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THE FUTURE OF THE PROFESSIONS

The research of Richard and Daniel Susskind, popular in the 

accounting conference circuit and published in The Future of 
the Professions, includes a rather alarmist prediction for the 

professions. Their message to the accountancy profession 

reads like a health warning (see ICAS, Voice of America, and 

the Harvard Business Review for examples). Within decades 

the traditional professions, accountancy included, will be 

dismantled, leaving most, but not all, professionals to be 

replaced by people with less expertise, new types of experts, 

and high-performing systems.

Most mainstream professionals believe they will emerge largely 

unscathed. While conceding that routine work can be taken on 

by machines, they maintain that human experts will always be 

needed for the tricky projects and tasks that call for judgment, 

creativity, and empathy.

But the Susskind’s research shows when professional work is 

broken down into component parts, many tasks are routine and 

process-based—and do not in fact call for judgment, creativity, 

or empathy. Human professionals, they argue, are already being 

outperformed by a combination of brute processing power, big 

data, and remarkable algorithms. These systems do not replicate 

human reasoning and thinking. The Susskinds conclude: “The 

professions need to change. Technology may force them to.” 

The upshot for the accountancy profession is that many of the 

tasks traditionally associated with the profession are or soon 

will be automated and that the profession’s future rests on 

redefining its core offerings and inventing useful new tasks. 

“The professions need to change. Technology may 

force them to.” Richard and Daniel Susskind 

THE AGE OF ANALYTICS

Perhaps the most comprehensive evidence, analysis, and 

insights into how automation stands to affect work, including 

that of accountants, can be found in McKinsey Global Institute/

McKinsey Analytics’ study, The Age of Analytics: Competing 
In A Data-Driven World. It also presents some pointers as to 

how the profession and SMPs might respond—specifically in its 
comprehensive data set on where machines can, and can’t, 
replace humans.

McKinsey analyzed the impact of automation across 54 

countries covering 78% of the global labor market to assess 

the percentage of time spent on activities with the technical 

potential for automation by adapting currently demonstrated 

technology. Taking a closer look at McKinsey’s supporting data 
for the professional, scientific, and technical services sector 

(“professional services”), a sector that includes accountancy 

and tax advice, you can see that, globally, the professional 

Paul Thompson, Director, EFAA

Digital Technolo gies’ 
IMPLICATIONS FOR SMPS

INTRODUCTION

Mainstream business media is increasingly focused on the implications of advances in technology on the 
workplace and professions. Closer to home, studies, including ones by Accenture and Deloitte, predict 
robotics will eliminate or automate up to 40% of basic accounting work by 2020.

The impact of technological advances are nothing new for 

accountancy. Even double entry bookkeeping was, in 

its day, an advance in technology—one that profoundly impacted 

accounting. In our lifetimes alone the impact of technologies have 

drastically impacted our work and our lives—personal computers, 

spreadsheets and software, the internet, and smart devices, to 

name only a few. But today’s emerging technologies, including 

data analytics, blockchain, artificial intelligence, and machine 

learning—what we’ll collectively call digital technologies—have 

the potential to be the real game changer for the profession. 

We are in the throes of the fourth Industrial Revolution,  

which looks set to quickly have a profound impact on the 

accountancy profession.

This article examines research into how emerging technologies’ 

and the automation they herald might impact the professional 

services sector. It goes on to consider the potential implications 

for small- and medium-sized accountancy practices (SMPs), and 

how the accountancy profession and SMPs might best respond.
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sector employs 38.1 million and 39% of work has the potential 

to be automated (Europe 14.5 million and 37%). There is 

significant variation in potential for automation from country 

to country: Italy (39%) and France (44%) have a higher potential 

for automation than Germany (34%) and the UK (35%). 

It’s worth noting that IFAC estimates that the number of 

professional accountants who are members of IFAC member 

organizations number 2.8 million—some 7.3% of the professional 

sector total. 

Europe’s professional, scientific and technical services 

sector employs 14.5 million and 37% of work has the 

potential to be automated.

 

TECHNICAL FEASIBILITY 
OF AUTOMATION

We detailed McKinsey’s findings and automation’s technical 

feasibility in a previous article on the Global Knowledge 

Gateway, “Where Machines Could Replace Accountants—and 
Where They Can’t (Yet).” In short, McKinsey identifies seven 

top-level groupings of activities—managing others, applying 

expertise, stakeholder interactions, unpredictable physical 

work, data collection, processing data, and predictable physical 

work. Since all constituent activities have a different automation 

potential, McKinsey arrives at an overall estimate of automation 

potential for the sector by examining the time workers spend 

on each of them during the workweek. 

McKinsey concluded that managing others (9% of time spent 

on this activity can be automated by adapting currently 

demonstrated technology) and applying expertise (to 

decision making, planning, and creative tasks, 18%) are the 

least susceptible to automation. Stakeholder interactions 

and unpredictable physical work are less susceptible, and 

data collection (64%), processing data (69%) and predictable 

physical work (78%) are highly susceptible.

Based on data on time spent in US occupations, those 

working in the professional sector spend most of their 

time on applying expertise, stakeholder interactions, data 

collection, and processing data. This represents mixed news 

for the accountancy profession: while applying expertise and 

stakeholder interactions are less susceptible, data collection 

and processing data are highly susceptible. This suggests that 

large chunks of time spent by professional accountants, and 

SMPs, on data collection and processing risk being automated. 

We are keen to hear what proportion of time you think 

accountants spend on each of the seven activities: please click 
here to respond to our question.

Those working in the professional sector spend most 

of their time on applying expertise (18% of time can 

be automated by adapting currently demonstrated 

technology), stakeholder interactions (20%), data 

collection (64%) and processing data (69%).

ACCOUNTANCY SECTOR’S 
SUSCEPTIBILITY TO AUTOMATION 

While automation requires technical feasibility, it is not a 

complete predictor by itself. McKinsey identified five factors 

that impact automation becoming a reality.

• Technical feasibility - as noted above, some activities 

performed by professional accountants and SMPs are 

less susceptible, while others are highly susceptible, to 

automation.  

• Cost of developing and deploying the hardware and 

software for automation - it would seem the costs, such 

as that of data analytics and cloud computing, have fallen 

sharply in the past few years. This points to an increased 

risk of automation.

• Cost of labor and related supply-and-demand 

dynamics - many jurisdictions are reporting a talent 

war with qualified staff in short supply. This seems to 

have triggered significant increases in the salaries of 

professional accountants. These rising labor costs point 

to an increased risk of automation. 

• Benefits beyond labor substitution - it’s easy to see that 

automation might lead to higher levels of output, better 

quality, and fewer errors especially in data collection 

and processing. For example, in an audit, technology 

enables the testing, quickly and accurately, of entire 

data populations rather than just samples. These 

benefits of automation point towards an increased risk 

of automation. 

• Regulatory and social-acceptance issues - it seems 

likely that employers or clients will be accepting of a 

robot or machine replacing some of the functions of 

an accountant, but perhaps less accepting where the 

situation demands the exercise of professional judgment 

or skepticism, such as an ethical dilemma. Regulators 

might also prefer to see human intervention than reliance 

on a machine. 

We are keen to hear whether you think these factors make 

automation of the accountant’s work more or less likely: please 
click here to respond to our question.

SMP IMPLICATIONS

The above analysis suggests that a significant proportion 

of the core work of a typical accountant and the main SMP 

fee revenue sources have automation potential. However, 

various other factors may work in concert or against to realize 

this potential. We are already seeing some realization of this 

potential. For example, software and subscription services can 

now automatically collect and organize data on everything 

from payroll and inventory to audits and contract language, and 

even perform analysis on tedious tasks like bank reconciliation. 

If this trend continues to accelerate and deepen, then it’s vital 

that the profession accelerates its move into tasks and activities 

less susceptible to automation.

In sum, automation presents both threats and opportunities 

to SMPs. Leveraging the opportunities will likely demand 
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significantly redefining their role, moving from compliance 

services and tasks based on data collection and processing 

to knowledge work based on data analysis and advising on  

the data’s implications and recommended actions. The 

challenge for the entire profession is to reinvent core tasks 

and service offerings.

The top candidate is advisory. Advisory involves managing 

others, applying expertise, and stakeholder interactions, 

activities that are much less susceptible to automation than 

data collection and processing. The crucial ingredients to 

advisory, that for the time being moment seem impervious to 

automation, are establishing trust and providing personalized 

expertise. 

Here in Europe many accountants seem to recognize the 

challenge and the need for change. According to Accountancy 

Europe’s survey, The Technology Barometer, 42% of 

respondents see technology as a serious challenge that will 

require significant changes. One third believe technology is 

an opportunity to reinvent the profession and 56% see it as 

an opportunity to improve accountancy services. 

Offerings by accountancy practices are already starting 

to change as focus shifts towards advisory. Many larger 

accountancy firms draw a significant percentage of their 

revenue from this type of work. This trend away from audit 

in favor of advisory is gathering pace among medium-sized 

international accountancy networks and SMPs (see MGI 
Worldwide and IFAC’s 2015 Global SMP Survey). Some 

predict that instead of compliance services monopolizing 

accountant’s time, business advisory services utilizing 

emerging digital technologies to add value will comprise 
the vast majority of revenue of SMPs in the foreseeable 
future. Ultimately diversification, and the resulting increased 

employment of non-accountants, means accounting firms 

are less firms of professional accountants and more firms led 

by professional accountants. 

THE FUTURE

The future of the profession, and that of SMPs, looks set to 

present both challenges and opportunities. Realization of 

the opportunities is contingent on SMPs focusing on the 

value they can offer to their clients. That demands SMPs 

carefully consider diversification and making the transition to 

advisory—a transition for which technology will be a crucial 

tool. SMPs will need support from professional accountancy 

organizations to help make that transition. The accountancy 

profession’s leadership—IFAC, regional organizations like EFAA, 

and professional accountancy organizations—shoulder the 

responsibility for leading this change. It’s then for SMPs to 

make the change. EFAA has made a significant start. It has 

established a Digital Working Group, chaired by Martin de 
Bie, tasked with providing thought leadership and guidance to 

EFAA members on how best to support SMPs as they seek to 

leverage digital technologies. This initiative started on 8 June 

with EFAA’s international conference ‘Developing the Digital 

Professional’, the first of its kind directed at SMPs and SMEs: 

presentations, video interviews and highlights are hosted here.

This article, originally published by the European Federation of Accountants and Auditors 
for SMEs (EFAA) in July 2017 here, is used by SAICA with permission of EFAA.
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AN ACCOUNTANT FOR 
ACCOUNTANTS AND AUDITORS

(Isn’t that a novel idea)
Accounting and auditing is all about time. It makes sense that you invest in the tools 
that can allow an accounting practice to spend more time working on billable hours, 
which in turn can save it money. QuickBooks Accountant is designed to do exactly that. 
It comes with a host of features that allows the practice to work smarter and faster. However 
the offer does not end there. QuickBooks Accountant now comes with QuickPerks, which   
                             includes three mobile apps and Draftworx* the well known automated  
              drafting and working paper software used by 2500 accounting, auditing  
             firms and corporate accounting departments.

     Save time and save money with QuickBooks and Quickperks.
                       For more information about this offer 

                                                       go to www.quickbooks.co.za

*QuickBooks Accountant 
and QuickPerks can be 
purchased without 
Draftworx

QuickBooks hald page SAICA ad 17.indd   1 2017/08/25   2:19 PM
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IMPROVING  
YOUR MARGIN
There was a time when accountancy business 

owners were seemingly guaranteed high profit 

emanating from a business model that was often characterised 

as the 1/3, 1/3, 1/3 model. That model is also known as the cost-

price model whereby the hourly charge rate was based on a 3-4 

times multiple of salary. This model still exists to some extent but 

it is no longer delivering those same margins. The reasons are 

evident and they include:

• Salary costs in real terms are greater than ever before

• Training costs have increased

• Social security costs have increased

• Time out for holidays has increased

• Funding for retirement has become compulsory  

[in some countries]

• Technology might have driven down costs for the 

accountancy business but it has now reinvented itself as 

a competitor

• Clients are more cost conscious than ever before and 

are prepared to resist fees at current levels let alone  

fee increases

• Time managing the requirements of regulators such as 

IRBA and SARS absorb time for which the client sees  

no value.

Key performance indicators (KPIs)

You will know most of what there is to know about numbers. But 

maybe when it comes to viewing numbers there is too much 

emphasis on those in the profit and loss account.

KPIs should focus on the numbers that drive the numbers in the 

profit and loss account and balance sheet in the desired direction.

There are three numbers that you should calculate:

1.    Revenue per billable hour

Do not focus on either (a) your charge rate per billable hour, or (b) 

the realisation rate. One is a number that you feel represents your 

value and is undoubtedly calculated by reference to a person’s 

salary and firm status. The other is a result of the maximum you 

feel you can bill compared to the accumulated time cost.

How to calculate? Divide the total number of charge hours and 

then divide this into the total fee revenues. 

What does the trend reveal? Recently, a partner in a top 15 UK 

firm came to me and said that his Executive Committee was 

alarmed at the trend and even more alarmed to find that the 

forward projections reveal a 7%, yes a 7% reduction in margin. 

2.    Revenue per client

You will need to decide how to calculate this. I recommend you 

identify the revenue per business client. 

This is an important number to manage. While there remains 

a focus on compliance services there are perhaps lost 

opportunities to super-serve the client with services that create 

greater value for the client. 

3.     Staff costs as a percentage of fee revenues

First of all let’s look at one approach to calculating staff costs.

• Include all chargeable staff salaries and direct on cost 

(social security, pension costs etc.). Therefore you can, if you 

so wish exclude costs of admin, reception and support staff

• Include a fair market salary for all partners whose cost is not 

captured above.

Owners should be managing these KPIs and doing everything 

possible to ensure these KPIs over time are all moving in the 

right direction.

How? That is a good question. Remember the old adage that 

says ‘if you keep on doing what you’ve been doing you will keep 

on getting what you have been getting’ – and that is not what 

you wish to happen – right?

Mark Lloydbottom
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Improving job profitability

I started to explore how to improve profitability when I was 

managing my own accounting business. That journey has 

continued and is now a specialist area that my clients and 

seminar attendees always find of interest. I trust you find some 

new ideas together with creative solutions to an old but now a 

must-solve problem.

When your top line is not the top line

On one occasion I was working with a £7 million seven-partner 

firm. One of the partners was underperforming significantly. 

During our coaching sessions he told me he felt that he could 

make no real difference to the firm’s results as a result of the size 

of the firm. I considered that a very lame excuse.

In order to coach him out of this mind-set I showed him how 

the firm was grossing not £7 million but £10 million. He was 

somewhat bemused to say the least. I explained to him that it 

was a shortcoming of the double entry bookkeeping system.

£3 million is a HUGE number and yet it was not that unrealistic. 

You see, the point is that there is real potential for profit 

improvement if we focus on this £3 million gap. Remember that 

we ‘manage that which is monitored’.

Your firm’s profit and loss account is a document that all 

accountants go to first. That’s natural, it’s a core component 

of our outputs. But that statement can only reflect cash/bank 

payments adjusted by journals and accruals and prepayments. 

But, if you were to journal in the three core variances then I 

suspect that more time would be spent on addressing the 

objective of reducing these debits. It is these three variances that 

account for the £3 million gap.

So, back to my client. We looked at the time he was not charging, 

the write-downs on his jobs and the discounts he was allowing 

and he came face-to-face with the reality that improving his 

performance would make a real difference.

There are three key variances between the real top line as I see it 

and the reported top line according to your financials.

1.  Chargeable time. Make sure you set chargeable hour targets 

each year with a good measure of S T R E T C H for each staff 

member (including all firm owners) and then monitor actual 

against budget… monthly. I did this in my accountancy business 

by producing a weekly staff member league table – not the most 

popular monitoring system I introduced but one that had those 

in the bottom half trying to up their performance. Then report 

in your profit and loss account (not in an attached supporting 

schedule) this variance and ask, “What can we all do to increase 

chargeable time?”

Key point: Watch firm owners and managers chargeable time  
in particular.

Write-downs – an introduction

Imagine this scene in the manager’s team meetings when they 

discuss the issue of write-downs… “Do you know the reason why 

we have write-downs in this place is that the partners don’t have 

the courage to bill what the job is worth.”

At the same time, the partners are meeting and they are also 

discussing the same issue. Here is what can be heard... “Do you 

know the reason why we have so many write downs is because 

the staff aren’t being managed efficiently or effectively by the 

managers. There are too many errors creeping in and staff are 

taking far too long.” This is the black hole of job management 

– managers hold partners responsible while partners hold staff 

responsible. 

There are two very different types of write-downs and they need 

managing differently:

Sales variance: Manager John prepares a budget for R25,000 

and goes along to the partner Sue who looks at it carefully and 

after a short discussion says, “I can’t possibly the client that fee – 

the maximum we can charge is R22,000”.

This R3,000 write-down is a sales variance.

With job complete John ventures into Sue’s office ready for 

partner review and sign off, only to tell Sue… “Sue, we have 

completed all of our work but we have also gone a little over 

budget. The total cost is looking more like R28,000.”

This R3,000 write-down is a productivity variance.

Time reporting systems rarely distinguish between these two 

variances.

Let’s look at these write-downs in more detail:

2.  Sales variances. Firm owners are usually responsible for 

agreeing the price for the assignment. Managers for producing a 

proper and full budget for the work. To the extent that the price 

for the work is less than the budget you have a sales variance.

Your objective should be to target a sales variance of not less 

than 95%.

3.  Productivity variances. Remember the manager has 

produced the budget and good managers prepare good budgets. 

They should be on the look out for client caused problems and, 

like the car service manager, ensure that these are brought to the 

client’s attention – with a price to fix the problem.

So, partners are responsible for sales variances and managers/

staff to manage productivity variances and then ensure that they 

are reported on monthly with everyone focussed on seeking to 

reduce the quantum of these variances.

Key point: On this basis what is your firm’s true top line? 
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PROFESSIONAL SKEPTICISM

On 14 August 2017, the International Federation of 

Accountants (IFAC) issued a communication: Toward 

Enhanced Professional Skepticism – Observations of the IAASB-

IAESB-IESBA Professional Skepticism Working Group (PSWG). 

This article provides a high level overview of the communication. 

Purpose and background of the working group

The PSWG includes representatives from the International Auditing 

and Assurance Standards Board (IAASB), the International Ethics 

Standards Board for Accountants (IESBA) and the International 

Accounting Education Standards Board (IAESB).

This cross-representational working group was established to 

research the topic of professional scepticism and recommend to 

the above-mentioned boards the most appropriate actions within 

their collective standards and other potential outputs to enhance 

professional scepticism.

Why was the communication issued?

The PSWG developed one communication to inform stakeholders 

of the key observations of the PSWG, actions that the IAASB, 

IESBA and IAESB have taken, and intend to take, to address issues 

with respect to professional scepticism, as well as the role that 

stakeholders can play. 

Working group observations

The PSWG’s key observations to date are summarised below:

• Sufficient knowledge of the entity, strong professional 

competencies and a strong understanding of relevant standards, 

laws, and regulations, enable robust professional scepticism.

• Professional scepticism can be hampered by environmental 

factors such as tight financial reporting deadlines, resource 

constraints and a firm’s tone at the top. Awareness of such 

factors may mitigate their impact.

Thinus Peyper
Project Director: Assurance

Working Group

Observations of the
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• Personal traits and biases play a role in the exercise of 

professional scepticism. Awareness and understanding 

personal traits and biases can enhance the exercise of 

professional scepticism.

• Instilling professional scepticism should start at the beginning 

of the professional accountant’s career. Awareness can be 

raised in education and training but a firm should reinforce 

and monitor the application of professional scepticism.

• There is a need to determine whether and how aspects of 

the concepts underlying professional scepticism should be 

applicable to all professional accountants.

• The three standard-setting boards can do more to enhance 

professional scepticism.

• Standard setting alone will not be enough to enhance 

professional scepticism.

Standard-setting boards’ actions

IAASB

In 2012 an IAASB staff Q&A publication was issued. It focused on 

the requirements and application material of the ISAs and ISQC 

1 that are of particular relevance to the proper understanding 

and application of professional scepticism during an audit 

of financial statements. In addition, the staff Q&A provides 

answers on: 

• What audit firms and auditors can do to enhance 

awareness of the importance of professional scepticism; 

• Identifying aspects of an audit where professional 

scepticism may be particularly important; and 

• How professional scepticism can be evidenced.

In 2015 the IAASB issued an Invitation to Comment, Enhancing 

Audit Quality in the Public interest where the IAASB inter alia 

sought input on how to reinforce the concept of professional 

scepticism throughout the audit.

The PSWG continues to be involved in current projects of the 

IAASB. Applicable current projects include:

• Quality control

• Accounting estimates

• Risk assessment

• Group audits

IESBA

In May 2017 the IESBA issued an exposure draft Proposed 

Application Material Relating to Professional Skepticism and 

Professional Judgment. The proposed guidance includes:

• How compliance with the fundamental principles in the 

IESBA Code of Ethics for Professional Accountants (the 

Code) supports professional scepticism; and

• Emphasising the importance of understanding the facts 

and circumstances known to the professional accountant 

when exercising professional judgement to identify, 

evaluate and address threats to compliance with the 

fundamental principles of the Code.

In the short term the IESBA will focus on the responses received 

on the exposure draft. As a longer term initiative, the IESBA is 

considering the need to describe the role and expectations 

of professional accountants. This may include how their work 

enhances the integrity and reliability of information with which 

they are associated.

IAESB

The IAESB has and will undertake research and gather 

examples of best practices. The IAESB will also engage with 

stakeholders to decide how best to establish and support the 

education and training needed to improve the application of 

professional scepticism. 

In the longer term, the IAESB will consider what is needed to 

support individuals to provide high quality services to clients, 

employers, and other stakeholders, and thereby to strengthen 

public trust in the profession.

Way forward

The IAASB will consider the changes required to the concept 

and definition of professional scepticism. In particular, how the 

definition relates to the critical assessment of audit evidence, and 

documentation. 

The IESBA and the IAESB will consider whether and how the 

IAASB’s concept of professional scepticism has relevance to 

professional accountants who do not perform audits or other 

assurance engagements.

What can stakeholders do?

Stakeholders with an interest in high quality financial reporting 

and auditing have a role to play. Stakeholders include educators; 

researchers; professional accountancy bodies; firms; audit 

committees and regulators. The roles that can be played include: 

educating; training in practice; thought leadership; and reinforcing 

or monitoring at firm and engagement level.
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INTEGRATED REPORTING 
for SMEs & SMPs

Loshni Naidoo
Project Director: Integrated Reporting

IFAC  released its ‘Creating Value for SMEs through 

Integrated Thinking’ publication on August 3, 2017.  

The publication emphasises that as the International Integrated 

Reporting Council (IIRC)’s Integrated Reporting Framework 

(Framework) is principles- based, SMEs have a great deal of 

flexibility in how the Framework is used.  The publication explains 

how SMEs create value, the Capitals as outlined by the Framework, 

and reiterates that understanding the connectivity between these 

Capitals is essential to integrated thinking.  One of the benefits of 

integrated reporting outlined by the publication is the improved 

understanding that is achieved both internally and externally 

through enhanced sharing of information.  Another benefit is 

the improved communication to providers of financial capital.  

A good integrated report that demonstrates the SMEs’ ability 

to create value, which is supported by the financial statements, 

will give stakeholders a fuller, more complete picture of the 

SME.  The publication goes on to briefly describe the content 

elements of the Framework, before signposting where additional 

information is available.

This publication stresses to organisations that size is a not limiting 

factor in preparing an integrated report.  So what next?  SMEs 

should start with familiarising themselves with the Framework; pick 

a content element to start with- for example, the business model 

or the strategy; and continually build upon this knowledge with 

other content elements or aspects as outlined by the Framework.  

For example, begin with understanding what value creation is and 

how do you as an SME create value over a period of time.  Building 

upon this you could then consider: what is the business model 

that supports your ability to create value, what are the various 

capitals, how are these allocated, etc.  SMEs will require creativity, 

originality and perseverance to apply the Framework, however the 

benefits will outweigh the initial teething pains.

As an SMP what role can I play?  SMEs, maybe more than most 

organisations, are resource- limited, either financial or human 

capital or both.  SMPs are ideally positioned to support SMEs with 

guidance on: drafting an integrated report; evaluating the systems 

or structures to facilitate data and information management 

relevant to an integrated report; and more importantly, advising 

on the business model, strategy and the connectivity of the 

various elements, etc., to realise business improvements and value 

creation for that SME.

The applicability of the Framework to any organisation is an 

opportunity for SMEs and SMPs, and should be embraced as 

such.  The benefits of integrated reporting and integrated thinking 

are achievable for smaller organisations, and any hesitancy or 

concerns should not detract from taking that first step.
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Julius Mojapelo
Senior Executive: Public Sector

The Amended Codes of Good Practice issued under 

section 9 of the B-BBEE Act (Act No 53 of 2003, as 

amended) came into effect on 1 May 2015. Under the amended 

B-BBEE codes, accounting officers and verification professionals 

are no longer permitted to issue B-BBEE certificates to Exempt 

Micro Enterprises (EMEs) and black controlled and owned 

Qualifying Small Enterprises (QSEs). An EME is  an entity with 

an annual turnover of R10 million or less while a QSE is an entity 

with a turnover of R 10 million or more but less than R50 million. 

The amended codes merely require the affected EME or QSE 

to, on an annual basis, obtain a sworn affidavit confirming their 

annual total revenue and level of black ownership. According to 

the B-BBEE Commission, “The purpose of this intervention is to 

reduce the cost of compliance and the cost of doing business for 

small businesses in South Africa.” 

All EMEs automatically qualify as Level 4 contributors, 100% 

owned EMEs qualify as Level 1 contributors while EMEs that are at 

least 51% black owned qualify as Level 2 contributors. QSEs with 

100% black ownership qualify as Level 1 contributors while QSEs 

with at least 51% black ownership qualify as Level 2 contributors. 

Organs of state have also been advised to desist from 

undermining the intent and spirit of the legislation and to align 

their procurement processes to minimize confusion, bureaucracy 

and unnecessary costs for small businesses. The B-BBEE 

Commission further reiterated that any accounting officer or 

verification professional who continues to issue certificates to 

EMEs and QSEs contrary to the B-BBEE Act will be pursued to the 

extent of having their accreditation withdrawn or cancelled.

The Dti has made available template of affidavits for EMEs 

and QSES that entities can use to ensure compliance with 

the requirements of the amended codes. The template can be 

accessed at here.

Further guidance on the B-BBEE status confirmation for EMEs 

and QSEs can be found in the following documents:

• B-BBEE Commission’s Practice Guide 02 of 2016 – B-BBEE 

Certificates with regard to Exempted Micro Enterprises 

and Qualifying Small Enterprises

• National Treasury’s Circular 5 of 2016/17 – Submission of 

B-BBEE status level certificates and sworn affidavits

Members of the South African Institute of Chartered Accountants 

(SAICA) who act as accounting officers and verification 

professionals are advised to exercise the necessary responsibility 

and duty to provide entities with proper advice and guide them to 

the correct channels to obtain their B-BBEE status confirmations 

in accordance with the requirement of the amended codes.
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Accountants are sometimes requested 

to provide services / sign 

documents which may pose a big risk to them. Some of the issues 

that were recently brought to SAICA’s attention include the drafting 

of contracts or the signing of a solvency certificate as the “auditor”.

The SAICA Code of Professional Conduct in section 130 requires 

Chartered Accountants and Associate General Accountants 

(further referred to as “members and associates” or “practitioners”) 

to act with Professional Competence and Due Care. Members and 

associates shall not undertake or continue with any engagement 

which the SAICA member and associate is not competent to 

perform, unless the practitioner obtains advice and assistance 

which enables them to carry out the engagement satisfactorily.

Members and associates often receive requests from clients, 

prospective clients, clients’ banks or attorneys which do not fall 

within the normal scope of the members’ and associates’ functions. 

Some of the requests received involve signing off on the solvency 

of entities (including trusts, companies and close corporations) 

and the confirmation of shareholding and directorship. 

SAICA issued a Guide on Considering the International Standards 

to be used for Audits, Reviews, Other Assurance, and Related 

Services Engagements, in July 2017. The guide reminds members 

and associates to always consider whether any request for 

engagement falls within the scope of the International Standards 

issued by the International Auditing and Assurance Standards 

Board (IAASB) that have been adopted and prescribed for use by 

registered auditors (RAs) and SAICA members and associates (the 

IAASB Standards).

Each engagement requires the exercising of professional 

judgement by the member or associate and should include careful 

implementation of the practitioner’s or the firm’s engagement 

acceptance and continuance considerations and agreement on 

the terms of engagement with the client (including issuing an 

appropriate engagement letter).

If a particular engagement falls outside the scope of the IAASB 

Standards, it is advisable that the practitioner consult with the firm’s 

risk management and/or technical department / partner before 

accepting the engagement. If there is uncertainty, the practitioner 

should consider obtaining professional and/or legal advice.

In the context of the above discussion, a request to confirm an 

entity’s solvency needs to be approached with due care.

For these types of requests solvency would generally refer to an 

entity’s assets exceeding liabilities and in many cases the client / 

bank requires some sort of confirmation that the entity is solvent. 

However, solvency may also have a broader interpretation in 

terms of referring to the ability of an entity to meet its debts as 

when these fall due. Members and associates are advised that a 

practitioner would generally only be able to confirm an entity’s 

assets and liabilities by referring to an entity’s most recent financial 

statements, which may either be audited, independently reviewed 

or compiled. Members and associates would generally not be able 

to provide any opinion or conclusion or report on whether an 

entity will be solvent in future. 

Using the most recent audited / independently reviewed / compiled 

financial statements, it would be possible to state that based 

on these financial statements, the entity’s assets and liabilities 

amounted to the amounts as reflected in the financial statements. 

Depending on the request, practitioners also sometimes refer to 

the total shareholders’ / members’ funds and/or profit or loss from 

operations as reflected in the financial statements concerned. 

If more time has passed or no financial statements have been 

compiled yet then the member or associate could refer to 

Juanita Steenekamp
Project Director: Non-IFRS Reporting and Legislation
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financial information as provided by management of the entity (i.e. 

management accounts), clearly identified and described as such. 

Practitioners are cautioned when they are requested to sign-

off on a standard format report or certificate in relation to an 

entity’s solvency position, since these could potentially expose 

the practitioner to unnecessary risk. If the practitioner is not 

comfortable with the format of the standard report or certificate, 

he/she should engage with the client and the third party (as 

applicable) in order to reach an agreement on the content thereof, 

or the nature and form of the report the practitioner would be able 

to provide.

If the practitioner anticipates an engagement where an 

agreement could be reached with the client and the relevant third 

party on the specific procedures to be performed, then it may be 

possible to frame the engagement as an agreed-upon procedures 

engagement in accordance with the International Standard on 

Related Services (ISRS) 4400, Engagements to Perform Agreed-

upon Procedures Regarding Financial Information.

If an ISRS 4400 engagement is not 

possible in the circumstances, the 

engagement would in all likelihood 

fall outside the scope of the IAASB 

Standards. It is advised that should the 

practitioner decide to accept such an 

engagement, the practitioner should 

take care to ensure that any report 

issued does not contain wording 

that could create the impression or 

imply that an engagement has been performed in accordance 

with any of the IAASB Standards. In addition, SAICA members 

and associates should confirm that no assurance is provided 

and should ensure that they never provide the impression that 

they are an auditor if they are not a registered auditor with the 

Independent Regulatory Board for Auditors (IRBA) as this could 

amount to holding out as an auditor, which is an offence under 

the Auditing Professions Act.

For example, the following wording may be considered to 

communicate the factual situation around the information 

that is available in the circumstances of a company client of 

the practitioner and the practitioner’s involvement with such 

information (this is for illustrative purposes only):

• At the request of [the management of / the directors of] 

[Name of company], we provide the following information 

in respect of the company’s assets and liabilities:  The most 

recent [audited / independently reviewed / compiled] 

financial statements of [Name of company] are those 

pertaining to the financial year ended [date] which include 

our [auditor’s report / independent reviewer’s report 

/ compilation report] dated [date]. According to these 

financial statements the company’s total assets amount to 

R[amount] and total liabilities amount to R[amount].

The above information regarding the company’s assets and 

liabilities is the responsibility of the company’s directors. Our 

report by way of this letter is not a result of an engagement 

in accordance with any pronouncement as issued by the 

International Auditing and Assurance Standards Board (IAASB) 

and as a result we do not express any assurance opinion or 

conclusion on this information.

 

We have prepared this letter at the request of [the management 

of / the directors of] [Name of company] and it is provided 

solely for the purpose of [insert description of the purpose of 

the engagement] and is restricted to those parties who agreed 

to the engagement being performed [and insert the name of 

the user of the report, if not included in the description of the 

purpose of the engagement] and is not to be used for any other 

purpose.

With regards to requests to confirm directors or shareholders 

of companies, the practitioner should follow a similar approach 

as described above in terms of framing the engagement within 

the scope of the IAASB Standards (i.e. as an agreed-upon 

procedures engagement), or to undertake an engagement 

that falls outside the scope of the IAASB Standards, taking  

into account the precautions and considerations as have  

been outlined.

The Companies Act requires 

that a securities register must be 

established and maintained by the 

company (section 50(1)). Companies 

are obliged to keep a record of its 

directors (section 24(3)(b) and 24(5)). 

Therefore the registers held by a 

company should be regarded as the 

‘official’ register of its shareholders 

and directors, and it is these registers 

that should be consulted. 

Therefore, where parties wish to confirm shareholding or 

directorships, this information should be confirmed with the 

company; where the parties request this information from 

members or associates, these members or associates should 

use the information provided by the company.

With regards to the drafting of contracts and other services the 

SAICA Code of Professional Conduct in section 130 requires 

members and associates to act with Professional Competence 

and Due Care. Members and associates shall not undertake or 

continue with any engagement which the SAICA member and 

associate is not competent to perform, unless the member 

obtains advice and assistance which enables them to carry out 

the engagement satisfactorily.

SAICA would like to advise members and associates who are 

performing other services such as the drafting of commercial 

legal agreements for their clients to ensure that they have 

the relevant knowledge and experience of the fundamental 

principles of the services they provide. 

Where members and associates are providing services for which 

they do not have the relevant knowledge and/or experience, their 

conduct poses a risk to their clients and to their own businesses. 

Members and associates should also consider that their 

actions could be reported to SAICA and the SAICA Disciplinary 

Committee will consider their conduct in line with the 

requirements of the Code of Professional Conduct.

Practitioners are cautioned when they 
are requested to sign-off on a standard 
format report or certificate in relation 
to an entity’s solvency position, since 
these could potentially expose the 

practitioner to unnecessary risk. 

S M A L L  &  M E D I U M  P R A C T I C E  N E W S L E T T E R  •  Q U A R T E R  3  •  2 0 1 712



The Independent Regulatory Board for Auditors (IRBA) 

issued their rule on Mandatory Audit Firm Rotation 

(MAFR) for auditors of all public interest entities (PIEs) on 5 June 

2017 in Government Gazette Vol. 624, No. 40888.

The rule requires that audit firms (including network firms) shall 

not serve as the appointed auditor of a public interest entity 

for more than 10 consecutive financial years for financial years 

commencing on or after 1 April 20231. 

This means that the audit firm may not accept re-appointment 

and that the entity will have to rotate to another audit firm, if 

the incumbent auditor has served as the appointed auditor of 

a PIE for 10 or more consecutive financial years before the PIE’s 

financial year commencing on or after 1 April 2023. For example 

if a PIE has a financial year-end of 31 July 2024 the appointed 

auditor will have to calculate the number of years’ served before 

1 August 2023, being the entity’s first financial year commencing 

on or after 1 April 2023.

The audit firm will only be eligible for reappointment after the 

expiry of at least five financial years after rotation.

There is a transitional provision that is only applicable on the 

effective date of the rule – where the PIE has appointed joint 

auditors and both have had audit tenure of 10 years or more, 

then only one audit firm is required to rotate at the effective date 

and the remaining audit firm will be granted an additional two 

years before rotation is required.

Responses to the rule have been varied and there were initial 

concerns about the aim of MARF. The IRBA confirmed that MARF 

is a response to independence concerns, and the objectives 

of competition and transformation are important but will be 

addressed by complementary initiatives2.

What does this mean for SMP’s?

The initial proposed rule was applicable for listed entities, but 

this has been extended to PIEs when the rule was finalised and 

issued. Section 290 of the IRBA Code of Professional Conduct for 

Registered Auditors (the Code) was amended in March 2016 to 

inter-alia allow for more consistent application of the PIE definition.

The IRBA issued a communication in December 20163 to clarify 

the relationship between PIE and public interest score (PIS) in 

terms of the Companies Act of 2008. The communication 

indicated that an entity does not meet the definition of a PIE on 

the basis of its PIS alone. A company with a high PIS may be a 

PIE, but not simply because its PIS exceeds a certain threshold, 

but rather because it falls within the factors included in section 

290.26 and section 290.26(a) of the Code.

Section 290.25 defines a PIE as: (a) all listed entities; and (b)(i) 

any entity defined by regulation or legislation as a public interest 

entity; or (b)(ii) any entity for which the audit is required by 

regulation or legislation to be conducted in compliance with 

the same independence requirements that apply to the audit of 

listed entities. Currently there are no entities in South Africa that 

fall within (b)(i) or (b)(ii).

Section 290.26 of the Code requires the audit firm to determine 

whether to treat entities, or certain categories of entities, in 

addition to section 290.25, as PIEs because they have a large 

number and wide range of stakeholders. The factors to consider 

in this regard include: the nature of the business; the number 

of equity or debt holders in the entity; the size of the entity; the 

number of employees in the entity. Section 290.26(a) lists entities 

that will generally satisfy the conditions in paragraph 290.26 as 

having a large number and wide range of stakeholders and thus 

are likely to be considered as PIEs.4 

When considering the type of entities that make up the client 

base of most small to medium-sized practices, it could appear 

that MAFR does not impact greatly on this sector. 

Elaine Schoonwinkel CA(SA)
Senior Manager, Chartered Accountants

Mandatory Audit 
Firm Rotation 

& SMPs

S M A L L  &  M E D I U M  P R A C T I C E  N E W S L E T T E R  •  Q U A R T E R  3  •  2 0 1 7 13



So what impact could it have on small to medium-
sized practices?

MAFR could create opportunities for small to medium-sized 

practices to obtain new audit clients; i.e. to seek to tender for 

audits of PIEs, taking into account the mandatory rotation of the 

auditors of these entities after 10 years. However, there will also 

be numerous other factors that would have to be considered 

in terms of, for example, the firm’s business model, its capacity 

and expertise (as applicable), possible investment in additional 

resources, the provision of non-audit services versus audit 

services, etc. It further emphasises the focus on the PIE definition 

which necessitates an update of the firm’s ISQC 15 policies and 

procedures as describe below.

It is important to consider the results of the IRBA Public Inspections 

Report which, according to the IRBA, shows a decline in audit 

quality year on year with increasing concerns that independence 

could be compromised.6

It has therefore become essential, as part of the quality control 

system of the practice, that the firm’s quality control policies and 

procedures clearly consider how PIEs are defined in terms of the 

amended section 290 of the Code. This will enable its personnel 

to consider whether MAFR is applicable during the engagement 

acceptance and continuance activities, in terms of the firm’s own 

policies and procedures and will also ensure that considerations 

in this regard are documented in the audit file. Furthermore, it 

provides a reference point for the possible expansion of the firm’s 

audit client portfolio, as indicated earlier.

In conclusion

Auditor independence is an essential component of overall audit 

quality. MAFR is a rule that has been issued by the IRBA with 

the primary objective of strengthening auditor independence 

to enhance audit quality. This contributes to ensuring that the 

opinion expressed by the auditor, which is relied on by the 

users of financial statements, is appropriate. To address the 

same concern at SMP level, a firm should always document the 

consideration whether an audit client is a PIE in accordance with 

the requirements of the Code, including the criteria it is required 

to establish in order to determine which additional entities would 

be treated as PIEs. Furthermore, ensure that any familiarity threats 

to independence on engagements are adequately addressed 

and documented. SMP firms should therefore ensure that their 

ISQC 1 policies and procedures are in place and updated, when 

necessary, to address the aforementioned issues.

1 Government Gazette Vol.624 No. 40888 – 5 June 2017
2 IRBA press release – MAFR: Frequently asked questions (6 July 2017)
3 IRBA communication 12 December 2016
4 Changes to The IRBA Code of Professional Conduct Public Interest Entities
5 International Standard on Quality Control 1, Quality Control for Firms that Perform Audits and Reviews of Financial Statements, and Other
Assurance and Related Services Engagements

6 IRBA Public Inspections ReportFO
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Annual return filing 
and basis for turnover 
calculation
Introduction
All companies (including external companies) and close 

corporations (CCs) are required to lodge annual returns with the 

Companies and Intellectual Property Commission (CIPC).  An 

annual return is a statutory return in terms of the Companies Act 

71 of 2008 (Companies Act) and the Close Corporations Acts 69 

of 1984 (CC Act) and non-compliance with annual return filing 

requirements may lead to deregistration. The legal effect of the 

deregistration process is that the juristic personality is withdrawn 

and the company or CC ceases to exist. 

Companies are required to file annual returns within 30 business 

days after the anniversary date of their incorporation. CCs are 

required to file annual returns within the anniversary month of 

their incorporation, up until the month thereafter. Annual returns 

must either be lodged electronically on the CIPC’s website, or on a 

CIPC Self-Service Terminal (SST).

The Companies Act (and its predecessor, the Companies Act, 

1973) and CC Act do not make a distinction between an active 

and inactive (ie dormant) companies or CCs. Therefore, even if the 

company or CC was inactive, it is still legally required to file and 

pay annual returns.

Please note that the filling of annual returns is mandated by law and 

the CIPC cannot exempt companies or CCs from this obligation. It 

may, however, waive the filing fee for dormant companies.

Filing fee
The filing fee for annual returns is based on “annual turnover”. 

The CIPC indicated in Practice Note 1 of 2016 that the annual 

turnover for companies must be determined in accordance with 

Section 223 of the Companies Act, read with Regulation 164, 

which Regulation sets out inclusions and exclusions applicable to 

determining “annual turnover”. 

As a general rule, “annual turnover” is the company’s gross 

revenue. (It is SAICA’s view that, for investment holding companies, 

dividends and interest received should be included in the 

“turnover” calculation.) In respect of holding companies, the 

CIPC requires that the annual turnover of subsidiaries should be 

included in the holding company’s “annual turnover” calculation, 

as discussed in more detail later in this document. 

An incorrect calculation of “annual turnover” may result in a 

company or CC underpaying the filing fee. The CIPC Practice 

Note emphasises that knowingly providing false or misleading 

information to the CIPC is an offence in terms of Sections 214(1) 

and 215(2)(e)of the Companies Act.

Fees to be paid for annual returns 

Companies Act, 2008 fee table:

Annual Turnover Filing within 30 
business days after 
anniversary date

Filing more than 30 
business days after 
anniversary date

Less than R1 million R100 R150

R1 million but less 
than R10 million

R450 R600

R10 million but less 
than R25 million

R2000 R2500

R25 million or more R3000 R4000

Re-instatement 
Application 
(Form CoR40.5)

R200

Close Corporations Act, 1984 fee table:

Annual Turnover Filing within 2 
months from
beginning of 
anniversary
month

Penalty for each 
late lodgment

Between 0 to R50 
million

R100 R150

R50 million and 
above 

R4000 R150

Re-instatement 
Application 

R200

Steps for filing an annual return
As indicated on the CIPC website, annual returns must be filed 

electronically. Unless the SST is used, the following process applies: 

Step 1:  Register as a customer on the CIPC website. Go to:  

       eservices.cipc.co.za
Step 2:  Calculate the annual return fee. 

  (The website has a link to the “Annual Return Calculator”) 

Step 3:  Deposit the relevant filing fee. The fees can be deposit  

  at any ABSA bank or via EFT.

Step 4:  File annual returns via the CIPC website.

Submission of supplementary documentation
Following the submission of the annual return, a company is 

required to submit one of the following:

• Audited financial statements (compulsory for all companies 

that are required to have their financial statements audited)

Viola Sigauke
Project Manager: Non-IFRS Reporting and Legislation
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• Reviewed financial statements, or

• Financial accountability supplement (Form CoR 30.2. http://

www.cipc.co.za/index.php/contact-us/register-customer/

financial-accountability-supplement/)

A company or CC that is not required to file its audited financial 

statements, may voluntarily file audited or reviewed annual 

financial statements. If it does not do so, the company or CC  

is required to file a financial accountability supplement to its 

annual return.

Calculation of Annual Turnover for holding companies

Groups of companies are cautioned to take note of the CIPC’s 

view that the annual return filing fee should be based on the 

gross consolidated turnover of that holding company, as well as 

its subsidiaries.

Regulation 164(4)(b) provides that a holding company’s turnover 

is the consolidated gross revenue of the company and each of its 

subsidiaries from income in, into or from the Republic, arising for 

the following transactions or events, as recorded on the company’s 

most recent annual financial statements:

• Sale of goods

• Rendering of services

• The use by other persons of the company’s assets, yielding 

interest, royalties or dividends

For example:

Company A 
(Holding)

Gross revenue: 
R40m

Company B 
(Subsidiary)

Gross revenue: 
R12m

Company C 
(Subsidiary)

Gross revenue: 
R3m

For the example above, the annual return filing fees (assuming 

that filing was within 30 business days after anniversary date) will 

be calculated as follows:

Company A (R40m + R12m + R3m = R55m) = R3 000

Company B (12m) = R2 000

Company C (R3m) = R450

Problematic aspects in respect of holding companies
SAICA has raised a number of issues with the CIPC in relation to the 

calculation of the annual return filing fee for holding companies.

Applicability of Regulation 164
Regulation 164 is punitive in nature, disregarding the fundamental 

company law principle of companies’ juristic personality. It 

appears from the context of this regulation, as well as its express 

wording, that the turnover calculation methodology is intended 

for the calculation of administrative fines (Section 175, Regulation 

164(1)). From the perspective of determining appropriate 

administrative fines, the unusual and punitive disregard of legal 

personality is understandable. 

However, SAICA is of the view the Regulation 164 does not apply 

to the calculation of “annual turnover” for purposes of determining 

the filing fee for annual returns. The term “turnover” or “annual 

turnover” is mentioned in regulations other than those dealing 

with annual returns (such as the public interest score calculation) 

where the interpretation of these terms in accordance with 

Regulation 164 will also lead to unreasonable consequences.

Duplication
Each company in a group of companies submits an annual return. 

In respect of each return, the “annual turnover” of the relevant 

company is used to determine the filing fee. The consequence of 

the CIPC’s current interpretation of Regulation 164 is that the same 

amount of annual turnover will be used again (together with the 

turnover of the holding company and its other subsidiaries) in the 

calculation of the holding company’s turnover.

This approach is particularly iniquitous in group structures were 

there are multiple holding companies. In these instances the 

same turnover amounts will be included multiple times and the 

annual return filing fees disproportionately inflated. 

A further consideration is that holding companies are not 

always required to prepare consolidated financial statements. 

In instances where consolidated financial information is 

not available, determining the annual turnover amounts in 

accordance with Regulation 164 will be difficult.

Definition
SAICA requested that “turnover” be defined for purposes of the 

Companies Act and its Regulations, as turnover and revenue 

does not necessarily have the same meaning.

CIPCs response
The CIPC has taken note of SAICA’s concerns but has stated that 

in the interim the requirements for calculating the annual return 

filing amount set out in Practice note 1 of 2016 must be used.

Members are advised to be cognisant of, and to remind their 

clients of, the obligation to file annual returns, as failure to do 

so may lead to deregistration of the company/CC. In this regard, 

members should take particular note of the content of the 

CIPC Practice Note 1 of 2016 and the CIPC’s interpretation that 

Regulation 164 must be applied to the calculation of “annual 

turnover”. Should SAICA members or their clients wish to deviate 

from this methodology, particularly in groups of companies, 

members are advised to obtain legal advice.
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Madelein Grobler 
SAICA Project Manager: Tax Legislation

THE MYTH OF THE 
“ALLEGEDLY” DELAYED 

PAYMENT OF REFUNDS?

Initially, the Office of the Tax Ombud’s (“OTO”) 

only mandate was to review and 

address any service, procedural or administrative complaints 

initiated by taxpayers relating to powers exercised by the 

South African Revenue Service (“SARS”) in terms of a tax Act. 

However, to increase the effectiveness of the OTO in fulfilling 

its purpose, 2016 saw a legislative extension to the mandate 

of the OTO to review systemic tax administrative matters. 

It is evident that this extended mandate is impactful given 

the Tax Ombud Report into the alleged delayed payment of 

refunds (“the Report”) released on 4 September 2017. 

Taxpayers escalated complaints to the OTO and noted 

that SARS employs mechanisms to unjustifiably delay 

refunds through the tax collections system. This results in 

devastating consequences which includes financial hardship, 

job losses and possible liquidation of businesses. SARS in 

turn contextualised the delays to less than 1% of the cases 

processed, given the statistics and also noted to the OTO that 

the overwhelming impression of undue delayed refunds do 

not apply to every refund processed by SARS. 

The OTO, nevertheless conducted its review given the 

substantial impact of the monetary value of the sample, 

amounting to R25.68 billion, on the collected revenue. This 

article explores if the myth of the “allegedly” delayed payment 

of refunds is true or not by inspecting the obstacles to paying 

refunds raised in the Report.

The obstacle of special stoppers is confirmed justifiable, 

however the issue of fraud still impacts the tipping scale. The 

OTO therefore recommended timeously verifying and duly 

recording of banking details to avoid delayed refunds. Similarly, 

the failure to link or upload submitted documentation by a SARS 

office to a specific query may also result in delayed refunds. 

DID THE TAX 
OMBUD REPORT 
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The Report notes that the SARS system blocks already 

verified refunds, when a subsequent return is submitted, 

which have a knock-on effect especially in the case of value 

added tax (“VAT”). The obstacle also ties into the issue where 

SARS refuses to release refunds for a specific tax period, 

while an audit/verification is in progress on other tax periods. 

The OTO confirmed that this contravenes section 190 of the 

Tax Administration Act, No 28 of 2011 (“TAA”) and may be an 

attempt to secure payment of future tax debt. The OTO noted 

that SARS must stop this practice and apply the provisions 

of the TAA. 

The Report concludes that the practice of SARS using historic 

returns, showing up as outstanding on the Tax Clearance 

Certificates (“TCC”) or Statement of Accounts to delay the 

payment of verified refunds should also stop. 

The commonly known issue of journal entries, especially for 

employees’ tax, that absorbs unallocated credits was also 

raised. Through such journal entries, SARS creates fictitious 

tax liabilities rather than concluding to refund the taxpayer as 

required. SARS effectively circumvents the dispute resolution 

procedure available to taxpayers to object in these instances, 

by pushing the dispute process into a different directions by 

raising an assessment.  The recommendation of the OTO is 

that such SARS practice must stop completely.

The SARS practice to repeatedly request information from 

a taxpayer in 21 days’ time frames was also identified. This 

means a taxpayer’s audit keeps pending. Secondary to 

delaying the refund is that a taxpayer does not qualify for 

interest on such a refund.  SARS considers it unrealistic to 

request all relevant information at the inception of an audit.  

SARS further noted that it is at an informational disadvantage 

given that the taxpayer responses may lead to other issues. 

Given the difficulties, the OTO proposed that SARS must 

attempt to limit a request for information to one request. 

Alternatively, SARS must pay interest to a taxpayer, where 

the auditor failed to request all the information. 

The issue of premature assessments was also raised (i.e. where 

an assessment is raised before the 21 days deadline to submit 

supporting documents). The OTO recommended in this regard 

that taxpayers must be educated and encouraged to furnish 

all the required documents at once, alternatively to inform 

SARS that the outstanding documents will be submitted.

Circumstances arise where taxpayers have successfully 

disputed an assessment resulting in the initial refund being 

restored. It has, however, come to the OTO’s attention that the 

payments of such refunds are prolonged.  The OTO reiterated 

the legal obligation on SARS per section 164(7) of the TAA 

to promptly revise a successfully disputed assessment and 

refund any credits plus interest.

The Report also dealt with the issue of refunds for verified 

periods that are automatically set-off against debts on other 

periods, notwithstanding a pending request for suspension 

or a granted suspension of payment. The OTO emphasised 

the provisions of section 164(6) of the TAA which stipulates 

that SARS may not institute any collection steps from 

the date of submission of a request for suspension of 

payment or until 10 days after notifying the taxpayer of 

the unsuccessful application of suspension of payment.  

In addressing this issue, SARS has now implemented an 

automated process for a suspension request which should 

presumably resolve this issue.

Last but not least, the well-known obstacle of diesel refund 

delays was also raised. In this regard, the VAT and diesel 

refunds are declared on the same return, resulting in a net 

amount payable or refundable. SARS reflects these two 

different tax types on different systems for which manual set-

offs are required to obtain the same net result on the return. 

The delay in refunds therefore arise when there is a delay in 

the set-off. Taxpayers also experience situations where an 

artificial non-compliance and debt is created for example on 

the VAT tax type, when an audit/verification occurs on the 

diesel rebate tax type. This results in collection steps being 

taken, despite the taxpayer being compliant with the net 

result. SARS confirmed that problems have been noted, given 

the comment in the 2017/2018 Budget review that SARS will 

accept industry submissions to separate the returns.

Whilst the OTO commended SARS for refunding as many 

taxpayers as soon as possible, they nonetheless noted that 

the statistic brings little comfort for those taxpayers whose 

refunds remains unpaid. The system accordingly does not 

protect taxpayers sufficiently. The Report is clearly a myth 

buster, noting that the delayed payment of refunds by SARS 

is in fact a systemic issue that needs to be addressed.
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IFRS
Approximately 3 months are left before IFRS 9 – Financial 

Instruments and IFRS 15 – Revenue from Contracts with 

Customers that are set to change how entities report their financial 

instruments and revenues become effective. IFRS 9 and IFRS 15 

are effective for annual reporting periods beginning on or after 1 

January 2018. Entities should, by now, have considered the impact 

of these IFRSs. These IFRSs will affect entities across all sectors and 

the extent of this impact will vary from entity to entity and from 

sector to sector. The new requirements could have an effect on 

an entity’s IT system, key leverage ratios, debt covenants, budgets, 

deferred tax and performance bonuses. 

In addition, in just over a year a new leases standard (IFRS 16 – 

Leases) becomes effective. IFRS 16 becomes effective for annual 

reporting periods beginning on or after 1 January 2019. This IFRS 

refurbishes the leases model for lessees in that entities will be 

required to account for all leases on balance sheet (statement of 

financial position) with some exemptions provided. 

IFRS 9
IFRS 9 replaces IAS 39 – Financial Instruments: Recognition and 

Measurement. IAS 32 – Financial Instruments: Presentation and 

IFRS 7 – Financial Instruments: Disclosures remain in place. IFRS 

9 requires entities to classify and subsequently measure financial 

assets at amortised cost, fair value through profit or loss or fair 

value through other comprehensive income on the basis of:

(a) the entity’s business model for managing the financial assets; and

(b) the contractual cash flow characteristics of the financial asset.

An entity is permitted to reclassify financial assets when the 

business model changes. 

IFRS 9 also introduces a forward-looking expected credit loss 

model that will result in more timely recognition of loan losses 

and this replaces the ‘incurred loss model’ under IAS 39. This 

model requires an entity to recognise expected credit losses at 

all times and to update the amount of expected credit losses 

recognised at each reporting date to reflect changes in the credit 

risk of financial instruments. 

Furthermore, IFRS 9 incorporates new hedge accounting 

requirements that aim to align the accounting more closely with 

risk management. When an entity first applies IFRS 9, it may elect 

as its accounting policy to continue to apply the hedge accounting 

requirements of IAS 39 instead of the IFRS 9 hedge accounting 

requirements. The accounting policy elected must be applied to 

all the hedging relationships.

IFRS 15 
IFRS 15 replaces the previous revenue Standards and Interpretations 

including IAS 18 - Revenue and IAS 11 - Construction Contracts, 

FINANCIAL 
REPORTING 
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IFRIC 13 - Customer Loyalty Programmes, IFRIC 15 - Agreements 

for the Construction of Real Estate, IFRIC 18 - Transfers of Assets 

from Customers and SIC-31 - Revenue— Barter Transactions 

Involving Advertising Services. IFRS 15 adopts the following five 

step approach to recognising revenue: 

1. Identify the contract(s) with the customer; 

2. Identify the performance obligations in the contract;

3. Determine the transaction price;

4. Allocate the transaction price; and

5. Recognise revenue when a performance obligation is satisfied. 

It provides guidance on accounting for warranties, variable 

considerations (for example, discounts and rebates) and contract 

modifications.  Additional guidance has also been incorporated to 

assist entities in assessing whether it is acting as a principal or 

an agent in a transaction. Moreover, an entity can capitalise costs 

incurred in obtaining a contract and costs to fulfil the contract. 

These costs are subject to amortisation and impairment.  

IFRS 16 
IFRS 16 introduces a single lease accounting model which requires 

lessees to recognise lease assets and lease liabilities. Lessees are 

required to recognise a right-of-use asset representing the right 

to use the underlying asset and a lease liability. The right-of-use 

asset is subject to depreciation and impairment and interest is 

recognised on the lease liability.  The right-of-use asset can also be 

measured at fair value if it meets the definition of an investment 

property or at the revalued amount in terms of IAS 16 – Property, 

Plant and Equipment. 

Short-term leases and leases of low value assets are exempt from 

these new requirements as entities may elect recognise the lease 

payments as an expense over the lease term (requirements similar 

to the operating lease model in IAS 17 – Leases).

Lessor accounting remains largely unchanged as entities continue 

to classify leases as either operating and finance leases. Additional 

disclosures are, however, required.  

Transitional provisions

In relation to all the three IFRSs outlined above, entities should 

have considered (or be considering) the transitional provisions of 

each of the IFRSs before 2018 to ensure that all data required to 

meet the requirements is available.  

Other amendments to IFRSs effective from 2018
During the implementation phase of IFRS 9 and IFRS 15 (and 

IFRS 16 for those entities which elect to early adopt the standard) 

entities should also be assessing the impact of other amendments 

to IFRSs or IFRICs which become effective for annual reporting 

periods beginning on or after 1 January 2018 and these include:

• Classification and Measurement of Share-based Payment 

Transactions - Amendments to IFRS 2;

• Applying IFRS 9 Financial Instruments with IFRS 4 Insurance 

Contracts - Amendments to IFRS 4

• IFRIC Interpretation 22 - Foreign Currency Transactions and 

Advance Consideration;

• Transfers of Investment Property - Amendments to IAS 40; and

• Annual Improvements 2014-2016

• IFRS 1 - First-time Adoption of International Financial 

Reporting Standards: Deletion of short-term 

exemptions for first-time adopters

• IAS 28 - Investments in Associates and Joint Ventures: 

Measuring an associate or joint venture at fair value.

eXtensible Business Reporting Language XBRL
The Companies and Intellectual Property Commission (CIPC) 

made an announcement earlier in the year that they would 

be implementing XBRL from 1 July 2018. In terms of its XBRL 

programme, all companies that are required to submit annual 

financial statements to the CIPC will be required to file those financial 

statements using XBRL. Again there will be financial implications 

for companies that should be considered now as companies have 

less than a year to ensure that they have the systems to file the 

financial statements using XBRL. More information on XBRL can 

be found on the CIPC website and SAICA website. 

Resources

• Access the IFRSs from eIFRS

• Resources on XBRL can be found on the CIPC website 

and SAICA website
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Tomorrow’s profits are driven by today’s marketing

“Change is the only constant” (Heraclitus, Greek philosopher)

I’m constantly amazed by the number of Small & Medium 
Practices who tell us that they don’t need to do any marketing 
because “we have a loyal client base” and/or “we have plenty of 
work” (sometimes it’s “we’re swamped”).  

That’s a dangerously short-sighted attitude to adopt in an age of 
ever-accelerating change.  There is increasingly fierce competition 
for clients, and at the same time new technologies are spawning 
industry disruptors of every description. Think of the growing 
number of online service providers offering “from the comfort 
of your own office” ease of access and reduced price structures.  
Think of the inroads AI is predicted to make into professional 
service fields.  Then imagine how hungry your competitors are 
going to be when they start losing clients, and how desperate they 
will be then to replace their losses from your client base.

The reality is that firms that fail to market themselves effectively 
today will be left behind tomorrow.  Many of them won’t survive; 
those that do will be less profitable.  

The other side of the coin of course is that you have a great 
opportunity here.   Market your firm better than your opposition, 
and you will be running well ahead of the pack. If your firm is 
evolving, you need to let your clients know about it. Don’t miss out 
because you didn’t communicate it.

Accountancy firm marketing is no longer a “nice-to-have” – in 2017 
it’s a necessity.

Marketing needn’t cost you an arm and a leg

The basis of marketing any professional services firm is this - keep 
telling both your clients and your prospective new clients exactly 
how they will benefit from their relationship with you.

If you are an independent SMP firm, you don’t need a huge budget 
for that.  You don’t need in-house marketing departments, or 
expensive PR firms.  You don’t even need to sacrifice much partner 
and staff time.

In fact many of the basics of marketing your firm will cost you little 
or nothing. 
 
The 6 steps of “Shoestring marketing” 

The concept of “marketing on a shoestring” is a tried-and-tested 
one.  Follow these practical steps to create a simple marketing plan 

that you can implement –
• Quickly
• Easily
• Inexpensively
• But to great effect.

Step 1:  Set goals – the foundation of your marketing plan

You will end up going nowhere unless you have a clear idea of 
where you want to end up.  

Lay a solid foundation for your marketing plan by setting goals – 
first your personal goals, then goals for your practice.  Ask yourself 
questions like “Where do I personally want to be in 5 years?”  “And 
in 10?”  “Where must my practice be by then?”  “How many clients 
do we want to have?”  “What profit must we be generating?”  “What 
new challenges must we overcome?”

Every firm will have its own goals, just keep them simple, attainable, 
clear and detailed (nothing stops you tweaking the details as you 
move along, but setting fuzzy goals upfront is a recipe for failure).  

Most importantly, record all your goals and track your progress 
towards them – there’s no better motivator!

Step 2:  Describe in detail your “ideal clients” and the services 
you will offer them

The aim of marketing is to know and understand the customer so well 

the product or service fits him and sells itself (Peter Drucker)

Create a clear profile of what sort of clients you want to retain, and 
what sort of new clients you want to acquire.  Who are they and 
why are they “ideal”?  Are they individuals?  Businesses?  What size 
businesses? What services will you provide them?  Etc…

Don’t be afraid to do a bit of dreaming here – set your sights high 
so you give yourself a worthy target.

The more detail you give in your descriptions the better – all of 
your marketing from here on will be aimed at communicating with 
this target market.  

Step 3:  Identify potential new sources of work 

“In marketing I’ve seen only one strategy that can’t miss - and that is to 

market to your best customers first, your best prospects second and 

the rest of the world last” (John Romero) 

First concern of course is to retain all your existing quality clients.  
Then prioritise potential new sources of work.  Perhaps something 
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like these (adapt and add to them to suit your firm’s particular 
needs) - 

• Repeat business from existing clients
• New business from existing clients 
• Referrals from existing clients to potential new clients (turn 

your clients into “evangelist marketers” for your services)
• Referrals from other professionals and business associates
• New business from the general public
• And so on...

Step 4: Define what your clients want the ultimate outcome of 
your services to be 

This is critical.  You are in business to make money and the only 
way you can achieve that is to render services to clients who will 
pay you for them.  You must understand what they need from 
you and what they want from you.  What problems do they have 
that you can solve for them?  How can you help them be more 
successful?

Define the ultimate outcome that will make them happiest.  Only 
then can you define how they will benefit and how you will achieve 
those benefits for them.  Which leads us to …

Step 5: List the benefits your clients will enjoy from your services

What counts to your clients is how your services will help them 
achieve success, how their lives will be made easier and their 
businesses more profitable.  

So build your marketing plan around communicating to your 
target market not just the services you offer, but the benefits they 
will provide.  

Step 6: How will you attract and retain these ideal clients?

So now you know what the goals of your marketing plan are.  You 
know who your ideal clients are, where you will look for them, what 
they want from you and how they will benefit from your services.

Time to move now into the heart of your plan – how will you retain 
your good clients and how will you attract new ones?  Don’t hold 
back here – get your team together and brainstorm every possible 
idea you can think of.  Then whittle them down to a manageable 
list, and prioritise the best ones.    

Below we’ve suggested some possible avenues to help you get 
started, with practical suggestions on implementation.  Adjust and 
expand them to your firm’s particular goals and circumstances.  

Project a professional image, online and in the real world

This is all about first impressions. You only get one chance at it so 
don’t drop the ball here!

• Online: In the Internet Age the tone for most new client 
interactions is going to be set online. 

Imagine you are a potential new client googling your firm and 
take a fresh and unbiased look at what he or she will see when 
they first go onto your website and your Social Media pages. 
Is their first impression going to be positive?  Do you come 
across as trustworthy?  Efficient? Reliable? Experienced? 
Professional? Internet savvy?  If first contact comes via an 
email, what impression will the speed and quality of your 

reply convey?

• Your branding: Branding incorporates your firm’s name, logo, 

design scheme and slogan.  It’s a “first impression” conveyer of 

how you want to be perceived.  Strong branding will enhance 

recognition, trust and client referral.  Unless you have lots 

of in-house talent it’s worth calling in the professionals here; 

amateurish DIY branding has always been false economy 

and your competitors will thank you for going that route.  Just 

don’t overpay – good branding is invaluable but unscrupulous 

marketing firms pick up very quickly when there are easy 

pickings in the offing.  Get a selection of quotes so you can be 

sure you get value for every Rand you spend.  

• Your offices:  Whilst your online presence is more important 

than ever, it’s still crucial to maintain “first impressions in the 

real world” - where your office block, parking areas, reception 

areas and telephone answering protocols should receive 

special attention. 

• Brainstorm other “first impression” scenarios peculiar to 

your firm.

Provide excellent service

“It’s our job every day to make every important aspect of the customer 

experience a little bit better” (Jeff Bezos)

 

It’s all about delivering that “ultimate outcome” we talked about 

in Step 4 in a way that your clients will remember with positivity.   

The other side of the coin of course is that these days the Internet 

can be a most unforgiving arena for providers of substandard 

service.  Just one instance of poor service reported by a single 

unhappy client can seriously tarnish your online reputation.

Here are some basics to get you started -

 

• Avoid creating false expectations.  People tend to hear only 

what they want to hear, so you cannot be vague here.  Explain 

to your clients clearly –

o What you will do for them,

o What the process will be, 

o What the projected timeline to completion is.

• A very common complaint from clients is lack of 

communication.  Provide regular meaningful reports on 

progress.  Answer all queries without delay.  And if you run into 

problems or your timeline projections go for a loop, remember 

clients will forgive a lot - but only if you keep telling them what’s 

going on and what you are doing about it.

• What your clients will remember long after you invoice them 

for a completed job is how quickly you served their needs, 

how little inconvenience you caused them, and how painless, 

friendly and helpful you and your staff were through the 

process.  Continually improve staff training and motivation 

with that in mind.

• How else can your firm project a culture of service excellence?
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Targeted marketing - keep in touch with all existing and 
potential new clients

• Focus your resources:  Concentrate on communicating 
with the “target market” you defined in Step 2 above.  You 
will get far more bang for your buck than with “spray and 
pray” type marketing.

• A simple and growing database:  Maintain a database of all 
your clients, and add to it all potential new clients.  Check 
whether software you are already using can do this for you.  It’s 
important to keep this database as simple as possible because 
the less information in it, the easier it is to keep it updated.  
We’ve come across firms with incredibly complicated client 
databases, and not only are they invariably years out of 
date but also so full of extraneous information that they are 
practically unusable.

• Newsletters:  Set up a system of regular quality communication 
with your database.  Monthly email newsletters are the gold 
standard here, which is why the larger firms have been using 
them as a core marketing tool for decades.  Keep them short 
and give your readers real value in the form of useful and 
interesting information.  Newsletters keep you top-of-mind, 
they build client relationships, they project professionalism, 
and they potentially can be forwarded all over the Internet.  

A poorly designed or written newsletter is actively damaging 
to your brand so again it’s worth asking for professional 
assistance here.  Just choose your service supplier carefully.

• Newsflashes:  Consider boosting the effectiveness of your 
monthly newsletter with intermittent “newsflashes” on topics 
such as Tax Season Deadlines, important new legislation 
coming into effect, the SVDP Deadline – anything that your 
clients will appreciate being alerted to.

• Email Branding:  Every single email sent from your office is 
potentially a marketing opportunity so make sure all your 
emails are consistent and project the most professional 
image of your firm.  Going beyond those basics, various email 
branding solutions are available (at a range of price levels) that 
will ensure consistent branding across all your staff, enable you 
to send recipients targeted marketing banners, and automate 
the capture of all new email addresses for potential addition to 
your newsletter mailing list.  

Stay firmly in the “public eye” with the power of the Internet

“If your business is not on the internet, then your business will be out 
of business” (Bill Gates)

These days, even if a potential new client hears of you through a 
recommendation, or from a forwarded newsletter, or via a mention 
in the media, he or she is almost certain to look for you online 
before even thinking of contacting you.

It is therefore absolutely vital to have a strong, professional 
presence on the Internet. 

It needn’t exhaust your “shoestring” marketing budget - 

• At the very least have a LinkedIn page for you, your partners, 
your senior staff and the firm itself. It’s pretty easy to get a good 
result yourself but if you aren’t confident, use a professional to 
help you. Remember that even if you have a great website, if 

someone searches an individual from your firm there is a good 
chance that their LinkedIn profile will be high up in the search 
results – make sure this first impression is a good one. Include a 
professional profile photo and tailor your details to reflect client 
needs and benefits (Steps 4 and 5 above). 

• Possibly also consider Facebook and Twitter (useful for some 
firms, but certainly not essential for most).  

• Be sure that your firm is registered with “Google My Business”. 
This will ensure your business is listed on Google Maps, has 
a basic profile and displays more prominently when it is 
searched for on Google. 

• A website used to be a “nice-to-have”, but for most firms it is 
now essential because you will be googled, and having no 
website inevitably raises questions about how established and 
reliable you really are.  If your budget just won’t stretch to it 
now, it’s perhaps not a train smash to rely as a temporary fix 
on your LinkedIn presence.  But as soon as you can afford it, 
invest in a website.  Consider adding a blog page if you are able 
to post regular quality content to it. 

As with all the other marketing channels we have 
recommended, make sure you aren’t ripped off.   Websites 
no longer need be as expensive as they once were so shop 
around for both quality and price.

• Keep your website, blog and Social Media pages updated with 
fresh material regularly.  A quick and easy way is to put your 
client newsletters onto them monthly - a process you can 
automate with RSS feeds. 

Other marketing channels to consider

(These ideas may or may not be right for your firm.  If you aren’t 
sure, consult a marketing professional who will tailor a marketing 
plan to suit both your needs and your marketing budget.)

• Networking:  Whenever you can, network with business, 
professional, social and charity groups.  Offer new contacts not 
just your business card but also the gift of your newsletter. You 
now have permission to expose them regularly to your name, 
branding and list of services in the most professional way, and 
your chances of acquiring a new quality client just shot up.

• Media advertising: Some focused advertising may be worth 
considering for specific projects.  But as we pointed out above, 
finely targeted and regular marketing via a newsletter for 
example is likely to be much more effective on a tight budget.  
A better plan if you have the time to do it is to look for free 
publicity by giving gifts of your time and expertise - write short 
helpful articles for the local media, for websites and blogs, 
networking sites etc.  Offer to be guest speaker at business 
and charity functions, etc.  

• As a last thought, there are many other marketing channels 
out there – promotional videos on YouTube, cellphone apps, 
fancy brochures etc.  Often these channels can be expensive 
with little real benefit so don’t let a clever sales pitch tie you 
in to any of them unless you are sure they will work for your 
particular needs and plans.  

A final thought …

Effective marketing needn’t cost a fortune, and the most 
expensive thing you can do is to not market your firm at all.
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TECH
TALK

Audit Data Analytics: An optimistic outlook
The second of a series of three articles on the use of 
audit data analytics

Machine learning, Artificial intelligence
– and the future of accounting
Changes won’t completely eliminate the need 
for human accountants, they will just alter their 
contributions.

How AI is reshaping the accounting industry
Artificial Intelligence affecting all sort of 
industries, and accounting is NO EXCEPTION.

Why CPAs need to get a grip on blockchain 
The impact of blockchain depends on how financial 
professionals educate and position themselves

Internal Audit in the Age of Data Analytics 
Data analytics as an indispensable element of the 
internal audit toolset.

Ethics and Trust in a Digital Age 
Strong ethical principles and behavior are important 
in the evolving digital age, and key to enable 
building trust.

Three Tech Trends for Accountants to Watch in 2017 
The progress of blockchain technology, shift to the 
cloud and advance in automation.

Disrupting the accounting profession 
Opportunities and risks from digital disruption and 
rapidly evolving technology.

These trends are driving the future of IT
New technologies and approaches will free IT 
leaders to cut costs, save time and let machine 
intelligence do the heavy lifting.

Blockchain: an emerging solution for fraud 
prevention
Fraud prevention is critical and in order to reduce 
fraud risk or event prevent fraud, a more secure 
accounting information system is needed.

Cloud services for small business’
Fraud prevention is critical and in order to reduce 
fraud risk or event prevent frauds, a more secure 
accounting information system is needed.
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http://www.cio.com/article/3206770/it-strategy/9-forces-shaping-the-future-of-it.html
http://www.icaew.com/-/media/corporate/files/technical/information-technology/business-systems-and-software-selection/making-information-systems-work/icaew-cloud-adoption_web.ashx?la=en
http://www.cpajournal.com/2017/07/07/blockchain-emerging-solution-fraud-prevention/
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http://www.accaglobal.com/gb/en/professional-insights/pro-accountants-the-future/Ethics-and-trust-in-a-digital-age.html
https://www.icaew.com/en/technical/audit-and-assurance/assurance/process/internal-audit-resource-centre/internal-audit-in-the-age-of-data-analytics
http://www.journalofaccountancy.com/news/2017/jun/blockchain-decentralized-ledger-system-201716738.html?utm_source=mnl:cpald&utm_medium=email&utm_campaign=14Jun2017
https://www.icas.com/technical-resources/audit-data-analytics-an-optimistic-outlook


PRACTICE 
MANAGEMENT

How accountancy firms can retain the best talent.

How to hang on to your best staff.

How to attract talent in your accounting practice

With the accounting sector facing an ongoing skills 

shortage, SMPs need to shift gears to ensure they 

attract and retain the next 

generation of practitioners.

Transforming challenges into opportunities 

attracting new clients

An article part of a series that breaks down the data 

from the IFAC Global SMP survey

Five Ways to reduce employer turnover

A shortage of skilled workers is making it harder for 

companies to hire or retain employees.

Eight ways to leverage technology for better client 

relationships

To spend more time with clients, firms must leverage 

technology to become as efficient as possible at 

compliance tasks.
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https://www.intheblack.com/articles/2017/04/27/attract-talent-accounting-practice
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CIPC PRACTICE NOTICE 9 OF 2017
Service of Subpoenas and other court documents 
to CIPC.

WITHDRAWAL OF PROPOSED GUIDE FOR 
REGISTERED AUDITORS: CONSIDERATION FOR AN 
AUDITOR OR A REVIEWER OR A COMPANY WHICH 
IS FACTUALLY INSOLVENT 
The project has been suspended until further 
notice due to the commentary received on the 
interpretation of the Companies Act.

MAFR GAZETTED TO ENHANCE AUDITOR 
INDEPENDENCE AND PROTECT PUBLIC INTEREST
The IRBA issued a Rule prescribing that auditors of 
Public Interest Entities (PIE) in SA must comply with 
MAFR with effect from 1 April 2023.

CIPC NOTICE 43 OF 2017
Another option at retrieval of MOI documents.

THE NEW AUDITOR’S REPORT: THE EARLY 
ADOPTERS IN SOUTH AFRICA 
From 15 December 2016 the Format and Content of 
the Auditors Report as we knew it changed for all 
audits of financial statements.

2

CIPC NOTICE 40 OF 2017 
New payment method allowing customers to use 
debit and credit cards directly after selectin a service 
on CIPC website (www.cipc.co.za).

MAFR: FAQ
Strengthening auditor independence to enhance 
public investor protection through MAFR.

Draft Regulations to the Protection of Personal 
Information Act released for comment
The Information Regulator released Draft Regulations 
to the Protection of Personal Information Act, 
comment by 7 November 2017.

FINAL AMENDMENTS TO THE IRBA CODE OF 
PROFESSIONAL CONDUCT FOR REGISTERED 
AUDITORS RELATING TO THE CUSTODY OF 
CLIENT ASSETS 
The amendment of the IRBA Code alerts registered 
auditors to the risks involved in holding client assets 
and provide examples of possible measures to 
protect client assets.

IRBA RELEASES PROPOSED SAAPS2 (REVISED 
2017) FINANCIAL REPORTING FRAMEWORKS 
AND THE AUDITORS REPORT
The proposed SAAPS2 (Revised 2017) was released 
for public comment on 31 August. Comments due 
30 November 2017.

APPLICATION OF CIRCULAR 2/2017
Circular 2/2017 was issued in June 2017 and subsequent 
to that a communication outlining the dissenting view 
was issued.

EXPOSURE DRAFT: PROPOSED REVISIONS TO 
THE CODE PERTAINING TO THE OFFERING AND 
ACCEPTING OF INDUCEMENTS
IESBA issued exposure draft on Proposed Revisions to 
the Code Pertaining to the Offering and Accepting of 
Inducements due by 8 December 2017.

SARS RELEASED A NON-EXECUTIVE DIRECTORS 
(NED) FAQ GUIDE
Guide will provide more clarity on certain practical and 
technical aspects relating to the BGRs including when 
the liability for an NED to register for VAT arises and 
the relevant income tax implications.

SAICA ISSUES GUIDE ON CONSIDERING THE 
INTERNATIONAL STANDARDS TO BE USED
The document provides guidance on the International 
Standards to be used for Audits, Review, other 
Assurance, and Related Service Engagements.

NOCLAR
The new NOCLAR provision affect all SAICA members 
and associates in public practice providing (any) 
professional services to clients, or those in business 
carrying out professional activities for an employing 
organization.

EMPLOYMENT EQUITY ANNUAL REPORTS
All designated employers must submit their annual 
employment equity report online by 15 January 2018. 
Manual reports due by 1 October 2017.

EMPLOYER INTERIM RECONCILIATIONS 
Will open on 15 September and run to 31 October 2017.

RETENTION OF RECORDS GUIDE UPDATED
The updated SAICA retention of records guide has 
been released.
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http://www.cipc.co.za
https://www.saica.co.za/Technical/LegalandGovernance/CIPC/CIPCPracticenotes/tabid/3095/language/en-US/Default.aspx
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http://www.sars.gov.za/TaxTypes/PAYE/Pages/default.aspx
http://www.sars.gov.za/AllDocs/OpsDocs/Guides/LAPD-VAT-G12%20-%20VAT%20and%20PAYE%20NonExecutive%20Directors%20FAQs%20on%20BGRs%2040%20and%2041%20-%20External%20Guide.pdf
https://www.saica.co.za/Technical/LegalandGovernance/LegalandGovernanceGuides/tabid/2939/language/en-US/Default.aspx
https://protect-za.mimecast.com/s/4xN4BMtYrgmH1?domain=saica.co.za
https://www.saica.co.za/News/MediaKit/Publications/ElectronicNewsletters/StandardsandLegislationJuly2017/ApplicationofCircular22017/tabid/4133/language/en-US/Default.aspx
https://www.saica.co.za/Technical/LegalandGovernance/Legislation/EmploymentEquityAct/tabid/3041/language/en-US/Default.aspx
https://www.saica.co.za/Technical/Ethics/NOCLAR/tabid/3855/language/en-US/Default.aspx

	Button 93: 
	Button 94: 
	Button 95: 
	Button 96: 
	Button 97: 
	Button 98: 
	Button 99: 
	Button 100: 
	Button 101: 
	Button 102: 
	Button 1010: 
	Button 1014: 
	Button 1015: 
	Button 1011: 
	Button 1012: 
	Button 1013: 
	Button 1: 
	Button 2: 
	Button 3: 
	Button 4: 
	Button 5: 
	Button 6: 
	Button 7: 
	Button 9: 
	Button 10: 
	Button 8: 
	Button 11: 
	Button 12: 
	Button 13: 
	Button 15: 
	Button 17: 
	Button 14: 
	Button 18: 
	Button 19: 
	Button 20: 
	Button 22: 
	Button 21: 
	Button 23: 
	Button 24: 
	Button 25: 
	Button 26: 
	Button 27: 
	Button 29: 
	Button 30: 
	Button 31: 
	Button 32: 
	Button 33: 
	Button 34: 
	Button 35: 
	Button 36: 
	Button 37: 
	Button 40: 
	Button 38: 
	Button 41: 
	Button 42: 
	Button 43: 
	Button 48: 
	Button 49: 
	Button 50: 
	Button 118: 
	Button 119: 
	Button 104: 
	Button 105: 
	Button 106: 
	Button 107: 
	Button 108: 
	Button 109: 
	Button 111: 
	Button 112: 
	Button 113: 
	Button 114: 
	Button 115: 
	Button 87: 
	Button 88: 
	Button 89: 
	Button 117: 
	Button 90: 
	Button 91: 
	Button 55: 
	Button 120: 
	Button 121: 
	Button 129: 
	Button 130: 
	Button 139: 
	Button 133: 
	Button 140: 
	Button 132: 
	Button 136: 
	Button 137: 
	Button 138: 
	Button 122: 
	Button 123: 
	Button 124: 
	Button 125: 
	Button 126: 
	Button 127: 
	Button 128: 


