounting 
and taxation assistance, these have significantly reduced the 
competitive advantage previously enjoyed by SMPs. 

Beyond these external changes, the real challenge facing SMPs may 
stem from an internal source – their identity and self-perception 

as SMPs. The term SMP has its origin in the traditional, and 
possibly outdated, method in which the accounting profession 
segments the SAICA membership base.  The primary basis of 
segmentation is between members in public practice, referring 
to professionals working in accounting and audit firms, versus 
those not in public practice, in areas such as commerce and 
industry, government and academia.  

Within the public practice segment there is a further sub-
segmentation between the large audit firms versus the SMPs.   
Thus by definition the traditional identity of an SMP is based 
on a limited set of accounting, audit and related services, and a 
limited size of firm. But is this a useful definition from a strategic 
perspective?

The question that few SMPs seem to ask is whether the term 
SMP is still the right way to define themselves.  Given the major 
changes in their business environment, does the term SMP not 
represent an unconscious growth constraint and a self-imposed 
mindset limitation, in crafting a coherent business vision and a 
winning strategy?  Sometimes a crisis can be a good thing, if it 
triggers the right response. This may be an opportune time for 
the profession to rethink its approach to member segmentation, 
and for members to rethink the way they define themselves, 
their careers and their businesses.   

There are many small- to medium-sized business services 
firms which are owned and managed by professionals whose 
qualifications include CA(SA).  These firms offer a wide range 
of services, including corporate finance, businesss consulting, 
IT and other advisory services.  Incidentally, their services may 
reflect many of the skills included in the new expanded SAICA 
competency framework. However, these firms do not define 
themselves as SMPs in the current usage of the term.  

Instead their business identity is based on a combinaton of the 
services they provide and the markets they serve.  They adapt to 
changes in their business environment in various ways, including 
adjusting their portfolio of products and services, their choice of 
target markets, and their ability and capacity to compete.   Their 
choice of business vision and strategy is not circumscribed by an 
institutional segmentation framework.  Should SMPs not learn 
from these more competitive, agile and market-oriented firms, 
and rethink their identity?

A change of core identity may be a daunting undertaking for 
firms that have grown up in a previous era, especially if owners 
and managers need to reskill themselves to respond to a 
radically changed business environment.  However, retaining an 
outdated identity as a traditionally defined SMP may no longer 
be an option.  If their choice is to grow and ‘to be’ a success, 
then these firms require a new business identity, vision and 
strategy. asa
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how to take your SMP to new heights
GETTING BUSINESS FUNDAMENTALS RIGHT

Allon Raiz BCom (Hons), CEO and Founder of Raizcorp.

Many small and medium accounting 
practices (SMPs), in their efforts 

to establish themselves in a crowded 
marketplace, cultivate an air of service 
excellence and client focus. While clients 
no doubt appreciate the personal touch, 
SMP owners must keep in mind that being 
competitive requires getting business 
fundamentals right.

In other words, SMPs will only grow when 
owners understand that practices are small 
businesses – with all the challenges and 
possibilities that this entails.

Professional vs. entrepreneur
The necessary shift in thinking in terms of 
viewing practices as ‘businesses’ can be 
traumatic. Having studied for years, paid 

their dues as articled clerks, and possibly 
having worked for several years at an 
established firm, the qualified professional 
who sets out to start a business – I use 
the word deliberately – is often seen as 
the antithesis of the popular concept of an 
entrepreneur: the hands-on, risk-taking, 
fast-talking salesman with boundless 
energy and resilience.

This image of the entrepreneur may 
not always be accurate, but specialist 
professionals need develop a pragmatic 
understanding of entrepreneurship as the 
art and science of small business growth.

Fundamentals of entrepreneurship
The business fundamentals I refer to are the 
tools that entrepreneurs use to assess the 

risks inherent in a particular enterprise, and 
the techniques used to mitigate these risks 
and promote growth.

These tools and techniques are applicable 
across disciplines and industries. To grow 
your business, whether you are offering a 
professional service as an SMP or are, for 
example, selling fresh produce, you need 
to approach these fundamentals as an 
entrepreneur. In this article I briefly examine 
five questions on the entrepreneurial 
approach:

1. What are you selling?
Understanding what it is that you are 
actually selling is the first step in ensuring 
that your SMP can take flight. Don’t try 
offering all related services to all clients. 



Rethinking your service as a product can 
unlock various ways in which your product 
can be repackaged to play to your strengths. 
Productising your service is central to 
differentiation.

2. Who are you selling it to?
Once you have redefined your service as 
a product, or even a line of products, you 
need to identify and analyse your target 
market. What do they need? What do they 
expect? When you undertake your market 
research, you must be sure that you are 
interpreting the data correctly. Your research 
must be targeted at the right people, 
and it must ask the right questions. An 
entrepreneur should always distinguish 
between enthusiasm for an idea and 
potential demand for a product.

3. How much will you charge for it?
A point that bears much repeating is that 
small businesses are, for the most part, 
unable to compete on price. The truth is 
that when small businesses try to compete 
on price, they almost inevitably fail to 
cover their overheads. This again serves 
as a powerful driver for differentiation 
and specialisation – a specialised service 
commands a much higher price than a 
generalised one.

4. Will you make a profit?
While I would not presume to explain how 
to calculate a business’s profit margin to 
the readers of this journal, my experience 
with assisting thousands of small business 
owners through the most difficult stages of 
their entrepreneurial journeys has convinced 
me of one thing in this regard: reasonable 
additional margins ought to be factored into 
a small business’s costing to ensure that 
their financial models are robust. 

To counter the inevitable protests of 
expense being prohibitive to clients, I refer 
readers to Chapter 2 of my book (What 
to Do When You Want to Give Up), for a 
pragmatic justification of what I call the 
Complexity margin.

5. What makes you different?
All SMPs sell essentially the same product. 
When growing your business in a crowded 
marketplace by competing on price is not 

truly feasible, how you differentiate yourself 
from competitors is vital. In a service 
industry, such as accounting, finding a 
specialist niche is the key to becoming less 
price-sensitive – you will be able to charge 
more for your services without drastically 
impacting on the demand for those services.

The difficulty lies in identifying an 
appropriate area for specialisation, and then 
converting that specialisation into a product 
that can be sold.

The real challenge: finding new 
customers
If you have a differentiated product with a 
real target market, and have costed your 
product to enable you to make a real profit, 
then your business has an economic right 
to exist. But existence is not the same thing 
as growth.

Unfortunately there is no quick fix in terms 
of developing new clientele. The only 
sure-fire method to grow your SMP’s client 
base is building new relationships while 
maintaining your old relationships. Your 
consequent success will be a function of 
your ability to market your business and 
concurrently deliver great professional 
service.

Networking
In many professions, regulations restrict the 
use of conventional advertising or marketing 
techniques. This places networking, 
although an often-maligned element of 
business life, at the centre of any SMP’s 
strategy to grow its client base.

A specialised 
service commands 
a much higher 
price than a 
generalised one.

I firmly believe that vigorous networking 
is a hallmark of successful entrepreneurs. 
However, it is important to separate the 
concepts of networking and sales. While 
successful networking will inevitably lead 
to increased sales, the link between the 
two is more subtle than many realise.

Sincerity is key
Sincerity is the most fundamental aspect 
of networking. If you focus on making 
money at every step, without learning 
from and enjoying the time spent with 
the people you meet along the way, 
your approach will have no integrity, and 
relationships formed through networking 
will not last.

Be prepared
That said, it is of critical importance to 
be prepared for any opportunity that 
may present itself. Be sure to have 
your ‘elevator pitch’ (one-minute sales 
motivation) prepared should someone 
ask you about your business. An effective 
elevator pitch should not come across as 
unnatural, and should prompt the listener 
to ask for more information.

Follow up!
It is astonishing how many people fail to 
follow up on networking leads. Whether 
through laziness, fear, or inefficiency - not 
following up by sending that email or making 
that call represents opportunities lost.

Conclusion
SMP owners should take note of the 
lessons to be learned from their hands-
on, risk-taking, fast-talking entrepreneurial 
fellow travellers.

Authentic entrepreneurship is not 
academically rigorous like accounting or the 
law of delict – but its tools and techniques 
apply to the growth of any business – your 
SMP included. asa
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the revolution underway 
IN INTERNAL AUDITS

Arlington Nchoe CA(SA) is Senior Manager, SekelaXabiso.
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A revolution is defined as a 
fundamental change in power or 
organisational structures that 
takes place in a relatively short 
period of  time, often without 
notice.

Global economic fragility and concurrent changes in the market 
economy in recent years have necessitated an equally 

revolutionary change in the manner in which the internal audit is 
approached as a key corporate discipline.  Significant changes to how 
the risk profiles of organisations are viewed, bring with them certain 
demands that traditional auditing approaches and systems are not 
equipped to address.

The strategic positioning of the internal audit function in most 
organisations indicates the high degree of importance ascribed to 
this function. While the strategic positioning and reporting structure 
requirements for the internal audit function are being addressed, 
the question remains: does the internal audit authentically address 
the risk exposures of the organisation, or does it merely ‘mark the 
homework’ and complete a ‘fail or pass’ report?

Revolutionising the Internal Audit
A revolution is defined as a fundamental change in power or 
organisational structures that takes place in a relatively short period of 
time, often without notice. Internal audit functions and internal audit 
practitioners need to swiftly respond to the current changes. There 
is a pressing need for organisations to introduce robust preventative 
mechanisms to prevent the potential for corporate collapses.

The modern internal audit function has to respond by refocusing its 
people, systems and processes. The revolutionary internal auditor 
adapts to the changes by adopting a risk-centric mindset. The burning 
question that should always be back of our mind for internal auditors 
is: ‘what could go wrong?’

The Known Knowns, the Known Unknowns and the Unknown 
Unknowns
There is a necessary relationship between controls and risk and I 
have no intention to present these two aspects as converse to each 
other. The need for controls is driven by the risk exposure of an 
organisation.

In a press briefing in February 2002, Donald Rumsfeld, the former US 
Secretary of Defence, made this statement:

“There are known knowns; there are things we know that we know. 
There are known unknowns; that is to say there are things that, we 
now know we don’t know. But there are also unknown unknowns – 
there are things we do not know, we don’t know.”

Earlier in this article I mentioned the ‘homework marking’ approach to 
internal auditing, which is not well equipped to address the ‘unknown 
unknowns’. An example of this less than satisfactory approach is 
when an audit test is performed on the procurement process, during 
which certain attributes are tested. Subsequent to the test, a finding 
is raised regarding non-adherence to the delegation of authority 
requirements, e.g. an unauthorised official approved a procurement 
transaction. 

A controls-focused or ‘homework marking’ approach will note this as 
a non-adherence and recommend that controls relating to delegation 
of authority need to be adhered to.

However, a risk-centric and more revolutionary internal audit 
approach will take this finding a few levels deeper to ask further 
questions - the answers to which will equip the internal auditor with 
the full facts of the observation and enable a practical and value-
adding recommendation, based on:
• What led to this non-adherence? (Root cause)
• What could go wrong? (Impact)

The ‘known knowns’ and the ‘known unknowns’ pose little audit 
risk in the sense that the auditor is aware of their existence, or that 
symptoms exist.

It is the ‘unknown unknowns’ that should keep the internal auditor 
awake at night. These are risks we do not know and are unable to 
observe from visual evidence, or to detect through verbal evidence 
gained from our enquiries. 

The product of revolutionary, risk-centric approaches will be internal 
audit reports that add value, offers practical recommendations for 
improvement and ensure that potential or actual breakdowns of 
controls do not recur due to the same causes. 

Conclusion
There is an increasing need for the internal audit function to stretch 
beyond its traditional focus areas, given the new demands placed on 
organisations and the swiftly changing environments in which they 
operate. Leaders in the internal auditing profession need to show 
the way for internal audit practitioners to deliver an updated and 
value-added service. As practitioners, we must become proactive 
in further developing the internal audit profession and its growing 
relevance to a world becoming more exposed to unknown or 
systematic risks. asa
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Relief has been extended to small and 
medium enterprises (SMEs) with 

the introduction of International Financial 
Reporting Standards (IFRS) for SMEs, yet 
overburdened businesses are being denied 
this much-needed respite, as many auditors 
are not encouraging their clients to adopt 
the new standard in place of full IFRS.
 
The release of IFRS for SMEs was due 
to most companies not having ‘public 
accountability’ statuses and for whom 
general purpose financial statements for 

external users would be adequate reporting. 
Many SMEs should have adopted this 
simpler standard by now, yet this is not the 
case.
 
I believe that audit firms – particularly 
the smaller audit firms that typically audit 
SMEs, and who themselves are challenged 
by reporting against the full IFRS – should 
take the responsibility of convincing their 
clients to go the route of IFRS for SMEs. 
This is undeniably in their best interests, yet 
many are unaware of the advantages.
 
To the manager of an SME, onerous 
accounting standards are just one of an 
almost insupportable burden of compliance 
burden, when they really just want to focus 
on the operational challenges facing their 
business - which are harsh enough in the 
present economic climate. Instead they find 
their time consumed with administration 
relating to the new Companies Act, 
incomes tax regulations and indeed all 
manner of taxes and regulations from VAT 
to UIF, the Basic Conditions of Employment 
Act and, in some cases the black economic 
empowerment scorecard.
 
IFRS for SMEs was introduced precisely 
to help smaller companies reduce red 
tape: it is less complex and tailored to the 
needs and capabilities of SMEs, which 
are estimated to account for 95% of all 
companies in South Africa.
 
Full IFRS has minimal applicability to SMEs 
– it was designed to meet the disclosure 
needs of stakeholders of large and publicly-
listed companies, whether shareholders, 
government or bankers. Those needing to 
access the financial statements of SMEs 
seldom need to know more than their 
liquidity, solvency and short-term cash 
flows.
 
With IFRS for SMEs, significantly fewer 
disclosures are required (approximately 
300 compared to 3,000), yet offers enough 
detail to be useful to bankers, members and 
suppliers. The emphasis for SMEs is where 
it should be - accounts can be easily and 
understandably prepared against simplified 
IFRS disclosure requirements, with the 
unnecessary ones completely omitted.

In addition, whereas the full IFRS introduces 
numerous new or amended standards every 
year, the IASB (International Accounting 
Standards Board) has provided a stable 
platform by scheduling amendments to the 
SME standard only every three years.
 
Information provided in SME financial 
statements has to be presented in a way that 
makes it comprehensible by users who have a 
reasonable knowledge of business activities, 
without omitting any relevant information.
 
IFRS for SMEs standardises accounting 
treatment wherever possible: while full IFRS 
boasts options in style of treatment, IFRS for 
SMEs provides only for the easier option. For 
example, there is no option to revalue property, 
equipment or intangibles; the cost-depreciation 
model must be implemented for investment 
property unless a fair value can be readily 
obtained; and it provides for straight lining of 
operating leases. Borrowing, research and 
development costs are to be expensed, and 
capitalisation is not allowed as an alternative.
 
Many principles for recognising and valuing 
assets, liabilities, income and expenses are 
all simplified. For instance, in IFRS for SMEs, 
you simply amortise all indefinite life intangible 
assets, including goodwill.
 
Certain accounting concepts are omitted 
altogether, such as calculating earnings per 
share, providing interim financial reporting or 
segment reporting.
 
However, organisations that do have ‘public 
accountability’ have to continue complying 
with full IFRS. For instance, if it is traded in a 
public, domestic or foreign stock exchange or 
an over-the-counter market; or it holds assets 
in a fiduciary capacity for a broad group of 
outsiders as one of its primary businesses. This 
is typically the case for banks, credit unions, 
insurance companies, securities brokers/
dealers, mutual funds and investment banks.
 
This standard is available to other entities 
looking to prepare a set of accounts that 
can be described as ‘fairly presenting' under 
an accounting framework. These include 
companies, close corporations, partnerships, 
sole traders and trusts, where the trust deeds 
permit. asa
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death, taxes and audits
IN THIS WORLD IT IS CERTAIN

Cobus Crove CA(SA) Associate Director: Professional Practice Group at Ernst & Young 
and Freddie Khun CA(SA) is Senior Manager at Ernst & Young.
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Centuries ago Benjamin Franklin stated: “In this world nothing 
can be said to be certain except death and taxes.”  In the more 

recent past, the same could be said for an audit of companies. This 
all changed with the advent of the Companies Act, 2008 (the Act). Is 
your business one of those affected?

When is a company required to be audited?
All public- and state-owned companies are required to be audited.

Other companies may be required to be audited if:
•	 The company’s Memorandum of Incorporation (MoI) requires 

it to be audited
•	 A shareholders’ resolution or a board resolution requires the 

company to be audited
•	 Another law applicable to the company requires the company 

to be audited
•	 An agreement with another party, which the company is a 
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party to, requires the company to be audited
• The company is required in terms of the regulations of the Act 

to be audited.

The Act’s regulations require a company (other than a public- or 
state-owned company) to be audited if any of the following are 
met:
• The ordinary primary activities of the company are to hold 

assets in a fiduciary capacity for a non-related party with a 
total value thereof at any time in the year (not only assessed 
at year end) exceeding R5 million

• The company is a non-profit company incorporated
¤  directly or indirectly by the state, an organ of state, a 

state-owned company, an international entity, a foreign 
state entity or a foreign company

¤  primarily to perform a statutory or regulatory function in 
terms of any legislation, or to carry out a public function 
at the direct or indirect initiation or direction of an organ 
of the state, a state-owned company, an international 
entity, or a foreign state entity, or for a purpose ancillary 
to any such function

• The company has a Public Interest Score (PI Score) of 350 
points or more

• The company has a PI Score of at least 100, but less than 
350, and its annual financial statements are internally 
compiled. 

If a company not meeting the exemption criteria has a PI score 
of at least 100, but less than 350, the decision to have its annual 
financial statements (AFS) prepared internally or independently has 
a significant impact. Internal preparation results in the AFS being 
audited, while independent preparation results in an independent 
review being required.

If a company voluntarily chooses to be audited and includes this 
voluntary election as a provision in its MoI, the Act’s provisions 
relating to obligatory audits, including inter alia appointment, 
resignation, rotation and rights of auditors, will apply. This is 
not the case when deciding to be audited is made at a board or 
shareholder meeting, in which the requirement is not included in 
the MoI. 

Exemption
When every person who holds any securities, or has a beneficial 
interest in any of the securities of the company, is also a director 
of such a company, that company is exempt from an audit. 

However, this does not apply where the Regulations require such 
a company’s AFS to be audited, or where the company is party to 
another law or contract requiring its AFS to be audited.

It is important to note that a juristic person cannot be a director of 
a company. A company in which one or more of the shareholders 
are juristic persons (such as a subsidiary of another company), can 
therefore never meet the exemption criteria.

Required independent reviews of AFS in terms of the Act
If a company does not meet the exemption criteria discussed 
above, and is not required to be audited, that company is required 
to have its AFS independently reviewed. Companies required to be 
independently reviewed and the eligible reviewers are summarised 
below:

Other considerations

JSE Listing Requirements
In terms of the JSE’s listing requirements, all South African 
incorporated subsidiaries of listed companies are required to be 
audited, regardless of the type of company and regardless of 
whether the Regulations’ criteria for an audit are met or not.  

Audit Requirements
When auditing a group, auditors may need to audit significant 
subsidiaries to enable them to express an opinion on the 
consolidated AFS in terms of International Standards on Auditing.

Conclusion
The Act and its Regulations are changing the landscape for 
companies in South Africa. Companies are urged to closely 
consider the requirements of the Act, its regulations and their 
own MoIs to determine whether they too are required to be 
audited. asa

Criteria 
resulting in 
independent 
review of AFS

Eligible reviewer Additional requirements 
to be an independent 
reviewer

PI Score is 
at least 100 
(but less than 
350) and the 
AFS was 
independently 
compiled

Registered 
auditor 
Professional 
body member 
accredited in 
terms of section 
33 of the Auditing 
Professions Act 

No personal financial 
interest in the company or 
related company
Not involved in the day-
to-day management of 
the business (presently 
or within the past three 
financial years)
Not a prescribed officer 
or full-time executive 
employee of the company, 
related company or inter-
related company (presently 
or within the past three 
financial years)
Not related to any person 
to which the above criteria 
applies
No involvement in the 
preparation of the AFS

PI score is less 
than 100 

Registered 
auditor
Professional body 
member
Person qualified 
to be an 
accounting 
officer of a Close 
Corporation 
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Growing up in a community highly 
characterised by crime, lack of 
skills and unemployment, is never 
easy. But I made a choice not to 
be defined by my background and 
because of this choice, I am on 
my way to becoming a Chartered 
Accountant and making my 
dreams a reality.

Contribute to creating 
inspiring stories like these.
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The fleet management industry 
in South Africa is a rather static 

one, especially at the top end of the 
market where companies perform 
a one-stop service in the form of full 
maintenance leasing.

In the absence of new fleets to 
manage, fleet management 
companies are growing their 
operations through ‘value add’ 
services. These include adding value 
to existing contracts such as tracking, 
accident management solutions and 

driver training – as well as assisting 
fleet managers to develop strategies 
for reducing their carbon footprints.

Whereas in the past, selecting a fleet 
management service provider was 
largely based on word of mouth, 
existing relationships and pricing, the 
current trend is for value add products 
and their associated technology to 
be just as critical. Therefore, finding 
the right fleet management solution 
is becoming a vital business decision 
that has long term consequences.

With South Africa’s high crime rate, 
one of the essential services in fleet 
management is risk management, 
which is primarily the prevention of 
fraud and its cousin - misuse of fleet 
cards or vehicles.

David Molapo, head of Standard 
Bank Fleet Management, says: “An 
increase in the unauthorised use of 
fleet cards has put fleet management 
companies under huge pressure 
to come up with new and more 
innovative ways to combat fleet card 
fraud. 

As a result fleet card transactions are 
now being authorised at point of sale 
and the effectiveness of this differs 
between the four banks. Companies 
are moving their fleet business to 
where their transactions can be more 
effectively and proactively authorised. 
Being able to access approved and 
declined transactions in real-time 
gives companies’ hands on control 
over fleet card expenses.”

However, where fleet management 
is linked to logistics, the other 
value add services are equally 
important. Speaking on its fleet 
management operations at the 
recent announcement of Eqstra’s 
results, CEO Walter Hill said: “The fleet 
management and logistics business 
is expanding operations. We’ve been 
in Africa for numerous years and now 
have a footprint to expand in Africa.” 

Managing a fleet remains the 
backbone of many a company, 
whether for deliveries, freight, staff 
company cars or construction 
vehicles. The fleet is the lifeblood of a 
company and needs to be handled 
with faultless expertise.

With rising fuel and maintenance and 
the imminent introduction of open toll 
fees, it is a massive and rapidly rising 
cost for most companies. Clearly, 
instead of managing down the cost, 
most companies are simply passing 
the bill on to the consumer.

Cutting costs through 
fleet management

Eamonn Ryan, LLB (Hons), is Business Journalist.
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The lack of take-up of fleet management services is not for 
want of competition. There are various fleet management 
companies across the market, including all the major banks 
– Standard Bank, Absa, Wesbank and Nedbank Fleet – which 
all rely heavily on IT systems and reporting, as well as many 
of the car rental companies such as Barloworld Logistics, Avis, 
Imperial Logistics and Eqstra.

In addition to rising costs, freight fleet managers face several 
major challenges: the inability to use rail; the lack of progress 
in forwarding the road/rail debate; and the skills shortage.

Francois van Rensburg, Divisional Director: Dedicated 
Transport Services at Barloworld Logistics Africa, explains that 
global best practice is for any freight travelling more than 
600km to go by rail. That is not happening in South Africa due 
to poor customer service and reliability of rail.

“Road freight technology has left the rail network behind 
to the extent more rather than less freight is shifting to 
road. Government has no specific structures in place to 
address this problem and often we do not even know which 
department to liaise with,” says van Rensburg.

Nonetheless, improvement is evident at Transnet over the past 
six months as it adopts an ever more business-like approach. 
“Its challenge is that to improve the rail network requires some 
serious capital, but I believe the greater cost to our road 
infrastructure is such that industry should assist government in 
making rail once again a force in the freight market,” says Van 
Rensburg.

The ageing pool of professional drivers in South Africa 
may be a more serious problem within the next decade. 
Notwithstanding our high unemployment rate, young people 
are not being attracted to the tough working life of a driver. 
Van Rensburg says that more than half the country’s drivers 
are aged 45-55 and have on average a grade 8 level of 
education. Within the next decade they will begin retiring.

“We therefore need to see a shift in gear in the recruitment of 
a lower-age group joining the industry,” he says.

The latest challenge will be administering open road-tolling 
systems for clients. Significantly, this issue is being addressed 
on behalf of consumers by Wayne Duvenage, head of OUTA 
(the Opposition to Urban Tolling Alliance), a man who until 
July used to head Avis, one of the biggest fleets in the country.

However, information management remains the backbone 
of managing any fleet. Molapo explains: “The effective 
management of any fleet is highly dependent on up-to-
date financial and operational information that will not only 
highlight the way in which fleet vehicles are being driven 
and handled on a daily basis, but also show the full cost 

of vehicles in the fleet. Online reporting tools can be used 
to access fleet transactions real-time as well as predict 
the impact of financial changes such as fluctuations in 
the inflation rate or petrol price hikes. Latest trends in the 
fleet industry are that these types of reporting tools are 
becoming more readily available and also more important 
for businesses.” 

In addition, what larger fleets really look for is for a fleet 
management company that mitigates the risk on behalf of 
the client or lessee. This typically involves taking care of all 
maintenance costs, optimising fleet with regards to mileage 
covered, and shuffling vehicles to ensure that all are being 
utilised equally.

This covers a host of services, complete with guarantees 
and discounts on services, either by virtue of the fleet 
management company being partnered with a dealer and 
service networks, or a financial institution. 

The top players classify themselves as a one-stop-shop 
wherein they optimise a client’s fleet according to its needs, 
assist with licensing and registration, as well as the everyday 
running of the fleet. 

Most work on huge fleets, with Standard Bank boasting one 
client having a fleet of 13,000 vehicles alone. They need to 
be able to lease anything from three to 300 cars, and be 
able to tailor a package to each company’s varying needs. A 
one-stop fleet management company would also typically be 
able to re-route traffic fines to the relevant driver, as per Aarto 
requirements, and offer towing and approved body-shop 
allocation in the event of a breakdown or accident.

Customers’ needs are very diverse, ranging from a simple 
operating lease to a fully-outsourced fleet on a full 
maintenance lease with a wide range of services, in some 
cases including car-washing. However, clients rarely request 
value added services without the core product, which is 
normally a fleet card or full maintenance lease (FML). 
 
The most fundamental product is the FML, which is an 
operating lease with maintenance. On top of that is a variety 
of value added services, such as fuel management, roadside 
assistance, vehicle tracking, insurance and everything in 
between.

The challenge for fleet managers is that they’re often 
perceived as an additional cost, whereas used correctly they 
reduce costs to clients.

The in-house fleet market is under the incorrect impression 
that outsourcing fleet management will escalate running 
costs. Fleet management companies claim the opposite is 
true as they are able to achieve significant reduction in total 
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cost of ownership (TCO). By outsourcing 
the management of particularly larger 
fleets, companies are able to take 
advantage of existing infrastructure and 
processes of fleet managers.

That message clearly hasn’t gotten 
though to Corporate South Africa yet, 
for out of a corporate car park of about 
2,5 million vehicles, barely 60,000 are 
under full maintenance lease (FML), 
although many more are partially 
outsourced.

Nonetheless, the value proposition is 
clearly understood by those companies 
already taking advantage of the 
services of fleet managers, because 
during the recent economic slowdown 
the industry reported no decrease 
in total numbers of vehicles under 
management – if anything, there has 
been an increase.

Fleet management commenced in 
South Africa as an industry in the late 
70s, being little more than a petrol/
maintenance card and monthly 
reporting system.

It has come a long way since then, 
with a host of value-add offerings from 
roadside assistance, to driver training 
and vehicle tracking. The reporting 
too has evolved into a real-time online 
setup with the capacity to decline 
‘authorised’ transactions, which has 
saved organisations hundreds of 
millions of rands in unauthorised costs 
or fraud.

Molapo says the economic slowdown 
has, if anything, made companies 
more aware of the need to control 
the enormous costs of their fleets. 
Two of the more obvious changes 
brought by the economic slowdown 
was that more companies opted for 
fleet management, while the nature of 
the South African fleet simultaneously 
changed as companies downsized 
vehicles, opting for smaller, cheaper 
models. Others held back on purchases 
by using the existing fleet vehicles for a 
longer period. 

One challenge is that in fleet 
management it takes a long time to 
demonstrate the savings to clients, and 
only once they are convinced of those 
savings do they sign up for the more 
holistic value offerings the industry is 
capable of delivering.

“What executives listen to most is the 
bottom line talk.” For example, Standard 
Bank Fleet Management has year-
to-date declined over R200 million in 
unauthorised costs, which is a direct 
saving for its clients.

These costs vary from outright fraud – 
cloning of cards or using stolen cards 
- through to staff members not adhering 
to company policies and thereby 
attempting to abuse the card facility.

“In fact, the actual fraud component 
relating to cloned or stolen fleet cards 
has been declining for quite some 
time to a relatively negligible figure, as 
the transactions are declined at point 
of sale through our online fleet card 
authorisations,” says Molapo.

This is the grey area between fraud 
and the misuse of a card. A fleet 
management system such as that 
of Standard Bank has the analytical 

capacity to determine in real time 
maintenance costs in terms of part 
prices and labour costs, whether a 
part is still covered by warranty and 
whether the workshop should be 
charging for parts or labour.

Molapo notes: “In addition, our 
reporting shows up anomalies, such as 
the same part being changed more 
often than what specifications would 
suggest. This may point to poor driving 
habits, and we offer driver training to 
clients to try address this problem.” 
Standard Bank employs specialists 
for maintenance authorisations, 
including driving experts and seasoned 
personnel from the motor and 
mechanical trades.

There is a similar improvement in 
physical security. Van Rensburg says the 
physical security necessary for freight 
fleets is a significant expense, though 
the war is being won. “At Barloworld 
Logistics we have not experienced any 
hijackings in the past few months, and 
a definite reduction was noticeable 
before that. Nonetheless, the security 
expense remains: we have armed 
guards and our trucks often drive in 
convoy. This is an expense that fleets 
in places like Europe do not incur. 
Even in the rest of Africa we do not see 
hijackings, though theft is rampant, 
especially of foodstuffs.”

As a result of the higher costs and 
tighter margins, van Rensburg claims 
many of the smaller fleets are being 
squeezed out. “We’re seeing some 
consolidation,” he says.

Maintenance of fleet vehicles is 
similarly evolving. Most vehicles have 
become so technologically advanced 
that van Rensburg says Barloworld 
does not maintain its own vehicles, 
but outsources this function to OEMs 
(Original Equipment Manufacturers).

Grant Gallloti, General Manager: 
Corporate Sales Fleet at Hyundai 
SA, says OEMs such as Hyundai are 
constantly improving technology to 

Fleets are the 
lifeblood of 

business and 
needs to be 
expertly and 

realiably 
handled.

100th Year Special Report
Fleet Management 2012



C

M

Y

CM

MY

CY

CMY

K

F& AF advert 210x273mmREPRO.pdf   1   2012/10/12   10:27 AM



FLEET COSTS 
RUINING YOUR 
BOTTOM LINE?
Visit imperialfl eetmanagement.co.za

or call 0861 353380

si
ng

h&
so

ns
 IF

M
/3

73
5/

A
SA

/E

Nothing’s more attractive than good business.

OTHERS CUT CORNERS, WE CUT COSTS.

Imperial, South Africa’s largest dealership network, offers the ultimate one-stop 

shop for all your fl eet management requirements. With over 200 dealerships 

countrywide, we provide the most comprehensive and cost-effective fl eet 

management solution in South Africa. Beyond motor vehicles, we also fi nance, 

monitor and maintain heavy duty truck fl eets, such as Mercedes-Benz and UD 

Trucks, for clients in the logistics industry.  Let us help you realise the benefi ts of 

outsourcing your fl eet by reducing your costs, reducing your risk and letting you focus 

on what you do best. Give us a call on 0861 FLEET 0 (0861 35338 0) or visit our website 

www.imperialfl eetmanagement.co.za for more information. 

Others cut corners, we cut costs.

IFM clients include Blue Ribbon, Cummins, WBHO, SAA and Regent.

GLE 4480 IFM Focus on Accountancy SA.indd   1 2012/10/12   3:57 PM
Process CyanProcess MagentaProcess YellowProcess Black

asa  I  november 2012

34

100 years 

of asaC

ele
br

ati
ng 100 years of publishing excellen

ce.

reduce a vehicle’s TCO through better fuel efficiency and 
more robust engines that can safely be serviced at longer 
intervals.

With ‘going green’ also being top of mind these days, 
proactive businesses are starting to investigate ways in 
which to operate in a more eco-friendly manner and report 
as such in their sustainability reports. To this end various 
reporting tools are available.  Within the fleet management 
space, specific tools exist to help customers to measure 
and manage their fleet’s carbon footprint more effectively. 
These enable users to calculate the carbon footprint of 
each individual vehicle in their fleets and to compare these 
against a national average. This gives a clearer indication 
of how well their fleet vehicles are performing and whether 
or not the right vehicles were chosen for their given tasks. 

Molapo says fleet managers are now able to access 
information that will provide information on the company’s 
carbon footprint. Recent legislation introducing a carbon 
tax on vehicles for each g/km of CO2 emissions above a 
threshold of 120g/km heralds the commencement of a new 
wave of industry changes. These will play a part in reducing 
greenhouse emissions in South Africa and aligning the 
country with international best practice.

Molapo states: “The push to include the impact that 
company fleets have on the environment will become 
apparent, first in South Africa’s listed companies and 
companies that have international parents who will 
want to include local subsidiaries in their overall statutory 
sustainability reporting. Therefore, fleet owners here should 
examine international trends and begin developing policies 
and reporting standards that align them with these trends. 
The logical time to do this is when fleets are being renewed 
or upgraded.”

One fundamental difference between South African fleet 
operators and their European counterparts is that local 
companies largely still prefer to own their assets, while 
internationally operators focus on the use of the asset and 
then handing vehicles back to fleet finance companies 
once their designated service lives have expired.

Nonetheless, the leasing option is gaining ground, with 
many South African companies re-evaluating their vehicle 
ownership strategies.

Molapo points out: “More and more fleet owners 
are beginning to realise that leasing, especially full 
maintenance leasing, offers substantial benefits such as 
financial certainty in an uncertain operational sector, a 
substantially reduced risk, and value-added products 
that make effective control of vehicles part of a one-stop 
process.”

One of the primary advantages is that the risks associated with 
fleet ownership remain with the financier, as ownership of the 
vehicles is never transferred. 

“One of the biggest challenges of owning a fleet is disposing 
of the vehicles in order to recoup the residual value. The strong 
rand had reduced the cost of new vehicles with a knock-on 
effect on the second hand market. With leasing, the inherent 
problem of owning a fleet becomes a thing of the past. With a 
full maintenance lease, costs, which are linked to the ruling prime 
interest rates, remain predictable for the duration of the lease 
agreement. 

“The hidden benefit is that vehicles on lease undergo regular 
servicing and maintenance and therefore remain mechanically 
reliable for the duration of the lease. It is not uncommon for 
vehicles in privately-owned fleets to miss planned maintenance 
intervals when lengthening the vehicle service intervals is seen as 
a means to reduce costs quickly. Inevitably, this saving is short-
lived as in the longer term vehicle reliability can be compromised 
and costs therefore increase,” Molapo says. 100 years of asa

IMPERIAL LOGISTICS TAKES THE LION’S 
SHARE OF INDUSTRY AWARDS

At the 24th annual Logistics Achiever Awards, held 
in September 2012, Imperial Logistics was among 
South Africa’s top-performing companies honoured 
for logistics and supply chain excellence. 

The group was presented with a gold award, two 
silver awards, a bronze and an ‘Enviro Award’ for its 
contribution to greening the supply chain.

Imperial Logistics group companies Volition 
Consulting Services and Imperial Logistics 
Refrigerated Services netted the gold for their 
contribution to transforming Woolworths’ supply chain. 

A brand new distribution business model – 
developed by Imperial Distribution in response 
to changes within the South African FMCG and 
retail environments – secured a silver award for the 
company. 

The group’s second silver award was presented to 
Imperial Online, for the IT solutions specialist’s role 
in one of the largest data centre relocation projects 
ever undertaken in South Africa. 
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The medium executive vehicle segment has always been a 
somewhat conservative and practical niche. That is, until 

drivers started demanding a practical vehicle that was not just 
a plain Jane, but a Marilyn Monroe with the adrenaline rush 
that comes from sheer, blistering pace.  The premium brand 
manufacturers have responded and the E63 is the Mercedes 
stable’s offering.

The all-new E63 is propelled by a 5.5 litre V8 biturbo motor that 
not only produces more power than you could possibly need 
- it does so with a furious roar that delights in a vehicle from 
such a quality brand. 

The E63 is immediately recognisable due to its iconic AMG 
mag wheels, distinctive front bumper and rakish side gills, 
which make the car look sporty and brutish. I was however 
disappointed that Mercedes chose to install the classic front 
grill instead of the sportier version with the huge three pointed 
star. Possibly this was an attempt – which in my opinion doesn’t 
work -  to add a further touch of class to this model.

In my view, the sports grill would have just completed the look 
and anyone seeing this formidable beast in his/her rear view 
mirror, would automatically move over. The good news is most 
drivers still do anyway, due to the sudden loud roar when E63 
drivers put the foot down.

Getting into the vehicle, you fit snugly into handsome and 
plush leather sport seats. The steering wheel is perfectly 
weighted and well-padded to ensure a solid grip during white 
knuckle cornering. Its dashboard is covered in leather and sets 
off the AMG-embossed square leather gearshift knob against 
the overall plushness of the cockpit. This gearshift is rather low 
and doesn’t offer much movement, with ‘park’ selected by a 
button in front of the gearshift. 

Three buttons to the right of the gearshift control the 
suspension settings (stiff or soft), the engine and gearbox 
(comfort, sport or manual), and the AMG setting. Selecting 
‘AMG’ dials the car into full manual sport mode with the 
suspension set to ‘stiff’, and resets the display to show the 
oil temperature and selected gear. Lap times are also 
available as an option. 

The first time you give this vehicle full tap, you will be 
astonished by just how much power is available as you 
floor the accelerator and observe the antiskid light flashing 
uncontrollably, which basically means that the antiskid is 
working to ensure that the wheels don’t spin continuously 
as the car stands still. 

This is so amazing, yet utterly terrifying, and a first step to 
understanding the vehicle better on the road to learning its 
personality. After this introduction all you want to do is drive, 
so much so that you will find absolutely any excuse to take 
the E63 for a spin. 

On the road the car is mainly a well behaved monster. 
Well behaved in that it goes in the direction you choose as 
long as you don’t decide to push it too hard into a corner, 
as that’s when the monster is unleashed and you can feel 
you’re losing control. Thanks to all the fancy electronic aids 
a sense of control will be restored, but not without a few 
adrenalin-inducing jerks and groans.

In summary, the MB E63 AMG is extremely impressive. Yes 
it does have flaws, like the fuel consumption and slightly 
firm ride, but I assure you once you get onto the road these 
are forgotten as the growls vibrate through your body and 
intoxicate you with pure pleasure. In my opinion - one of the 
best Mercs ever made! 100 years of asa 
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The sport car market can be likened 
to the space race, with most luxury 

manufacturers now competing for a slice 
of the pie. These contenders are not sheep 
in wolves clothing, but are serious sports 
cars.

The M6 from BMW fits right in, offering 
up scary statistics like 0-100 km/h in 4.2 
seconds and a top speed limited to 
250km/h, although its speedometer is 
marked up to a staggering 330km/h. 

Outwardly, what distinguishes the M6 from 
the regular 6 series are the four exhaust 
pipes, a rear diffuser at the bottom of the 
bumper, front spoiler, larger mag wheels 
and side grills, with – of course - the M6 
insignia. You may not immediately realise 
that this BMW is part of the prestigious 
M family, aka the M5,M3 and 1M – until 
you turn on the ignition. At once you and 
everyone around realise that this is no 
ordinary BMW 6 series. The subdued roar 
from the V8 motor sends shivers down 
your spine, tingling all your senses. What’s 
nice is that BMW added a button that 
manages the length of time a gear is 
held before changing, which enables 

driver control over performance level - and  
how much of an entrance you want to 
make. Its 7- speed DCT gearbox is not the 
smoothest out there, but you have the 
option of lightning fast manual changes 
by paddling through the M6’s sequential 
mode.

Upon settling into the vehicle you are 
welcomed by large electronically 
adjustable sports seats with integrated 
seatbelts. Loads of leather not only on 
the seats, but on the door panels and the 
dashboard. Its centre console gets the 
sporty carbon-fibre treatment, while the 
rear seats have the M logo embossed into 
them. The steering wheel is well balanced 
in size and thickness.   

The M6’s dashboard information centre 
features two large and two small 
analogue dials, handsomely surrounded 
by tasteful silver trimmings, showing the 
speed and rev counter, oil temperature 
and fuel gauge. The lower part of the dash 
has an LCD display that can be driver 
customised to show preferred information. 
All this is impressive, but drivers may be 
more interested in the heads-up display 

with a large rev-counter and speed read-
out. This makes the driver feel like being in 
a jetfighter cockpit or on the race track.

On the road this vehicle is pure fun, and 
you can choose almost any style of driving 
to suit your mood. From subdued and 
subtle cruising, or bone crushing G-force, 
the choice is yours. Change settings, 
from steering response, to gear changes, 
and suspension, at the press of a button. 
Although the M6 is fully customisable, its 
set-up is a bit complicated and takes time 
to fully understand. But its road- holding 
and overall feel will put a wide smile on 
your face, although a heavy foot on the 
loud pedal will drastically reduce the life 
of the rear tyres. In fact, this convertible is 
so powerful that on full throttle the antiskid 
system stays on permanently to  keep 
getting traction from its 20 inch tyres.

All in all, I truly loved my time with the M6 
and will miss it, especially when driving 
around with the engine roaring. and the 
roof down.  This is sheer driving pleasure 
- an experience all motoring enthusiasts 
should experience at least once in a 
lifetime. 100 years of asa 
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Gone are the days where an SUV was the size of an 
elephant and needed to tow a filling station to get from 

point A to B. We are now in an era of so-called compact SUVs 
and feature Audi’s latest, the all new Q3. 

This newcomer is in line with Audi’s new look, sporting an 
enlarged chrome grill that dominates the front end and is 
set off by the iconic Audi LED headlights. The Q3 logo itself is 
patterned as a solid and thin inverted C. The Q3’s profile is 
similar to its larger Q5 sibling - just more compact. A clever 
design feature is the side sill at the bottom of the door, which 
makes the door look smaller than it actually is to emphasise 
the sportier, compact SUV look. Its rear end has the typical 
‘Q ‘- look, with large lights incorporating LED technology and 
rounded off by a small boot spoiler at the top of the tailgate.
Inside, the vehicle is surprisingly roomy and the optional sport 
seats with electronic lumbar support is a must. The dashboard 
layout is typical Audi with a pop-up screen on top. 

As with many new cars, Audi has also added retro features. 
In this model these are chrome climate control knobs that 
require a simple click to the right or left to adjust temperature.  
The rear seats are supportive, but the legroom a bit restricted, 
especially if tall people are seated in both the front and rear 

seats. The Q3’s luggage compartment appears shallow, but is 
cavernous enough to measure a healthy 467 litres.

On the road this vehicle was perfectly matched with a 
responsive 2.0 litre turbocharged petrol engine and the DSG 
twin clutch automatic transmission gearbox. This car is an 
absolute pleasure to drive, whether just up the road or on a long 
trip, with overtaking simply a matter of depressing the pedal and 
watching other vehicles disappear in the rear-view mirror.  And 
the legendary Quattro four-wheel drive system keeps this vehicle 
firmly footed on both regular and uneven surfaces.

Audi has built in a higher ride height than its rivals, but this 
does not mean that this is an off- road vehicle. It easily climbs 
kerbs and can manage the odd dirt road, but lacks the 
traditional low-range or a hill descent system. The Q3 is a soft 
roader that is forgiving and simple to drive. 

Overall, I feel that the Q3 sets the benchmark in the compact 
SUV category, with its silent, smooth ride and sporty good 
looks. This  isn’t surprising as the Q3 is one of the more 
expensive choices in the category, especially when optional 
extras are added in.   This is a winner from Audi, proving that 
compact and luxury can be happily married! 100 years of asa 
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This rather odd looking 4x4 from Toyota is actually not a 
new model. This vehicle has been around for a while, but 

only recently became available in South Africa.

A retro-refresh design based on the legendary FJ land 
cruisers of earlier years, the squared-off design, round 
headlights, oversized mirrors and tyres give this cruiser a 
distinct presence. At first glance it appears to be a two 
door, but closer inspection reveals half rear doors that 
open towards the back. The bonnet-mounted air intake 
and menacing black grill virtually guarantee that vehicles 
in front of you will move over as soon as the FJ looms up in 
their rear view mirrors.

Inside, the chunkiness continues, with a rather large 
squared-off plastic dashboard that I considered to be 
cheap-looking for a vehicle of this value. The leather seats 
were comfortable and supportive. The centre console is 
sparse, excepting for the double gearshift, with the larger 
gear lever stirring the cogs for the 6 speed gearbox and the 
smaller lever selecting between 4x2, 4x4, and 4x4 with low 
range. This classic setup is not seen much anymore, with  
electronically controlled gearboxes having taken over. But I 
have to admit, it was fun to use the dual gearshifts.

There is ample space for three adults at the back, as long 
as they’re not claustrophobic - the rear windows don't open. 
The feeling of being confined is enhanced by the rather 
large B pillar that hinges the rear doors.

On the road you soon realise just how big his vehicle is, with 
its elevated ride height and wide body feel. The steering 

wheel is not that responsive and you get a sense of floating 
while driving, especially at higher speeds. This all changes 
once you hit the gravel, at which point this vehicle comes 
alive, taking on anything in its path with such ease you 
would think you were driving on tar. If the road ahead gets 
unruly and it looks like the pothole in front may swallow the 
vehicle, simply select 4x4 low- range and away you go. This 
vehicle will take on mountains without a fuss.

What makes it handle all with such ease is the 4 litre petrol 
engine that just hums along, oozing out all the torque 
you could ever require. However, you may require a few 
more pit stops than you would like. On the longer road fuel 
consumption is not as thirsty, as long as you keep your eye 
on the speedo, as you will tend to go over the speed limit 
with just a touch of the accelerator. This makes overtaking a 
breeze, even on uphills.

While driving the FJ about, I came to realise just how 
many city dwellers actually have them - although this is 
no society vehicle. The FJ is way more capable than soft 
roaders that climb curbs or fend off the occasional pot 
hole or two. This is a thoroughbred 4x4 with a go anywhere 
attitude. Yes, it has the necessary creature comforts for the 
not so rugged driver and is a smooth daily driver for the 
commute to the office. But one thing is for sure, it is built to 
have fun off road!

At the end of the day, the FJ Cruiser’s distinctive appeal is 
either loved or hated, but make no mistake, it has become 
a rather popular choice for travelling far off the beaten 
track. 100 years of asa 
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This vehicle fits into a market segment 
only carved out in recent years, in 

which the cars are neither sedans nor 
coupés, but rather a mix of sporty coupé 
lines merged with the sedan standard four 
doors.

This is the second generation CC from VW 
and it is enormously improved from the 
original. 

Its shape has been refined for a 
smoother and sportier look, with the 
new headlights and grill giving the car 
a certain upper-class presence that was 
previously lacking. The rear end too has 
changed, with the circular lights replaced 
by a squarer light cluster with a more 
sophisticated and logical layout. VW has 
paid careful attention to detail, ensuring 
that any gaps between the doors and 
bonnets are minimised, to make the body 
look like a seamless work of moulded 
metal.

When taking up the driver position, you are 
immediately welcomed by well-padded 

and luxurious leather seats. This solidness 
is echoed through the cabin, from the 
dashboard to the door handles. The 
dashboard is well sculptured in that the 
top section is split from the lower section 
by a wooded insert, featuring a white 
face analogue clock with square brushed 
silver surround that just screams of luxury. 
This is set off by a rather plain monotone 
black centre console and layout. Rear-
seat space is surprisingly abundant and 
the one aspect I really appreciated is that 
this is presently the only four door coupé 
that has adequate space for three seated 
at the back. Normally these vehicles 
have a two plus two configuration, with a 
substantial centre console separating the 
two rear seats.

The VW CC also offers a boot large 
enough to fit the golfing bag and the 
family's luggage. Its standard features 
are impressive: apart from the expected 
nice-to-haves, this CC has front electrically 
adjustable seats with heating and cooling, 
touch screen radio and automatic 
parking. Its hands-free boot opening 

system lets you open the boot by foot 
under the car, which is really helpful when 
you have your hands full of groceries!

Its 3.6 litre v6 engine is silent and sweetly 
responsive, but what impressed me the 
most is the gearbox. In my opinion VW 
have perfected its DSG gearbox, with this 
latest version so smooth that even when 
pushing the limits you hardly feel gear 
changes, with shifts so quick that if not 
for the electronic read out, you would 
be hard-pressed to know what gear you 
are in.

On the road this car is perfectly balanced 
and VW’s proven 4 motion (all wheel 
drive) system makes sure that the vehicle 
is never unsettled. Its light and responsive 
steering offers intuitive and driving in town 
and on the open road.

In essence, I was hugely impressed 
with the Volkswagen CC. Offering 
keen pricing and a remarkable list of 
standard features, VW has a winner on 
its hands. 100 years of asa 
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Fast view
Renault Clio 1.6 Advantage

Pros
•	 Standard TomTom navigation with 

live updates
•	 Frugal consumption
•	 Light steering wheel
•	 5 year service plan 

•	 Good safety features
•	 Spacious 
•	 Decent standard features

Cons
•	 Manual rear windows
•	 Finicky remote control for the 

TomTom navigation 
•	 Over large steering wheel
•	 Too many buttons on the side of 

the steering wheel 

Fast view
Peugeot 4008

Pros
•	 Distinctively different look and feel to current other SUVs
•	 Well laid-out dashboard 
•	 Lots of standard features, including panoramic glass roof
•	 LED mood lighting
•	 Safety features
•	 Spacious and comfortable
•	 Storage space
•	 4x4 system 

Cons
•	 CVT gearbox 
•	 Awkward boot height due to spare wheel
•	 Not a real off-roader

All in all this is a sweet car to drive and its light steering wheel makes for easy parking.

 The TomTom navigation adds a bit of exclusivity for an entry level vehicle. The 
entertainment system controls are at hand on the side of the steering wheel but 
rather confusing to use. This is an interesting car that just falls short of being an 
exceptional package.

E63
Manufacturer 
Specifications:
Engine: 5461cc 
8 Cylinder BiTurbo
Power: 386KW @ 
5750rpm
Torque: 700Nm @ 
5000rpm
0-100km/h: 4.3 seconds 
(Claimed)
Fuel Consumption: 
Average 9.8l/100km
CO2: 230 g/km
Price: From R1 257 000,00

M6
Manufacturer 
Specifications:
Engine: 4385cc 
8 Cylinder TwinTurbo
Power: 412KW @ 
6000rpm
Torque: 680Nm @ 
5750rpm
0-100km/h: 4.3 seconds 
(Claimed)
Fuel Consumption: 
Average 10.3l/100km
CO2: 239 g/km
Price: From R1 485 500,00

Q3
Manufacturer 
Specifications:
Engine: 1984cc 
4 Cylinder Turbo
Power: 125KW @ 
4300rpm
Torque: 280Nm @ 
1700rpm
0-100km/h: 6.9 seconds 
(Claimed)
Fuel Consumption: 
Average 7.7l/100km
CO2: 179 g/km
Price: From R370 000,00

FJ Cruiser
Manufacturer 
Specifications:
Engine: 3956cc 
6 Cylinder
Power: 200KW @ 
5600rpm
Torque: 380Nm @ 
4400rpm
0-100km/h: N/A 
seconds (Claimed)
Fuel Consumption: 
Average 11.9l/100km
CO2: 278 g/km
Price: From R457 600,00

CC
Manufacturer 
Specifications:
Engine: 3597cc 
6 Cylinder
Power: 220KW @ 
6600rpm
Torque: 350Nm @ 
5300rpm
0-100km/h: 5.5 seconds 
(Claimed)
Fuel Consumption: 
Average 9.3l/100km
CO2: 215 g/km
Price: From R474 100,00

This is a first for this legendary French manufacturer and 
lives up to reputation for Gallic design flair. The 4008 looks 
like an SUV in a tuxedo, with large wheels and LED lights 
complementing the innovative design. The 4008 is a well 
thought out package and its 4x4 system with diff lock 

works well, especially on loose surfaces. Unfortunately its 
driveability is badly let down by an unforgiveably clunky 
CVT gearbox. This hamstrings the 4008’s real appeal, which 
is a pity, as with a decent automatic gearbox, this Peugeot 
would have been an outright winner.
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Educator and motivational writer Stephen Covey had it spot on 
when he said: “Our greatest joy and our greatest pain come in 

our relationships with others.” 

Days of our lives 
It is that time of year again: the festive season. That time of the 
year we either love or despise − usually because of relationships. 
Those we thrive on and those that just drain energy. 

No regrets
A couple of months ago I touched on the topic of regrets. One of 
the top five regrets expressed by dying people really resonated 
with me: “I wish I had stayed in touch with my friends”.

To me, friendships are one of life’s most precious gifts. From the 
seven billion people on this planet, you decided to commit to a 
certain individual. That is a special gift that allows you to give, 
without guilt, your most valuable possession - time. In return, you 
get so much more.

What’s the lesson? 
You chose your relationships for reasons. Just reconnect with 
those reasons. The challenge is there for the taking. Are you sure 
that your last dying breaths will not be whispers of regret??

Facebook and statistics
Alarming statistics and research about Facebook and relationships 
are all over the news. Some facts are: one in five divorces are 
blamed on Facebook. More than one third of divorce filings in the 
UK contain the word Facebook. Americans are spending more 
than seven hours a week on Facebook. Facebook is the most 
popular place to meet potential friends and partners today.

What is this telling you? 
Everybody knows that Facebook is about relationships and from 
the evidence above, it can help to make or break them. Life is also 
about relationships. Take away money, success, status and all the 
other trappings of modern life, and what’s left? Relationships. In 
today’s technology-driven society, with its time constraints and 
stress, communication – the most valuable form of interaction – 
has taken a backseat.

Facebook proves that you want it back. Its overwhelming success 
is founded on your desperate longing to connect with one another.

So, what are you doing about communicating now? What will you 
do about it in the future?

Although Facebook has its advantages, most of you will admit 
that nothing beats connecting with your partner, mate or business 
associate in person and enjoying some quality time together.

Different marriages 
Some of the biggest challenges in relationships arise from the fact 
that most people enter a relationship to get something. They’re 

life|coaching

trying to find someone who is going to make them feel good. 
In reality, the only way a relationship will last is if you see it as a 
place you go to give, not a place you go to take.

This is equally true for both personal and business relationships. 
For example: if you think of your clients as a place to give, not only 
will they return the favour, but your sales and profits will also soar. 
Sam Walton’s mission for Wal-Mart is one of the great examples: 
“To make better things ever more affordable to people of lesser 
means.” And those people repaid him, didn’t they!

Just do it!
Now for this month’s challenge.

When Mark Zuckerberg’s then girlfriend moved closer to him, 
he committed to spending 100 minutes a week outside their 
apartment or office together.

You can do the same with the different relationships in your life.  
- For your spouse or partner, it could be date night. 
- For your business associates, it could mean a game of golf, a 
long lunch or a spa treatment to thank them, re-connect and make 
them feel special. 
- And for a dear friend, maybe it is just a chat over a beer or glass 
of wine. Or simply a call with no rush or next meeting.

The action starts with you opening your diary now and slotting 
in that appointment to get re-connected with your most valuable 
relationships. You already know what value you will get from them 
and how you’re going to enjoy it.
Now: just do it! asa

 rediscovering
THE POWER OF RELATIONSHIPS

Stanford Payne CA(SA) is an Executive Business Life Coach, member of ICF and COMENSA..
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We require someone that will:
•Be responsible for financial analyses in the finance department or 

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

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

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

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

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

•Audit contracts, orders and vouchers and prepare reports to substantiate 
individual transactions prior to settlement.

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

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

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

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

CHARTERED ACCOUNTANT

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

The Oasis Group is a dynamic wealth management business 
operation formed in 1997. The Group is comprised of multiple 
companies; each specialising in contributing towards Oasis 
extensive product range that is designed to meet the needs of 
the Shari’ah and socially responsible client markets.  Product 
offerings include collective investment schemes, retirement 
funds, endowments and pension annuities for the retail client and 
segregated portfolios and pooled policies for institutional and 
high net worth clients. 

Apply for CA and Financial Jobs Online

SAICA presents CAJunction in 
association with CareerJunction

Browse through 100’s of great
financial positions, online.

� Create a professional online Resume
� Apply for positions Online
� Create email Job Alerts

Visit www.cajunction.co.za
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when it comes to
great opportunities, 
we’ve done our 
research.

Request our new 2012 Global Salary Survey at www.robertwalters.co.za/salarysurveyrequest

www.robertwalters.co.za

Let Robert Walters find the right opportunity for you.
Our specialist accountancy and finance consultants offer a unique blend of  
finance and recruitment industry experience.

Contact. Michael Fraser - Banking & Financial Services
Tel.  +27 (0)11 881 2408
Email.  michael.fraser@robertwalters.com

Contact.  Nic Sephton-Poultney - Commerce & Industry
Tel.  +27 (0)11 881 2414
Email.  nic.sephton-poultney@robertwalters.com

Contact.  Helen Swithenbank - International Careers
Tel.  +27 (0)31 561 1260
Email.  helen.swithenbank@robertwalters.com

Robert Walters is one of the world’s leading professional  
recruitment consultancies, and has fantastic opportunities  
to offer accountants with a wide range of top tier clients  
in Johannesburg.
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  Financial controller
  r650 000 – r600 000 ctc, east rand
Leading international chemical manufacturers need a technically strong 
financial accountant to be responsible for daily finance spectrum including 
team management. This client is looking for a CA (SA) with 2-3 years post 
article experience within a similar, highly pressurised and deadline driven 
environment who can bring fresh and stimulating ideas to the table. 
Must have managed a large, diverse team. candice.k@wexford.co.za  

  ca (Sa) - Financial accountant
  r560 000 - r480 000 ctc (neg), Sandton
Growing short-term insurer seeks meticulous, hardworking CA with 
excellent communication skills to join their down to earth finance 
team. Incumbent should be an eager to learn, confident but not 
arrogant team player. Will be responsible for monthly management 
and FSB reports, assist with the implementation of a new accounting 
system and 2IC to the FM. Company offers excellent long-term career 
progression and an excellent grounding for a young CA to gain solid 
commercial experience. tanya.b@wexford.co.za  

  Senior internal auditor
  r720 000 – r620 000 ctc, Sandton 
JSE listed client needs a strong, outgoing, “out the box” thinking inter-
nal auditor who enjoys travel around SA and possibly internationally at 
times to join their strong, “work hard, play hard” team. This role will 
be responsible for full audit cycle within all divisions. Great perks and 
working environment with ample growth opportunity. CA (SA) / CIA and 
minimum of 2 years’ experience will ensure success. 
candice.k@wexford.co.za  

  Group Financial ManaGer
  r850 000 – r800 000 ctc, rivonia

A large property company seeks a strong and bright CA (SA) with 2 
years post experience to fill the group financial manager role. This 
role promises to be extremely challenging and needs a “finger on the 
button” approach but offers excellent growth opportunities. Respon-
sibilities will include implementing accounting, bookkeeping and 
administration procedures that are effective and operational and will 
suit the needs of the business and all entities associated with it. 
zuleika.a@wexford.co.za

  Financial ManaGer
  r650 000 – r500 000 ctc, Fourways
French multinational organisation requires astute, F.M who is happy to 
“stand alone” with only two staff members and report to M.D. If you are 
deadline driven and happy to report to Paris monthly while working in a 
highly profitable organisation with a small head office, then this is the 
position for you. This company is dynamic and growing and the role will 
be fulfilling for highly competent accountant. CA (SA) or BCom Hons plus 
relevant experience essential. janet.b@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 ManaGeMent accountant
  r900 000 – r700 000 ctc, JHB

Stable manufacturing concern requires a top professional. Key respon-
sibilities will be preparation, planning and control of management 
reporting of large group, coordinating group-wide forecasting, analysis 
and reporting processes, costing analysis, management information 
and board reporting. CA (SA) / CIMA with 3-5 years in similar position. 
zuleika.a@wexford.co.za



CLASSIFIEDS
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 Mpho  Tel: 011 621-6724. 

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.

APPOINTMENTS

ARTICLES FOR SAICA TRAINEE ACCOUNTANTS AT ALL LEVELS. 
New or transfer articles. We have offices in Alberton, Cape Town and 
Knysna. To apply forward your CV to Herman on herman@vg-a.co.za

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

TURNKEY ACCOUNTANT (SALARY NEG)
Post articles position available for a well rounded accountant to fulfil 
a variety of accounting functions. The position includes preparation 
of financial statements with ability to perform an independent 
review in line with the New Companies Act, liquidity and solvency 
testing and company valuations. Understanding of IFRS and IFRS for 
SME required. Email brief CV to roland@accumulo.co.za

 PARTNERSHIPS & PRACTICES

HAVE YOU CONSIDERED RETIREMENT OR SELLING YOUR 
PRACTICES.
Established practice invites expressions of interest from practitioners 
who are considering retirement or who wish to dispose of their 
practice or part thereof. Send me an e-mail at Manfred@profitplan.co.za 
or call me at 083 251 4070.

ARE YOU INTERESTED IN A MERGER?
Should you be interested in merging with a long established 
and extremely successful accounting and auditing firm in South 

Africa,  which is JSE accredited and internationally affiliated, then 
there is no doubt that this could be mutually beneficial to both 
practises. Let us explore the possibility. Call Marius on 
082 887 3496 now.

ARE YOU INTERESTED IN SELLING?
In the world of accounting and auditing, a well established, JSE 
accredited and internationally affiliated C A firm is looking to acquire 
your accounting or auditing practice  in Gauteng, Cape Town, 
Bloemfontein or Durban. Should you be interested in selling, please 
give Marius a call on 082 887 3496. 

PRACTICE
We are keen to purchase an accounting or auditing practice in 
Gauteng. We have done this before and are prepared to pay fair 
value. For a confidential discussion contact Joe on 082 854 8269.

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. 

PRACTICE/FEES FOR SALE
Established audit practice/block of fees for sale. Client base in 
Gauteng. Contact Etienne 082 929 1283, etiennek@vafs.co.za.

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.



CFO – CA (SA) OR EQUIVALENT FOR LISTED 
MAURITIAN GROUP IN KAMPALA, UGANDA 
– PACKAGE NEGOTIABLE
Operational experience in the 
Healthcare/Medical industry.  Directly responsi-
ble for financial and budgetary processes, IT 
systems, reporting and risk management. Sound 
interpersonal staff management skills in an 
African multi-cultural environment. English 
essential, French preferable.  3 year expatriate 
contract initially. 
Please send your CV to 
ian@frontlinesolutions.co.za

FINANCIAL MANAGER – JHB NORTH
R600 000 to R750 000
CA (SA) with 3-5 yrs Financial Management 
experience required for role in Central Finance 
that will provide a value-added financial service 
to all divisions and ensure sound financial 
practices are being adhered to.  This is a fast 
paced, vibrant environment that will suit a high 
energy, driven individual.  
Please send your CV to 
rachel@frontlinesolutions.co.za

DIVISIONAL CFO - JHB EAST
R1.1m – R1.3m
CA (SA) with 8-10 yrs commercial experience 
and min 5 yrs experience in a senior financial 
management position required. Preference will 
be given to those who have worked in the 
FMCG, Retail, Distribution or Logistics environ-
ment. This role is well suited to a dynamic, 
hands-on individual who can advise the 
business and contribute from a strategic point of 
view but is equally capable to get involved in the 
day to day operation of the business. 
Please send your CV to 
rachel@frontlinesolutions.co.za

SPECIALIST RISK, ASSURANCE AND 
GOVERNANCE DIVISION 
offering opportunities to:
• Nearly qualified CA’s
• Newly qualified CA’s 
• Qualified CA’s with commercial working 
experience. Expand your expertise within 
Internal Audit, Risk and Governance across a 
variety of commercial local and international 
sectors. 
Please contact Marichen, Sonja or Chantal at 
011 706 9222 or send your email to 
rag@frontlinesolutiuons.co.za

FINANCE MANAGER
R850 000 CTC
CA (SA)’s needed for Senior Finance positions.  
Preferred industry experience FMCG and Manu-
facturing.  SAP essential.
Please send your CV to
lynda@frontlinesolutions.co.za

AUDIT SENIOR
R500 000 to R600 000 CTC
CA (SA) to be the successor of a partner of a 
medium audit firm.  A dedicated and reliable 
candidate who is willing to commit to a partner-
ship with this audit firm.  An energetic and 
dynamic personality required for interaction with 
blue chip audit clients.
Please send your CV to 
lynda@frontlinesolutions.co.za

FINANCE MANAGER - DURBAN
R500 000 to R600 000 CTC
Seeking a CA (SA) with 3-5 years post articles 
experience within a large organisation.  Position 
reports into COO and will be responsible for all 
financial reporting to the holding company.  
Great opportunity to join a dynamic environment.
Please send your CV to 
nicky@frontlinesolutions.co.za

BUSINESS ANALYST (EE) – CAPE TOWN
R450 000
International FMCG company seeks an analytical 
thinker to provide the business teams with 
financial/business advice, evaluate and direct 
projects/issues. You will be involved in budgeting, 
forecasting and provide and implement financial 
strategies. CA (SA) or CIMA qualification is ideal.
Please send your CV to 
helen@frontlinesolutions.co.za

MANAGEMENT ACCOUNTANT (EE) – CAPE 
TOWN
R500 0000
A superb opportunity for a young CA (SA) ideally 
from a FMCG environment or alternatively with 
audit exposure to major manufacturing compa-
nies.  Focus will be on monthly reporting, budget-
ing - preparation, review and control, cost 
management and risk management.
Please send your CV to 
helen@frontlinesolutions.co.za

FINANCIAL MANAGER – NORTH AND EAST 
RAND
R600 000 to R900 000
CA (SA)’s with 2-3 yrs and 3-5 yrs commercial 
experience required for reputable FMCG and 
Manufacturing concerns.
Please send your comprehensive CV to 
nathenia@frontlinesolutions.co.za

FINANCIAL MANAGER
R850 000 to R950 000
Dynamic, self-driven CA (SA) with 5-7 yrs experi-
ence in FMCG. Current IFRS and taxation, 
computer literacy, risk and governance, budgets, 
financial strategic planning, cost reporting and 
operational support.   “Bias for action” commercial 
awareness and commitment to quality.
Please send your CV to: 
jim@frontlinesolutions.co.za

Bryanston         
Durban
Cape Town       

Frontline Recruitment is a wholly owned division of the Kelly Group Limited and lives the Kelly Group vision of “unlocking the power of 
people in the world of work”.  Frontline Recruitment incorporates 2 additional specialist divisions namely Risk, Audit & Governance and 

Executive Search. 

Frontline Recruitment is a specialist financial recruitment company
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Talk to SET about finding talent for South Africa and further afield in Africa.  
We have offices in Johannesburg (Head Office) and Cape Town. 

Our results speak for themselves.

We are a BEE level 2 accredited company

Established 2003

Results.

0861 738 732 (SET REC)
E-mail: info@setrecruitment.co.za

www.setrecruitment.com

From Board level, CFO to newly qualified 
CA appointments in Banking & 
Financial Services, 
Professional Services and IT

The real indicator of  success.
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