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INTRODUCTION

1.  PARTNERING FOR MUTUAL BENEFIT

The South African Institute of Chartered Accountants (SAICA) and South Africa’s business community have a 

long, multifaceted and mutually beneficial relationship – one facet being the number of companies that invest in 

the sponsorship of SAICA events. Most of our sponsors have partnered with us for a number of years. They see 

the SAICA association as more than a corporate branding exercise; in terms of the audience that they reach and 

the calibre of delegates they are speaking to, these events give sponsors the opportunity to build loyal 

partnerships across a network of some of the country’s finest business minds. SAICA is the foremost 

accountancy body in the country and its influence spreads far beyond our borders. South Africa has been 

honoured by the World Economic Forum as the top-ranked country in the world for Auditing and Financial 

Reporting for five years running.

 

SAICA is a not-for-profit professional organisation that provides a wide range of support services to its members 

and associates, enabling them to play a key role in the growth of a rapidly changing South African economy. 

CAs(SA) form one of the most lucrative market segments in South Africa – a niche market with the highest 

professional and personal buying power in the country. CAs(SA) hold management and directorship positions and 

various “C” suite decision-making positions across listed, parastatal and public sector organisations.

2.  UNLOCK VALUE THROUGH SPONSORSHIP

SAICA’s mission is to promote the Chartered Accountancy profession, thereby creating sustainable value for our 

members and stakeholders, in this case our sponsors. By committing to repeated sponsorship of the right SAICA 

event, targeting the right audience in the right frame of mind, a sponsor is able to build relationships across the 

board in a growing, diversifying business environment. We believe that through strong business partnerships, we 

will continue to demonstrate value to our members and stakeholders. By sponsoring SAICA events, companies 

are afforded the opportunity to market directly to our members and to tap into a substantial network of CAs(SA), 

who are leaders in various sectors as entrepreneurs, financial services professionals or leaders in large and listed 

businesses.

CAs(SA) BY THE NUMBERS

 •  74.3% of Chief Financial Officers of the JSE top 200 are CAs(SA)

 •  23.8% of Directors of the JSE top 200 are CAs(SA)

 •  21% of Chief Executive Officers of the JSE top 200 are CAs(SA)

*The above statistics are as at 31 July 2015

3.  REASONS TO BELIEVE

The use of the CA(SA) designation is governed by the Chartered Accountant’s Designation Act No 67 of 1993, 

which regulates and permits the use the CA(SA) designation exclusively to members of SAICA.

 •  As at 10 December 2015, SAICA has a membership comprised of 39 788;

 •  3 898 CAs(SA) are African, excluding Coloured and Indian members;

 •  34% of CAs(SA) are female and 66% are male;

 •  There is a prospective CA(SA) pipeline of more than 9 000 trainees;

 •  CA(SA) education and training is subject to standards that meet, and in many instances exceed, 

  international standards;

 •  The South African Qualifications Authority (SAQA) recognises SAICA as the only accounting professional  

  Education and Training Quality Assurer (ETQA) in the country;

 •  The CA(SA) was the first learnership registered by the Department of Labour through FASSET, the SETA  

  for finance, accounting, management consulting and other financial services;

 •  SAICA is a member of the International Chartered Accountants Group of Executives (CAGE), whose  

  education standards exceed those of the International Federation of Accountants (IFAC).

 •  South Africa is ranked #1 in the World for Auditing and Financial Reporting by the World Economic Forum.

*Above statistics as of 10 December 2015

4.  WHO SHOULD BE SPONSORING SAICA EVENTS?

SAICA members function in a multitude of roles. Some members provide auditing and financial reporting and 

advisory services, either as members of the large auditing firms or in small and medium practices while the 

majority are members in business – either in CEO or CFO roles in the public and private sector, employed in 

financial services companies, or running their own entrepreneurial operations. Gatherings of CAs(SA) are 

sometimes going to present a cross-section of business talent and at others a much more targeted audience. The 

SAICA events calendar includes, among others,

national and regional member dinners, regional golf days, new member welcoming events, business breakfasts 

covering diverse but targeted subjects, industry targeted discussions and forums, annual regional conferences– 

a variety that allows a sponsor to select the target audience with which they wish to interact, and partner with 

the event that delivers that audience.

In particular, any company active in ERM, recruitment, IT or governance systems, transactional, financial, banking 

or corporate banking services or the SME sphere is ideally placed to benefit from event sponsorship. Generating 

the most value requires the sponsor and SAICA to determine the goals of the partnership, choose the event(s) 

with the right attendance profile to match the target audience required, and tailoring the branding and sponsor

interaction at the event for maximum impact.

5.  FIVE TOP TIPS FOR GETTING THE MOST OUT OF EVENT SPONSORSHIP

5.1  Secure the right fit

SAICA events range from small business breakfasts and armchair discussions, to celebratory black-tie dinners 

and informal golf days. Each event adopts a specific tone and attracts a specific demographic among SAICA 

members and their clients, varying by age, region and areas of speciality. By being absolutely clear on the goals 

a sponsored event must achieve, you can ensure that you pick the right event, pitched at the right point on the 

business/ recreation scale, to accomplish these goals.

5.2  Know what you’re getting

This applies to any sponsorship: to succeed in building long-term partnerships, sponsors need to be absolutely 

clear on the facilities, branding opportunities and SAICA support they will receive in return for sponsoring an 

event. As with securing the right fit, it is a matter of understanding who your target audience is, and how best to 

engage them – and includes making sure that the event’s tone reinforces the sponsorship’s objectives.

A SAICA event is an opportunity for the sponsor’s representatives to interact and network one-on-one with a 

range of business talent – before, during and after the event – and this engagement needs to be planned and 

implemented on as many levels as possible. Also, depending on the purpose of the event, it may be advisable to 

choose gregarious, dedicated networkers as company representatives for certain occasions. For a more 

technical, “business hours” event, in contrast, the sponsor’s team may need to be chosen more for their 

technical proficiency than their people skills – it all depends on the tone and purpose of the event.

5.3  Know how to spend your budget

As any exposition veteran will attest, if a company spends R100 on its stand at an exhibition, it needs to spend 

R300 more on its engagement at that stand to optimise the value it can create. While this proportion is a rule of 

thumb, it’s the principle that counts. Simply sponsoring an event will create awareness, but not traction – 

sponsors need to ensure that enough sponsor delegates attend, with the tools to have an impact and secure 

maximum awareness and engagement between attendees, the sponsor’s personnel, products and services. 

5.4  Get Board and employee buy-in

The most effective sponsorships are long-term relationships that continue to build loyalty and engage like-minded 

strategic partners. Such long-term objectives are impossible without a board of directors that supports the aims 

and outcomes of an event sponsorship. By the same token, the crucial face-to-face engagement at events cannot 

be accomplished without enthusiastic sponsor delegates in attendance, who are aligned to the sponsorship 

objectives.

5.5  Let the customers know

Whilst branding may not be the be-all and end-all of a sponsorship deal, increasing the sponsor’s profile is 

nevertheless an important objective. To get maximum value from an event, the sponsor should actively promote 

it among potential attendees beforehand, make sure their team creates a memorable impression during the 

event, and afterwards ensure that publicity about the event is circulated in the news media. It is also crucial to 

follow up, getting feedback from attendees and cementing new relationships.

6.  TERMS & CONDITIONS

The terms below apply to all promotional and sponsorship opportunities for 2016. Existing sponsors have the first 

right of refusal on the respective opportunities that they sponsored in 2015. Sponsorship opportunities are also 

allocated on a “first come first served” basis once an existing sponsor’s first right of refusal has been exercised.

 •  All design, printing and mailing is handled by SAICA.

 •  The size and positioning of sponsoring company’s logos must be in accordance with SAICA’s corporate  

  identity guidelines.

 •  SAICA is open to suggestions from sponsors as to how they wish to promote their Organisations services  

  or products. Hard selling, soliciting and aggressive promotion is not conducive to gaining member interest  

  and all promotion and marketing should be  in good taste.

 •  All sponsorships are based on the value of reaching the SAICA members and not on the actual cost.

 •  Depending on the value of the sponsorship, SAICA is able to provide contact details of attendees to the  

  sponsor (as per the timelines indicated in the relevant sponsorship contract) however in terms of the  

  Access to Protection of Personal Information Act, as well as our members’ rights to privacy, members 

  maintain the right to refuse to be contacted.

 •  Payment of the full sponsorship amount must be made directly to SAICA before each event.

 •  The event will be co-ordinated and arranged by SAICA (this includes all the event administration as well as  

  the selection of venues, speakers, topics etc)

 •  All promotional and marketing material required to be distributed to attendees must be delivered to the  

  SAICA Offices as per time lines indicated in the Sponsorship agreement.

 •  Any gifts or presentations to speakers/presenters will be chosen by/agreed to by SAICA.

Kindly note that VAT is excluded from all sponsorship values indicated.

7.  SAICA CORPORATE SPONSORSHIP OPPORTUNITIES 2016

7.1  EVENTS

7.1.1 Annual Dinners

These are exclusive black tie events with networking characteristics. They have been running successfully in all 

the regions and districts for several years. A guest speaker or entertainer is usually the main act. The event 

provides a captive audience and succeeds to attract members across our diverse membership base.  It is open 

to all SAICA members and associates and they are welcome to bring guests. This is an ideal platform to 

showcase one’s brand to both young and upcoming CAs(SA) as well as well-established one’s.

7.1.2 Business Breakfasts

The purpose of the Business Breakfast networking functions is to encourage networking among SAICA members 

and associates. These address current economic and political issues and in the past has been addressed by key 

figures like Dennis Dykes, Clem Sunter, Dr Ruele Khoza, previous governor Gill Marcus to name a few. The 

breakfasts are well attended by members in commerce and industry as well as in accounting and auditing firms. 

The functions are open to all SAICA members and associates and they may invite their clients and business 

associates. If you are seeking exposure to decision makers, this is an ideal event.

7.1.3 Women in Accounting Breakfasts

The objective of this breakfast presentation is to draw on the experiences of prominent women role models in 

business regarding the challenges they face and how women CAs(SA) can empower each other. The 

presentations are specifically aimed at women CAs(SA) and women trainee accountants in their last year of 

study. This event attracts women CAs(SA) of all ages and ranks, and thus is suited for organisations looking for 

exposure in this particular market segment.

7.1.4 Golf Days

The objective is to create an opportunity for members to interact socially as well as discuss views relating to the 

profession and business in general. The golf day is open to all SAICA members and associates as well as their 

business associates and colleagues. Golf Days provide a more relaxed atmosphere for members which leads to 

better interactions with sponsor representatives.

7.1.5 New Members Welcoming Events

The objective of the welcoming event for new members is to acknowledge the new entrants and welcome them 

to the profession. Usually a guest speaker is invited from the profession to address the new members. It is 

normally a cocktail ceremony at which new members pledge to the SAICA Code of Professional Conduct and 

receive individual pledge certificates. These events provide a good platform to introduce one’s brand and its 

offerings to future decision makers early on in their careers. 

7.1.6 Trainee Sports Days

The objective of the Sports Days is to provide an informal networking and mentorship platform. The day includes 

various sports activities and games. An opportunity to meet and network with fellow trainees and young 

members. Trainees are prospective members and association with them at this early stage would provide long 

term brand association and loyalty.

7.1.7 Young CAs Networking Events

SAICA sees these events as an opportunity to create a dynamic setting where like-minded, progressive young 

CAs(SA) could meet, maintain and enhance their networks. In addition to creating an excellent networking 

opportunity, the events are designed to offer CAs(SA) UNDER 35 the opportunity to develop themselves 

professionally in an entertaining, interactive and practical way. These are CAs(SA) on the rise and one of the most 

lucrative market segments in the market today. 

These events are cocktail ceremonies with a networking element. Presenters chosen are specialists in their fields 

and are carefully selected to address issues that the Young CAs(SA) might be facing in their quest for reaching 

greater heights.

7.1 .8 SPONSORSHIP BENEFITS - EVENTS

7.1.9  SPONSORSHIP BENEFITS- GOLF DAYS

7.2  CONFERENCES

7.2.1 SAICA Leadership summit

This multi-speaker summit aims to bring together a panel of high profile executives, industry specialists and 

financial decision makers to discuss today’s burning issues in the field of finance and leadership. The conference 

aims to address the challenges that these leaders are facing. Through this conference, we aim to meet these 

delegates’ needs by matching them with the ideal solution provider. By sponsoring this conference, you will be 

placed on a platform to demonstrate your expertise in front of these business decision makers and to illustrate 

exactly how your solution can address their challenges. The summit addresses topics related to risk, corporate

governance, leadership, financial management and benchmarking. The conference takes place over 2 days, and 

consist of speaker presentations, facilitator-led panels and interactive workshops and is targeted at CEOs, CFOs, 

group financial executives, management accountants, senior financial managers, risk managers, strategists, 

consultants and other senior officials in business.

7.2.2 Women in Leadership Conference

The objective of this multi-speaker conference is to provide an opportunity for women to get together and learn 

from the experiences of other powerful, inspiring and successful women in business. The attendees gain 

first-hand information on the challenges faced by women in leadership, and how they overcome the odds to 

achieve success. The conference is aimed at women CAs(SA), trainees and associates. It is normally a full day 

conference.

7.2.3 Northern Region Spring Conference

The objective of this conference is to provide an opportunity for members from the Northern Region which 

comprises of Gauteng, Mpumalanga and Limpopo, to get together and learn from the speakers with an additional 

element of networking. Usually ran over three days with the Northern Region Golf Day held on Day 1, Conference 

and Gala Dinner on Day 2 and conference closing on Day 3. This provides networking opportunities to the sponsor 

in a variety of formal and informal settings. The conference is open to all SAICA members and associates and 

some opt to bring their spouses as well.

7.2.4 Central Region Summer Conference

The Summer Conference is hosted in October of each year attracting SAICA members from across the Central 

Region which includes Free State, Northern Cape and North West. The conference provides an ideal opportunity 

for members to network and meet with fellow CAs(SA) in a relaxed social environment.

The conference takes place over a weekend (Friday-Sunday) and is only open to SAICA members and associates 

and attendees range from newly qualified members to those that have been in the profession for years.

7.2.5 SPONSORSHIP BENEFITS - CONFERENCES

7.3  AWARDS

7.3.1 SAICA Top 35 Under  35 Awards

Get ready to meet the most talented young CAs(SA) in business! They are the young innovators, risk-takers, 

rule-breakers and stars in business. They’re all under 35 and are making their mark. The process of choosing the 

top 35 under 35 begins with nominations and entries. Nomination and entries are judged by top CA(SA) business 

leaders in South Africa) and voted for by readers of Accountancy SA. 

8.  SEMINARS

As of 2016, SAICA is introducing a new model for the delivery of Seminars. The delivery mode will have a face to 

face as well as a digital component for most of our offerings. The following competency areas are available for 

sponsorship and we will tailor a package to suit your company’s needs.

8.1  COMPETENCY AREAS

 • Financial Reporting

 • Tax

 • Integrated Reporting

 • Management Accounts

 • Cost Accounting

 • Audit + Assurance

 • Business Legislation

For more information on the available opportunities regarding Seminars you may contact Langa Mconi, Senior 

Executive: Service Delivery, via email on langam@saica.co.za
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exactly how your solution can address their challenges. The summit addresses topics related to risk, corporate

governance, leadership, financial management and benchmarking. The conference takes place over 2 days, and 

consist of speaker presentations, facilitator-led panels and interactive workshops and is targeted at CEOs, CFOs, 

group financial executives, management accountants, senior financial managers, risk managers, strategists, 

consultants and other senior officials in business.

7.2.2 Women in Leadership Conference

The objective of this multi-speaker conference is to provide an opportunity for women to get together and learn 

from the experiences of other powerful, inspiring and successful women in business. The attendees gain 

first-hand information on the challenges faced by women in leadership, and how they overcome the odds to 

achieve success. The conference is aimed at women CAs(SA), trainees and associates. It is normally a full day 

conference.

7.2.3 Northern Region Spring Conference

The objective of this conference is to provide an opportunity for members from the Northern Region which 

comprises of Gauteng, Mpumalanga and Limpopo, to get together and learn from the speakers with an additional 

element of networking. Usually ran over three days with the Northern Region Golf Day held on Day 1, Conference 

and Gala Dinner on Day 2 and conference closing on Day 3. This provides networking opportunities to the sponsor 

in a variety of formal and informal settings. The conference is open to all SAICA members and associates and 

some opt to bring their spouses as well.

7.2.4 Central Region Summer Conference

The Summer Conference is hosted in October of each year attracting SAICA members from across the Central 

Region which includes Free State, Northern Cape and North West. The conference provides an ideal opportunity 

for members to network and meet with fellow CAs(SA) in a relaxed social environment.

The conference takes place over a weekend (Friday-Sunday) and is only open to SAICA members and associates 

and attendees range from newly qualified members to those that have been in the profession for years.

7.2.5 SPONSORSHIP BENEFITS - CONFERENCES

7.3  AWARDS

7.3.1 SAICA Top 35 Under  35 Awards

Get ready to meet the most talented young CAs(SA) in business! They are the young innovators, risk-takers, 

rule-breakers and stars in business. They’re all under 35 and are making their mark. The process of choosing the 

top 35 under 35 begins with nominations and entries. Nomination and entries are judged by top CA(SA) business 

leaders in South Africa) and voted for by readers of Accountancy SA. 

8.  SEMINARS

As of 2016, SAICA is introducing a new model for the delivery of Seminars. The delivery mode will have a face to 

face as well as a digital component for most of our offerings. The following competency areas are available for 

sponsorship and we will tailor a package to suit your company’s needs.

8.1  COMPETENCY AREAS

 • Financial Reporting

 • Tax

 • Integrated Reporting

 • Management Accounts

 • Cost Accounting

 • Audit + Assurance

 • Business Legislation

For more information on the available opportunities regarding Seminars you may contact Langa Mconi, Senior 

Executive: Service Delivery, via email on langam@saica.co.za



INTRODUCTION

1.  PARTNERING FOR MUTUAL BENEFIT

The South African Institute of Chartered Accountants (SAICA) and South Africa’s business community have a 

long, multifaceted and mutually beneficial relationship – one facet being the number of companies that invest in 

the sponsorship of SAICA events. Most of our sponsors have partnered with us for a number of years. They see 

the SAICA association as more than a corporate branding exercise; in terms of the audience that they reach and 

the calibre of delegates they are speaking to, these events give sponsors the opportunity to build loyal 

partnerships across a network of some of the country’s finest business minds. SAICA is the foremost 

accountancy body in the country and its influence spreads far beyond our borders. South Africa has been 

honoured by the World Economic Forum as the top-ranked country in the world for Auditing and Financial 

Reporting for five years running.

 

SAICA is a not-for-profit professional organisation that provides a wide range of support services to its members 

and associates, enabling them to play a key role in the growth of a rapidly changing South African economy. 

CAs(SA) form one of the most lucrative market segments in South Africa – a niche market with the highest 

professional and personal buying power in the country. CAs(SA) hold management and directorship positions and 

various “C” suite decision-making positions across listed, parastatal and public sector organisations.

2.  UNLOCK VALUE THROUGH SPONSORSHIP

SAICA’s mission is to promote the Chartered Accountancy profession, thereby creating sustainable value for our 

members and stakeholders, in this case our sponsors. By committing to repeated sponsorship of the right SAICA 

event, targeting the right audience in the right frame of mind, a sponsor is able to build relationships across the 

board in a growing, diversifying business environment. We believe that through strong business partnerships, we 

will continue to demonstrate value to our members and stakeholders. By sponsoring SAICA events, companies 

are afforded the opportunity to market directly to our members and to tap into a substantial network of CAs(SA), 

who are leaders in various sectors as entrepreneurs, financial services professionals or leaders in large and listed 

businesses.

CAs(SA) BY THE NUMBERS

 •  74.3% of Chief Financial Officers of the JSE top 200 are CAs(SA)

 •  23.8% of Directors of the JSE top 200 are CAs(SA)

 •  21% of Chief Executive Officers of the JSE top 200 are CAs(SA)

*The above statistics are as at 31 July 2015

3.  REASONS TO BELIEVE

The use of the CA(SA) designation is governed by the Chartered Accountant’s Designation Act No 67 of 1993, 

which regulates and permits the use the CA(SA) designation exclusively to members of SAICA.

 •  As at 10 December 2015, SAICA has a membership comprised of 39 788;

 •  3 898 CAs(SA) are African, excluding Coloured and Indian members;

 •  34% of CAs(SA) are female and 66% are male;

 •  There is a prospective CA(SA) pipeline of more than 9 000 trainees;

 •  CA(SA) education and training is subject to standards that meet, and in many instances exceed, 

  international standards;

 •  The South African Qualifications Authority (SAQA) recognises SAICA as the only accounting professional  

  Education and Training Quality Assurer (ETQA) in the country;

 •  The CA(SA) was the first learnership registered by the Department of Labour through FASSET, the SETA  

  for finance, accounting, management consulting and other financial services;

 •  SAICA is a member of the International Chartered Accountants Group of Executives (CAGE), whose  

  education standards exceed those of the International Federation of Accountants (IFAC).

 •  South Africa is ranked #1 in the World for Auditing and Financial Reporting by the World Economic Forum.

*Above statistics as of 10 December 2015

4.  WHO SHOULD BE SPONSORING SAICA EVENTS?

SAICA members function in a multitude of roles. Some members provide auditing and financial reporting and 

advisory services, either as members of the large auditing firms or in small and medium practices while the 

majority are members in business – either in CEO or CFO roles in the public and private sector, employed in 

financial services companies, or running their own entrepreneurial operations. Gatherings of CAs(SA) are 

sometimes going to present a cross-section of business talent and at others a much more targeted audience. The 

SAICA events calendar includes, among others,
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national and regional member dinners, regional golf days, new member welcoming events, business breakfasts 

covering diverse but targeted subjects, industry targeted discussions and forums, annual regional conferences– 

a variety that allows a sponsor to select the target audience with which they wish to interact, and partner with 

the event that delivers that audience.

In particular, any company active in ERM, recruitment, IT or governance systems, transactional, financial, banking 

or corporate banking services or the SME sphere is ideally placed to benefit from event sponsorship. Generating 

the most value requires the sponsor and SAICA to determine the goals of the partnership, choose the event(s) 

with the right attendance profile to match the target audience required, and tailoring the branding and sponsor

interaction at the event for maximum impact.

5.  FIVE TOP TIPS FOR GETTING THE MOST OUT OF EVENT SPONSORSHIP

5.1  Secure the right fit

SAICA events range from small business breakfasts and armchair discussions, to celebratory black-tie dinners 

and informal golf days. Each event adopts a specific tone and attracts a specific demographic among SAICA 

members and their clients, varying by age, region and areas of speciality. By being absolutely clear on the goals 

a sponsored event must achieve, you can ensure that you pick the right event, pitched at the right point on the 

business/ recreation scale, to accomplish these goals.

5.2  Know what you’re getting

This applies to any sponsorship: to succeed in building long-term partnerships, sponsors need to be absolutely 

clear on the facilities, branding opportunities and SAICA support they will receive in return for sponsoring an 

event. As with securing the right fit, it is a matter of understanding who your target audience is, and how best to 

engage them – and includes making sure that the event’s tone reinforces the sponsorship’s objectives.

A SAICA event is an opportunity for the sponsor’s representatives to interact and network one-on-one with a 

range of business talent – before, during and after the event – and this engagement needs to be planned and 

implemented on as many levels as possible. Also, depending on the purpose of the event, it may be advisable to 

choose gregarious, dedicated networkers as company representatives for certain occasions. For a more 

technical, “business hours” event, in contrast, the sponsor’s team may need to be chosen more for their 

technical proficiency than their people skills – it all depends on the tone and purpose of the event.

5.3  Know how to spend your budget

As any exposition veteran will attest, if a company spends R100 on its stand at an exhibition, it needs to spend 

R300 more on its engagement at that stand to optimise the value it can create. While this proportion is a rule of 

thumb, it’s the principle that counts. Simply sponsoring an event will create awareness, but not traction – 

sponsors need to ensure that enough sponsor delegates attend, with the tools to have an impact and secure 

maximum awareness and engagement between attendees, the sponsor’s personnel, products and services. 

5.4  Get Board and employee buy-in

The most effective sponsorships are long-term relationships that continue to build loyalty and engage like-minded 

strategic partners. Such long-term objectives are impossible without a board of directors that supports the aims 

and outcomes of an event sponsorship. By the same token, the crucial face-to-face engagement at events cannot 

be accomplished without enthusiastic sponsor delegates in attendance, who are aligned to the sponsorship 

objectives.

5.5  Let the customers know

Whilst branding may not be the be-all and end-all of a sponsorship deal, increasing the sponsor’s profile is 

nevertheless an important objective. To get maximum value from an event, the sponsor should actively promote 

it among potential attendees beforehand, make sure their team creates a memorable impression during the 

event, and afterwards ensure that publicity about the event is circulated in the news media. It is also crucial to 

follow up, getting feedback from attendees and cementing new relationships.

6.  TERMS & CONDITIONS

The terms below apply to all promotional and sponsorship opportunities for 2016. Existing sponsors have the first 

right of refusal on the respective opportunities that they sponsored in 2015. Sponsorship opportunities are also 

allocated on a “first come first served” basis once an existing sponsor’s first right of refusal has been exercised.

 •  All design, printing and mailing is handled by SAICA.

 •  The size and positioning of sponsoring company’s logos must be in accordance with SAICA’s corporate  

  identity guidelines.

 •  SAICA is open to suggestions from sponsors as to how they wish to promote their Organisations services  

  or products. Hard selling, soliciting and aggressive promotion is not conducive to gaining member interest  

  and all promotion and marketing should be  in good taste.

 •  All sponsorships are based on the value of reaching the SAICA members and not on the actual cost.

 •  Depending on the value of the sponsorship, SAICA is able to provide contact details of attendees to the  

  sponsor (as per the timelines indicated in the relevant sponsorship contract) however in terms of the  

  Access to Protection of Personal Information Act, as well as our members’ rights to privacy, members 

  maintain the right to refuse to be contacted.

 •  Payment of the full sponsorship amount must be made directly to SAICA before each event.

 •  The event will be co-ordinated and arranged by SAICA (this includes all the event administration as well as  

  the selection of venues, speakers, topics etc)

 •  All promotional and marketing material required to be distributed to attendees must be delivered to the  

  SAICA Offices as per time lines indicated in the Sponsorship agreement.

 •  Any gifts or presentations to speakers/presenters will be chosen by/agreed to by SAICA.

Kindly note that VAT is excluded from all sponsorship values indicated.

7.  SAICA CORPORATE SPONSORSHIP OPPORTUNITIES 2016

7.1  EVENTS

7.1.1 Annual Dinners

These are exclusive black tie events with networking characteristics. They have been running successfully in all 

the regions and districts for several years. A guest speaker or entertainer is usually the main act. The event 

provides a captive audience and succeeds to attract members across our diverse membership base.  It is open 

to all SAICA members and associates and they are welcome to bring guests. This is an ideal platform to 

showcase one’s brand to both young and upcoming CAs(SA) as well as well-established one’s.

7.1.2 Business Breakfasts

The purpose of the Business Breakfast networking functions is to encourage networking among SAICA members 

and associates. These address current economic and political issues and in the past has been addressed by key 

figures like Dennis Dykes, Clem Sunter, Dr Ruele Khoza, previous governor Gill Marcus to name a few. The 

breakfasts are well attended by members in commerce and industry as well as in accounting and auditing firms. 

The functions are open to all SAICA members and associates and they may invite their clients and business 

associates. If you are seeking exposure to decision makers, this is an ideal event.

7.1.3 Women in Accounting Breakfasts

The objective of this breakfast presentation is to draw on the experiences of prominent women role models in 

business regarding the challenges they face and how women CAs(SA) can empower each other. The 

presentations are specifically aimed at women CAs(SA) and women trainee accountants in their last year of 

study. This event attracts women CAs(SA) of all ages and ranks, and thus is suited for organisations looking for 

exposure in this particular market segment.

7.1.4 Golf Days

The objective is to create an opportunity for members to interact socially as well as discuss views relating to the 

profession and business in general. The golf day is open to all SAICA members and associates as well as their 

business associates and colleagues. Golf Days provide a more relaxed atmosphere for members which leads to 

better interactions with sponsor representatives.

7.1.5 New Members Welcoming Events

The objective of the welcoming event for new members is to acknowledge the new entrants and welcome them 

to the profession. Usually a guest speaker is invited from the profession to address the new members. It is 

normally a cocktail ceremony at which new members pledge to the SAICA Code of Professional Conduct and 

receive individual pledge certificates. These events provide a good platform to introduce one’s brand and its 

offerings to future decision makers early on in their careers. 

7.1.6 Trainee Sports Days

The objective of the Sports Days is to provide an informal networking and mentorship platform. The day includes 

various sports activities and games. An opportunity to meet and network with fellow trainees and young 

members. Trainees are prospective members and association with them at this early stage would provide long 

term brand association and loyalty.

7.1.7 Young CAs Networking Events

SAICA sees these events as an opportunity to create a dynamic setting where like-minded, progressive young 

CAs(SA) could meet, maintain and enhance their networks. In addition to creating an excellent networking 

opportunity, the events are designed to offer CAs(SA) UNDER 35 the opportunity to develop themselves 

professionally in an entertaining, interactive and practical way. These are CAs(SA) on the rise and one of the most 

lucrative market segments in the market today. 

These events are cocktail ceremonies with a networking element. Presenters chosen are specialists in their fields 

and are carefully selected to address issues that the Young CAs(SA) might be facing in their quest for reaching 

greater heights.

7.1 .8 SPONSORSHIP BENEFITS - EVENTS

7.1.9  SPONSORSHIP BENEFITS- GOLF DAYS

7.2  CONFERENCES

7.2.1 SAICA Leadership summit

This multi-speaker summit aims to bring together a panel of high profile executives, industry specialists and 

financial decision makers to discuss today’s burning issues in the field of finance and leadership. The conference 

aims to address the challenges that these leaders are facing. Through this conference, we aim to meet these 

delegates’ needs by matching them with the ideal solution provider. By sponsoring this conference, you will be 

placed on a platform to demonstrate your expertise in front of these business decision makers and to illustrate 

exactly how your solution can address their challenges. The summit addresses topics related to risk, corporate

governance, leadership, financial management and benchmarking. The conference takes place over 2 days, and 

consist of speaker presentations, facilitator-led panels and interactive workshops and is targeted at CEOs, CFOs, 

group financial executives, management accountants, senior financial managers, risk managers, strategists, 

consultants and other senior officials in business.

7.2.2 Women in Leadership Conference

The objective of this multi-speaker conference is to provide an opportunity for women to get together and learn 

from the experiences of other powerful, inspiring and successful women in business. The attendees gain 

first-hand information on the challenges faced by women in leadership, and how they overcome the odds to 

achieve success. The conference is aimed at women CAs(SA), trainees and associates. It is normally a full day 

conference.

7.2.3 Northern Region Spring Conference

The objective of this conference is to provide an opportunity for members from the Northern Region which 

comprises of Gauteng, Mpumalanga and Limpopo, to get together and learn from the speakers with an additional 

element of networking. Usually ran over three days with the Northern Region Golf Day held on Day 1, Conference 

and Gala Dinner on Day 2 and conference closing on Day 3. This provides networking opportunities to the sponsor 

in a variety of formal and informal settings. The conference is open to all SAICA members and associates and 

some opt to bring their spouses as well.

7.2.4 Central Region Summer Conference

The Summer Conference is hosted in October of each year attracting SAICA members from across the Central 

Region which includes Free State, Northern Cape and North West. The conference provides an ideal opportunity 

for members to network and meet with fellow CAs(SA) in a relaxed social environment.

The conference takes place over a weekend (Friday-Sunday) and is only open to SAICA members and associates 

and attendees range from newly qualified members to those that have been in the profession for years.

7.2.5 SPONSORSHIP BENEFITS - CONFERENCES

7.3  AWARDS

7.3.1 SAICA Top 35 Under  35 Awards

Get ready to meet the most talented young CAs(SA) in business! They are the young innovators, risk-takers, 

rule-breakers and stars in business. They’re all under 35 and are making their mark. The process of choosing the 

top 35 under 35 begins with nominations and entries. Nomination and entries are judged by top CA(SA) business 

leaders in South Africa) and voted for by readers of Accountancy SA. 

8.  SEMINARS

As of 2016, SAICA is introducing a new model for the delivery of Seminars. The delivery mode will have a face to 

face as well as a digital component for most of our offerings. The following competency areas are available for 

sponsorship and we will tailor a package to suit your company’s needs.

8.1  COMPETENCY AREAS

 • Financial Reporting

 • Tax

 • Integrated Reporting

 • Management Accounts

 • Cost Accounting

 • Audit + Assurance

 • Business Legislation

For more information on the available opportunities regarding Seminars you may contact Langa Mconi, Senior 

Executive: Service Delivery, via email on langam@saica.co.za



INTRODUCTION

1.  PARTNERING FOR MUTUAL BENEFIT

The South African Institute of Chartered Accountants (SAICA) and South Africa’s business community have a 

long, multifaceted and mutually beneficial relationship – one facet being the number of companies that invest in 

the sponsorship of SAICA events. Most of our sponsors have partnered with us for a number of years. They see 

the SAICA association as more than a corporate branding exercise; in terms of the audience that they reach and 

the calibre of delegates they are speaking to, these events give sponsors the opportunity to build loyal 

partnerships across a network of some of the country’s finest business minds. SAICA is the foremost 

accountancy body in the country and its influence spreads far beyond our borders. South Africa has been 

honoured by the World Economic Forum as the top-ranked country in the world for Auditing and Financial 

Reporting for five years running.

 

SAICA is a not-for-profit professional organisation that provides a wide range of support services to its members 

and associates, enabling them to play a key role in the growth of a rapidly changing South African economy. 

CAs(SA) form one of the most lucrative market segments in South Africa – a niche market with the highest 

professional and personal buying power in the country. CAs(SA) hold management and directorship positions and 

various “C” suite decision-making positions across listed, parastatal and public sector organisations.

2.  UNLOCK VALUE THROUGH SPONSORSHIP

SAICA’s mission is to promote the Chartered Accountancy profession, thereby creating sustainable value for our 

members and stakeholders, in this case our sponsors. By committing to repeated sponsorship of the right SAICA 

event, targeting the right audience in the right frame of mind, a sponsor is able to build relationships across the 

board in a growing, diversifying business environment. We believe that through strong business partnerships, we 

will continue to demonstrate value to our members and stakeholders. By sponsoring SAICA events, companies 

are afforded the opportunity to market directly to our members and to tap into a substantial network of CAs(SA), 

who are leaders in various sectors as entrepreneurs, financial services professionals or leaders in large and listed 

businesses.

CAs(SA) BY THE NUMBERS

 •  74.3% of Chief Financial Officers of the JSE top 200 are CAs(SA)

 •  23.8% of Directors of the JSE top 200 are CAs(SA)

 •  21% of Chief Executive Officers of the JSE top 200 are CAs(SA)

*The above statistics are as at 31 July 2015

3.  REASONS TO BELIEVE

The use of the CA(SA) designation is governed by the Chartered Accountant’s Designation Act No 67 of 1993, 

which regulates and permits the use the CA(SA) designation exclusively to members of SAICA.

 •  As at 10 December 2015, SAICA has a membership comprised of 39 788;

 •  3 898 CAs(SA) are African, excluding Coloured and Indian members;

 •  34% of CAs(SA) are female and 66% are male;

 •  There is a prospective CA(SA) pipeline of more than 9 000 trainees;

 •  CA(SA) education and training is subject to standards that meet, and in many instances exceed, 

  international standards;

 •  The South African Qualifications Authority (SAQA) recognises SAICA as the only accounting professional  

  Education and Training Quality Assurer (ETQA) in the country;

 •  The CA(SA) was the first learnership registered by the Department of Labour through FASSET, the SETA  

  for finance, accounting, management consulting and other financial services;

 •  SAICA is a member of the International Chartered Accountants Group of Executives (CAGE), whose  

  education standards exceed those of the International Federation of Accountants (IFAC).

 •  South Africa is ranked #1 in the World for Auditing and Financial Reporting by the World Economic Forum.

*Above statistics as of 10 December 2015

4.  WHO SHOULD BE SPONSORING SAICA EVENTS?

SAICA members function in a multitude of roles. Some members provide auditing and financial reporting and 

advisory services, either as members of the large auditing firms or in small and medium practices while the 

majority are members in business – either in CEO or CFO roles in the public and private sector, employed in 

financial services companies, or running their own entrepreneurial operations. Gatherings of CAs(SA) are 

sometimes going to present a cross-section of business talent and at others a much more targeted audience. The 

SAICA events calendar includes, among others,

national and regional member dinners, regional golf days, new member welcoming events, business breakfasts 

covering diverse but targeted subjects, industry targeted discussions and forums, annual regional conferences– 

a variety that allows a sponsor to select the target audience with which they wish to interact, and partner with 

the event that delivers that audience.

In particular, any company active in ERM, recruitment, IT or governance systems, transactional, financial, banking 

or corporate banking services or the SME sphere is ideally placed to benefit from event sponsorship. Generating 

the most value requires the sponsor and SAICA to determine the goals of the partnership, choose the event(s) 

with the right attendance profile to match the target audience required, and tailoring the branding and sponsor

interaction at the event for maximum impact.

5.  FIVE TOP TIPS FOR GETTING THE MOST OUT OF EVENT SPONSORSHIP

5.1  Secure the right fit

SAICA events range from small business breakfasts and armchair discussions, to celebratory black-tie dinners 

and informal golf days. Each event adopts a specific tone and attracts a specific demographic among SAICA 

members and their clients, varying by age, region and areas of speciality. By being absolutely clear on the goals 

a sponsored event must achieve, you can ensure that you pick the right event, pitched at the right point on the 

business/ recreation scale, to accomplish these goals.

5.2  Know what you’re getting

This applies to any sponsorship: to succeed in building long-term partnerships, sponsors need to be absolutely 

clear on the facilities, branding opportunities and SAICA support they will receive in return for sponsoring an 

event. As with securing the right fit, it is a matter of understanding who your target audience is, and how best to 

engage them – and includes making sure that the event’s tone reinforces the sponsorship’s objectives.

A SAICA event is an opportunity for the sponsor’s representatives to interact and network one-on-one with a 

range of business talent – before, during and after the event – and this engagement needs to be planned and 

implemented on as many levels as possible. Also, depending on the purpose of the event, it may be advisable to 

choose gregarious, dedicated networkers as company representatives for certain occasions. For a more 

technical, “business hours” event, in contrast, the sponsor’s team may need to be chosen more for their 

technical proficiency than their people skills – it all depends on the tone and purpose of the event.

5.3  Know how to spend your budget

As any exposition veteran will attest, if a company spends R100 on its stand at an exhibition, it needs to spend 

R300 more on its engagement at that stand to optimise the value it can create. While this proportion is a rule of 

thumb, it’s the principle that counts. Simply sponsoring an event will create awareness, but not traction – 

sponsors need to ensure that enough sponsor delegates attend, with the tools to have an impact and secure 

maximum awareness and engagement between attendees, the sponsor’s personnel, products and services. 

5.4  Get Board and employee buy-in

The most effective sponsorships are long-term relationships that continue to build loyalty and engage like-minded 

strategic partners. Such long-term objectives are impossible without a board of directors that supports the aims 

and outcomes of an event sponsorship. By the same token, the crucial face-to-face engagement at events cannot 

be accomplished without enthusiastic sponsor delegates in attendance, who are aligned to the sponsorship 

objectives.
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5.5  Let the customers know

Whilst branding may not be the be-all and end-all of a sponsorship deal, increasing the sponsor’s profile is 

nevertheless an important objective. To get maximum value from an event, the sponsor should actively promote 

it among potential attendees beforehand, make sure their team creates a memorable impression during the 

event, and afterwards ensure that publicity about the event is circulated in the news media. It is also crucial to 

follow up, getting feedback from attendees and cementing new relationships.

6.  TERMS & CONDITIONS

The terms below apply to all promotional and sponsorship opportunities for 2016. Existing sponsors have the first 

right of refusal on the respective opportunities that they sponsored in 2015. Sponsorship opportunities are also 

allocated on a “first come first served” basis once an existing sponsor’s first right of refusal has been exercised.

 •  All design, printing and mailing is handled by SAICA.

 •  The size and positioning of sponsoring company’s logos must be in accordance with SAICA’s corporate  

  identity guidelines.

 •  SAICA is open to suggestions from sponsors as to how they wish to promote their Organisations services  

  or products. Hard selling, soliciting and aggressive promotion is not conducive to gaining member interest  

  and all promotion and marketing should be  in good taste.

 •  All sponsorships are based on the value of reaching the SAICA members and not on the actual cost.

 •  Depending on the value of the sponsorship, SAICA is able to provide contact details of attendees to the  

  sponsor (as per the timelines indicated in the relevant sponsorship contract) however in terms of the  

  Access to Protection of Personal Information Act, as well as our members’ rights to privacy, members 

  maintain the right to refuse to be contacted.

 •  Payment of the full sponsorship amount must be made directly to SAICA before each event.

 •  The event will be co-ordinated and arranged by SAICA (this includes all the event administration as well as  

  the selection of venues, speakers, topics etc)

 •  All promotional and marketing material required to be distributed to attendees must be delivered to the  

  SAICA Offices as per time lines indicated in the Sponsorship agreement.

 •  Any gifts or presentations to speakers/presenters will be chosen by/agreed to by SAICA.

Kindly note that VAT is excluded from all sponsorship values indicated.

7.  SAICA CORPORATE SPONSORSHIP OPPORTUNITIES 2016

7.1  EVENTS

7.1.1 Annual Dinners

These are exclusive black tie events with networking characteristics. They have been running successfully in all 

the regions and districts for several years. A guest speaker or entertainer is usually the main act. The event 

provides a captive audience and succeeds to attract members across our diverse membership base.  It is open 

to all SAICA members and associates and they are welcome to bring guests. This is an ideal platform to 

showcase one’s brand to both young and upcoming CAs(SA) as well as well-established one’s.

7.1.2 Business Breakfasts

The purpose of the Business Breakfast networking functions is to encourage networking among SAICA members 

and associates. These address current economic and political issues and in the past has been addressed by key 

figures like Dennis Dykes, Clem Sunter, Dr Ruele Khoza, previous governor Gill Marcus to name a few. The 

breakfasts are well attended by members in commerce and industry as well as in accounting and auditing firms. 

The functions are open to all SAICA members and associates and they may invite their clients and business 

associates. If you are seeking exposure to decision makers, this is an ideal event.

7.1.3 Women in Accounting Breakfasts

The objective of this breakfast presentation is to draw on the experiences of prominent women role models in 

business regarding the challenges they face and how women CAs(SA) can empower each other. The 

presentations are specifically aimed at women CAs(SA) and women trainee accountants in their last year of 

study. This event attracts women CAs(SA) of all ages and ranks, and thus is suited for organisations looking for 

exposure in this particular market segment.

7.1.4 Golf Days

The objective is to create an opportunity for members to interact socially as well as discuss views relating to the 

profession and business in general. The golf day is open to all SAICA members and associates as well as their 

business associates and colleagues. Golf Days provide a more relaxed atmosphere for members which leads to 

better interactions with sponsor representatives.

7.1.5 New Members Welcoming Events

The objective of the welcoming event for new members is to acknowledge the new entrants and welcome them 

to the profession. Usually a guest speaker is invited from the profession to address the new members. It is 

normally a cocktail ceremony at which new members pledge to the SAICA Code of Professional Conduct and 

receive individual pledge certificates. These events provide a good platform to introduce one’s brand and its 

offerings to future decision makers early on in their careers. 

7.1.6 Trainee Sports Days

The objective of the Sports Days is to provide an informal networking and mentorship platform. The day includes 

various sports activities and games. An opportunity to meet and network with fellow trainees and young 

members. Trainees are prospective members and association with them at this early stage would provide long 

term brand association and loyalty.

7.1.7 Young CAs Networking Events

SAICA sees these events as an opportunity to create a dynamic setting where like-minded, progressive young 

CAs(SA) could meet, maintain and enhance their networks. In addition to creating an excellent networking 

opportunity, the events are designed to offer CAs(SA) UNDER 35 the opportunity to develop themselves 

professionally in an entertaining, interactive and practical way. These are CAs(SA) on the rise and one of the most 

lucrative market segments in the market today. 

These events are cocktail ceremonies with a networking element. Presenters chosen are specialists in their fields 

and are carefully selected to address issues that the Young CAs(SA) might be facing in their quest for reaching 

greater heights.

7.1 .8 SPONSORSHIP BENEFITS - EVENTS

7.1.9  SPONSORSHIP BENEFITS- GOLF DAYS

7.2  CONFERENCES

7.2.1 SAICA Leadership summit

This multi-speaker summit aims to bring together a panel of high profile executives, industry specialists and 

financial decision makers to discuss today’s burning issues in the field of finance and leadership. The conference 

aims to address the challenges that these leaders are facing. Through this conference, we aim to meet these 

delegates’ needs by matching them with the ideal solution provider. By sponsoring this conference, you will be 

placed on a platform to demonstrate your expertise in front of these business decision makers and to illustrate 

exactly how your solution can address their challenges. The summit addresses topics related to risk, corporate

governance, leadership, financial management and benchmarking. The conference takes place over 2 days, and 

consist of speaker presentations, facilitator-led panels and interactive workshops and is targeted at CEOs, CFOs, 

group financial executives, management accountants, senior financial managers, risk managers, strategists, 

consultants and other senior officials in business.

7.2.2 Women in Leadership Conference

The objective of this multi-speaker conference is to provide an opportunity for women to get together and learn 

from the experiences of other powerful, inspiring and successful women in business. The attendees gain 

first-hand information on the challenges faced by women in leadership, and how they overcome the odds to 

achieve success. The conference is aimed at women CAs(SA), trainees and associates. It is normally a full day 

conference.

7.2.3 Northern Region Spring Conference

The objective of this conference is to provide an opportunity for members from the Northern Region which 

comprises of Gauteng, Mpumalanga and Limpopo, to get together and learn from the speakers with an additional 

element of networking. Usually ran over three days with the Northern Region Golf Day held on Day 1, Conference 

and Gala Dinner on Day 2 and conference closing on Day 3. This provides networking opportunities to the sponsor 

in a variety of formal and informal settings. The conference is open to all SAICA members and associates and 

some opt to bring their spouses as well.

7.2.4 Central Region Summer Conference

The Summer Conference is hosted in October of each year attracting SAICA members from across the Central 

Region which includes Free State, Northern Cape and North West. The conference provides an ideal opportunity 

for members to network and meet with fellow CAs(SA) in a relaxed social environment.

The conference takes place over a weekend (Friday-Sunday) and is only open to SAICA members and associates 

and attendees range from newly qualified members to those that have been in the profession for years.

7.2.5 SPONSORSHIP BENEFITS - CONFERENCES

7.3  AWARDS

7.3.1 SAICA Top 35 Under  35 Awards

Get ready to meet the most talented young CAs(SA) in business! They are the young innovators, risk-takers, 

rule-breakers and stars in business. They’re all under 35 and are making their mark. The process of choosing the 

top 35 under 35 begins with nominations and entries. Nomination and entries are judged by top CA(SA) business 

leaders in South Africa) and voted for by readers of Accountancy SA. 

8.  SEMINARS

As of 2016, SAICA is introducing a new model for the delivery of Seminars. The delivery mode will have a face to 

face as well as a digital component for most of our offerings. The following competency areas are available for 

sponsorship and we will tailor a package to suit your company’s needs.

8.1  COMPETENCY AREAS

 • Financial Reporting

 • Tax

 • Integrated Reporting

 • Management Accounts

 • Cost Accounting

 • Audit + Assurance

 • Business Legislation

For more information on the available opportunities regarding Seminars you may contact Langa Mconi, Senior 

Executive: Service Delivery, via email on langam@saica.co.za



INTRODUCTION

1.  PARTNERING FOR MUTUAL BENEFIT

The South African Institute of Chartered Accountants (SAICA) and South Africa’s business community have a 

long, multifaceted and mutually beneficial relationship – one facet being the number of companies that invest in 

the sponsorship of SAICA events. Most of our sponsors have partnered with us for a number of years. They see 

the SAICA association as more than a corporate branding exercise; in terms of the audience that they reach and 

the calibre of delegates they are speaking to, these events give sponsors the opportunity to build loyal 

partnerships across a network of some of the country’s finest business minds. SAICA is the foremost 

accountancy body in the country and its influence spreads far beyond our borders. South Africa has been 

honoured by the World Economic Forum as the top-ranked country in the world for Auditing and Financial 

Reporting for five years running.

 

SAICA is a not-for-profit professional organisation that provides a wide range of support services to its members 

and associates, enabling them to play a key role in the growth of a rapidly changing South African economy. 

CAs(SA) form one of the most lucrative market segments in South Africa – a niche market with the highest 

professional and personal buying power in the country. CAs(SA) hold management and directorship positions and 

various “C” suite decision-making positions across listed, parastatal and public sector organisations.

2.  UNLOCK VALUE THROUGH SPONSORSHIP

SAICA’s mission is to promote the Chartered Accountancy profession, thereby creating sustainable value for our 

members and stakeholders, in this case our sponsors. By committing to repeated sponsorship of the right SAICA 

event, targeting the right audience in the right frame of mind, a sponsor is able to build relationships across the 

board in a growing, diversifying business environment. We believe that through strong business partnerships, we 

will continue to demonstrate value to our members and stakeholders. By sponsoring SAICA events, companies 

are afforded the opportunity to market directly to our members and to tap into a substantial network of CAs(SA), 

who are leaders in various sectors as entrepreneurs, financial services professionals or leaders in large and listed 

businesses.

CAs(SA) BY THE NUMBERS

 •  74.3% of Chief Financial Officers of the JSE top 200 are CAs(SA)

 •  23.8% of Directors of the JSE top 200 are CAs(SA)

 •  21% of Chief Executive Officers of the JSE top 200 are CAs(SA)

*The above statistics are as at 31 July 2015

3.  REASONS TO BELIEVE

The use of the CA(SA) designation is governed by the Chartered Accountant’s Designation Act No 67 of 1993, 

which regulates and permits the use the CA(SA) designation exclusively to members of SAICA.

 •  As at 10 December 2015, SAICA has a membership comprised of 39 788;

 •  3 898 CAs(SA) are African, excluding Coloured and Indian members;

 •  34% of CAs(SA) are female and 66% are male;

 •  There is a prospective CA(SA) pipeline of more than 9 000 trainees;

 •  CA(SA) education and training is subject to standards that meet, and in many instances exceed, 

  international standards;

 •  The South African Qualifications Authority (SAQA) recognises SAICA as the only accounting professional  

  Education and Training Quality Assurer (ETQA) in the country;

 •  The CA(SA) was the first learnership registered by the Department of Labour through FASSET, the SETA  

  for finance, accounting, management consulting and other financial services;

 •  SAICA is a member of the International Chartered Accountants Group of Executives (CAGE), whose  

  education standards exceed those of the International Federation of Accountants (IFAC).

 •  South Africa is ranked #1 in the World for Auditing and Financial Reporting by the World Economic Forum.

*Above statistics as of 10 December 2015

4.  WHO SHOULD BE SPONSORING SAICA EVENTS?

SAICA members function in a multitude of roles. Some members provide auditing and financial reporting and 

advisory services, either as members of the large auditing firms or in small and medium practices while the 

majority are members in business – either in CEO or CFO roles in the public and private sector, employed in 

financial services companies, or running their own entrepreneurial operations. Gatherings of CAs(SA) are 

sometimes going to present a cross-section of business talent and at others a much more targeted audience. The 

SAICA events calendar includes, among others,

national and regional member dinners, regional golf days, new member welcoming events, business breakfasts 

covering diverse but targeted subjects, industry targeted discussions and forums, annual regional conferences– 

a variety that allows a sponsor to select the target audience with which they wish to interact, and partner with 

the event that delivers that audience.

In particular, any company active in ERM, recruitment, IT or governance systems, transactional, financial, banking 

or corporate banking services or the SME sphere is ideally placed to benefit from event sponsorship. Generating 

the most value requires the sponsor and SAICA to determine the goals of the partnership, choose the event(s) 

with the right attendance profile to match the target audience required, and tailoring the branding and sponsor

interaction at the event for maximum impact.

5.  FIVE TOP TIPS FOR GETTING THE MOST OUT OF EVENT SPONSORSHIP

5.1  Secure the right fit

SAICA events range from small business breakfasts and armchair discussions, to celebratory black-tie dinners 

and informal golf days. Each event adopts a specific tone and attracts a specific demographic among SAICA 

members and their clients, varying by age, region and areas of speciality. By being absolutely clear on the goals 

a sponsored event must achieve, you can ensure that you pick the right event, pitched at the right point on the 

business/ recreation scale, to accomplish these goals.

5.2  Know what you’re getting

This applies to any sponsorship: to succeed in building long-term partnerships, sponsors need to be absolutely 

clear on the facilities, branding opportunities and SAICA support they will receive in return for sponsoring an 

event. As with securing the right fit, it is a matter of understanding who your target audience is, and how best to 

engage them – and includes making sure that the event’s tone reinforces the sponsorship’s objectives.

A SAICA event is an opportunity for the sponsor’s representatives to interact and network one-on-one with a 

range of business talent – before, during and after the event – and this engagement needs to be planned and 

implemented on as many levels as possible. Also, depending on the purpose of the event, it may be advisable to 

choose gregarious, dedicated networkers as company representatives for certain occasions. For a more 

technical, “business hours” event, in contrast, the sponsor’s team may need to be chosen more for their 

technical proficiency than their people skills – it all depends on the tone and purpose of the event.

5.3  Know how to spend your budget

As any exposition veteran will attest, if a company spends R100 on its stand at an exhibition, it needs to spend 

R300 more on its engagement at that stand to optimise the value it can create. While this proportion is a rule of 

thumb, it’s the principle that counts. Simply sponsoring an event will create awareness, but not traction – 

sponsors need to ensure that enough sponsor delegates attend, with the tools to have an impact and secure 

maximum awareness and engagement between attendees, the sponsor’s personnel, products and services. 

5.4  Get Board and employee buy-in

The most effective sponsorships are long-term relationships that continue to build loyalty and engage like-minded 

strategic partners. Such long-term objectives are impossible without a board of directors that supports the aims 

and outcomes of an event sponsorship. By the same token, the crucial face-to-face engagement at events cannot 

be accomplished without enthusiastic sponsor delegates in attendance, who are aligned to the sponsorship 

objectives.

5.5  Let the customers know

Whilst branding may not be the be-all and end-all of a sponsorship deal, increasing the sponsor’s profile is 

nevertheless an important objective. To get maximum value from an event, the sponsor should actively promote 

it among potential attendees beforehand, make sure their team creates a memorable impression during the 

event, and afterwards ensure that publicity about the event is circulated in the news media. It is also crucial to 

follow up, getting feedback from attendees and cementing new relationships.

6.  TERMS & CONDITIONS

The terms below apply to all promotional and sponsorship opportunities for 2016. Existing sponsors have the first 

right of refusal on the respective opportunities that they sponsored in 2015. Sponsorship opportunities are also 

allocated on a “first come first served” basis once an existing sponsor’s first right of refusal has been exercised.

 •  All design, printing and mailing is handled by SAICA.

 •  The size and positioning of sponsoring company’s logos must be in accordance with SAICA’s corporate  

  identity guidelines.

 •  SAICA is open to suggestions from sponsors as to how they wish to promote their Organisations services  

  or products. Hard selling, soliciting and aggressive promotion is not conducive to gaining member interest  

  and all promotion and marketing should be  in good taste.

 •  All sponsorships are based on the value of reaching the SAICA members and not on the actual cost.

 •  Depending on the value of the sponsorship, SAICA is able to provide contact details of attendees to the  

  sponsor (as per the timelines indicated in the relevant sponsorship contract) however in terms of the  

  Access to Protection of Personal Information Act, as well as our members’ rights to privacy, members 

  maintain the right to refuse to be contacted.

 •  Payment of the full sponsorship amount must be made directly to SAICA before each event.

 •  The event will be co-ordinated and arranged by SAICA (this includes all the event administration as well as  

  the selection of venues, speakers, topics etc)

 •  All promotional and marketing material required to be distributed to attendees must be delivered to the  

  SAICA Offices as per time lines indicated in the Sponsorship agreement.

 •  Any gifts or presentations to speakers/presenters will be chosen by/agreed to by SAICA.

Kindly note that VAT is excluded from all sponsorship values indicated.
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7.  SAICA CORPORATE SPONSORSHIP OPPORTUNITIES 2016

7.1  EVENTS

7.1.1 Annual Dinners

These are exclusive black tie events with networking characteristics. They have been running successfully in all 

the regions and districts for several years. A guest speaker or entertainer is usually the main act. The event 

provides a captive audience and succeeds to attract members across our diverse membership base.  It is open 

to all SAICA members and associates and they are welcome to bring guests. This is an ideal platform to 

showcase one’s brand to both young and upcoming CAs(SA) as well as well-established one’s.

7.1.2 Business Breakfasts

The purpose of the Business Breakfast networking functions is to encourage networking among SAICA members 

and associates. These address current economic and political issues and in the past has been addressed by key 

figures like Dennis Dykes, Clem Sunter, Dr Ruele Khoza, previous governor Gill Marcus to name a few. The 

breakfasts are well attended by members in commerce and industry as well as in accounting and auditing firms. 

The functions are open to all SAICA members and associates and they may invite their clients and business 

associates. If you are seeking exposure to decision makers, this is an ideal event.

7.1.3 Women in Accounting Breakfasts

The objective of this breakfast presentation is to draw on the experiences of prominent women role models in 

business regarding the challenges they face and how women CAs(SA) can empower each other. The 

presentations are specifically aimed at women CAs(SA) and women trainee accountants in their last year of 

study. This event attracts women CAs(SA) of all ages and ranks, and thus is suited for organisations looking for 

exposure in this particular market segment.

7.1.4 Golf Days

The objective is to create an opportunity for members to interact socially as well as discuss views relating to the 

profession and business in general. The golf day is open to all SAICA members and associates as well as their 

business associates and colleagues. Golf Days provide a more relaxed atmosphere for members which leads to 

better interactions with sponsor representatives.

7.1.5 New Members Welcoming Events

The objective of the welcoming event for new members is to acknowledge the new entrants and welcome them 

to the profession. Usually a guest speaker is invited from the profession to address the new members. It is 

normally a cocktail ceremony at which new members pledge to the SAICA Code of Professional Conduct and 

receive individual pledge certificates. These events provide a good platform to introduce one’s brand and its 

offerings to future decision makers early on in their careers. 

7.1.6 Trainee Sports Days

The objective of the Sports Days is to provide an informal networking and mentorship platform. The day includes 

various sports activities and games. An opportunity to meet and network with fellow trainees and young 

members. Trainees are prospective members and association with them at this early stage would provide long 

term brand association and loyalty.

7.1.7 Young CAs Networking Events

SAICA sees these events as an opportunity to create a dynamic setting where like-minded, progressive young 

CAs(SA) could meet, maintain and enhance their networks. In addition to creating an excellent networking 

opportunity, the events are designed to offer CAs(SA) UNDER 35 the opportunity to develop themselves 

professionally in an entertaining, interactive and practical way. These are CAs(SA) on the rise and one of the most 

lucrative market segments in the market today. 

These events are cocktail ceremonies with a networking element. Presenters chosen are specialists in their fields 

and are carefully selected to address issues that the Young CAs(SA) might be facing in their quest for reaching 

greater heights.

7.1 .8 SPONSORSHIP BENEFITS - EVENTS

7.1.9  SPONSORSHIP BENEFITS- GOLF DAYS

7.2  CONFERENCES

7.2.1 SAICA Leadership summit

This multi-speaker summit aims to bring together a panel of high profile executives, industry specialists and 

financial decision makers to discuss today’s burning issues in the field of finance and leadership. The conference 

aims to address the challenges that these leaders are facing. Through this conference, we aim to meet these 

delegates’ needs by matching them with the ideal solution provider. By sponsoring this conference, you will be 

placed on a platform to demonstrate your expertise in front of these business decision makers and to illustrate 

exactly how your solution can address their challenges. The summit addresses topics related to risk, corporate

governance, leadership, financial management and benchmarking. The conference takes place over 2 days, and 

consist of speaker presentations, facilitator-led panels and interactive workshops and is targeted at CEOs, CFOs, 

group financial executives, management accountants, senior financial managers, risk managers, strategists, 

consultants and other senior officials in business.

7.2.2 Women in Leadership Conference

The objective of this multi-speaker conference is to provide an opportunity for women to get together and learn 

from the experiences of other powerful, inspiring and successful women in business. The attendees gain 

first-hand information on the challenges faced by women in leadership, and how they overcome the odds to 

achieve success. The conference is aimed at women CAs(SA), trainees and associates. It is normally a full day 

conference.

7.2.3 Northern Region Spring Conference

The objective of this conference is to provide an opportunity for members from the Northern Region which 

comprises of Gauteng, Mpumalanga and Limpopo, to get together and learn from the speakers with an additional 

element of networking. Usually ran over three days with the Northern Region Golf Day held on Day 1, Conference 

and Gala Dinner on Day 2 and conference closing on Day 3. This provides networking opportunities to the sponsor 

in a variety of formal and informal settings. The conference is open to all SAICA members and associates and 

some opt to bring their spouses as well.

7.2.4 Central Region Summer Conference

The Summer Conference is hosted in October of each year attracting SAICA members from across the Central 

Region which includes Free State, Northern Cape and North West. The conference provides an ideal opportunity 

for members to network and meet with fellow CAs(SA) in a relaxed social environment.

The conference takes place over a weekend (Friday-Sunday) and is only open to SAICA members and associates 

and attendees range from newly qualified members to those that have been in the profession for years.

7.2.5 SPONSORSHIP BENEFITS - CONFERENCES

7.3  AWARDS

7.3.1 SAICA Top 35 Under  35 Awards

Get ready to meet the most talented young CAs(SA) in business! They are the young innovators, risk-takers, 

rule-breakers and stars in business. They’re all under 35 and are making their mark. The process of choosing the 

top 35 under 35 begins with nominations and entries. Nomination and entries are judged by top CA(SA) business 

leaders in South Africa) and voted for by readers of Accountancy SA. 

8.  SEMINARS

As of 2016, SAICA is introducing a new model for the delivery of Seminars. The delivery mode will have a face to 

face as well as a digital component for most of our offerings. The following competency areas are available for 

sponsorship and we will tailor a package to suit your company’s needs.

8.1  COMPETENCY AREAS

 • Financial Reporting

 • Tax

 • Integrated Reporting

 • Management Accounts

 • Cost Accounting

 • Audit + Assurance

 • Business Legislation

For more information on the available opportunities regarding Seminars you may contact Langa Mconi, Senior 

Executive: Service Delivery, via email on langam@saica.co.za



INTRODUCTION

1.  PARTNERING FOR MUTUAL BENEFIT

The South African Institute of Chartered Accountants (SAICA) and South Africa’s business community have a 

long, multifaceted and mutually beneficial relationship – one facet being the number of companies that invest in 

the sponsorship of SAICA events. Most of our sponsors have partnered with us for a number of years. They see 

the SAICA association as more than a corporate branding exercise; in terms of the audience that they reach and 

the calibre of delegates they are speaking to, these events give sponsors the opportunity to build loyal 

partnerships across a network of some of the country’s finest business minds. SAICA is the foremost 

accountancy body in the country and its influence spreads far beyond our borders. South Africa has been 

honoured by the World Economic Forum as the top-ranked country in the world for Auditing and Financial 

Reporting for five years running.

 

SAICA is a not-for-profit professional organisation that provides a wide range of support services to its members 

and associates, enabling them to play a key role in the growth of a rapidly changing South African economy. 

CAs(SA) form one of the most lucrative market segments in South Africa – a niche market with the highest 

professional and personal buying power in the country. CAs(SA) hold management and directorship positions and 

various “C” suite decision-making positions across listed, parastatal and public sector organisations.

2.  UNLOCK VALUE THROUGH SPONSORSHIP

SAICA’s mission is to promote the Chartered Accountancy profession, thereby creating sustainable value for our 

members and stakeholders, in this case our sponsors. By committing to repeated sponsorship of the right SAICA 

event, targeting the right audience in the right frame of mind, a sponsor is able to build relationships across the 

board in a growing, diversifying business environment. We believe that through strong business partnerships, we 

will continue to demonstrate value to our members and stakeholders. By sponsoring SAICA events, companies 

are afforded the opportunity to market directly to our members and to tap into a substantial network of CAs(SA), 

who are leaders in various sectors as entrepreneurs, financial services professionals or leaders in large and listed 

businesses.

CAs(SA) BY THE NUMBERS

 •  74.3% of Chief Financial Officers of the JSE top 200 are CAs(SA)

 •  23.8% of Directors of the JSE top 200 are CAs(SA)

 •  21% of Chief Executive Officers of the JSE top 200 are CAs(SA)

*The above statistics are as at 31 July 2015

3.  REASONS TO BELIEVE

The use of the CA(SA) designation is governed by the Chartered Accountant’s Designation Act No 67 of 1993, 

which regulates and permits the use the CA(SA) designation exclusively to members of SAICA.

 •  As at 10 December 2015, SAICA has a membership comprised of 39 788;

 •  3 898 CAs(SA) are African, excluding Coloured and Indian members;

 •  34% of CAs(SA) are female and 66% are male;

 •  There is a prospective CA(SA) pipeline of more than 9 000 trainees;

 •  CA(SA) education and training is subject to standards that meet, and in many instances exceed, 

  international standards;

 •  The South African Qualifications Authority (SAQA) recognises SAICA as the only accounting professional  

  Education and Training Quality Assurer (ETQA) in the country;

 •  The CA(SA) was the first learnership registered by the Department of Labour through FASSET, the SETA  

  for finance, accounting, management consulting and other financial services;

 •  SAICA is a member of the International Chartered Accountants Group of Executives (CAGE), whose  

  education standards exceed those of the International Federation of Accountants (IFAC).

 •  South Africa is ranked #1 in the World for Auditing and Financial Reporting by the World Economic Forum.

*Above statistics as of 10 December 2015

4.  WHO SHOULD BE SPONSORING SAICA EVENTS?

SAICA members function in a multitude of roles. Some members provide auditing and financial reporting and 

advisory services, either as members of the large auditing firms or in small and medium practices while the 

majority are members in business – either in CEO or CFO roles in the public and private sector, employed in 

financial services companies, or running their own entrepreneurial operations. Gatherings of CAs(SA) are 

sometimes going to present a cross-section of business talent and at others a much more targeted audience. The 

SAICA events calendar includes, among others,

national and regional member dinners, regional golf days, new member welcoming events, business breakfasts 

covering diverse but targeted subjects, industry targeted discussions and forums, annual regional conferences– 

a variety that allows a sponsor to select the target audience with which they wish to interact, and partner with 

the event that delivers that audience.

In particular, any company active in ERM, recruitment, IT or governance systems, transactional, financial, banking 

or corporate banking services or the SME sphere is ideally placed to benefit from event sponsorship. Generating 

the most value requires the sponsor and SAICA to determine the goals of the partnership, choose the event(s) 

with the right attendance profile to match the target audience required, and tailoring the branding and sponsor

interaction at the event for maximum impact.

5.  FIVE TOP TIPS FOR GETTING THE MOST OUT OF EVENT SPONSORSHIP

5.1  Secure the right fit

SAICA events range from small business breakfasts and armchair discussions, to celebratory black-tie dinners 

and informal golf days. Each event adopts a specific tone and attracts a specific demographic among SAICA 

members and their clients, varying by age, region and areas of speciality. By being absolutely clear on the goals 

a sponsored event must achieve, you can ensure that you pick the right event, pitched at the right point on the 

business/ recreation scale, to accomplish these goals.

5.2  Know what you’re getting

This applies to any sponsorship: to succeed in building long-term partnerships, sponsors need to be absolutely 

clear on the facilities, branding opportunities and SAICA support they will receive in return for sponsoring an 

event. As with securing the right fit, it is a matter of understanding who your target audience is, and how best to 

engage them – and includes making sure that the event’s tone reinforces the sponsorship’s objectives.

A SAICA event is an opportunity for the sponsor’s representatives to interact and network one-on-one with a 

range of business talent – before, during and after the event – and this engagement needs to be planned and 

implemented on as many levels as possible. Also, depending on the purpose of the event, it may be advisable to 

choose gregarious, dedicated networkers as company representatives for certain occasions. For a more 

technical, “business hours” event, in contrast, the sponsor’s team may need to be chosen more for their 

technical proficiency than their people skills – it all depends on the tone and purpose of the event.

5.3  Know how to spend your budget

As any exposition veteran will attest, if a company spends R100 on its stand at an exhibition, it needs to spend 

R300 more on its engagement at that stand to optimise the value it can create. While this proportion is a rule of 

thumb, it’s the principle that counts. Simply sponsoring an event will create awareness, but not traction – 

sponsors need to ensure that enough sponsor delegates attend, with the tools to have an impact and secure 

maximum awareness and engagement between attendees, the sponsor’s personnel, products and services. 

5.4  Get Board and employee buy-in

The most effective sponsorships are long-term relationships that continue to build loyalty and engage like-minded 

strategic partners. Such long-term objectives are impossible without a board of directors that supports the aims 

and outcomes of an event sponsorship. By the same token, the crucial face-to-face engagement at events cannot 

be accomplished without enthusiastic sponsor delegates in attendance, who are aligned to the sponsorship 

objectives.

5.5  Let the customers know

Whilst branding may not be the be-all and end-all of a sponsorship deal, increasing the sponsor’s profile is 

nevertheless an important objective. To get maximum value from an event, the sponsor should actively promote 

it among potential attendees beforehand, make sure their team creates a memorable impression during the 

event, and afterwards ensure that publicity about the event is circulated in the news media. It is also crucial to 

follow up, getting feedback from attendees and cementing new relationships.

6.  TERMS & CONDITIONS

The terms below apply to all promotional and sponsorship opportunities for 2016. Existing sponsors have the first 

right of refusal on the respective opportunities that they sponsored in 2015. Sponsorship opportunities are also 

allocated on a “first come first served” basis once an existing sponsor’s first right of refusal has been exercised.

 •  All design, printing and mailing is handled by SAICA.

 •  The size and positioning of sponsoring company’s logos must be in accordance with SAICA’s corporate  

  identity guidelines.

 •  SAICA is open to suggestions from sponsors as to how they wish to promote their Organisations services  

  or products. Hard selling, soliciting and aggressive promotion is not conducive to gaining member interest  

  and all promotion and marketing should be  in good taste.

 •  All sponsorships are based on the value of reaching the SAICA members and not on the actual cost.

 •  Depending on the value of the sponsorship, SAICA is able to provide contact details of attendees to the  

  sponsor (as per the timelines indicated in the relevant sponsorship contract) however in terms of the  

  Access to Protection of Personal Information Act, as well as our members’ rights to privacy, members 

  maintain the right to refuse to be contacted.

 •  Payment of the full sponsorship amount must be made directly to SAICA before each event.

 •  The event will be co-ordinated and arranged by SAICA (this includes all the event administration as well as  

  the selection of venues, speakers, topics etc)

 •  All promotional and marketing material required to be distributed to attendees must be delivered to the  

  SAICA Offices as per time lines indicated in the Sponsorship agreement.

 •  Any gifts or presentations to speakers/presenters will be chosen by/agreed to by SAICA.

Kindly note that VAT is excluded from all sponsorship values indicated.

7.  SAICA CORPORATE SPONSORSHIP OPPORTUNITIES 2016

7.1  EVENTS

7.1.1 Annual Dinners

These are exclusive black tie events with networking characteristics. They have been running successfully in all 

the regions and districts for several years. A guest speaker or entertainer is usually the main act. The event 

provides a captive audience and succeeds to attract members across our diverse membership base.  It is open 

to all SAICA members and associates and they are welcome to bring guests. This is an ideal platform to 

showcase one’s brand to both young and upcoming CAs(SA) as well as well-established one’s.

7.1.2 Business Breakfasts

The purpose of the Business Breakfast networking functions is to encourage networking among SAICA members 

and associates. These address current economic and political issues and in the past has been addressed by key 

figures like Dennis Dykes, Clem Sunter, Dr Ruele Khoza, previous governor Gill Marcus to name a few. The 

breakfasts are well attended by members in commerce and industry as well as in accounting and auditing firms. 

The functions are open to all SAICA members and associates and they may invite their clients and business 

associates. If you are seeking exposure to decision makers, this is an ideal event.

7.1.3 Women in Accounting Breakfasts

The objective of this breakfast presentation is to draw on the experiences of prominent women role models in 

business regarding the challenges they face and how women CAs(SA) can empower each other. The 

presentations are specifically aimed at women CAs(SA) and women trainee accountants in their last year of 

study. This event attracts women CAs(SA) of all ages and ranks, and thus is suited for organisations looking for 

exposure in this particular market segment.

7.1.4 Golf Days

The objective is to create an opportunity for members to interact socially as well as discuss views relating to the 

profession and business in general. The golf day is open to all SAICA members and associates as well as their 

business associates and colleagues. Golf Days provide a more relaxed atmosphere for members which leads to 

better interactions with sponsor representatives.

7.1.5 New Members Welcoming Events

The objective of the welcoming event for new members is to acknowledge the new entrants and welcome them 

to the profession. Usually a guest speaker is invited from the profession to address the new members. It is 

normally a cocktail ceremony at which new members pledge to the SAICA Code of Professional Conduct and 

receive individual pledge certificates. These events provide a good platform to introduce one’s brand and its 

offerings to future decision makers early on in their careers. 

7.1.6 Trainee Sports Days

The objective of the Sports Days is to provide an informal networking and mentorship platform. The day includes 

various sports activities and games. An opportunity to meet and network with fellow trainees and young 

members. Trainees are prospective members and association with them at this early stage would provide long 

term brand association and loyalty.

7.1.7 Young CAs Networking Events

SAICA sees these events as an opportunity to create a dynamic setting where like-minded, progressive young 
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CAs(SA) could meet, maintain and enhance their networks. In addition to creating an excellent networking 

opportunity, the events are designed to offer CAs(SA) UNDER 35 the opportunity to develop themselves 

professionally in an entertaining, interactive and practical way. These are CAs(SA) on the rise and one of the most 

lucrative market segments in the market today. 

These events are cocktail ceremonies with a networking element. Presenters chosen are specialists in their fields 

and are carefully selected to address issues that the Young CAs(SA) might be facing in their quest for reaching 

greater heights.

7.1 .8 SPONSORSHIP BENEFITS - EVENTS

7.1.9  SPONSORSHIP BENEFITS- GOLF DAYS

7.2  CONFERENCES

7.2.1 SAICA Leadership summit

This multi-speaker summit aims to bring together a panel of high profile executives, industry specialists and 

financial decision makers to discuss today’s burning issues in the field of finance and leadership. The conference 

aims to address the challenges that these leaders are facing. Through this conference, we aim to meet these 

delegates’ needs by matching them with the ideal solution provider. By sponsoring this conference, you will be 

placed on a platform to demonstrate your expertise in front of these business decision makers and to illustrate 

exactly how your solution can address their challenges. The summit addresses topics related to risk, corporate

governance, leadership, financial management and benchmarking. The conference takes place over 2 days, and 

consist of speaker presentations, facilitator-led panels and interactive workshops and is targeted at CEOs, CFOs, 

group financial executives, management accountants, senior financial managers, risk managers, strategists, 

consultants and other senior officials in business.

7.2.2 Women in Leadership Conference

The objective of this multi-speaker conference is to provide an opportunity for women to get together and learn 

from the experiences of other powerful, inspiring and successful women in business. The attendees gain 

first-hand information on the challenges faced by women in leadership, and how they overcome the odds to 

achieve success. The conference is aimed at women CAs(SA), trainees and associates. It is normally a full day 

conference.

7.2.3 Northern Region Spring Conference

The objective of this conference is to provide an opportunity for members from the Northern Region which 

comprises of Gauteng, Mpumalanga and Limpopo, to get together and learn from the speakers with an additional 

element of networking. Usually ran over three days with the Northern Region Golf Day held on Day 1, Conference 

and Gala Dinner on Day 2 and conference closing on Day 3. This provides networking opportunities to the sponsor 

in a variety of formal and informal settings. The conference is open to all SAICA members and associates and 

some opt to bring their spouses as well.

7.2.4 Central Region Summer Conference

The Summer Conference is hosted in October of each year attracting SAICA members from across the Central 

Region which includes Free State, Northern Cape and North West. The conference provides an ideal opportunity 

for members to network and meet with fellow CAs(SA) in a relaxed social environment.

The conference takes place over a weekend (Friday-Sunday) and is only open to SAICA members and associates 

and attendees range from newly qualified members to those that have been in the profession for years.

7.2.5 SPONSORSHIP BENEFITS - CONFERENCES

7.3  AWARDS

7.3.1 SAICA Top 35 Under  35 Awards

Get ready to meet the most talented young CAs(SA) in business! They are the young innovators, risk-takers, 

rule-breakers and stars in business. They’re all under 35 and are making their mark. The process of choosing the 

top 35 under 35 begins with nominations and entries. Nomination and entries are judged by top CA(SA) business 

leaders in South Africa) and voted for by readers of Accountancy SA. 

8.  SEMINARS

As of 2016, SAICA is introducing a new model for the delivery of Seminars. The delivery mode will have a face to 

face as well as a digital component for most of our offerings. The following competency areas are available for 

sponsorship and we will tailor a package to suit your company’s needs.

8.1  COMPETENCY AREAS

 • Financial Reporting

 • Tax

 • Integrated Reporting

 • Management Accounts

 • Cost Accounting

 • Audit + Assurance

 • Business Legislation

For more information on the available opportunities regarding Seminars you may contact Langa Mconi, Senior 

Executive: Service Delivery, via email on langam@saica.co.za

Benefits     Gold Silver Exhibitor

ONLINE PROMOTION

The sponsor’s logo will be added to the “Seminars and Events” members Newsletter 

as well as on the sponsored event brochure on the SAICA event booking system. The 

logo will be hyperlinked to  the sponsor’s website   Y Y N

The sponsor’s logo will be included on the information page of the SAICA website and 

hyperlinked to the sponsor’s website   Y Y N

OPENING ADDRESS

Sponsors may have an opening address in the formal ceremony   10min 5min N

ACKNOWLEDGEMENTS

The sponsor will be acknowledged at the closing address or at an appropriate time   Y Y N

MAIN VENUE BRANDING

Corporate pull-up banners may be displayed in the main registration area   4 banners 2banners 1 banner

Corporate pull-up banners may be displayed next to the podium   4 banners 2 banners 1 banner

Logo may be displayed on the event holding slide   Y Y N

MARKETING OPPORTUNITIES

One gift pack may be supplied by the sponsor   Y Y Y

Marketing material may be inserted into the delegate bags   2 items 1 item 1 item

Exclusive branded delegate bags to be supplied by sponsor   Y N N

Lucky draw competition to be promoted on revolving holding screen with sponsor 

branding     Y N N

ATTENDANCE

The sponsor may send delegates to the event at no cost (excl travel and accomodation 

costs)      8 6 2

DELEGATE LIST

The sponsor will receive a list of opt-in delegates one week after the event takes place, 

with one piece of contact information. Please select either their full name and postal 

address, or email address or telephone number   Y Y N



INTRODUCTION

1.  PARTNERING FOR MUTUAL BENEFIT

The South African Institute of Chartered Accountants (SAICA) and South Africa’s business community have a 

long, multifaceted and mutually beneficial relationship – one facet being the number of companies that invest in 

the sponsorship of SAICA events. Most of our sponsors have partnered with us for a number of years. They see 

the SAICA association as more than a corporate branding exercise; in terms of the audience that they reach and 

the calibre of delegates they are speaking to, these events give sponsors the opportunity to build loyal 

partnerships across a network of some of the country’s finest business minds. SAICA is the foremost 

accountancy body in the country and its influence spreads far beyond our borders. South Africa has been 

honoured by the World Economic Forum as the top-ranked country in the world for Auditing and Financial 

Reporting for five years running.

 

SAICA is a not-for-profit professional organisation that provides a wide range of support services to its members 

and associates, enabling them to play a key role in the growth of a rapidly changing South African economy. 

CAs(SA) form one of the most lucrative market segments in South Africa – a niche market with the highest 

professional and personal buying power in the country. CAs(SA) hold management and directorship positions and 

various “C” suite decision-making positions across listed, parastatal and public sector organisations.

2.  UNLOCK VALUE THROUGH SPONSORSHIP

SAICA’s mission is to promote the Chartered Accountancy profession, thereby creating sustainable value for our 

members and stakeholders, in this case our sponsors. By committing to repeated sponsorship of the right SAICA 

event, targeting the right audience in the right frame of mind, a sponsor is able to build relationships across the 

board in a growing, diversifying business environment. We believe that through strong business partnerships, we 

will continue to demonstrate value to our members and stakeholders. By sponsoring SAICA events, companies 

are afforded the opportunity to market directly to our members and to tap into a substantial network of CAs(SA), 

who are leaders in various sectors as entrepreneurs, financial services professionals or leaders in large and listed 

businesses.

CAs(SA) BY THE NUMBERS

 •  74.3% of Chief Financial Officers of the JSE top 200 are CAs(SA)

 •  23.8% of Directors of the JSE top 200 are CAs(SA)

 •  21% of Chief Executive Officers of the JSE top 200 are CAs(SA)

*The above statistics are as at 31 July 2015

3.  REASONS TO BELIEVE

The use of the CA(SA) designation is governed by the Chartered Accountant’s Designation Act No 67 of 1993, 

which regulates and permits the use the CA(SA) designation exclusively to members of SAICA.

 •  As at 10 December 2015, SAICA has a membership comprised of 39 788;

 •  3 898 CAs(SA) are African, excluding Coloured and Indian members;

 •  34% of CAs(SA) are female and 66% are male;

 •  There is a prospective CA(SA) pipeline of more than 9 000 trainees;

 •  CA(SA) education and training is subject to standards that meet, and in many instances exceed, 

  international standards;

 •  The South African Qualifications Authority (SAQA) recognises SAICA as the only accounting professional  

  Education and Training Quality Assurer (ETQA) in the country;

 •  The CA(SA) was the first learnership registered by the Department of Labour through FASSET, the SETA  

  for finance, accounting, management consulting and other financial services;

 •  SAICA is a member of the International Chartered Accountants Group of Executives (CAGE), whose  

  education standards exceed those of the International Federation of Accountants (IFAC).

 •  South Africa is ranked #1 in the World for Auditing and Financial Reporting by the World Economic Forum.

*Above statistics as of 10 December 2015

4.  WHO SHOULD BE SPONSORING SAICA EVENTS?

SAICA members function in a multitude of roles. Some members provide auditing and financial reporting and 

advisory services, either as members of the large auditing firms or in small and medium practices while the 

majority are members in business – either in CEO or CFO roles in the public and private sector, employed in 

financial services companies, or running their own entrepreneurial operations. Gatherings of CAs(SA) are 

sometimes going to present a cross-section of business talent and at others a much more targeted audience. The 

SAICA events calendar includes, among others,

national and regional member dinners, regional golf days, new member welcoming events, business breakfasts 

covering diverse but targeted subjects, industry targeted discussions and forums, annual regional conferences– 

a variety that allows a sponsor to select the target audience with which they wish to interact, and partner with 

the event that delivers that audience.

In particular, any company active in ERM, recruitment, IT or governance systems, transactional, financial, banking 

or corporate banking services or the SME sphere is ideally placed to benefit from event sponsorship. Generating 

the most value requires the sponsor and SAICA to determine the goals of the partnership, choose the event(s) 

with the right attendance profile to match the target audience required, and tailoring the branding and sponsor

interaction at the event for maximum impact.

5.  FIVE TOP TIPS FOR GETTING THE MOST OUT OF EVENT SPONSORSHIP

5.1  Secure the right fit

SAICA events range from small business breakfasts and armchair discussions, to celebratory black-tie dinners 

and informal golf days. Each event adopts a specific tone and attracts a specific demographic among SAICA 

members and their clients, varying by age, region and areas of speciality. By being absolutely clear on the goals 

a sponsored event must achieve, you can ensure that you pick the right event, pitched at the right point on the 

business/ recreation scale, to accomplish these goals.

5.2  Know what you’re getting

This applies to any sponsorship: to succeed in building long-term partnerships, sponsors need to be absolutely 

clear on the facilities, branding opportunities and SAICA support they will receive in return for sponsoring an 

event. As with securing the right fit, it is a matter of understanding who your target audience is, and how best to 

engage them – and includes making sure that the event’s tone reinforces the sponsorship’s objectives.

A SAICA event is an opportunity for the sponsor’s representatives to interact and network one-on-one with a 

range of business talent – before, during and after the event – and this engagement needs to be planned and 

implemented on as many levels as possible. Also, depending on the purpose of the event, it may be advisable to 

choose gregarious, dedicated networkers as company representatives for certain occasions. For a more 

technical, “business hours” event, in contrast, the sponsor’s team may need to be chosen more for their 

technical proficiency than their people skills – it all depends on the tone and purpose of the event.

5.3  Know how to spend your budget

As any exposition veteran will attest, if a company spends R100 on its stand at an exhibition, it needs to spend 

R300 more on its engagement at that stand to optimise the value it can create. While this proportion is a rule of 

thumb, it’s the principle that counts. Simply sponsoring an event will create awareness, but not traction – 

sponsors need to ensure that enough sponsor delegates attend, with the tools to have an impact and secure 

maximum awareness and engagement between attendees, the sponsor’s personnel, products and services. 

5.4  Get Board and employee buy-in

The most effective sponsorships are long-term relationships that continue to build loyalty and engage like-minded 

strategic partners. Such long-term objectives are impossible without a board of directors that supports the aims 

and outcomes of an event sponsorship. By the same token, the crucial face-to-face engagement at events cannot 

be accomplished without enthusiastic sponsor delegates in attendance, who are aligned to the sponsorship 

objectives.

5.5  Let the customers know

Whilst branding may not be the be-all and end-all of a sponsorship deal, increasing the sponsor’s profile is 

nevertheless an important objective. To get maximum value from an event, the sponsor should actively promote 

it among potential attendees beforehand, make sure their team creates a memorable impression during the 

event, and afterwards ensure that publicity about the event is circulated in the news media. It is also crucial to 

follow up, getting feedback from attendees and cementing new relationships.

6.  TERMS & CONDITIONS

The terms below apply to all promotional and sponsorship opportunities for 2016. Existing sponsors have the first 

right of refusal on the respective opportunities that they sponsored in 2015. Sponsorship opportunities are also 

allocated on a “first come first served” basis once an existing sponsor’s first right of refusal has been exercised.

 •  All design, printing and mailing is handled by SAICA.

 •  The size and positioning of sponsoring company’s logos must be in accordance with SAICA’s corporate  

  identity guidelines.

 •  SAICA is open to suggestions from sponsors as to how they wish to promote their Organisations services  

  or products. Hard selling, soliciting and aggressive promotion is not conducive to gaining member interest  

  and all promotion and marketing should be  in good taste.

 •  All sponsorships are based on the value of reaching the SAICA members and not on the actual cost.

 •  Depending on the value of the sponsorship, SAICA is able to provide contact details of attendees to the  

  sponsor (as per the timelines indicated in the relevant sponsorship contract) however in terms of the  

  Access to Protection of Personal Information Act, as well as our members’ rights to privacy, members 

  maintain the right to refuse to be contacted.

 •  Payment of the full sponsorship amount must be made directly to SAICA before each event.

 •  The event will be co-ordinated and arranged by SAICA (this includes all the event administration as well as  

  the selection of venues, speakers, topics etc)

 •  All promotional and marketing material required to be distributed to attendees must be delivered to the  

  SAICA Offices as per time lines indicated in the Sponsorship agreement.

 •  Any gifts or presentations to speakers/presenters will be chosen by/agreed to by SAICA.

Kindly note that VAT is excluded from all sponsorship values indicated.

7.  SAICA CORPORATE SPONSORSHIP OPPORTUNITIES 2016

7.1  EVENTS

7.1.1 Annual Dinners

These are exclusive black tie events with networking characteristics. They have been running successfully in all 

the regions and districts for several years. A guest speaker or entertainer is usually the main act. The event 

provides a captive audience and succeeds to attract members across our diverse membership base.  It is open 

to all SAICA members and associates and they are welcome to bring guests. This is an ideal platform to 

showcase one’s brand to both young and upcoming CAs(SA) as well as well-established one’s.

7.1.2 Business Breakfasts

The purpose of the Business Breakfast networking functions is to encourage networking among SAICA members 

and associates. These address current economic and political issues and in the past has been addressed by key 

figures like Dennis Dykes, Clem Sunter, Dr Ruele Khoza, previous governor Gill Marcus to name a few. The 

breakfasts are well attended by members in commerce and industry as well as in accounting and auditing firms. 

The functions are open to all SAICA members and associates and they may invite their clients and business 

associates. If you are seeking exposure to decision makers, this is an ideal event.

7.1.3 Women in Accounting Breakfasts

The objective of this breakfast presentation is to draw on the experiences of prominent women role models in 

business regarding the challenges they face and how women CAs(SA) can empower each other. The 

presentations are specifically aimed at women CAs(SA) and women trainee accountants in their last year of 

study. This event attracts women CAs(SA) of all ages and ranks, and thus is suited for organisations looking for 

exposure in this particular market segment.

7.1.4 Golf Days

The objective is to create an opportunity for members to interact socially as well as discuss views relating to the 

profession and business in general. The golf day is open to all SAICA members and associates as well as their 

business associates and colleagues. Golf Days provide a more relaxed atmosphere for members which leads to 

better interactions with sponsor representatives.

7.1.5 New Members Welcoming Events

The objective of the welcoming event for new members is to acknowledge the new entrants and welcome them 

to the profession. Usually a guest speaker is invited from the profession to address the new members. It is 

normally a cocktail ceremony at which new members pledge to the SAICA Code of Professional Conduct and 

receive individual pledge certificates. These events provide a good platform to introduce one’s brand and its 

offerings to future decision makers early on in their careers. 

7.1.6 Trainee Sports Days

The objective of the Sports Days is to provide an informal networking and mentorship platform. The day includes 

various sports activities and games. An opportunity to meet and network with fellow trainees and young 

members. Trainees are prospective members and association with them at this early stage would provide long 

term brand association and loyalty.

7.1.7 Young CAs Networking Events

SAICA sees these events as an opportunity to create a dynamic setting where like-minded, progressive young 

CAs(SA) could meet, maintain and enhance their networks. In addition to creating an excellent networking 

opportunity, the events are designed to offer CAs(SA) UNDER 35 the opportunity to develop themselves 

professionally in an entertaining, interactive and practical way. These are CAs(SA) on the rise and one of the most 

lucrative market segments in the market today. 

These events are cocktail ceremonies with a networking element. Presenters chosen are specialists in their fields 

and are carefully selected to address issues that the Young CAs(SA) might be facing in their quest for reaching 

greater heights.

7.1 .8 SPONSORSHIP BENEFITS - EVENTS
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7.1.9  SPONSORSHIP BENEFITS- GOLF DAYS

7.2  CONFERENCES

7.2.1 SAICA Leadership summit

This multi-speaker summit aims to bring together a panel of high profile executives, industry specialists and 

financial decision makers to discuss today’s burning issues in the field of finance and leadership. The conference 

aims to address the challenges that these leaders are facing. Through this conference, we aim to meet these 

delegates’ needs by matching them with the ideal solution provider. By sponsoring this conference, you will be 

placed on a platform to demonstrate your expertise in front of these business decision makers and to illustrate 

exactly how your solution can address their challenges. The summit addresses topics related to risk, corporate

governance, leadership, financial management and benchmarking. The conference takes place over 2 days, and 

consist of speaker presentations, facilitator-led panels and interactive workshops and is targeted at CEOs, CFOs, 

group financial executives, management accountants, senior financial managers, risk managers, strategists, 

consultants and other senior officials in business.

7.2.2 Women in Leadership Conference

The objective of this multi-speaker conference is to provide an opportunity for women to get together and learn 

from the experiences of other powerful, inspiring and successful women in business. The attendees gain 

first-hand information on the challenges faced by women in leadership, and how they overcome the odds to 

achieve success. The conference is aimed at women CAs(SA), trainees and associates. It is normally a full day 

conference.

7.2.3 Northern Region Spring Conference

The objective of this conference is to provide an opportunity for members from the Northern Region which 

comprises of Gauteng, Mpumalanga and Limpopo, to get together and learn from the speakers with an additional 

element of networking. Usually ran over three days with the Northern Region Golf Day held on Day 1, Conference 

and Gala Dinner on Day 2 and conference closing on Day 3. This provides networking opportunities to the sponsor 

in a variety of formal and informal settings. The conference is open to all SAICA members and associates and 

some opt to bring their spouses as well.

7.2.4 Central Region Summer Conference

The Summer Conference is hosted in October of each year attracting SAICA members from across the Central 

Region which includes Free State, Northern Cape and North West. The conference provides an ideal opportunity 

for members to network and meet with fellow CAs(SA) in a relaxed social environment.

The conference takes place over a weekend (Friday-Sunday) and is only open to SAICA members and associates 

and attendees range from newly qualified members to those that have been in the profession for years.

7.2.5 SPONSORSHIP BENEFITS - CONFERENCES

7.3  AWARDS

7.3.1 SAICA Top 35 Under  35 Awards

Get ready to meet the most talented young CAs(SA) in business! They are the young innovators, risk-takers, 

rule-breakers and stars in business. They’re all under 35 and are making their mark. The process of choosing the 

top 35 under 35 begins with nominations and entries. Nomination and entries are judged by top CA(SA) business 

leaders in South Africa) and voted for by readers of Accountancy SA. 

8.  SEMINARS

As of 2016, SAICA is introducing a new model for the delivery of Seminars. The delivery mode will have a face to 

face as well as a digital component for most of our offerings. The following competency areas are available for 

sponsorship and we will tailor a package to suit your company’s needs.

8.1  COMPETENCY AREAS

 • Financial Reporting

 • Tax

 • Integrated Reporting

 • Management Accounts

 • Cost Accounting

 • Audit + Assurance

 • Business Legislation

For more information on the available opportunities regarding Seminars you may contact Langa Mconi, Senior 

Executive: Service Delivery, via email on langam@saica.co.za

ONLINE PROMOTION    Gold
The sponsor’s logo will be added to the “Seminars and Events” member Newsletter as well as on the sponsored
event brochure on the SAICA event booking system. The logo will be hyperlinked to the sponsor’s website  Y
The sponsor’s logo will be included on the information page of the SAICA website and hyperlinked to the sponsor’s

website      Y

PRIZE GIVING
Sponsors may have an opening address in the formal ceremony    5 min

ACKNOWLEDGEMENTS
The sponsor will be acknowledged at the closing address or at an appropriate time    Y

GOLF DAY BRANDING
Corporate pull-up banners may be displayed in the main registration area    2 banner
Corporate pull-up banners may be displayed next to the podium    Y
1st and 10th Tees and Greens may be branded with banners or bunting    Y

MARKETING OPPORTUNITIES
One gift pack may be supplied by the sponsor    Y
Lucky draw competition to be promoted on invitational email with sponsor branding   Y

ATTENDANCE
The sponsor may send two four balls to the event at no cost (excl travel and accomodation)   Y

DELEGATE LIST
The sponsor will receive a list of opt-in delegates one week after the event takes place, with one piece of contact 
information. Please select either their full name and postal address, or email address or telephone number  Y

Exhibitor

Sponsorship Value (ex VAT)    

GOLF DAY BRANDING
Corporate pull-up banners may be displayed in the 2nd and 11th Tees and Greens    Y

ATTENDANCE (At selected tees and greens)
The sponsor may send one four ball to the event at no cost (excl travel and accomodation)   Y



INTRODUCTION

1.  PARTNERING FOR MUTUAL BENEFIT

The South African Institute of Chartered Accountants (SAICA) and South Africa’s business community have a 

long, multifaceted and mutually beneficial relationship – one facet being the number of companies that invest in 

the sponsorship of SAICA events. Most of our sponsors have partnered with us for a number of years. They see 

the SAICA association as more than a corporate branding exercise; in terms of the audience that they reach and 

the calibre of delegates they are speaking to, these events give sponsors the opportunity to build loyal 

partnerships across a network of some of the country’s finest business minds. SAICA is the foremost 

accountancy body in the country and its influence spreads far beyond our borders. South Africa has been 

honoured by the World Economic Forum as the top-ranked country in the world for Auditing and Financial 

Reporting for five years running.

 

SAICA is a not-for-profit professional organisation that provides a wide range of support services to its members 

and associates, enabling them to play a key role in the growth of a rapidly changing South African economy. 

CAs(SA) form one of the most lucrative market segments in South Africa – a niche market with the highest 

professional and personal buying power in the country. CAs(SA) hold management and directorship positions and 

various “C” suite decision-making positions across listed, parastatal and public sector organisations.

2.  UNLOCK VALUE THROUGH SPONSORSHIP

SAICA’s mission is to promote the Chartered Accountancy profession, thereby creating sustainable value for our 

members and stakeholders, in this case our sponsors. By committing to repeated sponsorship of the right SAICA 

event, targeting the right audience in the right frame of mind, a sponsor is able to build relationships across the 

board in a growing, diversifying business environment. We believe that through strong business partnerships, we 

will continue to demonstrate value to our members and stakeholders. By sponsoring SAICA events, companies 

are afforded the opportunity to market directly to our members and to tap into a substantial network of CAs(SA), 

who are leaders in various sectors as entrepreneurs, financial services professionals or leaders in large and listed 

businesses.

CAs(SA) BY THE NUMBERS

 •  74.3% of Chief Financial Officers of the JSE top 200 are CAs(SA)

 •  23.8% of Directors of the JSE top 200 are CAs(SA)

 •  21% of Chief Executive Officers of the JSE top 200 are CAs(SA)

*The above statistics are as at 31 July 2015

3.  REASONS TO BELIEVE

The use of the CA(SA) designation is governed by the Chartered Accountant’s Designation Act No 67 of 1993, 

which regulates and permits the use the CA(SA) designation exclusively to members of SAICA.

 •  As at 10 December 2015, SAICA has a membership comprised of 39 788;

 •  3 898 CAs(SA) are African, excluding Coloured and Indian members;

 •  34% of CAs(SA) are female and 66% are male;

 •  There is a prospective CA(SA) pipeline of more than 9 000 trainees;

 •  CA(SA) education and training is subject to standards that meet, and in many instances exceed, 

  international standards;

 •  The South African Qualifications Authority (SAQA) recognises SAICA as the only accounting professional  

  Education and Training Quality Assurer (ETQA) in the country;

 •  The CA(SA) was the first learnership registered by the Department of Labour through FASSET, the SETA  

  for finance, accounting, management consulting and other financial services;

 •  SAICA is a member of the International Chartered Accountants Group of Executives (CAGE), whose  

  education standards exceed those of the International Federation of Accountants (IFAC).

 •  South Africa is ranked #1 in the World for Auditing and Financial Reporting by the World Economic Forum.

*Above statistics as of 10 December 2015

4.  WHO SHOULD BE SPONSORING SAICA EVENTS?

SAICA members function in a multitude of roles. Some members provide auditing and financial reporting and 

advisory services, either as members of the large auditing firms or in small and medium practices while the 

majority are members in business – either in CEO or CFO roles in the public and private sector, employed in 

financial services companies, or running their own entrepreneurial operations. Gatherings of CAs(SA) are 

sometimes going to present a cross-section of business talent and at others a much more targeted audience. The 

SAICA events calendar includes, among others,

national and regional member dinners, regional golf days, new member welcoming events, business breakfasts 

covering diverse but targeted subjects, industry targeted discussions and forums, annual regional conferences– 

a variety that allows a sponsor to select the target audience with which they wish to interact, and partner with 

the event that delivers that audience.

In particular, any company active in ERM, recruitment, IT or governance systems, transactional, financial, banking 

or corporate banking services or the SME sphere is ideally placed to benefit from event sponsorship. Generating 

the most value requires the sponsor and SAICA to determine the goals of the partnership, choose the event(s) 

with the right attendance profile to match the target audience required, and tailoring the branding and sponsor

interaction at the event for maximum impact.

5.  FIVE TOP TIPS FOR GETTING THE MOST OUT OF EVENT SPONSORSHIP

5.1  Secure the right fit

SAICA events range from small business breakfasts and armchair discussions, to celebratory black-tie dinners 

and informal golf days. Each event adopts a specific tone and attracts a specific demographic among SAICA 

members and their clients, varying by age, region and areas of speciality. By being absolutely clear on the goals 

a sponsored event must achieve, you can ensure that you pick the right event, pitched at the right point on the 

business/ recreation scale, to accomplish these goals.

5.2  Know what you’re getting

This applies to any sponsorship: to succeed in building long-term partnerships, sponsors need to be absolutely 

clear on the facilities, branding opportunities and SAICA support they will receive in return for sponsoring an 

event. As with securing the right fit, it is a matter of understanding who your target audience is, and how best to 

engage them – and includes making sure that the event’s tone reinforces the sponsorship’s objectives.

A SAICA event is an opportunity for the sponsor’s representatives to interact and network one-on-one with a 

range of business talent – before, during and after the event – and this engagement needs to be planned and 

implemented on as many levels as possible. Also, depending on the purpose of the event, it may be advisable to 

choose gregarious, dedicated networkers as company representatives for certain occasions. For a more 

technical, “business hours” event, in contrast, the sponsor’s team may need to be chosen more for their 

technical proficiency than their people skills – it all depends on the tone and purpose of the event.

5.3  Know how to spend your budget

As any exposition veteran will attest, if a company spends R100 on its stand at an exhibition, it needs to spend 

R300 more on its engagement at that stand to optimise the value it can create. While this proportion is a rule of 

thumb, it’s the principle that counts. Simply sponsoring an event will create awareness, but not traction – 

sponsors need to ensure that enough sponsor delegates attend, with the tools to have an impact and secure 

maximum awareness and engagement between attendees, the sponsor’s personnel, products and services. 

5.4  Get Board and employee buy-in

The most effective sponsorships are long-term relationships that continue to build loyalty and engage like-minded 

strategic partners. Such long-term objectives are impossible without a board of directors that supports the aims 

and outcomes of an event sponsorship. By the same token, the crucial face-to-face engagement at events cannot 

be accomplished without enthusiastic sponsor delegates in attendance, who are aligned to the sponsorship 

objectives.

5.5  Let the customers know

Whilst branding may not be the be-all and end-all of a sponsorship deal, increasing the sponsor’s profile is 

nevertheless an important objective. To get maximum value from an event, the sponsor should actively promote 

it among potential attendees beforehand, make sure their team creates a memorable impression during the 

event, and afterwards ensure that publicity about the event is circulated in the news media. It is also crucial to 

follow up, getting feedback from attendees and cementing new relationships.

6.  TERMS & CONDITIONS

The terms below apply to all promotional and sponsorship opportunities for 2016. Existing sponsors have the first 

right of refusal on the respective opportunities that they sponsored in 2015. Sponsorship opportunities are also 

allocated on a “first come first served” basis once an existing sponsor’s first right of refusal has been exercised.

 •  All design, printing and mailing is handled by SAICA.

 •  The size and positioning of sponsoring company’s logos must be in accordance with SAICA’s corporate  

  identity guidelines.

 •  SAICA is open to suggestions from sponsors as to how they wish to promote their Organisations services  

  or products. Hard selling, soliciting and aggressive promotion is not conducive to gaining member interest  

  and all promotion and marketing should be  in good taste.

 •  All sponsorships are based on the value of reaching the SAICA members and not on the actual cost.

 •  Depending on the value of the sponsorship, SAICA is able to provide contact details of attendees to the  

  sponsor (as per the timelines indicated in the relevant sponsorship contract) however in terms of the  

  Access to Protection of Personal Information Act, as well as our members’ rights to privacy, members 

  maintain the right to refuse to be contacted.

 •  Payment of the full sponsorship amount must be made directly to SAICA before each event.

 •  The event will be co-ordinated and arranged by SAICA (this includes all the event administration as well as  

  the selection of venues, speakers, topics etc)

 •  All promotional and marketing material required to be distributed to attendees must be delivered to the  

  SAICA Offices as per time lines indicated in the Sponsorship agreement.

 •  Any gifts or presentations to speakers/presenters will be chosen by/agreed to by SAICA.

Kindly note that VAT is excluded from all sponsorship values indicated.

7.  SAICA CORPORATE SPONSORSHIP OPPORTUNITIES 2016

7.1  EVENTS

7.1.1 Annual Dinners

These are exclusive black tie events with networking characteristics. They have been running successfully in all 

the regions and districts for several years. A guest speaker or entertainer is usually the main act. The event 

provides a captive audience and succeeds to attract members across our diverse membership base.  It is open 

to all SAICA members and associates and they are welcome to bring guests. This is an ideal platform to 

showcase one’s brand to both young and upcoming CAs(SA) as well as well-established one’s.

7.1.2 Business Breakfasts

The purpose of the Business Breakfast networking functions is to encourage networking among SAICA members 

and associates. These address current economic and political issues and in the past has been addressed by key 

figures like Dennis Dykes, Clem Sunter, Dr Ruele Khoza, previous governor Gill Marcus to name a few. The 

breakfasts are well attended by members in commerce and industry as well as in accounting and auditing firms. 

The functions are open to all SAICA members and associates and they may invite their clients and business 

associates. If you are seeking exposure to decision makers, this is an ideal event.

7.1.3 Women in Accounting Breakfasts

The objective of this breakfast presentation is to draw on the experiences of prominent women role models in 

business regarding the challenges they face and how women CAs(SA) can empower each other. The 

presentations are specifically aimed at women CAs(SA) and women trainee accountants in their last year of 

study. This event attracts women CAs(SA) of all ages and ranks, and thus is suited for organisations looking for 

exposure in this particular market segment.

7.1.4 Golf Days

The objective is to create an opportunity for members to interact socially as well as discuss views relating to the 

profession and business in general. The golf day is open to all SAICA members and associates as well as their 

business associates and colleagues. Golf Days provide a more relaxed atmosphere for members which leads to 

better interactions with sponsor representatives.

7.1.5 New Members Welcoming Events

The objective of the welcoming event for new members is to acknowledge the new entrants and welcome them 

to the profession. Usually a guest speaker is invited from the profession to address the new members. It is 

normally a cocktail ceremony at which new members pledge to the SAICA Code of Professional Conduct and 

receive individual pledge certificates. These events provide a good platform to introduce one’s brand and its 

offerings to future decision makers early on in their careers. 

7.1.6 Trainee Sports Days

The objective of the Sports Days is to provide an informal networking and mentorship platform. The day includes 

various sports activities and games. An opportunity to meet and network with fellow trainees and young 

members. Trainees are prospective members and association with them at this early stage would provide long 

term brand association and loyalty.

7.1.7 Young CAs Networking Events

SAICA sees these events as an opportunity to create a dynamic setting where like-minded, progressive young 

CAs(SA) could meet, maintain and enhance their networks. In addition to creating an excellent networking 

opportunity, the events are designed to offer CAs(SA) UNDER 35 the opportunity to develop themselves 

professionally in an entertaining, interactive and practical way. These are CAs(SA) on the rise and one of the most 

lucrative market segments in the market today. 

These events are cocktail ceremonies with a networking element. Presenters chosen are specialists in their fields 

and are carefully selected to address issues that the Young CAs(SA) might be facing in their quest for reaching 

greater heights.

7.1 .8 SPONSORSHIP BENEFITS - EVENTS
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7.2  CONFERENCES

7.2.1 SAICA Leadership summit

This multi-speaker summit aims to bring together a panel of high profile executives, industry specialists and 

financial decision makers to discuss today’s burning issues in the field of finance and leadership. The conference 

aims to address the challenges that these leaders are facing. Through this conference, we aim to meet these 

delegates’ needs by matching them with the ideal solution provider. By sponsoring this conference, you will be 

placed on a platform to demonstrate your expertise in front of these business decision makers and to illustrate 

exactly how your solution can address their challenges. The summit addresses topics related to risk, corporate

governance, leadership, financial management and benchmarking. The conference takes place over 2 days, and 

consist of speaker presentations, facilitator-led panels and interactive workshops and is targeted at CEOs, CFOs, 

group financial executives, management accountants, senior financial managers, risk managers, strategists, 

consultants and other senior officials in business.

7.2.2 Women in Leadership Conference

The objective of this multi-speaker conference is to provide an opportunity for women to get together and learn 

from the experiences of other powerful, inspiring and successful women in business. The attendees gain 

first-hand information on the challenges faced by women in leadership, and how they overcome the odds to 

achieve success. The conference is aimed at women CAs(SA), trainees and associates. It is normally a full day 

conference.

7.2.3 Northern Region Spring Conference

The objective of this conference is to provide an opportunity for members from the Northern Region which 

comprises of Gauteng, Mpumalanga and Limpopo, to get together and learn from the speakers with an additional 

element of networking. Usually ran over three days with the Northern Region Golf Day held on Day 1, Conference 

and Gala Dinner on Day 2 and conference closing on Day 3. This provides networking opportunities to the sponsor 

in a variety of formal and informal settings. The conference is open to all SAICA members and associates and 

some opt to bring their spouses as well.

7.2.4 Central Region Summer Conference

The Summer Conference is hosted in October of each year attracting SAICA members from across the Central 

Region which includes Free State, Northern Cape and North West. The conference provides an ideal opportunity 

for members to network and meet with fellow CAs(SA) in a relaxed social environment.

The conference takes place over a weekend (Friday-Sunday) and is only open to SAICA members and associates 

and attendees range from newly qualified members to those that have been in the profession for years.

7.2.5 SPONSORSHIP BENEFITS - CONFERENCES

Benefits    Gold Silver Exhibitor

ONLINE PROMOTION

The sponsor’s logo will be added to the “Seminars and Events” member Newsletter 

as well as on the sponsored event brochure on the SAICA event booking system. 

The logo will be hyperlinked to  the sponsor’s website  Y Y N

The sponsor’s logo will be included on the information page of the SAICA website 

and hyperlinked to the sponsor’s website  Y Y N

OPENING ADDRESS

Sponsors may have an opening address in the formal ceremony  10min 5min N

ACKNOWLEDGEMENTS

The sponsor will be acknowledged at the closing address or at an appropriate time  Y Y N

MAIN VENUE BRANDING

Corporate pull-up banners may be displayed in the main registration area  2 banners 1 banner N

Corporate pull-up banners may be displayed next to the podium  2 banners 1 banner N

Corporate logo will appear  Y Y N

May provide stationery on delegate desks inside venue  Y Y N

MARKETING OPPORTUNITIES

Marketing material may be distributed by the sponsor  Y Y Y

1x table and 2x chairs, to promote sponsor products, will be supplied in the tea area  

(space permitting) or alternatively at the back of the conference room  Y Y Y

ATTENDANCE

The sponsor may send delegates to the event at no cost (excl travel and accomodation 

costs)     8 6  2

DELEGATE LIST

The sponsor will receive a list of opt-in delegates one week after the event takes place, 

with one piece of contact information. Please select either their full name and postal 

address, or email address or telephone number  Y Y  N

7.3  AWARDS

7.3.1 SAICA Top 35 Under  35 Awards

Get ready to meet the most talented young CAs(SA) in business! They are the young innovators, risk-takers, 

rule-breakers and stars in business. They’re all under 35 and are making their mark. The process of choosing the 

top 35 under 35 begins with nominations and entries. Nomination and entries are judged by top CA(SA) business 

leaders in South Africa) and voted for by readers of Accountancy SA. 

8.  SEMINARS

As of 2016, SAICA is introducing a new model for the delivery of Seminars. The delivery mode will have a face to 

face as well as a digital component for most of our offerings. The following competency areas are available for 

sponsorship and we will tailor a package to suit your company’s needs.

8.1  COMPETENCY AREAS

 • Financial Reporting

 • Tax

 • Integrated Reporting

 • Management Accounts

 • Cost Accounting

 • Audit + Assurance

 • Business Legislation

For more information on the available opportunities regarding Seminars you may contact Langa Mconi, Senior 

Executive: Service Delivery, via email on langam@saica.co.za



INTRODUCTION

1.  PARTNERING FOR MUTUAL BENEFIT

The South African Institute of Chartered Accountants (SAICA) and South Africa’s business community have a 

long, multifaceted and mutually beneficial relationship – one facet being the number of companies that invest in 

the sponsorship of SAICA events. Most of our sponsors have partnered with us for a number of years. They see 

the SAICA association as more than a corporate branding exercise; in terms of the audience that they reach and 

the calibre of delegates they are speaking to, these events give sponsors the opportunity to build loyal 

partnerships across a network of some of the country’s finest business minds. SAICA is the foremost 

accountancy body in the country and its influence spreads far beyond our borders. South Africa has been 

honoured by the World Economic Forum as the top-ranked country in the world for Auditing and Financial 

Reporting for five years running.

 

SAICA is a not-for-profit professional organisation that provides a wide range of support services to its members 

and associates, enabling them to play a key role in the growth of a rapidly changing South African economy. 

CAs(SA) form one of the most lucrative market segments in South Africa – a niche market with the highest 

professional and personal buying power in the country. CAs(SA) hold management and directorship positions and 

various “C” suite decision-making positions across listed, parastatal and public sector organisations.

2.  UNLOCK VALUE THROUGH SPONSORSHIP

SAICA’s mission is to promote the Chartered Accountancy profession, thereby creating sustainable value for our 

members and stakeholders, in this case our sponsors. By committing to repeated sponsorship of the right SAICA 

event, targeting the right audience in the right frame of mind, a sponsor is able to build relationships across the 

board in a growing, diversifying business environment. We believe that through strong business partnerships, we 

will continue to demonstrate value to our members and stakeholders. By sponsoring SAICA events, companies 

are afforded the opportunity to market directly to our members and to tap into a substantial network of CAs(SA), 

who are leaders in various sectors as entrepreneurs, financial services professionals or leaders in large and listed 

businesses.

CAs(SA) BY THE NUMBERS

 •  74.3% of Chief Financial Officers of the JSE top 200 are CAs(SA)

 •  23.8% of Directors of the JSE top 200 are CAs(SA)

 •  21% of Chief Executive Officers of the JSE top 200 are CAs(SA)

*The above statistics are as at 31 July 2015

3.  REASONS TO BELIEVE

The use of the CA(SA) designation is governed by the Chartered Accountant’s Designation Act No 67 of 1993, 

which regulates and permits the use the CA(SA) designation exclusively to members of SAICA.

 •  As at 10 December 2015, SAICA has a membership comprised of 39 788;

 •  3 898 CAs(SA) are African, excluding Coloured and Indian members;

 •  34% of CAs(SA) are female and 66% are male;

 •  There is a prospective CA(SA) pipeline of more than 9 000 trainees;

 •  CA(SA) education and training is subject to standards that meet, and in many instances exceed, 

  international standards;

 •  The South African Qualifications Authority (SAQA) recognises SAICA as the only accounting professional  

  Education and Training Quality Assurer (ETQA) in the country;

 •  The CA(SA) was the first learnership registered by the Department of Labour through FASSET, the SETA  

  for finance, accounting, management consulting and other financial services;

 •  SAICA is a member of the International Chartered Accountants Group of Executives (CAGE), whose  

  education standards exceed those of the International Federation of Accountants (IFAC).

 •  South Africa is ranked #1 in the World for Auditing and Financial Reporting by the World Economic Forum.

*Above statistics as of 10 December 2015

4.  WHO SHOULD BE SPONSORING SAICA EVENTS?

SAICA members function in a multitude of roles. Some members provide auditing and financial reporting and 

advisory services, either as members of the large auditing firms or in small and medium practices while the 

majority are members in business – either in CEO or CFO roles in the public and private sector, employed in 

financial services companies, or running their own entrepreneurial operations. Gatherings of CAs(SA) are 

sometimes going to present a cross-section of business talent and at others a much more targeted audience. The 

SAICA events calendar includes, among others,

national and regional member dinners, regional golf days, new member welcoming events, business breakfasts 

covering diverse but targeted subjects, industry targeted discussions and forums, annual regional conferences– 

a variety that allows a sponsor to select the target audience with which they wish to interact, and partner with 

the event that delivers that audience.

In particular, any company active in ERM, recruitment, IT or governance systems, transactional, financial, banking 

or corporate banking services or the SME sphere is ideally placed to benefit from event sponsorship. Generating 

the most value requires the sponsor and SAICA to determine the goals of the partnership, choose the event(s) 

with the right attendance profile to match the target audience required, and tailoring the branding and sponsor

interaction at the event for maximum impact.

5.  FIVE TOP TIPS FOR GETTING THE MOST OUT OF EVENT SPONSORSHIP

5.1  Secure the right fit

SAICA events range from small business breakfasts and armchair discussions, to celebratory black-tie dinners 

and informal golf days. Each event adopts a specific tone and attracts a specific demographic among SAICA 

members and their clients, varying by age, region and areas of speciality. By being absolutely clear on the goals 

a sponsored event must achieve, you can ensure that you pick the right event, pitched at the right point on the 

business/ recreation scale, to accomplish these goals.

5.2  Know what you’re getting

This applies to any sponsorship: to succeed in building long-term partnerships, sponsors need to be absolutely 

clear on the facilities, branding opportunities and SAICA support they will receive in return for sponsoring an 

event. As with securing the right fit, it is a matter of understanding who your target audience is, and how best to 

engage them – and includes making sure that the event’s tone reinforces the sponsorship’s objectives.

A SAICA event is an opportunity for the sponsor’s representatives to interact and network one-on-one with a 

range of business talent – before, during and after the event – and this engagement needs to be planned and 

implemented on as many levels as possible. Also, depending on the purpose of the event, it may be advisable to 

choose gregarious, dedicated networkers as company representatives for certain occasions. For a more 

technical, “business hours” event, in contrast, the sponsor’s team may need to be chosen more for their 

technical proficiency than their people skills – it all depends on the tone and purpose of the event.

5.3  Know how to spend your budget

As any exposition veteran will attest, if a company spends R100 on its stand at an exhibition, it needs to spend 

R300 more on its engagement at that stand to optimise the value it can create. While this proportion is a rule of 

thumb, it’s the principle that counts. Simply sponsoring an event will create awareness, but not traction – 

sponsors need to ensure that enough sponsor delegates attend, with the tools to have an impact and secure 

maximum awareness and engagement between attendees, the sponsor’s personnel, products and services. 

5.4  Get Board and employee buy-in

The most effective sponsorships are long-term relationships that continue to build loyalty and engage like-minded 

strategic partners. Such long-term objectives are impossible without a board of directors that supports the aims 

and outcomes of an event sponsorship. By the same token, the crucial face-to-face engagement at events cannot 

be accomplished without enthusiastic sponsor delegates in attendance, who are aligned to the sponsorship 

objectives.

5.5  Let the customers know

Whilst branding may not be the be-all and end-all of a sponsorship deal, increasing the sponsor’s profile is 

nevertheless an important objective. To get maximum value from an event, the sponsor should actively promote 

it among potential attendees beforehand, make sure their team creates a memorable impression during the 

event, and afterwards ensure that publicity about the event is circulated in the news media. It is also crucial to 

follow up, getting feedback from attendees and cementing new relationships.

6.  TERMS & CONDITIONS

The terms below apply to all promotional and sponsorship opportunities for 2016. Existing sponsors have the first 

right of refusal on the respective opportunities that they sponsored in 2015. Sponsorship opportunities are also 

allocated on a “first come first served” basis once an existing sponsor’s first right of refusal has been exercised.

 •  All design, printing and mailing is handled by SAICA.

 •  The size and positioning of sponsoring company’s logos must be in accordance with SAICA’s corporate  

  identity guidelines.

 •  SAICA is open to suggestions from sponsors as to how they wish to promote their Organisations services  

  or products. Hard selling, soliciting and aggressive promotion is not conducive to gaining member interest  

  and all promotion and marketing should be  in good taste.

 •  All sponsorships are based on the value of reaching the SAICA members and not on the actual cost.

 •  Depending on the value of the sponsorship, SAICA is able to provide contact details of attendees to the  

  sponsor (as per the timelines indicated in the relevant sponsorship contract) however in terms of the  

  Access to Protection of Personal Information Act, as well as our members’ rights to privacy, members 

  maintain the right to refuse to be contacted.

 •  Payment of the full sponsorship amount must be made directly to SAICA before each event.

 •  The event will be co-ordinated and arranged by SAICA (this includes all the event administration as well as  

  the selection of venues, speakers, topics etc)

 •  All promotional and marketing material required to be distributed to attendees must be delivered to the  

  SAICA Offices as per time lines indicated in the Sponsorship agreement.

 •  Any gifts or presentations to speakers/presenters will be chosen by/agreed to by SAICA.

Kindly note that VAT is excluded from all sponsorship values indicated.

7.  SAICA CORPORATE SPONSORSHIP OPPORTUNITIES 2016

7.1  EVENTS

7.1.1 Annual Dinners

These are exclusive black tie events with networking characteristics. They have been running successfully in all 

the regions and districts for several years. A guest speaker or entertainer is usually the main act. The event 

provides a captive audience and succeeds to attract members across our diverse membership base.  It is open 

to all SAICA members and associates and they are welcome to bring guests. This is an ideal platform to 

showcase one’s brand to both young and upcoming CAs(SA) as well as well-established one’s.

7.1.2 Business Breakfasts

The purpose of the Business Breakfast networking functions is to encourage networking among SAICA members 

and associates. These address current economic and political issues and in the past has been addressed by key 

figures like Dennis Dykes, Clem Sunter, Dr Ruele Khoza, previous governor Gill Marcus to name a few. The 

breakfasts are well attended by members in commerce and industry as well as in accounting and auditing firms. 

The functions are open to all SAICA members and associates and they may invite their clients and business 

associates. If you are seeking exposure to decision makers, this is an ideal event.

7.1.3 Women in Accounting Breakfasts

The objective of this breakfast presentation is to draw on the experiences of prominent women role models in 

business regarding the challenges they face and how women CAs(SA) can empower each other. The 

presentations are specifically aimed at women CAs(SA) and women trainee accountants in their last year of 

study. This event attracts women CAs(SA) of all ages and ranks, and thus is suited for organisations looking for 

exposure in this particular market segment.

7.1.4 Golf Days

The objective is to create an opportunity for members to interact socially as well as discuss views relating to the 

profession and business in general. The golf day is open to all SAICA members and associates as well as their 

business associates and colleagues. Golf Days provide a more relaxed atmosphere for members which leads to 

better interactions with sponsor representatives.

7.1.5 New Members Welcoming Events

The objective of the welcoming event for new members is to acknowledge the new entrants and welcome them 

to the profession. Usually a guest speaker is invited from the profession to address the new members. It is 

normally a cocktail ceremony at which new members pledge to the SAICA Code of Professional Conduct and 

receive individual pledge certificates. These events provide a good platform to introduce one’s brand and its 

offerings to future decision makers early on in their careers. 

7.1.6 Trainee Sports Days

The objective of the Sports Days is to provide an informal networking and mentorship platform. The day includes 

various sports activities and games. An opportunity to meet and network with fellow trainees and young 

members. Trainees are prospective members and association with them at this early stage would provide long 

term brand association and loyalty.

7.1.7 Young CAs Networking Events

SAICA sees these events as an opportunity to create a dynamic setting where like-minded, progressive young 

CAs(SA) could meet, maintain and enhance their networks. In addition to creating an excellent networking 

opportunity, the events are designed to offer CAs(SA) UNDER 35 the opportunity to develop themselves 

professionally in an entertaining, interactive and practical way. These are CAs(SA) on the rise and one of the most 

lucrative market segments in the market today. 

These events are cocktail ceremonies with a networking element. Presenters chosen are specialists in their fields 

and are carefully selected to address issues that the Young CAs(SA) might be facing in their quest for reaching 

greater heights.

7.1 .8 SPONSORSHIP BENEFITS - EVENTS

7.1.9  SPONSORSHIP BENEFITS- GOLF DAYS

09

7.2  CONFERENCES

7.2.1 SAICA Leadership summit

This multi-speaker summit aims to bring together a panel of high profile executives, industry specialists and 

financial decision makers to discuss today’s burning issues in the field of finance and leadership. The conference 

aims to address the challenges that these leaders are facing. Through this conference, we aim to meet these 

delegates’ needs by matching them with the ideal solution provider. By sponsoring this conference, you will be 

placed on a platform to demonstrate your expertise in front of these business decision makers and to illustrate 

exactly how your solution can address their challenges. The summit addresses topics related to risk, corporate

governance, leadership, financial management and benchmarking. The conference takes place over 2 days, and 

consist of speaker presentations, facilitator-led panels and interactive workshops and is targeted at CEOs, CFOs, 

group financial executives, management accountants, senior financial managers, risk managers, strategists, 

consultants and other senior officials in business.

7.2.2 Women in Leadership Conference

The objective of this multi-speaker conference is to provide an opportunity for women to get together and learn 

from the experiences of other powerful, inspiring and successful women in business. The attendees gain 

first-hand information on the challenges faced by women in leadership, and how they overcome the odds to 

achieve success. The conference is aimed at women CAs(SA), trainees and associates. It is normally a full day 

conference.

7.2.3 Northern Region Spring Conference

The objective of this conference is to provide an opportunity for members from the Northern Region which 

comprises of Gauteng, Mpumalanga and Limpopo, to get together and learn from the speakers with an additional 

element of networking. Usually ran over three days with the Northern Region Golf Day held on Day 1, Conference 

and Gala Dinner on Day 2 and conference closing on Day 3. This provides networking opportunities to the sponsor 

in a variety of formal and informal settings. The conference is open to all SAICA members and associates and 

some opt to bring their spouses as well.

7.2.4 Central Region Summer Conference

The Summer Conference is hosted in October of each year attracting SAICA members from across the Central 

Region which includes Free State, Northern Cape and North West. The conference provides an ideal opportunity 

for members to network and meet with fellow CAs(SA) in a relaxed social environment.

The conference takes place over a weekend (Friday-Sunday) and is only open to SAICA members and associates 

and attendees range from newly qualified members to those that have been in the profession for years.

7.2.5 SPONSORSHIP BENEFITS - CONFERENCES

7.3  AWARDS

7.3.1 SAICA Top 35 Under  35 Awards

Get ready to meet the most talented young CAs(SA) in business! They are the young innovators, risk-takers, 

rule-breakers and stars in business. They’re all under 35 and are making their mark. The process of choosing the 

top 35 under 35 begins with nominations and entries. Nomination and entries are judged by top CA(SA) business 

leaders in South Africa) and voted for by readers of Accountancy SA. 

Sponsorship investment (excl VAT) R265000 R245000 R160000 R53000

Benefits   Platinum Gold Silver Bronze

ONLINE PROMOTION

The sponsor’s logo will be added to all marketing material in the printed

and online space. For online material the logo will be hyperlinked. Y Y Y Y

The sponsor will get FPFC adverts in the Accountancy SA Y (4 FPFC) Y (3 FPFC) Y (2 FPFC) Y (1 FPFC)

The sponsor wil get banner advertising on the Accountancy SA website

for the duration of the campaign (Main header) (2nd Header) (Main right) (2nd right)

OPENING ADDRESS

Sponsors may have an opening address in the formal ceremony 10min 5min N N

MAIN VENUE BRANDING

Corporate pull-up banners may be displayed in the main registration area 4 banners 4 banners 3 banners 2 banner

Corporate pull-up banners may be displayed next to the podium 1 media wall 4 banners 3 banners 2 banner

Logo may be displayed on the event holding slide Y Y Y Y

MARKETING OPPORTUNITIES

One gift pack may be supplied by the sponsor Y Y Y Y

Marketing material may be inserted into the delegate bags 2 items 2 items 1 item 1 item

Exclusive branded delegate bags to be supplied by sponsor Y N N N

ATTENDANCE

The sponsor may send delegates to the event at no cost (excl travel and

accomodation costs) 12 10 8 6

8.  SEMINARS

As of 2016, SAICA is introducing a new model for the delivery of Seminars. The delivery mode will have a face to 

face as well as a digital component for most of our offerings. The following competency areas are available for 

sponsorship and we will tailor a package to suit your company’s needs.

8.1  COMPETENCY AREAS

 • Financial Reporting

 • Tax

 • Integrated Reporting

 • Management Accounts

 • Cost Accounting

 • Audit + Assurance

 • Business Legislation

For more information on the available opportunities regarding Seminars you may contact Langa Mconi, Senior 

Executive: Service Delivery, via email on langam@saica.co.za
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 Region Event                                           Sponsorship Investment (Excl. VAT)    

   Exhibitor Silver  Gold 

 Central Free State Golf day  15 000,00 N 35 000,00  

 Central North West Golf day  15 000,00 N 30 000,00  

 Central Northern Cape golf day 15 000,00 N 30 000,00  

 Central Free State annual dinner   N 90 000,00 110 000,00  

 Central Northern Cape annual dinner / cocktail event N 25 000,00 30 000,00 

 Central Central Region Summer Conference   30 000,00 65 000,00 95 000,00 

 Central Business Breakfast - Bloemfontein  N 30 000,00 38 000,00 

 Central Women in Accounting Breakfast  N 30 000,00 38 000,00

 Central YCAN Networking Event N 20 000,00 25 000,00 

     

 Eastern Executive Breakfast   N 45 000,00 55 000,00 

 Eastern Golf Day  15 000,00 30 000,00 40 000,00 

 Eastern Annual Dinner  N N 240 000,00  

 Eastern Women in the Profession Breakfast  N 30 000,00 40 000,00 

 Eastern Executive Breakfast 2  N 48 000,00 55 000,00 

 Eastern New Members Welcoming Event  N N 55 000,00

     

 Southern MiB Discussion   N N 53 000,00 

 Southern MiB Discussion 2  N N 53 000,00 

 Southern YCAN Networking Event 1  20 000,00 N 60 000,00 

 Southern YCAN Networking Event 2  20 000,00 N 60 000,00 

 Southern Business Breakfast   N 55 000,00 65 000,00 

 Southern Woman In Accounting Breakfast  N 55 000,00 65 000,00 

 Southern New Members Welcoming Event  N N 75 000,00 

 Southern New Members Welcoming Event 2  N N 75 000,00 

 Southern Annual Dinner  N 240 000,00  270 000,00 

     

 Northern Lowveld Trainee Sports Day  N 15 000,00 20 000,00 

 Northern Highveld Trainees sports day  N 10 000,00 15 000,00 

 Northern Business Breakfast 1- Jhb  N N 120 000,00 

 Northern Business Breakfast 2-Jhb  N N 120 000,00 

 Northern Lowveld Business Breakfast   N 10 000,00 15 000,00 

 Northern Highveld Business Breakfast   N 25 000,00 35 000,00 

 Northern Women In Accounting Breakfast - JHB   N N 60 000,00 

 Northern Women In Accounting  Breakfast 2 - JHB  N 60 000,00 90 000,00 

 Northern Northern Region Annual Dinner (Limpopo)  N N 30 000,00  

 

9.  SPONSORSHIP INVESTMENT

 Region Event            Sponsorship Amount    

    Exhibitor Silver Gold

 Northern Lowveld Annual Dinnner  N 30 000,00 50 000,00 

 Northern New Members Welcoming Event   N N 80 000,00 

 Northern New Members Welcoming Event 2  N N 80 000,00 

 Northern Limpopo New Members Welcoming Event  N N 15 000,00  

 Northern Pretoria New Members Welcoming Event  N N 35 000,00  

 Northern Lowveld  New Members Welcoming Event  N N 15 000,00 

 Northern YCAN Networking event   20 000,00 N 80 000,00 

 Northern YCAN Networking event 2  20 000,00 N 80 000,00 

 Northern Pretoria Golf Day  30 000,00 N 65 000,00

 Northern West Rand Golf Day  8 000,00 N 30 000,00 

 Northern Lowveld Golf Day  5 000,00 15 000,00 20 000,00 

 Northern Northern Region Spring Conference  30 000,00 50 000,00  60 000,00 

 Conferences and other      

   Bronze Silver Gold

 SAICA  Annual Dinner  200 000,00 375 000,00  500 000,00  

 SAICA Women In Leadership Conference   30 000,00 90 000,00  110 000,00

 SAICA  Golf day  30 000,00 50 000,00  80 000,00 

 SAICA Top 35 under 35 Awards  60 000,00 245 000,00  265 000,00 



 Region Event                                           Sponsorship Investment (Excl. VAT)    

   Exhibitor Silver  Gold 

 Central Free State Golf day  15 000,00 N 35 000,00  

 Central North West Golf day  15 000,00 N 30 000,00  

 Central Northern Cape golf day 15 000,00 N 30 000,00  

 Central Free State annual dinner   N 90 000,00 110 000,00  

 Central Northern Cape annual dinner / cocktail event N 25 000,00 30 000,00 

 Central Central Region Summer Conference   30 000,00 65 000,00 95 000,00 

 Central Business Breakfast - Bloemfontein  N 30 000,00 38 000,00 

 Central Women in Accounting Breakfast  N 30 000,00 38 000,00

 Central YCAN Networking Event N 20 000,00 25 000,00 

     

 Eastern Executive Breakfast   N 45 000,00 55 000,00 

 Eastern Golf Day  15 000,00 30 000,00 40 000,00 

 Eastern Annual Dinner  N N 240 000,00  

 Eastern Women in the Profession Breakfast  N 30 000,00 40 000,00 

 Eastern Executive Breakfast 2  N 48 000,00 55 000,00 

 Eastern New Members Welcoming Event  N N 55 000,00

     

 Southern MiB Discussion   N N 53 000,00 

 Southern MiB Discussion 2  N N 53 000,00 

 Southern YCAN Networking Event 1  20 000,00 N 60 000,00 

 Southern YCAN Networking Event 2  20 000,00 N 60 000,00 

 Southern Business Breakfast   N 55 000,00 65 000,00 

 Southern Woman In Accounting Breakfast  N 55 000,00 65 000,00 

 Southern New Members Welcoming Event  N N 75 000,00 

 Southern New Members Welcoming Event 2  N N 75 000,00 

 Southern Annual Dinner  N 240 000,00  270 000,00 

     

 Northern Lowveld Trainee Sports Day  N 15 000,00 20 000,00 

 Northern Highveld Trainees sports day  N 10 000,00 15 000,00 

 Northern Business Breakfast 1- Jhb  N N 120 000,00 

 Northern Business Breakfast 2-Jhb  N N 120 000,00 

 Northern Lowveld Business Breakfast   N 10 000,00 15 000,00 

 Northern Highveld Business Breakfast   N 25 000,00 35 000,00 

 Northern Women In Accounting Breakfast - JHB   N N 60 000,00 

 Northern Women In Accounting  Breakfast 2 - JHB  N 60 000,00 90 000,00 

 Northern Northern Region Annual Dinner (Limpopo)  N N 30 000,00  
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 Region Event            Sponsorship Amount    

    Exhibitor Silver Gold

 Northern Lowveld Annual Dinnner  N 30 000,00 50 000,00 

 Northern New Members Welcoming Event   N N 80 000,00 

 Northern New Members Welcoming Event 2  N N 80 000,00 

 Northern Limpopo New Members Welcoming Event  N N 15 000,00  

 Northern Pretoria New Members Welcoming Event  N N 35 000,00  

 Northern Lowveld  New Members Welcoming Event  N N 15 000,00 

 Northern YCAN Networking event   20 000,00 N 80 000,00 

 Northern YCAN Networking event 2  20 000,00 N 80 000,00 

 Northern Pretoria Golf Day  30 000,00 N 65 000,00

 Northern West Rand Golf Day  8 000,00 N 30 000,00 

 Northern Lowveld Golf Day  5 000,00 15 000,00 20 000,00 

 Northern Northern Region Spring Conference  30 000,00 50 000,00  60 000,00 

 Conferences and other      

   Bronze Silver Gold

 SAICA  Annual Dinner  200 000,00 375 000,00  500 000,00  

 SAICA Women In Leadership Conference   30 000,00 90 000,00  110 000,00

 SAICA  Golf day  30 000,00 50 000,00  80 000,00 

 SAICA Top 35 under 35 Awards  60 000,00 245 000,00  265 000,00 


