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A guaranteed yield enhancer for your client’s portfolio
Investing

Sasfin talks about investment 
deposits

Generally a well balanced 
portfolio has a cash portion. 
Cash is regarded as the safest 
of all investment classes and 
serves as the underpin to the 
remainder of the portfolio of 
bonds, property and equities.  
Certainly cash has proved its 
value in the uncertain market 
conditions we’ve experienced 
over the past couple years. 
The challenge facing inter-
mediaries is in maximising 
the return on this cash por-
tion without taking on risk in 
this supposedly secure asset 
class. Recent industry history 
is littered with failed insti-
tutions offering so-called 
guaranteed investments with 
high yields. 

The returns from the cash 
portion of your client’s port-
folio must be high yielding 
but these yields must also be 
guaranteed! Yes, I said guar-
anteed. If you have ever expe-
rienced some torment about 
clients’ cash yields coupled 
with security then an Invest-
ment Deposit may help re-
solve a lot of worries.

1.  What is an Investment 
Deposit?

An Investment Deposit is 
a yield enhancing invest-
ment (sometimes called a 

yield sweetener) placed at 
a Bank for a period of time. 
It works in a similar man-
ner to normal deposits but 
attracts a higher rate. These 
investments would typically 
make up a portion of an in-
vestor’s cash segment of his 
portfolio. They are usually 
considered low risk yet still 
offer attractive yields high 
enough to enhance an inves-
tor’s portfolio.

2.  Different type of Invest-
ment deposits?

The options include Call, 
Fixed and Notice Investment 
Deposits. Call Investment 
Deposits imply that your de-
posit is available on demand. 
These investment deposits 
usually carry a lower interest 
rate than a Fixed or Notice 
Investment Deposit. Fixed In-
vestment Deposits, ranging 
from 1 month to 12 months, 
have a set maturity date and 
fixed interest rates whilst 
Notice Investment Deposits 
will only approach maturity 
once notice is given by the 
investor. Notice Investment 
Deposits have notice periods 
typically from 32 to 120 days. 
The role that the planner 
plays is to ascertain the cli-
ent’s cashflow requirements 
and match the maturity cy-
cle to these cashflows. In this 
role the planner can play a 
critical part in optimising the 
client’s yields

3.  Why would you choose an 
Investment Deposit?

Investment Deposits are 
easy to understand, offer 
high yields and one of the 
main benefits is that the rate 
quoted is guaranteed once 
locked in!  This means that if 
you fixed your investment for 
6 months and interest rates 
took a sudden violent dip, 
your rate would still be guar-
anteed for the duration of 
your investment at the higher 
rate. This, as explained below, 
is very different to the way in-
terest is earned in true money 
market funds or unit trusts. 

4.  How are these interest 
rates quoted?

Interest rates for Investment 
Deposits are quoted either as 
nominal rates (NACM) or an-
nual effective rates (NACA). 
The Nominal rate is the actu-
al interest earned over a one 
month period. The annual ef-
fective rate is the effective in-
terest rate earned if you were 
to keep your investment (at 
the same nominal rate) for 
one year, hence the name 
“annual” effective. This im-
plies that not only would you 
earn interest on your capital 
portion but you would also 
receive the compounding 
effect by earning interest on 
your interest throughout the 
life of the investment. That’s 
why an annual effective rate 
will always be more than a 

nominal (NACM) rate.
It is extremely important 

to understand the difference 
between the two types of 
rates as you may be caught 
out by a shrewd advertis-
ing campaign. For example 
a nominal interest rate of 
6.98% on an investment is 
actually a superior invest-
ment compared to a product 
offering an annual effective 
(NACA) rate of 7.15%. On the 
face of it obviously the high-
er interest rate looks more 
attractive but that of course 
is the beauty and guile of ad-
vertising- make sure that you 
as an industry expert are not 
also misled. Be sure that you 
are not comparing apples 
with pencils when trying to 
understand different quoted 
interest rates. 

5.  How are these rates 
linked to Prime?

Usually deposit rates are 
linked to the Prime Lending 
Rate which implies that if the 
Repo rate is cut by the South 
African Reserve Bank by say, 
50 basis points, generally the 
deposit rates offered would 
be lower by around 50 bps 
than previously quoted. 
However, once locked into 
your Investment Deposit 
your rate is guaranteed ir-
respective of what happens 
to the Repo or Prime rates. 
That’s why Fixed Investment 
Deposits are an easy way to 

protect your client from In-
terest Rate risk.

Notice Investment Depos-
its work slightly differently, 
in that either the Bank or 
the investor has to give the 
relevant notice before any 
changes can be made. There-
fore if Prime had to decrease, 
as an investor you would be 
protected from that decrease 
by the notice period on your 
account. Notice deposits are 
beneficial if you believe the 
interest rate cycle is going 
to turn as although there 
may be a little bit of a lag ef-
fect, yields would eventually 
move relative to movements 
in Prime.

6. Money Market Funds vs. 
Investment Deposits
There is one fundamental 
difference between Money 
Market Funds and Invest-
ment Deposits; the rates 
quoted for Money Market 
Funds are based on retro-
spective or historic yields 
whilst Investment Deposit 
rates are prospective and 
future oriented. This means 
that with a typical Money 
Market Fund, one does not 
know what yields you are 
going to earn, whether it is 
tomorrow or next week or 
next month. 

With Investment Depos-
its however you will always 
know the actual rate which 
your money will earn and 

what it will be going for-
ward. This means that you 
can plan according to your 
cash flow needs as your In-
terest Income is known and 
guaranteed. This is because 
true Money Market funds in-
vest in the underlying Mon-
ey Market instruments with 
different maturity dates 
while Investment Deposits 
do not invest in these instru-
ments. 
 
7.  Why would an IFA intro-

duce their clients to an 
Investment Deposit?

Investment Deposits not 
only offer value for individu-
al investors but also for Inde-
pendent Financial Advisers. 
They offer a yield booster for 
their client’s portfolio with 
short durations. They can 
protect their clients who are 
wary of volatility in the stock 
markets or other derivative 
products and they also guar-
antee the interest rate going 
forward which makes it an 
attractive product to sell to 
their clients. Advice fees are 
also payable by some insti-
tutions for selling these In-
vestment Deposits

8. How to invest?
Contact Sasfin Treasury on 
011-809-7834 or email sas-
fintreasury@sasfin.com to 
find out the current interest 
rates or any further informa-
tion required.
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News in brief
Old Mutual sells us life OperatiOns fOr usd350 MilliOn 

Old Mutual plc announced at the beginning of August that it had agreed terms 

to sell its US Life operations to affiliates of Harbinger Capital Partners LLC for a 

consideration of USD350 million (GBP220 million at a USD1.59:GBP exchange rate). 

Completion is anticipated on or after 31 December 2010 and is subject, inter alia, to 

relevant regulatory approvals. 

After the expected adjustment based on statutory capital at completion and costs of 

the sale process, estimated net proceeds are USD364 million. Proceeds will be paid 

in two tranches in accordance with the sale contract, the final payment to be made 6 

months after closing. The disposal will also permit the redeployment of capital from 

the associated captive reinsurance company. 

Net proceeds will be applied to reduce Group net debt in accordance with the Group’s 

stated debt reduction target. 

The transaction results in a significant reduction in the Group’s exposure to US credit 

markets, and a corresponding reduction in economic capital at risk. 

CategOry switCh fOr absa rand prOteCtOr fund

Absa Asset Management has announced a change of collective investment scheme 

classification for its high-performing Absa Rand Protector Fund.

It was previously classified as a ‘domestic varied specialist’ fund, but now joins the 

domestic large capitalisation category. The switch is technical in nature and involves 

no change in methodology or philosophy, said Stephen Arthur, manager of the Absa 

Rand Protector Fund.

The fund invests in companies in the ALSI Top 40 with strong foreign currency 

denominated earnings. The resource and industrial sectors are strongly represented 

in the fund, though financial counters that match the rand-hedge profile are also 

included. The aim is long term capital growth and escalating dividend income.

JOint venture between OM swaziland and the swaziland natiOnal 

prOvident fund Celebrated 

Old Mutual Life Assurance Company Swaziland, a subsidiary of the Emerging Markets 

Business Unit of Old Mutual plc, announced that it had concluded a joint venture 

transaction with local partner, Swaziland National Provident Fund (SNPF). This 

transaction sees SNPF acquiring a 15% ownership stake in Old Mutual’s life company 

operation in the country.

3.2% seCOnd quarter gdp disappOints

In the second quarter of the year SA’s GDP grew by 3.2%q/q, annualised (seasonally 

adjusted). First quarter GDP was 4.6%q/q in Q1 2010. The 3.2% figure was described 

as disappointing.

“Interestingly,” said Stanlib economist Kevin Lings, “the detailed breakdown of the 

Q2 2010 GDP performance reveals a slightly more encouraging performance than 

what the headline growth rate would suggest. This is because most of the key sectors 

in the economy recorded solid growth performance including manufacturing, retail, 

transport, communication, and finance.”

The disappointment in the Q2 2010 GDP growth performance was mostly due to a 

sharp fall-off in mining activity. Mining output fell by a dramatic 20.8%q/q, annualised 

in Q2 2010 due to a combination of strike activity and mine related stoppages.

Lings said that although the GDP performance was somewhat disappointing, “it still 

suggests that SA has convincingly exited the recession and is experiencing a relatively 

broad-based economic recovery,” but there is a legitimate concern that “economic 

activity could slump further in the second half of the year, especially considering that 

many investment projects, related to the World Cup, have stopped.” 

 
Mark fish JOins savings teaM tO wOrk On new skills fOr fOOtballers

During National Savings Month, Mark Fish, FIFA World Cup ambassador and former 

Bafana Bafana superstar, has teamed up with the South African Savings Institute 

(SASI) to communicate a savings and financial planning message to current players.

“Your big-money years can be over in an instant,” says The Big Fish. “So plan for the 

future and learn to save.”

Fish says he began planning to secure his long term future back in 1997 when a knee 

injury threatened his career. He helped kick-off Savings Month by addressing the 

Sandton launch event. He noted: “At best, a soccer player has a 15- to 20-year career. 

After that some find a job in coaching, administration or the media. But many have 

nothing to support them after football.

“Some enter the game without finishing school. Yet injury can end your career at any 

time. It’s essential players learn to save and make their money work for them.”

Elizabeth Lwanga-Nanziri, SASI’s chief executive officer, says the institute is planning 

to launch a national initiative to develop the savings skills of professional sportsmen 

and women – primarily soccer players.

tanya Cohen has been appointed head of Fiduciary Services 

at Glacier by Sanlam with effect from 15 July 2010.

Her main objective is to enhance the trust and fiduciary 

services offering for the affluent market under the Glacier banner.  This includes making 

available a sophisticated and comprehensive suite of estate planning services to meet the 

needs of Glacier’s affluent client base.

Anton Raath, chief executive of Glacier, said that Tanya’s experience and track record within 

the fiduciary services industry made her the ideal candidate to head up Glacier’s fiduciary 

team.
Prior to joining Glacier, Tanya was responsible for business development for Investec Trust’s 

onshore and offshore fiduciary offering.  Before that she worked in litigation and tax at 

Mallinicks attorneys.

She is a UK Solicitor by qualification, but also holds a B.Com (Hons) in Tax from UCT, and 

is a committee member of the Cape Town branch of STEP (Society of Trust and Estate 

Practitioners).

Novare, the specialist emerging markets financial services 

company, has announced the appointment of keatlaretse 

Mooki as an investment analyst.

 
With a BComm degree in statistics, Kea started her career 

in 2005 with Old Mutual Asset Managers and as investment 

administrator. She joined Cadiz Asset Management in 2006 

where she gained experience in reporting, analysis and 

derivative instruments. 

 
Kea was previously employed by Novare from April 2007 to 

April 2009 as an investment analyst and as a member of the Mayibentsha Fund of Hedge 

Funds team.  Having spent some time pursuing her passion for giving back to the community 

through youth development, Kea has rejoined Novare as an investment analyst within the 

multi manager and manager research divisions of the business.  She is based in Johannesburg.

Appointments
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INVESTING   I   13Hedge funds grow assets, protect capitalSouth African hedge 
funds increased assets under management 
by over 8% to R32.1 billion as at 30 June 2010, against the previous year’s R29.7 billion, as the industry benefitted from a buoyant equity market in the second half of 2009. 

More importantly, when equity markets sold off in the first half of 2010, hedge funds managed to protect capital, helping portfolios with hedge fund allocations to weather the storm.
These were amongst the findings of the 2010 South African Hedge Fund Survey released by Novare Invest-ments in Cape Town recently. According to Carla de Waal, portfolio manager at Novare Investments, “Inves-tors are demanding im-proved due diligence as regu-lators globally renew their focus on legislation aimed at curbing systemic risk. Amidst all of this, investors are still eagerly looking for alpha, and continue to find oppor-tunities in the alternatives space at a time when returns from traditional asset classes have become more muted.”Hedge funds participating in the survey recorded mar-ginal net inflows, compared to net outflows a year before, with half of inflows going to 12 managers with at least two years of experience. While there were 12 new fund launches over the year, in-

dicative of ongoing industry consolidation is that hedge funds with at least a five-year track record were managing half of all industry assets. As in previous years, funds of hedge funds dominated industry investments with close to 80% of inflows into hedge funds coming from these funds. Direct invest-ment by life insurers and high net worth individuals represented the remainder 

of net inflows. 
Funds of hedge funds are still the largest investor group in the local industry, holding nearly 65% of all investments. With 9.7% of assets, high net worth indi-viduals are the second larg-est group, followed by direct pension investments (9.2%) and life fund investments (8.6%). Only 1.6% of hedge fund assets under manage-ment are from offshore 

investors.
Other changes in the industry included lower average fees and a longer time frame before crystal-lisation of performance fees. In addition, the industry continued to improve transparency and reporting standards with more funds providing detailed portfolio holdings on a more regular basis, including intra-month performance updates. 

On industry capacity, De Waal said: “Some 14.5% of hedge funds, representing 6% of industry assets, are closed for new investments. Capac-ity available in funds that do still accept new capital is just over R44 billion.”
As at 30 June 2010 equity long/short strategies made up the bulk of assets under management in the South African hedge fund industry, comprising 41.9% of assets. Novare Investments’ 2010 South African Hedge Fund Survey can be found at www.novare.co.za

Carla de Waal: Investors 
looking for alpha

Bond market 
benefits from 
favourable data

Concerns over a 
weakening global 
recovery leading 
to speculation that there might be a return to re-cession, the so-called ‘double dip’, sent bond markets rally-ing both locally and abroad.Recent valuations and market analysis by Pruden-tial Portfolio Managers reveal that the bond market ben-efited from a combination of favourable inflation data and the low levels of global government bond yields, which may have helped attract foreign inflow to the local market. 

“Non-government bonds have been performing strongly in recent months, says David Knee, head of fixed income at Pruden-tial Portfolio Managers. “Our analysis continues to indicate that there is better value in the corporate and non-government bond area as opposed to government bonds.
“In our valuation frame-work, our analysts indicate a preference for equities, listed property, corporate bonds and for inflation-linked bonds. Cash and govern-ment bonds, on the other hand, offer lower prospective returns,” concludes Knee.
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SA Inflation

Consumers boost South Africa’s slow recovery 

Momentum/Metropolitan merger 

proceeds – MMI Holdings created 
Brief economics

The latest SA CPI figure for July was 

3.7% - a lot lower than expectations.

André Roux, head of fixed income 

at Investec Asset Management said 

that the low number was a surprise 

for the man in the street as well. 

“Most people still believe that infla-

tion must be at around 5-6%. The 

fact of the matter is that inflation is 

now very firmly in the bottom end of 

the target band, with further risks to 

the downside.” 

According to Roux, the outlook 

for inflation for the foreseeable 

future is very encouraging and the 

overall disinflationary trend is clear-

ly dominant.

Economy

Despite facing ongoing 

headwinds, South Africa’s 

consumers – at least those 

with jobs - seem to be slowly 

shrugging off the lingering 

effects of the economic down-

turn and helping to lead the 

current recovery. According 

to Rian le Roux, chief econo-

mist at Old Mutual Invest-

ment Group (SA) (OMIGSA), 

there has been a tendency to 

emphasize the headwinds, 

but there are also a number 

of pretty powerful positives 

for consumers in the current 

conditions that deserve to be 

highlighted. 
First, says le Roux, one 

can’t ignore the cumulative 

5.5 percentage points in in-

terest rate cuts since Decem-

ber 2008 – with another 0.5 

percentage point reduction 

on 9 September. This has 

meant that households are 

now paying far less inter-

est on their mortgage bonds 

and other outstanding debts:  

those with a bond of R500 

000 would have paid some R6 

800 per month in interest in 

August 2008; this had fallen 

to around R4 800 in August 

2010. 
The lower petrol price has 

also offered hard-hit con-

sumers some relief: those 

buying 200 litres of petrol 

per month would have paid 

about R2 100 in August 2008, 

but today are only spending 

about R1 600 for the same 

amount. Food inflation has 

also dropped dramatically, 

from 18% in May 2008 to 0% 

currently. 
“Importantly, we managed 

to avoid any serious collapse 

in asset prices, particularly in 

the housing market,” notes 

le Roux. “Our housing prices 

started recovering from the 

second half of 2009, most 

recently recording a healthy 

9.8% y/y rise in July. This 

means that consumer bal-

ance sheets have avoided the 

serious pressures faced by 

other countries around the 

world, especially the US and 

UK.”
Real incomes of people 

that have managed to hang 

on to their jobs are also ris-

ing again, adds le Roux. This 

is thanks to the combination 

of falling inflation and high 

above-inflation wage hikes in 

recent months. CPI has been 

surprisingly soft, falling from 

6.2% y/y in January 2010 to 

4.2% y/y in June, while general 

wage bill growth has reached 

9%. This represents a substan-

tial real gain in income. And 

not only are real wages rising, 

but the government has also 

managed to avoid any big 

tax hikes (avoiding any fis-

cal shock of any kind, in fact), 

unlike its counterparts in the 

developed world. 
This gives people more 

money in their pockets to 

spend or save – retail sales 

rose 7.4% y/y in June from 4.5% 

y/y in May (albeit boosted by 

Soccer World Cup-related 

sales), while consumer credit 

extension rose a healthy 8.6% 

y/y in June. 
 “More good news for con-

sumers is that the outlook 

remains generally positive in 

terms of both interest rates 

and inflation. The reasonable 

chance that the SA Reserve 

Bank (SARB) would lower 

interest rates by another 50 

basis points in September be-

came a reality, and rates are 

likely to remain at these lower 

levels well into 2011, as long 

as there are no unforeseen 

inflation shocks. Because of 

subdued global growth pros-

pects and the strong rand, 

inflation looks set to remain 

lower for longer.” 
The bad news for consum-

ers, meanwhile, is fairly well-

known and remains: the steep 

hikes in electricity prices al-

ready implemented and yet 

to come; high administered 

price increases (like school 

fees, utilities and property 

rates); still-high debt levels 

that need to be repaid; and 

the prospect of little new 

job creation. High real wage 

Industry news

FirstRand, Momentum and 

Metropolitan announced 

at the end of August that 

they had reached agree-

ment on the final terms to 

proceed with the merger of 

Metropolitan and Momen-

tum, which will create the 

third largest listed insurer 

in South Africa with an 

embedded value of around 

R30 billion.
In a joint statement, the 

parties announced that 

Momentum CEO, Nicolaas 

Kruger, will become the 

CEO of the merged entity, 

which will be renamed MMI 

Holdings Limited.  Metro-

politan CEO, Wilhelm Van 

Zyl, will be the Deputy CEO. 

The board of MMI Hold-

ings was also announced. 

The chairman and deputy 

chairman will be Laurie 

Dippenaar and JJ Njeke re-

spectively, whose appoint-

ments will be for one year. 

In total there will be four 

executive directors and six-

teen non-executive direc-

tors. 
The name MMI Holdings 

will only apply to the listed 

entity. The brands of Mo-

mentum and Metropolitan 

will continue to be used in 

the client-facing business-

es, where both have estab-

lished strong and trusted 

legacies.
Commenting, Kruger 

said: “The management 

hikes also carry the threat of 

pushing inflation higher over 

the medium term or, worse, 

leading to another wave of re-

trenchments. 
“So while our economic 

recovery remains relatively 

muted in many sectors, most 

data is pointing to a turna-

round in consumer fortunes,” 

concludes le Roux. “House-

hold futures certainly look 

brighter financially, and we 

expect this trend to continue 

for the next few quarters.”

Rian le Roux: Positive 

outlook for interest rates and 

inflation

teams of Metropolitan and 

Momentum are confident 

of the potential of MMI 

Holdings. The combination 

of the two businesses, which 

has created powerful fran-

chises in complementary 

market segments, repre-

sents a compelling growth 

story that provides all stake-

holders with a wealth of ex-

citing prospects.”
Kruger added: “Not only 

will the merger generate 

economies of scale and 

other business synergies, 

including wide-ranging 

cross-selling opportunities, 

but it will also result in en-

hanced capital efficiencies 

and greater risk diversifica-

tion.”
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Estate planning challenges for farmers 
By Nadia Muller, estate 
planner, Glacier by Sanlam

Estate planning

Farmers face specifi c chal-
lenges when embarking on 
an estate planning exercise. 
These include (a) the prohi-
bition on the subdivision of 
agricultural land in the Sub-
division of Agricultural Land 
Act, (b) the potential for un-
intended consequences of 
the traditional usufruct and 
(c) the provision of adequate 
liquidity on death as a farm-
er’s major growth asset is 
usually his immovable farm-
ing property which he would 
not necessarily want sold on 
his death.

This article provides a 
brief overview of useful es-
tate planning techniques to 
overcome specifi c challenges 
facing farmers.

AN INTER VIVOS TRUST
One option is to sell the farm 
land (not the farming opera-
tion) to an inter vivos trust 
(often referred to as a family 
trust). The potential advan-
tages include:
•  The value of the farm land 

is pegged in the estate of 
the farmer for estate duty, 
capital gains tax and execu-
tor’s fees in the event of his 
death.

•  Depreciating assets (such 
as farming implements 
and machinery) remain in 
the personal name of the 
farmer.

•  The value of the farm land is 
protected against the farm-
er’s creditors in the event of 
his insolvency – except to 
the extent of any surety he 
signed for the liabilities of 
the trust or to the extent of 
his loan claim against the 
trust.

•  If there is more than one 

child, all the children can 
benefi t from income or 
capital generated by the 
trust assets in terms of the 
farmer’s specifi c guidelines 
to the trustees in the trust 
deed. 

•  A trust can provide all the 
benefi ts of a usufruct in 
favour of the surviving 
spouse, without any of a 
usufruct’s unintended neg-
ative consequences. 

Implementation: 
•  The farmer establishes an 

inter vivos trust if there is 
no existing trust in use.

•  The farmer sells the farm 
land on an interest–free 
loan account. This sale may 
be done at the market value 
of the farm less 30%.

•  The loan account can be re-
duced by annual donations 
of R100,000 made by the 
farmer to the trust.

•  The farmer is not hindered 
in continuing his farm-
ing operations in his own 
name.

•  The trust may charge the 
farmer rent for the use of 
the land.

A SHEEP LEASE 
AGREEMENT
A farmer leases his livestock 
to a family trust. For tax 
purposes the farmer has not 
disposed of the livestock.  In 
terms of the lease agreement 
the trust must pay the stipu-
lated rental and must return 
the same number of livestock 
to the farmer at the termina-
tion of the lease.  Such a lease 
is typically terminated at the 
death of the farmer so that 
the growth of the livestock 
from the date of the lease un-
til termination accrues to the 
trust i.e. the growth is exclud-
ed from the famer’s estate for 
estate duty, capital gains tax 
and executors’ fees. 

A RETIREMENT ANNUITY
Recent changes in the legisla-
tion governing retirement an-
nuities have made them a very 
useful estate planning tool for 
a wider market. Using a farm-
er as an example, he may do-
nate R1 million to his spouse 
(free of donations tax). The 
spouse may in turn purchase a 
retirement annuity. The lump 
sum purchase is treated as a 
“disallowed contribution” for 
income tax purposes. As a re-
sult the dutiable value of the 
farmer’s estate is decreased by 

the amount of the donation, 
and the amount donated is 
not dutiable in the estate of 
the spouse. In addition the re-
tirement annuity can be used 
to purchase a living annuity 
to provide income to the sur-
viving spouse.

Due to the complexities 
and personal nature of the 
estate of a farmer, it is always 
advisable to speak to a spe-
cialist regarding which estate 
planning techniques would 
best serve his personal re-
quirements.

Nadia Muller: Value of farm land may be pegged in inter vivos 
trust

Stanlib launches 
mobile solution
Industry news

More than 40 million South 
Africans are now mobile 
phone users, and most are 
becoming increasingly com-
fortable with a wide range of 
functionality that phones en-
able.  One such capability is 
the ability to have an interac-
tive relationship in real-time 
with a fi nancial institution.

In line with this trend, 
Stanlib recently launched 
“Stanlib Mobile”, an applica-
tion which will enable all cli-
ents and intermediaries with 
the ability to view their full 
investment portfolio (unit 
trusts, linked investments, 
retirement portfolios and off-
shore investments) via their 
cellphone.

This is the fi rst 
time that Stanlib 
i n t e r m e d i a r i e s 
and investors will 
be able to view cli-
ent statements, 
check investment 
balances, as well 
as view asset al-
location and fund 
allocations via 
their cellphone.  
In addition, an 
intermediary will 
be able to email a 
client their state-
ments direct from 
their cellphone.

“The majority 

of intermediaries serve their 
clients out of the offi ce and 
are mobile workers.  The Stan-
lib Mobile solution will now 
offer the intermediary the op-
portunity to discuss their cli-
ent’s investment portfolio by 
simply using their cellphone 
– something they never leave 
home without,” says Anthony 
Katakuzinos – retail chief op-
erating offi cer at Stanlib.

“Increasing numbers of 
consumers around the world 
are becoming more sophis-
ticated and involved in their 
investment decisions.  Hav-
ing access to investment in-
formation via a cellphone 
enables real-time decision-
making intelligence.  In line 
with this global trend, we 
have launched the Stanlib 

Mobile offering,” 
he says.

Users, who 
have registered 
through the Stan-
lib Online secure 
website, will be 
able to use the 
mobile service 24 
hours a day.  

The Stanlib 
Mobile offering 
is accessible on 
web-enabled mo-
bile devices such 
as the iPhone, 
Blackberry, Nokia 
and most other 
handsets. 

Increasing numbers of consumers 
around the world are becoming more 
sophisticated and involved in their 
investment decisions

This is the fi rst 
time that Stanlib 
i n t e r m e d i a r i e s 
and investors will 
be able to view cli-
ent statements, 
check investment 
balances, as well 

Mobile offering,” 
he says.

have registered 
through the Stan-
lib Online secure 
website, will be 
able to use the 
mobile service 24 
hours a day.  

Mobile offering 
is accessible on 
web-enabled mo-
bile devices such 
as the iPhone, 
Blackberry, Nokia 
and most other 
handsets. 
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A perspective on investing 
over the long term
If asked the question, 

“What were you doing 
23 years ago?” many 
people would do the 

maths and find themselves 
back in 1987 – the 80’s era.

So naturally thoughts go 
to the heyday of 80’s musical 
hits and dubious fashion 
and hairstyle trends, the 
appearance of the infuriat-
ing Rubic’s Cube, the Back to 
the Future movie trilogy and 
other iconic things from this 
time.  Or one might consider 
some of the significant po-
litical and cultural changes 
that took place in the 80’s 
– such as the height of apart-
heid South Africa, the end of 
communism and the fall of 
the Berlin Wall.

However, from an invest-
ment perspective, what did 
you do 23 years ago?

According to Paul Cluer, 
MD of Foord Unit Trusts, if 
someone had invested R20 
000 in the Foord Umbrella 
Provident Fund 23 years ago, 
today that investment would 
be worth over R6 million.  
During this time, the fund’s 
unit price appreciated from a 
starting value of R1 per unit 
to just over R300 per unit 
in 2010.  That is a return of 
approximately 30,000% (this 
is not a typo – it’s a return of 
thirty thousand per cent!)

Taking into considera-
tion that R20 000 was worth 
much more 23 years ago 
than it is today (equivalent 
perhaps to the cost of a small 
vehicle today), this is still an 

outstanding return.  And for 
the last six years the Foord 
Umbrella Provident Fund has 
been invested in the Foord 
Balanced Fund unit trust – a 
vehicle any investor can ac-
cess with a lump sum from 
R20,000.

“Perhaps you were work-
ing a holiday job between 
terms at university, earning 
great tax free cash wages or 
perhaps you celebrated your 
Bar Mitzvah, 18th or 21st 
birthday with a monetary 
gift or even received an in-
heritance in 1987 – the point 
is, what did you do with this 
money and if you saved it, 
has it worked hard enough 
for you?” asks Cluer.

Twenty years ago, Carolyn 
Bywater, an employee at 
Foord Asset Management 
invested contributions of R8 
545 into the Foord Umbrella 
Provident Fund.  By the time 
she left Foord to start a fam-
ily, those contributions had 
grown to R18 145 and today 
that investment is now val-
ued at R1 329 238 - without 
any additional contributions 
in the past 20 years.  Her 
contributions grew by an 
average of 27.9% per year 
over this period.

Cluer advises that an 
important aspect to keep 
in mind is that one must 
remain invested, just as 
Carolyn has done. Investors 
must be resolute in avoiding 
temptation to withdraw in 
a panic when markets are 
down.  Trying to time market 

cycles can be very dangerous 
– even if you call the top of 
the market you have to then 
call the bottom of the market 
or potentially miss out on 
the recovery.  Making one 
correct call is very difficult; 
making two in succession is 
almost impossible.

“For most people, 23 years 
seems like forever – especial-
ly when contemplating the 
future.  But for many of us, 
with hindsight, 23 years ago 
seems like yesterday.  This 
is due to the asymmetrical 
nature of time: it stretches 
forever but passes quicker 
than we realise.  If you 
missed out on investing 23 
years ago, it is never too late 
to start.  In another 23 years 
from now, we will all look 
back and think how quickly 
time flies.  It would be nice 
to appreciate the passage of 
time while measuring the 
compounded growth of your 
investments.”

Save for education and 
push back poverty

Inspirational goals drive 
South Africans to save 
when all else fails – and 
no goal for young fami-

lies is more inspirational 
than saving for the children’s 
education.

A key ambition of the 
South African Savings 
Institute (SASI) for National 
Savings Month is that the 
annual awareness-raising 
initiative will spur parents to 
think about long term objec-
tives, especially the need for 
educational saving.

The Savings Month theme 
– ‘Save for the Goal: The Path 
to Recovery’ – showcases 
the role goals have in any 
savings strategy and that 
savings can help jump-start 
a new beginning after the 
recent recession.

South Africans are united 
in their desire for a better 
education for their children, 
says SASI chief executive 
officer Elizabeth Lwanga-
Nanziri.

She notes. “All families, 
no matter what the socio-
economic group, want the 
best possible education for 
their children.

“The state obviously has 
a role to play as provider of 

good basic education, but 
there is broad recognition 
that the best possible start in 
life requires family support.”

Educational focus 
prompts families to make 
an early start on long term 
saving – a key SASI objective. 
Educational saving is also a 
way of fighting poverty.

Elizabeth Lwanga-Nanziri 
explains: “Education is vital 
if we are to break the cycle of 
poverty.

“Young people with 
a good education build 
careers, earn a better income 
and save for the education 
of their own children who 
also develop enough earning 
power to keep poverty at bay. 

“No savings goal could be 
more inspirational.”

Financial service compa-
nies offer a wide range of ed-
ucational savings products, 
says SASI.  Some families 
prefer to commit initially to 
a general savings product, 
establish a cash reserve and 

then look at specialised me-
dium and long term savings 
products.

When looking at longer 
timeframes the need to keep 
abreast of inflation becomes 
a key issue.

Here, a useful tool is ‘The 
Rule of 72’, a way of estimat-
ing doubling and halv-
ing times. To find a rough 
doubling or halving time 
you simply divide 72 by the 
relevant figure.

 So, assuming inflation 
stays fixed at perhaps 6%, the 
value of money halves in 12 
years (72 divided by 6 = 12). 
This indicates that univer-
sity fees corrected for 6% 
inflation could be TWICE as 
high in 12 years’ time – a key 
factor when providing for 
a child of six that might be 
ready for university at age 18.

“Inflation complicates the 
challenge of saving for long-
term goals like education,” 
says Elizabeth Lwanga-Nan-
ziri. “The simplest response 
is to start a savings plan as 
soon as possible and stick 
to your plan. Top it up if you 
can.

“It’s vital you make a start 
and National Savings Month 
is as good a time as any.”

All families, no matter what the socio-
economic group, want the best possible 
education for their children

If someone had in-
vested R20 000 in the 
Foord Umbrella Provi-
dent Fund 23 years 
ago, today that invest-
ment would be worth 
over R6 million.  Dur-
ing this time, the fund’s 
unit price appreciated 
from a starting value of 
R1 per unit to just over 
R300 per unit in 2010.  
That is a return of ap-
proximately 30,000%
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A perspective on investing over the long termIf asked the question, “What were you doing 23 years ago?” many people would do the maths and find themselves back in 1987 – the 80’s era.
So naturally thoughts go to the heyday of 80’s musical hits and dubious fashion and hairstyle trends, the appearance of the infuriat-ing Rubic’s Cube, the Back to the Future movie trilogy and other iconic things from this time.  Or one might consider some of the significant politi-cal and cultural changes that took place in the 80’s – such as the height of apartheid South Africa, the end of com-munism and the fall of the Berlin Wall.

However, from an invest-ment perspective, what did you do 23 years ago?According to Paul Cluer, MD of Foord Unit Trusts, if someone had invested R20 000 in the Foord Umbrella Provident Fund 23 years ago, today that investment would be worth over R6 million.  During this time, the fund’s unit price appreciated from a 

starting value of R1 per unit to just over R300 per unit in 2010.  That is a return of approximately 30,000% (this is not a typo – it’s a return of thirty thousand per cent!)Taking into considera-tion that R20 000 was worth much more 23 years ago than it is today (equivalent perhaps to the cost of a small vehicle today), this is still an outstanding return.  And for the last six years the Foord Umbrella Provident Fund has been invested in the Foord Balanced Fund unit trust – a vehicle any investor can ac-cess with a lump sum from R20,000.
“Perhaps you were work-ing a holiday job between terms at university, earning great tax free cash wages or perhaps you celebrated your Bar Mitzvah, 18th or 21st birthday with a monetary gift or even received an in-heritance in 1987 – the point is, what did you do with this money and if you saved it, has it worked hard enough for you?” asks Cluer.Twenty years ago, Carolyn 

Save for education and push back poverty
Inspirational goals drive South Africans to save when all else fails – and no goal for young fami-lies is more inspirational than saving for the chil-dren’s education.A key ambition of the South African Savings Institute (SASI) for National Savings Month is that the annual awareness-raising initiative will spur parents to think about long term ob-jectives, especially the need for educational saving.The Savings Month theme – ‘Save for the Goal: The Path to Recovery’ – showcases the role goals have in any savings strategy and that savings can help jump-start a new beginning after the recent recession.South Africans are united in their desire for a better education for their children, says SASI chief executive officer Elizabeth Lwanga-Nanziri.

She notes. “All families, no matter what the socio-economic group, want the best possible education for their children.
“The state obviously has a role to play as provider of 

good basic education, but there is broad recognition that the best possible start in life requires family support.”Educational focus prompts families to make an early start on long term saving – a key SASI objective. Educational saving is also a way of fighting poverty.Elizabeth Lwanga-Nanziri explains: “Education is vital if we are to break the cycle of poverty.
“Young people with a good education build careers, earn a better income and save for the education of their own children who also develop enough earn-ing power to keep poverty at bay. 

“No savings goal could be more inspirational.”Financial service com-panies offer a wide range of educational savings products, says SASI.  Some families prefer to commit initially to a general savings 

product, establish a cash reserve and then look at spe-cialised medium and long term savings products.When looking at longer timeframes the need to keep abreast of inflation becomes a key issue.
Here, a useful tool is ‘The Rule of 72’, a way of estimat-ing doubling and halving times. To find a rough doubling or halving time you simply divide 72 by the relevant figure.

 So, assuming inflation stays fixed at perhaps 6%, the value of money halves in 12 years (72 divided by 6 = 12). This indicates that university fees corrected for 6% inflation could be TWICE as high in 12 years’ time – a key factor when providing for a child of six that might be ready for university at age 18.
“Inflation complicates the challenge of saving for long-term goals like education,” says Elizabeth Lwanga-Nan-ziri. “The simplest response is to start a savings plan as soon as possible and stick to your plan. Top it up if you can.

“It’s vital you make a start 

and National Savings Month is as good a time as any.”Financial service com-panies offer a wide range of educational savings products, says SASI.  Some families prefer to commit initially to a general savings product, establish a cash reserve and then look at spe-cialised medium and long term savings products.When looking at longer timeframes the need to keep abreast of inflation becomes a key issue.
Here, a useful tool is ‘The Rule of 72’, a way of estimat-ing doubling and halving times. To find a rough doubling or halving time you simply divide 72 by the relevant figure.

 So, assuming inflation stays fixed at perhaps 6%, the value of money halves in 12 years (72 divided by 6 = 12). This indicates that university fees corrected for 6% inflation could be TWICE as high in 12 years’ time – a key factor when providing for a child of six that might be ready for university at age 18.
“Inflation complicates the challenge of saving for long-term goals like education,” says Elizabeth Lwanga-Nan-ziri. “The simplest response is to start a savings plan as soon as possible and stick to your plan. Top it up if you can.

All families, no matter what the socio-economic group, want the best possible education for their children

If someone had invested R20 000 in the Foord Umbrella Provident Fund 23 years ago, today that investment would be worth over R6 million.  During this time, the fund’s unit price appreci-ated from a starting value of R1 per unit to just over R300 per unit in 2010.  That is a return of approximately 30,000%
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measuring the compounded growth of your investments.”“Perhaps you were work-ing a holiday job between terms at university, earning great tax free cash wages or perhaps you celebrated your Bar Mitzvah, 18th or 21st birthday with a monetary gift or even received an inherit-ance in 1987 – the point is, what did you do with this money and if you saved it, has it worked hard enough for you?” asks Cluer.Twenty years ago, Carolyn Bywater, an employee at Foord Asset Management invested contributions of R8 545 into the Foord Umbrella Provident Fund.  By the time she left Foord to start a fam-ily, those contributions had grown to R18 145 and today that investment is now val-ued at R1 329 238 - without any additional contributions in the past 20 years.  Her con-tributions grew by an average of 27.9% per year over this period.
Cluer advises that an important aspect to keep in mind is that one must remain invested, just as Carolyn has done. Investors must be reso-lute in avoiding temptation to withdraw in a panic when markets are down.  Trying to time market cycles can be very dangerous – even if you call the top of the market you have to then call the bottom of the market or potentially miss out on the recovery.  Making one correct call is very difficult; making two in succession is almost impos-sible.

Carolyn Bywater, an em-ployee at Foord Asset Man-agement invested contribu-tions of R8 545 into the Foord Umbrella Provident Fund.

Bywater, an employee at Foord Asset Management invested contributions of R8 545 into the Foord Umbrella Provident Fund.  By the time she left Foord to start a fam-ily, those contributions had grown to R18 145 and today that investment is now val-ued at R1 329 238 - without any additional contributions in the past 20 years.  Her con-tributions grew by an average of 27.9% per year over this period.
Cluer advises that an important aspect to keep in mind is that one must remain invested, just as Carolyn has done. Investors must be reso-lute in avoiding temptation to withdraw in a panic when markets are down.  Trying to time market cycles can be very dangerous – even if you call the top of the market you have to then call the bottom of the market or potentially miss out on the recovery.  Making one correct call is very difficult; making two in succession is almost impos-sible.

“For most people, 23 years seems like forever – especially when contemplating the future.  But for many of us, with hindsight, 23 years ago seems like yesterday.  This is due to the asymmetrical nature of time: it stretches forever but passes quicker than we realise.  If you missed out on investing 23 years ago, it is never too late to start.  In another 23 years from now, we will all look back and think how quickly time flies.  It would be nice to appreci-ate the passage of time while 
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