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A range of UK Government support is available from a portfolio of initiatives called
Solutions for Business. The “solutions” are available to qualifying businesses, 
and cover everything from investment and grants through to specialist advice, 
collaborations and partnerships.

UK Trade & Investment is the government organisation that helps UK-based 
companies succeed in the global economy. 

We also help overseas companies bring their high-quality investment to the UK’s 
dynamic economy – acknowledged as Europe’s best place from which to 
succeed in global business. 

UK Trade & Investment offers expertise and contacts through its extensive 
network of specialists in the UK, and in British embassies and other diplomatic 
offices around the world. We provide companies with the tools they require to be 
competitive on the world stage.

For further information please visit www.uktradeinvest.gov.uk 
or telephone +44 (0)20 7215 8000.
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Trade Organization, have
helped the country become
a player in the global
trading system. 

Trade reforms, such as
tariff reductions and a
rationalisation programme,
have been introduced.
Market access has been
enhanced through free-
trade agreements with 
the European Union 
and the Southern African
Development Community
(SADC).

UK Trade & Investment 
has identified South Africa
as a high-growth market.
The UK is one of South
Africa's most significant
trading partners, with over
£7 billion in two-way trade
in goods and services. With
a climate that is geared for
growth and open for trade,
South Africa is the ideal
destination for the investor
who has an eye on
building a global empire.

UK Trade & Investment
UK Trade & Investment is the
government organisation
that helps UK-based
companies succeed in the
global economy. We also
help overseas companies
bring their high quality
investment to the UK’s
dynamic economy –
acknowledged as Europe’s
best place from which to
succeed in global business. 

UK Trade & Investment
offers expertise and
contacts through its
extensive network of
specialists in the UK, and 
in British embassies and
other diplomatic offices
around the world. We
provide companies with 
the tools they require to 
be competitive on the
world stage. 

Dedicated Trade and
Investment teams in 
South Africa are based 
in Johannesburg, Cape
Town and Durban.

South Africa is a
sophisticated and
promising market, 
offering a combination of
well-developed First World
economic infrastructure
with a vibrant emerging
market economy.

Since the current government
came to power in 1994 
the country has made
tremendous strides 
towards becoming a 
major contributor in
international markets. 

South Africa has abundant
natural resources, a well-
developed banking system,
good infrastructure with
major capital injections to
upgrade this further, 
a reasonable tax structure, 
a business culture that is
not too dissimilar from that
of the UK, with a time
difference of only one or
two hours, a fairly stable
political climate, a stock
exchange ranked among
the top 20 in the world,
and is the gateway to 
other African markets. 

The country has previously
hosted cricket and rugby
world cup tournaments and
will host the 2010 FIFA
World Cup™. 

South Africa was ranked 
as the eighteenth most
attractive destination for
foreign direct investment, by
global strategic management
consulting firm AT Kearney
and ranked in the top four
countries in terms of the
transparency surrounding 
its budgets, according to
the Open Budget Index. 

In comparison to other
BRIC nations (Brazil, Russia,
India, China), South Africa
is spending two to three
times more on education –
7.18 per cent of its GDP.
Unit labour costs in South
Africa are significantly
lower than those of many
other emerging markets.

The Global Agreement on
Tariffs and Trade that was
signed by South Africa in
1994, and becoming a
member of the World 

INTRODUCTION
WHY SOUTH AFRICA?
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Often, new exporters will
feel a bit overwhelmed
about trading with South
Africa. Much consideration
and planning will need to
go into deciding on the
company type, delivery 
of products and services,
marketing strategies, and
local conditions. Before
making these big decisions
exporters and investors
should spend some 
time thinking about 
business objectives. 

The questions listed
opposite should help you
to focus your thoughts.
Your answers to them will
highlight areas for further
research and also suggest 
a way forward that is right
for your company. 

You may then want to 
use this as a basis for
developing a formal
strategy, although this 
will not be necessary 
or appropriate for all
companies.

This guide should be 
used in conjunction 
with the UK Trade &
Investment website
www.uktradeinvest.gov.uk 
The guide will take you
through the process of
doing business with South
Africa, while the website
will provide registered users
with regularly updated
market and sector
information, business
opportunities and details
of further contacts. 

Who is this guide for?
This guide is aimed at
companies experienced 
in overseas trade who 
are new to doing business
with South Africa. Your
company may be an
exporter looking to sell
directly to South African
customers or through an
agent or distributor in
South Africa. Alternatively,
you may be planning to
set up a representative
office, joint venture or
other form of permanent
presence in South Africa.

What does this guide 
aim to do?
This guide aims to provide
a route map of the way
ahead, together with
signposts to sources of
help. It identifies the main
issues associated with initial
research, market entry, risk
management and cultural
issues. It also includes
questions you should ask 
at the beginning of your
research into South Africa. 

We do not pretend to
provide all the answers in
this guide. It will not cover
all the provinces of South
Africa in any detail, current
sector opportunities, legal,
taxation or accounting
aspects of setting up a
permanent presence in
South Africa – but it will
point you in the direction
of the people, organisations
and publications that will
be able to answer these and
many other questions. 
For help with current
information on the market
please see the section “How
UK Trade & Investment can
help” on page 13.

The objective of this guide
is to steer companies
through the initial research
and preparation stages of
entering the South African
market. It is far better to
spend time and money in
carrying out thorough
research and preparation
before entering the market
than to enter South Africa
in a hurry, not wishing to
miss the boat, only to
discover that you have
made a very costly mistake. 

RESEARCHING THE MARKET
TAKING THE STRATEGIC APPROACH

INTRODUCTION
HOW TO USE THIS GUIDE
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YOUR AIMS:
DO YOU WISH TO SELL TO SOUTH AFRICA?

DO YOU WISH TO ESTABLISH YOUR OWN COMPANY
PRESENCE IN SOUTH AFRICA, FOR EXAMPLE THROUGH A
REPRESENTATIVE OFFICE OR LIMITED LIABILITY COMPANY?

DO YOU NEED TO BE INVOLVED IN SOUTH AFRICA AT ALL?

YOUR COMPANY:
WHAT ARE THE UNIQUE SELLING POINTS (FEATURES 
AND BENEFITS) FOR YOUR PRODUCT OR SERVICE?

DO YOU KNOW IF THERE IS A MARKET FOR YOUR 
PRODUCT OR SERVICE IN SOUTH AFRICA?

DO YOU KNOW IF YOU CAN BE COMPETITIVE 
IN SOUTH AFRICA?

DO YOU HAVE THE TIME AND RESOURCES TO HANDLE 
THE DEMANDS OF COMMUNICATION, TRAVEL, PRODUCT
DELIVERY AND AFTER-SALES SERVICE?

YOUR KNOWLEDGE:
DO YOU KNOW HOW TO SECURE PAYMENT FOR YOUR
PRODUCTS OR SERVICE?

DO YOU KNOW WHERE IN SOUTH AFRICA YOU 
SHOULD START?

DO YOU KNOW HOW TO LOCATE AND SCREEN POTENTIAL
PARTNERS, AGENTS OR DISTRIBUTORS?

DO YOU KNOW ABOUT BROAD-BASED BLACK ECONOMIC
EMPOWERMENT LEGISLATION AND HOW IT COULD AFFECT 
YOUR BUSINESS?



UK Trade & Investment -
international trade teams
In England, UK Trade 
& Investment provides
support for UK companies
through a network of
international trade teams
(ITTs) based in the English
regions. UK Trade &
Investment services are
delivered in Scotland,
Wales and Northern Ireland
in co-operation with the
respective national
development agencies.

The ITTs also organise
roadshows, seminars 
and events that highlight
South Africa. 

To find your nearest
International Trade Adviser
call +44 (0)20 7215 8000
or use the database at
www.uktradeinvest.gov.uk

RESEARCHING THE MARKET
SOURCES OF INFORMATION 
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International trade contacts in
Scotland, Wales and Northern Ireland

Scottish Enterprise
150 Broomielaw
Atlantic Quay
Glasgow G2 8LU
Tel: +44 (0)141 248 2700
Fax: +44 (0)141 221 3217
Website: www.scottish-enterprise.com

International Business Wales
Welsh Assembly Government
Trafalgar House
5 Fitzalan Place
Cardiff CF24 0ED
Tel: +44 (0)1443 845500
Fax: +44 (0)29 2044 2696
Website: www.ibwales.com 

Invest Northern Ireland
Bedford Square
Bedford Street
Belfast BT2 7ES
Tel: +44 (0)28 9023 9090
Fax: +44 (0)28 9043 6536
Website: www.investni.com

There are also dedicated trade and
investment teams in Johannesburg, 
Cape Town and Durban.

UK Trade & Investment 
contacts in South Africa

Johannesburg
Dunkeld Corner
275 Jan Smuts Avenue
Dunkeld West
Tel: +27 (0)11 537 7000
Fax: +27 (0)11 537 7257

Cape Town
15th Floor
Southern Life Centre
8 Riebeek Street
Cape Town
Tel: +27 (0)21 405 2400
Fax: +27 (0)21 405 2460

Durban
FWJK Court
86 Armstrong Avenue
La Lucia Ridge
Tel: +27 (0)31 562 7900
Fax: +27 (0)31 572 3703

Email: satrade@fco.gov.uk
Website: www.uktradeinvest.gov.uk

Cape Town



UK Trade & Investment
services 

Developing your
international trade potential
• Passport to Export – an

assessment and skills-
based programme that
provides new and
inexperienced exporters
with the training,
planning and ongoing
support they need to
succeed overseas.

Accessing international
markets
• Overseas Market

Introduction Service –
focused business advice
and visit support from
trade and investment
teams in our Posts
overseas. To ensure your
new market entry is as
smooth as possible there
is a great deal of tailored
assistance on offer
before, during and 
after your market visit. 

• Pre-visit briefing
(one-to-one
mentoring with
overseas trade teams
by email, telephone,
or video conference).

• Securing
appointments with
target customers or
potential business
partners or agents.

• Advice on business
etiquette and culture.

• Organising and
inviting potential
local partners to
receptions, meetings
and seminars where
you can personally
present your product
or service.

• Use of official
premises and facilities,
(Conference Centre and
Boardroom and Trade
Commissioner’s
Residence), for
example for a product
launch 

or reception.

• Country or market
analysis (feasibility 
of your product/
services in the market,
opportunities,
prospects and
evaluation of market-
entry strategies).

• Identification of
possible business
partners, preliminary
exchanges with them
on your behalf and
checking of contacts
for you to make
during a visit.

• Advice on local
conditions including
competitors, local
regulation, tender
opportunities,
procedures, standards,
etc.

• Advice on how to
access or influence
decision-makers; 
also local market
introductions, eg

You will be able to find
out much valuable free
information from carrying
out desk research. A good
place to start is the UK
Trade & Investment website
www.uktradeinvest.gov.uk
which provides detailed
country and sector
information. 

Registering on the website,
which is free, provides you
with a number of additional
benefits such as access to
business opportunities,
sector and market reports
and information alerts. It
also enables you to self-
manage the information
you receive.

Once you have gained a
clearer idea of the South
African market and what
you want to achieve, it 
is time to start making
contact with the specialists
and exploring what kind of
tailored research you might
need to make an effective
entry into the market. 

UK Trade & Investment
offers a range of services
to businesses. There are
also many professional 
and legal firms, as well as
private sector consultancies,
which provide services to
companies looking to 
do business with 
South Africa.

RESEARCHING THE MARKET
HOW UK TRADE & INVESTMENT CAN HELP

RESEARCHING THE MARKET
DESK RESEARCH 
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• Business Opportunities –
free internet-based
service matching 
UK companies with
international opportunities
identified by trade and
investment teams in our
Posts overseas.

• Aid-Funded Business –
advice on business
opportunities that 
are created through
Multilateral Development
Agency projects. This
service is managed by
British Expertise /
Birmingham Chamber of
Commerce on behalf of
UK Trade & Investment.

• Visiting the market
• Support for eligible

SMEs taking part in
overseas exhibitions
under the Tradeshow
Access Programme: in
groups organised by
an accredited trade
organisation or solo
support where
appropriate.

• UK Trade &
Investment sectoral
missions are open to
all UK businesses, and
eligible SMEs may get
mission grants from
Market Visit Support.

• Export Communications
Review – assessment of
your company’s export
communications
followed by practical
recommendations for
improvement. This
scheme is managed 
by British Chambers of
Commerce on behalf of
UK Trade & Investment.

For further information on
the above services contact
your International Trade
Adviser: visit
www.uktradeinvest.gov.uk
or call +44 (0)20 7215 8000.

chambers of
commerce and trade
associations.

• Advice and help 
on local publicity 
or the organisation 
of local events.

• Export Marketing
Research Scheme –
this service provides
companies with the
facility to collect
systematic and objective
market research to assist
in the development of a
market entry strategy.
Financial support
towards the costs of
undertaking approved
projects is also provided.
This scheme is managed
by British Chambers of
Commerce on behalf of
UK Trade & Investment.

RESEARCHING THE MARKET
HOW UK TRADE & INVESTMENT CAN HELP
(CONTINUED)

14 15

Johannesburg



South Africa is a country
of great diversity, not just
in terms of the people, but
also in terms of trade and
investment opportunities.
Whether it’s a wine farm in
the Western Cape, a finance
firm in Gauteng, or
manufacturing plant in
KwaZulu-Natal, there is
high potential for solid
returns on investments. 

The section that follows
will briefly cover some
regional considerations for
those who wish to expand
their operations to South
Africa. The three provinces
of Gauteng, KwaZulu-Natal
and the Western Cape
account for 65 per cent of
the country’s gross
domestic product (GDP). 

Gauteng
The Gauteng province is 
the economic hub of South
Africa. It is the smallest 
in terms of size – 1.4 per
cent of land area – yet it
contributes about 34 per cent
of its GDP. Johannesburg
is the most important city
in the province in terms of
investment, though Tshwane
(formerly Pretoria),
Ekurhuleni and the Vaal
Triangle all have sound
sector-specific options.

Johannesburg is just over
120 years old. Estimates are
that by 2015 Johannesburg’s
borders will have grown to
the extent that they reach
neighbouring Tshwane and
Ekurhuleni. This polycentric
urban region will have

approximately 14.6 million
people, making it one of the
largest cities in the world.

Though the city 
was founded on gold 
mining, in recent decades
businesses have diversified.
The finance, IT, real estate,
media, private healthcare,
and transport sectors –
coupled with a booming
leisure activities market –
provide a cornucopia of
profitable ventures for
start-up businesses.

The manufacturing and
construction industries 
are experiencing a boom.
Large-scale urbanisation
coupled with the 2010 FIFA
World Cup™ preparations
have ensured that steel
manufacturers, cement
producers and infrastructure
development companies
have all been doing well. 

For information on how
the Gauteng Economic
Development Agency
(GEDA) can help visit
www.geda.co.za

MARKET ENTRY AND START-UP CONSIDERATIONS
SOUTH AFRICA REGIONAL OPTIONS 

In addition to the services
of UK Trade & Investment,
a wide variety of non-
subsidised private sector
advice is available for
companies wishing to do
business in South Africa.
This ranges from the
business services provided
by the big international
professional services 
firms to specific services
provided by specialist
operators.

The range of services
available from the private
sector includes company
structuring advice, marketing,
website design, partner
selection, due diligence,
legal services, advice on
intellectual property rights
and outsourcing. Some
consultancies also offer
more in-depth assistance
on developing a strategy
for South Africa and
operational management.

The importance of good-
quality independent legal
advice, as in any foreign
market, cannot be
emphasised enough. It is
essential to take this into
consideration at the early
stages of doing business in
South Africa. Always seek
good-quality independent
legal advice before starting
or signing anything that
could have legal implications
for your company, such as
contracts or representation
agreements.

Specialist legal advice 
on intellectual property
rights protection is also
recommended and there 
are a number of highly
qualified patent agent
firms available. Legal advice
can be expensive, but it is
money well spent. It is far
better to ensure that your
interests in South Africa are
fully protected than to leave
yourself vulnerable to
untoward consequences –
which can be even more
expensive to sort out.

RESEARCHING THE MARKET
PRIVATE SECTOR ASSISTANCE
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THE IMPORTANCE
OF GOOD-QUALITY
INDEPENDENT
LEGAL ADVICE
CANNOT BE
EMPHASISED
ENOUGH.



Western Cape
The Western Cape is a
diverse province that can
offer investors opportunities
in multiple sectors. The
province is important in
terms of the South African
economy, as it provides
almost 15 per cent to
South Africa’s GDP.

It is a wealthy, rapidly
growing province that
prides itself on being 
a leader in terms of
technology. The ICT sector
is experiencing a boom, as
many businesses locate in
the Western Cape to take
advantage of the skill base
that exists in the province.

The Western Cape is
steadily consolidating its
position as a hotbed for
creative industries and
design. Fashion items,
jewellery and crafts
produced in the province
are of high quality and are
exported to European and
American markets. 

In a decade, the film
industry has grown from
five production companies
and 50 crew members to
about 150 companies and
1,650 crew. A number of
major international
productions have used the
areas within the Western
Cape as a film location.

The primary city in terms
of business activity is Cape
Town. Insurance companies,
retail groups, publishers,
design houses, fashion
designers, shipping
companies, petrochemical
companies, architects and
advertising agencies are
among the commercial
industries that the city is
host to.

For further information
from the Investment and
Trade Promotion Agency
for the Western Cape
(Wesgro) visit
www.wesgro.co.za

KwaZulu-Natal
The KwaZulu-Natal (KZN)
province, which contributes
almost 17 per cent to
South Africa’s GDP, is
home to Durban and
Richards Bay, two of the
largest ports on the African
continent. Most of the
economic activity is based
around these two ports
and Pietermaritzburg, the
capital city of the province.

Durban is the third most
populous city in South
Africa and can stake claim
to being the busiest
container port in Africa. 
It is a suitable investment
destination as it has a
large human resource base,
a high growth rate and
already houses a stable
business base. 

Richards Bay has large-
scale industrialisation. 
This is due to the harbour
and availability of natural
resources. The port is the
largest deep-water port in
Africa, and handles over 
75 million tonnes of cargo
each year.

Pietermaritzburg and 
the surrounds contribute
11 per cent of the provincial
GDP. The municipality
offers a number of
incentives to investors,
such as discounts on
electricity, rebates on 
rates and discounted 
refuse removal rates.
Pietermaritzburg’s proximity
to the port of Durban, the
airport, and main route
between KZN and
Johannesburg give it 
a logistical advantage.

KZN's manufacturing sector
is the second largest in the
country. It also offers
opportunities in transport,
communications, printing
and publishing, food and
beverage production, non-
electrical machinery, iron
and steel, textiles and
finance. The agricultural
sector is also an important
one in the province, with
6.5 million hectares of 
land being used for
farming purposes.

KZN province is one in
which growth is being
experienced across multiple
sectors. The petroleum and
chemical products industry
has grown by 50 per cent
in the last decade. The
transport equipment
industry has experienced
growth of 52 per cent in
the same period.

For further information 
on Trade & Investment
KwaZulu-Natal (TIKZN)
visit www.tikzn.co.za 

MARKET ENTRY AND START-UP CONSIDERATIONS
SOUTH AFRICA REGIONAL OPTIONS 
(CONTINUED)
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Once you have chosen an
agent or distributor, you
will want to ensure that
your products receive at
least a fair share of the
agent’s attention. 

This can be achieved by:

• Visiting as regularly as 
is practicable at senior
management level – this
shows interest in, and
commitment to, the
agent and the market.
This will also provide you
with an opportunity to
learn about conditions in
the market and see how
your products are faring.

• Working closely with 
the agents to show them
how they can profit from
your products.

• Helping to prepare
marketing and sales
plans for the agent.

• Linking performance to
incentives and agreeing
milestone targets.

Two of the most common
market entry methods into
overseas markets are via
agents or distributors. They
know the market in their
territory and can potentially
offer a quick way to building
market share. The two are
often confused, but the
differences are very
straightforward.

Agents: work for a
commission, never buy or
own the products, and can
be controlled by you.

Distributors: buy and sell
to make a profit, own the
products, and cannot be
controlled by you.

One of the frequent queries
is, “Which should I choose,
agent or distributor?” There
are no hard-and-fast rules,
and the answer may well
be different for different
territories.

MARKET ENTRY AND START-UP CONSIDERATIONS
AGENTS AND DISTRIBUTORS 

The checklist below details things you should bear in
mind when looking for a suitable agent or distributor.

Background
• Size of agency
• History of agency
• Number of salespeople, their length 

of service and qualifications
• Other agencies held and success record
• Banking and trade references

Distribution 
• Geographical coverage
• Types of outlets covered and frequency of calling
• Transportation
• Warehousing

Are they right for your product?
• Knowledge of local market conditions
• Marketing competence
• Agent’s interest in and enthusiasm for new

products – and yours in particular
• After-sales service levels
• Required skills of salespeople

FINDING THE RIGHT 
AGENT OR DISTRIBUTOR
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THOSE LOOKING TO TAKE THEIR
BUSINESS OPERATIONS TO SOUTH
AFRICA WILL BE PLEASED TO FIND
OUT THAT THE COUNTRY HAS A
SOLID, WELL REGULATED COMPANY
LAW REGIME. VARIOUS ACTS 
HAVE BEEN PUT INTO PLACE 
THAT REGULATE FORMATION,
CONDUCTING OF AFFAIRS AND
LIQUIDATION OF COMPANIES. 
THE COMPANIES ACT OF 1973 
DOES NOT DISTINGUISH 
BETWEEN LOCALLY OWNED OR
FOREIGN-BASED COMPANIES. 

Close corporations
Close corporations are a
popular company type, as
the process of setting one
up is uncomplicated and
comparatively inexpensive.
The close corporation 
will have a separate legal
personality and a measure
of limited liability.

Partnerships
Partnerships are suitable
for taxation purposes, 
and are often used when
organisations are planning
to create a joint venture.
Investors should make sure
that they fully understand
any contractual agreement
they enter into with a
partner. The roles and
responsibilities need to be
clearly set out before the
business begins operation.

Joint ventures
Joint ventures form the
basis of most international
operations in South Africa.
Larger corporations tend to
favour this type of setup. 

Franchising
Franchises are an
increasingly popular choice
for international investors.
The franchise industry
employs over 250,000
people. Foreign investors
tend to enter into a
franchise agreement with a
South African entity which
will then conclude franchise
agreements with a number
of local franchisees. There
are few laws that dictate
how franchise operations
should run. However, this
may lead to abuse of
agreements. Self-regulation
seems to be the way in
which this is overcome. 
The South African Franchise
Association (www.fasa.co.za)
has a code of ethics, but
there is no obligation to
belong to this organisation.

Acquiring an existing
company in South Africa
You may also wish to
consider partially or wholly
acquiring an existing
company in South Africa, as
there is no legal impediment
to this course of action.

MARKET ENTRY AND START-UP CONSIDERATIONS
ESTABLISHING A PERMANENT PRESENCE 

Business types
Choice is the keyword when
it comes to setting up a
business in South Africa.
There are several types of
companies that can be
established. Various factors
will influence the company
type one sets up. A brief
description of company
types is given below.

Limited liability companies
A limited liability company
allows great flexibility 
and is often the preferred
choice for joint ventures.
Limited liability companies
have two types: private and
public. The aforementioned
Companies Act of 1973 
is used in setting up and
governing these types of
companies. For further
information visit
www.cipro.co.za 

Branches
As an investor, you may
take the decision not to
incorporate a subsidiary 
in South Africa. The best
option then is to set up a
branch office.
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In addition, the approaches
below are suitable for
companies whose objective
is exporting:

• Advertise in professional
newspapers, magazines
and journals. This can 
be beneficial for high-
tech companies with
leading-edge solutions,
but less effective for
companies without a
technical background.

• Consider holding a
technical seminar or
product introduction
meeting to attract
potential customers in
South Africa. As part of
our chargeable services,
UK Trade & Investment
can help you organise
product promotion
events and identify the
audience you need to
target. Alternatively, you
may wish to involve a

local consultancy or
public relations firm to
recruit an appropriate
audience on your behalf.

For more information 
on how UK Trade &
Investment can help you do
business in South Africa,
please speak to your local
International Trade Team
on +44 (0)20 7215 8000
or visit
www.uktradeinvest.gov.uk

The following are all
equally effective ways 
of finding potential
customers, partners or
agents/distributors:

• Commission a UK Trade
& Investment Overseas
Market Introduction
Service (OMIS) workplan
for a tailor-made list 
of potential customers/
partners. A programme
of meetings with these
potential customers/
partners can also be
arranged when you visit
South Africa. This is a
very cost-effective way
of using locally based 
UK Trade & Investment
staff to identify potential
partners on your behalf. 

• Attend trade shows and
exhibitions. Numerous
trade shows and
exhibitions take place in
South Africa throughout
the year and these can
be an excellent way to
meet potential customers
face to face. Tradeshow
Access Programme
support may be available
to eligible companies.

• Take part in a UK Trade
& Investment-supported
trade mission. A number
of trade missions
organised by accredited
organisations such as
trade associations and
local chambers of
commerce visit South
Africa. Travel grants may
be available to eligible
participating companies.

BEST PRACTICE AND RISK MANAGEMENT
FINDING A CUSTOMER OR PARTNER 
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ONCE YOU HAVE
IDENTIFIED
WHERE YOU
WOULD LIKE TO
START AND THE
BEST MARKET
ENTRY OPTION
FOR YOUR
COMPANY, THE
NEXT STEP IS TO
FIND POTENTIAL
CUSTOMERS OR
PARTNERS.



South African business 
and legal systems are
similar to those found 
in the UK. Labour law is
governed by a number 
of acts that provide a
framework for businesses
to operate in. Below is a
brief list of some labour
acts you will need to be
familiar with before trading
in South Africa.

1. Basic Conditions of
Employment 
This Act is to be
understood by both
employers and
employees. It regulates
leave, working hours,
employment contracts,
deductions, pay slips,
and termination.

2. Compensation for
Occupational Injuries
and Diseases
Injured or ill workers
may be eligible for
compensation.
Understanding the
conditions of this 
Act will ensure that
employers know where
their responsibilities 
start and end.

3. Labour Relations 
The Labour Relations
Act applies to workers
and employers. The 
Act aims to advance
economic development
and social justice while
promoting labour peace
and democracy in the
workplace.

4. Occupational Health 
and Safety 
Occupational health and
safety acts such as this
are common throughout
the world. Ignoring the
guidelines set out in
these acts is ill-advised.

5. Skills Development
Skills development is an
important issue in South
Africa. Anyone who
wishes to start a business
and employ people 
needs to be aware of the
responsibilities they have
towards improving the
skills of the workforce.

To gain a better
understanding of the acts
and how they will impact on
trade and investment, visit
the Department of Labour
website www.labour.gov.za

BEST PRACTICE AND RISK MANAGEMENT
LABOUR LAWS 

Investment Promotion and
Protection Agreements
(IPPA) are designed 
to encourage investor
confidence by setting 
high standards of investor
protection applicable in
international law. Key
elements include provisions
for equal and non-
discriminatory treatment 
of investors and their
investments, compensation
for expropriation, transfer
of capital and returns, and
access to independent
settlement of disputes. 

The UK and South Africa
signed and ratified an 
IPPA in 1998. For a copy
of the Agreement visit
www.fco.gov.uk

BEST PRACTICE AND RISK MANAGEMENT
INVESTMENT PROMOTION 
AND PROTECTION AGREEMENT
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Trade shows, exhibitions
and advertising have been
identified as ways of
meeting potential
customers, but you still
need to persuade them to
buy your product. You will
need to ensure that your
sales literature is effective
in English and whether
advertising is appropriate. 

We recommend that you
consider using a marketing
specialist to market your
products and advise if you
need to adapt your product
to meet South African
preferences or requirements
in order to be able to 
sell it. Ignoring local
regulations, tastes and
cultural preferences is a
recipe for failure. Consider
your unique selling
proposition – aspects of
your product that
differentiate it from similar
products in the market.

The South African
advertising industry serves a
diverse and dynamic market
thriving in all sectors, from
print and broadcast to
outdoor and electronic
advertising. A wide range
and sophisticated choice 
of media options are
available to marketing and
media specialists in line
with the latest international
media trends. 

International advertising
agencies are well
represented, usually through
affiliated networks and
local partners. Locally based
agencies also have a strong
market presence. There 
are over 400 trade and
technical publications in
South Africa. These are
specialised journals covering
over 50 industrial/speciality
categories. These
publications offer an
excellent opportunity to
reach a targeted industrial
audience. For further
information visit the
Advertising Standards
Authority of South Africa
website, www.asasa.org.za

UK Trade & Investment also
carries out a chargeable 
PR service targeted at the
South African media, with
the use of a media release
aimed at encouraging
journalists to interview the
company representative
either telephonically or
during a market visit, 
which works favourably
when journalists have 
the opportunity to probe
for further information. 

This service is very much
dependent on the
newsworthiness of the
product/service and will not
work for every company.
This also includes exposure
on the UK Trade &
Investment website and 
the trade and investment
pages of the British 
High Commission website
in South Africa,
www.ukinsouthafrica.fco.
gov.uk

BEST PRACTICE AND RISK MANAGEMENT
MARKETING

Due diligence is a security
measure that companies
often choose to undertake
in order to check the
viability of potential new
businesses or partners,
before contracts are signed.

It is vital that companies
consider carrying out a
fully comprehensive due
diligence check on a 
South African company
they plan to do business
with such as acquisitions
of a shareholding interest –
building up an accurate
picture of the company is
important to safeguard
your investment. If you are
trying to acquire a local
company then it would 
be advisable to seek the
assistance of a professional
firm with a presence in
South Africa.

There are different levels 
of due diligence that are
appropriate for different
situations. If your sole
interest is in exporting, 
the best proof of a South
African company’s ability
to pay is whether it is able
to raise a letter of credit
from the bank. If so, you
do not need to check the
company’s financial
standing as the bank will
have already done so,
although the reliability of
this may depend on who
their bankers are.

If you want to establish a
business relationship that
goes beyond exporting,
you will need to carry out
further research. A
thorough evaluation of
your potential partner may
be time-consuming and

expensive, but doing so
will greatly reduce the risk
of serious problems in the
future. At the macro level
due diligence is broken
into the broad headings
comprising: legal, financial
and technical aspects. The
technical aspects are best
done by you. 

As labour laws in South
Africa have a lot of bite,
companies are also advised
to ensure that particular
attention is paid to HR
issues. For practical
purposes, it is recommended
that due diligence covers
all accounting, tax and
legal issues concerning a
particular business enterprise.

BEST PRACTICE AND RISK MANAGEMENT
DUE DILIGENCE
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Branding
Your brand is the central
point that connects your
customers to your business.
It clarifies thinking, defines
behaviour, increases
business efficiency and 
will give you a competitive
advantage. 

Great brands are built by 
a differentiated strategy, 
a strong reputation,
excellent brand
communication and an
experience that lives up 
to the brand promise. 
It is therefore advisable 
to spend some time on
getting this right. The
name is, after all, the 
first thing your potential
customer will see. 

Registering your brand 
or trademark in the UK
does not protect it in
South Africa.

Day-to-day
communications
English is the language 
of commerce, banking,
government and official
documentation. It is the
dominant business
language and is spoken
throughout the country.

South African
businesspeople expect
regular contact from their
business clients. You
should devote a proportion
of your time to developing
and maintaining a good
relationship with your
South African partner. It is
important to understand
your partner, and time
taken getting to know
them is time well spent.

South Africa is only two
hours ahead of UK time
(GMT). Faxes are still
popular. Modern
telecommunications and 
IT work well in South
Africa and it would prove
cost-effective to visit 
the market.

BEST PRACTICE AND RISK MANAGEMENT
BRANDING AND DAY-TO-DAY COMMUNICATIONS
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South Africa is a member
of the World Trade
Organization (WTO) and
follows the Harmonized
System (HS) of import
classification. Free trade
between South Africa and
the European Union should
increase from 2008 as a
result of a Free Trade
Agreement.

The South Africa
Department of Trade and
Industry is also empowered
to regulate, prohibit or
ration imports to South
Africa in the national
interest, but most goods
may be imported into the
country without restrictions.

Import permits are required
only for specific categories
of goods and are
obtainable from the
Director of Imports and
Exports Control. Importers
must possess an import
permit prior to the date 

of shipment. Failure 
to produce a required 
permit could result in the
imposition of penalties.
Some imports may require
permission from the
Department of Agriculture,
Health or Environmental
Affairs. 

Standards are administered
by the South African
Bureau of Standards
(SABS). SABS develops and
administers a number of
national standards for 
the purpose of consumer
protection, health, safety
and environmental issues.
The scope of its work
includes chemical and
biological standards,
electrotechnical standards,
fibre technology standards,
mechanical, transportation
and civil engineering
standards, and systems
standards. For further
information visit the SABS
website, www.sabs.co.za

BEST PRACTICE AND RISK MANAGEMENT
CERTIFICATION AND STANDARDS 

Entering a foreign market
poses some challenges in
ensuring that your
intellectual property rights
(IPR) are protected. IPR are
territorial, hence they only
give protection in the
countries where they are
granted or registered. If
you are thinking about
trading internationally 
then you should consider
registering your IPR in
each country in which 
you want protection. 

An independent intellectual
property rights lawyer is
invaluable in helping you
to establish the best
strategy for your company.
The UK Intellectual
Property Office
(www.ipo.gov.uk) and the
British Library Business &
IP Centre (www.bl.uk) have
further guidance.

IPR theft and protection is
not a major issue in South
Africa. However, there is
small-scale pirating of

DVDs, etc. The South
African Government and
the police are trying to
keep this problem under
control. South Africa offers
well regulated and
accessible IPR protection
and its International 
IPR laws are equally 
well enforced. 

South Africa is a member
of the Paris Union and
acceded to the Stockholm
text of the Paris
Convention for the
protection of intellectual
property. South Africa is
also a member of the
World Intellectual Property
Organization (WIPO). The
South African Government
passed two IPR-related bills
in parliament at the end of
1997 – the Counterfeit
Goods Act and the
Intellectual Property Laws
Amendment Bill, thereby
enhancing its IPR
protection. For further
information visit
www.cipro.co.za

BEST PRACTICE AND RISK MANAGEMENT
INTELLECTUAL PROPERTY RIGHTS 
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SOUTH AFRICA
OFFERS WELL
REGULATED AND
ACCESSIBLE IPR
PROTECTION 
AND ITS
INTERNATIONAL
IPR LAWS ARE
EQUALLY WELL
ENFORCED. 



• The Applied Tariff
Database section allows
users to enter an HS
code or product
description to obtain 
a tariff rate and details
of taxes applicable,
enabling you to calculate
a landed cost.

• The Exporter’s Guide 
to Import Formalities
database (searchable by
HS code or by product),
gives an overview of
import procedures and
documents, as well as
any general and specific
requirements for a
product. The customary
minimum content for
each document is also
shown. 

• The Sanitary and
Phytosanitary Database
facilitates the
identification of sanitary
and phytosanitary export
problems with any non-
EU country.

Export controls
Export controls apply to
goods upon which the UK
Government has placed
export licensing
requirements. Typically,
export controls relate to
goods that may be used 
in some way for military
applications, goods of
national heritage (eg works
of art), and certain chemicals
used in the production of
controlled drugs.

The Export Control
Organisation helpline, 
at the Department for
Business, Enterprise &
Regulatory Reform, is the
first point of contact for
information on export
controls. The helpline
provides advice on many
issues, including how to
establish whether or not
specific goods need an
export licence, the
different types of export
licences, how to complete
export licence application
forms and how long 
they take to process. For
further information call
+44 (0)20 7215 4594 or
visit www.berr.gov.uk

A complete and accurate
set of documents,
completed in English, are
vital to avoid delays in
processing your goods. 
The metric system must 
be used in documentation
for South Africa. All 
goods should be correctly
classified, using the
Harmonized System (HS) 
of Tariff Classification. 

In general, the following
documentation is required
for exports to South Africa:

• Customs Import
Declaration 

• Commercial Invoice 

• Packing List 

• Certificate of Origin 

• Movement Certificate
(EUR.1) 

• Air Waybill 

• Bill of Lading 

• Registration on the
Manifest Acquittal
System (Air Cargo) 

• Registration on the
Manifest Acquittal
System (Sea Cargo) 

• Registration with the
South African Revenue
Service 

• Inward/Outward Report
for Aircraft 

• Inward/Outward Report
for Ships 

• Supplier’s Declaration 

Sanitary certificates are
mandatory for various
specified plant and animal
products.

The European
Commission’s Market
Access Database is a free
tool designed to assist
exporters and can only be
accessed through an
internet service provider
based in the EU:

• It provides information
on trade barriers which
may affect you in
overseas markets.

BEST PRACTICE AND RISK MANAGEMENT
DOCUMENTATION 
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Further information on
documentation requirements,
export procedures and 
tariffs can be found on the
following websites:

Market Access Database:
http://mkaccdb.eu.int/

HM Revenue & Customs:
www.hmrc.gov.uk

SITPRO: 
www.sitpro.org.uk

Business Link:
www.businesslink.gov.uk/tariff 

British Chambers 
of Commerce:
www.britishchambers.org.uk



Open Account and Bills for
Collection are other payment
methods commonly used
between UK exporters and
South African importers,
when a trustworthy
relationship between the
two parties has been
developed. Major exports
and those requiring long-
term finance will require
specialist payment and
financing.

Regulations regarding
exchange control and
remittance of currency
have to be strictly adhered
to by the South African
importer, so the UK exporter
will have to ensure that
correct documentation is
supplied to their customer. 

Exchange controls are
administered by the 
South African Reserve
Bank’s Exchange Control
Department and through
commercial banks
authorised to deal 
in foreign exchange. 
All international
commercial transactions
must be accounted for
through these authorised
foreign exchange dealers.

When exporting to South
Africa normal commercial
rules should be followed.
At an early stage during
negotiations with your
importer, discuss with 
your bank the terms and
arrangements for security
of payment. You could
approach the international
department of your UK
bank, the UK offices of
South African banks or
UK-based banks that have
offices in South Africa. 

If you are a first-time
exporter to South Africa,
the standard method of
receiving payment for your
goods is by confirmed
documentary letter of
credit. The opening of 
the documentary letter 
of credit is based on the
contract signed between
the South African buyer
and the foreign seller. 

There are no problems
regarding letters of credit
opened by South African
banks being accepted by
foreign banks. The South
African bank will make
payment, provided that the
requirements of the letter
of credit are met. However,
be aware that a letter of
credit is a form of contract
between two banks. 

A bank will make payment
provided that the documents
submitted to it are in strict
compliance with the
conditions of the letter 
of credit. This is regardless
of the purchase contract.
To prevent the possibility
of a payment being made
if the terms of the purchase
contract are not met, the
seller should check the
letter of credit against the
terms of the purchase
contract and request
amendments from the buyer.

BEST PRACTICE AND RISK MANAGEMENT
GETTING PAID
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A FIRST-TIME
EXPORTER TO
SOUTH AFRICA,
THE STANDARD
METHOD OF
RECEIVING
PAYMENT FOR
YOUR GOODS IS
BY CONFIRMED
DOCUMENTARY
LETTER OF CREDIT.



Investors in South Africa
will find that the cost of
manufacture is low due 
to the availability of
inexpensive labour, rent
and accommodation.

Incoterms are international
rules that are accepted 
by governments, legal
authorities and practitioners
worldwide for the
interpretation of the most
commonly used terms in
international trade. 

The International Chamber
of Commerce website has
information on Incoterms
2000 and defines 13
Incoterms used in foreign
trade, for example FOB,
CIF, etc. International
quotations will normally 
be based on these terms.
The Institute of Export
(www.export.org.uk) offers
training on this and other
aspects of exporting.

South African companies
accept pricing in sterling 
or rands. In recent years
the rand has been unstable
and hence your customer
may be interested in
exploring other 
currency options.

In essence, quoting for
business in overseas markets
is no different from quoting
for business in the domestic
market. Typically, the costs
to include in your quotation
are as follows: 

• Costs of raw materials –
include all components,
labelling and packing
costs.

• Manufacturing costs –
include all production
costs, particularly labour
costs.

• Overheads – running
costs, depreciation, rent,
utilities and transport
costs. 

• Profit margin – this 
may vary depending on
whether you are trading
in a buyer’s or seller’s
market. Profit margins
may also be affected by
the flexibility of demand
for your product (the
more flexible the
demand, the greater 
the possibility of
increasing sales – 
but at the right price). 

BEST PRACTICE AND RISK MANAGEMENT
PRICING
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IN ESSENCE,
QUOTING FOR
BUSINESS IN
OVERSEAS
MARKETS IS 
NO DIFFERENT
FROM QUOTING
FOR BUSINESS 
IN THE DOMESTIC
MARKET.



Business professionals in
South Africa may encounter
situations which could be
viewed as corruption.
Sometimes this corruption
is overt, such as bribes; in
some cases it is more subtle. 

Businesspeople may be
“wined and dined” or given
expensive gifts. This
practice is fairly common.
However, while not illegal,
one could argue about
whether or not it is ethical.
It is important for investors
to note the difference
between clients who want
to build a relationship
through entertaining
investors, and clients who
entertain and give gifts 
to investors expecting
something in return.

The unfortunate perception
in South Africa in recent
years has been that bribery
and corruption are the
norm. Media attention is
forcing those in charge to

take a tougher stance.
High-profile corporate leaders
have been caught and faced
charges in recent years. 
Our advice to companies
encountering corruption is
simple: don’t get involved.
Not only are there issues of
business integrity to bear
in mind, but it is also, of
course, illegal. 

The South African
Government is keen to
crack down on corruption,
and penalties can be
severe. In addition, under
the Anti-Terrorism, Crime
and Security Act 2001, UK
companies and nationals
can now be prosecuted in
the UK for acts of bribery
or other illegal activity
committed wholly overseas.
There are also Organisation
for Economic Co-operation
and Development (OECD)
rules that govern this area,
and persons involved in
these practices could go 
to prison.

BEST PRACTICE AND RISK MANAGEMENT
BRIBERY AND CORRUPTION

The private sector provides
insurance for exports of
consumer goods, raw
materials and other similar
goods. Speak to your banker
or insurance broker for more
information, or contact the
British Insurance Brokers’
Association (BIBA) for
impartial advice on 
+44 (0)870 950 1790 or
visit www.biba.org.uk 

However, private sector
insurance has some
limitations, particularly for
sales of capital goods,
major services and

construction projects 
that require longer credit
packages or are in riskier
markets. The Export Credits
Guarantee Department
(ECGD), a separate
government Department
that reports to the
Secretary of State for
Business, Enterprise 
& Regulatory Reform,
provides a range of
products for exporters of
such goods and services.
For further information 
call ECGD on 
+44 (0)20 7512 7000 or
visit www.ecgd.gov.uk

BEST PRACTICE AND RISK MANAGEMENT
INSURANCE
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The reason that so many
businesses get caught out
is that these tricksters 
are professional – they
provide official looking
documentation; falsify
bank transfers so that
victims think money has
been transferred into their
accounts; they are well
groomed, well spoken and
seem like professional
businesspeople. 

The best course of action
is to ignore their initial
communication. It is also
advised that vital
documents or information
remain secure. As with any
business, checking the
credentials of potential
business partners is of
paramount importance. 

For further information on
various types of scams visit
the Office of Fair Trading
website, www.oft.gov.uk

The promise of easy money
has led to a number of
unwary businesspeople
being caught up in various
scams such as the ones
listed below:

• Cheque payment fraud 
or credit card fraud.

• Request for advance 
fee for registration or
pre-qualification for a
contract – also known 
as “419 fraud”.

• Transfer of funds from
fictitious over-invoiced 
or failed contracts.

• Promise of phantom
contract or supplies.

• Lottery scam that you
have won a large sum 
of money.

• Invitation to share huge
amount inherited.

• Request for bank details
or bank accounts.

419 scams have a similar
pattern. It is often the case
that hundreds of emails,
letters or faxes are sent out
in the hope of snaring one
potential victim. 

The problems start when the
potential victim replies and
provides phone numbers,
bank account details and
other information. The
victim will then receive a call
in which a profitable deal is
put forward. The deal is
both “urgent” and “secret”
and will require a payment
in advance to pay lawyers,
bribe corrupt officials or
obtain documents. Official-
looking documents are then
sent to the victim to support
the trickster’s story and
payment request. Pressure is
applied saying that there is
a chance the deal will fall
through unless more money
is handed over immediately. 

In some cases, victims are
invited to go overseas to
meet “high-profile”
professionals, and further
funds may be requested.

BEST PRACTICE AND RISK MANAGEMENT
SCAMS AND HOW TO AVOID THEM 

42 43



MAKING
CONVERSATION

South Africa is a 
multicultural country
with 11 official
languages. It is also 
a popular destination
for immigrants from
Europe and Asia.
Hence you are likely to
interact with people
whose home language
is not English.

Fortunately, English 
is recognised as the
principal language 
for business
communications, 
and most of the 
people you deal 
with will have 
sufficient command 
of English.

Entertainment
South Africans are generally
outgoing and enjoy
entertaining guests.
Receptions, events or golf
days are often held where
businesspeople get to
network in a more relaxed
atmosphere than in a 
formal meeting. The host
will usually pay for
entertainment, but it is
always a good idea to offer
to pay. A gesture such as
offering to split a dinner bill
goes a long way in building
a better relationship with a
client or provider.

Be aware of cultural
diversity when entertaining
guests – some may have
religious or cultural beliefs
that prevent them from
drinking alcohol or eating
certain animal products.

Events and entertainment
are important as they help
build relationships. Once
investors have set up in
South Africa and have a
network of business
contacts, it is a good idea
to reciprocate.

Gifts
It is neither customary nor
necessary to give gifts or
any tokens of appreciation
to potential clients or
providers one meets with.
South Africans tend to
reserve gifts for those with
whom they already have a
business relationship.

BUSINESS ETIQUETTE
ENTERTAINMENT AND GIFTS

Meetings
Meetings can range from
an informal get-together at
a coffee shop to a formal
meeting in a company
boardroom. It is advisable
to get as much information
about the planned meeting
before the time.

Preparation is the key and
phone calls should be made
to confirm dates and times
to avoid misunderstandings.
If a South African tells you
they will do something
“just now”, they mean
they’ll do it in the near
future – not immediately.

And if they say “Now now”
– they mean shortly, as in:
“I will be there now now.” 

Dress code for meetings 
in Johannesburg is more
formal compared to 
Cape Town or Durban.
Shaking hands is common
for both men and women.
Business cards are usually
exchanged by all parties
present at meetings. 
Often, you will meet
various representatives
from an organisation. 
It is useful to have more
than one contact from
each organisation.

Presentations
As a general rule,
presentations should 
be concise, informative 
and well planned out. 
It is better to have a
shorter presentation, that
will allow for a question
and answer session
afterwards, than a longer
presentation that leaves
the audience with little
time to discuss key points. 

You should also check media
issues in advance such as,
for example, if a projector
and other audiovisual
equipment are available.

BUSINESS ETIQUETTE
MEETINGS AND PRESENTATIONS
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Mott MacDonald, the UK-
based world-leading
consultancy with more than
20 years of experience in
South Africa, is involved in
a number of major projects,
including ports, rail, tunnel
engineering and stadia, 
as well as energy,
telecommunications, 
health and education.

TigerTurf, the UK
manufacturer of synthetic
sports surfaces, is working
successfully with local 
not-for-profit organisations
like YES (Youth Evolution
in Sport) and SARLA
(South African Rugby
Legends Association) 
in a community-based
programme to create 

sports facilities within the
townships of South Africa.
TigerTurf has recently set
up TigerTurf Africa based
in Durban and has a 
joint venture agreement
with local manufacturer
Van Dyck Carpets to
manufacture synthetic 
turf locally.

The UK is an important
trade partner for South
Africa. In recent years the
organisations listed below
are some of those who
have made successful
ventures into the Southern
African region.

The Chartered Institute of
Management Accountants
(CIMA) is active in South
Africa, Namibia, Malawi,
Botswana, Zambia and
Mauritius and has
partnered with local South
African employers to assist
with learnership project
implementation to address
the shortage of trained
accountants.

Shaker BarSchool has
successfully set up a
training enterprise as a
result of its participation in
the UK Trade & Investment
“Passport to Export”
programme.

Infinity Print Procurement
(Pty) Ltd successfully set
up an office in South
Africa to fill a gap
identified in the software
market aimed at the
financial and retail sectors.

The Mystery Partnership –
an international Mystery
Customer evaluation
service for the luxury
hospitality and leisure
industry – has now become
the most widely used
Mystery Guest service in 5-
star hotels within 
the Cape Town area, and
operates throughout the
whole of Southern Africa,
benchmarking customer
service standards against
hotels worldwide. The
original appointments
arranged by UK Trade 
& Investment were
instrumental in its success.

Compgen Ltd, specialising
in plastic easy-open,
tamper-evident dispensing
closures won an order 
with projected sales of 
£1 million after visiting
South Africa on a 
UK Trade & Investment
trade mission.

ADDITIONAL INFORMATION
GOOD-NEWS STORIES
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Broad-Based Black
Economic Empowerment
(B-BBEE), is the South
African Government’s set 
of policies intended to bring
about the involvement 
or participation of 
previously disadvantaged
communities (PDCs) into
the mainstream economy.
The definition of PDCs is
people of colour, women
of all races, and the
disabled.

B-BBEE is all about good
corporate governance. It
does not apply to those
who are just exporting
goods to South Africa or
manufacturing goods for
export from South Africa. 

However, if you intend 
to set up any kind of
business or acquire a
running business in South
Africa whose annual
revenue is likely to exceed
R5 million and which will
carry out business with
government departments,
public entities or
enterprises, or with
companies who supply
goods and services to
them, you will be asked 
to provide your B-BBEE
status. B-BBEE should be
seen as a positive lever to
achieve business success 
in South Africa and not 
as a deterrent. 

The Government is seeking
to achieve B-BBEE by:

• increasing the number of
PDCs who manage, own
and control businesses,

• facilitating the ownership
and management of 
such businesses by
communities, workers and
other collective enterprises,

• boosting human resource
and skills development,

• achieving equitable
representation in all
categories and levels of
the workforce,

• promoting preferential
procurement which would
involve the purchase of
goods and services with a
strong B-BBEE score, and

• encouraging investment
in enterprises that are
PDC-owned or managed.

Any new company setting
up in South Africa needs to
be aware of this government
legislation and regulation
that governs B-BBEE. These
Acts include the Skills
Development Act, the
Employment Equity Act, the
Preferential Procurement Act,
and the Broad Based Black
Economic Empowerment Act.

Companies looking to set
up in South Africa should
seek professional guidance
from a local legal firm and
familiarise themselves with
the following: 

ADDITIONAL INFORMATION
BROAD-BASED BLACK ECONOMIC EMPOWERMENT 
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B-BBEE Strategy
Document
This document outlines the
South African Government’s
ten-year B-BBEE plan. It
describes the various
policies, reasoning behind
B-BBEE and means of
implementing B-BBEE
policies. The document has
been produced by the
Department of Trade &
Industry and is available 
on its website
www.dti.gov.za

Codes of Good Practice
These are the codes that
companies can use in order
to evaluate and track their
B-BBEE efforts. Specific
targets need to be met.
The codes help businesses
get an accurate rating
which they can include in
their company profile.

Industry Charters
In order to make B-BBEE
implementation more
effective in each industry, the
generic scorecard has been
adjusted with weightings
that are sector-specific.

Verification
Verification agencies
currently use different
methods and systems to
evaluate a company’s
empowerment credentials.
The South African National
Accreditation System
(SANAS) has been
appointed by the DTI to
devise the criteria for the
accreditation of B-BBEE
verification agencies, which
will in turn standardise
systems and ensure
consistency and credibility
across the verification
industry.

Multinationals
There is some confusion
about the position of
multinational companies,
to which the Codes of
Good Practice do not
currently apply. 

In terms of the new codes,
equity ownership accounts
for 20 points out of 100,
but foreign companies will
be allowed to accumulate
the 100 points through
other requirements.

Preferential procurement,
skills development and
small-business development
have been cited as areas in
which multinationals can
score points. Foreign
companies will also have
the option of participating
in public programmes,
which will be regarded 
as equity equivalents.
Participation will, however,
have to equal 25 per cent
of their local operations 
for them to score full
ownership points.

London-listed companies
are specifically excluded, 
as the codes make it clear
that the exemptions do 
not apply to South African
multinationals, for example
those headquartered in
South Africa.

For further information on
B-BBEE visit www.dti.gov.za

ADDITIONAL INFORMATION
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Province boundaries are subject to change under
provisions of the South African Constitution.
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UK Trade & Investment Offices

Johannesburg
Dunkeld Corner
275 Jan Smuts Avenue
Dunkeld West
Tel: +27 (0) 11 537 7000
Fax: +27 (0) 11 537 7257

Cape Town
15th Floor
Southern Life Centre
8 Riebeek Street
Cape Town
Tel: +27 (0) 21 405 2400
Fax: +27 (0) 21 405 2460

Durban
FWJK Court
86 Armstrong Avenue
La Lucia Ridge
Tel: +27 (0) 31 562 7900
Fax: +27 (0) 31 572 3703

Hours of business:
0800 to 1630 
Monday to Thursday
0800 to 1330 Fridays.

Local time is 2 hours 
ahead of GMT.
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& Regulatory Reform, and the Foreign & Commonwealth Office) accept liability for any errors, omissions
or misleading statements, and no warranty is given or responsibility accepted as to the standing of any
individual, firm, company or other organisation mentioned.

The paper in this document is made from 50 per cent recycled waste pulp with 50 per cent pulp from
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A range of UK Government support is available from a portfolio of initiatives called
Solutions for Business. The “solutions” are available to qualifying businesses, 
and cover everything from investment and grants through to specialist advice, 
collaborations and partnerships.

UK Trade & Investment is the government organisation that helps UK-based 
companies succeed in the global economy. 

We also help overseas companies bring their high-quality investment to the UK’s 
dynamic economy – acknowledged as Europe’s best place from which to 
succeed in global business. 

UK Trade & Investment offers expertise and contacts through its extensive 
network of specialists in the UK, and in British embassies and other diplomatic 
offices around the world. We provide companies with the tools they require to be 
competitive on the world stage.

For further information please visit www.uktradeinvest.gov.uk 
or telephone +44 (0)20 7215 8000.
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