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The Cape Town 
International 
Convention Centre (CTICC) in the hub of 
Cape Town’s business and entertainment 
centre has an extensive range of premium 
venues, services and facilities. 

Thursday 19 October: 
GALA EVENING at the 
Grand Café & Beach. 
A NIGHT NOT TO BE 
MISSED!

About the 
venue...

EXHIBITION OPPORTUNITIES
A comprehensive exhibition will form an integral part of the SAIPA National 
Conference where exhibitors will have the opportunity to showcase 
products and services to a unique audience. The exhibition will run 
concurrently with the conference over the two days (20 – 21 October 2017).

BENEFITS OF BEING AN EXHIBITOR 
•	 Local	and	international	exposure	to	potential	new	clients;
•	 Increase	brand	awareness	of	your	organisation;	and
•	 Build	your	database	and	an	opportunity	to	undertake	valuable	market	

research.

SPONSORSHIP OPPORTUNITIES
BENEFITS OF BECOMING A SPONSOR 
•	 Be	aligned	with	quality,	professional	associations;
•	Make	use	of	an	excellent	networking	opportunity	with	a	targeted	
audience;

•	 Introduce	new	products	and	services;	and
•	Maintain	relationships	with	existing	clients,	form	relationships	with	

potential clients.

CONFERENCE PROGRAMME
The	programme	is	a	combination	of	plenary	and	breakaway	
sessions	and	features	expert	speakers,	global	authorities	 
and	local	specialists	including,	amongst	others:

•	Pamela Monroe-Ellis,	IFAC

•	Judge Dennis Davis on “Tax and Trusts”

•	Professor Mervyn King on “King IV code”

•	Judge Hlophe	on	“The	Legality	of	Trusts”

•	Vickson Ncube,	CEO	of	PAFA,	panelist	on	Ethics.

SAIPA holds a National Conference every five years,  
giving members and stakeholders in the accounting 

industry the opportunity to come together and network, 
share knowledge and hear about updates in the industry.

SURVIVING BEYOND THE NUMBERS

This year, SAIPA hosts its 35th Anniversary 
Celebration in conjunction with our National 

Conference from 19 – 21 October 2017  
at the CTICC in Cape Town

19 – 21 OCTOBER 2017

DELEGATE PROFILE
•	Accountants	and	financial	experts
•	Chief	financial	officers
•	SAIPA	members	and	non-

members
•	Trainees
•	Students
•	Academics
•	Financial	institutions
•	Public	sector	employees	in	the	
financial	sector

•	Small-	and	medium-sized	
business owners

CONFERENCE FOCUS AREAS
Tax, Reporting, Technology, Governance, and Ethics

For further information about stand  
bookings or sponsorship packages: 

Lebo Kholoane | 011 207 7840 |  
lkholoane@saipa.co.za

www.saipa.co.za/conference
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A WORD FROM SAIPA

Bongani Coka – CE of SAIPA

W e recently celebrated  Women’s 
Month, but for SAIPA it is not 
just one month that defines our 
focus on gender equality, it is 
our focus all year round. SAIPA 

has always been committed to gender equality and 
to that end we have a 46% female membership. It’s 
a percentage that we know we can improve on and 
we are continuing to address the challenges facing 
working women and their place in the market. 

The fact that Women’s Month starts only a few 
weeks after Mandela Day inspires us to reflect 
not just on the importance of changing lives, but 
on changing age-old perceptions. For Nelson 
Mandela, the freedom of women from oppression 
was essential. For us, at SAIPA, we uphold the same 
ideals. There remains a persistent need to change 
gender attitudes and inspire more women to enter 
into the field of accountancy, while respecting 
their differences and the challenges they have to 
overcome.

A woman’s touch

As women look towards our profession for their 
careers, business support and futures, we need to 
be the beacons of support and encouragement. To 
achieve this goal, we have recently appointed Kantha 
Naicker the Vice Chairman of SAIPA as she brings 
a rich blend of expertise, passion and commitment 
to the role. She is also extremely committed to the 
empowerment of women in the workplace. 

Naicker believes 
that a leadership 
position should be 
used to benefit the 
organisation and 
fellow accountants 
and showcase how 
every person plays 
a role in making 
a difference. 
Women are often 
forced to open 
up their own 
small practices so 
they can juggle 
the pressures of 
work and children in a way that suits the realities of 
life. Naicker is looking to find ways of resolving these 
challenges in the corporate space by introducing 
networking and working opportunities that cater to 
these issues.

Today, SAIPA’s membership sits at around 46% female-
led representation and, with Naicker behind the wheel, 
it looks set to crack the 50% mark by introducing a 
culture of acceptance and awareness. Many women 
celebrating 35 years of professional accounting with 
SAIPA this year have been with the organisation 
since it started. Carol van Zyl encountered plenty of 
resistance when she first stepped into her role, but 
always found acceptance with SAIPA, and Lilla van der 
Merwe felt that SAIPA always treated her as an equal. 

And while we are on the topic of coming together, 
final details for the SAIPA 2017 conference are 
underway, so take the time to get online (www.saipa.
co.za/conference/) and reserve your spaces. Don’t 
forget to book before all the seats are gone, it is set 
to be our most influential and exciting event yet!

Kantha Naicker  – Vice 
Chairman of SAIPA 
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SAIPA appoints Shafiek Dollie 
as Chairman

At its recent AGM, SAIPA elected Shafiek 
Dollie as Chairman, while Kantha Naicker 
was named Vice-chairman.

Speaking after his election, Dollie said that 
he was looking forward to encouraging more 
member participation in the organisation. 
“An organisation like SAIPA is all about its 
members, and I am committed to fostering 
member engagement, particularly as our 
new constitution is fully in place. We have 
a very diverse membership, something 
that I see as a source of strength, and I 
am very much looking forward to helping 
to strengthen efforts to empower all our 
members.”

A born-and-bred Capetonian, Dollie has 
been a lecturer at the Cape Peninsula 
University of Technology for many years. He 
is a Professional Accountant (SA) and holds 
a Bachelor’s Degree in Accounting Science 
(BCompt) and a National Higher Diploma in 
Education. 

“Professional accountants have a great 
contribution to make to the country, and 
under my leadership I hope SAIPA will step 
up its efforts to help them maximise their 
potential.”

Professional accounting gains more qualified individuals 
– Project Achiever plays central role

Following SAIPA’s Professional Evaluation (PE) exam that was written by 363 
qualifying candidates in May 2017, the industry has gained 271 new professional 
accountants. This translates to a 75% pass rate, down from the 86% achieved 
in last year’s November PE exam as a result of the focus shifting to assessing 
competence and business knowledge rather than technical knowledge. 

Three of the national top ten candidates were participants in SAIPA’s competency-
based training programme called Project Achiever, while seven were SAIPA 
trainees. The quality and competence of the candidates should be revered, as 
they demonstrated the ability of 
providing simple, but technically 
sound, solutions for integrated and 
complex business scenarios. 

Project Achiever is geared towards 
advancing transformation in the 
professional accounting industry.

The programme is a joint initiative 
between SAIPA and FASSET (Finance 
and Accounting Services Sector 
Education and Training Authority). 

Top 10 candidates nationally
Smith Cheryl Midrand
Pieterse Crushaan Cape Town
Joubert Janus Pretoria
Bear Gerda Leone Midrand
Govender Minolen Midrand
Afonso Hilda Midrand
Peens Sannelie North West
Treiber Bianca Cape Town
Khan Khatija Durban
De Bod Verna Cape Town

SAIPA and the Faculty of Economic 
and Management Sciences at the 
University of the Western Cape are set 
to launch an Advanced Diploma in Public 
Administration (ADPA) – Public Finance 
(PF) aimed specifically at new and existing 
public sector employees to gain financial 
management knowledge and skills.

The chief motivation for introducing the 
qualification, according to Professor 
Rashied Small, SAIPA’s Executive: 
Education, Training and Membership, is to 
raise the levels of financial management 
and control at town council level. “We 
have found that senior managers and 
chief financial officers are, in many cases, 
either too focused on their management 
role, or on their role as accounting officers, 
without having the skills to combine the 
two so as to benefit their organisations,” 
he said.

The year-long qualification will instil 
financial skills and competencies in those 
working in municipalities who come from 
a management background and it will 
look to give those whose background is 
in finance the skills to manage processes 
and to think strategically.

“Students should either have a matric 
or national senior service certificate 
and a minimum of 10 year’s appropriate 
practical work experience in the area 
of public financial management; or a 
relevant Bachelor’s degree with Financial 
Accounting at level 2,” Small explains.

The course content is based on four 
pillars: policy development; economics; 
financial management; and reporting.

On completion of the course students will 
receive an Advanced Diploma in Public 
Administration – Public Finance, and 
will qualify to write SAIPA’s Professional 
evaluation examination and begin the 
process of obtaining the Institute’s 
designation of Professional Accountant 
(SA), with a specialisation in public sector 
finance.

The closing date for applications is 3 
November 2017 and interested applicants 
can contact Sinazo Dibela (sdibela@
uwc.ac.za) or Liezel Peterson (fairshare@
uwc.ac.za) on 021 959 3841 or visit their 
website at www.fairshare.uwc.ac.za

Post-graduate qualification to bolster public sector 
financial management



BRINGING ACCOUNTING TO LIFE

SAIPA

Y ou might have seen and heard 
elements of the new SAIPA 
advertising campaign featured in 
various media platforms, recently 
rolled out across the country. The 

concept behind the second phase of SAIPA’s brand 
awareness campaign is centred on the theme of 
‘Bringing accounting to life’. As with the first phase, 
the campaign features five ambassadors, three of 
whom are SAIPA members. The ambassadors each 
represent accounting services in a specific sector 
within South African business and include: small to 

medium enterprises, government, corporate and 
industry, education and recruitment. 

Phase II is a continuation of a single story – a follow-
on from the messages conveyed in Phase I; ‘Be a 
part of the bigger picture’. SAIPA turns 35 years 
old this year and this milestone is acknowledged 
and celebrated in the campaign. The message is 
clear: SAIPA is still playing a significant role in the 
growth, development and transformation of the 
South African accounting industry and will continue 
to do so going forward.

Name: Ismail Rawat

Designation: Chief Financial 
Officer to the Gauteng Provincial 
Legislature

What does your position entail?
I provide strategic leadership 
to the finance, supply chain risk 
and governance directorates. 
Through this, my programme 
provides support to the House, 
its committees and members of 
the legislature.

Tell us a little about yourself?
I have humble beginnings coming from a little 
town in Benoni called Actonville. My parents were 
pioneers and to date we have a street named after 
the family. I schooled at the famous William Hills 
Secondary and thereafter completed my studies 
through UNISA and the North-west University. I 
am guided in my day-to-day activities by honesty 
and integrity. On the sports scene, I am an ardent 
Liverpool fan, although currently disappointed with 
the team’s performance.

What made you want to become a SAIPA member?
SAIPA is a recognised professional body positioned 
to provide recognition and value-added benefits to 
its members.

What is the best part about being a SAIPA member 
for you?
Being a SAIPA member means being affiliated to an 
institution that provides a ‘home’ for accountants. 
The SAIPA leadership is committed to extending 
its recognition into various spheres, including 
government, and hence extending its value-adds 
to members.

How do you benefit from being a SAIPA member?
The relevant Continuous Professional Development 
(CPD) courses and workshops identified and 
facilitated by SAIPA ensure that members are 
continuously abreast of the latest developments in 
the industry. This extends to both accounting and 
taxation. These benefits help SAIPA members keep 
their skills current and relevant. This is increasingly 
important given the pace of change in modern 
business and accounting regulations. SAIPA 
provides an opportunity to network with other 
accountants affiliated to the Institute, and members 
also receive access to advice and information from 
SAIPA’s technical department.  

Why do you think other people should join SAIPA?
Aspiring and established accountants should join 
a recognised professional body such as SAIPA to 
benefit from its progressive value extended to 
members and to belong to an accounting ‘home’. 
Joining a respected industry body provides the 
benefit of obtaining professional accreditation and 
enables one to keep skills updated and remain 
marketable into the future.

How has your SAIPA designation assisted you or 
others specifically in government?
The code of ethics adopted by SAIPA for its 
members guides me in my position to apply 
the principles contained therein. Furthermore, 
being associated with a recognised professional 
organisation positions one to execute duties with 
confidence knowing that one is supported with a 
body of extensive research and information. The 
accounting profession, through a recognised body 
such as SAIPA, has a key role to play in guiding 
organisations, and government in particular, by 
enabling them to manage financial and reputational 
risk more effectively.

Q & A WITH SAIPA BRAND AMBASSADOR IN GOVERNMENT – ISMAIL RAWAT
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As a Professional Accountant (SA) 
I provide strategic leadership to 
the finance, supply chain, risk and 
governance directorates. SAIPA 
provides a home for public sector 
accountants; they help sharpen our 
skills and promote a high standard 
of public fund governance. In 
fact, SAIPA provides Professional 
Accountants (SA) in the public 
sector with information to guide 
organisations and government, 
by enabling their members to 
manage financial and reputational 
risk more effectively. 

- Ismail Rawat, Chief Financial 
Officer at the Gauteng 

Provincial Legislature

TM

SAIPA, helping you bring life 
to the accounting industry 

and beyond.

Visit us now to see how you can benefit
www.saipa.co.za
Tel: (011) 207 7840
SAIPA is ISO 9001:2008 Certified and offers members 
a Level 8 NQF designation

to life in 
Bringing accounting

Government

LONG-STANDING  
MEMBER VIJAY PATEL

I n celebration of 35 Years of Professional Accounting, 
we spoke to one of SAIPA’s longest-standing members, 
Mr Vijay Patel, about his journey with the Institute.

During his time as a member 
Patel has served on the SAIPA 
KZN regional office Board on 
various committees, as chairman 
and treasurer. He has been in 
practice for 35 years, and has 
an Accredited Training Centre, 
with many trainees successfully 
completing their articles through 
his organisation.

Patel has had a long journey as 
a Professional Accountant (SA). 
When he first joined the Institute, 
then called the IAT or Institute 
of Accounting Technicians of 
Southern Africa, it was seen as 
more of a technical organisation 
providing support to higher level 
accountants.

“SAIPA has evolved dramatically over the last few decades 
into the dynamic Institute that it is today, standing proud 
of its Level 8 qualification and providing business advice to 
small and medium enterprises (SMEs),” says Patel.

Over the years SAIPA has developed its own stand-alone 
identity. According to Patel, it was under the leadership 
of Saleem Kharwa, President of the Institute at the time 
known as the CPA, that noteworthy advancements took 
place. Patel recalls how Kharwa was instrumental in the 
establishment of the Institute’s final name change to the 
Institute of Professional Accountants in 2006, into what 
today has taken its rightful place as an internationally-
recognised professional body that is accredited by IFAC.

As a passionate member of SAIPA, he is excited about 
the future for Professional Accountants (SA) as more focus 
is given to areas such as the public sector and students 
starting their careers in accounting. 

In closing, Patel emphasised that the core role of a 
Professional Accountant (SA) is to serve and assist 
SMEs. This role should not be underestimated as these 
entities form the very backbone of business growth and 
development in South Africa.



SAIPA

SAIPA INVESTS IN SUSTAINABLE FUTURES 
FOR STUDENTS 
Zobuzwe Ngobese, Marketing & Communications Executive, SAIPA

T he growth of a country, and an 
organisation, not only hinges on strategic 
goals and long-term vision, but on the 
youth that will one day populate its halls. 
SAIPA recognises the importance of 

investing in the next generation of accountants and 
has launched a new student membership platform to 
support students as they move through university and 
into careers as professional accountants. 

To ensure growth and sustainability, it is important to 
think about the future pipeline and engage with up and 
coming accountants while they are still at university. 
Our student membership has been designed to 
introduce students to the profession so they can grow 
to understand the landscape, be exposed to what 
happens in the profession and, most importantly, 
not have to wait until they qualify to experience the 
benefits of belonging to a professional body. 

SAIPA’s student membership has been structured with 
student needs and limitations in mind. As many are not 
earning their own income or salary, the fee has been 

made extremely accessible at only R100 per year. 
It allows them a full range of membership benefits 
alongside additional value-added partnerships which 
have been included specifically for the student market. 

It is a significant difference in price from the full 
membership fee paid by a qualified Professional 
Accountant (SA) which is R5,546 per annum, while 
still adding immense value to their personal and 
professional development. 

The right exposure

Students taking advantage of the SAIPA student 
membership will be exposed to accounting firms that 
are looking for trainees, giving them opportunities 
for networking that would have been previously 
unavailable to them. Many professional members are 
accountants in practice and often look for trainees 
to do a three year learnership, providing students 
with a chance to nurture their skills and grow their 
portfolios. To become a Professional Accountant 
(SA), candidates first have to complete a Bachelor of 
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Education
As an academic, I contribute to the 
readiness of my students to enter 
the accounting profession through 
the delivery of the accounting 
curriculum. In complying with 
International Education Standards 
1 to 7, SAIPA further prepares the 
students by providing a valuable 
learning platform. Joining a 
professional body like SAIPA, 
suggests that one is conscious 
about who they are; their working 
environment and the experiences 
they want to have. I encourage 
my students to obtain the 
SAIPA Professional Accountant (SA) 
designation.

- Boniswa Madikizela, 
Senior Accounting Lecturer at UJ

TM

SAIPA, helping you bring life 
to the accounting industry 

and beyond.

Visit us now to see how you can benefit
www.saipa.co.za
Tel: (011) 207 7840
SAIPA is ISO 9001:2008 Certified and offers members 
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Commerce degree, or equivalent, followed by a three 
year learnership and then they have to write and pass the 
Professional Evaluation examination. 

Our student membership also allows students to attend 
some of our prestigious events, such as the annual SAIPA 
Budget Breakfast where experts analyse the national 
budget. They can go to these events for free and use 
them as opportunities to network and be exposed to 
many potential employers. 

SAIPA student members will receive copies of the two 
accounting magazines that are sent to full members 
as part of their membership package. They outline 
the latest trends in the accountancy profession, from 
both a local and global perspective and give students 
some much-needed insight into the profession. Then, 
to add even more value, SAIPA has engaged with 
various external partners and companies to round off 
its student offering. SAIPA student members also get 
a discount when purchasing prescribed Juta textbooks 
from selected retailers. This is just one of the partners 
we have on board at the moment and we are currently 
engaging with other organisations to add to our student 
membership as we move forward. 

Leading the way 

We are not aware of any other professional body that 
is offering student membership at this time so, as far 
as we are concerned, we are breaking new ground by 
welcoming students into our fold so early on in their 
careers. It is a hugely progressive step that will ensure our 
profession grows sustainably by encouraging students to 
expand their skills and networks. 

To introduce students to the SAIPA offering, 
representatives of the organisation have been visiting 
various campuses around the country. Those students 
that are interested in joining will be automatically added 
to the student membership database and, once they pay 
the R100 fee, will become members of the organisation.

Students interested in joining SAIPA can contact 
SAIPA directly to facilitate the process by emailing: 
studentmember@saipa.co.za 

By introducing this student membership, we are educating 
students on how broad the accountancy profession can 
be and that becoming a chartered accountant is not the 
only option. Students have responded incredibly well to 
what we are offering and we look forward to welcoming 
them to our organisation.



W hen asked what Professional 
Accountants (SA) do, responses 
often include a vague mention of 
accounting, tax and auditing. The 
majority of functions performed by 

most professional accountants working in businesses 
are often overlooked and misunderstood.

What does an independent director, an internal 
auditor and a chief financial officer all have in 
common? Individuals in these positions could all 
be professional accountants working in business. 
Professional Accountants (SA) take on a vast array 
of other roles in organisations of all sorts including 
in the public sector, not-for-profit sector, regulatory 
or professional bodies and academia. Their wide 
ranging work and experience have one aspect in 
common – their extensive knowledge of accounting.

Professional accountants often find themselves at 
the frontline of safeguarding the integrity of financial 
reporting. Whilst management is responsible for the 
financial information produced by an organisation, 
professional accountants have the task of defending 
the quality of financial reporting right at the source 
where the numbers and figures are produced.

The value of a qualified Professional Accountant (SA) 
in business cannot be overemphasised. Below we 
analyse the different facets of value offered by an 
individual with this qualification.

Qualifying as an accountant

Accountants are responsible for preparing, 
assessing and reviewing financial information, and 
also play an important business consulting role. 
Significant business decisions are made based on 
the information and business advice provided by 
accountants. As such, it is imperative that accountants 
have a few fundamental core competencies; a good 
understanding and implementation of business ethics 
and governance, financial resource management, 
transparency and accountability.

An extensive number of accounting qualifications are 
available in the South African accountancy industry. 
With the number of professional bodies offering 
certifications in the field of accounting, it can be 
a daunting task deciding on which career path and 
qualification to pursue.

Professional Accountant (SA) qualification

A SAIPA accredited Professional Accountant (SA)1 is 
qualified to perform a wide range of functions and issue 
reports in accordance with the following legislation: 

THE VALUE OF THE PROFESSIONAL 
ACCOUNTANT (SA) DESIGNATION
Prof Rashied Small, Education, Training & Membership Executive, SAIPA

SAIPA

Companies Act, Close Corporations Act, Micro Lending 
Industry Regulations, Sectional Titles Act, Non-profit 
Organisations Act, Income Tax Act, Schools Act and 
various other acts.

Whilst the common perception around the role of 
an accountant is around the preparation of financial 
statements, a Professional Accountant (SA) is 
essentially a business consultant/advisor that actively 
participates in the decision-making processes of a 
business, and can perform a broad range of functions 
as follows:

As an Independent Accounting Professional, a 
Professional Accountant (SA) can offer the following 
services:
■   Prepare financial reports in terms of required 

standards.
■    Interpret financial reports and suggest solutions to 

problems.
■   Assist with strategy planning and execution.
■    Assist in the formulation of business plans and 

financial forecasts.
■   Help control costs through cost accounting.
■   Assist in identifying and managing risks.
■   Advise on suitable business structures.
■   Perform business or business unit valuations.
■   Advise on relevant regulations – human resource, 

safety and environmental.
■   Provide strategic human resource advice.
■   Advise family businesses on financial and succession 

planning.
■   Provide taxation services.
■   Perform independent reviews.

Creator of value
■  Business advisor
■   Organisational 

manager
■  Business analyst
■  Business consultant
■  Business researcher

Enabler of value
■   Operations manager
■   Management 

accountant
■  Business manager
■  Financial controller
■  Financial analyst
■   Financial performance 

manager

Preserver of value
■  Financial accountant
■  Risk manager
■   Business risk 

consultant
■   Business rescue 

practitioner
■  Internal audit officer
■   Internal control 

manager

Reporter of value
■  Financial accountant
■  Accountant
■  Financial manager
■   Management 

accountant
■  Chief financial officer
■   Business/financial 

reporter
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Professional Accountants (SA) in business

A competent professional accountant is an irreplaceable asset in a business. 
Their accounting skills, understanding of the business and the environment 
in which it operates coupled with their training enables professional 
accountants to adopt a pragmatic and objective approach to problem-
solving. This is highly valued especially in smaller and medium enterprises 
where professional accountants are often the only professionally qualified 
members of staff.

Protectors of public interest
Accountants need to be trusted in order to provide public value. If there is 
no public trust, accountants will lose their legitimacy as protectors of public 
interest. Professional Accountants (SA) are largely responsible for upholding 
the quality of financial reporting and providing the broader public with 
reliable financial information. The accountancy profession has wide reach in 
society and across global capital markets. Having confidence in the financial 
data produced by professional accountants forms the core of the public’s 
trust and value in their function.

Competing demands
Accountants often face conflicts between upholding values central to the 
profession and the demands of the real world. Balancing these speaks to 
the very heart of being a professional in contrast to simply having a job or 
performing a function. Accountants are expected to exercise professional 
judgment in performing their roles, so that during difficult situations where 
ethics, commercial pressure and regulation requirements may be in conflict, 
they always act ethically. Globally, professional accountants are held to sets 
of ethical codes for the profession. Regardless of the roles that they perform, 
professional accountants need to uphold values of integrity, objectivity, 
professional competence, confidentiality and professional conduct.

The role of professional accounting bodies 
Professional accounting bodies, globally, have the important mandate of 
representing, promoting and enhancing the global accountancy profession. 
Essentially these bodies are the voice for all professional accountants. 
Because they play different roles in society, the overall status of the 
accountancy profession can only be strengthened when all professional 
accountants are well-perceived by society.

Evolving role in an evolving environment
As with most other professions, professional accountants are increasingly 
challenged to demonstrate their relevance in the market by their ability to 
evolve and adapt to new challenges. In business, professional accountants 
are key to assisting organisations to create and sustain value and growth. 

■   Assist clients with BEE afadavits 
and confirm their income.

■    Mentoring and coaching of 
entrepreneurs.

■    Other agreed upon engagements 
in business and financial services.

The Professional Accountant (SA) 
designation/qualification is registered  
at NQF Level 8. In addition, a 
member in good standing who holds 
the Professional Accountant (SA) 
designation may make an application 
to qualify for the Professional Tax 
Practitioner (SA) designation without 
writing the examination.

Qualified accountants have a critical 
role to play in the overall success 
of business and investment in 
both the public and private sector 
of the economy. Whilst financial 
corruption continues to be a threat to 
development in South Africa and the 
rest of Africa, the need for qualified, 
skilled and reputable financial 
professionals continues to grow. 

Achieving success in all these areas 
will improve the perceived value of 
professional accountants in general 
and contribute positively to the 
accountancy profession as a whole.

As a Professional Accountant (SA), 
I provide strategic input on critical 
business decisions and give 
insight into the group’s finances. 
The best part of being a SAIPA 
member is knowing that you are 
part of a professional body that 
is held in high esteem and will, 
without a shadow of doubt, aid 
me in achieving a flourishing and 
rewarding career, especially in the 
current economic climate.

- Felicia Chetty, Group 
Financial Accountant at 
Little Green Beverages

TM

SAIPA, helping you bring life 
to the accounting industry 

and beyond.

to life in 
Bringing accounting

Corporate & 
    Industry

Visit us now to see how you can benefit
www.saipa.co.za
Tel: (011) 207 7840
SAIPA is ISO 9001:2008 Certified and offers members 
a Level 8 NQF designation

1 Source: www.saipa.co.za/become-a-member/professional-accountant-sa/
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T he 2017 tax season opened for 
individuals on 1st of July and 
taxpayers need to start gathering all 
the supporting documents required 
to submit tax returns accurately and 
on time. If you own a small business, 
nearly any purchase that helps 

generate income is tax deductible. While you need to 
be careful to ensure that these expenses are genuinely 
claimable, some of these are commonly overlooked 
and could save you money come tax time. Here are a 
few tax deductions that you shouldn’t forget, as well 
as some tips that could save you money in the long-
term.

Home free

When you run a business out of your home, you can 
claim some of your electricity and water bills, as well 
as home-insurance premiums, provided the policy 
covers business use. The amount you can claim is 
often based on the floor space of your home office. 
You might also be able to deduct some of your rates 
and bond interest, but be aware that this can create 
capital-gains tax implications when you sell the house. 

Getting from A to B

Most business owners know petrol costs are tax 
deductible, but many neglect to claim tolls when 
they’re driving to a client site to undertake work. They 
can also forget to deduct the cost of train and bus 
tickets when they take public transport to a job. The 
simplest way to avoid this mistake is to get a business 
credit card and use it exclusively when paying for 
travel. If you travel via Uber, create a business profile 
in the app and track your work trips easily. And if your 
business takes you into the air, remember you can 
claim the cost of membership fees for lounges and 
the like.

Donations

Most South Africans contribute to worthy causes. Just 
make sure that when you do so it is to a reputable and 
registered organisation. This not only ensures that 
your money gets to where it is meant to be going, 
but also that you are then able to deduct a portion of 
these contributions against your normal income tax, 
provided you are issued with a donations certificate 
from the non-profit organisation you donated to.

FIVE MONEY-SAVING TAX TIPS FOR SMALL 
BUSINESSES
Colin Timmis, SA Head of Accounting, Xero
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Small business tax rates

Your small business could qualify for a far lower tax 
rate than the rates paid by most companies, if you 
meet the following criteria:

■  Your company’s gross income must not be more 
than R20m per year; 

■  Your members/shareholders must not have an 
interest or shareholding in another company 
(excluding listed companies and a few others);

■  You must not be a personal services company (as 
defined for tax purposes); and

■  No more than 20% of your total receipts may come 
from investment income or personal services.

And, if you are able to record yourself as a small 
business corporation (SBC) on your tax return, you will 
not only qualify for a much lower tax rate but also be 
entitled to accelerated depreciation rates on certain 
assets.

Use a registered (and reputable) accountant

Accountants should never charge you a percentage of 
the refund you get back – EVER! And no accountant 
or tax practitioner should guarantee a refund. You 
are either due a refund or you are not – it is a simple 
matter of law and application. Submitting claims 
incorrectly, or claims which you may not be entitled 
to, may be approved initially by SARS and result in 
a nice refund, but these stand every chance of being 
picked up as incorrect months (or years) later and 
could lead to unnecessary and often severe penalties 
and interest.

Some may say filing a 
tax return is easy, and 
sometimes it is, but for 
a few hundred rand, 
making sure it gets 
done correctly may 
be a better option if 
you have a number of 
existing or potential 
claims like rental 
properties, investment 
income and/or other 
income. If you prefer 
online support in 
completing your tax 
return why not try Tax 
Tim, a South African 
online tax assistant 

tool. And lastly, always remember you are responsible 
for your tax return, not your accountant, so make 
sure it gets filed and contains accurate and complete 
information.

“Accountants should never 
charge you a percentage 

of the refund you get back 
- EVER! And no accountant 

or tax practitioner should 
guarantee a refund. You are 

either due a refund or you 
are not - it is simple matter of 

law and application.” 

Small to Medium 
Enterprises

Our firm has 45 employees, 
of which over half are SAIPA 
members. We believe SAIPA 
is the leading professional 
accountancy body that can 
advance your career. Holding 
the Professional Accountant (SA) 
designation gives me the 
credibility and confidence I 
need to service our clients. 
Calling yourself a Professional 
Accountant (SA) definitely means 
something, it has a very specific 
prestige to it.

- Charl Mocke, CEO of 
CMV Accountants

TM

SAIPA, helping you bring life 
to the accounting industry 

and beyond.

to life in 
Bringing accounting

Visit us now to see how you can benefit
www.saipa.co.za
Tel: (011) 207 7840
SAIPA is ISO 9001:2008 Certified and offers members 
a Level 8 NQF designation



“I t is truly astonishing how often 
businessmen conduct their affairs, 
involving at times huge financial 
interests, on the strength of crude 
and vague agreements and then 
rely on hope, good spirits, bona 

fides and commercial expediency to make such 
agreements work.” The quoted text is the introduction 
to the Supreme Court of Appeal’s judgment in the 
matter of Hangar and others v Robertson [2017] JOL 
37735 (SCA). 

During June 2006, the respondent (JR) in the matter 
entered into an agreement with the appellants 
in terms of which he would provide services as a 
consultant to the company of the appellants. The 
parties believed the respondent could achieve a 
significant improvement in the company’s profitability. 
As a consequence thereof, the parties recorded the 
terms of their agreement in a document. The disputed 
clause in the agreement insofar as this matter was 
concerned reads as follows:

VAGUENESS OF A CONTRACT DOES NOT 
NECESSARILY MEAN YOU CAN WALK 
AWAY – OR DOES IT?
Corné Lewis, Director – Dispute Resolution, Cliffe Dekker Hofmeyr

■  JR basic expenses will be reasonably covered, 
approx. R5,000 per week. 

■  JR will be entitled to 10% of the PBT exceeding 
R10 million per financial year. This will exclude 
abnormal income or expenditure (e.g. sale of 
assets, abnormal bonus payments). 

■  JR will be entitled to 10% of the net increase 
in the value of the company i.e. of the value in 
excess of R24 million. This will only be awarded at 
the time when value is realised, for example when 
the business is sold. 

■  JR will be given the option to purchase up to 
10% of the shares in the company, based on the 
current ‘value’ of R24 million, and such option will 
remain open until 30 June 2009.

As at 30 June 2009, JR had not taken up the option 
to acquire a shareholding in the appellants’ company. 
Thereafter, he received legal advice that the option 
had lapsed and could no longer be exercised. JR had, 
however, rendered his services as a consultant, and the 
company’s value had substantially increased from the 
initially agreed value of R24 million when the contract 
had commenced. As a result, JR sought to exercise 
the disputed clause which entitled him to 10% of 
that net increase in the company’s value. In addition, 
he claimed payment of 10% of the company’s profit 
before tax for the years 2009 and 2010 up to the date 
his services ceased (22 December 2009).

The appellants raised various arguments to the 
interpretation of the disputed clause and stated that 
regard must be given to all preceding correspondence 
which led to the signing of the June 2006 document. 
The appellants contended, among other things, 
that the share option and the disputed clause were 
ultimately agreed to be alternative and not cumulative 
forms of remuneration. According to the appellants’ 
views, the parties had always been of a mind that the 
disputed clause and the share option were alternative 
provisions. JR disputed this. 

The court a quo made, among other findings, the 
following decision:

An order declaring the First, Second and Third 
Defendants liable jointly to pay to the Plaintiff 10% of 
any excess by which the value of the Fourth Defendant 
as a termination of the agreement on 22 December 
2009 (calculated as the net profit before tax of the 

BUSINESS & ECONOMY
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Fourth Defendant for the financial year ending on 30 
June 2010, excluding any abnormal items of income 
or expenditure, multiplied by four), exceeded the sum 
of R24,000,000, such payment becoming due when 
either the Fourth Defendant disposes of its business 
or the First, Second and/or Third Defendants dispose 
of or realise their direct or indirect interest in the 
Fourth Defendant, whichever shall occur first; …”

The Supreme Court 
of Appeal (SCA) sum-
marised the dispute 
between the parties 
as the interpretation 
and effect of a vague 
clause contained in 
a consultancy agree-
ment as to whether 
the respondent would 
be entitled to 10% 
of the net increase 
in the company over  

R24 million “only to be awarded at the time value is 
realised, e.g. when the business is sold”.

The SCA dismissed the appeal. In reaching its 
judgment, the court highlighted that a commercial 
contract seriously executed by parties with the 
intention of being bound thereby should not lightly 
be held to be unenforceable because they failed 
to express themselves as clearly as they could have 
done. Furthermore, it held that the context in which 
a contract is concluded is often of great importance. 
It is often said that, in the interpretation of a contract, 
context is everything. Disputed words have to be 
considered in light of the relevant and admissible 
context, including the circumstances under which the 
contract came into being. In this matter, for example, 
the correspondence exchanged between the parties 
prior to the conclusion of the agreement was an 
important part of the admissible factual matrix. 

A contract may be loosely worded but that does 
not necessarily mean that it is unenforceable and 
that you can walk away from it when it suits you. You 
need to consider the intention of the parties upon 
the conclusion of the agreement, which will include 
having regard to the intention of the parties leading 
up to agreeing to the terms and conditions. To avoid 
or limit the interpretation of a contract, parties must 
carefully review the terms and conditions put down in 
writing as, ultimately, the contract will be the starting 
block in any dispute and may lead to your demise.

“A contract may be loosely 
worded but that does not 
necessarily mean that it is 

unenforceable and that you 
can walk away from it when it 

suits you.” 

TM

SAIPA, helping you bring life 
to the accounting industry 

and beyond.

I am responsible for sourcing, 
interviewing and placing 
competent accounting 
professionals across various 
sectors. Due to the fact that 
SAIPA’s qualification complies 
with International Education 
Standards 1 to 7 and a variety of 
other impressive factors, SAIPA 
candidates are highly marketable. 
Clients often specifically request 
candidates with the Professional 
Accountant (SA) designation 
because they possess high 
levels of competence and 
professionalism.

 - Tumi Sephapo, Specialist 
Head-hunter in the 

accounting sector at Cassel&Co

to life in 
Bringing accounting

Recruitment

Visit us now to see how you can benefit
www.saipa.co.za
Tel: (011) 207 7840
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MANAGING RISK, MANAGING THE 
RECESSION
Richard Walker, Director - Business Risk Services, GrantThornton

O ur country has slipped into a 
recession with our GDP down 
0.7% in the first quarter of 2017. 
Coupled with the negative outlook 
from the three major rating 
agencies, consumer, business and 

investor confidence has hit an all-time low. 

Risk management can help to navigate turbulence

In turbulent times, a robust risk management system 
should include mitigating action plans that will reduce 
the impact of a recession and ultimately ensure the 
business remains liquid, experiencing as little damage 
as possible. The business needs to question if it can 
still target growth given harsh economic realities and 
may instead need to maintain a holding pattern. This 

does not mean business 
should become reactive 
to simply survive, but 
rather, a holding pattern 
requires the business 
to take a step back and 
determine what effect 
the recession will have 
on the company and 
then adapt its strategy 
accordingly.

Taking a step back 
is in fact a proactive 
approach and provides 
an opportunity to 
improve or change 

the business outlook. It is advisable to look a little 
deeper at the business’s customer base as it may be 
time to consolidate so as to better service higher 
margin or larger volume clients.  Business needs to 
remain agile during these periods of uncertainty. 
Having a robust risk management system will assist 
in ensuring that agility leads to business success and 
averts potential business failure. 

Risk management ensures working capital agility

A robust risk management system would ensure 
that the business has an adequate working capital 
management program in order to retain its credit 
profile and maintain solvency. It is important to 
recognise the need for change in the working capital 
strategy as the objectives of the business change.

In a business faced with the risk of poor sales due 
to a downturn in economic conditions, the mitigating 
action plan might be to move from a conservative 
towards a more aggressive working capital strategy. 
For such a business, an objective of 30% return for 
investors would not be achievable and its objectives 
may need to change in a holding pattern strategy to 
maintain current revenue. This change in the business 
objective would likely result in a change in the working 
capital strategy.

Robust risk management and stress testing aids 
business resilience

The working capital ratio determines the financial 
health of the business and, depending on the industry, 
a current ratio of between 1.2 and 2.0 would indicate 
a financially healthy business. However, within a 
robust risk management system the mitigating 
actions are stress tested to determine the overall 
effect once implemented. A business experiencing 
lower demand would stress test the working capital 
ratio against the business’s desired holding pattern 
result to determine the precise working capital ratio 
which may lean towards being more aggressive at 1.2 
to 1.4, or more conservative being 1.8 and up. Only 
stress testing would provide the ideal ratio.   

Should the initial stress test results show that the 
business needs an aggressive working capital 
strategy (such as to sweat its assets by increasing 
the business cycle in order to maintain revenue and 
maximise inventory management) this would come 
with specific risks that would need managing to 
ensure the new business objective is achieved. Such 
risks could include inventory shortages and ultimately 
loss of sales, which would lead to suppliers being 
impacted as businesses necessarily extend credit 
terms which, in turn, could then result in ‘cash-only’ 
policies needing to be implemented or non-delivery 
of raw materials. A robust risk management system 
would identify these risks at an early stage and the 
business would be able to apply mitigating actions, 
like ensuring suppliers are kept informed of their new 
business objectives and working capital strategy, so 
they too are able to change their business objectives.

Managing risks to ultimately return to growth

A robust risk management system could ultimately 
assist businesses in challenging times, increasing 
agility, ensuring resilience and, in time, a return to 
growth.

“A robust risk 
management system 

would ensure that 
the business has an 

adequate working capital 
management program in 

order to retain its credit 
profile and maintain 

solvency.” 

BUSINESS & ECONOMY
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TOP 10 RED FLAG WARNINGS OF FRAUD
Jodi Chavez

H ow prepared are you to detect fraud 
if it slips through the cracks, or even 
detect fraudulent activity?

All organisations are at risk of fraud, 
each with its own way of preventing 
it, such as implementing specific 

policies, procedures, programmes and training. 
However, preventive measures cannot guarantee 
that fraud will not be committed. Fraudulent acts 
by individuals can negatively impact the company’s 
reputation and incur significant legal costs, and lead 
to incarceration, not to mention the downfall of the 
entire organisation.

As an accounting professional, an important aspect of 
your job is to identify fraud during an audit. To help 
accounting professionals detect fraud, we’ve listed the 
Top 10 red flag warning signs of fraud below. While 
one of these may not necessarily be cause for concern, 
the presence of two or more should raise suspicion and 
may require a more in-depth examination:

1.  Missing documents – It isn’t uncommon for 
documents to go missing in the workplace. 
After all, accidents do happen. However, if this 
becomes a frequent occurrence, fraudulent acts 
could be the culprit, especially for cheques. 
Missing cheque numbers or gaps in reconciled 
cheque numbers can also be an indicator of fraud.

2.  Complaints – It’s easy to write off complaints 
as nonsense venting, but complaints are one of 
the best ways to identify fraud. If employees are 
complaining about something, don’t take it lightly. 
Dig further into the situation to identify the cause 
of the complaint and what else could be behind it.

3.  Excess purchases – Fake payees can be used to 
convert funds. Be aware of excessive purchases 
as they could be covering a possible payoff of a 
purchasing agent.

4.  Inventory shortages – Internal shrinkage and 
product loss happens. However, excessive 
shrinkage could be an indicator of a plethora of 
fraudulent activities.

5.  Excessive voids/returned cheques – Voided 
sales slips mean that the sale has been rung up, 
but the payment was diverted, potentially into 
the wrong hands. This is similar to cancelled 
cheques. While they are usually legitimate 
transactions, a cancelled cheque can be 
returned to the wrong hands and be re-written 
to the fraudster. Excessive voids and cancelled 
or returned cheques are common indications of 
theft and should be watched carefully.

6.  Duplicate payments – Duplicate payments in many 
cases are not fraud-related. However, if a duplicate 
payment is accidentally made by a company, it is 
possible for an employee to forge an endorsement 
of the cheque. Watch this closely as well.

7.  Rounded-amount invoices – Fraudsters will often 
create invoices with rounded amounts. If you 
don’t see any cents, it may be a sign that you 
need to look into that invoice further.

8.  Abnormal invoice volume – Rapid invoice volume 
increases may be due to a legitimate increase 
in business, but it also may point to fraudulent 
behaviour. Monitoring vendor invoice volume 
and being aware of spikes is a good way to spot 
abnormal behaviour.

9.  Invoices just under approval amounts – Some 
employees may be aware of the threshold for 
management approval and create an invoice just 
below that approval level. For example, if the 
approval level is R5,000 and you get an invoice for 
R4,998, you may want to do a bit more research 
on that invoice.

10.  Mail drop address – A mail drop, or ghost 
address, is an entity that can receive mail in your 
name. Companies using a mail drop as their 
address rather than a P.O. Box may be doing so to 
hide their fraudulent activity.

Even the most buttoned-up and process-driven 
organisations are at risk for fraud. In order to find 
this ‘needle in a haystack’ and confront fraudulent 
behaviour, you must first accept that fraud exists and 
that it (unfortunately) occurs often. Acknowledge 
the importance of fraud awareness and implement 
training for employees on how to detect fraud at 
work. By enforcing controls, policies and procedures, 
you will cut down your risk of fraud and be better 
equipped to identify it.

Source: AccountingWeb.com

BU
SIN

ESS &
 ECO

N
O

M
Y

ISSU
E 31 | 2017

“Fraudulent acts by 
individuals can negatively 

impact the company’s 
reputation and incur 

significant legal costs, and 
lead to incarceration, not to 
mention the downfall of the 

entire organisation.” 
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ACCOUNTING TECHNICAL

IFRS 5: NON-CURRENT ASSETS HELD FOR 
SALE AND DISCONTINUED OPERATIONS
Reasha Baijnath, Trainee Accountant, RSM Durban

W hen a company makes the 
decision to sell an asset 
or to stop some part of 
its business, it is making 
a decision that affects the 
future cash flows, profitability 

and overall financial situation. The users of the 
financial statements should be informed about these 
events. Therefore, IFRS 5 Non-Current Assets Held 
for Sale and Discontinued Operations was issued to 
highlight the results from continued operations and 
to separate them from the results of the ongoing 
activities. IFRS 5 came into effect on 1 January 2005.

Objective of IFRS 5

IFRS 5 focuses on two main areas:

1.  It specifies the accounting treatment for assets (or 
disposal groups) held for sale; and

2.  It sets the presentation and disclosure 
requirements for discontinued operations.

Classification

A non-current asset must be classified as held for 
sale if most of its carrying amount is expected to be 
recovered via future cash flows from the sale of the 
asset rather than future cash flows from use. IFRS 5 
will not apply to a non-current asset that is going to be 
abandoned, as the carrying amount of an abandoned 
asset will be recovered through future use.

To classify an asset as held for sale, the asset or 
disposal group must be available for immediate sale 
in its present condition and the sale must be highly 
probable. IFRS 5 sets out criteria for the sale to be 
highly probable:
■  Management must be committed to a plan to sell 

the asset;

■  An active programme to find a buyer must be 
initiated;

■  The asset must be actively marketed for sale at a 
price that is reasonable to its current fair value;



■  The sale must be completed within one year from 
the date of classification; and

■  Significant changes to be made to the plan must 
be unlikely.

Measurement

Immediately before the asset is classified as held for 
sale, it should be measured under its applicable IFRS. 
Subsequently, after it has been classified as held for 
sale it must be measured at the lowest of its carrying 
amount or fair value less costs to sell. However, IFRS 5 
lists a few measurement exceptions:

■ Deferred tax assets (IAS 12 Deferred Tax);

■  Assets arising from employee benefits (IAS 19 
Employee Benefits);

■  Financial assets within the scope of IFRS 9 
Financial Instruments;

■  Non-current assets that are accounted for under 
the fair value model in IAS 40 Investment Property;

■  Non-current assets that are measured at fair 
value less costs to sell in accordance with IAS 41 
Agriculture; and

■  Contractual rights under insurance contracts as 
defined in IFRS 4 Insurance Contracts.

If any of the above assets are classified as held for sale, 
they must be measured under the same accounting 
policy as before the classification. 
Although the accounting 
treatment of these assets does not 
change, they must be presented 
separately from other assets and 
they require additional disclosure.

Discontinued operations

A discontinued operation is a 
component of an entity that has 
been disposed of or is classified as 
held for sale, and:

■  Represents a separate major 
line of business or geographical 
area of operations;

■  Is part of a plan to dispose of;  
or

■  Is a subsidiary acquired solely 
with a view to resale.

IFRS 5 requires discontinued 
operations to be presented 
separately in the financial 
statements to keep the readers of 
the financial statements informed 
about those operations the entity 
has discontinued, and those 

operations the entity is continuing with in order to 
generate future profits and cash flows.

IFRS 5 requires discontinued operations to be 
presented as follows:

In the statement of profit and loss and other 
comprehensive income: a single amount comprising 
the total of:

■  The post-tax profit or loss of the discontinued 
operation;

■  The post-tax gain or loss recognised on the 
measurement to fair value less costs to sell; and

■  The post-tax gain or loss recognised on the 
disposal of assets or the disposal group making 
up the discontinued operation.

The analysis of the single amount can be presented in 
the notes or on the face of the statement of profit or 
loss and other comprehensive income.

In the statement of cash flows: the net cash flow 
attributable to the operating, investing and financing 
activities of discontinued operations.

In the statement of financial position: non-current assets 
of a disposal group must be presented separately 
from other assets. The same applies for liabilities of a 
disposal group classified as held for sale.
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INDUSTRY INSIGHTS

COMMUNICATING VALUE WITH 
INTEGRATED REPORTING
Extracted from the IFAC Report Creating value with integrated thinking – the role of Professional Accountants 

I ntegrated reporting involves much more 
than simply changing the way organisations 
report. It is a process and a journey that forces 
organisations to focus on how to create value 
over time. This makes it not only broader than 
today’s financial reporting to stakeholders but 

also a means to improve organisational performance. 

Integrated reporting is founded on integrated thinking, 
which ultimately drives organisations to have a more 
comprehensive and compelling management-driven 
approach to value creation in the short, medium, 
and long term in several dimensions. The resulting 
integrated reporting improves communications, 
both internally and externally, about how value is 
created and sustained. Providers of financial capital 
and other stakeholders are ultimately interested in 
an organisation’s capacity for integrated thinking and 
their ability to execute successfully. The end point, an 
integrated report, is the messenger. 

Integrated thinking requires a clear vision of what 
drives value in the organisation and for this vision 
to be consistently held throughout the organisation. 
It involves boards of directors, senior management, 
and other employees proactively considering a 
broad range of ‘capitals’ beyond just financial and 
manufactured capital. These other capitals could be 
referred to as resources and relationships and are 
represented by what is often termed non-financial or 
pre-financial information.

This type of information provides an understanding 
of the capitals that will likely impact on financial 
performance, and ultimately the value created or 
destroyed for investors and other stakeholders.

Achieving integrated thinking is no easy task. It 
involves understanding the connections between 
these capitals and different approaches to creating 
value through changes to business models. It is 
implemented by integrated planning and decision-
making, both of which require an understanding 
of the significant opportunities and risks leading to 
better planning and decision-making processes, 
which in turn defines and connects the capitals used 
to create value. This level of integration depends on 
connecting people, functions, information (financial 
and operational, internal and external), and systems. 

Integrated thinking should result in increased 
organisational alignment toward strategic goals and 
value creation in the context of the changing business 
environment. The result is greater confidence in 
making value-creating decisions for the short, 
medium, and long term based on relevant quality 
information and analysis and robust and connected 
internal processes. 

A wide range of organisations, including listed, unlisted, 
and those in the public sector, have started to apply 
integrated thinking as a mark of good governance. This 
is particularly evident in South Africa, where integrated 
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reporting principles 
are embedded into 
the Code of Corporate 
G o v e r n a n c e . 
Organisations with 
effective integrated 
reports typically have 
reached a degree 
of maturity in their 
integrated thinking. 

Realising the Benefits: 
The Impact of 
Integrated Reporting 
provides evidence 
of the nature of the 
benefits of integrated 
thinking and reporting. 
The IIRC’s Pilot 
Programme, which ran 
for three years, yielded 
a great deal of research 
from participating 
organisations. This 
research and first-hand 
experience shows 

that many organisations captured the benefits of 
integrated thinking, including a range of strategic and 
operational benefits. For example: 

■  71% of participants experienced strategic benefits 
from implementing integrated reporting, the 
most important being a change in conversations 
between the board and management; 

■  79% reported improvements in management 
information and decision-making, and 96% 
experienced a positive impact from connecting 
departments and broadening perspectives; and 

■  Of those organisations that have published an 
integrated report, 79% have seen an improvement 
in their board’s understanding of how the 
organisation creates value. 

As a result of their integrated reporting, a majority 
of organisations that participated in the programme 
changed their thinking about their business model 
and modified their strategy and resource allocation 
decisions.

Six types of capital 

All organisations depend on various forms of capital 
for their success. The IIRC has defined six different 
types of capitals that represent stocks of value that 
are increased, decreased, or transformed through the 
activities and outputs of the organisation: 

■ Financial capital

■ Manufactured capital

■ Intellectual capital

■ Social and relationship capital

■ Human capital

■ Natural capital

Financial and manufactured capitals are those reported 
on most frequently by organisations. Other capitals, 
covering intellectual, social and relationship, and 
human capitals, are linked to the activities of humans. 
Natural capital represents the exogenous environment 
in which the remaining capitals sit. Natural capital is 
most obviously relevant to the business models of 
extractive industries, which draw directly on natural 
resources, but is also relevant to other organisations 
that rely on renewable and non-renewable resources 
and processes to provide goods or services. 

Not all capitals are equally relevant or applicable to all 
organisations. While most organisations interact with 
all capitals to some extent, these interactions might 
be relatively minor or so indirect that they are not 
sufficiently important to include in integrated thinking 
and, ultimately, in an integrated report.

Integrated thinking and reporting are significant 
opportunities for the more than one million professional 
accountants working in a variety of leadership, 
management, and operational roles. The opportunity 
is to focus on creating value for organisations and 
their stakeholders, as well as showing how that value 
is created. 

As CFOs and finance leaders increasingly evolve 
into business partners and organisational integrators 
and navigators, as outlined in IFAC’s The Role and 
Expectations of a CFO: A Global Debate on Preparing 
Accountants for Financial Leadership, integrated 
reporting falls under their purview. Integrated 
thinking and reporting provides a way and additional 
incentive for CFOs, and their finance teams, to focus 
on the information and decisions that matter to the 
organisation and its potential success. For finance 
teams that have begun to shift toward business 
partnership within all areas of their organisation, the 
principles and concepts of integrated thinking and 
reporting are a natural progression on their journey. 

More broadly, professional accountants can facilitate 
an understanding of value creation through their 
information collection, analysis, and decision-
support activities, which ultimately help move toward 
integrated reporting. By directly contributing to an 
organisation’s efforts to sustain and create value in 
a broader perspective than traditional finance and 
accounting measures, professional accountants can 
be perceived as more fully meeting the needs of 
their employers and of society. The information and 
analysis they provide to support decisions needs to 
include a better and more expansive understanding of 
the disparate sources and drivers of longer-term value 
to enable better strategy and implementation through 
changes to the business model.
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“Integrated thinking and 
reporting are significant 

opportunities for the 
more than one million 

professional accountants 
working in a variety of 

leadership, management, 
and operational roles. 
The opportunity is to 

focus on creating value 
for organisations and their 

stakeholders, as well as 
showing how that value is 

created.”
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REVIEW OF IFAC GLOBAL SMP SURVEY
Compiled by Alexandra Mhula-Links, SAIPA Technical and Standards Unit

I n recent years, there has been a growing need 
to appreciate the role small and medium size 
practitioners (SMPs) play in the accounting 
industry. One key reason for this arises from 
the fact that many accountancy practices 

worldwide are comprised of SMPs who employ 
professional accountants, and hence contribute to 
employment creation in the industry. Another reason 
is the recognition of the valuable business support 
SMPs provide to small and medium enterprises 
(SMEs) which are currently considered the engines 
of economic development both in developed and 
developing countries. Understanding the challenges 
and opportunities faced by SMPs in the accounting 
industry becomes a prerogative to ensure their 
increasing contribution for business development and 
the economy in general.

The International Federation of Accountants (IFAC) 
is committed to promoting and raising the profile of 
SMPs around the globe. Since 2011 IFAC has been 
conducting a Global SMP Survey, which focuses on 
understanding the trends and developments faced 
by SMPs in different countries. The latest survey, 
conducted in 2016, focuses on unpacking challenges 
facing SMPs and how various environmental factors 
may affect them over the next five years. 

About the IFAC SMP Global Survey

The IFAC SMP Global Survey 2016 was conducted 
between 1 October and 30 November 2016 and 
covered 164 countries around the globe with 
5,060 the total number of respondents. The survey 
comprised 11 primary questions and five demographic 

INDUSTRY INSIGHTS
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questions. Most core questions were maintained to 
allow for comparability with previous SMP surveys. 
However, compared to the surveys of previous years, 
the 2016 survey included additional questions on 
staffing and personnel issues, technology, and key 
practice benchmarking indicators. 

The survey focused 
on senior SMP 
p r o f e s s i o n a l s , 
whose clients are 
predominately SMEs. 
It has been noted in 
the report, however, 
that the results of the 
survey may not be 
used for generalisation 
purposes as the 
data is not equally 
representative of 
all regions and only 
provides a snapshot of 
the challenges SMPs 
face in the accounting 
industry. 

Respondents to the 
survey from Europe, 
followed by Asia and 
Africa, constituted 
the largest part 
of participants in 

the survey accounting for 38%, 28% and 14% of 
respondents respectively. Much lower representation 
was recorded in Central and South America/ 
Caribbean (7%), North America (5%), the Middle East 
(5%), and Australasia and Oceania (3%). In terms of 
country specific representativeness, China (493); 
India (417); Romania (365) and Turkey (259) had the 
largest number of respondents. Good representation 
was also found in Canada (196); Poland (191); France 
(168); South Africa (150); Italy (142); Finland (134); 
Australia (112); Germany (110); and Nigeria (109).

The majority of respondents were sole practitioners 
and practitioners with 2-5 partners and staff accounting 
to 35% and 36% respectively. This indicates that the 
survey results skewed towards smaller SMPs. Most 
respondents were male, over the age of 36 and either 
partners, sole proprietors, or owners of SMPs.

Challenges identified

All of the 12 challenges identified in the survey were 
reported by SMPs to be of moderate, high or very 
high risk. Certain challenges, however, were viewed as 
more pressing with greater than 40% of respondents 
rating the following as a high or very high challenge: 
■ Attracting New Clients (46%); 

■ Attracting New and Retaining Existing Staff (42%); 
■  Keeping Up with New Regulations and Standards 

(41%); 
■ Experiencing Pressure to Lower Fees (41%); and
■  Rising costs and differentiating from the 

competition were regarded as a high or very high 
challenge (39%).

Respondents from SMPs from Africa identified the 
following key challenges:

■ Rising Costs (57%)

■ Attracting New Clients (52%)

■ Managing Cash Flow and Late Payments (46%) 

■ Experiencing Pressure to Lower Fees (44%) 

■ Attracting New and Retaining Existing Staff (44%)

Based on these results, one challenge that stands out 
in the African context is the issue of managing cash 
flow and late payments. This implies that some SMPs 
in Africa are at risk of becoming insolvent and the 
issue of late payments from clients could be a major 
contributor. 

Additional questions that were added to the 2016 
survey have focused more on the the impact of 
technology and personnel and staffing issues on 
SMPs. Looking at technology issues, 27% to 38% of 
respondents reported that technology issues such 
as Moving to the Cloud, Investing in and Staying 
Current with Software, Achieving a Digital, Paperless 
Environment, Managing Privacy and Security Risks, 
had a high or very high impact on their SMPs. Based 
on the respondents’ results, it appears that SMPs from 
Africa are more affected by technology challenges 
than other regions. 

With regards to personnel and staffing, Finding 
Qualified Staff (at all levels) and Retaining Qualified 
Staff (at all levels) were considered to have the greatest 
impact on respondents’ SMPs, with 45% and 41%, 
respectively. These challenges were less pronounced 
in Australasia, Oceania and North America.

In terms of key factors impacting SMPs in the next 
five years, in line with results from previous years’ 
surveys, Regulatory Environment was considered 
most impactful with 56% anticipating high or very 
high impact. Other factors include the impact of 
Technology Developments (52%), followed by 
Capability to Adapt to New Client Needs (45%). 
Interestingly, SMPs from Africa put considerable 
emphasis on the political stability whereby 57% of 
SMPs from Africa identify this factor as high or very 
high risk. 

From a finance/revenue perspective, a slight majority 
of respondents (52%) reported an overall increase in 

“Respondents from SMPs 
from Africa identified the 
following key challenges:

■ Rising Costs (57%)
■ Attracting New Clients 

(52%)
■ Managing Cash Flow 

and Late Payments (46%)
■ Experiencing Pressure to 

Lower Fees (44%)
■ Attracting New and 

Retaining Existing Staff 
(44%)”

IN
D

U
STRY IN

SIG
H

TS
ISSU

E 31 | 2017



IN
D

U
ST

RY
 IN

SI
G

H
TS

IS
SU

E 
31

 | 
20

17

INDUSTRY INSIGHTS

practice fees revenue from 2015 to 2016 and only 
17% of respondents reported a decrease for this time 
period. For all four service areas (Audit and Assurance; 
Advisory and Consulting; Tax; and Accounting, 
Compilation, and Other Non-assurance/Related 
Services), revenues stayed the same for approximately 
one-third or slightly more of respondents’ practices. 
For each service area, fee revenues increased 
moderately or substantially for approximately one-
third of respondents’ practices. One-quarter or less 
of respondents reported moderate or substantial 

decreases in fee 
revenues for each 
of the service areas. 
Changes in fee 
revenues varied both 
by region and practice 
size. 

Two optional questions 
were added to the 2016 
survey and assessed 
SMPs’ performance. 
First, respondents 
were asked to assess 
their practice’s 
utilisation percentage 
(chargeable hours 
divided by total 
hours). Respondents 
were also asked to 
report their SMP’s 
receivables collection 
period ([accounts 
receivable divided by 
total practice revenue] 
multiplied by 365 
days). Nearly half 
(49%) of respondents 
reported a utilisation 

percentage of 61-90%. Only 9% indicated a utilisation 
percentage greater than 90%, and 12% reported a 
utilisation percentage of less than 50%. Utilisation 
at less than half of capacity was more prevalent in 
practices located in Africa (18%), Asia (17%), and 
Central and South America/Caribbean (13%). As 
practice size decreases, the percentage of respondents 
with a practice utilisation percentage of less than 50% 
of capacity increases: for example, 6% for practices 
with 21 or more partners and staff and 18% for sole 
practitioners.

Overall, 26% of respondents reported an average 
receivables collection period of 0-30 days, including 
30% or more of the practices in Australasia and 
Oceania (37%), Central and South America/Caribbean 
(33%), and Europe (33%). Meanwhile, 40% or more of 
respondents from Asia (45%), Africa (43%), and the 
Middle East (41%) indicated that their SMP had a 
receivables collection period of 60 days or more. Sole 
practitioners were more likely to have a receivables 

collection period of 0-30 days (36%), compared to the 
larger SMPs (between 16% and 23%).

On the outlook for 2017, one third of respondents 
predicted that revenue from fees in all service areas 
will remain the same in 2017. With the exception of 
tax, projected changes for 2017 fee revenues were 
slightly more optimistic when compared to the prior 
year’s expectations. In terms of regional comparability, 
however, a larger percentage of respondents from 
Africa and Central and South America/Caribbean 
anticipated fee revenue increases for all four service 
lines.

Focusing on different services SMPs provide, 
including business advisory and consulting services, 
the most frequently provided services in 2016 
included Corporate Advisory (48%) and Management 
Accounting (46%), and Human Resources and 
Employment Regulations (30%). Only 41% of SMPs 
in Africa, however, reported that their SMP offered 
Corporate Advisory services and 59% reported that 
their practice offered Management Accounting 
services – the largest service offered. For the first 
time Forensic Accounting/Fraud Investigation and 
Restructuring/Insolvency/Liquidation were included 
as options with 18% and 24% of SMPs providing 
these services. 

The final indicator in this survey focused on identifying 
challenges facing clients. Consistent with the 2015 
survey results, respondents indicated that their SME 
clients continued to face:

■ Economic Uncertainty (61%); 

■ Rising Costs (59%);

■ Competition (53%;

■ Difficulties Accessing Finance (51%);

■ Keeping up with New Technology (45%);

■ Compliance with Regulation (43%); and 

■ Attracting and Retaining Staff (42%).

It was noted that Attracting and Retaining Staff 
received a substantially higher rating than in the 
previous years. SMPs in African countries highly rated 
most of these challenges compared to other regions, 
particularly the issue of economic uncertainty and 
rising costs. The indicator on financial crimes was not 
selected as a major challenge by SMPs in the survey, 
however, SMPs from Africa rated this indicator highest 
compared to other regions. 

Conclusion 

The 2016 IFAC SMPs Global Survey provided a good 
indication of some of the challenges faced by SMPs, 
what their expectations are in terms of revenue in 
different service areas of the accounting profession 
and what challenges are faced by their SME clients.

“Respondents indicated 
that their SME

clients continued to face:
■ Economic Uncertainty 

(61%),
■ Rising Costs (59%),

■ Competition (53%),
■ Difficulties Accessing 

Finance (51%).
■ Keeping up with New 

Technology (45%),
■ Compliance with 

Regulation (43%), and
■ Attracting and Retaining 

Staff (42%)”
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VIRTUAL OFFICES, SHARED OFFICE SPACE 
AND CO-WORKING: THE NEW WAY OF 
WORKING 
Sibongile Booi, Founder, Second Office

B usiness is changing. The economy is 
shifting towards smaller businesses, 
start-ups and self-employed consultants 
and freelancers. This is changing the 
way people work. Thanks to technology, 

today’s entrepreneurs and workforces are increasingly 
mobile, on-the-go and flexible. As a result, they are 
turning towards flexible work spaces that fit their 
lifestyle. This has driven an evolution in the concept 
of office space. 

Traditional office space, when well-located, properly 
furnished, well-equipped and professionally staffed, 
creates a professional environment and boosts 
productivity. However, finding, furnishing, equipping 
and staffing such a traditional office requires a 
significant and long-term investment of time and 
money. 

The first virtual offices addressed some of these 
challenges, allowing businesses to rent a professional 
address, a dedicated phone number, and a shared 
receptionist to answer phone calls and take messages. 
Today, virtual offices have evolved into a complete 
solution, offering fully furnished offices, boardrooms, 
meeting spaces and workspaces with state-of-the-
art office equipment and secure Wi-Fi, and a range 

of amenities such as mail forwarding, call answering 
and administrative services, all available on an hourly, 
daily, weekly or monthly basis.

Located in key areas or vibrant business hubs, virtual 
offices provide the professionalism and enhanced 
productivity of a traditional office, without the 
costs of buying or renting space and furnishing, 
equipping and staffing the office, or the inflexibility 
of long-term office rentals, equipment leases and 
employment agreements. Through virtual offices, a 
new breed of can access office or meeting space and/
or administrative assistance that allow for maximum 
productivity on extremely flexible terms and at 
affordable rates, freeing up both capital and cash flow 
for investment in the business. 

Evolving further from the virtual office concept, 
‘shared office space’ or ‘co-working space’ is one of 
the fastest growing trends in the way people work. 
While shared office space is essentially a virtual office 
shared by a diverse community of independent 
business owners, it delivers even more benefits, most 
notably a shared community network. 

Although each business operates independently, 
business owners, entrepreneurs and managers 
work within a shared community in which they can 
connect with each other, not just with colleagues as 
in a traditional office. This allows for collaboration and 
networking with like-minded business people, creating 
opportunities to connect socially, grow networks and 
tap into new resources. A shared office further lends 
itself to recommendation, referrals and feedback from 
like-minded business owners in real-time. 

Even larger corporates find that their staff are more 
productive when working ‘offsite’ with other teams, 
rather than working in one office with the same 
team day after day. These employees have access 
to a community of like-minded professionals from a 
range of industries – a rich pool for new ideas and 
inspiration.

The growth in virtual offices will see new trends arising 
from this concept, such as shared office space or co-
working space. Businesses of all sizes are discovering 
that a virtual office is the ideal solution, offering 
cost-savings, increased productivity and exceptional 
flexibility required to succeed in today’s dynamic and 
rapidly changing business world. 
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OPINION

M y name is Georgina. I am a Generation X 
leader and I lead Millennials. As a  
Gen X-er, I find leadership both 
rewarding and challenging. Like my 

peers, we find it rewarding because we’ve quietly 
worked hard to get where we are today. We’ve put 
in long hours, paid our dues and are finally taking 
over the leadership mantle from retiring Baby 
Boomers. And, challenging because, as the original 
‘latchkey’ kids, we’re naturally independent, self-
reliant and results-orientated, which means that we 
favour a ‘hands off’/‘low face time’ leadership style. 
We largely expect our teams to get on with the job, 
working independently – and we expect results. But, 
this doesn’t work for all of our team members. Enter 
stage left: The Millennial…

These curious beings are currently aged between 17 
and 35, and are, in many respects, our polar opposite. 
Labelled ‘Generation Y’ – or, more derogatively, 
‘Generation Snowflake’ – they’re widely described 
as entitled, high maintenance and pampered – 
the ‘everybody gets a trophy’ generation. Born to 
helicopter parents, Millennials are used to constant 
attention, praise and feedback. Their unfettered 
access to ‘always on’ technology and social media 
has hardwired them to want everything instantly. 
Instant gratification is the only way they know. They 
are impatient, outspoken and have limited ability to 
accept constructive criticism. They’ve been isolated by 
technology and want to make an immediate impact. 

In the workplace, Millennials thrive on a steady 
stream of positive reinforcement, routinely voice their 
opinions without thought for consequence, expect to 
move up the corporate ladder quickly and insist on 
work that is both stimulating and personally fulfilling. 
Their desire for instant gratification means that, if 
they feel their needs aren’t being met or that they 
can’t achieve desired goals, they don’t stick around to 
give you a chance to fix the issue. It’s lonely leading 
them as you always feel like maybe you haven’t done 
enough – and even when you have, they decide that 
they’re feeling ‘lost’ and leave you anyway. 

However, we all know that history repeats itself. Like 
Millennials, Gen X initially got a bad rap. We were 
the aimless ‘Friends’ generation – slackers who would 
never amount to much. In the same way, Millennials 
are also adaptable, flexible, view work as a key part 
of life, are technologically sophisticated and believe 
that they will change the world for the better. All 
indications are that, as they grow, they will fulfil their 
potential and promise. But, we’re going to have to 
help them – in ways that don’t drain or overwhelm 
us – or leave us feeling disappointed.  

Perhaps one of the ways that we can achieve this is 
to shift the responsibility for mentoring from ourselves 
to others. Ideas like reverse mentoring, where the 
Millennial mentors (and learns from) another millennial; 
group mentoring, where peers give feedback through 

THE LONELINESS OF LEADING 
MILLENNIALS
Georgina Barrick, Brand MD, Advtech Resourcing

26     PROFESSIONAL ACCOUNTANT



a technology platform; or anonymous mentoring, where 
mentees are matched with trained mentors outside of 
the company, all provide regular feedback and positive 
reinforcement without requiring too much input from the 
Gen X leader. I’m not suggesting a completely ‘hands 
off’ approach – just a way in which a Gen X leader 
managing many Millennials can find some balance.

Millennials have been sheltered from having to build 
and nurture relationships in the real world – and it’s 
hurting them. Technology has become their enabler 
and their shield. Facebook and Instagram create an 
artificial world, showing a carefully crafted veneer of 
how perfect life is. Let’s be honest – no-one ever posts 
an ugly picture. Suicide and depression rates are far 
higher among Millennials than in previous generations.

As Gen X-ers, we 
can help them to 
build relationships 
– and confidence. 
One suggestion 
is to ban technol-
ogy from meet-
ings. Without a 
mobile phone 
or an app to rely 
on during meet-
ing lulls, they will 
have to engage 
with the people at 
the table. These 
small interactions 
teach social skills 
and build relation-
ships. They open 
the opportunity 
for real conver-
sation and often 
spark a deeper 
under s tand ing 
of the people 
around you. It’s 
hard to swipe left 
when you have to 
do it face-to-face.

Millennials need 
a clear career roadmap, with detailed expectations, 
outputs and timelines. Understanding how they’re 
being groomed for success may mitigate some of the 
Millennials’ impatience to move up the ladder. 

There is a caveat. You may still find that you will do 
everything ‘right’, give Millennials a reason to believe, 
purpose and fulfilling work – and they may leave 
anyway.

But, we’re Gen X and we’ll live to fight another day.

“In the same way, 
Millennials are also 

adaptable, flexible, view 
work as a key part of 

life, are technologically 
sophisticated and 

believe that they will 
change the world for the 
better. All indications are 

that, as they grow, they 
will fulfil their potential 

and promise. But, we’re 
going to have to help 

them – in ways that don’t 
drain or overwhelm 

us – or leave us feeling 
disappointed.”
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P rofessional Accountant spoke to Obakeng 
Matlhoko, Professional Accountant (SA) 
and co-founder of Afta Robot, an app 
specifically developed for the minibus taxi 
industry, for some insights on the app and 
his approach to business. 

Obakeng (Obby) Matlhoko is a multi-skilled and 
driven individual with experience in accounting, 
logistics and ICT. After serving his articles at EY, 
Obby went to the University of Johannesburg (UJ) 
and completed a logistics management course and 
began working as an intern at a transport consultancy, 
where he engaged with a number of taxi associations 
and learnt about transport policy and planning. Obby 
then completed a mobile business building course 
hosted by the South Africa-Finland Knowledge 
Partnership on ICT (SAFIPA), which was sponsored by 
a number of local and international governments and 
firms. Following this he co-founded a tech start-up 
(Sowertech) and continued to learn about design and 
development. 

These skills became extremely relevant when Obby 
and his team began developing the communications 
platform for the minibus taxi industry called AftaRobot 
(www.aftarobot.com). Since then they have won a 
number of local and international competitions and 
secured investment from both local and international 
tech companies. Obby’s motto is the Star Wars saying 
‘Do, or do not, there is no try!’

What is AftaRobot?

AftaRobot is a collaborative transport management 
communications technology platform that consists 
of a suite of mobile applications, a portal and cloud 
backend that aims to improve the safety of travel 
for commuters and the operational efficiency of 
associations inside the minibus taxi industry.

How and why did you decide to develop the app?

The idea for AftaRobot came from a combination of 
life experiences in being a minibus taxi commuter 
(who almost died in a taxi accident on the N3 – to this 
day I drive slower than my mother. Being in a vehicle 
that overturned five times, and walking on crutches 
for six months is not fun at all), being involved in 
finance, transport policy and ICT, and realising that 
these operators could deliver a far better service. I 
decided to develop the app because the minibus taxi 
industry needs it and the strikes during June 2017 
highlighted two main reasons why we developed this 
platform:

1.  Changing the drivers incentive by 
supplementing it – Through AftaRobot we aim 
to reduce the incentive to speed by providing 
additional supplementary revenues (through in-
app purchases and advertising). 

This works well because public transport is broadly 
defined in terms of modes and service types. 

INNOVATION IN THE INFORMAL PUBLIC 
TRANSPORT SECTOR

MEMBER PROFILE
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■  One-to-one mode [1:1] is non-route based and 
collects the commuter from the point of origin 
and drops them off at their point of destination. 
Metered taxis and Uber are targeting this market 
segment. 

■  One-to-many mode [1<] is route-based and 
commuters have to get to the route, e.g, bus stop 
to get service. Service providers include buses, 
planes, trains and minibus taxis. 

■  Scheduled services [SS] disregard vehicle load 
factors and operate based on a time. Driver 
remuneration is not linked to the load but to the 
driver getting passengers to a destination at a 
particular planned time, e.g. Gautrain bus drivers. 

■  Load-based services [LBS] operate on load 
maximisation and only consider the time as it 
relates to getting to the other side of the route as 
fast as possible. Drivers’ remuneration is directly 
linked to the number of commuters in the vehicle 
(overloading) and the frequency of trips (speeding 
en route). 

So consider the following example: a Gautrain bus 
driver and a minibus taxi driver approaching an amber 
traffic light, who is most likely to beat it and hence 
is a higher risk? And let’s face it, if you drive a car in 
ZAR, you have had first-hand experience with ‘driver 
incentive’ but you probably have a more colourful 
word for it when it affects you on the street.

2.  Defining new business models – Looking at how 
technology has created new business models in 
other sectors and applying it to the industry, and 
comparing the data to track results. One concept 
we are playing with we call Advanced LBS – the 
closest example I can give is how after the credit 
crunch airlines had to change their models 
(creating bigger partnerships and allowing for cross 
bookings with alliance partners, changing the need 
for passengers to eat food on short haul fights).

How can AftaRobot improve the safety and 
efficiency for taxi operators and commuters?

■  Providing information to the owner, association, 
driver and commuters, which allows for better 
decisions to be made based on real-time data. 

■  Knowing at what time to wait for authorised 

dispatched taxis allows commuters to plan and 
have safer journeys.

■  Knowing a commuter’s travel intention 30 minutes 
ahead of time allows operators to place their 
fleets more strategically to meet the demand.

How can business intelligence positively contribute 
to the mini bus taxi industry?

With reference to service availability and convenience, 
we believe that the minibus taxi industry is one of the 
best public transport services globally but it needs 
business intelligence and formalisation to truly reach 
that potential and AftaRobot is here to do just that.

■  Mitigating risk – The main positive impact is on 
risk and how to mitigate the different kinds of risks 
from industry risk, commuter risk, financial risk, 
and regulatory risk. Car financiers and insurance 
companies charge higher premiums for their 
products to the industry due to the driver incentive 
mentioned above and informal taxi operations. 

■  Formalisation of the industry – Taxi operators are 
also unable to get subsidisation from government  
because of the informal nature of their operations 
and poor record keeping. 

What advice or insights can you offer others who 
wish to start a business or initiative of this nature?

Find a limitation in something that is close to your 
heart (remember I almost died), that you have 
experienced as a problem; you will find that you are 
not the only one having this issue, which means you 
have an addressable market. Do as much research 
as possible by following as many industry-related 
events and topics as possible both on and offline. 
Be ok with not knowing everything, but learn how to 
spot the people that are experts in a particular topic 
that you need to understand and get closer to them 
(you will be surprised at how many people genuinely 
want to help with something that is a real problem).

Build a small implementation team as early as you 
can... many hands make light work (but not too 
many, learnt that the hard way). Learn to conquer 
the two beasts; self-doubt and self-motivation, and 
be careful, they like to come when you are at your 
lowest. Be true to what you do, know why you are 
doing this because when the real tests come (and 
believe me they will) you will find that fame and 
fortune will not be enough to get you through. And 
lastly, HFYOLOSTYB (have fun, you only live once... 
so try your best)... sorry I literally just made that one 
up, but hey that is the process of creation right?
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Tell us about yourself 

I was born and bred in Pretoria. I am the eldest 
of five siblings and the only girl. I absolutely love 
reading, music and food! 

What do you do at SAIPA?

I have been working at SAIPA since 2010 as the 
Learnership Administrator. This position entails 
dealing with Trainee Accountants from registration 
until they have completed the learnership and 
attempt the Professional Evaluation exam.

What is the best part of your job?

Everything! I love seeing Trainee Accountants evolve 
and succeed!

What are some of the more challenging aspects of 
your job?

There are not enough hours in a day. I do not 
like leaving things unfinished; when I start with 
something I intend on completing it.

What are your thoughts on the accounting industry 
as a whole and SAIPA’s role in it?

The accounting industry has evolved so much and it 
has provided so many opportunities. Accounting is 
one of the most important professions and judging 
by the number of applications I receive from Trainee 
Accountants, it is one of the most sought after 
careers by far. All SAIPA staff play an important role 
in the growth and transformation of this profession 
and I am proud to be a contributor to this as well. 

Who do you admire?

I admire people who do not let circumstances 
dictate their lives. You should always strive to be the 
best, not for anyone else, but for yourself! I admire, 
mostly my parents, as well as my brothers, aunts and 
uncles, my entire family members who I can call on 
for anything, anytime.

What do you do for fun?

My idea of fun is spending time with my kids, 
watching movies and eating, of course.

Any personal goals or future plans you’d like to 
share with us?

I am hoping to complete my diet, but I doubt this 
will happen since I love food so much! 

Why do you enjoy working with Trainee 
Accountants?

Trainee Accountants are so versatile, I love being able 
to be there from registration to when they decide to 
open their own practices or training centres.

I love their enthusiasm to learn and to grow within 
their profession.

Why do you think the accounting profession is 
growing so rapidly?

For me accounting is the backbone of any industry. 
Without accounting, how do you know if your 
business is growing? How do you see potential? 
More and more students are realising this and to see 
their passion for this is amazing and inspirational.

What opportunities exist for those who wish to 
pursue accounting as a career?

Many Professional Accountants (SA) work in 
corporate or in the public sector, while a large 
number run their very own successful accounting 
practices. The sky’s the limit.

What advice or words of wisdom would you like to 
share with upcoming Trainee Accountants?

Don’t be afraid to ask, don’t be afraid to sacrifice 
and to learn. Yes, its hard work, but any dream worth 
achieving is reachable.

CHRISTAL BOARDS 
Learnership Administrator, SAIPA National Office

STAFF PROFILE

“The accounting industry has 
evolved so much and it has 

provided so many opportunities. 
Accounting is one of the most 

important professions and judging 
by the number of applications I 

receive from Trainee Accountants; 
it is one of the most sought after 

careers by far.”



If you need:

• A Level 1 Supplier 

• Corporate Clothing & Gifts  

• Marketing accessories

BRANDS OF 
THE FUTURE

Corporate Gifts 
& Promotional Items

Please contact: Mabel Ramafoko
Email: mabel@brandsofthefuture.co.za 
           sales@brandsofthefuture.co.za
Tel:  +27 (11) 803-2040

247 Jan Smuts Avenue
Dunkeld West
Johannesburg     

1. You know who we are because you have entrusted us with your 
precious advertising revenue

2. Now we have established a business, complimentary to the service we 
offer to help you with better pricing, service levels and BEE credentials

 
For an no obligation quotation or ideas around what you 

currently may require,

Consider a new supplier, but the trusted association.



to life

Bringing

Accounting
The modern accounting landscape is more than just a number crunching game. It 
transcends traditional career boundaries and expands into all facets of the South African 
fi nancial context and beyond. Today, a Professional Accountant (SA) aims for value creation 
for businesses, wealth creation for investors/owners and of course, the ultimate goal 
of sustainable economic growth. SAIPA encompasses those objectives across private 
practices, corporate models and the public and education sectors. The South African 
Institute of Professional Accountants isn’t just about the title, it’s about using 35 years of 
experience to make meaningful contributions to your career, as well as the accountancy 
profession as a whole.

Visit us now to see how you can benefi t:

www.saipa.co.za
Tel: (011) 207 7840
SAIPA is ISO 9001 Certifi ed and offers members a 
Level 8 NQF designation TM


