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Dear Reader, 
 
Welcome to our June newsletter. We wish to thank our marketing 
communication consultancy MS CC (Pty) Ltd, as they will be sponsoring 
our alternate monthly newsletter from this month. Please visit their 
website at www.ms-cc.co.za and have a look at the services they offer in 
the marketing, communication and public relations fields. 
 
Take note of the deadlines for tax returns and remember to contact the Wallrich office to 
assist you with all your tax and finance related needs. As always, we look forward to being 
of service to you.  
 
Please feel free to contact us if you require further information on any of the topics 
covered.   
 
Regards, 
 
Rhoderic and Chrisna Roberts 
Partners 
 
 

First Impressions Count 
 
Someone once said that you’ll never have a second 
chance to make a good first impression. It is therefore 
vital to use those first few seconds to create not only a 
good first impression, but, a lasting impression. 
 
Here are a few tips to help you establish a lasting 
impression; especially with new clients, contacts and 
during business meetings. 
 
Analyse your attire 
Do your clothes, hair and accessories project an appropriate personal image? For 
example, if you’re aiming to cultivate an executive presence in a reasonably formal 
industry and company, you should dress the part by wearing a suit. Personal stylists are 
great resources to help you upgrade your wardrobe and overall ‘look’ if needed. 
 
Focus  
Being known as a 'natural' at interpersonal communication is not just a gift that a select 
few enjoy. We can all enjoy the reputation of being a great communicator. Focussing the 
conversation on the other person takes the pressure off you. Avoid interrogating your new 
acquaintance, and even if you are nervous, make sure you always slow your speaking rate 
down. 
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Presentation is everything 
Adjust your posture, stand up tall and adjust your voice and gestures to a positive setting. 
Establish rapport with your new contact by mirroring their head nods and tilts. Speak at 
their pace and volume level. You will be surprised by just how many different 'voices' a 
successful salesperson uses in a day - they spend a large amount of time mirroring the 
other person's gestures, voice, language, pace, intonation and volume. 
 
It’s about them 
Encourage your contact to talk about their business, their successes and their 
achievements. Don’t make it about you - give them the opportunity to talk about 
themselves. Do your research before you meet your new contact. If their company has 
been in the press for positive reasons then refer to it and compliment their business. Then 
step back and let them talk. Ask questions and listen. 
 
Taking the time to manage your image and develop your communication skills will improve 
your chances of making a positive and lasting first impression; and will help you exude 
confidence and credibility in almost any situation. 
 
 

Effective Content Marketing Strategies 
Most businesses will, at some point, 
consider creating a content marketing 
strategy in order to engage with 
customers. When you develop a content 
marketing strategy, you should start by 
thinking about your target audience rather 
than just looking internally towards your 
business. Here are a few tips to help you 
to develop an effective content marketing 
strategy. 
 
Educational content  
When it comes to your firm’s content 
marketing strategy, you should focus on 
creating well written content that is of educational value to your readers. If you are selling 
HR advisory services, for example, then you might consider producing content that 
provides your readers with useful tips on how to create certain HR policies or manage staff 
absences. Your readers will then consider that you and your firm understand these areas 
and may potentially decide to use your services as a result. 
 
Leverage your content 
After you publish your content, you will need to promote it. For example, you could create 
a social media strategy whereby you publish your content to your company website, then 
post links to Twitter, LinkedIn and other social media pages. This will enable people to 
share your content with their network. You may also want to share your content via an 
email newsletter or client update. The key is to find as many ways as possible of sharing 
your content and re-purpose it in order to maximise the potential readership. 
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The WIIFM concept 
WIIFM stands for ‘What's In It For Me?’ Regardless of what you are selling (product or 
service), all that matters to your customers is that you have the ability to solve a particular 
problem that they are experiencing at that particular moment. The way that you phrase 
your marketing content has a tremendous impact on how that target audience reacts to 
what they are reading. 
 
Summary 
In today’s increasingly connected business world, content is becoming more important. 
Some clients are more likely to visit your website or social media page than your office 
premises. It is therefore imperative to create the right content strategy for your business. 
 
 

Staff Inductions 

 
The quicker a new staff member is made aware of the procedures and policies of their new 
workplace, the sooner they are able to comply with company expectations. Your staff 
induction programme should be delivered in a simple format that explains your company’s 
policies and procedures, your expectations of them and their specific responsibilities.  
 
In addition to helping new staff, an induction can be useful for helping employees who are 
returning from extended leave or are taking on a new role in the business.  
 
Mix formal and informal components 
Effective staff induction programmes tend to have a mix of formal and informal elements. A 
relaxed format will help put your new employee(s) at ease. After all, the first few days in 
their new jobs will be stressful, so anything the company can do to alleviate this will create 

a good first impression. You want your new 
employees to feel welcomed and the format of 
the induction programme should convey this 
message. It is important, of course, to ensure 
that the formal aspects of the induction are 
covered too. So, presentations and training 
sessions on things like health and safety, legal 
requirements and systems should be 
scheduled into the new joiner’s first few days.  
 

A staff induction booklet that compliments the training, is a useful reference tool for new 
staff members. There is often a lot of information to take in on the first day of work. Your 
staff will appreciate the fact that they have a document to refer to later on. 
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Don’t forget to cover the basics such as core hours of work, pay and leave entitlements. 
The induction should also cover things like fire escapes, break areas and restroom 
locations. 
 
A positive experience 
The importance of making a good first impression should not be forgotten. Employers who 
welcome new employees with a commitment to open communication, formalised policies 
and procedures and a positive work environment are rewarded by enthusiastic staff.  
 
Good relationships are the foundations of good businesses. So think of your induction 
training as your way to make a great first impression on new joiners to the business. 
 

Train people well enough so they can leave, treat them well enough so they don't 
want to. – Sir Richard Branson 

 
 

Twitter Website Cards 
They say that “a picture paints a thousand words,” and Twitter’s recently unveiled ‘website 
cards’ might just show that statement to be true. 
 
Available on both desktop 
and mobile, Twitter cards 
allow marketers to add media 
to tweets – meaning 
businesses now have 
additional space to add more 
content to. Users can attach 
photos, videos and media to 
Tweets that drive traffic to 
their website. Users simply 
have to add a few lines of 
HTML to their webpage, and 
those who Tweet links to that 
content will have a “Card” 
added to the Tweet that is 
visible to all of their followers. 
 
The website card allows users to easily discover interesting content while giving 
advertisers the ability to drive a higher volume of clicks since users are able to preview an 
image or related content. 
 
Website cards can also be used to drive traffic to your website’s homepage, a product 
page or a specific landing page, perhaps giving your audience a little preview, or further 
information, about what they will find when they click through. 
 
Business users of website cards can use a range of targeting options based on signals 
including keywords or tailored market segments. The website cards can also be used in 
conjunction with conversion tracking to measure the end-to-end conversion from a Tweet 
engagement / Twitter campaign through to a user making a purchase or signing up to say, 
a newsletter. 
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The main reason these cards are useful is that they can be used to create a ‘call to action’. 
If you get your content and marketing message right, you should be able to improve your 
click-through rates to your website. 
 
An advertiser account on Twitter is needed to start creating website cards. Twitter has now 
made its advertiser platform available for businesses in the UK, USA, Canada, Ireland, 
South Africa and a few other countries.  
The website cards are pretty easy to create but it is worth noting that: 

 Maximum image size is 1 MB 

 Minimum required image height is 96 pixels 

 Minimum required image width is 240 pixels 

 Minimum of 5:2 aspect ratio required (An image of 640 pixels x 256 pixels). 

 

 
TAX NEWS 
Guidance from SARS on Provisional Tax Estimates 
All corporate taxpayers as well as individuals earning significant investment income or 
operating businesses in their own name are subject to provisional tax. The provisional tax 
system essentially provides fiscus with a mechanism to collect income tax during the 
course of the year. The legislation requires provisional 
taxpayers to estimate their taxable income for a year in the 
middle of the year and once again at the end of the year. 
The provisional tax payments made are then based on these 
estimates. 
  
Paragraph 19 of the Fourth Schedule to the Income Tax Act 
sets out the requirements, including the minimum estimates 
and circumstances under which the Commissioner may 
make adjustments. Interpretation Note 1 (IN1), which 
provides further guidance in relation to these provisional tax 
estimates, was first issued in November 2001. This 
interpretation note was recently replaced on 30 March 2016 
by a new and more detailed document. 
  
Even though many taxpayers leave the task of preparing the estimates to their 
accountants and advisors, it is nevertheless important that the taxpayer understands some 
of the intricacies of the estimation process in order to provide the necessary information to 
the advisor. Failure to do so may expose the taxpayer to underestimation penalties and 
potentially long drawn out dispute processes to try to get these penalties remitted; 
something which could have been prevented by ensuring an accurate estimate in the first 
place.  
 
This article considers some of the more common aspects of provisional tax estimates that 
are often done incorrectly and that are addressed in the revised interpretation note. 
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What is included and excluded in the estimate? 
For taxpayers with taxable income exceeding R1 million, underestimation penalties are 
triggered if the taxpayer’s estimated taxable income at the end of the year turns out to be 
less than 80% of the actual taxable income. If one converts that into monthly income, 
assuming a constant build-up of taxable income throughout the year, this means that an 
estimate based on approximately the taxable income for the first 10 months of the year 
should still be sufficient to avoid these penalties. If there are certain accounting close out 
processes that take time to complete, or if there are cycles in the business, this 80% 
requirement should also be able to absorb that. 
 
Taxpayers who face underestimation penalties therefore often find themselves in this 
position, not due to an incorrect estimate of business or investment income, but as a result 
of not having included capital gains made in the estimate for provisional tax purposes. 
Many taxpayers are under the impression that capital gains can be excluded from the 
estimate - this is incorrect. This perception may be based on the fact that capital gains in a 
previous year can be excluded from the basic amount (which serves as a benchmark for 
the minimum amount of the estimate); this is however only the case because the capital 
gain in the previous year would not necessarily recur in the current year and as such, it 
would be inappropriate to include it in the minimum base amount. 
 
IN1 makes it clear that both capital gains that have been realised or that are anticipated 
should be included in the estimate. The IN specifically states that:  
“This includes situations where, in the first period, there is a reasonable expectation that a 
taxable capital gain will be made during the second period.” 
 
Strictly speaking, a taxpayer would be required to pay tax on a portion of the capital gain 
anticipated in the second half of the year as part of the first provisional tax payment. In 
practice, it may be debatable whether a taxpayer would be aware of possible transactions 
in the second half of the year when the first estimate is being prepared. This is likely to 
depend on the facts and circumstances of each case.  
 
Still in relation to capital gains, IN1 specifically states that merely using the minimum 
estimate (basic amount) is not always acceptable. The provisions of paragraph 19 require 
a taxpayer to make an estimate of actual anticipated taxable income. Where a significant 
capital gain was realized, or a new line of business was introduced, this may cause the 
basic amount to be an inappropriate basis for the estimation. 
 
Can SARS adjust the calculation? 
Many taxpayers may have encountered 
requests from SARS in terms of 
paragraph 19(3) or received emails from 
SARS staff whose signatures indicate that 
they are responsible for administering 
paragraph 19(3). This is the paragraph that allows the Commissioner to call upon a 
taxpayer to justify the estimate made and furnish further details if required. If in following 
these requests for information, SARS is dissatisfied with the estimate, the Commissioner 
may increase it to an amount considered reasonable. 
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Similarly to Issue 1, Issue 2 of IN1 provides a non-exhaustive list of situations where 
paragraph 19(3) may find application, especially where the basic amount was used as a 
basis for the estimate. These include: 

 the effects of changes in legislation since the basic amount was determined; 

 merger and acquisition transactions that would increase taxable income; 

 financial results that support an increase in taxable income; 

 using an outdated basic amount; 

 when it is the taxpayer’s first year of assessment and there is no basic amount; and 

 when the taxpayer fails to justify the estimate when requested to do so. 

 
When is there a risk of penalties due to underestimation? 
When estimating amounts for provisional tax purposes, an underestimation penalty can 
only be imposed if the estimate can be proven to be insufficient compared to some actual 
amounts. This is possible in respect of the second estimate (at year-end), but becomes 
difficult for half year information. 
 
In respect of the first provisional tax period the only 
penalty is one for late payment.  From a procedural 
perspective, the mechanism available to the 
Commissioner when underestimation is suspected, is 
the paragraph 19(3) mechanism as discussed above. 
If such an adjustment is made, SARS will notify the 
taxpayer of the date that payment has to be made. As 
a paragraph 19(3) adjustment is not an assessment, 
the taxpayer cannot object to it. Instead, it has to 
request a review of the decision while the liability for 
payment remains in place. 
 
In the case of the second provisional tax payment, the taxpayer could however be subject 
to a late payment penalty, similar to the first provisional tax payment as well as an 
underestimation penalty. Remittance of this underestimation penalty can be requested 
where a serious calculation was done with due regard to the factors impacting on it and 
was not deliberately or negligently misstated. In this regard, IN1 states that: “A taxpayer 
must therefore have sensibly (and by careful reasoning and judgment, in a mathematical 
manner, and using experience, common sense and all available information) determined 
the amount of the estimate before the Commissioner is able to reduce a penalty.” 
 
Concluding thoughts 
Provisional tax estimates are often made by tax accountants and advisors based on the 
information provided to them by the client. During busy months, especially around August 
and February, when provisional tax returns are due for individuals and trusts, the sheer 
volume of returns may result in the advisor not necessarily following up with clients in 
order to find out information which was not submitted.  
 
It is therefore of critical importance that firstly, the taxpayer is aware of the requirements of 
the estimate and the information required by his or her accountant, and secondly, to set 
aside time to discuss provisional tax estimates with the practitioner in order to understand 
the basis on which these have been prepared. 
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Deadlines looming 
 1 July 2016 – Start of Tax Season for individuals; Trusts & Companies for 2016 income 

tax year 

 31 August 2016 – Deadline for 2017 first provisional tax returns for Individuals, 

Companies and Trusts 

 23 September 2016 – Deadline for 2016 income tax returns manual / postal 

submissions 

 25 November 2016 – Deadline for 2016 income tax returns for non-provisional tax 

payers at a SARS branch or via e-filing 

 31 January 2017 – Deadline for 2016 income tax 

returns submission for provisional tax payers via 

e-filing – Individuals & Trusts 

 28 February 2017 – Deadline for 2016 income 

tax returns for companies 

 28 February 2017 – Deadline for 201702 second 

provisional tax returns for Individuals, Companies 

and Trusts 
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Fax: +27 (0) 11 789-1012 
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