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NON-COMPLIANCE 
WITH LAWS AND 
R EGU LAT I ON S

The accountancy profession globally prides itself on its commitment 

to strong ethics requirements and ethical behavior. One of the 

strategic focus areas of the South African Institute of Chartered 

Accountants (SAICA) is protecting and enhancing the integrity and 

ethical values of the chartered accountancy profession. In a broader 

context, SAICA’s long-term professional interests are always linked 

with the public interest and responsible leadership.

In line with the changes in 2016 to the International Ethics Standards 
Board International Ethics Standards Board for Accountants (IESBA)
Code of Ethics for Professional for Accountants (IESBA Code), 
the SAICA Code of Professional Conduct (SAICA Code) has been 
updated to include new, first of its kind, ethics requirements and 
guidance to assist members and associates in dealing with non-
compliance with laws and regulations. 

Non-Compliance with Laws and Regulations (NOCLAR) is defined 

as any act of omission or commission, intentional or unintentional, 

committed by a client or the professional accountant’s employing 

organisation, or by those charged with governance (TCWG), by 

management or by other individuals working for or under the 

direction of a client or employing organisation which is contrary to 

the prevailing laws or regulations.

The new NOCLAR requirements affect all SAICA members and 

associates (generically referred to as professional accountants), 

whether in public practice providing (any) professional services to 

clients, or whether in business carrying out professional activities 

for an employing organisation. Section 225 and section 360 of the 

SAICA code set out the professional accountant’s responsibilities 

(in public practice or in business, respectively) in responding to 

NOCLAR or suspected NOCLAR.

These sections provide a comprehensive response framework that 

guides the professional accountant in terms of the factors to consider 

and the steps to be taken when he/she becomes aware of NOCLAR 

or suspected NOCLAR. The professional accountant’s objective in 

the first instance is to alert management and, where applicable, 

TCWG about the matter to seek to enable them to take appropriate 

action to rectify, remediate or mitigate the consequences of the 

identified or suspected non-compliance, or deter the commission 

of the non-compliance where it has not yet occurred. It is important 

to note that it is, and remains, the responsibility of the client’s or the 

employing organisation’s management, with the oversight of TCWG, 

to ensure compliance with relevant laws and regulations.

The professional accountant is also required to determine, in the 

circumstances, whether further action is needed in the public interest. 

The Code is very clear that a professional accountant has to comply 

with the law and should not take any action that is contrary to the 

law. This would include considering whether specific legislation in 

the circumstances already impose a reporting obligation, whether 

there are any laws or regulations that may preclude the reporting 

of a matter and whether there will be protection for the professional 

accountant from criminal, civil or professional liability.

Further action could include the reporting of a matter to an 
appropriate authority under the appropriate circumstances, despite 
the absence of a legal obligation to do so, and without being limited 
by the ethical duty of confidentiality. Disclosing a matter to an 
appropriate authority would be the last and ultimate step in the 
process relating to serious identified or suspected NOCLAR, after 
consideration of a range of factors, including the appropriateness of 
the response of management and TCWG.

Sections 225 and 360 of the SAICA code are effective as of 15 
July 2017 (early adoption is permitted). Therefore, a professional 
accountant is required to apply the response framework in terms of 
the Code with respect any NOCLAR or suspected NOCLAR that he/
she becomes aware of on or after 15 July 2017.

The SAICA Code is expected to drive positive behaviour by 
professional accountants, which in turn will impact on the behaviour 
of their clients and employing organisations, as applicable. These 
requirements clarify that ‘turning a blind eye’ to potential NOCLAR 
is not an appropriate response from professional accountants, while 
placing renewed emphasis on the roles of management and TCWG 
in addressing the matter.
The proactive role of professional accountants in relation to 
NOCLAR can lead to an earlier response by management or TCWG, 
thereby mitigating any adverse consequences for stakeholders, or 
deterring potential NOCLAR for the greater benefit of business (and 
society). Furthermore, there could be timelier intervention from 
public authorities on reports of potential NOCLAR from professional 
accountants in appropriate circumstances, which is in the interest of 
affected stakeholders, as well as the general public.

These new ethics requirements position the accountancy 

profession to play a greater role in the fight against NOCLAR, such 

as financial fraud, money laundering, and corruption. It also provides 

an opportunity for SAICA members and associates to further 

differentiate themselves from other professional accountants. 

SAICA members and associates should be encouraging clients and 

employing organisations to act within the confines of the law, even 

prior to the introduction of the latest changes to the Code.

SAICA has been informing members of the amendments to 

the SAICA Code via its newsletters and social media, and the 

developments were also included in certain information sessions 

and seminars in 2015 and 2016. Most recently SAICA has hosted a 

series of NOCLAR seminars across the country, including a webcast 

(we will inform members when the webcast recording is available).

Owing to the importance of this topic, SAICA has decided to repeat 

the NOCLAR seminar later in the year – members and associates 

should look out for communications regarding the seminar and 

other interventions. We will also provide some additional guidelines 

in the form of FAQs to clarify issues being highlighted by members 

and associates, which will be communicated in due course. 

Information with respect to NOCLAR is available on the SAICA 

website. If you have any further questions please contact SAICA on 

juanitas@saica.co.za.
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It was noted in the 2017 Budget Review that the R30.4 billion 

shortfall in 2016/17 has been the largest tax revenue shortfall 

compared to budgeted estimates since 2009/10. Section 7C of 

the Income Tax Act may contribute to reducing future deficits 

by the additional revenue streams flowing from the anti-

avoidance provisions. An argument can be made that with the 

introduction of the taxation on interest-free or low interest rate 

loans, advances or credits to a trust, by a connected person, the 

South African Revenue Service (’SARS’) may be entitled to an 

unexpected windfall of revenue streams in the case where trusts 

have distributed, but not yet paid or transferred, the awards to 

beneficiaries in certain (unexpected) instances. 

Section 7C, promulgated on 19 January 2017, effective from 1 

March 2017 applies to any amount owed by a trust in respect of 

a loan, advance or credit provided to that trust by a connected 

person before, on, or after 1 March 2017. The anti-avoidance 

section was introduced to address the issue of estate duty and 

donations tax avoidance, which arises when a person transfers 

wealth (tax-free) to a Trust through the use of an interest free 

loan or a loan with interest below market rates.

In the instance where loans, credits or advances are created by 

the distribution of an award to a beneficiary without payment of 

the whole or portion of such award to such beneficiary, section 

7C may be applicable, i.e. the forgone interest may be considered 

as a donation where the distribution constitutes an interest-free 

loan/low interest rate loan.

To the extent that the above interpretation is followed and 

considering that there are currently 333 465 active trusts 

registered with SARS, per the Davis Tax Committee Second 

Interim Report on Estate Duty report (DTC Estate Duty report), 

SARS may just have a windfall revenue stream. 

On a strict interpretation of the law, the above argument seems to 

be clear and the Final Explanatory Memorandum on the Taxation 

Laws Amendment Bill 2016 also sheds some light to an extent. It 

notes that where an amount is vested in a beneficiary by a trust, 

but not distributed by election of/request by the beneficiary, such 

distribution would qualify as a loan or credit provided by that 

beneficiary to the trust. Effectively, the tax implications would be 

that the beneficiary would be liable for donations tax per section 

7C, where such loan or credit provided is interest-free or at a 

lower interest rate. 

It can be argued that this interpretation could also apply where 

the trust does not have the funds to pay a distribution to a 

beneficiary. In this instance, such distribution could constitute 

an advance or credit to the trust for the beneficiary’s benefit. 

Where such advance or credit is interest-free or at a lower 

interest rate, the beneficiary would not only be prejudiced by not 

receiving his/her distribution award, but also be possibly liable 

for donations tax.

This windfall revenue stream for SARS may be welcomed with 

open arms, given the minimum amendments proposed to 

increase taxation in the 2017 Budget Review, which mainly 

affects the upper income band in a struggling economy.

The questions of whether this effect of section 7C was the 

intention of National Treasury with the introduction of section 7C 

and whether SARS has set sail with this possible favourable gust 

of wind in its direction will only be answered in time. 

Madelein Grobler 
SAICA Project Manager: Tax Legislation

 
 

 
FROM SECTION 7C 

TRUST

INTEREST

BENEFICIARY
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On Friday 12 May 2017, a ransomware attack of unprecedented extent hit large businesses around the world 

in the space of a few hours. By Monday 15 May, more than 200 000 computers in 150 countries had been 

infected by WannaCry ransomware.

 
 

 
FROM SECTION 7C 

RANSOMWARE ATTACK: 
WHAT TO DO WHEN WANNACRY HITS

a ransom demand is made in exchange for a 

decryption key that unlocks the system.

0101

0202

0303

0505

0404

WannaCry is typical of ransomware attacks, executing in five straightforward steps:

Enter:

Execute:

Exploit:

Encrypt:

Extort:

ransomware enters the system through 
malicious websites, email attachments or by 
exploiting a vulnerability.

it executes and installs itself on the 
compromised system and then synchronises 
with a command and control server.

it exploits additional vulnerabilities in the 
system to gain more control over specific file 
locations and user accounts.

it encrypts or locks data and files on the system.

Tai Chesselet

Amongst the well-known businesses affected were US multi-

national delivery company FedEx, French car manufacturer 

Renault, Spanish telecommunications firm Telefonica, Chinese 

energy giant PetroChina, the United Kingdom’s National Health 

System and Russia’s interior ministry, but many small to medium-

sized businesses were also infected by the malicious software.

The WannaCry ransomware didn’t spread via email, but via a 

vulnerability in the Microsoft Windows operating system that 

had been discovered by the US National Security Agency and 

subsequently patched by Microsoft in May this year.

Many businesses had not yet updated their systems, and this is 

what allowed the virus to spread so easily. It is not an easy task 

updating thousands of computers in a multinational corporation, 

but the urgency and importance of updating software is now 

loud and clear.

Those infected by WannaCry were faced with three choices: pay 

the ransom, accept their loss of data and start again, or wait for 

experts to develop a decrypter to the encrypting software.

Experts have advised victims not to pay the ransom because, 

in all likelihood, their files will not be decrypted when they do. 

Stats collected from the WannaCry attack show that one in five 

small and medium-sized businesses who paid the ransom never 

got their data back, which is why good backups are critical to 

business continuity.

For those who have external backups or backups in the cloud, 

they can afford to erase their hard drives and reap the benefits 

of the security measures they have in place. But for many it is 

reasonable to assume they have lost their files forever, and will 

only now be employing security services such as backup, anti-

ransomware protection, and disaster recovery for the first time.

Computer users need to do everything they can to avoid being 

vulnerable to malware attacks and further strikes from the 

WannaCry ransomware. In addition to having anti-virus and 

security software in place, businesses are also advised to spend 

time simulating how they would deal with a ransomware attack.

As Tai Chesselet of IronTree Internet Services says, “The easiest 

attack to deal with is certainly the one you’ve been able to avoid 

all together, but the second easiest is the one you’ve already 

prepared for by going through it.”

To avoid a ransomware attack, computer users are 
urged to do the following three things immediately: 

1) run several data backups, including off-site backups; 

2) install software patch updates; 

3) buy security software and keep it updated.

For any additional advice or security related questions, feel free 

to reach out to IronTree.

IronTree
                        

POPI 365
                       

Ransomware 
Protection
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APPOINTMENT OF INDEPENDENT 
TRUSTEE FOR FAMILY BUSINESS TRUST

Juanita Steenekamp
Project Director: Legislation and Non-IFRS Reporting

The Chief Master recently released a directive, Directive 2 

of 2017 dealing with various trust matters. 

The directive specifically deals with the appointment of an 

independent trustee where the trust is defined as a family 

business trust. This will apply to all new trusts being registered 

with the Master‘s office from the 6th of March 2017.

The changes being implemented are based on a Supreme Court 

of Appeal court case, Land and Agricultural Bank of South Africa 

v Parker & others. The facts of this case include trustees that 

were also income beneficiaries and according to the presiding 

judge, Judge Cameron there was no functional separation 

of ownership and enjoyment. The trust deed required three 

trustees to be appointed but during the period under discussion, 

only two trustees were appointed for various periods. In the 

court’s view none of the actions taken only by the two trustees 

were validly taken due to the fact that the trust deed required the 

appointment of three trustees. Judge Cameron indicated that the 

Master and the courts are not powerless to restrict or prevent 

abuses and therefore stated that “the Master should in carrying 

out his statutory functions ensure that an adequate separation of 

control from enjoyment is maintained in every trust.”  According 

to Judge Cameron the separation of control can be achieved 

by the appointment of an independent outsider as a trustee to 

every trust in which the trustees are all beneficiaries and the 

beneficiaries are all related to one another. 

The Master’s office has, as part of its statutory provisions,  made 

a decision to implement the requirements in the Land and 

Agricultural Bank of South Africa v Parker & others judgement 

specifically requiring the appointment of the independent 

trustee where the trust is defined as a family business trust. 

For purposes of the directive a family business trust is a trust 

with the following combined characteristics:

• the trustees have the power to contract with independent 

third parties, thereby creating trust creditors, and

• the trustees are all beneficiaries; and  

• the beneficiaries are all related to one another.

An independent trustee is defined by the Master and should 

meet various requirements (refer to block). The Master’s 

office has updated the relevant forms and released form J417, 

Acceptance of trusteeship by trustee (Inter-vivos trust) which 

now includes specific requirements dealing with the appointment 

of the independent trustee. In line with these requirements an 

additional form has been released in which the independent 

trustee must include a sworn affidavit where the independent 

trustee declares their independence as well as the requirement 

to undertake to inform the Master should there be any changes 

in the capital / income beneficiaries in the trust. 

In some circumstances the Master may dispense with the 

requirement to appoint an independent trustee but various 

other alternatives should be considered, including the founder 

showing good cause to dispense with the requirements to 

appoint an independent trustee, security being requested or 

that the financial statements be audited annually and that the 

auditor are instructed to inform the Master when potential harm 

to creditors is likely. 

Therefore, unless applying for the exemptions, all new family 

business trusts, as defined will need to appoint an independent 

trustee, who would have the required knowledge and expertise 

and is also willing to take on the additional risk that the 

appointment may bring. 

SAICA members and associates are urged to take note of the 

directive as it also deals, amongst others, with the amendment of 

trust deeds and deregistration of trusts.

The directive, court case and forms are 

available on:

1 Land and Agricultural Bank of South Africa v Parker and others (2) SA 77 (SCA)

An independent trustee is defined in the directive as 

• an independent outsider with proper realization of the 

responsibilities of trusteeship and who accepts office in order to 

ensure that the trust functions properly and that the provisions 

of the trust deed are observed.

• may be a professional accountant, admitted attorney, an 

advocate who is affiliated to the relevant professional body or 

association, trust companies, boards od executors or fiduciary 

practitioners who are members of FISA and may even be chose 

from the ranks of business associates;

• has no family relation or connection, blood or other, to any of 

the existing or proposed trustees, beneficiaries or founder of 

the trust;

• must be competent to scrutinize and check the conduct of the 

other appointed trustees who lack a sufficiently independent 

interest in the observance of substantive and procedural 

requirements arising from the trust instrument.

• has no reason for concluding or approving transactions 

that may prove to be invalid, because he or she would be 

knowledgeable about the laws of trusts;

• would not have any interest in the trust property as a beneficiary;

• is not disqualified by the Trust Property Control Act, 1988 from 

acting as a trustee; and

• has knowledge and experience of the business field in which 

the trust operates.

1
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Examples of recent IRBA Inspection findings include: 

• The audit firm and engagement team have failed to ensure 

the confidentiality, safe custody, integrity, accessibility 

and retrievability of the final audit files and/or audit 

documentation are maintained after the final audit file 

assembly period by establishing and maintaining policies 

and procedures, as per the requirements of the International 

Standard on Quality Control (ISQC) 1. 

• The engagement team was found to be creating and/or 

adding audit documentation and/or working papers to the 

final audit file and/or modifying existing working papers 

with new or additional audit procedures/conclusions 

between the audit report date and the final assembly of the 

final audit file, without providing documented evidence, as 

per the requirements of International Standard on Auditing 

(ISA) 230 paragraph 13.

• A number of final audit files selected for inspection were not 

archived (assembled) as required by the firm’s methodology 

and were accessed and audit documentation created and 

changed after the final audit file assembly period of 60 

days, without providing documented evidence, as per the 

requirements of ISA 230. 

• The engagement team was found to be creating and adding 

audit documentation and working papers to the final audit 

file after the 60-day file assembly period and close to (one 

day) before the IRBA inspection commenced. 

It is important for practitioners to understand the implications 

of the different pronouncements in the auditing standards, 

i.e. ISQC 1 which places responsibilities on the leadership of 

audit firms regarding the implementation of effective policies 

and procedures, and ISA 230 placing responsibilities on the 

The IRBA has noted an alarming increase in incidences of improper addition to 

or modification of audit documentation after the final audit file assembly 

period. What is especially of concern is an increase in cases where audit documentation 

is created or changed close to, or in connection with, an IRBA inspection.

Imre Nagy
Independent Regulatory Board for Auditors Director: Inspections
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engagement partners in relation to their individual audit files. 

Such responsibilities cannot be shifted to other parties within 

the audit firm and the requirements of the ISAs will always 

remain the responsibility of the engagement partner.

The IRBA wishes to remind auditors of the guidance contained 

in ISQC 1 and the ISAs regarding the following:

 

a).  Timely assembly of the final audit file 

Audit firms and engagement teams need to ensure the 

timely assembly of the audit files as per ISQC 1 and ISA 

230, after the audit reports are finalised. Such a time limit 

would ordinarily not be more than 60 days after the date 

of the auditor’s report (reference ISQC 1, paragraphs 45 and 

A54-A55; ISA 230, paragraphs 14 and A21-A22).

Regarding completed audits, the audit firm and engagement 

team need to establish policies and procedures to 

ensure that the confidentiality, safe custody, integrity, 

accessibility and retrievability of the final audit file are not 

compromised by designing and implementing controls to 

avoid unauthorised alterations or loss of documentation 

(reference ISQC 1, paragraphs 46 and A56-A59). 

Examples of such controls include doing the following:

• Implement policies and procedures to ensure that all 

audit files are timely assembled and securely archived;

• Enable the determination of when and by whom audit 

documentation on an audit file was created, changed 

or reviewed; 

• Protect the integrity and confidentiality of the audit 

file at all stages of the audit, especially when the 

information is shared within the engagement team or 

transmitted to other parties; 

• Prevent unauthorised changes to the audit file and 

audit documentation; and

• Allow access to the audit documentation by the 

engagement team and other authorised parties as 

necessary to properly discharge their responsibilities.

b).  Addition to or modification of audit files during the final  

 audit file assembly period 

Although audit firms and engagement teams are allowed 

to finalise the assembly of the final audit files after the  

audit reports have been issued, these are limited to 

administrative changes. 

In the exceptional circumstances where the auditor performs 

new or additional audit procedures or draws new conclusions 

after the date of the auditor’s report, for example as a result 

of subsequent events, additional information is required to be 

documented on file, as per ISA 230, paragraph 13, A20.

c).  Addition to or modification of audit files after the final audit  

 file assembly period 

After the final assembly period of the file, the auditor shall not 

delete or discard audit documentation of any nature before 

the end of its retention period (ISA 230, paragraph 15, A23).

Where the auditor finds it necessary to modify existing audit 

documentation or add new audit documentation after the 

assembly of the final audit file has been completed, additional 

information is required to be documented on file, as per ISA 

230 paragraph 16, A24, including the specific reasons for 

making them and when and by whom they were made and 

reviewed.

ISA 230, paragraph A24, includes an example of such a 

circumstance, when the auditor may find it necessary to 

modify existing audit documentation or add new audit 

documentation after file assembly has been completed to 

clarify existing audit documentation arising from comments 

received during monitoring inspections performed by internal 

or external parties. This does not mean that final audit files can 

be improved purely because they have or could be selected 

for inspection by the IRBA.

In summary, it is important to note that any improper addition, 

alteration, change or modification in any audit documentation or 

final audit file after the file assembly period – as defined in ISQC 

1 and ISA 230 – in preparation for or close to an IRBA inspection 

is not acceptable as it casts significant doubt on the integrity of 

the audit documentation / audit file, the engagement team and 

the firm. Not only does it undermine the effectiveness of the IRBA 

inspections, but it also poses a significant risk to the public due to 

the initial quality of the audit evidence being obscured. 

These findings at audit file level may also result in firm level 

findings and disciplinary action might be instigated against 

the engagement partner and/or the firm as these actions are 

inconsistent with the ISAs and the auditor’s professional duty to act 

with integrity and due care (IRBA Code of Professional Conduct).

The IRBA encourages the leadership of firms to reinforce the 

importance of compliance in this regard, and engagement 

partners to satisfy themselves that they and their audit teams 

have omplied with all relevant requirements of the ISAs.
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The question has recently been asked whether auditor 
rotation (section 92 of the Companies Act, 2008) 

applies to companies that voluntarily decided to have their 
annual financial statements (AFS) audited.

Auditor rotation is specifically required in terms of section 92 of 
the Companies Act. The auditor rotation provisions in in section 
92  apply to the following categories of companies: 
• public companies (listed and not listed on an exchange); 
• state owned companies; 
• private, personal liability and non-profit companies if the 

company is required by the Act or the Regulations to have 
its AFS audited; and 

• private, personal liability and non-profit companies that 
voluntarily elect to have their AFS audited if the company’s 
Memorandum of Incorporation (MOI) so determines.

The rotation of the designated auditor (i.e. the engagement 
partner) does not apply to companies that have voluntarily 
decided on an audit in terms of a shareholder or board 
decision - just as long as it’s not a requirement of their MOI. 
The Companies Act requires that the designated auditor must 
be rotated off after serving as the auditor for five consecutive 
financial years.  

The situation may arise that the requirement to be audited 
changes over time, e.g. a company’s Public Interest (PI)  Score 
is 200 and its annual financial statements were independently 
compiled and a voluntary audit was performed for the previous 
four years, based on a shareholders decision. In year five 
the annual financial statements are internally compiled and 
therefore an audit would be  required in terms of the Companies 

Act and Companies Regulations (refer to section 30(2) and 

regulation 28). The question arises whether the same individual 

auditor or audit firm can perform the audit. 

It is SAICA’s view that the company should consider sections 

90 – 93 when appointing the auditor. The same auditor 

would be disqualified from being appointed as the auditor as 

section 92 states that the same individual may not serve as 

the designated auditor for more than 5 consecutive financial 

years. The auditor in this example can therefore be auditor  for 

one more financial year after which the individual auditor needs 

to rotate off. Section 92 applies to the individual auditor and not 

to the audit firm..

This interpretation is not viewed as being retrospective in 

application but rather applying the Companies Act at a point 

in time. Therefore as soon as the Companies Act applies to the 

appointment of the auditor then the company should consider 

the requirements of sections 90 – 93 to determine whether 

the individual concerned can serve / continue to serve as 

the designated auditor. This would require the auditor to also 

consider any period served as the designated auditor prior to 

the change in the company requiring an audit in terms of the 

Act or the Regulations.

If there is no requirement in terms of the Companies Act or the 

MOI for the company to be audited then sections 90 – 92 does 

not apply to the appointment of the auditor. This would support 

the independence requirements expected of the auditor in 

terms of the Act. 

Juanita Steenekamp
SAICA Project Director:  Governance and Non-IFRS Reporting

OF THEIR ANNUAL FINANCIAL
STATEMENTS?
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Paulina Baratynska
Senior Manager, D&A in the Audit, KPMG Services (Pty) Ltd

You have just graduated from university, passed your 

honours, and are excited for the next three years of 

your training contract! Your first day at the client has arrived! You 

don’t want to be late, so you use Google maps to tell you the fastest 

route to get to work. Using even more predictive algorithms, you 

check Google maps the night before which suggest you leave at 

07:12 am to make it to the client on time, so you know what time 

you need to set your alarm for to start getting ready. Before you fall 

asleep, you browse through Facebook and notice an advert pop 

up of the perfect, off-the-shoulder, black cocktail dress that you 

Whatsapped your best friend about last night. Strange! How did 

Facebook just know that?

As you arrive at the client, the receptionist greets you by name. 

You feel important and it takes you just under three seconds to 

connect the dots;  you digitally signed your name as you went 

through gate security. You are impressed! The receptionist 

escorts you to the elevator where, on the third floor, you will find 

the client’s boardroom. On the way up, you wonder to yourself; 

what technologies does the audit team have that allow you  

to apply this analytical thinking to the audit of the client’s  

financial statements.

Living in a digital world yourself, doing your monthly grocery 

shopping online, using Uber at your convenience and checking 

your weather app each morning, you are convinced that the 

manual way of auditing taught to you at university is just the 

theory, because cheques are a thing of the past, and the real 

modern way to audit the client’s digitised environment will be 

taught to you on the job. 

You are shocked to find that your client has 20 million transactions 

a day, and your manager is asking you to test a control sample 

of 40 out of the full population. You look puzzled as you wonder 

how much assurance will be gained from this small sample of the 

full population of 365 days, but he insists that this is the correct 

approach as it is in compliance with the auditing standards and 

he does not know of a better way. Feeling a bit nervous, you then 

further suggest to him that you could use one of many available 

software tools and computers that allow for large data processing, 

to analyse the client’s data in a smart way in order to choose a 

similar, if not smaller sample size that is based on specific risk 

criteria and not random. Since you have seen this as a customer 

to all kinds of digitised products yourself, you further suggest to 

your manager that if you automate this approach this year, you 

will only need to refresh your solution next year with the client’s 

updated data, saving a lot of time.

As the client CFO walks into the boardroom, she overhears the 

conversation and suggests that the audit team go a step further 

in looking at their continuous monitoring solution that they have 

already been using for the last two years but no one has asked 

them about it. This business intelligence solution already tests 

control compliance on a daily basis over most business processes 

over every transaction. Feeling a little bit embarrassed, the audit 

manager then realises that this is what is meant by continuous 

auditing and wonders to himself why he has planned eight staff 

members to ask the client to print out sales invoices from their 

system to test, when the data record of these invoices is the same 

audit evidence type as the physical invoice itself.

Why data and analytics? Your client’s data can be used as an audit 

log of their business operations. The data does not lie; assuming 

you have tested the completeness and accuracy of this data, 

of course. Instead of seeing it as the unknown, see it as finding 

the answers faster, challenging your client’s response with your 

trusted source data you have on hand.

I could continue with this captivating story of a typical auditor’s 

day, but I would rather address what this could mean for your 

OBLIVIONTH
E

OF NOT USING 
DATA & ANALYTICS 
ON YOUR AUDIT
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audit. The truth is, the world, our service providers, and our 

clients have changed their operating environments speedily from 

paper to digital, yet we as a profession have been slow to adapt. 

We have definitely started moving into a digital audit age, with a 

broad range of easy-to-use tools available to us. As a CA(SA), and 

an aspiring data scientist, I challenge every CA(SA) to be part of  

this transition.

Since technology has created a new landscape for financial 

reporting, will artificial intelligence replace the auditor? In my view, it 

might, to an extent. Professional judgement might not be that easy 

to programme into a machine, but if machine 

learning already allows healthcare providers to 

improve patient outcomes by predicting and thus 

preventing serious health conditions, it is only a 

matter of limited time before these technologies 

are widespread in the corporate professions. 

A cognitive technology audit definitely allows 

us to audit smarter and not harder, focusing 

our limited time and resources on analysing 

results and making informed decisions, instead 

of manually matching an invoice to a bank 

statement printout, or even cleaning data. Our client’s system has 

already reconciled this on a transaction by transaction basis; let’s 

audit that electronically. Data and analytics allows us to do a more 

granular analysis of the underlying information to identify data 

outliers and anomalies. Artificial intelligence audit solutions are also 

being developed. These include other enhanced technologies like 

machine learning algorithms and voice to text recognition – think 

Google search & Apple’s Siri.

In order for the auditor to thrive in a future that cannot be 

predicted, the auditor needs to evolve to provide relevant insights 

on financial conditions and reporting. We need to challenge the 

status quo and push the limits of the traditional audit, so that the 

auditor of the future continues to add value in our economy. Each 

auditor has the power to upskill themselves and others, be it your 

audit partner or trainee. When it comes to data and analytics, in 

this day and age, the iGeneration (the Post-Millennials Generation 

Z) help create a modern working environment where one learns 

from the other, and not necessarily only from the traditional 

approach of looking to the person with the most experience 

based on time. We should use the ever increasing available tools 

and solutions in the market that allow us to be a computational 

thinker. Being a computational thinker has always been a required 

skill of the auditor, and is defined as the thought 

processes involved in formulating a problem 

and expressing its solution(s) in such a way 

that a computer—human or machine—can 

effectively carry out.

Data and analytics holds the power to unlock 

untold value. But first you need to trust what 

the data is telling you. There are anchors in 

trusting the analytics results, like data quality, 

the effectiveness of the analytics and whether 

it is meeting its intended purpose. This is where you as the CA(SA) 

will make the impact. Just like a consumer trusts an autonomous 

car or new forms of payments powered by the blockchain, or an 

algorithm prescribing medication, our clients are looking to the 

auditor to help them trust the data extracted from their systems, 

often referred to as the ‘black box’.

From the traditional audit in the mid-1800s, the auditor has 

evolved from a paper notebook, to Excel, to still using paper and 

Excel while the world has digitised. Change is not coming; it is here. 

Embracing this change will allow us to thrive in a world that cannot 

be predicted.

DATA AND 
ANALYTICS HOLDS 

THE POWER TO 
UNLOCK UNTOLD 

VALUE.
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A popular discussion point around economic growth is small 

business and its role in growing and stabilizing the economic 

prosperity of our country. Two types of small businesses may be 

classified. The first, let us call Dynamic Growth-Focused SMMEs 

(DGFs) and the second let us call Poverty Alleviation SMMEs (PAs). 

DGFs traditionally need little public sector assistance as the private 

equity players in the market tend to partner with such businesses. 

My focus is the small businessperson who has no dreams of ruling 

the business world but rather wants to provide for his or her 

family and extended family. It is perhaps to these PAs that grant 

funding provides that necessary injection of cash which makes 

the business sustainable.

This article is an attempt to provide useful information to the 
accountants of both these types of business people in relation 
access to grant finance offered by the Department of Trade and 
Industry and the Department of Small Business. It is hoped that this 
information is used to obtain such grant funding for your clients.

Government has developed a raft of grants that are designed to 
boost different areas of the economy including small business. 
The information below is a summary of what can be found on the 
websites of the Department of Small Business Development and 
the Department of Trade and Industry.

Please note that this is not a complete list.

Afzal Khan
National Small and Medium Practice Interest Group Chairperson

Grant / incentive R-value Brief explanation Link

Informal and Micro Enterprise 

Development Programme 

(IMEDP)

100% offered up to R80k

The Informal and Micro Enterprises Development 

Programme is a grant offered to informal and 

micro enterprises to assist them with improving 

their competitiveness and sustainability in order 

to become formal businesses and part of the 

mainstream economy with turnovers from R1k to 

R200K.

Shared Economic Infrastructure 

Facility (SEIF)

50:50 cost-sharing grant capped at 

R5million (VAT incl.) per qualifying 

applicant

The programme is a made available on a 

reimbursable basis, where DSBD makes a 

contribution of 50% towards the qualifying 

infrastructure project upon the completion of 

agreed milestones.

Guidelines have been amended to also 

accommodate special projects for deserving 

projects to be assisted even without collateral.

The Black Business Supplier 

Development Programme 

(BBDSP)

R1 million broken into a maximum 

of R800k for tools, machinery and 

equipment and R200k for business 

development and training

A cost sharing grant offered to black owned 

small enterprises to assist them to improve their 

competitiveness and sustainability through the 

provision of machinery, tools, equipment and 

business development services. 

Department of Small Business Development Department of Trade and Industry
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Co-operative Incentive 

Programme (CIS)

R350k to one co-operative entity and 

up to R10million to fund secondary   

co-operative so as to provide support 

to the primary cooperative

The programme aims to promote the development 

and competitiveness of sustainable co-operatives 

that promotes equity and greater participation by 

black persons, women, persons with disabilities and 

youth.

The scheme provides financial support in the form 

of grants to co-operatives. 

Enterprise Incubation 

Programme (EIP)

Incubators can receive up to 

R10million

The programme has been designed to best 

respond to the specifications placed by firms in:

1. Opening markets for enterprises in their 

supply chains;

2. Implement a market-driven approach to 

identify incubation opportunities as opposed 

to a needs-driven approach;

3. Assist with the identification of specific 

markets and provide focus and direction to 

the incubator’s work of preparing entities to 

supply local markets; and

4. Provide support for the growth and 

expansion of SMME’s and co-operatives.

Secondary Marketing         

Co-operative Incentive 

Scheme (SMCIS)

Co-operative can receive up to 

R10million

The programme is to assist secondary marketing 

co-operatives to provide specialised managerial 

services not available within the co-operative.

Critical Infrastructure 

Programme (CIP)
Up to R50million for infrastructure

A cost-sharing incentive for infrastructure that is 

deemed “critical” and includes inter-alia industrial 

parks, renewable energy projects, and upscaling on 

agro-production capacity in that area.

Cluster Development 

Programme (CDP)

Up to R10million of total cluster 

development costs

An incentive that promote industrialisation, 

sustainable economic growth and job creation 

through cluster development.

Support Programme for 

Industrial Innovation (SPII)

Up to R5million for % of qualifying 
costs incurred in the development 
activities of specialised projects.

Up to R2million for % of qualifying 
costs incurred in the pre-competitive 
development activities associated with 
a specific project.

A support programme designed to promote 

technology development through the provision of 

financial assistance for the development of innovative 

products and/or processes. Specifically on the 

development which begins at the conclusion of basic 

research and ends at the point when a pre-production 

prototype has been produced.

Strategic Partnership 

Programme (SPP)

50:50 cost sharing      

(manufacturing projects) 

70:30 cost sharing

(Non SIC3 projects) OPEX & CAPEX 

max of R15million per annum       

over 3 years

A programme to develop and support programmes 

/ interventions aimed to enhancing the 

manufacturing and services supply capacity of 

suppliers with linkages to strategic partner’s supply 

chains, industries or sectors.

Aquaculture Development & 

Enhancement Programme 

(ADEP)

Reimbursable cost-sharing up to 
R40million qualifying costs in machinery 
and equipment, bulk infrastructure, 
owned land and / or buildings, leased 
improvements, and competitiveness 
improvement activities.

Emerging Black Farmers up to 80% 
cost sharing.

Non Emerging Black Farmers up to 
45% cost sharing.

An incentive programme available to SA registered 

entities engaged in primary, secondary ad 

ancillary aquaculture activities in both marine and 

freshwater classified under SIC132, SIC301 and 

SIC3012.

The grant is provided directly to approved 

application for new, upgrading or expansion 

projects.
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Black Industrialist Scheme (BIS) 

Cost sharing incentive ranging from 

30% to 50% per the Economic Benefit 

Criteria, up to R50million.

A programme for various industrial projects in 

many sectors. 

Manufacturing 

Competitiveness Enhancement 

Programme (MCEP)

Working capital loan:

Max repayment of 48 months of 

R30million per application of cost of 6% 

fixed per annum with no raising fee

Plant and equipment loan:

Max repayment of 84 months, only 

available to black industrialists, with 

pre and post business development 

support capped at R3million.

The industrial financing and loan facilities 

comprises of two components:

1. Pre/post-dispatch working capital facility.

2. 2) Industrial policy niche project fund for 

projects identified by the DTI.

Export Marketing Investment 

Assistance (EMIA)

Covering of costs in relating to flights, 

subsistence allowance, transportation 

of samples, marketing materials and 

exhibition costs.

Scheme that develops export markets for South 

African products and services and to recruit new 

foreign direct investment into the country.

Sector Specific Assistance 

Scheme (SSAS)

80:20 cost sharing

Up to R3million

Reimbursable cost-sharing incentive scheme 

whereby financial support is granted to 

organisations supporting the development of 

industry sectors and those contributing to the 

growth of South African exports.

Project Funding for Emerging  

Exporters (PFEE)

Covering of costs in relation to flights, 

subsistence allowance, sample 

transportation, marketing material and 

exhibition costs up to R1.9million

A programme for export councils, industry 

associations, business chambers, SEDA, 

municipalities, provincial investment and economic 

development agencies to cover costs for qualifying 

SMMEs.

Business Process Services(BPS)
Incentive is a sliding scale and is an 

incentive per job created.
An incentive for offshore jobs created. 

Film Incentive (FI)

Capped at R50million for foreign 

productions

No cap for local or co-productions

Incentive to promote film production and post-

production industry.

The above is merely an awareness of some government grant 

funding that is out there for small businesses. While there will 

always be private sector interest on DGFs it is clear that PAs need 

to be assisted by those of us who can so that our homes are more 

prosperous and our hearts are more at peace.

I urge all accountants to use this information to access such 

funding for their SMME clients. Should you require further 

assistance or guidance and access please contact SAICA Small 

and Medium Practices Division (smp@saica.co.za).
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James Molfetas
CEO of MoreClientsMoreCashFlow.com

Over two decades ago, Bill gates said “If your business is not on 

online, you will be out of business”.  

We now live in the information age which means that before 

people hire a new service provider, they first do research.  The 

internet makes everything accessible.

Before they even meet with a potential service provider, they 

know everything about that service provider’s industry, their 

service offering, competitive pricing, their company, and even 

personal information.

There is opportunity for professional service providers because all 

of their clients are online. These clients expect them to be online 

too.  The progressive professional is prepared to move out of their 

comfort zone to do so.

The good news is that it takes a small shift in thinking to leverage 

the power of the internet to attract more clients and sell more 

services.  Practitioners don’t need to spend hours learning about 

internet marketing, they just need to master the four ’power-pillars’ 

that are applicable to the professional services industry.

YOUR PRACTICE BY 
LEVERAGING THE INTERNET

The way that people buy professional services, has dramatically changed because of 

the internet. Practitioners who embrace this “digital disruption” have perhaps the 

greatest opportunity presented to the profession this century. Ignore it at your peril!
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This is important in any business but especially important online.

Once a practitioner knows who their ideal clients are, they will 

know:

• What problems to solve for them, in other words what 

services and products to sell them

• Where to find them and

• How to attract them into their businesses once they have 

made contact

This is where the practitioner gets to turn the tables on their 

prospective clients by researching them using the internet.

POWER
PILLAR IDENTIFY YOUR IDEAL CLIENT2

How to implement power-pillar 2

Start with your existing clients.  Identify what you consider to be 

your top ’ideal clients’ and then look for characteristics that are 

common to all of them.  Once you know this, simply look for more 

clients that have this set of characteristics.

If you don’t have existing clients, turn to Google.  Search for blogs, 

Facebook and LinkedIn groups and forums that target your ideal 

client and start reading everything you can about them.  In a few 

short hours, you will have a very good idea of who they are and 

what problems you can solve for them.

In a recent study entitled ’Online Marketing for Professional Service 

Firms‘conducted and published by Hinge Research Institute, 

500 professional service firms were surveyed about their online 

marketing efforts. Here are some of the most telling findings: 

Online marketing is widespread and poised for growth: 

•  Over 77% of firms generate at least some new business  

 leads online 

•  46% of firms have redesigned their website within the  

 past year 

•  About 66% of firms plan to increase online spending in the  

 next 12 months by an average of 56%

For the first time, results demonstrate that firms embracing online 

marketing grow faster: 

•  Firms generating 40% or more of their leads online grow 4X  

 faster than those with no online leads 

•  High growth firms obtain 63% of leads online while average  

 firms obtain 12% 

Using online marketing also increases firm profitability:

•  The greater a firm’s online lead generation, the greater its  

 total profitability 

•  Firms generating 60% or more of their leads online are 2X  

 more profitable than those generating less than 20% of their  

 leads online 

As you can see, the more progressive professional service 

providers have been online for a while and it is having a significant 

impact on their client acquisition efforts and the bottom line!

POWER
PILLAR YOU MUST BE ONLINE 1

How to implement power-pillar 1

When it comes to online marketing, most professional service 

professionals have two challenges: lack of time and lack of 

technical expertise.

Both of these are solved by outsourcing.  A massive online 

economy has developed over the past 10 years whereby 

technically gifted people from all over the world will perform may 

tasks for very reasonable prices.

For example, a practitioner could have a logo created in India, a 

website built in the Philippines, a software application created in 

Romania and have financials drafted in South Africa.
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Every successful business is run by effective systems. There 

are bookkeeping and accounting systems, staff hiring and 

firing systems, time keeping systems and internal control 

systems.  A good marketing system is also part of the mix.

A system is just a set of repetitive procedures that get 

done consistently, the same way every time, to produce a 

predictable result.

  

The advantage of online systems (power-pillar 1) is that they 

can be automated.  This means that they only need to be 

built once and they will produce more clients and more cash 

flow for years to come, for the most part, without any human 

intervention required.

For professional service providers, trust is everything.

When new prospects are looking to hire a new accountant, they 

have a unique set of challenges.

They cannot see or touch the service because it is intangible. 

They have no real way of knowing whether the service is actually 

what they need or whether it will be delivered on time.  Should 

the service not work out as intended they risk making a fool of 

themselves or being exposed to public ridicule and failure.

What the prospect really wants is a service provider who can be 

trusted to help reduce this uncertainty.

The only logical means that the prospect has of assessing whether 

they want to do business with a new service provider is by trying 

to assess the only tangible thing they can and that is the service 

provider’s expertise. This means that the service provider needs to 

become the recognised expert in their niche.

POWER
PILLAR

POWER
PILLAR

CREATE MARKETING SYSTEMS

BECOME THE AUTHORITY IN YOUR NICHE

4

3

How to implement power-pillar 4

The best automated system for accountants is a lead generation 

system.  All you need is a short special report to give your ideal 

prospects, that solves their biggest problem, which you offer to 

them for free in exchange for their contact details such as email 

address and / or telephone number.

This report accomplishes a few things:

• It solves a problem for your ideal client (power-pillar 2)

• It establishes you as an authority (power-pillar 3)

• Because you have their contact details, you have the ability 

to follow up with them (and even this can be automated!

• And as you know by now, you can simply outsource this.

How to implement power-pillar 3

Make sure you have a website and a LinkedIn profile as these are 

the first places that prospective clients will seek out when they are 

researching you and your firm.

Publishing a book and doing live or recorded webinars are two 

of the most powerful ways to build authority.  Creating other 

digital products like short pdf reports or video courses also works 

wonders.

Remember, you can outsource all of these ideas as discussed in 

power-pillar 1.

EMBRACE ONLINE MARKETING
The smart practitioner knows that the internet is here to stay and that the smartest thing they 

can do is to get online before their competition to secure ’first mover’ advantage.

So, are you going to be the conservative professional that buries their head in the sand, pretending 

that the internet does not exist or are going to fully embrace it?

SEEMS YOU HAVE A CHOICE TO MAKE!
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Viola Sigauke
SAICA Project Manager: Governance and Non-IFRS Reporting
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PRESCRIPTION

The Prescription Act, No. 68 of 1969 (Prescription Act) deals 

with the prescription of debt. Once the relevant time 

period has passed the debt is extinguished, unless prescription 

was interrupted.

Section 10 of the Prescription Act states that:

“(1)  A debt shall be extinguished by prescription after the lapse of  

 the period which in terms of the relevant law applies in  

 respect of the prescription of such debt.

(2)   By the prescription of a principal debt a subsidiary debt  

 which arose from such principal debt shall also be  

 extinguished by prescription.

(3)  Notwithstanding the provisions of subsections (1) and (2),  

 payment by the debtor of a debt after it has been extinguished  

 by prescription in terms of either of the said subsections, shall  

 be regarded as payment of a debt.”

The periods of prescription of debts ranges between three to 

thirty years depending on the type of the loan as set out in section 

11 of the Prescription Act.

A recent court case, Trinity Asset Management (Pty) Ltd v 

Grindstone Investments (Pty) Ltd (1040/15) [2016] ZASCA 135 dealt 

with some misconceptions regarding the impact of prescription 

on loans payable “on demand” and has important implications for 

the understanding of prescription. 

The appellant, Trinity Asset Management (Pty) Ltd, which was the 

applicant in the court, sought a provisional order of liquidation of 

the respondent, Grindstone Investments 132 (Pty) Ltd. The parties 

have agreed that the central issue in the appeal is whether the 

debt in question had prescribed.

The respondent borrowed the sum of R3 050 000 (the loan 

capital) from the appellant in February 2008. The relevant clause, 

upon which the outcome of this case depends, is clause 2.3 of the 

agreement. It reads as follows: “The Loan Capital shall be due and 

payable to the Lender within 30 days from the date of delivery of 

the Lender’s written demand.

Grindstone Investments (Pty) Ltd argued that the debt 

had prescribed as three years had passed but Trinity Asset 

Management (Pty) Ltd argued that because the debt was payable 

on demand, as stated above, prescription only commenced once 

payment of the debt has been demanded, which was done on 9 

December 2013.

Judge Willis stated that the loan capital was immediately claimable 

from the respondent, but it was a term of clause 2.3 (above) that 

it would only become payable once the respondent had received 

the written demand for which provision is made, and the notice 

period had expired.

Judge Willis stated that: “One must be careful not to conflate the 

date when a debt becomes “due and that upon which repayment 

thereof is demanded. A debt which is repayable on demand 

becomes due the moment the money is lent to the debtor – or, to 

use banking terminology, “the advance is made.

The start of prescription

Prescription starts to run as soon as the debt is due unless:

• the debtor wilfully prevented the creditor from coming to 

know of the existence of the debt - prescription then starts 

once the creditor becomes aware of the existence of the 

debt; or

• the creditor did not have knowledge of the identity of 

the debtor and of the facts from which the debt arises 

- prescription then starts from the time the creditor is 

deemed to have such knowledge based on the fact that he, 

she or it could have gained such knowledge by exercising 

reasonable care).

It is important that parties to loans take note of this judgment and 

ensure that loan agreements set out when debt is due and when 

debt is payable. 

DEBT

To read the judgment:



Jeanne Viljoen
Project Director: Practices
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For the 2016 year IFAC again performed a Global SMP Survey 

asking practitioners from small and medium practice’s 

(SMPs) across the globe about their challenges. The survey has 

been designed to be completed by senior SMP representatives, 

whose clients are predominately Small and Medium Entities 

(SMEs). It provides a snapshot of key issues, and track important 

trends and developments, facing SMPs and provides a better 

understanding of the specific challenges and opportunities faced 

by SMPs and SMEs globally.

The majority of respondents were either sole practitioners (71%) 

or practitioners from practices with two to five partners and staff 

(35%). There were 150 respondents from South Africa with 60% of 

respondents being sole practitioners and 24% were from two to 

five partner firms. 74% of the respondents were male.

Challenges Facing SMPs

Consistent with both 2015 and 2014 results, the majority of 

respondents viewed twelve (12) challenges as a high or very high 

challenge. The table below shows as a comparison between 

South African responses versus total international responses. 

Participants were asked to rank the following challenges between 

1 and 5 (1 being very low and 5 being very high).

IFAC
GLOBAL 

Survey Results
SMP

completed 

the survey

countries

respondents representing

Jeanne Viljoen
SAICA Project Director: Practices

SOUTH AFRICAN RESULTS
COMPLETE 

INTERNATIONAL RESULTS

Ranking

% Respondents ranking 

challenges as high & 

very high

Challenges facing smps

% Respondents ranking 

challenges as high & 

very high

Ranking

1 51% Rising costs 39% 5

2 47% Keeping up with regulations and standards 41% 3

3 39% Experiencing pressure to lower fees 41% 3

4 38% Managing cash flow and late payments 32% 10

5 35% Attracting new clients 46% 1

6 30% Succession planning 23% 11

6 30% Personnel and staffing issues 33% 9

8 27% Differentiating from the competition 39% 5

8 27% Technology developments 35% 7

10 23% Serving cliens operationg internationally 34% 8

11 9% Retaining existing clients 23% 11

Attraction and retaining existing staff 42% 2
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SOUTH AFRICAN RESULTS
COMPLETE 

INTERNATIONAL RESULTS

Ranking

% Respondents ranking 

challenges as high & 

very high

Technology issues identified by SMPs

% Respondents ranking 

challenges as high & 

very high

Ranking

1 43% Achieving a digital, paperless environment 36% 3

2 43% Investing in and staying current with software 37% 2

3 37% Determining what technology is best for practice 31% 5

4 35% Investing in and staying current with hardware 36% 3

5 34% Managing privacy and security risks 31% 5

6 30% Advances in Data Analytics, including availability and 

use of big data

31% 5

7 27% Moving to the cloud 38% 1

SOUTH AFRICAN RESULTS
COMPLETE 

INTERNATIONAL RESULTS

Ranking

% Respondents ranking 

challenges as high & 

very high

Technology issues identified by SMPs

% Respondents ranking 

challenges as high & 

very high

Ranking

1 37% Finding qualified staff (at all levels) 45% 1

2 35% Managing work-life balance iitiatives 31% 7

3 29% Technical training 35% 3

4 29% Developing soft skills 32% 5

5 27% Staff compensation and reward programs 32% 4

6 27% Retaining qualified staff (at all levels)

7 25% Effective utilisation and management of staff 31% 6

8 19% Mentoring and career coaching 27% 8

To address in more detail the impact of technology and personnel 

and staffing issues on SMPs, new questions were added to the 

survey. The results of these questions are below:

Technology issues

The table below shows as a comparison between each of the 

seven (7) technology issues that had a high or very high impact 

on their SMPs. South African responses are compared to the total 

international responses. 

Personnel and staffing issues

Finding qualified staff were considered to have the greatest 

impact on both international and South African SMP respondents. 

Below is a table that shows the comparison between the eight (8) 

personnel and staffing issues that had a high or very high impact 

on their SMPs. South African responses are compared to the total 

international responses.

Outlook for 2017
About a third of SMPs believed their fees from services will stay the 

same in 2017. With the exception of Tax, international respondents 

projected changes slightly more optimistic compared to prior 

year’s expectations. 

South African respondents had a similar outlook anticipating fees 

to increase in 2017 with the exception of Audit and Assurance 
services. Two thirds of respondents’ anticipated Audit and 

Assurance fees to either decrease or stay the same for 2017. 

SMP Performance
Additional questions included in the 2016 SMP Global survey 

related specific to the utilisation percentage (chargeable 

hours divided by total hours) of firms. Half of the international 

respondents reported utilisation of 61% - 90%, while 9% had an 

utilisation of above 90%. South African respondents showed 

similar results with only 4.2% of respondents indicating that they 

had an utilisation of above 90%.

Another new questions revealed that 26% of respondents’ SMPs 

experienced an average collection period of 0 – 30 days. The 

majority (39%) of South African respondents reported an average 

collection period of 31 – 59 days, with 64% of respondents reporting 

a collection period of 60 days.

This publication, 2016 IFAC Global SMP Survey Results, includes 

extracts from 2016 IFAC Global SMP Survey Report &  Summary of 

the Small and Medium Practices (SMP) Committee, published by 

the International Federation of Accountants (IFAC) in March 2017 

and is used with permission of IFAC.

2016 ifac global smp survey results

To view the full IFAC Global 

survey results please go to



TECH
TALK

Block Chain: 
Re-imagining multi-party transactions 
for business

The power of technology: 
Enhancing business performance

Block Chain: 
How this technology would impact 
the CFO

How can you digitally reinvent your 
operating model?

Cloud adoption: 
Understanding the risk of cloud services

Accountants and Tech: 
A game changer?

How IA can free up Professional to add 
more value

Data & Analytics and audit: 
A powerful connection

Big Data and Analytics: What’s new?
Why CFO’s should support the use of 
audit data analytics

Artificial intelligence (AI) is widely 
regarded as one of the most important 
technology trends for banks and financial 
institutions to adopt in the near future

Talking to your audit clients about 
data analytics

Tech champion reveals practice 
efficiency tips

The accountancy profession faces 
significant opportunities and risks 
from digital disruption and rapidly 
evolving technology

An Auditor, an accountant, a lawyer… 
and technology

7 Benefits of blogging for 
accounting firms
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PRACTICE 
MANAGEMENT

7 ways to reduce talent turnover

Our future together industry perspectives: 

Future of professional learning and 

entrepreneurship 

5 Emerging services set to transform the 

accounting profession

Small and Medium Practices: The trusted 

advisors of SMEs

Staff retention: Small accounting practices 

have scale on their side 

The future of finance: Using disruption to 

accelerate transformation

Five process improvement strategy trends 

of future-ready firms

How to attract talent to your accounting 

practice 
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2016 GLOBAL INSPECTIONS REPORT
IFIAR issues Report on the 2016 Global 
Inspections Findings Survey

ED: PROPOSED INTERNATIONAL 
STANDARDS ON AUDITING 540 
(REVISED), AUDITING ACCOUNTING 
ESTIMATES AND RELATED DISCLOSURES
The IAASB released the Exposure Draft for 
comment by 1 August 2017.

CIPC NOTICES
• Practice Note 08 of 2017 – Requirements 

for re-instatement in terms of regulations 
4(2)(b)

• Discontinuation of Manual Application for 
Standard Private Company (CoR15.1A) and 
Non-Profit Company (CoR15.1C)

• Transitional period for the conditional 
licencing of business rescue practitioners

IFRS TAXONOMY 2017 PUBLISHED
The IFRS Taxonomy 2017 is available for 
both the full IFRS Standards and the IFRS 
for SMEs.

IRBA ADOPTS THE IAASB’S 2016 – 2017 
HANDBOOKS
The 2016 - 2017 Handbooks of 
International Quality Control, Auditing, 
Review, Other Assurance, and Related 
Services Pronouncements is available on 
the IRBA website.

DISPUTES ENHANCEMENTS
SARS introduced important changes 
and improvements to its current dispute 
management process as part of our 
ongoing commitment to delivering a 
better service to taxpayers.

IMPLEMENTATION OF XBRL IN SOUTH 
AFRICA IS IMMINENT
The CIPC has announced its plans to 
implement XBRL as a digital financial 
reporting standard for qualifying entities 
from 2018.

2

IRBA PUBLIC INSPECTION REPORT
IRBA Public Inspections Report shows 
decline in audit quality

INCOME TAX RETURN FOR TRUSTS 
(ITR12T)
SARS introduced enhancements to the 
Income Tax Return for a Trust (ITR12T) 
from Monday, 15 May 2017

CHIEF OMBUD’S CIRCULAR NO.1 OF 2017
The Circular provides operational guidelines 
and clarity on the Implementation of the 
Sectional Titles Schemes Management Act 
and its Regulations.
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