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AND WE’RE BACK! 
NEW BEGINNINGS – EASIER ACCESS

“Behold, I will do a new thing: it shall come to light 
quickly; shall you not know it? I will again make a way 

in the wilderness and rivers in the desert.”
Isaiah 43:19

We begin 2021 with an attitude of  developing an improved 
way of  working as well as a new direction, and offering easier 

access to meaningful editorial. We need to be able to deliver a 
publication that is more reflective of  the property sector and what 
is happening around us – not only in South Africa, but throughout 
the continent – and how world markets are affecting us locally.

To this end, we’ve created two centres of  operation. Editorially, 
we’ve moved up to Johannesburg, keeping the production arm in 
the Western Cape. We’ve formed new alliances, and want to take 
this opportunity to thank Portia Tau-Sekati, CEO of  the Property 
Sector Charter Council, for allowing us to park ourselves – for the 
time being – at the PSCC offices in Block B of  Cullinan Office Park, 
located on Cullinan Close in Morningside. 

All is going well – but sadly, I’ve had to slow our plans a little 
while my wife and I deal with a family bereavement and all the 
resulting chaos that goes with it.

Nevertheless, PROVOCATE will continue to develop key new 
relationships over the coming year. 

Staying cognisant of  the prevailing market conditions, we will 
continue to produce PROVOCATE as a bi-monthly publication, 
which will give us time to get to the real stories behind the stories. 
Coming out six times a year will also allow us to form deeper, more 
meaningful relationships with our new allies – more about those as 
the year unfolds.

As the quote at the beginning of  this ed’s note says, we are 
forging our way – not so much in the wilderness, but in bringing to 
market a publication that is well researched, topical and on trend. 

Each edition is a chance for us to open a dialogue with the 
industry’s key decision-makers, and affords us an opportunity to 
introduce some of  the newest and brightest minds joining the 
profession. We continue to welcome submitted news stories; these 
are just as important to us because they help us keep up with trends. 
Your company financials are also important – and if  you’ve changed 
jobs or been promoted, let us know! 

So welcome back. I can’t believe we’re already at the end of  the 
first quarter of  2021. Enjoy the read – and let’s start a conversation!

MARK PETTIPHER
Managing director, editor and publisher

ANIA ROKITA TAYLOR
Copy Editor

EUGENE JONCK
Senior Graphic Designer

For editorial and advertising enquiries,  
contact

Mark Pettipher
e: mark@mpdps.com

t: +27 (0)21 856 1276

Editor’s desk 3

Commercial Property Management

25th March 2021 - 12 November 2021

Facilities Management

03 May 2021 - 07 May 2021

Advanced Facilities Management

Start date to be confirmed

Samuel Azasu 
e: samuel.azasu@wits.ac.za

Jody Soombur
e: jody.soombur@wits.ac.za

t: +27 (0)11 717 9357

Online property courses

Contact WITS to book myself on 

the Online Commercial Property 

Management course,  

the Facilities Management course 

and the Advanced Facilities 

Management Course

NOTE  TO  SELF!
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A DECADE AND A HALF  
IN THE PROPERTY SECTOR

After the first five years of  my  
    career, which were spent mainly 

in marketing of  macro-economic 
research, I made a conscious choice 
to enter the property industry in 
about 2007. Peter Golding (of  the 
Pam Golding Group) played a crucial 
role in this ambition, by being first to 
bring me on board with Pam Golding 
Commercial as an investment broker. 
His support, leadership, humanity 
and mentorship during this time were 
invaluable – my entry into the sector 
was perfectly timed to coincide with 
the global financial crisis.

When the bottom fell out of  the 
market, I recall stepping into Peter’s 
office as if  it was yesterday. I wanted 
to propose a reasonable repayment 
plan for commission advances made 
to me, which I now knew would take 
me a longer time to fulfil. Peter calmly 
heard me out – then, instead of  
discussing payment plans, he forgave 
those debts in an instant. 

I was humbled by the humanity 
of  the moment. To this day, it’s the 
type of  leadership that I have aspired 
to myself. 

After the brokering false start,  
I transferred to Pam Golding Property 
Management Services as a portfolio 
manager (under the tutelage of  Mike 
Morey, a property management CEO 
par excellence). There I was given 
free rein to rehabilitate a troubled 

portfolio of  properties (in excess of  
R2-billion in capital value), whose 
contracts had been transferred over 
from another property firm which 
had mismanaged them. 

This was my first foray into  
asset management success, bringing 
properties that were mostly in the red 
squarely back into the black through 
systematic hard work over two years. 
It gave me the renewed confidence  
I needed to surge forward. It also felt 
good to be able to repay in some way 
the kindness that Peter had shown me 
a few years prior.

After your stints  
as chief director for  
property at Western  
Cape government and GM  
of property management  
at Communicare, where  
do you find yourself now? 
What is your vision? 
I’ve partnered with Elemental Property 
Developers, and we’ll be pursuing 
residential development in the Cape 
Town area for the next few years. 
Elemental has been a trustworthy 
partner, and I look forward to us 
doing great things together. 

I balance my development 
aspirations with generating enough 
cash flow to see myself  through the 
long lead times that are needed for 
developments to come on stream.  

Open dialogue6 Open dialogue 7

PROVOCATE talks to Shaheen Adams – a man passionate about transformation 
in the property sector, and who carries a deep concern about social housing  

– about his career in the property sector.

Shaheen Adams is the  
former chief director for 
immovable asset management  
at Western Cape government 
and the former general manager 
for rental property management 
at Communicare NPC. Now a 
private developer, he consults  
in the fields of property strategy, 
asset management, property 
management and property 
development. To confidentially 
discuss your needs, visit  
wingapo.co.za and get  
in touch with him.

http://wingapo.co.za
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To keep the lights burning, I consult in asset management, property 
management and the development space, basically becoming a bit 

of  an “outsourced property department” for my clients for the 
duration of  the contract. 

My specialisation in consulting is – ironically – anti-
specialisation. Because of  my extensive executive experience, 
which provides exposure to multiple disciplines, my main area 
of  value to clients is to synthesise a solution across multiple 

disciplines in a manner that is “board-ready”. When necessary,  
I draw in specific expertise depending on the job requirements – 
but ultimately, I take 100% responsibility for my projects, and 
engage directly with the CEO and/or the board as required.

Clients therefore realise great value compared to going to any 
large-scale consultancy that needs to charge at a rate commensurate 
with their significant overheads. I strip down the work for a client 
to the bare essentials with maximum value for them, even if  this 
means less immediate income for me. 

What do you think is the greatest lesson  
we should learn from the pandemic? 
Humility, gratitude and not taking anything for granted. Strengthen 
all of  your relationships, in life and in business. We all need each 
other – even if  we sometimes like to pretend we don’t.

What do you enjoy most about your consulting work?
The variety of  work, spanning every facet of  the property sector 
– development, asset management, property management, and 
other elements such as law, corporate governance and stakeholder 
management. 

Because my work involves a lot of  synthesis, every problem 
and every solution is completely unique. The work ranges from 
capital raising for a property venture capital fund abroad, to helping 
a company do their 10-year property capex planning and property 
strategy. Every day brings new and exciting challenges. But what 
really gives me the most satisfaction is a happy client at the end of  
a project.

Given your experience in government, what  
is the one change that you believe would make  
the greatest difference to government delivery?
One phrase: unity of  purpose. It is understandable that different 
political parties would have differing mandates, but the degree  
of  waste that occurs as a government sphere transitions from  
one administration to the next every five years is alarming.  

And that’s just referring to ground-roots impact of  projects 
deferred, parked or shelved, never mind the amount of  governmental 
human resources and funds invested into projects up to that point, 
or investment by private sector into various RFIs 
that lead nowhere.

Even when government spheres are concurrently 
run by the same party (for example, a city and a 
province under the same political party leadership), 
the inter-governmental ineffectiveness caused by 
institutional politics leaves a dizzying effect. 

Without a real financial bottom line enforcing  
a need for some sort of  survivalist efficiency, the 
degree of  largesse and wastage in government can 
sometimes make your head spin. You have many 
good, talented public servants, caught in a system  
in which who gets the credit of  the ribbon-cutting  
is far too often placed ahead of  the true needs of   
the people. 

Any entrepreneurial advice for anyone 
looking to make a start on their own?
The first habit to unlearn is the expectation of  the 
regularity of  a monthly paycheque. This habit pattern 
in formal employment of  the (almost) immediate 
financial payoff  for your “labour” is perhaps one  
of  the greatest stumbling blocks to realising 
entrepreneurial stamina, and is embedded deep in  
the subconscious. To overcome it requires quite 
intense introspection.

Formal employment weakens the natural 
relationship between your true effectiveness and 
your remuneration, in a sense softening that 
correlation. Your entrepreneurial instincts get dulled 
out, because your “salary” is sourced not only from 
what you do, but from the effects of  a host of  other 
drivers, such as your company’s brand equity, prior 
years advertising and marketing or a buoyant market. 
It’s like your salary is an insurance payout you make 
to yourself, to hedge your own bets for and against 
yourself  about whether or not you will “make it” at 
some future point in time. Therefore, making that 
mental leap towards viewing those initial months of  (possibly) no 
income as an “investment” in yourself  and your success can be a 
daunting walk on a tightrope. 

Open dialogue8 Open dialogue 9

Gary is an inspirational leader and very 
successful in the private sector, having taken 
the property fund CBS to a JSE listing in the 
mid-2000s. He is currently executive chairman 
of  Capitalgro Properties, a R1-billion (and 
growing) unlisted property fund. 

Gary joined the Western Cape government 
in 2011 as head of  public works. The following 
year, I was appointed as chief  director of  
immovable asset management (IAM), moving 
from the City of  Cape Town, where I was also 
in a senior role within the IAM space. 

I was responsible for managing the huge 
provincial property portfolio – in excess of  
R100-billion in capital value – as well as a team 
of  more than 100 staff  in the property 
department, under Gary’s leadership as head 
of  public works. I’m proud of  what we were 
able to achieve in the time we shared in 
government, most particularly the enormous 
amount of  foundational work that was put in 
place to get the Conradie mixed-used property 
project on the rails. 

When times were at their toughest, and 
there seemingly weren’t enough hours in the 
day to get the job done, Gary reminded the 
staff  that they’re “human beings, not human 
doings” – leading from the heart, with heart. 

We share a strong bond of  kinship and 
trust to this day. Sometimes in life you need 
people who have a greater faith and vision in 
you than you may have in yourself  at that time, 
and Gary is certainly one of  these people in 
my life.

Thanks to: Gary Fisher

The variety of work, 
spanning every facet  

of the property sector  
– development,  

asset management, 
property management, 

and other elements  
such as law, corporate 

governance and 
stakeholder 

management.
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In entrepreneurship, the truth of  the natural effectiveness/
remuneration relationship is displayed in neon lights, every day. If  
you are ineffective, you don’t get paid – not now, not ever, simple as 
that. When building yourself  up initially, your efforts may only 
result in income months, perhaps years, later. And being able to 
sustain yourself  for that period while maintaining motivation is key. 
As Nassim Nicolas Taleb wrote, you need to be more than just 
resilient to change – you need to be “anti-fragile”. You need to 

strengthen and progressively evolve at a faster rate  
as you make daily micro-adjustments based on the 
livestream of  information feedback coming your way, 
watching your actions constantly crashing against the 
shoreline of  your reality, and trying to make sense of  
what you see in the froth. Your income will come 
under severe pressure, so build your anti-fragility by 
proactively reducing your expenses as much as possible 
before you make the change. Let “tap water with ice 
and lemon please” (emphasis on “tap”) become a 
mantra at restaurants. Say it with panache – the waiter 
and your guests will assume you’re rich. 

Secondly, value is everything. To your clients, the 
only thing that matters is the value you can bring. Be 
willing to do work free of  charge if  needed to prove 
to prospective clients that you can be of  value to them. 

Who has had the greatest impact  
on your life, both personally and  
professionally? 
My dad has been a major influence. He grew up in 
District Six in the 1940s and ’50s – poor but talented, 
making the most of  his circumstances and life, a young 
man chopping wood on Devil’s Peak for an hour every 
morning (for that evening’s fire) before walking 5km 
to school. His vision was to give his children the 
tertiary education he himself  was unable to pursue. 
He approached it with a single-mindedness and 
determination that saw him succeed spectacularly in 

this regard, putting all of  his children through UCT. He taught me 
my first lessons about excellence and work ethic, two cornerstones 
of  my professional life to this day.

Between him and my mom, I learnt that I am no worse than 
anyone, and I am no better than anyone. So whether you are a CEO 
of  a company or a hawker at a traffic light, I am treating you with 
the same respect. There is no premium paid, or discount given, 
based on anyone’s so-called “station” in life. 

Business principles you abide by?
Effectiveness, efficiency, economy. Even before the pandemic, 
these three principles were my mantra – they are even more so 
now. These are the fundamental building blocks that guide  
me in making the most of  my time. I ask myself  daily: 1) Are 
you doing the right thing? (Effectiveness); 2) Are you doing it 
well? (Efficiency); and 3) Are you doing it most cost-effective 
way? (Economy). If  I can answer yes to these three questions, 
I feel at ease that I’m on the right track. If  not, it’s back to the 
drawing board. 

Trust and relationships are everything. Place value for your 
client at the forefront of  everything you do. Always be prepared to 
take a short-term loss, if  it means cultivating a long-term relationship 
of  trust. 

What do you believe to be  
the biggest business myth? 
The notion of  the “self-made” man or woman. In my view, there is 
no such thing as self-made, even if  it apparently seems so on the 
surface. Every person comes from their own set of  circumstances, 
parents (or not), influences and background; and each person has 
throngs of  people helping them along on the journey, from family 
to friends and co-workers. To be self-proclaimed as self-made is to 
be either unaware or aware and unappreciative of  the myriad of  
forces that got you to where you are. 

Major changes coming to the sector?
The pandemic has accelerated the trends that were pre-existing 
before lockdowns hit the globe. Flexibility will increasingly become 
the core principle that underlies property use, especially in the 
commercial space. The ability to quickly and cost-effectively adapt 
and modularise space around client requirements is the new norm. 
Buildings will be developed for flexibility not only in terms of  
adaptability for client requirements, but also keeping the ease of  
future use-conversion potential in mind.

Mostly, however, across all sectors, Covid-19 has meant 
battening down the hatches, consolidating what is there, and 
realising as much efficiency as possible. The consequence for the 
commercial property space is a demand-side constraint expected 
for some time, exacerbating an oversupply of  space. This will force 
the hand of  some building owners to look at conversions, and 
require developers to be fleet-footed and flexible in terms of  
expectations, to ensure that their developments coming on stream 
remain profitable, albeit below initial expectations at the time of  
project conception.

Open dialogue10 Open dialogue 11

Simon is the managing director of  Elemental 
Property Developers. We met about two 
years ago, and had a good connection from 
the outset. Early last year, Simon contacted 
me and proposed we partner up for certain 
projects in the residential space. A month or 
two later, we had inked an agreement and 
moved forward in pursuit of  development 
opportunities together. 

While empowerment deals that involve 
listed companies or politicians typically make 
the headlines, it’s the deals that happen with 
no fanfare that are often the true foundation 
of  grassroots empowerment. And while I’m 
aware of  the value I bring to the table, it was 
never a certainty in my life that I would have 
a seat at the table to begin with. This is the 
challenge of  any established professional 
seeking to bridge the chasm from formal 
employment to accessing capital in the 
pursuit of  opportunity. 

I was grateful for the approach made by 
Elemental, and that we were able to come to 
an agreement. I look forward to the great 
work we will do together in the coming years.

The pandemic has 
accelerated the trends  
that were pre-existing 
before lockdowns hit  
the globe. Flexibility  
will increasingly become 
the core principle that 
underlies property  
use, especially in the 
commercial space.

Thanks to: Simon Bridges
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OKONJO-IWEALA  
IN THE WTO TOP JOB:  
BREAKING THE GLASS CEILING  
IS A WIN FOR ALL WOMEN

What does Dr Ngozi Okonjo-Iwela’s career rise 
represent for Nigerian women?

It’s a great achievement, not only from a Nigerian woman’s 
perspective but from the African woman’s perspective, as well 

as that of  women around the world. Breaking this glass 
ceiling is an achievement for all women. It means there is 
still hope, despite what we have on the ground.

Data shows that the number of  women in positions 
of  power, the number of  women as captains of  industry 
compared to that of  men, is appallingly low. By 2030, the 
world is expected to have at least achieved some gender 
equality as set out in the targets of  the Sustainable 
Development Goals. Generally, women feel it’s a difficult 

feat to achieve. There are many women struggling to be 
heard – and, despite their efforts, they may feel that perhaps 

it can’t be, given the patriarchal nature of  the world we live in. 
What this appointment shows is that governments, organisations 

and society believe in women, and that women can be at the top to 
manage affairs.

Will it have any impact on women in Nigeria?
I believe it will. It’s an impetus, a kind of  encouragement for women 
in Nigeria. I know of  many women putting in the effort in every 
aspect of  life here, in academia, as captains of  industry or in politics, 
but presently the numbers in the country are very poor and not 
encouraging. Nigeria ranks among the bottom countries in terms 
of  women in parliament. At present, Nigeria has just 3.63% female 
representation in parliament. This is a far cry from what is needed 
– the 35% through affirmative action. When you think about the 
projects and programmes that will affect women, we are not there 

Open dialogue12 Open dialogue 13

“Nigeria has just 3.63% 
female representation  
in parliament. This is  
a far cry from what  
is needed – the 35% 
through affirmative 
action. When you think 
about the projects and 
programmes that will 
affect women, we are 
not there yet.”

“If we have  
too few women  
coming on board,  
it means we have to  
put in more effort  
and not rest on  
our oars.”

yet. Her appointment means we should not relent in our fight for 
gender equality. We should put in more effort in order to be able to 
get what we want. 

How do you feel about the appointment  
as a female academic, a gender scholar  
and a development economist?
I see focus and many years of  hard work. As a development 
economist and an academic, I see her as a role model – which she 
is. In fact, she is a mentor to all women struggling to become 
achievers. She’s strong in her focus. She never gave up, despite the 
opposition. 

I think there are some qualities that she possesses that I learnt 
from and also respect. Coming from that background, I know that 
she must have struggled. She must have worked in situations in 
which there were always more men than women. I can tell you 
categorically that that’s what it’s like in many workplaces around the 
world; it’s definitely like that in my department at the Obafemi 
Awolowo University. We have about 30 academic staff, out of  which 
only four are female. It’s like that in most departments. 

If  we have too few women coming on board, it means we have 
to put in more effort and not rest on our oars. By pushing a little bit 
harder, we will get to a point where we will stand out – as she has 
done now. 

She stood out among so many others, even among the men. 
She is a force to be reckoned with, and she is somebody who is 
worth emulating. 

For me, she stands out as a person. She is a source of  strength, 
somebody I look up to and who I want to learn from.

Dr Ngozi Okonjo-Iweala has become the first woman and the first African to be 
chosen as director-general of the World Trade Organization. Conversation Africa’s 
Wale Fatade speaks to Dr Monica Orisadare, an assistant professor of economics and 
the director of the Centre for Gender and Social Policy Studies at Obafemi Awolowo 
University in Ile-Ife, Nigeria about Okonjo-Iweala’s achievement and what it means.

DR NGOZI OKONJO-IWEALA

Director-general of  the  

World Trade Organization
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How do you explain her rise?  
What could have been responsible?
The first factor is her background – family background, educational 
background – and her experiences. She had a good education, which 
gives her an edge. There is also her experience at the World Bank, 
as a finance minister in Nigeria and later a foreign minister, sitting 
on boards of  many big organisations. She’s had an opportunity to 
experience both developed and developing countries, which I believe 
shaped her outlook.

The rich country outlook and the poor country outlook, I 
believe, could have been a major factor in getting her to where she 
is now.

Are there tangible benefits that Nigeria  
will derive from her appointment?
Yes, I believe there are. 

I will start with the many policies and reforms she helped  
put in place as a finance minister in Nigeria. She fought corruption, 
spearheading the negotiations with the Paris Club that led to the 
wiping out of  US$30-billion of  Nigeria’s debt, and the outright 
cancellation of  US$18-billion. 

She helped to build an electronic financial management 
platform – the Government Integrated Financial Management and 
Information System – with the support of  the World Bank and the 
IMF to the Federal Government of  Nigeria. 

She also started the Treasury Single Account and the Integrated 
Payroll and Personnel Information System, which meant that many 
“ghost workers” were phased out. Ghost workers are people whose 
names are on the payroll but who are not known to work in the 
particular organisation – yet they are paid salaries regularly. By 2019, 
nearly NGN200-billion had been saved.

She also initiated a process under which every state had to 
publish its accounts. 

She’s mentioned that she’ll be focused on achieving inclusive 
growth in raising the standard of  living for all. And I believe her 
perspective, the way she sees things, could be different, given her 
dual citizenship. She’s not only going to serve the interests of  the 
developed world, but also those of  low-income countries. 

I see her facilitating the kind of  positive policies that she has 
been known for in the other positions she’s held. 

I also want to have this broad view, that this is not for Nigeria 
alone, but for low-income countries in the whole of  Africa, parts 
of  Asia and other regions, such as Latin America. I see her supporting 
policies that will drive up their economy and benefit all – the low-
income and high-income countries.

Open dialogue14

ADVANCED FACILITIES MANAGEMENT

MONICA ORISADARE 

Assistant professor of  economics  

at Obafemi Awolowo University

https://creativecommons.org/
https://theconversation.com/africa


A D V A N C E D
F A C I L I T I E S 
M A N A G E M E N T

AIMS OF THE COURSE

The aim of the course is to enable the student to 

analyse the needs of an organisation with responsibility 

for the operation and sustainable use of facilities. 

It should also enable them to formulate an appropriate 

solution, based on ethical, professional and practical 

considerations, for the management of the facilities.

LEARNING OUTCOMES

 At the end of the course, participants 
 should be able to:
m	Analyse the business strategy, plan, objectives and 
 constraints of an organisation as the context for its core 
 business activities, operational processes and facilities.

m	Assess the core business activities of an organisation 
 from the perspective of its use of facilities and the extent 
 of its sustainable space.

m	Differentiate core business activities and non-core 
 activities to determine the scope of facility related 
 support services.

m	Critically review an organisation’s current structure and 
 use of facilities and the implications of a change in 
 structure upon the need for and use of facilities.

m	Analyse the wants and needs of an organisation’s key 
 stakeholders and their impact, both positively and 
 negatively, on the use of facilities.

m	Examine the obligations and duties arising from 
 regulations and compliance with respect to the 
 management of facilities and delivery of 
 support services.

m	Propose methods for assessing the environmental, social 
 and economic performance of an organisation’s facilities 
 and their contribution to sustainability.

m	 Identify gaps between an organisation’s facilities and 
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“IT’S A 100-YEAR STORM”  
THE WORLD’S BIGGEST WORKSPACE 
OPERATOR ON WHY OFFICES HAVE 
CHANGED FOREVER

“I described it to someone recently as a 100-year storm that has 
affected the office industry as a whole,” the chief  executive 

of  IWG told Bisnow in an interview ahead of  his keynote appearance 
at the Future of  Office digital summit. “When you compare it to 
other recessions, it’s everything rolled into one. But we’re going 
from the worst time for flexible offices to a time that will be the 
making of  the industry, because there has been a sea change in how 
people are supporting their workers and using their offices.” 

Dixon has been preaching the gospel of  flexible work ever since 
setting up IWG, then called Regus, in Brussels in 1989. It has since 
grown into the world’s biggest flexible office space company, with 
3  400 centres in 1  100 towns and cities around the world. When he 
talks about companies becoming more flexible and Covid being a 
catalyst for a new model of  hybrid work, he is of  course supporting 
his own interests. And the coronavirus has had a major negative 
financial impact on companies that specialise in flexible office leases, 
including his own, as lockdowns emptied offices around the world.

But there is growing evidence that the rest of  the world is 
coming around to his way of  thinking at a rapid rate.

IWG recently struck deals with global firms such as Standard 
Chartered and the Norwegian division of  EY to set up hub-and-
spoke offices for the companies, some of  the first examples of  a 
model that has been much talked about in real estate being adopted 
in reality. IWG will set up regional hubs for Standard Chartered and 
allow the bank’s 95  000 employees access to IWG facilities around 
the world. Dixon sees such deals as tangible proof  that the world of  
office real estate has changed forever.

“What became clear in the second half  of  last year was that 
many companies would stick with hybrid working beyond the crisis,” 
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IWG’s occupancy  
has been better  
during the pandemic  
in its outposts where 
commuting time for 
workers is shorter,  
while cities like  
London and New  
York are faring  
particularly badly.

he says. “Companies are now openly declaring that they are going 
hybrid.” He thinks up to two-thirds of  companies will adopt a hybrid 
working model of  some staff  in a central HQ some of  the time and 
working remotely for the remainder.

Covid-19 forced the hand of  companies in allowing workers to 
work flexibly, but Dixon says they are actively embracing the benefits. 
He points to a study by EY that found that moving a worker from 
full-time office occupation to hybrid work could save a company 
US$11  000. “Previously, if  a company said it wanted you to work 
remotely, that wouldn’t have been acceptable,” he says. “Now 
businesses realise they can hire better people and save money as 
well. It is not just benevolent – they are businesses, and they realise 
that people are more productive and it costs less.”

Dixon thinks traditional office owners are in denial about the 
change in demand that will persist after the pandemic is behind us. 
“Of  course it’s not going to be the same as it was before. People 
will still want to go into offices, but not in the same places,” he says.

IWG’s occupancy has been better during the pandemic in its 
outposts where commuting time for workers is shorter, while cities 
such as London and New York are faring particularly badly.

“Clearly there will be less demand for offices in places that are 
hard to get to,” Dixon says. “No-one likes commuting an hour in 
and an hour back each day, unless they don’t like their home life. 
The days of  thousands of  people coming together in buildings in 
places such as Canary Wharf  every day are over. There may have 
been 5  000 people coming in; now it will be 1  000 people coming in  
to collaborate, with the rest working near home, supplemented by 
home work.”

The lease structure of  existing office assets will give owners 
time to adjust to a new reality, he said. “It will be a medium burn,” 
he says. “If  people could just get out of  their leases, it would be a 
big bang – but that isn’t possible. Yet the die has been cast.”

Dixon argues that IWG has the scale to be the intermediary that 
helps all companies, big and small, adopt the new way of  working. 
But he admits the past 12 months have not been easy. Coming into 
the crisis, things were looking rosy for IWG, and in January 2020  
its shares were at an all-time high. It was rapidly progressing plans 
to move from a model of  having long leases with landlords to 
franchising out the name of  its brands, which include Regus and 
Spaces, to operators in different countries and striking more 
partnership agreements with landlords.

But the onset of  the pandemic saw its shares fall by almost 
three-quarters, as stock markets bet that flexible offices, with short-
term income and fixed costs, would suffer badly during lockdowns. 
The proposition wasn’t entirely wrong, and IWG posted a first half  

Mark Dixon has seen a lot of upheaval in the 30 years since he started his flexible 
office business: the dotcom boom and bust, the 9/11 terrorist attacks, the 2008 
Lehman crash and the rise of competitors such as WeWork. But Covid-19 tops  
the lot – and it is the event that he thinks will change the world of work forever.

MARK DIXON

Chief  Executive Officer at IWG plc

By Mike Phillips. Courtesy of  Bisnow London; bisnow.com/london/news/office/its-a-100-year-storm-the-worlds-biggest-workspace-operator-on-why-offices-have-changed-forever-107735

http://bisnow.com/london/news/office/its-a-100-year-storm-the-worlds-biggest-workspace-operator-on-why-offices-have-changed-forever-107735
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operating loss of  £91-million from revenue of  £1.3-billion, and 
paid £127-million to close down underperforming centres. 

“We knew a recession would come, and we wanted to make 
sure we were well enough capitalised when it did,” Dixon says, 
although he says it was impossible to foresee and prepare for the 
severity of  the crisis that would occur.

The need to close office locations created tension with some 
landlords, particularly the decision to put a company subsidiary, 
Regus plc, into bankruptcy proceedings. The company, registered in 
the UK-controlled island of  Jersey, held around £800-million of  
lease guarantees, and its bankruptcy meant that landlords couldn’t 
chase the lease liabilities they were owed if  IWG terminated leases. 

Some landlords have indicated this would hurt IWG in future, 
as landlords would be loath to sign new leases with the company for 
fear of  being burned again. But Dixon dismisses this. 

“We’re all grown-ups and, at the end of  the day, this is a 
transaction,” he says. “People knew it might happen; it’s not like we 
haven’t done it before.” 

The company filed for Chapter 11 bankruptcy protection in 
the US in 2013 to restructure its lease liabilities.

“It’s just part of  the landscape, people understand. And we’ve 
only rationalised locations where we couldn’t work together with 
the landlord to get to the other side – in most cases, we’ve come up 
with a win-win situation.”

In keeping with his views about people’s desire not to commute, 
he says that most of  the locations IWG has closed had been 
underperforming, older offices in central business districts. While it 
has opened some new locations in similar areas, it has also increased 
its presence in suburban areas. “In many cases we’ve opened new 
locations with the same landlords [with whom we had closed other 
offices],” Dixon says. 

The company’s share price has slowly recovered along with the 
wider stock market, and it now stands at about the same level as July 
2019. While fighting fires, last year it also raised £320-million of  

new equity and debt to take advantage of  opportunities to expand 
that Covid might present. “It can be difficult, but while you’re in the 
middle of  a storm, you have to plan for the future,” Dixon says. 

IWG has taken on the assets of  UK rivals that went out of  
business in 2020, and at the end of  last year made one of  its boldest 
moves yet, buying £50-million of  mezzanine debt lent to London 
specialist Argyll Club at a discount, and using a covenant breach to 
put it into administration, a UK equivalent of  Chapter 11 bankruptcy. 
A bankruptcy report filed recently showed the company is being 
marketed for sale, but as a holder of  its debt, IWG is well placed to 
take over Argyll Club and its 38 locations if  no knock-out bid for it 
is received. “I think this year will be the year for distress, rather than 
last year,” Dixon says, pointing to the fact that many countries have 
had legislation in place barring landlords from evicting tenants for 
not paying rent. In the UK and the US, those moratoriums are due 
to expire at the end of  March 2021. “That will be judgment day,” he 
says. “The tide has gone out for a lot of  people.”

He chuckles when the prospect of  WeWork becoming a public 
company through acquisition by a special purpose acquisition 
company was raised. “I bear WeWork no ill will,” he says. “Their 
thwarted IPO last autumn was the high point for the market; a lot 
of  the froth went out of  it after that. They have said they want to 
turn a profit this year, and if  they do it will be the eighth wonder of  
the world, because it is a tough market out there. But if  they do go 
public, it will be great. We are happy to be the benchmark for the 
industry, but it will be good to have another benchmark, and to get 
some visibility on their figures.”

One day, what is now seen as the normal way of  working will 
seem strange to the workers of  the future, and telling our children 
or grandchildren that people used to go into an office five days a 
week will seem as antiquated as the fact that companies shared 
computers because they were so big and expensive. Dixon has been 
singing that same song, through rain and shine, for the past three 
decades. Now, a lot more of  the world is singing it with him. 
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PRIME GLOBAL 
RESIDENTIAL  
PROPERTY MARKET 
OUTLOOK REMAINS STRONG

“The prime residential forecasts 
for the 30 cities – which 

includes Cape Town – highlights 
the strength and ongoing stability 
of  prime residential property, 
with average capital value growth 
for the cities in the index forecast 
at 1.6% for 2021,” says Dr Andrew 
Golding, chief  executive of  the 
Pam Golding Property group, which 
is the Savills associate partner for 
sub-Saharan Africa. “Cape Town, 
which is rated as one of  the steady 
cities, is forecast as having the 
potential to experience positive capital growth of  
up to 1.9%.

“While they were not immune to the 
disruption caused by the pandemic, the resilience 
of  prime residential markets was evident during 
the second half  of  2020, when the Savills Index 
recorded an average increase of  0.8% for these 
cities at a time when global GDP was recovering 
from the impact of  the pandemic and the 
subsequent lockdowns.”

The report says that many of  the factors 
which helped drive the prime residential market 
in the second half  of  2020 are expected to 
continue in 2021, including low stock levels in 

some locations and the desire among 
individuals for more space.

The report goes on to say that, 
historically, global low interest 
rates make the sector attractive 
for wealth preservation. These 
rates are expected to remain low 

for some time, and are working  
in tandem with strong sector 

fundamentals.
Notwithstanding the various 

novel challenges of  2020, the 
importance of  environmental, social 
and governance credentials for 

investors has continued to grow. Savills says  
that world governments are making “climate 
emergency” declarations and commitments to 
meeting net zero carbon in certain time frames. 
The global effort to tackle climate change has 
regained renewed impetus as US President Joe 
Biden put the issue at the core of  his presidency. 
To honour these commitments globally, new 
investment into green technology, energy and 
much more has been announced, together with 
an increasing amount of  regulation.

Real estate is under the spotlight as the built 
environment accounts for 40% of  all carbon 
emissions around the world. This will present 
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challenges, but it is also an opportunity for real 
estate investors to make a significant difference.

Similarly, in South Africa, the housing market 
has shown surprising resilience in the face of  
unprecedented uncertainty and economic fallout 
from the pandemic and lockdowns.

“According to the Pam Golding 
Properties Residential Property Index, 
South African house price inflation 
continues to recover, rising from 
a low of  2.4% in April 2019 to 
3.1% in December 2020,” says 
Golding. “Encouragingly, the 
rebound gathered momentum 
during the second half  of  2020.

“The rebound in South 
African house prices, coupled with 
still muted consumer inflation, saw real 
house price inflation back in positive territory 
in December 2020. At present, KwaZulu-Natal 
leads the recovery at 5% in December 2020, 
followed by Gauteng at 4% and the Western Cape 
at 3.7%.

“While KwaZulu-Natal has been the top-
performing major regional housing market during 
the past five months, the Western Cape remains 
the top-performing major region across all price 
bands during the year 2020 as a whole.

“In the major metros, Nelson Mandela Bay 
remains the top-performing metro housing 
market by a significant margin, at 6%, followed 
by Cape Town at 2.8%, eThekwini at 2.7% – 
which is also the national average – Gauteng East 
at 1.9%, Tshwane at 1.8% and Johannesburg  

at 0.7%.
“Most notably, freehold property 

prices have outperformed relative 
to sectional title prices throughout 
the past year, averaging 2.9% 
versus 2.1% for sectional title. 

“Coastal price inflation also 
appears to be regaining 
momentum, resulting in a 

widening price premium of  0.29% 
over non-coastal house prices.”

The demand for both holiday 
homes and investment properties has risen  

in recent months, increasing to 0.6% and 6.4%  
(respectively) of  mortgages extended by Ooba in 
December 2020. 

In October 2020, holiday homes accounted 
for just 0.12% of  all mortgages extended before 
rebounding to 0.6% in December 2020, while 
investment properties fell to a low of  4.7% of  
mortgages in July 2020, before rising to 6.4% in 
December 2020.

Despite the uncertainty surrounding the pandemic, the market for prime  
global residential property is expected to remain active as the long-term  
appeal of this sector holds strong – as sentiment improves amid the rollout  
of the Covid-19 vaccine across the globe, and as the Biden administration  
plans a massive stimulus package to revive growth in the US, according  
to Savills World Cities Prime Residential Index.

DR ANDREW GOLDING

Chief  executive of  the Pam Golding  

Property group
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SOUTH AFRICA’S  
CONSTRUCTION 
INDUSTRY
CAN BUILD ITS WAY BACK  
TO SUCCESS IN 2021

With this in mind, Eben Meyburgh, CEO at GVK-Siya Zama 
Construction, believes that the industry has the potential to 

help kick-start the economy after it declined in 2020 following an 
extremely difficult year due to measures taken to protect against 
Covid-19. “As the public sector is investing in various civils projects, 
we hope to see a positive knock-on effect when it comes to 
increasing work opportunities for related industries such as building 
construction, material manufacturing, engineering, architecture and 
electrical construction,” he says.

It is important to note, however, that it won’t be smooth sailing 
as the industry is anticipating another disruptive year. 

“Challenges brought on by the pandemic and slow economic 
growth are expected to persist throughout 2021 – and although 
expenditure in the private industry is loosening up marginally, this, 
along with the slowdown in public sector work, may not be sufficient 
in the short to medium term,” says Meyburgh. “As such, the labour 
force may become more desperate as a result of  unemployment, 
which could result in the rise of  disruptions by the construction 
sector mafia.” He adds that the government has an opportunity  
to make a considerable contribution towards averting drastic risk to 
the industry and the labour force by accelerating project awards and 
reducing lag.

Despite this, he points out that there is cause for optimism, and 
that he believes the industry can start building its way back to 
positive growth in 2021. “The Economic Reconstruction and 
Recovery Plan has helped to address some of  the uncertainty in the 
construction industry, and players in the sector are currently in 
engagement with the government regarding the rollout of  strategic 
integrated infrastructure projects to revive the economy.”
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“Working together  
and uniting with  
our colleagues,  
clients, sub-contractors, 
suppliers and other 
industry players  
has strengthened  
us as individuals –  
and as a company.”

Meyburgh remains confident that the construction industry 
will be able to navigate 2021 successfully because the sector is now 
better equipped and better able to deal with the continuing 
challenges brought about by Covid-19.

“The lessons we learnt last year will definitely assist us in 
handling any future crises that we may face, and construction teams 
are armed with more effective ways of  ensuring their own safety 
and that of  others on site and in their personal lives,” he says.

The sector, therefore, needs to be ready to take advantage of  
any opportunities that arise, he says. “I believe that the key theme 
of  this year is to accept and embrace change, partner with industry 
stakeholders to find solutions, and create opportunities for growth 
and for growing people.”

Like the majority of  South Africans, the team at GVK-Siya 
Zama has had to learn to embrace constant change and upheaval, 
Meyburgh points out. “More than anything, we now place emphasis 
on the importance of  building and retaining trusted relationships 
with all stakeholders, and the importance of  supporting one another 
through these difficult times,” he says. “Working together and 
uniting with our colleagues, clients, sub-contractors, suppliers and 
other industry players has strengthened us as individuals – and as  
a company.”

Meyburgh urges his peers in the construction industry to remain 
positive. “It is incumbent upon us to contribute to the revival of  
the economy by being solutions-oriented, improving efficiencies 
and driving alternative and sustainable building methods,” he says. 
“I implore all industry leaders to proactively drive innovation and 
creative thinking, so we can successfully grow the industry together 
in 2021.”

In his State of the Nation Address (SONA 2021), President Cyril Ramaphosa 
announced that the R100-billion Infrastructure Fund is now in full operation.  
He said that infrastructure projects that have been planned will lead to the 
revival of the construction industry and the creation of much-needed jobs.

EBEN MEYBURGH

CEO at GVK-Siya Zama Construction
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CONSTRUCTION  
AND INFRASTRUCTURE 
CORNERSTONE OF CHANGE FOR SA

As President Cyril Ramaphosa said, “When I delivered the State  
  of  the Nation Address in this House last year, none of  us 

could have imagined how – within a matter of  weeks – our country 
and our world would change so dramatically. Our plans had to be 
adapted in response to a global emergency. Budgets had to be 
reprioritised and many programmes had to be deferred. Over the 
past year, South Africa has experienced a sharp decline in growth 
and a significant increase in unemployment.”

The Economic Reconstruction and Recovery Plan is a long-
term legacy programme that focuses on four major elements. These 
include the massive rollout of  infrastructure, local production, job 
stimulation and creation, and energy-generation capacity.

At the helm of  socio-economic transformation is infrastructure. 
While skills development is branching throughout sectors such as 
transport, energy, water and telecommunications, construction on 
key projects has already begun and progress is already being seen. 
The dream of  building new cities that will enable us to make a break 
with apartheid’s spatial development is becoming a reality, with two 
major human-settlement projects launched in Gauteng. The draft 
master plan for the Lanseria Smart City, potential home for 350  000 
to 500  000 people within the next decade, was completed in November 
2020 and is now out for public comment. 

Additionally, the Infrastructure Investment Plan sets to target 
construction and rehabilitation of  national roads. Backed by the 
R100-billion Infrastructure Fund, which is now in full operation, it 
will see the revival of  construction and the creation of  instant and 
consistent job creation.

“Bringing this topic closer to home, in KwaZulu-Natal we are 
seeing private and public development teams transform the landscape 
to break the barrier to entry, integrate communities and bolster job 
creation,” says Rainmaker marketing director Stefan Botha. The 
flyover bridge that connects Umhlanga and Cornubia breaks former 
barriers and integrates communities of  all LSMs, and has stimulated 
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further property and infrastructure investment and growth. In addition, 
while the catalytic Sibaya Coastal Precinct has already seen more 
than 5  000 jobs created over four years, through the development 
set for Node 6, backed by Devmco Group, we can expect to see a 
further 70  000 jobs created over the course of  the next five years. 
And we can’t forget the master plan set out for the North Coast by 
the Royal Shaka Property Group, which was formed through private 
sectors and has worked with municipalities and the government  
to create outstanding yet inclusionary lifestyles. The results of  the 
construction are fast, significant and happening at every turn.

“Private developments of  luxury estates are often seen as 
being for only a select few – but behind the scenes, many of  
these development entities are working with municipalities to 
enhance the area, and enhance and integrate the communities. 
Furthermore, while these estates do attract a certain type of  
buyer, they also encourage foreign investment and stimulate 
significant job creation.”

As part of  the employment stimulus, the private sector 
plays a major role. Apart from creating job opportunities in areas 
such as education, arts and culture, global business services, early 
childhood development, and small-scale and subsistence farming, 
the government’s investment plan has also involved environmental 
programmes, including clearing of  alien trees, wetland rehabilitation, 
fire prevention, and cleaning and greening across all municipalities.

“We are seeing this in the partnerships between management 
associations of  precincts and municipalities,” says Botha. “Together, 
they are showing us how precincts can be transformed into safe, 
maintained areas for people to live in. The Umhlanga Ridge Town 
Management Association and Sibaya Precinct Master Management 
Association are success stories of  how these bodies help to improve 
the environment and foster investment into growing municipalities.”

The fourth part of  the government’s recovery plan involves 
the rapid expand of  energy-generation capacity. It was revealed that 
Eskom aims to achieve zero emissions by 2050. “Backed by the 
Green Building Council South Africa, the construction sector is 
leading the way with increased development of  green estates,” says 
Botha. “Drawing on solar power, low faucet fixtures and EDGE-
certified technology, developments are significantly reducing energy 
emissions, and shaping the way we live.”

This year is going to see the revival of  construction, and the 
start of  significant infrastructure development. “We look forward 
to being part of  a bigger picture, assisting developers in not only 
answering the mass market’s demands, but also working alongside 
private and public entities that are transforming the socio-economic 
landscape and changing the way we live in South Africa.”

The themes of the State of the Nation Address included, among others, 
economic recovery, stimulating investment, sustainable yet significant job 
creation, and unlocking integrated energy resources. While these themes are 
consistent with previous years, actions are what will define this year in particular.

STEFAN BOTHA

Marketing director at Rainmaker
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WHICH INDUSTRIAL REAL 
ESTATE SUB-SECTORS 
WILL SURVIVE  
THE PANDEMIC?

Of  the recent industrial sub-sectors to emerge, last-mile delivery 
and big-box distribution centres became the most recognised. 

While e-commerce growth shows no signs of  slowing down globally 
and will fuel demand to occupy these properties, the supply will 
eventually plateau because of  the limited number of  suitable sites 
or suitable tenants. When these modern industrial buildings are 
sold, capitalisation rates can be expected to be low as investors with 
exposure to other asset classes jockey for a very limited number of  
these deals.

The physical attributes of  many industrial properties impact 
pricing as well. In the same quarter, Cape Town industrial properties 
with ceiling heights of  at least 10 metres traded for an average of  
R65 per square metre, or approximately 23% higher than properties 
with lower ceiling heights. Similar trends were noted in other parts 
of  the country. The reason for the growth of  properties with height 
is modernised racking and storage systems that require height. 
Trends such as lower demand for office space have weakened 
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properties with high office-to-warehouse ratios, while demand for 
warehouse spaces with large yards and outdoor areas has grown 
recently in keeping with demand for supply and logistics sites.

Over the past year, demand for vacant industrial-zoned land – 
or what is known in the US as IOS (industrial outdoor storage) – 
has grown, particularly in the second half  of  2020, due to logistics 
companies wanting secure places to park trucks on industrial sites 
with facilities for drivers. Rental rates for yards have increased by 
between 20 and 25% in certain industrial suburbs.

Other industrial spaces are attracting demand as well. Across 
the world, the pandemic has spurred increased demand from 
government agencies, healthcare providers and non-profits to 
acquire storage for essential medical equipment, non-perishable 
food and other emergency supplies. South Africa has seen some of  
this, and the question for many industrial property specialists is 
whether this will grow in the next 24 months.

While there are questions around how much the country will 
stockpile moving forward, if  non-profits, healthcare institutions 
and government bodies do shift to a mind-set of  over-preparation in 
the future, the impact on leasing demand for storage will be significant.

While the Covid 
pandemic may have 

accelerated demand for 
many industrial spaces, 
the industrial property 

market does not operate 
in a vacuum. So the 

challenge for the sector 
will now be twofold: 

navigating an 
increasingly competitive 

market for industrial 
properties, and 

understanding which 
sub-sectors will have 

the most staying power 
into the future.

By Rael Levitt, CEO at Inospace

RAEL LEVITT

CEO at Inospace
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Demand for modern cold-storage facilities is another industrial 
type that has grown globally. Since the start of  the pandemic, the 
grocery home-delivery sector in many countries has developed into 
a hyper-specialised market, with new e-commerce delivery ventures 
such as dark kitchens and dark stores. As these enterprises continue 
to expand their presence in urban area, the demand for smaller yet 
modern cold-storage facilities will rise.

The need for manufacturing space has also risen rapidly. A 
growing craft movement, coupled with political aspirations to 
increase domestic manufacturing and reduce dependence on other 
countries, has fuelled demand for modern manufacturing space.  
If  the “buy South African” movement takes off, manufacturing  
real estate start-ups will be well-positioned for growth, reversing 
two decades of  manufacturing declines.

Cannabis and indoor agriculture are the last trends to watch. As 
South African courts ponder the legality of  marijuana production 
and wholesale distribution, the list of  legal uses for cannabis could 
grow, which will impact the industrial market as it has in other 
countries. Because the government still classifies marijuana as an 
illegal drug, the obstacles to owning, financing and insuring cannabis-
based properties are substantial; as such, institutional capital will 
continue to avoid the sector altogether. However, an opportunity 
for entrepreneurial-minded investors with a stronger stomach for 
risk will eventually prevail.

Certain use types within the industrial asset class will have 
staying power post-pandemic. Last-mile distribution, multi-let and 
storage will continue to thrive in a competitive market. Other uses 
could see growth and less competition – but that will come at the 
cost of  much greater risk as the market tries to get its bearings on 
the post-Covid frontier.

Cannabis and indoor 
agriculture are trends to 
watch. As South African 

courts ponder the 
legality of marijuana 

production and 
wholesale distribution, 

the list of legal uses  
for cannabis could  

grow, which will  
impact the industrial 

market as it has in  
other countries.
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SOUTH AFRICAN 
BUSINESSES  
SHOULD APPLY FOR A SECTION 11D  
TAX INCENTIVE TODAY

Section 11D of the South African Income Tax Act (the “Act”), makes provision for 
a tax incentive scheme commonly referred to as the Research and Development 
(R&D) tax incentive. The R&D tax incentive is an attractive tool for any business, 
because it offers an opportunity to deduct R1.50 from taxable income for every 
R1.00 spent on R&D.

Recent statistics regarding the incentive
The R&D tax incentive has provided more than R50-billion in support 
to businesses since its inception in 2006. During the period November 
2006 to February 2019, 1  349 applications have been submitted to the 
Department of  Science and Innovation (the DSI). Eight hundred 
and forty five of  these submitted applications have been approved, 
which equates to an approval rate of  approximately 63%.

Which businesses should apply for the incentive?
A business will be eligible for a tax deduction equal to 150% of  
expenditure incurred, if  such expenditure is incurred directly and solely 
for R&D activity in South Africa, and such expenditure is incurred 
after the date on which an application for approval of  the R&D was 
submitted to the DSI. Therefore, any business that conducts R&D in 
South Africa (and which has not done so yet for current or future 
projects) should consider applying for the R&D tax incentive.

What qualifies as R&D?
In terms of  the Act, R&D means systematic investigative or systematic 
experimental activities of  which the result is uncertain, the purpose 
of  which is any one of:

 ● discovering non-obvious scientific or technological knowledge;
 ● creating or developing an invention as defined in the South 

African Patents Act;
 ● creating or developing a functional design as defined  

in the South African Designs Act;
 ● creating or developing a computer program as defined  

in the South African Copyright Act;

By Kobus du Raan. Courtesy of  golegal.co.za/11d-tax-incentive

KOBUS DU RAAN

Attorney at KISCH IP
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 ● creating or developing a multi-source pharmaceutical  
product; and

 ● conducting a clinical trial as provided for in the guidelines  
for good practice in the conduct of  clinical trials with human 
participants in South Africa.

Further, the deduction is not limited to the above project aims, but 
can also be applied to projects for which the aim is a significant and 
innovative improvement to any of  the above inventions, functional 
designs or computer programs.

Can R&D be outsourced?
The R&D tax incentive includes within its scope expenditure related 
to outsourced R&D, where such R&D is outsourced to:

 ● an institution, board or body that is exempt from normal  
tax under Section 10(1)(cA) of  the Act (e.g. South African 
universities and science councils);

 ● the Council for Scientific and Industrial Research;
 ● a company forming part of  the same group of  companies,  

and the company that carries on the R&D does not claim  
its R&D expenditure with the R&D tax incentive; or

 ● another company, provided that only the outsourcing  
company may determine or alter the methodology  
of  the research.

This provides a practical alternative for businesses that consider 
conducting R&D, but which do not have the skills and/or facilities to 
conduct the desired R&D internally.
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What about confidentiality of information?
Subsection 18 determines that all matters must be kept secret by all 
employees of  the DSI. Therefore, confidentiality is maintained and 
there is no risk of  competitors acquiring sensitive information, or 
that the matter disclosed in an R&D tax incentive application can be 
used in an attack against registered IP, such as a patent.

Progress made in the processing of applications
In the last decade, applicants for the R&D tax incentive have experienced 
issues with obtaining timeous approval for the stipulated supercharged 
tax deduction. The reasons for these issues mainly related to a shortage 
of  skilled resources at the DSI capable of  assessing the applications. 
This shortage created a significant backlog in the processing of  
applications, and resulted in long and frustrating waiting periods for 
applicants before receiving a decision.

The good news is that, according to information available to us, 
the backlog has recently been substantially eradicated, and applicants 
are receiving feedback more promptly than before. The application 
process has recently also become more transparent, and one can 
enquire about the progress of  one’s application at any time. 

A last bit of  good news is that, in the event that the DSI reaches 
a decision to deny an application, an applicant will have an opportunity 
to respond to the DSI’s decision and convince the DSI to approve 
the application.

Who has the required experience to assist 
businesses with R&D tax incentive applications?
KISCH IP has an excellent track record in assisting clients in obtaining 
approval for R&D projects in terms of  the R&D tax incentive. If  
your business conducts R&D in South Africa and has not yet applied 
for the section 11D R&D tax incentive, you are welcome to schedule 
a consultation with a professional at KISCH IP.

Johannesburg
t: +27 (0)11 324 3000
f: +27 (0)86 603 6118

e: info@kisch-ip.com

5 Inanda Greens Business Park
54 Wierda Road West

Wierda Valley, Sandton 2196

Cape Town
t: +27 (0)21 001 1250
f: +27 (0)86 603 6118

e: info@kisch-ip.com

11 Resthaven Drive
Tokai 7966

COMMERCIAL PROPERTY MANAGEMENT
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C O M M E R C I A L 
P R O P E R T Y 
M A N A G E M E N T

AIMS OF THE COURSE

The aim of the course is to teach the 
essentials of commercial property 
management, focusing on office 
buildings, shopping centres, and 
industrial sites.

COURSE CONTENT

m	Introduction to commercial real estate management,  
 Real estate market research, Real estate investments and finance, 
 The business plan, Developing a marketing and leasing plan, 
 Preparing to lease a building, Preparing for lease negotiations,
 Negotiating the commercial lease, Leasing opportunities, 
 Developing a leasing programme. 

m	Administration and record keeping, Financial analysis for 
 real estate managers.

m	Shopping centre management, Office building management,  
 Medical office building and clinical facilities management, 
 Industrial real estate management.

m	The commercial real estate development process, renovating, 
 rehabbing, and repositioning commercial properties.

LEARNING OUTCOMES

 At the end of the course,   
 participants should be able to:
m Explain the nature of property 
 management.

m Analyse a property management  
 business plan.

m Develop a marketing and 
 leasing plan.

m	Manage lease negotiations.

m	Perform financial analysis 
 and budgeting.

m	Apply the requisite management 
 techniques for various 
 property types.

m	Manage a maintenance program 
 as well as plan for safety, security 
 and emergency procedures.

METHOD of ASSESSMENT

 The course will be 
 assessed through; 
m	class participation (10%), 
m	assignments (50%) 
m	and tests (40%)

NUMBER OF 
NOTIONAL 
STUDY 
HOURS

400

TESTIMONIAL
   Zakieya De La Rey

Corporate Real Estate Solutions (CRES), Absa Bank
The Course material is good, with excellent 

content and assignments that build 
on your knowledge regarding Office 
buildings, Shopping Centers and 
Industrial sites.

The lecturers are great and always 
there for support and ready to help.

 The great benefit of doing this course on an 
online platform, such as Microsoft Teams, is that  
I am able to go back and access the recordings at a 
later stage should I not be able to attend a lecture, or 
for the purpose of studying.
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EMIRA DECLARES 52CPS 
HALF-YEAR DIVIDEND  
OFF ROBUST PORTFOLIO STRUCTURE, 
RENTAL COLLECTIONS AND LIQUIDITY

Emira Property Fund (JSE: EMI) reported a half-year dividend of 52 cents  
per share and distributable income of R333.7-million for the six-month interim 
period to 31 December 2020.
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the local economy, business confidence and 
household spending, placing massive pressure on 
all key property metrics. 

While Emira’s overall direct South African 
portfolio vacancies edged up from 4.1% to 5.9%, 
they remained low relative to national averages. 
Emira’s only directly held residential property, 
The Bolton, increased its occupancy from 80.9% 
at the start of  the period to 97.5% at the close. 

Emira enjoyed a pleasing improvement in 
rental collections, with collections as a percentage 
of  billings at 99% for the six months ended  
31 December 2020. The collection of  deferred 
rentals in particular was better than anticipated, 
at 80%. 

Emira achieved impressive tenant 
retention of  83% by gross lettable 
area (GLA), the largest renewal 
being the South African Local 
Government Association at 
Menlyn Corporate Park in 
Pretoria, for more than 7  000m2. 
In addition, it concluded some 
new leases during the period, 
the largest being iMvula 
Healthcare Logistics in 3  500m2 
at 1 Medical Road in Johannesburg. 

“Overall, the outlook remains 
challenging and uncertain, with further 
increases in vacancies and reversions still ahead 
for the property sector,” says Jennett. “More than 
ever before, Emira is focusing on maintaining its 
occupancy levels by retaining existing tenants. Close 
tenant relationships promote the understanding 
and agility to deliver appropriate, good-quality, 
well-priced space, which benefits tenant retention 
and attraction. The manner in which the Emira 
team has supported and collaborated with our 
tenants through the pandemic has strengthened 
relationships, positioning them well for the future  
– and I commend our people and partners for 
this achievement.”

As part of  its strategic asset management, 
Emira has an ongoing capital recycling programme 
and, under this focus area, it disposed of  a Gauteng 

building to its tenant, Steiner Services. The R34.5-
million sale price realised a 17% premium to book 
value and an exit yield of  8%, supporting Emira’s 
realistic property valuations. It has two assets 
valued at R171.3-million held for sale.

Emira continued to maintain and improve its 
properties while scrutinising capital expenditure. 
Fortunately, consistent investment into the 
portfolio over the years has ensured that its 
portfolio remains relevant and attractive on the 
whole. Elevating energy efficiency and water 
conservation remains a focus area of  its capital 
improvements. Its photovoltaic solar programme’s 
positive environmental and operational impacts 
were further enhanced, with two new installations 

completed and one commenced during 
the period. 

“We continue to expedite 
alternative energy supply, water 
harvesting and back-up power 
projects in light of  utilities 
supply disruption and the 
overinflated increases of  
utilities, rates and taxes costs,” 

notes Jennett. Emira kept a 
keen focus on containing costs. 

Even so, its property expenses 
increased 5.9% during the six months. 

Emira’s equity-accounted investments 
– Transcend Residential Property Fund, Enyuka 
Property and its US investments – delivered R118.3-
million of  distributable income for the half-year. 

A 34.9% stake in specialist JSE Main Board 
listed REIT Transcend gives Emira indirect 
exposure to the residential rental property sector. 
Transcend’s total property portfolio is valued at 
R2.5-billion, and Emira received R23.4-million 
of  distributable income from Transcend. 

Through Enyuka, a rural retail property 
venture with One Property Holdings, Emira invests 
in 24 lower-LSM shopping centres valued at R1.7-
billion. Notwithstanding the economic impacts 
felt during the six months, the rural retail sector 
outperformed all other retail sectors, resulting in 
lower-than-expected rental concessions granted. 

Emira is invested in a balanced portfolio of  
diverse office, retail, industrial and residential 

properties. It has 78 directly held properties 
valued at R9.9-billion in South Africa, and equity 
investments in 10 grocery-anchored open-air 
convenience shopping centres in the US. Its 
portfolio is diversified across property sectors 
and internationally in a combination of  directly 
held assets and co-investments with partners who 
are experts in their respective fields. The Emira 
portfolio is structured for adaptability to deliver 
stability and sustainability through different 
economic and property cycles.

“In the context of  the current uncertain and 
challenging operating environment, these results 
reflect the robustness of  Emira’s business, 
portfolio and processes,” says Geoff  Jennett, 
CEO of  Emira Property Fund. “A key feature  
of  a REIT investment is its cash-backed income 
component, and at Emira we believe that if  we 
can reasonably pay dividends while still protecting 
our business’s longevity, we should. We are 

confident that our decision to pay an interim 
dividend, albeit at suitably conservative levels, is 
the right one for our shareholders.”

Emira also continued to look after the interests 
of  its tenants, staff, service providers, portfolio 
of  assets, co-investors, funders, communities and 
environment. “It is our actions in all these areas 
that come together to form a sustainable business,” 
notes Jennett.

Continuing efforts to ensure that as many of  
its tenants as possible survive the Covid-19 pandemic 
lockdowns’ adverse effects, Emira provided 
support to 363 tenants with a further R17.8-
million in permanent rental remissions during  
the six months. This relief  supported some high-
risk tenants, including gyms, restaurants and 
entertainment venues. Emira expects to consider 
further rental concessions in the second half  of  
its financial year, on a limited case-by-case basis.

During the six months from July to December 
2020, the effects of  the pandemic and its various 
lockdowns in South Africa continued to batter 

Emira’s  
equity-accounted 

investments – Transcend 
Residential Property Fund, 
Enyuka Property and its US 

investments – delivered 
R118.3-million of 

distributable income 
for the half-year. 

GEOFF JENNETT

CEO of  Emira Property Fund
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Emira received R41.9-million of  income from 
Enyuka via interest on its shareholder loan, as 
well as an asset management fee of  R2.3-million.

On the international front, Emira invests in 
grocery-anchored dominant value-orientated 
convenience retail centres in robust markets in 
the US with the Rainier Companies, and its share 
had a carrying value of  R1.4-billion at the close 
of  the period. The type of  property in which 
Emira invests in the US performed better than 
enclosed malls and lesser-quality properties in the 
context of  Covid-19. They are geared towards 
communities, provide essential goods and services 
(especially with grocer anchors), focus on the 
popular value retail segment, have quality tenants, 
and offer open-air environments where people feel 
safe. The period was defined by reduced Covid-19 
restrictions, more government stimulus and relief, 
fewer tenant requests for rental relief, and a high 
100.4% collection of  all rentals billed. Distinguished 
by sound property fundamentals and a high-quality 
tenant base, the portfolio has a weighted average 
lease expiry of  5.9 years. With limited leases up for 
renewal, a positive rental reversion of  1.5% was 
achieved, but, as expected, vacancies increased from 
5.2% to 8.5%. Vacancies should reduce by year-
end with deals that focus on high-credit-quality 
tenants. Distributable income received by Emira 
from its investments in the US was R72.7-million.

Emira reduced its direct portfolio value by  
a carefully considered 3.6% for the period and,  
in accordance with (and taking into account) a 
reduced derivative liability number, its net asset 
value decreased by the same percentage.

The REIT continues to benefit from 
diversified sources of  funding, and has facilities 
across all major South African banks. Emira met 
all commitments to its funders, and reduced its 

finance costs by lowering its debt levels, and as a 
result of  lower interest rates. It reduced its loan-
to-value (LTV) ratio slightly from 43% to 42.5%, 
as it moves closer to its long-term LTV target of  
below 40%. Emira closed the interim period with 
a group interest cover ratio of  3-times. 

Global Credit Rating Company affirmed 
Emira’s corporate long-term credit rating of  
A(ZA) and short-term rating of  A1(ZA) with  
a negative outlook, in September 2020. As at  
31 December 2020, it had access to undrawn 
facilities of  R720-million and cash on hand of  
R122.6-million, which adequately covers short-
term commitments.

Continuing its good business journey, Emira 
made a significant improvement in its B-BBEE 
rating, moving from a Level 5 to a Level 2 
contributor, with a verified effective 76.68% black 
ownership. The improvement furthers Emira’s 
positive role in the economy and the society.

“Our numbers show that we are consistently 
doing all the basics, and doing them well, even in 
an exceedingly difficult environment,” Jennett 
says. “We are encouraged by the possibility of   
an ongoing low-interest-rate environment and 
the potential for economic recovery increasing 
towards the end of  2021, provided that the rollout 
of  vaccines goes ahead successfully. Emira will 
continue to protect and generate value for our 
stakeholders with a robust balance sheet, well-
funded and sustainable operations, and a diversified, 
balanced portfolio of  quality properties.”

Given the current uncertainty, Emira has 
reiterated that it would not provide earnings and 
distribution guidance until such guidance is highly 
probable. However, it reaffirmed its management 
KPI target for distributable earnings of  119.7 
cents per share for the year to 30 June 2021.
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RWANDA ADOPTS A  
NEW INVESTMENT CODE
GEARED TO MAKE KIGALI  
A REGIONAL FINANCIAL HUB 

Effective from 8 February 2021, Rwanda has a new law – Nº 006/2021 of 
05/02/2021 – on investment promotion and facilitation (New Investment  
Code), repealing law Nº 06/2015 of 28/03/2015 that was in force since 2015.  
The law brings about a set of investment incentives geared mainly at enhancing 
Rwanda’s competitiveness, and attract cross-border investments, new business 
and financial institutions to operate across the African continent and beyond 
through the newly set up Kigali International Financial Centre.
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employment income tax of  the expatriates employed by the 
entity provided they do not exceed 30% of  the employees of  
the entity, as well as refund of  social security contributions 
paid to the Rwanda Social Security Board upon permanent 
departure of  the expatriates from Rwanda.

 ● A preferential withholding tax rate of  5% on dividends and 
interest paid on securities listed on the Rwanda Stock Exchange. 
A similar incentive already exists under the Income Tax Law, 
but it is limited to dividends and interest whose beneficiaries 
are Rwandan and/or East African Community residents.

 ● A preferential withholding tax rate of  10% on interest paid on 
foreign loans, dividends, royalties and service fees, including 
management and technical service fees by specialised innovation 
park developers or specialised industrial park developers.

 ● Exemption for angel investors investing a maximum US$500  000 
in a start-up from capital gains tax upon the sale of  shares, 
provided the shares were initially purchased as a primary equity 
issuance by the start-up, and from withholding tax applicable 
to dividends up to five distributions by the start-up.

 ● Tax incentives to investors in the film industry meeting the 
requirements under the New Investment Code. Those incentives 
include a 0% VAT rate on goods and services procured locally 
and a preferential withholding tax rate of  0% on payments made 
for specialised services procured by the investor. A list of  the 
qualifying foreign specialised services is jointly approved by the 
Rwanda Film Office and the Rwanda Revenue Authority (RRA).

Another interesting feature of  the New Investment Code (which 
was provided for under the 2005 investment code) is that, in addition 
to the incentives set out in the law, special incentives can be provided 
to strategic investment projects (i.e., investment projects of  national 
importance, which have a strategic impact on the development of  
the country and meet other requirements set out under the code). 
Strategic investment projects that meet the qualifying criteria, and 
corresponding additional investment incentives, are approved by 

T he first striking change under the New Investment Code relates 
to priority economic sectors such as:

 ● Mining activities relating to mineral exploration;
 ● Construction or operation of  specialised innovation parks  

or specialised industrial parks;
 ● Transport, logistics and electric mobility;
 ● Horticulture and cultivation of  other high-value plants included 

on the list approved by the Rwanda Development Board;
 ● Creative arts in the sub-sector of  the film industry; and
 ● Skills development in areas where the country has limited skills 

and capacity as determined by the Rwanda Development Board.

Another important change under the New Investment Code relates 
to varied tax incentives that have been introduced. These include:

 ● A preferential corporate income tax rate of  3% applicable to 
pure holding companies, investment SPVs, collective investment 
schemes, on foreign sourced income of  an investor operating 
as a global trading or paper trading, and on foreign sourced 
royalties of  intellectual property companies meeting the 
conditions set out under the New Investment Code.

 ● Tax incentives for entities established by philanthropic investors 
that include non-recognition as revenue of  grants and funds 
transferred to the philanthropic entity for the purposes of  
financing social-impact activities; 0% VAT rate on the goods 
and services procured locally by the entity; and exemption from 

The tax incentives 
include a preferential 
withholding tax rate  
of 5% on dividends  
and interest paid  
on securities listed  
on the Rwanda Stock 
Exchange. A similar 
incentive already exists 
under the Income Tax 
Law, but it is limited to 
dividends and interest 
whose beneficiaries  
are Rwandan and/ 
or East African 
Community residents.DIEUDONNÉ NZAFASHWANAYO

Senior associate at ENSafrica (Rwanda)

By Dieudonné Nzafashwanayo
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the Cabinet upon proposal by the Private Investment 
Committee (established by the New Investment Code), 

whereafter an agreement to that effect is negotiated and 
entered into by the registered investor and the government.

The change revived by the new law, allowing the Cabinet to 
grant additional incentives, is quite timely, given that ad hoc 
incentives previously granted by the government in the absence of  
a specific legal statute have sparked contentions, with the RRA 
refusing to recognise such incentives on the grounds that they are 
not provided for by the law as required by the Constitution.

The New Investment Code provides for several tax and non-
tax incentives, and one would have no trouble concluding that it 
contains what it takes to attract the location of  internationally 
mobile production factors in Rwanda. One would therefore expect 
to see a number of  multinationals choosing Rwanda as their holding 
jurisdiction for expansion in other African countries. 

However, the country equally also needs to keep its focus  
on other investment location determinants, such as infrastructure, 
the macroeconomic environment, a predictable tax system, goods 
market efficiency, labour market efficiency, technological readiness 
and innovation. 

That way, “the country of  a thousand hills” could expect to see 
deployed investments and sacrifices made in terms of  revenue 
collection generate commensurate development benefits.
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OPERATOR
An operator processes personal information for, 

or on behalf of, a responsible party in terms of  
a contract or mandate.

A RESPONSIBLE PARTY

A responsible party is the person or entity that 
determines the purpose and means of processing 

personal information (i.e. determines the destiny of the 
information) and can act independently or jointly with 

other responsible parties. 

PROTECTION OF  
PERSONAL INFORMATION 

ACT, 2013: AT A GLANCE

The Protection of Personal Information Act, 2013 (POPIA) came into effect on 1 July 2020. The 12-month grace 
period for compliance  commenced on 1 July 2020. This means that private and public bodies, and anyone else who 

determines the purpose of, and means for, processing personal information (processing entities) now have until  
30 June 2021 to comply with the Act’s comprehensive requirements.

WHO CAN PROCESS PERSONAL INFORMATION?

AM I PROCESSING 
PERSONAL INFORMATION?

“Processing” is defined broadly to include  
various actions that can be taken in relation  
to personal information, including its collection, 
receipt, storage and use.

WHAT IS PERSONAL 
INFORMATION?

PERSONAL INFORMATION IS:
• Information relating to an identifiable,  
  living natural OR juristic person.

POPIA defines personal information very broadly, to 
include a wide range of information that can be used  
to identify a data subject.

Notably, POPIA refers to the personal information of 
juristic entities, meaning that businesses will be able 
to enforce their data protection rights under POPIA.

YES YES

Below we set out a high-level overview of the instances in which POPIA  
will apply to processing activities and the obligations which come with POPIA.

YES
POPIA DOES NOT APPLYNO

AM I SUBJECT TO POPIA?

• POPIA APPLIES TO JURISTIC AND 
NATURAL PERSONS:

  - Who are domiciled in South Africa; or
  - Who are not domiciled in South Africa 

but use automated or non-automated 
means in South Africa, unless the personal 
information is only forwarded through 
South Africa.

• SO IF YOU PROCESS PERSONAL 
INFORMATION IN SOUTH AFRICA:

  POPIA will apply to you even if you are not 
domiciled in South Africa.

GENERAL PROCESSING PRINCIPLES

A RESPONSIBLE PARTY MUST COMPLY WITH ALL  
8 CONDITIONS FOR LAWFUL PROCESSING, NAMELY:

1 ACCOUNTABILITY: 
 You will be responsible for 

   ensuring POPIA compliance

2 PROCESSING LIMITATION:
 You must only process that  

   information which you require

3 PURPOSE SPECIFICATION: 
 Personal information must be 

   collected for a specific purpose

4 FURTHER PROCESSING 
 LIMITATION: 

   Further processing of personal  
   information (i.e. outside original  
   purpose) must be compatible with  
   the original purpose of collection

5 INFORMATION QUALITY: 
 You must keep personal information 

   records accurate and up to date

6 OPENNESS:
 You must disclose certain information  

   to data subjects (i.e that their  
   information is being collected, where 
   it is collected from and how it  
   is used

7 SECURITY SAFEGUARDS:
 You must secure the integrity and 

   confidentiality of personal information

8 DATA SUBJECT PARTICIPATION: 
 You must allow data subjects to 

   access their personal information

Determining whether a 
person is a responsible party 

or an operator will not 
always be an easy exercise.

A person will have to assess its 
processing activities very closely. 

The distinction is important, 
because it affects the rights 
and obligations that fall on 

responsible parties and operators 
respectively.

OPERATOR 
CONTRACTS
Responsible parties must conclude a 
written contract with operators to  
ensure that the operators establish  
and maintain measures that secure  
the integrity and confidentiality of 
personal information.

INFORMATION 
OFFICER
Responsible parties must appoint an 
Information Officer who is responsible 
for overseeing their compliance with  
the provisions of POPIA.

PRIVACY NOTICES
Responsible parties must tell individuals 
how their personal information is 
collected, why it is collected and  
how it will be used.

TRANS-BORDER 
INFORMATION  
FLOWS
POPIA sets out restrictions on when 
personal information can be  
transferred outside South Africa.

DATA SECURITY 
AND BREACH 
NOTIFICATION
If there is a data breach, the responsible 
party may have to inform the affected 
individuals and the Information 
Regulator.

PROCESSING 
JUSTIFICATION
A responsible party must make sure 
processing in these circumstances:
• With consent
• For performance of a contract
• In compliance with a legal obligation
• Legitimate interests
• Public law duty.

RECORD RETENTION
POPIA restricts the instances in which 
personal information can be retained by 
a responsible party.

RESPONSIBLE PARTY  
OBLIGATIONS UNDER POPIA

OPERATOR 
OBLIGATIONS UNDER POPIA

OPERATOR CONTRACTS
Operators must comply with the provisions of  
the contract concluded with a responsible party.

DATA BREACH
Operators must notify the responsible  
party immediately of any suspected or actual  
data breach.

RESPONSIBLE PARTY / OPERATOR  

EXAMPLES
You manage your employee  
data on your IT systems

You are appointed to provide 
payroll services to your client

You provide information about 
your patient to a medical insurer

You send marketing emails to 
your client’s customer list

You are likely a  
Responsible Party

You are Likely an  
Operator

You are likely a  
Responsible Party

You are likely an  
Operator

PETER GREALY
E-MAIL:  peter.grealy@webberwentzel.com
CALL:  +27 11 530 5218

NOZIPHO MNGOMEZULU 
E-MAIL:  nozipho.mngomezulu@webberwentzel.com  
CALL:  +27 11 530 5855

KARL BLOM
E-MAIL:  karl.blom@webberwentzel.com
CALL:  +27 11 530 5517

WENDY TEMBEDZA   
E-MAIL:  wendy.tembedza@webberwentzel.com  
CALL:  +27 21 431 7291

FOR MORE INFORMATION  

CONTACT

Johannesburg t: +27 (0) 11 530 5000  |  Cape Town t: +27 (0) 21 431 7000

The change revived by 
the new law, allowing 
the Cabinet to grant 
additional incentives, is 
quite timely, given that 
ad hoc incentives 
previously granted by 
the government in the 
absence of a specific 
legal statute have 
sparked contentions, 
with the RRA refusing 
to recognise such 
incentives on the 
grounds that they are 
not provided for by 
the law as required by 
the Constitution

The New Investment 
Code provides for 

several tax and non-tax 
incentives, and one 

would have no trouble 
concluding that it 

contains what it takes 
to attract the location 

of internationally 
mobile production 
factors in Rwanda

https://www.ensafrica.com/
https://www.webberwentzel.com/Pages/default.aspx
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MILLENNIALS ATTRACT 
MILLENNIALS 
TO INVEST IN CAPE TOWN’S  
EXPENSIVE PROPERTY MARKET

Mind-set, language and available stock are converting renters into buyers, 
drawing tenants closer to city. Evo Properties, a sales and letting property-
brokerage and property-development consultancy, was launched six years  
ago by Emanuel Germanis, his brother Stephan, and friend Matthew McWilliams. 
Today, the company manages several hundred tenants for local and international 
investors, in residential properties across the southern Peninsula.
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been an attractive option for homeowners because 
of  the low initial transaction costs, such as not 
paying transfer duties or (sometimes) attorneys 
fees,” Germanis says. Now, with Covid, dropping 
prices for new units are allowing first-time buyers 
to invest in a would-be expensive area, which is 
proving especially appealing to tenants who want 
to buy, or would-be buyers in outer-lying areas.

FNB’s Economics Weekly report for 11 December 
2020 reflected a third-quarter 71,1% increase  
on a quarter-on-quarter and seasonally adjusted 
annualised rate for construction-sector production, 
on the back of  a rise in the number of  residential 
buildings, non-residential buildings and construction 
works. This is in line with South Africa’s middle 
property market (R750  000-R2.6-million) showing 
the greatest improvement in activity, with recovery 
driven mainly by younger (under 35) first-time 
buyers taking advantage of  competitive pricing, 
lower transfer duties and interest rates at a half-
century low with prime at 7%. Industry-wide data 
cited in FNB’s Property Barometer report for 
November showed that mortgage applications 
reached multi-year highs, with applications volumes 
approximately 9% above the same period in 2019. 

Germanis says his company has experienced 
this on the ground, with Millennials buying now. 
For example, despite a perception that the student-
housing market took a battering, he’s seen the 
opposite. Younger would-be buyers across all 
racial groups who’d been living with their parents 
or in Cape Town’s outer-lying suburbs are deciding 
to move out and are looking closer to town, in areas 
such as Mowbray, Observatory and Woodstock, 
where the social benefits include making new 
friends, building communities in hip, up-and-
coming neighbourhoods, and saving on transport 
costs. Properties that previously accommodated 
students in communal set-ups are being converted 
into multi-let arrangements, and are attracting a 
growing number of  out-of-towners, both local 
and from Gauteng, into suburbs close to the 
University of  Cape Town and Cape Town’s CBD. 

“There’s demand from young professionals 
– men and women in their 20s, who work for the 

likes of  Amazon or Woolworths. Low interest rates, 
but also a demand for more privacy and space for 
them to work from home, is driving this demand.” 
This goes hand in hand, Germanis says, with a 
trend of  owners spending more on renovating 
their properties and enlarging their workspace.

But the central city isn’t the only area showing 
impressive growth. “The market is showing that 
people believe in their own place of  residence,” 
says Germanis, especially when looking at suburbs 
such as Mitchells Plain. “People who work for 
Telkom, Eskom and SARS, for instance, earn 
excellent salaries and want to remain in those areas, 
whether it’s buying for the first time or investing 
in something a little bigger.” Colorado Park has 
become the Bishopscourt of  Mitchells Plain, he 
says. “We sold a property there for 15% over the 
asking price within 48 hours.” Germanis puts this 
down to people responding to the company’s 
online ads and social media – and to word of  
mouth. “Those areas are heavily community-
driven, and everyone’s chatting to everyone else, 
so word gets out about a particular property.”

Digital marketing is at the forefront of  how 
Matthew McWilliams, Evo’s marketing director, 
has grown an impressive database of  postgraduate 
students and young working professionals wanting 
to buy or rent. “Facebook and Instagram remain 
our top platforms, but we also see plenty of  traffic 
through our website and first-to-market online 
apartment reservation system.” If  tenants see an 
apartment they’d like to rent, they can reserve  
it online through Evo’s system. “Keeping our 
website current, especially with great interactive 
renderings, helps buyers in Gauteng make 
decisions regarding Cape Town options,” he says.

“We spend a lot of  time 
educating our tenants and 

first-time buyers about what goes 
into buying a property, by 
explaining bond intricacies, and 
matching them up with the right 
originators or attorneys,” says 
Emanuel Germanis, founder and 
managing director of  Evo 
Properties in Cape Town. “We do  
this with understanding, care and 
empathy; younger buyers who have 
no experience and may feel nervous 
about the process appreciate this. 
There’s nothing better than empowering someone 
to allow them to own their own home.

“We experienced only a 10% drop-off  in 
collections and tenant numbers during Covid,” 
says Germanis, comparing this to “market norms 
of  between 30% and 40%”. He attributes Evo’s 
good figures to “our tenant and owner mix of  
younger professionals who remained employed, 
coupled with how we reached younger tenants 
and buyers, and what we educated them about: 
that property is in fact affordable. There’s a false 
impression that there’s a huge cost involved with 
buying a property – but in essence, if  you have a 
good job and a decent salary, you can actually buy 
with very little.”

Germanis knows that a lack of  
experience in property investment 

doesn’t equate to a lack of  common 
sense. “Younger buyers want to see 
us walk the talk,” he says. And 
Evo does just this: the three-man 
team itself  is young (all under 30, 

and they’ve all put their money 
where their mouths are. “Buyers see 

us owning property, so they ask us for 
our advice, and being able to report 
back that experience and insight 
makes them feel more secure.” 

Next year, through its property-
development consultancy, the company will launch 
four new developments, one of  which is a 21-unit 
micro-apartment block going up in Woodstock’s 
Cavendish Square, opposite the police station, 
which it will retain full ownership of, renting out 
the apartments. The company’s track record in this 
blossoming inner-city suburb includes the full 
consulting and management (including sale) of  
Urban Artisan Apartments – the 51-unit residential 
and retail property development a stone’s throw 
from Woodstock’s bustling Biscuit Mill.

Germanis and his team are also working on a 
new affordable housing development called The 
Archive in Observatory, where a 30m2 apartment 
will sell for R799  999. “Developments have always 

EMANUEL GERMANIS

Founder and managing director  

of  Evo Properties



March/April 2021    PROVOCATE PROVOCATE    March/April 2021

SECTION 12J PROPERTY 
INVESTMENTS
CALLING LAST ROUNDS  
ON THE TAX BREAK

Section 12J funds will be gearing up for a flurry of interest as investors  
into the tax incentive realise it may be now or never to make the most of  
the tax break offered. Not only are investors clamouring to benefit from the  
tax deduction before financial year end on 28 February 2021, but this may well 
be the penultimate tax season in which SARS will make the incentive available.
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45% of  the investment (depending on the investor’s marginal tax rate 
or whether investment is made via an individual, trusts or company). 
Investors become shareholders and are issued a tax certificate to 
submit with the annual tax return. Flyt also introduced a Partnership 
Fund that provides bridging finance to investors to facilitate their 
100% tax refund if  they do not have the cash themselves. 

“To date, Flyt has saved its investors more than R50-million in tax, 
which they have been able to invest into quality hospitality properties, 
while growing the economy and creating jobs,” said Flowers. 

According to the 12J Association of  South Africa, as at February 
2020, R9.3-billion had been invested into South African opportunities 
via Section 12J – but, unless SARS extends the cut-off  date, the 
incentive is set to expire in June 2021. It’s a case of  getting in while 
you can.

Section 12J has matured into a viable alternative investment vehicle 
as taxpayers and investors have grasped the opportunity since its 

low-key introduction in 2009. From its fundamental aim of  boosting 
the SMME sector by incentivising investors with a handsome tax 
break for raising venture capital, many specialists have refined their 
offering and, in so doing, opened the net wider for more taxpayers  
to benefit.

Specialist investment property development firm Flyt Property 
Investment introduced its Section 12J offering in 2019, allowing 
property investors to make the most of  the 100% tax break via its 
hospitality property fund. Currently, the fund facilitates investment 
into the 66-unit mixed-use Eaton Square development in Diep River, 
Cape Town, which is close to being fully subscribed; Quiver Tree 
apartments (a student accommodation development in Stellenbosch); 
and Wink, a 30-room boutique aparthotel on Cape Town’s Foreshore. 
All developments benefit from a rental pool structure, as well as on-
site management. 

Investment into a Section 12J registered fund qualifies for a 
100% tax refund. So, in simple terms, 100% of  what you invest is 
deducted from your taxable income by SARS via the Section 12J 
scheme. Any amounts invested into venture capital 12J companies 
receive a share certificate together with a tax certificate, allowing the 
invested amount to be deducted from the investor’s taxable income, 
in the year that the investment is made. 

“Our Flyt Select Fund gives you a massive tax break, and you 
become the owner of  a pre-approved investment unit,” said Ryan 
Flowers, fund manager at Flyt Property Investment, in a recent 
webinar. “You can finance it yourself  or get up to 100% funding if  
approved. By using a Section 12J company for your investment you 
can get up to 45% tax back.” Essentially, SARS will finance up to 

According to the  
12J Association  
of South Africa,  
as at February 2020,  
R9.3-billion had been 
invested into South 
African opportunities  
via Section 12J but, 
unless SARS extends  
the cut-off date, the 
incentive is set to  
expire in June 2021.

Wink aparthotel on Cape Town’s Foreshore.

Quiver Tree student accommodation in Stellenbosch.

RYAN FLOWERS 

Fund manager at Flyt Property Investment
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REDEFINE WELL 
POSITIONED FOR 
UPWARD CYCLE
JSE-listed REIT Redefine Properties says its balance sheet is in a stronger 
position than it was before the Covid-19 pandemic struck, and that it should  
be well positioned to take advantage of opportunities by the end of the financial 
year in August.

Finance50 Finance 51

REITs are focusing on reducing their LTV ratios, and according 
to König, Redefine is “trending the right way, albeit slowly, having 
chosen the tougher route” to getting back to the sub-40% level. A 
key risk is the impact of  ongoing uncertainty on asset valuations. 

The interim dividend decision for 2021 will be made at the time 
of  approving the release of  the half-year results. “We can’t pre-empt 
the outcome of  deliberations on whether an interim dividend will 
be paid – but we will always act in the best interests of  all stakeholders, 
while complying with all our regulatory obligations,” said König. 

At the end of  August 2020, the group’s local assets – which 
include Centurion Mall, premium office precinct Alice Lane, as well 
as Rosebank Towers – were worth R65.4-billion. Its offshore assets 
stood at R15.6-billion.

“We are in the process of  obtaining asset valuations for the 
half-year, but it is evident that most of  the pain was taken last year 
and the decline in value is expected to be no more than 3% – and 
could be even less,” said König. “We are focusing on the variables 
we can control in this environment to prepare ourselves for the 
eventual upward cycle. By positioning our asset platform to be 
diversified in South Africa across the retail, office and industrial 
sectors, and geographically through Polish logistics – which is doing 
exceptionally well – and Polish retail, we have simplified the platform 
and eliminated a number of  risk universes. As a consequence, we 
are well positioned to withstand prevailing market conditions.”

Going forward, Redefine’s strategic priorities are centred on 
fulfilling its purpose to create and manage spaces in a way that 
changes lives. This is being done through collaboration, innovation 
and differentiation. “We need to be relevant to users’ evolving needs,” 
said König. “We need to be agile and alert to the changing operating 
environment to ensure that we constantly refine our portfolio to 
remain relevant. We are fortunate to have repositioned Redefine 
with a capital structure that’s well placed to thrive in the new normal.”

Speaking during a pre-close media briefing ahead of  its February 
interim results, Redefine CEO Andrew König said 2021 is 

expected to be a key turning point. “The strategic initiatives put in 
place prior to the Covid-19 pandemic a year ago are well advanced, 
and will position us for the eventual upward cycle.”

The major focus for Redefine in recent months has been on 
preserving liquidity and protecting its loan-to-value (LTV) ratio in 
the face of  ongoing Covid-19 uncertainty, a new variant of  the 
virus and a dreaded third wave of  infections. 

“We are confident that we will be able to continue to improve 
our position by the end of  the financial year, and will be back in a 
place from which we can look at expanding and growing the business, 
with 2022 expected to look better,” said König. 

While 2020 was the worst year in history for listed property,  
a rebound will hinge on the successful rollout of  the vaccine and 
diminished chances of  further upsurges of  infections.

“Covid-19 taught us many things – to reset our sights, to stay 
realistic and to not be overly ambitious,” said König. “Prior to the 
crisis, Eskom was our country’s chief  economic risk. Covid-19 
quickly usurped that label, although recent load shedding has not 
helped matters. Fortunately, the prospects of  a successful vaccine 
rollout are providing much-needed confidence.”

With all eyes on the finance minister’s budget presentation, 
König said the market will welcome growth-oriented reforms to 
further improve confidence levels. However, the ongoing uncertainty 
and evolving unknowns mean that Redefine cannot yet provide 
market guidance on distributable earnings for 2021. But according 
to König, the strategy remains to continue to sell non-core assets  
to lower the LTV ratio rather than raising equity at highly dilutive 
pricing. In this regard, the sale of  Australian student accommodation 
asset Leicester Street in December returned R2.5-billion, and R1.2-
billion of  local disposals have been transferred in the past six months. 

“We are focusing on the 
variables we can control 
in this environment to 
prepare ourselves for 
the eventual upward 
cycle. By positioning  
our asset platform to  
be diversified in South 
Africa across the retail,  
office and industrial 
sectors, we have 
eliminated a number  
of risk universes.”

ANDREW KÖNIG

CEO of  Redefine Properties

http://mpdps.com/provocate/pdf_downloads/preclose.pdf
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EMERGING AND  
ONGOING TRENDS
The year 2020 was an unprecedented one, with the world facing the largest 
disruptor it has experienced in decades: the coronavirus pandemic. Covid-19  
has resulted in numerous challenges to economies worldwide, with our closest 
reference point being South Africa, whose pre-Covid economic recession was 
exacerbated by the pandemic.
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 ● Lower payout ratios (than has been the case historically) – with 
many counters battling stretched balance sheets, we have already 
seen this transpire over the past year, and we anticipate this to 
be the case over the medium term (at least for the next three to 
five years) as companies de-leverage.

2021 thus far
On the back of  vaccine announcements made in November 2020, 
the listed property sector experienced significant rebounds during 
November and December 2020. 

This trend deviated slightly at the beginning of  the year, with 
January once again reporting negative total returns. From late 
January, we noted a number of  companies providing long-awaited 
distribution updates. (There had been numerous deferred decisions 
in this regard during 2020.) 

The most notable of  these updates was Redefine Properties’ 
announcement that it would not be declaring an FY20 distribution 
due to ongoing uncertainty and the caution being exercised around 
its solvency and liquidity position. 

It is well known that the sector has been plagued by balance-
sheet pressures, particularly amid declining valuations and as a result 
of  a historical focus on DPS growth at the expense of  long-term 
sustainability. This has led to many years of  zero retained earnings 
and increasing gearing. 

We anticipate continued pressure on listed property companies, 
either because of  lower payout ratios or caution in declaring any 
distributions in light of  liquidity concerns imposed by weak 
economic fundamentals driving lower earnings. 

The spotlight on decision-making around distributions will no 
doubt persist as investors keep a watchful eye on the reporting 
season, which kicked off  in mid-February and will run through  
to May.

The listed property sector has been particularly impacted by the 
onset of  the pandemic, with a massive market overreaction 

taking place during the hard lockdown in April that has yet to be 
fully reversed.

The onset of  the pandemic has also accelerated a number  
of  looming trends in the sector, including the threat of  increased 
e-commerce penetration (impacting both the retail and logistics 
sectors), the work-from-home phenomenon (impacting the office 
sector), and the growing demand on landlords to innovate and 
adapt swiftly.

In addition to those that have already manifested over the past 
year, we anticipate a number of  other trends in the sector going 
forward. These include:

 ● An increasing shift towards more resilient sub-sectors such as 
logistics, affordable housing, convenience retailing and shared 
office space, as well as the emergence (or increased prevalence) 
of  non-traditional sub-sectors within the South African listed 
property context, such as mobile towers, data centres, petrol/
electric vehicle stations, healthcare and storage.

 ● A meaningful uptick in urban retail vacancies (specifically 
among regional and super-regional shopping centres) over the 
short to medium term as a result of  increased tenant failures, 
structural changes in the form of  larger clothing brands 
downscaling and migrating towards hybrid retail offering, as 
well as potential cinema closures. 

 ● Conversion of  office and retail space to alternative uses such as 
shared workspaces, co-living, affordable housing and, over the 
longer term, other non-traditional uses. 

 ● Shorter leases with more turnover-based rentals (for retail 
tenants) as well as a more prevalent inclusion of  break clauses 
(as tenants face the ongoing fear of  shutdown in this market).

It is well known that  
the sector has been 
plagued by balance-
sheet pressures, 
particularly amid 
declining valuations  
and as a result of  
a historical focus  
on DPS growth at the 
expense of long-term 
sustainability. This has 
led to many years of 
zero retained earnings 
and increasing gearing.

PRANITA DAYA

Real estate analyst at Anchor Stockbrokers

By Pranita Daya CA (SA)

https://anchorsb.co.za/
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TPN TENANT SURVEY: 
75% OF TENANTS REPORTED LOSS  
OF INCOME DURING LOCKDOWN

According to specialised credit bureau TPN, residential rentals were -0.75% 
cheaper on average for the last quarter of 2020. However, the Gauteng High 
Court’s recent ruling that Eskom be allowed to recover another R10-billion  
from customers in the 2021/2022 period means that any savings in rentals  
will be sucked into the electricity tariff increase.
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“Surprisingly, the Deeds Office maintained the four-month 
average period between the date of  sale and the date of  registration 
in 2020, despite it being a year dogged with lockdown and the 
temporary closure of  the Deeds Office,” says Dickens.

Given the close correlation between the housing market, 
consumer spending and the state of  the economy, the state of  the 
property market is indicative of  the current malaise in the economy.

A TPN Tenant Survey conducted at the beginning of  2021 found 
that 53% of  tenants rent because they cannot afford to buy. 

This figure was 46% in the same period in 2020. A further 5% of  
tenants say they are renting because it is cheaper than owning property.

Tenants financially vulnerable
“Tenants are feeling financially vulnerable,” reports Michelle Dickens, 
CEO of  TPN Credit Bureau, adding that 75% of  tenants surveyed 
reported a loss of  income during the lockdown. Nearly one in 10 
tenants confirmed a permanent loss of  income, while 12% of  tenants 
received no income for a limited period but are now back to earning 
their full salary and 50% of  tenants received only partial pay for a 
temporary period. Only 25% of  tenants confirmed their income 
was unaffected during lockdown.

At the same time, says Dickens, the TPN Vacancy Survey shows 
that vacancy rates are trending upwards to 12.9% as tenants retreat 
to family and friends to recover financially. “Although debt became 
cheaper as the prime interest rate plummeted to 7%, with millions 
of  jobs lost and the reality of  temporary or permanent loss of  
income for millions, consumers are poorer overall,” she points out.

Property sales down 20%
Property sales registered at the Deeds Office were down 20% for 
2020. The “date of  sale”, explains Dickens, is the date the buyer signs 
the offer to purchase. The property is registered in the buyer’s name 
on the “date of  registration”, which is typically around four months 
later. In 2020, 40% less properties were recorded with a date of  sale 
during the course of  the year. However, the four-month lag between 
date of  sale and date of  registration means that in the final analysis, 
the number of  registered property sales could ultimately increase.

Property sales  
registered at the  

Deeds Office were  
down 20% for 2020. 

MICHELLE DICKENS

CEO of  TPN Credit Bureau

First published at bizcommunity.com/Article/196/568/213196.html

http://bizcommunity.com/Article/196/568/213196.html
http://mpdps.com/provocate/pdf_downloads/TPN.pdf
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THE RISING IMPORTANCE 
OF PROPTECH  
IN A NEW WORLD
Throughout 2020, businesses across all sectors have been pressured  
to adopt virtual technologies and processes to enable staff to work  
from home. The property sector was no different – and real estate  
agencies needed to adapt quickly to accommodate virtual client-facing 
processes, and ensure that property sales and leasing continued.

Amplified by the pressures of  a global pandemic, 2021 began as 
a continuation of  the challenging economic conditions of  the 

year before. Throughout 2020, businesses across all sectors have been 
pressured to adopt virtual technologies and processes to enable staff  
to work from home. The property sector was no different – and real 
estate agencies needed to adapt to accommodate virtual client-facing 
processes, and ensure that property sales and leasing continued.

Johette Smuts, head of  data analytics at PayProp, says that the 
lockdown was by far the biggest catalyst for the notable shift in the 
way rental agents are operating and managing their businesses. “For 
many rental agencies in South Africa that still relied on outdated 
processes to manage their portfolio payments, Covid-19 brought on 
a new urgency to adopt technology,” she says, adding that the pandemic 
has hastened the long-awaited digitisation of  many business processes 
in industries and organisations around the world, with tremendous 
spin-off  benefit for efficiencies, scalability (growth), and new products 
and revenue streams.

The importance of getting it right
“There’s a real concern that rental agencies choosing not to adopt 
proptech solutions will be left behind and become vulnerable in the 
new virtual world, in which competitors are re-engineering payments, 
document signing, property viewings and much more,” says Smuts.

But with the brave new world of  tech enablement comes a 
responsibility to choose the right platforms and providers – as is the 
case with payments, for example. Many software providers claim to 

JOHETTE SMUTS

Head of  data analytics at PayProp
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“Agents who continue  
to embrace the 
regenerative powers  
of smart technologies 
will lead the way in 
reducing time-wasting 
process complexity, 
making life easier for 
themselves and their 
clients, and potentially 
creating growth and 
revenue opportunities.”

offer a full digital payment service, but it is an area steeped in industry 
knowledge and regulation, and there are key questions business owners 
must ask of  their providers. Can the system in question account for 
where the landlord or tenant’s money is, where it came from and 
what account it was paid into? Does it offer permanent audit trails, 
strict user permissions and daily reconciliation? How clearly are 
consumers’ trust funds separated from business funds, and how 
clearly are one consumer’s trust funds separated from that of  another 
consumer? What data security is in place – in storage, use and transit?

“Agencies are increasingly asking these questions and many more, 
understanding the vast untapped opportunity in keeping their processes 
up to date with the aid of  smart technologies from trusted providers,” 
says Smuts. “Partner with the best, and you can expect benefits such 
as resource savings, work and business process flexibility, portfolio 
growth, and the assurance of  bank-grade security protocols.”

She says that on one hand, it’s a protective strategy: having peace 
of  mind around data being stored safely, and encrypted while it’s 
being transferred, will become especially important for rental agencies 
as cybercrime continues to rise.

On the other hand, it’s also a proactive business growth strategy. 
Having powerful proptech on your side means resource savings and 
rapid scalability of  automated processes.

“Agents who continue to embrace the regenerative powers of  
smart technologies will lead the way in reducing time-wasting process 
complexity, making life easier for themselves and their clients, and 
potentially creating growth and revenue opportunities,” she says.
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MEET THE  
BLIND LADY

Rustenburg-based 
Unlimited Blinds 

managing director  
Rae-Marie Raaths  

shares an overview  
of her business with 

PROVOCATE’s editor.

Interiors58 Interiors 59

“Our customers tend to have an idea of  the type of  blind they 
want. However, after a discussion, we come to better understand 
the client’s budget, the location of  the windows and what the client’s 
objective is. Because we are knowledgeable about where the sun 
rises and sets in the North West, we can recommend the best option 
for blocking out strong sun – or, depending on the direction in 
which the window faces, we look at something more aesthetic  
and decorative.

“Our showroom features the blinds grouped by type. I work 
exclusively with one manufacturer – and Luminos Blinds is my 
manufacturer of  choice. Based in Durban, the company has the 
reputation of  being the best in the industry, and it delivers eco-
friendly, made-to-measure bespoke products to us in about 10 
working days.

“With 26 varieties of  blinds to choose from, it’s understandable 
that we do not keep all of  them in stock. Bearing in mind that these 
days there is no such thing as a standard window, we need to ensure 
that we have correct measurements. After a site visit to measure 
correctly, we are in a better position to provide a quote and to 
ensure a quality installation.

Unlimited Blinds started life in 2013 as part of  Rae-Marie 
Raaths’ husband Chris’s Unlimited Projects and Flooring. 

She wanted to be a businesswoman in the morning and a mother to 
her two children, Chris and Marguerite, in the afternoon. With that 
in mind – and because Chris was getting busier – it was decided that 
the “step-child”, Unlimited Blinds, should be an entity on its own.

Unlimited Blinds was formally established as a separate company 
in 2018, and has gone from a spare-bedroom business to one that 
is thriving and in demand. In fact, it’s in such demand that a 
showroom has been opened at 154 Kerk Street in Rustenburg. The 
two businesses share the showroom, creating a special kind of  
synergy. Complimenting each other, the experience of  professional 
flooring and project maintenance allows Raaths access to an expert 
team of  qualified fitters.

“In the past, the Venetian blind was a default choice, either in 
PVC, plastic, wood or aluminium,” she says. “Now days there is so 
much more variety to choose from, and I’d highly recommend  
a visit to our showroom. The showroom has been set up in such  
a way that it is easy to take in the different blinds and window 
coverings at a glance.

“Our showroom features 
the blinds grouped by 
type. I work exclusively  
with one manufacturer  
– and Luminos Blinds  
is my manufacturer  
of choice. Based in 
Durban, the company 
has the reputation  
of being the best in  
the industry, and it 
delivers eco-friendly, 
made-to-measure 
bespoke products  
to us in about 10 
working days.”

RAE-MARIE RAATHS 

Managing director at Unlimited Blinds
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“Of  the 26 varieties, the most popular are still Venetian blinds 
– wooden, PVC, plastic or aluminium – followed by Roman blinds 
and our Lumi Doppio, which are made from fabric. We also have 
blinds that look like curtains and open like a blind; these are popular 
because they are machine-washable and easy to clean.

“Customer satisfaction is important to us. A large amount of  
our business comes from word-of-mouth recommendations. We 
often work with people whose budget is limited to one or two 
rooms; they later return to have the remaining windows in the house 
or office fitted out as well.

“While many of  our customers are walk-ins, we do work with 
interior designers and developers. In some instances, customers 
bring samples of  their flooring tiles or furniture fabrics to help with 
choosing blinds colours, fabrics and textures.

“All our quotes are done with installation in mind, which we 
recommend – but if  customers want to install the blinds themselves, 
we take the installation fee off  the end price. We do point out that 
own installation could affect the warranty.”

Luminos products come with a three-year fair wear and tear 
warranty, she says. “Blinds and fabrics fade, and our advice is related 
to where the sun is strongest. Where the sun is particularly harsh, 
we recommend a lighter colour.

“We also supply shutters and motorised blinds. Our home 
automation system allows you to control blinds, lighting, climate, 
and appliances as well as home security such as access control and 
alarm systems. All of  these can be linked up through an app on 
your smartphone or tablet.

“Our five-year goal is to be the go-to blinds supplier in the 
North West. We are well on the way, and are already known for our 
customer-centric attitude, our attention to detail and going the extra 
mile. We pride ourselves on having the highest levels of  expertise 
when it comes to product knowledge, fitting and supplying the best 
in blinds.”

Contact Chris Raaths  
at Unlimited Projects and Flooring

c: +27 (0)83 230 6528
e: chris.unlimitedprojects@gmail.com

154 Kerk Street, Rustenburg 2999



mailto:chris.unlimitedprojects@gmail.com
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SMART CITIES ON  
THE CARDS FOR SA
The Gauteng provincial government plans to forge ahead with  
the development of R500-billion worth of mega smart city projects,  
including a new university, over the next 10 years.

Pro development62 Pro development 63

 ● The Eastern Development Corridor – built around the 
economy of  the Ekurhuleni metro as the hub of  manufacturing, 
logistics and transport;

 ● The Northern Development Corridor – anchored on Tshwane 
as the administrative capital, and the hub of  the automotive 
sector, research, development, innovation and the knowledge-
based economy;

 ● The Western Corridor – encompassing the economy of  the 
West Rand district, and the creation of  new industries, new 
economic nodes and new cities; and

 ● The Southern Corridor – encompassing the economy of  the 
Sedibeng district, and the creation of  new industries, new 
economic nodes and new cities.

The Western Development Corridor in particular will unlock more 
than R25-billion in investment.

Lanseria: a smart city
Plans for a smart city near Lanseria, originally known as Cradle City, 
emerged in 2007. The vision was to develop a city around the Lanseria 
airport, and to promote “a new city form of  cross-cultural living” by 
providing accommodation that is affordable across different socio-
economic brackets. The project will create 50  000 residential units and 
approximately five-million square metres of  commercial floor space.

Crosspoint, in cooperation with the Gauteng Department of  
Human Settlements, will implement the Lanseria Airport City Mega 
Project over a 10-year period.

President Cyril Ramaphosa revealed in his State of  the Nation 
Address on 13 February that a new smart city is taking shape in 

Lanseria, Gauteng.
This will be a joint project between the Investment and 

Infrastructure Office in the Presidency, and the Gauteng and North 
West provincial governments. The cities of  Johannesburg, Tshwane 
and Madibeng as well as private partners will help to make the smart 
city a reality.

According to a new report published by the Gauteng provincial 
government, construction will be implemented along five development 
corridors that have distinct industries and different comparative 
advantages. The corridors are:

 ● The Central Development Corridor – anchored on the city of  
Johannesburg as the hub of  finance, services, information and 
communication technology, and pharmaceutical industries;

Plans for a smart city 
near Lanseria, originally 
known as Cradle City, 
emerged in 2007.  
The vision was to 
develop a city around 
the Lanseria airport, and 
to promote “a new city 
form of cross-cultural 
living” by providing 
accommodation  
that is affordable  
across different socio-
economic brackets.

Compiled by Mark Pettipher

This will be a joint 
project between  

the Investment and 
Infrastructure Office in 

the Presidency, and the 
Gauteng and North West 
provincial governments.
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Previously released information tells us that Lanseria Airport 
City will feature regional transportation nodes, with the Gautrain 
extending its route to include the airport.

The city also aims to be an ICT, training and research centre 
complete with tourism and leisure attractions, and to become a 
manufacturing, logistics and business hub.

Green city
Lanseria Airport City will be a green city that will “interface with 
nature”. It will be designed for minimal environmental impact, 
featuring rainwater harvesting and solar energy to ensure that it has 
a small carbon footprint.

“Lanseria Airport City is a green city of  growth and opportunity 
that will enable all to work, play, live and dream,” Crosspoint said.

According to the Gauteng Spatial Masterplan, released in 
November 2020 for public comment, Lanseria Airport City is 
designed to be a high-density mixed-use residential area, with an 
infrastructure and economy centred on the airport. The city 
surrounding the airport will take approximately 25 years to be fully 
realised; in the interim, it will become home to between 350  000 
and 500  000 people in the next decade. 

Lanseria Airport City will become South Africa’s first “green 
smart city”, comprising two parts: the Three Town Precinct and the 
Lanseria Business Gateway.

The Northern Development Corridor will unlock more than R60-
billion in investment. This will include an expansion of  the Menlyn 
Maine development to include:

 ● A new hi-tech special economic zone;
 ● The automotive special economic zone;
 ● The development of  the Rosslyn Auto City;
 ● The continued development of  Menlyn Maine;
 ● Consolidation and regeneration of  the existing areas (the CBD, 

Centurion and Silverton); and
 ● Investing in infrastructure to revitalise townships and create 

economic opportunities.

The Eastern Development Corridor will unlock more than R200-
billion worth of  investment. Geared towards the areas around the 
OR Tambo International Airport, this will include:

 ● The construction of  the new OR Tambo University of  Science 
and Innovation;

Pro development64 Pro development 65

Lanseria International 
Airport is located 20km 
northwest of Sandton,  
in an urban fringe to  
the northwest of the 
recently upgraded  
N14 highway. The K29 
(Malibongwe Drive) is 
the main access route  
to the airport. Direct 
access is also via the 
K31 along the north. 
Other existing and 
proposed routes will 
provide additional 
access into the region, 
with key routes already 
identified as primary 
connectors to and from 
Gauteng, as well as 
Rustenburg and Brits.

Previously released 
information tells us that 

Lanseria Airport City  
will feature regional 

transportation nodes, 
with the Gautrain 

extending its route to 
include the airport.
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 ● Development of  the OR Tambo logistics gateway;
 ● The PRASA-Gibela rail manufacturing hub in Nigel;
 ● The expansion of  the OR Tambo International airport;
 ● A new industrial development zone for jewellery manufacturing;
 ● Development of  agri-processing and fuel-cell technology; and
 ● Major private sector developments taking place along the  

R21 highway.

The Central Development Corridor will unlock more than R200-
billion in investment around the Johannesburg CBD, including:

 ● The revitalisation of  the Joburg inner city;
 ● The development of  new mega-projects in the south, from 

Soweto to Orange Farm;
 ● A number of  major new projects in Rosebank, Sandton, 

Midrand and Fourways; and
 ● The revitalisation of  townships.

The Southern Development Corridor will unlock more than R20-
billion in investment, and will include the Vaal City development, 
consisting of:

 ● The new Savannah City development;
 ● Development of  Vaal River City as well as the Vaal University 

Village precinct;
 ● A cargo airport and logistics hub; and
 ● The Vaal Marina development, as well as logistics and mining 

investment in Lesedi.

Pro development66

The Central 
Development Corridor 
will unlock more than 

R200-billion in 
investment.

FACILITIES MANAGEMENT



F A C I L I T I E S 
M A N A G E M E N T

AIMS OF THE COURSE

Managing non-core business services 
enables an organisation to function at its 
most efficient and effective level. Implicit 
in this management role are the issues 
of customer satisfaction and best value. 
The focus for these issues is facilities 
management. Facilities management can 
be summarised as creating and maintaining 
an environment that supports the 
organisation’s primary operations, taking  
an integrated view of the services 
infrastructure, and using this to deliver 
customer satisfaction and best value.

This course thus has two-fold aims:
m to enable participants, develop an
 understanding of the theory.

m principles and practice of facilities 
 management by showing how 
 facilities management should be 
 performed to support the core 
 business of client organisations, 
 primarily building owners.

COURSE 
CONTENT

m Facilities management 
 strategy and the outsourcing 
 decision.

m Managing outsourced and 
 in-house services.

m Specifying services and supplies.

m Selecting service providers and 
 suppliers.

m Managing and improving performance.

 An introductory, or preparatory unit 

 delivered online will be used to familiarise 

 students/participants with the program   

 scope, terms and definitions.

LEARNING OUTCOMESs

 At the end of the course, participants 
 should be able to:

m Understand what facilities management 
 means and how it relates to the core 
 business of organisations.

m Differentiate between core and non-core 
 business and services in the context of 
 facilities management.

m Appreciate the role of the informed 
 client or customer, the nature of risks 
 faced by the client and the need to 
 provide best value.

m Recognise the critical success factors in 
 facilities management and appreciate 
 the role of key performance indicators 
 in this connection.

m Differentiate between service 
 specifications and service level 
 agreements and explain their role.

m Understand the main types of contractual 
 relationship between clients and
 service providers and suppliers.

m Outline the procedure for managing 
 contracts and measuring the
 performance of contractors.

METHOD of ASSESSMENT

Successful completion is; 
m classwork (30%), 
m project (20%) 
m final test (50%) is compulsory

NUMBER OF 
NOTIONAL 
STUDY 
HOURS

200

The course is based on 
five units of study:
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GIANT SOUTH AFRICAN 
“VACUUM CLEANER” 
LEAVES BEACHES MICROPLASTIC-FREE

Environment70 Environment 71

humans days to do the same manually. “Plastic doesn’t biodegrade, 
it just gets smaller and smaller,” says Krauss. “The idea behind the 
buggy is that, with its strong vacuum suction, you can suck up large 
amounts of  sand that include these small plastic particles. Then 
sand is filtered out, ideally leaving just the plastic behind, which we 
hope will make it a much more efficient cleaning method.”

Along with helping to sieve out microplastics, the Enviro 
Buggy is also designed to pick up larger pieces of  rubbish, which 
the team hopes will help beach cleaners pick up more rubbish faster. 

Litter is a huge problem for birds and other wildlife because 
they get entangled in it. This can lead to a slow, painful death by 
starvation or suffocation for many creatures. Animals also often 
end up eating the plastic because they can’t distinguish between 
litter and real food. This could potentially become harmful to the 
humans who consume the wildlife that eat plastic. Researchers have 
warned that the effect of  microplastic ingestion on human health is 
still largely unknown.

South African researchers have found that almost 90% of  
South Africa’s marine plastic pollution originates from its own river 
systems. In total, between 15  000 and 40  000 tons of  marine plastic 
per year ends up on South Africa’s beaches.

The team of  conservationists hope the Enviro Buggy will go a 
long way towards helping beach cleaners suck up the problematic 
waste that washes up on South African shorelines, while creating 
awareness with this curious contraption.

Once the engine is roaring and the Enviro Buggy moves, it’s 
almost cathartic to sit back and watch it suck up stray cigarette 
butts, straws and bits of  polystyrene. It’s almost as if  you were at 
home vacuuming your own carpet and not the hard-to-walk-on soft 
white sand of  Cape Town. 

The device still needs to overcome a few environmental obstacles 
before it’s well and truly beach-ready. While it’s capable of  driving 
on wet sand, a team of  three people needs to give it a helping hand 
on softer parts of  the beach as the wheels tend to get stuck. It also 
requires a ramp to access the sand, which might not be ideal on 
certain beaches in South Africa.

“We loved the idea and got straight into designing it,” says Luigi 
Faccio, engineer at Matriarch Generic Engineering, and the man 
behind the design. “Our small engineering company is based in 
Johannesburg – a long way from beaches, and thus testing grounds. 
But with STBP’s help, we eventually designed a working buggy.” 

While it’s early days for the Enviro Buggy, it shows that human 
ingenuity can go a long way towards making beaches cleaner – one 
giant sucking vacuuming cleaner at a time. The team is eager to 
make progress and is looking for funding.

T he Enviro Buggy is the brainchild of  conservationist group 
#SeaTheBiggerPicture Ocean Initiative (STBP) and engineers 

from Matriarch Generic Engineering.
“The Enviro Buggy was born out of  a necessity,” says Tash 

Krauss, a conservationist at STBP (pictured left). “We were fed up 
with trying to pick up so many tiny degraded particles of  plastic. It 
was near-impossible by hand, even with a large-scale crew.” 

So they built the Enviro Buggy to suck up pesky microplastics 
– pieces of  plastic that have broken down and are smaller than 
5mm – sieving them out from ordinary beach sand. It would take 

 ● The Enviro Buggy  
vacuum cleaner sieves  
out microplastics and  
picks up larger pieces  
of  rubbish on beaches  
in Cape Town.

 ● The same work would take 
humans days to achieve.

 ● Wildlife can get entangled 
in plastic waste or eat it,  
as they can’t distinguish 
between it and real food.

By Jay Caboz. First published at weforum.org/agenda/2020/11/south-africa-microplastic-vacuum-cleaner

A giant blue four-wheeled beach “vacuum cleaner” is being used to keep  
a Cape Town beach plastic-free. Called the Enviro Buggy, it is helping to  
sieve out microplastics and pick up normal, larger pieces of rubbish from  
the Mother City’s Lagoon Beach. It can be seen trundling along the soft  
white sand, with a group of 50 mask-wearing beach cleaners carrying  
bags and picking up litter in its wake.

http://weforum.org/agenda/2020/11/south-africa-microplastic-vacuum-cleaner
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KENYAN RECYCLES 
PLASTIC WASTE INTO 
BRICKS STRONGER  
THAN CONCRETE

KENYAN RECYCLES 
PLASTIC WASTE INTO 
BRICKS STRONGER  
THAN CONCRETE

Nzambi Matee hurls  
a brick hard against  

a school footpath 
constructed from  

bricks made of  
recycled plastic that  
her factory turns out  

in the Kenyan capital.

Environment72 Environment 73

She does not work with polyethylene terephthalate or PET, 
commonly used for plastic bottles. 

The plastic waste is mixed with sand, heated, then compressed 
into bricks, which are sold at varying prices, depending on thickness 
and colour. Gjenge Makers’ common grey bricks cost 850 Kenyan 
shillings (about US$7.70) per square metre, for example.

Matee, a materials engineer who designed her own machines, 
says her factory has recycled 20 tons of  waste plastic since its 
founding in 2017. She plans to add another – bigger – production 
line that could triple the factory’s capacity, and hopes to break even 
by the end of  2021.

Matee set up her factory after she had run out of  patience  
while waiting for the government to solve the growing problem of  
plastic pollution.

“I was tired of  being on the sidelines,” she says.

It makes a loud bang, but does not crack.
“Our product is almost five to seven times stronger than concrete,” 
says Matee, the founder of  Nairobi-based Gjenge Makers, which 
transforms plastic waste into durable building materials.

“There is that waste that cannot be processed any more – that 
cannot be recycled. That is what we get,” Matee says, indicating 
sacks of  plastic waste.

Matee gets the waste from packaging factories free of  charge, 
although she pays for the plastic she gets from other recyclers. 

Her factory produces 1  500 bricks every day, made from a 
combination of  different kinds of  plastic. This includes high-
density polyethylene, which is commonly used in milk and shampoo 
bottles; low-density polyethylene, often used to manufacture bags 
for cereals or sandwiches; and polypropylene, used in ropes, flip-
top lids and buckets. 

By Edwin Waita. First published at  

reuters.com/article/us-kenya-environment-

recycling-idUSKBN2A211N

NZAMBI MATEE

Kenyan materials engineer and the head 

of  Gjenge Makers

http://reuters.com/article/us-kenya-environment-recycling-idUSKBN2A211N
http://reuters.com/article/us-kenya-environment-recycling-idUSKBN2A211N


March/April 2021    PROVOCATE PROVOCATE    March/April 2021

REVISION TO THE 
PROPERTY SECTOR CODE

It has taken us an entire year to go through the process, and we 
are very proud of  the outcome – an outcome that represents the 

views and opinions of  everyone within the property sector.
As the Property Sector Charter, we pride ourselves on the 

multi-stakeholder approach we have used to commit to a process 
that is consultative, inclusive, representative, participative  
and stakeholder-driven – a commitment we have stuck to 
throughout the journey.

It has not always been easy, and we certainly did not 
always agree. However, we have proudly created a healthy 

platform for everyone to be able to raise their views (either for 
or against) in a constructive way, even when those views were 

not popular. Through a democratic process and the use of  a 
resolution process that was mutually agreed upon and approved 
upfront by all, we have achieved our objective. This included giving 
everyone an equal opportunity to speak and present their suggested 
targets and empirical evidence. 

The fairness of  these processes has allowed us to arrive at the 
targets that you will see in the amended property charter that will 
be gazetted soon.

The entire sector also had an opportunity to present their 
deviations to the DTIC team, who, in principle, were happy about 
the process followed and the deviations presented. In certain 
instances where the DTIC asked us to provide motivation for the 
deviations, the sector was well equipped with the justification 
because of  the processes we embarked on, which stipulated 
empirical evidence as key.

While we have not met our original deadline of  gazetting in 
2020, we are comfortable to delay the process until such time as 
everyone in the sector is ready. This process of  ensuring that we 
take everyone along with us on the journey can sometimes slow us 
down significantly. But we were happy to live by the African proverb 
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To the property  
sector, taking everyone 
along with us on this 
journey has been –  
and remains – a critical 
undertaking that we 
want to honour and 
always live by.

that says, “If  you want to go fast, go alone; if  you want to go far, go 
together.” To the property sector, taking everyone along with us on 
this journey has been – and remains – a critical undertaking that we 
want to honour and always live by. 

We are aware that this kind of  process will not make us the 
fastest, and that this sometimes comes with the criticism of  slow 
pace and delayed outcomes. But despite this slow pace, we can 
confirm the commitment of  all our members, who diligently 
participated and gave their approval of  the final targets.

Our Amended Property Sector Code is proud to have included 
participating segments that we previously did not feature, such as 
social housing and community housing.

The year 2020 was a difficult one for all, and Property Sector Charter Council 
(PSCC) was certainly not spared. This year, the PSCC aims to finish off one  
of the important works it started in 2019, with the entire sector of engaging  
on the Amended Property Sector Code.

PORTIA TAU-SEKATI

CEO of  the Property Sector Charter Council

By Portia Tau-Sekati

Understanding the process of gazetting  
the Amended Property Sector Code

Step 1
 ● Engagement with the sector about the agreed  

targets (Done)
 ● Development of  the Revised Amended Property Sector  

Code (APSC) based on the agreed targets (Done)
 ● Presentation of  the deviation to the DTIC and getting  

the principal approval (Done)

Step 2 (Requirements)
 ● Letter of  support from Line Minister (Received)
 ● DTIC officials give the Minister of  DTIC the 

recommendation to give permission for Revised  
APSC to be gazetted

 ● The Revised APSC is gazetted under Section 9.5  
(for Public Comment)

Step 3
 ● Gazette under Section 9.5 (for Public Comment)

• The time frame for public commentary is 60 days  
from the date of  the Gazette.

 ● After 60 days, we collect all the comments and review  
them. This takes minimum of  60 days, depending on  
the number of  comments

 ● Based on the comments, the Revised APSC is reviewed  
and updated if  necessary

 ● The final Gazette is presented to property sector  
stakeholders and the DTIC again

 ● Final Gazette is crafted for gazetting under Section 9.1

Step 4
 ● For gazetting under Section 9.1, the following is  

required again:
• Support letter from Line Minister
• DTIC officials give the Minister of  DTIC  

the recommendation to give permission  
for Revised APSC to be gazetted

 ● Gazette under Section 9.1 is published  
by the government printers

The big question is when the final gazetted Revised Amended 
Property Sector Code is expected to be concluded.

There are many factors that affect a plan such as this one, 
most of  which are not within the control of  the PSCC. 
However, if  all goes according to plan, we should expect this 
to be done after July 2021.

In light of  the above, it is important for training to take 
place to ensure that this process goes through all the required 
steps. Training is a critical component – without it, the 
process will be severely hampered and will likely leave huge 
gaps that may undo what has been achieved to date.

Training needs to be implemented  
for all the stakeholders, including:

 ● Property sector participants  
(through their council members)

 ● SANAS BBBEE assessors
 ● BBBEE verification agents
 ● BBBEE consultants
 ● BBBEE software writers

The reason training of above stakeholders  
is essential:
1. Property sector participants – 

a. To ensure that the industry understands the Revised 
APSC and can apply it in the business environment

2. SANAS BBBEE assessors – 
b. To ensure that the assessors are aware of  how they 

can access accredited agencies that possess Property 
Sector Code Extension of  Scope, based on the 
revised APSC

3. BBBEE verification agents – 
c. To provide as many agencies as possible with a 

calculator that enables them to apply for the 
Extension of  Scope from SANAS

4. BBBEE consultants/software writers – 
d. For property sector companies to be able to get 

support of  the consultants based on the correct 
understanding of  the Revised APSC

Ground Floor, Block B, 63 Wierda Road East 
Wierda Valley, Sandton 2196

https://www.propertycharter.co.za/
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PROPERTY FORUM 
LAUNCHES HERITAGE 
ASSESSMENT SURVEY 

Over the past few years, the 
Western Cape Property 

Development Forum (WCPDF) 
has been the sounding board  
for the property development 
and construction sector’s ever-
growing concerns with regards to 
applications that require heritage 
approval, both at provincial level 
(via Heritage Western Cape) as well as 
at certain municipal levels, such as 
within the City of  Cape Town.

A number of  key issues have 
been raised, from time delays caused by drawn-
out appeal processes that have in themselves 
become increasingly vague and difficult to 
interpret, to allegations levelled at heritage 
organisations and officials for abusing processes 
to prevent development from happening at all.

According to Deon van Zyl, chair of  the 
WCPDF, “What we are increasingly hearing from 
developers is that they are choosing to walk away 
from projects rather than take on the inordinately 
lengthy, costly and frustrating delays in which 
heritage applications invariably result. 

“Therefore, on one hand, critical investment 
into the Western Cape and – even more 
importantly – job creation are both haemorrhaging 
at a time when the economy needs these most. 
On the other hand, important heritage assets  
are being left to decay because of  the public 
sector’s lack of  either funds or the motivation to 
maintain them.”

In order to formulate a strategy  
to deal with the crisis, the WCPDF 

has drawn together developers, 
environmental management and 
heritage consultants in a Heritage 
Workgroup, the first task of  
which has been to produce an 

inaugural survey entitled “The 
State of  Western Cape Heritage 

Assessments”.
Van Zyl explains the rationale 

behind the survey: “Developers and 
other professionals in the field have 

been bringing their grievances in a piecemeal way 
to our attention for some time now,” he says. 
“What we need to do is replace the emotion and 
hearsay with facts, figures and concrete evidence, 
and this is the aim of  the survey. 

“We want to produce a record of  the projects 
that have been affected, which we can place 
before local and regional authorities. We want  
to drive home the extent of  the problems and 
hopefully catalyse the public and private sectors 
into working together to find solutions.”

Most importantly, adds Van Zyl, the survey 
will collect data in terms of  the financial value 
and numbers of  jobs that have been lost as a 
result of  heritage assessment processes scuppering 
developments, both in terms of  developers 
walking away from projects as well as those that 
were objected to and eventually cancelled along 
the way. While deeply concerned about the 
negative impact that heritage assessments are 
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having on investment, Van Zyl says he is at least 
heartened by what he calls a “coming together” 
of  professionals who have traditionally sat on 
opposing sides of  the heritage debate, and who 
are now liaising together as part of  the WCPDF’s 
Heritage Workgroup.

“It has come to our attention that a number 
of  private consultants involved in heritage 
application assessments, and including those who 
sit on heritage councils, are concerned with the 
way in which applications are being dealt with 
and believe, as we do, that decisions being made 
are chasing away crucial investment,” he says.

One such member of  the workgroup is 
architectural historian Kathy Dumbrell. Referring 
to the National Heritage Resources Act No. 25 
of  1999 (the Act), which governs the management 
of  all heritage-related issues, she notes 
that, “The spirit of  the Act and how 
it was formulated was never 
intended to be obstructive. 
Back then, it reflected best 
practice of  the time. But time 
has moved on, and processes 
must now allow heritage 
assessments to be more 
scientific and less based on 
feelings and intangibles, or 
even on arbitrary objections 
that can be made at just about any 
stage of  the development timeline.”

A renowned heritage activist, 
Dumbrell has for many years sat on numerous 
heritage bodies and organisations. Having herself  
fought hard on the heritage front for many years, 
she agrees that the country’s current economic 
needs should be a serious consideration in 
heritage debates around developments.

“The world has changed since 1999. We’re in 
a different environment now,,” she says. “It was 
never the intention of  the Act to obfuscate or 
obstruct development, and heritage conservation 
and management. But that’s where we are, and 
unless processes adapt, no-one will be the winner 
in the end. Everybody will lose.”

A key issue for her is to see processes 
streamlined in such a way that developers and 
heritage consultants liaise from the very start of  a 
project. “The principle behind a Notice of  Intent 
to Develop (NID) is the same for heritage as it  
is for an environmental process, with heritage 
professionals becoming involved at the earliest 
stages so that developers can build a level of  
certainty into the process sooner,” she says. “Part 
of  that certainty is to know what groups on the 
ground consider heritage, which is different for 
different sites. Thus, consultation and engagement 
is vital. Currently, the NID does not require this, 
and therefore some heritage issues only arise 
much further into the application – and often as 
objections to the development.”

Quahnita Samie of  Vidamemoria Heritage 
Consultants additionally notes that 

problematic definitions in the 
legislation and implementation 

the Act across the responsible 
heritage authorities have 
resulted in a lack of  clarity 
and certainty when it comes 
to the heritage application 
processes.

“There seems to be a 
lack of  understanding and 

agreement regarding what 
constitutes a heritage resource,” 

she says. “There is no clear vision of  
what heritage should be aiming to achieve 

within the context of  seeking a balance between 
conservation of  heritage resources and sensitive 
development.

“It’s become difficult for those of  us working 
in the field to not be able to tell our clients with 
any certainty what is going to happen in terms of  
their development applications. It’s hard to work 
in an environment with such a lack of  clarity.  
The case studies that the survey will reveal will 
hopefully be able to pinpoint areas that are the 
most challenging.”

Developer Murray Campbell of  Arun Holdings 
concurs. “What developers need most is certainty, 

The Western Cape Property Development Forum seeks to gathers evidence  
to tackle the challenges in heritage approval processes that are chasing away 
crucial investment.

DEON VAN ZYL

Chair of  the WCPDF

“There is no clear  
vision of what heritage 

should be aiming to  
achieve within the context  

of seeking a balance  
between conservation of 
heritage resources and 
sensitive development.”
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and the problem with heritage assessments at the 
moment is that there appears to be no scientific 
process to follow,” he says. “It’s become a vague 
black box where everyone has an opinion, and 
everyone is allowed to have that opinion at any 
stage of  the development, with decisions being 
delayed as a result, and no end in sight.”

“One of  the primary things that we as a 
company are trying to do right now is keep the 
city going by creating employment and 
attempting to revive the economy,” 
adds Daniel Barnard of  property 
developers FWJK. “But, as 
developers, we can no longer 
afford these myriad unknown 
factors – and heritage is a 
massive stumbling block. It 
would be so much easier for 
all stakeholders concerned if  
there was a legitimate procedure 
to follow.”

As an example, Barnard notes 
that a simple heritage application with 
no on-site heritage assets that should have 
taken no more than a three-month NID process 
eventually took 23 months before receiving final 
approval from Heritage Western Cape. “This 
negatively impacted the project, because we went 
from a prosperous economy to one that’s in deep 
recession before approval from Heritage Western 
Cape was obtained. This makes it a lot tougher to 
get projects such as this across the line.”

The initial survey, which was launched this 
week, is the first of  two, explains Van Zyl. “The 
first survey deals with developers’ perceptions 
around heritage applications, the specific 
challenges they face in application processes, and 
the role interested and affected parties play. It is 
meant to determine where and how the heritage 
process has become a ‘catch-all’ for stakeholders 
who have grievances that have nothing to do with 
heritage, but who use the heritage objections 
platform to air their views.”

A second survey, to be undertaken in April, 
will be conducted through follow-up interviews 

with developers who have taken part in the 
inaugural survey, and who are prepared to provide 
the WCPDF with more in-depth information.

“Our heritage resources are finite, and they 
are irreplaceable,” notes Dumbrell. “But we also 
need to ensure that the heritage assets we choose 
to preserve are very much worth it. We live in an 
under-resourced, poor society, and the bottom 

line is that we need the economic investment 
that comes with development to get 

everything going again. And we 
also need to get super-creative 

and clever about how we can 
sustain that which is worth 
saving.” 

One of  the ultimate 
outcomes that the Heritage 
Workgroup is hoping for is  
a meta-vision for heritage in 

the Western Cape, says Van 
Zyl. “Do we pay tribute to 

heritage just so that we can sing 
Kumbaya? Or is it to remind ourselves 

of  the importance of  where we have come 
from and where we can go?

“As an industry, we honestly believe that 
there is a definite place for heritage. It is extremely 
important. Likewise, there is no place for the 
abuse of  heritage.”

The inaugural State of  Western Cape 
Heritage Assessments Survey is currently live, 
and will remain open for all respondents active  
in the property development and construction 
sector in the Western Cape until midnight on 
Friday, 5 March 2021. The survey can be accessed 
here, or via bit.ly/3aOuYXG.

For more information on the 
WCPDF, please visit wcpdf.org.za.
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Barnard notes that a 
simple heritage 

application with no on-site 
heritage assets that should 
have taken no more than a 
three-month NID process 
eventually took 23 months 

before receiving final 
approval from Heritage 

Western Cape.
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INVESTOR OF THE  
YEAR AWARDS
CALL FOR ENTRIES

Whether you are working on your first deal or are a veteran 
property developer, the Investor of  the Year Awards are 

open to all South Africans over 18 who have invested in property 
between November 2019 and the cut-off  date of  August 2021. 

As South Africa’s leading property network with thousands of  
members, SAPIN’s Investor of  the Year Awards attract property 
enthusiasts to network and celebrate those who have been brave, 
bold and tenacious in the face of  a swiftly evolving property and 
finance environment. 

“The Investor of  the Year Awards are all about celebrating 
success in the dynamic field of  property investment, while providing 
the opportunity to network with like-minded investors and property 
gurus,” says Andrew Walker, CEO and founder of  the SA Property 
Investors Network. “We want to encourage and inspire all South 
Africans to build wealth through property investment, as we have 
seen just how our members have been able to move from zero to 
hero while assisting others along the way.” 

Sponsored by Absa South Africa, TUHF, Tile Africa and 
Preferental, the black-tie awards event will be held at the Marriott 
hotel in Sandton on 18 November 2021. The third annual Investor 
of  the Year Awards can be attended in person or virtually. There are 
seven categories of  awards, which cater for a range of  entries from 
beginner property owners to professional property practitioners.

“There is a myth that property investing is only for the wealthy; 
but we have seen investors start with almost nothing,” says Walker. 
“It really is true that you can create wealth through property 
investing with the right education and the right network. We want 
to expose this and encourage all South Africans to take advantage 
of  the opportunities available to them. 

“During the Covid-19 lockdown, we helped a 24-year-old 
teacher purchase her first property. With the right education from 
the Property Academy, and through the support of  our network, 
this young property enthusiast purchased a property virtually, which 
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Entries can be 
completed online at  
investoroftheyear.co.za. 
The closing date for 
entries is 31 August 2021. 
The qualifying property 
deals must  
be completed between  
1 November 2019 and  
30 August 2021. You can 
enter, vote and attend 
from home for R247, or 
vote and attend virtually 
for R97. Preliminary 
judging will take place 
between 31 March  
and 30 August 2021.

has already started earning rental income for her. These opportunities 
are available to other young South Africans – and through the  
SA Property Investment Network, we provide the support and 
information to help investors make sound property decisions.”

Entries can be completed online at investoroftheyear.co.za. 
The closing date for entries is 31st August 2021. The qualifying 
property deals must be completed between 1 November 2019 and 
30 August 2021. 

You can enter, vote and attend from home for R247, or vote 
and attend virtually for R97. Preliminary judging will take place 
between 31 March and 30 August 2021.

The SA Property Investors Network (SAPIN) is calling on property investors  
from across the country to share their property investment stories and enter  
the annual Investor of the Year Awards. Cash prizes, vouchers from sponsors  
and property investment coaching are just some of the prizes on offer. 

ANDREW WALKER

CEO and founder of  the  

SA Property Investors Network

The award categories are: 

Beginner Investor
A new investor who has had a successful first deal. The winner 
would have made a profit, and leveraged their network to 
complete their first deal.

Most Growth Investor
An investor who completed more than two deals in the past 12 to 
18 months; an investor who can show growth in their portfolio.

Investor for Change
An investor who not only invests in themselves but also in their 
community. Property investment offers individuals a chance to 
make a difference, whether it is providing assistance to distressed 
buyers or uplifting a community.

Innovative Investor 
An investor who completed the most creative or innovative 
deal. The winner would have used a creative strategy or structure 
to complete a profitable deal.
 
Big Leagues Investor 
An investor who has grown into the commercial or development 
sector.

Investor of the Year 2021
In order to win the most prestigious award of  the evening, the 
entrant needs to win one of  the categories listed above. They 
will then be rated by the judges and audience on the night to 
become the Investor of  the Year for 2021.

Deal of the Year 
From among the deals that our investors enter, the judges will 
select the best deal presented.

 
Special Prizes
We are recognising many more great investors, and have several 
prizes secured already, including:

 ● A R10  000 cash prize
 ● R5  000 Tile Africa vouchers
 ● A property coaching package with a previous Winner

More details will be announced soon.
If  you are passionate about property and ready to showcase 

your investment journey to a broader audience, then the Investor 
of  the Year Awards are for you. Not only is this an opportunity 
to win prizes, but also to expand your property portfolio by 
expanding your knowledge base and your network – all while 
having fun!

Dare to be brilliant – enter today at investoroftheyear.co.za.

http://investoroftheyear.co.za
http://investoroftheyear.co.za
http://investoroftheyear.co.za
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OFFICES ARE  
STILL IMPORTANT 
FOR COLLABORATION AND  
BUILDING COMPANY CULTURE

While the most significant long-term impact of Covid-19 will be issues  
stemming from flexible working, in the long term we will have to find  
the balance between working from home and the office, says Paragon  
Group Director Anthony Orelowitz. “We are going to find that our current 
response has many unanticipated pitfalls, and that the trends of the future  
will have to address these issues.”

In this regard, office-space planning is likely to shift away from “a 
place to sit and work” to “a place to communicate, collaborate and 

build company culture”, reveals Paragon Architects Director Estelle 
Meiring. “Despite the fact that the lockdown has shown that we can 
work from anywhere, it has also emphasised that humans are social 
beings who need interaction to remain productive and positive.”

“As architects and designers, we are going to have to design 
buildings and workspaces that entice people back into the office and 
enhance culture, connections and workflows,” says Orelowitz. “We 
will have to re-imagine what the working experience can be. Covid-19 
has accelerated the dialogue around culture and new ways of  working. 
This is an exciting time to be a designer.”

Looking at the office of  the future, this is likely to feature fewer 
traditional workspaces and more couches and social seating – even if  
these seats each have their own fold-open writing desks, for example. 

ANTHONY ORELOWITZ

Director at the Paragon Group

ESTELLE MEIRING

Director at Paragon Architects
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There will be a move away from open-plan layouts to wider corridors 
and doorways, additional partitions between departments, and a lot 
more staircases.

Although the staff  numbers of  companies occupying office 
space at any one time will decrease, other health measures may 
increase the amount of  space required per employee. Furniture may 
change, too – office desks have shrunk over the years from 1.8m to 
1.4m and less, but there might be a reversal of  that trend as people 
need to sit further apart.

It is even feasible for legislation to be introduced that mandates 
a minimum area per person in offices, as well as a maximum occupancy 
for lifts and larger lobbies to minimise overcrowding. For commercial 
property, some reduction in the demand for office space is anticipated  
– but not to the extent that companies will halve their required space, 
for example.
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WHY FACIAL 
VERIFICATION IS THE KEY 
TO ENDING BIAS IN  
FACIAL BIOMETRIC SOFTWARE

As the global need for inclusive biometric security in facial identification 
increases, developers need not overlook the burden of a non-biased solution.

Teki Akuetteh Falconer of  the Africa Digital Rights Hub – a non-
profit organisation that promotes research and advocacy on 

digital rights across the African continent – says racial profiling is a 
major concern in terms of  facial identification software. This presents 
a challenge for Africa, because if  an individual’s identity cannot be 
reliably processed by both the public and private sectors, their ability 
to function in a digital society is hampered. The World Bank and the 
United Nations anticipate that by 2030 all Africans will have some 
form of  digital identity that will prove critical when it comes to 
accessing essential services such as housing, schooling, healthcare 
and banking.

Gur Geva, founder and CEO of  iiDENTIFii – a market leader 
in biometric identity – provides clarity on the difference between facial 
verification and facial recognition. “There is a significant difference 
between facial verification and facial recognition,” he says. “Often 
these two terms are used interchangeably, but they are worlds apart.”

 
Facial verification
Facial verification is a voluntary process. The individual willingly 
provides a live image or selfie, and consents to the full scope of  its 
usage – for example, for access to their office laptop, home or online 
banking app. This is a co-operative process because the use of  a 
digital identity is volunteered, and the terms and conditions for its use 
are clear. iiDENTIFii’s facial biometric software is recognised by the 
National Institute of  Standards and Technology, a US institution that 
promotes innovation and industrial competitiveness by advancing 
measurement science, standards and technology in ways that enhance 
economic development.

Facial recognition
Geva says that facial recognition is often a more ambiguous process. 
It is not unusual for a person’s digital identity to be pulled from a 
source that is unaccredited, and used without the owner’s permission. 

GUR GEVA

Founder and CEO of  iiDENTIFii

TEKI AKUETTEH FALCONER

Founder and executive director  

of  Africa Digital Rights Hub
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It is within this space that racial bias and false positives can cause 
havoc for the individual as they go about their day-to-day life. 

Identity fraud is a growing concern. The fact that the global 
biometric security sector is set to reach more than R1  000-billion by 
2025 cements its necessity within our expanding digital world. “While 
this kind of  market growth is great, we can’t forget that the biometric 
industry has been pushed to evolve rapidly – especially in the face  
of  Covid-19 – due to increased demand for robust and touchless 
security,” says Geva.

This rapid technical development has left some unfortunate 
errors in its wake. It was recently reported that a facial verification 
software provider accidentally identified a female international talk 
show host as a man, while another system incorrectly matched 28 
members of  US Congress to police mugshots on file. The report also 
revealed that, in the US, the highest number of  facial verification 
errors occurred within the Native American population, and among 
Asian and black women.

“These types of  biased errors are simply not acceptable,” says 
Geva. “It is essential that the algorithms developed by biometric 
identity companies navigate the facial features of  all ethnic  
groups seamlessly.”

Racial bias is obviously a global concern but is of  particular 
importance to South Africa, where the Southern African Fraud 
Prevention Service revealed that identity impersonation by fraudsters 
rose by 99% in 2019. 

“Our developers have spent years coding a tenacious face 
verification software service that protects online and offline identity,” 
says Geva. “Further proof  of  our successful solution is in the market 
growth iiDENTIFii has seen throughout Tier 1 Bank adoption.

“Consistent performance within complex markets can only 
positively challenge developers to push the envelope past the divide 
of  racial bias – especially when it comes to the protection of  a 
person’s identity.”
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THE 
IMPORTANCE 
OF SKILLS 
DEVELOPMENT 
IN A TOUGH  
ECONOMIC CLIMATE

President Cyril Ramaphosa echoed this vision in his State of  the 
Nation Address, saying that the government would be releasing 

the long-awaited critical skills list for South Africa. “Skills development 
plays a vital role in the growth of  any country’s economy, service 
delivery industries and technological improvement,” says Daniel 
Gibhard, CEO at the Skills Development Corporation (SDC). “This 
is imperative in the wake of  the pandemic – so the president’s 
commitment to this sector is crucial for skills and social development.” 

To effectively re-skill a team or group of  people requires 
funding. South Africa’s skills development sector is governed by the 
Skills Development Act, which aims to improve the quality of  life for 
workers, their prospects of  work and labour mobility. This provision 
allows for South African businesses that meet the necessary legislative 
requirements to claim up to 60% of  their skills development levy 
back from their specific Skills Education Training Authority (SETA), 
provided the required skills development submissions are made.

One of  these is the Workplace Skills Plan (WSP) – a plan 
intended to document and address the skills needed within an 
organisation. This is significant in a tough economic climate: 
businesses are afforded the privileged opportunity to focus and 
develop specific skills-set shortages that can help both them and 
their most valued asset – their people – grow.
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The governance around 
skills development (and 
the applications thereof) 
is strictly controlled.  
An annual training 
report needs to be 
included with the WSP 
submission, and it has  
to be done by a skills 
development facilitator 
or qualified individual.

The governance around skills development (and the applications 
thereof) is strictly controlled. An annual training report (ATR)needs 
to be included with the WSP submission, and it has to be done by a 
skills development facilitator or qualified individual. 

“Amid a sea of  corruption and uncertainty, the idea of  the 
government prioritising education for our people is reassuring  
– especially because the process is so strictly controlled,” says 
Melissa van Aswegen, ETQA Manager at the Skills Development 
Corporation.

The submission of  the WSP is made by way of  a proposal or 
skills development plan that complies with the Skills Development 
Act’s legislative obligations. Any company that has a total annual 
staff  payroll of  more than R500  000 is required to pay a skills levy.

 
Failure to submit will result in the following:

 ● No points for the skills development element on your  
BEE scorecard;

 ● Mandatory grants cannot be claimed back from your SETA;
 ● A drop in your BEE Level because skills development  

is a priority element.

The deadline to submit WSPs and ATRs is 30 April 2021.

The World Economic Forum has prioritised  
the re-skilling and upskilling of a billion people  
in the next decade. They have invited nations like 
South Africa to join the movement by reviewing its 
education, training and development plans, with the 
intention of re-skilling or upskilling the workforce.

DANIEL GIBHARD

CEO at the Skills Development Corporation
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CAPE TOWN BOUTIQUE 
HOTEL ON THE BLOCK  
AS CBD PONDERS ITS POST-COVID IDENTITY

“The CBD is a beautiful urban setting, with a stunning variety 
of  architecture and features representing its ages and 

stages,” says Kim Faclier, MD of  the property division at GoIndustry 
DoveBid. “It’s a historic storybook in stone, brick and concrete, 
whose survival may rely on its flexibility rather than a rigid adherence 
to established purpose.” 

Her company has a joint mandate with auctioneer and appraiser 
Philip Powell to sell 40 On Burg, an Art Deco-style boutique hotel, 
in an online auction that will close at 2pm (South African time) on 
17 March 2021.

“In 45 years in the auction profession, I have seldom seen such 
an appealing, iconic Art Deco property come under the hammer,” 
says Powell. “It is an ideal investment opportunity.”

With only 20 rooms, the authentically renovated hotel is a 
minor player in the grand scheme of  the city and its possible 
transformation. But for now, it offers an optimistic investment in a 
trophy property that is likely, in the short term, to return to full 
function as Covid-19 is eventually tamed.

But with retail and office building occupancy badly affected by 
the pandemic, the question is what will happen to commercial rental 
space. Does the future, as proposed by some town planners, look 
increasingly residential for the tower blocks? Or could it include 
another option being applied with success – a sharing structure 
where intermittent need for offices in specific instances is catered 
to by flexible scheduling between participating professionals?
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GoIndustry DoveBid MD 
Kim Faclier believes that  
a partial transformation 
of the CBD in its current 
form might be the 
natural outcome in  
the face of reduced 
demand for commercial 
space. “Repurposing 
existing buildings to 
serve new imperatives  
is a logical response.”

Faclier believes that a partial transformation of  the CBD in its 
current form might in fact be the natural outcome in the face of  
reduced demand for commercial space. “Repurposing existing 
buildings to serve new imperatives is a logical response,” she says. 
“It’s begun already in some quarters of  the city; how far it will go 
depends largely on economics and demand.

“There’s little doubt that, over time – and as the influence of  
the virus fades – the current trend of  professionals working from a 
home base will be tempered. It definitely doesn’t suit everyone, and 
many will want to return to the formality and prestige of  an office 
environment. It’s no coincidence that some of  the grandest buildings 
are corporate headquarters that reflect the financial success of  their 
owners and occupants.”

Her division has been commissioned to find the highest bidder 
for the building, and she’s taking a long international look at the 
potential market. The outcome could be anything from a vanity 
back-pocket buy for a cash-flush foreigner to a carefully considered 
local investment in a historic slice of  one of  the world’s most 
sought-after cities.

The scheduled online auction of 40 Burg Street, a landmark heritage building in the 
heart of Cape Town, comes at a time when the city’s traditional business hub, which 
has thrived intact while others have decayed, is facing a potential identity crisis.

KIM FACLIER

MD of  the property division (Africa)  

at GoIndustry DoveBid
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THE RETAIL EVOLUTION
The rhetoric of “retail  

is dead” is incorrect. In 
fact, retail is advancing 
at a rapid rate to meet 
the consumer demand 
for in-store innovation 
and service solutions  

to their shopping 
requirements in the 

post-Covid era. 

This is the view of  industry thought leaders who participated  
in the Fortress Retail Evolution webinar, which took place on  

4 February 2021. The online event was hosted by entrepreneur and 
writer Mike Stopforth, and included a panel discussion between Vuso 
Majija, Alex Morar, Tshiamo Mathibela and Richard Mukheibir, as 
well as commentary from other retail experts.

A key insight shared by futurist and strategy consultant Graeme 
Codrington is that the pandemic has accelerated many trends that 
were already under way. “E-commerce is one of  the biggest trends at 
this time, but it’s not merely about putting your products online and 
hoping somebody buys them,” he said. “It’s not competition to 
traditional retail – it extends and expands traditional retail. You need 
to develop relationships with your consumers, and personalise your 
connection with them through the right in-store experiences that give 
them reasons to keep coming back. It’s not just sales.”

While discussing the innovations that are in play at this time, 
Majija, who is the executive director at Fortress, explained how tenant 
mixes are evolving in response to changes in customer behaviour. 

“Pre-Covid-19, we saw space consolidation by tenants, including 
the closure of  non-performing stores,” he said. “For example, banks 
closed branches; Edgars closed certain stores. On the other hand, 
certain retail categories – including grocery stores, pharmacies and 
athleisure tenants – were opening new stores. This is directly related to 
shoppers focusing on essential items and health and beauty products, 
as well as changes in their clothing preferences.
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“As a franchise  
business, we couldn’t 
sell franchises during 
hard lockdown in  
our usual face-to- 
face manner.”

“At this time, our biggest challenge as landlords isn’t omni-
channel retail – it’s economic growth. There is appetite from small 
and large retailers to open stores, but the current economic situation 
is the main hindrance.”

SMMEs are the key drivers of  economic growth in the country, 
which is the area where landlords are hoping to attract new tenants  
to shopping centres. “Both large and small partners are looking for 
space – so it’s not all doom and gloom,” said Majija. “Thus our priority 
this year is to try to accommodate as many of  those opportunities  
as possible.”

Cash Converters CEO Mukheibir supported these views. “As a 
franchise business, we couldn’t sell franchises during hard lockdown 
in our usual face-to-face manner,” he said. “Our sales model changed 
to weekly webinars – and within a month, I had spoken to more than 
100 people about franchising. Subsequently, we’ve sold 11 franchises 
as at the end of  January 2021. There are now more stores, but the size 
of  the stores has reduced, with lower overheads (which, in turn, means 
more profit). This showed how discomfort can result in interesting, 
innovative solutions that lead to growth.”

Bathu Shoes has contributed directly to economic growth by 
opening 12 stores in 2020, despite the pandemic and its difficulties. 
The company’s head of  retail Mathibela shared her views on how this 
emerging business overcame challenges. 

“We don’t have a blueprint for the way we do things,” she said. 
“Instead, we focus on innovation and customer experience. For the 
new stores, we paid a lot of  attention to in-store design elements with 
technological features that engage our customers as they approach 
the store. For example, the levitating sneaker machine makes the 
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shoes look as if  they’re floating. We consider the music we play, the 
images we use, the fragrances we have in stores. Most important is 
our engagement with customers through trained sales executives in a 
safe manner that makes customers feel secure in stores. Furthermore, 
we built South Africa’s first sneaker customisation lab as an extension 
of  customer engagement.” 

The conversation around offline vs online – the binary notion  
of  one or the other – seems to be fading into obscurity, and retailers 
are looking to landlords for assistance and advice in providing their 
customers with a more seamless omni-channel experience. Morar – 
the CEO of  NEPI Rockcastle – commented on how this has played 
out in central and eastern Europe. “We will never go back to the way 
things were – but that is always the case,” he said. “Circumstances 
and operations continuously evolve, and there isn’t a ‘one-size-fits-all, 
all the time’ strategy that we can apply. 

“Landlords and retailers are part of  one ecosystem. We need to 
work together to provide the best retail experience for our customers 
and partners. Landlords need to ensure shopping centres are attractive 
and well located, and that the entire tenant mix is advertised. By 
integrating the various retailers’ concepts into digital advertising, we 
can ensure we pop up where customers are searching. We need to 
have a joint strategy to approach this omni-channel experience.”

Retailers have realised that the customer experience is only as 
strong as its weakest link. When the retail ecosystem works together 
to provide operational excellence, it’s to the benefit of  the customers. 
It’s also essential to pay attention to what customers need, and to the 

level of  human interaction that people are looking for as they come 
out of  lockdown. 

Majija made the point that customer experience doesn’t start 
with the sales executive in store. “It starts with the car guard in the 
parking area, and it includes everyone in the shopping centre 
environment,” he said. “The entire ecosystem must provide a great 
experience. Upskilling all staff  to interact with customers will increase 
the interactions, and will add to the overall shopping experience.” 

It’s a known fact that consumer behaviour is dictating most  
of  the changes that have been implemented in recent months. The 
number-one priority for customers is convenience. Majija related 
how Fortress had partnered with a company that focused on the 
“click and collect” model. This company has opened booths at many 
of  the Fortress centres, and there are plans for more booths this year. 
In addition, Takealot opened a depot at Pineslopes in Fourways. “We 
have seen a massive increase in delivery services such as Uber Eats at 
a number of  our centres, especially those with lots of  restaurants and 
fast-food outlets,” Majija said. 

“It starts with  
the car guard  
in the parking  
area and includes 
everyone in the 
shopping centre 
environment.”
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Mukheibir discussed the increase in people considering the trend 
of  “reuse, recycle and repurpose”, and wanting to live a more nomadic 
and agile existence. “This trend is playing into our hands,” he said. 
“People are selling unwanted items in a professional retail environment, 
and others are buying those items at half  the price with a six-month 
guarantee. The idea of  ‘value shopping’ is becoming increasingly 
mainstream, a process that has been fast-forwarded by Covid. People 
are re-evaluating their priorities and their financial spend, as changes 
in employment status have become a sad reality for many.”

Morar looked forward to continued progress and innovation in 
multi-channel retail strategies. “We are optimising our operations 
using revolutionary technology,” he said. “The end goal is to offer a 
better service to our final customers. It doesn’t sound like a big deal, 
but the detail behind it is substantial. The faster – and the better – we 
do this (both us and the retailers), the more we will be able to provide 
an adequate experience, and bring the products to end customers via 
multiple channels, not just physical or just online.”

Mathibela added that her team is excited to prove that traditional 
retail is alive and kicking. “South Africa still struggles with high data 
costs, and people do not want to share their personal details online 
– so they are frequenting shopping centres,” she said. “We’re going to 
continue to expand our footprint and conduct research into other 
engaging features to put into our stores. Our goal for 2021 is to 
become even more accessible by tapping into smaller communities 
that other retailers don’t think about.”

Majija reiterated that the shopping centre sector in South Africa 
accounts for about 72% of  all retail. “That’s approximately R780-
billion per year,” he said. “It’s an important industry and employer. 
We have to keep growing and expanding the retail industry. It is  
a massive contributor to service delivery and to the provision of  
products in South Africa. All we need now is for economic growth to 
improve, so we can see retailers opening more stores – and consumers 
getting what they want and need.”

Retail94

“We are optimising  
our operations  

using revolutionary 
technology.”
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TOP TRENDS SET TO 
IMPACT SA’S COMMERCIAL 
PROPERTY MARKET IN 2021

Covid-19 simply accelerated many 
existing trends, like retail footprint 
reductions and the appeal of quality 
retail assets outside of big cities.

REGISTRATION FOR THE 
14TH GREEN BUILDING 
CONVENTION IS OPEN! 

At this year’s Convention, it all 
comes down to ONE. We only have 
one chance to get it right. One 
chance to implement the roadmap to 
sustainability and regeneration to save 
our one planet for this generation 
and the next. 

2020 UPDATED LIST OF 
AFRICAN COUNTRIES 
BY GDP

Gross domestic product (GDP) is 
the market value of all final goods 
and services from a nation in a 
given year. Countries in #Africa are 
sorted according to #data from the 
#InternationalMonetaryFund. 

GRIT LAUNCHES 
ON LONDON 
STOCK EXCHANGE

Yesterday the London Stock Exchange 
(LSE) officially welcomed Grit to the 
Premium segment of the main market 
with a virtual market open ceremony.

LIBERTY TWO 
DEGREES’ ENTIRE RETAIL 
PORTFOLIO RECEIVES 
GREEN STAR RATINGS

Retail-focused Liberty Two Degrees 
(L2D) has announced that its entire retail 
portfolio has received Green Star ratings 
by the Green Building Council of South 
Africa, which is a first for the industry 
with Sandton City receiving a 
world-leading 6-star Green rating.

BROKERS CONTINUE 
TO SEE ALL 3 MAJOR 
COMMERCIAL PROPERTY 
BUYING/SELLING MARKETS 
AS SUBSTANTIALLY 
OVERSUPPLIED 

We continue with the 4th quarter 2020 
results of our FNB Commercial Property 
Broker Survey.

LIBERTY TWO DEGREES 
SEES ANNUAL PROFIT 
SLUMP BY OVER 50%

Liberty Two Degrees, which owns malls 
in prime locations of Johannesburg 
and Cape Town, said on Monday, 22 
February, its full year profit more than 
halved due to lower rental income and 
the temporary closure of shops and 
hotels due to Covid-19.

SOUTH AFRICAN 
RESIDENTIAL PROPERTY 
MARKET OUTPERFORMS 
MIDST THE COVID-19 
PANDEMIC

For the first time in several years the 
average property value submissions to 
the banks have exceeded the double 
digit growth percentage during the 
last 6 months.

RATANGA PARK 
TAKING SHAPE

The islands of this new green open space 
are taking shape, and you can start to see 
where the water body will fill in. Did you 
know that 75 000 cubic metres of earth 
will be excavated to create the carefully 
engineered water body? Century City has 
a high water table and the 1.6ha of water 
will emanate from groundwater as well as 
water from the existing canals, once they 
are connected. 

RESPUBLICA APPOINTS 
BRONWYN BOAVIDA 
AS MD

Respublica Student Living has 
appointed Bronwyn Boavida as its 
managing director, with her growth in 
the business since joining in 2014 being 
both a mirror and a catalyst to the 
business’s success.

MINISTER SISULU CALLS 
FOR MORE INVESTMENTS 
INTO SOCIAL 
HOUSING PROJECTS 

The Minister of Human Settlements, 
Water and Sanitation, Lindiwe Sisulu 
has issued a clarion call to potential 
investors including the banking 
institutions to assist government’s 
efforts in meeting the demand for social 
housing units.

RELIEF AT NO INCREASE IN 
PERSONAL TAX

“Apart from the commitment 
made to the urgent rollout of the 
vaccination programme, of comfort 
to debt-burdened consumers is the 
announcement in the National Budget 
today that there will be no increase in 
personal income tax...
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POSITIVE BUDGET 
WELCOME NEWS 
FOR HOMEOWNERS 
AND CONSUMERS  

Finance minister Tito Mboweni 
presented a “positive budget” under 
challenging circumstances, perhaps the 
most challenging over the last 27 years.

SOCIAL HOUSING 
DEVELOPMENT TO DRIVE 
RE-VITALIZATION OF 
SA’S ECONOMY

Now more than ever social housing 
development must remain a strategic 
priority for the government of South 
Africa, particularly as the country forges 
ahead with revitalizing the economy. 

WORLD BANK NAMES 
SENEGALESE NATIONAL 
TO HEAD IFC 
PRIVATE-SECTOR ARM

The World Bank announced it had 
named Makhtar Diop as the new 
managing director of its private sector 
arm, the International Finance Corp, 
a position key to boosting the bank’s 
efforts to fight climate change 
and inequality.

OKONJO-IWEALA 
WTO’S FIRST FEMALE, 
AFRICAN LEADER

The World Trade Organization selected 
Ngozi Okonjo-Iweala to be the first 
woman and first African as its leader, 
tasking the former Nigerian finance 
minister with restoring trust in a rules-
based global trading system roiled by 
protectionism and the pandemic.

EAST OF MAIN SEA POINT 
TO DRAW INTEREST 
FROM PROPERTY-SAVVY 
MILLENNIALS  

Evo Properties, the highly successful, 
Cape Town-based, sales and 
leasing property and development 
management agency have another 
exciting development on offer, this 
time on the Atlantic Seaboard.

PRIVATE SECTOR 
INVESTMENT, 
PARTNERSHIPS 
FUNDAMENTAL TO SOCIAL 
HOUSING DELIVERY

There is a need to achieve greater scale 
in delivery and improve conditions 
for private-sector investment in social 
housing, National Treasury pointed out 
in its 2021 Budget Review. 

BUDGET SPEECH’S IMPACT 
ON THE PROPERTY MARKET 

Finance Minister, Tito Mboweni 
presented a “positive budget” under 
challenging circumstances, perhaps 
the most challenging over the last 
twenty-seven years, says Samuel Seeff, 
chairman of the Seeff Property Group.

THE EXPROPRIATION BILL 
STRIKES AT THE HEART 
OF PROPERTY RIGHTS,
AND POOR BLACK 
PEOPLE ARE MOST AT RISK

Secure property rights are a 
precondition for prosperity.

RENISHAW COASTAL 
PRECINCT SET TO ATTRACT 
SIGNIFICANT INVESTMENT 
TO THE KZN 
MID-SOUTH COAST  

Boasting one of the country’s most 
incredible coastlines, a beautifully 
temperate climate and vast natural 
splendour, the KZN mid-South Coast 
has a wealth of investor potential.

SADC EXECUTIVE 
SECRETARY URGES 
REGION’S PRIVATE 
SECTOR TO ENHANCE 
MANUFACTURING 
CAPABILITIES

The executive secretary of the 
Southern African Development 
Community (SADC)

SECTION 12J: 
THE BRIGHTER SIDE 
OF THE SUNSET CLAUSE 

In his budget speech, Minister Tito 
Mboweni announced that Section 
12J of the Income Tax Act relating to 
the venture capital company (VCC) 
incentive will not be extended 
beyond 30 June 2021.

ERIS PROPERTY GROUP 
HEAD OFFICE FINDS A 
NEW HOME AT THE MARC 

In a strategic move, Eris Property 
Group relocates to the prestigious 
multi-use, multi-tenant 5-star Green 
Rated towers, The Marc on Maude and 
the corner of Rivonia.
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STATE OF CITY 
FINANCES 2020
In 2018, the last State of City Finances Report called for cities to be at the centre  
of development and for systemic problems to be addressed, but little has changed. 
Cities remain the drivers of the economy and home to most people in South Africa 
but continue to face challenges of inadequate finance for infrastructure and service 
delivery, and affordability of municipal services for consumers.

The State of  City Finances Report is one of  the flagship 
publications of  the South African Cities Network (SACN). 

As with previous editions (in 2011, 2013, 2015 and 2018), this 
fifth State of  City Finances Report examines the finances of  nine 
cities in South Africa: Johannesburg, Cape Town, eThekwini, 
Ekurhuleni, Tshwane, Nelson Mandela Bay, Buffalo City, 
Mangaung and Msunduzi. Unlike previous editions, this State of  
City Finances Report has no over-riding theme, but its findings 
confirm that the challenges facing cities remain the same. 

Cities are finding it increasingly difficult to raise sufficient 
revenue to cover their mandates, mainly as a result of  structural 
issues within the local government fiscal framework (LGFF) and 
the deteriorating macro-economic environment in which they 
operate – both matters over which cities have little control. Of  
course, cities could always improve their fiscal effort and 
expenditure efficiencies, but the fiscal space open to them has 
shrunk. The population of  low-income groups continues to grow 
as urbanisation brings people to cities in search of  jobs, which 
remain elusive due to the slow and decreasing rates of  economic 
growth. Reduced margins on electricity and water sales, as a result 
of  both rising unemployment and stagnating household incomes, 
and above-inflation increases in the cost of  bulk purchases, mean 
that cities are less able to cross-subsidise the provision of  basic 
services for lower income residents.

Faced with a shrinking fiscal space, cities have used the Local 
Government Equitable Share (LGES) to cover some of  their 
expenditure obligations, a decision which is at odds with the 
original purpose of  the LGES as envisaged in the 1998 Local 
Government White Paper. In shining a light on how cities attempt 
to fund and meet their mandates, this report raises important 
questions about the LGFF within which cities operate and their 
ability to meet as yet unrealised societal goals. The report examines 
city financial performance over time, including the effects of  
Covid-19 on city finances; looks at the affordability of  municipal 
bills; and provides an analysis of  the LGES.

Cities are already operating in an unstable and difficult 
macro-economic environment, and this year have had to deal 
with the unexpected burden of  Covid-19 and the associated 
lockdown, which has resulted in lower revenue and additional 
responsibilities and costs. The pandemic has thrown into sharp 
relief  the systemic problems affecting the ability of  cities to 
achieve the policy goals of  developmental local government and 
spatial transformation. Just as the shock of  Covid-19 has 
prompted many countries to re-examine the way in which 
societies are organised, it is perhaps time to review the way in 
which cities and other municipalities deliver on their constitutional 
mandate to provide services to communities in a sustainable 
manner.
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GOOD NEWS:  
THE FUTURE WILL  
BE REALLY MESSY
In troubled times, the future gets scarier. Understandably, our vision  
for the rest of this century has recently turned extra-dystopian, having 
abandoned any attempt to cheer us up with even the faintest flicker  
of light at the end of the long, long Covid tunnel.

Just a thought102 Just a thought 103

Even the most optimistic visionaries overlooked our messy and 
unpredictable human nature. With startling accuracy, Arthur C 
Clarke foresaw the internet and the world of  social media in his 
prediction of  instant and global communication. But clearly he had 
no bloody idea whatsoever how divisive and angry Twitter and 
Facebook would make us. Likewise, Asimov’s 1964 prognostications 
were absolutely spot-on when it comes to video communication, but 
he couldn’t resist envisioning a future where ordinary people lived in 
subterranean, suburban homes. Yes, folks: Isaac wanted to bury us.

The last time things felt this dismal was just after World War II. 
Even though we were almost as broke then as we are today, we 
attempted to build a bold vision for the non-war bit of  what was 
left of  the 20th century. We called it The Festival of  Britain – but in 
reality, it was a well-meaning, disjointed celebration of  atomic research, 
high-rise living and modernist ceramics alongside a tacky funfair. 
Schoolchildren flocked to the helter-skelter but ignored Skylon and 
the other grand futuristic indulgences, probably because they served 
no fathomable purpose whatsoever. Even ’50s kids weren’t stupid.

Architects are the worst. (How to alienate your readership in 
four words.) They love a grand scheme, especially if  it sweeps away 
messy homes and replaces them with something big and “iconic”. 
Every conceptual city master plan has at its centre a football pitch of  

The precedent for this advanced doom-mongery was largely 
established by George Orwell who, as every pub-quizzer no 

doubt knows, wrote 1984 in 1948 in a Britain still littered with 
smoking piles of  rubble. Likewise, Huxley – Orwell’s equally morose 
predecessor – envisioned his Brave New World in 1931, at the start 
of  the Great Depression. Apparently, though, they were both great 
fun at parties.

This helps explain why today’s dark projections paint a picture 
of  climate-ravaged cityscapes animated by autonomous bubble 
cars, a Chinese-style social-credit system, insect-rich diets, fleets  
of  robots sanitising the streets, and police surveillance drones 
whirring overhead. 

I can’t wait.

The last time things  
felt this dismal was  
just after World War II. 
Even though we were 
almost as broke then  
as we are today, we 
attempted to build  
a bold vision for  
the non-war bit  
of what was left  
of the 20th century.

By Howard Saunders
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to help them navigate the choppy  

waters that lie ahead.
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a piazza wrapped around a museum of  some description. These are 
visions from professionals who find us ordinary folk a bit too messy 
for our own good. They wish us to be benign consumers to be managed 
and educated, to be nudged away from fast-food joints and pubs, 
towards something more arts-related. They also have a peculiar fetish 
for museums, which speaks volumes in itself. Think about it: the 
display of  inanimate objects in a logical, categorised order, labelled 
and sorted for posterity. Museums are our tidying, managing mentality 
given religious significance. There are no kebab shops here.

Now imagine yourself  flicking through a holiday brochure 
(remember those?) in search of  your dream vacation. If, as you looked 
more closely at the couple by the pool bar supping on enormous 
pineapples, you suddenly recognised your own bloated belly and 
multiple chins, it would put you off  holidays for life. Visions of  the 
future rarely include their author. Our own mundanity would puncture 
the fantasy irreparably. (BTW, is Elon Musk still moving to Mars?)

The truth is, our visions of  the future don’t fit us. They are 
designed for a public that simply doesn’t exist, not for the greedy, 
narcissistic, competitive, voyeuristic, neurotic, contrarian, argumentative, 
messy people we really are. Civic visions are so anaemic, so 1951. 
They stick to a narrative that diminishes humanity in an attempt to 
iron out all our messy bits. They want us to be compliant consumers, 
or worse, poets on UBI, frequenting galleries and jotting down notes. 

Surely I’m not alone in thinking the most exciting towns and 
cities are those that grew organically? Tangled streets bursting with 
shops and houses and offices concertinaed into inconceivably 
awkward spaces are much more engaging than the planned ones. 

These are the places that beg to be explored by visitors, and lived in 
and loved by locals. One of  the reasons shopping centres will never 
feel authentic is precisely because they are so well thought out, 
designed, finished and managed.

When eventually the roaring ’20s do kick in (and they will), I want 
our high streets to be an ever-churning parade of  messy independents 
and improbable pop-ups. Our autonomous cabs may well have a 
cockney robo-voice, but they’ll be sharing the road with lots of  non-
autonomous, privately owned electric cars and internal combustion-
engined vehicles running on e-fuel. And if  I live long enough to 
visit my local vertical farm, I expect it to have a rustic greengrocer 
underneath, serving exceptional freshly brewed coffee – not a 
predictive vending bot. It’s the messy bit that will make it human.

So sleep soundly in the knowledge that the future is sure to be 
a lot messier than these brittle, brutal techno-visions they throw at 
us. And you can bet your underpants it won’t resemble anything 
that comes from government diktat or an overqualified think-tank.

After all, the high-rise-living vision left us with little more than 
lofty slums. The promise of  virtually free atomic power… well, you 
know where that got us. I, for one, resent and reject this bug-eating, 
drone-monitoring, autonomy-robbing, robotically sanitised future. 
Why? Because ultimately, its designers designed it for others. 
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Journalistic writing can be arranged @ R3.10 per word. 
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All rates quoted in South African Rand, exclude VAT and include agency commission (unless stated). Guaranteed positions 
incur a 15% loading. Every effort will be made to ensure advertisements are placed with the most relevant editorial or in 
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quality (12) JPEG preview. 

For advertising material information, contact:
 +27 (0)21 856 1276

  Single insert 4 inserts

Full page R13 300 R10 600

Half-page R12 300 R9 800

Quarter-page R10 700 R8 500

First double page R21 280 R17 100

Double page R19 950 R15 900

Inside front cover R15 300 R12 300

1st right-hand page R14 600 R11 600

Cover story R45 000

4-page company profile R30 000

Business card listing R1 250 R4 000

Advertisement make-up 

Full page R2 500
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• Rich media adaptation         R2 820 per advert

• Rich media production         On request

ADVERTISING RATES

Mar 2021 12 Feb 2021  19 Feb 2021 24 Feb 2021  26 Feb 2021
May 2021 9 Apr 2021  23 Apr 2021 27 Apr 2021  30 Apr 2021
July 2021 11 June 2021  18 June 2021 26 June 2021  30 June 2021
Sept 2021 13 Aug 2021  20 Aug 2021 26 Aug 2021  31 Aug 2021
Nov 2021 8 Oct 2021  22 Oct 2021 27 Oct 2021  29 Oct 2021
Dec/Jan 2021/2 12 Nov 2021  19 Nov 2021 30 Nov 2021  10 Dec 2021

Issue  Editorial deadline  Advt booking  Advt material Upload

For further enquiries:
Editorial: mark@mpdps.com | office: +27 (0)21 856 1276 | direct VoIP: +27 (0)21 856 5949 | c: +27 (0)76 922 7004 
Advertising: sales@provocate.co.za | office +27 (0)21 856 1276 | office +27 (0)21 856 0321

mailto:sales@provocate.co.za
mailto:mark@mpdps.com
mailto:sales@provocate.co.za

	Button 115: 
	Button 103: 
	button 2: 
	commercial 3: 
	facilities 3: 
	Button 107: 
	facilities text 4: 
	close facilities 4: 
	close commercial 5: 
	commercial text 5: 
	Button 130: 
	Button 101: 
	Button 102: 
	Button 116: 
	Med term plan 3: 
	Med term plan 4: 
	Button 117: 
	Button 118: 
	nic pic 2: 
	nic text 2: 
	contact 1: 
	advanced fac manage: 
	close 1: 
	Med term plan 5: 
	Med term plan 6: 
	Med term plan 7: 
	Med term plan 8: 
	Med term plan 9: 
	Button 119: 
	Med term plan 10: 
	Button 121: 
	contact 2: 
	commercial: 
	close 2: 
	Med term plan 11: 
	Med term plan 12: 
	Button 104: 
	Button 122: 
	Button 120: 
	Med term plan 13: 
	Med term plan 14: 
	Med term plan 15: 
	Button 113: 
	Med term plan 16: 
	Button 123: 
	nic pic 5: 
	nic text 5: 
	Med term plan 17: 
	Button 112: 
	Med term plan 18: 
	Med term plan 19: 
	Med term plan 20: 
	contact 3: 
	facil: 
	close 3: 
	Med term plan 21: 
	Med term plan 22: 
	nic pic 6: 
	nic text 6: 
	Med term plan 30: 
	Button 124: 
	Med term plan 31: 
	Button 126: 
	Button 125: 
	Button 114: 
	Med term plan 29: 
	Med term plan 23: 
	Med term plan 24: 
	Med term plan 25: 
	Med term plan 26: 
	nic pic 7: 
	nic text 7: 
	Med term plan 27: 
	Button 106: 
	Button 105: 
	close 7-10: 
	read 14: 
	read 15: 
	read 16: 
	read 17: 
	read 18: 
	read 19: 
	close 1-5: 
	read 2: 
	read 4: 
	read 3: 
	read 5: 
	read 7: 
	read 6: 
	close 7-11: 
	read 10: 
	read 8: 
	read 9: 
	read 11: 
	read 12: 
	read 13: 
	close 7-9: 
	read 20: 
	read 21: 
	read 22: 
	read 23: 
	read 24: 
	read 25: 
	Button 129: 
	Button 127: 
	photo 9: 
	design 9: 
	print 9: 
	words 9: 
	Button 128: 
	Med term plan 28: 


