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   am sure that all of us had a dream the day we  
   started our professional career. Personally, it  
   is a great privilege to give back to the industry 
that invested in me for the past fifteen years.  Our 
ever changing environment is demanding, but in 
the same breath so fulfilling.  To all past Presidents 
of the IING, thank you for the foundation you laid 
over the years.

It is an honour to be re-elected as president of the 
IING and to serve the financial services industry. 

In 2016, we will continue to build on our values to 
you, our members.

Our values:

INFORM

We’ll inform you about important and relevant 
information from the industry through our Com-
municator and social media platforms such as 
Facebook and Twitter.

EDUCATE

We have partnered with the IISA by introducing 
the IISA Insurance Forums in Pretoria to enable 
you to attend all forums on your doorstep. SASRIA, 
RE, and the IISA Insurance Forum, are just a few 
events we have lined up for 2016. Our goals are to 
provide professional training which is relevant and 
adds value to your day to day responsibility for 
advising clients, to grant CPD points to delegates 
through training, to enabling them to meet compli-
ance standards in the future.
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CONNECT

Our focus is to provide a plat-
form where members and poten-
tial members connect in differ-
ent environments.  We will con-
tinue to arrange various social 
and sporting events. Also, it is 
important to us to connect with 
all the Institutes. Therefore, it is 
our privilege to host the Egoli 
Challenge (Golf day) this year.

SUPPORT

We strive to provide relevant 
support to all members in ways 
and means that appeal to them. 
We liaise with different sectors 
within the industry, insurers, 
brokers, and other service pro-
viders.

CARE

Care is the core value closest to 
my heart.  Our chosen charity 
organizations are Hospice and 
Jakaranda Children's home.

As a committee, we strongly 
believe that if we adhere to our 
goals for 2016 and value proposi-
tion, we would satisfy our mem-
bers’ needs.  We are committed 
to: 

� keeping you informed, 
� educating the industry, 
� connecting with each other, 
� supporting you in any way 
  possible 
� and keeping on caring about     
  our charities.

I would like to  congratulate the 
newly elected council.  Your will-
ingness to serve on the council 
for the next period is highly 
appreciated. I am proud to be 
part of this team, and I am look-
ing forward to a successful year 
ahead with lots of fun.

To our members, friends and 
sponsors of the Association, we 
have a great appreciation for 
your valued input, support, con-
tributions, and sponsorships. 
Without you, we will not be able 
to serve our members. With 
industry changes on the horizon, 
I firmly believe that there are still 
a lot of opportunities to identify, 
embrace and make it our own.
  
In conclusion, I would like to 
share a quote from Steven 
Aitchison: 

“Those who really know and care 
about you can hear you even 
when you haven’t spoken a 
word.”

As re-elected President for the 
2016/2017 term, I thank our 
members, the committee, and 
my friends and family for your 
support. Thank you for believing 
in the IING.

Marieta Steyn
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from the FSB conference on 
pending legislation changes 
and the potential effect for 
both Intermediaries and Insur-
ers alike.

The IING committee would like 
to thank everyone who joined 
the breakfast for their support, 
and asks that you keep your 
eye on our social media and 
website for upcoming events.

 rokers, insurers, suppli- 
 ers and past presidents  
 all gathered at Blos Café 
on the crisp morning of the 
8th of April to share in the 
inauguration of Marieta Steyn 
as the 2016 Insurance Institute 
of Northern Gauteng’s new 
president.  This is Marieta’s 
second term as President and 
was unanimously voted in at 
the last AGM.

Marieta, who is Head of Tech-
nical Underwriting and Profita-
bility for PSG Insure, has been 
in the industry for many years 
and comes with an extensive 
short-term insurance knowl-
edge.  She is just as passionate 
about people as she is about 
insurance. Marieta is a strong 
believer in giving back not just 
to our industry, but also to the 
various charities that the IING 
supports.

The morning was opened up 
by Marieta accepting her new 
nomination and sharing her 
vision for the IING in the 
coming year. She also intro-
duced the executive committee 
for 2016, as well as the rest of 
the committee members.  Mike 
Pierce, executive manager of 
the IISA, presented on what is 
currently happening at the 
IISA and what their plans are 
going forward.

Wynand Louw, our treasurer, 
shared interesting feedback 
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Investing offshore: Why less is more at current rand levels 
Schalk Louw, Portfolio Manager at PSG Wealth Old Oak 

 

 
Current rand levels are abysmal, to say the least. The local 
currency has only experienced a few such lows in history. 
But there have been a few occasions.  

Many investors groaned in unison when the rand lost 
more than 50% of its value against the US dollar in a 
three-year period up to the end of 2001 (R6/US$ down to 
R12/US$). “There were decisions made then, in fear of 
further devaluation and a large amount of foreign 
investment opportunities were taken up,” says Schalk 
Louw, Portfolio Manager at PSG Wealth. “It was only later 
that investors realised that until recently, they should 
have been happy with 0% growth on their capital in rand 
terms.” 

Back to the present. For nearly a decade, things were 
good in the South African investment market. Investors 
kept their money within South African borders and saw 
positive returns. “No one cared for foreign investments,” 
adds Louw. “Until now. I’m becoming increasingly worried 
about the amount of clients who have approached me 
recently for the first time since 2001 about the best 
possible foreign investment opportunities.” What’s 
causing this trend? 

The answer is relatively simple, says Louw, “If the rand is a 
10-litre bucket and the buyers and sellers of rands are 
rain, how much rain will it take to fill up the bucket in 
litres?” It’s not a trick question. 10 litres.  

“Many Capetonians will tell you that there are certain 
regions in the Western Cape that receive almost no rain,” 
Louw quips. “And then there are times that these regions 
receive so much rain that it seems never-ending. Finally, 
the bucket overflows and pools of water gather around 
the bucket, giving some the impression that it can take up 
to 20 litres. My question is, how much water is really in 
the bucket when the sun starts to shine?” Again, it’s not a 
trick question. Just 10 litres.  

We should look at the rand in the exact same way. The 
easiest way to determine the value of the rand is first and 
foremost to establish why it weakens and strengthens. 
Our general benchmark is the US dollar. The rand should 
weaken at the same rate as the difference between South 
African and American inflation rates. 

In December 1981, the rand was R1/US$1. If the rand 
weakened with the difference in inflation between South 
Africa and the US annually since 1981, you'd note that it is 
not currently trading at its indicated purchasing power 
parity (PPP) of R7.85/US$1, but rather at R15.25/US$1. 

The rand, therefore, is trading at a premium of nearly 94% 
compared to its PPP value. Such high premiums have only 
been observed on three prior occasions since 1981: in 
1985 (shortly after P.W Botha’s Rubicon), in 2001 (after 
Rand manipulation) and 2008 (during the global financial 
crisis). 

Lastly, you’ll note that the rand traded at an average 
premium of 38% over the past 22 years (since the build-
up to the first democratic election). “Unfortunately, our 
currency has become a global speculative ‘toy’. Which is 
exactly why I urge clients to act with extreme caution 
when it comes to new offshore investments for the time 
being,” says Louw.  

Although historical figures bear no promise or guarantee 
for future performance, Louw still maintains an optimistic 
view of the future. “My reasoning is simple. I don’t 
believe that the rand is doomed forever. I won’t be told 
that the rand won’t ever be able to strengthen again after 
the dust settles.”  

Short term, Louw recommends that investors “approach 
any new offshore investment transaction with about the 
same attitude to applying make-up – less is more.”  

Rather focus on personal debt levels, because if the rand 
does weaken further, interest rates will be in grave 
danger of rising. 

 
PSG Wealth 
PSG is a leading independent financial services group, 
with an extensive national footprint and Namibian 
presence. Listed on the JSE as PSG Konsult, the company 
has been in operation since 1998, and offers a value-
orientated approach to clients' financial needs, from 
asset and wealth management to insurance. 
 
PSG Wealth, a division of PSG, provides a comprehensive 
wealth management offering, designed to meet the 
needs of individuals, families and businesses. 
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    n 24 February and 11 March 2016 we had  
    two very successful SASRIA sessions at  
    Santam’s training rooms. A total of 85 
attendees from the Industry attended the meet-
ings.  

Mokgadi Sebola from SASRIA facilitated the 
training. We would like to extend our gratitude to 
Mokgadi as there was such a huge demand from 
the Industry after the first session she had 
presented.

The President of the Insurance Institute Gauteng 
North, Marieta Steyn and Secretary Karen Vincent 
welcomed the attendants. Mokgadi gave an over-
view of the SASRIA cover titled ‘Why your clients 
need SASRIA’.  It included important lessons 
learned from incorrect underwriting cases done 
by the industry when claims had been incurred.  

The facilitator also discussed the changes effected 
for Group Schemes, non-compulsory for personal 
lines and commercial business. It was especially 
important for the attendees to understand the 
impact these changes had on commercial business. 

More intense discussion followed about commer-
cial risk and when it should be underwritten as 
per the SASRIA F1 or F2 risk. For example, accord-
ing to the new regulations, schools admin blocks 
should be insured under the F1 risk, but panel 
beating centres must be covered under the F2 
risk. 

Furthermore, a series of videos played for the 
audience to clarify how one big claim could affect 
the Industry and underwriting at large if commu-
nication were not done properly. 

By Malebo Mathe

SASRIA training 24/02/2016 and 11/03/2016
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2nd IING Ladies Golf Day
        hat could be better than an afternoon  
        out in the beautiful African sun?  
        On the 17th of February, Pretoria’s 
ladies descended onto Kimiad Golf Course to try 
their hand at a game of golf.  Everyone was in 
high spirits (maybe those shooters had something 
to do with this?), and much laughter was heard 
throughout the day.  

Acknowledging that most of us didn’t (and still 
don’t) know our wedge from our putter, it was 
great to have coaches at each of the holes to help 
us out.  With the day being as hot as it was, the 
sponsored “water” holes were a very welcome 
respite.

After the heat of the day, we relaxed under the 
trees for some delicious pizza and refreshments. 
We also exchanged tales of our fabulous shots and 
bundu-bashing (a.k.a. ball-searching) adventures.  

Marius and Richard from the IING sports commit-
tee handed out the prizes for the day. The best 
team score went to Team Garrun, the best water 
hole to Team Hollard, and the best team spirit 
was awarded to King Price.  Well done to the 
winners! Everyone had fun. This is definitely an 
event that we will continue to hold. Viva Ladies 
Golf!   Gents, you need to watch out, our ladies 
were on top form!

We would also like to thank our sponsors for the 
day: EFS, King Price, Tracker, CTrack, Mutual & 
Federal, Hollard and Lion of Africa.  These events 
would not be possible without the wonderful 
support from all our sponsors.

Photos of the day have been posted on our 
Facebook page.

By Karen Vincent 

SASRIA training 24/02/2016 and 11/03/2016

https://www.facebook.com/Insurance-Institute-of-Northern-Gauteng-229789957032902
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      hen I was asked to 
      write something for 
      the Communicator on 
the 2016 FAIS conference, that 
took place on the 14th March 
2016 in Pretoria, I was wonder-
ing for quite some time, where 
does one start? We are living in 
an era of so many uncertainties 
and constant changes, not to talk 
about the challenges at all. It 
made me think of the saying: 
Only one thing is certain; things 
will change. Even though this 
might be true, what is also true 
is that the more things change, 
the more they tend to stay the 
same.

Human behaviour does not 
change that easily. We just have 
to think back to the recent past 
with regards to the implementa-
tion of the FAIS Act. Many advi-
sors have called it a day and indi-
cated that the industry does not 
hold a future for them. We went 
through a period of constant 
resistance to this change, but 
ultimately everyone in the indus-

try had to comply or move along 
somewhere else. Nowadays 
things like RE examinations is 
part of the daily operations, 
things like fit and proper 
requirements for representa-
tives, FSP’s, key individuals and 
compliance officers are normal 
practices in most companies. 

Just when we thought that we 
have settled in, change is on the 
horizon again. Today we are con-
fronted with even more things 
that will change over the next 
few years. We have the imple-
mentation of Twin Peaks, RDR, 
CPD, Binder agreement changes, 
to mention but a few of the big 
changes to be implemented. 
There is talk about the disap-
pearance of FAIS Act that we 
just got used to.

Let me give a few highlights or 
for some maybe lowlights of 
what lies ahead for all of us. It 
will once again be adapt or die. 
You will have to adopt, adapt or 
move along, once again. More 
prove that the only constant in 
our daily world of work in this 
industry is change.

The first topic of discussion 
involved the future of market 
conduct and supervision and 
what it means for FAIS, our 
favourite for the last 12 years or 
so presented by Caroline da Silva 
(DEO FAIS). It was highlighted 
that we currently have a back-
ward looking supervision 
element that is compliance 
based. Once size has to fit all, it 

does not matter if you are a 
small, medium or large enter-
prise. In dealing with supervi-
sion, it had an industry silo 
approach at the FSB. Despite all 
the rules, the FSB still experience 
too many examples of poor cus-
tomer outcomes. The whole 
focus is not customer centric. 
The FSB acknowledges that they 
are not managing conduct and 
integrity risks proactively. 

National Treasury indicated in 
February 2011 that they want “a 
safer financial sector to serve 
South Africa better”. You can 
look forward to a more intensive 
and intrusive approach from the 
Market Conduct Regulator that 
will be risk-based and propor-
tionate with an outcomes focus. 
They will follow a more 
forward-looking, pre-emptive 
and proactive approaches to 
market conduct. 

It was announced that the FSB 
would become the Financial 
Sector Conduct Authority 
(FSCA) with the main focus of 
protecting financial customers 
once the new Twin Peaks Model 
for Financial Serves are imple-
mented. It was emphasised that 
firms will have to demonstrate 
their delivery on the TCF out-
comes. The regulatory frame-
work will also be tiered, based on 
the risks to the customer out-
comes. A centralised conduct 
profile of entities and groups 
would be build up over time 
with a visible element of enforce-
ment.

Wynand Louw, FIISA, Past Presi-
dent IING 2013-2015
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The FSB indicated that they need 
to move away from a compliance 
“tick-box” culture that developed 
since the implementation of 
FAIS. There would be an 
increased scrutiny on the way 
that firms develop products and 
the product provider oversight 
of their chosen distribution 
channel. 

Some of the changes that will be 
the result of the implementation 
of FSCA is among others:
Centralised capacity along func-
tional lines. 
IT upgrade to support efficient 
business processes enabling 
them to analyse and identify 
risks.

Judgement based supervision 
with specialist support teams to 
develop skills
Enhanced checks and balances 
and  Robust mechanisms for 
consultation and cooperation. 

“RDR is an example of this more 
interventionist approach to 
market conduct regulation, to 
ensure that financial products 
are distributed in ways that sup-
port the delivery of TCF out-
comes.” (Da Silva).

Manasse Malimabe (HOD FAIS 
Compliance) spoke next on the 
Advisor categorisation. He 
discussed the confusing termi-
nology that was suggested or 
used. The suggestion is that the 
main test of Independence of a 
financial advisor should be the 
extent of product supplier influ-

ence on the advisor. Focus areas 
of potential conflict would 
include:

Production and sales targets
Ownership or other interests
Binders and outsourcing (Strict-
er conflict controls needed)

They suggested two licence cate-
gories:

Registered product supplier 
agent Registered financial advi-
sor An advisor cannot be both. 
There needs to be further work 
done on the customer facing 
labels and supporting descrip-
tions. 

The product supplier agent 
replaces the suggested “tied 
adviser.”  They are not licensed 
in their own right but provide 
advice on the licence of the prod-
uct supplier. The supplier is fully 
accountable for them. They may 
provide advice only on the prod-
ucts of their product supplier or 
group which would include 
“external” investment products 
on their own supplier’s LISP 
platform. Allowing agents to be 
juristic entities for the group 
structure purposes is still under 
discussion, but they will have 
branding restrictions.

The registered financial adviser 
will replace the suggested “mul-
ti-tied” and “IFA” categories. 
They will be licenced in their 
own right to provide advice, pro-
vided that the advice firm is not 
also a product supplier. The 

Licence holder will be accounta-
ble for the advice provided, 
although applicable RDR prod-
uct supplier responsibilities 
might also apply. All the conflict 
of interest requirements must be 
observed with to mitigate the 
risk of different levels of influ-
ence by the suppliers. They will 
be allowed to describe their 
advice as “independent” as long 
as no binder or outsource 
arrangement or ownership inter-
est either way exists, that might 
influence the advice given.

Read more on www.iing.co.za.
 
By Wynand Louw (FIISA)

http://www.iing.co.za/index.php/portfolio-committees/38-communications/128-2016-fais-conference-feedback
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Obituary
The Late Frank van der Meer
19th July 1946 - 30th January 2016

    t was with shock and a sense of  
    loss that the insurance fraternity  
    learned of the sudden passing of the 
late Frank van der Meer on Saturday 
30th January 2016 in Pretoria.

Frank was born on the 19th July 1946 in 
Rotterdam, Netherlands and immigrated 
to South Africa with his family in 
December 1956. His father, an engineer, 
travelled in the course of his work. 
After a brief stay in Cape Town, the 
family settled in Johannesburg, where 
Frank received his schooling and matric-
ulated from Helpmekaar Seuns Skool in 
1964. Frank served his nine months 
compulsory military service during 
1965.

Frank joined the insurance industry in 
November 1965 in the Pensions Depart-
ment of the African Life Insurance 
Company. Frank married Natalie in 
November 1969 and moved to Rhodesia 
in September 1970 where he was 
employed by the Southhampton Life 
Assurance Company in Salisbury as 
Pensions Manager.

After working for Minster Sheldon for a short period, he 
returned to South Africa in 1974 as Premiums Manager for 
African Eagle Insurance Company. A stay in Tzaneen and 
subsequently in Paulpietersburg was followed by Frank joining 
African Eagle Insurance Company where he completed his 
Fellowship Insurance Examinations in 1983, during the period 
of his company’s merger with Southern Life. He joined AA LIFE 
as Employee Benefits Manager shortly after that. In 1991, he 
joined the Insurance Institute of SA to pursue his passion for 
education in the insurance industry, where he was very active 
in many capacities until 2005. He played a very significant role 
in the transitional process of insurance education from the 
Insurance College to the University of SA, in respect of insur-
ance education and the corresponding professional qualifica-
tions and designations.

Frank subsequently joined the staff of the University of SA, 
further pursuing his great love of insurance education in the 
Centre for Business Management. He actively encouraged and 
assisted students, potential students, friends and colleagues to 
further their insurance education. Frank delivered presentations 
on study methods and examination preparation. He remained 
at Unisa until his retirement in 2015. At the time of his death, 
he had just completed the authorship of an insurance publica-
tion, “Fundamentals of Insurance”, in collaboration with Profes-
sor Johan Marx of the Centre for Business Management.

Frank had a great love of classical music and a passion for 
reading, particularly literature relating to the battles fought on 
South African soil which had served to shape South African 
history. His other interest lay in Classical Cars, mainly Minis, of 
which he had restored two himself. One was a 1976 GTS Mini 
and the other a very rare 1959 Austen Seven 850. The latter 
was believed to be the oldest of its kind in South Africa.

Frank and his devoted wife of 48 years, Natalie, travelled exten-
sively throughout South Africa, towing their caravan and 
visiting and holidaying in many locations inland and along the 
coast of Natal and the entire Cape Province. Frank is survived 
by his wife, Natalie, two daughters, Rene Carter and Natasja 
Joubert, a qualified nursing sister and Forensic Case Investiga-
tor at Medscheme, and a son employed in the Short-term 
Insurance industry as an Engineering Claims Manager.
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Call Gisela Verster on 082-560 7534 
or email membership@iing.co.za

17 February 

24 February 

8 March 

16 March 

17 March 

8 April 

19 May

24 May

13 July 

24 August 

25 August 

13 September
 
21 September 

27 October

Ladies Golf Day

SASRIA Training

Presidents' Golf Day

RE1/RE5 Workshop

AGM

Presidents' Inauguration Breakfast

Tenpin Bowling Evening

IING/IISA Motor Forum

Fellows Lunch

IISA/IING Insurance Forum (Provisional)

Ladies Day Event

Egoli Golf Day

RE1/RE5 Workshop

Year End Function

Committee Meetings: 3rd Friday of Every Month


