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Sometimes it seems easier to just do it yourself

Most of us would have said to ourselves: "It would have been easier
if I had done it myself".

Communication is a difficult process. It is easy to forget to tell
someone a key piece of information when passing on information
or giving them instructions. Consequently, people may not do
exactly as you expect. So is this a reason to stop trying? No - I
believe it is a reason to get better at communicating. Both parties
should learn something.

I remember an incident very early in my career. I was asked to do
an accounting task. Apparently I did not do it correctly. The
manager concerned redid the task, without telling me. I found out
from somebody else. The manager was angry. I was angry too
because I had not had the opportunity to learn. I was also upset
that I had made mistakes. I did not want to do that either. It was
a no-win situation. I should have asked for more guidance. The
manager should have had better controls in place. We both should
have learnt from the experience.

The long term benefits
A useful parable is:
Give a man a fish; you have fed him for today. Teach a man to fish;
and you have fed him for a lifetime - Author unknown.

Most of us have seen this parable before. Yet many choose to
ignore it. Why?

As explained above, communication difficulties causing frustration
can be a starting point. Another reason can be a lack of
appreciation of what the parable is saying. Sometimes it takes a
little longer to explain or train someone in a task or delegation.
But if it is a repetitive task, the time saving in the long run can be

very substantial. This increases personal productivity. It can also
have a motivational effect which also increases performance.

Recently, the power of this parable has been brought home to me.
In a world where there is so much to do, it is essential that we pass
on our knowledge and skills to others, so they in turn can pass on
that knowledge and skills to others as well. The parable can be
taken at face value as a story, but it also applies literally. We really
should be teaching people how to fish.

Conclusion
Our time is such a critical resource. Failure to concentrate on the
more important things is a waste. It is easy to work on the more
straight forward tasks, but if you have people that you can delegate
these tasks to - do so. Do it for their sake. Do it for your sake. Show
people that you trust them. Allow them to develop their skills
further. Take responsibility for your actions. Start doing it today.
Make the world a better place.
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Buying and selling a business can be a minefield of compliance,
legislation and risk.

At Wallrich we are experts in this area and provide a thorough
and professional service to business buyers and sellers.

We can help you with:

 Due diligence – reviewing a potential business acquisition
 Financials – working with the banks to secure the
 appropriate level of finance.
 Restructuring – Changing the financial base of your
 company to generate the capacity for investment and to
 create working capital.

We offer a unique and innovative service to drive your
business forward.

Please let us know if this would be of interest to you.  A number
of our clients have told us this is the best day they’ve ever
spent with us!

Motivating your employees
Have you ever thought about
buying another business
or selling your own?
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Business rescue:
The doctor is in

The South African law of insolvency has recently received a massive
facelift in the form of chapter 6 of the Companies Act 71 of 2008
(“the Act”). Chapter 6 introduces, for the first time in South African
law, the concept of business rescue. Business rescue can be
explained to the layperson as follows: when a person falls ill, they
will seek the services of a doctor. The doctor will prescribe the
appropriate remedy and the person will recuperate and live a long
life to be appreciated by family and friends. Such a person, upon
realising they are ill, does not drive to the morgue and apply to
have their life brought to a swift end. This was just the situation
prior to business rescue. A company in financial distress and unable
to pay its debts, would immediately and unceremoniously be put
to death by liquidation to the detriment of owners, employees and
creditors (the concerned family).

Choosing a doctor that understands your needs:
Business rescue provides a financially distressed company with the
option to seek a remedy that will restore its financial health. The
doctor takes the form of a Business Rescue Practitioner (“BR
Practitioner”), a specialist tasked with diagnosing the source of
financial distress and prescribing a rescue remedy. Much like most
people on any good medical aid, the company can choose its own
doctor as long as he is a person, or two or more persons appointed
jointly, in terms of chapter 6 to oversee a company during business
rescue proceedings. As it stands now, there is no list of BR
Practitioners to choose from, so a company should nominate an
individual whom it believes is qualified to treat it and approach
CIPC (formerly CIPRO) in order to have the individual appointed.
However, pending the production of a list, such appointment will
be for that particular company and those proceedings only. It is
not a general appointment to act as the company doctor.

Do you need the doctor?
Picking your doctor is fine but how would you know you need one?
A company needs treatment when it is financially distressed in
terms of chapter 6. Financial distress means that it appears
reasonably unlikely that the company will be able to pay all of its
debts as they become due and payable within the immediately
ensuing six months or it appears reasonably likely that the
company will become insolvent within the ensuing six months.

However, financial distress on its own is simply not enough to
determine that the company needs a doctor. Section 129 of the
Act adds that a company may voluntarily begin business rescue
proceedings and place the company under supervision if the Board
has reasonable grounds to believe that the company is not only
financially distressed, but there also appears to be reasonable
prospects of rescuing the company. Terminally ill patients need
not apply.

How to make an appointment with the doctor
To make a voluntary appointment with the doctor, the Board of
the company must pass a resolution to commence business rescue.
The resolution must be filed otherwise it will be of no force and
effect. All affected persons must be advised by way of a published
notice in the prescribed manner. Affected persons include

shareholders, creditors, registered trade unions and employees
unrepresented by a trade union. Next, appoint your doctor of
choice who meets the requirements set out in section 138 of the
Act. Once again, a notice of appointment must be published within
two days of the said appointment. All affected parties must receive
a copy of the appointment.

Failure to book an appointment as prescribed means that the
resolution to begin business rescue proceedings lapses and is a
nullity.  No further resolution may be filed for three months from
the date on which the resolution lapsed.

What next?
Having made an appointment with the doctor, the question on a
patient’s mind would generally be: “What is going to happen to
me now?” Therefore, in the next instalment of “The doctor is in,”
we will consider the powers of the BR Practitioner and the skills
required to rescue an ailing company (“The Treatment”).

Story One: How not to handle a complaint.

We stayed in a hotel last year. From the moment we walked into
the room, things started to go wrong. In themselves, each little
problem did not amount to much. However, by the time it came
to check out the next morning, I had decided to spend some time
providing some feedback.

Although we had filled out a feedback form, I asked the receptionist
to write down the list.

My first comment was about the queen sized bed, a factor in
choosing this particular accommodation. The bed was fine, it just
did not fit the room (obviously designed for a double bed).

My second comment was about an electronic room key. One of
the two we had been given did not work.

Although I had five or six more comments to go, at this stage I
noticed that the receptionist was not writing my comments down.
When I quizzed him, he said he did not need to - the hotel already
knew about the beds and the key was "one of those things".

At this stage, I abandoned my feedback and made the comment
"that I was wasting my time".

We completed the check out process. I did not receive any form
of apology from the receptionist. I left with another article topic
and story for this newsletter.

The receptionist felt my comments were trivial and unimportant.
To me, they were valuable feedback.

I did receive a nice letter from management about the comments
on the feedback form. Although the annoyance subsided, the
negative experience was still felt.

Are your staff taking notice
of what customers say

The Wallrich way

By Derek Stockley

By Chio Sakutukwa - Junior Legal Advisor at RSM Betty and Dickson (Johannesburg)
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Assess where you are today: Before you can plan where you
want to go with your team, you need to work out where you
currently are. Make a realistic assessment of your team -
what kind of staff do you currently have, what are their
strengths and weaknesses and the areas you need to
build on?

Failure to plan is a plan for failure: Planning is essential for
any business and if you want to build a winning team, you
need to plan each step of the process – from where you are
today to where you want to be in 3 or 4 years. For any team
to succeed as a whole unit, you need a strategic plan in place.
Pick and choose your team members and then get them
together for a planning meeting and encourage all team
members to contribute their ideas.

Build a winning team

Please let us have your contributions about your financial experiences from which others may be able to learn .

Define Team Members’ Roles: It's imperative that you have a
clear idea of your own role in the team - either as team leader,
coordinator or motivator. Just as you should be clear about
your role, your team members should be clear on their
respective roles. Involve your team in this process.

Identify Goals: Team members who are aware that their
performance will not go unnoticed feel motivated to go the
extra mile. Therefore it is important to develop and implement
a performance measurement and reward system to support
your team’s plans. This kind of system also helps you to map
out the progress towards achievement of goals and targets.

Don’t manage your team, be their coach: Your management
team doesn’t need to be micro managed. Instead you should
aim to coach your team. Be their mentor and provide regular
guidance and on the job training. By ensuring that your team
are trained and updated on the latest trends, issues and
challenges in the market, your business will achieve its goals.

www.wallrich.co.za

To build a business and steer it towards success, you need a
strong team behind you. Here are the steps to building a good
management team in your business:

T i p s  t o  h e l p  y o u  g e t  m o r e  c l i e n t s
Business owners and managers, regardless of their industry,
have one thing in common – they all want to win more clients.
In today’s challenging business environment, small and medium
sized businesses need to work harder to develop strategies that
win new business. Here are some tips to help you develop a
winning strategy for your business.

Sell The Benefits, Not The Product: Customers buy from you
because you give them a solution to a problem. For example,
businesses buy new computers because they need to update and
replace old, slow machines. The attractive solution to this
problem – new computers at a fair price with some added
benefit such as good backup and support services from the
supplier. Regardless of the product or service that you offer, sell
the benefits to your customers. Differentiate your firm and
increase your chances of closing the sale by offering added
benefits such as great service, a free add-on, etc.

Focus on the Numbers: There is no point in selling huge
quantities of a product or service to your “biggest customer” if
you are selling at a loss. You should focus your business
development efforts on targeting new “high margin” customers
and build your business into a more profitable entity. Equally,
you should try to reduce the number of or even eradicate non-
profitable customers from your business. You can do this by
increasing the price of your products or services to a level where
you make a healthy margin. If the customer stays with you then
you have a positive result – they are now profitable. If they leave
you for another supplier – no harm, since they were loss making
for your business.

Build relationships with your target market should be viewed
as an investment. It requires time, effort and budget. In order
to become a market leader your business needs to
demonstrate its expertise. You can do this by writing articles
for business magazines and newspapers, producing
newsletters, public speaking at seminars and events or just by
meeting potential clients face to face. Essentially, you are
giving a little something away to potential customers for free.
Over time, by continuously demonstrating expertise and giving
away some free advice, potential clients are more likely to
buy from you.

Wallrich
seminar survey

In order for us to be fully accountable, our clients have to be informed
decision makers. Wallrich will be hosting a series of client seminars to
address key issues and aid our clients in understanding the ever
changing, complex financial sector. These seminars will help business
people gain insight into sustainable business practices from a financial
services perspective. To develop a seminar program that will provide a
truly meaningful experience to our clients, we would appreciate your
recommendations on specific subject material. Please let us know
which topics of discussion would be of interest and most pertinent to
adding value to our current service offering.

Send your response to mark@mscom.co.za

mailto:mark@mscom.co.za
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Story Two - A customer complaint was justified
We stayed in another hotel recently. This time the room was fine.
However, things were still not right, specifically:

there was insufficient milk
breakfast items were not delivered
the fax machine in the room did not have any paper
and the ink cartridge needed changing
the hot water was cold by 8.00 am

Did I complain? No, I did not. Why? It took me long enough to have
the breakfast bill reduced. I could not be bothered about the other
things.

Customer complaints are an important asset
How many of us have bought small items that have malfunctioned
or broken. It has not been worth the time and expense to take
them back. I bought a small house brand stapler at a supermarket.
It broke on the first day. Thinking it was a "once off", a week later
I bought the same model again. It lasted a couple of days before
it broke as well. I haven't taken them back. I wonder how many of
these staplers are giving the supermarket house brand a bad name.
The brand name itself is about reliability, the exact opposite of
what I experienced!

If customers take the time to provide feedback, we should listen
carefully. I know from my own personal experience, I do not
provide feedback every time.

I do not know the exact figure, but I expect that for every complaint
made, there are many instances of poor service that are not
reported.

Organisations should develop mechanisms for recording informal
feedback as well.

Summary
Customer service staff should pay attention to complaints made
by customers. If the customer is prepared to take the time, then
he or she is entitled to receive full and proper attention.
Organisations should have systems that gather formal and informal
feedback, both good and bad.

Personal reflection
In your business, do you listen to the good and bad feedback you
receive? Are you willing to fix the problems reported? Do you
thank customers for their feedback, good and bad?

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

Our payroll service will save you time and ensure that you and
your payroll stays up to date with legislation and tax changes.

We have therefore established a dedicated Payroll Department,
headed up by Anri du Plessis.  We have well-trained staff and we
use the very latest computer software.

Pricing is quoted and calculated upfront according to your staff
complement. Our payroll administration service for this quoted
rate includes the following:

- Printed and/or electronic payslips on a monthly basis;
- A total transfer list of salaries payable;
- Monthly report to your accountant;
- Completion and submission of EMP 201 returns and,

if the necessary authority is given, the payment of the
 EMP201 via e-filing;
- UIF declarations;
- EMP501 reconciliations on a bi-annual basis;
- Annual IRP5 and IT3(a) certificates.

An additional once-off fee per employee applies to newly
appointed employees as a setup fee which includes the UIF
registration (UI 19 forms) of individual staff members.

We also prepare and submit your annual workman’s
compensation return if required as a fixed fee available on
request.

Payroll administration

t a x @ w a l l r i c h . c o . z aHettie Bekker -

mailto:tax@wallrich.co.za
mailto:tax@wallrich.co.za
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The Wallrich Journal is produced monthly and contains
editorials that are of general interest to business owners,
entrepreneurs and financial professionals. It is sent to all
Wallrich and Lloyd Viljoen clients and opinion leaders, and is
also posted on the company website. As we are proud about
our progress and achievements, as well as our valued
relationship with our clients, we would like to provide you
with the opportunity to profile your company and its
competence with a short editorial. Should this be of interest,
then kindly submit your contribution of not more than 200
words to martin@mscom.co.za and make mention that the
contribution is for the Wallrich Journal. Obviously, not all
editorials will be placed at once. As the submissions are
recorded they will be placed. We look forward to
your contribution.

Tell us about your company

F I N A N C I A L M A N A G E M E N T A C C O U N T I N G

always accountable

1st Floor, Randpark Building
20 Dover Street, Randburg

PO Box 2444, Randburg,
2125

Tel: +27 (0) 11 789-1011
Fax: +27 (0) 11 789-1012
E-mail: info@wallrich.co.za
Web: www.wallrich.co.za

F i n a n c i a l m a n a g e m e n t a n d a c c o u n t i n g

Wallrich originated from the company Lloyd Viljoen (Randburg south branch), established in
1964. The main focus was on audits, accounting and financial health checks. Wallrich was
introduced in 2010 and took over the traditional accounting and tax assignments section in
Lloyd Viljoen, adding a progressive consulting and financial management component. The
management team is young, energetic and inspired by innovation in business and finance.
The relationship with Lloyd Viljoen supports a combination of experience and modern-day
practice for financial management consultancies.

We have built a sound reputation on service delivery utilising customised methodology to ensure
cost effective reviews. We strive to be accountable, accurate, topical and always benefit driven
for our customers in commerce and industry.

Financial Business Insight

Business start-up support.
Business planning, cash flow
and profit projections.
Consulting on management buy outs/ins.
Acquisitions, mergers and disposals.
Due diligence reviews and feasibility studies.
Secretarial services.
Forensic audits.
Internal audits.

Preparation of annual financial statements.
Management accounts.
Accounting services and advice.
On the job training of your financial staff.
Tax planning, return preparations for corporates,
individuals and trusts, statutory tax preps and
compliance.
Estate planning.

Inspired by
experience and
innovation in

business
and finance.
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Tax season for individuals and trusts:
Electronic submission deadline for non-provisional taxpayers:

25 November 2011

PROATIA manual deadline:
31 December 2011

Electronic submission deadline for provisional taxpayers:
31 January 2012

www.wallrich.co.za

The Wallrich way

Vision
The Wallrich vision is to provide accurate, superior and
informative financial management, accounting and auditing
services to small to medium size enterprises.

Mission
The Wallrich mission is to be always accountable, based on
strict values of accountability in everything they do.

Values
Wallrich currently comprises of three partners, who’s combined
skills cover all the financial management needs a business
would require.

To maintain a competitive edge, Wallrich ensures that their
staff receive expert personal training in the latest  technology
and legislation.

Wallrich practices
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Most potential entrepreneurs choose a franchise based on what
they dream of doing: owning a restaurant, operating a nursery,
hardware or a franchised learning institute. Few are inspired by
bookkeeping, preparing financial reports or managing cash flow.

Proper accounting systems, records and analyses are vital to the
success of a franchise. Not only do they help you secure
financing for start-up, they also allow you to monitor your
franchise and minimise both business and personal taxes you
have to pay. However, when investigating in a franchise, make
sure you can accept the financial and accounting responsibilities
with which you must comply—your franchisor will not assume a
large share of your financial, accounting or reporting obligations.

By working with the franchisor to develop an accounting and
bookkeeping package for their franchisee network, each
franchisee receives the best personal service at the lowest
monthly price due to division of financial responsibility. The
franchise owner benefits by having a team of accountants who
already understand the business and the franchisor benefits
from the consistency and reporting that comes from using a
common system. Wallrich has the strategic financial capacity and
experience to partner the franchisee through good and troubled
times.

The company can confidently handle large, medium, small and
new franchise networks or the franchisee as a stand-alone
business. Using one preferred system tailored to the business
across the network will save money and improve financial
controls. The company recently developed a new brand identity
to better reflect on its values and business approach. While
wealth creation is transparent throughout all divisions, the
partners are well positioned to handle a client’s business and
personal finances.

Wallrich views every franchise client as a new business with a
unique vision and to listen to and understand the client’s needs
and challenges. The partners work with the client as a strategic
partner focused on the success of the client’s business. “We
make it our business to know and understand the franchise
industry and challenges that it faces” says Cobus van der Merwe
, partner at Wallrich. “We have a team of experienced, dedicated
and professional franchise consultants who understand the
client’s individual operations and growth goals. The challenges
include franchise consulting, franchise accounting and cost
development, bookkeeping, tax services and suppliers payable.”

There are a number of ways in which to determine financial
health. Start by requesting disclosure documents from the
franchisor. Disclosure documents include proposed franchise
agreements and financial statements such as the balance sheet,
statement of earnings, income statement, cash flow statement
and a statement of owners' equity. The financial statements
must be audited or reviewed by a chartered accounting firm
such as Wallrich, and will therefore include accountants' notes.
These notes can provide insights into the statements, including
any special concerns.

Some disclosure documents include 'earnings claims' (financial
information that enables prospective franchisees to predict
potential costs, sales, income and profits) for various locations
within the franchise system. In other cases, you will  have to rely

Fra n c h i s e s  h ave  s p e c i a l  a c c o u n t i n g  c h a l l e n g e s

on income and expense- or cash flow projections (separate
documents representing a franchisor's estimates of the future
financial performance of a franchise), using them to calculate a
range of actual or potential sales, costs, income or profits from
the franchise.

The disclosure documents should also indicate the market
conditions upon which claims for earnings are based, as well as
any factors that could significantly impact on results, such as
location, product mix or seasonal fluctuations. There are
significant financial obligations to investing in any franchise, so
your personal financial health is crucial to its success. Do not rely
on the franchisor's advice alone to decide whether you have the
financial backing to buy and operate a franchise. While the initial
franchise investment (including the franchise fee) for many
companies seems attractive, there are often additional start-up
and operating expenses involved.

There may also be numerous on-going expenses that may
include royalties, advertising fees, equipment maintenance,
employee training, insurance, rent, inventory and more.
New franchisees typically lack cash for start-up and operation.
Therefore, your franchise will likely take time to start generating
a profit. To prepare for this, ensure you have sufficient assets
available to cover your personal expenses, as well as start-up and
on-going expenses during the business initiation phase. Wallrich
can advise to ensure your estimates are practical

Many franchisees appreciate financial tasks handled by the
franchisor. However, there will normally be a fee charged for
doing so. To determine which tasks  belong to the franchisee,
and what fees the franchisor charges, review the provisions
related to books, records and reporting in the proposed
franchise agreement found in the disclosure documents and
monitor your franchise finances.

By comparing these ratios to those of franchise or industry
averages, which can be provided by franchisors, you can evaluate
the progress of your enterprise. If you need advice or assistance,
consult with Wallrich as experienced accountants and advisors.
They can help you interpret financial results and benchmark your
progress relevant to both competitive businesses and other
locations within your franchise system. They can also guide you
on how to strengthen results.

The financial success of your franchise requires undivided
attention. By employing a capable firm you can rest assured that
qualified and dedicated individuals are looking after your future.



With the increasing number of employee share incentive
schemes and new investors to the JSE, more and more people
are becoming share owners and should be aware of the tax
implications should the shares ever be sold.

The first step in computing your tax liability in respect of a
disposal of shares is to determine whether the gain or loss is of a
capital or revenue nature as this will determine at what rate it
will be taxed.

In this issue of Wallrich Journal we will set out the “safe haven”
rules in Sections 9B and 9C which will ensure that your profits
from shares will be regarded as capital of nature.

When you hold your shares otherwise than as trading stock, that
is, as capital assets, any gain will be of a capital nature and is
subject to CGT. Capital losses may only be set off against other
capital gains. The first R20 000(2012f/y) (known as the “annual
exclusion”) of the sum of all capital gains and losses in the tax
year is excluded in determining the amount that is subject to
CGT. The annual exclusion increases to R200 000 in the year of
death. When your net capital loss exceeds the annual exclusion
in a tax year, the excess is carried forward to the following year
as an assessed capital loss that may be utilised against future
capital gains.

The ‘safe haven’ rules
1 The five-year rule
Section 9B applied to JSE-listed shares disposed of before 1
October 2007. New rules in the form of section 9C take effect
from 1 October 2007 (see the three year rule below).

2 The three-year rule
Section 9C replaced section 9B and applies to the disposal of any
“qualifying share” on or after 1 October 2007. It applies to gains
and losses and unlike section 9B does not require an election. Its
application is automatic and compulsory.
Under section 9C any gain or loss on disposal of qualifying shares
is deemed to be of a capital nature if you held them for a
continuous period of at least three years. If section 9C applies to
a share, any gain or loss will be regarded as a capital gain or loss
for CGT purposes.

If you dispose of the shares within three years, the capital or
revenue nature of the profit or loss must be determined using
the general capital versus revenue tests (to be discussed in detail
in the coming Volume 10 of Wallrich Journal). The profit or loss is
not automatically deemed to be of a revenue nature.
Qualifying shares
Section 9C applies to a wider range of shares than section 9B. A
“qualifying share” includes:
• a share in a listed or unlisted company resident in South Africa,
• a share in a foreign company which is listed in South Africa,
• an interest in a close corporation, and
• a participatory interest in a collective investment scheme.
Excluded as a “qualifying share” are
• a share in a share block company,
• a share in a foreign company (other than a share listed in South
Africa),
• a section 8E “hybrid equity instrument” (for example, a
preference share redeemable within three years), and
• a share that is not an equity share (for example, a non-
participating preference share).

TAX tip Recoupment of expenditure claimed under section 11
If you held your shares as trading stock and were allowed
expenses or losses in respect of those shares, those expenses
and losses must be included in your income as a recoupment
when you sell your shares (section 9C(5)).

First in, first out
The first-in-first-out method must be used to determine the
length of time you haveheld shares that you have disposed of
(section 9C(6)). This is merely for the purpose of applying section
9C and does not affect any identification method you have
adopted for determining the base cost of your shares for CGT
purposes. Thus, if you adopted the weighted-average method for
CGT purposes, you must continue to use that method for
determining the base cost of your shares. First in, first out will
merely be used to determine whether any shares you sold were
held for at least three years.

Reference: SARS Tax guide for share owners
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PROATIA manual deadline: 31 December 2011
In terms of the Promotion of Access to Information Act, 2 of 2000 ALL
companies are required to have a PROATIA Manual. For the ‘smaller
companies’ the deadline is 31 December 2011.
If you haven’t attended to this manual or are not sure whether
your company’s manual has been done, please contact us to assist
you in this matter.

Contact person: Juanita Kruger – Juanita@wallrich.co.za

URGENT REMINDER

mailto:Juanita@wallrich.co.za
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Sars's VAT refund tracker - Monique Vanek - 31 October 2011

Now you can check what is happening with your
VAT refunds on eFiling.

JOHANNESBURG - Just like you can use a tracking device for your
car, you can now use one to see where in the process the South
African Revenue Service (Sars) is in repaying your VAT refund.

The revenue collector last month launched a dashboard on
eFiling to ease the frustrations of taxpayers who have not
yet received their VAT refunds.

Business owners have been up in arms since 2009 over Sars's
slow turnaround which was making it difficult to
manage cash flows.

VAT refunds were not being paid within the 21 interest free days
due to an increase in fraudulent VAT claims
experienced by Sars, resulting in a special investigation unit of
Sars, called the Business Intelligent Unit, auditing
cases where vendors were mostly in a refund position.

Now with the Refund Dashboard taxpayers will be able to find
out why their refunds were not paid and what actions they can
take to ensure they are.

According to a communiqué from Sars supplied to
MoneywebTax by Saica, refund statuses from March 2011 will be
displayed on the dashboard available on eFiling, for registered
eFilers.

Those without access to eFiling and go through the Contact
Centre or a Sars branch and will be assisted by Sars agents who
have access to the dashboard.

The dashboard displays the following
information for each transaction in a tabular format:

Period;

Amount of the submitted return;

Description of the issue that may be affecting the payment
 of a refund;

VAT blitz A colour-coded indicator that at glance
 indicates the status of your transaction:

Red: Vendor needs to take action eg, submit supporting
 documents , complete the VAT return, fix errors.

Amber: Sars is in progress with an action eg, completing
an audit

Green: No outstanding issue or issue resolved.

eFilers can access the Refund Dashboard by logging in to eFiling
and clicking on "returns" in the top menu. In the left
hand menu selection they should choose VAT Maintenance and
then click on the Refund Dashboard.

Where Sars has not refunded a taxpayer or informed them
within 21 business days why it will not make the refund, it
must pay interest on the delayed refund, says Peter Franck
editor-in-chief of Practical VAT Handbook

Hopefully the dashboard will go a long way to easing the
frustrations of taxpayers.

To learn more about the new VAT changes, section 45 and
exchange controls listen to the accompanying podcasts.

Write to Monique Vanek: monique@moneywebtax.co.za
For weekly tax advice subscribe to MoneywebTax.co.za's
FREE newsletter.
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