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Build systems and put procedures and scripts into place so that
they can work.
Monitor and improve the systems.

Armed with these processes you should have:
1.
2.
3.
4.

Identify the key systems and start the process of standardising
the way the business works.
Written a management plan with targeted results.
Created a detailed organisational chart with key employee
objectives and position statements.
Set an action plan.

Taking these steps can be frustrating for owners and does involve an
element of “letting go” but ultimately is the main route to maximising
the capital value of any business.

How systemising business
can maximise the value of
your business

Please let us know if you are interested in discussing this further.

It is a remarkable consistency of business owners that they set
up a business in which they themselves are qualified to provide
the service or product.

Developing a promotional
stategy

It is this working within the business that creates one of the most
common frustrations that owners encounter as their business
career develops.

Many business owners and managers think about developing
promotional strategies for their firm but fail to put those strategies into
action. Effective promotional strategies can prove profitable if executed
properly; however, it takes a lot of work to get it right.

A wonderful book that highlights this is “The E-Myth Revisited”
by Michael E Gerber. This is excellent reading and will keep
anyone interested in understanding the most common issues
faced by entrepreneurs that they are doing business with a
sound and reliable company. It informs prospective customers
that your business is reputable and reliable.

Here are three steps to help you develop an effective promotional
strategy for your business:
Step 1: Target audience

This process of systemising your business can be a minimum of
three years of processing and starts with the following areas
to review:

You must ensure that you are targeting the right people. Once you
identify your most appropriate audience you need to work out what it
is they want from a product or service similar to yours. You need to
determine what it is that keeps them awake at night. If your product or
service offers a solution to their problem, you need to highlight this in
order to make your firm appeal to your target audience. You can’t sell
your product or service to your target audience – instead, you need to
sell the benefits of your product or service. In doing so, you must
educate your potential customers as to how your product or service
helps them solve a problem, or makes their lives easier in a way that
they will value.

1.

Step 2: Do your research

In the most profitable businesses we see, the entrepreneur has
released him or herself from the business by systemising each
part of the business and allocating responsibilities to other
people within the organisation. This process of gradually
delegating and systemising jobs that are currently carried out by
owners is the path to maximising the value of a business.

2.
3.
4.

Identify the key systems in which the business needs
to succeed.
Organise the business in a way that everyone clearly knows
their objectives and responsibilities.
Implement Total Quality Management (TQM).
Manage employees to get the best out of them.

In order to develop an effective promotional strategy, you need to
research all of the possible combinations of products and / or services
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that you can offer to your target audience. Don’t just copy a
competitor as you won’t stand out from the crowd. Instead,
make your promotion more of an "event" than a simple
promotion. You want your promotion to be a topic of
conversation – make it interesting, fun and attractive.
Step 3: How and when
The final piece of the puzzle is to determine how and when to
run your promotion. For example, if you have a list of prospects
and customers, you could develop a multi-step e-mail campaign
that might run for a week or so. If you don't, you can do direct
mail or advertising. There should be a specific deadline, a specific
call to action, and a specific reason as to why you're having the
promotion. If you include all three of these, along with making it
a fun event, you'll have a much better chance of making your
promotion a success.

HR tips for small
business owners
Unlike large multi-national businesses, small owner-managed
firms don’t have the resources or need for a full time HR person
(or people). However, like larger organisations they are looking
to improve their work practices, efficiency, and performance by
using best HR practices. Recruiting and retaining great staff is key
to any businesses’ success and this is the most important HR task
on a small business owner's plate.
Accurate job specification
In order to make sure you attract the right applicants for the job,
make sure that the job specification is relevant to the needs of
your business. The potential candidates must have a clear
understanding of what the role entails and what skills and
experience are required.
Standard application form
In order to filter candidates at an early stage (and therefore save
time in processing applications) you should develop a standard
application form which all applicants must complete in order to
be considered for the role. The application form should record
details of qualifications and identification to allow the business
to filter out unsuitable candidates prior to inviting eligible
applicants for interview.
Take time to review your processes
Try to be realistic about what you require from candidates.
Define the skills required to do the job and agree to them prior
to the interview stage. Don’t change your mind about what you
are looking for and take time to make decisions about which
candidates to recruit.

Google+
Google+, pronounced “Google Plus”, is essentially Google’s
alternative to the social network “Facebook”. Google’s new social
network is considered to be Facebook’s main rival and since its
launch in mid-2011 has grown to over 90 million users. So what is
Google+ all about and why should businesses consider it as part of
their social media strategy?
“Google+ Pages” allows businesses to set up profiles for sharing
information, publishing blogs, product information and generally
keeping their customers and potential customers up to date.
"Circles" enable users to organise contacts into groups for sharing
across various Google products and services. The idea is similar to a
“Friends List” on Facebook.
Of particular relevance to businesses is the "what's hot" stream. This
is essentially a news feed showing what Google+ users are currently
excited about. Businesses can use this stream to generate
Public Relations.
Google+ is also available as a mobile “app” which allows users to stay
up to date, send group messages and receive notifications.
A major differentiator between Facebook and Google+ is "Hangouts".
A “Hangout” is a place used to facilitate group video chats (with a
maximum of 10 people participating in a single “Hangout” at any
point in time). This allows a whole new level of interaction for social
media users.
It is still early days for Google+ and it will be interesting to see how
the service develops over time. Businesses are already beginning to
use it as part of their social media strategy and there are advantages
to being seen as an “early adopter” in the business community.

Help new recruits on-board
In small businesses, a common mistake is to assume that a new
employee will perform exactly as expected. A new employee
must be provided with information that will help improve their
chances of contributing immediately to the firm. Management
should take the time to train new recruits, explain how the
business works and give the new employee(s) a chance to learn
the ropes. New staff should be provided with a manual outlining
common processes and procedures in the business including
safety, security, sales, ordering and so on.
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Looking after your customers
Looking after your customers is vital to a successful business.
Here are some tips to help you to retain customers and build
loyalty:

It seems like only yesterday that Apple launched the all singing,
all dancing iPad 2. Business and personal users alike have really
taken to the device; indeed, it has helped to define a new sector
of the personal computer market. With the new iPad setting the
standard in visual display, processor speed and 4G networking,
many users will consider an upgrade. So here’s a rundown of
what the device has to offer.
First of all, it looks almost identical to the iPad 2, which is a good
thing as this design is fantastic. It is a few millimetres thicker and
a few grammes heavier, but not to the extent that you would
notice any difference if you held both devices at the same time.
The new iPad includes a high resolution Retina Display (similar to
the one on the iPhone 4) and has a screen resolution of 2,048 x
1536, offering 264ppi. The screen also boasts 44pc better colour
saturation than the iPad 2. In plain English, the picture quality is
better than its predecessor and the screen is superb for watching
video content. The device also comes equipped with LTE (4G)
connectivity and an A5X chip with quad core graphics.
Apple have also equipped their latest model with voice dictation,
allowing users to speak into their iPads to type a message.
Languages currently supported include UK English, US English,
Australian English, Japanese, German and French. This is a great
addition for business users, as typing on an iPad isn’t nearly as
effective as typing on a laptop.
The big question that many business users will ask is: “Do I need
to upgrade from an iPad 2 to the latest iPad?” The answer is
probably no. 4G networks have only just been rolled out in the
USA and although there is a huge increase in internet speed, the
networks aren’t that widely available - yet. If you have a first
generation iPad, then an upgrade to the new iPad would make
sense, as the increased processor speed and multi-tasking are
vastly superior to the older device.
If you have an iPad2 you won’t really notice a huge difference
and, as such, the investment required to upgrade is not as easy
to justify.

∙

No matter what type of business you are in, chances are
good that your customers spend lots of time online. Your
website should be attractive and easy-to-navigate.
Customers need to be able to find what they're looking for,
otherwise they'll go elsewhere.

∙

Engage with your customers online. Getting to know your
customers will offer the greatest opportunities to keep
them happy, which is why social media has become so
popular. Use it to learn from your customers and engage
with them in conversation.

∙

Once they've found what they are looking for, the buying
process must be fully functional and easy to use. If you have
retail premises, you need to make sure you have many
staff members available to deal with any queries your
customers may have.

∙

Don’t make promises you can’t keep. The promises your
business makes need to be upheld and seen through to the
end, from delivery dates to prices. Customer loyalty comes
from trust. Build their trust by following through and
delivering what you say you will. If you want to be the best
in your market sector then you should create opportunities
to “over-deliver”.

∙

Invest in telephone training for all staff. You don't want
customers on hold for a long time, or reaching an operator
who is unhelpful. Many larger businesses get around these
common problems by using outsourced call centres. Smaller
firms often cannot justify such an expense and should
instead invest in appropriate staff training to ensure that
their customer experience is second to none.

Awards strategy
Winning awards can be a fantastic way of generating free Public
Relations for your business. Creating an awards strategy involves
researching relevant awards and planning which categories to
enter your business into throughout the year ahead.
An awards strategy can be a big boost in helping businesses to
build their brand, build awareness and communicate with
targeted audiences. While many larger businesses understand
the value of an awards strategy, many small and medium sized
firms fail to pursue industry related awards. They either do not
grasp the concept, do not allocate the time to professionally fill
out forms, or simply do not make it a key part of their marketing
strategy. Winning an award or multiple awards can produce a
great number of benefits both inside and outside your firm.
Firstly, winning an award sends a strong message to customers
and potential target customers alike.
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It reinforces your marketing efforts and demonstrates to your
current customers customers that they are doing business with a
sound and reliable company. It informs prospective customers
that your business is reputable and reliable.
Secondly, winning awards can be useful in generating press
coverage. You can create a campaign based on winning the
award, which could include press releases, email campaigns,
adding the awards logo to your website and marketing
materials.
The business can also create a social media campaign and
highlight the award on Facebook, Twitter and LinkedIn.
In developing an awards strategy your business should consider
which awards are relevant to the business and its customers.
Then develop a calendar which includes dates and submission
details for each award category that you wish to enter. Finally,
you should designate one person in the office to champion the
cause and entrust them with the responsibility to make sure that
entires arrive well before the deadline closes.

Holiday time
Each year, many business owners and managers strive to ensure
that their employees use their allocated holiday time. It is
commonly the case, however, that these owners and managers
fail to use their own holiday allowances.
One reason that some owners and managers struggle to take
time off is that they feel “wedded” to the business - they simply
cannot switch off. However, just like your staff, as a business
manager or owner, you should take holidays for the following
reasons:
Rejuvenation
Remember the feeling when you first started your business? The
possibilities, the wonders, and your new future... want that back
again? Go on holiday. Get away from the office. Explore a new
city, relax on a beach. Enjoy the fruits of your labour, hard work,
and relax. You might just find that you come back to the office
with renewed positivity and more drive.
Re-energize
Only by taking time away and checking in every once in a while
(most managers probably will check in while on holiday - just
don't do it every hour) can you regain your energy. Working dayto-day without a break, no matter how much coffee you drink,
will drain your energy. You may find yourself hitting the snooze
button a little more often or postponing ideas for tomorrow - all
signs you need to get away.
Creativity
Similar to the above, your creativity will decrease and be less
consistent. Getting away for a week and visiting a new place can
spark your creative mind. Your best ideas need inspiration; a
holiday in a new place may allow you to spot a new business
opportunity, idea, product or service that you can introduce to
your home market.
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Planning for your
children’s future
Children are always eager to tell you what they want to be when
they grow up regardless if it is a doctor, a lawyer or a fire-fighter.
As a parent, you want to make sure nothing stands in their way
to achieve their goal, especially finances. Funding an education is
one of the most valuable gifts you can give your child, but
unfortunately, it is also one of the most expensive.
The first step in creating an education savings plan is to estimate
how much money you will need. To reach this number, you
should take into consideration the type of college or university
your child may be interested in, your time horizon and, of
course, inflation. A qualified and experienced financial adviser
can help you correctly estimate this figure as they constantly
analyse the market and keep up with financial regulations
and trends.
Starting early and investing consistently are two key factors to
reaching your goal and will help secure your child’s future.
Education can be very costly, however, by starting as early as
possible you can give your child the likely chance of receiving the
best education possible.
For many, their children’s education is not the only long term
savings plan you may have. Retirement plans may coincide with
your children entering or completing university. If you did not
start saving for tuition the moment your kids were born and
retirement is just around the corner, you might feel a bit
overwhelmed about your financial situation as you progress
through life.
If you save for your child’s education first, you might not have
enough income to cover your retirement expenses and you could
find yourself leaning on your children for support later in life. But
keep in mind, your children might not be able to financially help
you down the road, either. It is a harsh reality, but investing in
your children’s education will benefit you during your “golden
years”. It is critical for parents to first secure funding for
children's education expenses and then for retirement although,
if finances allow, then simultaneously. A qualified and
experienced financial professional can help assess what you
can afford.
It is a well-known fact that children become more expensive as
they get older. At the same time you might alter your work
arrangements and your income could change. You would need to
make a plan for this, albeit that you would have to rely on a
second income. You may need to protect your family with
insurance and a comprehensive will and financial plan.
University fees are much higher compared to what they used to
be but options to pay for school have never been greater. There
are scholarships, grants and loans, along with work-study
programs and the old-fashioned "work your way through school”
option for those less “well-off” than some. Many universities
offer discounts and performance bonuses to high achieving
students. If your child is exceptional at their academic work, you
might find that you can reallocate a large portion of their tuition
money to other areas in your life. However this is not something
to bank on, especially when your child cannot even walk yet.
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A good education is one of the best starts you can give your
child, but although it doesn't necessarily have to, it can cost a lot
of money. A little research and planning now could save you
some financial worries in the long run. The earlier you tend to
the issue the more likely you are to ensure a bright future for
your loved ones.
Get financial advice from a qualified and experienced
professional such as Wallrich to help you set targets and make a
budget for you.
About Wallrich:
The Wallrich offices are situated in the centre of South Africa’s
business hub, in Randburg, Johannesburg. A team of qualified
and talented staff are able to cater for any financial need a
business may have and also act in an advisory capacity. Wallrich
utilises state of the art computer technology to enhance its
service offering to clients. Computer-assisted techniques are
used, where these are both feasible and desirable, to conduct
specific tasks with the client’s best interests being paramount. By
maintaining a competitive edge in our training systems, we
ensure our people display the highest levels of techniques and
professional expertise. Services range from basic accounting, tax
and payroll to high-level business and financial advice.
Wallrich are members of:
South African Institute of •Chartered Accountants
SAIT – South African Institute of Tax practitioners
Use Lloyd Viljoen (Randburg South) as accredited IRBA
auditors – share same office and management

Medical Aid - which is
the right choice?
The competitive healthcare scheme options available in South
Africa make it difficult to choose one that is right for the needs of
you and your family. Many factors influence one’s decision to
join a medical aid scheme such as healthy living, high medical
costs and access to private sector medical care, to name a few.
Different healthcare schemes have varying benefits for their
members which ultimately influence one’s choice. Ensure that
your preferred choice is the right choice for you and your family.
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Accidents are unpredictable, and as we all know safety and
security cannot be guaranteed, making it essential to “insure”
your health. There are two kinds of medical schemes that exist:
Closed and Open medical schemes. Closed medical aid schemes
are exclusively available to the employees and members of
particular corporate sectors and unions. Whereas, Open medical
schemes are available to the broader public, and include some of
the leading schemes in the country such as Discovery Health,
Bonitas Medical Fund, Fedhealth, and Momentum Health,
among others.
Reviewing your personal needs first and asking questions such
as: What do I need from a medical scheme? What amount can I
afford to spend on a monthly premium? How many people do I
need to cover? Will I be able to afford it? Does the plan cover
chronic conditions? Will ensure that you have a clear idea of
what your needs are. Researching all the medical schemes
available and making a note of the queries you have that may
not be answered by the information provided by scheme
brochures is vital. Above all, read the fine print before signing on
any dotted line.
There are several factors to consider when choosing a medical
scheme, and seeking the help of a qualified medical aid or
financial advisor can make the process less stressful. Financial
advisors can help you restructure your budget and advise you on
a more affordable option to suit your financial situation if
necessary. Medical scheme membership is closely related to
income, and a financial advisor can assist you to make the best
choice for you. Understanding all the conditions of the medical
cover, particularly if you have a chronic illness, can save you
administration and inconvenience in the long run. Knowing
whether your condition and medication are covered by a medical
plan will ensure that the scheme cannot reply with the dreaded
statement: “Unfortunately it’s not on our formulary”. Be aware
of any co-payment conditions that plans may have for certain
procedures and treatment beforehand, and whether your plan
applies only to medical institutions and dispensaries within a
certain healthcare network.
It is not good enough to choose a medical aid scheme and plan
based on a scheme being well established or a plan having a high
membership status. You need to consider a lot more and choose
a scheme and plan that will best fit your needs and situation. If
ever in doubt, seek an advisor, because there is more harm done
in not asking for help. An informed choice is always the right
choice for you and your family.

In recent years, people have increasingly begun to opt for basic
hospital plans rather than comprehensive and traditional
medical scheme plans. This trend is largely due to the monthly
contributions that come along with the classic medical aid
packages. The downside to following this trend is the costs of GP
consultations, tests, radiology and chronic medication that can
be incurred out-of-hospital and on an on-going basis.
Comprehensive and traditional medical plans make provisions
for out-of-hospital healthcare costs; however, these plans have
become a luxury many people cannot afford.

Please let us know if you are
interested in discussing this further.
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SARS Travel logbook solution
As part of our ongoing service to you,••we are always looking for
products that can inprove our service offering to our clients.
We are thus happy to introduce the GPS Logbook to you which
we think will greatly improve the accuracy with which we
perform our annual submissions to the SA REVENUE SERVICES.
With SARS systems becoming more and more sophisticated
every year, and the fact that you need sufficient proof in order to
obtain any refund from them, this device will assist greatly in
that guest to get those refunds paid accurately and as quickly as
possible.
This product is more than just a SARS logbook, it can also be
used by sales staff to do their sales callsheets and trip sheets. All
this for less than R850 incl VAT once off, no subscription fees!
For more on this unique product, click on "features" below;

FEATURES
Finally I think we have found a solution which will solve one of
our,•as well as your•headaches.
Interested, then click on "Buy it Now" and by entering our
discount code (B2WAL001) you will qualify for a R50 discount,
and if you buy two or more units, delivery will be FREE of charge.
I have put it to the test and I have been very impressed with its
ease of use and functionality.

BUY NOW!!
We look forward to refunds based on accurate travel
information, which would speedup turnaround times.
Contact: Hettie Bekker
Tel: (+27 11) 789 1011 | Fax: (+27 11) 789 1012
E-mail: tax@wallrich.co.za
Web: www.wallrich.co.za/

6

B u s i n e s s

c a n

b e

t a x i n g

Business continuity planning
Most business owners and managers are generally too concerned with
how things are going today to worry about how the business would
function in the event of disaster tomorrow. Although the day-to-day
operation of the firm is undoubtedly important, businesses must also
focus their attention on how to manage their operations in the event
of an unforeseen event. It is understandable that when disaster strikes,
the regular operations of the firm will be disrupted. People may be
unable to make it to work due to adverse weather, equipment can
malfunction and data may be lost. In situations such as these you
need to have a business continuity plan in order to make sure that
the business can adapt quickly to the situation and continue
to function.
The terms "disaster recovery" and "business continuity planning"
are sometimes used interchangeably because their functions often
overlap. When a disaster strikes, you need to have a business
continuity plan to help you move forward. There are many
simultaneous activities that you need to focus on depending on the
priorities of your firm. You also have to manage the people in your

firm who are affected and the customers and clients whose orders and
business will be disrupted.
You can't afford to wait until a disaster happens before you develop a
plan. You may do your planning internally with your managers or you
can hire an outside consultant specialising in business continuity
planning. The first item on the list should be to designate the people
who will assume leadership in the event of a catastrophe. When there
is a designated leader, it becomes easier to implement your plans
because someone is taking charge. The second most important item
should be to evaluate the company's processes, in order to determine
those which should be prioritised for restoration of business activities.
This will minimise the effects of such disruption on the systems and on
the company's staff and clients. The next priority will most likely be to
determine backup recovery on systems and storage.
In order to ensure that your business continuity plan is ready to roll out
in the event of a disaster, it is essential to have a practice run at least
once a year, just like a fire drill. Involve your employees, staff and
management so that everyone will become familiar with the routine.

Important Tax information for investors
The following are some of the changes proposed in the Rates and Monetary Amounts and Amendment of Revenue Laws Bill 2012 that will affect the taxation
of shares and dividends:
•

•
•
•

The CGT inclusion rate has been increased for individuals and special trusts from 25% to 33,3% and for companies and other trusts from 50% to 66,6%.
The effect of this change is that an individual with a 40% marginal tax rate will now pay CGT at 13,32% (previously 10%) while a company will pay
18,65% (previously 14%). The change applies to years of assessment commencing on or after 1 March 2012.
The annual exclusion for the 2013 year of assessment for individuals and certain special trusts is increased to R30 000
(previously R20 000) while this figure increases to R300 000 in the year of assessment in which a person dies (previously R200 000).
Dividends tax is to be imposed at a rate of 15% from 1 April 2012, up from 10%.
The effective rate of normal tax on foreign dividends is to be a maximum of 15%, up from 10%. The change comes into operation
on 1 April 2012.

VAT Blitz
Redemption of manufacturer discount tokens, vouchers and stamps (coupons).
Manufacturers often issue coupons which may be redeemed by customers in the form of a
discount allowed on the retail price of the manufacturer’s products at certain retail
outlets. A manufacturer that reimburses a retailer for a discount allowed to a customer,
may deduct input tax equal to the tax fraction of the amount reimbursed. The law has now
been amended to clarify that input tax in such cases may only be deducted by the
manufacturer when the supply by the retailer to which the coupon relates, was subject to
VAT at the standard rate.
Temporary letting of dwellings by property developers.
Section 18B was inserted to provide some temporary relief for the
change in use adjustment required by a vendor when newly
developed units are temporarily let as residences (exempt supplies) whilst they are also
being marketed for sale (taxable supplies). The relief is in the form of a suspension of the
liability to declare output tax on the change in use adjustment for a maximum period of 36
months. It is intended to apply in cases where developers experience difficulties in selling
their newly developed properties due to the depressed property market where they have
found it necessary to temporarily let the properties as dwellings until the property market
improves. The relief will expire on the 1 January 2015 or the date of any permanent
change in intention or use of the properties from taxable to
non-taxable purposes.
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