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It seems like only yesterday that Microsoft was rolling out
Windows 7. However, the software giant is about to launch its
new all singing, all dancing replacement: Windows 8.

One of the most significant new features is that Windows 8 will
allow multi-touch gestures on touch pads. Macs have had multi-
touch touch-pad drivers for a few years, while Windows touch
pads haven't progressed much since Windows XP. With the
introduction of multi-touch, Windows PC users will now enjoy the
benefits of pinch-to-zoom, two-finger scroll along the X and Y
axes, and edge swiping. That last one is important because it will
give users an easier way to activate the edges on non-touch-
screen Windows 8 computers besides using the mouse.

Windows 8 will also come with a range of default “apps” and
further apps will be available for download – just like on a
smartphone.

The SkyDrive app will feature a new "fetch" option for grabbing
photos from other computers that have SkyDrive installed,
regardless of how large the pile of pictures is. It's implied that this
will depend on the size of your local drive on the recipient
computer, and that "fetch" will work like a data transfer service.

Meanwhile, the Mail app offers effective multiple account
support and a logical organisation of folders. You can also now pin
specific e-mail accounts to your Start screen, so it's easier to get
right to the e-mail you want. When the Mail app is combined with
the Calendar app, it appears to be an equivalent product to
Outlook. This suggests that Microsoft could in fact be killing off
Outlook in the future.

Windows 8 is coming

Windows 8 is designed to work on tablets and desktop / laptop
PC’s. That’s all well and good, but do consumers and business
users actually want a tablet that’s not an Apple iPad? Only time
will tell. In the meantime, many businesses have only recently
migrated to Windows 7. As such, business users will most likely
wait until mid-2013 before rolling out Windows 8, by which time
any teething problems and bugs will (hopefully) have been
ironed out.

Managing workplace stress
It has been suggested that 1 in 4 people will experience mental
health issues at some point in their life. As such, businesses need
to consider how they can assist employees in maintaining their
mental health through managing stress in the workplace.

Create a healthy workplace
Business owners and managers should endeavour to create a
workplace which is healthy. Workplace stress can be caused by
environmental factors such as lack of sunlight, lack of fresh air
and so forth. Employers should ensure that the workplace offers a
healthy environment with safe and comfortable levels of noise,
clean air, good lighting and decoration that employees will
consider to be positive and enjoyable to work in.

Communicate
Business owners and managers should encourage the exchange
of ideas about how to make the workplace healthy and less
stressful to work in. Management should initiate the conversation
with staff, a conversation that should centre on ideas for making
the workplace a healthier environment. A healthy workplace is
one in which staff feel valued and enjoy their work – this message
should be conveyed to the team and feedback should be
recorded and where possible acted upon.

http://www.wallrich.co.za
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Career progression
Career uncertainty or stagnation can be a significant cause of
workplace stress, resulting from a mismatch in skills and job
demands, a lack of rewards or a lack of opportunity for
advancement. Solving issues around career progression requires
the attention of both the employer and the employee. The
employer needs to foster an environment in which they
encourage and listen to their employees’ ambitions and attempt
to meet them wherever possible. This can be achieved through
training, assigning new roles or opportunities and rewarding staff
appropriately for their skills and experience. The employee needs
to be able to learn through their mistakes, contribute to the
organisation's goals and accept change and responsibility.

Flexibility
Giving your team both flexibility and a sense of ownership of
their work goes a long way to preventing workplace stress.
Rigid hierarchies are disempowering and demeaning, making
employees feel alienated from their work. Avoid rigid structures
by giving employees control over the order in which they do
their work and by ensuring there are opportunities for
employees to contribute ideas in relation to how the work is
done and organised.

Most sales leaders deploy resources on the basis of the current or
historical performance of a given sales region. Going after future
opportunities at the micro-level can seem risky, but basing
strategy on old views of markets and their past performance is
riskier still.

The sales team needs to understand the rationale behind the
micro-marketing strategy and be provided with the tools in order
to implement the strategy. The tools might be template letters,
sales brochures, etc. Communication from management is
also key.

Resources should be aligned with opportunity. If a specific market
segment has high income potential combined with little or no
competitors operating in that sector, additional resources should
be allocated to targeting that sector as the chances of success
are higher.

For your micro-marketing strategy to succeed, you need to
support your team. Your sales team should engage with
opportunity maps that reveal hot (and cool) micro markets in a
given geography and test their intuition against hard data.
Training should also allow them to act out and hone appropriate
sales approaches. Not only does this hands-on engagement help
win buy-in from your sales team, it is also a much more effective
teaching method than lectures or demonstrations.

Bucking the trend to win
new customers
Due to numerous factors including the growth in online activity, a
tough economy and more savvy consumers, it is becoming more
difficult to market to customers. Today's consumer is far pickier,
far more suspicious and far more nervous when it comes to
parting with their hard earned cash. Here are a few tips to help
your marketing message get through to potential customers.

Thanks to the adoption of CRM systems in modern businesses,
firms now have the opportunity to manipulate vast databases in
order to develop highly targeted campaigns in order to win new
sales opportunities. Micro-marketing is all about specific
targeting, segmenting target groups into sub-categories and
producing unique sales messages for each individual target group.

For a micro-marketing strategy to work, however, management
must have the courage and imagination to act on the insights
revealed by this type of analysis.

Micro markets



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

3

Clear marketing messages
You might be surprised to discover that a large number of your
prospects are simply not buying from you because they don't fully
understand what you do or, most importantly, how it benefits
them. Trying to sell your product or service by focusing on its
features won’t cut it. Instead, you must explain to your target
market what the benefits are to them if they purchase from you
rather than a competitor.

Follow up
Generally speaking, businesses are not great at following up on
every potential lead. You can use this to your advantage –
differentiate your firm by following up on each and every
opportunity. The more you follow up, the more effective your
marketing efforts will be.

An appealing offer
Your offering to customers must be appealing. It doesn’t have to
be the cheapest but in that case it should be the best fit for them.
One of the keys to getting people to buy is to make it easier for
them to say yes than no.

Understand your clients
Hold a focus group of your top clients in order to find out what
really matters to them. Get your finger on the pulse of the people
you're marketing to. Also analyse your competitors and see what
is appealing about their product or service offering. Perhaps there
are aspects that you can include in your own products or services
in order to broaden the appeal of your firm.

Six common business travel expenses you can claim
input tax back on

If your employee has spent the night away from home, you can
claim back input tax on the following 5 common business travel
expenses:

1. Domestic air tickets (they include Vat at 14%). If you used an
 e-ticket, make sure the words ‘tax invoice’ are printed on it,
 to justify your claim.
2. Car rental if you’ve hired a bakkie, bus, van or delivery
 vehicle that carries more than 16 passengers.
3. Vat on the insurance, damage, excess and accident
 administration charge relating to car hire, no matter what
 type of vehicle was hired. So don’t forget to claim these
 amounts on every car hire transaction.
4. If your employee’s staying in Vat-registered accommodation,
 they’ll charge you 14% Vat. You can claim back these input
 tax charges on the accommodation costs.
5. Claim back the Vat on meals and refreshments (including
 liquor) - but only for your employee. He’ll need to keep all
 the receipts in case SARS asks for proof of the expenses.
6. Parking and toll fees.

Business travel expenses you can’t claim input tax
back on

1. Foreign air tickets are zero-rated for Vat, so you can’t claim
 any input tax on these tickets.
2. Car rental for a regular motor car, not one of the vehicles
 listed above.
3. Don’t try to claim the input tax on meals and refreshments
 for clients! This counts as an entertainment expense, and
 SARS won’t let you make the claims.

To make any of the allowable business travel input tax claims,
remember your employee has to keep all invoices and receipts
as proof.

VAT Blitz

From the Tax Bulletin (FSP Publications)
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REGISTRATION OBLIGATION OF ESTATE AGENCIES IN TERMS OF THE

FINANCIAL INTELLIGENCE CENTRE ACT NO 38 OF 2001, AS AMENDED

The Financial Intelligence Centre (the FIC) reminds all estate agents of the obligation

to register with the FIC in terms of section 43B of the Financial Intelligence Centre

Act No. 38 of 2001, as amended (the FIC Act).

The period for accountable and reporting institutions to register with the FIC ended

on 1 March 2011. The FIC encourages those estate agents that have not yet

registered to do so without further delay. Note that the FIC may issue sanctions for

late registrations.

Each branch of an estate agent is regarded as a separate accountable institution

and is required to register separately with the FIC. This rule also applies to estate

agents that operate in terms of a franchise arrangement.

If you are an agent working for a firm, the Principal of your firm has an obligation to

register the estate agency with the FIC. Each agent of the agency does not have to

register individually, unless the estate agent trades in his/her own name. The head

office, each of its branches and each franchise holder of an estate agency is

regarded as a separate accountable institution in terms of the FIC Act and should

register separately with the FIC.

financial intelligence centre
REPUBLIC OF SOUTH AFRICA

REMINDER - NOTICE TO ALL ESTATE AGENTS IN SOUTH AFRICA
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Notice to Estate Agents – Registration Obligation

FIDELITY FUND CERTIFICATES

The Estate Agency Affairs Board will no longer issue fidelity fund certificates to

estate agents if they have not registered with the FIC.

REGISTRATION PROCESS

The designated compliance officer of the estate agency must complete an online

registration form available on the FIC website: www.fic.gov.za. (Click on ‘Registration

Form’ on the left-hand Menu on the Home Page and fill in the required information).

The following diagram illustrates how to register online:

FEEDBACK AND ENQUIRIES

Enquiries may be sent to the FIC by e-mail to fic_feedback@fic.gov.za.

You may also telephone the FIC on 0860 FIC FIC (342 342).

Visit the FIC’s website - www.fic.gov.za - for a detailed process on how to register

with the FIC.

Issued By:

Financial Intelligence Centre

22 August 2012
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TAX TIP: Bursaries
If you comply with the following requirements, you are able to
deduct the bursary for tax purposes without your employee
getting taxed on it.

1) Institution is paid directly – not paid by employee and
claimed back

2) The bursary is not a study loan
3) The bursary is for a diploma or degree or any course to
 improve the employee’s skills
4) An agreement is signed with the employee that determines
 that the employee will re-imburse the employer if the studies
 are not completed, except if due to death, illness or injury
5) You are repaying a previous employer on behalf of your
 employee, you have a contract specifying that he’ll work for
 you for a specified period of time.

If paid to relative of employee

6) Bursary is paid to a relative of an employee  -  the employee
 earns less than R100 000 per year. (Only the first R10 000 is
 tax-free)

Employee to retire

7) Bursary paid to employee who will retire in a few months –
 the employee earns less than R100 000.

Companies ACT snippet
Companies Act relating to Estate Agents Act

Many Estate Agents are also getting confused with the requirements of the Companies Act
because, while under the provision of the Companies Act, some of these Estate Agents may
qualify for an independent review, the Estate Agents Act requires an audit. As such, Estate
Agents who are defined as companies would need to comply with requirements of both the
Companies Act and the Estate Agents Act.

While Section 5(4) of the Companies Act addresses clashes with the provisions of the
Companies Act and any national legislation, I would like to confirm to Estate Agents and
auditors that the audit requirement in terms of the Estate Agents Act is not in conflict with
the Companies Act. It just places a more onerous requirement on such companies. As such,
by having trust and business accounts audited, Estate Agent companies would be able to
comply with both the Companies Act and the Estate Agents Act.

Should Estate Agencies not lodge the 2012 audited business and trust account financial
statements, the EAAB will not renew estate agencies and principals Fidelity Fund Certificates
for 2013, which are essential to conduct business. On the other hand, auditors who fail to
report reportable irregularities could be guilty of an offence and punished accordingly.

Moneywebtax -*Ashley Vandiar, project director: assurance at Saica

30 September 2012
Third top up provisional tax returns for 2012

30 September 2012
Estate agents audit certificates

2 October 2012
All designated employers must, in terms of Section 21 of the Employment Equity Act of

1998 submit their annual report by 2 October 2012

31 October 2012
SARS Interim PAYE Reconciliation season is from 01 September

Deadlines Looming
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