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Exchange Control
Early in July and in October 2010, there were announcements from
the Exchange Control Department of the South African Reserve Bank
including the following:

Use of Blocked Funds by Emigrants
Ÿ Up to date, blocked funds at the rate of R3 000 per person per
day up to R75 000 per calendar year could be released to an
emigrant to cover the local living expenses of the emigrant
family whilst visiting South Africa.
Ÿ Blocked funds up to R750 000 per calendar year may in future
be released for these purposes. Any unutilised funds are to be
re-credited to blocked accounts on departure
from South Africa.
Ÿ Up to date, blocked funds up to R100 000 per calendar year
could be released in respect of gifts, donations and
maintenance to third parties resident in South Africa. These
gifts and donations could be made to any person or entity
(charitable or not). Blocked funds up to R750 000 per calendar
year can in future be released for these purposes. As the
donor is not a resident of South Africa for tax purposes, there
is no liability for South African donations tax which would
normally be payable by a tax resident person on donations in
excess of R100 000 per year.
Ÿ A private individual emigrating from South Africa may avail
himself of a foreign capital allowance up to R8 million per
family unit (R4 million per single person). Persons who have
already emigrated but have not fully utilised the current
authorised foreign capital allowance may be accorded
additional capital transfers provided that the total amount
availed of does not exceed the current limits. On application to
the exchange control department via local banks (authorised
dealers), increased allowances were generally authorised by
the Exchange Control Department on payment of a 10%
exit fee.

Ÿ The regulations now specifically authorise the Exchange Control
Department, on application, to consider requests to transfer an
emigrant's remaining liquid assets and the export of quoted securities
(e.g. listed shares) in lieu of cash in excess of the basic allowance.
Approval will be subject to the payment of a 10% exit levy on the value
of the additional cash or listed shares to be exported.
Ÿ Local banks can now release unlimited blocked funds for the
maintenance of and alterations to local fixed property forming part of
the emigrant's blocked assets. Formerly there was a limit of R100 000.

Capital Distributions from Local Testamentary Trusts
Capital distributions from local testamentary trusts due to non-residents,
including emigrants, may in future be remitted abroad, provided that the
Trustees Resolution confirming the capital distribution and the Last Will
and Testament confirming that the beneficiary is entitled to such capital
distribution, have been viewed by the authorised dealer.
A new limit of R50 000 per transaction has also been introduced for
payments made by residents to non-residents which do not fall within
the categories specifically listed in the exchange control rulings.

Foreign Capital Allowance
Expand your investment portfolio abroad by using your Foreign Capital
Investment Allowance. This annual allowance is available to registered
taxpayers over the age of 18 years, who are South African residents and
have a green bar-coded Identity Document. The allowance can only be
transferred in foreign currency and not in Rands, in line with South
African Reserve Bank (SARB) requirements and subject to a valid tax
clearance certificate issued by South African Revenue Services (SARS).

Single Discretionary Allowance
The Single Discretionary Allowance is an annual allowance (valid from 1
January to 31 December in any year) available to all South Africans over
the age of 18 years. You are able to use this allowance for the following
purposes:
Ÿ Travel - flexible foreign exchange products available for your
travel abroad
Ÿ Monetary gifts and loans - if you are a South African resident, you are
able to transfer monetary gifts and loans, within the limit specified
during a calendar year, to non-resident individuals and resident
individuals who are overseas temporarily. This excludes residents who
are abroad for holiday or business travel
Ÿ Subsistence Allowance - this allowance is for students studying abroad
on a full-time basis, as well as their spouses, provided the spouse is
unemployed
The entire allowance can be used in any of the above categories,
provided there is supporting documentation.
Rand denominated cash has also increased from R5 000 to R10 000 per
person, when making visits outside the Common Monetary Area (South
Africa, Namibia, Lesotho or Swaziland). This increase has been granted to
meet travellers' immediate needs on their return to South Africa. Please
note that this is not included in your Single Discretionary Allowance.
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Get your team to think
creatively and develop
new marketing ideas
One of the biggest challenges faced by managers today is getting
ideas from their team. A successful leader is one who can motivate
their team to think and produce ideas that can be implemented in
the firm. The team are often well placed to come up with new and
innovative marketing ideas – after all they are more familiar with
your products and services than anybody else! Here are some
approaches to help you to get your team feeding into your
marketing strategy.
1.

Ensure team meetings allow people to contribute and express
their thoughts without being judged. Encourage your team
to contribute. Don't just tell them what needs to be done, ask
them how it can be done.

2.

Bounce ideas off your team. If there's something in your mind,
ask them. You will see how different people in the team can
put a new spin on things. Your staff will appreciate being
included in the marketing process and will feel like they are
really part of the machine that is your business.

3.

Communicate your goals clearly across the firm. It is
imperative that your team understands exactly what the firm
is trying to achieve. When they know what needs to be done
they will be able to think clearly about how best to achieve
the firm’s goals and they will be able to come up with better
ideas.

4.

Incentivise your team to feed into your marketing strategy.
Incentives do not necessarily need to be monetary. A word of
appreciation can go a long way in motivating employees to
contribute marketing ideas again and again. Saying “thank
you” helps the team members to feel like they are really
contributing to the success of the business.

5.

Create an atmosphere of healthy competition among your
team. Give people similar tasks to do. For example ask 2
people to come up with new promotional ideas. When people
find that others are given similar tasks as they are, their
human nature automatically wants them to do better. This
friendly rivalry among team members encourages productivity
and motivation among the team and ultimately results in
more and better marketing ideas.
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Pick a Keyword
Once you have decided on what you want to write about, you can
search for popular keywords using Google Keyword Tool. Pick
keywords that are more targeted instead of general ones. Example
of General Keywords = "Accountant and Taxation". Example of
Targeted Keywords = "leading accounting and tax firm in London".
Insert Your Keywords in your URL Post Permalink
In every blog post, you'll have to insert your blog post “permalink”.
Ensure to insert only the main keywords you want to be optimised.
Try not to put the whole title as the permalink.
Insert Your Main Keywords Into Your Title
You want your main keywords to be prominent. Make the title
font bold so it stands out, then create an eye catching blog post
title too. For example, "Leading accounting and tax firm in
London focuses on helping entrepreneurs through the
recession".
Add your Main Keywords into the Body of the Blog Post
Include your main keywords in the first 100 words of your post.
Ensure not to over use the keywords as Google might interpret
this negatively. As a rule of thumb, 2-3 mentions of your key words
should be enough. Add one at the beginning, in the middle, and
one nearing the end of the post. Remember to write for people
first (so the blog actually reads well) and Google second (so your
page gets ranked on the search engine).
Link your Main Keywords to a URL
Remember to link your main keywords in your blog post at least
once to your website URL. This will help you to drive traffic to your
company website. Now your blog is working like an advertisement
for your business.

Search engine optimisation
also applies to blog posts

A more efficiently run office
for the new year

Many businesses have found that blogs are an excellent way of
increasing traffic to their website. A well written and regularly
updated web log (or blog) can keep potential customers
returning to read about you and your firm on an ongoing basis.
The steps to building a search engine optimised blog are as
follows:

As we begin 2011 many firms are looking at improving the way
they do business. Here are some steps to help boost productivity
levels in your office this year.
1. Limit social media use among staff. Research has shown that
a blanket ban can have negative effects on productivity levels so
just introduce an office policy on usage.
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2. Although some people consider meetings to be a waste of
time, you can boost productivity by having meetings
between individuals, different departments or even the entire
firm. Make sure you have a flip chart or white board in the
boardroom to note down the ideas you discuss. A monthly
staff meeting could highlight new ideas that develop into
new revenue streams for the firm.
3. Consider replacing older / malfunctioning office equipment.
Slow printers that often jam could damage staff morale by
frustrating workers and hindering productivity. It may be an
expensive task, but an update could be an important step.
4. Make sure you always have a healthy stock of stationery
and other office products available. From packaging supplies
to envelopes and paper, it's vital that everything is there for
when you need it most.
5. Consider offering more flexible working conditions to your
staff. Flexible working hours for some staff may help them
to get more done, so don't rule it out.
6. If some tasks seem to take up too much of your team's time,
such as dealing with incoming calls or making sales calls, you
may want to consider outsourcing it to another organisation
such as a call centre.
7. One reason for an office's poor levels of efficiency could be
low motivation amongst the team. Perhaps staff could do
with a team building day in order to re-establish morale.
Consider introducing new incentives. Communication is key.
Let staff know that the firm is doing well and announce new
client / new business wins. This will act as a “pick me up” for
staff morale.
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You could even consider encouraging your existing customers to
generate some new leads for you. By offering incentives such as
“Money Off” vouchers to clients who refer a friend, you can
motivate your clients to send you some new business. For
example, an accountancy firm could offer a voucher for 10% off
the next fee note if a client refers a new audit or tax client.
This strategy has also been employed successfully by online
retailers. Each time a current customer recommends the site to
a friend or family member who makes a purchase, the
recommending client is given a credit on their account. These
credits can be small, depending on the average profit margin
per sale for your company, and serve dual purposes. Not only
will it encourage loyal customers to recommend your business,
it will also encourage them to spend each time one of their
friends does.
A great way to keep your leads fresh is to constantly look for
new methods of lead generation. Even the best methods can
grow stale with time.
Finally, make sure you capture these valuable sales leads in a
database. A good CRM system such as Goldmine or Sugar will
enable you to track leads as well as carry out permission based
marketing campaigns such as e-newsletters.

Are your e-mails
getting through?
Derek Stockley
People often comment to me on the volume of email that they
have to 'process'. The sheer volume can be overwhelming.
In this environment, getting your message through can
be challenging.

New strategies for
generation sales leads
In the current economic environment, generating sales leads is
one of the most important tasks of any sales and marketing
team. Finding leads that will actually generate new business can
be challenging even in the best times, and now as more
businesses are competing for fewer customers, lead generation
has become even more important.
For those with the staff to support this activity, seeking out your
own leads can be the best way to ensure that all new customer
outreach is targeted specifically to those who are likely to
become loyal customers. By implementing new strategies within
a company, business owners can tap into new sources of
qualified leads.

A customer service officer recently commented on bad language
being stopped by email filtering software. If you are angry, and
you vent your frustration in an email using bad language, your
anger will not be communicated - the message will not get through.
Spam filters can also stop emails that have too many 'trigger'
words. These words are commonly used by spammers e.g. 'free'.
Spammers try to get round them by using 'fre*' and the like.
Are your emails being opened?
Even if your email makes it to the 'in-tray', the next hurdle is to
have it opened. You reduce your chances if the 'from' details and
the email title look like spam.
Like most people, I scan the 'header' detail in the in-tray listing,
so that I can open the important and/or urgent emails first. Later,
I go through and process all the emails received. I have often been
surprised by the contents of an email message, because I skipped
over it on my initial scan of the in-tray.
I remember specifically an email from Google. The 'from' detail
was a first name only. The title was generic. It looked like spam
on my first scan.
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Like most people, I scan the 'header' detail in the in-tray listing, so
that I can open the important and/or urgent emails first. Later, I
go through and process all the emails received. I have often been
surprised by the contents of an email message, because I skipped
over it on my initial scan of the in-tray.
I remember specifically an email from Google. The 'from' detail
was a first name only. The title was generic. It looked like spam on
my first scan.
Many spam emails include the word 'query' in their header. I have
to be careful, because potential clients also use 'query' as a header.
I have to check to see it is a genuine enquiry. It would be better if
the heading were more specific, for example 'performance
management training query'.
Are your emails read properly?
Time is in short supply for many people. As it is for visitors to a web
page, sometimes you only have a few seconds to gain the reader’s
attention.
Your message has to be of interest and relevance to the reader.
The following tips may help:
Ÿ Writing it like a web page can be useful. Successful web pages
often mimic newspaper or magazine articles. They start with a
summary and key points. These are then expanded upon as the
article progresses. This style quickly informs the reader what the
message is about. If it is relevant, the content should encourage
the reader to read on.
Ÿ Keep the email short. Avoid flowery language. Use short
sentences. Keep paragraphs brief. Busy people often 'scan' the
page - skimming over the key points. Keep this in mind.
Ÿ If it is appropriate, structure the email in point form. It separates
the key points.
Ÿ Use language that is appropriate. Unless it is a very
email, avoid abbreviations such as 'plse' for
Abbreviations used on mobile (cell) phones for SMS
purposes are often not appropriate for business or
emails.

personal
'please'.
message
personal

Ÿ Exercise care when using rich text (HTML) format. Using a nice
colour like grey* may look good on your screen, but may be hard
to see on other screens. 'Dial up' users often have empty graphic
boxes where your carefully designed graphic should be,
particularly if they are reading 'off-line'. Many email filters block
images for virus protection. An email full of images that are
blocked can be quickly deleted. Consider 'embedding' the graphic
in the email.
Ÿ Like any communication medium, monitor your effectiveness. If
people are 'missing the point', the problem may be of your
making.
Summary
Think carefully about your email communications. Consider your
approach. Use an appropriate structure. Consider the reader. Write
an effective heading.
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Personal reflection
Thinking about the emails, you receive:
Ÿ Which email structures and formats appeal to you?
Ÿ Which email style do you relate to? Why? Is this style
appropriate for you in your industry?
Ÿ Do you need to change your style? If you do, what changes do
you need to make?

Registration notice
of 24 hours
SA Labour Guide
A contract of employment is signed between an employer and
an employee and usually contains a clause stating that either
party should give a month’s notice when the contract is
terminated.
Then, one morning, the employee gives notice, in writing or
verbally, and wants to leave the following day.
The employer now faces a number of problems, one of which is
finding a replacement for the employee.
A further frustration is that the money probably spent on the
training and development of the employee has been wasted.
What now?
Let us look at the Basic Conditions of Employment Act of 1997
to ascertain what the the intention is of the legislature. Section
37 deals with notice periods at termination and states:
1. Subject to section 38, a contract of employment terminable
at the instance of a party to the contract may be
terminated only on notice of not less than a. one week, if the employee has been employed for six
months or less;
b. two weeks, if the employee has been employed for more
than six months but not more than one year;
c. four weeks, if the employeei. has been employed for one year or more; or
ii. is a farm worker or domestic worker who has been employed
for more than six months.
However, what does the employer do when the employee
simply leaves after tendering a 24 hours’ notice and does not
adhere to the legal requirements for the terms of notice?
In the case, NATIONAL ENTITLED WORKERS UNION v
COMMISSION FOR CONCILIATION, MEDIATION & ARBITRATION
& OTHERS (2007) 28 ILJ 1223 (LAC), the union employed an
employee who left without giving notice.
The Union was requesting the Labour Court to rule that this was
an unfair labour practice and to its detriment.
The court did not agree with this point of view.
The court confirmed that the one recourse for employers is to
sue employees under common law for breach of contract.
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The legislature did not give the employer any recourse against
such employees who do not honour contracts – at least there is
no recourse in terms of labour legislation.
The option is for the employer to sue and issue summons against
these employees, for any damages that the employer is able to
quantify in terms of the employees breach of contract.
In most cases, employees are bound to provide the employer
with a one-month written notice. Sometimes it is stipulated in
the employment contract merely as one month or four weeks,
and in other cases, it is stipulated as one calendar month.
Whatever the case, it seems that employees are ignoring this
contractual requirement and either tender a resignation notice
of 24 hours, or in some cases tender the contractual notice
period in writing and then simply do not return to work.
The employer is left stranded without an employee to do the
work in the vacated post and the employee in fact is now in
breach of contract.
In the past, it has always been the practice of the employer to
deduct one-month’s salary from the final payout due to the
employee, but in many cases the employee tenders 24 hours’
notice the day after payday, and often there is no leave pay-out
due which leaves the employer with no means to recover any
losses.
The question is, how illegal is this practice of the employee
walking out on 24 hours’ notice?
The answer is that it is totally illegal - nowhere in the BCEA is
there any provision allowing an employee to terminate his
employment contract on 24 hours notice.
The employer must handle this in terms of breach of contract.
In order to protect themselves, employers must stipulate in the
employment contract that should the employee terminate
his/her employment contract without tendering a written notice
as per the period stipulated in the contract, the employer will
deduct an amount equal to the period of notice not given from
the final payment to the employee.
By including this as a stipulation in the employment contract, it
becomes part of the agreement between employer and
employee and is a condition of employment that legally binds
the employee and should he/she choose not to adhere to such
condition, the employer may make the necessary deductions.
However, if this condition is not stipulated in the employment
contract, the employer may not deduct any monies from the
final payment due to the employee and should pay the employee
in full and then sue the employee civilly (in terms of breach of
contract) for any damages the employer may wish to recover.
The problem is, especially with lower paid employees that the
amount to be claimed will in many cases be far less than the
amount of the legal costs incurred in the recovery, and in these
cases, the employer will eventually simply ignore the matter and
loose out.
It is far wiser for the employer to protect himself in a written
contract. There are employers who never provide their employees
with any form of written contract, and they will have a problem
should the above problem arise.
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How will the voluntary
Disclosure Programme (VDP)
Affect you, the taxpayer
The aim of the VDP is to encourage applicants to disclose their
defaults and to give them the opportunity to regularise their tax
affairs and any other contraventions of the Exchange Control
Regulations.
Taxpayers who take advantage of the programme will be able to
“come clean” without having to pay additional tax, penalties
and interest on their defaults. The full amount of tax will
however remain due for taxpayers participating in the VDP. This
applies to all types of taxation. i.e. income tax. VAT, PAYE,
custom duties, etc.
The overall VDP has two components, namely the Tax VDP
administered by SARS and the Excon VDP administered by the
FinSurv (VDP Division).
Both the Tax VDP and the Excon VDP will be effective from 1
November 2010 until 31 October 2011.
The requirements for a valid voluntary disclosure are as follows:
Ÿ There must be a voluntary, full complete disclosure in all
material respects.
Ÿ There must be a default, either inaccurate or incomplete
information was submitted to SARS or the taxpayer failed to
submit information which resulted in their being incorrectly
assessed, or an incorrect tax refund being paid.
Ÿ A penalty or additional tax would have been imposed had
SARS discovered the default.
Ÿ The disclosure cannot result in a refund due to SARS.
Ÿ The disclosure must be made in respect of a default which
occurred prior to 17 February 2010.
In general, taxpayers that are being audited or investigated will
not qualify for the VDP. However, there is an exemption. SARS
may accept their applications if their default was not detected
during the audit or investigation and if the application is
deemed to be in the interest of good management of the tax
system and the best use of SARS’s resources. In this case they
will only be charged 50% of the interest that would otherwise
be due. For the Excon VDP, an applicant that has been notified
of an investigation or other enforcement action may lodge a
special application. FinSurv shall adjudicate requests on merit.
The VDP also allows for the opportunity to make anonymous
application, while the Excon VDP allows for anonymous
enquiries to be made. This means that applicants that are
considering entering the VDP, can first “test the water” through
an intermediary/advisor that engages SARS or the SARB without
disclosing the applicant’s identity.
Another added benefit is that accountants, auditors and tax
advisors are not obliged to report suspicious or unusual
transactions while assisting their clients in regularising their
affairs by making use of the VDP.
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Applicants who lodge valid disclosures will benefit from the
following relief:
Penalty relief:

b e

t a x i n g

Financial consulting key
to growth strategy

No penalties will be charged. However, administrative penalties
imposed for failure to submit an income tax return are excluded.
Interest relief:
100% interest relief where the application meets the
requirements. 50% interest relief will be granted where the
applicant was granted permission to apply to the Commissioner.
Additional tax relief:
No additional tax will be charged.
Criminal prosecution relief:
SARS will not initiate criminal prosecution for any tax act offence,
or related common law offences. Prospective applicants should
contact their accountant as soon as possible on order to assist
them with the VDP process.
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From left to right Wallrich partners:
Cobus van der Merwe, Roderick Roberts and Chrisna Roberts.

One of the key fundamental success factors for any business is
the growth strategy. Most entrepreneurs will agree that the key
drivers in their growth strategy are clearly defined goals for
cash management. The involvement of your accounting and
auditing advisors is paramount and they have to rise to the new
challenges that face their clients, especially in regard to ever
changing legislation and clients diversifying into new offerings.
Chief Operating Officer and partner for Randburg based financial
management and consulting company, Wallrich, Cobus van der
Merwe says: “As much as clients venture into business process
re-engineering, so too should their accounting and auditing
advisors. The days of supplying a basic service such as
bookkeeping and statutory work are over. Small to medium-sized
companies are extremely ambitious and their managements are
true entrepreneurs. The financial consultancy should have an
intimate knowledge of the sector in which the client conducts
business and become a partner that can help the client to realise
marketing objectives. The marketing plan should be more
focused on financial well-being throughout the value chain,
rather than a budget statement in the closing chapter of the
document.”
Van der Merwe says that the underlying characteristic of the
accounting and auditing firm must however remain focused on
continuity, integrity and service. “Consequently, it is essential to
create a close relationship with the client, thus enabling the firm
to understand the people, systems, risks and opportunities. This
will enable the consultancy to provide not only the statutory
requirements, but also the value added complimentary services
such as secretarial, tax, consultancy, estate, wealth and
succession planning.”
“The consultancy should partner the client with intellectual
capital and as such should have an adequately sized staff
compliment that will enable all these services to be executed
efficiently. This will allow the managing partners to concentrate
on the strategic needs of the client and its stakeholders, and also
facilitate business networking with the aim of helping the client
to grow wealth and an image of success,”
concludes van der Merwe.
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