
 
 
 
 
 
 
 
 

 
 
 
 
 
 

www.icmorg.co.za    Issue 1 of 2022 
Institute of Credit  
Management NPC  
– Credit Professional Body 

 



 

2 

Highlights in this Issue… 

Perspective Editorial by Nick van den Berg – Business Rescue Explained 

 
Top Assignments for 1st Semester of 2022 (Abridged) 

 Credit 1: Risk Evaluation Process. 

 Credit 2: Protection and Safeguard in the event of SA Credit economy being at risk. 

 Credit 3: Crises Management Plan. 

 Credit 4: Strategy to mitigate impact of Russian/Ukrainian War. 

 Credit 5: Anticipated Rising Fuel Costs 

Also included….. 

Institute of Credit Management Syllabus 2022 
November 2021 Exam Results 
ICM Gala Invitation 
ICM Credit Awards & Nomination Information 
 

 

 

NATIONAL OFFICE 

 

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 

Editor: Briony Winslet 

Advertising enquiries: admin@icmorg.co.za 

 

DIRECTORS: 

 

Heather Lawlor (President) 082 885 4305 
Ronel Davidson 011 450-3914 
Melanie Bezuidenhout 082 379 8755 
Dr Noah Marutlulle 072 807 6509 
Brenda Wedel 072 970 2281 

  

Institute of Credit  
Management NPC  
– Credit Professional Body 

The views expressed in the articles, letters and advertising are the responsibility 
of the respective authors and are not necessarily those of the ICM Credit 
Professional Body or its Board.  The acceptance of the advertisements does not 
necessarily indicate the views of the ICM Credit Professional Body nor indicate 
ICM Credit Professional Body, its Board or Editorial endorsements. 



 

3 

PERSPECTIVE EDITORIAL 
 

Nick van den Berg 

Business Rescue Explained 

 
Two years of a pandemic has dealt extreme disruption to 

businesses worldwide.  Ultimately, these disruptions have 
impacted entities' financial performance, which may give 

rise to serious solvency concerns and financial distress in 

the worst case. 
 

Key indicators of financial distress include: 
 

 A significant decline in turnover and profitability; 

 Poor cash flow projections; 

 A deterioration of key liquidity ratios such as 
working capital, liquidity, and receivables 

turnover. 
 

When in financial distress, entities have limited options, 

such as restructuring, business rescue, or liquidating. 
 

Data indicates that from January to December 2021, there 
were 1,932 reported liquidations and 1,658 active business 

rescue proceedings in South Africa. 

 
In this article, we will explore the aspect of business rescue 

proceedings, which is one of the mechanisms at companies' 

disposal to weather the storm.  
 

The business rescue was introduced in South Africa as a 
cost-effective and flexible restructuring tool for a 

struggling business.  The purpose of business rescue 

proceedings is to preserve the business and allow the 
company to avoid entering into liquidation by coming to an 

informal, but binding agreement with all affected parties 

dealing with the company, which includes creditors, 
shareholders, employees, and trade unions ("the affected 

parties"). 
 

One of the key benefits of business rescue is that it shields 

the company from creditor pressure and allows the 
company breathing space to restructure its affairs and 

continue trade in the long run on a profitable basis. 
 

The procedure for implementing business rescue 

proceedings is relatively straightforward.  Firstly, the 
company's directors adopt the business rescue process by 

filing a resolution and a form "COR123.1" with CIPC.  

Secondly, the directors then appoint a business rescue 
practitioner to review the entity's finances and identify 

whether business rescue proceedings are likely to preserve 
the business. 

 

After their appointment, the business rescue practitioner 
must convene a meeting of creditors.  During the initial 

meeting, the practitioner must inform creditors of the 

prospects of rescuing the company, and creditors will also 
be requested to present proof of their claims against the 

company.  In addition, other administrative aspects are 
canvassed, such as forming an independent creditors 

committee, which may receive and consider reports 

relating to the business rescue plan on behalf of the general 

body of creditors. 
 

After the initial meeting, the practitioner must then prepare 

the business rescue plan, which invariably is due within 25 
business days after the date on which the directors 

appointed the practitioner.  The plan's primary purpose 
would be to convince the creditors (or at least enough of 

them) that there is good business that can continue and pay 

its debts in the future. 
 

After the plan's publication, the business rescue practitioner 

will then convene a second meeting with the creditors to 
consider the proposed business rescue plan.  During the 

second meeting, and after considering the proposed plan, 
each creditor will cast their vote insofar as the plan's 

adoption is concerned, with reference to their independent 

voting rights. 
 

A creditor's voting right is determined as a percentage of 
the creditors' total claim against the company compared to 

the total value of all other creditors.  For instance, if the 

total creditors amounts to R10 000 000.00, and the 
creditors' claim is R500 000.00, the creditor will have a 5% 

voting right.  Key to the plan's adoption is the approval of 

at least 75% of the value of the creditors of the company 
concerned, agreeing to the proposal. 

 
The adopted plan binds the company and creditors, 

irrespective of the creditors’ attendance of a meeting or 

voting in favour thereof. 
 

Should the plan contain a compromise with the creditors 

(such as the release of payments, extinguishing of 
securities, etc.), and the plan is adopted, the parties affected 

by the compromise will not be entitled to claim the balance 
of their claim against the company, even after the business 

rescue process terminates, and the company is trading as a 

solvent company again. 
 

If suretyships remain unaffected by the adoption and 

implementation of the plan, creditors may then pursue the 
sureties for any shortfall. 

 
The current economic climate in South Africa, primarily 

attributed to state capture, civil unrest, and the COVID-19 

pandemic, significantly increases the risk of financial 
instability and the survival of businesses.  Boards and their 

advisors should be cognisant of the indicators of financial 
distress and their duties regarding continued trade while 

insolvent.  Implemented correctly, the business rescue 

process can represent a very tool to avoid the detrimental 
consequences of a formal insolvency process. 
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By Mawande Sukume 

INTRODUCTION 
 

As the Credit department with our Three Pillars of a Successful department, it is our obligation to consider the 

structure, the procedure and our policies before we grant any Credit to the new customer who is applying for the 

credit as we are the profit Centre of the Company.  As the regulated Company we are guided by National Credit ACT 

(NCA).  To promote a fair and non-discriminatory marketplace for access to consumer credit and for that purpose to 

provide for the general regulation of consumer credit and improved standards of consumer information as it is outline 

in the Act, 2005. 

 

As the profit centre of the company the marketing strategy it is extremely important and can change from time to 

time which request the department for the amendment of the credit policy, as the department if we want to grow our 

market share in this troublesome economy, we need not to implement a rigid credit policy.  As a tightening up of a 

policy would not encourage new customers to grow market share, one would require a prudent but flexible policy 

with a quicker turnaround time of approval of new accounts and the reassessment of credit limits.  However, we 

ought to remember that our credit policy is set within the primary objectives of a company, what does the company 

wish to achieve? 

 

PRESENTATION & THEORETICAL 

A Credit Application form has been attached on this risk evaluation process which need to be duly completed and 

signed by a person who has contractual capacity and as advised in our pillars that we ought to have the resolution of 

the company empowering the signatory to sign the Credit application form.  A consent form from the customer who 

is a credit receiver must be obtained, for us to be able to continue with the evaluation process which will assist us 

with the background check for Credit worthy. 

 

Part of the evaluation process we are to consider as we do credit vetting: 

 Statutory information 

 Previous payment trends 

 Court roles 

 Verification facilities 

 Credit Bureau information 

 Trade references 

 Trend history 

 Scoring system 

 Written authority to obtain trade references 

With these indicators at hand, it is imperative that we accurately verify the information, the information which one 

has.  Credit Bureau’s records as we know it play a vital role in Credit today.  Not only do they offer a myriad of 

services, but the services are offered online which makes credit decisions so much quicker to make.  Information and 

the verification thereof are now at our fingertips.  This assists us to verify company’s registration certificates, VAT 

certificates, trade references and industry knowledge. 

 

FINANCIAL 

Every new customer must provide information about the results of the firm’s financial position, and cash flows of 

the firm.  This will assist the financial analysist to be able to make an accurate decision regarding the financial health 

of the business, when deciding whether to grant credit to the applicant. 

 

KEY FACTORS TO BE CONSIDERED 

The financial statement position is imperative to obtain notes attached to the financials in order to see the explanation 

to the financials, and to obtain at least two years statement of financial position to compare year on year (track a 

trend). 

  

CM1: Risk Evaluation Process Assignment 
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Documents to be considered on the financials: 

 Financial statement include statement of comprehensive income and balance sheet 

 Cash flow statement for the past financial year and projected 12 months. 

 Companies anticipated order book. 

 

They will help us to look at the income and expenditure of the individual to establish the disposable income, whether 

they can afford to repay the debt which they are intending to undertake with us. 

 

PRACTICAL APPLICATION 7C’s 

Applicant: MaliSukume Media Health Group LTD PTY 

Character: The business has shown the good moral character and trustworthy credit 

payment to creditors viewing their credit history records.  The position they 

held as a corporate has been linked with professional traders which are 

recommended in the markets. 

Capacity: With the better score range the applicant has reached 693 which is good for 

business. 

 

From the financial statement the business can sustain and maintain itself, the income 

has shown that the applicant is consistent and stable.  The cash flow statement has: 

 

Capital Collateral & Condition: The business owns 4 mortgages worth 20 million, as guided by our process the net 

worth is very important, as we know this can be the element of assurance that a credit receiver can be forced to pay if 

all persuasions to pay have failed.  The customer is in the health sector which is always controllable in this economic 

environment crisis which our country is facing. 

Sukume Health Group, with their credit history record they have traded with Coloplast which has shown healthy 

business to be granted the credit. 

 

Common Sense: All rules and processes as guided by NCR and the Government Gazette have been followed, for the 

benefit of the business and for the customer as the information granted by the help of the Credit Bureau, the last decision will 

be taken by the Credit Manager based on the information gathered in our credit vetting. 

 

CONCLUSION: 

Given all the necessary information required, the Credit Application form has been supplied and the Consent form 

has been signed by the applicant, from the financial statement and the details of the company the customer has shown 

credit worthiness.  The liquidity of the company has proven that it is a healthy business as proven by their increase 

of an income each financial year end.  The score of 693 is a positive sign which gives us as the credit grantor a 

positive attitude towards the applicant and it is good for the business as we are trying to grow our market share in 

this economic crisis. 

MOTTO: 
 

The Pie is Blue, our Graph is Blue, the sky is Blue, when 

everything is Blue… 

 the Company is Blue to grant the Credit. 
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CM 2: Protection and Safeguard in the 
event of SA Credit economy being at risk 

By Roxanne Moodley 

INTRODUCTION 
Our Company XYZ might face a major problem in trading due to the crisis being experienced with Ukraine and Russia.  

An investigation was carried out in order to find ways in which our company can regain their ability to start operating 

in a sustainable manner.  With many elements contributing to the problem a Fish bone diagram of Cause and Effect was 

used to perform an analysis and help brainstorm ideas on how these problems could be tackled.  As a Creditor our main 

loss can occur if our business is not protected and safeguarded by the employees of the business.  The assignment is thus 

a flow of how each problem has suggested solutions in which is given in a proposal format. 

 

PROBLEM STATEMENT 
 Ukraine and Russia are at war which are causing all countries around the world to experience some type of 

economic risk.  Due to many price increases and shortage of products this could cause the South African Credit 

economy being at risk as well.  This might be one of many problems to come. 

 Due to this, Credit Companies in South Africa can lose clients and customers, as people don’t want to align 

themselves with an organisation that could not have the right products, customer care, environmental awareness, 

and business ethics or cooperate governance. 

 

Findings and Proposed Actions 
Strategy 
Company XYZ has been around since the early 1990’s and has always strived to be the best in providing its customers 

and stakeholders with quality goods and services.  Their mission was to hit the market locally and internationally and 

we were known for our history of building relationships with partners we trust, supporting our communities and creating 

long lasting relationships around us.  Change!  However, has got the better of us and what we still see as good business 

for us is turning out to be bad business for others.  Firstly, we need to see what is the cause and effect of our business 

which could face an economic crisis: 

 

This diagram concludes that the major 3 factors that 

can make or break the business.  Credit, Customers 

and Credit Controller (Credit Department).  The 

economy, leadership, ethical policies, 

sustainability, access to goods and services, lack of 

training, adapting to change understanding and 

upskilling within the departments are the other 

major concerns and need to be addressed. 

 

 
a) Change and adapt 
The increasing demand of stakeholders, clients and customers wanting to align themselves with companies that are 

socially and environmentally responsible is an important issue in finding ways on how we as a company need to 

strategize in order to maintain the goal of obtaining sustainable business practices.  These practices must ensure a long-

term economic advantage and respond to the interests and pressures of our investors and customer base.  Credit 

departments need to strive being the best in managing accounts receivable portfolio risk to protect profits, prevent 

potential losses and help the company sell more products or services.  Secondly, strengthening our business during an 

economic downturn should consider quality and productivity strategies.  Our output of sales should be as strong as our 

input of receiving payments.  Cash inflows should exceed cash outflows.  Thirdly, making customers our priority.  

Building a financial foundation is a process that takes time.  Remember customers want to do business based on the 

company reputation, contribution to the economy and watch very closely as to how businesses do right by their wrong.  

The three factors are linked together - Credit, Customers and the credit controller.   

 

Proposed Solution We need to think of these keys factors as per the fishbone analysis. Credit - as a credit controller 

we need to be tough and upskill ourselves should we lack the training under this new pressure.  Collection methods and 

old ways of thinking should change.  Satisfying the needs of the clients whilst maintaining departmental goals can be 

difficult but as a credit controller, we need clients to know that they are making the right choice to pay us.  We can build 

good relationships and collection models if we take cognisance in the way we carry out our duties as a credit controller.  

I believe that this can be accomplished as we can perform according to governance outcomes by strengthening our 

knowledge in improving ethical culture, good performance, effective control and transparency sustainable growth of 
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this company.  This will help meet with the satisfaction of the current stakeholders, clients and future or potential clients.  

Our business model needs to reflect as to how we as a company are going to adopt good environmental, social and 

governance practices. 

 

b) Quality and productivity strategies- Conscious Leadership 
Now that we have our foundation secured, we can move onto how we ensure that the business can move into a sustainable 

direction and provide quality and conscious leadership as credit controllers.  Not paying attention to conscious leadership 

will have a ripple downward effect and negatively impacting the sustainability of the company.  This is where the 

disciplinary and type of leadership we must equip ourselves with.  We need to establish ways in which we balance the 

considerations of the environment (credit department and business as a whole), customers, and suppliers and still be 

making a profit.  If we continue to ignore the three dimensions which is the Economy, Society and the Environment, 

then we will be heading a failing business.  Credit facilities need to be looked at in detail and ensure that all responsible 

lending business practices are applied.  Nothing is greater than empowering and growing the next future leaders and this 

step is us putting in a Succession Plan Programme.  This is an ongoing programme which includes each manager right 

down to its lowest post employee all have a succession plan.  Meaning each person working within the organisation 

must have a clear career growth within their work environment.  This will ensure a less disruptive business flow should 

a scenario occur causing an employee’s absence and keep the company as productive as full employees are there.  

Bringing in talented personnel with complementary skillsets that can help towards the assessment of the overall 

sustainability of the organisation.  Bringing in people with an understanding or experience in this regard can also get to 

quicker solutions on how to fix or work on the areas that need attention. 

 

c) Tackling the Sales and Collections 
Almost every industry is finding ways in which they can create a productive and quality business platform.  As discussed 

earlier, financial instability, climate change, technology disruptions and ubiquitous social media platforms are creating 

a world of increasing transparency.  We need to create an environment that shows how we take these factors seriously.  

We need to put in place policies and practices on how we can be intentional about the sustainability of the business.  

When people are assigned duties and held accountable then their mind-set will automatically change into doing things 

correctly.  We need to be educated on why we as credit controllers are a key and how any ignorance is going to impact 

the sustainability of the company.  Revenue generating in this business is tough as it is, and our business depends on the 

sales of services and products as well as the loans or the sale of the stock. 

 
 

Solution: A solid and tested Credit Policy must be implemented to obtain business objectives and goals.  As a credit 

controller we need to ensure that both targets, customer care, collection follow ups, organisation, time management, 

company values together with the list of skills that we bring as credit controllers itself must be fulfilled to the best of our 

abilities daily.  Credit controllers need to ensure that they create and uphold payment procedures and policies that ensure 

timely payments.  We need to respond to our clients queries within a deadline time frame to avoid chaos or unsatisfied 

customers.  We need to keep our retention levels high which comes from being a credit controller that collects with care 

and maintain relationships.  Reconciling of accounts whilst providing administrative support to our sales/finance teams 

should be on point.  Overall the most important aspect of safeguarding our company through this credit risk problem 

statement is making sure we keep a close eye on debtor account balances.  We need to be proactive and dedicated to the 

book.  Lastly when clients think about debt, they think of what’s most important and move down the list.  If we have 

credit controllers that really want to make a big impact on the cash inflows of the business, we need to sell the idea to 

our customers that their account with us is just as important as their bond, vehicle, lights and water bills.  When we start 

thinking of ways that can include this picture for a client, we can have our account move to the top of their list. 

 

Conclusion: 
To conclude this credit management 2 assignment, I firstly would like to highlight how research is important and a great 

tool to use in helping understand how problems can be tackled.  By learning from other people’s mistakes or 

accomplishments, we can determine quicker and simpler routes in achieving our own goals.  Every business is different 

in their own way however we all share the same world and therefore how each one of us uses the resources effects the 

next business.  This thought process needs to be embedded in each person so that the world itself can be sustainable.  

This sustainability is not just for the short term but for the long term.  We need to ensure that our input decisions today 

impact the sustainability of the output positively for the long run.  We need to be assertive, considerate, accountable and 

transparent.  Becoming successful can automatically make us happy. 
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ICM NATIONAL GALA AWARDS 
 

Fascinator Masked Ball 

 

20 OCTOBER 2022 
18:30 for 19:00 
SUMMER PLACE ~ BOKSBURG 
2 CPD POINTS 
 

RSVP: 9 September 2022 
admin@icmorg.co.za 
(011) 450-3914 
 
Tickets: R950.00 
Table (8): R7,600.00 

 

 

ENTERTAINMENT FOR THE EVENING……. 
 

 

 

 

DJ DOMZ 
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Gala Awards Evening 
20 October 2022 – Summer Place Boksburg 

 

The ICM Awards were created in order to give recognition to 
those who are exceptional achievers within our industry.  If 
you think you, or someone else, belong in one of the following 

categories, then submit your nomination/s now: 
 

Nominations may be made by the individuals themselves OR by a third party. 

 
Credit Professional Executive of the Year 

Credit Professional of the Year  
 
 

Nominations from ALL regions in South Africa are welcome! 
Please complete the nomination form and forward to the ICM National Office. 
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 Nominee has a minimum of 5 years in a credit strategic decision making position. 

 Has greatly contributed to the overall success and growth of his/her employer through sound risk management 

and cooperation with, and guidance of, the sales and marketing team. 

 Has earned the confidence of both his/her team and his/her senior management. 

 Has taken ownership for his/her own career development. 

 Has shown personal growth within the credit arena through promotion/advancement to senior management 

position. 

 Has shown commitment to the development of both his/her credit and sales teams. 

 Has an entrepreneurial spirit that is willing to adapt to the changing South African credit environment, and that 

has contributed to his/her company's changing credit policies. 

 

 Has a minimum of 4 years’ experience in credit. 

 Makes operational decisions. 

 Has a proven track record of credit related achievements. 

 Must have a written endorsement from a superior emphasizing the nominee's achievements. 

 Must be able to demonstrate a tangible and measurable improvement in their particular field over the last 12 

months. 

 Have to show a consistent and rigorous approach to team development and training, and demonstrate 

recognition of individual/team effort. 

 Evidence of a structured approach to their business discipline demonstrating a considered and socially 

responsible approach will be required. 

 
 

Tips to make you a finalist: 
 

Although the application form identifies the nominee, this short guide explains the process, ensuring that the 
documents are presented in the best possible way, thus giving each nominee every possible chance of success.  
Professionally presented quality documents will help the judges in the judging process and will ensure complete 
impartiality. 
We would recommend that notice is taken of this advice as in the end it will be of benefit to those people 
nominated.  Please remember a great deal can be read into the way a nomination is presented, from the 
language used, the paperwork provided and the layout of the proposal, so please ensure that documents 
provided are as clear and informative as possible. 

Once the nomination form is received by the National Office of the ICM, the nominee will be contacted and the 
following documentation will be required in order to process the nomination (if not already included). 
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 National Awards 
20 October 2022 

Nomination Form 
 

Closing date:  9 September 2022 

Please complete and submit the nomination form together with an up-to-date resume, overview of career 

highlights, organisational structure (organogram), employer endorsement letter and narrative to the ICM 

National Office by no later than 9 September 2022.  Email to admin@icmorg.co.za 

_______________________________________________________________________________________ 

PLEASE SELECT CATEGORY 

(Refer list of criteria) 

Credit Executive of the Year   

Credit Professional of the Year   

_______________________________________________________________________________________ 

Details of 
Nominee: 

   

    
Surname:  First Name:  

    
Postal Address:  Postal Code:  

    

    

Company:  Mobile:  

Job Title:  E-mail:  

Tel:    

 
Reason being nominated: 
 

 

 

 

 
To be completed if nominated by a third party: 
Nominated by:  Signature: _________________________ 

    

Company:  Job Title: _________________________ 

    

Tel:  Mobile: _________________________ 

  Email:  

__________________________________________________________________________________ 

Acceptance of Nominations 
Nominee:  Signature:  

__________________________________________________________________________________  
Included: Up to date 

resume(CV) 
 Organogram   Overview of 

career 
highlights 

 Employer 
endorsement 
letter & 
narrative 
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By Melanie Moodley 

INTRODUCTION 
 
The Russian invasion of Ukraine has resulted in a ripple effect thus affecting the global economy.  This has led to an increase in 
the price of oil, gas, wheat, food, metals and many other commodities. 
 
Due to this global crisis many companies have been forced to close their doors as they are unable to keep their businesses afloat.  
In an attempt to ensure that our business remains functional a course of action has been put into place. 
 
The Credit Department serves as a support structure to the Sales Department.  It is imperative that both Credit and Sales work 
together toward a mutual goal, which is the long term growth and profitability of the business.  In addition, operations and 
credit controllers have to also work in conjunction with one another. 
 
The report below covers the legal aspects as well as the process of Planning, Leading, Organizing and Controlling necessary for the 
business to be fully operational.  The plan will identify who will take action and their roles and the control measures that will be 
put into place. 
 

PLANNING 
 
First and foremost, in our plan of action we need to keep monitoring our overdues towards companies that may be linked to 
Russia and which are not sanctioned.  The below would need to be monitored: 

 the despatch of cargo 

 Storage of cargo 

 Handling of cargo 

 Shipping cargo 
 
The below course of action will be implemented in order to mitigate risk and alleviate any potential crises that may occur in the 
business: 

 Ensuring that the correct credit facilities are in place. 

 Ensure that we do not lose sales to our competitors. 

 The risk of credit facilities are covered. 

 What are the cash requirements?  How fast do you need to be paid? 
 
A meeting will be held by the credit risk manager, operations manager and the sales team to discuss the plan of action.  This 
course of action will be streamlined through to the credit risk analyst, the supervisor and the credit controllers. 
 

LEADING 
 
The objectives of each team is described in detail below: 
This will ensure that all teams are aware of their objectives, functions, tasks and responsibilities. 
 

TASK WHY WHEN WHO HOW REVIEW DATE 

Analysing Credit 
Limits 

To determine if the 
client is worthy of being 
granted the credit and 
to ensure that we are 
compliant with the 
National Credit Act – 
that we are not granting 
credit recklessly 

Once the credit 
application has been 
completed and all the 
information on the 
client has been 
evaluated and 
analysed. 

Credit Risk Analyst Credit Bureau and 
Financials 

The turnaround time 
should be within 5 days 
which is ample time to 
verify the information 

Reviewing Existing 
Limits 

To keep track of clients 
that are over- trading 
or under-trading 

Daily. Credit Controllers, 
Credit Risk Analyst 
and Sales Department 

Credit Controllers to 
review their Age 
Analysis, Identify the 
clients that have 
exceeded their credit 
limit, or under-
Trading. 

Weekly 

CRISIS MANAGEMENT PLAN 
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Market Research To ensure that we do not 
lose clients to our 
competitors 

Monthly Sales Team, 
Operations and Credit 
Manager 

The sales person needs 
to determine the 
following aspects: 
How competitive is 
your industry What 
are your goals for 
market share?  
What is your 
Profit margin? 

Monthly 

Collections To collect current and 
outstanding funds 

Daily Credit Controllers, 
Supervisors and Credit 
Manager 

Telephonic or e mail Weekly reviews of the 
debtors books 

 

ORGANIZING 
 
Below is the structural overview of the departments that will be involved in accomplishing the above tasks and the reporting 
structure: 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

CONTROL 
 
Credit Risk Analysts – Meetings to be held every two weeks to track pending issues or missing documents.  Management, Sales 
and Operations to intervene and assist where required. 
 
Sales Team – Weekly sales meetings to be held between the sales team, operations and credit risk analysts to discuss potential 
clients.  A monthly Sales Analysis will assist the sales team to establish if there is a decline or improvement in sales. 
Credit Controller - Each controller is required to have a sound knowledge of their debtors’ books.  Weekly book reviews to be 
held with the credit controllers to identify problem clients, include the sales and operations team if the queries are relating to 
rates or invoicing discrepancies.  Staff will be trained on how to handle difficult clients. 
The Age Analysis will serve as an effective tool to measure performance together with the cash flow and the DSO (Days Sales 
Outstanding). 
 
From a legal point of view the below action can be taken should the debtor default:   
No contact has been made with the credit provider regarding payment arrangements. 

 Payment arrangements have not been adhered to 

 No response has been received upon receipt of the letter of demand 

 The credit receiver has made no effort to get themselves out of debt 
 

CONCLUSION 
 
The goal is to maximize profit while minimizing risk, it is vital for senior management to be aware of the goals of the credit 
control department and how they contribute to the improving the sales and profitability of the business.  Realistic and 
streamlined processes have been put into place.  Open lines of communication in an attempt to resolve problems have been 
clearly established.  Each staff members’ role is clearly defined.  There will be continuous supervision and team effort will  be 
encouraged.  We are all working towards the ultimate, goal which is the sustainability of the business and to achieve this everyone 
needs to work together.  With the clearly established plan in place I do not foresee our business failing. 
  

CREDIT MANAGER 

OPERATIONS MANAGER SALES MANAGER 

CREDIT CONTROLLERS 

SUPERVISORS 

CREDIT RISK ANALYST 
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CM 4: Strategy to mitigate the 

impact of the 

Russian/Ukrainian War 
 
 
By Kedibone Moremi 

INTRODUCTION 

Putting aside the very real human cost, war has also serious economic costs – damage to infrastructure, a decline in the working 

population, inflation, shortages, uncertainty, and rise in debt and disruption to normal economic activity. 

 
In many circumstances, war can lead to inflation – which leads to loss of people’s savings, rise in uncertainty and loss of confidence 

in the financial system. 

 

The 2022 Russian invasion of Ukraine led to a rise in the price of oil and gas, and this will lead to higher global prices for fuel.  As 

Russia is a major supplier of oil and gas, economic sanctions on Russia in response to the invasion will reduce supply and put upward 

pressure on gas prices. 

 

CREATE A CLEAR CREDIT CONTROL STRATEGY 

Set out a day-by-day strategy:  By clearly setting out a day-by-day strategy from the moment the order is placed until the invoice is 
paid, our team can adopt a co-ordinated and professional credit control procedure. 

Decide our process for late payments:  Ensure our strategy has a clearly defined procedure for dealing with late payments.  This can 

include courtesy calls, letters, late payment interest, pausing services or passing the debt to a collection agency. 

Train staff:  Once our team have agreed the timetable, the next task is to introduce it to our employees and ensure that the necessary 
levels of training are provided. 

Ensure policy is stuck to:  For our credit control process to have the most effect, all stages need to be adequately completed and 

meticulously stuck to.  Make sure our customers know exactly when they will be expected to pay and what will happen when they 

don’t.  This can be documented in your terms and conditions. 

Assess our performance:  Analysing our performance is key to finding where we can make improvements.   

Compare our performance to industry norms:  Look at the average debtor days for our industry.  How does our business compare?  

This can provide good insight into the success of our efforts. 

Make necessary changes:  If our review has identified room for improvement it’s vital that we take action to improve our credit 
management processes before the issue gets out of hand. 

Ensure we have adequate resources to do it well:  Managing our credit control in-house requires significant resources. 

Learn from our competition:  Is our competition offering more favourable credit terms than we are?   

Get the right balance:  When deciding on our credit terms and policy it’s vital we strike the right balance so that we remain 
competitive whilst being stringent enough to protect our cash flow. 

 

KNOW OUR CUSTOMERS 

 Use account opening forms 

 Know the full registered business name 

 Check the business VAT number 

 Confirm who invoices should be addressed to 

 Know who is responsible for accounts payable 

 Perform a credit check on application 

 Credit check long-term customers too 

 Check when large businesses pay their suppliers 

 Build strong relationships 

 Keep in touch 

 Say thank you 

 Look out for warning signs 

 Keep a watch on industry news 

 Set expectations 

 Train employees to flag any odd financial behaviour 
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PROTECT OUR CASH FLOW 

Our sales ledger is one of our most important assets, providing essential information about the invoices owed and therefore offering 

incredible insight into our business’s performance.  Knowing exactly when each invoice will exceed terms allows us to spot potential 

cash flow shortages and take the necessary steps to safeguard our business.  Credit insurance protects a business’s cash flow from the 

repercussions of late payment and bad debts by safeguarding the business from non-payment through insolvency or protracted default. 

 

SALES 

 Becoming more aggressive.  Changing our marketing strategy to fit the psychology of the times.. 

 Increase sales to present customers.  The customer relationship is always much more fragile than we like to think. 

 Build our prospect list.  Develop what we like to call a “chances” list.  Make regular contact with these companies.  Explain  
why we have a special interest in them. 

 Use “Value-Added” techniques to get an edge on our competitors.  Think like a customer to discover what we can do to 
dramatize our uniqueness.   

 

PRODUCTION 

 Forecasting market expectations to plan effectively. 

 We need reliable inventory levels feeding the pipeline have to be established, and a sound inventory system should be in 

place. 

 Availability of equipment and human resources also known as “available time", this is the period of time allowed between 

processes so that all orders flow within your production line or service. 

 Standardized steps and time. 

 Risk factors.  Evaluate these by collecting historical information. 

 

LOGISTICS 

 Take the time to make a solid plan.  Efficient logistics is all in the planning. 

 Always have a contingency plan. 

 Hire a logistics manager with strong interpersonal skills. 

 Automate our systems wherever we can. 

 Learn from your mistakes. 

 

FINANCE 

 Vision Statement.  Creation of a broad statement about the company’s values, purpose, and future direction is the first step 

in the strategic-planning process. 

 Mission Statement.  An effective mission statement conveys eight key components about the company: target customers 
and markets; main products and services; geographic domain; core technologies; commitment to survival, growth, and 

profitability; philosophy; self-concept; and desired public image. 

 Analysis.  This third step is an analysis of the company’s business trends, external opportunities, internal resources, and 

core competencies. 

 Strategy Implementation and Management.  One of the most effective management instruments for implementing and 
monitoring strategy execution as it helps to align strategy with expected performance and it stresses the importance of 

establishing financial goals for employees, functional areas, and business units. 

 

CONCLUSION 

The cost of war is largely masked by national income accounting, which ignores the loss of lives and the destruction of physical and 

human capital associated with war.  Moreover, resources devoted to war are treated as final goods or services instead of as costs of 

production. 

It questions the assumption of many that war is good for business, presumably on the basis that war increases employment and 

production. 

Democratic processes can provide for peaceful changes in government.  Market economies can provide meaningful opportunities for 

both ordinary and talented individuals. 

Constructive engagement can bring about better policy options in the future.  But, just because there may not be a political solution 

for a place torn by ethnic and religious divisions does not mean there is a military solution.  

  

https://www.bdc.ca/en/articles-tools/operations/inventory-management
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CM5: 
Anticipated Rising Fuel Costs 

By Sibusiso Mahlangu 

 

 
2 March 2022, a litre of Petrol in the Republic of South Africa cost R21.60 almost twice the amount it cost on the 

same day 5 years ago!! 

INTRODUCTION 
“The reality is that gas prices should be much more expensive than they are because we're not incorporating the true damage to the environment 

and the hidden costs of mining oil and transporting it.  Whenever you have an unpriced externality, you have a bit of a market failure, to the degree 
that eternality remains unpriced”   ~  Elon Musk: Founder, CEO and Chief Engineer of SpaceX. 

 
We all have been affected by the current fuel costs and the anticipated continuous price increases.  Unfortunately, it is safe 
for one to state without any doubt that our credit department has been in the direct path of these notorious events and as 
such, it is one of the departments that must conduct a thorough, detailed, and systematic introspection.  Once this exercise is 
complete, we will then be in a better position to understand what measures we need to put in place to combat the impact of 
these rising fuel costs. 
 
Therefore, the question that arises is; what should we seek to achieve through this introspection?  The answer is simple, the 
objectives that should be achieved are: 
 

 Determining the impact of these fuel increases on the Account Receivable Department 

 All the operations and functions in our departments are guided by the directives in our employment policies.  

Therefore, once the impact of these fuels costs is established, a determination of how to amend our policies will be 

figured.  The amendments MUST be purposeful and objective. 

 Compliance with Labour Legislation 

 All the cost cutting measures and any other action deemed 

necessary to remedy the situation ought to be fully compliant with 

our internal policies and general labour laws. 

 Objections and push backs to resolutions 

 Employees who subscribe to a “Change is bad” ideology are likely 

to resist mandatory changes in the workplace.  The impact of 

such actions must be reviewed against the objective of the 

company to determine a feasible course of action. 

 

IMPACT OF INCREASED FUEL COST ON 
OUR COMPANY 

 
The nature of our business is such that our survival is based on having our 
fleet on the road.  There are many factors that need to be considered to have 
our fleet on the road, however one fundamental factor is the availability of 
fuel.  Fuel is what keeps our engines running, without it, there is no business 
for our organization.  This notion is further extended to all our stakeholders 
in various levels. 
Overseeing the Accounts Receivable Department for the organization, I 
have incomparable knowledge of the impact increased fuel costs have on the 
company.  Some of these challenges are mentioned below: 
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 Loss of business 

 Since fuel cost predicaments also impact on our customer’s ability to conduct business, it has been noted that 

several of our customers have gone bankrupt and discontinued business activities.  As a direct consequence, the 

literal meaning of this is that we are losing business.  This is happening at an alarming rate. 

 Increased DSO 

 One of the fundamental measures of our departments’ efficiency in collecting monies owed to the company is 

through lower DSO ratio.  Unfortunately, we are currently not meeting our DSO targets since our customers are 

unable to pay us as per prescribed terms. 

 Poor Sales Turnover 

 Since our customer’s credit limits are linked to their account status, any accounts with outstanding debts beyond 

terms is “locked” and denied purchasing power.  This function is generally enforced by the system and cannot be 

bypassed.  As such, we currently have a situation whereby we are losing sales and this impacts negatively on the 

business.  A large chunk of our customer’s money goes towards covering their fuel expenses. 

 
The above-mentioned impacts, clearly point to a dire and inevitable consequence for the entire company, which is the collapse 
of the company – simple.  Our cash flow is not sufficient for us to purchase enough fuel to keep our trucks and vehicles on 
the road and deliver goods to customers on time.  Secondly, our customers are also faced with the same predicament and as 
such, are unable to pay us on time. 
To keep our company in business, 4 major strategic measures need to be implemented immediately, namely: 

 Consolidation - By reducing carrier numbers and consolidating supply chain needs 

 Nearshoring - To attempt to reduce the length of transportation for products in the supply chain 

 Driver sleep outs – For outlying areas, drivers can be booked at hotels for a period of the delivery schedule. 

 Customer centricity – finding ways to assist our customers who are affected by this issue in these trying times. 

 

Strategic measures to be implemented to safeguard the 
Risk 

 

 Consolidation 

 Our truck loads will be consolidated per province.  Instead of 

having various trucks delivering to multiple provinces, we will 

consolidate the cargo per province. 

 Nearshoring 

 To attempt to reduce the length of transportation for products 

in the supply chain, we need to adopt the concept of 

nearshoring.  This involves sourcing products and raw materials 

from locations that are near the end-market in an attempt to 

reduce transportation costs. 

 Driver sleep outs 

 This will be necessitated by the consolidation method.  Since 

the trucks will be spending the whole week in a province, it will 

therefore require the drivers to spend the whole week in the 

province too.  Therefore, employment contracts and policies 

for the drivers and their assistance needs to be reviewed to 

ensure that this change is implemented within the ambit of the 

law and labour legislation. 

 Customer Centricity 

 In many situations, decisions in life are made in small 

incremental or decremental adjustments to the existing plan of 

action or status quo – this phenomenon is referred to as 

“marginal changes”.  Fact of the matter is that our customers 

are struggling to keep up with their payment, let alone to keep 

their business afloat.  We have been doing business with some 
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of these customers for many years and their profiles & debtors have been superb.  During our time of need some 

of these customers extended a helping hand by paying us well in advance, at times they even paid us before we 

could deliver their goods.  It is only fair that we also assist our loyal customers to continue with their business 

operations – this will simultaneously guarantee our existence. 

 After a complete review, we will implement the below to assist our qualifying customers: 

 Discounts – 5% discount will be given on all accounts that pay within 30 days from date of invoice. 

 Delivery fees – We will cut delivery fees by 2.5% for deliveries that are within 50KM radius from our depots. 

 Credit limits – As sensitive as this might sound, we will review credit limits to adjust them to cater for the 

situation our clients find themselves in.  Unfortunately, for some customers we might need to decrease limits, 

however, this will technically assist and benefit them in the long run as it will limit exposure to more debt. 

 

Implementation – Which Departments will be involved? 

This problem affects the entire company & all relevant stakeholders, including customers.  However, in the midst of these 
incomparable storm, a few departments will be required to raise their hands more than the others.  Below departments will 
be required to implement these action plans: 

 National Warehouse 

 Credit Control 

 Creditors 

 Executive Management 

 Board of Directors 
 

Ensuring that the risk is constantly contained 

 

“The biggest risk is not taking any risk... In a world that is changing really quickly, the only strategy that is 

guaranteed to fail is not taking risks.”   Mark Zuckerberg: Chief Executive Officer of Facebook 

 
Planning is always venturing into the unknown!!  That translate to RISK.  The predicament we are facing with regards to fuel 
cost, both current and anticipated increase costs cannot be predicted irrespective of how hard we plan.  The management of 
risk and the actions taken to counter such should always be aligned to our organization’s objectives.  The driving force towards 
achieving our objectives will be our Credit Control Department.  The main objective of the Credit Control Department is to 
“Maximize profit” for the organization.  Therefore, if the Credit Control Department achieves its mandate, then the overall 
objectives of the company in general would be realized.  The four strategic measures discussed earlier need to be regularly 
audited to ensure that the implementation is yielding positive results for the organization.  The outcome of these audits should 
be weighed against the objectives of the organization to determine the true reflection of the strategic implementation. 
 

Conclusion 
 
For every plan to be executed successfully, it requires the buy-in from everyone within the company.  The question is how do 
we get this buy-in from people in the organization?  Study Unit 2: Macro-Economics (Credit Management 5) has taught us 
that “People respond to incentives”.  If the implementation of this fuel cost cutting measures fail, then it means the company 
will unfortunately have to retrench more workers.  Therefore, the main incentive everyone will get from the success of this 
project is the guarantee of keeping their jobs – In my opinion, that’s the best incentive we can get!  Considering that the 
current unemployment rate in South Africa is at 35.3%, one will agree that keeping our jobs is the biggest incentive at the 
moment. 

“Do not be embarrassed by your failures, learn from them and start again” ~ Sir Richard Branson - Founder: Virgin Active Group 
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91024873 54  91007641 61  91024661 66 

Student No Final Results 
 91025033 64  91024209 51  91024763 82 

91025153 77  91025037 80  91024433 68  91024796 70 

91025179 89  91025050 62  91024522 63  91024889 75 

91025180 85  91025054 56  91024798 61  91024904 63 

91025189 75  91025070 74  91024852 71  91024935 63 

91025190 78  91025076 75  91024858 56  91024966 63 

91025191 79  91025083 57  91024887 59  91024974 51 

91025192 72  91025123 78  91024892 50  91024975 71 

91025193 82  91025124 72  91024894 68  91024990 68 

91025194 68  91025126 82  91024958 50  91024997 75 

91025195 80  91025135 82  91024980 53  91024998 63 

91025196 72  91025136 77  91025049 57  91025035 83 

91025197 83  91025137 79  91025063 72  91025052 70 

91025203 75  91025140 74  91025065 66  91025062 51 

91025204 77  91025142 78  91025080 63  91025199 82 

91025207 67  91025143 63  91025089 58    

91025208 69  91025144 73  91025096 75  

91025209 77  91025146 54  91025103 56  
Student No Final Result 

91025210 74  91025147 57  91025106 63  91006181 87 

91025211 84  91025148 71  91025109 56  91011788 69 

91025212 74  91025154 58  91025111 56  91011930 83 

91025213 83  91025161 84  91025118 80  91024316 85 

91025214 77  91025162 65  91025121 78  91024572 81 

91025215 84  91025163 96  91025132 67  91024629 73 

91025219 58  91025164 92  91025155 63  91024786 81 

91025220 80  91025165 67  91025168 57  91024881 78 

91025222 66  91025166 91  91025169 56  91024899 66 

91025223 77  91025167 73  91025216 74  91024913 72 

91025224 61  91025172 77     91024973 60 

91025225 82  91025174 72  91024982 90 

91025226 54  91025176 79  
Student No Final Results 

 91025001 90 

91025227 73  91025183 78  91006031 61  91025141 77 

91025229 51  91025188 82  91006474 55  91025218 78 

   91025202 86  91007565 52    

   91009008 50    

Student No Final Results 
 91011943 76    

91024699 61  
Student No Final Results 

 91024296 77   

 

91024737 61  91006070 53  91024567 50    

91024855 73  91007165 50  91024633 67    
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Institute of Credit Management NPC Syllabus 2022 
 
 

 

  

MODULE 1 

Definition of Credit 
Forms of Credit 
Definitions 
Credit offerings 

MODULE 2 

Sources and Role of Credit 
Control functions, products & 
responsibilities of different credit 
offerings 
The National Credit Act 

MODULE 3 

The Role of Credit in Business 
Cash cycle and the use of Credit in 
business 
Advantages & disadvantages of 
offering Credit 
Cost of credit to a business 
Chain of distribution & varying 
Credit requirements 

MODULE 4 

The Role of Credit in the life of a 
consumer 
Benefits & dangers in using Credit 
Understanding consumer rights & 
obligations 
The role of Credit in the economy 
Understanding the various 
pressures & economic influences 

MODULE 5 

Definitions of Credit 
Terminology 
Open Account 
Instalment Sale Agreements 
Leasing & Rental Agreements 
Payment Terms & factors 
influencing them 

MODULE 6 

Internal Credit Environment 
Functions of a Credit Department 
Credit Policy 
Credit Evaluation 
Consumer 
Commercial 

MODULE 7 

Consumer Assessments 
Decision making & credit limit 
setting 
Manual System 
Scoring System 

MODULE 8 

Business Ownerships 
The role of the following non-
financial sources 
Evaluating risk 
Non-financial information 
Setting Credit limits 
Commercial Assessments 
Sources of Information 
Credit Application Forms 
Conditions of Sale 

MODULE 9 

Collections 
Importance Collections 
Cost of overdue accounts 
Cost of bad debt write-offs 
Payment Methods 
Collection Objectives 
Collection Procedures Policy 
Target setting for individual 
collectors 
Categorise debtors 
Collection Tools 
Council of Debt Collectors 
Council of Debt Collectors, ADRA & 
Code of Ethics 
Consumer & Commercial 
Collections 
Measurement of Effectiveness MODULE 10 

Debtors Administration 
Banking procedures & balancing 
Data capturing & balancing 
Reconciliations  
Inter-departmental co-operation 
Company & departmental objectives 
Importance of team strategy 

MODULE 11 

Introduction to the Basic Law of 
Contract 
Law of Contract 
Definition of a legally binding contract 
Contract of Sale 

MODULE 12 

Supervisory skills 
Role of the Supervisor 
Obligations to Management 
Plan, lead, organise & control 

CREDIT MANAGEMENT LEVEL ONE 
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MODULE 1 
Economical & legislative factors of 

Credit Management and their 

impact on customer ability to pay 

National Credit Act, POPI, CPA, 

New Companies Act 

MODULE 2 
Sources of finance available to 

companies requiring working 

capital / growth funding 

Overdraft 

Asset finance 

Factoring & invoice discounting 

Investors 

MODULE 3 
Credit policy 

Setting policy 

Implementing policy 

Measuring effectiveness of policy 

MODULE 4 
Structure of a Credit Management 

Department 

Organisational structure 

Methods of management 

Role of the Credit Manager 

Link to Senior Management & 

other departments 

MODULE 5 
Understanding budgets, targets & 

provisions 

Importance of performing within 

budget 

Setting targets & measuring 

achievement 

Providing for bad debts & credit 

notes –impact on profit 

MODULE 6 
Advance assessment skills & 

decision making 

Financial Ratios – measuring 

ability & willingness to pay 

Methods of setting credit limits 

Impact of unrealistic credit limits 

Monitoring & reviewing limits 

Making a decision factor to be 

considered 

MODULE 7 
Securing an account 

Theory of securities 

Practical application of securities 

Value of security 

Perfecting security 

Insurance 

MODULE 8 
Administrative Controls 

Role of the Computer 

Using computers to maximum 

advantage 

Understanding online systems & 

the interdepartmental links 

Importance of passwords & 

authority levels  

Exception reports & their uses 

Individual responsibility 

Cash Sale reconciliation & 

controls 

Documentation controls 

Service Procedures 

MODULE 9 
Supervising the department 

Collection targets 

DSO/ADSO 

Measuring performance 

Team building 

MODULE 10 
Debt rescheduling 

Dangers involved  

Accepting A.O.D’s 

Acceleration clause 

Third Party Collections 

MODULE 11 
Legal action on delinquent debtors 

Court Jurisdiction 

Instructing an attorney 

Costs involved 

Procedure to judgement 

Legal terminology 

MODULE 12 
Export & international credit 

INCO terms 

Legal restrictions 

Assessment procedures 

Insurance 

VAT implications 

MODULE 13 
Consumer credit 

Legislation restrictions 

Developing assessment models 

Performance scoring 

Supervision of collections 

Target setting 

Result measurement 

MODULE 14 
Introduction to Banking Credit 

Consumer 

Commercial 

MODULE 15 
Accounts Receivable financing 

Why factoring services are 

required 

Cash cycle 

Factoring Services 

MODULE 16 
The role of Micro Lenders in 

South Africa 

Why regulations are required 

MODULE 17 
Introduction to liquidations / 

insolvency 

Acts of Insolvency 

Provisional & final insolvency 

MODULE 18 
Internal & External audit & their 

requirements 

CREDIT MANAGEMENT LEVEL 2 
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MODULE 1 
Management: Planning, Leading, 
Organising & control 
Management Styles 
Management Reporting 

MODULE 2 
Insolvencies & Liquidations: Definitions, 
Process, Procedure, Proving a claim, 
attending meetings & acting as 
Judicial Manager 
Business rescues as per Companies Act 
2011 

MODULE 3 
Courts: Magistrates Court, High court, 
Consumer Affairs Court, Small Claims 
Court & Arbitration Court 

MODULE 4 
Litigation, Debt Recovery & Liquidation 
in the High Court 

MODULE 5 
Applicable Acts: Debt collectors act, 
Prescription Act, Administration of 
Estates Act, Retention of Documents, 
Insolvency Act, Agricultural Act, 
Matrimonial Act, and Magistrates 
Court Act. 
Contractual capacity – all parties, 
contract performance, 
contraventions, breach, formalities & 
damages 

MODULE 6 
Financial Management Cash Flow 
requirements 
Budgeting requirements 
Overtrading signs & financial strains 
on a company 
Understanding financial statements, 
Income statements & various ratios 

MODULE 7 
National Credit Act 
Understand the National Credit Act 
The application of the National Credit 
Act 
Who is affected by the National 
Credit Act 
The NCA calculations 

MODULE 8 
Business Rescue 
Understand Business Rescue process 
Possible outcomes of Business Rescue 

MODULE 9 
Insurance Act 
Understand contract of carriage & 
how it is implied between buyer and 
seller 
Different kinds of carriers 
Concept of insurance, principles 
underlying the contract, the right 
and duties of the parties 
Concept of insurable interest, the 
doctrine of disclosure and become 
acquainted with common 
terminology used in insurance 
Carriage with reference to the 
different types of carriers & 
contents of contract of carriage. 

CREDIT MANAGEMENT LEVEL 3 

MODULE 10 
Companies Act 
The updates of the Companies Act 
Understand the requirements of the 
Companies 
Structures of the Companies Act 
Understand the purpose of new 
requirements of the Companies Act 
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On successfully completing each level of the five part certified course with a minimum of 50% in the summative assessment a 
certificate will be issued stating the successful completion of the level.  The Diploma in Credit Management Level 6 will soon 

be added as soon as QCTO have approved.  The QCTO forum have completed their foundational work on the new syllabus and 
we are now awaiting this very exciting new development. 

  

CREDIT MANAGEMENT LEVEL 4 

CREDIT MANAGEMENT LEVEL 5 

MODULE 1 

 

MODULE 2 

 

MODULE 3 

 

MODULE 4 

MODULE 5 MODULE 6 
MODULE 7 MODULE 8 
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