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THE INDUSTRY THAT
NEVER SLEEPS

By Johann Mynhardt, SAU CEO

It’s difficult to believe that the festive season 
is upon us. Many organisations will be 
shutting down for some much needed 
vacation fun.  For others, the holiday season 
remains a demanding and busy time. 

For SAU, its business as usual, with staff 
available to assist you throughout the 
holiday season. To all the staff that represent 
this restless industry, we recognise your 
dedication and thank you.

SAU4U.co.za, our latest addition to 
our broker support sites, represents a 
continuous stream of marketing agility 
for us, fuelling broker business growth for 
2015 and beyond.

Favouring perpetual innovation over 
episodic transformation has meant another 
busy year for SAU. This year saw the launch 
of our new slogan “We Dare to Deliver” and 
our exciting brand revitalisation. 

On the business development front, this 
year has seen the launch of several new 
products, which this edition later highlights.

I would like to extend my personal thanks 
to our brokers for their continued support 
throughout 2014.

To a prosperous 2015!

Our new download information hub

for “all-things-awesome”

Get the latest news, finest marketing flyers 

and software solutions to go. 

INTRODUCING

Brands are forever evolving to meet the ever emergent market 
requirements for new products and support structures.

SAU4U offers a trendy way to stay updated with all the latest 
marketing material to assist with taking your business to the next level.

Rise above and beyond your competitors with captivating and 
strategically packaged products which will keep with the times as 
they transform.
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OUR NEW SLOGAN UNVEILED

SAU are proud recipients of 
the Standard of Excellence 
Award - Deloitte’s Survey
for the fourth year standing.
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Family Protect  Protect what 
matters most with various 
plans available to safeguard 
your family in the event of an 
untimely death.

Write Off Booster gives you 
extra cash in hand for a valid 
total loss claim to assist with a 
further vehicle purchase.

Write Off Protect gives you 
extra protection by allowing 
a higher level of damage 
before your vehicle is deemed 
uneconomical to repair.

Total Loss Protect will 
compensate you if the damage 
to our vehicle exceeds 75% of 
the current market value or if your 
vehicle is stolen or hi-jacked.
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Up to 60 Day Car Hire, flexible 
and Fixed Excess options to self-

managed premiums from Drive Rite. 
We’ve got it all!

http://www.sau4u.co.za/links/InfoBrochure.pdf
http://www.sau4u.co.za
http://www.sau4u.co.za/links/FreeWebsite.pdf


The Financial Services 
Board (FSB) today releases 
a discussion paper outlining 
the results of its Retail 
Distribution Review (RDR). 
The paper proposes a 
number of far-reaching 
reforms to the regulatory 
framework for distributing 
retail financial products to 
customers in South Africa.

The RDR proposals seek to give 
customers confidence in the retail financial 
services market and trust that product 
suppliers and advisers will treat them fairly. 
This in turn will support a more sustainable 
market for financial advice and financial 
services over the longer term. 

Desired outcomes of the RDR are 
distribution models that: 

• Support the delivery of suitable 
products and provide fair access to 
suitable advice for financial customers

• Enable customers to understand 
and compare the nature, value and 
cost of advice and other services 
intermediaries provide

• Enhance standards of professionalism 
in financial advice and intermediary 
services to build consumer confidence 
and trust

A total of 55 specific proposals is put 
forward for discussion and comment. 
The proposals cover: 

• Types of services provided by 
intermediaries

• Relationships between product 
suppliers and intermediaries

• Intermediary remuneration 

The proposals on intermediary 
remuneration are shaped by certain 
key principles, including:  

• Intermediary remuneration should 
not contribute to conflicts of interest 
that may undermine suitable product 
advice and fair outcomes for 
customers

• All remuneration must be reasonable 
and commensurate with the actual 
services rendered

• Remuneration structures should 
strike a balance between supporting 
ongoing service and adequately 
compensating intermediaries for up-
front advice and intermediary services

• Ongoing fees and/or commission may 
only be paid if ongoing advice and 
services are indeed rendered

• All fees paid by customers must be 
motivated, disclosed and explicitly 
agreed to by the customer 

The application of these principles to 
different types of products will mean that: 

• The payment of commission by 
product suppliers to intermediaries will 
be banned in respect of investment 
products. This will be replaced by 
an advice fee that must be explicitly 
agreed up-front with the customer.

• Commission for selling and servicing 
life risk policies will comprise a mix 
of up-front commission and as-
and-when service fees. 50% of the 
remuneration payable by long-term 
insurers in respect of life risk policies 
may be paid up-front as a sales 
commission, with the remaining 50% 
be payable on an as-and-when basis 
to provide for on-going servicing and 
maintenance of the risk policy.  Further 
technical work and consultation will 
be undertaken to determine what 
the new maximum commission and 
service fee levels should be.

• Product supplier commission will 
be prohibited on replacement life 
risk policies, to address conflicts of 
interest and mis-selling risks.

• Additional consultation and technical 
work will be undertaken to determine 
an appropriate remuneration 
dispensation for product suppliers 
and intermediaries serving low-
income customers, in respect of 
life insurance risk products and 
investment products, so as to support 
access to financial advice, linked to 
products that meet certain standards 
of simplicity and value.

• The as-and-when remuneration 
model for short-term insurance will 
be retained. The current provision 
allowing for additional fees over and 
above commission (through section 
8(5) of the Short-term Insurance Act) 
will be replaced by an advice fee that 
must be explicitly agreed with the 
customer up-front.

• Investment platform administration 
services (LISPs) will only be permitted 
to be remunerated by means of a 
platform administration fee disclosed, 
agreed to, and paid for by the 
customer. Payments from product 
suppliers to LISPs, including any 
rebates, will be prohibited.

• A general standard will be set to 
confirm that no financial interests 
of any kind may be provided by 
product suppliers to intermediaries 
unless specifically provided for in the 
regulatory framework. 

The changes will also support the 
development of more competitive 
markets and the development of more 
transparent and fair products, including 
reduced penalty charges on contractual 
savings products like retirement annuities 
and endowment policies. 

 
        continue on overleaf
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Implications for the 
regulatory framework 

The proposals outlined in the RDR paper 
will entail structural changes to intermediary 
relationships and remuneration and will 
require extensive amendments to the 
regulatory framework. These changes 
will form part of a broader review of the 
legislative architecture necessary to give 
effect to a Twin Peaks regulatory model.  
The changes will be implemented in a 
phased manner.  Some changes will be 
carried out within the current regulatory 
framework, while other changes will 
be implemented as the Twin Peaks 
legislative framework evolves.  Based on 
current expectations of the legislative and 
regulatory timetable outlined above, it is 
not expected that the implementation date 
will be before mid-2016. 

Way forward 

These RDR proposals seek give 
consumers confidence in the retail 
financial services market and trust that 
product suppliers and advisers will treat 
them fairly.  They aim to place financial 
customers in a position to understand 
more clearly what kind of advice or 
services they are getting, how much it 
will cost and how it will be paid for and to 
provide them with confidence that their 
adviser is sufficiently qualified to provide 
suitable advice and is acting in their best 
interests. 

In addition to increased consumer trust 
and improved customer outcomes, the 
measures aim to - 

• Clarify the types of advice available 
and empower customers to choose 
the model best suited to their needs

• Clarify the circumstances in which 
no-advice or ‘low advice’ distribution 
models are appropriate and the 
consumer protection measures 
required in such models

• Better align the interests of advisers 
with their customers by reducing a 
number of key remuneration based 
conflicts of interest that can lead 

to sub-optimal financial advice – 
including by limiting the extent to 
which advisers may be remunerated 
for extraneous services to product 
suppliers

• Ensure that product aggregation and 
comparison services and investment 
platform providers provide unbiased 
objective support to financial 
decision-making and transacting

• Strike a fairer balance between the 
responsibilities of product suppliers 
and advisers in relation to the delivery 
of fair customer outcomes

• Provide transparency for consumers 
in relation to adviser charging. Adviser 
charging will be clear, product neutral, 
and directly related to the services 
provided

• Facilitate customers paying for 
advice using flexible payment 
arrangements, such as the deduction 
of adviser charges from a customer’s 
investments over time – subject to 
clear disclosure of the impact of such 
charges on benefit expectations

• Reduce the impact of adviser 
remuneration on reasonable benefit 
expectations, particularly through 
eliminating the justification for penal 
early termination charges and 
inappropriate product replacements

• Remove inappropriate incentives 
toward tied advice models

• Support the efforts of those in the 
industry who have already adopted 
business models consistent with 
the RDR objectives, including by 
reducing the risk of ‘early adopter’ 
disadvantages

• Support affordability and access to 
financial advice, particularly for low 
income consumers;

• Build on the professionalism of the 
industry already achieved through 
FAIS, by including enhanced 
competency and conduct standards

The RDR paper is open for comment 
until 2 March 2015.  

FSB RELEASES RETAIL DISTRIBUTION 
REVIEW PAPER FOR COMMENT continued...

Take the time to protect 
yourself and your family 
against criminal elements 
that always kick up their 
activities during the 
festive season. 

Firstly, leave a spare set of keys, 
as well as a contact address and 
phone number, with a trusted 
family member, neighbour or friend 
in case of an emergency such as 
an extended power failure, fire, 
burglary, burst geyser or resetting 
your alarm.  If you can get someone 
to house sit for you, even better!

If you cannot find a willing friend 
or family member to house sit, 
consider appointing a reputable 
house sitting service to keep tabs 
on your property and to switch on 
lights, feed pets, clear post boxes 
of mail, water plants and put out 
rubbish bins on collection day – 
and to let you or your neighbour 
know if there’s a problem.

Check that your burglar alarm 
is fully operational and test the 
response of your security company 
to your alarm.  Notify them or your 
neighbourhood watch that you are 
going away.

Place any weapons, valuables and 
important documents in a safe or a 
bank safety deposit box and don’t 
leave the keys at home.

https://www.aon.co.za/index.php/en/news-articles/279-useful-insurance-tips-for-the-holiday-season


MAIN BOARD
011 777 7200
info@saunderwrtiers.com

CLAIMS
011 777 7216
claims@saunderwriters.com

CLIENT CARE
clientcare@saunderwriters.com

SHARE CALL
0860 002 002
AFTER HOURS: 0861 727 253

UNDERWRITING
011 777 7217
underwriting@saunderwriters.com

NEW BROKERS
0861 727 253 
newbrokers@saunderwriters.com

COMPLAINTS / COMPLIMENTS
complaints@saunderwriters.com
compliments@saunderwriters.com

BROKER QUERIES
011 777 8352

ROADSIDE ASSIST
0800 002 883

* | QUICK CONTACTS

MARKETING
011 777 7295
www.sau4u.co.za

WEBSITE  www.saunderwriters.com  |  www.sauonline.co.za  POLICY ADMINISTRATION

MARKETING  www.sau4u.co.za  |  QUICK QUOTES  www.             quote.co.za
SA Underwriting Agencies is an authorised financial services provider | FSP No: 281

ON THE LIGHTER SIDE

The job interview Just for funSpider dog

BOSS: Do you believe in life after death?

EMPLOYEE: Certainly not, there’s no proof of it.

BOSS: Well, there is now!
After you left early yesterday to go to your uncle’s funeral, 
he came here looking for you.

PUPIL: I don’t think I deserved zero on this test!

TEACHER: I agree, but that’s the lowest mark I could 
give you!

https://www.youtube.com/watch?v=Uorrl64vIoQ
http://themetapicture.com/they-put-phones/
https://www.youtube.com/watch?v=YoB8t0B4jx4
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