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Dear Reader,
Welcome to our November newsletter. We trust you enjoy reading
the journal as much as we enjoy preparing it for you. Keep in mind
that we are here to assist you should you need us. Please don’t
hesitate to contact us if you require further information on any of
the topics covered.

When looking out for businesses that may be interested in
being bought, it is important to consider the common reasons
for their availability:
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Retirement looming
A lack of succession plans
HR issues
Lack of leadership
Lack of capital investment
Decreasing profitability
Decreasing market share
Decreasing critical mass
Decline in reputation

Comparing the positive attributes of reasons to acquire against
the negative aspects of businesses interested in selling or
merging, one often arrives at a natural acquisition target from
which business can be done successfully for both parties.

Our offices will be closing on 13 December 2013 and we trust that
you will have a restful holiday. We wish you a happy and
prosperous 2014. Our offices will open on 6 January 2013.
Regards,

Rhoderic and Chrisna Roberts
Partners

Samsung Galaxy S3 Note

Expanding your business
through acquisition

It seems that smartphones are built bigger and bigger these
days. Samsung is certainly leading the way with the launch of its
Galaxy S3 Note, featuring an impressive 5.7-inch display.

The ever changing economic climate there will be opportunity for
stronger businesses to consider expanding rapidly through
acquisitions.
Outlined below are a few key reasons for acquiring another
business:
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Adding a new service or product to your existing range
Penetration into a new marketplace
Creating a larger presence in your current marketplace
Increasing market share and gaining critical mass
Acquiring more expertise
Staff growth
Buying resources available in other companies
Reinforcing industry dominance
Improving profitability
Diversity

The Samsung Galaxy Note range essentially blurs the line
between a smartphone and a tablet. Similar to existing models
in the Note range, the S3 Note includes a stylus (S-Pen) that is
110mm in length, lightweight and perfect for making quick
notes. The nib has a very small tip that allows for much greater
accuracy than the wide, squashy tips you'd find on third-party
models.
Aside from the screen size and stylus, the Galaxy S3 Note is
essentially a Samsung Galaxy S3 phone. The Galaxy S3 Note has
a 2.3Ghz processor and 3GB RAM, making it very effective in
handling multiple applications.
For business users who are on the move, the Galaxy S3 Note
can function as a mini office and can be used for everything
from reading and editing documents, sending emails, taking
notes and even video conferencing on the go.

It makes strategic sense to allocate resources to implement an
acquisition if you find that there are opportunities to increase
three or four of the above mentioned reasons.
Continues pg 2
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The S3 Note packs in a very decent 3,200mAh battery, which
has more capacity than the batteries found in standard
smartphones. Unfortunately, the large high definition display
and powerful processor take their toll on battery life. As such,
the Note 3 falls in line with what users would expect from most
smartphones.
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Plan ahead
Make lists, schedule meetings and touch base with people
periodically. Make sure that you've listed everything you need.
Create a written plan that is designed to make every detail of
the event happen (who is doing what), and talk through this
plan with your team in case they need additional assistance.

With its bold, full HD display, powerful processor and
responsive stylus, the Galaxy Note 3 is an unquestionable
powerhouse that's well suited for business people looking to
work on the move. However, its enormous size and high price
means it's unlikely to be a sensible option for non-business
users.

Know your competitors
Hosting a great seminar
Hosting a seminar is a great way to reach out to new customers
and give existing customers a ‘value adding benefit’. However,
putting on a good event isn't always as easy as it looks. It takes
much preparation, coordination and attention to detail to host
a successful seminar.
Audience
Tailor your seminar to your intended audience and decide
whether you are targeting existing customers, the general
public or new businesses. Determining who your audience is
will help you decide what content to include.
Budget
Consider the seminar objectives before setting the budget. For
example, if you want to win five new customers, you may need
50 or 60 attendees at your event. This means that you will need
a venue with the capacity to accommodate this amount of
people. Set a realistic budget and stick to it.
Venue
Once you determine the size of your desired audience, find an
appropriate venue. A good venue from which to host your
event is your business premise, as this will help to raise
awareness of your firm’s location among your target audience.
Alternatively, you could choose a venue that is synonymous
with your industry. For example, an accountancy firm could
host their event at the local SAICA office.
Schedule of events
Having a specific schedule will help create an agenda for your
audience. Ensure you have enough “leeway” in your timing to
allow for unexpected occurrences such as lunch not being
served on time. Consider what time your speakers should
arrive, and what time they have to present or talk to
your guests.

Businesses need to know their competition, especially in
today’s hyper-competitive business environment. Knowing
what the competition is up to allows you to develop unique
selling points (USPs) which will encourage buyers to purchase
from you.
People
To understand the customer experience offered by your
competitors, try ‘mystery shopping’ at your nearest direct
competitors. Things to note include the customer experience,
staff-customer interaction, staff dress code and presentation,
the business environment and little extras such as
complementary tea or coffee. Most important of all is to take
note of the sales process – how do your competitors go about
selling products or services to the customer? Do they suggest
how their product or service can add value? Do they offer a
demonstration? How do they close the sale?
Products and services
Keep an eye out for any new services or products your
competitors offer. Pay close attention to the quality of their
brochures, the appearance of their products and any new or
interesting ways in which they add value for their customers.
Create reports which compare your business to your leading
competitors. Circulate these reports to your management and
sales teams to encourage them to implement new ideas and
approaches in order to improve your business against your
competitors.
Pricing
Once you know the specific details about your competitor's
staff and their products or services, your sales team will be
more informed and can develop the USPs. Your sales teams can
then focus on the strengths of your products or services and
encourage your customers to do the same.
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If you are at a disadvantage to your competitors in terms of
pricing, work with your sales team to prepare a checklist of the
specific features and benefits unique to your product or service.
Have each sales person practice presenting this checklist, as
this particular part of the sales process will usually be enough
for the prospect to decide to purchase from you.
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Louisa’s special milestone
After 27 years in the Lloyd Viljoen stable, Louisa is going to
retire from active duty with the company.
Louisa was born and raised in East London but completed her
high school studies at the age of 16 in Johannesburg. She
wanted to become a social worker but was considered too
young for the college in Wellington and instead worked for the
Department of Labour for two years and then enrolled at the
Teachers Training College in Heidelberg. Louisa says: “When a
person is young it sometimes takes time to decide on a career
and teaching was not my cup of tea. Instead I joined Trust Bank,
which at the time was the most modern financial institution to
work for and a great company for experience.”

Tips for being a better manager
No matter how big or small a business is, good managers will
always make a business better. What traits make a highly
effective manager? Experience being a given, here are a few
points to consider:
Decisiveness
Effective managers are known to make decisions quickly and
are slow to change those decisions. This is often seen as being
stubborn or resistant to change, but a manager that changes
his or her decisions frequently is seen as indecisive, confusing
and loses respect as a team leader. Often, those who change
decisions rely too heavily on impressing others with their title
and position instead of understanding what's in front of them.
Well informed, quick decision making is a signature of highly
effective managers.
Planning
Good managers make definite plans and know how to execute
them. Leading by guesswork without definite plans can be seen
as being disorganised. For the most part, effective managers
take the time to think things through, weigh up all the options
and then come up with viable ways to address positive and
negative risks that may arise. Essentially, they plan their work
and work their plan.
Empathy
Good managers empathise with their team members. It's easy
for some managers to dismiss the personal issues of team
members, but truly effective managers realise that by paying
attention to staff as well as their work is essential to having a
productive team. Not only does it make the employee feel like
they matter, it is also good business practice. A boss that
sympathises with and provides resources to his/her team is a
part of the holistic business approach that is good for team
morale as well as for the firm itself.

When married, she was transferred to Durban where she joined
her husband, an accountant at Trust Bank. After three years
they were transferred to Johannesburg and later to Boksburg
Trust Bank. To further advance her prospects in the world of
finance she started with Mr Frans Wessels, Debonair
Enterprises in 1971. After a few years and much deliberation her
career path took a two-year change when she joined
Helpmekaar High School in an administrative position. Louisa
then re-joined her previous employer (which became a partner
in Lloyd Viljoen at a later stage) in his auditing practice in
Krugersdorp. Of course, in life nothing is permanent and they
moved to Tzaneen and then Marble Hall where they started
their own business. After a few years she returned to
Johannesburg and then joint the auditor firm, Wessels en
Venter, who amalgamated with Lloyd Viljoen, where she
worked until her first round in retirement in 2004. The next year
after retirement, she was occupied in a temporary secretarial
and administrative position at a School and an Attorney.
In 2005 Lloyd Viljoen approached Louisa to work in a temporary
capacity and eight years later she is still in a position as
secretarial administrator. “These 27 years in total with the
company was a real privilege and I made many friends during
this time. Any company that can survive so many years is doing
the right things at the right time, has the right principles in
place and, above all, looks after its employees”.
What about the future? Louisa concludes: “I will continue to
enjoy my three children and seven grandchildren, my hobbies
of painting, needle work and church choir and perhaps a little
travelling. I will also cherish all the memories from the past,
including my time as an officer and field cornet with
the Voortrekkers.”

Knowing the detail
Good managers understand the detail but focus their efforts on
the big picture. They delegate tasks to the team and trust those
team members to deliver. A good manager will always share an
understanding of the overall plan to the team and then give
each person a part to play in delivering the plan.
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Amendments to the retirement
savings regime
The Taxation Laws Amendment Bill (Bill 39 of 2013) (hereafter
referred to as the Bill) was released by the National Treasury
during the week ending 25 October 2013. The Bill contains the
amendments to the Income Tax Act, Value Added Tax Act and
other tax legislation such as the Transfer Duty Act. It includes a
number of long awaited amendments, some favourable to
taxpayers and, as can be expected, some amendments that
taxpayers will not necessarily be looking forward to. The Bill is
still awaiting final approval by the President before it will
become the Taxation Laws Amendment Act. There may
therefore still be changes to it, but these (if any) are likely to
be only minor amendments.

As per below, the Government Gazette, 11 October 2013
(No. 36928) states:

The Bill makes provision for the much promised revision to the
tax treatment of contributions made to retirement saving
funds. This article aims to give a brief overview of the amended
regime compared to the current tax treatment of these
contributions. It should be noted that the new regime only
takes effect from 1 March 2015 and will apply in respect of
contributions made on or after that date. It would however be
wise for taxpayers to consider their options going forward as
far as retirement saving contributions and investments are
concerned at an early stage to structure these optimally for
their own circumstances taking into account the new
tax regime.

4.3.1
Despite paragraphs 4.2 an EME which is 100% Black owned
qualifies for elevation to “Level One Contributor” having a
B-BBEE recognition level of 135%.

READ
MORE

http://www.wallrich.co.za/pressreleases/138-amendments-to-theretirement-savings-regime.html

4.
4.1

4.2

4.3

ELIGIBILITY AS AN EXEMPTED MICRO
ENTERPRISE (EME)
Any enterprise with an annual Total Revenue of R10
Million or less qualifies as an Exempted
Micro-Enterprise.
An Exempted Micro-Enterprise is deemed to have a
B-BBEE Status of “Level Four Contributor” having a
B-BBEE recognition level of 100% under paragraph 8.2.
Enhanced B-BBEE recognition level for an Exempted
Micro-Enterprise:

4.3.2
Despite paragraph 4.2 and 4.3.1, an EME which is at least 51%
Black owned qualifies for elevation to “Level Two Contributor”
having a B-BBEE recognition level of 125%.
4.4

4.5

Despite paragraphs 4.2 and 4.3, an EME is allowed to
be measured in terms of the QSE scorecard should
they wish to maximise their points and move to a
higher B-BBEE recognition level.
An EME is only required to obtain an sworn affidavit
on an annual basis, confirming the following:

4.5.1
Annual Total Revenue of R10 million or less; and
4.5.2
Level of Black ownership.
4.6

Any misrepresentation in terms of Para 4.5 above
constitutes a criminal offence as set out in the B-BBEE
Act as amended.

Important B-BBEE news
Kindly take note of the changes in the criteria to qualify as an
Exempted Micro Enterprise for B-BBEE purposes. These
changes were gazetted on 11 October 2013 and you should
therefore ensure that you obtain an updated BEE certificate if
you have 51% or more black ownership and your certificate was
issued before this date, as your level will automatically be
higher. As Registered Auditors Lloyd Viljoen are qualified to
issue these certificates. For turnovers over R10m where formal
B-BBEE audits are required, our Rustenburg office has an
accredited partner, Winston Bull, to perform this service.
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Deadlines looming
22 November 2013:
All non-provisional tax payers’ returns
that file tax returns via e-filing
For companies – electronic submission
deadline for companies and close corporations
within 12 months after year-end.

See deadlines
Offices closed for the holidays
17 December 2013 - 3 January 2014
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