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Tips for motivating your team

Marketing plays a key part in business development. So, what do
you do and how do you do it?

First of all, remember the golden rule – “If nobody knows who you
are, what you do and how they could benefit from your product or
service, the phone will never ring and you will fail to win new
business”.

Know your market
You need to identify who your potential customers are. Do your
research, identify the socio-economic groups who are likely to need
your product or service. Now educate them – aim to demonstrate
to your potential customers what your product / service offering
is, the benefits to them of purchasing from you and let them know
how to get in contact with you should they wish to do business.

Avoid copying others
Learning from your competitors is one thing. “Me-too” marketing
is another. Simply copying your competitors will not win new
business for you. Instead, observe what is working for your
competitors and tweak the strategy in order to develop a new
marketing message which is unique to you and your business and
differentiates you from the competition.

If in doubt, ask for help
Many business people will spend time, energy and lots of money
doing the wrong thing and getting poor results before deciding to
buy in a little help. Be honest with yourself, if you don’t have the
expertise in-house, commit a budget to get advice from a marketing
agency or consultant.

Invest in marketing materials
Decide what marketing materials are most appropriate for your
business. Do you need a website, business cards and brochures?
Ask yourself, how do your customers find out about you and your
competitors. If the answer is “online”, then you need a website. If
the answer is “through referrals” then you need to embed yourself
into the local business community by joining local interest groups,
the chamber of commerce, etc.

Communicate
As per the golden rule – you need to make sure that people know
who you are, what you do and what the benefits of purchasing your
products or services are to them. Write articles for the local and
online press, start an email marketing campaign, host seminars on
industry topics and start communicating with your customers. If
you are offering the right product or service and people know where
to find you and that you are knowledgeable, the sales will come.

Learning how to manage a team effectively is one of the most difficult
skills any manager has to develop. Keeping your team motivated,
enthused and focused on the firm’s goals is critical to the success of
your business, but how exactly do you do that? Here are a few tips to
help you motivate your team and bring them with you as you strive to
move your business forward.

It starts with you
Your team will look to you for guidance and inspiration. No matter
what sort of a day you've had, pull it together and be a role model of
positive energy whenever you're in sight. Your team will follow suit.

Be open
Share information. Keeping everything as open as possible will lend a
sense of ownership to the team. Your employees will feel a part of the
business, and once engaged, will often provide suggestions for
improvement.

Set goals
Set targets for your team and let them know when they get there.
Don’t forget to provide regular feedback to the team. Let them know
how they are doing and congratulate them when milestones are
achieved.

Listen
Listen to your team – they need to know that you understand (and
care about) their concerns, challenges and problems.  Never assume
that because someone worries often that they worry about nothing.
Team members will often spot potential issues long before they
happen. Give feedback, acknowledge that you have listened to what
your team has to say and provide them with answers where possible.

Give them ownership
Let your team have responsibility and a degree of autonomy for their
part of a project. Allowing them to take control will give them
ownership and a sense of personal responsibility. They will want to
impress you and win your approval. This can only benefit your business.
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Beginning the marketing journey
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It is almost expected that businesses offer Wi-Fi as a facility to their
customers these days. However, having a guest Wi-Fi network adds
a security risk to your business. Using appropriate security software,
firewalls, etc. can help mitigate against such risks.

Securing your wireless access points will help you to protect your
network from hackers, viruses and malicious software. Hackers no
longer need to hack into their victims computers directly and can
obtain personal information simply by being connected to the same
network as the user.

Even in a scenario not involving identity theft, unauthorized access
uses network resources and having a large number of people
connected to a single network could slow a home or office network
substantially. A strong password paired with suitable router settings
could reduce the risk of unauthorised access and ensure that your
data is protected.

You should secure your Wi-Fi network with a password. If you have
a guest network for your customers, you should password protect
this too and change the password regularly. Your customers can be
provided with the password if and when they need to access your
network.

Most wireless access points come with either a default password
such as "Admin", "password", or some other simple phrase that is
meant to be used to configure the device for use the first time it's
connected. After configuration, this password should be changed.
There are several encryption types from WEP-16bit to WPA2. A
good rule of thumb to remember when choosing an encryption type
is to choose a type that is both secure and suits user's needs. For
most purposes WEP-64 or WEP-128 bit encryption should be
enough for most standard homes or small business networks.
However, WPA or WPA2 could be the best choice if higher security
is needed (for example if your business stores highly sensitive
documents such as customer financial information).

Wireless security is often perceived as something complex and
difficult.  However, in reality it is fairly easy and many of the same
steps used to secure a standard desktop or laptop computer can be
applied to wireless security as well. However, ultimately it's up to
the user to research their security needs and then implement a
proper solution for the needs of their business.

Wi-Fi network security

Our “elevator pitch” is the short, concise answer to "What do you
do" that you can give in the time it takes you to move up a couple
of floors in an elevator with someone. So, if you were to write your
elevator pitch today how would you do it?

Here are a few tips:
To begin with, write down one sentence about who you are and
what you do. This can be something along the lines of "I am an
accountant who works with local businesses and helps with business
planning in addition to the traditional audit and tax services."

Next, write one sentence describing the benefits of what you do.
Focus on the customer and what they gain as a result of engaging
your services.

The next step is to describe your ideal clients and/or customers. For
example you could say, “In general, I specialise in the SME sector,
working with owner managed businesses. In particular, I have
helped a lot of owner-managers with succession planning issues.”

Now you need to describe what makes you and your firm unique.
This is your value proposition – what it is that you can offer to your
client that they will value and that your competitors do not or
cannot offer.

The final part of your elevator pitch is the most important – asking
for the business. This can be something subtle such as, “perhaps
we could meet for a coffee next week to discuss the requirements
of your business and identify areas that I can help you with”.

Your elevator pitch is now complete. Type it up, save it, print a copy
to keep in your briefcase and memorise your pitch so that you have
it with you when you need it (which could well be in an elevator!)

Pitch perfect
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Dear client,

Welcome to our monthly tax newsletter designed to keep you
informed of the latest tax issues. We hope you enjoy reading the
newsletter; remember, we are here to help you so please contact
us if you need further information on any of the topics covered.

Best wishes,
The Wallrich team

What’s changed in the March / April 2013 payroll?
As March always signals the start of a brand new tax year for
individuals, we consider in this month’s article the changes in tax
legislation that will affect the take-home pay of individuals from
either March or April 2013:

New tax tables
The new tax tables and rebates as announced in the Minister of
Finance’s Budget Speech on 27 February, take effect from 1 March
2013.

The table for individuals is as follows:

The annual rebates that apply for the year of assessment ending
28 February 2014 are as follows:

As a result of the updated tax tables and rebates, no income tax
is payable by individuals under the following tax thresholds:

TAX TIP

Company cars
The fringe benefit value for company cars has changed in
circumstances where the employer has rented the car under an
operating lease following an amendment to the Income Tax Act
which became effective from 1 March 2013. The amendment
requires that, when an employer has provided an employee with a
company car and the vehicle has been acquired by the employer
under an operating lease concluded by parties transacting at arm’s
length and who are not connected persons in relation to each other,
the fringe benefit value is not based on the usual 3,5% (or 3,25% in
some cases) of the determined value of the vehicle, but is rather
based on the actual rental consideration plus the cost of fuel paid
by the employer in respect of that vehicle.  The amendment is
contained in para 7(4)(a)(ii) of the Seventh Schedule to the Income
Tax Act.

‘Operating lease’ is defined in s 23A and means a lease concluded
by a lessor in the ordinary course of business (other than banking,
financial services business or insurance business), if  the vehicle
could be leased by the general public for a period of less than a
month, the costs of maintaining the vehicle must be borne by the
lessor (including any repairs to the vehicle necessary due to normal
wear and tear) and the risk of loss or destruction of the vehicle is
not assumed by the lessee.

Example (from the Explanatory Memorandum to the Taxation
laws Amendment Bill, 2012 - adapted)

Facts
An employer calculates that it would be more cost-effective to
provide rented vehicles to employees as company cars. After get-
ting quotes, the employer enters into a contract with a vehicle
rental company to lease a fleet of 200 vehicles for a period of three
years inclusive of maintenance, licence fees, and insurance.

Results
The contract will qualify as an operating lease if vehicles are also
leased to the general public. In order to place the fringe benefit
calculation on par with the calculation for purchased vehicles, the
monthly value of the rental vehicle will be based on the actual costs
incurred by the employer under the operating lease as well as the
cost of fuel in respect of that vehicle. The value of the fringe benefit
can be reduced upon assessment for proven business use (i.e. using
business-use-over-total-use formula based on the
distances travelled).

The cost of fuel in respect of the vehicle pertains to direct spend on
fuel for the vehicle in cash or through a fuel card linked specifically
to that vehicle. Where an employee has an unlinked fuel card (i.e.
a fuel card not linked exclusively to a particular vehicle), the taxable
benefit that results must be reflected separately as a travel
allowance. Lastly, it must be noted that where the maintenance,
license, and insurance in respect of the vehicle has been split from
the main rental agreement, the provision of those services to the
employee by the employer would result in a different fringe benefit
that has to be valued separately.
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Year of assessment ending 28/2/2014

Taxable Income (R) Rates of Tax

 0 -  165,600 18%

  165,601 – 258,750

258,751 – 358,110   R

 358,111 – 500,940

 500,941 – 638,600

 638,601 and above

R29,808 + 25% on the excess
over R165 600

R53,096 + 30% on the excess
over R258 750

R82,904 + 35% on the excess
over R358 110

R132,894 + 38% on the excess
over R500 940

R185,205 + 40% on the excess
over R638 600

Taxpayer’s age on the last day of the year
of assessment:

Under 65

65 years or more – secondary rebate

75 years or more – tertiary rebate

Rebate

R12 080

R6 750

R2 250

Taxpayer’s age on the last day of the year
of assessment:

Under 65

65 years or more – secondary rebate

75 years or more – tertiary rebate

Threshold

R67 111

R104 611

R117 111



Travel allowance
The basis for calculating the PAYE on travel allowances remains
the same, but SARS has released a new table to be used for
determining the travel deduction for the year of assessment
ending 28 February 2014. The new table is as follows (refer
Government Gazette No. 36192 dated 27 February 2013 –
available on the SARS website):

Reimbursive travel allowance
The maximum rate at which an employee can be reimbursed for
business travel as a pure reimbursement (no tax implications for
the employee) has increased from 316c/km to 324 c/km with
effect from 1 March 2013. Additional requirements for this
tax-free treatment are -

� The distance travelled for business purposes may not
exceed 8 000 kilometres per year or, where more than
one vehicle is used during the year the total distance
travelled in all the vehicles may not exceed 8 000
kilometres; and

� No other travel allowance may be paid to the
employee.

(Refer Government Gazette No. 36192 dated 27 February 2013
– available on the SARS website.)

Subsistence allowance
The daily amounts which are deemed to have been expended
for the purposes of s 8(1) of the Income Tax Act have been
updated with effect from 1 March 2013 as follows:

• Travel in the Republic:
– Meals and incidental costs: R319 (was R303)

per day; and
– Incidental costs only: R98 (was R93) per day.
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• Travel outside the Republic:
– Daily amount per country – refer to the

updated table on the SARS website.
(Refer Government Gazette No. 36198 dated 28 February 2013
– available on the SARS website.)

Medical credits
The monthly medical scheme fees tax credits have been adjusted
with effect from 1 March 2013 to the following:
Where a taxpayer (see Note 2) has paid fees to a medical scheme
registered under the Medical Schemes Act No. 131 of 1998 or a
foreign fund registered under a similar law in any other country,
the amount of the credit for each month that the contribution is
paid is –

� R242 (was R230) per month for the taxpayer; plus

� R242 (was R230) per month for the first beneficiary;
plus

� R162 (was R154) per month for each additional
beneficiary.

Note 1
Any contribution paid by the employer is included as a fringe
benefit of the employee and the employee is then deemed to
have paid the contribution himself.
Note 2
Taxpayers aged 65 years or more on the last day of the year of
assessment are not affected by the medical credits as they may
still claim a full deduction for all qualifying medical expenses.

Unemployment insurance contributions
OID (previously known as UIF) contributions are payable at a rate
of 1% by the employer and 1% by the employee, on the
employees’ remuneration up to a certain amount. The maximum
remuneration has been increased from R292 032 to R312 480
with effect from 1 April 2013. Refer to Government Gazette No.
36273 published on 20 March 2013.

The Gazette can be viewed at:
http://www.info.gov.za/view/DownloadFileAction?id=186466.
Remember that COID submissions for the 2012/3 year must be
made by 30 April 2013.

Finally, SARS has advised that the 2013 Employer Annual
Reconciliation Period will run from 1 April to 31 May 2013 and
during this period all employers will be required to submit their
EMP501 reconciliations and IRP5/IT3(a) certificates. Your
accountant or tax advisor can assist you to ensure that you do
not end up with  expensive penalties and an interest bill from
SARS.
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0-60 000

Value of the
vehicle
(including
VAT)

Fixed cost
per Annum
R

Fuel cost
C per km

Maintenance
cost c per km

60 001-
120 000

120 001-
180 000

180 001-
240 000

240 001-
300 000

300 001-
360 000

360 001-
420 000

420 001-
480 000

Exceeding
480 000

19 310

38 333

52 033

65 667

78 192

90 668

104 374

118 078

118 078

81.4

86.1

90.8

98.7

113.6

130.3

134.7

147.7

147.7

26.2

29.5

32.8

39.4

46.3

54.4

67.7

70.5

70.5

VAT Blitz
RECON! RECON! RECON!

If you want to survive the new ITSD14 reconciliations required
by SARS without breaking the bank on consulting fees, you will
need to reconcile ALL your taxes with your main accounting
records to ensure that they all correspond.  On the next page
we focus on the VAT side.
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We suggest that you reconcile your Vat returns submitted with
your general ledger on a monthly basis to ensure they all
correspond, e.g.:

1. The income declared on the VAT201 needs to correspond
with the income in your accounting records. To achieve
this, ensure the following:

1.1 Declare the zero rated and exempt income as well

1.2 DO NOT set your input vat against your output –
declare it separately

1.3 If you issue credit notes, make sure you reduce your
output vat and NOT increase the input vat.

2. The input vat also needs to correspond with the expenses
in the VAT201:

2.1  Keep your lists/reports of input vat claimed

2.2   Since you have 5 years to claim an expense, it often
   happens that input is claimed after the month that it
   was incurred – keep track of these claims, especially
   if it falls outside of the financial year, as this will
   enable you to reconcile end of the year.

Remember, you always need to be able to explain exactly what
invoices you are declaring/claiming for vat.  It is therefore
extremely important for any vat vendor, regardless of size, to
have an effective and reliable accounting system in place and
users thereof that are properly trained.

International Mother Earth Day
22 April 2013
Due to a huge grassroots protest on behalf of the environment in
the spring of 1970, the first Earth Day originated. The protest, also
known as a ‘teach-in’, was organised by Senator Gaylord Nelson,
the founder of Earth Day, and took place in the United States of
America. News of the protest and the rise of a national day in
honour of the Earth rapidly spread across the country. A high
volume of telephone calls, paper work and enquiries around Earth
Day and the protest demonstration led to a hype of activity at the
U.S Senate office during this time. Reports about Earth Day also
appeared prominent in the media during the months leading up
to 22 April 1970.

Of this initiative, Senator Gaylord Nelson said: “Earth Day worked
because of the spontaneous response at the grassroots level. We
had neither the time nor resources to organise 20 million
demonstrators and the thousands of schools and local
communities that participated. That was the remarkable thing
about Earth Day. It organised itself”.

Now celebrated worldwide, International Mother Earth Day is
supported by the United Nations, and recognises the vital role of
the Earth and its ecosystems in providing all populations with life
and nutrition. This day also wishes to acknowledge a collective
responsibility, in line with the 1992 Rio Declaration, to promote
harmony with nature and the Earth to attain a balance between
the social, economic and environmental needs of present and
future generations.

The Vessel / Die Erdekruik is a national non-
denominational Christian monthly newspaper with a
circulation of 22,000 newspapers per month. In the
past fourteen years we have been hard at work taking
timeless and positive news to the marketplace, and
to be a mouthpiece for churches and ministries, to
advocate the kingdom of Jesus Christ.

Funding for The Vessel / Die Erdekruik comes from
advertising sales, as well as donations. Newspapers
are sponsored in bulk quantities of 20, 50, 100, 200
or more at R6  a copy, and then distributed freely.
Partner with The Vessel / Die Erdekruik newspaper
and help Christian media make a difference.

For more information on our sponsorship
opportunities, please contact Ciska de Beer at
082 785 7527 or editor@thevessel.co.za

always accountable
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Proudly supports

For more information

22 April 2013

Let us help protect our planet
for future generations
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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

31 May 2013

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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The Wallrich way

Tel: +27 (0) 11 789-1011
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2125

1st Floor, Randpark Building
20 Dover Street,
Randburg
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Deadlines looming
31 May 2013

2013 Salary recons with the IRP5’s

Chartered Accountants SA

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

S u b s c r i b e

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

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

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

	Print4: 


