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Looking to the continent for growth opportunities
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performance Improvement = predictable

‘Company has two
models it uses in

client relationships

Beyond Outsourcing™ has two mod- improvement indicators as agreed.”
els by which it enters into a perfor- Beyond Qutsourcing™ is paid a
manee improvement relationship management fee — financial savings
. with clients. generated within the operating struc-
One is a straightforward out- ture are typically re-invested back
source/co-source and the other is by  into the vehicle. The purpose of this
means of a separate vehicle set up  is to facilitate the roll-out of further

within the Beyond Outsourcing™

performance improvement areas that
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“Wishing
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s a relative newcomer, Be- in its business model, when ap-  says Ravenall expansion for Beyond Outsourc- have the engine room in place, sions with potential empower- vestment. There have been poten-  sired working relationship to the
yond Outsourcing™ has plying the Gartner business Apart from organically grow- ing™ isthat it doesnothavetoes- we're also aware of the diversity —ment pariners for two years now,  tial partners unfortunately with  benefit of both parties. Ravenall
been focused on managing model around business process  ing its presence along all fronts, tablish costly back office opera- of each market. It's a matter of with a deal at various times im- the ability to invest, but who says one such example is Vuya!
strong growth in its domestic outsourcing for positioning pur-  Beyond Outsourcing™ is curreni- tions in each country — the costly  opening up one country, thentwo  minent, only to be scuttled for wanted a passive relationship; Investments-abroadbased black
‘business, hut i3 now assertively poses, and the challenge is tore-  ly pursuing two specific tactics -  back office engine already exists, or three more, and then hitting various reasons—-alack of either and there bave been those with empowerment company.
perusing opportunities across - . developing international mar- and whether a front office is es- the international market hard much to offer the business opera- Domestically, Beyond Out-
i the African continent. . 7 kets, initially in Africa and then tablished in Cape Town, Lagosor  once the successful model is in tionally in terms of complemen-  sourcing™ has grown handsome-
{  Says chief executive Suzanne We re dhedd the rest of the world; as well as  Dublin is immaterial, it all oper- place,” says Ravenall o b “’SO ques’non tary products, services and skills Iy over the past seven - gross and
Ravenall: “We're moving into a 0{' 'he curve pursuing black economic empow-  ates in exactly the same way. The Beyond Outsourcing™ %% Of h itfin the —but no investment ability net profit have increased respec-
phase where our strategy in- erment initiatives both at a hold- The company’s field-based model is one which has tremen- g “A final deal is close to finali-  tively each year. Ravenall expects
volves a focus on servicing our and our ings level and at a partner level. staff are operationally indepen- dous applicability in developing |Ob0| markef 1y, says Ravenall. the group to double in size over
on-going customer. Thereafter we strat is fo One key business unit, Be- dent, though tightly performance countries where the education Eard once the In the meantime, whatshehas  the next year, as a result of it's
shall be seeking out organic yond Outsourcing™ Africa, is managed through innovative process does not leave school- i ‘been cleverly doing is setting up  growth strategy.
growth both locally and the rest Si'Gy ere corrently headed by Barry Sulli- technology solutions allowing ac-  leavers with the tools to imple- model is I'here new companies within the group The repositioning of the public
of Africa, followed by targeted in- van, who has been appointed to  cess to an office regardless of ment ideas, “either their own as with black empowerment part- perception of the company from
ternational countries, through head the business development their location. entrepreneurs, or as corporaie ners who have been identified 88  an operations execution company
sales driven by Beyond Qutsourc- effort. Sullivan 18 in tie middle of While Beyond Outsourcing™  players”™. having a strong capacity to add to a performance improvement
ing™ coupled with strong el inain shead of the curve with a  negotiating local partmerships has a franchise model in place, Businesses and governments investment capital or cultural fit. value strategicially In these company - providing a mix be-
liance partners.” continuous siream of innovative  within each one of the targeted  Africa is seen as belng more suit-  alike in Africa do not always rate As an entreprencur herself, transactions, the partner takes tween outsourced operations man-
She estimates that Beyond solutions. countries, with local operations  ed to the ewnerrun model. favourably in their capacity for she knows that no deal will suc-  25.1 percent of a new company aged services and private equityto
Cutsourcing™ is approximately “We're ahead of the curve, toberolled outregion by region. “We're taking international implementation. ceed umless the empowerment  within the Beyond OQutsourcing™  deliver predictable outcomes is
three years shead of the market and our sirategy is {o stay there,” The beauty of international expansion slowly Though we Ravenall has been in discus- partner puts in an element of in-  group, and this establishes thede-  providing much of the growth.
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Oits f & generic und scalable toolkit that provides an end to end s
solation each of mmmmwm‘"w
vides if’s m within;

structure in which the client has a  the client needs to address. |
Wmmt for biack per'lfo‘he vehlclenx:podel @&m You runt a busy training department for a large corporate and you don‘t have time to muck around with 1
economic empowerment in the trans-  ing mlmexumctedlce Iavaﬂau ?mble savings, 12 different suppliers, all working on different time Iines -~ none of which happen to match yours. You |
action in Hne with the ciient’s strate-  These funds are then ringfonced as it don‘t ven have time for a single cup of coffee (and If you do get time it’s usually that horrible i
gic objectives, Beyond Outsowrcing™  might otherwise be utilised else- tion a fittle machine spits out into a paper cup)! Let Masterskill take care of the entire {
will accommodate that requirement  where. fulfiliment process for you. We take your brand, your very own content, reformat It for you, package i
within the vehicle, provided it is syn- Ravenall explains that the model and print it, we'll even mix it with our speciai blend of IT training content if that's what you want. |
ergistic to the overall engagement or  allows the service to move smoothly ':"
an empowerment partner of the from one phase to the next. With Masterskill It's sorted. All you have to worry about is, do you have the cappuccino with the {
client can be used. Through the vehicle, Beyond Out- biscott! or not? .
Explains Ravenall: “The end re-  sourcing™ acts as the principal and ‘@ {
sultrequired by the clientisscoped, 2  uses hand-picked channel partners H |
joint balanced scorecard put in place, for specific integration efforts such maSte rSkI I i I
and the vehicle then works towards  as technology, property or facilities @ ® @ i
1 deli o the lea ding formance ent. +27-11-518-0300 +27-11-518-0400 om Lom |
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to business in Africa
uzanne Ravenall, the chief perb role model for her leader- sourcing. With 18 years work ex- their own two feet and carve out
executive of Beyond Out- ship in a technology-centred en-  perience, including 14 in out- a career for themselves,” she
sourcing, despite being a  vironment.” sourcing, she is among the most  says.
youthful 86, already has a string In addition Beyond Outsourc- experienced in her niche in =~ These are people who, like
of awards and business nomina-  ing™ has been voted: South Africa. herself, have the will to succeed.
tions to her credit, for herroleas [ One of the most promising She created Beyond Out- “That too often differentiates
founder of one of the mostinno- companies for two years; sourcing™ seven years ago asa  successful pecple from the aver-
vative business concepts in [J One of the best companies to  result of her years’-experience age — many people have ability,
Africa. in outsourcing, many of which but lack the will, the staying
Earlier this year she was " Man €0l le were in Europe where trends power tohangin there,” she says.
nominated as one of the Man- Vi Y P s tend to be more advanced, as TThis comes with a frank un-
agers of the Year by Corporate have thea lllfy well as several years in opera- derstanding of her strengths
Foundation, as well as bUi’ |0Ck the tions implementation. and weaknesses, which are
one of the five finalists in the g She combined the two into a ted with a manage-
Nedbank Business Women Of sfaymg power business model which remains ment team, whom she encour-
The Year Award. More recently fo suc unigue in South Africa today ages to be brutally honest -
she was nominated as one of Ravenall is wise beyond her some of whom have been with
the four finalists for the Lon- years and has a passion for life  Bsyond Outsourcing™ from the
don-based Africa Investor Busi- and business which is projected  very beginning.
ness Women of the Year Award  work for for three years; in all that she undertakes. Being an entrepreneur, Rave-
for 2004. O Top 800 for two years Where she differs from most is  nall is a hands-on executive, tak-
The award was ultimately These awards reflect Rave- inher willtosucceed. Shetaught ing part in the company induc-
won by Pfizer’s Konji Sebati, but  nall’s entrepreneurial spirit. She  herself early on, not to see ad- tion programmes and making a
Ravenall, as part of the last two  left school in the UK, with a  versity and to learn from every  conscious effort to be part of the
finalists, received a short stay at college, but thenim-  interaction. experience in the front line.
Commended” quoted as: “The mediately went to work with a 1‘:‘,We hav;el;:d mﬂnyﬁ‘ nml: "'l'hisreamyallows you to experi-
judges felt that Suzanne should UK ferry company and then cel-  who came wi . ence at the rock face as . > . )
be highly commended as a su-  lularcompanyintheareacf out- They'vehadtolearntostandon you ehould see it,” she says. ENTREPRENEURIAL SPIRIT Suzanne Ravenall, the chief executive of Beyond Outsourcing
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shortage of new ideas. Rather,
what has typically been lacking
i 1] implementation of

i l‘n business. ihere is rarely a

thuse ideas.
Today companies are experi-
encing a responsiveness to
changing conditions sometines
grindingly slow at a time when
the busi world is speedi
up - innovation. technology and
competition introduce volatility
. and speed and this in turn places
huge pressure on business to im-
prove performance in terms of
productivity and the bottomline,
and to implement faster and
more efficiently than ever before
to remain ahead of the curve,
Over fifteen years ago
Suzanne Ravenall, peering into
the fuiure, correctly identified a
widening gap developing he-
tween what companies want to
achieve, and what they had the
capability of achieving.
Explains Beyond Outsourc-
ing™ director Kobus Pienaar:
“To cater to this rapidly chang-
ing business environment, cor-
porates hegan recruiting man-
agement with tertiary
qualifications, who brought an
immense ability to think, design
strategy as well as technical ca-
pability: Unfortunately, in a large
number of cases the ability to

Kobus Fignaar

operationally execuie these
strategies was lacking. The best
laid plans and strategies are
meaningless without execution.
Today it is widely recognised
that strategic thinking and oper-
ations execution are skills pro-
vided by two different types of
people.

“Organisations did not al-
ways balance their recruitment
of highly qualified people with
the same amount of ‘doers’ to en-
able the execution of their plans.
So this gap of execution and

staying ahead of the business
curve remaius firmly on every
chief executive's agenda.” he
says,

Ravenall's vision was to build
a comprehensive toolkit, generic
and scalable, consisting of
process as the driver, methodolo-
gv and enabliag systems for the
purposes of execution. The ob-
jective being that this toolkit
could operate across borders and
industries and could be placed in
the hands of anyone regardless
of qualification, and yet capahle
of delivering sustainable busi-
ness transformation on an out-
sourced basis.

She established IDCS, of
which she recently commenced
the renaming process {0 Beyond
Outsourcing™, and is the chief
executive officer.

Beyond Outsourcing™ is an
“outsourcing operational imple-
mentation company” that, in a
nutshell, delivers performance
improvement, whether it be in-
creased effectiveness, efficiency,
shareholder value or reduction
in costs,

The company is not a consult-
ing firm - although it does house
Beyond Capital™ as one of the
companies within the group pro-
viding the management consult-
ing ability to structure and de-

f How the cgrﬁpany' is stru{:fured: ,

Beyond Outsourcing™ is an
“outsourcing operational imple-
mentation eompany” operating
a “factory” (managed services,
H married with privaie eguity) in
i the business process outsourc-
; ing environment, delivering
i business transformation and
i compliance within the follow-
1 ingareas:
!5 HRM - human rescurces

fine the required solutions -- in-
deed, it often works with consult-
ing firms as alliance partners
providing the upfront consulting
and inplementation.

Thereafter Beyond Outsourc-
ing™ takes over to drive the sus-
tainable performance improve-
ment on an outsourced basis, Its
emphasis on sustainability of
performance is a key factor.

“We consult and design the
solution and then take the out-
comes required from the client’s
business plan and implement
them within given time frames
to achieve predictable outcomes.
We then continue to run the op-
eration on an outsource/co-
source or joint venture basis to

management; training, human
resources and labour manage-
ment services;

"Z CRM - customer relationship
inanagement; field servicing,
customer branded academies;
3 BOM - back office adminis-
{ration;

2 EAM - enterprise asset man-
agement (to be launched short
Iy

ensure that the business result
remains sustainable.

Beyond Outsourcing™ has
the unique capacity to imple-
meni the “whole picture”, and
not just the basics.

“We take over the perfor-
mance improvement pains that a
company experiences, provide
the solution, and then run and
manage it from an outsource per-
spective, thereafter, leaving the
continuous improvement of re-
sults and productivity with the
outsourced partner” explains
Pienaar: '

Beyond Outsourcing™ likes
to remain anonymous, for the
very reason that it becomes the
client. Its staff submerge their

Business needs doers as well a

|
{18CM - supply chain manage- |
ment, procureiment sexvices (io
be launched shostly) i
The actual implementation
is delivered by feans of a toolk-
it, a slep-by-step instruction
manual focusing on the how-io
in all aspects of operations:
T management methodology;
£2 processes i
Csysteras h

identity into the branding of the
client. so you may be talking to a
Beyond Outsourcing™ employee
who is wearing the uniform of
the client.

But secondly, its business
concept three years ago was
ahead of its time in South
Africa, and one that was not easy
to get across to clients. So it
made the decision early on not to
try, until the market understood
the execution gap and the re-
quirement for continuous perfor-
mance improvement initiatives,

Instead, it focused on cherry-
picking individual products
from its end-to-end solution, and
offering these to the market as
easily understandable modules.

15
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Typically, once the benefils of
one service had been proven to a
client they often rolled out into
other areas.

The company painstakingly
developed a toolkit during its ini-
tial five vears, all of which is
geared to delivering to clients
performance improvement.

“With the focus being on man-
ket convergence and execution
1o stay ahead of the curve, Be-
yond Outsourcing™  perfor-
mance improvement is perfectly
positioned and this concept is
new well understood by the mar-
ket,” says Pienaar.

The company is able {0 un-
pack its toolkit at companies
across diverse industries be-
cause these functions are gener-
ic and scalable.

“When we sign up with a
client, we look firstly at the client
need and what end-result it re-
quires. This may initially be a
single aspect of its end-to-end of-
fering, but typically adds on
more services as the toolkit de-
livers savings and efficiencies.

“That’s because we are one of
the few companies that ties re-
sults back to the client's bottom-
line objectives,” says Pienaar.

Whereas consultants can
often spend years tailoring a com-
pany’s processes to an off:the-

shelf system Beyond Ouisoure-
ing™ has systems already prove
in company after company,

Once a client is aboarc, the
toolkit is unpacked and it be-
comes the rule book spelling out
how {o handle every conceivahle
situation. A service level agree-
ment is entered into going inio
detail of every ouicome, which is
measured and guantified on a
monthly hasis.

Beyond Outsourcing™ is
highly particular in its choice of
clients - it must be one to which
it can add value and one with
which it is also capable of pro-
gressively growing together. Be-
vond Qutsourcing™ works at the
level of “trusted advisor” within
the transformatory outsourcing
laver.

The secret of the success is
that other than the initial design
of the toolkit, it does not take a
highly qualified person to do the
job, in the main.

It is all highly auiomated, and

i

.the company’s staff all have ac-

cess to either laptops, desktops
or palm-held devices which en-
able the required performance
management. e
The philosophy of Beyon
Outsourcing™ is to enable the
client to focus on its core busi-

Employees
encouraged
to have fun

Chief executive Ravenali recog-
nises that all successful bushess-
es are thnse whare peuple have
fun at work. Consequently, the
toughness of the working envi-
ronmet is softensd by inculeat-
ing a culture wherein staff can
take calculated risks without fear
of failure.

“Whenever something goes
wrong in the organisation, our
first vesponse is to look at what we
as an organisation are dning
wrong, rather than bizme uny fn-
dividual. We then recogatse
which people nead assistance, and
inthis way people are hettey nioti
vated.”

Raveuull puts her staip on the
company's values and corpoiate
personality “In our line of wurk
honesty and integrity aie non-ne-
gotiable. These are things we can
prove to clients at any time

Beyond Outsourcing™ has a
relatively flat structuwre with aaly
three management layers. As is
typical for such orgasisations, up-
ward mobility is limited to the
number of Jayers, but spporhuni-
ty is not.

Research by-products find commercial value

Information technology is key to the
successful conduct of Beyond Out-
sourcing’s™ business. The company
has spent the last five years develop-
ing the systems that support a highly
automated toolkit.

Earlier this year the company re-
alised it had an underutilised asset
in its software development factory,
which presented a business opportu-
nity in its own righl.

It was therefore moved to a com-
mercial engine within Beyond Out-
sourcing™ under the Beyond Tech-
nology™ banner and established asa
separate company called Seven S
Technology.

Managing director of Seven §,
Gerrit Bus, says the new company
took on the software and intellectual
capital from Beyond 0utsourcingf".
which is now serviced as a major
client - but only one of many.

The software that underpins Be-
yond Qutsourcing's™ market offer-
ing in performance improvement
and implementation, can now be
bought by companies involved in one
of the areas where the group focuses:
human resources and recruitment;
back office management; field-force
automation; and performance man-

agement.

Holland-based Bus has 26 years

experience in this field, most often
running his own business in Europe
and the Middle East, assisting pri-
marily US start-up companies to get
established through the application
of business intelligence.

“I was approached to join Be-
yond Outsourcing™, but not before I
conducted my own due diligence on
the company and what I saw imme-
diately persuaded me to join,” ex-
plains Bus.

He realised that to flesh out a
complete solution from what was al-
ready an attractive product offering.
business intelligence would have to
be added to the suite.

He secured rights to a product
called Business Objects, considered
by both Gartner and Forrester to be
the leader in business reporting.

“The moment you can present a

solution offering business intelli-

gence, as opposed to trying to sell
products, it opens the door to the
more senior executives of an organi-
sation, because dynamic dashboard-
ing of an organisation is precisely
what they are all looking for today. It
forms a more compelling value
proposition for a board-level presen-
tation,” says Bus. “For one thing, a so-
lution is typically cheaper than indi-
vidual products.”

Gerrit Bus -

He relates the all-too-familiar
scenario whereby a client is per-
suaded to buy the latest system.

“The system could cosi millions,
but it could also cost further millions
- as well as years of implementation
work - only then to find it delivers
only a fraction of what was
promised.”

In contrast, he says, Seven § is
not selling a product with a promise
of functionality -- it is selling a busi-

ness solution that is already battle-
hardened and proven in company
after company operating across di-
verse industries.

“We' come from an outsource
background where the software was
designed with the purpose of being
functional straight from implemen-
tation. They were never the product
of research and development to be
commercial systems, but were
byproducts of what we needed for
our own use in operations execu-
tion,” says Bus.

“We have .defined business
processes that can deliver sustain-
ably with guaranteed service levels.
This is repeatable across any busi-
ness and the robusiness of the
processes are pre-installed in our
systems.

“So we don't need to sell a 12-
month consulting service with our
solution. That makes our offering a
‘unique proposition.”

’i‘ql‘ie target market is both mid-
market and large companies. The
former, because the solution is af-
fordable by companies that could
not previously justify the expense;
the latter, because they are looking
for more cost-effective products and
are buying down to mid-market
prices.
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| ON SITE MANAGEMENT OF PRINTING, BULK COPYING (ALL COLOURS),
! . STATIONERY, BINDING, LAMINATING,

' RUBBER STAMPS, SCANNING, SHREDDING, FAXING.
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‘Through the introduction of top executive talent to Beyond Qutsourcing™.,
we are proud to be playing a significant and challenging role
in assisting Bevond Qutsourcing™ in their next exciting growth phasc
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Virtual organisation becomes a reali

3 The virtual organisation has be-
i come a reality at Beyond Out-
| sourcing™. Field operators sel-
| dom have to visit the offices, but
|'are constantly co-ordinated
| through electronic communica-
| tion, with their statistics and ac-
| tivitles automatically down-
¢ loaded each day by means of a
geo-positioning system.
Each field operator has his or

her own geographic zone, and on
a six-weekly cycle they get togeth-
er for two days of review and
training on client systems. Their
daily instructions are all sys-
temised, and where their activi-
ties involve stock, orders are
within secands relayed to the
client for delivery to their retail
outlets.

None of this would be possible

without the suppert of Seven 8
Technologies, a company which
was initially the development
arm of Beyond Outsourcing™
but has now been restructured
into a separate company.
’Ibimdevslommteapabﬂitx
it has now added a business

“WhenBeynndOu!sumt:mgﬂ‘

goes to a client and wnpacks its
toolkit, it consists of three com-
nonentsmﬂﬂmdoiosyindmdunl
processes and procedures; infor-
mation and communications
technology (ICT), and support,”
says Seven S head of sales, Mark
Bannerman.

Seven 8 is involved in assist-
ing with any information tech-
nology suppart required along

with other partners of Beyond
Outsoureing™,

“We support Beyond Out-
sourcing™ clients, but we also
‘undertake direct sales of our sys-
tems as a stand-alone company”
says

That's not to say anyone can
now replicate what Beyond Out-
sourcing™ mchieves for its
clients, says Bannerman: “The

intellectual capital resides in all
three aspects of the toolkit.”

“Qur systems are primarily
an enabler — the systems support
the processes -~ although Beyond
Ouwmndngﬂ‘isatechnologyag-
nostic company™

Seven 8 has moved further
since becoming a standalone

company, an ICT con-
sultant offering business intelli-

gence and adding customer rela-
tionship management (CRM) to
its technology product offering.
“Qur propristary technology
forms the core of our offering, but
we have sourced a number of
other technologies to supplement,
where we have identified good
revenue generation possibilities
and complementary solutions.
Business analysjs and the report-

ty with Seven S Technologies

hlg w'nuld, for instanee, enhance

our other solutions and provide

tremendous synergy,” he says.
As a Microsoft service

to offer two suites of CRM prod-
ucts. It is also ahout to release its
- own suite of products in Mi-
crosoft’s .net format.

IDCs Beyoml Oufsoumlng provmcs outsourced
to provide overall

Predictable outcome.”

human resources
(also in:orpomﬂng training and labour bmldng].

Delivering maximum
results for its clients

IDCS Beyond Outsourcing™ is

able to fmprove performance of
clients because 3 itself is perfor-
mance driven.

“We are driven by accomplish-
ments,” explains chief executive
Suzanne Ravenall

“Although client value is con-
ceptualised in planning, it can
unly ‘be realised through success-

ful implementation.

“Implementation is also a
function of capability, as high-
lighted in our product and ser-

“ Client va!ue

can only be
reallsec( fhrough

successful
implementation

the area of business operations,
the management of operational
performance and the develop-
ment of operational skills.”

[1“We implement a management
methodology of Predictable Out-
comes measured at each process
level to ensure delivery of the

business results required.”
3 “We are committed fo, and in-
vest, in reducing the actual costs
of operation for our clients on an
ongoing basis - always passing
the cost-saving on immediately”
[3“We implement our own opera-
tions management software to
enforce process efficiency and

quality”
I:I“Waimplementourowuweb—

0 “We enforce a cyclical evalua-
tion process that enables our
client to redirect Beyond Out-

sourcing™’s priorities within |
very short timeframes.
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Pm ¢ msuum; ls a full-a-mu software company,
in

data collsction activities in the moblle marketplace.

« Our Products and services to Corporates and Value
Added Mobile Systems Intergrators (VAMSI) enable
them to provide their mobile staff access to vital
information any time, over any connection, anywhere
using most PDA's, Cellular and PC type devices.

lutions for a wide range of industries.

« Our Undcrlylng prodiucts dellver robust, flexible field applications.

* Our skills in mobile development, system integration and consulting, enable us to
provide the perfect solutions to any moblle challenge.

work management and

= Software, consuiting, impl selvloes,!mlnhgprogmmsareaﬂdeslgned

mmakeileasyforﬂeld to use handheld jons - even if they've

nsver touched a computer and our aim is to streamline field operations by
ing the speed of infc flow.

Tek (011) 867 2480

For more informetion centact us on

!-Iﬂ.' m“m
Wob: www.pdaconsulting.coxa

vile Data
Infomlltlon -Anytime, any place, on any device

Where is Your business Moving

Around the world, with our 3000 offices in 141
countries, CWT has harnessed the tools, best-
in-class practice, processes and skills to deliver

the appropriate soluti

your

for your t
3 Callnstommageymrtmvel dahandmategase

dently of

PP

providing uckﬁmg services.

the way susingss moves (&

i sustainable busi fc
1997, IDCS has been m &crfnrmnnce excellence
through a "managed services factory” utilizing best

practice generic and scalable toolkits, within the areas

Since asset management, back uﬁceadgﬁpisin@on

su;; ply chain enabled by
technology. IDCS, the vital link between strategy and
the delivery of sustainable business results.

Call us on +27 11 258-7200, e-mail: info@ides.co.za or visit www.ides.co.za

IDCS

BEYOND OUTSOURCING™

SN0 NIIY-OY-EL.

Nedcor Investment Bank Buliding
1 Newtown Avenue, Killamey, 2193

PO Box 1708, Houghton, 2041, South Africa
Tel: (011) 532-8038 Fax: (011) 486-1876

Emall: bwynne@cwtsa.co.za
www.carisonwagonlit.co.za
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FREE!

Genins Camera DSC Smart 300
on presentation of this ad with every purchase
exceeding the value of R5000-00 from ASG Computers.

For more tentific specials, shep online by visiting WWW.ASG.C0.ZA
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ANGLO"”

AFRICAN
| m |

THEAD-AGENCY ARPE/G)

Aopen Intel PC with 17" LCD Menitor !rEigabyte 19" LCD Monitor

' « Intei Caleron D 2.4 Ghz
+ 128MB DDR

- 40gb Hard Driva

+» DYDICD Writer Combo

Tl  (011) 975-7521
Fax (011)975-7522
Email info@asg.co.za

« Keyboard & Optical Mouse
« USB Spaaker System

+ Aopsn 17" LCD Menitor

« Windows XP Heme
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The Behaviaural Risk Management
Cansultancy with Depth, Quality & Value

The leading world class provider
of Behavioural Risk Management,
Employee Assistance (EAP) and
Wwork-Life PFrogrammes, Crisis
. Maragement Support & Training
and Consultancy solutions.

To {2arn more about sur
services, contact:

Tal - {011) 38D 6800
Email - info@icas.co.za

ANGLO AFRICAN PERSONNEL
Proud to be Top performing preferred supplierto |
BEYOND OUTSOURCING™

This is inspired by our belief in service excellence, integrity, quality
and value to our strategic business partners.

Providing <ustomised services and solutions to profiled Corporate
organisations in South Africa.

Our services include:
* Temp and Perm » Office Support
Placements » Qutsourcing
 Executive Search » Labour Hire

o Call Centre |
+ Finance
o IT

We get the job done. Wa soive recruitment problems. We stay the course
: Tel: (011) 656 2220 » Fax: (011) 656 2234 » E-maii: angloa@iafrica.com

EQUIFIN

tacorporated * Ingstf

CHARTERED ACCOUNTANTS (SA)
GEOKTROOIEERDE REKENMEESTERS (5A)

PROFESSIONAL SERVICES

AUDITING AND ACCOUNTING
1 Sratutory-, trusi-, special-. tax audits. ste
FINANCIAL PLANNING & SYSTEMS
TAXATION + ESTATE PLANNING
= Testaments, {rusis. estate administration. ete

i STATUTORY & LEGAL SERVICES

IV AALEREY 2N

1 WWW.ICAs.C0.28 We are committed to service excellence. 1
i Client satisfaction is our main priority.
l People and Organisations working better together y | PO Box 74423 - Lynnwood Ridge - 0040 * Tel: (012) 361 5646

0 ¥ PuBusHED By THe Special PROJECTS Drvision Or Inpepenpent News & Mepia IN TH Care , THe ri 77 (011) 633-

765, Fax (011] 834-3938,

- VUYA!
Vuyal Investments (Pty) Ltd

Vuyal Is no ordinary BEE company.
After a mere two years of existence the company has:

‘ o An exceptionally broad and diverse empowerment base
o R130 million private equity find set up by ABSA

| o A functioning non-profit BEE trust as its main shareholder

Vuyal is uniquely positioned to make the most of any
empowerment opportunify.

1t Floor Mettle Building. Willie Van Schoor Avenue, Bellville 7530
PO Box 4829. Tygervalley 7336

TEL: 021 948-1003 » FAX 021 943-0877 « CELL: 082 574 2667
E-mail: tess@vuya.com
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PIoNEERING
17 ¥ears of Call Centre Experience
OUR CORE SERVICES INCLUDE:

TRAINING
« Inbound Agent Tr.
Qutbound Agent

RECRUITMENT

+ Permanent Searches

» Flexible Searches

» Executive Searches

« Management Searches

« Assessments

» On-line Monitoring of Staff

CONSULTING

- Benchmarks and Performance Optimisat

« Service Levels and re-engineeri
MIS Reports and Labour Bud

+ Digital Software Application for
Call Centre Industry Infarmation and u

+ CRM Management Tool for busine

« Push / Pull Technology

Tel: (011) 781-4424 « Fax: (011) 781-4428 - E-ma

o Apverusing: [0T) 633-2734 633-2759 633-2596




