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EDitor's note

Staying true to your designation.

S

eptember marked the onset of spring and South Africa’s Heritage
month, celebrated through arts and culture events around the
country. As South Africans we are blessed with a beautiful natural
heritage rooted in our plethora of natural beauty and resources. Our
diverse cultures are woven into a colourful mosaic of human heritage
deeply informed by practices and traditions that were passed on to us
over the generations.
People learn and are influenced by experiences, places and people
around them. Our country is rich in the oral tradition of storytelling
as generation after generation glean rich culture from folk lore –
stories that transmit ideas about life and living and shared customs,
traditions and memories, passed on from parents to children.
Does this make you wonder about your own heritage? In his book
Angle of repose, American historian Wallace Stegner writes: “Before I
can say I am, I was … Am or was, I am cumulative too. I am everything
I ever was. I am much of what my parents, especially my grandparents
were: inherited stature, colouring, brains, bones, plus transmitted
prejudices, culture, scruples, likings, moralities and moral errors that I defend as if they were personal and not familial.”
Moses Kgosana, who features on our front cover this month, tells how his personal accomplishments were achieved
through arduous toil and perseverance. During the early years of his education, he alternated days of school and work
with his brother in order to tend the family farm. From Standard four (Grade Six) onwards he paid entirely for his
own education and text books through casual jobs, studying mostly part time to get a matric and university education
through UNISA. Today he is the CEO of KMPG and manages a team of more than 260 partners. How does he do it? He
attributes it to staying humble and building teams that are diverse and balanced. And Kgosana is passionate about giving
back and leaving a heritage to others.
As a Chartered Accountant (SA) your designation should represent the essence of what you stand for. As a true
business leader, show the world that everything you do is filtered through SAICA’s values and stringent ethical code of
Integrity, Professionalism, Diligence, Accountability and Dedication.
Let the heritage you leave behind not only define you, but also set you apart as an authentic South African business
leader – by staying true to yourself and your designation.

Gerinda Jooste
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HAVE YOUR SAY - letters from our readers

From Past issues
Investors
navigating
troubled
economic times
Good Day Premal. Some of
the statements are factually
incorrect pertaining to
growth catalysts. Our
education, infrastructure and
management of expenditure
budgets by key role players,
has and will continue to
inhibit market sentiments.
Furthermore, high labour
costs does not bode well for
our resource sector.

issues of other low GDP
African countries. There are
issues within our economy
and it is by no means without
problems, however the above
listed items contribute to
our GDP, and have allowed
us BRIC membership;
Investment grade rating
by ratings agencies. These
topics do allow for investor
sentiments, and that would
remain true to every country.
The comments (“ expenditure
budgets” and “high labour
costs within the resource
sector.”) posted by Slick Joe
although may be true I make
no reference to in my article.

Slickjoe

Premal's Response

Trainee Updates

Growth Catalysts as stated in
my article include:

Gauteng ABASA
Student Chapter

Political Stability, leadership,
robust macroeconomic policy,
strong banking systems,
healthcare, education and
exchange policy.
South Africa is by no means
an economy in tatters. If it
were as “Slick Joe” refers to,
we would have the systemic

The Association for the
Advancement of Black
Accountants of Southern
Africa’s (ABASA) Student
Chapter in Gauteng (GASC)
was launched at the
University of Johannesburg
(UJ) in March 2012 and a year
later at the University of the
Witwatersrand (Wits). GASC
has also partnered with the

Pretoria based UNISA student
chapter, which has enabled
it to engage with other
universities.
Our mission is the
advancement of black
accountants, which we aim to
achieve through the following
objectives:
• Promote the interests of
students aspiring to be
accountants.
• Embark on programmes
and activities that create
access to information
and opportunities for
accounting students to
enter the accounting
profession.
• Develop leadership and
the professional skills of
member students at the
universities.
• Represent and address
the needs and academic
problems affecting
accounting students at
the universities where

GASC is represented.
•	Be a networking channel
between university
students and practising
accountants.
The GASC committees
consist of accounting
students, lecturers and
professionals tasked with
organising and hosting
events at UJ, UNISA and
Wits. Our recent events
include a workshop for
students on leadership,
persuasion and negotiation
skills facilitated by a
neuroscientist and CAs(SA)
in academia and commerce.
Regular debate sessions
are hosted at UJ and Wits,
which are aimed at providing
students with platforms to
discuss and present solutions
for South Africa’s socioeconomic issues.
For more information please contact
Ashley Dicken on 083 235 8135 or Lerato
Futshane on 081 032 2831.

Chartered Accountant Public Sector Forum Launched
The Chartered Accountant Public Sector Forum (CAPSF) was launched earlier this year. The objective of this forum, led
by the National Treasury, is to create a synergy between all the public sector training officers and also develop a quality
trainee programme. This programme offers trainees the opportunity to be seconded to other public sector institutions
for all round training and new skills in working towards the CA(SA) qualification.
The IDC, SARB, SARS, Transnet, the Auditor-General and the National Treasury are all involved in this forum.
Under the watchful eye of Mr. Freeman Nomvalo, the Accountant-General of South Africa, the other objective of this
programme is to improve public sector financial management to improve service delivery.
Obrey Nekhavhambe CA(SA), the Training Officer at National Treasury said: “Students who aspire to become CAs(SA)
should be aware of the role that the public sector is playing within the training space to develop leaders. It is our
view that young people can help make a difference in our country, and joining the public sector training programme
provides a great platform. We offer our trainees an opportunity to engage amongst themselves on issues of leadership,
governance and other public sector matters, while meeting the required standards as set by SAICA”.
For more information about this forum, please contact Thabo Mashamba, 012 395 6614,
Thabo.mashamba@treasury.gov.za.
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DEVELOP UP-TO-DATE

Up-to-date
KEEPING YOU INFORMED OF BUSINESS TODAY

help for small
businesses

Responsible leadership
The SAICA Member Values are: Integrity,
Professionalism, Diligence, Accountability and
Dedication.
Your CA(SA) designation represents the
essense of what you stand for as a true business
leader. It tells the world that everything you do
is filtered through SAICA's stringent Ethics and
Values Code ... a part of the formula that sets you
apart as a true South African business leader.
The SAICA Ethics and Values Code is the
cornerstone of our brand and your commitment is
pivotal.
Visit www.saica.co.za/ethics to view the full
Code.

IFRS NEWS

There are some 880 000
bicycles in Amsterdam.
It is one of the most
bike-friendly cities in
the world. Some streets
have so many cyclists
on them, there are bike
traffic jams.
6
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The IASB is conducting a
full review of the Conceptual
Framework for Financial
Reporting. In this review the
IASB is expected to:
•

Relook at the definitions
of an asset and a liability
and provide additional
guidance to support those
definitions. The revised
definitions would focus
more clearly on the fact
that an asset is a resource,
and a liability is an
obligation and clarify the
status of those resources

•

•

•

and obligations that are not
certain to result in inflows
and outflows of economic
benefits.
Improve on the current
guidance on when assets
and liabilities should be
recognised and suggests
new guidance on when
assets and liabilities should
be derecognised.
Develop guidance that
could assist the IASB
in selecting the most
appropriate measurement
basis for an asset or a
liability.
Introduce principles to
assist the IASB when it

Payroll subcription software is
making it affordable for start-up
and SME businesses to automate
their payroll. With payroll
subscription users pay a low
monthly fee and don’t incur the
usual initial investment costs they
would when normally purchasing
an automated desktop payroll
solution.
Sage Pastel Payroll & HR
general manager, Laurica Kok,
says that in a difficult economy
this is a lucrative option in the
form of a low monthly payment
plan. Regular statutory and
legislative changes in the
payroll and HR industry make
it challenging for businesses to
comply with the six major Payroll
Acts. Companies can simply not
afford to process their payroll by
making use of a manual system
or formulae driven worksheets.
Manual and worksheet payroll
processing can result in incorrect
calculations and deductions,
meaning companies can
potentially face SARS penalties.
Staying abreast of regular
legislative updates can be a
daunting task for any business.
Subscription payroll enables
companies to make use of
automated payroll software to
confirm that payslip calculations
are accurate first time round,
every time.
For more information visit
www.pastelpayroll.co.za.

decides which items of
income and expense should
be recognised in profit or
loss, and which should
be recognised in Other
Comprehensive Income
(OCI).
The deadline for comments to
SAICA on this discussion paper
is 15 November 2013.
The ED 336 – Discussion paper
on A Review of the Conceptual
Framework for Financial
Reporting, the IASB press
release and screenshot can be
downloaded from the SAICA
website.

UP-TO-DATE DEVELOP ➲

numbers to remember
worldwide

48%
The percentage of Web users who share their password with others,
according to a recent survey by Google.

France

$136 million

The value of diamonds stolen from a hotel exhibit in Cannes (France),
one of the largest jewelry heists in history.

canada

47%

The percentage of babies in a Canadian study who had a deformation
on the back of their heads because of clumsy parenting.

How Africa
developed
a drinking
problem
According to the World Health
Organisation, Africa has the
world's highest proportion of
binge drinkers. Here are some
reasons why:
HIGH UNEMPLOYMENT
A significant share of Africa's
teenagers and young adults
don't have jobs - about 65% in
Kenya, for example - and are not
educated about the dangers of
alcohol abuse.
LAX LAW ENFORCEMENT
Many countries have laws
restricting the sale of alcohol to
minors, but critics say stronger
policing is needed to ensure that
vendors obey them.
MOONSHINE MAYHEM
Poor Africans have historically
made their own booze, using
dangerous ingredients like
battery acid and methanol to
increase its potency.
SWIRLING MULTINATIONALS
Major brewers like Diageo and
SABMiller are starting to target
Africa's rising middle class,
spending billions on advertising
and manufacturing.

Those who can't stomach
the defeat, you can
commit suicide.

Source: Time Magazine (August 2013)

Robert Mugabe, after he won the
Zimbabwean elections.

did you know?
a progress report on the demand of eu membership
Access to the EU used to mark a European nation's economic
coming-of-age. Though deepening fincancial troubles have
tarnished membership status, some countries still want in.
Croatia joined in July this year and these four may not be far
behind:
Serbia
In April, after Serbia formally agreed to cede its last foothold in
Kosovo, the European Commission recommended that accession
talks be opened.
Montenegro
The Balkan nation's admission is largely dependent on whether it

adopts a constitutional amendment to strengthen its judiciary and
rule of law.
Macedonia
Despite praise for its economic development, its bitter dispute with
Greece over the name Macedonia (also a region in Greece) could be
a roadblock.
Iceland
Its banks helped trash the euro-zone economy, and its new centreright government halted membership talks to shield Iceland's
recovery from the EU debt crisis.
Source: Time Magazine (July 2013)
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IFRS Foundation issues
Application Guidance on
IFRS for SMEs for Microsized Entities
The IFRS Foundation has
issued a Guide on Applying
IFRS for SMEs for micro-sized
entities, designed to assist
micro entities in applying the
IFRS for SMEs. This Guide
contains extracts of only those
IFRS for SMEs requirements
that will apply to a typical
micro entity, without modifying
any of the principles for
recognising and measuring
assets, liabilities, income and
expenses. This guide can be
downloaded from the IASB
website.
The publication of the
IFRS Foundation's guide
follows the publication of
SAICA's Electronic guide
on Applying IFRS for SMEs
for Micro Entities (SAICA
Electronic Guide) in 2012.
The SAICA Electronic guide
comprises a user checklist, a
summary of the requirements
of the IFRS for SMEs standard,
an application guide with
practical examples for each
section covered by the guide,
illustrative financial statements,
and a disclosure checklist for
micro entities. It also covers
the sections of the IFRS for

SMEs that are common to a
micro entity. Entities that apply
the SAICA electronic guide
can also claim compliance
with the IFRS for SMEs. The
SAICA Electronic guide can
be purchased from SAICA at
R499.
Burning issues in financial
reporting with the
Chairmen of the IASB
and the IFRS Foundation
Trustees
The Chairmen of the IASB
and the Trustees of the IFRS
Foundation, Hans Hoogervorst
and Michel Prada, discuss the
future of financial reporting,
IFRS adoption and challenges
around the world. The
Click2Start interview on the
future of financial reporting can
be accessed from the SAICA
website.
Call for behavioural change
in financial statement
disclosures
In his speech, at a conference
in Amsterdam, the IASB
Chairman, Hans Hoogervorst,
sets out the ten-point plan
to improving financial
statement disclosures. Hans
Hoogervorst’s speech entitled
‘Breaking the boilerplate’ can be
found on the IASB website.

Novation of Derivatives
and Continuation of Hedge
Accounting
New amendments to IAS
39 – Financial Instruments:
Recognition and Measurement,
will provide entities with a
relief from discontinuing hedge
accounting when novation
of a derivative meets certain
criteria. Similar relief will also be
included in IFRS 9 – Financial
Instruments. This relief has
been introduced in response
to legislative changes across
many jurisdictions that would
lead to the widespread novation
of over-the-counter derivatives.
Novation of Derivatives
and Continuation of Hedge
Accounting – Amendments to
IAS 39 –Financial Instruments:
Recognition and Measurement,
are effective for annual periods
beginning on or after 1 January
2014 and early application is
permitted. The amendments
can be downloaded from eIFRS
and the IASB press release can
be found on the IASB website.
Changes to accounting for
bearer biological plants
The IASB proposes to change
the accounting for bearer
plants. In terms of these
proposed changes, bearer

plants would be accounted
like property, plant and
equipment in accordance with
the requirements in IAS 16 –
Property, Plant and Equipment,
rather than in accordance
with IAS 41 – Agriculture, thus
permitting the use of either a cost
model or a revaluation model.
Comments on ED 335
– Agriculture: Bearer Plants
– Proposed Amendments
to IAS 16 – Property, Plant
and Equipment and IAS 41 –
Agriculture, are due to the IASB
by 28 October 2013.
Post-implementation
review on the Business
Combinations standard
begins
The post-implementation
review on IFRS 3 –
Business Combinations, has
commenced. Targeted outreach
will be undertaken during
Phase I to identify practical
implementation problems.
Phase II will encompass an
extensive outreach and analysis
of comments received on
the Request for Information.
More information on the postimplementation review on IFRS
3 – Business Combinations
can be obtained from the IASB
website.

leadership CORNER
Mark Otty CA(SA) is Area Managing Partner for Europe,
Middle East, India and Africa at EY.
What are the key lessons you have learnt that make you a
good leader?
I would not claim to be a good leader but I have learnt a lot over the
years. Some of the most important lessons would be: assemble a great
team around you – (I am privileged to have an exceptionally talented
executive team); treat everybody you interact with respect; and look for
opportunities not problems (the problems will find you) finally, courage
and humility are very powerful attributes.
What role does a great company culture play in retaining talent?
I believe culture is increasingly important. Young people today are
much more demanding of their employers and have great opportunities.
I believe many evaluate culture very carefully in making decisions about
joining or staying. I also believe that culture has a big impact on the
motivation of our people, so this in turn impacts performance.
What are the key success factors for one of the leaders of a
global institution like EY?
I am still working on the attributes but in my mind they would include,
an ability to inspire people, a strategic mindset, the flexibility to adapt
to different cultures and stamina to cope with the travel.
What advice would you give to trainees who aspire to be
business leaders in future?
You have arguably the best educational foundation: be bold and grab
every opportunity that is handed to you.
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POLL OF THE MONTH
We asked …
Is the South African business environment conducive for small and
medium business enterprises?

Not at all - 32%

The environment is not perfect but SMEs are surviving - 30%

More can be achieved through working with other entities - 21%

SMEs must make things happen for themselves - 17%

Tips for the small business owner

Save money by marketing rather than advertising
The head of Start-up Business at Standard Bank, Leigh Livanos,
recommends marketing as a cost-effective way of attracting and
retaining customers. To get the best results, do a little upfront work:
•
•
•
•
•

Identify your target markets.
Identify what they need – can you save them time or money?
Define what sets you apart from your competitors (your unique
selling point). It can be as simple as providing a guarantee or a
flat rate for after-hours call-out.
Use this information to come up with marketing ideas such as
distributing leaflets at appropriate events, sending promotional
SMSes to customers, or putting posters in shop windows.
Prioritise your ideas based on their ability to impact the customer.

This process gives you a marketing strategy.
You can supplement it with low-cost advertising in community
newspapers, school newsletter, and classified ads as well as posting
material on free social media platforms. Use the AIDA formula:
•
•
•
•

Grab attention
Be interesting
Create a desire
Get the customer to take action

Finally, always measure the results of your marketing so that you find
out what works and can repeat it.
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south africa
joins Efforts
to prevent
multi-national
cross border
profit shifting
South Africa has formally
joined the Organisation for
Economic Cooperation and
Development (OECD) in their
efforts to prevent multi-national
companies shifting profits
between tax jurisdictions in an
attempt to evade paying taxes in
the primary countries in which
they operate.
South Africa will therefore

become a partner in the OECD’s
international action plan that
sets out 15 actions designed
to address the concerns
surrounding ‘base erosion and
profit shifting’ and related issues
that are troubling tax authorities
across the globe.
The OECD action
plan identifies the actions,
implementation deadlines as well
as resources and methodologies
required to execute the plan.
The plan follows an original
OECD report that concluded
that international tax principles
are dated and cannot keep pace
with the modern day, constantly
changing business environment
that has arisen with the rapid
growth of digital economies and
ecommerce.

Innovation: A top priority for business
CEOs globally are ramping up their efforts to innovate and find
new ways to do business in a move to stimulate growth in a
challenging global business environment. A PwC Pulse Survey of
246 CEOs shows that 97% of business leaders see innovation as a
top priority for their business.
However, not every region sees the need for innovation in
the same light. The appetite for innovation was strongest in Asia
Pacific and North America, where CEOs unanimously agreed that
innovation is a key focus area within their organisations. Rather
than embarking on ambitious expansion projects, South African
CEOs are hesitant about investing in innovation or introducing
new technology. Strategies for managing talent (89%) and
increases in technology investment (88%) are the areas in which
South Africa’s CEOs expect to see the most internal change.
Stanley Subramoney, Strategy Leader of PwC South Africa,
says: “Innovation is moving up the boardroom agenda as
companies recognise its vital importance in sustaining growth.
Almost all CEOs taking part in our survey recognise the value of
innovation for their companies, with most seeing it as either a
priority or a primary focus.”
“The fact that top notch innovation has now become as
important as operational excellence represents a step change
from our survey in 2009. Back then sharpening operational
effectiveness was the overriding objective as companies sought to
survive the sudden loss of revenue caused by the financial crisis.
Now, three-quarters of CEOs regard innovation as at least equally
important as operational effectiveness.”
The study shows that there are also a number of barriers to
innovation. The strain on limited financial resources tops the
list of constraints, though interestingly funding wasn’t in itself
seen as a key ingredient for innovation. “This could suggest that
money can’t buy you success on its own, but it does still need to be
managed in a smart way. This is especially so at a time when the
focus is shifting from gradual to more radical innovation.”
CEOs also see culture as one of the biggest constraints. This
suggests that encouraging people within the organisation to
embrace innovation is still proving to be a challenge, according
to the survey.

The Complete Suite

Have a look at what is arguably the
most user friendly ERP Software Suite
available today.

www.trueerp.co.za
Frustrated
with your
software?

Try the
TrueERP
software!

There’s ONE BuSiNESS MaNagEMENT SuiTE that stands
out from the crowd.
Most software providers will charge Big $$$ for
program changes and additions.
TrueERP will tailor a package to meet your business
needs and give you any additions you want for FREE!
Make your business grow with a systeM that has to be seen to be believed.
ContaCt us today and find out for yourself, why trueerP stands out from the Crowd.

011 764 5301
www.trueerp.co.za
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Gadgets

In the spotlight – business gadgets written by Steven Ambrose CA(SA)

Computing

Samsung Ativ
BOOK 9 Plus

The ATIV Book 9 Plus from
Samsung offers exceptional
performance and a premium
style chassis. At only 13.6mm
thick, this Windows 8 notebook
features a full QHD+ LED touch
display (that has an amazing
3200x1800 resolution), an
Intel Core i5 4th Generation
processor, 4 GB memory, a
fast 128 GB solid state hard
drive, and an aluminium shell
with an attractive mineral
ash black matte finish. The
13.3” SuperBright screen is
anti-reflective, allowing you
to work in the brightest of
conditions. Samsung's SideSync
technology, available on all
ATIV devices, helps you to
share files, utilise keyboard and
mouse sharing as well as screen
mirroring with your Samsung
Android smartphone. Samsung
South Africa includes a one
year free training subscription
with the Samsung’s Virtual
Training Academy along with
1 GB free Wi-Fi internet per
month for a period of one year
with AlwaysOn. AlwaysOn has
over 1 000 hotspots across
South Africa. The new Samsung
ATIV Book 9 Plus is available
from selected Samsung retailers
from R19 999 including vat.
For more information and
retailers go to
www.samsung.com/za
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In the Office

Fritz!Box 7360

Small and large businesses rely on the internet, and for most of
us in business it is ADSL that supplies the need. All offices need
stable, efficient and fast access to the internet. A new German
made ADSL router called the Fritz!Box has just hit South Africa.
The Fritz!Box 7360 is a full function home and office networking
solution. The latest high speed ADSL system called VDSL is
standard, along with Wi-Fi N for up to 300 Mbps wireless. A full
function telephone system (PBX) for both analogue and internet
lines is included with an answering machine. You can connect up
to six DECT cordless phones as well. Two USB ports allow hard
drives for backup or sharing. You can plug in 3G or LTE dongles
for times when ADSL may be down. An Android and iPhone
app allows you to control your Fritz!Boz from anywhere, as
well as get your voicemail or make calls via your office line. The
Fritz!Box 7360 is available now for R2 795.
For more information go to www.nology.co.za and
www.fritzbox.eu

Mobile
LG Optimus G Pro
LG’s latest and greatest mobile phone is big, fast, and very smooth.
This LG mobile phone has a massive 5.5" IPS LCD screen which
in real use is captivating, has bight accurate colours and excellent
sensitivity. In terms of specifications, the LG Optimus Pro is king of
the large smartphones with a 1.7 GHz quad core processor and 2Gig
of main memory. A cutting edge 13 MP camera with a 3140mAh
battery to give all day stamina. The LG Optimus Pro is extremely
well built, if a little shiny and prone to fingerprints. If a fast, cutting
edge, large screen Android based smartphone is what you are
looking for, then the LG Opimus G Pro is the one to look out for. It
is available in black or white. Available from all mobile operators
and outlets for a recommended retail price of R7 995.
For more details and local suppliers go to http://www.lg.com/za/
cell-phones/lg-E988

There’s no
shortage of
remarkable ideas,
what’s missing is
the will to execute
them.
Seth Godin

Striking labour force pushing your business into free-fall?

We’ve got your harness.

When striking, rioting and civil disruption amongst your crew is pushing your business
to the edge of risk, we’ll make sure that you always have a soft financial landing.
Civil unrest, riots, strikes and acts of terrorism may come crashing down on your doorstep, but they needn’t bring your business
down, too. Sasria’s Special Risk Insurance is a unique, reliable and full-proof service that has your business’ back with complete cover
and support against the damages incurred from public violence, employee striking and rioting, and even terrorist attacks. These
could result in serious damage and financial burden to your business, stock, equipment, vehicles and contract works. With Special
Risk Insurance from Sasria, your bottom line will be guaranteed to safely reach solid ground, even in the most turbulent of times.
Sasria SOC Ltd is South Africa’s only Special Risks Insurer. With over 30 years’ experience in the field, we support local business owners
by providing Special Risks cover against damage, mortgage loan losses and standing charges or working expenses.

+27 11 881 1300 / 086 172 7742

www. sasria.co.za

info@sasria.co.za

covering the extraordinary
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Patent grants by country of origin

Canada
20 762

USA
224 505

Mexico
11 485
Rank

Country

No of patent applications

1

Japan

472 417

2

United States

435 608

3

China

432 298

4

South Korea

187 454

5

Germany

172 764

6

France

65 349

7

United Kingdom

49 938

8

Switzerland

37 477

9

Netherlands

32 376

10

Russia

31 433

11

Italy

27 679

12

Canada

24 528

13

Sweden

21 480

14

India

15 717

15

Denmark

11 565

16

Finland

11 516

17

Belgium

11 427

18

Austria

11 393

19

Australia

11 348

20

Israel

10 821
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United
King
71

THE WORLD DEVELOP ➲

T

he World Intellectual
Property Organisation
(WIPO) published a list of
the Top 20 countries according
to patent applications and
patent grants.
South Africa ranks 16th
among the countries for patents
granted, with 5 296 patents
granted in 2012.
Patents are granted

nited
gdom
Germany
European
173
11 719
Patent
France Italy
Office
10 213 6 380
62 112
Israel
5 104

according to the applicant’s
country ogorigin.
For example, if a South
African applicant applies for a
patent in the United States, this
is added to the South African
patent total and not to that of the
United States.
* The European Patent
Office (EPO) is one of the two
organs of the European Patent

Organisation (EPOrg), the other
being the Administrative Council.
The EPO acts as executive
body for the EPOrg, while the
Administrative Council acts as
its supervisory body as well as,
to a limited extent, its legislative
body. The actual legislative
power to revise the European
Patent Convention lies with the
Contracting States themselves

Russia
29 999

when meeting at a Conference of
the Contracting States.
Within the European Patent
Office, examiners are in charge
of studying European patent
applications filed by applicants,
in order to decide whether to
grant a patent for an invention.
Patents granted by the European
Patent Office are called European
patents.

Japan
238 323

China
172 113

India
5 168

South
Korea
94 720
North
Korea
Hong 6 290
Kong
5 050

Singapore
5 949
Australia
17 877
South
Africa
5 296
New
Zealand
4 710
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Scorecard
numbers that make sense

Five-step new revenue standard for 2017
The latest revenue standard proposes a single, complete revenue recognition model
applicable to all contracts with customers.
inconsistencies in existing standards and practices. The proposed
standard is intended to replace IAS 11 Construction Contracts, IAS
18 Revenue, IFRIC 13 Customer Loyalty Programmes, IFRIC 15
Agreements for the Construction of Real Estate, IFRIC 18 Transfers
of Assets from Customers, and SIC 31 Revenue – Barter Transactions
Involving Advertising Services.
After two rounds of public consultation on the ED Revenue
from contracts with customers, the new revenue standard will in all
probability be in line with the current ED/2011/6. Peter Margaritas,
an IFRS expert, commented that it appears as if the boards have tried
to address all comments in the 2011 ED, and that it is unlikely that
there will be many significant changes between the present proposed
model and the final standard.

FIVE-STEP PROCESS
The ED/2011/6 proposes that a single comprehensive revenue
recognition model would apply to all contracts with customers, and it
therefore affects all entities that enter into contracts to provide goods
or services to their customers. The ED states that the core principle
for revenue recognition is that an “entity shall recognise revenue to
depict the transfer of promised goods and services to customers in an
amount that reflects the consideration to which the entity expects to
be entitled in exchange for those goods or services”.
This core principle is achieved by the application of the following
five sequential steps to recognise revenue:
Step 1: Identify the contract with a customer.
Step 2: 	Identify the separate performance obligations in the
contract.
Step 3: Determine the transaction price.
Step 4: 	Allocate the transaction price to the separate performance
obligations.
Step 5: Recognise revenue when (or as) the entity satisfies a
performance obligation.

T

he International Accounting Standards Board (IASB) and the
United States Financial Accounting Standards Board (FASB)
indicated that the a new revenue standard will be issued in the
third quarter of 2013.

BACKGROUND
The process of compiling a new revenue standard started in 2010 with
issuing Exposure Draft (ED) 2010/6 Revenue from Contracts with
Customers to supersede virtually all existing revenue standards and
interpretations under IFRS and US GAAP. Based on comments on
ED/2010/6 received, significant changes were made to the proposed
model, and on 14 November 2011 ED/2011/6 was published.
The IASB and FASB designed the proposed standard to
streamline accounting for revenue across all industries and to correct

16
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These five steps will assist entities in determining when to recognise
revenue and at what amount. Entities are required to exercise a
high degree of judgement in applying the five steps. The terms
of the contract(s) and all surrounding facts and circumstances
must be considered, including any implied contractual terms. An
entity will also have to consistently apply the requirements of the
proposed model to contracts with similar characteristics and in
similar circumstances. The model proposes the following two ways to
recognise revenue: revenue may be recognised 1) over time (similar
to current stage of completion accounting), or 2) at a point in time
(similar to current sales of goods accounting). Each step of applying
the model to a contract is discussed individually below.

1

Step 1: Identify the contract with a customer
The aim of step 1 is to identify the contractual rights and
obligations to which the revenue recognition model would

scorecard DEVELOP ➲
be applied. ED/2011/6 defines a contract as an agreement
between two or more parties that creates legally enforceable rights
and obligations.
Entities can combine two or more contracts that are entered
into at or near the same time with the same customer, and
account for them as a single contract, if one or more of the
following criteria are met:
• The contracts are negotiated as a package with a single
commercial objective.
• The amount of consideration in one contract depends on the
price or performance of the other contract.
• The goods or services promised in the contracts are a single
performance obligation.

2

Step 2: Identify the separate performance
obligations in the contract

3

Step 3: Determine the transaction price

OCTOBER 2013

3rd Annual Audit
Committee
21 22
Conference 2013
MON

4

Step 4: Allocate the transaction price to the
separate performance obligations	

An entity must allocate the transaction price to each of the
identified performance obligations based on the relative standalone selling prices of the underlying goods and services. The
stand-alone selling price is the price at which an entity would sell
a promised good or service separately to a customer, for example
the list price of the goods or services. If stand-alone selling prices
are not directly observable, an entity will need to use estimates,
based on reasonably available information. Suitable estimation
techniques include the adjusted market assessment approach,
expected cost plus a margin approach, and the residual
approach.

5

Step 5: Recognise revenue when (or as) the entity
satisfies a performance obligation

An entity must recognise revenue when or as it satisfies
performance obligations by transferring control of a good or
a service to a customer. The entity must also determine if the
performance obligations are satisfied over time or at a point in
time.

EFFECTIVE DATE
The Boards tentatively decided to require an entity to apply the
revenue standard for reporting periods beginning on or after
1 January 2017. ❐
Author: Sophia Brink CA(SA), MCom (Taxation), is a lecturer in the Department of
Accounting, Stellenbosch University.
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The aim of the second step is to identify promised goods
or services that are distinct and therefore would be accounted for
separately. The proposed new model requires an entity to evaluate
the terms of the contract and its customary business practice
to identify the promised goods or services that are distinct, and
hence, accounted for separately.
The transaction price is the amount of consideration that an
entity expects to be entitled to in exchange for transferring
promised goods or services to a customer. Current IFRS requires
revenue to be measured at the fair value of the consideration received
or receivable. For some entities, the change in the measurement
objective may result in a change to their current practice.
Factors to consider when determining the transaction price include:
• Variable consideration
• The time value of money
• Non-cash consideration
• Consideration payable to a customer.

TUE

The Conference
will also be
available on
Webinar as well
as live Webcast
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for
the first 50 people
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Viewpoint
Everything you need to know about issues that matter to you the most

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

Mike Lledo CA(SA)
is the CEO at
Consolidated
Financial
Planning.

Stanford Payne
CA(SA)
is an ICF
Accredited
Executive and
Business Coach.

Mark Lloydbottom
is an author
and consultant at
Mark Lloydbottom
Consulting.

Anneke Andrews
CA(SA)
is the Director
that leads
RecruitTalent
at Deloitte.

Clive Lotter
is an Integrated
Reporting Consultant
and writer of annual
reports for listed
companies.

Gizelle Willows
CA(SA)
MCom Finance, is a
Lecturer in financial
reporting at the
University of Cape Town.

Kevin
Phillips
Forensic audits:
Better avoided than experienced

Nothing creates opportunities for
fraud like information that is concentrated
in too few hands.

O

rdering a forensic audit is like going to court to enforce a
contract – both are last-resort actions when something has
already gone very badly wrong. The horse is long gone over
the hills, and there is bitterness and recrimination as everyone goes
about fixing the stable doors.
Understanding what, where, when and how things went wrong
is important – but only to the extent that it can prevent anything
similar from happening ever again.
If you’d rather avoid the need ever to experience a forensic audit
– those school fees are expensive – the systems you need to put in
place are all about creating maximum transparency of information.
I emphasise transparency because it is a necessary precondition
of accountability. Systems work when named individuals
are responsible for making sure that they work, and are held
accountable for that responsibility. And responsibility is only
meaningful when it comes with the information, the knowledge and
the power to exercise it.
We all know that the more opportunities there are for fraud and
corruption, the more likely they are to happen. And nothing creates
opportunities for fraud like information that is concentrated in too
few hands.

18

ACCOUNTANCY SA | October 2013

Transparency keeps people honest. When business unit
managers have easy access to financial information about their
domain of control, and that information is presented in a way
that’s easy to understand, nobody is able to hide behind obscurity
or lack of financial knowledge. Anomalies will be spotted more
quickly, and questions will be asked.
There are other advantages too. The more eyes there are on the
information, the more knowledge and experience are brought to
bear in interpreting that information, and the more likely you are
to spot trends, threats and opportunities.
There was some news coverage recently of a forensic audit
which uncovered a petty cash slip for R5 000, annotated ‘bribe
money - municipality’. There was much outrage about the corrupt
attitudes this exposed – but in fact, it was a great example of an
accounting system working the way it should.
Think about it: If your employees feel the need to be bribing
municipal officials to get things done, it’s probably something the
business really needs to know about at senior levels. Is this one
bad apple that you need to discipline? A company culture you
condone? A common practice that’s normally disguised as “travel
expenses”?
Good information is the only way to make good decisions,
whether you’re the CEO, a sales manager or a production
supervisor. So good systems need to be designed to spread that
information everywhere it needs to be. If you get that right, you
may never need to endure the hard lesson of a forensic audit. ❐

NUMBERS
DON’T
LIE
Still the leading audit working paper Solution
VIEWPOINT DEVELOP ➲

Mike
Lledo
Are professionals protecting their
most valuable asset?

You are your most precious
asset – take the time to insure yourself
adequately.

O

ur single most valuable
asset is our ability to keep
generating income year
after year. It may not be the most
visible asset but like the gift that
keeps on giving, it is the one that
offers the greatest returns. We
invest willingly in establishing
our own physical and intellectual
capacity – yet thereafter few of
us take adequate precautions
to protect our income earning
capacity.
Few professionals would
fail to insure their home, car or
“toys”, yet neglect their most
valuable asset of all – themselves.
Possibly it’s because insurance
is commonly seen as a grudge
purchase with no real benefit.
However, over one’s lifetime,
the total remuneration earned is
staggering: a professional earning
R750 000 p.a. growing at 8% a
year will generate R50 million
over 25 years. A 34 year old
surgeon no longer able to practise
as the result of an accident would,
if fully insured, be paid out R84
million until her retirement age
of 66.
In 2012 , the Professional
Provident Society (PPS) paid in
excess of R57 million in claims
to their ‘financial services’
members alone – predominantly
accountants. Rather than the
worst case (death), nearly
half this amount was paid for
sicknesses lasting less than ten
days. The total payout to all of
their members was a staggering
R913 million, of which R575
million was for non-life claims.
The top three categories were
musculo-skeletal and connective
tissue disorders (17%); digestive
system disorders (14%); followed

by poisoning and burns (14%).
These made up a total of 45% of
claims. Cancer and heart-related
diseases accounted for just 12% of
all claims, making a heart attack
the least of our risks.
The average gross annual
income declared by accountants
was just over R499 000.
Considering the risks, I question
whether this level of cover does
not represent a serious underinsurance.
According to one large
reinsurer, in 2012:
• Each day 144 employed people
became disabled.
• The average life expectancy
after disability was about eight
years.
• South Africans were
underinsured by
approximately R10 trillion
(death and disability).
Being a professional is becoming
ever more pressurised: job
security is no longer guaranteed;
retirement funds are changing;
practices are consolidating;
regulation is becoming more
onerous; and litigation is
increasing. Even professionals are
no longer guaranteed a financially
independent lifestyle for
themselves and their families, just
by virtue of their qualifications.
While this may all sound
rather bleak and depressing, the
good news is that we can fully
protect ourselves, our families,
and our practices. There are
sophisticated, comprehensive and
affordable solutions to help deal
with life’s challenges. Remember
the most important asset is you.
What are you worth? ❐
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audit firms
in South africa
use CaseWare

25YEARS 540
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aCCounting induStrY
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85
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Mark
Lloydbottom

Stanford Payne
The NEW workplace
Getting the best talent into your business is as
tough as it's ever been.

Are you thinking of introducing
non-equity partners?

F

or the first time in working environments, four generations
will be functioning together. A plan is needed to manage
these differences to the advantage of your employees, so that
your company benefits.
Globally growth-leading companies have something in
common: a relentless focus on talent from the pit of generations.
They are very intentional about this. Executives who lead
these companies use the differences within the generations to
maximise profitability.

Who are you and what do you stand for?
Mature (born before 1942): Believes work is an obligation:
respects authority; takes rational approaches and produces
quality work; money and compensation are important and
embraces retirement.
Boomer (1943 - 1964): Job-focused; security and stability
conscious with stated goals and tasks; communicates in-person;
separates personal and professional life; loyal; strong work
ethic and not afraid to work the hours; specific known feedback
system needed.
Generation X (1965 - 1979): Values work/life balance and
independence; adaptable and resourceful; embraces and
uses technology to enhance productivity; “the new working
environment”.
Generation Y (1979 - 2001): Work/life balance and flexibility
most important; seeks freedom; wants instant workplace
equality; doesn’t fear authority; seeks challenging and
meaningful work; needs immediate recognition, affirmation,
connection and feedback.

The challenge
Do you understand how work is done differently by the different
generations? Do you understand customer needs, interaction
and work styles from different generations?

And what are you doing about it?
Strategies
Given that each generation has unique strengths and
weaknesses, how are you getting your four generations of
employees to work harmoniously as a team?

Ideas
•
•
•
•
•
•

Offer coaching
Innovate by tapping into all groups
Consider individual needs
Commonality
Retirement planning
Praise for contributions

The strength in it all
Embrace the experiences, knowledge and cultural familiarity
from each generation in your organisation and make it your
unique selling point! ❐
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The ratio of non-equity partners
in accounting firms
is on the rise.

A

ccounting firm owners
traditionally balance
the requirement for
capital to be introduced with
the desire to add owners.
However, the increasing costs
associated with running an
accounting firm, as well as
ever-changing regulation and
economic fortunes, promote
an alternative or possibly a
trial run for those seeking firm
ownership. Consequently,
many firms now have nonequity partners who have been
advised that this is the highest
level they are going to attain
in the firm. This approach
enables firms to have ‘partners’
who are well-rewarded, but do
not qualify for a profit share
other than maybe participating
in a bonus pool. This satisfies
the firm’s need to retain those
with excellent technical skills,
while not further diluting
equity ownership. This option
also exists for those partners
that need or want to work
fewer hours.
In order to pursue this
approach, firm owners
must establish the basis of
entry for the non-equity
partner. This will involve
agreeing the benchmark
for technical, management
and administrative skills,
the ability to be a good
people person and a good
communicator that could
lead to development of new
business.
Many firms around the
world typically have 30% to
40% non-equity partners. The
future? This could eventually
be a 1:1 ratio.

Timelines
Typically a salaried partner will
remain non-equity for a period
of at least five years and during
this time it possibly becomes
clear that graduation to equity
will not be offered. There
are actually many satisfied
non-equity partners out there!
In any event, if they are still
salaried after five years, then
they will probably remain as
non-equity partners.

Remuneration
One of the challenges that
many firms face is that
once a certain level of
income or income share has
been attained, there is an
expectation that this will
continue. It is a fact that
you will improve financial
performance only if there are
financial consequences for nonperformance. This will drive
behaviour like nothing else.
Equity partners’ income
share is typically 50% salary,
with the balance comprising
profit and performance share.
You must determine the
basis of remunerating nonequity partners. This should
include a base salary and some
basis for sharing in a bonus
pool. Here you will have to look
at the remuneration structure
for managers and junior
partners, as I reckon that you
would want the non-equity
partner to achieve an income
somewhere between these
levels.
And finally, sharing
profits based on historical
equity ownership is very 20th
century! ❐

Anneke
Andrews

VIEWPOINT DEVELOP ➲
FINANCIAL EMPOWERMENT
IS A GAME OF INTELLECT

What’s in a
CV?

Which aspects will make your
CV stand head and shoulders
above the rest?

C

reating a CV is essentially
an exercise in advertising,
with you as the product.
Your future success in securing
your ideal career opportunity
depends on the quality of
the document you create.
Understand the opportunity,
organisation and position that
you are applying for and script
your CV accordingly, being
cognisant of the reason for
the vacancy, who the decision
makers are and what attributes
they would consider vital.

Structure
Your CV should be created
like an advertisement in an
‘information triangle’. First list
your strongest attributes and
selling points specific to that
opportunity at the apex of the
triangle. Then elaborate and
add substance, noting that if the
triangle was cut anywhere, the
apex of the triangle should be
able to stand independently.

Successes
Highlight your achievements
and the outcomes of key projects
to show the value it has added,
the difference it has made, the
return on investment and how it
compared to budget and agreed
upon time frames.
Focusing on achievements
and what has been
accomplished, rather than
role and responsibilities, will
help you practically display
how you can add value to the
organisation.

Lead
Detailing leadership positions
held is useful as it indicates that

you were selected. It is even
more useful to know what your
key achievements were while
leading a team. For example:
“We won the following new
work”, or “We were voted best
performing team”.

Beyond Word.doc
Be aware that there are many
attention-grabbing ways to
present your CV. Examples
include visual-cv.com that
provides a useful and interesting
manner to present an interactive
CV and can include television
appearances and publications in
a professional format. Vizualize.
me is another excellent example
of how to present your CV in a
visual one page format and is
especially useful should your
career and language skills span a
few countries and languages.

Basics
Sweat the small stuff when
compiling and checking your CV.
Have it reviewed by people you
trust and know well, to be sure
it reflects you most favourably.
Be careful not to rush when
compiling your CV, as spelling
mistakes and poor attention to
detail will count against you.

Why?
Be sure that your CV clearly
highlights why you, over
everyone else, would be a great
asset to the organisation you
wish to join. Your unique value
proposition should stand out
and impress!
"Sales are contingent upon
the attitude of the salesman, not
the attitude of the prospect.”
William Clement Stone. ❐

INTRODUCING AN ALL-ENCOMPASSING
APPROACH TO FINANCIAL EMPOWERMENT
With PSG you have three strategic partners to help you unlock your
ﬁnancial future:
PSG Wealth offers comprehensive wealth management services,
within the context of an integrated strategy.
PSG Asset Management delivers consistent, superior investment
returns.
PSG Insure identiﬁes your risks and ensures that your assets are
protected.
With the masters of the game now all together, your next move
should prove just so much more meaningful.
For further information please visit
www.psg.co.za or call 0800 551 552

Unlock your vision
Wealth
Asset Management
Insure

Afﬁliates of the PSG Konsult Group are authorised ﬁnancial services providers.
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Gizelle
Willows

Clive Lotter
The amazing shrinking annual report
Obese annual reports hit the treadmill as
the IASB and new reporting standards
crack the whip.

Self-insurance is
often best

A

nnual reports are probably the most expensive
publications ever produced that never get read. Each
year, listed companies spend months preparing their
glossy ‘flagship’ reports in a tedious process often called ‘the
annual migraine’. Banks are notorious for their encyclopaedic
annual reports, with the 2012 HSBC annual report running to
546 pages and the Royal Bank of Scotland’s shelf-bender at
543 pages. Until recent years our own ABSA was infamous for
the size of its big red annual tome. How many shareholders
have the time and interest to wade through all that?
As a result annual reports - meant to enlighten – are just
plain confusing, as investors get lost in a maze of company
intricacies, pretty pictures and page after page of pie charts.
A South African industrial giant recently published an annual
report in which its environmental graphs had accidentally
been placed with completely unrelated text. Although copies
were distributed by the thousands, not a single reader,
investor, analyst – or environmentalist - commented on
the error. Which begs the question: besides the highlights,
financials and possibly the CEO's statement, how much of the
annual report is actually read? How many trees had met the
axe before this truth dawned?
In South Africa, the new Companies Act allows
summarised financial statements, while the King III code
encourages concise and plain reporting on just those issues
most material to the business.
The IRC of South Africa commissioned a research survey
of the 2011 IR of the JSE top 100 companies. Professor
Mervyn King noted that the average length of these reports
was 179 pages, but for the 18 companies in the survey that
published summarised rather than full financial statements,
this total dropped to 124 pages. Summarised financials
ranged from one page to 34 pages, averaging at 11 pages. This
compares to the 70 page average for full financials, which now
may be published on the company website.
International pressure is also being brought to bear. In
June 2013 Hans Hoogervorst, chairman of the International
Accounting Standards Board (IASB), said that a new
framework is needed to get rid of the multiple disclosures that
submerge material financial information, saying: “The risk is
that annual reports become simply compliance documents,
rather than instruments of communication.”
With the front-end narrative and back-end financials
under pressure to trim down and shape up as useful investor
and stakeholder tools, are we seeing the advent of the
genuinely informative annual report?
Reports for the real world that are 40 pages maximum,
linked to detailed information on company websites, offering
transparently analytical narrative with crisp infographics,
complemented by digital versions optimised for screens and
tablets?
Then annual reports will no longer be much ado about
nothing. ❐

22

ACCOUNTANCY SA | October 2013

Don’t spend on unnecessary insurance
and grow your own insurance
fund investments.

L

et me start by saying that
this piece is not about a
stokvel. While the principles
might be similar, I can’t say I
have family and friends that I
trust enough. However, if you
do live in a community where
you are able to pool resources,
why not do so?
Last month I encouraged
you to insure only what you
can’t afford to lose and to stop
paying unnecessary insurance
premiums on luxuries and
immaterial items. If you’re bold
enough to do so, keep track of
how much you’re now saving
every month by not paying
these premiums anymore.
What you should really be
doing with that saving every
month, is saving it!
Which saving vehicle you
choose is entirely up to you,
but make sure you’re putting it
away somewhere and keeping
track of it.
Let’s use a round number
and say you’re now saving
R500 a month, across all items
you’ve chosen to stop insuring.
At the end of one year you have
saved R6 000, without interest.
If you had lost your cellphone,
you could replace it. At the end
of two years, you would have

R12 000. If you’ve invested it
wisely, you could probably be
past R13 000 at this point. If
you lost your laptop, you could
replace it. And so on and so on.
Now Murphy would say
that you’d lose your cellphone,
your laptop and your watch
within the first two months,
but I’m saying the chances are
slim. On the other hand though,
theft is a real concern in our
society for most of us, so you’d
need to assess your own risk
and weigh up the cost-benefit.
The items I have mentioned
are usually specific inclusions
within household insurance, so
you’d need to pay an additional
amount to have them covered.
Provided you don’t have a
bout of insane bad luck, you’d
probably do okay. And after ten
years, you might even reach
the point where you can just let
your investment lie and work
for you, without needing to add
R500 every month.
The alternative is being a
slave to insurance premiums
for the rest of your life, which,
ten years from now, taking a
6% inflationary increase into
account, would amount to a
monthly payment of closer to
R900. ❐
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SPECIAL REPORT: TAX

Are you a VAT vendor?
Have we lost the taxation plot?
When non-residents purchase real estate in South Africa
Evaluating the Carbon Tax Policy Paper
A bad settlement is better than a good judgement
Taxpayer remedies in terms of the Tax Administration Act
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Are you a new
VAT vendor?
Clarifying how and when VAT becomes
applicable to a new VAT vendor.

S

AICA members often request guidance relating
to the Value-Added Tax (VAT) consequences
once a person has been registered by SARS as a
vendor. This guidance required is not related to the
fact that the person now will have to levy the tax and
issue tax invoices, but is more aimed at the making
of deductions in respect of goods or services acquired
prior to registration.

make deductions of input tax that members require
guidance on. To the extent that the tax is input tax (as
defined), there is no question that the taxes in relation
to supplies made, on or after the effective date, by
other vendors to the newly registered vendor, may be
deducted.

Effective date

The guidance that members require relates mainly to
supplies before the effective date.
The fact that a person becomes a vendor means
that a change in the use of previously acquired goods
or services takes place and that an adjustment could
be considered. The relevant provision is contained in
section 18(4) and the requirements are as follows:
• Goods or services were supplied to or imported by
a person.
• Tax has been charged in respect thereof. (This
implies that goods or services acquired from nonvendors would be excluded).
• No deduction has been made in relation to those
goods or services. (Because these goods and
services were acquired before the person was
registered, he/she could not make a deduction of
the tax – also refer to the comments made later).
• The goods or services are applied in any tax period
by the person (now the vendor) wholly or partly
for consumption, use or supply in the course of
making taxable supplies. (Of course, if a deduction
of input tax is denied in terms of section 17(2) –
such as in respect of a motor car - this would not
apply.).

One of the first issues faced will be to determine the
date at which a person will commence being a vendor,
as this determines the date from which the person will
be required to charge output tax on supplies made. This
is not to be confused with the fact that SARS may not
immediately register the person as a vendor on receipt
of the application, and may only notify the person later
of the fact that he/she is registered.
It is important to note that it is only where the
application to be registered was made under section
23(2) and (3), that SARS can determine the effective
date from which the person will be a vendor. For
these applications, the effective date will therefore be
determined from the document received from SARS
confirming the registration. For what is commonly
referred to as compulsory applications, the effective
date is at the end of the month when the total value
of taxable supplies made by the person exceeded R1
million (or at the beginning of the month where there
are reasonable grounds for believing it would exceed
that amount). We are not considering the instances
where the registration was in terms of section 23(4)(b).
In the rest of this article, this date will be referred to as
the effective date. (Note: all references to sections are
to sections in the Value-Added Tax Act).

Consequence of registration
As already indicated, the person must levy output
in respect of all taxable supplies made on or after
the effective date. It is with regard to the ability to
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Supplies made to the person prior to
registration

It is clear from these requirements that the goods or
services must be ‘on hand’ at the effective date. If, for
instance, the tax related to goods or services acquired
and sold prior to the effective date that have been fully
consumed prior to the effective date, the change in use
would not occur.
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“It is clear from these requirements that the goods or services must be
‘on hand’ at the effective date. If, for instance, the tax related to goods or
services acquired and sold prior to the effective date that have been fully
consumed prior to the effective date, the change in use would not occur.”
The deduction

invoice (used to determine the adjusted cost) and
documentary proof of the open market value. SARS
states in this Interpretation Note that the term “tax
invoice” includes a document issued by the supplier
in compliance with section 20(7). The Interpretation
Note allows, in instances where any of the
documentation set out in the Note cannot be obtained,
that SARS may, in terms of section 16(2)(f), consider
the circumstances of that vendor, and allow alternative
documentary proof to be obtained and retained by the
vendor to allow a deduction specified in section 16(3)
(f).
A question that commonly arises with respect to
the tax invoice referred to above, relates to the ‘VAT
registration number’ of the newly registered vendor.
It should be quite clear that, in respect of supplies
made prior to the effective date, the “full tax invoice”
issued by the supplier could not contain the VAT
registration number of the recipient. This is simply
because the recipient was not a vendor at that point
in time. The legislation recognises this, as proviso (i)
(ee) to section16(3) states that a deduction may be
made, notwithstanding the documentary proof that
the vendor must be in possession of in terms of section
16(2).

It is important to note that the tax charged in respect
of these goods or services will not be input tax (as
defined). In terms of the definition in section 1, the
tax will only be ‘input tax’ if it is the tax charged by a
supplier on the supply of goods or services made by
that supplier to the vendor. In the context of VAT, it
therefore means the recipient must be a vendor. The tax
levied on supplies made by a vendor to a recipient prior
to that person being a vendor, is therefore not input tax.
Section 16(3)(f) however, allows for a deduction
to be made if the requirements of section 18(4) (as
discussed above) are met. The deduction will be the
amounts calculated by applying the formula in section
18(4). The amount will in principle be the tax fraction
(currently 14/114) applied to the lesser of the adjusted
cost of acquisition, or the open market value of the
goods at the time of being registered as a vendor. This
amount has to be adjusted with the ratio of taxable use
[section 17(1)] and if the goods are second-hand goods
to the extent that payment was made.
The adjusted cost is basically the tax inclusive cost
of the goods or services acquired prior to, and on hand,
on the effective date.

Documentary proof
Section 16(2) requires that the deduction of input
tax can only be made if the vendor is in possession of
documentary proof, acceptable to SARS, substantiating
the vendor’s entitlement to the deduction at the time
a return in respect of the deduction is furnished.
Section 16(2) refers to input tax, but SARS indicated in
Interpretation Note 49 that section 16(2)(f) relates to
the deduction referred to in sections 16(3)(c) to (n). In
other words, it also refers to the deduction to be made
in terms of section 16(3)(f) (referred to above).
From Interpretation Note 49 it is clear that
13267
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FP.pdf
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the
acceptable
documentary
will be
tax

Conclusion
The newly registered vendor can therefore make a
deduction of the taxes in respect of goods or services
acquired prior to him/her being registered as a vendor,
if these goods or services are applied in any tax period
by that person (now the vendor) wholly or partly for
consumption, use or supply in the course of making
taxable supplies. It must be remembered that this
deduction must, in terms of in proviso (i) to section
16(3), be made within five years from the effective
date. ❐
2:38 PM

Author: Piet Nel CA(SA) is Project Director: Tax, SAICA.
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Have we lost
the taxation plot?
Anti-avoidance versus trade stimulation.
Is government biting the hand that feeds? Has the
hand that feeds been cut off…?

I

t would seem so when reading the headlines on
current tax news and amendments.
Tax policy has an opportunity to be
instrumental in supporting economic and fiscal
objectives that South Africa needs to achieve.
However, the lack of transparency of National
Treasury and recently proposed amendments to tax
policy contradict these imperatives.
Our government seems set on increasing
revenues - regardless of the economic situation we
currently find ourselves in business, as a nation and
from an international point of view.
What is Treasury’s objective? Is the objective to
support and enhance business, churn the economy
and stimulate trade between countries? Proposed
amendments to the Income Tax Act are riddled
with anti-avoidance. Carbon tax has been packaged
to ‘change behaviour’ and corporates have been
assured that the money will be invested back into
the system to support a ‘greener economy’. We find
ourselves asking if these new amendments are not
just a way for Treasury to increase revenues?
At the recent 39th G8 summit, which took place
in Northern Ireland, UK Prime Minister David
Cameron led key discussions on tax avoidance
and evasion. While leaders agree that evasion and
transparency need to be addressed, tax avoidance
remains a complex and grey area.
The reason for this complexity is twofold as
every country has its own general and specific
anti-avoidance rules; and countries are competing
for revenue in a world struggling with economic
turmoil. Formal plans to increase transparency and
address profit shifting by multinational businesses
were discussed at the G20 conference this last
September.
The private sector and individuals that
contribute the largest amount of revenue to the
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“The private sector and individuals that contribute the largest amount of
revenue to the countries’ reasons for avoiding tax has changed from trying
to achieve a competitive edge to a mere survival strategy.”
countries’ reasons for avoiding tax have changed from trying to
achieve a competitive edge to a mere survival strategy. Would it
not be great to see a comparative analysis from National Treasury
of the increased revenue and growth opportunity to the country
from more taxes, specific anti-avoidance amendments and
provisions in tax law versus the revenue received, the stimulation
in foreign investment and growth by amending tax policy that
leverages various economic drivers?
This is a key moment for countries, especially South Africa,
to disclose their objectives from a tax policy perspective that will
stimulate trade and foreign investment, versus trying to combat
avoidance.
In May 2013 the National Treasury released an updated
carbon tax policy paper. The underlying rationale for reducing the
emission of greenhouse gases is to “facilitate an environmentally
sustainable economic development and growth path for South
Africa”. This would be achieved by pricing carbon emissions in a
way that affects producer and consumer behaviour and addresses
climate change. For the investor and the consumer this translates
to increased costs and prices. Why has the National Treasury not
fully disclosed how their rationale for a carbon tax will achieve its
objectives to facilitate sustainable economic development?
On 14 June 2013, a meeting was held by representatives
of the National Treasury and the SARS Commissioner with
representatives of the Fiduciary Institute of Southern Africa, the
Financial Planning Institute, the Law Society of South Africa,
SAICA, the South African Institute of Tax Practitioners and the
Society of Trust and Estate Practitioners, to discuss the taxation
of trusts in the future. It would appear that National Treasury is
concerned that trusts are being used for tax avoidance purposes,
and it appears that the National Treasury wishes to understand
the position better. Would government’s energy not be better
spent from a tax perspective understanding how we could retain
foreign investment?
SARS has engaged the tax administrations of Australia,
the United Kingdom and the United States to gain access to
information on tax evasion through complex offshore structures.
This is one of the continued efforts by SARS to flush out tax
evasion and aggressive tax avoidance that undermine the fiscal
sustainability of South Africa and other nations.
The only reason that we know why the Double Tax Agreement
(DTA) between Mauritius and South Africa has recently been
amended is because of abuse of the provisions contained in the
articles of the agreement between the countries.
It is obvious from these recent headlines that a drastic change
in attitude is required. We believe change needs to start at
Treasury. A more holistic perspective is needed from government.
So much energy and resource are spent on patching the Income
Tax Act with specific anti-avoidance clauses and continuously
amending these rules to a point that businesses have no choice but
to try their utmost to circumvent these amendments.
Do you see the problem? For example, do you think the abuse
of the DTA between Mauritius and South Africa will subside
because of the recent amendments? Our answer is ‘no’!
We respect combating fraud and tax evasion and we encourage
transparency, but we believe transparency and disclosure have
to start with government. Imagine if commerce could receive

full disclosure and transparency from government on how it plans
to support local business, attract foreign investment and give
security and stability through tax policy, even if emerging markets
have recently lost popularity. Would this not change the attitude of
business and how we work together with the government instead of
against it? For example, would it not be great if tax policy could price
funding competitively, even if the ZAR currency is not in our favour?
We are aware that there are various underlying factors that need
to be considered and that tax policy is merely one of them, but from
a tax perspective, we believe that government must disclose if it
understands that tax policy could contribute to achieve the economic
objectives set for South Africa.
On 17 July, Minister Gordhan announced the members of the
Tax Review Committee to assess South Africa’s tax policy framework
and its role in supporting the objectives of inclusive growth,
employment, development and fiscal sustainability. The disclosure of
this assessment is crucial to show individuals and businesses, local
and foreign, that South Africa wants to support and take opportunity
forward together. ❐
Author: Trevor Baptiste CA(SA), HDip (Tax) and Depika Singh CA(SA), HDip
(Tax), are both senior lecturers at the School of Accountancy, University of the
Witwatersrand.
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Evaluating the
Carbon Tax Policy Paper
South Africa’s innovative carbon tax structure wins global favour.

A

lot has been said about the introduction of a
carbon tax to the South African economy. It is
difficult to maintain a clear head amidst all the
noise, so one needs to go back to the fundamentals
from time to time. This article takes a step back and
looks at the principles.
Most taxes are, fundamentally, a penalty for
doing something good. A carbon tax is a penalty for
doing something bad. Making profit is good for the
economy, yet the businessman making the profit is
penalised with corporate taxes. Emitting greenhouse
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gases is bad for the economy, so a carbon tax will
penalise a bad action.
Most of the comments made regarding carbon
taxing argue that the tax will be bad for the economy.
Most of these comments are good arguments against
additional taxes in the economy, and very few are
against a carbon tax per se. A more reasonable
approach is to argue that carbon tax should be
introduced on a revenue neutral basis. The arguments
against additional taxes should be framed as
arguments against an increase in the tax burden,
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Estimated nominal carbon tax prices and Emission Trading Scheme (ETS) prices in 2015

rather than arguments against moving the tax base
from penalising the good to penalising the bad.
Any changes in the tax system will have
distributional effects. It is the task of National
Treasury to assess and manage these effects to
prevent damage to our domestic economy. The same
is true with the introduction of carbon tax. In this
effort, the purposes of introducing the tax must be
kept in mind. The dual purpose of the South African
carbon tax is to align our economy with trends in the
global economy and to stimulate behaviour change.
This is necessary to accelerate transformation to a
green economy.
Alignment with international developments
is the major driver-much more so than any moral
argument to fight climate change. Climate change
is an accepted fact in the global economy and all
major players are gearing up for a low-carbon world
economy. If South Africa does not participate in
this trend, it will have a detrimental impact on the
international competitive position of the South
African economy.
Analysis shows that by 2015, 71% of global GDP
will be generated in jurisdictions that have priced
carbon into the economy, either through carbon
taxes or through a cap-and-trade scheme. If we look
at South Africa’s trading partners, we see that, by
2015, only 15% of South Africa’s international trade

will be with countries that have not priced carbon
into their economies in some way.
It is ancient wisdom that the medicine must
not kill the patient. As with most medicines, the
introduction of a carbon tax into an economy has the
potential to kill the patient. The risk management
lies in the devilish details, and National Treasury
has provided excellent mechanisms to safeguard the
health of the South African economy in the transition
to a low carbon economy. At this point we need to
take a step back and have a look at the details of the
proposed tax regime to analyse how the potential
impacts on the economy will pan out.
The tax proposal effectively provides for two levels
of carbon pricing. The first is the ABSOLUTE price of
carbon. This is set at R120 per ton of carbon dioxide
equivalent (CO2-eq) in 2015 and escalates at 10% per
year up to 2020. The other is the EFFECTIVE price
of carbon. This is the average price an enterprise will
pay for its emissions, taking the tax-free threshold
and relief measures into consideration.
The default situation is that companies will
have 60% of their emissions tax-free and pay only
on emissions above this threshold. This means
that in default situations companies will pay R120
per ton on 40% of their emissions, resulting in an
effective price of R48 per ton. This effective price
can further be reduced through relief measures and

The values for the
sector benchmarks
quoted in the
document are
not applicable
to South African
industry and
no indication is
given on how the
benchmarks will
be established.
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“National Treasury has moved far from its initial position of ‘no ring
fencing’ to a constructive discussion of the possibilities of revenue
recycling and now also tax shifting. This is an important development
and is a move in the direction of making the carbon tax revenue
neutral.”
additional tax-free allowances for companies exposed
to international trade or companies with high levels of
embedded process emissions. Provision is also made to
compensate companies that increase their efficiencies
relative to their peers through the application of a
‘Z-Factor’. The utilisation of offset opportunities will
give taxpayers access to least-cost mitigation options.
Some perspective on the potential impact of the
carbon tax can be gained by looking at relative values.
The absolute price of carbon in 2015 will be R120 per
ton, while the effective price will range between R12
per ton for companies with high levels of access to the
relief measures and R48 per ton for companies with no
access to relief measures.
The value of the non-renewable levy on the Eskom
electricity tariff currently stands at an equivalent
of R35 per ton. We estimate that Eskom paid
approximately R7,5 billion in VAT in the 2012 financial
year. If the generation of electricity is made VAT
exempt, this will equate to between R30 and R35 per
ton of carbon emitted in the generation of electricity.
The structuring of the carbon tax with an absolute
and effective carbon price allows it to manage the
conflicting requirements placed on the system. The
two conflicting requirements are to have a carbon price
high enough to effectively change behaviour and the
need to have a carbon price low enough to not impact
negatively on the international competitiveness of the
South African economy.
The high level absolute price of carbon will
stimulate behaviour change as it impacts directly on
the relief measures, the Z-Factor and the economic
viability of offset projects. The low value of the
effective price of carbon will, however, protect South
African economic competitiveness.
Another set of conflicts in the design
considerations of the tax system is the disconnect
between industry’s need to have visibility of a longterm price path and the need to align carbon pricing
with international developments. Much can be learned
from the European Union Emission Trading Scheme
(EU ETS) in this respect.
The price of carbon in this scheme is currently very
low. This benefits industry, but the price is too low to
be effective in stimulating the low carbon investments
required to restructure the economy to a low-carbon
trajectory. The proposed South African carbon tax will
overcome the risk of falling in this trap as the absolute
price will not be determined by the market as in
Europe, but will rather be set by National Treasury.
South African industry will therefore have a
long-term view on the absolute price of carbon, the
component that is required to make investment
decisions in offset projects. Alignment with the level
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of carbon pricing in the international economy will
happen through managing the effective price of
carbon through the level of, and access to, the relief
mechanisms in different industries and markets.
The structure of the proposed tax provides for all
the requirements of the introduction of the carbon
tax. Some modifications can, however, be made to the
details in order to better achieve the country’s national
objective.
The first area of refinement is to give visibility
to the efforts made to make the carbon tax revenue
neutral. Some potential actions in this respect are
making power generation VAT exempt and the
utilisation of international funding to drive the current
renewable energy independent power producer
(REIPP) programme.
The recommendation to make power generation
VAT exempt comes from the National Energy
Regulator’s (NERSA’s) ‘Reason for Decision’ for the
Eskom tariff application (MYPD3). It is estimated
that Eskom’s VAT payments in 2012 represented an
equivalent of between R30 and R35 per ton of carbon.
If this benefit is passed through to the buyers of
electricity, it will offset a large portion of the effective
price of carbon, which will be between R12 and R48
per ton.
In another area of improvement, Eskom
should utilise international funding for the REIPP
programme. Although the documents published by
NERSA do not give a clear indication of the impact of
the REIPP on the electricity tariff, we estimate it to
escalate between R30 and R60 per ton over the next
few years. NERSA recommended that this component
of the electricity tariff be removed. If international
funding linked to South Africa’s emission reduction
pledge is channelled to the REIPP programme, it can
also offset the cost of carbon in the proposed carbon
tax.
The utilisation of carbon offsets in a tax system is
a unique South African innovation that has earned the
country recognition and praise from a large variety
of carbon market institutions and professionals in
the international arena. It is recognised that this
innovation can be a powerful tool in achieving the
ultimate objective of any carbon pricing scheme – to
change the behaviour of companies and move the
economy onto a low carbon trajectory. Its strongest
attribute is in giving companies access to least-cost
mitigation options. This allows investors to spend
money on greenhouse gas mitigation projects in the
area where they get the biggest bang for their buck. ❐
Author: Robbie Louw, BCom (Hons) (Economics), BSc
(Engineering), is the Director, Promethium Carbon.
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A bad settlement is better
than a good judgement
Two court judgements illustrate why it’s almost always best
to settle out of court.
he could weigh the bread and see if there were any
merits to the argument that the shares were not
equal. The scale proved that one share of bread was
indeed bigger than the other. As a solution Judge
Sokhetye decided to take a bite of the bigger share
and gobbled quickly. This was seen as a step in the
right direction as the bigger bread was going to be
approximately the same size as the smaller one.
Unfortunately, after the bite, what was previously the
bigger bread was now the smaller. Judge Sokhetye
applied the same approach by biting the bigger bread
as a way of balancing the scales. The scale did not
balance until the bread was finished. Judge Sokhetye
then stood up, adjourned the court proceeding
(mayichithekeinkundla) and declared that the
problem was solved (umcimbindiwugqibile).
Once a matter goes to court you are guaranteed
that at least one party is going to lose. It is not a
negotiated settlement, it is a judgement. There has
to be a loser, whether deserved or not. Sometimes
losers are determined by technical arguments, rather
than the merits of the case. Sometimes a party loses
because a particular angle was not argued by the
legal representatives. Sometimes the court views the
matter from a completely different angle. Consider
the following recently decided cases:
Commissioner, SARS v Brummeria Renaissance (Pty) Ltd 2007 (6) SA
601 (SCA), 69 SATC 205

A

s a member of the tax court, I have learnt to
accept that there is wisdom in the proverb “a bad
settlement is better than a good judgement”.
A number of tax disputes are decided by the
courts of law because each of the parties involved
believe they have a strong case, which naturally
implies that the other party has a weak case. This is
not confined to tax matters. I am reminded of a fable
that was shared many years back. This narrative is
about two cats with some bread to share. Instead of
enjoying the bread they argued that the bread was
not divided equally.  Cat one believed that cat two
unjustifiably received a bigger share. Cat two, on the
other hand, was of the view that cat one received a
bigger portion.
The two cats agreed to approach a judge
(Judge Sokhetye) to help them solve their problem.
Apparently Judge Sokhetye was delighted to see that
these two cats had the wisdom to approach him.
He asked his subjects to bring the scale so that
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The Supreme Court of Appeal had to adjudicate on
the issues as defined in the statement of the grounds
of assessment, read with the statement of the grounds
of appeal. Issues that were not raised in the statement
of grounds of appeal could not be pursued before
the court. The court had to consider the taxpayers’
contention that the interest-free loans did not result
in any ‘amount’ being “received by” them which could
be, and was, wrongly included in their gross income.
The Supreme Court of Appeal (SCA) held that the
right to use the loan capital interest free has an
ascertainable money value that should be included in
the gross income of the taxpayers.
Clearly the taxpayer lost in this case. One wonders
how this case would be decided had the taxpayer
argued (as an alternative) that even if there is an
‘amount’ as envisaged in gross income definition,
such amount was of a capital nature.
CSARS v Founders Hill (509/10) [2011] ZASCA 66 (10 May 2011)

“Tax authorities sometimes can
resolve to change the law when they
lose certain cases. This is what
happened after the Tradehold case
decided in 2012.”
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This is extracted from a judgement released by the Supreme
Court of Appeal.
In 1993 AECI formed Founders Hill as a ‘realization company’
with the express purpose of realizing the land which AECI sold
to it to “best advantage”. It commenced doing so and engaged
the services of another AECI subsidiary, Heartland Properties, to
further develop and market the land.
The Commissioner initially did not regard profits on sales of
the Modderfontein land as taxable income. But for the tax years
2000 and 2001, he issued a revised assessment on the basis
that the profits were taxable income. He also levied penalty and
interest. Both the Commissioner and Founders Hill approached
the question whether the erven sold were capital assets or stockin-trade on the basis that Founders Hill had acquired capital
assets: the Commissioner contended that the company had
changed its intention and had become a trader in land.
On appeal, the Supreme Court of Appeal took a different
approach. It held that once an entity acquires assets for the
purpose of selling them, it trades in those assets. There are
exceptional cases where a realization company or trust is required
in order to facilitate the sale of assets (for example, where
different people owned them, but to sell to best advantage the
interposition of another entity is required). But this case was
not exceptional and Founders Hill had traded in the land it had
acquired from AECI for that purpose.
This judgement was criticised for being based on an argument
that was not contended by any of the parties involved.
There are a number of other cases where losing parties
thought they had strong cases, which were decided otherwise.
These include Commissioner for South African Revenue Service
v NWK Ltd (27/10) [2010] ZASCA 168, Computek v The
Commissioner, SARS (830/2011) [2012] ZASCA 178 and VAT
Case number: 759.
Taxpayers should remember that in tax cases the playing
fields are not levelled because:
• Section 102 of the Tax Administration Act No 28 0f 2011
requires the taxpayer to discharge the onus of proof that they
should not be taxed or they are entitled to a deduction. This
replaces section 82 of the Income Tax Act No 58 of 1962. I
have heard certain taxpayers in court arguing that SARS has
not proven their case.  SARS is only required to discharge the
onus of proof under very limited circumstances.
• Tax authorities sometimes can resolve to change the law
when they lose certain cases. This is what happened after the
Tradehold case decided in 2012.
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I believe that settlement is the way to go. ❐
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Taxpayer remedies

A functional, ethical and skilled South African public sector is vital for positive and lasting change.

T

he Tax Administration Act, No 28 of 2011 (the
TAA) took effect on 1 October 2012, and seeks to
enhance the rights that taxpayers have in their
dealings with the South African Revenue Service
(SARS).
Previously, for example, a taxpayer had no right
to expect a report from SARS as to when an audit was
likely to be completed, or the status thereof. In terms
of section 42 of the TAA, SARS is now obliged to issue
a report to a taxpayer 90 days after the audit has
commenced and within 90-day intervals thereafter,
setting out the scope of the audit and the status
thereof.
When a taxpayers choose to dispute an
assessment and lodges an objection against that
assessment, he or she is entitled to request the
postponement of the disputed tax in terms of
section 164 of the TAA. While SARS is considering
the application for the postponement of payment,
it is precluded from taking steps to recover the tax
from the taxpayer until a decision is made on the
postponement application.
Where a taxpayer fails to adhere to the
provisions of the fiscal statutes, the Commissioner
is empowered to take action against that taxpayer
to ensure compliance with the laws of the country
and to enhance tax compliance. For example, the
Commissioner may initiate recovery proceedings
where the taxpayer fails to pay assessed tax in time,
by either filing a statement with the court, which has
the effect of a civil judgement against the taxpayer, or
can appoint any other person holding funds on behalf
of the taxpayer as the taxpayer’s agent, and direct
those funds to be paid over to SARS in satisfaction of
the taxes due.
Unfortunately, where SARS fails to adhere to its
obligations in respect of its dealings with taxpayers
in terms of the TAA, taxpayers have no remedy in the
TAA itself, and SARS officials are not subject to any
form of legal sanction under the provisions of the
TAA.
The TAA does, however, create the office of Tax
Ombud to deal with administrative difficulties faced
by taxpayers in their dealings with SARS. The TAA
requires that the Tax Ombud be appointed within
12 months of the TAA taking effect, that is, no later
than 30 September 2013. A taxpayer is entitled to
approach the Ombud for assistance once they have
exhausted the existing SARS internal complaint
resolution mechanisms. The Ombud is required to
review complaints and to facilitate resolution thereof,
so as to enhance taxpayer compliance in the country.
It is unfortunate that the Tax Ombud does
not have the power to direct SARS to refrain from
taking action against taxpayers while investigating
complaints, as is in the USA. The Taxpayer Advocate
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in the USA is entitled to issue so-called ‘Taxpayer
Assistance Orders’ directing the Internal Revenue
Service (IRS) to refrain from taking certain steps
against taxpayers while a complaint is being
investigated. Too often, taxpayers face situations
where SARS does not comply with the provisions
of the law and initiates recovery procedures by
filing statements  in court, which has the effect of
a civil judgment against the taxpayer despite the
new requirement that SARS is required to give
a taxpayer ten days’ notice before initiating the
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“When a taxpayer chooses to dispute an assessment and lodges an
objection against that assessment, they are entitled to request the
postponement of the disputed tax in terms of section 164 of the TAA. ”
judgment procedure. In other cases, taxpayers
are experiencing extreme difficulty in securing tax
clearance certificates as a result of adjustments made
to assessments, particularly VAT assessments, with
little or no details being supplied to taxpayers as to
the nature of the adjustments made.
The only recourse available to taxpayers would
be to seek the assistance of the Tax Ombud once that
person has been appointed. An alternative remedy
would be to approach the High Court for relief by way
of judicial review of SARS’ conduct in accordance
with the rules of the High Court and on the basis
that SARS has failed to comply with the provisions
of the Promotion of Administrative Justice Act, No
3 of 2000, and the taxpayers’ right to administrative
justice contained in section 33 of the Constitution
of the Republic of South Africa, No 107 of 1996.  
Unfortunately, the cost of litigation is high and time
consuming and often the nature of the disputes with
SARS is not substantial in monetary terms, which
results in the legal costs exceeding the tax in issue. As
a result, taxpayers refrain from applying to the courts
for relief where SARS has abused its powers.
In a number of overseas jurisdictions, taxpayers
are entitled to recover damages or wasted costs from
the revenue authority where the revenue has abused
its powers and resulted in the taxpayer incurring
unnecessary expenditure. It is most unfortunate that
the TAA does not provide for a legal basis whereby
taxpayers may seek the recovery of wasted costs
and/or damages from SARS when it has abused its
powers in dealings with taxpayers. As a matter of law,
taxpayers should be entitled to recover wasted costs
incurred where SARS has acted badly in dealing with
taxpayers.
Furthermore, SARS is entitled to lodge formal
complaints against registered tax practitioners
under the provisions of the TAA and will no doubt
do so since the new rules regulating tax practitioners
took effect on 1 July 2013. Where a SARS official,
for example, refuses to accept the delivery of legal
documents or has acted contrary to the provisions
of the fiscal statutes, taxpayers are unaware of the
process to follow in pursuing a complaint against a
specific SARS official. SARS should disclose on its
website and other material released to the public
the process to be followed by a taxpayer wishing
to lodge a formal complaint against an official for
maladministration or abuse of power.
The draft Tax Administration Laws Amendment
Bill of 2013 contains a proposal that the Tax Court
will, in future, be permitted to deal with the review
of decisions taken by SARS regarding income tax
appeals, which previously may only have been heard
by the High Court or the Magistrate's Court.
In conclusion, therefore, it is clear that SARS has
extensive powers to take action against taxpayers who
fail to adhere to the provisions of the fiscal laws of

the country. It is most unfortunate that the TAA does
not contain any specific sanction on SARS itself or
its officials where obligations imposed on SARS and
its officials are disregarded. It is hoped that the Tax
Ombud will investigate the significant administrative
frustrations currently experienced by taxpayers with a
view to resolving systemic issues, thereby enhancing
tax compliance in South Africa. International
research has shown that, where taxpayers believe
that they have been abused by a revenue authority,
tax compliance will decline as a result thereof. The
only effective remedy which taxpayers have where
SARS fails to adhere to its obligations in the TAA is
to seek relief from the High Court and an order of
costs against SARS on a client-attorney basis and,
in appropriate cases, to consider seeking an award
of legal costs to be paid by SARS officials in their
personal capacity, known as costs de bonis propriis. ❐
Author: Beric Croome CA(SA), LLB, H Dip Tax, PhD
(Commercial Law), Advocate of the High Court of South Africa,
FCMA(UK), MTP(SA), TEP, is Tax Executive at Edward Nathan
Sonnenbergs Inc.
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The lay of the land
Small and medium practices (SMPs) face a host of challenges, which SAICA is helping to address.

S

AICA Small and Medium Practices (SMP)
division is pursuing its 2013 objective of
meeting more of our Small and Medium
Practitioners out in the field, whether by attending
discussion groups or visiting individual practices.
The purpose of this is twofold: to gain a better
understanding of the SMP landscape, the challenges
and opportunities that present themselves, and
as part of SAICA’s communication strategy for
advising SMPs of what resources and offerings are
available through SAICA.
During our visits we have noticed there are
definite key themes which are emerging from
the SMP market. The top three challenges facing
practices being:
• Regulation, especially the Companies Act
• Dealing with government stakeholders,
especially the Department of Labour with regard
to workmen’s compensation, Companies and
Intellectual Property Commission and SARS
• Retention of quality trainees.
The pace of change in regulation is not a unique
challenge to South Africa, but rather the number
one challenge facing practices worldwide, according
to the International Federation of Accountants
(IFAC) SMP Mid-year 2013 Quick Poll. SAICA tries
to alleviate the burden somewhat by providing
alerts when new legislation and standards are
promulgated and through providing guidance such
as the SAICA Companies Act Guide, our guidance
document on S90 in the Companies Act, and
through commenting and lobbying efforts with
government, regulators and standard setters.
Many practitioners have been concerned about
the possible impact of S90 on their practice and
services which they provide to their clients. As the
guide explains, S90 is only applicable to statutory
audits and thus in the majority of cases, its impact
on small practices is negligible.
The difficulties that practitioners experience
with SARS and the Companies and Intellectual
Property Commission (CIPC) is not a new challenge,
also not an unexpected one, considering that SMPs
deal with a large volume of transactions with these
agencies and are brought in by businesses and
individuals precisely because of the complexity of
the situation. However, SAICA has acknowledged
the need and created an Operational Query Register
(OQR) for members to log long-outstanding queries

with SARS/CIPC that they have not resolved
through the normal escalation and query resolution
processes. The OQR offers members an alternative
channel to attempt to resolve their queries, as well
as affording SAICA the opportunity of collating
data and cases to support our lobbying efforts with
SARS and CIPC. SAICA also has regular meetings
with these agencies to alert them to operational
challenges being experienced by members.
The retention of trainees is always a difficult
challenge to deal with, as trainees do have the
freedom of choice. If they are willing to accept the
penalties relating to moving firms during their
training contracts, there is little that firms can do
to prevent this. There are two primary reasons for
trainees moving: the one being for more money,
the other being that many of them don’t complete
their training contract. We encourage trainees
to visit www.nowican.co.za website, which offers
inspiration from CAs(SA) to motivate trainees to
stay on the journey, as the rewards are worth it.
Although SMPs can’t always compete with the
public and private sector on salaries, there are
definite benefits to completing a training contract
with an SMP. The firm should look to highlighting
these benefits to trainees and consider structuring
packages to play to these strengths in an effort to
retain trainees.
On the positive side, practices do seem to be
more positive now than they have been over the last
two years and are showing signs of expansion of
service offerings and growth of clientele. If not now,
they expect to within the foreseeable future. Many
more firms are now focusing on business advisory
services and outsourcing of the accounting function.
Practitioners involved in tax compliance services
are expecting that the role they play will become
more complex and expansive due to the advent of
the Tax Administration Act and other changing tax
legislation.
With the country looking towards SMEs,
entrepreneurs and small businesses for economic
growth and employment, this is the opportune time
for SMPs to play a leading role in supporting and
advising these businesses. This will ensure that they
do not become part of the growing statistic of failing
businesses, but rather that they can excel with the
support of a CA(SA). ❐
Author: Bridgitte Kriel CA(SA) is Project Director: Small
Practices, SAICA.
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SMPs can offer
so much more to SMEs
Besides crunching the numbers, SMPs can play a ‘virtual’ role as directors, advisers and
business facilitators to SMEs.

S

outh African chartered accountants in small
and medium practices (SMPs) who look beyond
auditing alone have the opportunity to engage
small and medium enterprises (SMEs) in mutually
profitable relationships, say SME funders.
The change in South Africa’s financial reporting
legislation, which allows SMEs to forgo an audit
in favour of an independent review, has financial
implications for CAs(SA) in SMPs. Nonetheless,
evidence so far indicates that small businesses
have not migrated in large numbers toward the
independent review. By far the majority of small and
medium businesses still opt for an audit. A recent
study undertaken by SAICA sheds some light on why
this is so, and also points to major opportunities for
SMPs to broaden their scope of business with SMEs.
So often it takes a threat – real or imagined - to
make industries and businesses face the fact that
the world has changed. Those who recognise this
and grasp the nettle, find new areas of business
opportunity, while those who don’t see their
businesses inevitably shrink as they become less
meaningful.
Recognising that the change in the Companies
Act held the potential for SMEs to reduce spending
with SMPs, SAICA in a survey of five major banks and
three specialist SME lenders, found that there are a
number of areas in which lenders trust the input of
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CAs(SA) above other financial professionals. This level
of trust holds potential for SMPs, both to hold onto
audit business and to expand their businesses through
providing new value to clients by identifying and
expanding the services they can offer.

Financials provided by CAs(SA) still make
lenders more comfortable
The institutions surveyed agreed that they found
financials prepared by CAs(SA) more trustworthy
than those produced by the companies themselves,
or by other independent accountants, when assessing
creditworthiness. “The letters behind the name make
a big difference to us,” says Scott Brown of Investec.
“Rather than some other accounting qualification, the
CA(SA) counts a lot more as far as we are concerned.”
Oscar Siziba of ABSA concurs. “Figures signed off by
a CA(SA) have more credibility.”
Specialist SME funders, in particular, prefer
audits: “As it stands today, we prefer audited
financials,” says Darryl Adriaanzen, Chief
Commercial Officer of the Bank of Athens. “When the
new criteria get embedded it will still undoubtedly
make a difference whether the review is conducted by
a CA(SA) or somebody else. The independence and
the quality of that information, whether it is reviewed
or audited, is a significant component of the credit
decision in terms of the data that we look at.”
On average, when asked whether financials signed
off by a CA(SA) are more trusted, the banks scored
7.4/10, where 10 represented complete agreement
and 1 complete disagreement. Specialist SME lenders
scored the statement 10/10. The research confirms
that, in total, providers of gearing to SMEs trust
financial information provided by SMPs over other
service providers or businesses themselves, with a
score of 8.4/10 on the agree/disagree scale.
Lenders also believe that as they are familiar with
banks’ lending criteria, SMPs can also advise small
businesses on ways to improve their financial fitness
– by providing proof of ongoing turnover and realistic
projections of future business and cash flow based
on credible assumptions. They can also improve the
bankability of SMEs by ensuring salaries are paid on
the same date every month, keeping VAT and PAYE
payments up to date, and ensuring the person behind
the business maintains a clean credit record. The
input of a CA(SA) can make a major difference on the
bank scoring system, when credit is required.
This finding has been published widely in recent
press releases by SAICA in an attempt to convince
SMEs to stay with CA(SA) service providers to
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preserve and even enhance their own ability to access
funding from the banking and specialist SME lending
sector.

SMPs business advice is also seen as valuable
by lenders
The research respondents also indicated that CA(SA)
involvement in an advisory capacity can make SMEs
more attractive as a credit risk. They help business
owners understand the difference between cash flow
and turnover, for example, and their professional
relationships with lenders make them invaluable
when creating a business plan that will qualify for
credit. “We pretty much look for a business that is
well supported financially – and that starts by being
mentored and taught on how to run a business, treat
customers, manage creditors, and manage payments.”
says Oscar Siziba.
“Everybody says funding is the biggest pain
point for entrepreneurs,” adds Kandis Swanepoel
of Nedbank. “I think it’s more the soft issues – the
coaching, the mentoring, the consulting. ‘How do
I register a company?’ ‘How do I create a business
plan?’ I think those are bigger pain points.” SMPs
should investigate all the services they can provide
to SMEs, from cash flow management to risk
assessment.

CAs(SA) can perform “non-executive director”
roles, and act as funding facilitators
All of the funders who responded to the survey agreed
that one of the greatest challenges facing small
businesses is governance. An SME often has an owner,
Chairman of the Board, CEO and shareholder all rolled
into one. Without the oversight, checks and balances
that are built into large corporations, an SME owner
can lose perspective and succumb to poor decisionmaking, or simply miss a glaring opportunity in the
hurly-burly of business. The business and finance
expertise of a CA(SA) can be invaluable as an outside
and independent eye – so lenders encourage SMPs
to make themselves available as “non-executive
directors”. This would not be a formal appointment,
but would utilise the SMP in exactly the same
oversight role. “There is a need for this,” says Kandis
Swanepoel. “SMEs get into a windmill of doing stuff,
and don’t see how they could grow. They’re chasing
sale after sale, but they never sit back and say, ‘This is
where I want to take the business in two years’ time.’”
When asked whether they thought this role would
affect a business’ creditworthiness, lenders were again
positive, although they believed that the value would
be more directly felt by the business. They believed
that as a result of SMPs playing this role, the SMEs

This finding has been published widely in recent press
releases by SAICA in an attempt to convince SMEs to
stay with CA(SA) service providers to preserve and
even enhance their own ability to access funding from
the banking and specialist SME lending sector.

would be in better shape to approach lenders because
they would have taken better decisions over time. Big
banks agreed with the statement at the 5.2/10 level
while specialist SME funders agreed at the 6.7/10 level.
In addition, the respondents agreed that the
professional networks built up by CAs(SA) could
be a useful asset when SMEs plan expansion or
acquisitions that require funding. Their specialised
knowledge allows them to put SMEs in contact with
the funder that best suits their needs; most of the
lenders are also prepared to pay SMPs a commission
on these referrals. “I think chartered accounting
practices could be a significant source of business for
us,” says Thakani Makhuva of the Small Enterprise
Finance Agency. “No doubt that would apply the other
way around, as well. Our funded SMMEs could do
with their active help.”
When asked if they would welcome and pay for
successful leads, all research respondents agreed that
they paid for these quality introductions, but that
the deal needed to be transparent to the client. This
provides SMPs with a mechanism to reduce the cost of
this type of consulting work for their clients. Funders
went further to suggest that the SMPs could provide
a useful role in pointing their SME clients to the right
lending institutions in the first place. Many SMEs
are unaware of the fact that banks, of all the lenders,
will take the least risk and that the specialist SME
lenders may take more risk, but will insist on closer
monitoring and even mentoring for the duration of
the loan – at a higher price of course. Then for newer
or start-up ventures the venture capitalists and angel
investors exist.
The advice is invaluable in selecting the best
lending partner at the beginning of the process. Banks
agreed that SMPs could perform a valuable business
sourcing role at the 6.3/10 level, while specialist SME
lenders rated the usefulness of this role at 9.3/10.

Versatility and value-addition paramount
The challenge, for SMPs and SAICA, is to develop
tools and programmes that would enable SMPs to
offer this added value to small businesses. SAICA
has committed to providing protocols that could
give the SME market a common approach from
SMPs for various services that funders agree would
be valuable. The provision of risk assessment and
mitigation, cash flow management, “non-executive
director” input will provide SMEs with valuable
services, and SMPs with valuable revenue streams.
The CA(SA) in private practice can, in effect, become
the SME owner’s one-stop outlet for auditing and
financial oversight; improving borrowing fitness,
risk assessment and management, and long-term
financial planning – a symbiotic relationship which
will strengthen SMEs and SMPs alike. At a recent
meeting of the SMP sector in SAICA, a decision was
made to investigate the feasibility of providing a set
of agreed protocols for each of these services so that
lenders could expect a common approach. Of course,
many SMPs are qualified to begin providing these
clearly needed services, in the meantime using their
own methodologies. ❐
Author: Bridgitte Kriel CA(SA) is Project Director: Small Practices,
SAICA.
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Timelier turnaround tips
Faster turnaround makes for happier clients and employees, while
reducing your costs.

I

was encouraged to meet so many of you last
month. My thanks for your feedback and interest
in these articles.
Last month we looked at the importance of
timeliness of service. I would like to continue along
the same lines and give some practical tips on what
you could do to improve.

Some suggestions to help you achieve a timelier
turnaround:
Contact clients six or eight weeks before their
financial year end and give them a check-list of what
you require to complete the preparation of their tax
or financial statements. You will probably start with
a standard check-list but this will need personalising.
Maybe the last task on a job is to update the list of
client-required information for the subsequent year.
You should:
1.	Indicate a date when you expect to receive these
records – an ‘appointment’ for the records to come
into your “waiting room”.
2.	Call or maybe text a reminder two weeks before
confirming the date the client has agreed to
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provide the records.
3.	On receipt of the records have someone check that
the records are complete.
Write to the client and send the list of records you
have received with a provisional date for the review
of the draft accounts (that is a scary move for some
firms). How would you feel if you ordered a meal
in a restaurant and it was 30 minutes before the
starter arrived? And then another 45 minutes before
the main course arrived? That happened to me once
in a five-star hotel and after lodging a complaint
and receiving no feedback, I asked to meet with
the manager. Thankfully (for him) he was fully
briefed on the complaint and he volunteered that
the standard of service was unacceptable. Without
me asking, he offered a complimentary meal to
my wife and I that evening in the hotel’s best
restaurant. Poor timeliness cost the hotel. Is there
a cost for poor timelines for the accountant? I think
so. Poor timeliness results in a higher level of lock
up (debtors and work in progress). Poor timeliness
gives the client less time to be aware of what has to
be saved for future tax liabilities.

NUMBERS
DON’T
LIE
Still the leading audit working paper Solution
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On the other hand, when everyone is aware of the importance
of timeliness, effort will focus on performance and all the above
negatives will be reversed. Timeliness provides the opportunity to
do some more up-to-date tax planning or management accounts.
1. Have staff schedule review finalisation work with the manager
and partner.
2. Prepare firm-wide reports that evidence the firm’s
performance each month.
3.	Partners: when you do your MBWA (managing by wandering
about) ask staff how they are getting on time-wise.
4.	I was working with one client and staff were surveyed
following a retreat. One of the key issues raised was the
problem experienced with clients not responding promptly
with answers to queries or supplying additional information.
Also, staff were uncertain whether to make contact by email
or telephone. Consequently, a standard policy was introduced
which has been very effectively implemented. The time taken
to complete jobs has reduced by more than 20%. And they are
still improving.

3ofout
4

audit firms
in South africa
use CaseWare

Policy
We seek to do all we can to complete the work undertaken for
clients as soon as possible. After the client has provided the
necessary records it is possible that responding to our requests
for help may not be top of the clients’ “must do” list. This is
especially the case if the work does not start within a few days
of the records being received in the office. Without us harassing
our client the following procedures should be observed by staff
working on the job:
1.	Check that the job has been booked in and that an initial review has
been completed confirming that all records have been received.
2.	When you start the job please call our client and advise them
that you will be working on the preparation of their financial
statements.
3. When you identify a requirement for further information
make sure you have done all you can to collate as many
points as possible, then call the client. Introduce yourself and
ask: “is this a convenient time to talk?” When you have the
client’s permission detail what you require and confirm, if
necessary, that you will put this in writing. Most importantly,
ask the client for confirmation of when the information will be
available. Your request should be framed politely, for example:
“Would it be possible to have this information by...” If the
client feels unable to agree to our timeline, ask the client to
state when they expect to be able to provide the information.
Always end calls with a ‘thank you’.
4.	It is our recommendation not to call clients more than twice
without being put through to the relevant person. After two
calls we recommend you email the client and advise “I have
called in order to ask for further information to enable me
to progress the completion of your financial statements/tax
return, would it be possible for you to give me a call on... in
order to briefly discuss the further information we require?”
Does this work every time? No. But this policy has seen a
significant reduction in elapsed time to complete the job and an
improvement in staff morale as the frustration of having four or
more jobs in progress at any one time has been greatly reduced.
You will have to accept that this will not always work as there
will always be clients that do not cooperate. Having said that,
maybe they are the clients that should perhaps look for another
service provider. ❐

25YEARS 540
in the audit and
aCCounting induStrY

ClientS added
during 2012

12 500
CASEWARE USERS IN SOUTH AFRICA

85
number of dedicated
developers, consultants
and support staff
that ensure Caseware
consistently keeps you
up-to-date with the latest
disclosure changes.

95%
of the TOP 100 audit firms
in the world use CaseWare

Author: Mark Lloydbottom is an author and consultant, Mark Lloydbottom
Consulting.

011 507 0000
www.caseware.co.za

October 2013 | ACCOUNTANCY SA

41

INFLUENCE SPECIAL FEATURE SMP

The art of Strategy
how to unlock value in privately held businesses
Pulling the levers that offer the best return for the least
amount of effort or risk to capital.

T

o begin discussion around unlocking value in
any business, a recap of how we measure value is
required:
Value is created when a business generates free
cash flows. Business valuation today is the estimated
value of the free cash flows generated, discounted by
the risk to the capital used.
A valuable business grows faster cash flows (and
hence valuation), with lower risk than its peers. In
other words, the growth in valuation of a business is
measured by whether its strategy is working or not.
Most business owners think of strategy almost
entirely in terms of revenue growth or market
positioning, but this is a mistake. There are other
levers we can pull when unlocking the value of the
firm, and best strategy is to pull levers that offer the
best return for the least amount of effort or risk to
capital.
Most small firms, however, have no idea which
levers to pull. To illustrate this: think of your own,
or a client's business. Can you immediately identify
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which of the following projects offers the highest
potential increase in free cash flow generation, or
your valuation overall?
•
Growing Sales?
•
Reducing Cost of Sales?
•
Reducing Operational Expenses?
•
Improving Working Capital Management?
•
Reducing Risk?
•
Improving the Capital Structure?
It’s not that easy, is it?
Knowing where to allocate resources and focus
efforts is at the heart of the strategy industry.
Big companies strategise very differently to
small companies, and are measured by rising
market capitalisation relative to their industry, or
overall market index. Not only do the ‘Fortune 500’
companies have highly qualified people fulfilling the
roles of CEO, CFO, and COO (who jointly implement
strategy), they also have boards, well informed

SMP SPECIAL FEATURE INFLUENCE ➲
industry analysts, and expensive consultants. Having
come from the strategy consulting world, (the author
previously worked for Bain & Co), I can attest to the
fact that much of the value placed on consultants
is their work for similar companies elsewhere, and
that they bring comparative improvements to bear.
This information is hard to get and provides valuable
strategic insight, even for big companies.
Small companies can’t afford expensive
consultants, don’t have analyst coverage and typically
the strategy planning and implementation role
falls onto one person. This person probably doesn’t
understand finance enough to do a Discounted
Cash Flow (DCF) valuation, so there is no clear
starting point from which to measure strategy. Most
importantly, there is almost no benchmark data
from which the business can discern its position
either under- or over-performing relative to industry
peers. In other words, the typical smaller business is
operating in a strategy vacuum. With no clear starting
point or sense of performance, there can be no clear
understanding of what achievement may be possible.
So what are the pragmatic steps that a business
and its advisers can take in order to unlock value
through the best strategy?
The steps are:
1. Build a financial model of the business, with
future projections for five years. (More strategic
thinking is forced this way than sloppily
extrapolating current financials two years ahead.
It’s worth the effort.)
2. Discount the project free cash flows back to a DCF
valuation, and start to use this as a long-term
target for your firm.
3.	Take each of the projects from the strategic
choices list (see above) and explore where you
can make improvements. For example, how much
could you grow revenues? Can you cut cost of
sales? What about OpEx?
4. If possible, compare the firms’ performance in
each of these areas to industry benchmarks, so
you know where they’re relatively weak or strong.
5.	Focus your analysis where performance is weaker
than the best of industry peers. Through this
you’ll understand which projects have the highest
impact on free cash flows, hence valuation of the
firm.
6.	Allocate all resources to projects that offer the
highest returns, for the least effort, in the shortest
space of time.
7. Track progress and repeat this exercise every
one to three months, or more frequently if you’re
running low in cash.

This finding has been published widely in recent press
releases by SAICA in an attempt to convince SMEs to
stay with CA(SA) service providers to preserve and
even enhance their own ability to access funding from
the banking and specialist SME lending sector.

8.	Keep most, if not all, your resources allocated
to the big impact projects until the goals are
achieved. The business will now be in a far better
position, able to grow more easily, and enable you
to focus on the ‘higher hanging’ fruit.
The good news is, that’s strategy in a nutshell - it will
enable you to unlock value in almost any firm.
The bad news is that you’re going to encounter
some problems along the way:
•
People don’t understand the value of a DCF
valuation.
•
Those that do will argue at length about the
discount rate you use.
•
Reliable relative performance benchmarks for
smaller firms are rare.
•
Performing these calculations is heavy work for
a smaller firm, and it may not be significantly
profitable, unless it’s your own business.
•
You’ve got to keep pushing performance,
adjusting targets, and implementing. This isn’t a
one-off exercise. It’s a commitment.
Let me help you through the first hurdle: helping
people understand the value of a DCF valuation.
My standard example is as follows: “Consider the
unlikely event of two businesses in the same industry
having identical financials simultaneously. If you value
the firms using any profit multiple-based valuation
method you’d get a result suggesting the same worth.
If you value them using Net Asset Value you’d get a
different result but they’d still be worth the same.
However, even though their financial performance
is currently the same, they face different futures and
different risks, which only the DCF valuation method
takes into account. Thus a DCF valuation for the two
firms would not only be different but would also be
most informative and valuable.”
This simple test shows that a DCF is where the
value lies (if you will excuse the pun). The next trick
in a DCF is in determining the discount rate to use.
For large privately held companies (that is those with
sales less than R100 million) it’s worth working from
their listed counterparts to calculate a synthetic Beta,
apply this to the capital structure and work backwards
to a full DCF. This is for expert use only and relies on
data from many similar listed companies (which there
generally aren’t). Expert valuations require intense
work and cost more. Valuation is a line of business
where doubling granularity comes at four times the
price, yet only a marginal increase in accuracy.
For smaller firms the bottom line is that they
carry all sorts of risks: extreme customer and supplier
concentration, lack of systems, dependence on one key
location, poor cost control, and lumpy cash flows. The
quick hack is to use a discount rate of around 30-40%
for the equity portion of your Weighted Average Cost
of Capital. Anything less and you’re doing everyone a
disservice. If your client starts to squeal at a valuation
that’s possibly lower than what they’d expected,
then remind them it’s a starting point from which to
measure improvement, which is the whole point of the
exercise. ❐
Author: Gareth Ochse, B.Com (Finance, Economics),
is Co-founder and CEO, ValuationUp.
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work/life balance
Developing a holistic work-wellness model will benefit people
and organisations.
Individual approach
For individuals today, the problem is usually ‘so much to do, so
little time’. Not only is work more intense, but often both parents
are working and there are so many other opportunities to do
things outside the work space. Organising one’s time between
these demands takes a high degree of self-management, and
often our education and socialisation processes fail to provide us
with these skills.
Achieving a personally satisfying work/life balance requires
self-awareness of what one wants and values, plus a sense of
sufficient control to make and implement appropriate choices.
People adopt a range of responses to work and life. A
response could be that of the “treadmill athlete”, with a
responsible position and working long hours, which are
considered essential to reach career goals.
At the opposite extreme are the ‘free spirits’, whose career
does not define them, they work for necessities or pleasure and
rarely get stressed. ‘Home heroes’ struggle to combine job and
family, are often exhausted in the process, but feel unable to find
a better solution. ‘Balance masters’, while highly committed to
their work, are determined not to let the job dictate their lives.
They may opt for flexible working to achieve balance.
The recent growth of the ‘life-coaching’ industry has been
fuelled to a large extent because of people’s sense of lack of
balance and control in their lives.

T

he term work/life balance is often used in the context of
over-stressed employees, family problems and the retention
of “Generation Y” people. Lack of work/life balance is seen
as a problem both for the individual and for the organisation. In
itself, the term has interesting implications. Does it mean that
when we are working we are not living? Or that life outside formal
employment does not involve any work?
The reality is that with modern technology and modern ways
of living, the two worlds overlap considerably. Sometimes this is a
problem, and other times this solves problems for the individual.
The ability to process emails at home after dinner with the family
can be seen as an advantage or as an intrusion into family time.
‘Team-building’ exercises scheduled over weekends can be seen as
fun or as forced extra work.
Another issue with the term work/life balance is that balance for
one person is not the same as for another person. It is subjective and
the importance placed by one person on certain areas of his or her
life (for example, immediate/extended family, church, sport, work)
can be very different to how others prioritise.
The definition of the term used in this article is therefore:
“A state where an individual manages real or potential conflicts
between different demands on his/her time and energy in a way that
satisfies his/her needs for well-being and self-fulfilment.”
Most literature (popular and academic) deals with work/
life balance from the individual’s point of view. But there are
important organisational issues also. This article looks at both
these perspectives.
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Organisational approach
The business case for trying to help employees achieve better
balance is based on the work around employee engagement. The
work/life culture profit chain can be depicted as follows:

The relationship between employee retention and work/
life balance was demonstrated in research carried out by the
Corporate Leadership Council in 2004.
It was found that high performing employees placed more
emphasis on work/life balance issues than lower-performing
employees. In the South African labour market, where skills
shortages drive high turnover among high performers, this is an
important finding.
So what can an organisation do to help employees achieve

SMP SPECIAL FEATURE INFLUENCE ➲
balance for themselves? There are three important levers to
consider:

In some organisations, having a policy on this issue can help,
in others it won’t. But all existing policies can be checked and
possibly new policies on flexibility of time, work location,
support and benefits can be drawn up.
Employees can be provided with resources to help them
think through their own work/life balance issues and find
solutions. Pragmatic education programmes, improving the
coaching skills of managers and providing in-house mentors
and professional coaches/counsellors can all be useful.
The most difficult, but the most important, issue is the
attitudes and behaviours prevalent in the organisation.
Any serious attempt to improve employees’ balance must
tackle the taboos: what about transfers for high-potential
people with a career wife and/or a young family; what is
acceptable versus unacceptable pressure, how can employees
raise concerns about excess pressure; how is thinking time
built into work practices.

Conclusion
People can help themselves achieve better balance and
organisations can also help them to help themselves. But if
organisations simply continue to ignore the issue - stress, burnout
and the resultant loss of productivity will continue to increase.
A study on high-level executive women in the Western
Cape found that all participants indicated a ‘complete lack of
support and understanding from their organisations’. This surely
cannot be an intended consequence of management policies and
leadership.
It could be that some simple changes can help to create better
balance for employees and hence a better organisational climate. ❐
Author: Penny Abbott, MPhil., MHRP, is Head of the HR Research Initiative of
the SA Board of People Practices, the professional body for the HR profession.

Another issue with the term work/life
balance is that balance for one person is
not the same as for another person. It is
subjective and the importance placed by
one person on certain areas of his or her life
(for example, immediate/extended family,
church, sport, work) can be very different to
how others prioritise.
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Global mining industry
faces a confidence crisis
Mining houses are working to rebuild investor confidence.

W

orldwide, the mining industry has outperformed the
broader equity markets over the past decade, but this
trend recently changed. While mining stocks fell slightly
in 2012, they slipped nearly 20% in the first four months of 2013,
according to a PricewaterhouseCoopers (PwC) report earlier this
year.
According to PwC’s tenth annual ‘Mine’ report, the industry
is facing a confidence crisis. These include confidence over costs,
return on capital and commodity prices.
The report analysed 40 of the largest listed mining
companies by market capitalisation in several major economies.
The financial information for 2012 covers the reporting periods
from 1 April 2011 to 31 December 2012, with each company’s
results included for the 12-month financial reporting period that
falls into this time frame.
Although it was a turbulent year for commodity prices, the
report shows total market capitalisation was roughly the same
at the end of 2012 as the start - $1.2 trillion – but not for gold
miners. The gold miners in the top 40 lost $29 billion in 2012,
while in the first four months of 2013, they lost a further $58
billion in value. This followed a major sell-off in April after the
largest one-day percentage drop in gold prices since the 1980s.
Hein Boegman, PwC Mining Leader for Africa, says: “On the
demand side, long-term fundamentals are still there. Regaining
investor confidence depends on how the mining industry
responds to its rising costs; in particular labour, increasing
volatile commodity prices and other challenges, such as resource
nationalism and new CEOs delivering on promises.”
Closer to home, there have also been some changes in
leadership in the mining industry. “Our analysis of the new
leaders and their predecessors suggests there is a demand for a
different type of leader as the industry undergoes change,” says
Boegman. Compared to their predecessors, more have been
recruited from an operational background and have spent most
of their careers in the industry.
Despite this drop in confidence, it’s not all bad news as
production volumes and dividend yields are up. While prices
have fallen, they have not crashed – long-term fundamentals are
positive.
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“It’s important to recognise that the industry’s emphasis
continues to shift. For the first time ever, half of the top 40
miners are from non-traditional markets. China continues to be
the industry’s most important customer. While Chinese growth
rates are slowing down, they are coming from a bigger base,
so future demand for commodities still looks healthy,” adds
Boegman.
To help restore confidence, shareholders have called for
increased capital discipline and higher returns. Eight of the top
ten have publicly announced that they will maintain or increase
current dividend levels.
Boegman concludes: “Miners are trying to rebuild the
market’s confidence – capital expenditures have been scaled
back, hurdle rates are being increased and non-core assets are
being disposed of.”
“Across the board there is a shift from maximising value by
solely increasing production volumes, to a renewed focus on
maximising returns from existing operations through managing
productivity and improving efficiencies. Both of which have
suffered in recent years.”
• M
 ining revenues level at $731 billion; net profits down 49% to
$68 billion.
• Market values down; gold miners hit especially hard.
• New CEOs at five of the top 10 companies.
• Forecast capex of $110 billion, 21% lower than 2012. ❐
Author: Hein Boegman CA(SA), is PwC Mining Leader for Africa.
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Female representivity
in mining boardrooms
South Africa’s mining industry ranks tops for gender diversity in the boardroom.

S

outh Africa’s mining sector has the highest level of female board
members anywhere in the world, with the boards of South
Africa’s top 100 listed mining companies having 21.05% female
representivity. “Research shows that there is a strong correlation between
financial performance and the participation of women on boards,” says
Gerald Seegers, PwC Director for Human Resources Services, Southern
Africa.
The survey was carried out by PwC in the UK in conjunction with
sponsors Anglo American, Rio Tinto and Lathan & Watkins. The purpose
of the study was to widen the debate about the lack of representation
of women on boards in the mining industry. The top 500 globally
listed mining companies were surveyed for this report. Together these
companies have a market capitalisation comprising 97% of the global
industry, or US$1.05 trillion of the sector.
This data will be used to track, measure and analyse changes to
trends in female development and retention in the mining industry over
the next three years. The second report, to be issued in 2014, will update
the data contained in this study, and examine more closely views from
those working in the industry on the rewards and obstacles faced by
employees and employers relating to gender diversity.
While the findings are not unexpected – the mining industry has the
lowest number of women on boards of any sector in the world – they
are nonetheless interesting and expose a number of jurisdictions for not
addressing the issue.
Women occupy 8% of executive and non-executive board seats in the
top 100 mining companies, with only four female executive directors in
this group. The proportion of women in the next tier, being the top 101
to 500 mining companies, is even lower, collectively having less than
4%. However, this group has a greater proportion of women in executive
board positions at nearly 3%, compared to the 1% on the boards of the
top 100 mining mentioned earlier.
Only 16 of the top 100 mining companies and less than 8% of the
top 101–500 mining companies have more than one female director. “In
technical industries that are usually dominated by men, such as mining,
oil and gas, aerospace and construction, the challenge of finding women
who have considerable industry experience is not to be underestimated,”
says Seegers.
The percentage of women on boards is significantly higher in those
mining companies that are listed in South Africa on the JSE and, to
some extent, in Australia on the ASX. South Africa and, more recently,
Australia have introduced policies regarding gender equality that apply to
companies that are incorporated in, operate in and/or are publicly traded
in these jurisdictions.
In South Africa there are several laws, rules and regulations
that encourage or require that companies ensure and accelerate the
sustainable participation of women in the economy. For example, as
part of the country’s Broad-Based Black Economic Empowerment
(B-BBEE) Codes of Good Practice, qualifying small South African
enterprises and all medium to large enterprises are encouraged to
improve the representation of previously disadvantaged people (which
includes women) on their boards and in senior management. There
are also programmes aimed at supporting or increasing the level of
female ownership of companies. These include the Gender and Women
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Empowerment Unit, which supports women-owned enterprises, and
the Mining Charter, which aims to transfer 26% of the ownership of the
mining industry to previously disadvantaged individuals by 2014.
Similarly, in Australia the Australian Securities Exchange Corporate
Governance Council Principles and Recommendations were re-issued to
include recommendations on gender equality.
Across the top 500 mining companies, the survey found that
for every two women directors, there are three women in executive
management (the level immediately below the board). This indicates
that there are women who are gaining the experience to take up board
positions. Research shows that while the percentage of women in
executive directorships is still low, there is a solid pipeline of female
talent at the executive management level.
South African-listed mining companies in general have a relatively
robust pipeline of female executive management talent when compared
with mining companies listed on other exchanges. “The higher
percentage of women in executive management positions may be due,
in part, to South Africa’s general gender diversity policies,” comments
Seegers. On the other hand, London-listed companies have the lowest
proportion of female representation in executive management positions.
The report suggests a number of reasons for the difference between
the higher age proportion of women in executive management positions
as compared with those in board positions. These may reflect a long lead
time for women to progress to directorships, or indicate that mining
companies are only willing to appoint women up to a certain level. It
may also reflect the fact that historically, women were not encouraged
into mining and therefore very few women in the industry are of board
age (50 to 65). The next generation (women aged 40 to 50) are only now
reaching the executive level.
Some mining companies may only adhere to gender diversity
principles in accordance with the policies of the stock exchanges they are
listed on. This varies from comprehensive legislation in South Africa to a
lack of guidelines in Hong Kong. The new Companies Act in South Africa
was updated in 2008 in response to the King III Report, which highlights
the importance of diversity in the board room. Since this was introduced,
female board representation has grown. Seegers adds that it should be
borne in mind that the South African legislation does not include a quota
system, as has been implemented by countries such as Norway.
The mining industry is currently facing serious challenges in both
recruitment and cost inflation. Strategies are in place to change the
status quo, including government-led and business-led initiatives. Some
of these include the introduction of legislation to encourage gender
diversity; the implementation of diversity policies in organisations; and
board evaluation to identify areas of strengths and weaknesses.
Seegers concludes: “The mining industry needs to identify and
address the issues that prevent or restrict the development of women in
the sector to reach senior management and board positions.
“Making use of a wider talent pool to tackle these problems could
lead to better outcomes for both the industry and the individuals
involved. In this context, encouraging recruitment and career
development across the gender line is essential.”
Author: Gerald Seegers CA(SA), PwC Director for Human Resources Services,
Southern Africa.
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A modern leader
for the modern age
Moses Kgosana – humble hero who leads through inspiration.

H

ow does one manage a team of more than 260 partners, each of which thinks he
or she knows better than you, and at least half of whom probably do?
You start off by being humble, explains Moses Kgosana, CEO and senior partner
at KPMG.
What sets Kgosana apart from all the other highly qualified, experienced and
ambitious partners at KPMG is that his management style perfectly suits the age.
Research has demonstrated that a team composed only of highly creative people does
not make a creative environment, just as a team of like-minded people does not make
an effective team. In today’s world it is recognised that the best team is a diverse and
balanced one, with concepts such as employment equity probably being the least
important element of today’s successfully diverse team. That is exactly what Kgosana
has brought to KPMG under his tenure.
Speaking at a UNISA thought leadership seminar on diversity in leadership on 22
August, international speaker and management author Professor Frons Trompenaars
pointed out that successful businesses are successful when their management team is
multi-cultural and acts as a mirror for the entire global organisation.
Kgosana was elected by his peers as KPMG CEO in 2006 – its first black CEO
and the first black CEO of a ‘Big Four’ auditing firm in South Africa. The pace of
transformation in a diverse organisation since that date has been ‘unbelievable’, he
says, a factor mirrored throughout the entire profession.
“Today KPMG in South Africa has 67 black partners (comprising a quarter of the
total partner body), a quarter of the total number of partners is female (with 28 black
female partners) and 44% of the entire staff is black. More than half of our yearly
trainee intake is female (52% in 2013) and 48% black. This has been achieved in the
face of two major obstacles; the paucity of the national academic pipeline, which
Thuthuka has sought to address, and the background of the global financial crisis. I
am extremely proud of what we have achieved and it bodes well for the future as the
economic situation improves and transformation becomes ever easier to achieve.
Transformation comes with a price tag, even if it pays off in the long run,” says
Kgosana.
His personal accomplishments were achieved the hard way, even in a community
where almost any successful black businessman can boast of humble origins. During
the early years of his education, he alternated days of school and work with his
brother in order to tend the family farm. From Std 4 or grade 6 onwards he paid
entirely for his own education and text books through casual jobs, studying mostly
part time to get a matric and university education through UNISA.
“This instilled a discipline of hard work and persistence which enabled me to
succeed and also set many of the values which I hold dear till today.” There was no
Thuthuka in the 1970s to help struggling part-timers like Kgosana, but he points out
that the volume of work back then was far less than today. Given the same socioeconomic conditions, he doesn’t believe he would have passed today’s exams: “so I
have considerable sympathy for today’s youth qualifying the way I did”.
After articles he went into commerce and industry, working for various
organisations including New Africa Investments Limited (Nail) with Dr Nthato
Motlana, one of the founders of the MTN Group. This is possibly the one regret in
his career, he says. Despite having reached the pinnacle in the audit profession, he
says that had he more patience for the values of commerce and industry, he might
have persisted and become a major part of one of South Africa’s largest companies.
Instead, due to disagreements he left after just three months and returned to public
practice to form KMMT, his own firm.
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This became one of the largest black audit firms
in South Africa, and its eventual merger with KPMG
was not universally praised. At the time, one school
of thought was that all black CAs(SA) should form a
single black firm which could rival the Big Four, but
Kgosana says he had already realised that it was the
Big Four which would set the pace in transformation
as it needed their far bigger resources to train black
CAs(SA) in the numbers necessary to bring about
genuine transformation.
Apart from hard work, Kgosana attributes his
success to setting goals and having a plan of action
on how to achieve them. It has worked so far, he says,
though admits he has yet to set a goal for the next
phase of his career: what happens once his second
term of office as CEO expires in two years’ time?  Will
he rejoin the rank and file within KPMG, or return to
commerce and industry?
Kgosana believes he has values and principles
which not only stand him in good stead as a leader,
but which have been inculcated into KPMG and been
warmly received.
“I have a public persona – I am seen less as Moses
Kgosana and more as the KPMG CEO. For this reason, I
have to take particular care in my personal deportment
and I did so from the moment I joined KPMG. People
have to realise that accepting a position with an
organisation is about much more than accepting a
salary. In my daily life I live certain values such as
leading by example, being honest and open in my
communication, respecting the individual and acting
with integrity. These are not qualities one should have
to boast about – they should be natural assumptions in

any organisation – yet I have seen companies that do
not. I have reinforced these at KPMG and believe these
qualities talk to our reputation.
“Quality, trust and integrity are vital in this
profession, and for this reason I have a personal
relationship with our top 30 companies. They all
know me, and know I am on call when needed,” he
says.
As a leading black figure in South African
business, much is expected of Kgosana as a catalyst
for change. He not only accepts this - it is his passion.
He lists several transformational innovations that
he and his fellow Partners at KPMG have delivered
over some time and which place the firm in good
stead. KPMG is part of the Business Leadership South
Africa forum (incorporating the top 30-40 businesses
in South Africa) which took upon itself the role of
stimulating necessary business inputs on the National
Development Plan (NDP).
One of his first acts as CEO in 2006 was to
introduce a transformation scheme offering 20
unemployed B.Com graduates a focused development
programme to prepare them for the workforce with
valuable work experience (in the tax and advisory
domain) and life skills. This was in direct support of
former Deputy President Phumzile Mlambo-Ngcuka’s
initiatives (AsgiSA and Jipsa).
A similar initiative currently gaining momentum
is the Prestigious Internship programme in a joint
venture with the Department of Public Works,
Nedbank, Old Mutual and SAGDA, to provide
meaningful work experience for unemployed
graduates.
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However, the initiative he is most proud of and
one he hopes will be his lasting legacy at KPMG
involves sustainability. “I’m leading an initiative
to get companies to look at their corporate values
in a way that goes beyond financial profit, but
inspects their impact upon the environment, local
communities and government (beyond just paying
taxes). The point is to get people seeing their
businesses very differently – we’re looking at new
business values,” he explains.
Kgosana believes he has brought a more
empowering culture to KPMG, one which does not
detract from his much-lauded predecessor but is
more suited to the age.
“Every leader of an organisation brings a unique
set of values that at that moment in time either
makes a business grow or contract. My style is more
inclusive and engaging than was previously the case
at KPMG, because those are the values I bring – my
staff feel free to speak to me quite openly about
anything. I believe that is the right style for these
tougher economic times,” he explains.
“Ability to listen and absorb what others say is
almost the defining characteristic of today’s leader;
and this was not so pre-Enron or Lehmann Bros.
This is quite different to hearing people when you’ve
already made up your mind. Nowhere is this more
the case than in a professional services firm where
everyone has their own opinion and seldom even
agree with each other. They have to be listened to
– but a leader ultimately has to carry most of them
with him.”
Kgosana is very aware of the power of the team
around him, and has leveraged his own influence
through his executive team, by blending a team that
complements not just his strengths and weaknesses
but those of each other.
“In this manner I ensure all team members are
capable of interacting with and supporting each
other. Each executive has three roles – as a leader
in their own right, as my deputy within their line
function, and as adviser to their colleagues – and
this matrix ensures they do not function in silos but
as an integrated whole,” he says.
“No leader is better than others at everything.
You have to fill those gaps through the Exco team,
so arguably the CEO’s single biggest role is the
management team he selects. Debate and even
criticism can be extremely healthy, which is why
there should be balance and diversity on the team

“Every leader of an organisation brings a unique
set of values that at that moment in time either makes
a business grow or contract. My style is more inclusive
and engaging than was previously the case at KPMG,
because those are the values I bring – my staff feel free
to speak to me quite openly about anything. I believe
that is the right style for these tougher economic times.”

– it brings differing viewpoints and holds you
accountable.”
He does not claim the days of the autocratic
leader are forever over, but the style that suits
today is a team-player who leads from the front.
The eight-member KPMG Exco has four blacks and
four whites, but only one female. Appointment is
based on a set of qualities of which merit is a basic
assumption, and given equal merit bringing diversity
of views to the team is the deciding factor.
“We have a policy that for every white
partner appointed a black manager should be
appointed next. This is because we need the firm
to begin approximating the demographics of the
country. However, we never appoint purely upon
demographics because a partner always has to enjoy
the complete trust of clients.”
Kgasana is unlikely to be a popular mentor,
because his own track record is one of hardship and
hard work, and that’s what he aims to inculcate in
his mentees. “Aspiring partners and leaders must
understand their future is in their own hands –
nobody, not mom, dad or teachers are to blame for
failure.”
As to advice on how to succeed, he points to what
worked for him: “Set a firm goal and step-by-step
action plans on how to achieve it. List out where
you want to be at age 30, 40, 50 or 60. You might
not always succeed, but what is certain is that you
definitely will not succeed without a plan, because
other distractions will undoubtedly intervene.”
“Thereafter, have compassion, empathy and
humility – these are strengths, not weaknesses – as
well as passion. I would say to aspiring leaders, if
you do not have one or other of these characteristics,
develop them.”
Kgosana has managed the firm through some
difficult years and admits this has required a
different management style for the times. “When
faced with the ‘jaws of debt’ you have to bring your
team closer together because costs are increasing
faster than the top line. It requires tough decisions,
and to push those through requires a support engine
and an infrastructure fit for turbulent times.”
From a sustainability point of view, he says that
the worst mistake currently being made by listed
companies is in making large-scale retrenchments
and losing valuable skills for short-term gain to
shareholders.
The biggest threat currently facing the audit
profession is the misguided drive emanating from
the European Union (EU) to regulate audit firms,
particularly the Green Paper looking to enforce
auditor rotation.
“Because the EU has not yet emerged from
its recession, it is looking at quick fixes and so
has targeted auditors. The US has rejected this,
arguing the more appropriate solution is not
greater regulation but the empowerment of audit
committees to implement stronger governance.
Audit failures were not responsible for collapses
of any companies – poor governance was,” adds
Kgosana. ❐
Author: Eamonn Ryan, LLB (Hons) is a Business Jounalist.
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Whether you’re building a business
or building a community –
determination is your strongest foundation.
Kashveera Chanderjith CA(SA)
Audit Manager: Anglo American,
community builder and SA’s first deaf CA(SA)

A CA(SA) turns
every challenge
into a solution.

“A CA(SA) designation offers a multitude of opportunities
to transform not only a business, but also the individuals
and communities around it. Obtaining my CA(SA) designation
was not easy. It forces one to find innovative ways of turning
problems into possibilities. This is a mindset that every
CA(SA) has to adopt in order to maintain their designation –
and as a result they are uniquely skilled to empower not only
themselves, but the people around them. That’s why a CA(SA)
leaves more than an impact on the bottom line… they leave a
legacy of success.”

And that’s the difference a CA(SA) makes.

www.findacasa.co.za

responsible leadership.

Lead LIFESTYLE motoring

Two young trend-setters shine up
Upgraded, Fun Audi A3 and RAV4 still stands out from the crowd

Manufacturer
Specifications:
Engine:
1.4l 4 Cylinder Turbo
Power:
90KW
Torque:
200Nm
0-100km/h:
9.5 (Claimed)
Fuel Consumption:
Average 5.3l/100km
CO2:
123 g/km
Price:
From R283 000,00
Car courtesy of
Audi South Africa.

Audi A3 1.4 TFSI sportback
Fun and polish
Now in its third generation, the Audi A3 has firmly entrenched itself
in the market. In this latest guise the A3 is evolving into a more
sophisticated and polished version of the young upstart. Nothing is
out of place, from the smooth silhouette of the bonnet all the way to
the newly designed rear lights. In keeping with Audi tradition the
headlights have a trademark LED look (optional Xenon lights) that
immediately distinguishes the A3 from other Audis.
Inside is where things have really changed. Gone is the traditional
dashboard and in its place is a rather minimalist dashboard that
only has turn dials for the climate control. Above this is a uniquely
styled section that houses the hazards, anti- skid and the drop-down
screen. That’s it - there are no other buttons on the dash, not even
a radio volume control. All the additional buttons have either been
incorporated into the MMI system or moved to where the manual
handbrake would be. The radio control is just a knob and the MMI
system has shortcuts to the navigation, radio, telephone and media
source. The dashboard is almost Zen-like, in that you actually feel
calm and peaceful - rare when driving in Joburg peak hour traffic.  
There are some attractive finishing touches in the car too, with
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courtesy lights in the foot well and on the door handles. But the best
touch, in my opinion, was the LED lights surrounding the inside of
the cup-holders, which add that elegant exclusive look. For a vehicle
of this standard the A3 is unusual as it does not have wood or metal
inlays, but rather a grained plastic, which seems to work well. My
only criticism is that the cabin is too sombre with its shades of grey.
The space in the car is what can be expected from the Germans, in
that it is big enough to fit five, with ample head and leg-room for all.
The boot too is a fair size for a hatch and offers an interesting feature
in that the floor can be raised to create a flat bed when the seats are
folded, or dropped to provide additional boot space.
On the road the car is well balanced and has sufficient power to
surprise most sceptics as to the capabilities of a 1.4 litre – it could
eagerly take on a normally aspirated 2.0 litre. The one thing that
stood out in this car from most in this segment, is its silence. At idle
you have to check the rev counter to confirm that the car is on, and on
the road you can have a whispered conversation at any speed legally
allowed on the road.
I think Audi have upgraded from original idea of having a fun
run-about about to having a fun sophisticated run-about that is so
much more than just a city car. So if you are looking for just a snazzy
city car, Audi now has the A1 - but if you want more, take a good look
at the A3.

motoring LIFESTYLE Lead ➲

Manufacturer
Specifications:
Engine:
2.5l 4 Cylinder
Power:
132KW
Torque:
233Nm
0-100km/h:
N/A
Fuel Consumption:
Average 8.5l/100km
CO2:
198 g/km
Price:
From R279 900,00
Car courtesy of Toyota
South Africa.

Toyota Rav4 2.5 VX
getting all grown up
The cute, impractical, funloving, two door RAV that
stood out from the crowd has
grown up. Toyota recently
launched its new RAV4, a more
conservative and extremely
practical four-door version.
The new look RAV4 is
consistent with the revised
look Toyota is imparting to
all recent models. The front
end has swooping lights and
an almost smiling grille and
bonnet, giving a rather fresh
and fun look. The lower part
of the bumper is black, a
reminder that this is an offroader, or rather a soft roader.
The new vehicle appears

larger and longer than its
predecessor. The rear end
resembles a bigger version of
the latest Auris. It has retained
one important feature of the
original RAV4: it still stands
out from the crowd.
Inside the 2.5 VX version is
fully specced with electrically
adjustable leather seats,
reverse camera, touch screen
radio and sun roof. The
dashboard is rather boxy and
resembles a spruced up version
of the Hilux dash. The only
feature that failed to impress
me was the leatherette covering
on the lower section of the
dashboard. It looks cheap and
I think it will peel in no time as
it faces constant sun exposure.
The rest of the interior is
typical Toyota style and quality.

The chunky steering wheel gave
the drive a sporty feel.
The space is unbelievable,
with impressive rear leg room
to a cavernous boot that opens
and closes at the touch of a
button. The vehicle also comes
with a full size spare wheel
which most off roaders would
appreciate. In case the luggage
space is not enough, the rear
seats can be lowered to create
a double flatbed. The vehicle is
at home on the road, but don’t
expect it to claw the corners like
a sports car as the high drive
position impacts the overall
higher position of gravity. The
vehicle will take bends at the
speed limit but is not a sports
car. The ride is comfortable
and rather soft for a SUV. The
vehicle also comes with sport

and eco buttons, depending on
the mood or requirements of
the driver. To facilitate a trip off
the beaten path, this vehicle is
equipped with an electronic diff
lock and hill descent. Although
it is a soft roader, it is more than
capable of meeting the common
expectations of ‘city slickers’.
In conclusion, I enjoyed
the vehicle but believe Toyota
cut some corners here. Its
fuel consumption is a bit
high for modern cars, but the
vehicle drives smoothly and is
capable of taking the family,
with luggage, to almost any
destination. I just wish Toyota
would reconsider bringing back
the fun two door… ❐
Author: Azim Omar CA(SA) is a
member of SAGMJ.
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I may lack hearing, but not ambition
A deaf CA(SA) shares how qualifying was her ticket to the world.

L

eigh Burton was always encouraged by her parents, regardless
of her hearing disability, to complete a degree that would enable
her to support herself and allow her, as a woman, to be financially
independent. Her career of choice was that of a Chartered Accountant
[CA(SA)]. Leigh always saw how much her father enjoyed his career and
this motivated her to follow the same route as him. Leigh is one of the
first deaf CAs(SA) to qualify in South Africa.
A further motivation for choosing this career is Leigh’s love of
travel. And travel she did indeed. Visiting exotic destinations such as the
Caribbean, Mauritius, Singapore, Indonesia, Australia, London and the
United States gave her a sense of fulfilment.
“I also wanted to complete a qualification that had international
recognition and would allow me to travel all over the world if need be
since one of my passions is travel. I have always enjoyed numbers and
shared this passion with my father who is also a CA(SA).”
It is said that when one sense is lost the others are doubled. It seems
that this rings true of Leigh and it also enhanced her sixth sense, making
her more receptive to lessons in life and to what teachers and mentors
had to offer. This Johannesburg based 30-something young lady was
not short of role models – and she took on their advice and philosophies
with gusto!
“My biggest role model throughout my life has been my father and
I strive every day to live up to the ideals and values he upholds. I also
wouldn’t be where I am today without the support of my mother. She
has great strength and has always showed unwavering belief in me. My
mother has always focused on giving me a sense of independence.
“During my school years, two people had a profound effect on the
person that I am today. They were my guidance councillors, Mr. Ken
Hovelmeier and Mrs. Maureen Groch, who taught me to never doubt
myself and that even with my hearing disability I could achieve my
dreams and be all that I wanted to be. That moulded my belief to not
use my disability as an excuse or ‘cop out’ in life”.
Leigh attended the mainstream private schools Kingsmead College
for Girls and St. Stithians Collegiate and she excelled in her studies. This
was extrapolated to Wits University where she faced many challenging
situations: the biggest  being her ability to filter the messages from the
‘noise’ from her hearing aid. However, with great support from the
Accounting Department at Wits, this did not deter her insatiable desire
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to excel - and excel she did! When she wrote her board examination, she
found that the South African Institute of Chartered Accountants (SAICA)
gave her lots of support and this helped her to qualify as a CA(SA).
“Kicking off my career at Deloitte Johannesburg brought me into
contact with a great family of mentors and friends. Alan Munitich, a
Deloitte partner, played a pivotal role in my career at Deloitte right
through articles and also in my role as a manager. He shared great
passion for his work and for enjoyment of life as well as travel. Alan was
also a great support in all facets of my work at Deloitte. I know that even
though time has passed since I started my career in commerce that I
can always phone Alan for a chat and advice. I must also mention Grant
Krog [former partner] and Ryan Duffy [partner], who exerted a positive
and strong motivational influence on me.”
Leigh’s area of speciality is tax and financial consulting, which
can be a demanding area to work in. In her capacity as a financial/
tax consultant she assists in all aspects of taxation for all taxpayer
types ranging from the calculation of Income Tax, Secondary Tax
on Companies (now Dividend Withholding Tax), Provisional Tax,
Employees Tax, VAT and Capital Gains Tax. Other responsibilities
include assisting with SARS audits and liaising with SARS directly to
clear any queries or disputes pertaining to any year of assessment.
Additional responsibilities include the provision of accounting
and financial services, comprising preparation of annual financial
statements, completion of annual returns and other statutory returns
including registering of new entities, and liaison with auditors. Ad
hoc duties include monitoring clients’ investment portfolios and
administration of share trusts, obtaining exchange control approval for
non-resident clients where necessary.
Can a person with a hearing disability handle such an intimidating
portfolio?
“Anything is possible. If you want to be a CA(SA) go out and achieve
that goal. Nothing is stopping you, not even your disability. It may take a
bit longer than most people but that doesn’t matter when you cross that
goal line. Always remember to believe in yourself and know that you are
capable of anything.”
When she is not crunching numbers, Leigh relishes surfing the social
media platforms, and keeping abreast of the changes in the technological
world. Leigh believes that Twitter and Facebook are just two examples
of the many social media platforms that are changing the face of how we
interact with people, not only on a personal level, but also in business.
Leigh is of the opinion that social media is definitely a big player in our
lives today. She also enjoys taking time out in the gym, socialising with
her friends, planning holidays and catching up on good reads when she
has spare time.
Leigh encourages young people to pursue a career as a CA(SA).This
is sound advice considering that South Africa has a shortage of about 5
000 CAs(SA).
“In as much as the career of a CA(SA) is challenging it is also very
rewarding. My advice to youngsters would be if being a CA(SA) is your
dream never give up pursuing it until you get it. The world is definitely
your oyster once you have your CA(SA) qualification.”
It is clear that Leigh did not perceive her disability as an obstacle.
Instead she chose to rise above her circumstances and to pursue her
goals with enthusiasm. Leigh epitomises the adage that ‘the sky is the
limit’. ❐
Author: Yuven Gounden.

The College of Accounting at the University of Cape Town is now
oﬀering a preparatory course for the Initial Test of Competence (ITC)
and a professional programme for the
Assessment of Professional Competence (APC).

ITC - PREPARATORY COURSE
Lectures oﬀered nationally in South Africa and in
Windhoek during December 2013.

APC - PROFESSIONAL PROGRAMME
Oﬀered in an online blended learning format from March to
October 2014. Professional programme accredited by SAICA.

Courses presented by leading academics from the University of Cape Town.
For more information visit www.uctboardcourse.co.za or call 021 447 7565.

Lead products

Wine of the month
we share with you a selection of fine wines and port

After dinner
delight
De Krans is one of the leading
port producers in South Africa.
They continuously produce
excellent quality port styles such
as White, Ruby, Tawny, Vintage
and Vitage Reserve Ports. They
have produced eight five-star
ports consecutively in the Platter
Wine Guide. Enjoy some of their
port this season after dinner as a
dessert wine:
De Krans Cape Tawny
(R115) is full of flavours of
coffee-toffee, hazelnut, cinnamon
and raisons in the background.
This port gets matured in old
barrels for up to nine years and
it’s a blend of different vintages
that’s freshened with a small
percentage of younger vintage.
De Krans Cape Vintage
Reserve Port 2008 (R250): This
wine shows a vibrant plum colour,
with dense aromas of prune,
spice and tobacco. A fleshy,
chewy mouthful of flavours,
showing tannic grip, concentrated
red fruit nuances, and affirm
structure ensuring considerable
longevity.
De Krans The Original Cape
Pink (R53): In order to build on
their tradition of excellence, De
Krans made a decision to create
a port that is suited to South
African conditions and relatively
warm climate. De Krans Pink
Port is made from traditional port
varieties and can be enjoyed well
chilled, or on crushed ice as an
aperitif with nuts and olives. In
the colder months you can serve
it at room temperature.
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a rich heritage
The Lanzerac's rich heritage dates back to 1692, when Governor
Simon van der Stel granted a considerable tract of land in the
Jonkershoek Valley to Isaac Schrijver and three freed slaves.
These slaves were Manuel and Anthony of Angola, and Louis
of Bengal. The farm received the first of its names, being
Schoongezicht, where Schrijver set about planting vineyards.
Through the years the farm changed hands, not only changing
owners, but being handed down from family member to family
member.
Stellenbosch Farmers’ Winery (SFW) purchased the Lanzerac
trademark in 1958, taking over the management of the vineyards
the same year. The company used the grapes, as well as those
from other sources, to make the world’s first commercially
produced Pinotage - a 1959 vintage. This Pinotage was released
in 1961 and marked the birth of Pinotage as a unique variety from
South Africa.

Lanzerac continues today
to produce award winning
wines like Le Général
2009.
This Cabernet-based
blend is a limited selection
of only the best red
varietals of a particular
vintage. Le Général can be
best described as having
a deep colour offering
layers of black and red
berry aromas, hints of
currant and cacao on the
nose, and delivering a
well-rounded amalgam of
berries and chocolate on
the palate that lingers on
the aftertaste. It has the
potential to mature over a
four- to eight-year period.

Save

R100k
on recruiting a
CA(SA)

“Career Suite
Talent Showcase”

A first of its kind in South Africa, this unique ‘by invitation only’ event aims
to connect Corporates and recently qualified Chartered Accountants CAs(SA)
with up to two years post-qualification experience. Held in Cape Town over
one day and Johannesburg over two days, this showcase invites new CAs(SA)
to connect and network with South African employers of choice and allow
corporates to select top talent.
Visit www.careersuite.co.za/talentshowcase
Corporates wishing to find out more should contact Brett Godfrey:
brettg@saica.co.za | 08610 SAICA (72422)

>
>

Cape Town:
Dates: 10 March 2014
Venue: Protea Fire & Ice!
Hotel, Cape Town
Johannesburg:
Dates: 13 & 14 March 2014
Venue: Venue: Protea
Fire & Ice! Hotel,
Melrose Arch

Job seekers | Recruiters | Employers | Professional Service Providers
Strategic Partner

www.careersuite.co.za

Join us as we build
One Bank in Africa
Internal Audit opportunities
within Barclays Africa
We are currently looking
to expand our reach in
Africa and are hiring
Internal Auditors in our
Retail, Credit Risk and
Investment Banking
areas.

Join our Pan African Audit
team (based in South Africa)
and gain access to best in
class practices.
Interested candidates
should forward CV’s to
Althea Abrahams(althea.
abrahams@absa.co.za) by
31 October



FOCUSED FINANCIAL RECRUITMENT

Group Tax Manager

Group Accountant

Financial Controller

R900 000 – R700 000 CTC, Sandton

R700 000 – R 600 000 CTC, Midrand

R650 000 – R580 000 CTC, North

JSE listed GIANT seeks tax guru to head up their group tax depart-

Large, well-known pharmaceutical group requires a diligent and

Successful, well-run organization which is service and manufacturing

ment. Incumbent should have passion for tax and be qualified

accurate individual with a flair for consolidations. Successful

based requires energetic, business minded, deadline driven individual

CA/ MCom Tax. Ideally have 2-7 years’ experience in a large

incumbent will be responsible for 5 subsidiaries across Africa.

who seeks excellence and growth in dynamic environment. If you

corporate where effective tax risk and liabilities are successfully

Limited travel required for this role. Fantastic growth opportunities

can produce accurate financial statements and well thought out

managed. Company offers financial stability, excellent bonuses and

exist. CA (SA) + 2yrs post articles experience secures.

reports, can communicate at all levels and can manage a small team

long-term growth opportunities within the group. CA (SA)/ MCom

SA CITIZENS ONLY!

this is the position for you. CA (SA) +1-2 years’ experience post

Tax + 2-7 years corporate experience.

Contact: michelle@wexford.co.za

articles essential! SA citizens only!

Contact: tanya.b@wexford.co.za

Contact: nadine@wexford.co.za

Newly Qualified CA (SA)

Internal Audit Manager

Financial Controller

R480 000 CTC, Sandton

R850 000 – R650 000 CTC, North

R700 000 CTC – R650 000 CTC +
incentive bonus, North

Rapidly growing and forward thinking international JSE listed client

A large institution requires innovative leader with a passion for the

is looking for a senior internal auditor to join their strong, results

internal audit function. This team is highly regarded worldwide and

Dynamic company with remarkable growth trend requires energetic

focused team. This role will focus on operational and financial audits

adopts all the latest trends. Local and international travel. CA (SA)

individual who is passionate and would like to be part of a success

within all subsidiaries of the group. Fantastic company for career

plus internal audit experience essential.

story.You will be hands-on in all financial areas but will also be a

growth! Opportunity to add value with fresh, innovative ideas.

Contact: zuleika.a@wexford.co.za

right hand to CFO preparing packs for exec. If you can roll up your

Contact: candice.k@wexford.co.za

sleeves operationally and think strategically at a senior level this is
the role for you. Team of 3. CA (SA) and +/- 2 years’ experience in
similar role secures.
Contact: janet.b@wexford.co.za

P O Box 68472, Bryanston, 2021 | Wexford House, Three Seasons Office Park, 7 Spring Street, Rivonia | Tel: (011) 785 4930 | Fax: (011) 785 4939 | www.wexford.co.za

finance
FINANCIAL MANAGER CA(SA)
NORTHERN SUBURBS, GAUTENG

EE DIVISONAL EXEC

R1.1 mill - R900 000 pa

R900 000 pa

R480 000 - R420 000 pa

JSE-listed Fast-Moving Consumer Goods company
is looking for a qualified CA(SA) to join their
finance team. You must have 5 years post article
commercial FMCG experience, reporting directly to
the Group Financial Director. The incumbent will be
responsible for a full financial function, as well as
being a strategic partner in the business.

Fantastic opportunity being offered! The ideal
candidate will be a CA (SA) with 5-7 years post
article, coming from an operational environment
with ±20 direct reports from finance, supply chain
and logistics. This will suit someone very familiar
with turnaround strategies, who can flourish in a
fast-paced environment.

Dynamic Financial Manager (BCom, articles,
4 years experience) needed in the hospitality
industry. Role based in PE, includes travelling
to various areas in South Africa. Incumbent will
manage a team of four and the role will include
basic financial management functions, reporting
into the holding company’s FM.

Ref. No: CSR003458 TC (Centurion)

Ref. No: CPG000399 ESi (Bruma)

Ref. No: CTF001236 MB (Cape Town)

GROUP TREASURY/TAXATION MANAGER
GAUTENG

TRANSACTIONS SPECIALIST

SENIOR ACCOUNTANT

JOHANNESBURG SOUTH

JOHANNESBURG

R900 000 CTC pa

R1 mill - R800 000 CTC pa

FINANCIAL MANAGER

PORT ELIZABETH

JOHANNESBURG EAST

R500 000 pa

Reputable company, specialising in forestry
assets, requires Group Treasury and Taxation
Manager. Candidate will be responsible for
direct and indirect tax outputs, tax compliance
and full treasury function. The ideal candidate
must have 6 years commercial experience
with tax and treasury, and proven experience
with cash flow and business models. This is an
opportunity not to be missed!

Large multi-national engineering company
requires a Transactions Specialist CA (SA) for
their development projects. Experience in
dealing with investment companies, big 4 audit
firms and construction companies required,
must be able to deliver on multiple portfolios.
This is an excellent career opportunity if you
are passionate about economic development
in Africa.

Presenting a phenomenal opportunity to
join a well known mining/engineering entity
in Gauteng. Minimum requirement is BCom
with 5-7 years experience in a listed entity
with subsidiaries. The candidate must have a
strong background and expertise in financial
accounting and management accounting, with
supervisory experience. The ideal candidate will
also have solid SAP exposure.

Ref. No: CPM007521 LK (Midrand)

Ref. No: CPM21227 FH (Midrand)

Ref. No: CPG000398 ESi (Bruma)

ViSiT OUR weBSiTe fOR MORe deTail aBOUT TheSe VacancieS: www.jobs.communicate.co.za
communicate Personnel is the proud winner of a Bronze “TOP 8 RecRUiTMenT cOMPanieS 2012” PMR.afRica award.

+27 21 418 1750 • Cape Town
+27 12 348 2960 • Centurion

+27 11 622 2723 • Bruma
+27 11 318 2101 • Midrand

for more information and career opportunities, visit:

www.communicate.co.za

HIGH PROFILE OPPORTUNITIES
Financial Manager

• R700k – R800k pa Cost to Company plus Performance
Incentives
• CA(SA) with at least 8 years’ financial management
experience, in the Financial Services sector
• Cape Town
A major Group has a vacancy for a highly analytical and
results-driven individual with excellent problem-solving skills to
manage the Group Financial Reporting functions by ensuring
integrated and efficient systems, policies and procedures for the
delivery of timely, accurate and reliable results.
This position requires a Professional who will demonstrate the
utmost discretion in dealing with confidential information and
who possesses excellent communication, interpersonal and
organisational skills
Responsibilities will include: • Monthly Management Reporting
of complex Consolidated Group results to tight and pressurised
deadlines • Annual reporting of Group Consolidated Financial
Statements and Reports in terms of IFRS and Stock Exchange
Rules and Regulations • Participation in the preparation of
strategic plans, budgets and forecasts • Implementation and
maintenance of effective infrastructure and administrative
systems, policies and procedures.
The successful applicant must possess an excellent academic track
record and have experience in a senior financial management
role reporting to a Board of Directors.
Ref. CHS/ogh

Long-term
Career-minded CAs
• R600k – R1.0mil pa Cost to Company, plus
Performance Incentives
• CAs(SA) with between 2 to 7 years’ post-articles
experience
• Johannesburg
A major JSE-listed Conglomerate is embarking on a major
project in line with their long-term succession planning
initiative to create a strong platform of both finance and
operational professionals to guide, direct and drive the
Group to achieve its long-term vision and mission of service
excellence and delivery in all Departments.
This is a once-of-a-lifetime opportunity for high-calibre, astute
and ambitious candidates to create a career in a most
challenging and dynamic environment and would demand
those CAs who have stood out above their peers.
In line with the equity profile of the Group these positions are
available to African Black candidates.
Ref. CHS/nb

Tax Manager

• R850k – R950k pa Cost to Company, plus performance
Incentives
• CA(SA) with 5-7 years’ tax experience
• HDip/MCom (Tax) an added advantage
• Midrand
A major JSE-listed corporate has a vacancy for a highly skilled
and experienced Tax Professional to take complete responsibility
for the Group Tax function. Well-developed communication and
interpersonal skills are imperative, as a result of continual liaison
across all Business Units, internal and external stakeholders.
Responsibilities will involve all aspects of direct taxation, providing
Tax Advisory Services and the development of best practice
and efficient tax-related processes, managing Tax Advisors and
managing changes in legislation.
Ref. CHS/mtm
Please submit detailed CVs (MS Word format) to
Charles Stilwell on charless@quest.co.za quoting the
relevant reference.
Please note that if you have not been contacted within
14 days then please accept that your application
has not been successful

Follow us on:

Tel: (011) 628-0477
www.humanjobs.co.za

Human Communications 93786

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.

CHARTERED ACCOUNTANT
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

www.oasiscrescent.com

MacDonald’s Transport and Warehousing, a well-established fast growing group of
companies, with an equal opportunity policy, has the following vacancy
at Head Office in Upington
CANDIDATES MUST BE WILLING TO RELOCATE TO UPINGTON

MANAGER: INTERNAL AUDIT
QUALIFICATION:
The successful candidates must be computer literate, accurate; systems orientated
and have good analytical skills, able to work with figures. a Relevant B. Compt. /
B.Com (Internal Audit) tertiary degree, a minimum of 2-3 years managerial working
experience in a similar position is essential. Completed SAICA articles will be
desirable.
KEY ACCOUNTABILITIES:
Further requirements would include excellent organizational, interpersonal,
leadership, motivational and planning skills, able to perform well under pressure. Be
an outstanding communicator (verbal and written), with knowledge of Health and
Safety requirements.
RESPONSIBILITIES INCLUDE:
Reporting to the Audit Committee on material risks identified. Provide a competent,
independent and professional service to Audit Committee and company. Understand
the company’s risk environment. Cover of high priority risk areas and regular
reporting to EXCO and Audit Committee. Prepare and execute an annual internal
audit plan and report on audits performed. Support External auditors. Fill Company
Secretary duties, including minutes on board meetings. Candidates must be willing
to travel and have a valid driver’s license.
A COMPREHENSIVE CV TO BE FORWARDED TO: recruitement@macdon.co.za
APPLICATIONS CLOSE: 25 October 2013
Should you not hear from us within 3 weeks from the closing date, please accept
your application as unsuccessful.

Lead Recruitment

Classifieds

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 Palesa Khobane Tel: 011 621 6696.
All advertisements to be submitted to: Accountancy SA, PO Box 59875, Kengray, 2100, Fax 011 621 6807
E-mail: classifieds@saica.co.za

APPOINTMENTS
AUDITING COMPANY
A medium size audit firm, of approximately 100 staff, on the Eastrand is
looking for trainees (excluding those with current existing contracts) at
all academic levels to serve their SAICA articles. The individuals must be
well spoken, professionally presented and enthusiastic about becoming a
CA. Driver’s license, own transport and laptop a must.
Please send CV, to info@tsksi.co.za
DYNAMIC AUDITING COMPANY
We are based in Dunkeld and seek new trainees (excluding those with
current existing contracts) as well as qualified staff. Excellent training and
prospects exist. Please email one page CV to david@dkalmin.co.za
FLEXI FINANCIAL MANAGER
Linda Walsh CA(SA) is available for flexi contract work in your Finance
Department. 14 years’ experience. Market related hourly rate charged.
Contact Linda on linda.walsh@telkomsa.net
PARTNERSHIPS & PRACTICES
ARE YOU INTERESTED IN A MERGER?
Should you be interested in merging with a long established and
extremely successful accounting and auditing firm in South Africa,
which is JSE accredited and internationally affiliated, then there is no
doubt that this could be mutually beneficial to both practices. Let us
explore the possibility. Call Marius on 0828873496 now.
ARE YOU INTERESTED IN SELLING?
In the world of accounting and auditing, a well established, JSE
accredited and internationally affiliated CA firm is looking to acquire
your accounting or auditing practice in Gauteng, Cape Town,
Bloemfontein or Durban. Should you be interested in selling, please give
Marius a call on 0828873496.
GAUTENG BASED FIRM
would like to purchase an accounting, review, taxation , company
secretarial and or audit practice or block of fees in Gauteng. We are

prepared to pay fair value based on the fee book. Please inbox us on
feet_tom@hotmail.com if you are interested in talking to or meeting
with us. Peter
Services
INDEPENDENT FINANCIAL OPINIONS
Christiaan Vorster, CA(SA), focuses on Valuations, Financial Modelling
and Litigation Support (expert witness). He has 16 years experience in
both corporate and academia. Contact Christiaan on 0829053244 or at
christiaan@businessgrowthafrica.com

RATES
Please note that THE rates for 2013
are as follows:
We charge R45 p/word
R65 p/bolded word (Heading)
Minimum words - 30
Maximum words - 80
Please note: 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.

Accountants On Call and Frontline Recruitment
have proudly gone through a brand
evolution & is now part of the financial offering of Kelly!
Kelly is a wholly owned division of the Kelly Group Limited and lives the vision of
unlocking the power of people in the world of work. Kelly focuses on all financial positions including
risk, audit & governance across all industries & sectors.
RISK & COMPLIANCE SPECIALIST
Dynamic financial services institution requires a
seasoned Risk and Compliance specialist, LLB or
CA (SA) preferred. You will be responsible to
ensure that risk and compliance is embedded in
business and to manage regulatory and reputational risk locally, as well as in Africa. Salary
negotiable, based on qualification and years of
experience.
Please send your CV to: rag@kelly.co.za
SENIOR GROUP ACCOUNTANT - Cape Town
(EE)
Up to R700 000
Assisting the CFO, you will be a CA (SA) with at
least five years commercial experience and will
ideally have had some exposure to the Retail
Industry. Responsibilities will include effective
internal controls, risk management and implementation of financial strategies within the Group.
Please forward your CV to:
helen.nikiforakis@kelly.co.za
BUSINESS ANALYST – Cape Town (EE)
R450 000 - R550 000
Leading company seeks an analytical thinker to
provide in-depth analysis on key financial
risk/opportunity areas in the business. You will be
involved in budgeting, forecasting, variance reporting and cost management. B.Com/ CIMA qualification with five years post qualification commercial
experience is ideal.
Please forward your CV to:
helen.nikiforakis@kelly.co.za

CREDITORS CLERKS
Salary range R180 000 – R230 000 CTC per
annum plus benefits.
Positions available within various industries,
main requirements being high volume recons
and strong SAP experience. Solid track record
or professional contract/temp assignments with
excellent references.
Please send your CV to:
lynda.bradley@kelly.co.za
FINANCIAL DIRECTOR
Salary range R1 million to R2 million Cost to
company per annum.
Positions for CA (SA) qualified candidates from
either FMCG, Manufacturing or Retail
backgrounds, excellent track record and must
have an entrepreneurial flair with business
development skills. Ideal candidates must have
approximately e3ight years commercial experience, the last two of which must be in a
senior/management/executive function.
Please send your CV to:
lynda.bradley@kelly.co.za
FINANCIAL DIRECTOR - JHB
CA (SA) with 10 years Financial Management
experience required.
Responsible for full
financial function. Must have Retail and or
Imports industry experience. This position will
be responsible for branches country wide and
centralised reporting on Pastel.

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@kelly.co.za
NEWLY QUALIFIED/SOON TO QUALIFY CA’S
If you are considering a career move out of the
auditing profession into a commercial/business
environment within 2013, come and talk to us
about the various options open to you. We can
assist you in finding a suitable position in line with
your personal vision or objectives, including a
competitive package starting at around R480k,
exclusive of performance based incentives.
Don’t delay, act now and let us facilitate your
career path development into the future.
Contact:
jill.collins@kelly.co.za (Johannesburg)
helen.nikiforakis@kelly.co.za (Cape Town)

Please forward your CV to:
lynda.bradley@kelly.co.za

Johannesburg 011 269 8810

Cape Town 021 424 3042

“If you think
it’s expensive
to hire a
professional
to do the job,
wait until you
hire an
amateur.”
- RED ADAIR

Talk to SET about finding talent for South Africa and further afield in Africa.

Our results speak for themselves.
0861 738 732 (SET REC) E-mail: info@setrecruitment.co.za
We are a BEE level 2 accredited company. Established 2003.

www.setrecruitment.co.za

