
Continues pg 2

Streamlining acquisitions
Sharing presentations online
Work - Life balance
Characteristics of extraordinary businesses
Shift your stategy into a higher gear
Employee induction programmes
Tax tip / reminder
Does my business still need an audit?
Profit and non-profit legal audit and review
requirements
How to Calculate your public Interest Score
What is the Section 30(2A) “owner managed”
exemption
VAT Blitz
Financial ownership

In
de

x
V o l u m e 15 - J u n e  2 0 1 2

1

1
1 & 2

2
2 & 3

3
3
4
4

5
5

5
6
6

Out of the ever changing economic climate there will be
opportunity for stronger businesses to consider expanding rapidly
through acquisition.

Outlined below are some key reasons for acquiring another
business:

1 Adding a new service or product to your existing range.
2 Penetration into a new market place.
3 Creating a larger presence in your current market place.
4 Increasing market share and gaining critical mass.
5 Buying more expertise.
6 Buying more people generally.
7 Buying other resources available in other companies.
8 Reinforcing industry dominance (if you have such).
9 To improve profitability.

Where businesses find that there are opportunities to increase 3
or 4 of the above, then it makes strategic sense to allocate
resources to implement such an acquisition.

Looking out for businesses that may be interested in being
bought, one needs to consider the common reasons e.g.

1 Retirement looming
2 A lack of any succession plan
3 Staffing problems
4 Lack of leadership
5 Lack of capital investment
6 Decreasing profitability
7 Decreasing market share
8 Decreasing critical mass
9 Decreasing image within the market place

Combining the positive attributes of reasons to acquire against
the negative aspects of businesses interested in selling or
merging, one often arrives at a natural acquisition target from
which business can be done successfully for both parties.

Should you be in a position where you are contemplating a
merger or acquisition of a new business or considering investing
in any business opportunities, please feel welcome to contact
Wallrich to assist you in any such matter.

Streamlining acquisitions

Creating and delivering effective presentations to colleagues and
clients is hard enough without having to worry about I.T. issues.
Thankfully, a growing number of software programmes and
online applications allow you to collaborate and share slideshows
with ease. The following services not only make file storage and
transfer much simpler, they also provide an effective way to
spread the word about your presentation.

SlideRocket
Compatible with both Google Docs and PowerPoint, SlideRocket
also provides the ability to build presentations from scratch.
Designs can go beyond charts, tables, videos and Flash animations
to include Flickr images, YouTube videos and live Twitter feeds
through the integration of social media plug-ins. Once
synchronised online, slideshows can be embedded into your
website or shared through email invitations. They also
incorporate full back-end metrics, revealing those which resonate
most with viewers; this allows you to use the service as an
effective marketing tool.

Sharing presentations online
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SlideShare
This service lets you post presentations online for public or
private viewing. You can create branded channels, view
analytics and store PDF files, documents or videos (including
YouTube clips embedded within presentations). The biggest
advantage, however, is that sharing content is simple. Once
archived, you can easily embed presentations into corporate
blogs or websites and pass them on through Facebook, Twitter
and LinkedIn. You can even connect digital audio to slides to
create your own webinars.

SlideShark
As more and more business professionals utilise the iPad as a
presentation tool, new software applications have been
developed to take advantage of the iPad’s functionality.
SlideShark provides a relatively simple method of displaying
multimedia-rich PowerPoint presentations on an iPad.
Compatible with desktop creations, the service converts
uploaded files into a tablet-ready format while preserving
complex animations, graphics, and fonts. Touchscreen controls
allow presenters to tap or swipe the presentation instead of
using a keyboard or remote control. You can also connect
recent iPad models to a projector or TV for group viewing –
perfect for your next big pitch.
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Work - Life balance
Most business people struggle to get the “work – life balance”
correct. Here are a few tips to help you get it right.

Delegate
Effective delegation is an essential skill that every manager needs
in order to succeed. In business, it is tempting to do a lot of things
yourself so that the job gets done right the first time. However, in
doing so you are taking away from your personal life. As such, you
should try to delegate tasks that can be done by someone else.
Be sure to have good systems in place so that there are clear
instructions outlining what needs to be done.

Schedule Time for Yourself
This seems to be one of the hardest things for most business
people to do. It's also the last item on most people's list. You have
to make time for yourself, even if it is only an hour here or there.
It could be something as simple as taking an hour to read a book
or go for a run. No matter what you do, the goal is to incorporate
some “me time” time into your schedule.

Planning
Before you can even begin to get your work-life balance in order,
you need to gain an understanding of where you are going wrong.

Are you spending too much time at work and not enough at
home? Are you working on the weekend instead of seeing friends
and family? Ask yourself these questions to determine where you
need to make some adjustments.

Family Time
Life isn't just about you; so when working on balancing your life,
your family must come into consideration. You must identify what
you are missing in this part of your life and ensure that you
dedicate enough time to invest in your family.

Prioritise
The key to finding balance is the ability to prioritise. You have to
thoroughly understand what needs to be done first and what can
be pushed back to a later time.

Learn to say "No"
In business, we often want to please others and so will usually
take on more work when asked. However, by doing so we risk the
possibility of having too much to do in the time we have
allocated. Sooner or later we have to say no to some things in
order to keep our life balanced.

Characteristics of extraordinary
businesses
Most business people consider the likes of Google, Apple and
BMW to be extraordinary businesses. They are renowned for
being great places to work and empower their staff to a level
which drives innovation and helps bring the business forward.
However, you don’t have to be a multinational firm to be an
extraordinary business. Here are a few key characteristics of such
businesses which you can adopt:

Technology Offers Empowerment
Extraordinary businesses see technology as a way to free-up time
to human beings so they can be creative and build better
relationships. These businesses adapt their back-office systems to
the tools (such as smartphones and tablets) that people actually
want to use.

Business is not a battlefield
Extraordinary businesses see commerce as a symbiosis where the
most diverse firm is most likely to survive and thrive. For
example, 3M encourages innovation from its workforce and
applauds ideas that fail (because employees weren’t afraid to
try!). They consistently bring innovative new products to market
as a result.

A company is a community
A business is not a machine with employees as cogs.
Extraordinary businesses see themselves as a collection of
individual hopes and dreams, all connected to a higher purpose.
Successful companies inspire employees to dedicate themselves
to the success of their peers and therefore to the community and
company as a whole. For example, Google has a reputation for
building communities in its offices by providing recreational
facilities for staff to use. The result is that the teams socialise
together and form a community within the business – which
encourages collaboration and, ultimately, new and better services
for Google’s customers.
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Motivation through vision
Extraordinary businesses inspire their staff to see a better future
and imagine how they'll be a part of it.  As a result, employees
work harder because they believe in the organisation's goals,
truly enjoy what they're doing and know they'll share in the
rewards. An example of this is Apple – the vision of Steve Jobs,
motivated the teams at Apple to develop market defining new
products such as the iPad, iPhone, iPod, etc.

Shift your strategy into a
higher gear
Most businesses develop a strategy at the beginning of the year.
As the year progresses they may encounter new challenges as the
market in which they operate evolves. Every owner or manager
eventually faces that gut-wrenching decision to make a major
shift in strategy, to throw out the old plan and reorient the team
towards a new business model.

In order to keep on top of your strategy and (when the time is
right) shift it up a gear you should:

Create a stream of options
Regardless of which market sector you operate in, the business
environment is constantly evolving. As such, you should develop a
range of strategic options which will allow you to plan for market
shifts and take advantage of new opportunities. If you need to
shift your strategy quickly, you need to have options ready to
hand (that have been agreed with stakeholders such as the board
of directors) that you can utilise at short notice.

Invest with discipline
You should have metrics and Key Performance Indicators (KPI’s)
assigned to each division or product/service line within your
business. If a particular division is not hitting its targets and the
KPI’s are on a downward trend, the business should consider
whether it is worth investing in a potentially loss-making activity.
This level of investment discipline will discourage the company
from throwing “good money after bad” in order to prop-up a
failing service line.

Test and learn
As an entrepreneur, you hold a significant advantage:  when you
find ideas that work you can implement them more quickly than
large companies can. However, to do so you must train yourself
and your team to have a "test and learn" mentality. Every
customer interaction, every product idea, indeed every business
decision gives you the opportunity to test and learn. Embrace
those opportunities to try new approaches and evolve your
approach to the business.

Employee induction
programmes
We’ve all been there before – first day in a new job. You’re not
sure what to expect. Everything is unfamiliar and you are
apprehensive about proving yourself to your new colleagues.

To engage new recruits, employers need to think about each
part of the process from application, interview and job offer to
the first day - and beyond. Yet too often the induction process is
not thought to start until the first day on the job. That is a
mistake - and a missed opportunity. If you engage with your
employees they are more likely to stay longer, they are also
productive and better at building good customer relationships
from the start.

A good induction programme is the first strand of the employee
engagement programme and needs to start early. A few simple
steps will help your new recruit to take the early days in their
stride. The period after an applicant has accepted a position and
before they join is critical so ensure you keep in touch to
alleviate concerns and respond to queries.

 Send an employment pack of relevant information with
the offer letter and phone them a few days before they
start to run through any questions.

 Ensure reception is expecting them on day one and knows
where to take them - and brief the team. It’s important
that everyone in the office (or at least in the relevant
department) knows the new recruit’s name.

 Arrange a guided tour and introductions to other
members of the office.

 Identify an office buddy for the new recruit to go to with
questions. Whether this is a line manager or a colleague
depends on the individual situation.

 Make the tone positive and keep written manuals and
other paperwork to a minimum - good impressions work
both ways.

 Ask the recruit to report back to you at the end of day one
and follow up with the buddy or line manager - address
any issues quickly.

 Offer constructive advice and assistance and give plenty of
positive feedback and encouragement in the early days.

 Create a positive future vision by discussing development
plans early on.

 Finally, don’t forget to complete a Probationary Period
Assessment form. This works both ways – it allows the
firm to establish that they have hired the right candidate
for the job and it acts as a feedback channel for the new
recruit and lets them know how they are doing in their
new role.
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This applies to companies with a Public Interest Score below
350 in terms of the Companies Act Regulations.

Are we looking to sell or float the business in the short to
medium term?

Where a sale or flotation of the company is possible, in either
the short or medium term, retaining the audit is likely to
enhance the value of the company and will give assurance to
investors as to the history of the company’s earnings and the
quality of their financial reporting.

Do we have any suppliers who require audited accounts?

Some trade suppliers and finance houses may require audited
accounts to support the level of credit advanced.

Do we have any customers who require audited accounts?

In many cases customers will require audited accounts when
you submit tenders.  This is especially important when working
with public sector organisations.

Do we depend on outside shareholders that
require or desire audited accounts?

If your company has a sizeable percentage of its share capital
held by parties who are not involved on a day-to-day basis in
the management of the company they may appreciate the
added assurance that they receive from audited accounts.

Do we belong to a trade association that
requires audited accounts?

The annual audit might be a requirement for membership of
many trade associations.  For example travel agents must
provide ABTA with audited accounts.

Does my business still
need an audit?

Are there regulatory requirements for us to maintain the audit?

Companies that are authorised to conduct financial services
business (registered with FSB) will continue to need to have their
accounts audited.

Would an Inland Revenue investigation disrupt our business?

The company’s annual accounts are used to compute the
company’s corporation tax liability.  The likelihood of an Inland
Revenue inquiry is expected to increase where the accounts are
unaudited and the nature of the company’s activities results in
the application of complex accounting policies for the
determination of profits.

Are all the directors satisfied that their accounts show a true
and fair view and that all their responsibilities are discharged?

The removal of the requirement for an annual audit does not
remove the directors’ responsibility to prepare accounts which
show a true and fair view of the state of the company’s affairs
and comply with the Companies Act.  The audit will give you
added assurance that you are meeting your statutory
responsibilities.

Do we need independent assurance on the quality
of our financial accounting?

Although you may be involved closely in the day-to-day
operations of the company, the accounting function may not be
something that is under your control.  The audit can give you
assurance that this accounting function is being well managed
and providing you with quality information on which you can base
decisions about the future direction of your company.

Does our bank require us to have an audit?

There are many situations where your bankers or other funders
may insist on an audit being performed to provide them with
assurance regarding the security of their investment.  It is
important that you discuss the position with them before
reaching a final decision on whether or not to continue with an
audit.

Does the MOI (Memorandum of Incorporation) require an
audit?

The MOI may contain a requirement (voluntarily) that
the financial statement needs to be audited.

Will the company compile their own financial statements
internally?

This decision may change the audit status of the company – refer
the flow diagrams on the next page.

Yes No

Yes No

Yes No

Yes No

Yes No

Yes No

Yes No

Yes No

Yes No

Yes No

Yes No

Yes No

Tax tip / reminder

If you have Employer-Owned Insurance
Policies or pure risk policies, remember to
confirm with your broker if it is an
approved or unapproved fund as the
company contributions on unapproved
funds (pure risk policies with no
retirement element to it) are regarded as
taxable fringe benefits since 1 March 2013.
Remember to inform your payroll
administrator as well if the fringe benefit
needs to be raised on the payslips.
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How to Calculate your
Public Interest Score
Average number of employees
during the financial year to be
reviewed / audited.

Turnover for the year

Third party liability at year-end

Shareholders of profit companies /
members of non – profit companies

What is the Section 30(2A)
“owner managed”
exemption?
A private company where one person holds, or has all the
beneficial interest in, all of the securities issued by the
company;

or

A private company where every person who is the holder of, or
has all the beneficial interest in, any securities issued by the
company is also a director of the company.

1 Point per
employee

1 Point for
every R1 million

1 Point for
every R1 million

1 Point for each
shareholder/
member

Total Score

Public company? Listed / Unlisted

Holds more than R5 million fiduciary assets?

State owned/company controlled?

Public interest score > = 350?

Public interest score > = 100 < 350?

Yes

No - Private company

No

No

No

(Public interest
score < 100 )

Yes No - compiled by
independent professional

Yes/No

Does Section 30 (2A)
“owner managed”
exemption apply?

Does Section 30 (2A)
“owner managed”
exemption apply?

Yes

No review
requirements

No

Yes

No

INDEPENDENT REVIEW REQUIRED
(Refer to checklist: Does my business still need an audit?)

Legal audit/review requirements

PROFIT COMPANIES

No review
requirements

Financial
statements
compiled
internally

Financial
statements
compiled
internally

A

U

D

I

T

R

E

Q

U

I

R

E

D

Yes

Yes

Yes

Yes

No

State owned/controlled or Foreign/
international company or perform

a statutory/regulatory

Holds more than R5 million fuduciary assets

Public interest score > = 350?

Public interest score > = 100 < 350?

Yes

No

No

Financial
statements
compiled
internally

Yes

Yes

No - compiled by
independent professional

Yes

INDEPENDENT REVIEW REQUIRED
(Refer to checklist: Does my business still need an audit?)

Legal audit/review requirements

NON - PROFIT COMPANIES

No

Financial
statements
compiled
internally

A

U

D

I

T

R

E

Q

U

I

R

E

D

Yes

No

Yes

(Public interest
score < 100 )
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VAT Blitz
Intra-warehouse transfers

The valuation of goods entered for home consumption should reflect the value of the
goods in terms of any intra-warehouse sales that occurred before the goods were

entered for home consumption instead of their original value on entry into the
warehouse.

Exemption for imported services
The VAT Act currently provides for a minimum threshold exemption of R100 in respect
of books, newspapers and journals imported by post. A similar exemption of R100 was

introduced for imported services (e.g. electronic books) for imports into South Africa on
or after 10 January 2012.

Conversion and renewal of mining rights
The law was clarified to make it clear that only the conversion of so-called old order

mining rights held by a person into “new order” mining rights as required by the Mineral
and Petroleum Resources Development Act 28 of 2002 (the MPRD Act) qualify for the

zero rate of VAT. The zero-rating does not apply to the transfer of mineral rights to third
parties outside of the conversion or renewal process. The zero-rating which applied for
mineral rights renewals has also been deleted. The zero-rating merely protects existing
mineral rights holders from being subject to VAT on the compulsory conversion of old

rights to new rights as prescribed in terms of the MPRD Act.

SARS Vat Guide for vendors March 2012
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S u b s c r i b e

U n - S u b s c r i b e

Taking charge of your financial destiny can be a challenge in these trying times.

There are a myriad of factors to contemplate, some of which may leave you

destitute should you decide on the DIY option.

At Wallrich we have the experience to guide you in the right direction. Being

accountable for our actions and subscribing to the letter of the law, we can provide

you with a financial direction that will provide you with transparency on your financial

affairs. We can give you the ‘heads up’ when we detect danger looming, or give

you options on the way forward. Our team of financial consultants can partner you

on any strategic decisions for your business or you personally.

If you are ready to discuss your most intimate and classified financial affairs, please

contact us and together we can create a new level of ownership. A level that will

make you review the past and face the future with confidence.

Financial ownership
always accountable
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