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WHO WE ARE

S A I B A  D E S I G N AT I O N S

The Southern African Institute for Business Accountants NPC is the #1 Professional Body for Accountants and

Finance Executives in Africa. With more than 12 500 members working as employed or self-employed

accountants in all industries we are making business better from the Cape to Cairo.

Our CPD policy is compliant with IFAC IES7.

Visit our website for more about us and what we do www.saiba.org.za



ABOUT THE PRESENTER

A n n a l i e n  C a r s t e n s  

M C o m ,  C A ( S A ) ,  R e g i s t e r e d  A u d i t o r ,  C h a r t e r e d  Ta x  A d v i s e r

Annalien is the Managing Director of Altimax. As a company, Altimax focuses on

solutions impacting people. Annalien’s solution specialisms include IFRS, IFRS for

SMEs, IPSAS, GRAP, ISAs and ISQM 1. For the past 18 years, she has been the

lead director for the implementation of several turn-around; audit quality; audit

improvement; adoption of new reporting and auditing frameworks and standards;

and training projects. In doing so she served listed entities, large non-listed entities,

national and provincial departments, constitutional entities, legislatures, public

entities, municipalities, audit firms and professional bodies.



CPD CERTIFICATE

To obtain your CPD certificate complete the

questions in the Quiz section. A CPD certificate will

automatically be issued when you obtain above 75%

within 3 attempts.

Queries regarding your CPD can be send

academy@saiba.org.za



QUESTIONS & ANSWERS

Email questions to:

technical@saiba.org.za



Whilst every effort has been made to ensure the

accuracy of this presentation and handouts, the

presenters / authors, the organisers do not accept any

responsibility for any opinions expressed by the

presenters / author, contributors or correspondents,

nor for the accuracy of any information contained in

the handouts.

Copyright of this material rests with the provider and

the documentation or any part thereof, may not be

reproduced either electronically or in any other means

whatsoever without the prior written permission of the

provider.

Disclaimer Copyright



Special notes
Some quotes and clips have been taken from the internet to 

demonstrate a concept
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CPD INDEX

1. General overview

2. Level 1 – Firm level

3. Level 2 – Engagement level

4. Level 3 – Individual level



1.General overview

START



• What is important when managing a firm?

• Quality

• Profitability

• Compliance with laws, regulations and standards

• This should be managed:

• At firm level

• At engagement level

• At individual level

1. General overview



• Focus of this seminar:

• Profitability

• Other key financial ratios

• Scope out:

• Quality

• Compliance with laws, regulations, standards

1. General overview



• This seminar will be divided into 3 main parts:

• Part 1 – Firm

• Part 2 – Engagement

• Part 3 - Individual

1. General overview



• We are going to focus on 6 areas in each part:

• Area 1 - Key indicators of success

• Area 2 - Information to be maintained

• Area 3 – Actions to get the required information together

• Area 4 - Analysis of information

• Area 5 - Related decision-making

• Area 6 - Critical actions

• Top 10 actions to take away!

1. General overview



3. Part 2: Engagement

START



• Introduction:

• Look at each engagement’s performance

• Holistic view against budgets

3. Part 2: Engagement



• Area 1 - Key indicators of success

• Profitability of project

• Budget versus actual

• Material 

• Labour – MOST IMPORTANT!!!

• Overheads

3. Part 2: Engagement



• Area 2 – Information to be maintained

• Every engagement must have a formally agreed quotation

• Every quotation must have a cost and profit calculation

• Every engagement must have a formally agreed budget

• Budget must be aligned to the required work – not to the quotation

• Standard costing for certain inputs especially labour

• Timesheet system

• Other cost records

3. Part 2: Engagement



• Area 3 – Actions to get the required information together

• Agree formal quotes

• Do a proper costing and profitability calculation for all quotations

• Price professionally

• If a price is lowered, ensure return on investment will be achieved later on

3. Part 2: Engagement



• Area 3 – Actions to get the required information together

• Prepare a detailed budget for every engagement

• Per time period

• Per activity / task

• Per resource

• Keep timesheets on a daily basis

• Record keeping for other costs with monthly allocations

3. Part 2: Engagement



• Area 4 – Analysis of information

• Analyse at minimum monthly but preferably weekly for larger projects

• Sales variances

• Frequent billing (versus work in progress)

• Volume variance (versus hours worked)

• Rate variance

3. Part 2: Engagement



• Area 4 – Analysis of information

• Analyse at minimum monthly but preferably weekly for larger projects

• Labour variances

• % of hours used versus % of work completed

• Volume variance (hours worked versus hours budgeted)

• Rate variance

• Mix variance

• Effectiveness and efficiency variances

3. Part 2: Engagement



• Area 4 – Analysis of information

• Analyse at minimum monthly but preferably weekly for larger projects

• Other cost variances

• Printing, travel, telephone costs

• Hours for hidden activities like client calls, meetings, re-submission of 

information by clients etc.

3. Part 2: Engagement



• Area 5 – Related decision making

• Accuracy of pricing for future quotations

• Robust project management

• Scope

• Time 

• Quality

• Cost

• Continuous review and supervision

• Communication with team

• Communication with client

3. Part 2: Engagement



• Area 6 – Critical actions

• Run your firm like a business

• Have professional systems

• Have rigid processes

• Have all your information 100% up to date at all times

• Have all your financial and non-financial reporting 100% up to date at all times

• Demand robust response at individual, engagement and firm level

• Monitor frequently

• Remediate immediately

3. Part 2: Engagement



• Top 10 actions to take away!!

• You know you firm best…so you know which of these you are already doing, which 

ones not, and which ones require more intense action

3. Part 2: Engagement



• My top 10 based on a generic professional practices firm!!

1. Have a budget for every project

2. Price in line with real costs

3. Project management is CRITICAL

4. Keep daily timesheets

5. Bill frequently but at a minimum monthly

6. Allocate labour costs frequently

7. Analyse labour variances frequently and correct immediately

8. Watch out for hidden costs

9. Review and supervise 

10.Communicate with team and client

3. Part 2: Engagement



3. Part 2: Engagement



QUESTIONS & ANSWERS

Email questions to:

technical@saiba.org.za



w w w . s a i b a . o r g . z a

Browse
+ 2 7  1 2  6 4 3  1 8 0 0

Say Hello
The Workspace, Cnr Pinaster Avenue 

and, 18th St, Hazelwood, Pretoria

Visit

THANK YOU
F o r  j o i n i n g  u s  f o r  t h e  e v e n t .

S t a y  I n  t o u c h .



You've done the work. 

You've earned the title. 

Now get the designation.



We believe that all accountants

deserve a designation.


