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Recycling to make a difference

As workers become increasingly mobile, the demand for thin, light
laptops has increased dramatically. Technology has improved in the
last few years which allow manufacturers to create thinner laptops
with batteries that last for five or sometimes 10 hours. PC users
looked on in envy at Apple Macbook Air owners but since then, Intel
created the “UltraBook” specification.

So what are UltraBooks?
UltraBooks are a new class of ultraportable laptops with a few key
features: Intel processors, thickness under 0.8 inches, screen sizes
between 11- and 13-inches, and long battery life ratings (seven
hours or more). Intel created the UltraBook specification for laptop
manufacturers like Acer and Asus to produce these sleek laptops,
ideally at prices under £1,000. In other words, the UltraBook
promises the whole laptop package: portability, power, and
affordable price.

Some high-end versions even offer swivelling touchscreens that will
take advantage of Windows 8's touch-friendly interface, Intel's Ivy
Bridge processor for better battery life and performance, and higher
resolution displays.

So why buy an UltraBook?
As many business people work from home as well as the office, an
UltraBook offers a huge advantage – a full featured computer with
light weight. Carrying a laptop around can leave you with a sore
shoulder, however you can pop an UltraBook into your briefcase
and barely notice the extra weight.

Due to the smaller screen sizes – 11 to 13 inches as mentioned
above, UltraBooks are compact enough to use on cramped fold out
tables typically found on trains and airplanes. This allows
road-warriors to catch up on work while travelling to and from
meetings.

As UltraBooks are designed for mobility, they can be used for almost
an entire day without being plugged in, can connect to Wi-Fi and
Bluetooth devices for email and internet usage and ultimately allow
users the ability to remain productive while on the go.

UltraBooks

Johannesburg-based Special Needs School, Forest Town School,
currently runs a Work Experience Programme (WEP) which provides
various skill development learning courses to learners who are
physically and cognitively challenged. As part of this programme, the
school has created an initiative whereby the graduates of WEP who
have been trained in Computer Hardware Awareness, will be able to
rebuild and improve on the condition of pre-owned computers. These
computers are then be offered to the senior learners at the school
(aged 17 years old and above) to take home for learning purposes.

The computers donated to Forest Town School should preferably be
between three and five years old, and need not be in working condition.

The initiative offers value to both the WEP graduates as well as the
senior learners who will receive the opportunity to use the “recycled”
computers. Since 2012, Lloyd Viljoen and Wallrich have responded to
the appeal of the school. The companies donate their pre-owned
computers to the initiative to help the WEP graduates gain invaluable
experience, team building and communication skills through rebuilding
the computers, and in turn provide the senior learners with more
computers to use to broaden their knowledge of the Information
Technology industry.

Recycling the computers not only provides computers for the learners
at the school to learn from, but also contributes considerably to the
conserving of the environment, because the way in which pre-owned
technological equipment is disposed of has a significant impact on the
environment. Both Lloyd Viljoen and Wallrich are delighted to be able
to contribute to this initiative and help make a difference in the lives
of the Forest Town School learners.

The companies wish to encourage anyone looking to dispose of their
pre-owned computers to use Recycle@Work, an enterprise of
WEP@WORK, as an E-Waste outlet. Your donation will give a senior
learner an opportunity to expand on his/her knowledge, which is an
invaluable gift to any child.

For more information please visit www.foresttown.co.za or contact
Justin Jones at justin@wepatwork.org.za or on 011 646 0131.
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The current economic environment continues to challenge
businesses. As such, having the right team in place is key to the
success of any business. As firms focus on recruiting the best talent
they are no longer seeking employees that can merely get a job
done. While traditional recruitment strategies may have focused
on finding a candidate with specific talents that performed a
particular job function, managers today face the daunting task of
hiring employees who are skilled, flexible and sophisticated enough
to work well in today’s ultra connected, “always-on” business world.

With millenials slowly taking over the workforce, this new
generation's expectations are very different from their
predecessors. Today’s professionals want a career rather than a
job. The latest generation of business people want flexibility, a
modern working environment and opportunities to progress.

Finding the right people is only half the story. Once you have the
right team in your organisation, you need to make sure you retain
them. Retaining employees relies on the ability to keep up with a
rapidly changing business environment. With technology at the
forefront of these changes, managers must find ways to keep
employees engaged and stimulated. To accomplish this, human
resources should be re-evaluated to stay abreast of these changes
and facilitate easy transitions.

The future workforce is changing. Completing tasks and meeting
deadlines will not be limited to the office. As technology allows your
workforce to be more mobile than ever before, it is necessary to
put in place a business strategy which maximises the opportunities
presented by allowing employees greater flexibility.

Those firms who embrace such changes and implement appropriate
strategies will progress while those who don’t will most likely be
left behind. High performance businesses must strive to meet the
expectations of the modern workforce in order to progress.
Retaining your best people means that you and your business need
to adapt, embrace change and give your team the flexibility to work
in a way which is productive but also rewarding.

Meeting the expectations of
today’s workforce

More and more business people are using LinkedIn as part of their
networking strategy. Whether it’s to keep contacts up to date, meet
potential new clients or get up to date information from industry
groups, LinkedIn is a powerful business tool. Here are some tips to
help you get the most from LinkedIn:

Update your profile summary
Read your profile summary from a client's viewpoint. Consider what
you are saying and how compelling your message is. Try to keep
your profile consistent – for example, if you write it in the first
person then make sure the entire profile is written this way
throughout. Make sure you add in any significant recent
developments such as a promotion and give a little detail about
your firm – i.e. where you work and what the company does.

Set goals
Set written goals for what you want to achieve from LinkedIn.
Whether its lead generation, expanding your contact base or
keeping up to date with relevant trends – write out your goals and
stick to them. Review those goals on a regular basis and track your
progress.

Identify relevant industry leaders
Create a list of leaders in your industry that you would like to meet.
If you're in sales, these could be prospects. If you're looking for a
job, it could be employers. Search for them on LinkedIn and develop
a plan to make them become a connection. Remember not to send
an unsolicited request to link – if they don’t know you they could
report your request as spam.

Download your connections
Export your LinkedIn connections and save them to your computer.
Your connections are a valuable business asset – they could be an
important part of your sales pipeline now or in the future.  To do
this, simply go to your LinkedIn contacts list and at the bottom of
the page, you'll see "Export Connections". Export to outlook and
save as a .CSV file. It can be opened in Excel. Do this on a regular
basis so that you have a back up copy of your contacts.

Back up your entire LinkedIn profile
It takes time to write a decent profile for LinkedIn. So spend a few
moments to download a copy of your profile. As above this is useful
in case of disaster – you will have a copy of your content to use
again in the future if required. To do this, log into LinkedIn and go
to your profile view. On the bottom right side of your profile photo
is an edit drop down menu. Look for the 'export to PDF' choice. Click
on it and it will save to your computer.

Harness the power of LinkedIn
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No matter how big or small your business is you need a PR strategy.
Even the smallest start up business can have a simple PR strategy
which uses local press, social networking and email marketing to
raise the profile of the firm with very little financial cost.

Identify your target market
To begin with you must identify your target market – who are you
trying to reach, why are you reaching out to them and what is the
message? Remember – if nobody knows who you are and what you
do, the sales calls will not come. PR is not sales so plugging products
will not suffice. Instead focus on producing a newsworthy story
such as “local business creates new jobs” or “national firm expands
into new overseas markets”. Write stories that you would be
interested in reading if you were to see the headline in the
newspaper or online.

Select the appropriate media
If your potential customers are generally online then there is little
point in getting lots of press coverage in newspapers and
magazines. Select the media that is most appropriate for your
target audience. Identify the trade press titles that your customers
read. If you don’t have the answers to this already – ask your
existing clients via a survey.

Set targets
Set targets for your PR campaigns. Whether that is to receive press
coverage in one newspaper and once online each week or whether
you want to make the national news once a month, set realistic,
achievable targets.

Recycle content
If you send a press release out to a trade journal, business magazine
or newspaper, make sure you recycle that content. Once it has been
published you can then put a copy of the news article up on your
website, tweet a link to the story, add a status update on LinkedIn
and even email a copy out to your clients and prospects. Aim to use
each piece of press coverage at least twice – after all there is no
point in re-inventing the wheel in order to gain additional PR.

New year, new PR strategy

We’ve done it again!
To our clients and colleagues,

We are proud to announce that we have managed to submit 95%
of all our due tax returns for Trusts and individuals by the deadline.
We would like to take this opportunity to express our gratitude to
our clients for your cooperation and to our colleagues for your
continued effort and commitment. Your support is appreciated
and we are proud to be associated with tax compliant citizens.

Kindest regards,
Rhoderic Roberts                                                        Chrisna Roberts

Save time and money with our
complete payroll service
Dear client

In today’s competitive business world, it is important to make the
most effective use of time. Outsourcing routine tasks, such as
payroll, means that you have more time to focus on your business.

If you’re doing your payroll in-house, it can be both time consum-
ing and complicated, and keeping up with legislation and tax
changes can be an added headache.

We therefore have a dedicated payroll department, managed by a
professional accountant and overseen by a chartered accountant.
We have well-trained staff and we use the very latest computer
software.

Specifically we can:
�Prepare your weekly and monthly payrolls,
�Complete EMP201’s, EMP501’s and UI19’s,
�Ensure that you meet the key dates and deadlines for PAYE, SDL
  and UIF, and
�Do all this at a competitive price.

Please contact Juanita Kruger if you are interested – she and her
team would be delighted to assist you.

Best wishes

Yours sincerely

Chrisna Roberts CA(SA)
PARTNER

P.S. Payroll is a hassle and best outsourced to a specialist firm!

VAT BLITZ
Although petrol is zero rated for vat purposes, travelling charges
recovered/billed to clients are part of a service rendered and should
be charged with vat if you are vat registered. The billed entity can
claim the vat in return.
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TAX TIP
SARS rejecting log books submitted as supporting documents.

By Tony de Wijn, Softbyte Computers cc (Durban SA) Est. 1983

Lately, SARS have been very strict about supporting documents
- especially when it comes to the layout of a taxpayer's log book
kept to either claim business mileage, to substantiate a travel
claim either for a travel allowance received or for having the full
use of a company car. Further along I will suggest a very easy way
of recording all the info required by SARS for a log book.

Remember that, in order for SARS to consider ANY claim, SARS
may ask for certain information regarding the claim and, if you
do not give them all the information they ask for, SARS will
ignore your claim.   Whether you are claiming for medical
expenses or for R/A contributions to a Retirement Fund, SARS
may ask for proof of the claims. Give SARS all the information
they ask for and they will grant you your claim. If you hold back
any of the information SARS asks for then your claim will be
rejected! The same thing applies to travel claims.

A sample of the format of a suitable log book can be found on
SARS's website but any similar format, on a spreadsheet for
example, is accepted by SARS, as long as the info required by
SARS is on the log book.

SARS want a daily record showing Start-of-day mileage and
End-of-day mileage as well as private mileage done and
business distance done for that day.  In addition, you must
record who you saw, where and why, for the business distance
you logged for that day.  SARS needs you to enter a figure for
private mileage but SARS does not need details of private
mileage. SARS only needs details of mileage done on business.
In the case of a taxpayer who lives 10kms from work, for
example, you would show 20kms total of private distance each
day.  It is perfectly fine to use more than one line in the log book
for a particular day and it is also fine to leave a day blank if the
car was not driven that day.

SARS is quite reasonable about the info in log books when it
comes to taxpayers like doctors, for example, who often travel
between different hospitals to see many different patients in
each different hospital.   SARS do not require the doctor to list
every single hospitalised patient's name and why the doctor
visited each different hospitalised patient, in the doctor's log
book.  Let's face it; the travel claim is valid whether the doctor
travels to a hospital to see one patient in that hospital or 10
patients in that hospital so what is the point?

I know that taxpayers are simply too lazy to complete a daily log
book saying "it takes too much time and simply is not worth it". It
takes approximately 60 seconds a day to fill in a record for that
day and it could save the taxpayer R100, 000 or more for their
assessment.  The 60 seconds spent every day recording log book
details adds up to 6 hours a year.  Which taxpayer would turn up
his nose at half that amount of money for a total of 6 hours work?

There are all sorts of log book systems available to taxpayers but
many taxpayers simply get into the habit of talking into the
voice-recorder on their cell phone stating mileage, where they
have been and all other info required by SARS.  This only takes a
few seconds a couple of times a day, sitting in their car, and they
find speaking into a phone a lot easier than writing in a book.
They then get their assistant to enter all the info recorded on the
phone, into their log book at a later time and date.

Deadlines looming
28 February 2013

2012 Annual tax return - companies with
February year ends.

28 February 2013
Second provisional tax returns for 2012.

Obviously the assistant should do this on a daily basis but
sometimes the assistant only gets around to copying the info
recorded on the phone to log book entries 2 or 3 times a week;
however each day's trips, and all associated info, are recorded
in the written log book as required by SARS.

REMINDER – you only have until April 2013 to submit your
amended MOI in line with the new Companies Act, 2008 as
amended.  Some MOI’s involve a lot of work, consideration
and meetings, and therefore need to be attended to ASAP if
not done yet.

Companies ACT snippet
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Our combined skills cover all the
financial management needs a
business would require.

To maintain a competitive edge,
we ensure that our staff receives
expert personal training in the
latest technologies and legislation.

We are a truly South African
company and fully committed to
the future success and prosperity
of all South Africans.

We have built a sound reputation
on service delivery utilising
standardised methodology to
ensure cost effective reviews.

We offer a wide spectrum of
financial management services
ranging from business start-up and
support to estate planning.

We are always accountable,
always positive, always accurate,
always confident, always topical
and always driven for the benefit
of our clients.

VALUES The Wallrich way
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