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Tips for effective meetings
Meetings are a fact of life in business. Some people love them, others
think they take up too much time. The key is to ensure that meetings
are effective and time efficient. Here are a few tips to help you get the
most out of meetings:
Start on time
Time keeping is essential. Start every meeting on time. Late-comers
will get the message after turning up late on a few occasions – they
will see that you won’t wait for them and will tend to make the effort
to be on time in future. It’s also important to end on time (or better,
slightly early). If you build a reputation for letting meetings drag on,
you could struggle to get people to turn up to future meetings as they
may perceive your sessions to be too time consuming.
Create an agenda
An agenda adds structure to a meeting. Outline the points to be
considered, detail the decisions which need to be made and circulate
the agenda in advance of the meeting. This will help make your
meetings more efficient and will also ensure that, more often than not,
decisions are made.
Take minutes
Ensure that someone takes minutes. Decisions made should be noted
and minutes should be circulated to all attendees following the
meeting. Minutes should be circulated within a day or two of the
meeting – to ensure that matters discussed are still fresh in the minds
of the meeting attendees.
Actions
Actions should be agreed at meetings and make sure that these are
noted in the minutes. If an attendee is required to do something
following a meeting, make sure to assign a deadline for the action to
be completed by. This will help you to get things done.

Considerations for building
a pricing strategy
A good pricing strategy can make or break a business. If you are
perceived as being too expensive and offering bad value for money,
your sales will suffer. Equally, if you are perceived as being too
cheap, you may lose out in revenue terms compared to competitors
who are perceived as having desirable “premium” products or
services.
Below are some factors to consider when creating a pricing strategy
for your business:
Economics of one unit
Simply put, you need to know what it costs you to produce one unit
of your product or service. If you sell cupcakes you should have a
full understanding of what it costs you to make one cupcake. If you
sell accounting services, you need to understand how much it costs
you to produce one tax return.
Overheads
Direct costs are one thing. You also need to factor in your overhead
costs. These costs may include renting premises, IT, equipment,
light and heat. On top of this you will have staff costs, tax and other
costs associated with being in business.
Competitor pricing
You can only estimate your competitors’ levels of overheads. Some
competitors may price low and push for higher volumes of sales.
Others may price higher, focus on offering more quality and
therefore provide more “perceived value” to their customers, but
they may not be able to deliver the same volume of product/service.
Quality
Having a high-quality product or service goes without saying. Even
if you justify charging more for your products or services, if the
quality is no good you will be inundated with returns, complaints,
and negative reviews.
Continues pg 2
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Benefits to the customer
The benefits a consumer can expect to receive as a result of
purchasing from your business must be clear and measurable.
Having a good understanding of your customers’ needs and how
your products or services offer a solution can go a very long way in
helping you to set pricing. The more a customer needs your product
or service the more you can charge, but make sure that you don’t
price yourself out of the market. Unless your firm offers unique and
tangible benefits which your competitors cannot offer, you really
can’t justify being the most expensive in the market.

Responsive website design
More and more people are embracing the mobile internet. People
are visiting websites on everything from smartphones to tablets,
ultra small laptops / netbooks to desktops with massive screens. As
such, website design has had to adapt in order to ensure that the
web content displays properly on everything from an iPhone to a
50 inch TV.
This shift in website technology requirements has resulted in what
is called “responsive web design”. This technology promises users
a simpler, more satisfying online experience by adapting content
to display differently on different types of screen.
Responsive web design sites are specially designed and coded so
that when a visitor’s device type is detected—smartphone, tablet,
laptop or desktop—they serve up content that’s appropriately sized
for that specific screen size. This is exactly what visitors want.
A responsive design allows businesses to create and maintain one
website which serves both PC and mobile device traffic. This allows
for increased levels of engagement with customers (and potential
customers) who can access your website regardless of their chosen
device. Furthermore, your business could gain an advantage over
competitors as responsive design is still quite new and your
competitors may not have embraced this technology yet.
Increasing numbers of businesses are recognising that growth in
usage of mobile devices for viewing web content can offer another
route to market. Website users want instant access to information
so designing a site that caters for this can only be a good thing.
This type of website design requires that files and graphic images
are kept small to ensure all website pages load fast. It’s often best
to design the mobile website first and then the desktop version.
If you embark on a project to implement responsive website
technology for your business’s website, be prepared to do lots of
testing. You will need to ensure that your site displays appropriately
on a range of devices with different screen sizes and download
speeds. If possible, gather user feedback from your customers in
order to refine your site and deliver maximum value to your target
audience

International referrals
In today’s tough job market, the saying “it’s not what you know, it’s
who you know,” has never been more true. Many businesses offer
rewards and incentives to staff who assist with hiring new
candidates.
With so many variables involved, external applications, agency
candidates, social networks, and referrals, having an effective
applicant tracking system in place is vital when it comes to verifying
which methods work best for your company. Most businesses trust
their employees to recommend high quality candidates but does
knowing someone necessarily make a person a good candidate?
Hiring a new person is a big commitment for any business. Not only
does it mean paying the employees’ salary, but the business also
commits to paying for their training, background checks, and other
assessments. In today’s financially difficult times, getting it right
when it comes to hiring new employees has never been more
important.
Incentivising your team to refer potential candidates can save a
considerable amount of time and money. Employment agencies
and head hunters charge very significant fees. By offering a reward
(say, R1000 or two days extra paid holidays) to existing employees
for introducing a new employee, the business can fill a role without
paying thousands of rands to a recruitment agency.
If an existing employee has a relationship with a potential recruit,
the firm will also be able to learn about the candidate from the
current staff member. Also, most people will only introduce good
candidates to their employer as the candidate is a reflection on
them. The business can protect itself by only offering the reward
once the new recruit has successfully completed their probationary
period.
A further benefit of adopting incentives for staff who successfully
introduce new employees to the firm is the motivation and
positivity experienced when the introducer receives their bonus or
reward.
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Ÿ

Focus on indigenous and non-water-consumptive alien plants
(but not invasive alien plants).

Ÿ

Group plants according to their water needs and spread
mulch around them.

Ÿ

Water gardens less frequently, but water well. Using a garden
hose could use as much as 30 litres of water per minute.

Ÿ

Remove invasive alien plants on your property.

Ÿ

Roof water can also be profitably stored in tanks, for watering
gardens.

Ÿ

Use "grey water" - used water from baths, washing
machines and other safe sources - to water your garden.

In and around the house / business
Ÿ

Turn the tap off between washing your face, brushing your
teeth or shaving.

Ÿ

Taking a five-minute shower a day, instead of a bath, will use
a third of the water used bathing in a bath tub, saving up to
400 litres a week.

Ÿ

Showering can use up to 20 litres of water per minute.

Ÿ

If you prefer to bath, don't fill up the bath tub.

Ÿ

Taking a bath can use between 80 and 150 litres of water per
bath.

Ÿ

Use low-flow showerheads, dual-flush toilet mechanisms and
water-efficient washing machines.

Ÿ

Kettles should not be filled to the brim but with just enough
water for your needs. This will reduce your electricity bill too.

Ÿ

Don't over-fill containers like cooking pots, as this may result
in using more energy to heat the water.

Ÿ

Reducing the toilet flush volume alone can save 20% of total
water consumption. This can be done by putting a 2-litre cold
drink bottle, filled with water and a little sand to add weight,
into the cistern.

Ÿ

Fix a leaking toilet otherwise it can waste up to 100 000 litres
of water in one year.

Ÿ

Avoid flushing the toilet unnecessarily. Dispose of tissues,
insects and other waste in the trash rather than the toilet.
Every time you flush the toilet, 12 litres of water is used.

Ÿ

Use "grey water" - used water from baths, washing machines
and other safe sources - to flush your toilet.

Ÿ

Do not over-fill or excessively backwash your swimming pool.

Ÿ

Use a bucket rather than a hose to wash your car. If you have
to use a hose, use a sprayer that can be turned off inbetween spraying the car. Using a garden hose could use as
much as 30 litres of water per minute.

Ÿ

Do not pour paint and chemicals down the drain.

Ÿ

Farmers must ensure that they keep toxic insecticides away
from water sources and streams.

Ÿ

Factories should take care of how they discharge mercury
and other heavy metals into waste water.

Ÿ

People living in rural areas should be careful not to use the
river or river bank as a toilet.

In the garden
Ÿ

Always water your plants during the early morning hours or
in the evening, when temperatures are cooler. Between
10:00 and 15:00 one can lose up to 90% of water to
evaporation.

Ÿ

Every time you boil an egg, save the cooled water for your
house plants. They'll benefit from the nutrients released from
the shell.
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TAX TIP
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
Is your SBC really a SBC?
One of the government’s main tax incentives for small businesses
is the preferential tax write-offs and tax rate for companies that fall
into the category of ‘small business corporations’ (SBCs). To be
taxed as a SBC, the company must indicate on the IT14 tax return
that it is a SBC. This seems to provide easy access to the tax
concession for SBCs (ie. 100% write-off of manufacturing assets and
the lower tax rates of between 0% and 28% (see table below) but
there is also a significant financial risk if you get it wrong.
Continues pg 4
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Table: Tax rates for small business corporations: years of
assessment ending on and after 1 April 2012.

Year of assessment ending
on/after
Rates of Tax
Taxable Income (R)

0 - 63,556

0%

63,557 – 350,000 7%

350,001 – and

R20,051 +
28% on the
excess

Companies must be very careful to ensure that they do, indeed,
meet the definition of a SBC before indicating this on the IT 14
as incorrectly triggering the SBC tax treatment could result in
exposure to a liability for underpayment of taxes in later years,
together with severe penalties and interest! This is because SARS
will assess the company as a SBC based on the information
provided in the tax return. If SARS later discovers that the
company did not, in fact, qualify as a SBC, SARS will recalculate
all the taxes using normal company tax rates. This would result
in the company underpaying provisional tax and taxes on
assessment for all the intervening years. The company would
then have to settle the additional tax liability and SARS would
also levy penalties and interest on the underpayments. This could
have disastrous financial implications for the company, together
with many hours spent answering queries from SARS!
What is a ‘small business corporation’?
To be eligible for the beneficial tax treatment available for SBCs,
the company must meet ALL the requirements of the definition
of a ‘small business corporation’ as set out in section 12E of the
Income Tax Act, which are as listed below:
1. All the shareholders or members of the SBC must be natural
persons (individuals) at all times during a tax year.
2. The shareholders or members of the SBC may not hold any
shares or interest in the equity of any other company, other
than in –
Ÿ Companies listed on the JSE;
Ÿ A portfolio in a collective investment scheme
contemplated in paragraph (e) of the definition of
company in section 1 of the Income Tax Act;
Ÿ A company contemplated in section 10(1)(e)(i)(aa), (bb) or
(cc) of the Income Tax Act (that is, a body corporate
established in terms of the Sectional Titles Act, 1986, a
share block company as defined in the share Blocks Act,
1980, a non-profit company as defined in section 1 of the
Companies Act, 2008 or an association of persons subject
to certain conditions)

Ÿ A social or consumer co-operative or a co-operative burial
society where the interest held must be less than 5%;
Ÿ Any friendly society as defined in the Friendly Societies Act,
1956;
Ÿ An interest of less than 5% in a primary savings
co-operative bank or a primary savings and loans
co-operative bank as defined in the Co-operatives Banks
Act, 2007, that may provide, participate in or undertake
only the following Ÿ In the case of a primary savings co-operative
bank, banking services contemplated in
section 14(1)(a) to (d) of the
abovementioned Act; and
Ÿ In the case of a primary savings and loans
co-operative bank, banking services
contemplated in section 14(2)(a) or (b) of
the abovementioned Act;
Ÿ “venture capital companies” as defined in section 12J of
the Income Tax Act;
Ÿ Any company, close corporation or co-operative that has
not traded during any tax year and has not during any tax
year owned assets with a total market value exceeding
R5 000 (Note: This requirement applies only from the
commencement of tax years commencing on or after
1 January 2011); or
Ÿ A company or close corporation that has taken steps (see
section 41(4) of the Income Tax Act) to liquidate, wind up
or deregister. This ceases to apply if the company or close
corporation has at any stage withdrawn or invalidated any
such steps, with the result that it will not be liquidated,
wound up or deregistered.
3. The gross income of the SBC for the tax year may not exceed
R14 million (pro-rated for periods of assessment of less than 12
months).

4. Not more than 20% of the total of all receipts and accruals
(other than those of a capital nature) and all the capital gains of
the SBC may consist collectively of investment income and
income from rendering a personal service.
Continues pg 5
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Note:

Ÿ Dividends, royalties, rental on immovable property,
annuities or income of a similar nature;
Ÿ Interest contemplated in section 24J of the Income Tax Act
(other than interest earned by a co-operative bank),
amounts contemplated in section 24K of the Income Tax
Act and other income subject to the same treatment as
income from money lent; and of the proceeds derived from
investment or trading in financial instruments, marketable
securities or immovable property.
Personal service means
Personal service in relation to a company, co-operative or close
corporation means any service in the field of accounting,
actuarial science, architecture, auctioneering, auditing,
broadcasting, consulting, draftsmanship, education, engineering,
financial service broking, health, information technology,
journalism, law, management, real estate broking, research,
sport, surveying, translation, valuation or veterinary science if –
Ÿ That service is performed personally by a person holding an
interest in the SBC; and
Ÿ The SBC does not throughout the year of assessment
employ three or more full-time employees (other than
employees who are shareholders of the company or
members of the close corporation, or who are connected
persons in relation to a shareholder or member), who are
engaged on a full-time basis in the business of the SBC of
rendering that service.

A SBC which is engaged in the provision of personal services will
still qualify for relief if it employs three or more full-time
employees throughout the tax year (excluding shareholders or
members and connected persons to such shareholders or
members) who are engaged on a full-time basis in the business
of the SBC rendering that service.
(refer to SARS Guide for Small Businesses – available on the
SARS website)
The definition of a SBC is very complicated, and is made more so
because many of the requirements are difficult to interpret…
Discuss this with your accountant / tax advisor if you are at all
unsure of your company’s eligibility.

Companies ACT snippet
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.
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Our combined skills cover all the
financial management needs a
business would require.
To maintain a competitive edge,
we ensure that our staff receives
expert personal training in the
latest technologies and legislation.
We are a truly South African
company and fully committed to
the future success and prosperity
of all South Africans.
We have built a sound reputation
on service delivery utilising
standardised methodology to
ensure cost effective reviews.
We offer a wide spectrum of
financial management services
ranging from business start-up and
support to estate planning.
We are always accountable,
always positive, always accurate,
always confident, always topical
and always driven for the benefit
of our clients.
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