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From the desk of….  

Melanie Bezuidenhout 

 

 

 

Since our last edition of the Voice of Credit…  From the desk of… Lockdown 

Home Edition – many of us have not returned to the office to resume what we 

thought was a normal life. 

 

Normal life… Will we ever find the “new normal”, is the question many people 

have been asking themselves?  From a credit prospective the “new normal” has 

become very exciting and opened up so many different ways for the credit 

profession to operate.  Cost saving in many aspects of visiting clients, 

understanding their requirements and ways of collecting money. 

 

In any situation, there are positives and negatives however it’s the way you turn the negatives into working for us and 

not against us.  I have always been a firm believer that visiting your clients and being face to face with them makes a 

huge difference in the relationship and understanding what their requirements are.  With the “new normal” many clients 

have had restrictions on allowing guests into their premises to avoid the spread of the Covid virus, so we’ve had to be 

creative by using technology. 

 

My risk team and I conduct many client visits through MS Teams and Zoom, keeping the face to face relationship as 

best we can and even able to review clients’ financials, ensure we continue to manage the risk at hand.  Even my 

Credit Controllers have found talking to their clients over MS Teams has been better than phoning them, as they can 

be face to face and thus create a good working relationship whilst still working from home. 

 

“Distance with a Difference” – the ICM Credit Professional Body launched online exams in June last year and even 

though we had a few teething issues we are happy to say it has been a huge success.  We are currently busy with an 

online platform where the student will log in under their profile and complete the exam online and submit through our 

website.  Wow, what exciting times we are facing in our “new normal”. 

 

Limitations are merely opportunities to grow.  Use them as stepping stones to success. 
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The Directors of the Institute and their roles are: 

 

 
 
 
 
Employees: 

 
 
 
The ICM Credit Professional Body board of directors is a collection of like-minded individuals who operate 

as a group that is fully committed to the Credit Industry.  Its main functions are the following: 

• Providing direction for the Institute - It has a strategic function in providing the vision, mission and 

goals of the Institute. 

• Fiduciary duty – It protects the organization’s assets and member’s interests. 

• Monitoring and controlling function – The board is in charge of the auditing process and hires the 

auditor and makes sure the audit is done in a timely manner each year. 

• Ensuring continuity for the Institute – This is done by setting up a legal existence, and to be fully 

representative of the institute's point of view. 

• Enhancing the Institute's Public Image – by ensuring that all the operations of the institute are 

above board. 

 

How Directors are appointed: 

 

  

Heather Lawlor 
President, 

National Office Director 
& Events Director 

Melanie 
Bezuidenhout 
Financial Director 

& Marketing Director 

Susan Basson 
Registrar 

& Director of Education 

Ronel Davidson 
Director 

Noah Marutlulle 
Professional Bodies 

Brenda Wedel 
Office Administrator 

Briony Winslet 
Secretary 

AGM : BOARD OF DIRECTORS & EMPLOYEES 

At the AGM, the current board of directors are re-elected 

by: 

- Making themselves available for re-election 

- By receiving a nomination for re-election and 

acceptance thereof from members with voting rights 

When specific skills or workload share are required the board may from 
time to time require additional board members who are elected via 
recommendation by: 
• Submitting their CV with qualification documentation. 
• The CV will be evaluated in accordance with the required need/s. 
• The current Board will vote on the acceptance or non-acceptance of 

the candidate as a director. 
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SUMMATIVE TEST 
There are two compulsory summative 
tests, each weighting 10% towards the 
final outcome mark allocation. 

ASSIGNMENT 
There is one compulsory assignment, 
which weighs 20% towards the final 
outcome mark allocation. 

FINAL EXAM 
The final exam weights 60% towards the 
final outcome mark allocation. 

FINAL OUTCOME 
MARK ALLOCATION 

Summative Test 1:   10% 

Summative Test 2:   10% 

Assignment:   20% 

Final Exam:   60% 

Final Outcome Mark: 100% 

 
 
 
 
 

AGM : EDUCATION 

VIRTUAL CLASSES 

The safety of our 
members is our first 

priority. 

ICM REVISION CLASSES 
& STANDARDISED 
WORKBOOKS 

Bringing unity in quality 
education. 

CHANGE 

STRATEGY 

ELECTRONIC EXAMS 

Change acceptance from 
traditional learning to the 

open book learning 
concept 

NEW WEIGHTING OF FINAL 
MARKS 

Ensuring continued 
quality of the 
qualification 

In order to maintain quality education 
while maintaining the safety of our 
members, we have worked hand in hand 
with our college partners who offer 
classes, to implement their availability 
virtually. 

We are developing a program 
where our learners will log 
onto our website with their 
student number, complete 
the exam online, and simply 
submit it through our website. 

Ensuring the exam is set in a manner 
conducive to testing on the “open book 
system”. 
The Marks per section are based on the 
Credit Level, where the application type 
questions carry more weighting as the 
Credit level increases. 

Previous Exam papers are no longer made 
available, due to the open book exam 
option.  Preparation for the final exam is 
now established through the summative 
tests, assignment and revision class. 

IN CONCLUSION: 
 
The Mission of ICM Credit Professional Body Education Department is to make available to the Credit Industry, 
knowledgeable Credit Specialists who add value to its Market Place through the practical application of 
information gained through its syllabus. 
 

And to bring its members personal success and career satisfaction through the mastering of their craft of Credit 
Management, enabling them to positively impact their environment, adding value to their industry, work place 
superiors and their colleagues. 

To ensure our members receive the best 
quality education, with information 
most relevant to its syllabus, the ICM 
Credit Professional Body are preparing a 
workbook, which will be available to all 
its members to purchase. 
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SAQA Professional Bodies  
~ Credit Professional (Intermediate) CP (Int) 

 

Institute of Credit Management NPC – Credit Professional Body 

The Institute of Credit Management was established in 1953 and is the only recognised body in South Africa as the custodian of 
Credit Management for the sole purpose of Assessment and Moderation of Credit Management examinations. 

The CP (Int) candidate must have obtained at least 50% in both Credit Management Part 1 and Credit Management Part 2 
assessments set by the ICM in order to apply to become a professional body.  The assessments are offered twice a year. 

In order to ensure the currency of professional knowledge and to retain the Professional Designation, the professional must 
comply with the following minimum requirements. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

CPD points can be accumulated as follows: 

 
**Must receive approval from the ICM Credit Professional Body Education committee for points to be awarded.   
Note:  No more than 10 points over the three-year-cycle may be obtained from courses offered by bodies other than the ICM Credit Professional Body 
or self-study. 

Code of Conduct 

Members must adhere to the 
Professional Body Codes of Conduct 
and Ethics. 

Reporting Period 

The CP (Int) must complete a minimum of 30 CPD points over a three-year 
period, which is verifiable by the ICM Credit Professional Body office only. 

The three year period runs from the date on which the designation is obtained 
and thereafter in successive three-year cycles from that date. 

CP (Int) should preferably complete 10 points of CPD activities per year and 
not try to accumulate the points in the third year.  This is because the focus of 
CPD is to provide CP (Int) with the necessary knowledge and skills to remain 
up-to-date and professionally skilled.  Many changes in knowledge e.g. in 
legislation and developments in workplace practice occur in a year and CP 
(Int)’s need to stay abreast of them and be able to apply them in their workplace 
on an ongoing basis. 

Continuing Professional 

Development (CPD) 
CPD is compulsory and is applicable 
to all members holding the 
designation CP (Int). 

Attendance at a full 
day workshop, 

seminar, or 
conference 
(5 Points) 

Mentoring a new 
fellow employee 

(3 Points) 

Attending in-house 
courses offered by 

employer 
(2 Points) 

Attendance at the 
AGM 

(3 Points) 

Presenting, 
lecturing, leading a 

group at a 
workshop, seminar 

or conference 
 (5 Points) 

Attendance at a half 
day workshop, 

seminar or 
conference  
(2 Points) 

Serving on the Board 
or Provincial 
Committee 
(5 Points) 

Writing an article for 
“The Voice of Credit” 

(3 Points) 

Self-study of 
relevant Credit 
Management 

material** 
(2 Points) 

Attending lectures, 
courses, programmes 

relevant to Credit 
Management offered 

by others ** 
(1 Point) 
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TOP ASSIGNMENT – CREDIT 1 – SHANTAL PERUMAL 

Introduction 

• The credit Department policy shall be consistent with the overall 
company policy and objectives, to maximize the return on 
investment for the shareholders. 

• A Credit Policy is in place to provide guidelines for the Credit and the 
Sales Departments, in order to reduce risk, which the company is 
exposed to. 

• In phases of its activities, the Credit Department shall maintain a 
positive approach and constructive attitude to faster goodwill 
promote profitable sales and help build customer relationships and 
not just focus on getting the money in. 

• The policy will further identify the different risk categories of 
customers, which is acceptable, and suggest security that the 
company will accept for customers who do not meet the standard 
criteria. 

• The Credit Department will at all times be aware of and recognize 
company sales and marketing objectives and shall maintain co-
operative attitude towards the Sales Department and endeavour to 
promote sales. 

• The policy to follow will set out authority levels for credit mandates 
for the credit practitioners and line managers. 

Mission Statement 
 ABC Shoes (PTY) LTD Credit Department’s mission is to facilitate 

sustainable growth, develop strong customer relationships, and 
protect the company’s margins and profits to maximize the value of 
the company’s accounts receivable.  This is accomplished by 
minimizing exposure to bad debt and maintaining an acceptable level 
of risk by quickly and accurately processing credit applications, 
reviewing the credit worthiness of new and existing customers, 
setting appropriate credit limits and terms, securing extension of 
credit and collecting overdue accounts. 

Establishment of the Mission Statement 
 Our mission statement was determined by looking at the 

company as a whole, and it needed to be effective.  Without this 
strong, secure base, anything built upon it is prone to instability 
or collapse.  The Debtors Department should not only focus on 
collections, instead the primary objective of the department is to 
support sales and in turn we will maximise profits. 

 

 Credit and collections management is crucial to a 
company’s working capital situation, and ultimately, how a 
company can grow and be successful. 

 The credit management policy includes all the steps above, 
describes how they are implemented and by whom. 

 It must be operational and concrete and therefore be 
adapted to each company. 

 There should not be two identical procedures as each 
business is unique and has its own strategy. 

 Those drafting these policies should start at the top by 
crafting a true mission, and finish by specifically thinking 
about the execution and managing the policy. 

 The goals help the company measure performance, 
achieve targets, and make sure the department is 
performing.  Goals also keep employees motivated. 

 It is vital for the company to evaluate risk carefully for a 
potential new client  

 Our collection procedure should be followed, so that all 
controllers have uniformity in the department.  We cannot 
have Customer A getting a final demand at 90 days and 
Customer B getting a final demand at 120 days. 

 Our debt value should be considered before handing over 
a debtor. 

 Managers can review the credit policy should we have 
changes in the market and possible new products 
introduced into the company. 

 The reason for review is that we might need to change 
terms, change policy wording or change our credit 
application and also keep up with technology and create 
an online application form.  We need to ensure the debtor 
understands our terms and conditions. 

Conclusion 
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Credit Management During COVID-19 
 

 

  

TOP ASSIGNMENT – CREDIT 2 – CLARE FRANCIS 

INTRODUCTION 
Many companies are likely to encounter credit problems during the 

COVID-19 pandemic and will have little choice but to work through them.  

With entire industries reeling, some companies will have to deal with 

customers and suppliers that are struggling.  Credit is the essential part 

of the “offer” that many businesses augment sales with purchase 

financing. 

The collapse in business demand emerged quickly once lockdown and 

stay at home orders were put in place.  Companies have generally 

focused on operational continuity, this wave of change has brought about 

different issues.  How should businesses manage credit policies, which 

need to balance their role in sales, service to customers and cash flow?  

Restrict credit and customers may flee, forgive too much and the firm 

could be overextended.  Prior experience will be a poor guide because 

the processes that normally drive credit decisions are unlikely to be 

successful in this unprecedented situation. 

Given the speed of this crisis, concerns about the company’s liquidity and 

the need to support customers and suppliers should be included on any 

COVID-19 response agenda. 

Management can start by focusing on three issues: 

1. Customers 

2. Infrastructure and processes 

3. Financial results 

Covid-19 Crisis communication – The Credit Department 
In a fast-moving crisis, it’s important for all leaders and credit managers 

to communicate with their key constituencies, early and often, and with 

empathy, honesty, and transparency — even when we don’t have all the 

answers. 

The Credit manager would need to take the following steps to ensure that 

communication is easy and effective without any delays with the credit 

department and various other departments within the business. 

● Creating a team for centralized communication – getting a member 

from each of the following departments including sales, operations, 

finance, manufacturing and purchasing departments involved. 

● Have online meetings regularly to monitor the situation. 

● Get feedback from each of the team members to assist on agreed 

regimes and new work orders in regards to work and the employees. 

Next step: to communicate with the credit department employees and 

other employees of the organization. 

● Post information regularly. 

● Communicate no less than every other day. 

● Provide timely information. 

Next step: Communicate regularly with customers, customers 

require a different approach than employees given that companies 

do not have the same access nor frequency with this constituency. 

We should: 

● Focus on what is important to the customer. 

● Credit mangers would need to discuss the credit policy and the 

changes to it and how we can accommodate the customers. 

● The credit departments new focus point would be to endure 

and maintain the relationship. 

● Reassure customers using empathy with a strong professional 

outlook to balance the scales of the relationship with the 

customers and not lose the strong hold of the credit department 

at the same time. 

Covid-19 Emotional disturbance within the Credit 

Community 

The coronavirus pandemic has placed extraordinary demands 

within the business and credit department.  The humanitarian toll 

taken by COVID-19 creates fear amongst employees and their 

employers.  The massive scale of the outbreak and its sheer 

unpredictability make it challenging to respond.  Indeed, the 

outbreak has the hallmarks of a “landscape scale” crisis: an 

unexpected event or sequence of events of enormous scale and 

overwhelming speed, resulting in a high degree of uncertainty that 

gives rise to disorientation, a feeling of lost control, and strong 

emotional disturbance. 

There is no doubt that in such a crisis that people’s minds turn first 

to their own survival and other basic needs. 

A crisis is when it is most important for leaders to uphold a vital 

aspect of their role: making a positive difference in people’s lives.   

Doing this requires leaders to acknowledge the personal and 

professional challenges that employees and their loved ones 

experience during a crisis. 

● We encourage all employees within the credit department that 

we in management will maintain transparency and provide 

frequent updates. 

● We will offer open door policies. 

● Another crucial part of the leader’s role – credit manager, is 

promoting psychological safety so people can openly discuss 

ideas, questions, and concerns without fear of repercussions. 

● The nerve centre for any employee during this time is balancing 

work with the emotional consequences of the pandemic, new 

work from home routines. 

● We encourage the entire team within the credit department, 

we have to ultimately stick together and work as emotional 

support for one another. 

● It is okay to not be okay in such times hence during this crisis, 

we will offer group sessions for emotional distress on personal 

and professional matters. 
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The Credit Policy: During and After the Pandemic 
In the present crisis, changes in creditworthiness differ by sector and 

subsector to a greater degree than they did in previous recessions.  

Certain industries, such as food distributors, did better in the crisis and 

struggled to meet rising demand.  Others, such as telecommunications 

and pharmaceuticals, were little affected.  But as we all know, certain 

sectors—such as travel, transportation, tourism, and hospitality—have 

been severely challenged. 

The credit policy needs to be liquid during and after the pandemic to 

secure, accommodate and sustain cash flow and profits.  Credit managers 

would need to review and change the credit policy every 3 to 6 months.  

This change is imperative because the crisis induced shock to profit and 

loss and will differ by sector and subsector. 

Functions of the Credit department during the pandemic 

The most important practical steps for credit managers would be to have 

an emergency recovery action plan that the credit department can focus 

on.  There are a few sensible action plans for the credit team to help aid 

the business back into shape. 

● Collect all available cash. 

● Predict and project on an individual customer basis the date and 

amounts of future payments. 

● Listing out all known disputed invoices on query and set getting the 

issues resolved. 

● Identify customers that have strong balance sheets and resources. 

● Escalate default or delinquent accounts to a third party for collection. 

● Formulate a plan for credit control staff to incorporate key areas of 

focus. 

● Ensuring during lockdown that invoices are sent out to customers at 

first opportunity.  Set deadlines and stick to it letting all departments 

know what the deadline is. 

● Track actual receipts on a daily basis versus the promised payments. 

● Cooperate fully with all departments to ensure that they are on the 

same goal and plan. 

Online meetings 
This will be of major importance since it would be the only line of proper 

communication amongst the staff and the customers.  We can all pay our 

tributes to technology breaking even whilst suffering major impacts with 

the current crisis. 

This is mandatory for all employees who are based at home in order to 

run a full function office job. 

Working from home effectively: 
A work from home policy offers a variety of benefits to both the remote 

employee and their employers.  Remote work can lead to increased 

productivity, which ultimately helps a business.  Employees are more 

efficient as they are less distracted than in an office setting.  Remote 

workers experience less stress as they don’t have to deal with the hazards 

of commuting, and lower stress levels lead to higher morale.  With 

remote workers, companies can incur less overhead and operating costs 

to keep their business running smoothly, and they also may see a 

reduction in severe workers’ compensation claims. 

In order for the Credit Department to strive during this crisis, we must 

introduce a work from home program and create specific guidelines to 

ensure all employees understand what is required from them when they 

work remotely. 

The key elements of a work from home policy should be as follows: 

 
 Having the proper technology. 

 Using a secure connection. 

 Implementing communications programs. 

 Setting clear expectations in your work from home policy. 

 Testing the work from home program. 

 Trusting your employees. 
 

CONCLUSION 
For credit managers and the credit department, 2021 will be a 

challenging year. It will be essential to determine which customers and 

suppliers will remain competitive with their business model in the 

medium and long term. Deferred payments or extended payment terms 

will only be successful measures for continuing to do good business in a 

few cases. 

And overall: The successful companies will be those that begin the 

necessary processes of change without delay and adapt themselves to 

the new conditions. 

https://amtrustfinancial.com/insurance-products/workers-compensation
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TOP ASSIGNMENT – CREDIT 3 – KHANYISA MAGENGELELE 

INTRODUCTION 

A leader is a person who gets more involved in daily operations of the 

business to ensure that primary objectives are met.  They give 

guidance, support where necessary and encourage team work.  For 

this to be possible, a leader needs to have a strategy or vision of 

where they want to see their department and how exactly to get 

there.  The plan as to where and how needs to be communicated to 

the team and make them understand why it is important to achieve 

set goals.  In order to achieve the above, leaders need to have skills 

such as the following:  Integrity, Empathy, Communication and Ability 

to delegate, Listening skills, Respect and Courage. 

All these combined will lead to great team results. 

”The achievement of an organization are the results of the combined 

effort of each individual” sure enough, we all understand the 

importance of teamwork.  Just like we know we can’t grab a ball with 

one finger, we need all fingers to do that.  ~ Vince Lombardi. 

“TEAM” = Together Everyone Achieves More. 

LEADERSHIP, MANAGEMENT, SKILLS AND COMMUNICATION 

Management is when you set targets, give tasks, allocate people to certain responsibilities and let them do the 

work then manage the results. Management has the responsibility to produce the results as expected by 

stakeholders. They plan, lead organize then control. 

Leadership is getting involved in working towards achieving set goals. Leaders influence and direct the 

behaviours of individuals and groups in a way that they willingly work to pursue the objective and goals of the 

organization.  

Leadership tools: 

Strategy - how well would one handle competitors in the marked, changes in the economy and how to better 

equip your team with necessary skills. 

Performance measurement – by comparing DSOs for the month to that of precious months to see if there is an 

improvement or not. If not then Credit Manager needs to investigate the cause and come up with the solution 

of how this can be corrected or prevented going forward. 

Quality – best customer service equals to customer retentions, this will lead to an increase in market share, 

increase in sales and improve company cash flow. In order for customers to trust us with their money, they need 

to feel comfortable that we know what we are doing. 

Planning – Credit Managers need to plan conditions under which the credit would be granted in order for the 

main objective of the business to be achievable. Like reviewing the credit policy as often as it needs to, setting 

time frame for credit application assessment process and deciding on the structure of the department. 
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Leadership Communication: 

Leaders must be able to communicate clearly without leaving team members wondering or making 

assumptions on what was said. The instructions must be conveyed clearly and be well understood in order 

for them to be followed and adhered to. The team’s goals must be well communicates so that each  team 

member knows exactly how they fit into the bigger picture. Time frame or due dates for the targets must 

be known and feedback whether positive or negative must be given and concerns be addressed and 

resolved. Communication builds the strongest team as everyone feels involved and important. 

TARGETS AND GOAL SETTING 

Targets needs to be visited regularly to check if they are still realistic and to avoid targets becoming too 

easy as that will bore the staff. Team members involvement in target setting makes them feel like they have 

a voice and that makes them more responsible and eager to win. Credit Supervisor/Manager need to 

ensure effective goal setting. This can be achieved by setting “SMART” goals. Specific, Measurable, 

Achievable, Relevant and Time bound 

Possible causes for non-performance: Unskilled staff; Unrealistic policies and procedures; Unrealistic 

targets; Staff not following procedures and lack of performance feedback.   Solutions that could be 

implemented are: Organize staff training; Review policies and procedures; Review of set targets; Provide 

coach, counselling and discipline staff of necessary and Communicate results and give complements when 

it’s due. 

It is vital that we achieve targets as that automatically improves company cash flow. Cash flow is very 

important and there are other elements to be considered which could affect it such as Credit terms and 

trade discounts. Collection of debtors. Enforcement of credit policy. Purchase and sale of stock. 

CONCLUSION 

If the company has strong management without leadership, the outcome can be stifling as staff could feel 

like they are being suffocated by work from someone who may seem not to understand what they go 

through as they are not actively involved in achieving set goals.  

I believe leadership brings life in any department especial credit department and because of the daily 

challenges as a result of maybe procedures being ignored by other departments because they are pushing 

their targets, we need leaders who will stand with us as gate keepers of the business and ensure that we all 

comply and take responsibility for our work.  

“LEADERSHIP IS THE CAPACITY TO TRANSLATE VISION INTO REALITY” 
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TOP ASSIGNMENT – CREDIT 4 –ANDRE VERMEULEN 

I have been head hunted for the National Credit Manager position, the company I now work for manufactures concrete and 

distributes it across South Africa and bordering countries.  The company’s expectations for increased market share is quite 

significant for their next financial year. 

I will be guiding you through some decision making processes and procedures which I am now responsible for. 

We will also be going through some appointments in my department as well as required measurements and appraisals for the staff. 

National Credit Manager 

Senior Credit Controller 

4 x Credit Controllers 

2 x Debtors Clerk 

1 x Filing Clerk 

Senior Admin Controller 

Job Description and Specification:  Credit Controller 

Job Summaries: 

National Credit Manager: 

- Managing the Credit Department and decision making 

concerning credit limits, risk levels and payment terms. 

Senior Credit Controller: 

- Support Senior Management ensuring all payments come 

in and to maximize KPI’s.  Also to report on Aging's etc. 

Senior Admin Controller: 

- Support Senior Management with regards to admin relating 

to supervision (Debtors and Filing Clerks. 

 

Credit Controller: 

- Maintain records of invoices, credit applications or loan 

contracts to track payments. 

Debtors Clerk: 

- Resolving queries, processing invoices and put through 

debit/credit notes provided by the Credit Controllers. 

Filing Clerk: 

- Organize and file documents, retrieve data and upload 

electronic files. 

Description 

Title:  Credit Controller 

Position: Location:  Based in our Sandton branch, 

Johannesburg 

Duties:  Management of the full credit control function for all 

three branches (Johannesburg, Cape Town and Durban) 

Reporting:  You will be reporting to the Senior Credit 

Controller 

Workplace environment:  Construction, safety above all else. 

Specification 

Education:  Matric Certificate 

Work experience:  5 years credit control experience, 

including dealing with different legal entities.  Accounting 

experience will be an added advantage. 

Skills:  Excellent interpersonal skills with clients and 

colleagues and effective reconciliation of debtor accounts. 

Characteristics: Essential that the successful candidate is 

self-motivated and contains the ability to meet strict 

deadlines. 

Responsibilities:  Performing ITC checks on all applications; 

coordinating and management of credit insurance as well as 

compliance with the company credit policy. 
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Types of Training and how each type could assist my team members: 

 Improved performance 

Management may hire employees who possess the aptitude to learn and then train them to perform specific tasks. 

 Update employees’ skills 
Employee skills must be updated through training so that technological advances are successfully integrated into the 
organization. 

 Solve organizational problems 
Training personnel, universities and training and development consultants assist employees in solving problems and 
performing their jobs more effectively. 

 Prepare for promotion and managerial succession 
Training enables an employee to acquire the skills needed for promotion, and it eases the transition from the 
employee’s present job to one involving greater responsibilities. 

 Satisfy personal growth needs 
Most managers and many front-line employees are achievement oriented and need to face new challenges on the job 
– Training and development plays a dual role in this. 

Conclusion 

What a great deal of information that we have shared, You and I! 

As the Credit Manager for this department, I am excited to see what we can achieve with all the correct processes 

and procedures in place. 

We have learnt about the roles that was implemented in my department as well as who is responsible for what. 

My team is qualified and 100% suited for these positions.  

We have measurements in place and various appraisals which will assist us with the evaluation within the 

department (and keeping our staff happy). 

Many thanks for your time! 
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Introduction 

 

Broad-based Black Economic Empowerment (BBBEE) is an integration 

programme launched by the South African Government to reconcile South 

Africans and address the inequalities of apartheid by attempting to 

compensate for land that was repossessed from black people.  It 

encourages businesses to integrate black people in the workspace, support 

black businesses, and give back to poor black communities affected by land 

repossession.  Businesses are awarded points which they can claim on a 

BBBEE certificate which entitles them to a greater chance of obtaining 

government contracts and other benefits. 

In the scenario provided, we’re looking at a company named Siza Steel 

Supplies Group who is owned by a white person, the CEO and all their 

senior management are white.  The company has an annual turnover which 

exceeds the R50 million benchmark, therefore they will be categorised as 

a Generic Enterprise and must comply with the full score card.  Based on 

information provided, their BBBEE status is Level 4 (less than 51% Black 

Owned). 

I’ve been mandated as the Credit Manager of Siza Steel Supplies Group to 

assist the company in achieving the lowest BEE score possible.  After 

reviewing the scenario provided, I decided to analyse and understand the 

BBBEE scoring system in order to formulate ideas on how to go about 

achieving the lowest BEE score.  My goal is for Siza Steel Supplies Group 

BBBEE status to move from Level 4 to Level 2, I will achieve this by focusing 

on increasing the score for the 5 pillars of BBBEE (Ownership, Management 

Control, Skills Development, Enterprise & Supplied Development and 

Socio-Economic Development). 

Section A – What is BBBEE? 

1. Please see attached BEE Affidavit submitted for Siza Steel Supplies 

Group (Refer to Annexure 1 – Page 9 - 11). 

2. Siza Steel Supplies Group BBBEE Status is currently Level Four.  Whilst 

being less than 51% Black owned and all Senior Management being 

white is currently not favourable for the company in terms of scoring 

points towards achieving a better BBBEE rating, having a diverse group 

of staff is certainly a great tool which can assist with achieving a better 

BBBEE score by empowering staff through Skills and Development, this 

could result in diverse staff being promoted to Management Control 

level.  The company could then benefit by achieving a better BBBEE 

score on Skills and Development as well as Management Control. 

3. My actions to improve the BEE status over the next year, including 

advantages, disadvantages and policy objectives – please refer to 

details below: 
 

Action to be Taken - Emphasis must be placed on BBBEE when employing 

any new staff members, preference should be given to candidates falling 

into Designated Groups Categories / Black People as per BBBEE 

requirements.  Advantages – should a new candidate of Designated 

Groups / Black People be employed into a Management position, this will 

increase BBBEE score.  Should new candidates of Designated Groups / Black 

People be employed in other positions except Management, this will 

increase the amount of employees falling under Designated Groups / Black 

People category and will create future opportunities of Designated Groups 

applying for promotions and moving into Management positions, this will 

increase the BBBEE score.  Disadvantage – There is always the possibility 

that the interviewer could make a wrong judgement and employ someone 

who falls under Designated Groups / Black People category but may not be 

competent in the job.  Policy Objective - Move from BBBEE Level 4 Status 

to Level 2 Status by increasing score for Management Control and 

Designated Groups / Black People. 

Action to be Taken - Skills Development will be prioritised in accordance 

with BBBEE requirements, company must invest in skills development for 

Designated Groups / Black People.  Advantages – Siza Steel Supplies Group 

already has a diverse group of staff, investing in the skills development of 

the Designated Groups could result in these staff members being 

promoted to Management Positions, this will enable the company to trade 

successfully, empower existing staff and company BBBEE score for 

Management Control will increase.  Company will also earn points for 

compliance on Skills Development and BBBEE score for Skills Development 

will increase.  Disadvantage – None. 

Policy Objective - Move from BBBEE Level 4 Status to Level 2 Status by 

increasing score for Management Control and Skills Development. 
 

Action to be Taken – I will involve the company in offering more 

Apprenticeships and Internships to Black People / Designated Groups, the 

company can then provide these candidates with the necessary training, 

assistance and guidance in the required fields.  Advantages - The Skills 

Development score will be increased and should these candidates move to 

Management positions then Management Control Score for BBBEE rating 

will also increase.  Disadvantage – None.  Policy Objective - Move from 

BBBEE Level 4 Status to Level 2 Status by increasing score for Management 

Control and Skills Development. 

 

Action to be Taken - Special focus will be placed on ESD to improve BEE 

score/rating.  Siza Steel Supplies Group will try where possible to support 

disadvantaged companies by purchasing required items from them.  Siza 

Steel Supplies Group could offer discounts or lowered rates for services 

rendered to emerging Black Owned Companies.  Siza Steel Supplies could 

get involved in making donations to assist underprivileged Black Owned 

Companies.  Advantages – Siza Steel Supplies Group would be playing an 

active role in assisting the disadvantaged and underprivileged blacks / 

designated groups, they will also be assisting with trying to boost our 

economy and their BBBEE score for ESD will be increased as well.  

Disadvantage – There is always a possibility that the quality of stock 

purchased from disadvantaged companies may not meet the required 

standards and this could cause problems for Siza Steel Supplies Group, lots 

of research will need to be done to ensure that products purchased will 

meet required standards for Siza Steel Supplies Group.  Policy Objective - 

Move from BBBEE Level 4 Status to Level 2 Status by increasing score for 

ESD. 
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Section B – How the SA BBBEE Policies Affect Your Business 

1.  Refer Annexure 5 

Entity Threshold/Turnover 

EME – Exempt Micro Enterprise Turnover Less Than R10 Million 

QSE – Qualifying Small Enterprise Turnover of R10 Million to R50 
Million 

GENS – Generic Enterprise/Large 
Entities 

Turnover of R50 Million and 
Above 

Siza Steel Supplies shows a shortfall on BBBEE scoring for Ownership and 

Management Control because the Company is owned by a white person, 

the CEO and all Senior Management is white men and women.  This can be 

remedied by appointing more black employees in Senior Management 

positions and the company could even try to get black shareholders to 

invest in the company, this should assist with increasing the BEE 

scoring/rating for Ownership and Management Control. 

2.  Refer to Annexure 6 

Black Designated Group Current Status at Siza 
Steel Supplies for Black 
Designated Group 

(a)Unemployed black people not attending 
and not required to attend an educational 
institution and not awaiting admission to 
an educational institution 

10 % 

(b) Black people who are youth as defined 
in the National Youth Commission Act of 
1996 

10 % 

(c) Black people who are persons with 
disabilities as defined in the Code of Good 
Practice on employment of people with 
disabilities issued under the Employment 
Equity Act 

5 % 

(d) Black people living in rural and under 
developed areas 

5 % 

(e) Black military veterans who qualifies to 
be called a military veteran in terms of the 
Military Veterans Act 18 of 2011 

5 % 

Siza Steel Supplies is not fully complying with BBBEE requirements for 

designated groups, Siza Steel will need to focus on employing more people 

from all 5 Designated Groups listed in above table for any future job 

opportunities that may become available. 

2. A company will be considered “non-compliant” if they achieve below 

40 points on their generic scorecard.  Siza Steel Supplies Group does 

not fall under the “non-compliant” category because they have a Level 

4 BBBEE Status which is less than 51% Black Owned, Level 4 BBBEE 

Status does not fall under the non-compliant category.  Whilst they are 

not black owned and do not have white management, they have a 

diverse staff group and contribute to other BBBEE requirements which 

gives them a score of > 80 but <85 points on Generic Scorecard and a 

Procurement Recognition Level of 100%. 

3. Fronting in BBBEE is businesses that are pretending to be more 
compliant than they actually are.  Fronting practices often take the 
form of “Window Dressing” in order to score more points to qualify for 
a government tender or a required licence to operate in specific 
industries such as the mining sector.  Window-dressing refers to 
instances where companies list black people as beneficiaries, directors 
or shareholders so that they appear to have proper broad-based 
BBBEE status (Refer to Annexure 4).  Siza Steel Supplies does not fall 
into this category because they have not falsely representing 
themselves in any way, the scenario mentions that the business is 

white owned and all Senior Management is white, their affidavit (refer 
to Annexure 1) proves that they have not falsely represented 
themselves. 

Section C – BBBEE and Organizational Diversity 

Diversity in the workplace refers to an organization that intentionally 

employs a workforce comprised of individuals of varying gender, religion, 

race, age, ethnicity, sexual orientation, education, and other attributes. 

Having a diverse workforce goes beyond a HR Seminar or workshop.  When 

done properly, there are actual benefits of diversity in the workplace.  For 

example, more diverse workforces have proven to be more creative, faster 

problem solvers, more innovative, and better at decision making. 

Siza Steel Supplies could improve diversity in the organisation by: 

 Reviewing their existing work-place policy with diversity lens example 

create diversity friendly policies. 

 Ensuring diversity of internal teams and providing them with 

opportunities to work together example build Diverse Teams. 

 Offering mentorship programs help ensure everyone has the 

opportunity to advance and also create closer employee relationships.  

Establishing an inclusive mentorship program can help foster diversity. 

 Put Measurements in Place for Diversity - By measuring the 

organization’s diversity and looking at it objectively, it helps to 

improve the overall diversity levels by putting more focus on the 

actions required to improve them example include this on KPA’s & 

KPI’s of employees. 

 Celebrate employee differences - Invite employees to share their 

backgrounds and traditions in the workplace, including religious and 

cultural practices example cultural days etc. 

 Paying attention to organizational culture - Does their culture promote 

inclusiveness?  There may be pervasive attitudes and actions that end 

up dividing the workforce, making some groups feel unwelcome.  

These will need to be addressed to maintain diversity in the workforce.  

An example of how feedback can be achieved is by utilizing employee 

surveys to understand how employees feel on these topics as a means 

to discover issues before these issues cause employees to leave. 

Conclusion 

As the Credit Manager of Siza Steel Supplies Group, I’ve discovered through 

research that focusing and understanding the 5 pillars of BBBEE 

(Ownership, Management Control, Skills Development, Enterprise & 

Supplied Development and Socio-Economic Development) Refer to 

Annexure 7, was a great starting point to help me set goals and increase 

the BBBEE score/status of the company.  If these 5 pillars are complied 

with, then the company will certainly reach their goal of having an 

improved BBBEE rating/status.  After all, in any project or task, if there are 

measurements in place and one understands and complies with these 

measurements then they will certainly never fail in achieving their goals 

and required standards. 

BEE doesn’t aim to take income from one demographic group to give it to 

another group.  BEE is an economic growth strategy, targeting the South 

African economy's weakest point: inequality.  "No economy can grow by 

excluding any part of its people, and an economy that is not growing cannot 

integrate all of its citizens in a meaningful way,"  the DTI says. 

Great things in business are never done by one person, they’re done by a 

Team of People.  Let’s stand together and support South Africa in their 

Broad-based Black Economic Empowerment (BBBEE) integration 

program. 
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Madelyn Buys ~ 93 

Nokukhanya Mabena ~ 92 

Pelma Maja ~ 92 

Varushka Perumal ~ 92 

Ronica Maharaj ~ 92 

Thobile Shelembe ~ 93 

Mokganyatsi Malepe ~ 86 

Duane McPherson ~ Special Recognition 

Celeste Strydom ~ Special Recognition 

Sarasvathee Reddy ~ Winner 

Serena Naicker ~ 100 

Lucille Beukes ~ 91 

Shirmila Sooka ~ 89 

Duane McPherson ~ 96 

Louise Botha ~ 96 

Charity Ratji ~ 96 

Tebogo Mahlase ~ Special Recognition 

Adri-Paula Nell ~ Special Recognition 

Elizabeth Sello ~ Winner 
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2019 

Serena Naicker – Credit 1 

Many thanks to 

both the ICM and 

CBT for this 

award.  Studying, 

working and 

handling personal 

responsibilities at 

the same time is extremely 

challenging, but it’s definitely worth 

the effort, wealth of knowledge and 

great rewards that comes with it.  

Push beyond yourself because 

nobody else is going to do it for you.  

“Successful and unsuccessful people 

do not vary generally in their 

abilities.  They vary in their desire to 

reach their potential.” ~John 

Maxwell.  Every morning you have 

two choices: continue to sleep with 

your dreams or wake up and chase 

them…. 

 

2020 

Madelyn Buys – Credit 1 2020 

I enrolled for 

Credit 

Management in 

the beginning of 

2020, working 

as a debtors 

Supervisor at TogaLabs Pathology, 

with the aim of improving my 

knowledge and skills in the 

workplace. 

What is life if it isn’t about getting 

out of your comfort zone and getting 

off the couch and challenging and 

forcing yourself to do things that 

you wouldn’t normally do?  If you 

put yourself in a position where you 

must stretch outside of your 

comfort zone, then you are forced to 

expand your consciousness. 

Upon registration I never 

anticipated working in healthcare in 

the middle of the Covid-19 

pandemic and doing the Credit 

Management 1 and 2 all in 1 year.  It 

was the year where I have learned 

what pushing yourself to the 

ultimate level meant.  2020 is the 

year where I was the most out of my 

comfort zone, which turned out to 

be the most rewarding year of my 

life.  I grew exceptionally on a 

professional and personal level. 

I have sincere appreciation for all 

the lecturers from Credit Blende 

that were involved in my life 

changing journey.  Nobody can 

inspire us as great teachers can. 

They seem to come along at just the 

right moment and just spark 

passion.  They see potential and 

above all give us courage to find our 

own way with just enough guidance 

to show us that nothing is 

impossible. 

I became very interested in the 

course and have found my passion 

in Credit.  I am looking forward to 

continuing and expanding my 

career in the credit environment in 

the near future.  

 

Varushka Perumal – Credit 2 

My career in the 

credit industry 

started over ten 

years ago, as a 

Debtors Clerk. I 

had minimum 

knowledge in the credit field but 

was eager to take in every piece of 

information I could from my 

mentors and managers 

Over the years, I volunteered to 

take on additional tasks and 

duties, and through the various 

years of experience, passion and 

knowledge gained, I was able to 

work my way forward.  I am very 

grateful for being in a position of 

privilege, to work for an 

exceptional company that allowed 

me an opportunity to grow, 

therefore putting me in a position 

of leadership in the Credit 

department. 

Last year saw most of us face many 

challenges.  Some personally, 

professionally or both.  I was 

fortunate enough to be able to 

continue with my studies through 

the Institute of Credit 

Management.  During this time, we 

were faced with leading a team 

through unprecedented 

circumstances and our valued 

clients through challenges.  We 

were forced to navigate a new 

normal with amended policies and 

procedures.  Being a part of the 

Credit Management class during 

this time was exceptionally 

beneficial, as it gave me the 

additional knowledge I required, 

to apply in my daily tasks. I was 

provided with continuous 

guidance, support and 

encouragement from the 

phenomenal team and lecturers at 

CBT, which contributed to my 

successful exam and becoming one 

of the recipients of the Top 

Student award. 

From here on, I look forward to 

unleashing the magnitude of 
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potential, as I continue gaining 

knowledge and experience 

through my studies. 

Nelson Mandela said in his famous 

quote, “Education is the most 

powerful weapon which you can 

use to change the world”. As a 

recipient of this award, I have 

restored confidence to continue 

being a Credit Professional whilst 

representing the organization I am 

a part of, at its best. 

 

Duane McPherson – Credit 5 - 

2020 

My journey with ICM and Credit 

Blende started in 2017 with a “big 

push” from my inspiration, my 

lovely wife.  Without her 

encouragement I wouldn’t have 

achieved anything in my working 

career.  She would always quote 

Mark Twain “the secret of getting 

ahead is getting started”, very 

simple to understand but not as 

easy to implement.  Managing a 

full time job and part time study at 

the same time, is and will never be 

as easy task but with one’s 

commitment, hard work and 

support from loved ones, it will 

take you through those difficult 

periods.  CBT provided me with 

superior training and guidance 

throughout the course.  I believe 

that my achievements would not 

have been possible without the 

skills, guidance and support from 

all the lecturers and staff.  A “BIG” 

thank you to Heather Lawlor for 

giving me the opportunity to grow 

my skills, not only in the credit 

environment, but as a professional 

individual.  I’m proud to say that 

through these achievements, I 

have reached one of my goals by 

becoming a Credit Manager whilst 

completing the course.   

Thank you to the ICM and CBT for 

this prestigious award a quote that 

keeps me pushing ahead in my 

career, comes from 

Denzil Washington “goals on the 

road of achievement can’t be 

achieved without discipline and 

consistency”. 
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Credit 1 

Student No Final Results 

91024904 51 

91025022 70 

91025025 88 

91025027 69 

91025028 71 

91025033 73 

91025034 62 

91025035 87 

91025036 60 

91025037 81 

91025041 58 

91025044 58 

91025045 63 

91025046 91 

91025049 70 

91025050 68 

91025051 89 

91025052 81 

91025054 58 

91025055 63 

91025056 65 

91025057 70 

91025058 53 

91025059 53 

91025060 74 

91025062 71 

91025063 67 

91025064 93 

91025065 58 

91025069 86 

91025070 70 

91025071 64 

91025072 75 

91025073 68 

91025075 70 

91025076 78 

91025077 84 

91025078 70 

91025082 50 

91025084 57 

91025085 70 

91025086 54 

91025088 55 

91025090 58 

91025092 51 

  
Credit 2 

Student No Final Results 

91011930 80 

91024209 65 

91024661 65 

91024680 77 

91024763 87 

91024764 88 

91024804 66 

91024892 61 

91024899 74 

91024923 50 

91024950 62 

91024958 61 

91024961 79 

91024966 76 

91024967 92 

91024969 92 

91024973 67 

91024974 65 

91024975 78 

91024976 77 

91024980 82 

91024981 65 

91024982 92 

91024986 87 

91024989 77 

91024990 55 

91024991 68 

91024997 83 

91024998 82 

91025000 71 

91025001 85 

91025002 90 

91025005 92 

91025009 56 
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91025068 56 

 
Credit 3 

Student No Final Results 

91007598 58 

91011073 55 

91024280 86 

91024521 93 

91024629 72 

91024674 53 

91024698 81 

91024711 60 

91024734 90 

91024745 55 

91024760 51 

91024796 69 

91024854 62 

91024856 57 

91024857 65 

91024862 57 

91024863 63 

91024869 72 

91024882 79 

91024886 57 

91024888 53 

91024889 57 

91024890 53 

91024895 81 

91024896 55 

91024900 78 

91024902 56 

91024903 59 

91024905 69 

91024907 50 

91024908 58 

91024909 60 

91024935 74 

91024937 72 

 
Credit 4  

Student No Final Results 

91008986 86 

91010137 78 

91010285 60 

91011013 50 

91011358 55 

91024040 74 

91024316 75 

91024627 51 

91024657 61 

91024658 50 

91024660 72 

91024675 70 

91024689 65 

91024691 74 

91024695 71 

91024708 79 

91024731 80 

91024733 72 

91024736 66 

91024748 50 

91024751 55 

91024753 78 

91024758 60 

91024771 76 

91024783 61 

91024784 84 

91024799 68 

91024800 59 

91024834 66 

91024838 85 

91024839 77 

91024876 50 

91024877 51 

  
Credit 5 

Student No Final Results 

91006611 88 

91007408 70 

91007688 75 

91007897 76 

91010201 70 

91011636 72 

91011777 86 

91022081 71 

91024338 93 

91024613 66 

91024632 74 

91024648 89 

91024693 87 

91024709 76 

91025067 66 
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\ 

Credit 1 

Student No Final Results 

91025096 85 

91025100 84 

91025101 55 

91025103 82 

91025104 90 

91025105 82 

91025106 68 

91025108 80 

91025109 50 

91025110 79 

91025111 58 

91025112 88 

91025114 65 

91025121 81 

  
Credit 2 

Student No Final Results 

91024798 86 

91024833 68 

91024841 68 

91024904 81 

91024965 91 

91025022 87 

91025035 87 

91025052 90 

91025057 87 

91025062 91 

91025064 87 

91025069 84 

91025090 66 

91025115 59 

91025116 57 

  
Credit 3 

Student No Final Results 

91011930 70 

91024654 72 

91024763 66 

91024806 60 

91024899 60 

91024913 58 

91024914 55 

91024966 67 

91024967 86 

91024973 54 

91024981 57 

91024982 93 

91024986 75 

91024990 52 

91024998 50 

91025001 82 

91025002 75 

91025117 56 

  
Credit 4 

Student No 
Final 

Results 

91007598 75 

91011073 83 

91024629 63 

91024734 74 

91024760 80 

91024854 75 

91024856 78 

91024857 67 

91024862 78 

91024863 90 

91024882 88 

91024886 76 

91024895 80 

91024896 87 

91024900 86 

91024902 77 

91024903 84 

91024907 76 

91024908 77 

91024909 73 

91024937 91 
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Credit 5 

Student No Final Results 

91006014 91 

91008986 94 

91010137 92 

91010285 94 

91011358 91 

91024409 85 

91024627 95 

91024660 86 

91024672 95 

91024675 96 

91024689 95 

91024691 86 

91024733 96 

91024736 77 

91024748 84 

91024751 87 

91024758 90 

91024784 97 

91024799 89 

91024800 92 

91024834 100 

91024839 95 

91024877 81 
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ICM Credit  Professional Body Membership Fees 

Payable 2021 

 

MEMBERSHIP 2021 
Annual Membership Fee R735.00 

Once off registration fee (all first time registrations) R226.00 

  

ASSOCIATE MEMBERSHIP  
Annual Associate Membership Fee R735.00 

Once off registration fee (all first time registrations) R226.00 

  

FELLOW MEMBERSHIP N/A 
  

CORPORATE MEMBERSHIP  
Annual Associate Membership fee R5,422.00 

Once off registration fee (all first time registrations) R565.00 

  

ADDITIONAL FEES  
Re-registration fee (payable where membership has lapsed) R91.00 

Internal postage fees (compulsory for non-SA members and learners) R226.00 

Re-print membership certificate (on request) R172.00 

 

 

Student Fees Payable 2021 

 

 Part 1, 2 Part 3 Part 4 Part 5 

REGISTRATION FEES 
All first time registrations (ONCE OFF) 

R91.00 R91.00 R91.00 R91.00 Re-registration fee (payable where membership has 
lapsed) 

 

COMPULSORY YEARLY MEMBERSHIP FEES 
Learner (No voting rights, no membership abbreviation) R283.00    

Member (Full voting rights, Membership abbreviation – 
MICM, Membership Certificate) 

 R735.00 R735.00 R735.00 

 

ASSESSMENT (EXAM) FEES     
Exam fee (per exam) R616.00 R616.00 R745.00 R791.00 
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Website: 

www.icmorg.co.za 

Email: 

admin@icmorg.co.za 

Postal address: 

P.O. Box 10345, Edenglen, 1613 

Physical Address: 

5 Skeen Boulevard, Bedfordview 

Contact No: 

011 450-3914 

Institute of Credit  
Management NPC  
– Credit Professional Body 


