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Without going into an in-depth history of Vilfred Pareto, he
observed that 80% of Italy’s income went to 20% of the
population.  Interestingly, this observation translates to
business extremely well.  And as a general rule, 80% of your
revenue will come from 20% of your customers (or from 20%
of your product offering). So, knowing the basics of the 80/20
rule, who are the customers that occupy the top 20% of your
customer base?

Here are 4 quick steps to get you started on your own 80/20
Analysis:
1. Print out the sales ledger for the most recent financial year
by customer/client account number.
2. Save as an Excel spreadsheet.
3. Aggregate the information by “Buying Unit.”
4. Do the same again by product type.

Here’s what we’ve typically found:
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What does a 19th century Italian
economist have to do with your business?

* Remember this is a rule of thumb, so don’t spend too much time
defining your customer segments

So what does this 80/20 analysis tell us?

This business is heavily reliant on the top 5% of their customer base.
If one or two of them defected, they would take with them, a large
proportion of total sales.  It is also evident that a lot of time is being
spent serving smaller customers, when they only contribute 18% of
sales.

One of the key questions we should be asking is, “Could time spent
serving 79% of the customer base be better spent on the larger
customers?  The ensuing discussion should focus on strategies to
move customers in the large bracket to extra large, and then turning
medium sized customers into large customers.

Please let me know if you are interested in discussing this further.
The 80/20 analysis is a real eye opener. We know that what you can
measure you can manage, and armed with this information your
management decision making will improve dramatically.

P.S.  If 80% of your headaches are caused by 20% of your customers,
it might be time to move those customers onto your nearest
competitor!

Customer size % of
customer base

Number of
customers

% of total sales Total sales Comments

Extra Large

Large 4 35 27

1.170

1.300

1,450Medium

Small

Total

1

16

79

100

9

139

687

870

25

30

18

100

835

4,755

5% of the customer base is
contributing more than 50%
of the businesses sales

79% of the customer base
only contributes 18% of
total sales
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Microsoft Office has long been the default choice of office
software for businesses. With the recent launch of Microsoft
Office 365, many businesses are considering the advantages
inherent in the new software’s cloud-based collaboration
capabilities. So what is it all about?

Office 365 allows users to work together easily by allowing
“anywhere access” to email, web conferencing, documents and
calendars combined with enterprise-class security. “Anywhere
access” means that users can access their important documents,
contacts, email and calendars on nearly any device with an
internet connection and a browser (whether PC, Mac, tablet or
smartphone).

Microsoft offers packages for small businesses and large
enterprises with different pricing depending on the level of
functionality required. The basic package allows access to email,
documents, contacts, and calendars for a fixed monthly fee (per
user). This plan is ideal for businesses with fewer than 25
employees who do not have dedicated IT staff or expertise.

The larger “enterprise” packages are designed for firms with
advanced IT requirements such as active directory integration,
advanced email archiving, 24/7 IT administrative support, etc.

The big attraction with Office 365 is that it takes much of the
headache out of business IT. Since Microsoft hosts the office 365
package, they look after updates, security and so on. This

Office in the cloud

reduces IT costs for your business and offers increased flexibility
– if you hire more staff you simply add more users to your
monthly subscription. From a productivity perspective, hosting
the office package in the cloud means that all staff can access
and share documents and files quickly and easily.

Microsoft’s biggest competitor in this space is Google with its
“Google Docs” software which offers similar functionality.
However the big advantage for Microsoft’s system (and the
reason most businesses will choose Office 365 over Google Docs)
is familiarity. Word, Excel, Powerpoint and Outlook have long
been the “global standard” in office software. Since most
business people are comfortable and familiar with these
packages, IT managers will choose to stick with Microsoft Office.

Good staff are the lifeblood of any business and in today’s
challenging economic times, businesses need to hold on to
talented employees. With increasing pressure to reduce costs,
implement salary cuts and reduce other costs such as staff
benefits and incentives, your staff may decide to have a look
around for other opportunities. The risk to a business is that
when an employee leaves, they bring their knowledge, expertise
and sometimes even clients, with them.

It is very important for companies to find ways to encourage
their employees to remain with them for the greatest amount of
time. It is not only important to hire individuals who are well
trained for positions, but it is essential to the stability of the
company to develop retention strategies to keep staff. The
individual may be well suited for the job they were hired for, but
if they are not satisfied with the way they are treated, their pay,
or working conditions, they are not likely to remain with the firm
for long.

The best businesses know how to keep staff satisfied, dedicated,
and loyal to the business for a long time, even in times of
austerity. It is up to the employer to understand their
employee's personal and professional needs.

Make your staff feel “valued”. If your employees enjoy working
for your firm they will tend to remain loyal. Ensure you make
staff feel as though they are part of the decision making process
by sharing leadership visions. Ensure to communicate the firm's
vision, strategic plan, and mission. Share the goals of the

company with your staff, delegate authority, and trust that
individuals will make good choices and decisions. Finally, ask
your staff for feedback and be seen to incorporate this
feedback into the firm’s decision making processes. This way
you make your staff feel like they are an important part of the
firm.

Delegate tasks and empower your staff. This strategy will help
the employees to develop additional skills and again help to
make them feel like an integral part of the “machine” that is
your business. Entrusting various duties to staff will let them
know that you value them and trust them to do the right thing.
It gives them encouragement to make decisions and grow
professionally. They will thank you by working diligently and
effectively.

Listen to your staff and seek feedback. When it comes to your
business, don’t forget – your employees are experts. They work
in your business day to day and they know the strengths and
weaknesses of your firm. As such, you should listen to what
your staff have to say and incorporate this feedback into the
management’s decision making process. Helping your
employees to feel recognised and rewarded will encourage
them to remain loyal and dedicated to the business for a long
time.

Employee retention strategies
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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.
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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

Inspired by
experience and
innovation in

business
and finance.

The whole is greater than
the sum of its parts
The whole is greater than the sum of its parts
The Management of Lloyd Viljoen and Wallrich Financial Advisors
would like to congratulate the following four staff members for
their outstanding academic achievements in 2011.

Firstly, well done to Stanley Mamabolo for completing his SAICA
articles. We would also like to wish him well for the future as he
moves on from Lloyd Viljoen. To Dawie Hattingh for completing
his BCom Accounting degree, and to Keagen van Blerk and Pieter
Krügel for passing their Certificate in Theory of Accountancy,
which enables them to write their CA board examination.
To be able to provide the highest level of service, an organisation
needs to employ qualified and capable employees and as a
consequence also contribute towards the profession and the
industry. These four individuals are testimony to the high level of
services that Lloyd Viljoen and Wallrich provides to all its clients.



B u s i n e s s  c a n  b e  t a x i n g

2

Managing your time
Here are a few tips to help you become a more effective
manager in 2012:

Create a daily "to-do" list: Your list should ideally be broken
down into “income producing” and “non-income producing”
items. Within these categories you should have “must do” and
“like to get done” items. You should try to delegate the non-
income producing tasks and also create a separate schedule for
working “on the business” rather than “in the business”.

Taking on too much: You should avoid taking on more work than
you can feasibly complete. If you need to get more done, you
may need to consider hiring additional staff. In general, people
work best when they are giving 100% of their focus and
attention to any given task. Whether that is replying to an email
or writing a pitch document, multi-tasking can lead to mistakes.
Instead, follow your “to-do” list and complete each item, one at
a time.

Manage distractions: Whether it is avoiding too many
encounters with an overly “chatty” colleague or setting your
phone to voicemail in order to complete an important task, you
should manage distractions in order to minimise time wastage.
A major culprit is email. You should set aside designated time for
email and avoid checking your email if you are in the middle of a
particularly important task.

Take breaks: If you don’t take breaks you will lose concentration
and the quality of your work will suffer. Putting in more hours
does not mean you are working more effectively. Instead, work
smart, manage your time and allow your body sufficient time to
recover. If you take breaks regularly (10 minutes for a coffee in
the morning and the afternoon, lunch hour, etc) you will allow
your body and mind to relax. As a result, when you return to
your desk you will be able to continue to perform at a high level.

Work life balance: Sometimes we forget that we “work to live,
not live to work”. Therefore it is important to schedule time out.
The healthier you are, the harder you can work. To perform at a
high level day in day out, you need to maintain your body and
mind. Ensure you allow enough time to eat, sleep and enjoy life
outside the office.

The Wallrich way
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Most people reading this article will have a Facebook account.
Whether for business or pleasure, chances are that you use
Facebook for keeping in touch with friends and family and
perhaps promoting your business. We all know that utilising
Facebook can potentially be a good way to win new business.
However, in order to develop an effective marketing plan for
Facebook, you first need to do some research in order to
understand what your customers (and potential customers)
actually do on Facebook and how they use it.

Research suggests that in many cases consumers are not just
willing to interact with brands on Facebook, they are even willing
to “like” brands on Facebook and recommend certain brands to
friends and contacts. As such, Facebook represents a very real
way to market your products / services and develop new sales
opportunities online.

For Example:

Take a look at your customers’ Facebook profiles and observe
how many of them “like” your brand. Now observe how many
“like” a competitor’s brand. It may be worth visiting your
competitor’s Facebook page in order to develop a better
understanding as to why customers “like” this brand.

If your customers tend to “like” brands on Facebook, you should
give them the opportunity to “like” your brand too. You can
achieve this by adding a “like us on Facebook” button to your
company’s website, e-newsletters and electronic promotional
materials. This gives your customers an opportunity to promote
their support for your brand online. Remember, your customers
are already pre-disposed to supporting your brand – after all,
they did buy from you to begin with. You can therefore harness
this goodwill by allowing your clients to express their support by
“liking” your business online.

This is only one of many potential ways to market to your clients
and potential clients on Facebook. The most important thing is
to understand your customers and your target market. Observe
how they use Facebook and how they interact with other brands
on Facebook. Then develop a strategy to get your customers
working for you by promoting your business online.

Understanding what your
customers are doing on Facebook

4
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So you are “Going Green” and e-mailing all your tax invoices
from now on.

Did you know that you need to comply with certain
requirements and that it’s a criminal offence to issue more
than one “tax invoice” for the same supply, e.g. an electronic
version and a printed version?  To avoid this and a fine of up
to R80 000 or spending up till two years in jail, any document
you issue or print in addition to the electronic tax invoice
must bear the words “copy tax invoice” or “computer –
generated copy tax invoice.”

Apply the following rules to ensure you comply with the VAT
Act:

1. The requirements for hard copy invoices also apply to

         electronic invoices (please refer to Wallrich Journal
         Volume 10 on our website for requirements).
2. The electronic document will be the original tax invoice.
         Any additional copies or hard copies printed from the
         system must bear the words “copy” or “computer
         generated copy tax invoice”.  ALL further copies must also
         bear these words.
3. Obtain written confirmation from your recipients that
         they’re willing to receive electronic tax invoices.  Keep this
         written confirmation on record for five years.
4. Your electronic tax invoices must be issued encrypted with
         128 – bit encryption technology.
5. The receiver should not be able to tamper with or alter
         the invoice in any way, and thus the electronic documents
         must be kept in a readable and encrypted form for five
         years from the date of the supply, by all parties receiving
         or issuing the invoice.
6. Apply all the rules to electronic tax invoices, debit notes
         and credit notes.

PROATIA Manual
PAIA Act submission deadline has been extended to 31 December
2015 for certain small entities.  As the deadline was only postponed
on the day it was originally due for submission most entities probably
submitted their manuals.

If it was not done and you are uncertain if the deadline applies to
you, kindly contact Juanita Kruger – Juanita@wallrich.co.za

REMINDER

Vat Blitz Going Green

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 -

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

Please note:
Electronic submission deadline for provisional taxpayers: 31 January 2012

mailto:Juanita@wallrich.co.za
mailto:tax@wallrich.co.za
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There are several reputable companies and consultants who can
advise you at an early stage of how to choose the right pension
that will provide in your needs after retirement. Unfortunately
there are also many companies who do not have the necessary
insight or experience to make professional medium to long term
recommendations in the best interest of the client.

Only 6% of South Africans are financially independent at
retirement, while 31% must keep on working. 47% are
dependent on family support, while 16% depend on state
welfare. This is a situation no one wishes to be subjected to.
Ensure that your money will be sufficient for the rest of your
life. The remedy is that it is never too late to start, although the
longer you wait the greater the financial responsibility will be.
There are many questions that responsible citizens ask. Every
individual has different needs and expectations. How much is
enough and for how long should it last? Do I need to make other
arrangements to supplement my retirement capital? On reaching
retirement age should I plan to take the lump sum or only a
portion?What happens to the monthly payments should I
become unemployed? What about the financial position of my
spouse after my death? What are the options to invest my
retirement capital to maximise a monthly return for as long as I
live? Of course, there are many more questions that a qualified
practice like Wallrich can allude to.

People often question the probability of getting old in a society
full of challenges. Men say they have no chance to get really old
as all the retirement homes are full of women. In fact, a man
retiring at age 60 can expect to live for another 17 years. A
woman of 55 could live until she is 81 and therefore the
financials have to be planned differently. Something that
stays with all of us until death is inflation. The power of a fixed
retirement income will in fact be halved every twelve years.
Retirement capital should be supplement with other income
opportunities such as annuities, endowments, unit trusts and
other market instruments. These should however deliver on
your financial expectations supported by guaranteed investment
plans, market related funds and international pension options.
Again, a long term partnership with a professionally registered
accredited consultant who can be by your side throughout your
life journey is advisable. Ensure that the individual is part of an
established investment organisation. The consultant should be
well informed to inform you of the many options available, from
conventional single and joint-life annuities to capital retention
plans, pensions with capital repayment to investment linked life
annuities. If your consultant represents one organisation and his

Your financial future beyond retirement
recommendations do not live up to your expectations, ask him or
her to shop around with other institutions until your portfolio
lives up to your needs.

Most people would like the measure of ‘peace of mind’ to have a
guaranteed pension until death. The consequence would be that
there could be no capital after death for the spouse and
guaranteed terms affect the pensionable value. A retirement
investment of R1 million could deliver a guaranteed constant
monthly income over ten years reducing for example from
R10, 000 to R9, 100 and R8, 500 for the surviving spouse.
However, there are also options for increasing income to stay in
touch with inflationary trends as well as capital retention plans, a
pension with capital repayment and investment-linked life
annuities.

The most important message in this overview, especially to the
younger generation who start out on their working careers, is the
creation of value over time. An investment of R1,000 per month
can create R206,552.00 after ten years at a growth rate of 10%,
or R417,924.00 after 15 years. There are less and less
opportunities for inheritance as unemployment has affected the
older generation which has necessitated them to delve into
reserves or take advantage of pensionable income at an earlier
age. Therefore, going forward, the adage of ‘to each his own’
will become more relevant as returns are only relevant to
those who actually save.

Prosperity advice
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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 and if you would like to attend at no cost.

Send your response to mark@mscom.co.zaSend your response to

Every year around this time we all wonder what the next year
will bring.The announcement of inflation having reached 6%
does not support any reasons for optimism. On the other hand,
Deputy President Kgalema Motlanthe said that South Africa's
economic exposure to countries at the epicentre of the
European market turmoil is reasonably low. Although the
European Union was South Africa's biggest trading partner,
exports to Portugal, Ireland, Italy, Greece, and Spain, constituted
just five per cent of the total. But, the economic slowdown in the
Eurozone reduced the demand for South Africa's exports, since
Europe was one of South Africa's major trading partners, he said.

Increased risk perceptions and financial market turbulence
would raise uncertainty and reduce investor risk appetite,
contributing to greater volatility of international capital flows
and emerging market currencies, including the rand. This raised
the potential for large-scale capital outflows and currency
depreciations. There was also a risk of increased trade
protectionism following a global slowdown as countries
attempted to protect their own interests. This would further
reduce global growth and could harm South Africa's exports
even more.

However, he said that South Africa's financial system remained
relatively well insulated from the current turmoil with little
exposure to foreign funding which accounted for only five per
cent of overall bank funding a small proportion by international
standards. To date, the impact on South Africa had been
primarily through falling business and consumer confidence
and financial market variables such as capital flows and the
exchange rate.

Government’s proposed financial injection of R25 billion as an
economic support package over the next six years starting in
2012 should boost competitiveness and promote structural
change. This initiative would build on several broader
programmes to accelerate growth and employment. However,
this would of course have to be funded by income from

companies and workers. It is likely that in the short term there
would be more lay-offs and companies – from SMME’s to large
corporates – will introduce measures to cut costs. Funds should
be set aside as a precautionary measure to get through periods
of business uncertainty and to sustain operations. The
relationship between householder income and debt could
worsen, also for the household, and liquidations are likely to
continue on an upward trend. Managements of small business
need to equip themselves more to become financially astute. No
matter what the core competence of the company may be,
ensure that you are mentally fit for any financial challenges.
For those who are fortunate to have a monthly income, at least
20% of your salary should be set aside for saving purposes,
including providing for future pensionable earnings. The
incidence of having no income at retirement age is increasing,
mainly as a result of irresponsible spending at an early stage of
one’s career. So, if there is no plan in place, then 2012 is a good
starting point. It is sad to note that the sandwich generation –
having to provide for parents and children – is growing and will
do so throughout 2012 until there are more measures of
personal ownership in place.

Interest rates have remained steady for most of 2011 but this
could be increased in the coming months in order to introduce
more financial discipline and less emotional purchasing in
consumer behaviour. This could be good news for those with
investments. Property will continue to be a safe haven for
those with extra cash. The CPI will continue to rise alongside
inflationary trends and people will become more selective as to
where they live and work, although most may not have a choice.
The announcement of e-tagging may further fuel the situation.
To conclude, our recommendation for 2012 is to be very
cautious on any financial decisions that may negatively impact
on you prosperity or your well-being in general. Please have
the confidence to allow us to guide you during these
turbulent times and let’s create wealth through a mode of
professional partnership.

2012. Friend or Foe?

mailto:info@wallrich.co.za?subject=I would like to subscribe to the monthly Wallrich newsletter
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