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With what seems like the biggest threats around 
COVID-19 as something of the past, a few life 
insurers are in the process of releasing their latest 
claims stats for 2021. It is quite clear that 2021 

hit insurers significantly more than the 2020 financial year, 
with the last bit of the Beta variant and the most claims from 
arising from the Delta variant The rest of the data is not much 
of a surprise, with cancer claims once again being high up on 
the scale. Breast cancer amongst women and prostate cancer 
amongst men was/is the highest. These are important statis-
tics, shared by insurers, that can drive conversation points with 
clients. We urge you to delve a bit deeper and have these hard-
hitting conversations with your clients.

Equally volatile and challenging is climate change and its direct 
impact on our pockets… Aon’s recently released 2020 Weather, 
Climate and Catastrophe Insight Report shows that only 38 
percent of natural peril losses were covered by insurance, 
with $343 Billion in global weather and catastrophe-related 
economic losses reported in 2021. The reality is that this is 
only going to get worse… with the big question: how do we as 
an industry prepare for this, and are the efforts from global 
communities to reduce their carbon footprints enough to slow 
this down?

In this edition, we once again touch on all the relevant stuff, 
with a bit of a focus on investments. In my research on what 
is most relevant, there is no doubt that Environmental, Social, 
and Governance (ESG) investing is top of mind and it’s good to 
see how there is a real focus on sustainability and an effort to 
make this world a better place. In the same breath, we are also 
seeing a real interest in crypto assets. A recent study done by 
BrokerChooser, a UK based portal for clients to find brokers, 
revealed that South Africa rated first in the top 10 countries 
with the most interest in crypto assets among their first-time 
investor clients, followed by India, Japan, Australia, Ireland and 
the UK. They also revealed that South Africa appeared in the top 
10 countries regarding stocks, forex, CFDs, options and funds 
as essential investments, with 42.8% of first time investors 
considering forex a must-have. 

We live in interesting times… and you have to be wide awake to 
stay on top of all the developments. 

It’s June… we’re halfway through the year. Stay safe, work hard, 
and remember the importance of getting a good work-life 
balance. 

Rianet Whitehead l Editor

letter from the editor
“An investment in 
knowledge pays 
the best interest.” 
— Benjamin Franklin



PPS is a licensed life insurer, controlling company and FSP.

It’s not something you forget;
not knowing when it’ll be safe again,
to go outside, to buy bread or board a bus.

It’s 1941 when PPS starts protecting professionals’ livelihoods.
Over 80 years later, nothing’s changed.

Read about the R1.4 billion in COVID-19 claims and R4.4 billion in total claims 

paid out to our members, in the PPS 2021 Financial Results. Visit pps.co.za/2021.
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B
uilding a strong and loyal 
customer base is not a 
dynamic that can be created 
by using a loyalty card, 
but rather by the quality of 
the service that a financial 
adviser provides. 

This is especially true since the onset of the 
global COVID-19 pandemic, where financial 
burdens experienced by many have made 
investors more financially astute and aware 
of the value in their financial portfolios. 

Consistency and insight
We are moving to a time where access to 
information, as well as the various online 
products, are creating investors that are 
more engaged with their financial wellbeing. 

If financial advisers are out of sight, they 
will also be out of the client’s field of vision 
when seeking the services of a financial 
adviser or wealth manager. 

Traditional loyalty programmes may show 
short-term support, but with financial 
matters, it’s about consistency and insight 
that creates a long-term customer. If a 
financial adviser wants to retain a customer, 
then it needs to be less about product 
pushing and more about listening to what 
the client needs and adding value to the 
client’s life and their financial journey. 

By empowering your brokerage and adopt-
ing quality data and reporting tools, it will 
enable you to provide specialised and 
unique advice and allow for accurate report-
ing. These tools will help financial advisers 
keep their customers engaged, and also 
keep clients well informed of changes in 
policies or new product offerings that would 
add to securing their financial future. 

Regular client engagement 
Concern about a secure financial future is 
on every client’s mind. Unfortunately, the 
past two years have created great finan-
cial uncertainty, with many clients having 
financial positions that have changed. In 
addition, rising inflation is putting a squeeze 
on how much clients have available to set 

aside. So, many clients are relooking their 
investment portfolios with greater scrutiny. 

Financial advisers who communicate 
regularly with their clients and keep them 
informed, ensuring that they are always 
fully aware of their financial position, will 
secure long-term clients. And loyalty has 
more positive consequences for a brand 
that is actively investing in its client’s finan-
cial wellbeing. With loyal customers, come 
referrals, allowing the business to grow. 

With regular client engagement, a person’s 
portfolio can be adjusted to suit the 
changes in their financial position, and 
the client will return when life changes 
occur. These may include life events such 
as marriage, the birth of a child, death, 
purchasing a home or a divorce. All signifi-
cant life changes require a review of the 
client’s portfolio and this, in turn, creates 
better customer relationships and increases 
the value for both the client and adviser.

Mutually beneficial relationship
However, it isn’t just about communicat-
ing. For financial advisers who truly want 
to add value to their client’s life, it’s vital 
that they have a comprehensive view of the 

client’s current financial standing, across 
all the financial services providers, where 
the various financial products and policies 
are held. The monthly financial statements 
that present the information will ensure that 
every financial decision made is based on a 
sound set of high-quality data. 

Ensuring that a client’s financial standing is 
well taken care of, and that they understand 
the value of their financial adviser and their 
impact on their financial future is not just 
about pushing a product, but is about advis-
ing them on their future, and this will likely 
become a long-term and mutually beneficial 
relationship. This is how businesses in the 
financial advisory and wealth management 
sector will be able to build a lasting institu-
tion and a sustainable long-term brokerage 
or advisory service. 

Tshepo Motang
Sales and Key Account 
Manager
Seed Analytics

A FREE SMOOTHIE 
does not make a loyal customer 
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MENTORSHIP VS THOUGHT LEADERSHIP 
and becoming a trusted voice in the 
profession

M
entorship, thought leadership and becoming a 
trusted voice in the financial planning profes-
sion are all activities that can give South Africa’s 
financial and risk advisers an edge in today’s 
competitive business environment. A focus on 
these activities can assist intermediaries and 
financial services providers (FSPs) in attracting 
talent, ensuring the long-term sustainability of 

their businesses and increasing their client base, to name a few of 
the benefits.

Getting the basics down
To begin the discussion, one must distinguish between mentorship 
and thought leadership. Nici Macdonald CFP® and HOD: Certifica-
tion and Standards at the Financial Planners Institute of Southern 
Africa (FPI) explains that mentoring is a partnership in which a 
mentee is assisted in making significant advances in knowledge, 
perspective and vision in order to develop their full potential; the 
mentor’s wisdom is utilised by the mentee to facilitate and enhance 
new learning and insight. “Thought leadership is the expression 
of ideas that demonstrate you have expertise in a particular field, 
which is closely linked to having a trusted voice in the financial 
services profession,” she says.
 
Her views are closely echoed by Kobus Kleyn a CFP® at Kainos 
Wealth, who points out that “thought leadership and becoming 
a trusted voice in the profession are somewhat interlinked; but 
mentorship stands out separate to these”. In the financial advice 
space, mentoring involves senior advisers taking young advisers 
and/or newcomers to the profession under their proverbial ‘wings’ 
to help them as they set out on their career journeys. “We should be 
focussing on mentorship programmes to stem the loss of young 
advisers that is so common in those early years,” he says. This 
requirement is acknowledged by the FPI, which identifies “engaging 
in the supervised practice of financial planning by practicing experts 
as the most effective method of gaining professional experience for 
new entrants”.

Making all the difference…
Independent trainer and author, Anton Swanepoel CFP®, believes 
that mentorship, thought leadership, and being a trusted voice 
makes all the difference, both from an adviser’s and advice practice’s 
perspective. “If you ask any of the best advisers whether they had 
someone they looked up to in the early part of their career, they 
will tell you, yes,” he says. “In some cases, they had more than one 
person that they learned from … and often the mentor was not even 
aware that the young adviser was watching his or her every move”. 

In fact, one might conclude that the difference between two equally 
gifted advisers stems from thought leadership, and the willingness 
to do what it takes to implement thought leadership ideas timeously.

An endless throng of potential mentees is one of the rewards 
for establishing oneself as a thought leader. Kleyn, who is widely 
recognised for his thought leadership efforts, say that he struggles 
to keep up with requests from young, up-and-coming advisers who 
want to benefit from his experience and insights. 

(Continued on p.10)
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Get the first ever needs-matched life insurance that 
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“I have capacity to help six people at any given time and refer other 
requests to fellow financial planning professionals or to the FPI or 
Million Dollar Round Table (MDRT),” says Kleyn. He adds that the 
number of new and part-established intermediaries who are seeking 
out mentors illustrates the need for associations like the Financial 
Intermediaries Association of Southern Africa (FIA), FPI and MDRT 
to offer mentorship skills programmes.

Setting up a mentorship plan
“The FPI has a structured mentorship programme available for 
their members to use in their practices to train new entrants 
into the profession,” says Macdonald. “This mentorship 
programme is based on the financial planner curriculum and 
competency profile and can assist an employer with a struc-
tured programme and set timelines to assist new entrants”. The 
association has some pointers for financial advisers, planners 
or advice practices keen on getting involved in mentorship. 
First and foremost, you should set up a mentorship plan, and 
stick to it! This framework for this plan becomes clearer when 
asking and answering the following questions:

o What can I impart to another person? What am I passionate 
about and where do my strengths lie? 

o Who can I assist? You will be able to identify your mentor-
ship audience once you have identified what skills you 
can assist them with. Remember: mentorship is not just 
valuable to young graduates entering the profession, but 
to career changers and established financial advisers and 
planners who are keen to upskill or change the advice focus.

o When? Your mentorship programme must fit into your diary 
and schedule, otherwise it will fall by the wayside. Flexibil-
ity is key here and you should strike a balance between a 
formal, structured mentorship programme versus the more 
informal monthly virtual coffee meeting.

o Understanding your why? There are few things more 
rewarding than seeing another person grow and excel 
and knowing you had some part in it. Mentorship not only 
strengthens your abilities, skills and knowledge but assists 
in building the skills needed to future-proof your business 
and to ensure succession planning.

“A mentor does not necessarily have to be a person that sees 
themselves as a thought leader; every person has something 
valuable to impart to someone else … and given that the 
competencies of a financial adviser or planner does not consist 
solely of technical knowledge, but also other softer skills and 
abilities, every person in the profession has a unique voice that 
will be of value to another person,” says Macdonald. This does 
not, however, mean that the FPI does not value thought leaders. 
“Thought leadership is promoted by the FPI via research 
opportunities and creating areas for our members to assist in 
creating value for the profession,” she says.

Accelerating brand and thought leadership
The advent of technology makes it possible for every adviser and/
or advice practice to produce and distribute thought leadership 
content, with the caveat that quality beats quantity in this pursuit. 
“Social media is great for building your brand; but you must bear 
in mind that each article or comment you post, also goes towards 
building your authority, online presence and thought leadership 
profile,” says Kleyn. “You stand out as a thought leader by produc-
ing content that reflects your ideas and challenges; you must be 
authentic, consistent, unique and ensure that your voice is reaching 
the market”.

The future of financial advice hinges on showing the next genera-
tion of advisers the ropes. “The industry cannot be blamed for poor 
mentorship outcomes, because the FAIS legislation in the form of fit 
and proper requirements creates the perfect platform for profes-
sional and structured mentorship,” says Swanepoel. “One could 
argue that the ‘supervision’ requirement mentioned in the regulation 
is, in fact, mentorship”. The accountability for mentorship, therefore, 
lies with the leadership of every single FSP. 

A mistake made by many key individuals (KIs) is to have a ‘compli-
ance supervision’ rather than a ‘professional business development’ 
approach to mentorship. “The leadership of FSPs has to recognise 
that the benefit of mentorship far outweighs the cost of supervi-
sion… in so doing they will transform their supervision requirements 
into mentorship programs,” says Swanepoel. “The culture within 
FSPs dictate whether individuals simply comply with minimum 
supervision standards or whether they mentor future advisers into 
excellence”. He concludes that the best mentors are internally driven 
to make a positive difference to others. 

Becoming a trusted voice
This article kicked off by labelling mentorship, thought leadership 
and being a trusted voice in the financial planning profession as 
core factors for a successful financial or risk advice practice. The 
experts that we challenged on the topic, are in agreement that 
these factors make a huge difference. “If you dedicate yourself 
to producing thought leadership content, you will eventually 
become a trusted voice in the profession… this illustrates that 
thought leadership and trust are interconnected,” concludes Kleyn. 
“Thought leaders could be better mentors; but the topic of mentor-
ship stands alone”.

As for the FPI, they acknowledge that there are pockets of excel-
lence within the profession that have implemented mentorship and 
training programmes that result in well-rounded financial planners 
and advisers. “Having said that, the industry definitely needs to 
do better; many employers underestimate the amount of time and 
resources it takes to equip a new entrant with the competencies 
that are needed in the workplace,” concludes Macdonald. “Practices 
that run successful mentorship programmes usually commit to a 
three-to-five year process to train a financial adviser or planner”.

Gareth Stokes
Stokes Media

IN THE NEWS

MENTORSHIP VS THOUGHT LEADERSHIP 
and becoming a trusted voice in the 
profession (Continued from p.8)
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PSG held its annual conference 
in May – a hybrid event that 

saw delegates gather in-person at Sun 
City as well as join online from all over 
the country. This year’s theme was “Step 
up and stand out”. 

PSG certainly does stand out: not only is 
its refreshed brand featuring a vibrant, 
eye-catching cyan blue, but the firm’s 
most recent annual financial results 
also set it apart from its peers. In an 
environment that has seen many finan-
cial services firms reducing headcount, 
PSG is expanding, investing in its people 
and bolstering its technology-forward 
position. 

It all comes down to the 
people
“Navigating such punishing circumstances 
and producing the results we have, is 
truly remarkable,” said Francois Gouws, 
CEO of PSG Konsult. 

It all comes down to people, he explained. 
“We have a competitive group of profes-
sionals at PSG who don’t let difficult 
circumstances hold them back,” he says. 
As Dan Hugo, CE of PSG Distribution 
pointed out later during the conference, 
more than 40% of advisers have been 
with PSG for longer than 20 years. 

Their achievements are reflected in the 
numerous prestigious awards conferred 
on top-performing advisers and offices 
in various categories. As is tradition at 
PSG, winners are announced at the 
conference’s esteemed gala dinner, 
which formally took place in Sun City 
for the first time since 2019. However, 
thanks to the digital event platform, 
employees throughout the country were 
able to see the winners accept the 
honours on stage. 

External contributors: 
hearing from SA’s 
thought leaders
The conference celebrates PSG’s 
past successes but also looks to the 
future, bringing together renowned 
thought leaders to debate and discuss 
pertinent issues. For example, media 
personality JJ Tabane facilitated a 
panel discussion titled “Picking up the 
pace: how to accelerate economic 
growth” between journalist and political 
analyst, Max du Preez, Chancellor of 
the University of the Free State, 
Bonang Mohale and legal journalist, 
documentary producer and bestselling 
author Karyn Maughan. 

PSG stands out head 
and shoulders – 
thanks to its people

The annual awards encourage healthy 
competition among PSG’s network and 
celebrate not only profitability, but the 
extent to which advisers embrace the 
trusted PSG processes and live the firm’s 
values. 

The awards are given to top performing 
offices and individual advisers in various 
categories. This year’s awards again saw 
some repeat winners – showing continued 
resilience and motivation amongst staff 
and practices. 

And the winners are… 

Office of the year:
PSG Wealth R21 Employee Benefits and Wealth Management. Principals Nerine 
and Neels Brink accepted the award on behalf of the office. Pictured from left: 
Elke Brink, Jan Botha, Nerine Brink, Neels Brink, Nelis Brink, Chantel Swart, 
Gerrie Cilliers, Wayne Stevens.

https://www.psg.co.za/


Employee Benefits office 
of the year:
PSG Wealth R21 Employee 
Benefits also took the honours 
in this category, where its focus 
is on the employee benefits 
business specifically. This is the 
tenth time the office has won 
this award.  

Wealth Adviser of the year:
Nelis Brink, from PSG Wealth 
R21 Wealth Management walked 
away with the achievement – 
continuing his podium position 
where he achieved first place in 
2020, was a finalist in 2021 and 
regained the top spot this year 
at the 2022 awards.

While these individual advisers 
and offices have made signifi-
cant contributions to the ongo-
ing success of the business, 
there are countless others that 
are deserving of recognition. 

For this reason, PSG also took 
the opportunity on the evening 
to recognise those advisers 
that reached certain milestones 
within the business. 

Standing out for all 
the right reasons
According to Dan Hugo, CE of PSG 
Distribution, one of the biggest 
focal areas for PSG is digital 
enhancement. This is set to continue 
over the coming years as various 
systems are implemented across the 
business to continue the company’s 
trajectory as a stand-out, leading 
financial technology firm. Having set 
itself the goal of transforming advis-
ers’ and clients’ digital experiences, 
PSG has invested heavily to ensure 
its technological systems are up to 
the task. 

“I strongly encourage advisers and other 
staff, as well as clients, to make use of 
these systems and processes because 
they’re there to make your life easier,” 
says Hugo. 

Placing the client at the centre of its 
business means using technology to 
communicate with them in a meaningful 
way and the data suggests PSG has been 
successful on this front.

For example, the Think Big series of 
webinars – also available via YouTube or as 
podcasts via Spotify – reached more than 
20 000 live attendees over the last year. 

“There are plenty of other initiatives 
planned to improve client engagement, 
communicate more effectively and 
further cement client relationships,” says 
Hugo. These include regular client feed-
back sessions and hospitality events, as 
well as a better mobile experience and a 
simplified client onboarding tool.  

The newly rebranded PSG looks set 
to continue to stand out, head and 
shoulders above its peers. 

Wealth Manager of the year:
Brian van Rensburg from PSG Namibia (pic-
tured) secured this year’s title. This is a first 
time win for Van Rensburg in the category. 

Insure Adviser of the year:
Markus Fourie (pictured), from the PSG Silver 
Lakes Outeniqua office, once again walked 
away with this award, having won it last year 
for the first time.

Much of the conversation centred on 
the private sector and the role it needs 
to play in addressing issues from land 
reform to education and job creation. 
According to Mohale, “What’s really 
needed is incisive, bold leadership from 
business”, while Du Preez pointed out 
that we have an “innovative, energetic 
private sector and a collapsing public 
sector”. 

However, because the rule of law is so 
precarious, business has every reason 
to be apprehensive about investing in 
SA, from Maughan’s perspective. “It’s all 
very well to say businesses must invest, 
but you need to give them faith that what 
they’re investing in is sustainable and 
safe,” she says.

In his keynote address, Tito Mboweni, former 
Finance Minister and Governor of the 
South African Reserve Bank, added to the 
seriousness of the discussions. He warned 
that we are likely to see steadily rising 
interest rates, with the repo rate possibly 
ending the year at 5.5% to 6%. 

The former Minister also sounded a note 
of caution about pressure on government 
spending – especially from the social 
sector – and the “frightening” rate of 
increase in the debt to GDP ratio.

Given a very uncertain global backdrop 
and the challenges facing SA policymakers 
in an environment of rising inflation but 
pedestrian economic growth, he highlighted 
the urgent need for structural reform.

“There are plenty of other initiatives planned to improve 
client engagement, communicate more effectively and 
further cement client relationships.”
- Dan Hugo, CE: PSG Distribution

https://www.psg.co.za/
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THE EXCITING 

WORLD OF 
AVIATION 
and specialist 
underwriting

S
haring a passion for service and innovation, Azriel 
Aviation Africa Underwriting Agency teamed up with 
Constantia Insurance Company Limited in December 
2018, to establish a formidable aviation insurer in 
Africa. 

Jan Coetzee, MD of Azriel Aviation Africa has 
been involved in aviation insurance since 1988 and 

has been managing underwriting agencies since 1995. FAnews
spoke to Coetzee about the partnership, what differentiates Azriel 
Aviation Africa from other aviation underwriters and more.

QYou have established a formidable partnership with 
Constantia Insurance. Why do you believe a partnership like 

this is beneficial for the industry? 

For Azriel Aviation Africa Underwriting Agency it was crucial to 
partner with an established insurer and, with Constantia being 
established in 1952, we could not ask for a better fit.

QBriefly, can you tell us more about Azriel Aviation Africa 
Underwriting Agency and the services it offers?

Formed in 2010, Azriel Aviation Africa provides client-focused, 
innovative insurance solutions for jets, turboprops, all fixed-wing 
and rotor-wing aircraft, as well as hot air balloons. The company 
also offers cover in respect of airport operators and owners’ liabil-
ity, deductible buy-down insurance, hangar keeper’s and repairer’s 
liability insurance, as well as turbine-engine breakdown cover.

QWhat differentiates you from other aviation underwriters? 

We have realised that dealing in, and with aviation insurance, 
requires a different mind-set. Our office hours, for example, 
simply cannot just be from 08H00 to 17H00 during the week only. 
We have to be available after hours, 365 days, 24 hours, 7 days a 
week. This is our philosophy. This is due to the demands and the 
nature of aviation. 

QWhy do you believe relationships are fundamental for/in this 
sector? 

I have been involved in the aviation insurance market since 1988 
and have managed to build very successful relationships with 
various reinsurers, brokers, clients, pilots, maintenance organisa-
tions, loss adjusters and attorneys. These relationships have held 
us in good stead over the years, as we have access to people with 
great experience a mere phone call away. 

QAviation insurance is classified as a niche area, does it 
require specialist brokers only? 

It is a niche area, but on smaller risks, we can provide the 
“non-aviation” broker with guidance to assist them to offer the 
product to their clients. Where it gets complicated is where the 
risks are of a nature that we, as a company, only want to offer a 
40% to 60% lead line, which means the broker must then canvass 
the market to obtain support for the balance that is required. 
Sometimes this may require them to approach the London market, 
but then they would need to have agreements in place with 
brokers over there to assist with the placement.
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QWhat do brokers have to do before you can consider accept-
ing business from them? 

We require them to complete an Agency Application and part of the 
requirements are that they must submit copies of their FSP License 
and Professional Indemnity cover. The PI cover is crucial, as the 
norm maybe that brokers only have to carry a R5 million cover limit, 
however, due to the nature of aviation, this limit is often not sufficient 
if one takes into account that some piston-engine helicopters are 
worth R6 million and the turbine-engine helicopters +US$1 million, 
plus then add say R10 million or US$10 million liability cover. The 
same applies to fixed-wing aircraft risks. In some cases, we would 
require the broker to increase their PI cover to at least R100 million. 

QSpeaking of the nature of aviation, what do you believe are 
the current challenges, long term changes and opportunities 

for this industry that COVID-19 has presented? 

I believe the aviation industry (travelling) has slowly but surely 
returned to normal levels i.e., pre-Covid. A lot of countries have relaxed 
their Covid protocols and air-travel has increased, especially if one 
uses social media as a gauge with all the specials being offered, 
for travel to island holidays. Although the frequency of losses has 
reduced since 2020, repairs to aircraft are still quite expensive, as 
most of our parts have to be sourced from the USA (US$ pricing) or, 
to a lesser extent, Europe (Euro prices). The Rand competing with 
these hard currencies is constantly a factor we have to contend with. 

Since last year we have seen drastic increases in air-freight costs. 
Due to major airlines suspending flights to South Africa, the avail-
ability of “space” to bring cargo to South Africa was limited, and 
those carriers that could bring the cargo… well, they saw the oppor-
tunity to increase prices. There are rumours that rates in the London 
market have levelled off and on profitable accounts, renewal terms 
are almost offered on an “as per expiry basis”.

QLastly, any final word you wish to share with brokers?

Azriel endeavor to obtain all relevant underwriting information prior 
to accepting a risk, in order to pre-empt unnecessary problems when 
an insured has a claim. As someone told me, “Ask your brokers if 
they prefer you to underwrite the risk or the claim”. 

As per our mission statement, we strive for innovative solutions, 
unparalleled service excellence and mutually rewarding relationships.

Scan the QR code to 
watch the interview

JAN COETZEE
MD 
Azriel Aviation Africa
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T
he traditional insurance industry has avoided insuring 
homes in the informal market because typically these 
homes are not built by a National Home Builders 
Registration Council (NHBRC) – an approved builder, 
do not have municipal certificates of occupation or 
even a formal address, and for these reasons, are 
deemed to be informal and illegal structures. 

The effects of this exclusion of ‘informal’ housing from insurance 
protection is economic insecurity, tremendous hardship as a result 
of not being able to recover from uninsured perils and ultimately, it 
further perpetuates the deep social and economic injustices that 
lock millions of South Africans out of our economy.

In the face of catastrophe
For Ntando Kubheka, Founder of Sugar Insure, a product of GENRIC 
Insurance, watching the harrowing scenes unfolding in KwaZulu 
Natal as the province was battered by a weather catastrophe was 
déjà vu all over again. It brings flashbacks to 1987, when Ntando, as 
a very young child, was left stranded with his family after a devas-
tating flood swept their home (a shack) and everything in it away. 

“The reality is that most homes and possessions lost in these 
floods are not insured. They are shacks, township and rural 
homes which are uninsurable in traditional insurance markets, 
because they are deemed to be built outside of acceptable building 
standards. It is this financial exclusion and my own personal experi-
ence as a child that led me to develop Sugar Insure, a short-term 
insurance solution that provides South Africa’s most vulnerable 
citizenry with an affordable, practical means to insure their informal 
homes and contents,” he said.

Insuring informal homes 
FAnews spoke to Kubheka about Sugar Insure, the cover on offer 
and what makes this model unique.

“The Sugar Insure product is about empowering people to take 
control of their outcomes and reducing their reliance on the State in 
times of crisis. Sugar was developed to bridge this glaring fault line 
in the financial exclusion of millions of families who are left without 
any form of financial protection against losses caused by theft, 
malicious damage to property, fire, flood, climate change and other 
acts of God,” said Kubheka.

“The product was born out of the unacceptable fact that the 
people who need it most are excluded from protecting their homes, 
families and security from unavoidable risks,” added Kubheka.
The product provides cover for theft of contents, fire damage, and 
weather risks and has a very clear appreciation and understanding 
of the investment value that sits in the villages and townships that 
the majority of South Africans call home. 

SUGAR INSURE 
a practical means to a practical means to 
insure informal homesinsure informal homes

The cover includes:
• Level Up for shacks – Individuals can insure their shacks 

for a claim value of R6000, R10 000, R15 000 or R25 000 
with a once-off voucher purchase which provides cover 
for an entire year – with a once-off annual premium 
starting from as little as R170 per year. The cover amount 
depends on how much the individual would need to 
replace the structure of his or her home and all his or 
her belongings. Cover is provided for fire, weather risks, 
earthquakes and sudden impact. 

• Legacy for township and rural village homes – Legacy 
provides cover for a minimum property replacement value 
of R50 000 up to a maximum of R2 million for homes 
anywhere in South Africa. Cover is provided for fire, 
weather risks, civil commotion, public disorder, strikes, 
riots and terrorism, earthquakes, sudden impact, water 
and oil leaks and overflow, malicious damage, theft, 
accidental damage and breakage, and third-party liability. 

Financial relief and dignity
“It is not easy to introduce a product such as this one in a market that 
only finds ‘funeral cover’ as synonymous with insurance. It is because 
of this fact that we continue to work on channel partnerships with 
brokers and retail partners who are in the position to not only sell the 
product, buy also educate the consumer on the benefits of a policy 
such as this one,” said Kubheka. 

“The financial relief and dignity provided by the Sugar Insure 
product is crucial to providing the materials to rebuild homes, lives 
and legacies after living through and triumphing over a disaster,” 
concluded Kubheka.  

NTANDO KUBHEKA
Founder - Sugar Insure
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Do you have questions or experience challenges with your administration software? 
There are numerous systems out there. Providers give us the ins and outs of their offering. 
Make the choice by delving a little deeper in our latest DIGIMAG at www.fanews.co.za.

https://www.fanews.co.za/magazines/pdf/pdf_273_digisystems_2022.pdf
https://www.fanews.co.za/magazines/pdf/pdf_273_digisystems_2022.pdf
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C
onsidering the time and 
context we live in, talking 
about creating a better future 
is simply not enough. In order 
to create a better future, 
action has to be taken… not 
only by corporates, but also 
by everyday South Africans.

Hollard ChangeMaker is a first-of-its-kind 
insurance initiative that makes it easy to 
create real change and contribute to a 
better future, while enabling policyholders 
to earn back a portion of their premiums.

FAnews spoke to 
Shahed Adam, Head of 
Intermediary Distribu-
tion at Hollard’s Life 
Solutions business 
unit, about the 
Hollard ChangeMaker 
campaign, which will 

run until 31 October 2022.

Building a better South Africa
“Hollard ChangeMaker is our latest brand 
campaign and it exists to demonstrate how 
small acts can make a big difference and 
inspire everyone to participate in building a 
better South Africa,” said Adam. 

“We’re trying to turn words and goodwill 
into action. Ultimately, the purpose of the 
campaign is to enable better futures for 
our clients, communities and all South 
Africans,” stated Adam. 

How can clients get involved?
“Our campaign offers everyone the oppor-
tunity to become a Hollard Changemaker. 
Although existing customers with qualify-
ing Hollard life insurance policies will earn 
back up to 20% of their premiums through 
volunteer time, we think everyone should 
get involved,” said Adam.

“If you’re an intermediary and your client 
is not an existing Hollard policyholder, or 
a Hollard policyholder that doesn’t have a 
qualifying product, they can still volunteer 
and help communities in need by regis-
tering with our partner, Forgood, which 
partners with various charities to provide a 
link between volunteers and causes. We’re 
really hoping this stretches way beyond 
our qualifying product users,” continued 
Adam.

Volunteers and causes 
According to Adam, volunteer activities, 
both online and in-person, are managed 
through the Hollard volunteer platform 

administered by Forgood. All South 
Africans looking to make a difference 
through volunteering are enabled to regis-
ter with the platform via Hollard’s Change-
Maker webpage.

After registering with Forgood, volunteers 
are able to select and contact a cause 
which can make use of their offered 
volunteering activity. “Causes rate the 
volunteer activity as a way of validating the 
exchange,” added Adam. 

Campaign rewards
“Qualifying policyholders who participate 
in the campaign are eligible to receive 

HOLLARD CHANGEMAKER… 
small acts can make a big difference

back up to 20% of their monthly premium, 
excluding policy fees, in exchange for 
completion of one volunteer activity during 
the month. The monthly benefit per policy 
is limited to R500, only one volunteer activ-
ity per policy per month will qualify for the 
benefit and the benefit is payable to the 
first 2 500 positively rated participants per 
month only,” he said.

“The benefit will accrue to the policyholder. 
Benefits are payable monthly in arrears i.e., 
at the end of the following month after the 
volunteer activity is completed. Payment 
is made to the bank account from which 
Hollard collects the premium for the quali-
fying policy,” he added.

“It’s important to note that communica-
tion to existing customers has been 
driven through our financial advisers, 
who have an important role to play in this 
campaign. Besides giving these advisers 
the opportunity to engage with existing 
and new clients on an important matter in 
these critical times, the campaign is also 
expected to generate leads from would-
be volunteers who do not hold qualifying 
policies. We’re looking forward to growing 
our advisers’ businesses while doing good,” 
said Adam.  
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https://www.hollard.co.za/mlm
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T
he market and others, such as lawyers and judges, 
may not have the same view of the Business Inter-
ruption (BI) policy, because the policy is approached 
differently by different parties. 

The insurance broker is probably best placed to 
articulate the market view, because the broker 
presents the insured with an overview of all policies. 

The purpose of the policy was previously outlined in this series. 
The insured is exposed to property damage losses, but property 
damage policies do not cover consequential losses, nor liability 
claims. Thus, the insured may need three types of policies: property 
damage, consequential and legal liability policies. If asked what the 
BI policy covers, the broker could reply that if the insured property is 
damaged, the consequential loss policy covers the insured’s finan-
cial losses which arise while the property is not available because of 
the physical damage. 

The broker, as a rule, should not express a view on possible specific 
losses which may or may not be covered. Historically, the central 
duty of the broker, as the agent of the insured, is to convey informa-
tion to and from the insurer. It should be clear, the broker expresses 
a view before any loss has occurred, and thus without the context of 
an actual loss.

Lawyers and judges, on the other hand, become involved after an 
actual loss has occurred. Accordingly, they concentrate on insur-
ance law and interpreting the policy. With this background, some 
cases are discussed.

City Taylors versus Evans 
One of the earlier UK cases, was City Taylors versus Montague 
Evans, 1921 CA. The insurer, in this case, was a Lloyd’s syndicate 

represented by Evans. The insured premises was a clothing factory. 
It is important to note the year was 1921. 

In a previous article, in this series, it was pointed out the BI policy (in 
its modern form) was first introduced in 1899, and finally accepted 
by the market in 1939. So, this case is in the in-between period and 
the policy involved was not the same as the modern post 1939 
policy. The cover was on a per diem basis. 

A fixed sum of money became payable for every day the factory 
was out of commission. The policy contained the usual term, that 
in the event of a loss, the insured must take all reasonable steps to 
mitigate against the loss.  A fire broke out, severely damaging the 
insured factory. The insured immediately moved to a nearby building 
and recommenced production. It took a year to restore the factory 
destroyed by the fire. 

To the insurers surprise, the insured claimed the per diem for the 
entire year, despite the fact the production recommenced quite 
quickly after the fire. Since the insured had a duty to mitigate 
against the loss, and indeed did so, the insurer expected a claim for 
the period during which production had ceased. This outcome is 
common sense, and in line with the principle of indemnity. 

The court, on the other hand, ruled the insured was entitled to be 
paid for the full period. One may ask, why did the court take this 
view? The answer is instructive. The court interpreted the policy 
to be a valued policy and was not going to allow the parties, 
post contract, to argue on vague grounds how to determine the 
quantum of the claim. Obviously, this outcome was not what the 
market anticipated. The market view and the judicial view differed. 
After the case, a memo was inserted into the policy, which contin-
ues to this day:

In this series, we have been discussing the consequential loss 
policy in context. We now turn to discuss some court cases.

Consequential loss policy - 

COURT CASES
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Orient Express Hotels 
We now discuss a more recent case; the Orient Express Hotels 
(OEH) 2010 case. The case arose out of Hurricane Katrina, which 
was followed by Hurricane Rita in New Orleans, in the autumn of 
2005. 

Wind and water caused significant physical damage to the hotel. 
The hotel was closed from September to the end of October 2005. 
ln the month of September, when New Orleans itself was shut 
down, OEH suffered millions of Rands in BI losses. 

It was insured in terms of an all-risks policy with a standard 
business interruption section. This policy contained a number of 
widely worded extensions, including the Prevention of Access 
and Loss of Attraction extensions. The insurer admitted liability 
for material damage losses, in terms of the all-risks policy. It also 
admitted liability in terms of the Prevention of Access and Loss of 
Attraction extensions, but repudiated the BI claim. 

The BI dispute was taken to arbitration, which found in favour of 
the insurer, and the decision of the Tribunal was taken on appeal 
to the High Court, alleging an error in law; viz the interpretation of 
the policy.

The insured argued it was insured against physical damage on 
an all-risks basis and suffered physical damage and a BI loss. It 
argued that the BI claim fell within the purview of the policy. The 
insurer repudiated the claim for BI loss on the grounds that, even 
if there was no physical damage, the BI would still have occurred 
because New Orleans had been shut down. The BI loss did not 
arise from the physical damage. 

The basis of the rejection was that even if the hotel had not been 
damaged, the impact of the hurricanes to the surrounding area 
would, in any event, have caused the same BI loss of the insured. 
The insured peril for the BI policy was submitted by the insurer, to 
be the damage to the property itself. The hurricane was the event 

which caused the physical damage, but the physical damage did 
not cause the BI loss. This argument was accepted by the arbitra-
tion panel.

Amount payable as indemnity 
The Court agreed and dismissed the appeal on the basis that no 
error in law had been established. 

The decision of the arbitration panel and the High Court accorded 
with the historical market understanding of the policy. 

The consequential loss policy covers the insured against the 
revenue loss, which arises out of the damage to the property 
covered by a property damage policy. As noted above, the courts 
pointed out from the beginning that the BI policy is a valued policy. 
The policy must set out the basis of determining the indemnity 
figure. 

The point of departure is the actual revenue earned.  In this case, 
the revenue earned in the month of September was zero. The 
next step is to determine the standard revenue, the revenue which 
would have been earned if the property had not been damaged. 
The starting point to this step is the revenue in the previous 12 
months. 

So, assume the revenue in September 2004 was $3 million. This 
figure must then be adjusted to take the trend into consideration. 
In September 2005, the revenue would have been zero, since New 
Orleans was in lockdown due to the hurricane. So, the revenue of 
September 2004 needs to be adjusted down to zero. The amount 
payable as indemnity is $3 million, minus $3 million, which 
equals zero. The process set out in the policy is the process to be 
followed.

Thus, in terms of the fundamental principles of the BI policy, the 
decision of the arbitration panel was correct, and the High Court 
correctly did not to overturn the decision.

In the next part of the series, we discuss the view 
of the courts in the COVID-19 litigation when they 

reconsidered the Orient Express Hotel case.

“If, during the indemnity period, goods shall be sold or services shall 
be rendered elsewhere than at the premises for the benefit of the 
business, either by the insured or by others on their behalf, the money 
paid or payable in respect of such sales or services shall be brought 
into account in arriving at the turnover, revenue or gross rentals 
during the indemnity period.”

The market response was to clarify its position. In any event, the 
standard policy, adopted after 1939, is vastly different to the per 
diem policy applicable in the City Taylor case. However, for our 
purpose, it is important to note the market and judicial view may 
not coincide. The market remedy is then to amend the policy 
wording.
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A STATE OF 
MALINGERING
The Merriam-Webster dictionary defines 
malingering as: “to pretend or exaggerate 

incapacity or illness.” 

REGULAR FEATURE

I
t is lamentable that nowadays, in South Africa, a significant 
number of claimants’ resort to malingering and dramatically 
overstating the nature of their injuries or loss in order to reap 
unjustified settlements from insurers, the Road Accident Fund 
(RAF) and generally any defendant with means. Malingering or 
overstating the nature of your loss, is dishonest and fraudu-
lent. 

Regrettably, claimants do not operate unilaterally in this respect. 
Unscrupulous legal representatives and medico-legal experts act 
in concert with such claimants, to bring about a fraudulent claim 
or unjustifiably overinflate the claim. It is not uncommon that 
claimants will suffer the most trivial of injuries and submit claims 
for millions of Rands. Attempts to settle exaggerated or spurious 
claims, only serves to embolden swindlers. The question is then 
why the insurance industry and professional regulatory bodies are 
turning a blind eye to this alarming trend?

Spurious and frivolous claims 
There is a very fine line between seeking the best possible settle-
ment, based on true facts, and misrepresenting the nature and 
impact of injuries. 

Fanciful and exaggerated claims, used to be the domain of the 
United States of America, where one would often read of ridiculous 
sums of money being claimed for trivial or self-inflicted ‘wrongs’. 
In 1992, 79-year-old Stella Liebeck bought a cup of coffee at a 
McDonald’s drive-thru, in Albuquerque, and spilled it on her lap. 
She sued McDonald’s and a jury awarded her nearly $3 million in 
punitive damages for the burns she suffered. 

In 2005, in Pearson versus Chung, Roy Pearson, a Washington D.C. 
judge, sued a dry-cleaning business for $67 million for allegedly 
losing a pair of his pants. This case has been cited as an example 
of frivolous litigation. According to Pearson, the dry cleaners lost 
his pants (which he brought in for a $10.50 alteration) and refused 
his demands for a large refund. Pearson believed that a sign 
saying “Satisfaction Guaranteed” in the window of the shop legally 
entitled him to a refund for the cost of the pants, estimated at $1 
000. The $54 million total also included $2.0 million in “mental 
distress” and $15 000, which he estimated to be the cost of 
renting a car every weekend to go to another dry cleaner. The court 
ultimately ruled against Pearson, whose judgeship was subse-
quently not renewed, due to this case and several other actions he 
filed during his divorce, which were found to demonstrate a lack of 
“judicial temperament”.

Readers would be surprised to learn just how many spurious and 
frivolous claims insurers receive, ranging from a vegan having 
mistakenly eaten meat to an expelled university student claim-
ing loss of income for the balance of his life. The damages being 
claimed, in both these cases, are preposterous since it is not 
supported factually, legally or by any expert. In matters where the 
claimant is potentially delirious, is the claim advanced fraudulent?

The above examples are obvious and easy to discount. The more 
noxious claims are your everyday slip and trips or personal injury 
claims that are, as a general practice, over inflated by anything 
from 200 – 1000%. The claimants malinger and deliver Oscar 
worthy performances, often supported by experts that, rather than 

applying professional skepticism – form their opinions on 
baseless conjecture, unsupported by facts and the 

old adage of “he who pays the piper calls the 
tune”.
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Misrepresenting injuries
The High Court recently had cause to 
express its disquietude and directed 
censure at various legal representatives 
and medical experts, for their chicanery in 
attempting to inflate a personal injury claim. 
In the matter of MT versus RAF [2020] 
ZAGPJHC 286, the plaintiff being an office 
assistant making tea and coffee sustained 
orthopaedic injuries, which had by all 
accounts healed without any serious long-
term adverse outcome. The plaintiff was 
45 years old, at the time of the accident, 
and earned a monthly salary of R5 500. 
The plaintiff resigned from her employment 
and claimed she had been retrenched. The 
medical evidence showed that she was still 
capable of working, and that her injuries 
were not serious, and she therefore did not 
qualify for general damages.

Notwithstanding these facts, the plaintiff, 
her legal representatives and experts, 
sought to obtain a settlement of over R3 
million. Oblivious to the truth or complicit, 
the RAF agreed to the settlement amount. 
It was only due to the Court’s oversight, 
that this settlement was never officially 
approved.

The Court found issue with the fact that the 
settlement amount was vastly overstated, 
on account of the fact that the legal repre-
sentatives had been less than economical 
with the truth in relaying the purported 
deleterious effects of the plaintiff’s injuries. 

The plaintiff for her part, malingered on 
more than one occasion, making her one 
leg stiff and purposefully walking at a slow 
pace during medical examinations.

The experts, in turn, had failed to look at the 
facts (or purposefully ignored them) and in 
one glaring example, calculated the loss of 
earnings on a monthly income of R7 700 
when the salary slips showed the plaintiff’s 
income was R5 500 per month. In addition, 
the plaintiff had told one expert she was 
completing her schooling, and based on 
this unproven allegation, the expert worked 
out a loss of income scenario as if she had 
completed her schooling and would have 
attained a better job – but for the accident. 
These ‘errors’ culminated in a loss of 
earnings claim for over R2 million.

Quoting from the judgment at paragraph:
“[96] To my mind the approach adopted by 
the plaintiff’s legal representatives is nothing 
more than sleight of hand. There is no 
evidence that Ms T lost her job as a result of 
the accident, she does not qualify for general 
damages on her own case. And yet, through 

the machinations of the legal representa-
tives an offer was extracted from the RAF.
[97] It is important that the settlement 
proposal was for more than merely an offer. 
It contained a detailed motivation in the 
form of accepted facts that were materially 
at odds with the true facts and constituted, 
on the face of it, a deliberate misrepresenta-
tion of the claim and the evidence available 
to prove it.”

REGULAR FEATURE
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A lucrative payday
The Court pointed out that this case repre-
sented one of many, and that this practice 
had become common place. Legal repre-
sentatives engaged in these shenanigans 
are motivated by greed and work on a 
contingency basis. The higher the settle-
ment, the greater the fee. These medical 
experts largely also work on the basis 
that if the RAF does not pay, neither will 
they be compensated. It stands to reason 
then, that these parties all have a vested 
interest in ensuring a lucrative payday. No 
wonder then, that insurers are faced with 
an onslaught of fraudulent claims.

Whilst it is appreciated that a plaintiff’s 
attorney should enter a negotiation with 
a defendant with the aim of maximising 
the amount settled on, this should not be 
achieved by deception. In the case of MT 
versus RAF, the ethical conduct of those 
parties involved is drawn into serious 
question. Whereas the Court directed 
various professional regulatory bodies to 
investigate the legal representatives and 
the medical experts, the question is, 
is that enough?

Taking a firm stance
Aristotle noted in The Nichomachean 
Ethics that “Our activities, in any area, give 
us dispositions which match them… and it 
makes no sense to say that someone who 
keeps treating people unfairly neverthe-
less doesn’t want to be an unfair person.” 

In the context of this discussion, those 
involved in fleecing cannot distance 

themselves from the act, and those who 
pay, cannot ignore the consequences of 
doing so.

Insurers, from an underwriting perspec-
tive, should take a firm stance against 
those who actively seek to pilfer and 
deceive. Insurers should refuse to cover 
such parties from a professional point of 
view. Such ‘clients’ would, in any event, be 
undesirable risks. 

From a claim’s perspective, insurers should 
be slow to entertain unmeritorious settle-
ments, simply to close out claims and save 
litigation costs. In so far as undeserving 
claimants and their legal representatives 
are compensated; this will only embolden 
future claims and entrench malfeasance. 

CPD
ARTICLE
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O
ne of the results of the unstable and uncertain global 
geopolitical status quo has been the rapid increase in 
the price of all kinds of goods, felt more profoundly in 
a sector that is fundamental to trade: shipping. 

Bottlenecks, costs, and shortages 
As factories and supply chains come back to life, 
after years of pandemic-related lockdowns, it is 

causing transport bottlenecks, rising shipping costs, and shortages 
of commodities. 

This scenario is creating an extraordinary set of circumstances, 
developing rapidly, that will have significant cost implications on the 
transportation of goods, as well as the goods themselves. This will 
have an impact on the non-life insurance industry as claims cost will 
start to increase. For example, the cost of widespread re-construc-
tion after the KwaZulu Natal floods will be very high, according to 
the latest statistics from StatsSA, every service component in the 
Construction Input Price Index (CIPI) is increasing by double digits. 

Locally, general prices, measured by the Consumer Price Index 
(CPI), are rising by an average of 5.9% year-on-year as of March 
2022, globally the average is even worse with US inflation up by 
8.5% year-on-year. 

Challenges in the shipping industry 
In the last 18 months alone, the rate for a single shipping container 
has hit the roof since the COVID-19 pandemic disrupted supply 
chains and trade channels. Routes have seen costs rise by seven 
times, if not more. According to a report from the United Nations 
Conference on Trade and Development (UNCTAD), the global surge 
in container shipping rates could send consumer prices 1.5% higher 
in 2022 and increase global import price levels by 11%. 

Alarmingly, the analysis from this report reveals that while devel-
oped economies such as the USA and China would see consumer 

prices rise by 1.2% and 1.4% respectively, smaller, emerging market 
economies who are dependent on imports, are likely to be affected 
far worse by up to 7.5%. The impact of this on South Africa is likely 
to derail and undermine any post-COVID-19 economic recovery.

In addition, we cannot ignore the conflict in Ukraine, due to the 
Russian invasion. Russian forces are cutting off shipping routes, 
logistics firms are suspending services and air freight rates are 
skyrocketing in and around Europe. Shuttered factories and mines 
are unable to produce key metals, materials, and components for 
the global automotive industries. 

The sum total of this is an increase in the price of by-product, 
electronics, furniture, and apparel of at least 10% globally. Air freight 
tends to be more expensive and not a viable option for major trade. 
Food prices are also being impacted, with the return of food ration-
ing (for example sunflower oil) to cope with supply chain shortages. 

The situation on home ground 
South Africa has also faced ship-carrying capacity, container short-
ages, large-scale congestion at ports and COVID-19 restrictions.

The Durban Harbour is a major economic hub and strategic location 
for the shipping and transportation industry. However, the heavy 
rains and recent devastating floods in KwaZulu-Natal caused 
extensive damage to both the roads leading to the port, as well as to 
the harbour itself. This has had massive implications on agricultural 
products stuck in storage. On top of this, the logistics of moving 
cargo between Gauteng and Durban has also caused backlogs due 
to road damage. 

This perfect storm of events is driving global and local inflation to 
levels not seen for decades and will impact the disposable income 
of customers. 

It is highly unlikely that we will have deflation, once some of the 
supply chain issues are resolved over the next 18 months, but we 
hope we will return to a scenario with more normal claims inflation 
in the medium to long-term. 

Nicholas Dempsey
Executive: On Platform Business Solutions 
Old Mutual Insure

SHIPPING INDUSTRY 
LEADS TO A WAVE 
OF GLOBAL INFLATION
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I
n simple terms, being ethical is a matter 
of doing good business. As corporate 
citizens who aspire to conduct our 
businesses in a way that is beneficial to 
our stakeholders, we should never have 
to ask the question whether business 
should be ethical or must weigh up 
ethics against profits.

Unethical behaviour is a sure way of losing 
the trust of customers and to be rejected by 
shareholders. Customers and shareholders 
who do not want to be associated with a 
brand that is devoid of ethical morals, will 
terminate their relationship with the brand. 
By and large, businesses rely on stake-
holder support for the generation and the 
growth of profits. There is strong evidence 
that suggests that a company’s ethical 
practices do help secure consumer support.

Conflict between profits and 
ethics
Research, conducted by Nielsen, found 
that 55% of global online shoppers in 60 
nations are particularly passionate about 
companies that make a positive social and 
environmental impact. These consumers 
prefer to transact with the companies in 
question, even if their prices are relatively 
higher than those of their competitors.

Many businesses face a conflict between 
profits and ethics, because acting in an 
ethical manner often increases expenses, 
and greater costs could lead to lower profits 
for organisations. For example, those 
who want to do the right thing often end 
up paying for higher wages to production 
workers, providing better working environ-
ment, or reducing pollution levels by deploy-
ing the latest technology.

While being good may cost a bit more, 
businesses need to remain ethical for their 
own good. Unethical actions may yield 
positive results in the short-term and even 
result in rapid growth, however, for business 
to be profitable in a sustainable way, it must 
conduct its business operations ethically.

The top of the corporate agenda
Even when businesses set out to be ethical, 
it is important to remember that ethics is 
not a once-off tick box exercise, but rather 

a dynamic moving target that follows the 
current zeitgeist – the defining spirit or 
mood of a particular period of history, as 
defined by the ideas and beliefs of the time.

What was considered an appropriate or 
accepted business practice a few decades 
ago may not carry the same moral weight in 
today’s era. Even the most ethical organisa-
tion runs the risk of falling behind if it does 
not adapt to the changing ethical standards.

As Investopedia points out, a striking 
example of industry-specific business 
ethics is in the energy field. Companies that 
produce energy, particularly non-renewable 
energy, face unrelenting scrutiny on how 
they treat the environment.

Whereas 30 or 40 years ago, climate 
change and environment-friendly business 
practices were not at the top of the corpo-
rate agenda, it is now a topic that not only 
features prominently, but in fact shapes the 
future of business and industry.

The insurance industry is also responding 
to shifting ethics around climate change 
and sustainability, as pressure mounts 
from environmental campaigners who are 
pushing for a market-wide ban of insurance 

coverage for oil, coal and gas projects and 
companies.

As such, towards the end of last year, 
Lloyd’s of London announced that it 
would stop new insurance cover for coal, 
oil, sands and Arctic energy projects by 
January 2022, and pull out of the business 
altogether by 2030.

Embrace the latest ethics
We are likely to see similar moves by many 
of the world’s leading brands, across many 
industries, as they pivot to embrace the 
latest ethics systems that provide the 
guiding standard for values, behaviours and 
decision-making.

At the end of the day, good business will 
lead to good profits. Don’t just do the right 
thing, keep on doing the right thing at any 
given point in time, whatever that may be. 

Thokozile Mahlangu 
(AIISA)
Chief Executive Officer
The Insurance Institute of 
South Africa (IISA)

ETHICS BEFORE PROFITS… 
easier said than done?
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PRIMA 
FACIE 
EVIDENCE… 
enough to enough to 
prove the prove the 
FAIS Act was FAIS Act was 
transgressed?transgressed?

I
suspect the use of Latin, in legal 
terms, may have originated in the 
times of the Romans but has since 
contributed significantly to confuse us 
lesser i-legal beagles to the advantage 
of our learned friends in that trade, 
very much in line with the mushroom 
principle.

In a recent decision by the Financial 
Services Tribunal, the importance of the 
phrase ‘prima facie’ was underlined when 
the tribunal found that neither “reasonable 
beyond doubt” nor “prima facie” evidence 
is sufficient grounds for a debarment. 

What does prima facie mean?
Merriam Webster defines the term as “…
legally sufficient to establish a fact or a 
case unless disproved.” 

According to Investopedia, prima facie 
refers to a case in which pre-trial evidence 
was reviewed by a judge and determined 
to be sufficient to warrant the trial. It is 
typically used in civil cases, where the 
burden of proof is on the plaintiff.

“Even if a prima facie case is permitted to 
go to trial, the plaintiff is not guaranteed 
to win the lawsuit. Civil lawsuits place the 
burden of proof on the plaintiff, and only if 
the plaintiff is able to provide a preponder-
ance of evidence, will the court consider 
the claim to be valid. If the plaintiff lacks 
sufficient evidence supporting its claim 
that the defendant caused injury, then the 
court will likely find against the plaintiff and 
dismiss the case. If the court determines 
that a prima facie case exists, the defen-
dant must present evidence that overcomes 
the prima facie case, in order to prevail.”

Some background
Tribunal case number FSP9/2022 
concerned the alleged submission of 
fictitious business, which led to the debar-
ment of the applicant, a representative of 
the respondent, in terms of Section 14 of 
the Financial Advisory and Intermediary 
Services (FAIS) Act, 2002.

The applicant applied for the reconsidera-
tion of the decision, in terms of Section 
230 of the FSR Act, 9 of 2017.

The allegation against the applicant 
was that he had forged the signature of 
a client, for a policy to be issued by the 
respondent. The respondent accepted 
the purported fraudulent application and 
paid the applicant his commission. It 
subsequently repaid the complainant her 
premiums.

The applicant submitted that the case 
against him was not established beyond 
reasonable doubt and that the debarment 
must, therefore, be set aside. 

Reasonable doubt versus prima 
facie
Under paragraph six, in its decision, the 
Tribunal notes:
“The applicant is under a misapprehension. 
Debarment does not depend on a finding 
beyond reasonable doubt that the particular 
FSR is no longer a fit and proper person, as 
required by the FAIS Act. The true test is on 
a balance of probability.”

Under paragraph seven it states:
“The problem in this case is that the Chair-
man of the responsible Committee also 
did not understand his duty, which was 
to determine whether the case against 
the applicant had been established on a 
balance of probabilities. Instead, he based 
his conclusion that the case against the 
applicant was established on a prima facie 
basis. Prima facie findings are not good 
enough.”

Clearly, the Tribunal was not overly 
impressed by the Chairperson of the disci-
plinary hearing:
“One does get the impression that some 
of the report was a cut and paste job. The 
big give-away is that the report states that 
the applicant was given the opportunity 
to explain the circumstances around the 
signature of the complainant, but “that he 
could not be reached on his cell phone”. 
The applicant not only appeared at the two 
hearings but filed a lengthy report, which 
the Chairman elsewhere quoted but failed 
to consider.”

PAUL KRUGER
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“There was no weighing up of probabilities 
and the following facts were ignored: 
• The application form, which contained 

the correct information about the 
complainant, and which could 
only have been obtained from her, 
was signed on 23 January 2019. It 
provided for a debit order against her 
account. She was sent an SMS to her 
correct number confirming the issuing 
of the policy. 

• The debit order was honoured for 
more than two years. The complainant 
laid her complaint, during April 2021, 
only. At that stage she stated that she 
could not “remember” that she had 
signed the policy application. 

• She later sought to withdraw the 
complaint (not an instance where the 
applicant influenced her), but then 
changed her mind again.

Expert evidence
The disciplinary hearing was provided 
with extracts from a handwriting expert’s 
report, which stated that the signatures 
on the application form differed from the 
complainant’s usual signature. 

“The first report did not satisfy the Chair-
man and he postponed the hearing for a 
“better” report. The second report assured 
the Chairman that the expert’s findings 
“are accurate” and are evidence based. It 
is apparent that the Chairman’s conclusion 
was based on this adamant report.”

“Handwriting experts give opinion 
evidence, and they may be very wrong. 
Their opinions must always be tested 
against all the other facts in a case. Here 
we have the applicant’s denial, his full 
explanation of the circumstances of the 
signing of the application, and the facts 
set out earlier.”

“It is, therefore, not surprising that the 
Chairman was only prepared to make 
“prima facie” findings of fact and holding 
that the applicant’s conduct would 
“appear” to be in conflict with the FAIS Act. 
That was not good enough.”

The Tribunal concluded that the case 
against the applicant was not established 
on a balance of probabilities and ordered 
the debarment to be set aside.

Centriq’s insurance subsidiaries are authorised financial services providers

 011 268 6490  |  www.centriq.co.za
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Key takeaways
The workload of the Financial 
Services Tribunal, compared 
to its predecessor, the Finan-
cial Services Board (FSB) 
Appeal Board, has increased 
significantly. For the first time, 
intermediaries have a platform 
on which to raise their concerns 
when they feel hard done by.

Whilst the various Ombuds have 
a less formal legal mandate, 
the Tribunal is chaired by a 
retired Judge, and applies legal 
principles. 

A number of cases heard, 
should never have been allowed, 
given the frivolous and/or 
vexatious grounds used by the 
applicants, yet the outcome 
of the case discussed above 
shows the lengths the Tribunal 
will go to, in order to ensure that 
justice prevails.   
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T
he insurance industry in 
South Africa faces numer-
ous challenges, arising from 
technological advancement, 
climate change and changes 
in the litigation landscape. 

Among these challenges is 
a skills shortage, which, according to the 
Insurance Sector Education and Train-
ing Authority (INSETA), is being felt most 
acutely by specialist insurers who are 
facing a high level of demand for strategists 
and underwriters who have sufficient levels 
of experience and expertise. 

A new set of skills 
Technical skills like risk modelling, pricing, 
and technical accounting are becoming 
increasingly sought-after. Despite the many 
opportunities available in the insurance 
sector, young graduates who possess 
these skills are opting for careers in other 
better-known industries such as fintech, 
accounting, law and engineering. Many 
of these young candidates are simply not 
aware of the opportunities that exist within 
the insurance industry, which ultimately 
means that there are fewer young entrants 
into the sector. 

This reality has necessitated a renewed 
focus on retaining and acquiring the best 
talent, and for many insurance firms and 
brokers, this means addressing the issue 
of the generational transfer of skills and 
knowledge. Mentorship and knowledge-
sharing programmes are being introduced 
by industry bodies as a direct way of 
addressing the skills shortage, and while 
such initiatives are effective, they are only 
half of the solution. 

New and emerging risks require a new set 
of skills, revised training and education 
programmes – and for this, we rely on 
institutions of learning.

Education, competencies and 
careers
In part, the skills shortage has its roots at a 
school level and because of the fact that the 
industry is not adequately marketed to South 
African learners. Here we see an opportu-
nity for collaboration between secondary 
education institutions and industry bodies to 
create awareness around the diverse oppor-
tunities that exist within the sector. 

Students need to be exposed to this 
information at a high school level, so they 
can begin to think and apply themselves in 
a way that sets them up for a successful 
career in insurance. 

At a tertiary education level, collaboration 
between universities and industry bodies 
is just as important and can serve as a 
valuable source of high-quality candidates. 
Faculties like Commerce, Engineering and 
IT can increase their focus on the develop-
ment and professionalisation of students 
and provide specialised skills training that 
will position students for potential careers 
in insurance. 

Within the industry itself, newly placed 
graduates who would likely start their 
careers in administrative, entry-level 
positions need to be given practical advice 
on how to advance their careers. Entrants 
into the industry need to be shown that a 
clear career trajectory is highly possible, 
particularly for those who are willing to keep 
learning and growing to keep up with the 
dynamic nature of the industry. 

The prevailing recruitment trends have 
placed much emphasis on a candidate’s 
years of experience. But now, faced with 
revolutionary changes, a shift in focus to 
aspects like ability and capability is required 
to attract diverse skill sets. Some of the 
competencies that are essential for insur-
ance professionals include analytical and 
problem-solving skills, strong negotiation 
skills and communication skills. 

Technology as an enabler
Companies that embrace technology are 

perceived to be progressive, and forward 
thinking, and will be in a good position to 
attract and retain talented individuals that 
are motivated to play a part in shaping 
the future of the industry. Insurers that 
are lagging in digital transformation may 
miss the opportunity to retain their younger 
Millennial and Gen-Z employees.

The insurance industry is a great place for 
graduates to begin and grow their careers. 
There are many opportunities for ambitious 
and talented individuals, from diverse 
backgrounds, to create fulfilling careers. 
The industry is exciting and dynamic and 
offers professionals the opportunity to 
be part of creating meaningful impact to 
society.

Nkuli Xeketwana 
Underwriters for Liability 
SHA Risk Specialist

Tlangelani Masango
Underwriters for Liability 
SHA Risk Specialist

RETAINING AND ACQUIRING 
THE BEST TALENT
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I
f you Google the word disruption, you get 
the following explanation “radical change 
to an existing industry or market, due to 
technological innovation.”

According to the Merriam Webster 
dictionary, disruption is, “to cause 
something to be unable to continue 

in the normal way: to interrupt the normal 
progress or activity of something.” 

If you apply this definition to business, then 
anything that is new and launched into a 
market and is successful can be regarded 
as disruptive. This term is used too loosely 
and became a point of contention to 
describe technologies or innovation that are 
not truly disruptive. 

The term “disruption” has been frequently 
misapplied or understood.

What is disruptive innovation?
Disruptive innovation is to create a new 
market, an innovative business model, a 
coherent value network, or enters at the 
bottom of an existing market and displaces 
established market-leading companies, 
products, and associations.

Disruptive innovation starts with a new 
company identifying an opportunity in 
the market that was previously ignored, 
or a segment of the population that has 
traditionally been discounted, by creating an 
alternative product or service that is usually 
more convenient and inexpensive to reach a 
broader market.

Disruptive innovation views less profit-
able environments as low hanging fruit for 

companies to gain a foothold in the market. 
Through a process of continuous improve-
ment and innovation, these companies 
can break into bigger competitive markets. 
Usually equipped with a better product, 
more convenient and a better understand-
ing of customer experience journey, the 
company is then able to push established 
players out of the market.

Established companies tend to make the 
mistake of initially overlooking the new 
entrant, assuming that they are playing in a 
different target market.

Understanding disruptive 
innovation
Disruptive innovation is not about new ways 
of improving or enhancing products for 
the same target group, but it involves the 
technologies used to make them easy to 
use and available to the larger, non-targeted 
market; if you take, for example, what 
happened to Compact Disks (CDs) and 
Digital Versatile Discs (DVDs); which were 
then replaced by digital music and movie 
downloads or streaming. 

The Internet of Things (IOT) has become so 
part of our daily lives that the companies 
that failed to integrate disruptive innovation 
into their business models, have pushed 
established players out of the market, like 
Kodak and Blockbusters.

Disruptive innovation requires access to 
overlooked markets and technology and 
make a product or service more acces-
sible, convenient, and affordable. It requires 
that all partners, suppliers, contractors, 
and distributors must benefit from the 

new, disruptive business model. It requires 
enabling technology, an innovative business 
model and a coherent value network 
(upstream and downstream business 
partners). 

New trends
Insurtech companies have been seeing 
growth and adoption over the past two 
years. These digital natives with established 
digital infrastructure could easily change 
to remote operations, putting traditional 
players under pressure with digital direct 
sales - offering a variety of new flexible and 
agile options to the traditional insurance 
sector. 

Some of these companies are utilising 
machine learning, big data and analytics to 
help them to traverse digital transforma-
tion trends and market dynamics. Social 
media feedback assisted other insurtech 
companies to offer form-free online claims 
and technology at the heart of their policy 
structures, to create tailored policies.

Multi-experience (MX), which is another 
trend, is the process of designing digital 
experiences across multiple devices. Multi 
experience substitutes technology educated 
people, with people-educated technology. It 
strives to create a single customer view. 

Business disruption has become the new 
normal and it’s not just a trend that will 
pass. In the past, disruption was the rare 
exception, it is now a reality that companies 
will regularly face. 

The major cause of disruption is the rapid 
advancement of technology and globalisa-
tion, that allows new business models to 
be developed at an ever-increasing rate and 
with rapidly declining costs. 

Innovative digital platforms will provide 
convenience, flexible offerings and person-
alised service will rule. Insurers will place 
a greater emphasis on risk facilitation and 
proactive risk management where their 
policyholders’ real needs will be addressed 
through integrated lifestyle offerings that 
improve their quality of life.

Wimpie van der Merwe
CEO & Founder
Global Choices, Digital 
Path & Claim Central 
Africa

TECH AND INNOVATION DO 
NOT EQUATE TO DISRUPTION
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W
e are in an age of 
algorithm-everything 
– saving time, saving 
lives, creating conve-
nience, you name it! 

Today, technol-
ogy is smarter than 

ever before and defining many business 
processes. In fact, global statistics indicated 
that Artificial Intelligence (AI) is expected 
to increase by an estimated $15.7 trillion, 
contributing 26% more to global GDP.

We are seeing powerful AI algorithms, like 
tiny AI, meaning that while the cloud is now 
the buzzword, soon we will be able to move 
away from cloud technology and have the 
power of this AI in the palm of our hands - 
technology will literally be everywhere, with 
personalisation and immediacy of products 
and services to the end user no longer a 
nice to have. 

So, why are insurers focusing so strongly 
on this growth? The benefits of self-learning 
and programming are becoming critical 
to the very end user we all serve, not to 
mention the fact that such technologies will 
have great benefits from a privacy perspec-
tive, protecting client’s data and addressing 
compliance risks. 

While many advisers argue that such 
digitisation has the potential to ‘take away 
business’, the question that really should 
be asked is how can I make my business 
survive in this new world?

Human interaction still lives large
A study in America indicated that 44% 
of investors use a human adviser when 
investing, with only 15% preferring to use a 
robo-adviser. 

Similarly, 51% of these respondents have 
more confidence in the growth of their 
investments managed by a human adviser 
– and this is in a digitally mature market, 
where digital advice has been around for 
much longer than in South Africa. 

While automated processes may become 
part of the mix, it is highly unlikely to 
replace the human model so, advisers still 
have a critical role to play. Technology and 
automation are not going anywhere and 
can help businesses with forward thinking, 
strategising and future-proofing.

A catalyst for immediacy
If we take the US equity market, as an 
example, research shows that low-touch, 
electronic trades make up about 55% of the 

volume – meaning that while the adviser 
model is still more trusted, there is a 
definite upswing in the use of technology to 
drive investments. 

So, as advisers, we have to strike the 
balance between the human interface and 
meeting this with a superior technological 
offering that meets consumer demands. 
With 60% of people using automated 
technology services, because of ease of use 
as a factor, and 44% stating that low barri-
ers to entry is key, then we have to consider 
how automated, time enhancing processes 
are changing the adviser role. 

From an adviser perspective, technology 
means you don’t have to build your own 
processes or systems, but rather tap into 
digital solutions that have already been 
built. Think about the power of real-time, 
simpler parameter driven underwrit-
ing processes, all paperless on a digital 
platform and with the ability to conclude the 
deal on the spot! These same processes 
enable businesses to provide faster, simpler 
solutions.

Tomorrow’s skills are needed 
today
We also have to consider the impact of 
smart technologies on our skills set. A 
recent survey on AI and the future of work 

indicated that 34% of employees believe 
that their jobs will be automated by next 
year however, 55% of these same respon-
dents’ trust that the companies they work 
for will help them develop new skill sets to 
enable them to remain employed. This skills 
shift is a key consideration in the adviser 
space. As technology ‘takes over’, advisers 
need to consider how the human element 
is elevated. 

Being agile and on the front foot when it 
comes to modern technology can only 
elevate opportunity. So, again, we ask 
ourselves, can the adviser survive in the 
age of algorithm-everything? No, we can’t 
survive, we can thrive!

The reality is that we cannot ignore the 
incredible opportunities technology affords 
us. As insurers and advisers, we need to 
stay on top of the technologies that can 
propel us, to enable both ourselves and 
clients even further. 

ALGORITHM-EVERYTHING… 
we can’t survive, 
we can thrive!

Kobus Wentzel
Head of Distribution 
1Life
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COVID-19, 
CATASTROPHE 
AND KZN RIOTS
cast a pall over SA’s cast a pall over SA’s 
commercial non-life commercial non-life 
renewalsrenewals

SHORT-TERM

T
he last two years have been tough 
for South Africa’s non-life insur-
ance sector as stakeholders faced 
a slew of multi-billion rand loss 
events. Things kicked-off with a 
two-year-long struggle with the 
COVID-19 pandemic and business 
interruption (BI) claims; continued 

into the July 2021 looting and rioting in areas of 
Gauteng and KwaZulu-Natal (KZN); and culmi-
nated with the April and May 2022 KZN floods.

Rising frequency and severity
“The local risk climate continues to be character-
ised by significant, unprecedented environmental 
and socio-political events, especially in recent 
years,” says Bryte’s Executive Head of Broker 
Distribution, Chris Grieve. “The rising frequency 
and impact of these risk events continues to 
have a substantial impact on the industry, which 
so many livelihoods depend on”. According to 
Grieve, adjustments to policy underwriting has 
become necessary to support the resilience of 
insurance businesses and their collective stake-
holders.

“The aforementioned loss events are having a 
negative impact on insurers and reinsurers and 
are filtering through to the renewals of commer-
cial insurances: capacity on risks is being 
reduced, prices increased and covers limited or 
withdrawn,” says Peter Olyott, CEO at Indwe Risk 
Services. He warns that changes to cover can 
create a professional indemnity (PI) minefield 
for brokers, particularly when the heading of the 
cover remains intact whilst the scope of cover is 
significantly changed.

Philippa Wild, Head of Commercial Underwrit-
ing at Santam, confirms that there has been a 
hardening of the market in terms of rates and 
premiums. “There is an increased focus on risk 
assessment and the implementation of pre-loss 
risk mitigation factors; insurers are [also] placing 
additional emphasis on accumulation exposure 
calculations and portfolios are being underwrit-
ten more carefully,” she says. Particular attention 
is being given to the identification and manage-
ment of uninsurable systemic risks and the 
impact of deteriorating infrastructure on risk 
exposures: insurers are removing those risks 
which they are unable to insure from their cover-
ages. 

Understanding the hardening market
Insurers and reinsurers use the term ‘hardening 
market’ to refer to periods during which capac-
ity is constrained, premiums are on the rise and 
insureds are forced to retain more risk. The 
question becomes: are we presently in a harden-
ing market? And there is more than enough 
evidence to confirm a hardening market in South 
Africa’s commercial non-life insurance segment.
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“Yes, the market is definitely hardening 
and it is important that we communicate 
to our intermediaries and stakeholders 
to explain the reasons for any changes 
to their policies; we do this as a standard 
practice for all our renewals,” says Wild. 

Grieve says that both insurers, via 
their reinsurers, and insured are being 
subjected to substantial price increases, 
restricted coverage and reduced capac-
ity. “For some, this has translated to the 
withdrawal of certain policy covers that 
clients had become accustomed to; for 
others cover has become too expensive 
or no longer feasible,” he says. One of the 
risks in this environment is that insureds 
lapse their cover or neglect to increase 
their sums insured.

Looking for alternatives 
These views are echoed by Olyott, who 
says that the market was hardening,  but 
perhaps not to the extent of 30-years ago. 
“Premium increases are coinciding with 
reduced capacity and a hardening attitude 
to effective risk management,” he says. 
“And we are likely to see a greater focus 
on catastrophe-type covers primarily, with 
brokers and their clients looking at alterna-
tive structures to deal with operational 
and less catastrophic risks in business, 
for example contingency policies, cell 
captives, parametric solutions and the 
like”. 

The situation exhibits in both the commer-
cial and personal lines sub-classes. “As a 
broker, we agree that we are in a hardening 
market,” comments Claire Govender, Head: 
Portfolio and Underwriting at IntegriSure. 
“We have addressed the issue of rising 
premiums with clients by providing them 
with product options and advice; the reten-
tion of clients, in our experience, is best 
achieved through personal-service-based 
models, which creates the needed trust 
between a broker and a client”.

Brokers, who play an important role in 
matching clients’ risk with their insur-
ance cover, must be aware of various 
pitfalls that arise during hardening rates 
cycles. “We are seeing the detrimental 
consequences of underinsurance on 
customers and insurers, which demon-
strates the urgent need to get assets 
accurately valued; with inflation on the 
rise, the ongoing war in Ukraine and the 
port congestion in China, due to their 
recent COVID-19 pandemic management 
approach, the future remains even less 
predictable,” says Grieves.

“In line with our commitment as a proac-
tive risk mitigator, we continue to use 
our insights, foresights and expertise to 
assist clients to reduce client risk, and 
continue to explore multiple ways in which 
to keep insurance premium increases to a 
minimum”.

Yanking cover from clients
There have been some rumblings of 
discontent from sectors of the broking 
market that insurers are simply yanking 
cover from their clients, leaving them to 
find alternative risk transfer structures or, 
in the worst case, self-insure. “In certain 
cases, the remaining risk exposures are 
significant,” says Olyott. “For example, the 
change to the public utilities extension in 
terms of BI, where insurers are excluding 
any losses arising out of, inter alia, lack of 
maintenance, sabotage, equipment which 
has exceeded its usable lifespan, etc”.

Insurers take a slightly different view, 
saying that cover restrictions are neces-
sary. “Our role is to protect our clients by 
providing insurance cover that meets their 
needs within our risk appetite; if the risk is 
insurable, we can collect the appropriate 
premium, and if the required risk manage-
ment protocols are in place, we will always 
try to provide the cover,” says Wild. But, 
this is not always as simple as it sounds. 

“A key part of making sure we are always 
able to pay our clients’ claims is ensuring 
that we have adequate reinsurance protec-
tion in place … the reinsurance market has 
reassessed their exposures and capaci-
ties … and when they make changes to 
our cover, we need to pass these changes 
on to our clients,” she says. This is with 
specific reference to the recent removal of 
non-physical damage BI cover. 

Significant global risks
Grieve, meanwhile, says that the global risk 
landscape has been a significant factor in 
the reinsurers’ decision to revisit specific 
covers. “As a result, discontinuation and 
changes to what they cover, has come into 
effect, impacting our ability to continue 
providing insurance cover for certain 
exposures,” he says. “This includes BI 
cover where there is no evidence of physi-
cal damage and the application of limits 
where cover was previously open-ended”.

Brokers beware: the resulting changes 
will leave some exposures that will make 
in-depth insurance reviews with custom-
ers even more important. You must 
also ensure that your clients’ insurable 

Gareth Stokes
Stokes Media

exposures are covered to the maximum 
available.

Commercial and individual insureds, 
although entirely different ‘animals’, exist 
in similar economic and risk environments. 
Their joint challenges emerged from the 
forthright response from IntegriSure, 
based on their first-half 2022 renewal 
experience. “Due to job losses still affect-
ing consumers, which coincides with 
worsening economic conditions, insurance 
clients are more price-sensitive than ever,” 
says Govender.

Communicate your value 
proposition
IntegriSure has seen clients remov-
ing items from cover to carry the risks 
themselves; something that is especially 
prevalent where working from home has 
become the norm. The key for brokers 
to assist clients through the harden-
ing market is to clearly communicate 
their value proposition to clients, to stay 
focused on service excellence and give 
risk-specific advice with recommended 
product options. 

Olyott comments that insurance industry 
stakeholders are sometimes their own 
worst enemies. “When markets are soft and 
the going good, the emphasis on effective 
risk management waned; even slightly poor 
loss ratios on portfolios were no barrier 
to achieving cost savings,” he says. “Then 
when the consequences of this reducing 
emphasis on effective risk management 
come home to roost, the market tightens, 
capacity reduces and prices increase, 
almost always at a time in the economy 
when clients can least afford it”.

The non-negotiables
The solution is for all stakeholders to 
have a consistent approach to risk. 
Pricing should be allowed to rise and fall 
according to the available capacity, but 
it should not come at the cost of forsak-
ing the basic tenets on which insurance 
becomes sustainable. Of course, a focus 
on the evolving nature and location of 
risk and clients’ potential exposures are 
non-negotiable to underwrite correctly.

CPDarticle
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T
he choice of insurance lies 
undoubtedly in the cost of 
the product, the product 
features and whether these 
meet the customer needs 
and the claims process. 

However, these become less 
important for the customer if the service 
delivered by the intermediary (broker) and 
the insurer do not meet their needs and 
expectations. Customers’ lifetime experi-
ence must be considered when choosing 
their insurance.

What does a customer 
value?
So, what does a customer 
value in determining where to place 

when determining the sum of insured 
values, and obtaining the right advice when 
deciding on those values.

Influence on choice 
Various parameters have an important influ-
ence on the choice of insurance. Premium 
in the current economic circumstances is 
essential, as disposable income for insur-
ance is not an easy choice, and there is no 
immediate return or tangible sale. It is a 
future purchase of what may or may not 
happen. Customers must feel satisfied that 
in the greater analysis of need and financial 
security, they have agreed to pay for insur-
ance, which will leave them satisfied in 
knowing that the premium paid aligns with 
what was promised and delivered in the 
event of an incident.

The product could be the most crucial 
consideration in terms of the choice 
of insurance, as at the end of the day, 
whatever incident or event takes place, this 
has to be catered for adequately in terms 
of the product. Product features may differ 
from one insurer to the next, with some 
basic cover being similar, but terms and 
conditions will vary. 

This is where the intermediary’s expertise 
holds excellent value, in terms of knowing 
what products are available in the market 
to cater to the specific needs and budget 
of the client. Customers want the comfort 

of knowing the selection of a product was 
made easier, based on the knowledge and 
experience of the intermediary.

Meeting expectations
Often referred to as the decisive moment, 
claims are based on all the aspects 
mentioned and culminate in a process built 
on the ease of being able to lodge a claim 
and the speed with which it will be settled. 
Presently, technology allows for multiple 
access and engagement points. Artificial 
intelligence allows for serious enhancement 
of process-driven aspects in businesses. 

From the time of registration of a claim, 
assessment thereof and final settlement, 
it needs to be easy and efficient, giving 
the customer a sense of satisfaction that 
the choice they made has matched their 
expectation.

Customers demand superior value and 
quality, and the industry needs to continu-
ously provide all of the above aspects. 
Through consistent quality customer 
service and meeting their expectations, 
customer loyalty will be based on this 
experience overall.

Sedick Isaacs
Head of Business 
Support Services 
Bryte Insurance

their insurance? Quality plays a signifi-
cant role in determining their willingness 
to purchase the cover, regardless of how 
much they need to pay. 

Quality, in this aspect, also refers to whether 
or not the product fulfils the customer’s 
needs and how much the product costs, 
relative to the cover the client needs. Quality 
also speaks to the claims process that 
must deliver on the promise to put the client 
back in the same position as before the loss 
or incident within the shortest and most 
reasonable period.

The above is often easier said than done, 
considering that insurance is a non-tangible 
product and has its own set of intrica-
cies. It is contractual and lives with many 
subjective arguments, based on individual 
and even legal interpretation. This causes 
customers to look around and move insur-
ance policies from one service provider to 
another. 

Communication and transparency become 
critical factors in measuring quality 
customer service. What a policy covers 
and what it does not cover must be set 
out and explained. These are vital aspects 
that customers need to have clarity on and 
include elements such as items covered 
and excesses payable and applicable in the 
event of a claim or incident. It is also about 
taking inflationary factors into account, 

ARE WE, AS AN INDUSTRY, 
SERVING CUSTOMERS’ NEEDS?
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T
his case demonstrates 
how important it is that all 
who are involved in claim 
administration, validation, 
investigations and decision-
making consider all relevant 
information.

The insured’s accident claim was declined 
because the insured had allegedly failed to 
provide complete and truthful information, 
regarding the incident in which the insured 
vehicle had been damaged.

In terms of the policy, the insurer could 
decline fraudulent claims, claims where 
false information or wrong descriptions 
were provided, or where damage was 
caused intentionally.

Investigation outcomes 
The main issue in dispute was the insurer’s 
contention that the insured had fabricated 
the claim, staged the incident scene, or 
provided the incorrect time and location 
details regarding the loss.

The insurer relied on two expert reports, 
one admittedly involving a desktop investi-
gation where the scene was never visited, 
but images were obtained from Google 

Maps and could possibly not be an accurate 
depiction of the scene at the time of the 
accident. Further investigation was recom-
mended.

In the ensuing report, the accident recon-
struction expert concluded that the damage 
to the insured vehicle was inconsistent 
with the insured driver’s description of 
the accident. Also, that the insured had 
provided false information because when 
the accident scene was visited, it was 
inconsistent with the insured’s description. 

The insured was accused of not reporting 
the accident within the 24 hours required 
by law, that some of the damage had been 
caused intentionally by the insured, and that 
some of the damage that would ordinarily 
be expected in an accident of this nature 
was not evident.

The Ombudsman’s investigation revealed 
that the insurer’s investigator had delayed 
in visiting the scene. The owner of the 
property where the accident occurred 
had, by then, flattened the heaps of soil 
where the insured vehicle had rolled or 
overturned, hence the insurer’s conclusion 
that the accident could not have taken 
place there.

Expert opinions unsubstantiated, 
erroneous and unjustified 
The insured was able to provide confir-
mation by the owner that the heaps had 
been flattened. He could also provide 
photographic evidence of how the accident 
scene looked on the night of the accident, 
including evidence of the heaps of soil, the 
damage to the vehicle, its resting position 
after the incident, and other tell-tale signs 
in support of the accident having probably 
occurred there and then.

The accident reconstruction report was 
found to include various inaccuracies 
and outright false facts and assumptions 
in the light of other available evidence, 
which was mainly photographic. A lot of 
the averments by the insurer’s expert were 
found to be unsubstantiated, erroneous 
and unjustified. Various discrepancies 
were found between the expert’s findings 
and the available evidence provided by 
the insured. Most of the expert’s crucial 
conclusions could not be sustained.

The Ombudsman found in support of 
the insurer’s version, that some of the 
damage appeared not to relate to the 
same incident. However, it was incorrect 
and unjustified for the insurer to conclude 
on that ground that the accident had not 
taken place as alleged. The insurer had not 
established from the insured what damage 
had been sustained in that incident or 
separated it from pre-existing damage. 
Additionally, the insured had conceded that 
some of the damage existed prior to that 
loss. 

A thing or two to learn 
When the issues were raised with the 
insurer, it was adamant that its decision 
was correct, until it had sight of the 
insured’s evidence. At that stage, the 
insurer abandoned its defence and opted 
to settle the claim. 

Although the Ombudsman’s recommenda-
tion was that the insurer should exclude 
the inconsistent and/or pre-existing 
damage from its settlement, the insurer 
demonstrated goodwill by settling the 
claim in full.

Peter Nkhuna
Senior Assistant 
Ombudsman: HOD Legal 
Internship and Consumer 
Education
OSTI

THE EFFECT OF FALSE OR 
INCOMPLETE INFORMATION
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I
n this case study, the insurer had initially declined a motor 
vehicle accident claim on the ground that the insured had failed 
to notify the insurer of the change in the regular driver of the 
insured vehicle. The vehicle was uneconomical to repair, thus 
declared a write-off by the insurer.

During the validation of the claim, the insurer established that, 
from January 2021 to June 2021 when the loss occurred, the 

insured’s daughter drove the insured vehicle more often than the 
insured. The insurer also found that the insured last drove the 
insured vehicle at the beginning of January 2021, prior to her daugh-
ter taking possession of the insured vehicle. The insured’s daughter 
resided in the Eastern Cape and kept the insured vehicle there. The 
insured resided in KZN. 

The insured disputed the outcome of the claim through the insurer’s 
internal dispute resolution mechanism, whereafter a decision was 
made by the insurer to settle the claim on a proportionate basis. 

Failure to notify the insurer
According to the insurer, if the insured had notified it of the change 
in the regular driver, it would not have suffered the premium preju-
dice it did. Therefore, it only accepted liability for 54.92% of the 
claim. The insured was unhappy with the proposed settlement, and 
she approached the Ombudsman for Short-Term Insurance (OSTI) 
disputing not only the settlement amount, but also the insurer’s 
refusal to return the salvage to her.

The Ombudsman found that the insurer had submitted sufficient 
evidence that the insured’s daughter was the regular driver of the 
insured vehicle. Also, that the insured was advised, at inception of 
the policy, to notify the insurer of any change in the regular driver of 
the insured vehicle, but the insured failed to do so. 

As the circumstances indicated a material change in risk after policy 
inception, the Ombudsman considered this an appropriate case to 
effect a pro rata settlement. The Ombudsman, therefore, found that, 
due to the insured’s failure to notify the insurer of the change in the 
regular driver, and the premium prejudice suffered by the insurer as 

a result thereof, the settlement amount offered by the insurer was 
fair and equitable.

The application of equity
The Ombudsman’s approach is that where there is an unintentional 
misrepresentation or non-disclosure, the insurer is entitled to settle 
the insured’s claim in line with the proportion of premiums received 
by it. In other words, where, for example, the insurer suffers a 30% 
premium prejudice due to the misrepresentation or non-disclosure, 
the insured would have to carry the respective liability (of 30%). 

Regarding the insurer’s right to the remains of the subject of risk 
(salvage), the insurer argued that it was entitled to keep the salvage 
and it referred to a policy provision which stated that, “where a claim 
is settled for lost items that are subsequently found or for damaged 
items that cannot be repaired, these found and/or damaged items 
become ours upon claims finalisation”.

The OSTI found that where an insurer has indemnified the insured 
for a total loss, the insurer is entitled to the salvage and the insured 
has a corresponding duty to surrender the salvage to the insurer. 

Insurer agrees to pay 
As the insurer only indemnified the insured for 54.92% of the 
loss and did not indemnify the insured for the total loss, it was 
not entitled to the keep the entire salvage or the proceeds of the 
disposal thereof. The Ombudsman found that the insurer was 
entitled to retain only 54.92% of the proceeds of the salvage and the 
remaining 45.08% would have to be paid to the insured. The insurer 
agreed to pay the insured 45.08% of the proceeds of the salvage.

Vuyisile Ramakoaba-Malope
Assistant Ombudsman 
OSTI

CHANGES IN RISK – 
regular driver and address

SHORT-TERM
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T
he COVID-19 pandemic has 
compounded the long-
standing problem of the 
protection gap in Africa - the 
increasing disparity between 
the insurable risks and the 
insured risks. This has been 
exacerbated further by a 

hardening market, widening the gap between 
needs and actual available coverage. 

Traditional insurance markets and products 
no longer have all the answers, particularly 
in a market where there is increasingly a 
lack of trust between the insured and their 
insurers, with a growing consensus that 
more transparency is needed together with 
faster payment for claims.

A game changing product
We need to approach the problem in a 
different way. Parametric insurance is a 
truly disruptive insurance product, helping 
communities not only recover from disas-
ters but also build resilience to help mitigate 
the impact of future extreme weather and 
natural catastrophe events. 

It can provide rapid and indisputable 
settlement of claims in the aftermath of a 
devastating event, ensuring that commu-
nities can rebuild quicker. It gives people 
the chance to get protection for risks that 
are underserved or excluded by traditional 
insurance. When you take the protection 

gap that exists in Africa into account, this is 
game changing.

Collaboration at intergovernmental, industry 
and community levels is crucial, in order to 
allow this innovative product to flourish and 
extend coverage to the most vulnerable.

Strengthening awareness and 
capabilities
The benefit of cooperation was showcased 
by the establishment of the Caribbean 
Catastrophe Risk Insurance Facility (CCRIF) 
in 2007, the world’s first multi-country risk 
pool and insurance instrument to develop 
parametric solutions backed by both tradi-
tional and capital markets. Since its first 
payment in November 2007, the CCRIF has 
built resilience at mass-level within commu-
nities susceptible to natural catastrophe.

Inspired by the CCRIF, the African Union 
established the African Risk Capacity 
(ARC), a specialised agency designed to 
help governments better prepare for and 
respond to extreme weather events. 

What is unique about the ARC, when 
compared to other regional risk pools, is 
that it requires countries to develop effec-
tive contingency plans before agreeing to 
provide parametric insurance. The ARC 
assesses the impact of each pay-out, thus 
creating potential for governments to better 
anticipate and respond to disaster risk by 

strengthening capacities, awareness, and 
action. 

Take the issue of drought, which is affecting 
millions of South Africans every year. The 
ARC uses the Water Requirements Satisfac-
tion Index (WRSI), originally developed by 
the United Nations Food and Agriculture 
Organization, to monitor water deficits 
throughout the growing season and the 
distribution of rainfall. Combining this 
satellite-based technology with household 
survey data, the ARC creates a drought 
vulnerability profile of populations living 
within set administrative units of a country.

Parametric insurance coverage
The use of this technology has been revolu-
tionary to communities. Earlier this year, it 
was announced that communities across 
Mali were set to benefit from a $7.1 million 
pay-out by the ARC to the United Nations 
World Food Program, following a drought in 
which almost two million people were put 
at risk of food insecurity. These funds are 
designated to provide support to communi-
ties impacted by climate-induced disasters. 
Madagascar will also benefit from member-
ship of this risk pool, as it received a $10.7 
million pay-out from the ARC in March, 
after Tropical Cyclone Batsirai triggered the 
country’s parametric insurance coverage.

Nevertheless, considerable work still 
needs to be done to improve governments’ 
approaches to extreme weather. Data 
constraints, regulation, cost and lack of 
education all remain key issues that provid-
ers and governments need to address. 
While technology will continue to evolve 
and data availability will improve over time, 
helped in part by investment from the 
private sector, the onus is on international 
institutions and governments to offer more 
support to these initiatives, ensuring that 
parametric policies protect the most vulner-
able communities against climate events.

Manoj Kumar
Group Chief Executive 
and Managing Director
MNK Re

Harry Titherley
Head of Innovation
MNK Re

PARAMETRIC INSURANCE: 
a force for gooda force for good
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E
very organisation is exposed to business risk, the 
consequences of which can lead to a loss in profits for 
the company, or worse still, the company’s complete 
failure. 

The factors of business risk (including strategic, compli-
ance, operational and reputational risk) can be both 
internal and external. 

Measures fall short of expectations
The external factors mean that an organisation can’t shield itself 
completely from all risks. Through Enterprise Risk Management 
(ERM), companies are able to mitigate the risks posed to them. This 
is particularly important amid a pandemic and the socio-economic 
issues present around the world.

Even with the best risk management systems and mitigation 
measures in place, there remain factors that could cause these 
measures to fall short of expectations. Some known factors include 
agency risk, change in the threat landscape, and failure to commu-
nicate risk.

Agency risk refers to the potential for management and employees 
to, unintentionally or otherwise, fail to implement or follow proce-
dures put in place to reduce risks posed to the company. A lack of 
alignment between all stakeholders (principals and agents) causes 
an incentive conflict, where agents are not completely incentivised 
to act in favour of the principals.

Underlying systematic risks
Change in the threat landscape refers to a dynamic environment in 
which risks can shift from one form to another, potentially exposing 
underlying systematic risks.

Failure to adequately, and in a timely fashion, communicate risks 
to top management and therefore deal with those risks, could 
equally lead to failure of the entire ERM system. As a result, even 
with the best risk management practices, there remains inherent 
risk within those practices which could expose a company. This has 
highlighted the use of risk transfer, where practically possible, as a 
measure to deal with potential exposures.

Aon’s 2021 global risk management survey provided a view of 
clients’ perception of their top 10 risks across over 2 300 organ-
isations surveyed. The results, inevitably, reflect the landscape of 
the times as we continue to feel our way through the pandemic 
and attempt to move on into the “new normal”. The risk landscape 

reflects the increased importance of risk transfer in the current 
climate.

The above table reflects the change in clients’ risk perception over 
the last five years through the same report. While (uninsurable) trade 
risks remain an exposure to all companies, insurable risks have now 
taken prevalence within clients’ top five risks, including now occupy-
ing the top two spots of the list.

Ensure gaps can be dealt with
Whether it is Business Interruption insurance (a matter of conten-
tion during the pandemic due to communicable disease exclusions), 
reputational risk insurance including all relevant crisis management 
measures, or cyber insurance, a risk that has now found its way 
to the top of the list, companies now need to ensure that gaps in 
exposure which can be dealt with through risk transfer are filled.

Despite having the best risk management practices, there always 
remains risk in the system. A key aspect of dealing with that risk 
should always be risk transfer where possible.

Ncedisizwe Mbongwe
Specialist Liability Underwriting Manager
Auto & General
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CHALLENGES FACING RISK 
MANAGERS OF THE FUTURE

FAnews spoke to Craig Kent, Head of Risk Management at Aon 
South Africa, Philip Cronje, Strategic Account Manager in Aon’s 
Commercial Risk Solutions division (left) and Spiros Fatouros, CEO 
of Marsh Africa (right)  about how best to manage risks in an ever-
changing and complex world.

What can pandemics teach us about 
risk management and planning for 

future disruptions?
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Planning for future disruptions
According to Fatouros, there are many lessons that have come out 
of the COVID-19 pandemic that highlight the importance of risk 
management for future disruptions. Furthermore, the pandemic 
has intensified the need to pivot, from more traditional methods of 
risk management to a more integrated enterprise-wide view that 
promotes enhanced resilience.

“COVID-19 has highlighted certain global risks and its economic 
and societal consequences continue to pose a critical threat to the 
world. According to the World Economic Forum (WEF) Global Risk 
Report, the top five risks that have deteriorated the most, globally, 
through the crisis include erosion of social cohesion, employment 
and livelihood crises, climate action failure, severe mental health 
deterioration and extreme weather events. Furthermore, dispari-
ties in vaccine distributions in developing countries have resulted 
in the weakening of fiscal positions in many emerging countries, 
with income disparities causing increased societal polarisation 
and resentment. Other key trends include global supply chain 
disruption, a decline of focus on green initiatives with a focus 
rather on short-term stability, and a shift to remote work, which 
has accelerated the adoption of platforms and technology-related 
intermediaries, thus worsening the risk of possible cybersecurity 
failure,” emphasised Fatouros. 

Resilience post-pandemic
The pandemic, with its heightened risks, has brought to the fore 
the importance of risk management and planning for future 
disruptions, according to Fatouros. 

According to the WEF Report (2022), some of the key learnings to 
enhance resilience post the pandemic include: 
• Having an adaptive resilience to the pandemic at a national 

level. Firstly, this involves the presence of flexible response 
strategies, for which in the context of COVID-19 was the estab-
lishment of policies that balanced societal needs and economic 
activity. Secondly maintaining societal trust, which involved 
galvanising compliance and cooperation among citizens, 
business and government for extended periods of time.

• Preparing resilient ecosystems for future crises. This involves 
ownership and accountability from a government, business 
and community perspective. Governments should make use of 
national risk assessments and strategy reviews to reveal where 
critical gaps lie and find a balance between where private 
sector and government intervention is required. Businesses 
have sought to understand how they can contribute to the 
communities and environments in which they operate and have 
brought into focus the importance of Environmental, Social 
and Governance (ESG) risks that need to be considered. From 
a community perspective, the pandemic and extreme weather 
events have highlighted areas where local communities and 
central government can collaborate more effectively to reduce 
the impact of devastating events on the community.

“Winston Churchill once said, “Never let a good crisis go to waste”. 
There is much correlation with where Churchill found himself and 
indeed the world as they emerged from the devastation of World 
War II, and how we navigate our way forward as we emerge from 
this globally synchronous pandemic disaster,” said Kent.

“A business response to risk should be based on a solid, resilient 
and flexible risk framework that is supported from the top to the 
bottom. The success of the reaction process to a perceived or 

imminent risk hinges firstly on how informed the risk framework 
is in terms of operational, strategic and financial factors related 
to the business, which requires reliable data in real time; and 
secondly requires a structure that efficiently interrogates and 
interprets this data once placed in the framework for processing 
and appropriate response,” added Kent.

Adapt and re-invent 
“The pandemic has seen many businesses go into “crisis” mode 
with a focus on critical business activity that favors short-term 
stability over longer-term sustainability, which may be to its detri-
ment. Some companies found more traditional methods of risk 
management did not have the flexibility and agility for the quick 
business responses that were needed. However, companies that 
have integrated their enterprise-wide risk management, strategy 
and business continuity processes have seen enhanced resilience, 
sustainability and profitability,” emphasised Fatouros. 

Furthermore, according to the WEF Report (2022), these are 
the practical lessons that can improve organisational resilience 
and make a difference:
• Ground analysis in delivery requirements: this includes 

identification of threats to the attainment of business goals, 
and unpacking the threats to understand the undesirable 
outcomes, capabilities in place to mitigate the outcomes 
and levers, tools or processes that need to be implemented 
or enhanced.

• Appreciate vulnerabilities of the broader ecosystem in which 
the organisation operates, including an understanding of 
critical assets, operations, services and those who depend 
on them.

• Embrace a diversity of resilience strategies to ensure organ-
isations can quickly adapt to ensure business continuity.

• Connect resilience with other goals. Improved alignment of 
business goals with Environmental, Social and Governance 
(ESG) goals has resulted in increased organisational resil-
ience.

• Understanding that resilience is a journey, not a destination. 
Leading resilience programmes learn and adapt from stress 
testing and actual crisis, to emerge stronger, with organisa-
tions being better prepared to adapt and address events 
that threaten its continuity in all spheres of the insurance 
industry and the insurance sector.

Identify risk, transfer and mitigate it 
Businesses, according to Cronje, need to continue pushing the 
envelope and innovating back into recovery and growth in a 
radically changed operating environment. 

“At the same time, there needs to be the recognition and under-
standing that when business models change, the risks that 
businesses are exposed to change and evolve too. We are now 
dealing with a world and risks that are sharply divided into pre- 
and post-COVID times. It is imperative that businesses engage 
with experienced risk advisers to comprehensively understand and 
collaboratively approach the business and consumer landscape 
that COVID-19 has left in its wake,” concluded Cronje.

A risk manager, according to Fatouros, needs to be able to identify 
risk, transfer it and mitigate it. “The world of risk is more intercon-
nected and sophisticated than ever, so a good risk manager needs 
access to a varied and complex skill base.”   
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WHY ESTATE 
PLANNING IS 

CRUCIAL 
in times of 
unexpected 
events

I
n the past two years, the need for sound financial 
planning has become very evident. Events such as the 
unexpected KwaZulu-Natal floods, the July 2021 riots and 
the COVID-19 pandemic have all put estate planning in 
the spotlight, with a greater call for financial advisers to 
help get their clients’ wills and testaments, and their life 
insurance, in order. 

No wills in place
Houses, vehicles and businesses are just some of the things 
that need to be insured, safeguarded and potentially trans-
ferred to the relevant dependant in the event of a client’s 
death. 

Unfortunately, millions of breadwinners and household 
providers in South Africa still don’t have their estate planning 
in place. 

In fact, it is estimated that 1.3 million South African govern-
ment employees do not have a will, which could leave their 
dependants without an income, with their assets frozen, or 
with the wrong person inheriting from the estate. 

Three things to consider
Here are three things advisers should consider, when helping 
clients plan for what happens to their estate if they pass 
away.
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1
A financial plan is the cornerstone 
To ensure that your clients’ needs, and those of their 
loved ones, are covered in the event of any worst-
case scenario, you need to ensure that everyone that 

is dependent on them, is taken care of. Putting together a 
holistic financial plan of your client’s needs will help you in 
meeting their goals. Ensuring you have a comprehensive 
view of each client’s family and their financial needs, such 
as the cost of their children’s education, their bond and other 
debt, and expenses will help you create a solution that meets 
each of their needs. This means understanding how much 
cover each person in their family will need, should it happen 
that your client does not earn an income anymore, due to 
illness or an injury. 

The obvious starting point is death cover, which provides for 
the immediate expenses where the beneficiaries are clearly 
stipulated, and ensuring they have drawn up a valid will that 
explicitly addresses the disposal of major assets. You can 
also help your clients look into various other scenarios, such 
as the settlement of joint debts or bonds affected by the 
possible loss of a primary income. It’s equally important that 
your clients do not overlook basic household expenses and 
healthcare costs in their financial plan. 

If your client is married or has a spouse as defined for tax 
purposes, this will also play a significant part in estate 
planning. Being married in community of property or out 
of community of property, or being divorced, means that 
there are people that could have a claim to proceeds of your 
client’s estate, even if your client doesn’t make provision 
specifically for this in their will. As their financial adviser, 
make sure that you understand their marital status and 
regime, and include these considerations in the financial 
plan.

Critical to consider is the liquidity of the estate, when your 
client does pass on. It’s all well and good to leave depen-
dents with a house over their head, but if that house needs 
to be sold to pay the South African Revenue Service (SARS), 
your client’s loved ones may still be left in financial trouble. 
A life insurance policy can help with this, to ensure that cash 
is paid into the estate to make sure that assets actually go to 
the people that the client wants them to go to. A few insurers 
also offer last death policies, which can be taken out on the 
lives of a spousal couple, so that where the residue of the 
estate is left to the surviving spouse, the policy only pays out 
when that person dies. These types of policies are generally 
cheaper than each person taking out cover on their own life, 
and fulfil the need by only paying out when the tax burden 
arises.

When looking at your client’s business insurance policies, 
such as any buy and sell cover or keyperson cover that they 
might have on their life, make sure that they are structured 
optimally so that they don’t trigger unexpected estate 
duty. Again, when SARS needs a substantial portion of a 
deceased’s estate, the dependents that should have been 
provided for, will be left without.

Revising this financial plan regularly will make sure that any 
adjustments that need to be made, are made before any 
problems arise.

Sean Hanlon
Executive Director: Sales and Distribution
BrightRock

2
Consider the client’s short and long-term 
expenses 
Estate planning takes into consideration both life and funeral 
cover, ensuring that clients are able to settle their debts and 

take care of their family’s living expenses after they die. Many 
people do not take into account the extra costs and significant 
administrative work involved with finalising an estate – by following 
a step by step approach with your client, you can ensure that they 
are aware of the exact costs and procedures required. 

These costs can include the executor’s fees, which are the costs 
charged by the person appointed to manage the winding up of your 
client’s estate. Then there are administrative costs, such as fiduciary 
costs and estate duties, which can be managed to a large degree if 
their assets are appropriately protected in a trust. 
The extent of these costs depends on the size of your client’s estate, 
and there are insurance solutions available for these expenses. 

3
Select a suitable and trusted executor
Use the complexity of your client’s estate, as a rule of thumb, 
for the selection of an executor. It might be beneficial for 
the client’s estate, if the executor has knowledge of tax and 

the administrative process required to finalise your client’s estate. 
However, the decision is up to them and they can select whomever 
they want – be it their spouse, a friend, a trusted acquaintance, their 
bank, a lawyer or a trust company. Your role is to help them select 
the most suitable person. 

There are many immediate expenses that could follow from your 
client’s death, such as funeral costs, debt repayments and other 
day-to-day expenses. Be sure to help them make provisions for this. 

Becoming more and more common these days, is that the people 
who benefit in terms of a will are living overseas. There are 
companies that you can consult with to find out how to move funds 
overseas when your client dies, and what the expected tax implica-
tions of this will be. This is quite a specialist function, and if you 
don’t focus on this field, it might be a good idea to consult with 
someone who does for the peace of mind of the family, and so that 
everyone knows what will happen when your client dies. You might 
also need to increase any insurance cover that will pay to the estate, 
when your client dies, so that these tax payments don’t erode what 
would be needed to look after your client’s dependents.
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T
he time it takes to wind up 
the estate of a deceased 
person has worsened, now 
taking up to two or three 
years. During this period, 
some beneficiaries may 
struggle with day-to-day 
living expenses. 

Advisers should, therefore, consider the 
need for beneficiaries to have sufficient 
cash during the administration period, until 
they can receive their final inheritance – 
and beyond. 

Ensuring liquidity in the estate 
In addition, when a person passes away, 
there is still a legal obligation to settle 
debts. Debit orders to creditors, like 
mortgage bond repayments, still go off a 
deceased’s bank account, until such time 
the account is frozen by the bank. Creditors 
often charge interest on arrears, until the 
account is settled. This impacts negatively 
on heirs, as their inheritances are reduced.

The cost of administering an estate must 
also be considered by the adviser. These 
costs include fees to the executor, the 
Master of the High Court, conveyancers 
and other service providers as well as taxes 
like income tax, capital gains tax and estate 
duty. 

The above implies that there needs to be 
liquidity in the estate. It is estimated that 
some 65% of estates are illiquid. If the 
estate is not liquid, the executor may need 
to call on beneficiaries to settle any cash 
shortfall or sell assets in the estate. 
So, how do you go about ensuring there 
is liquidity in the estate? The liquidity can 
be in the form of savings or investments, 
like unit trust funds or shares listed on the 

JSE, which are assets that can easily be 
converted to cash. Alternatively, one could 
have a life cover policy where a percent-
age or the whole, thereof, is payable to the 
estate. 

An increasing backlog
As a result of the COVID-19 restrictions, 
many stakeholders whom the executor is 
reliant on during the administration of a 
deceased estate, are experiencing severe 
backlogs. The stakeholders include financial 
institutions, employers, the South African 
Revenue Service (SARS) and Master’s 
Office. The Fiduciary Institute of Southern 
Africa (FISA) has seen a significant increase 
in complaints from its members, about the 
delays which, in some cases, are taking two 
to three years to finalise. Some companies 
have employed agents to assist with the 
backlog. 

In the past, for example, it could take about 
three weeks for an executor to receive the 
Letter of Executorship to commence the 
administration of an estate. Currently, this 
process takes three to six months. 

Business, marital status and 
maintenance
Advisers need to provide appropriate 
advice, where a client is running a business. 
Business assurance cover can provide 
the solution to create liquidity for salaries, 
wages and business debt which still need to 
be paid for. Additionally, this type of cover 
accompanied by well drafted buy and sell 
agreement, will provide a good succession 
plan. This will prevent difficulties in the 
administration of the estate. 

This type of planning ensures that the 
business continues to run efficiently. Benefi-
ciaries can either take over the business 

with ease or receive the value of what the 
business is worth. 

Advisers should also provide for solutions 
to create liquidity in the estates of clients 
married out of Community of Property, with 
accrual, where there may be a potential 
accrual claim resting against an estate. 

Should there be insufficient cash available 
to satisfy the accrual, an executor may have 
to sell assets in the estate to cater for the 
shortfall. This could be to the detriment 
of beneficiaries, especially in cases where 
assets are specially bequeathed, and the 
inheritance must be abated.

Maintenance obligations do not come to 
an end when a person dies. A cash sum 
must be made available to the beneficiary, 
either in or outside the estate, to fulfil such 
obligations. An adviser should consider 
a separate life cover policy, or suitable 
investment, to satisfy these obligations. 
This will prevent claims against the estate, 
which could also lead to a sale of certain 
assets and a long delay in the administra-
tion process.

In conclusion, an adviser plays a crucial role 
when engaging with clients. Clients must 
be made aware, so that an adequate plan is 
put in place to ensure there will be sufficient 
liquidity available. 

Jocelyn Manda
Fiduciary Specialist
PPS

ENSURING 
THERE IS 

LIQUIDITY IN 
THE ESTATE
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Income protection, 
reinvented.
Myriad’s Complete Income Protector is an innovation in income protection cover that 
simplifies financial planning.

The Complete Income Protector with Permanent Disability Enhancer combines the best features of income disability 
and lump sum disability cover in one solution, designed with flexibility in mind to meet your clients’ unique and 
changing needs.

For more information, contact your Momentum Consultant today!

Terms and conditions apply. Momentum is part of Momentum Metropolitan Life Limited,  
an authorised financial services and registered credit provider. Reg. No. 1904/002186/06

One solution for 
income protection 

and lump sum 
disability!

https://retail.momentum.co.za/complete-myriad/myriad-overview.html


Amounts paid per category:

• Mortality: R7.6 billion 

• Critical illness: R715 million 

• Lump sum disability: R463 million 

• Income protection: R224 million

Death claims
COVID-19 was the cause of 42% of death claims in 2021, 

which was followed by cardiovascular claims at 20% and 

cancer at 17% of total claims. COVID-19 affected men 

and women almost equally as the main cause of death 

in 2021. When looking at a gender specific breakdown, 

it accounted for 37% of female and 40% of male death 

claims. 

The major causes for death claims during 2021
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Cancer
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Secure in knowing
our claims payment history  
While the world is learning to live with the decreasing 

threat of COVID-19, at Momentum Life Insurance we have 

learned that life is unpredictable, and anything can happen 

at any time. We know that families are left emotionally 

vulnerable when a loved one dies but we believe that they 

should not be left financially exposed too. 

That is why, in 2021, we paid the most claims in our 

19-year history. COVID-19 dominates the 2021 claims 

statistics with the third wave accounting for the most 

death claims. However, the COVID-19 claims during the 

fourth wave started painting a picture of hope: of a “new 

normal” living with the virus.

Momentum Retail paid R8.97 billion in claims in 2021 of 

which R7.3 billion was from Myriad.  The total amounts 

paid by Momentum Retail Insurance in 2021 was 66% 

higher than the previous year. For Myriad only, this was 

77% higher.
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Lump sum disability
For lump sum disability claims cancer was the main claims 

cause for both men and women and has risen by around 

30% from 2020.  It is possible that the increase in cancer 

claims is a result of people not going for regular checkups 

during the pandemic, but we will likely only know this for 

sure in a few years however we will monitor this trend.

The major causes for lump sum disability claims 
during 2021
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Critical illness 
Cancer remains the biggest contributor to our critical 

illness claims – with almost half of the claims caused by 

cancer. The two main causes, cardio and cancer, are often 

considered lifestyle diseases that can be prevented to a 

large extent with lifestyle changes like avoiding smoking, 

limiting alcohol intake, having an active lifestyle and 

following a healthy diet.  

The major causes for critical illness claims during 
2021
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Momentum is part of Momentum Metropolitan Life Limited, an authorised financial services and registered credit provider. Reg. No. 1904/002186/06

Income protection
From an income protection point of view Momentum 

Retail Life Insurance to date paid out R39 million in 

COVID-19 related income protection claims and for 2021 it 

accounted for 19% of all income protection claim payouts. 

However, the biggest cause of income protection claims 

(23%) in 2021 was musculoskeletal issues, like chronic 

neck and back pain. 

The major causes for income disability claims during 
2021
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All of these payouts are thanks to our Claims Philosophy 

where our objective and exceptionally comprehensive risk 

benefit definitions support our unwavering commitment to 

provide unsurpassed claims outcome certainty to clients. 

Our track record emphatically confirms that we exist to 
pay all valid claims.

In addition, our Underwriting Philosophy is where 

comprehensive, highly individualised underwriting is 

applied to accurately assess the unique risk profile of 

every applicant. This is because we much prefer asking 

underwriting questions when clients apply for benefits to 

doing so only when they claim.

Throughout it all we remain here for your journey to 
success.
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T
he thousands of high net worth (HNW) individu-
als who leave South Africa for better opportunities 
offshore often do so without considering the impact 
on their portfolio of life insurance products. To help 
consumers, and offer valuable insights for financial 
advisers, we asked some leading insurers and advice 
professionals how death, disability and severe illness 
policies, as well as income protection cover would 

respond following emigration or relocation.

In the very beginning
The best place to start is with the insureds obligation to his or her 
insurer. Kobus Kleyn CFP® at Kainos Wealth, one of Liberty’s affili-
ate partners, said that policyholders should arrange a meeting with 
their financial adviser to discuss disclosure requirements, where 
appropriate, and determine how various policy benefits might be 
impacted by emigration. He suggested notifying the insurer in the 
event the move was to a riskier country. Likewise, disclosure would 
be necessary if the emigration went hand-in-hand with a lifestyle or 
occupational change that may alter the risk of the life assured. 

“There are several important factors that the policyholder should 
inform the insurer of, as these could change how the policyholder is 
rated and, therefore, how the premium is determined; further, doing 

so would enable the insurer to provide the right advice on what 
cover the client requires,” said Harry Joffe, Head of Legal Services 
at Discovery Life and Discovery Life International. These factors 
include the country or region to which the policyholder relocates; the 
reasons for the move; any change in occupation and/or expected 
changes in lifestyle; and whether there are any changes in payment 
arrangements for premiums or claims. Joffe added that whether or 
not the client would remain a tax resident in South Africa was more 
important than his or her citizenship.

Informing the insurer
Motshabi Nomvethe, Head of Technical Marketing at PPS, said that 
its members did not have to inform PPS if they planned to travel 
or emigrate. “Members enjoy the same benefits and level of cover 
whether they are in South Africa or any other country; we will honour 
all valid claims if a member meets the claim criteria of the benefit 
they are claiming for, regardless of the country they are in,” she said. 

From PPS’s perspective, the decision to emigrate will not result in 
any change to the policy terms and conditions or premium. “We 
automatically cover policyholders for all their existing benefits while 
they are out of the country; these benefits are automatically embed-
ded and we do not charge an additional premium and/or loading for 
it,” noted Nomvethe. 

EVERYTHING 
YOU NEED TO 
KNOW ABOUT 
death, disability 
and severe 
illness cover 
POST-EMIGRATION The financial adviser should first and foremost consider their 

client’s changing needs, based on the country of emigration.
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The only caveat is that those who financially emigrate will need a 
South African non-resident bank account, from which the premiums 
will be collected and claims paid into.

Clients and advisers must be aware of covers and policy terms and 
conditions that cannot remain in place following emigration. Joffe 
noted that policies could stipulate that costs for medical devices 
and treatment and certain other benefits “are covered specifically 
by approved providers”. In such cases indemnity cover may not be 
applicable. According to Kleyn, income disability benefits would 
be impacted by emigration. All commentators said that confusion 
about the impact of relocation on cover could be cleared up by a 
close inspection of the policy schedule. We have drawn up a simple 
table to illustrate the impact of emigration on the main covers on a 
life insurance policy.

Beware: income protection
Income protection benefits present challenges, especially if the 
occupation and remuneration of the policyholder differs signifi-
cantly from when the cover incepted. “Income protection is a critical 
component of comprehensive insurance cover aimed at protect-
ing policyholders’ overall financial security,” said Joffe. “Generally, 
income protection is based on the policyholders’ current salary, 
which is further expected to be an accurate indication of their 
current costs of living … when the policyholder emigrates, it is likely 
that they will have differing lifestyle costs, and hence it is important 
to ensure that their policies are sufficient to meet new expenses and 
costs of living”.

PPS commented that its sickness and permanent incapacity 
benefits were designed to cover members’ 100% net-of-tax income. 
“We cover the member’s gross professional income and we will 
convert their earnings to the South African rand value, up to certain 
maximum cover limits,” said Nomvethe. “This means that we would 
cover a member for 100% of their income, subject to limits, regard-
less of where they reside”. Kleyn, who commented from Liberty’s 
perspective, encouraged policyholders to pay close attention to 
the impact of emigration on their income protection benefits. “Your 
client’s policy portfolio can include various types of risk cover, 
including life cover, disability cover, critical illness cover and income 
protection … the first three may not be affected by emigration; but 
income protection is the exception,” he said.

Advice for advisers
FAnews asked the contributors of this piece to offer advice for 
financial advisers. PPS said that advisers should be aware that their 
clients can make amendments to their existing policy agreement, 
by increasing cover amounts or adding rider and/or accelerated 

LIFE

benefits, even when not resident in South Africa. “Any new business 
must be concluded in South Africa before the member emigrates … 
this requires that the new policy must be signed for; all underwrit-
ing requirements met; the counter offer letter must be signed, if 
applicable; and delivery of the policy document must be concluded,” 
said Nomvethe.

Kleyn, now with his CFP® cap on, offered a useful bullet 
point list for financial advisers and planners.
o Establish the general policy rules for each type of policy 

the client has.
o Review the material disclosure rules on each benefit that 

could affect benefit payment at claim stage.
o Find all policies on record for the client and the policy-

holder’s family and evaluate the risk policies and 
benefits.

o Establish permanence of emigration.
o Establish if the client will be keeping assets in South 

Africa that may need insurance to stay in place.
o Establish all options and alternatives for the policyholder 

on maintaining benefits in place locally, but with interna-
tional cover.

o Define the tax impacts of risk policies on the policyhold-
ers at claim stage, and with premiums.

o If the client needs more risk benefits to, for example, 
replace group risk benefits, then be sure to get it done 
before your client leaves the country.

The volatile rand
“The financial adviser should first and foremost consider their 
client’s changing needs, based on the country of emigration,” 
noted Joffe. “This includes considering the differences in the costs 
of living, inflationary increases and any inflationary differentials 
between the destination country and South Africa, any exchange 
rate differentials and any social welfare that may exist in the desti-
nation country”. 

Armed with this information, the adviser should be able to suggest 
appropriate cover, which may differ significantly from the current 
cover held by the policyholder. “It is important that the adviser and 
policyholder regularly review the policyholder’s cover, as the needs 
of the policyholder in a foreign currency are likely to vary more 
significantly than previously,” concluded Joffe. “The main question 
the financial adviser should address is whether the client still 
requires cover in rands if they are going to be living outside South 
Africa”.

Avoiding potential pitfalls
Although the treatment of life insurance covers on emigration or 
relocation seem clear enough, there are always pitfalls that should 
be kept in mind. We left it to Kleyn to close: “Advisers must work 
closely with the insurer’s underwriting and claims departments 
to make sure full material disclosure is in place; they should also 
review estate planning to make sure international tax laws on heirs 
are considered with dealing with local risk covers,” he concluded.

Impact of emigration on life insurance
Death Disability Severe illness

Discovery No impact, 
unless there 
was a breach 
of policy terms 
and conditions.

No impact, 
except where 
diagnosis and 
treatment are 
linked to SA 
costs.

No impact, 
except where 
diagnosis and 
treatment are 
linked to SA 
costs.

Liberty No impact. No impact, 
though it may 
depend on the 
type of disability 
in place.

No impact.

PPS No impact. No impact. No impact.

Gareth Stokes
Stokes Media
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S
ome life insurers have applied differentiated 
rates between vaccinated and non-vaccinated 
clients and the difference is a whopping 
percentage more for non-vaccinated. 

FAnews spoke to a few insurers about this, 
and whether their rates differ, and if this will 
change in the future, when, for example, 

COVID-19 becomes more like a regular cold or flu. In this 
article, we share what each insurer had to say about the 
difference in rates and the reasoning behind it.

We do not differentiate our rates between vaccinated and unvacci-
nated. Our view is that the group risk market is based on aggre-
gates. This is to ensure that the benefits are accessible for all 
employees with limited exclusions and underwriting requirements.

If we consider the group risk market and historical data, mortality 
tables are based on life expectancies for employed groups. With 
the HIV/AIDS pandemic as well, the initial response was to create 
separate tables and rates for individuals. This, like COVID-19, 
would not be a practical solution as obtaining meaningful data for 
large groups/employer groups would be immensely difficult.

However, at what point do we, as group insurers, draw a line based 
on the situation/s at hand. If we get vaccination data for all employ-
ees, it would be prudent to obtain other health information as well, 
to draw clearer pictures of expected outcomes. We would need to 
check each member’s comorbidities, their access and willingness 
to manage treatment as well. The Centers for Disease Control and 

It’s become increasingly clear that vaccines significantly reduce 
the risk of hospitalisation and death due to COVID-19. This has led 
the industry to adopt different pricing for vaccinated and unvacci-
nated clients. Instead of applying a blanket increase to all life cover 
premium rates, a fairer approach is for the unvaccinated to pay a 
higher premium to allow for the additional likelihood that they will 
have a claim due to COVID-19. This is consistent with the approach 
of loading premiums for health and lifestyle risks, like smoking and 
high BMI.

Applications for new Bidvest Life individual policies will be affected 
as follows: 
• For applications for Life Lump Sum or Life Income cover, where 

the life insured is younger than 61 and has no health loadings, 
clients are not required to provide proof of vaccination. 

• If the life insured is 61 or older, or has health loadings or a high 
BMI, they will have to provide proof of vaccination. If these 
clients are unvaccinated, a loading of between 15% and 75% will 
be applied, depending on age and BMI or health status. 

• Our maximum entry age for Life Lump Sum, Life Income, and 
Critical Illness cover will be restricted to 66 for unvaccinated 
applicants. 

• Partially vaccinated clients will be treated as though they are 
fully vaccinated, assuming they will continue to receive any 
vaccination boosters. 

We are continuously monitoring the evolution of the pandemic 
and how preventative measures are helping to reduce the risks. 
The loadings we have applied for new policies will be reduced or 
removed if the expectation of future mortality changes. We intro-
duced loadings for unvaccinated lives in January 2022 and already 
adjusted these loadings downwards, in mid-March, after the more 
recent waves showed lower risk of death and serious illness. 

As Bidvest Life, we’re required to consider the pricing of individual 
underwritten insurance contracts, which are priced over a signifi-
cantly longer term, than group risk, which is typically priced over 
a year. 

Insurers must consider not only the Policyholder Protection 
Rules (PPRs), but also other legislation that requires us to charge 
appropriate premium rates to cover the future expected risk, so 
that insurance products are sustainable. This is to ensure the 
protection of the pool of risk for all policyholders and the solvency 
of the insurer. When considering future death rates, insurers have 
to consider the expected disease risks, and there is still great 
uncertainty around how the pandemic will unfold.

It’s considered acceptable for premiums to be loaded for clients 
with health conditions such as high BMI or cancer. For smokers, 
this is typically 75% to 100%. It should be no different for COVID-

Prevention (CDC) lists numerous health conditions that are exacer-
bated by contracting COVID-19 like cancer, chronic lung, liver, 
kidney diseases and conditions, dementia, diabetes, etc.

The list is extensive and continues to grow. This would change 
depending on the vaccination take up but would also be deter-
mined by which vaccine has been taken, as well as the efficien-
cies and efficacies of the vaccine. Efficacies of the vaccine would 
reduce over time, and dependent on various aspects, in some, this 
reduction could be less than three months or up to six months. We 
would need to receive information on everyone on a group scheme 
to be able to manage the rates better. We are dealing with group 
schemes though. This would be an impractical and administra-
tive nightmare to contend with. Our view would be to cater for 
COVID and vaccination, on an average basis, based on the historic 
extra mortality that would apply, similar to the current mortality 
basis that has an “accident” and an “AIDS” hump, with an average 
additional loading for HIV/AIDS. A loading/reduction based on 

The group risk market

Individual life cover premium rates
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19, where vaccination is a key indicator of risk. At Bidvest Life, 
we have only applied loadings to sub-standard lives, or if the life 
insured is 61 or older. Standard lives below 61 are currently not 
loaded. 

Advisers play a critical role in helping to educate consumers 
around insurance products and build trust in the industry. The fact 
that many death and disability claims due to COVID-19 have been 
paid out, and the pandemic is not yet over, helps advisers demon-
strate the value of insurance. It’s important for advisers to know, 
and to tell their clients, that insurers cannot increase premium 
rates to recoup past losses due to COVID-19: where pricing 
loadings are applied, this is to allow for future expected risks only. 

There’s still a high level of uncertainty around COVID-19. As the 
pandemic evolves and the risks change, insurers will react as 
quickly as possible. 

Nic Smit
Head of Product and Pricing 

Bidvest Life

age, gender and salary (as a proxy for healthcare access) would 
be more in line of the intent of group risk benefits.

One of the main considerations for group risk should be based 
on simplicity, to offer benefits that people can relate to without 
complexity. Catering for people on a need’s basis (that looks after 
the majority) would be, in my opinion, a better solution than creat-
ing divides and further distinction between people. In other words, 
aiming for what the average person needs and can afford in these 
trying and uncertain times. That should be the outcome of group 
risk benefits.

Abdur-Rehman Mangera
Group Risk Manager

Fedgroup

LIFE

Our rates do not differ between vaccinated and unvaccinated. As 
a company, we are pro vaccinations, but from a group insurance 
principle and practical perspective, we would not be comfort-
able to provide separate rates for vaccinated and unvaccinated 
employees.

The reason why one will charge different rates for different 
groups of individuals, is if you expect the risk (mortality in this 
case) to be significantly higher for one group, than the other. 
Although vaccinations improve mortality risk, it is not the only 
factor to consider when assessing risk.

COVID-19 deaths, for example, were still much higher in the 
fourth wave than for pre-Covid levels, but it was lower than the 
second and third wave. 

Is this improved mortality due to vaccinations, population 
immunity or the virus mutating to a point where it is not as 
harmful as prior variants? We don’t have the answer, so uncer-
tainty is blurring the lines between the mortality risk of vacci-
nated and unvaccinated individuals due to other factors. 

In addition, the principle of group insurance is to cross-subsidise 
between individual risks and set a single, simple risk rate for all 
individuals in the group. As soon as one starts to go into detail of 
the risks on an individual basis, one loses this principle. 

Going forward, it will become even harder to distinguish vacci-
nated and unvaccinated groups, as we need to determine the 
difference between fully and partially vaccinated as well. At 
this stage, “fully vaccinated” may mean, for example, two Pfizer 
shots, but then three months down the line (and already in 
other countries) it means three Pfizer shots. We would have to 
constantly monitor and define this definition as it will be key to 
differentiate the two groups. 

Every time the definition changes, there will be a lot of admin-
istration involved – getting information on which employees 
had booster shots, updating the membership on the systems, 
communicating to members that their risk rates will change, 
implementing this on payroll, etc. Distinguishing between 
vaccinated and unvaccinated employees will add unnecessary 
complexity to the administration of the scheme, which will then 
become more costly. Even more so, if members move between 
these categories monthly, as they get vaccinated, or if their 
vaccinations are no longer deemed “valid”. There could also be 
individuals that are not allowed to be vaccinated, due to personal 
or medical reasons. This may discriminate against them. 

With all this in mind, the issue of vaccinated versus unvaccinated 
rates are currently too complicated to viably institute into our 
group life insurance products. 

Lelo Mashatile
Actuarial Pricing Analyst 

Momentum Corporate

Distinguishing will add unnecessary 
complexity
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It’s every parent’s worst nightmare. Little Stephan Joubert 
was only eight months old when he was diagnosed with 
cancer. After six months of treatment, he was on the way to 
recovery, when he suffered a post-operative stroke, leaving 
the left side of his body paralysed. Doctors found two blood 

clots on his brain, and a lack of oxygen during the stroke 
caused further brain damage. 

In this case, the story has a happy ending. Today, in what his 
mother, Alta, describes as a miracle, Stephan is a happy and 
healthy child. He’s also a big brother: earlier in 2021, the family 
welcomed their second son. 

‘Forgotten’ policies to the rescue

Apart from the stress and trauma, the ordeal could have 
destroyed the young family’s finances too. What ultimately 
saved the Jouberts from financial hardship was the fact that 
they had taken out Critical Illness cover and Income Protec-
tion with Bidvest Life, following the recommendations of their 
adviser a few months before Stephan’s birth. 

They largely forgot about this policy. “We understood the main 
parts of our cover, like we’d receive a payout if one of us died or 
got critically ill. And we had Income Protection cover. But that 
was about all. We never thought we’d ever need to use it,” she 
said.

It was only about a month after Stephan’s diagnosis, at their 
annual review with their adviser, that Alta and hubby Hermanus 
realised they’d each receive a 10% payout of their Critical Illness 
Lump Sum amounts. “The first claim was paid out on both our 
policies, following Stephan’s initial diagnosis. A year later, a 
second claim was paid on both policies when he suffered a 
stroke. This was because our adviser had suggested the Criti-
cal Illness Lump Sum cover with Bidvest Life, where kids are 
automatically covered at no additional cost,” said Alta. 

Covered for time off work

The money came at a time when they really needed it. For Alta, 
the intermittent and unpredictable nature of Stephan’s treat-
ment meant she needed time off work, to take care of her son. 
Bidvest Life’s claims department told her she also qualified for 

an Income Protection claim, and helped her with the forms and 
claims process. 

“This payout, for acute stress, highlights the importance of 
having Income Protection in an industry dominated by Lump 
Sum benefits, that would probably not have paid out for this 
condition,” says Bidvest Life’s Chief Marketing Officer, Zanele 
Ntulini.

A happier claim: childbirth benefits

In February 2021, Hermanus and Alta welcomed their second 
son to the world. This time, Alta qualified for another claim 
through Bidvest Life’s Childbirth benefit. This meant she 
received 12 months of her premiums to cover all the extra 
expenses that come with caring for a newborn, like nappies and 
clothing. 

For Ntulini, two things stand out about the Joubert’s story. “For 
one, this highlights the massive role that a financial adviser 
can play in the wellbeing of their clients. Their adviser clearly 
got their needs spot on. Life happens, and it’s important for 
advisers to talk to clients upfront, encourage them to do annual 
reviews of their policies, and make sure they’re always covered 
for the right risks,” she says.

Income Protection cushions the blow

“This story also underlines the fact that there’s just not enough 
awareness of Income Protection, which is an incredibly under-
estimated insurance category by consumers and advisers alike. 
Clients often underestimate the knock-on effect (both physically 
and financially) when faced with an injury or illness. Income 
Protection cushions that blow.”

Needless to say, Alta is a huge evangelist for getting the right 
insurance. “At the time we took out the policy, part of me felt 
like I was wasting money. I couldn’t have been more wrong. For 
most families going through a medical crisis, finances are one 
of their biggest challenges. It doesn’t have to be that way.”

The power of 
  Income Protection:

one family s storyone family s story,

t’s every parent’s worst nightmare Little Stephan Joubert

ZANELE NTULINI 
Chief Marketing Officer 

Bidvest Life

For more information visit bidvestlife.co.za or follow us on Facebook, LinkedIn or Twitter
Bidvest Life Ltd is a licensed Life Insurance Company and authorised 
Financial Services Provider - FSP 47801. Registration No: 1997/019460/06

https://www.bidvestlife.co.za/
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Make 
income 
protection
the one 
certainty 
in your 
client’s life.
Re-imagine what your client’s 
cover could be, and speak to them 
about putting the one thing that 

their income.
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M
ental health has been 
called the invis-
ible health disorder, 
because there are no 
formal objective tests 
to either diagnose or 
monitor its severity, or 
the effectiveness of 

treatment, which can make it a very subjec-
tive condition to evaluate.

This is why offering the right kind of advice is 
key to a client getting effective cover, which 
can protect them in a situation where they 
lose the ability to work and would assist 
them with the effects this can have on their 
ability to earn, as well as providing for a 
means for treatment to assist their recovery.

Unease among many people
The relevance of mental health cover has 
become increasingly important, as the 
COVID-19 pandemic has triggered a spate 
of mental health concerns among many 
people. 

This is thought to be partly due to the 
lingering stresses of lockdown and the 
financial insecurity it has brought with it. 
The pandemic has shown that the world we 
live in can never be taken for granted, and 
this has created a sense of unease among 
many people. 

To begin to understand how to approach this, 
you need to recognise that mental health 
disorders can impact a client’s ability to work 
quite considerably, and this is even more so 
for occupations where work pressures can 
create a multitude of problems. 

Mental health conditions
Let’s take the common example of stress, 
which is often cited as a reason for a client 
finding that they are unable to return to 
work. The complication here is that measur-
ing stress is impossible. 

As there are so many different types of 
mental health conditions and individual 
reactions to them, insurers normally ask 
clients to complete a mental wellness 
questionnaire and sometimes ask for one 
from their doctor as well. Based on the 
responses, the insurer has to determine the 
potential degree of severity of mental health 
conditions in the individual. 

To understand how an insurer calculates 
these things, let’s go back to stress, for 
example, which is labelled as a compound-
ing factor among many disorders, and it’s 
also recognised that any stress may cause 
a relapse of these conditions. Stress levels 
in one person may cause disability, but in 
another person with better coping skills or 
resilience, this may not happen. 

Regarding the most common conditions 
- depression and anxiety - it may be impos-
sible to determine who has resilience and 
will cope with life’s challenges, and who 
may find they cannot cope. 

When considering cover, it’s important to 
consider that psychiatric disorders may 
take a long time to reach a level of improve-
ment where the patient or client feels they 
can work again. Such long periods for a 
claim are difficult to monitor, and although 
we may want to encourage the patient 

to return to work for their own personal 
benefit, the longer they remain out of 
the workforce the harder it is for them to 
reintegrate. It is quoted in medical literature 
that people with psychiatric disorders who 
do not return to some form of work may 
be generally less healthy. They may have 
developed lifestyle habits which do not 
encourage mental health recovery. 

The effectiveness of the cover
Alcohol and substance abuse, as well as 
chronic physical complaints associated 
with high stress levels, such as frequent 
palpitations or chronic insomnia are impor-
tant for an insurer to know, to obtain a true 
picture of the severity of the disorder. 

The advisers’ ability to guide the client 
through these questions accurately, will 
make a huge difference to the effective-
ness of the cover, and the type of cover 
requested. The more targeted the assess-
ment of the client’s condition, the more 
effective the cover will be with fewer exclu-
sions. This is why advisers should become 
familiar with these conditions, so a client’s 
vulnerability can be more fully understood, 
and the right kind of cover can be requested 
for this eventuality. 

INSURING FOR 
MENTAL WELLNESS 
IS A HEALTHY IDEA

Dr Dominique Stott
Chief Medical 
Liberty
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A
s many employers can 
confirm, those rare employ-
ees who are adequately 
skilled and have the character 
and drive to significantly 
contribute to business 
success are hard to find and 
worth their weight in gold. 

Trusted hands are all too rare and, even 
though our country’s unemployment rates 
are high, the costs associated with securing 
experienced people make the long-term 
retention of valued employees a business 
imperative. For lasting progress, staff reten-
tion, protection and productivity need to be 
addressed together. 

Time and resources
Recruitment is time consuming, and costly, 
and highlights the value for your corporate 
clients of retaining their quality staff and 
attracting the crème of the available talent. 
Once the wheat has been sorted from 
the chaff, employers often need to invest 
further time and resources in bringing new 
staff up to speed with their unique operat-
ing environment and refine the niche skills 
and proficiencies they will need to fulfil their 
roles effectively. 

As technology and innovation progress, 
the workforce skills that employers require 
are increasingly specialised, and this is 
reflected in the expectations of current and 
prospective employees when it comes to 
staff benefits. The quality and complete-
ness of an organisation’s employee benefit 
package can be a major determining factor 
in staff loyalty, and for keeping valued staff 
optimally productive and engaged for as 
long as possible.

Part of a holistic solution
When advising employer group clients, 
there are many products that aim to provide 
for the diverse financial services, health 
and wellness needs of the South African 
workforce. 

Weighing up the relative value propositions 
in the market can be laborious for inter-
mediaries and tedious for their clients, yet 
this is usually necessary to clarify whether 

various policies from different providers do 
not overlap, yet still deliver rich and attrac-
tive benefits. This tedious process can be 
avoided when all services are available 
through one provider, with options tailor-
made to the clients’ needs and budget. 

From a group risk perspective, not to 
mention ease of administration and a single 
claims process, it makes sense for health 
and wellness to be integrated with aspects 
such life and disability cover, retirement 
plans and meaningful rewards programmes 
as part of a holistic solution. 

If these aspects are dealt with separately or 
in silos, opportunities to proactively manage 
risks related to employee health and wellbe-
ing can easily be lost, potentially leading to 
devastating long-term consequences in the 
lives of valued employees and their families 
that will also ultimately be felt in their 
employer’s bottom line. 

The affordability of cover and suitability for 
all levels of the organisation, from Chief 
Executive Officer to the shop floor assistant, 
are crucial to the selection of employment 
benefits. When discussing costs with your 
corporate clients, it can be helpful to point 
out that appropriate cover not only saves 
on recruitment expenses, but also prevents 
unnecessary business risks relating to 
human capital. 

Workers living with chronic illnesses often 
find it easier to access prescribed medicine 
and to remain fully compliant with their 
treatment when they have access to 
private primary healthcare. With health and 
wellness related causes of staff attrition 
reduced, the costs of recruiting new employ-
ees and additional training are saved.

Investing in solutions
With effective integration through a single 
provider, administration costs can be 
greatly reduced and may also serve as a 
basis for negotiating lower group risk premi-
ums as your clients’ efforts to mitigate risk 
are evident. Conveniently, all aspects can be 
reported on clearly and coherently. 

Investing in an end-to-end employee health 
and wellness solution can, therefore, result 
in considerable savings for employer 
groups, while ensuring that valued staff 
members are retained and their contribu-
tions to the company are optimised for 
many profitable years to come. 

THE RIGHT PEOPLE AND SKILLS 
are priceless for business success

Bianca Viljoen
Director of Marketing, 
Rewards and 
Distribution 
Agility Corporate
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R
eports of unscrupulous 
provident fund mismanage-
ment, and employers failing 
to make monthly contribu-
tions to their employees’ 
retirement funds, seems 
to be increasing almost as 
rapidly as the basic costs 

of living. 

The dismaying reality is that for every case 
that eventually reaches the media, there are 
many more whose lives and livelihoods are 
devastated by this delinquency. Employer 
abuse is also rife, and employees’ requests 
for information about their funds are, at 
times, dismissed outright and written appli-
cations get lost in bureaucratic obscurity. 

A barrier to accessing funds 
Pensions Funds Adjudicator, Muvhango 
Lukhaimane, has described the situation 
as “endemic”, with cases of employers not 
paying over contributions occurring across 
a range of sectors throughout the country. 
All too often, a person who has seen a 
monthly deduction for retirement funding 
on their salary statement discovers that 
their fund has lapsed months or even years 
prior.

For this reason, it is critical that employees 
have direct access to monitor their retire-
ment funds. They should not take it for 
granted that their employer is making the 
contributions. 

The challenge, however, is that accessibil-
ity is relative. Many people who work in 
fields like private security and long-distance 
driving do not keep typical office hours, with 
typical office resources. Up until recently, 
this presented a barrier to accessing and 
managing retirement funds directly. 

Appropriate mechanisms
Fund administrators must think creatively, 
to develop appropriate mechanisms to 
ensure greater accessibility and transpar-
ency for their members. There is a duty of 
care that must be taken seriously in this 
field, if fund administrators are to authenti-
cally protect the interests of the members 
of the funds that they administer. 

One such initiative, and creative local 
solution comes in the form of the benefit 
counsellor online portal, which allows a 
fund member to check the status of their 
funds at any time of the day, from their 
phones or any other online device. If an 
employer has failed to make their monthly 
contribution, the employee can pick it 

up immediately. Members can see their 
savings balances and benefits, in real-
time, to make the best and most informed 
decisions to safeguard their financial health. 
This helps empower fund members to play 
an active role in monitoring and managing 
their savings and provides employees with 
a clear and efficient support system that is 
available to them during and after working 
hours. 

During the national lockdown period, 
approximately 330 000 employees started 
making use of the platform for accessing 
information, the movement of funds, claims 
tracking and other features. This level of 
immediate access, support and control 
creates a fund experience that was previ-
ously available only to desk workers.

The investment that goes into the develop-
ment of a tool such as the benefit counselor 
rewards fund administrators with the estab-
lishment of an active, direct line of commu-
nication with its fund members. This can 
then be complemented by a continual 
program of educational face-to-face 
outreach sessions, where a fund adminis-
trator’s teams are afforded the opportunity 
to engage with their fund members in some 
of the most remote areas of the country. 

While some fund members may remain 
resistant or uncomfortable with working on 
a digital platform, these outreach sessions 
can be used to cater to alternative prefer-

ences with a mobile office and dedicated 
team of client liaison officers who are able 
to act on their behalf. 

Clever and innovative solutions
It is crucial that South African fund admin-
istrators remain committed to protecting 
the financial security and interests of their 
members across all sectors. 

While many fund members have suffered 
abuse by their employers in the form 
of failure to make the retirement fund 
contributions that they are legally obliged to 
make, and dismissing queries about funds 
through obfuscation or outright lies, clever 
and innovative solutions such as the benefit 
counsellor can help make such transgres-
sions a thing of the past. 

Fund administrators must continue to 
explore and invest in innovative ways of 
empowering their fund members with the 
resources, education and insight to fully 
and efficiently manage their hard-earned 
savings. 

EMPOWER EMPLOYEES 
to monitor their 
retirement funds

Eddie Strydom
CEO 
SALT Employee 
Benefits



HOW IT ALL BEGAN

For four decades, Bonitas Medical Fund 
has been providing affordable, quality 
healthcare to South Africans. Bonitas was 
launched in 1982 as a Medical Scheme for 
black civil servants and started with only 
27 members. At them time, monthly contri-
butions ranged from R1.60 to R9.60 per 
principal member! 

The Scheme continued to grow its member-
ship base from predominantly teachers, 
nurses and civil servants. 

GROWING UP

In 1995, Bonitas became an open medical 
scheme, opening its doors to South 
Africans from all walks of life, growing to 
become the second largest medical scheme 
in the country

Lee Callakoppen, Principal Officer of 
Bonitas Medical Fund says, “40 years on, we 
are proud to have over 700 000 beneficia-
ries as part of our Fund. ”The Scheme has 
a B-BBEE level 8 rating and is committed to 
transformation of the healthcare industry. 
The Fund is also financially in excellent 
health with reserves of over R7 billion.

Over the four decades, Bonitas has evolved 
and expanded its capabilities in response 
to the changing healthcare needs of its 
growing membership base. The Fund has 
enjoyed several successes, including a 
host of amalgamations: Protector Health, 
BHP Billiton, Pro Sano, LMS Medical Fund 
and, most recently, Nedbank Medical Aid 
Scheme.

The Scheme’s administrator has remained 
with Medscheme, South Africa’s largest 
health risk management service provider 
and second largest medical scheme admin-
istrator. 

THE CORE BUSINESS

Callakoppen says, “Our mantra is: ‘The 
Medical Aid for South Africa’ and this under-
pins all we do, including finding innovative 
solutions to help reduce the cost of private 
healthcare, without compromising on 

quality. We put our members first when 
we negotiate rates and source reputable 
service providers. We do not believe in 
one-size-fits-all and adjust our wide range 
of benefit options annually, while keeping 
plans simple and user-friendly.”

HOW DO WE DO THIS?

Bonitas offers a wide range of plans – 15 in 
total - that are simple and easy to under-
stand. We also have the largest GP network 
in South Africa, a specialist network and 
a host of supplementary benefits, paid 
from risk. The Managed Care programmes 
include cover for chronic conditions such 
as cancer, diabetes, HIV/AIDS, back and 
neck problems and mental health. This 
allows members to derive real value for 
money and stretch their benefits as far as 
possible. 

“Our team of experts is always looking for 
innovative ways to ensure our members 
enjoy affordable, quality healthcare,” 
stresses Callakoppen. “Whether it’s keeping 
our fingers on the pulse of technology, 
managing our members care, identify-
ing lifestyle diseases before they become 
chronic or negotiating preferred rates for 
our members.” 

WHO ARE OUR MEMBERS?

Members are from all walks of life – they 
are go-getting entrepreneurs, SMMEs, 
chief executive officers, newlyweds, 
young couples with children, retirees and 
minimum wage earners - South Africans 
who need peace of mind when it comes to 
healthcare.

LOOKING AHEAD

“The future of healthcare is likely to revolve 
around preventative care and sustain-
ing well-being, as opposed to respond-
ing to illness,” says Callakoppen. “It will 
see everyone involved in the healthcare 
industry being more agile and adapting to 
the ever-changing needs of all role players: 
Providers, members, local government/
the Department of Health, through to the 
procurement of equipment, medicine 
supply management, use of day surgeries 

and acute hospitals as well as alternative 
reimbursement models.” 

“Bonitas’ priority remains making quality 
healthcare more accessible and more 
affordable, while ensuring financial 
sustainability and longevity of the Scheme,” 
concluded Callakoppen.

ACCOLADES
Bonitas has won some of the 
industry’s most prestigious awards 
including: 
   Top Brands Medical Aid 

Category for three consecutive 
years; 

 two BHF Titanium Awards for 
‘Service to Membership’ and a 
third this year for ‘Operational 
Performance’; 

 Top Medical Aid South African 
Customer Satisfaction Index 
twice; 

   South African Consumer Satis-
faction Index; 

   Ask Afrika Icon Brand Award;
 Kasi Star Brand Award Medical 

Aid Category and 
 the Ask Afrika Orange Index 

Award for Service Excellence for 
three years in a row.

Lee Callakoppen 
Principal Officer 

Bonitas Medical Fund
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Advisers have a critical role to play in 
helping retirees structure an investment 
portfolio that will sustain them, and their 
individual needs - both foreseeable and 
unforeseeable - until they reach the end of 
their lives. While the income provided by 
annuities meets the most obvious need, it 
does not offer much in the way of flexibil-
ity or liquidity. That’s where the ability to 
withdraw up to a third of a pension fund, 
in cash, presents unique opportunities to 
supplement the income of retirees.

The ideal scenario
There are also options available to those 
financial advisers who know their clients 
and have evaluated all the offerings in the 
market. Important considerations at this 
stage include fees, term, and flexibility. It’s 
very easy for investors, and sometimes 
even financial advisers, to simply default to 
the fixed investment offered by the inves-
tor’s bank. 

While traditional investments like money 
market accounts or other fixed investments 
remain popular, they don’t offer enough 
flexibility to meet the needs of retirees, and 
the initial benefits are quickly overshad-
owed by layers of fees or erratic market 
movements, eroding the capital or diminish-
ing the income. Although investors require 
an inflation-beating return on their invest-
ment, they cannot afford any unnecessary 
risks that could cost them their capital or 
reduce their income, particularly at this 
stage of their lives.

Whilst the ideal scenario for retirees 
typically results in them having less 

expenses than they did while working, 
having paid off their homes and vehicles, 
there could still be expenses for which a 
set income might not cater. Placing some 
of the available funds in a fixed investment 
with a shorter term could, for example, 
enable a retired person to buy a new car 
after five years or help a grandchild with the 
first year’s tuition at university. 

There is even a fixed-term investment offer-
ing that provides an income, or a combina-
tion of income and growth, to supplement 
retired living while still providing the peace 
of mind that comes with capital security.

An important consideration for financial 
advisers is whether the benefits of these 
supplementary investments are being 
hindered by additional fees over and above 
those charged by the advisers. The reality is 
that retirees in South Africa who are privy to 
a pension fund pay-out, often rely solely on 
those funds in their golden years. 

And even where that isn’t the case, it’s up to 
advisers to find investment opportunities 
that provide the best chance of meeting the 
ever-changing needs of investors.

Paul Counihan
Chief Wealth Advisor
Fedgroup

ARE ADVISERS DOING 
ALL THEY CAN FOR 

CLIENTS’ PORTFOLIOS?

W
ith the world in a 
constant state of 
change and uncertainty, 
investors are becoming 
increasingly aware of 
the important role that 
financial planning plays, 
especially in planning 

for the future. When it comes to future-proof-
ing investment portfolios, building a robust, 
diversified portfolio that will sustain retirees 
for the duration of their retirement is key. 

Liquidity, flexibility and reduced fees
To do this, financial advisers must evalu-
ate the needs of their retiring clients and 
carefully assess all the options available 
to them, and their investors, to meet these 
needs. While the need for a secure income 
tops the list, liquidity, flexibility, and reduced 
investment fees are also important consid-
erations.

The Pension Funds Act, and subsequent 
amendments to the laws that govern these 
funds have made provision for this by 
providing for the regulation and distribution 
of these funds. 

The regulation and distribution of 
funds
The rules that govern pension funds dictate 
that retirees can only withdraw up to one 
third of their pension fund pay-outs in cash 
when they retire, while the remaining two 
thirds must be invested in a long-term invest-
ment product that will provide them with an 
income for the remainder of their retirement. 

This is done with good reason: to ensure that 
retirees don’t spend their entire life’s savings 
as soon as the funds are paid out. However, 
because capital withdrawals and income 
payments are subjected to certain restric-
tions, there are other aspects of retired living 
that are not taken into consideration. 

CPD
ARTICLE
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D
ollar-cost averaging is an investment strategy, where 
an investor invests in an asset at regular time inter-
vals, regardless of price. 

Timing the purchase perfectly
The graph below shows how investing $10 a month in 
Bitcoin worked out, starting in June 2019.

Total invested, since June 2019, at $10 per month: $360
Total investment value May 2022: $1,036
Percentage gain: 187%

Source: dcabtc.com

Now, let us take a look at the Bitcoin chart, over the same period.
Bitcoin percentage price gain, since June 2019: 200%
Bitcoin in USD

Source: TradingView.com

If an investor timed his or her purchase perfectly in June 2019, he 
or she would have made 200% on his or her Bitcoin. The investor 
was slightly worse off, at 187%, taking the dollar-cost averaging 
approach.

A ‘buy blind’ strategy
But here’s the thing: dollar-cost averaging does not require the inves-
tor to make any bets as to when is the best time to buy – a bet that 
very few in the market get right. Dollar-cost averaging is a ‘buy blind’ 
strategy. The investor ignores the price and invests every month at 
the same time, no matter what the price.

Of course, for this strategy to work, the price of the asset has to 
rise over the long-term. But anyone investing in Bitcoin is already 
convinced of that outcome.

That’s not to say Bitcoin could not go lower from where it is today. 
We’ve seen drawdowns of 84%, and even more, in earlier bear 
markets. As things stand, Bitcoin is down by 55% from its peak 
above $67 000, in November last year, and has started to mimic tech 
stocks such as Amazon and Meta/Facebook.

There is abundant research to show that correlations between 
Bitcoin and the stock market strengthen and weaken with the 
passage of time. The current correlation is strong but will not last 
forever, because the dynamics behind Bitcoin are vastly different to 
that of Amazon or Facebook.

Bitcoin is an alternative to fiat and gold, and has advantages over 
both: its issuance is capped at 21 million coins, it is fully fungible, 
and is a hedge against explosive money supply expansion, which 
can only end in hyper-inflation. 

Some exposure to cryptos
Most of those already invested in cryptos are taking a long view of 
things. Data from blockchain research house, Glassnode, shows 
that Bitcoin buyers are increasingly ‘holding’, notwithstanding the 
increased sell volumes we have seen over the last week. 

Bitcoin futures have swung massively to the long side recently, and 
analysts like Mark E. Jeftovic say, “Bitcoin is a screaming buy at 
these levels”.

Where Bitcoin goes, so goes the rest of the market. Bitcoin may be 
at “Extreme Fear” as we survey the wreckage from, for example, a 
few weeks ago, and the collapse of TerraUSD stablecoin, but history 
also tells us that Bitcoin will not remain at this level for long.

A lesson we have learned over the last few weeks is that unsound, 
poorly designed crypto projects will go to the wall. And that’s a good 
thing. This is an unregulated market, so expect more failures. Bitcoin 
will survive and rebound to take out its previous high of $67 000. 
And it will drag the rest of the crypto market with it.

Yes, it will be a bumpy ride, but given the recklessness of fiscal and 
monetary management across the world, it would be foolish not to 
have some exposure to cryptos.

Jonty Sacks 
Partner 
Jaltech

DOLLAR-COST AVERAGING… 
a crypto investment strategy
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INTRODUCING INTERMEDIARIES 
TO CRYPTOCURRENCY ASSETS: 

opportunities, tax and 
regulatory developments

Jonty Sacks
Partner 
Jaltech

C
rypto assets have become mainstream over the 
past couple of years; but there is still some confu-
sion around cryptocurrencies and blockchain, in the 
world of investments, plus cryptocurrency tax and 
regulatory developments.

FAnews hosted a webinar, Cryptocurrencies - the 
future is here, sponsored by Jaltech, where speak-

ers delved into the various aspects of cryptocurrencies and 
blockchain technology, with an overview of the different types of 
investment options within the cryptocurrency market and tax and 
regulatory developments.

Dino Lazaridis
Financial 

Technology 
Specialist 

Financial Sector 
Conduct Authority 

(FSCA)

Wiehann Olivier
Partner and Digital 

Assets Lead 
Mazars 

South Africa
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In the world of investments
Jonty Sacks, Partner at Jaltech, spoke about cryptocurrencies and 
blockchain in the world of investments.

A blockchain, according to Sacks, is a decentralised ledger. “Its 
purpose is to share, verify and record transactions. Blockchains 
are typically digital and open source, meaning that anyone with 
an internet connection can participate in the network. If sufficient 
numbers of users join the network, then it can be described as being 
decentrilised and not manipulable by individual entities. Decentral-
ised blockchains can be described as immutable and robust.” 

“Blockchains are accounting infrastructure. This is useful for creat-
ing non-sovereign money and utility tokens e.g., cryptocurrencies. 
They are a class in their own and should be classified separately 
from equities, debt, commodities, property, real estate or any other 
traditional investment,” added Sacks. 

Unknown to most people, Sacks mentioned that the cryptocurrency 
world is not limited to investing in a digitial currency, such as Bitcoin 
or Litecoin, but it is much more than that. “Investment opportuni-
ties are growing rapidly and include investment opportunities in 
blockchain networks, protocols (businesses which use blockchain 
as their backbone), Non-Fungible Tokens (NFTs) (not just limited to 
art), digital land and much more.” 

Sacks added that the world is trending toward digitisation. 
“Shopping, socialising, entertainment etc… is done online today. 
Money is now also becoming digital. Handling risk, storage risks, 
counterparty risk and market risk are all prevalent. As cryptocur-
rencies fall within the high-risk category of investing, investors who 
have capacity within their portfolio for risk should be considering 
cryptocurrencies, even if the allocation is 1% to 5% of their portfolio. 
The reason for this is because this is one of the only assets classes 
that could see a 3% allocation being worth 30% of an investor’s 
portfolio within 3 to 10 years.” 

“A fundamental around timing this investment is regulations. Many 
intermediaries are waiting for regulations to be introduced, but I 
would argue that the absence of regulations has opened the door 
to huge investment growth. I say this because when regulations do 
come in, we will see large financial institutions investing in crypto-
currencies, which will likely result in significant growth for intermedi-
aries and their clients. The key is to invest in a diversified basket of 
cryptocurrencies, to limit the investment risk,” concluded Sacks. 

Crypto asset tax liabilities
Speaking of cryptocurrencies and tax, Wiehann Olivier, Partner and 
Digital Assets Lead for Mazars South Africa, stated that there has 
not really been an update on cryptocurrencies and tax.
 
“The South African Revenue Service (SARS) merely stated that the 
normal rules apply, as opposed to issuing guidance on the more 
technical matters or issuing new regulations. As you can imagine, 
the technology and the asset class have evolved significantly over 
the last couple of years, so it would be difficult for SARS to keep 
up or issue crypto specific regulations. This, however, does not 
change the fact that taxpayers need more guidance, as there is a fair 
amount of uncertainty on various complex matters involving crypto-
currencies. I think there is also an element of people being misin-
formed and not correctly interpreting the Income Tax Act. To give 
an example, there is a fair amount of people that believe that when 
you hold crypto for more than three years that this is considered 
capital in nature, but the three-year rule mentioned in Section 9C of 

the Income Tax Act relates to listed shares and not cryptocurren-
cies. My concern is that the lack of guidance from SARS will result in 
individuals not declaring their taxes, as opposed to declaring them 
(which is the worst idea). However, providing taxpayers with clear 
guidance may not be enough” he said. 
 
“The key here is to understand which of the transactions trigger a 
tax event, as most individuals do not yet grasp this with the quantity 
of tax events taking place when they transact in crypto. Most people 
think that a crypto-to-crypto trade does not trigger any tax implica-
tions, which is untrue, as you are entering into a bater transaction 
when you swop one cryptocurrency for another. Keeping record of 
the cryptocurrency transactions and putting this into a workable 
format to calculate the taxable income of an individual has also 
been a challenge, because you might have an individual that had 
150 000 transactions over a year, through various exchanges and 
multiple trading pairs. The complexity and the number of transac-
tions causes havoc to manually calculate the taxable income, requir-
ing dedicated “crypto tax” tools to do this,” he added. 
 
In conclusion, Wiehann said, “The best advice I could give is for 
intermediaries not to provide their clients with tax advice. Tax is 
unique to each taxpayer and there are various factors that need to 
be considered – tax is a specialised area of expertise, and the appli-
cation of cryptocurrency also requires a certain level of expertise, 
therefore, not only would I recommend that individuals use a tax 
expert for their tax affairs, but also one that has a firm understand-
ing of cryptocurrencies and their various subcategories.”

Regulatory developments
On the regulatory side of things, Dino Lazaridis, Financial Technol-
ogy Specialist at the Financial Sector Conduct Authority (FSCA) 
shared some regulatory developments.

“Currently crypto assets are not captured as financial products 
under the Financial Advisory and Intermediary Services (FAIS) Act. 
Therefore, a person currently rendering a service that is related to 
the provision of any form of crypto asset currently falls outside the 
scope of the FAIS Act and, consequently, such person does not have 
to be licensed to render such service,” said Lazaridis.

On 20 November 2020, Lazardis mentioned that the FSCA published 
a draft Declaration of crypto assets, as a financial product, under 
the FAIS Act (www.fsca.co.za/Regulatory%20Frameworks/Pages/
FAIS.aspx). “Following an opportunity for the industry to provide 
comments, and further internal engagement, the FSCA published 
the FSCA Information Request 3 of 2022 (FAIS), requesting Financial 
Services Providers (FSPs) to furnish information to the FSCA by 
completing the electronic survey. The purpose of the Information 
Request was to assist the FSCA in obtaining a better understand-
ing of the extent to which FSPs are currently operating in the crypto 
asset environment. It was envisaged that the requested information 
would assist the FSCA in making more informed decisions regarding 
the potential future regulation of crypto asset related activities. FSPs 
were given until 31 May 2022 to complete this survey.”  

Broader developments surrounding crypto assets, according to 
Lazaridis, will likely be given effect through the Conduct of Financial 
Institutions (CoFI) Bill, which constitutes the future consolidated 
legal framework governing the conduct of financial institutions. 

“Services related to the buying and selling of crypto assets will likely 
be included in the licensing activities under the CoFI Bill, bringing 
these activities within the regulatory remit,” he concluded.   



When it Comes to Conviction

Investment, “Quality Will Out”

Attractive returns with risk control can be a reality.
But it requires conviction investing, bottom-up analysis 
for quality and a rigorous discipline in valuation.

Global Equity investing is about setting the widest possible horizons, 

freeing yourself from artificial boundaries and following your strategies 

wherever they lead.

Nomura Asset Management (NAM) is a leading global investment 

manager and, with $570 billion¹ assets under management, we take 

a truly global view – a vision which lies at the heart of our flagship equity 

fund – the Global High Conviction Strategy (GHC).

The fund is managed on a day-to-day basis by the London-based investment 

team. The team manages $4.7 billion2 in global equities.

We define our Nomura Global High Conviction Fund as a ‘Quality-Core’ strategy, 

with a bottom-up approach. This is to say the investment style is agnostic and 

not restricted or defined by sectors or geographies; nor is it distracted by short-term 

market trends or fluctuations. The team is driven by one thing only, to seek out Quality 

companies trading below their intrinsic values.

Our Philosophy of Conviction

The GHC philosophy of quality investment is underpinned by four key criteria – companies

must meet all these metrics to be considered for the GHC portfolio:

Competitive advantage

Consistent cash returns

‘Companies that meet these criteria can sustain strong returns over long time periods and they are far less likely to suffer 

irreversible declines in profitability. We use a proprietary model to identify stocks with strong and robust cash flow. This 

quality is often missed by the wider market and this creates the opportunity for our philosophy,’ says Francis Paxton, who 

oversees distribution of GHC into the South African market.

The quality philosophy means GHC looks across the global universe of stocks, applying a ‘core’ approach, and 

unconstrained by any growth vs value overlay. ESG (Environmental, Social and Governance) factors are embedded in 

the selection process and unsustainable investments are screened out entirely. Quality, as an investment philosophy, is 

distinct from Growth and Value approaches, and allows GHC to function as a ‘Core’ style, combining both Value and 

Growth stances.

Refining for Quality

These filters narrow down the global equities markets to about 250 stocks that are in the NAM investment list. GHC then 

goes a step further and identifies only those stocks with significant upside to fair value. The team discusses in detail the 

profile of every potential investment and pinpoints a highly concentrated portfolio of about twenty stocks selected as 

high conviction quality investments.

GHC buys into these equities at discount valuations – when prices are below long-term fair value. The 

strategy then realises profits as the equities return to exceed that fair value, generating cash to reinvest in 

the next quality opportunity. The aim is to be fully equity invested, but GHC does not shy away from 

temporarily holding cash when necessary – the philosophy is to buy quality stocks when 

they are under-priced, not to buy for the sake of buying. 

Skilled management

A history of attractive returns on capital

NOMURA ASSET MANAGEMENT (nomura-am.co.jp)


Beating the Benchmark

The outperformance of quality stocks has been a feature of global markets for decades.

The MSCI’s Quality Index has outperformed the MSCI World Index by 2.5x over the last 40 years3.

Market prices have regularly under-valued quality stocks in periods of turbulence.

Performance of MSCI World Quality relative to MSCI World
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Source: Bloomberg and Nomura Asset Management. This chart shows MSCI world Quality total return index divided by MSC World total return index 

rebased to 100.

‘It is this market inefficiency that gives us the opportunity to buy at a discount valuation for all of the $5bn our team 

manages. We invest at below the intrinsic value of companies and the result is attractive alpha with strong risk controls,’

says Francis Paxton. The team has a quality bias, and they never move away from that. Clients know what they have 

invested in, which Nomura believes is very important.

The team’s shared philosophy, underpinned by a rigorous analysis and valuation discipline, allows GHC to target three-

year rolling average returns of 3-5% (gross of fees) above the benchmark MSCI All Country World Index.

‘Our team never lose sight of the core quality factor, because behind the markets’ fluctuations and the trends for sectors 

and geographies it is quality that counts in the end,’ says Francis Paxton.

Notes:

1) As at end of December 2021, Nomura Asset Management. 

2) As at end of March 2022. 

3) Source: Bloomberg, Nomura Asset Management.

Disclosures

This document was issued and distributed by Prime from sources it reasonably believes to be accurate.

The information in this report is not intended in any way to indicate or guarantee future investment results as the value of investments may go down as well as up. Values may also be affected 

by exchange rate movements and investors may not get back the full amount originally invested. Before purchasing any investment product, you should read the related risk documentation in 

order to form your own assessment and judgement and, to make an investment decision. 

The fund is a sub-fund of Nomura Funds Ireland plc, which is authorised by the Central Bank of Ireland as an open-ended umbrella investment company with variable capital and segregated 

liability between its sub-funds, established as an undertaking for Collective Investment in Transferable Securities under the European Communities (Undertakings for Collective Investment in 

Transferable Securities) Regulations 2011. The UCITS fund is not intended for distribution to or use by any person or entity in any jurisdiction or country where such distribution or use would be 

contrary to law or regulation.

This is a marketing communication. Please refer to the prospectus and to the KIID before making any final investment decisions.

The prospectus, key investor information document (KIID) and other fund related materials are available in English and, for the KIID, in the official language of the countries in which the fund is 

available for distribution on the Nomura Asset Management U.K. Ltd. website at https://www.nomura-asset.co.uk/fund-documents/

Nomura Asset Management U.K. Ltd. is authorised and regulated by the Financial Conduct Authority. 

A summary of investor rights in English and information on collective redress mechanisms are available at https://www.nomura-asset.co.uk/download/funds/how-to-invest/Summary_of_

investor_rights.pdf. Nomura Asset Management U.K. Limited may at any time decide to terminate arrangements it may have made for the marketing of units of a fund in a state other than its 

home member state. 

The subfund has been approved by the Financial Services Conduct Authority (FSCA) as a section 65 fund. Prime Collective Investment Schemes Management Company (RF) (Pty) Ltd (“Prime CIS”) 

is a registered Collective Investment Schemes Manager in terms of Section 5 of the Collective Investment Schemes Control Act (CISCA) and the South African representative office for this fund. 

Please refer to the MDD of the fund on the Prime Website (www.primeinvestments.co.za) for more information about the fund and a full disclaimer specifically related to South African investors.

SFDR Disclosure

The EU Sustainable Finance Disclosure Regulation (“SFDR”) requires investment firms to formalise how sustainability is integrated into their business and processes, and to make new public 

and client-facing disclosures on sustainability matters. The aforementioned disclosures relating to Nomura Asset Management U.K. Limited are published on our website at https://www.

nomura-asset.co.uk/responsible-investment/esg-sustainable-investment/. Product related disclosures regarding Nomura Funds Ireland Plc and its sub-funds can be found in the prospectus. 

Nomura Funds Ireland – Global High Conviction Fund is an Art. 8 fund according to SFDR.

NOMURA ASSET MANAGEMENT
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Themes that are going to make 
a really big diff erence 

FEATURE: INVESTMENTS

“

“

Thematic investing 
encourages investors 
to imagine what the 

world will look like in the 
not-too-distant future, 
and to invest accord-

ingly, by aligning asset 
allocation with the trends 
predicted to cause struc-
tural transformations in 

the global economy. 
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T
hematic investing, an approach to 
asset allocation that focuses on 
predicted long-term trends rather 
than specific companies or sectors, 
has soared in popularity in recent 
years. Is it the key to outperfor-

mance? 

Thematic investing encourages investors to 
imagine what the world will look like in the 
not-too-distant future, and to invest accordingly, 
by aligning asset allocation with the trends 
predicted to cause structural transformations in 
the global economy. 

Thematic investing contrasts with the typical 
approach of both passive and active funds, 
which tend to focus on a particular benchmark, 
which they then seek to outperform.

 Weighting index 
One issue with the traditional, relative, approach, 
is that many of the most popular global indices 
tend to be dominated by a few large companies, 
while also being over-exposed to stocks and 
sectors that are ripe for disruption. 

For example, the S&P 500, which tracks the 
performance of the 500 largest companies listed 
in the United States, is now dominated by five 
large companies that represent nearly a quarter 
(23%) of the total weighting of the index. 

This compares to a historical average of 14%, 
according to analysis by Goldman Sachs Asset 
Management (GSAM). 

By contrast, a thematic approach focuses on 
grouping companies across sectors and regions 
that stand to benefit due to underlying, long-
term, trends. As such, it leverages one of the key 
advantages available to investors – their time 
horizon. 

 Identifying different themes 
You try to identify key themes - the things that 
are going to make a really big difference in the 
future - and then to identify the companies that 
are going to do well because they are aligned to 
those themes and focused on disruption. There 
are as many as 30 different themes that might 
emerge through this analysis, of which Discovery 
Invest and Goldman Sachs Asset Management 

(GSAM) have identified four that they believe 
are going to structurally redefine the investment 
landscape going forward. 

The exponential and ubiquitous rise of technol-
ogy is one such trend. Others are the exciting 
and revolutionary future of healthcare; the 
essential move to corporate and environmen-
tal sustainability and the paradigm-shifting, 
consumption voting power of Millennials. 
As thematic investing seeks to benefit from the 
tailwinds anticipated from a future transforma-
tion of the economy, not one that has already 
occurred, it requires active fund management by 
a global partner. 

 Warning or opportunity 
In the decade to end 2021, companies on the 
S&P 500 identified as disruptors or those aligned 
with secular growth themes have generated a 
combined 786% outperformance as compared 
to the disrupted, according to GSAM. 

Disruption from technological innovation, 
demographic change and an increasing focus 
on sustainability is creating secular growth 
megatrends with winners and losers across 
sectors and regions. The message is clear: over 
time disruptors have significantly outperformed 
companies vulnerable to disruption. 

However, growth equities have significantly 
underperformed in the wake of the recent slump 
following Russia’s invasion of Ukraine and 
fuelled by concerns of rising interest rates, which 
undercut valuations of future earnings.

This, however, presents an opportunity. 
Now, because a lot of the themes have sold-off, 
after demonstrating their potential for great 
performance, they are looking very attractive.
Still, the recent volatility of markets highlights a 
critical consideration for financial advisers and 
clients. 

A portfolio prospectus, for example, cautions 
that a fund caters for a high-risk profiled client. 
That’s not something to shy away from. It is 
riskier, so it’s not an approach for your entire 
offshore portfolio but it provides important 
diversification away from traditional approaches 
and unique access to the opportunities that are 
coming up in the world.  



https://www.discovery.co.za/
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A common global language… 
the greatest obstacle to progress 

FEATURE: INVESTMENTS

“
“

Through the Paris Agree-
ment, countries across 
the world agreed to a 

goal of limiting tempera-
ture increases to 

1.5 degrees Celsius, 
above pre-industrial 

levels, to mitigate global 
warming. 

INVESTMENTS74 FA NEWS   JUNE 2022

W
ithout a common global language 
– a shared set of standards on 
what Environmental, Social and 
Governance (ESG) data compa-
nies should disclose to investors 
– progress towards sustainability 

will continue to struggle. 

 Investor-led initiatives 
In the 2000s, those investors interested in 
sustainability realised, by clubbing together, they 
would have more bargaining power to influ-
ence company management teams to operate 
with more responsibility, particularly concern-
ing disclosure. The Principles for Responsible 
Investment (PRI) – a UN-supported network 
of investors founded in 2006 – was really the 
beginning of this organised movement, to 
understand the implications of sustainability for 
investors and help support the development of a 
more sustainable global financial system.

In 2018, we saw another powerful body come 
together. Climate Action 100+ is the world’s 
largest investor-led initiative to ensure the 
largest corporate greenhouse gas emitters take 
necessary action on climate change. Coordi-
nated by five partner organisations – some 
of the largest asset managers in the world 
– almost half its focus companies have now 
established commitments to reach net-zero 
emissions by 2050, or sooner (Climate Action 
100+ 2020 Progress Report).

 Reporting risk disclosures 
Despite these moves in the right direction, 
there is still no global language in which to 
report disclosures or come together to interpret 
information. The Task Force for Climate-related 
Financial Disclosure (TCFD) has probably made 
the most progress in this area. Established 
in 2015, with the goal of developing a set of 
voluntary climate change-related financial risk 
disclosures, the TCFD has achieved the most 
buy-in from companies in both developed and 
emerging markets.

This sort of joined-up approach is a start. It 
makes it easier for investors to understand 
the nature and scale of climate change issues. 
There are so many ways, though, that big data 
and intelligence can tell us more.

It can demonstrate the risks from flooding to 
companies, cities and entire regions around 
the world. It can model the way climate change 
will disrupt food chains or affect the global 
movement of people, including the impact on 
different urbanisations. In other words, we are 
starting to model what the future might look 
like. This has changed things immeasurably, 
making conversations about risk management 
far richer and more relatable.

Through the Paris Agreement, countries across 
the world agreed to a goal of limiting tempera-
ture increases to 1.5 degrees Celsius, above 
pre-industrial levels, to mitigate global warming. 
As a population, we have a lot of work to do. 

 Many more themes for investors 
The market, however, has opened up over the 
last few years. Back then, discussions around 
climate change focused mainly on renewable 
energy. Today, there are many more themes for 
investors to participate in to help tackle climate 
change. 

Take agriculture and food production, which are 
responsible for 19% of carbon emissions, for 
instance. Or the construction industry, where 
cement is the source of about 8% of the world’s 
carbon dioxide emissions, according to think 
tank Chatham House.

In the absence, yet, of a global common 
language for ESG, individual investors should 
be more activist in their approach. By broaden-
ing their horizons and talking to their portfolio 
managers about considering these growing 
non-financial risks, they are more likely see 
them incorporated into the investment 
process.  
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of investing in property
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“
“

Focusing on locations 
where economic growth 
is consistently the stron-
gest means that inves-
tors can maximise their 
chances of being able to 
pass on increased costs 

to their tenants.

R
eal estate assets can generate signif-
icant returns for investors, with cash 
flows keeping up with (and in some 
cases exceeding) inflation levels.

Although residential property can be 
a sound investment, it is also one of life’s essen-
tials. Everyone needs somewhere to live. It is this 
basic human necessity that is the reason why 
housing is included (along with transportation 
and food) as one of the three largest compo-
nents of the US Consumer Price Index (CPI).

The chart below shows how dramatically the 
cost of housing in the US (labelled “shelter” by 
the CPI) has increased, since the start of 2021. 
Owners of residential assets can generate a real 
return as their cash flows keep up with, and in 
some cases, exceed inflation levels.

And it’s not just the residential sector that can 
provide protection against inflation. Many leases 
across all types of sub-sectors have explicit 
commitments to rental increases (or escalators) 
tied to inflation. In some instances, there are 
also leases with fixed escalators or rent reviews 
at specific times.

These all give investors the opportunity to 
ensure their income generates a real return; that 
is, one that is above inflation.

 Historical protection against inflation 
The essential nature of many property assets, 
such as residential (everyone needs a place to 
live), healthcare (everyone gets sick at some 
point), or data centres (everyone communicates 
digitally) is one of the reasons why investors 
have historically been protected from inflation.
This is backed up by a study carried out by the 
Bank of America (see chart) into the correlation 
of various asset classes with US CPI, between 
1950 and 2020. It concluded that real assets are 
a hedge against inflation. 

 Choose property assets carefully 
The COVID-19 pandemic has accelerated a 
number of trends, such as e-commerce and 
working from home. These long-term, structural 
issues have weakened the pricing power for 
owners of property assets such as retail and 
office space. Consequently, the ability to pass on 
inflationary increases to tenants in these build-
ings is severely limited.

Low levels of demand and high amounts of 
supply are a toxic combination for any market. 
We believe that certain sub-sectors will continue 
to experience challenging operating environ-
ments over the medium to long-term. Therefore, 
it has never been more important to select the 
right type of real estate to own.

 Achieving pricing power 
Focusing on locations where economic growth 
is consistently the strongest, means that inves-
tors can maximise their chances of being able to 
pass on increased costs to their tenants.

There are certain sub-sectors which are 
characterised by very low levels of supply. For 
example, obtaining planning permission to build 
data centres, warehouses, self storage units or 
student accommodation in many cities can be 
incredibly difficult. Yet the demand for these 
types of assets continues to grow.

The pricing power in certain sub-sectors is set 
to increase, as the cost of raw materials reduces 
the amount of construction starts.

There are two key reasons for the lack of 
new property entering the market. Firstly, the 
pandemic led to an initial slowing in new supply 
as construction sites were shut down. Secondly, 
dramatic increases in the cost of raw materials 
and supply bottlenecks have resulted in lower 
margins for developers. While this is frustrat-
ing for developers, the silver lining is that it 
increases both the value and demand for exist-
ing assets.

Many investors worry about the impact rising 
interest rates will have on the real estate sector. 
However, history demonstrates that this should 
not be a cause for concern. At the start of the 
last two rate hiking cycles, the global Real Estate 
Investment Trust (REIT) sector finished with 
positive total returns.  
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T
echnological and economic advance-
ment are no longer buzzwords, 
especially as we are currently experi-
encing the fourth industrial revolu-
tion. What is becoming more evident, 
is that this revolution is about more 

than just technology. 

 Building the world of tomorrow 
Development is also not limited to just economic 
development, business and profits, but it 
touches massively on the environment and 
society as well. Those words ring truer today, 
especially given events unfolding across the 
globe, and the impact it has on scarce resources, 
people and their communities. 

The COVID-19 pandemic has made us realise 
even more prominently, that the world is chang-
ing and so too should our response to the 
world’s challenges. We are facing an increasingly 
complex, connected, and ever-changing world, 
where unprecedented digital innovations are 
disrupting value chains, and we are facing major 
human and climate challenges. We, therefore, 
need to proactively respond by building the world 
of tomorrow for future generations. 

 The art of identifying opportunities 
The thematic investment approach rose to 
popularity after the 2008 global financial crisis 
that caused investors’ focus to shift away from 
traditional investment methods. Before the 
global financial crisis, the defining investment 
principle was focused on forecasting future 
stock movements, by analysing data from the 
past. 

Today, past fundamentals are still widely 
being used to classify instruments, but as we 
experienced in 2020, any financial crisis makes 
forecasting similar future events complex. For 
this reason, many investors have come to base 
their investment decisions on in-depth analysis 
of expected changes in the future, as they seek 
to capitalise on opportunities shaped by trans-
forming developments.

Disruptive innovations, ideas and societal 
changes are embraced in today’s world, and this 
is creating opportunities alongside it. Technolog-
ical innovations, demographic and social trends, 

urbanisation and environmental challenges 
are here to stay, and the importance thereof, 
is continuously being forced into the spotlight. 
These developments converge into larger 
themes that will endure over the longer term.

All of these themes create unique investment 
opportunities that will persist, as disruptive ideas 
and technological advancements are rapidly 
reshaping the world, we live in. However, not all 
themes are created equal. Some are structural 
and long-term in nature, and some are short-
term anomalies, but every change represents an 
investment opportunity. 

Thematic investing encapsulates the art of 
identifying these opportunities, based on 
personal experiences and aligning investments 
with beliefs and ideas. Simply put, thematic 
investing is a top-down investment approach 
that helps investors gain exposure to trends and 
ideas through a portfolio of companies expected 
to benefit most from such transformative and 
structural changes. 

 Concentrating on the big picture 
Looking ahead, certain trends will provide 
compelling investment opportunities for those 
who are willing to take a different perspective 
and concentrate on the big picture. 

Identifying the right themes to consider is 
essential. Implementing a thematic investment 
strategy requires accurately recognising struc-
tural shifts, identifying companies with direct 
exposure to the trend, and then investing into the 
trend before the future potential growth is fully 
priced into earnings forecasts.

Identifying trends is a lot harder than it sounds. 
While successful thematic investors do not need 
to be clairvoyant, understanding what the future 
holds does in fact form part of their strategy. 

Trends that seem steady today can be derailed 
tomorrow, therefore humbleness needs to 
remain part of this investment journey. Investing 
in the right trends and themes does not only give 
us as the investors the opportunity to grow our 
clients’ assets, but also gives us the opportu-
nity to “fund” the way the future will shape and 
unfold.  

JAKO DE JAGER
Head: Retail Portfolio 

Solutions
Momentum Investments



77Raging Bulls awarded on 02/02/2021 & 01/02/2022. Details available on request. Ninety One SA (Pty) Ltd is an authorised financial services provider.

RAGING BULL AWARDS

Isn’t it time to change how you see investing?
ninetyone.com/change

Investing for a 
world of change

Three decades of unwavering commitment to 
providing long-term investment returns for our clients. 

South African 
Manager of the Year
2020 & 2021

10033289_FA News-SA MOTY(Raging Bull).indd   1 2022/05/26   17:07

https://ninetyone.com/en/south-africa/who-we-are/change-changes


FA NEWS   JUNE 202278

BEN PRESTON
Orbis Portfolio 

Management (Europe) 
LLP, London

FEATURE: INVESTMENTS

“
“

In our view, there are still 
plenty of healthy alterna-

tives to choose from in 
the current environment, 

particularly as growth 
rates fade and valuation 
multiples are squeezed 
by rising interest rates. 

A
s growth rates fade, and valuation 
multiples are squeezed by rising inter-
est rates, are there still healthy alterna-
tive businesses to invest in? 

For investors, the resurgence of infla-
tion is a potential game-changer. The market 
environment, in recent years, has been character-
ised by a TINA (There Is No Alternative) mentality, 
in which investors have had little choice but to 
chase increasingly frothy equity returns rather 
than sit in cash earning nothing or the “return-
free risk” offered by many government bonds. 

At Orbis, we don’t like the TINA mentality. As 
value-oriented investors, we struggle to keep 
pace when equity markets become increasingly 
expensive, as has been the case in recent years. 
We prefer the TASHA (There Are Some Healthy 
Alternatives) mentality – and that’s the mindset 
that we bring to the opportunities present and 
set today.

 Free cash flow yield 
Commodity producers are one such alternative. 
Our research, as of March 2022, indicates that 
Teck Resources, a Canadian mining company, 
offers a 25% free cash flow yield at current 
commodity prices. In other words, if an investor 
bought the company outright, he or she could get 
all of his or her money back after just four years, 
if today’s commodity prices were to persist. Even 
if they don’t, Teck still looks reasonably attractive 
under more conservative long-term assumptions. 

Brazil’s Vale is another good example. Vale is 
one of four iron ore majors globally, and is also 
the world’s largest producer of nickel, a critical 
component for electric vehicle batteries. It has 
net cash on its balance sheet and trades at just 
six times our estimate of this year’s earnings. At 
current production levels and iron ore prices of 
US$150 per tonne, Vale generates a free cash 
flow yield of about 25%, but even at US$80 per 
tonne, it would still deliver about 8-10% free cash 
flow yield. 

That tells us that the stock is fairly valued 
with ore at US$80 and a steal if current prices 
persist. Of course, the current levels may be 
unsustainably high, but high commodity prices 
provide a reassuring margin of safety. The 
longer high prices persist, the more cash will 
flow back to the owners of the business, which 
in turn provides fundamental support for the 
share price. 

 Another healthy alternative 
If we are correct that the stockpicking environ-
ment is changing, then banks may offer yet 
another healthy alternative. Interest rates have 
recently been the lowest in 5 000 years of 
knowable history and it would be unreasonable 
to assume that this will persist indefinitely – 
particularly in light of the sharp uptick in infla-
tion. For banks, rising interest rates should be a 
positive, as they will be able to take advantage 
of the difference between the rate that banks 
pay to customers on their savings, and the rate 
they can earn through investing those savings. 

KB Financial Group, one of the leading lenders 
in South Korea, is growing at a steady pace, 
and as of March 2022, is paying about a 5% 
dividend yield – which should rise over time. 
Despite this, KB currently trades at a 50% 
discount to its book value. Valuation figures 
like these might normally be signs of distress 
or weak fundamentals for a bank, but KB has 
an impressive track record of profitability and a 
strong balance sheet. 

 Plenty to choose from 
In our view, there are still plenty of healthy 
alternatives to choose from in the current 
environment, particularly as growth rates fade 
and valuation multiples are squeezed by rising 
interest rates. 

While the likes of Teck, Vale and KB are just a 
few examples, they are representative of the 
types of new opportunities that we have been 
focusing on of late.  

A dislike of the TINA mentality
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Since 1989, we’ve remained focused on adding 
value for our clients over the long term. We do 
this by selecting shares that trade at lower prices 
than their true worth. This often means forgoing 
short-term gains and keeping our focus firmly 
fixed on tomorrow. Because we believe that 
thinking long term is the best way to invest 
on behalf of our clients. 

Don’t just invest offshore. Invest differently
offshore with Allan Gray and Orbis. 

To find out more about our Orbis Global Equity
Fund and Orbis SICAV Global Balanced Fund,
visit www.allangray.co.za or call Allan Gray on 
0860 000 654, or speak to your financial adviser.

SOME SEEK
SHORT-TERM
SUCCESS.
 WE PREFER
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 TERM KIND.
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Orbis Investment Management Limited is the appointed investment manager (“the Investment Manager”) of the Orbis Global Equity Fund and the Orbis SICAV 
Global Balanced Fund (“the Funds”). The Investment Manager has appointed Allan Gray Unit Trust Management (RF) (Pty) Ltd to act as a representative 
of the Funds in South Africa, in accordance with the provisions of section 65 of the Collective Investment Schemes Control Act 45 of 2002 (“the 
Representative”). The Funds trade weekly on a Thursday and unit prices as well as a schedule of fees, charges and maximum commissions can be obtained 
free of charge by contacting the Representative or from www.allangray.co.za. Collective investment schemes in securities (unit trusts or funds) are generally 
medium- to long-term investments. The value of units may go down as well as up and past performance is not necessarily a guide to future performance. The 
Investment Manager does not provide any guarantee regarding the capital or the performance of the Funds. The Funds may be closed to new investments 
at any time in order to be managed according to their mandates. Unit trusts are traded at ruling prices and can engage in borrowing and scrip lending. The 
Funds invest in foreign securities. Depending on their markets, trading in those securities may carry risks relating to, among others, macroeconomic and 
political circumstances, constraints on liquidity or the repatriation of funds, foreign exchange rate fluctuations, taxation and trade settlement.
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greenwashing. 

INVESTMENTS80 FA NEWS   JUNE 2022

F
inancial advisers are all at sea when 
required to satisfy retail investors’ 
growing demand for environmental, 
social and governance (ESG) fund 
opportunities. One of the challenges 
is that ESG-measurement tools give 

conflicting results; another is that ratings firms 
measuring ESG tend to weight the E, S and G 
factors differently.

 No uniform approach 
Mike Adsetts, Deputy CIO at Momentum Invest-
ments, warns that advisers face challenges 
in determining the ESG-rating of local collec-
tive investments schemes (CIS). “There is no 
uniform approach to ESG measurement and 
fund providers have slightly different focus areas 
and results,” he says, observing that the trend of 
publishing aggregate ESG ratings prevents inves-
tors from getting a sense of which areas a fund 
excels or lags in. The difficulties faced by asset 
managers and ratings firms are easily illustrated.

Consider, for example, the trade-off of a net-zero 
carbon emissions policy in the South African 
context. If you invest in a company that is 
divesting from coal, you will score huge E-points 
while contributing to serious social harm. More 
recently, Alexforbes outlined the ESG challenges 
of having exposure to Russian assets during the 
Russia-Ukraine conflict. “The prevailing theory 
is that funds or practices with the label of ESG 
should not have had exposure to Russian assets 
[to begin with],” commented Premal Ranchod, 
Head of ESG Research at the firm. There are, 
however, factors beyond the humanitarian crisis 
that must be considered.

 CIS funds in the ‘dark’ 
Local asset managers’ interests are represented 
by the Association for Savings and Investment 
South Africa (ASISA), which has maintained a 
Responsible Investment Standing Committee 
since its launch. 

According to Sunette Mulder, Senior Policy 
Adviser at the association, there are no ESG 
ratings used on CIS funds as yet, nor is there 
a requirement for funds to disclose the same. 
“If this is required in future, it will fall under the 
Financial Sector Conduct Authority (FSCA),” she 
says.

As things stand, financial advisers are at the 
mercy of fund managers insofar their under-
standing of a fund’s ESG pedigree. “Advisers 
should engage with fund managers and check 
if their preferred manager is a signatory to the 
United Nations Principles for Sustainable Invest-
ing (UN-PRI) and whether that manager follows 
the Code for Responsible Investing in South 
Africa (CRISA) and its annual disclosure require-
ments,” says Mulder.

There is a growing list of global data providers 
that do offer ESG ratings. “In addition, a lot of 
fund managers are building up their own capabil-
ities and approaches; one of the challenges 
(globally) is that there is not a uniform taxonomy 
to ESG ratings… the E, S and G can conflict with 
each other and different data providers may 
have different results based on the nuances of 
their ESG approaches,” says Adsetts.

 The scourge of greenwashing 
There are growing concerns that companies 
and fund managers might knowingly misrepre-
sent their ESG exposures to improve their ESG 
rating in a technique known as greenwashing. 
“This is a real risk and an ongoing temptation,” 
says Adsetts. “The litmus test is intentionality 
and evidence, in other words: have you [fund 
manager] stated upfront your objectives and can 
you evidence your progress?”

Momentum Investments publishes an extensive 
stewardship report which sets out its engage-
ments with the executive teams of its various 
shareholdings, among other ESG components. 
ASISA also mentions the Green Finance 
Taxonomy, a project developed by the Taxonomy 
Working Group, as part of South Africa’s Sustain-
able Finance Initiative, chaired by National 
Treasury. This initiative will make it easier for 
stakeholders to identify and prevent potential 
greenwashing.

 The evolution is ongoing 
ESG ratings is an evolving area. “Advisers must 
have an open mind and look through the disclo-
sures at both fund and company levels. The 
reality is, depending on which component of ESG 
is most important to you, you may find differ-
ent funds are best placed to meet your needs,” 
concludes Adsetts.  
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W
hen investing in financial markets, 
investors should always be 
mindful of concentration risk. 
Investors often try to mitigate this 
risk by spreading investments 
across various stocks, sectors, 

and funds. But do they run the risk of overdiver-
sifying?

The first step in managing concentration risk is 
understanding what it is and how it may occur. 

 What is concentration risk? 
Concentration risk is the potential for loss in 
a portfolio, when a group of exposures move 
together in an unfavourable direction. Concen-
tration increases when exposure to a particular 
investment, sector, or style becomes large, 
relative to other parts of a portfolio, and this 
happens as a result of a number of factors. 

Perhaps one of a client’s investments has 
performed well, relative to other holdings in 
their portfolio, and they may find that it is now a 
large percentage of their assets. This has been 
a feature in many index products, with technol-
ogy stocks making up a large portion of certain 
funds following a period of exceptional growth. 
A benchmark-cognisant product that uses this 
index, might thus also find itself with outsized 
exposure to one driver of returns.

Concentration risk can also arise from assets 
within an industry that are highly correlated. 
These are assets with common drivers of perfor-
mance, or which move together in reaction to 
market themes. 

And lastly, there is intentional concentration, 
where a client may believe certain sectors will 
outperform the broader market, or he or she 
takes high conviction views by holding just his or 
her best ideas.

 Managing the issue of concentration 
Diversification generally reduces portfolio 
concentration, by limiting the impact any one 
asset can have on overall performance. Stock 
holdings can be spread among various industries 
and sectors, as well as regions. Once the client 
has achieved diversification between different 
asset classes, mixing equities with less corre-
lated asset classes such as bonds, real estate, 

and alternatives, he or she can achieve even 
more diversification by fund managers. 

However, allocating a portfolio between asset 
classes and fund managers is just the beginning. 
Reviewing your client’s portfolio by drilling down 
into its individual holdings can give a clearer 
indication of the concentration risk in investing 
across managers. Review the fund managers’ 
holdings, its top positions and sector allocations 
for potential overlap. Use this information to 
periodically rebalance where needed. This is also 
where a multi-manager can assist, by under-
standing these different sources of return and 
how they interact with each other in different 
market conditions.

 Overdiversification or high conviction? 
Diversification and the benefits thereof, are 
undoubtedly a key principle to sound investing. 
There is, however, a problem. A client can have 
too much diversification. Over-diversifying can 
water down the impact of strong stock gains, or 
worse, leave the client paying active manage-
ment fees for a “closet index” fund.

A compact, high conviction portfolio allows the 
best ideas to shine and have a considerable 
influence on performance. Essential to this 
approach is a management team of experi-
enced, highly skilled stock pickers, supported by 
thorough research. Because of the conviction, 
there is a possibility of higher volatility compared 
to the broader market, and investors may 
be hesitant to allocate a large portion to one 
manager. Again, that is where an experienced 
multi-manager can help through identifying 
the qualitative and quantitative characteris-
tics unique to a manager. Then, by blending a 
number of managers with complementary, high 
conviction views, overall portfolio risk can be 
reduced, without sacrificing returns. 

It is not always easy to tell how concentrated a 
client’s portfolio is, and diversification is surely 
a way to mitigate concentration risk. However, 
diversifying broadly may have unintended conse-
quences and can give investors a false sense of 
confidence. A multi manager fund structure can 
solve for overdiversification, by bringing together 
skilled teams, with complementary and high 
conviction views in a single investment 
product.  

What investors can do to avoid 
this risk

LANCE GILBERT
Investment Analyst
FNB Wealth and 

Investments

CPD
ARTICLE



FA NEWS   JUNE 202282

CONLIAS MANCUVENI
Senior  Investment 

Manager 
Hollard Investments

The art and science of portfolio 
construction

FEATURE: INVESTMENTS

“
“

Understanding the effec-
tiveness and suitability 
of active management 

in different asset classes 
can highlight some key 

differences.

INVESTMENTS82 FA NEWS   JUNE 2022

T
oday, investors are faced with a wide 
range of investment risks including 
COVID-19, the war in Ukraine, China’s 
regulatory clampdowns, global 
recession, high inflation, enormous 
sovereign debts, social unrest, rising 

interest rates, and supply chain disruptions. 

Amidst such uncertainty, the importance 
of creating robust and focused investment 
portfolios that consistently deliver to their stated 
objectives cannot be overemphasised. Simply 
put, portfolio construction is the design and 
implementation part of an investment process; 
the objective is to harness the various drivers 
of returns optimally throughout the investment 
cycle, in a cost-effective way. 

 Portfolio settings matters 
The primary challenge in comparing portfolio 
construction capabilities of different manag-
ers lies in how managers define their portfolio 
settings. Portfolio settings include return objec-
tives, investment terms, risk capacity and con-
straints. For example, there are several portfolios 
in the Association for Savings and Investment 
South Africa (ASISA) medium equity sector, 
which have a return objective of CPI +4% p.a. 
However, the differences are seen in how their 
risk capacities are defined, either in absolute or 
relative terms, and the recommended invest-
ment term. 

All these factors influence the return outcomes. 
Financial advisers should assess that the portfo-
lio settings are realistic and present a reasonable 
likelihood that the return objectives will be met 
through the cycle. 

 Quality and quantity of exposures 
Asset classes, sectors and securities form part 
of the holdings-based exposures. Investors often 
use the quantity of asset classes as a measure 
of overall diversification. This makes sense 
when the intention is to have a general gauge 
of the number of return drivers. However, the 
approach is inadequate for assessing the quality 
of diversification. For example, consider a multi-
asset medium equity portfolio that outperforms 
its peer median benchmark over a meaningful 
period. If attribution analysis shows that only 
three out of eight asset class strategies outper-
formed their respective peer benchmarks, one 
could argue that the five underperforming asset 
class strategies were sub-optimally constructed.

A sophisticated approach to comparing 
multi-asset portfolios is by assessing the style 
factor exposures. Style factors are statistically 
significant economic variables that drive returns 
of securities. For income securities, these 
include nominal and real duration, credit quality 
and liquidity. Similarly, style factors for equity 
securities include quality, financial health, size, 
volatility and momentum. The drawback is that 
style factor analyses require good performance 
attribution systems which may not be accessible 
to most investors.

 Management skills and indexed 
 exposures 
Empirical evidence from the analysis of 25 years 
of fund returns confirms that there are varying 
degrees of alpha opportunities across asset 
classes. Understanding the effectiveness and 
suitability of active management in different 
asset classes can highlight some key differ-
ences. Active management has the potential 
to significantly enhance risk-adjusted returns 
in interest-bearing asset classes, given that the 
often-used benchmark for long-bond managers, 
the FTSE/JSE SA All Bond Index, only holds the 
largest 20 vanilla bonds by market capitalisation, 
excluding thousands of attractive securities. 

In contrast, a manager may prefer to hold 
indexed exposure to global equities, given the 
evidence that most global developed equity 
managers have underperformed the MSCI World 
Index over the past two decades, at a lower cost.  

Assessing portfolio construction capabilities is 
a delicate balance of art and science. The key 
lessons for financial advisers are:
• There’s no one-size-fits-all in assessing 

portfolio construction capabilities. However, 
the common goal is to maximise the risk-
adjusted returns;

• Measuring the quality of diversification within 
asset classes helps to identify where the 
active management skill has been superior to 
peers; and

• Indexed exposures can be actively used to 
manage style factor exposures and reduce 
costs.

Robust and focused portfolio construction may 
not avert the impact of every risk we face today. 
However, it goes a long way in determining how 
far or close a portfolio path is relative to an 
investor’s return objectives and risk tolerance. 
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I
nvesting comes with a cost and although 
most investors would prefer paying zero fees 
on their investments, the reality is that fees 
are here to stay. 

However, accepting the existence of invest-
ment fees does not automatically mean inves-
tors need to accept the fees themselves at face 
value. So, how do investors go about identify-
ing and understanding the fees they are being 
charged?

 Understanding fee structures 
Financial advisers are entrusted with the respon-
sibility to guide their clients and help them build 
a balanced portfolio that will provide them with 
the best possible return. This is not to say that a 
portfolio should consist purely of products that 
don’t charge any fees because, firstly, there are 
very few that don’t, and secondly, the problem 
isn’t the fees per se. 

The problem comes in when providers charge 
heavily inflated or hidden fees, at the expense of 
the investors. 

Whilst significant strides have been made to 
encourage more transparency about fee struc-
tures, the truth is that most investors still don’t 
fully understand how their investments work, or 
what they are paying for. 

Certain legislative changes have resulted in 
additional methods of disclosure but, while the 
introduction of Total Expense Ratio (TER) and 
the Retirement Savings Cost (RSC) disclosure 
has made it easier for clients to compare like 
for like, investors have not caught on to all the 
tricks of the trade yet. And, unless clients and 
their advisers start asking the right questions, it’s 
unlikely that they will understand the tricks any 
time soon. 

 Unpacking products and fees 
It is the role of the financial adviser to unpack 
the products available to their clients, and guide 
their clients towards making the best decision, 
based on their needs. If a product is unnecessar-
ily confusing, it’s typically a red flag. Investment 
products are not inherently complicated, so when 
investors and advisers come across complicated 
products, they should be questioning why that 
is the case. If an experienced financial adviser 

can’t easily understand a product and its fee 
structures, it’s likely that this was done intention-
ally. Often, convoluted structures are used to 
hide something, whether it is fees, incomplete 
disclosures, or strange conditions. 

Advisers must critically assess each invest-
ment opportunity and judge it based on its 
potential to generate value and wealth for their 
clients, as well as the potential for fees to eat 
away at those investments. Together with their 
advisers, investors need to start asking the 
right questions, like whether the return being 
advertised is after fees, what assumptions 
for performance fees are being considered, or 
whether there are any base account fees or 
transactional costs. 

Investors should also look out for multiple fee 
instances, with similar names, and make sure 
that the projection they receive is net of all fees. 
They should be having the right conversations 
with their advisers and interrogate all the fees 
within the context of their investments. This 
includes platform fees, fees relating to the 
underlying assets, and fees linked to products 
that don’t require high levels of participation by 
the provider.

 Value for money 
The onus is on investors and advisers to hold 
providers accountable and, if a provider is 
intentionally trying to mislead investors on a 
particular offering, they should be called out on 
their bad behaviour.

With so many pitfalls to navigate, it’s easy to 
understand why investors would question the 
fairness of being charged fees in the first place, 
but it boils down to value for money. How will 
an investor judge what constitutes a fair fee 
to them? Is it based on the returns they stand 
to make, or the peace of mind they get from 
knowing their money is safe and growing? Or 
is it the expertise they rely on to make those 
potentially riskier calls? 

Ultimately, the most important aspects should 
be what investors are getting out of their invest-
ments, whether this aligns with what they should 
be getting out and ensuring that they are not 
paying more than they should, either explicitly 
or implicitly.  

The great debate around fees
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G
lobally, inflation has soared in recent 
months, as evidenced from the latest 
print of 8.5% in the US. Whether this 
is due to years of quantitative easing 
and low interest rates or base effects, 
post-lockdown (which may have an 

impact on the longevity of high inflation), is 
currently of little interest to consumers. 

South Africa has not been immune to rising 
global inflation, with domestic inflation edging 
higher. The South African Reserve Bank (SARB) 
increased short-term interest rates by 1.25% 
off the lows, of which, 50 basis points was 
announced in the most recent Monetary Policy 
Committee meeting. From an investor perspec-
tive, the questions are: do certain asset classes 
perform better in inflationary conditions, and if 
so, can reasonable investment returns still be 
achieved? 

 Inflation-linked bonds 
For certain asset classes, like inflation-linked 
bonds and cash, the answer appears straight 
forward. Inflation-linked bonds have an inflation 
hedge, which serves as a buffer against inflation, 
as the coupon and principal adjusts as inflation 
changes. Cash tends to benefit from increas-
ing short-term rates, as monetary policy acts to 
control the inflation level. 

The obvious asset class that inflation is detri-
mental to, is nominal bonds. The expectation of 
inflation and subsequent interest rate increases 
tends to increase bond yields, which results in a 
negative capital appreciation of nominal bonds. 

For other asset classes the outcome may be 
less clear. Consider the one-year period from 
August 2007 to August 2008 where, during 
the global recession, South African inflation 
increased from 6.8% to peak at 13.7%. From the 
table, we can see the returns of the various asset 
classes for this period.

Source: Refinitiv 1 August 2007 – 31 August 2008. 
For illustrative purposes only. Past performance is not 
indicative of future performance.

 Asset classes and returns 
As expected over this period, South African 
nominal bonds underperformed, while South 
African inflation-linked bonds and cash delivered 
strong returns. The remaining local and global 
asset classes delivered negative returns. 

What is less clear, however, is whether these 
asset classes delivered a negative return 
because inflation increased or whether the 
concern around a global recession was the 
overriding factor. While inflation may have 
an effect on companies, costs are likely to 
be transferred to consumers in the case of 
manufacturing companies or rent payers in the 
case of property companies. Valuation levels 
and macroeconomic conditions have historically 
had a larger influence on these higher risk asset 
classes.

Therefore, it appears that interest sensitive asset 
classes can provide an investment strategy that 
combats high inflation. What is less apparent, 
however, is how well expectations forecast the 
future path of inflation and whether there may 
be an overemphasis on inflation when other 
market forces may be more influential. 

 The path of inflation 
Undoubtedly, current global inflation levels are 
concerning, but the action of the US Federal 
Reserve (Fed) to control inflation may have a 
larger influence on markets. The Fed needs to 
balance the risk of high inflation and the influ-
ence that increasing interest rates may have on 
reducing GDP growth. Increasing interest rates 
too quickly may bring inflation under control 
but may result in the US heading into a reces-
sion. If this manifests, it is likely to have a larger 
negative impact on financial markets than what 
high inflation may have. However, if the Fed is 
successful, it could result in positive markets. 
The probability of a US recession may still be 
low but is not an immaterial concern. 

A diversified portfolio, even in the face of high 
and rising inflation, should not be constructed 
with only one outcome in mind. Increasing the 
inflation-linked bond and cash allocations in 
portfolios could be prudent to provide some 
inflation protection but significant overweights 
will result in missing out on positive opportuni-
ties, should the expected path of inflation not 
materialise.  

SA 
Nominal

Bond 
Index

SA 
Inflation-

linked 
Bond 
Index

SA Cash 
Index

SA 
Equity 
Index

SA 
Property 

Index

Global 
Equity 
Index 
(ZAR)

Global 
Property 

Index 
(ZAR)

5.83% 15.78% 10.91% -0.76% -2.71% -5.15% -16.42%
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P
ortfolios are personal. Morgan Housel, 
one of the great financial writers, puts 
it best. He says that for someone of 
his age and financial profile, his portfo-
lio is far from ‘textbook’. 

He is risk averse and likes having cash, so he is 
happy to forego superior returns to sleep better 
at night. His portfolio is not perfect, but it suits 
his needs. That’s what’s important. There’s no 
one-size-fits-all solution. And, more importantly, a 
portfolio needs to evolve. As an investor’s needs 
evolve over time, so must their financial plan and 
portfolio.

 Every phase of the journey 
The investing journey can be split from a volatility 
perspective. How much volatility an investor is 
willing to assume will probably change over every 
life stage. For young investors, volatility isn’t their 
enemy, it’s their friend. When starting out, young 
investors can afford to assume above average 
volatility because their risk of capital loss is 
lower, and they have the advantage of time to 
continue investing, which compounds over time. 
They can even benefit from market downturns, 
by investing when others are exiting. 

On the other side, when an investor starts to 
near retirement, volatility becomes undesirable 
and could negatively affect outcomes in the next 
phase of the investment journey. 

So, those are the two opposite extremes. 
Ultimately, in every phase of the journey, inves-
tors must be deliberate about what they want, 
and how their portfolio must work to make that 
happen. 

 Portfolio building in each life stage 
Here’s a breakdown of what portfolio building in 
each life stage could look like, and how financial 
plans can be adjusted to maximise the potential 
of each stage for the investor: 

  In the 20s 
This phase is all about saving and wealth 
accumulation. 

During the earlier phase of the investing journey, 
some managers use a process called mean-
variance optimisation. This means measuring an 
asset’s volatility against its likely return, as well 
as correlation to other assets in a portfolio – 
taking into consideration the investor’s risk profile 

– how much risk they’re willing to withstand 
– and how much time they have on their side 
to weather market conditions over time. As 
younger investors, this group can afford to be 
more aggressive.

Today, we see many 20-somethings putting 
their money into crypto currencies, tech stocks, 
innovation stocks, or something equally ‘bold’. 
While these may be speculative in nature, the 
desire to bear risk could also be beneficial within 
retirement savings vehicles like a retirement 
annuity, or long-term savings vehicles like a 
tax-free savings account. The attitude to take on 
volatility can work in their favour, but it is also 
important for them to consider saving longer-
term in a diversified portfolio, without excessive 
concentration risk. 

In this phase, the financial plan should be 
designed to encourage investors to start invest-
ing early and remain disciplined. The magic 
of compound interest means there’s a distinct 
advantage to starting in the 20s over the 30s.
The process should also be automated. If an 
investor sets up debit orders for their invest-
ments, their contributions become seamless. 
‘Contribute in and compound up’ as soon as 
possible. That usually leads to a greater success 
story at the end of the day. 

  The 30s and 40s
As we move into the middle phase of life, 
many investors have more detailed financial 
planning needs. They might buy a property, start 
a business, marry, have kids, etc. All of these 
events have different financial needs, from insur-
ance and estate planning to drafting a will.

It’s also a time when an individual could have 
some stock options in their company or experi-
ence a salary bump or bonuses. A larger amount 
of capital to invest could lead to having more 
levers of diversification and investment oppor-
tunities available, allowing access to additional 
long-term investments as their savings pool 
grows – like property, for example.

In this phase, discipline is paramount, as there 
are a myriad of demands for your clients’ money. 
They should continue to capitalise on volatility, 
as there is still a long investment horizon ahead 
for them. Savings and retirement contributions 
should also continue to be adjusted with salary 
increases - and the current inflation basket, to 
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preserve purchasing power. Bonuses – or any lump sums – should 
be put to work as an addition to the portfolio, as much as possible. 

As wealth is accumulated, the investor can more easily contribute 
to causes they care about, for example, investing in climate change 
funds, or impact investing. The more capital they have, the easier it 
is to access these opportunities, as the barriers to entry (minimum 
amounts) tend to be a bit higher. If capital allocation aligns to 
beliefs, then that usually instills greater discipline. For example, 
if the climate change fund invested in falls 30%, the investor will 
probably be more likely to stay invested because there is a greater 
alignment between personal convictions and investment perfor-
mance, which may lead to better investor behavior over time. 

  The 50s… retirement is in sight
In this life phase, investors’ retirement is in sight, and they should 
start to move from mean-variance optimisation – accepting a 
certain level of volatility – to an optimisation strategy that’s more 
focused on mitigating against market downsides and losses - to 
reduce negative outcomes as effectively as possible. 

To dampen the downside, some higher returns might also be sacri-
ficed. In a nutshell, at this stage, the goal is to construct a portfolio 
with diverse, complementary sources of return.

This is a key phase in the financial planning process, with important 
questions such as; are investors getting the best tax advantages 
from their basket of portfolios? Are tax-free savings, retirement 
annuities, discretionary savings, etc., all harmonising together? 

The financial planner’s role is critical, as is a robust investment plan. 
Investors may also need sufficient liquidity in their portfolio, to cover 
big expenses such as, for example, a child’s tertiary education, or 
caring for aging parents.

  65… the retirement phase
In this age range, it’s really about focusing on volatility dampening 
strategies as an individual moves from contributing, to drawing 
down on their capital. Investors need to be cognisant of sequence 
risk, as they drawdown their savings and ensure their portfolio can 
produce stable performance, with diverse sources of return.

In this phase, free from the constraints of Regulation 28, investors 
can also increase their investments in alternative assets, including 
hedge funds, and private market investments, like debt and equity. 
These investments seek to benefit from the illiquidity premium 
associated with alternative asset classes over time. It’s all about 
deliberately opting for diverse sources of return. 

 Walk the journey with clients 
In every phase of life, it is important for you, the financial planner, to 
walk the financial journey with your clients, so that as their needs 
evolve, so does their financial plan and portfolio.  

https://www.seedanalytics.info/
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I
f quality data is king, then poor data is the 
pauper - especially in the financial services 
sector for financial advisers who want to 
effectively service their clients. 

In the world of investments, financial advisers 
and wealth managers are there to assist their 
clients in wealth protection and wealth creation, 
but without the correct data their ability to effec-
tively do so, falls flat. 

 Investment data sets 
Most financial advisers, wealth managers or 
data analysts working in the financial services 
arena are incredibly familiar with the detrimen-
tal effect of low-quality investment data sets. 
This doesn’t just affect the client, but also the 
financial adviser’s ability to make accurate and 
informed business decisions. This can hinder 
the growth prospects for a financial adviser’s 
business. 

Aggregating low quality data is a waste of time 
and resources, not only will the information be 
of poor effect, but it will also lead to reduced 
productivity across a business. 

This is a pity, because when a business can 
harness a client’s data across all their invest-
ments, from all the investment providers, a 
financial adviser is immediately able to pinpoint 
any holes in the investment portfolio.

 Comprehensive view of a client’s portfolio  
What financial advisers need to consider is the 
most efficient and cost-effective way to collect 
data from a variety of financial service provid-
ers and consolidate the information under 
their brand banner. This will allow the financial 
adviser to move from being a tactical provider, 
to one that is able to offer strategic value to their 
clients. 

This will allow the financial adviser to have a 
comprehensive view of their client’s portfolio, to 
ascertain what the asset allocations are for the 
various funds, the risk exposure for the clients 
and the client’s product exposure (discretionary, 
living annuity, Retirement Annuity, endowment 

policies/plans). The financial adviser can then, 
with their knowledge of the client’s financial 
needs, evaluate their portfolio and ensure that 
their investments and policies hold the correct 
balance of risk diversity across the financial 
products that are required. 

Using high quality data, that is formatted into 
a consolidated and uniform format that can be 
branded with the financial adviser’s brand and 
details, also provides the client with a greater 
amount of trust in their financial adviser’s knowl-
edge of their financial affairs. 

 An aggregated set of high-quality data 
The format of this data is also critical in the 
management of a financial services firm. 
Collecting and analysing data can be used as a 
management tool for the business to manage its 
advisers more accurately. When the managers 
of the business can see where their advisers are 
placing a client’s investments, it provides a birds-
eye view of the risk exposure of the financial 
advisers and their relevant businesses. 

It also assists with marketing new products to a 
client base. As an example, if a business wants 
to promote a Retirement Annuity campaign, 
then using analysed data will allow a financial 
services business to focus on clients that either 
don’t have a retirement plan or clients that 
need to re-evaluate the retirement product that 
currently sits in their portfolio. This may include 
the client adjusting their monthly contribution to 
reach their goal. 

Using an aggregated set of high-quality data 
will not just allow a financial services business 
to identify and reach the correct clients who 
require services, but also save the business time 
and money by having this information readily 
available.

Using high-quality data is a critical ingredient to 
form a foundation for good reporting and it also 
prevents an increase in financial costs, produc-
tivity losses, missed opportunities, reputation 
damage and ineffectual business strategies.  
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S
outh African investors have enthusi-
astically welcomed the government’s 
increase in the offshore investing 
limits for their retirement portfolios to 
45% in February, from 30% previously, 
embracing it as a move that provides 

greater flexibility in investor choice and portfolio 
construction. 

At M&G Investments, we certainly welcome 
it, and believe that the new allocation level 
effectively removes any real constraints around 
investing offshore for investors to achieve their 
ideal portfolio asset allocation – at least those 
who aim to retire in South Africa. 

 What history has shown 
As a global investment manager, we have exten-
sive experience in investing offshore for South 
African clients, and history has shown that at 
broad asset class levels, the return available on 
most foreign assets tends to be lower than that 
available on corresponding South African assets. 
This is largely due to the higher risk premia 
offered by South African investments. 

At the same time, foreign assets are critical in 
offsetting the specific risks embedded in South 
African equities and, to a lesser extent, South 
African property and bonds. Our goal is to find 
the appropriate balance between lowering portfo-
lio risk by including foreign assets, while also 
having an allocation to higher-returning South 
African assets that allows the portfolio to meet 
its return objectives.

Developed-market offshore assets, particularly 
US Treasury bonds, offer excellent protection 
against the idiosyncratic risks of the South 
African market and Rand volatility. US Treasuries 
are among the least correlated assets to South 
African equities, helping limit the downside of 
a portfolio and also offering a virtually risk-free 
source of income. 

Foreign equities and bonds also offer access 
to different earnings and income sources, and 
many sectors and companies with stronger 

growth potential, than those available in the local 
market. There’s no disputing that this diversifica-
tion is essential for South African investors. 

 Asset class allocations 
However, there is a point at which offshore 
exposure can become sub-optimal, starting to 
detract from portfolio performance or deviate 
from the outcomes an investor desires. A South 
African based investor needs the higher returns 
associated with local assets in order to beat 
South African inflation, which has been signifi-
cantly higher than developed-market inflation 
over time. 

In managing a balanced fund, our analysis 
suggests that the optimal neutral long-term 
exposure to foreign assets should be approxi-
mately 30%. For most of our other multi-asset 
mandates, the strategic neutral exposure to 
foreign assets is around 25%. 

On a tactical basis, we actively adjust asset 
class allocations by up to 10% above and 
below neutral allocations as valuations change. 
Currently, South African assets are significantly 
cheaper than foreign assets, which gives us a 
bias towards being overweight South African 
equity and bonds relative to foreign equity and 
bonds. Our current offshore weighting in most of 
our funds is therefore below 30%.

 Generating more alpha 
Following the increase in the limit to 45%, for 
the first time we have the opportunity to go fully 
overweight with foreign assets (to 40% in our 
balanced mandates and 35% in other multi-
asset funds) if valuations support this. We also 
now have more freedom to implement currency 
hedges. 

Both of these enhancements will assist us in 
generating more alpha for our clients. For now, 
however, we do not see a need to move more 
funds offshore to implement this higher limit, 
given that we are happy with our current 
allocations based on relative asset class valua-
tions.  

Off shore allocations… 
the good and the bad
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GWII hosts 
Mix ‘n Mingle -
Sassy Salsa Night

PROUDLY SPONSORED BY:

Salsa remains one of the most popular 
styles of dance music. The word ‘salsa’ 
literally means ‘sauce’, usually hot and 
spicy, and that’s definitely how you 

would describe salsa dance – zesty, energetic 
and passionate.

A little bit of flavour
To spice things up, Gauteng Women in Insur-
ance (GWII) hosted a Mix n Mingle - Sassy 
Salsa Night, with main sponsors Discovery and 
Hollard.

Joined by salsa dance instructors from Salsa 
Addicts, members dressed in their best dancing 
gear for a night of fun and dancing. 

Off to the dance floor they went, the basic 
rhythm of quick, quick, slow; quick, quick, slow, 
using the 1,2,3 and 5,6,7 beats quickly became 
a thing of the night, as instructors showed the 
ladies the basics of how it’s done! It was the 
perfect opportunity to meet and dance… 

Prize winners
Congratulations to all our prize winners who 
walked away with amazing prizes:
1. Genasys sponsored two Takealot vouchers, 

valued at R500 each;
2. ITOO sponsored three Sorbet vouchers, 

valued at R500 each; and
3. Sedgewick sponsored three tortilla ingredi-

ent gift baskets.

Thank you
GWII would like to thank the sponsors Discovery 
and Hollard for their sponsorship and support 
for this event. Thank you to all the members who 
attended this event. We hope you had a ton of 
fun, and learned a few dance moves too!
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On the topic of commercial crime and 
cyber risks, Gauteng Women In Insurance 
(GWII) hosted a Continuous Professional Develop-
ment (CPD) session on 18 May, proudly sponsored by 

Camargue.

Speaker Camilla Stevenson, Commercial Crime and Cyber Risks Under-
writer at Camargue spoke about cyberattacks and ransomware.

What is ransomware
What is ransom ware? “It is malicious software which holds data 
hostage. If the ransom is not paid, data is deleted. It infects the system 
or enters a network when a user opens an email containing malware or 
is lured to a malicious website. Newer variants are known as drive by 
downloads and involve less human effort. Another vulnerable place of 
access is remote desktop access. If a ransom is paid, a decryption key is 
sent to unlock data, but there are no guarantees,” she said.

“The two main types of ransomware including crypto/encryption ransom-
ware, which encrypts valuable files so that they become unusable, and 
locker ransomware, which does not encrypt files but locks the victim out 
of their device,” added Stevenson.

Avoid becoming a ransomware headline 
So, how do you stop yourself becoming a victim and avoid becoming a 
ransomware headline? 
1. Employee awareness training – individuals need to be trained. They 

must be taught which links to click and not to click;
2. RDP and access control – properly secure your RDP and access 

points;
3. Patch management – install software patches;
4. Backups – have clean, comprehensive backups so that you have a 

back up to recover your data, if you are attacked;
5. Multifactor authentication – passwords are no longer good enough. 

A simple cost effective measure is two factor authentication;
6. Install and update anti-virus – make sure you are updating and 

installing next generation anti-virus software;
7. Email security settings – email gateways are key. Using something 

such as Mimecast, for example, so that if something suspicious 
lurks, it will be flagged; and

8. Endpoint security – activate an endpoint security programme.

“Implementing all eight measures should make you less of a target. 
Although, there are no guarantees, these measures could make it much 
harder to attack,” she concluded.

GWII CPD Session - 
Ransomware - A Cyberdemic

PROUDLY SPONSORED BY:
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Episode 1 
The battle begins 
(Sponsored by AON)
https://www.youtube.com/
watch?v=pK9BXHG_aSE

Episode 2
Three chosen, nine more to go! 
(Sponsored by Bryte)
https://www.youtube.com/
watch?v=BKfLADNibrE

Episode 3
We see some winners here 
(Sponsored by Chubb)
https://www.youtube.com/
watch?v=xoHZOQWd9bU

Episode 4
And we have our Top 12
(Sponsored by KGA Academy)
https://youtu.be/cq-8gbhCThE

O
ver the last few weeks, viewers and followers have been 
captivated by season eight of The Insurance Apprentice, in 
which young insurance professionals are taking their shot 
at becoming The Insurance Apprentice 2022. With four 
episodes done, we now have our Top 12. Meet the Top12 

on the opposite page.

Quick catch up
Have you missed one of The Insurance Apprentice 2022 episodes? 
Scan the bar code on the one you missed and watch it.

What’s next?
With the first four episodes of The Insurance Apprentice 
complete, the Top 12 goes onto the next round, and every 
week two contestants will be eliminated… it’s harsh, but 
there can only be one winner. Make sure you tune in for 
episodes five to nine to see who takes the crown as winner 
of TIA2022. This season is super exciting!   

Prizes, prizes, prizes
Whether a WINNER in the Top 6 or Top 12, there’s prizes, 
cash and more to be won… 
    
CPD hours, competitions and more…
Let’s not forget the CPD factor where you can earn Continu-
ing Professional Development (CPD) hours for every 
episode you watch. 

Weekly prizes
Plus, there’s weekly competitions running, where you stand 
a chance to win R2 000 cash. Follow every episode of The 
Insurance Apprentice and stand a chance to win your share 
of cash. 

Or, watch and listen to Simon Colman for every week’s 
question and remember to submit your answers through 
the Facebook messenger app.

#TIA2022 CAPTIVATES AUDIENCE AND 
FOLLOWERS… WE’RE DOING IT AGAIN!
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Proud sponsors 
of #TIA2022
In showing support 
here are our #TIA2022 
sponsors - thank you 
for your support and 
sponsorship: 

PLATINUM SPONSORS
• Discovery Insure
• Old Mutual Insure

GOLD SPONSORS
• Aon South Africa
• Auto & General
• Bryte Insurance
• Chubb
• Hollard Insure
• KGA Academy
• Lloyd’s of London
• Marsh
• Sasria
• SHA Risk Specialists
• XonRisk

SILVER SPONSORS
• Elite Risk Acceptances
• Growth in Motion 

BRONZE SPONSORS
• AIG
• Genasys Technologies
• Invuya Institute of 

Learning
• Paton Personnel 
• Santam
• Tracker

Christelle Odendaal
Hollard Insure

John Williams
Santam

Khathutshelo Matsheka
Old Mutual Insure

Langa Sigodi
Opulentia Financial Services

Lerato Thathe
Aon South Africa

Masechaba Mahaba
Sedgwick South Africa

Molatelo Matjeni
Auto & General

Nelisiwe Nyembe
Centrafin

Neo Thantsa
Santam

Priya Manillal
Santam

Simon Duvenage
Opperman & Associates cc

Wayne Moorcroft
Amicos Insurance Enterprises

Follow The Insurance Apprentice 
on these platforms:

 MEET THE TOP 12 INSURANCE APPRENTICES
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#AIE2022 SPONSORS
VOICE THEIR EXCITEMENT 
There is no doubt that the African Insurance Exchange (AIE) conference is one of the biggest 
insurance conferences in South Africa, and one of the top events for many on the insurance 
industry calendar. This year, the hybrid edition will be hosted live, at Sun City, as well as virtu-
ally for attendees from across the globe, on 25 and 26 July.

The theme of AIE 2022 is ‘Resurgence. Resilience. Revival.’ The world has changed, and it is 
now time to move forward and be more resilient than ever before. As an industry, we have the 
opportunity to rise to new heights and build a better future.

Involvement in AIE 2022
A few of the AIE 2022 sponsors commented about their involvement with AIE 2022, why they 
believe the conference is beneficial to the industry and what they are looking forward to at 
#AIE2022. 

Guidewire is a platinum sponsor for AIE2022 and will be sponsoring the podcast branding. 
“Guidewire is proud to be a platinum sponsor for the African Insurance Exchange 2022 and 
attend the event in person this year… scan the QR code above to read more.

Old Mutual Insure is a gold sponsor for AIE2022 and will be sponsoring the meeting hub, 
which is where delegates can engage and connect. “We are excited to sponsor the Business 
Hub this year, as the space allows valuable interaction with our stakeholders. We’re looking 
forward to… scan the QR code above to read more.

Allianz, a silver sponsor for AIE 2022, will be sponsoring a speaker. “Scott Sayce, Global Head 
of Cyber at Allianz will be… scan the QR code above to read more.

Lloyd’s, a sponsor of AIE2022, believes academic awards and achievements are important to 
the industry. “Lloyd’s is proud to be a sponsor of the African Insurance Exchange conference 
again, this year, and provide our support for this incredible industry event for over 25 years 
now…  scan the QR code above to read more.
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PROUDLY PRESENTED BY

AIE 2022 CONFERENCE
SPONSO
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MAKE YOUR BUSINESS’S PRESENCE FELTMAKE YOUUUURRRRR BBBBBUUUUUSSSSIIIINNNNNEEEESSSSSSSSSS’SSSSS PPPRRRRREEEESSSSEEEENNNNCCCCEEEEEEEE FFFFFFEEEELTLLLTTT
AT THE AFRICAN INSUREANCE EXCHANGE 2022!

The majority of the delegates who attend the annual insurance conference are the 
decision-makers in their respective organisations. So it makes perfect sense to 
expose your brand to this captive and niche audience through the extensive 
sponsorship and exhibition opportunities on offer. Sponsorships are available
for a number of events and activations at the conference, while the exhibition

serves both the in-person and virtual delegate communities.

• Vumokuhle Ntanzi | IISA •
vumokuhle@iisa.co.za

011 341 9480 | 060 948 3898

CONTACT THE IISA TODAYCONTTAATTAAAACCTT TTTHHEEEE IIISSSAAAA TTOODAYAY FOR MORE INFORMATION

DON’T MISS OUT!

SPONSORSHIP
AND EXHIBITION
OPPORTUNITIES
NOW AVAILABLE...

https://eventregistrations.co.za/


Experience,  
reliability and service 
excellence.

Auto & General is a licensed non-life insurer & FSP. Ts&Cs online.
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https://www.autogen.co.za/



