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Client Service Level Agreements
We have been recommending that these be implemented for some time now and it is pleasing to see clients starting to take the matter seriously as we see more enquires coming from
clients on this subject. Some of the interest has
been sparked by recent workshops by the FIA
where a draft SLA has been provided to FIA members. This draft has been given to us
for comment by a number of clients. Generally the document is well structured but we
do have some comments that need to be taken into account before it is introduced:
 As with all generic documents it should not simply be used as is – it needs to be
DSSOLHGWR\RXUEXVLQHVVSURFHVVHVWRJDLQPD[LPXPEHQHÀW
 It starts with a statement that the client has received a disclosure document. This
suggests that this SLA is meant to be provided to a client at an initial meeting
where the disclosure is provided. This may not be the case.
 The reference to sub categories under the personal lines section is a little brief in
our view and should deal with all likely sections of cover available.
 It talks of a client “request” a needs analysis – we believe that as there is a legal
obligation for you to provide one this term is not correct. You should be advising
clients what you will be doing and deal with the consequences of a client declining this standard.
 The process followed, in terms of this SLA, is that you will get the client to sign
the quote/advice agreement. In situations where there is no direct contact with a
client this may present practical challenges.
 There is a disclaimer that attempts to absolve the broker of any responsibility in
situations where the broker’s recommendations are not accepted and this results
in a loss to the client. We understand the intention but have our doubts as to how
successful such a disclaimer would have. Only time will tell.
 The agreement does deal with the need to disclose additional services provided
for which a broker will be charging a fee yet the document makes no provision
for this.
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 The document has the
“advisor” signing the
agreement rather than
a nominated representative of the company.
It may be that you
don’t want your reps
or advisor if you happen to use that term
in your day to day
dealings, signing the
agreement and would
rather have the owner/
KI signing.
 This is geared towards a short-term broker and will need adapting for long-term
client or, better still, being able to be used for all categories.
 The agreement makes no provision for the responsibilities of the client. In our
view such an agreement has to be a two sided affair and the importance of a client having some responsibilities in this business relationship cannot be missed.
Such responsibilities would include:
ï Reading the documents provided and raising queries if there are areas not understood.
ï $GYLVLQJWKHEURNHURIFKDQJHVWRWKHFOLHQWVULVNSURÀOHHJQHZFDUQHZDGdress.
Whilst talking of the FIA they are still busy with their regional road shows. The remaining
dates/venues are:
3rd September – Pretoria
10th September – Bloemfontein
12th September - Durban
17th September - Cape Town
18th September - George
3rd October - Polokwane
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$PHQGPHQWWRWKHGHÀQLWLRQRI,QWHUPHGLDU\6HUYLFHV
7KH,QVXUDQFH/DZV$PHQGPHQW%LOOPDNHVDSURSRVHGFKDQJHWRWKLVGHÀQLWLRQLQWKH
FAIS Act.
For your ease of reference the proposed changes are as follows – the bold items in brackets are to be removed.
Amendment of section 1 of Act 37 of 2002, as amended by section 45 of Act 22 of 2008
1. Section 1 of Act 37 of 2002 is hereby amended—
D E\WKHVXEVWLWXWLRQLQVXEVHFWLRQ  IRUWKHGHÀQLWLRQRI¶¶LQWHUPHGLDU\VHUYLFHV··RIWKH
IROORZLQJGHÀQLWLRQ
¶¶¶LQWHUPHGLDU\VHUYLFH·PHDQVVXEMHFWWRVXEVHFWLRQ  E DQ\DFWRWKHUWKDQWKHIXUQLVKLQJRIDGYLFHSHUIRUPHGE\DSHUVRQ[for or on behalf of a client or product supplier]—
(a) the result of which is that a client may enter into, offers to enter into or enters into any
WUDQVDFWLRQLQUHVSHFWRIDÀQDQFLDOSURGXFW[with a product supplier]; or
E ZLWKDYLHZWR³
(i) buying, selling or otherwise dealing in (whether on a discretionary or non-discretionDU\EDVLV PDQDJLQJDGPLQLVWHULQJNHHSLQJLQVDIHFXVWRG\PDLQWDLQLQJRUVHUYLFLQJD
ÀQDQFLDOSURGXFW[purchased by a client from a product supplier or in which the client
has invested];
LL FROOHFWLQJRUDFFRXQWLQJIRUSUHPLXPVRURWKHUPRQH\VSD\DEOHE\WKHFOLHQW[to a
product supplier] LQUHVSHFWRIDÀQDQFLDOSURGXFWRU
LLL UHFHLYLQJVXEPLWWLQJRUSURFHVVLQJWKHFODLPVRIDFOLHQW[against a product supplier]
LQUHVSHFWRIDÀQDQFLDOSURGXFW··DQG
E E\WKHGHOHWLRQRIVXESDUDJUDSK LL RIVXEVHFWLRQ  E 

The other related change is that the current exemption applicable to insurers that states
they are not deemed to provide an intermediary service is also to be removed.
Apart from the wisdom of putting a FAIS change in an insurance law amendment bill
there have been a number of enquires as to why the need for a change as there has been
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no apparent discussion with the industry on this. One enquiry submitted by Banks reVXOWHGLQDUHVSRQVHWKDWLWZDVGXHWRFHUWDLQDEXVHVE\)63VRQWKHFXUUHQWGHÀQLWLRQ
but not clear as to what those abuses are.
At face value this change would appear to create the possibility of a number of what appear to be unintended consequences, such as;
 The need for claims staff to be representatives, and
 The need for loss adjusters to be appointed as FSPs.
No need to panic as yet though as they do appear to unintended rather than planned
changes. We will keep you posted.

7KHEDQNVEHJLQWR
UHVSRQGWR¶7ZLQ
3HDNV·DQG¶7&)·
5HJXODWLRQ
‘Twin Peaks’ will enable
the Financial Services
Board (FSB) to oversee
market conduct in respect
RI DOO SOD\HUV LQ WKH ÀQDQcial services industry. This
means that the National
Credit Regulator (NCR),
who has sometimes been
accused of turning a blind
eye to the NCA, will probably be replaced by the FSB
RUZKDWHYHUWKH\GHFLGHWRFDOOWKHPVHOYHVZKHQWKHOHJLVODWLRQÀQDOO\JRHVWKURXJK 
This means that agents who act for banks and who are employed by companies whose
primary business activity is the retailing of an asset, will be under the same spotlight
when arranging a credit facility as insurance practitioners are in terms of FAIS. In fact,
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just this month, the NCR published new ‘Affordability Assessment Guidelines’ which
banks must comply with when assessing whether or not a loan should be granted. This
will have a major impact on furniture dealers, motor dealers and any other dealer that
offers credit facilities.
The NCR has also published draft amendments to the Credit Provider’s Code of Conduct. Whilst this concentrates primarily on Reporting, Emolument Attachment Orders,
Concessions and limitations to the terms of unsecured loans, there are two sections
which will have an impact on the insurance sector.
Where a credit provider demands that credit life insurance be effected, the proposed
amendments impose a number of disclosure conditions not previously required. Moreover the NCA wishes to restrict the premium to 0,4% applied to the capital sum assured
and requires insurers to provide refunds to customers where policies are in place at rates
higher than 0,4%.
:KDWLVPRUHVLJQLÀFDQWLVWKHIDFWWKDWEDQNVKDYHDOUHDG\EHJXQLPSOHPHQWLQJ7&)
principles. Wesbank this month sent a circular to motor dealers stating that if a dealer
wishes to add a ‘value added product’ (VAP) to the capital sum when a client buys a car,
the dealer must have had the product previously ‘vetted’ by Wesbank.
Section 102 of the NCA, inter alia, prohibits a bank from including in the capital sum
any margin to the cost of petrol and registration when the dealer puts a vehicle ‘on the
road’. If there are charges that the dealer wishes to levy to the customer, these have to be
paid by the customer outside of the credit agreement. At present, such additions to the
capital sum are common practise, despite the prohibition, and it would appear that TCF
is forcing the banks to be more vigilant.
Also Section 106 prohibits any amount to be added to any insurance premium, yet it is
common practice for dealers to charge inspection and broker fees and which they add to
the capital sum.
Presumably this practice will have to be curtailed because banks will be held account-
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able for any irresponsible addition to a capital sum.
It follows that Wesbank’s requirement to review and approve all products can be expected, and indeed is necessary. No doubt other credit providers will soon be following
Wesbank’s lead.
Read more on the Twin Peaks model can be found at Insurance Gateway.

&RXOGRQHRIWKHJUHDWHVW PLVVVHOOLQJ VFDQGDOV LQ WKH 8. EH UHSHDWHGLQ6RXWK$IULFD"
Payment protection insurance
(PPI), also known as credit
insurance, credit protection
insurance, or loan repayment
insurance, is an insurance
product that enables consumers to insure repayment of
loans if the borrower dies, becomes ill or disabled, loses a
job, or faces other circumstances that may prevent them from earning income to service
the debt. PPI is widely sold by banks, motor dealers and other credit providers as an addon to the loan or overdraft product.
Credit insurance can be purchased to insure all kinds of consumer loans including car
ORDQVORDQVIURPÀQDQFHFRPSDQLHVDQGKRPHPRUWJDJHERUURZLQJ&UHGLWFDUGDJUHHments may include a form of PPI cover as standard. Policies are also available to cover
VSHFLÀFFDWHJRULHVRIULVNHJFUHGLWOLIHLQVXUDQFHFUHGLWGLVDELOLW\LQVXUDQFHDQGFUHGit accident insurance.
$OWKRXJK WKH SROLF\ LV SXUFKDVHG E\ WKH FRQVXPHUERUURZHU WKH EHQHÀW SDLG LQ WKH
event of a claim goes to the company that extended credit to the consumer.
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33,XVXDOO\FRYHUVPLQLPXPORDQ RURYHUGUDIW SD\PHQWVIRUDÀQLWHSHULRG W\SLFDOO\PRQWKV $IWHUWKLVSRLQWWKHERUURZHUPXVWÀQGRWKHUPHDQVWRUHSD\WKHGHEW
though the period covered by insurance is typically long enough for most people to start
working again and earn enough to service their debt.
PPI is different from other types of insurance such as home insurance, in that it can be
TXLWHGLIÀFXOWWRGHWHUPLQHLILWLVULJKWIRUDSHUVRQRUQRW&DUHIXODVVHVVPHQWRIZKDW
would happen if a person became unemployed has to be considered, as payments in
lieu of notice may render a claim ineligible despite the insured person being genuinely
unemployed.
In all types of insurance some claims are accepted and some are rejected. However, in
the case of PPI, the number of rejected claims is high compared to other types of insurance. A primary reason for this is that, as with many forms of general insurance, the
insurance is not underwritten at the sales stage and is sold to customers without careful
consideration as to whether it is right for their circumstances, and without careful attention to the policy eligibility conditions.
As PPI is designed to cover repayments on loans and credit cards, most loan and credit
card companies sell the product at the same time as they sell the credit product. By May
2008, 20 million PPI policies existed in the UK with a further increase of 7 million policies a year being purchased thereafter.
Surveys show that 40% of policyholders claim to be unaware that they had a policy.
PPI was miss-sold and complaints about it mishandled on an industrial scale for well
over a decade with this miss-selling being carried out by not only the banks, but also by
intermediaries.
6HYHUDOKLJKSURÀOHFRPSDQLHVKDYHQRZEHHQÀQHGE\WKH)LQDQFLDO6HUYLFHV$XWKRULW\
for the widespread miss-selling of Payment Protection Insurance. Alliance and Leicester
ZHUHÀQHG PIRUWKHLUSDUWLQWKHPLVVVHOOLQJFRQWURYHUV\VHYHUDORWKHUVLQFOXGLQJ
&DSLWDO2QH+)&DQG(JJZHUHÀQHGXSWR P
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In their 2009/2010 annual report, the Financial Ombudsman Service stated that 30% of
new cases referred to payment protection insurance.
On 6 April 2011, the Competition Commission in the UK released their investigation
order designed to prevent miss-selling in the future. Key rules in the order, designed to
enable the customer to shop around and make an informed decision, include:
 provision of adequate information when selling payment protection and providing a personal quote;
 obligation to provide an annual review; and
 prohibition of selling payment protection at the same time the credit agreement
is entered into.
In an article published in the CII’s June/July 2013 issue of “The Journal” it was menWLRQHGWKDWWKHÀQDQFLDOVHUYLFHVLQGXVWU\LQWKH8.LVQRZSD\LQJWKHSULFHRIPLVV
VHOOLQJ33,LQVXUDQFHWRWKHWXQHRI EQLQFRPSHQVDWLRQDQGUHODWHGFRVWV
Could the same miss-selling be taking place here in SA? Let’s hope not - the insurance
industry is only now re-gaining its credibility.

+RZVKRXOGIHHVDQGFRPPLVVLRQVEHGLVFORVHG"
We have been getting a number of questions asked as to how this should be achieved.
It is not always easy to have a standard due to differing IT systems used, assuming that
such a system is used to generate quotes and records of advice.
Our view is as follows:
 commission should be shown as a percentage in disclosure document and/or
policy schedule OR Rand equivalent if IT system allows for this,
 Broker fee should be shown as Rand per transaction in disclosure document and/
or policy schedule and/or R of A PLUS separate invoice issued by broker to client if required,
 Binder/outsource fee should ideally be shown as Rand based in documentation
(disclosure or Record of Advice or Policy schedule and/or script) and if not pos-
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sible percentage in disclosure document or system driven R of A and/or script.

'HEDUPHQW²DUHFHQWFRXUWFDVH
All key individuals must read the articles in Insurance Gateway and Moonstone Monitor, referred to in our “Interesting articles we have read” feature, on the recent court
case where an employee challenged their
dismissal and debarment. We, as the comSOLDQFHRIÀFHUZLOO
also have to ensure
that the reasons for a
debarment are valid
and well implemented.
Whilst on the subject
of debarment we were
recently requested by
a client to debar a representative. We felt it
prudent to seek some
input from the FSB
given this recent court
case.
We asked;
“The representative was involved in a hit-and-run accident where the third party is
critically injured (probably fatal);
 7KHUHSUHVHQWDWLYHGHQLHGWKLVDWÀUVWWKHQDGPLWWHGLWXSWRDSRLQWWKHQDGPLWWHGLW
in full. See attached correspondence;
 7KHSROLFHKDYHDUUHVWHGKHUDQGVKHLVFXUUHQWO\RXWRQEDLOSHQGLQJWKHFDVH
3. She has confessed to illegally obtaining chronic medicine on the FSP’s Medical Aid
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IRUDIHOORZHPSOR\HHZKRGLGQRWEHORQJWRD0HGLFDO$LGDQG

4. The representative has resigned so no disciplinary action can be taken at this time;
5. The representative has been removed from the FSP’s Register.
As there are time limitations to debar the representative in terms of S14 of the Act and
WKHUHDUHFRQÁLFWLQJYLHZVDVWRZKHWKHUWKHUHLVVXIÀFLHQWHYLGHQFHWRGRVR\RXUJXLGance would be welcome.”

The response:
´7KHDSSURDFKPDNHVLWFOHDUWKDWWKHUHDUHWZRTXHVWLRQVWREHDVNHG7KHÀUVWLV
ZKHWKHUWKHZURQJIXORUGLVKRQHVWDFWVZHUHGRQHIRUWKHSXUSRVHVRIWKHÀQDQFLDO
SURGXFWGHÀQHGLQWKH)$,6$FW7KLVTXHVWLRQUHTXLUHVDFRQVLGHUDWLRQRIZKHWKHUWKH
UHSUHVHQWDWLYHZDVSHUIRUPLQJVSHFLÀHGÀQDQFLDOSURGXFWVDVGHÀQHGE\WKH$FWDQGLV
a purely factual question. There are no compelling facts in this matter to show that the
representative was acting within the course and scope of employment for the purposes
RIDÀQDQFLDOSURGXFWDVGHÀQHGLQWKH$FW(YHQWKRXJKWKHUHSUHVHQWDWLYH·VGLVKRQHVW\
acts have been done solely within the course and scope of employment for the purposes
RIDÀQDQFLDOSURGXFWDVGHÀQHGLQWKH$FWWKHUHVKRXOGQHYHUWKHOHVVEHDVXIÀFLHQWO\
FORVHOLQNEHWZHHQWKHUHSUHVHQWDWLYHVGLVKRQHVW\DFWVDQGWKHLQWHUHVWRIWKHÀQDQFLDO
LQGXVWU\DQGWKHSXUSRVHVRIWKH)$,6$FWDQGWKHEXVLQHVVRIWKH)637KHWZRFKDUJHVDUHQRW¶VXIÀFLHQWO\FORVH·WRJLYHULVHWRGHEDUPHQWRIWKHUHSUHVHQWDWLYH

They went on to say:
´,QDGGLWLRQWRWKHDERYH,ZLVKWRSRLQWRXWWKDWWKLV2IÀFHLVLQXQGDWHGZLWKUHTXHVW
for debarment of representatives under circumstances when they should have been
debarred by the providers in this case. The legal structure of debarment section 14(1)
is that the providers are required to debar representatives who are no longer competent
RUÀWDQGSURSHUWRUHQGHUÀQDQFLDOVHUYLFHV7KDWIXQFWLRQLVVTXDUHO\SODFHGZLWKWKH
provider because they are best positioned to act timely and have direct contact with the
representatives.”

So expect us to be more circumspect on all requests for debarment and we will expect
you as the FSP to ensure that you deal with all such matters in timeously and in accord-
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ance with regulatory requirements.

),&$²UHSRUWLQJLQWHUPVWKH/LVWHVWDEOLVKHGDQGPDLQWDLQHGE\WKH
&RPPLWWHHSXUVXDQWWRUHVROXWLRQV  DQG  ZLWK
UHVSHFWWRLQGLYLGXDOVJURXSVXQGHUWDNLQJVDQGRWKHUHQWLWLHVDVVRFLDWHGZLWK$O4DLGD
We recently had reason to review the latest version of this list as it applies to South Africans for a client. The list had almost 100 locals on it, complete, in the main, with addresses and contact details.
For all clients who are Accountable Institutions, especially those with clients who are
based in communities usually associated with such relationships, although it would be
unwise to restrict your FICA due diligence to this sector alone.
The original extract from Al-Qaida and Taliban Sanction Committee - 1267 can be found
here.
We recently attended the Compliance Institute annual conference in Johannesburg.
There were a number of presentations that were of relevance to our client base, namely:
 Treating Customers Fairly,
 SAM, and
 Protection Of Personal Information.
+HUH LV RXU FRPPHQWDU\ PDGH RQ WKH 7&) SUHVHQWDWLRQ WR &RPSOLDQFH 2IÀFHUV E\
Leanne Jackson:
 Its role is to support the market conduct peak of the twin peaks framework.
 There will be a licensing process as well as statutory controls and reporting
requirements. This, however, does not agree with later statements that there will
most likely not be a “TCF Act”. We assume the reference is to the use of the current applicable legislation and that further TCF related application requirements
ZLOOEHSXWLQSODFHLQDOOVSKHUHVRIWKHÀQDQFLDOVHUYLFHVLQGXVWU\
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 The intention is to allow the FSB to take regulatory action when necessary but
to provide guidance more often. Part of this guidance would be to liaise with the
various Ombuds to determine where shortfalls occur and relay this information
back to the industry.
 Consultation will be undertaken – hopefully with the correct people and with
VXIÀFLHQWWLPH
 In line with the regulations they are investigating function based delineations of
the Regulators in each peak. In our opinion this will result in FSPs having two
masters to answer to! Hopefully they manage to either completely separate the
requirements or integrate them so well that there is no duplication.
 There is a review of the reinsurance market currently underway.
 Similarly inducements and loyalty schemes are under review. (Notice how the
FSB has lumped these into the same category.)
 Key information documents will be part of the disclosure requirements. These
documents will be stipulated by the Regulator and adherence will be part of the
reporting requirements. They are looking to be highly proscriptive as there will
be standardised terminology and an insurance advertising guideline.
 There is a review of product aggregation and comparison services currently underway.
 All forms of remuneration in the short and long-term arenas are under review (in
case you didn’t know); including third party cell captives.
 $VZHDOUHDG\NQRZWKHUHDUHVSHFLÀFUHYLHZVRQWKH´IXQQLHVµUHWDLOPRWRU
and travel.
 Further focus will be placed on the Binder Regulations and Directive 159.
 Ongoing disclosure will be given more emphasis under the auspices of the FAIS
Act and Regulations.
 Guidance on claims and complaints will be issued (we assume after discussion
with the various Ombuds). This may have particular focus on excesses and exclusions (at least initially).
 Complaints returns may be requested or the register may require them to be
categorised under TCF lines (i.e. the 6 pillars). Ombuds will have to apply TCF
concepts when determining: as we see it that will make the FAIS Ombud’s task
easier and the other Ombuds’ much harder.
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 There is work underway to give the FSB autonomous powers to be able to more
easily issue guidance. Our view is that this is not a great idea as it excessively
reduces the necessary balances to prevent abuse.
 A positive note: The ‘broker’ has been given a potential lever with the insurer
in that they could engage with the insurer to ensure that the products meet their
clients’ needs.
 Lastly it was reiterated that this is not a compliance project, as seen in the FAIS/
FICA environment. It will require more of our advice and input that will be necessary to assist the FSP. We will have more feedback after our meeting with the
FSB on 10 September.
COVER July magazine has a summary of the SAUMA conference and one aspect of
that was the TCF presentation done by Leanne Jackson of the FSB where she focused on
how TCF will affect the UMA and how they should be preparing for its implementation.
And Insurance Gateway (July edition) has another take on TCF – “What Treating CusWRPHUV)DLUO\LV127µ Read more.
And Moonstone Monitor has
yet another article that contains a link to a GAP analysis
tool to assess where you are
now.
As for the Protection of Personal Information Bill (POPI)
it is clear that there will be
work to be done with all clients to ensure they achieve
compliance, although this is
not a direct FAIS matter.
7KHUHZDVDQLQWHUHVWLQJDUWLFOHRQ323,WKDWKDGDVSHFLÀFIRFXVRQWKHFDOOFHQWUHLQ-
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dustry in the August edition of COVER by Jana van Zyl of Dommisse Attorneys and
Bruce von Maltitz of 1Stream.
Note that POPI was passed by Parliament this week so your changes need to get underway.
We do have copies of the presentations that were used in each of these three items if you
would like a copy – just send a request to info@associatedcompliance.co.za

 
$PHQGPHQWWR)LW 3URSHUUHTXLUHPHQWV
We reported last month on the expected formal postponement of the second level Regulatory Exams and earlier this month we saw the release by the FSB of an invitation to
comment on proposed amendments to the Fit & Proper requirements. Amongst other
things this may see the postponement being formalised. It will achieve this by simply
GURSSLQJWKHUHTXLUHPHQWWKDWWKHH[DPVPXVWEHGRQHZLWKLQDÀ[HGWLPHIUDPH6R
they will still be needed but there will be no time limit. There is no indication as to when
or how these exams will come back onto the radar.
The issue of on-going supervision for those affected by the lack of the second level exams is also addressed by potentially allowing supervision to fall away where the exam
is the ONLY aspect of the Fit and Proper requirements that remains to be completed.
The other amendments of practical relevance are:
 Provision for the new category within the Fit & Proper structures to cater for
&DWHJRU\9 SURIHVVLRQDOFOLHQWV 7KHUHZRXOGDSSHDUWREHVSHFLÀFHGXFDWLRQDO
standards being created for this category. In fact the draft makes very little reference to Category V in the Fit & Proper tables, which we assume will be correctHGLQWKHÀQDO*D]HWWHGYHUVLRQ$WWKLVVWDJHLWZLOOEHWKHVDPHUXOHVDQGH[DPV
as for Category I.
 Provision for new categories within Fit & Proper, namely B1a, B2a and Personal
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OLQHV$<RXZLOOUHFDOOWKDWZLWKLQWKHÀUVWOHYHO5HJXODWRU\([DPIUDPHZRUN
exemptions were created for representatives that dealt exclusively with so called
´PRUHEDVLFÀQDQFLDOSURGXFWVµ7KHVHDUHWKHIRUPDOFDWHJRULHVWREHFUHDWHGWR
FDWHUIRUWKLVH[HPSWLRQ,WGRHVQRWUHPRYHWKHQHHGWRFRPSOHWHWKHÀUVWOHYHO
RE merely that there is a separate category to which the new RE exam, when
UHOHDVHGZLOODSSO\7KLVZLOODOVRGHPDQGIRUWKRVHRI\RXZKRTXDOLÀHGIRU
WKLVH[HPSWLRQWRKDYHWKHVHQHZFDWHJRULHVOLQNHGWR\RXUOLFHQFHSURÀOHDV
ZHOODVWKHSURÀOHVRIWKHDIIHFWHGNH\LQGLYLGXDOVDQGUHSUHVHQWDWLYHV:HZLOO
obviously deal with this as and when required with the affected FSPs. We would
expect there would be a period of time from when the category is launched to do
this and this period will likely provide for such addition without the usual fee being charged.
7KHUHZHUHDOVRFKDQJHVWRGHÀQLWLRQVLQ
 Administration of assistance business, and
 CPD
but these have no practical application for you that warrants a detailed explanation.
The above are all proposed amendments and the markets have until 6 September to proYLGHIHHGEDFNWRWKH)6%KRZHYHUZHGRQ·WH[SHFWDQ\VLJQLÀFDQWFKDQJHVWREHPDGH

&DWHJRU\9
Within the released paperwork on the Fit and Proper changes was a note that this long
awaited new category will be released by the end of the third quarter (i.e. the end of
September). We are not aware at this stage as to what has changed from the original draft
VRZHZDLWWRFRPPHQWIXUWKHUEXWZHZLOOVWDUWWRÁDJWKRVHFOLHQWVZKRPD\UHTXLUH
this category during our upcoming monitoring visits. For those that need it the current
OLFHQFHZLOOQHHGWREHDPHQGHGDVZLOOWKHSURÀOHVRIWKRVHNH\LQGLYLGXDOVDQGUHSresentatives involved with this category. As with the new categories referred to above
we expect there will also be a period of time from when the category is launched and
without the usual fee.
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5HFRJQLWLRQRI+LJKHU&HUWLÀFDWH6KRUWWHUPLQVXUDQFH6$4$,'

7KLVKDVQRZEHHQIRUPDOO\DSSURYHGDQ63VSHFLÀFTXDOLÀFDWLRQLHPHHWVDOOUHTXLUHPHQWVLUUHVSHFWLYHRIZKHQWKHSHUVRQSDVVHVRUZDVÀUVWDSSRLQWHGIRUWKHIROORZLQJ
licence categories
 Short-term Personal Lines, and
 Short-term Commercial Lines,
and generic for the following:
 /RQJWHUP$%&5HWDLO3HQVLRQ3HQVLRQ)XQG%HQHÀWV+HDOWK6HUYLFH
%HQHÀWV'HSRVLWV ORQJDQGVKRUWWHUP )ULHQGO\6RFLHW\%HQHÀWVDQGIRUD
pure key individual and Category IV. The omission of long term Category B2 is
a mystery.
Hippo case: The original penalty imposed has been reduced from R2M to R1,5M. Unclear as to what the factors are that led to this decision. All others aspects of the original
decision remain as is.

)LQVWDWHÀQHG5
7KHHQIRUFHPHQWFRPPLWWHHUHFHQWO\LVVXHGDÀQHDJDLQVW)LQVWDWHIRUDOORZLQJUHSUHsentatives to transact medical aid business without being registered with the Council for
Medical Schemes. This was seen as a breach of both the Fit and Proper requirements of
the Act and section 12 (c) of the Code of Conduct that demands “all applicable laws are
complied with.”

   
7KRPVRQ9'X3UHH]
The case was essentially about poor advice for their clients retirement planning. Such
basic issues as selling an 8 year RA when the client was 5 years from retirement. The
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FSP actually refused to provide a response to the complaint and the Ombud actually
commented:
´*LYHQWKHHYLGHQFH,DPQRWVXUSULVHGE\WKHUHVSRQGHQW·VUHIXVDOWRÀOHDUHVSRQVHWR
the complaints. The respondent simply would not be able to defend her advice. Based
RQWKHWRWDOFLUFXPVWDQFHVRIWKLVFDVHWKHOLNHOLKRRGµ

The broker was ordered to pay just short of R 200,000 plus interest as a result of the loss
suffered. A full copy of the ruling is available upon request to info@associatedcompliance.co.za


'LUHFWRUVKLS -XO$XJ6HSHGLWLRQ ²7KHPDJD]LQHRIWKH,QVWLWXWHRI
Directors.
An article of the Protection of Personal Information bill – one of
many of late but this
one has a focus on the
responsibilities of the
directors in the process
of implementation and
on-going maintenance
of the regulatory requirements.

&29(50DJD]LQH$XJXVW
The Changing environment of the UMA space by Stuart Sinclair of Leopard & Associates

,QVXUDQFH*DWHZD\²-XO\HGLWLRQ
Commission versus Fess – The Australian Experience with the local debate on fees gath-
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ering pace this is an interesting perspective. Read more here.
New Good Practice Guidelines take business continuity to the next level. Read more
here.
Moonstone 22 and 25th July 2013: Debarment case – a must read for all Key Individuals. Read more & Read more... and Insurance Gateway. Read more.

5LVNV:LUHG
$QDUWLFOHRQWKHLQYHVWLJDWLRQLQWRIHHVZLWKLQWKHÀQDQFLDOVHUYLFHVVHFWRURead more
here.
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