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Message from 
the CEO

T he year 2008 started at a high pace and even though 
we are only a few months into it, a lot has happened. 
We have continued to consolidate the changes that 

we introduced in 2007 and the two years before. 
One of the most important steps in this Senior consolidation 

is the appointment of Ms Joyce Schulten as Senior General 
Manager to take charge of the newly established Strategic Business 
Unit (SBU) for mechanical rights administration. This marks an 
important development in that the acquisition, licensing and 
distribution processes of mechanical rights will now be handled 
by a dedicated team. Joyce and her new team are already hard at 
work to meet the steep targets we have set for them.

The pace at which our business environment is changing 
indicates to us that, like never before, the success of organisations 
and businesses depends largely on the extent to which they are 
able to embrace change and make it part of the way they do 
business. It is therefore not surprising that we have committed 
ourselves to being an organisation that understands and 
embraces change. Over the course of this year we shall continue 
to announce new developments geared at fulfilling our purpose: 
“to create value for the creators and users of music”. This is our 
raison d’être and we want to give it real meaning.

In our quest to create value, we have identified that the 
increase in the number of distributions is an important 
requirement. We have started by increasing the frequency of 
secondary distributions. The next step will be to split radio 
broadcast distribution from public performance distribution. 
Once that is complete, we shall then increase the frequency 
of the primary distributions. This is in line with what you, our 
members, have indicated as one of the valuable services you 
require from us. 

The other area that is receiving increased attention is the 
maximisation of our foreign income. Over the years this has 
been an area that has not shown significant growth. Our 
strategy in improving this important revenue stream is in place 
and implementation has started in earnest. It will therefore 
be imperative for our members whose works are exploited 
outside South Africa to notify us, so that we have concrete 
information in tracking those performances and ensuring that 
our sister societies include them in the appropriate distribution.

Elsewhere in this issue of SAMRO Notes, we cover in detail 
the issue of advances or loans and the National Credit Act 
(NCA). It is important, however, for me to mention that 
SAMRO, through its management and staff, remains committed 
to the convenience of its members. The current inconvenience 
caused by a change in the legal and regulatory framework 
is receiving attention. We believe that this is “a temporary 
inconvenience”, to quote the title of one of the wonderful 
compositions by Jonas Gwangwa. 

Let me conclude my comment by extending a hearty welcome 
to our two new non-executive directors, Professor Jeannie 
Zaidel-Rudolph and Mr Steve Kekana. The duo comes in to fill the 
vacancies on the board that have been created by the resignations 
of Professor Walter Mony and Dr Joseph Tshabalala, respectively.
Prof. Mony has emigrated to Canada while Dr Tshabalala has left 
to focus on his international commitments through his world-
acclaimed group Ladysmith Black Mambazo. On behalf of the board 
of directors and the staff of SAMRO, I wish to express our gratitude 
and thanks to both these gentlemen for their contribution.

Nicholas Motsatse SN

The current inconvenience caused by 
a change in the legal and regulatory 
framework is receiving attention

SN news SN  message from the CEO
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artist accolades  SN

Putting the Roll back into Rock 

Arno 
				    Carstens

cover story  SN

Every once in a while, all great musicians reach a critical point in their careers and have to decide whether 

to remain the same or to evolve. It is more of the same for one of SAMRO’s members; a man who has 

managed to reinvent and redefine the history of the rock genre. Read on as he shares his personal insights 

in this issue of SAMRO Notes.
Interview Thulani Njapa
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I conic South African guitarist, singer and songwriter, Arno 
Carstens, is a man with a mission.Whereas the spotlight had 
fallen on the 36-year-old during his years with the Springbok 

Nude Girls, his solo offering unmasked his ability to craft songs 
that are both memorable and instantly accessible.

There is no denying the fact that Carstens – who joined SAMRO 
as a member about a decade ago – has taken the rock tradition with 
an innovative, albeit loud and fast beat, to new heights. 

This is hardly surprising - after all, he is blessed with a powerful 
voice, even though initially not everyone was excited about his music. 

I put it to him that not many parents would approve of the 
suggestive dancing and naughty lyrics, let alone the phrase ‘…
Nude Girls’  as these are always bound to set tongues wagging: 

“We thought it was a good name for a rock band. Granted, it is a 
bit off the wall, which I think represents the music well!” he asserts.

At the time when mainstream traditional African radio stations 
were “reluctant to play pop music”, Carstens and his peers 
have allegedly lost out on considerable airplay, sales and income 
potential. But he is undeterred, and he readily admits that his 
inspiration for music comes from an external source: “I find 
emotion and television to be the greatest sources.”

Carstens’ subsequent artistic and commercial success  
speaks for itself. His career swung into high gear, and this is 
vindicated by Another Universe, which has garnered an award-winning 
television commercial credit, wherein Carstens provided the perfect 
soundtrack to the “father and son bonding” storyline.

Moreover, he has definitely raised the bar in the rock world’s 
commercial sweepstakes, as well as critical expectations 
internationally. Who would have guessed that this difficult, demanding 
music genre would storm the charts with a number of hits?

His 2005 The Hello Goodbye Boys album has unravelled an 
individual determined to hone the craft of songwriting. “With a 
new take on religion, new technologies, new moral standards, my 
artistic topics remain the same, but the stories and how they have 
been told have changed," writes Carstens in the album's notes. "I 
decided to go back to the guitar for good solid songwriting."

I probe into what prompted the nickname ‘Farnsworth’? 
“My real name sounds like a job, so my wife started to call me 
Farnsworth; it brings relief and makes me feel like a ‘butler’, in 
other words a good husband.”

Carstens espouses family values, and one of the most precious 
moments in his life was when he tied the knot with Melanie: 
“Getting married, finishing the army and waking up every 
morning knowing that I’m doing what I love most in life,” he says 
confidently. He is also a religious man and says that he is filled 
with admiration every time all the men belt out " Our Father..." 
loudly together in church.

He thinks of himself as a team-player and confesses to being 
directly inspired by the specific vocal qualities of the artists he 
works with, as that brings about the synergies needed: “It’s all 
about listening to sounds,” he enthuses.

Given the darker days of apartheid in the country, Carstens 
is not ashamed to declare that passing his matriculation 
examinations was his “greatest accomplishment” and “everything 
else is a blessing and good luck”.

Lyrically speaking, Carstens is a storyteller of note and he 
openly credits his influences, both musical and literary, at every 
given opportunity. As luck would have it, he has shared the stage 
with such internationally acclaimed and legendary acts as the 
Rolling Stones, who he supported in Spain in June 2007, as well 
as other stars with great marquee value – The Mission, Skunk 
Anansie, The Spin Doctors, Youssou N'Dour, Stevie Wonder and 
Chaka Khan. One of his recent accolades include being voted 
number 74 in Heat magazine’s “Hot 100” for 2007.

Carstens also is only too aware of how other artists’ 
contributions can help to inform his songwriting craft overall. 
“Fresh ideas and the necessity to create are the most important 
impulses for me when it comes to songwriting and composing."

At the moment, Carstens is working on an experimental 
electronic album, under name Belltower. 

He sounds cautious and cynical at the prospect of people 
performing his musical works 50 years from now. Would he 
prefer them to sample the score or his recording in its entirety? 
I enquire. “They can do whatever they want as long as they 
don’t change the lyrics!”

He has this parting shot for the current and aspiring 
songwriters alike: “It would be important to get yourselves a good 
music lawyer and a publisher you can trust; these people are 
responsible for managing a large portion of your income, and how 
it is structured, so you need to get yourself good advice.”

Rock artists typically peak early, but Arno Carstens is only now 
hitting his groove.  sn

It would be important to get 
yourselves a good music lawyer and a 
publisher you can trust
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Modiri Mochoari 
Modiri is the leader of the pack. His brief is to provide the support that sales 
managers–who are hard-pressed for time–need in turn, in order to provide the kind of 
support their salespeople must have.  

Gerald Mackay 
Gerald holds various roles - he currently acts as National Sales Manager, as well as Regional 
Manager for the Northen-, Eastern-, and Western-Cape, respectively. 

Keitumetse Setshedi 
Keitumetse has demonstrated leadership qualities in the Broadcast and Online 
Transmissions arena, being responsible for market identification and developing strategic 
solutions to meet customer needs. 
 
Barry Mycock  
Barry is a highly accomplished sales executive with a proven track record of increasing 
sales and profitability. He is also dual Manager for KwaZulu-Natal (coastal) and 
Mpumalanga regions.  
  
Alan Gufstafson 
Alan has just been appointed to the economic hub of the country - he is Gauteng's 
Regional Manager, and that says a lot about his energy and enthusiasm. 
 
Norma le Roux 
Norma’s patience and inspiration led to the first-ever telesales role. This experience has 
served her well in meeting her sales targets. She also pays tribute to her dedicated team-
mates, Phumla Gwanqa and Jozanne van As. SN

SAMRO Sales team — 
driving performance
In this ever evolving industry, a team's strength depends on the common 

ground and interconnectivity between individual members. SAMRO's 

Sales team is a hugely important aspect of the organisation, designed to 

ensure that music users of whatever size, are properly licensed for the 

usage of copyright-protected musical works. Boasting a combination of 

knowledge and expertise, the team has been assembled to improve the 

efficiency of service in response to heightened customer demands.

The team members at a glance: 
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T he South African traditional music genre has been ignored 
by the music community for a very long time. There 
seems to be scant regard for our culture and tradition. 

As such, SAMRO's involvement in the South African Traditional 
Music Achievement Awards is an extension of the role that the 
organisation has played over the years, to recognise and celebrate 
the talents, efforts and achievements of its finest author members. 

“We must emulate our African counterparts, who are much 
more steeped in their own culture. It is up to us to pull this 
genre out of oblivion and place it back in the mainstream where 
it belongs. Accordingly, we are committed to facilitating such 
a process," said Nicholas Motsatse, CEO of SAMRO, during 
the 2nd South African Traditional Music Achievement Awards 
(SATMA).  The awards are backed by such luminaries as Dr 

Joseph Tshabalala, of the world-renowned isicathamiya  
and mbube Grammy award-winning outfit, Ladysmith  
Black Mambazo. 

“Our traditional music is our culture, our identity to the world 
and also forms part of our pride – therefore it is safe to say that 
as musical genres come and go, traditional music will be the only 
genre connecting the past, present and the future,” said Dumisani 
Goba, the driving force behind the event.

Even more significant is the fact that a maskandi group like 
Shwi noMtekhala (consisting of Mandla Ntombela and Rogers 
Magubane), which has reportedly sold more than five hundred 
thousand units to date, has come to represent the traditional 
culture of South Africa in the eyes of many music fans. This lends 
credence to the value of traditional music. SN

Preserving our culture and identity 

CEO of SAMRO, Nicholas Motsatse (right), 

seen here bestowing the Best Composer 

Award  on Gezani Kobani (left) during 

SATMA Awards 2007

Goldfish’s wildfire rise to the top of the burgeoning South African music scene has been nothing short of 
extraordinary. The Cape Town-based house duo has just signed a deal with Pacha, the Barcelona-based 
global dance brand that incorporates 30 nightclubs.

The deal was facilitated by Pete Tong, a British DJ who is known worldwide by fans of electronic music 
for hosting programmes such as Essential Mix and Selection on the radio service. 

Hailed as the re-invention of the DJ by refusing to use any CD or vinyl,  David Poole and Dominic 
Peters are forging a completely distinctive style, mixing elements of old-school jazz, soaring African vocals, 
deep house, screaming synths and a positive, uplifting feel you just can’t put your finger on.

The duo will soon be releasing the second album, Perceptions of Pacha.  SN

Goldfish signs with Pacha Records

Poised to hit it big internationally: David Poole (left) and Dominic Peters (right)
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N icholas Motsatse, the CEO of the Southern African 
Music Rights Organisation (SAMRO), has just returned 
from the MidemNet Forum, a two-day conference 

event that forms part of the 42nd edition of Midem.
Midem is an annual event which attracts global players in the 

world’s music industry.  
In excess of 10 000 music professionals from around the world 
and from every genre convene in the French resort city of Cannes 
in January for five days with a view to deal-making, networking, 
seminars, conferences, presentations, showcases and parties. 

Independent and major record companies, music publishers, 
online and traditional distributors, live music professionals, 
A&R executives, agents, producers, promoters, import/export 
manufacturers, service companies, retailers, attorneys and rights 
organisations are amongst those who attend .

Aptly titled “Music & Services – Matching the License Frame 
with New Usages’’, the MidemNet Forum session took place on  
26 January 2008. The forum sought to bring unique and invaluable 

insights on how digital is driving the music business forward, 
changing it rapidly and radically. 

Parallel to the MidemNet Forum is the South African stand: 
the South African Pavilion at Midem, which is a project of the 
Department of Arts and Culture (DAC) with support from 
the likes of the Moshito Music Conference and Exhibition. A 
strong feature of the South African Pavilion is the emphasis on 
independent music companies, under the umbrella body, the 
Association of Independent Record Companies (AIRCO).

Midem is also central to the South African Music Export 
Council (SAMEX), a registered section 21 company, that strives 
to mirror the success of other national music export councils, 
with France as the best practice model. Membership in SAMEX 
is made up of organisations that have a collective interest in 
furthering the interests of South African music abroad. 

The first ever South African National Pavilion at Midem 
was launched three years ago (2005) by the Moshito Music 
Conference and Exhibition and the DAC.  SN

SAMRO CEO at an international  
music technology conference

Nicholas Motsatse, Vice-Chair of CISAC’s Board of Directors & CEO of SAMRO (South Africa), sharing his insights during MidemNet's "Music & Services - Matching the License 

Frame with New Usages" panel discussion. Seated next to him is Peter Brodsky, Exec. VP, Business & Legal Affairs, Sony/ATV Music Publishing (USA) and Jonathan Benassaya, CEO, 

Deezer (France) – on the extreme left.



I n order to guarantee high standards of corporate governance, 
transparency and accountability across the network of 
copyright societies, CISAC and its 219 members established 

a set of Professional Rules. These Rules consist of a set of binding 
principles that promote fair and non-discriminatory business 
practices, cost efficiency, increased productivity and professionalism 
for all CISAC member societies. 

The final text was endorsed by the General Assembly in June 
2007 and will enter into force in June 2008. The Rules currently 
apply only to musical societies, although adaptations for the other 
repertoires (audiovisual, visual arts, dramatic and literary) are 
under way. 

 A set of “binding resolutions” that flesh out the technical 
criteria for each of the Rules’ general principles is expected to 
be presented to the next General Assembly (Rome, June 6, 
2008). They are currently in development within the Distribution 
Technical Committee and the CIS Supervisory Board and will be 
added as an annexure following their approval by the Board of 
Directors. Full compliance of societies with the binding resolutions 
will be expected between 2009 and 2011, depending on each 
society’s level of development.

The Professional Rules can be viewed on CISAC’s website: 
www.cisac.org (click on “Key Documents”).

CISAC’s African Committee targets 2014
Today, African authors’ societies represent only 0.5% of the total 
royalties collected by CISAC’s members worldwide. Nevertheless, 
collections in the region grew by 23% between 2003 and 2005 
and African societies are looking to continue this trend.

At their annual meeting which took place in Maputo in 
November 2007, CISAC’s African Committee adopted a seven-
year strategy that aims to realise this potential and produce 
tangible benefits for African societies and creators across the 
world. According to Robert Hooijer, CISAC’s Johannesburg-based 
Director of African Affairs, the comprehensive plan was devised to 
be inclusive of as many members as possible. 

The African Committee set both qualitative and quantitative 
goals to be reached by 2014 in all areas related to collective 
management. Amongst these goals are: increasing the efficiency of 
the whole system; documenting 100% of works and distributing 
100% of royalties in a timely fashion; capacity building for society 
staff; optimising stakeholder relations; licensing all revenue streams 
and reducing piracy. 

The strategy comes nearly one year after CISAC established a 
permanent presence in Africa.  SN

news  SN

Participants in the Dakar CIS/ICT meeting which considered issues faced by French-speaking African 
countries. (L-R): Sangoule DIOUM (BSDA), Rob HOOIJER (CISAC), Cohovi OLLO (BUBEDRA), Harold 
LAI KONG LING (MASA), Rabah BADIS (ONDA), Amary GUISSE (BSDA), Sylvain PIAT (CISAC), Issouf 
OUEDRAOGO (BBDA),  and Jean Claude LAURENT (CMC)

9

CISAC adopts Professional Rules

CISAC Members and other observers attending the Annual 

CISAC African Committee Meeting in Maputo
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T hese past few months saw the Southern African Music 
Rights Organisation (SAMRO) announce a new tagline or 
slogan – 'Promoting the Value of Music'.

The new tagline will be used in SAMRO’s marketing materials, 
website, print advertising and throughout the organisation. 

The slogan also underscores SAMRO’s day-to-day 
commitment to redefining the standard of success in the 
music collective management industry, which is reflected in the 
organisation’s core values, namely, convenience, excellence, trust 
and relationships.

“I feel excited and proud in launching our new tagline, ‘Promoting 
the Value of Music’, as the message we are trying to send to all 
people is that music plays such an important role in our lives,” 
SAMRO's then-General Manager of Operations, Greg Zoghby, said 
at the time, on behalf of the CEO, Nicholas Motsatse. The latter was 
away overseas due to business commitments.

“Not only is this initiative geared to our licencees and users 
of music, but also to our music creators, and to us as individuals 
we need to do all that we can to get people to understand how 
important the role of music is to all of us,” Zoghby concluded.

With the faith of its music creators, customers, business 
partners and employees, combined with the identification of any 

business synergies, this message positions SAMRO for continued 
growth and wider industry recognition. And moving forward, 
SAMRO is poised to progress and prosper into one of the most 
established music rights organisations.  SN

SAMRO unveils new corporate tagline

Promoting  
the Value  
of Music

SN news 
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Sibongile Mabaso: Researcher - 
Repertoire Department

Clint Louw: Researcher -  
Repertoire Department

Samantha Kairuz: Data 
Capturer - Music Usage 
Department

Beryl Bridger : Researcher - 
Mechanical Rights (Repertoire 
Department)

Desere Chetty: Senior Quality 
Assessor - Customer Service 
Department

Phumla Mgidi: Quality Control 
Administrator - Music Usage 
Department

Progress Mrudulo: Data Capturer - 
Music Usage Department

Poppy Phatshoane: Contact 
Centre Consultant - Customer 
Service Department

Marc van der Merwe:  African 
Affairs Coordinator - International 
Affairs Division

William Ledwaba: Computer 
Operator - IT Department

Tshwele Motlhabani: Customer 
Consultant  - Customer Service 
Department

Neo Mokoena: Customer Service 
Quality Consultant - Customer 
Service Department

Nicole Pellicena: Marketing 
Assistant - Marketing Division

Josette Jantjies: Data 
Capturer - Music Usage 
Department

11
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Vusi Tshabalala: Concert/
Theatre Licensing Consultant - 
Sales Division
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SN mechanical rights

1. What is meant by a Mechanical Right?
	 A mechanical right is the right granted to a user to reproduce 

specified works. This is done by the original composer(s) 
through a publisher or a collecting society (e.g. SAMRO) 
nominated by the composer. 

		  The mechanical right gives the user permission to 
reproduce the said works onto or through specified media 
(e.g.: cassettes, CDs, TV and radio programmes, commercials; 
film/movie soundtracks; satellite audio services, the Internet, 
cellular phone ringtones and satellite audio services).

2. 	 What is a Mechanical Royalty?
	 A mechanical royalty is a payment for the reproduction and 

distribution of recordings, including recordings reproduced 
on any physical medium (e.g.: cassettes, CDs) or distributed 
over the internet in the form of downloads or streaming. 
Regardless of whether a song is newly performed or a 
copy of an original recording, it is still subject to mechanical 
royalties. Just as performing rights are subject to tariff fees and 
blanket licence agreements, mechanical rights are also subject 
to prearranged tariff fees and blanket licence agreements. The 
members (rights holders of the music) entrust SAMRO to 
negotiate the actual tariff fees and blanket licence royalties.

3. 	 What is a Music Publisher?
	 A music publisher works with songwriters or composers 

to promote songs, resulting in exposure to the public 
and generating income. Music publishers "pitch" songs to 
record labels, movie, television and radio producers etc., 
and then license the right to use the song and collect fees 
for usage. Essentially, a music publisher is what could be 
termed the royalty collector and/or copyright administrator. 
S/he exploits your copyrights and collects and pays your 
royalties (less his administration fee). The publisher does 
this by obtaining ownership and administrative rights to 
some or all of your copyrights. Thus, a music publisher is 
basically a company that takes care of your music business, 
allowing you (the song writer/artist) to concentrate on 
your creative aspirations and goals. 

	 The individual or company who: 
	   a) Screen songs and gets them commercially recorded.
	 b) Exploits the copyrights.
	 c) Protects the copyrights.
	 d) Collects income from performance, mechanical 		

	 synchronisation and printing rights both in South Africa 
	 and in foreign territories.

4. 	 How is my work protected abroad?
	 By virtue of the reciprocal agreements with many other 

similar music copyright organisations around the world, 
SAMRO protects an extensive repertoire of works written 
by thousands of songwriters and composers worldwide.

		  SAMRO is currently linked to many collecting societies 
for mechanical reproduction rights or public performing rights 
through a network of unilateral and bilateral agreements.

5. 	 What is BIEM?
	 BIEM is a Paris-based organisation set up to oversee 

reciprocal agreements for the collection of mechanical 
royalties across international territories, namely 50 societies 
from 53 countries. BIEM also strives to protect the 
mechanical rights of the various organisations that  
are affiliated to the body. This is done by regulating the 
BIEM agreement.

 		  Further information on BIEM can be found at their 
official website: www.biem.org

6.	 If I want to create a compilation CD, how do  
I proceed?

	 Compilations are various songs put on to one or many CDs. 
They are treated similarly to copying the recording of a third 
party and you will require a licence from the publisher of the 
musical compositions or works, in order to use the songs in 
the compilation. Permission is also required from the record 
company which owns the sound recordings.

7. 	 My song has been used in a compilation CD. 
How do I go about collecting my royalties?

	 If you have assigned your mechanical rights to a music 
publisher, the music publisher will collect royalties on your 
behalf. If not, you can assign your rights to SAMRO to collect 
on your behalf. 

8. 	 If I am recording a cover song, is any  
licence required?

	 A cover song is a new recording of a song, that another artist 
has already recorded. This means that you will need a licence 
to use the song and you will still need to pay mechanical 
royalties to the owner of the song. Certain provisions of the 

In this feature, SAMRO strives to answer questions that current and aspiring songwriters, composers 

and publishers of music ask frequently, particularly in relation to mechanical rights...



mechanical rights  SN

Copyright Act require the owner of a cover song to give you 
a licence (in exchange for payment) as long as you comply 
with those provisions. 

9. 	 What is a Synchronisation licence?
	 Often referred to as a “synch” licence, a synchronisation 

licence is usually administered and licenced by the publisher. 
This licence allows the user to reproduce a musical 
composition in connection with or in timed relation 
with a visual image, such as a motion picture, video, or 
advertisement or commercial.

10. 	What is a Ringtone?
	 In the context of mobile or cellular phones, there are two 

types of ringtones, namely, “monophonic” and “polyphonic”: 
the former (monophonic) is a ringtone with just one note 
at a time and which is generated on the phone, whereas

	 the latter (polyphonic) is a ringtone in a file format which 
supports multiple concurrent notes and where the notes 
are generated by the telephone itself.

 
11. Why does SAMRO issue a mechanical licence  

for ringtones?
	 So that users can gain access to the whole of SAMRO’s 

repertoire, thereby eliminating high transaction costs that 
would otherwise be incurred through clearing rights with 
every individual composer, publisher or record company.

	 Ringtones provide a revenue stream through licensing.

12. I have been approached by online commercial 
companies to post my music on their websites. 
How should I proceed?

	 By allowing your music to be put on the internet, you need 
to consider the following:

		  Reproduction rights are the rights to upload and/
or download your music through the internet. If you have 
assigned your rights to a music publisher, inform them about 
the matter immediately so that they can approach the online 
commercial company on your behalf. Similarly, if you have 
assigned your rights to SAMRO, inform us immediately and 
we will handle the matter for you.

13. What is a Sound Recording Copyright Symbol?
	 The sound recording copyright symbol is represented by the 

letter  enclosed in a circle. The copyright notice of sound 
recordings should include the three following elements: the 
sound recording copyright symbol, the year of first publication 
of the sound recording, and the name of the owner of 
copyright in the sound recording, or an abbreviation by which 
the name can be recognized. A generally known alternative 
designation of the owner may also be used (artist alias, 
performing name, etc). If the producer of the sound recording 
is named on the media labels or containers, and if no other 
name appears in conjunction with the notice, the producer's 
name shall be considered a part of the notice.

14.	 How to apply for a SAMRO Mechanical Licence 
	 If you are currently using music or intend to do so in the 

foreseeable future, simply contact our Customer Service 
Department on +27 (0) 11 489 5000, or email joyce.
schulten@samro.org.za, or visit http://www.samro.org.za/
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Dear Member

Impact of the new National Credit Act (NCA) on SAMRO Royalty Advance Application Process

As you may already know, the National Credit Act [No. 34 of 2005] was promulgated in March 2006. The Act has brought about 
enormous changes to the manner in which credit is granted to consumers.

At a glance, the NCA seeks to:
•	 ensure consistent treatment of different credit products and different credit providers;
•	 promote responsibility in the credit market by encouraging responsible borrowing;
•	 ensure fulfilment of financial obligations by consumers; 
•	 discourage reckless credit granting by credit providers and hence contractual default by consumers;
•	 address and prevent over-indebtedness of consumers; and
•	 to provide mechanisms for resolving such over-indebtedness based on the principle of satisfactory and responsible lending 

respected by the consumer in regard to his/her financial obligations.

As a responsible corporate citizen, SAMRO has also grappled with the question whether we should also comply with the 
stringent requirements of this new law. In this regard we sought legal opinion and also approached the National Credit Regulator 
(the body entrusted with the administration of the National Credit Act), for its advisory opinion as provided for in the Act. 

The National Credit Regulator has unequivocally expressed the view that SAMRO needs to comply with the Act, both with 
regard to the granting of staff loans and member advances. SAMRO is therefore viewed as a credit provider as defined in the 
Act. Penalties for non-compliance with this law can amount to millions of rands; it is therefore crucial that SAMRO is seen to be 
compliant with the Act.
 
With that in mind, SAMRO would like to take this opportunity to inform you, our valued member, about how you are affected 
by the Act. 

The new obligations in terms of the Act have forced SAMRO to review and change its current royalty advance policy to ensure 
that the organisation grants credit to its members in compliance with the requirements of the NCA.The need to comply 
with the Act was communicated to those members who were present at SAMRO’s Annual General Meeting (AGM) on 23 
November 2007.

New SAMRO Requirements
The following changes came into effect on 1 December 2007:
•	 Members are required to complete a comprehensive advance application form and return it to SAMRO either personally, via 

fax, post or e-mail. Our fax, postal and e-mail details can be found at the end of this advisory.
•	 Members are required to produce three months’ bank statements.
•	 Members are requested to complete an indemnity form that authorizes SAMRO to perform a standard Credit Bureau 

background check.
•	 Each application should be accompanied by a certified copy of the member’s identity document and a utility bill (water, 

electricity statement), to serve as proof of residence.

Impact of the new NCA on Royalty Advance Payment Requirements
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After the application form has been successfully completed, SAMRO will forward the member’s application to a Credit Bureau 
to conduct a thorough background check into the member’s creditworthiness. If the member has been cleared by the Credit 
Bureau, SAMRO will provide the member with a quotation that discloses the total royalty advance cost to the member, which 
includes the applicable interest rate and all other costs specific to his/her application.

If the member accepts the terms and conditions of the advance, the member will be required to sign a loan agreement with 
SAMRO. The loan agreement will include information pertaining to the amount, advance repayment terms, the applicable 
interest amount, and settlement terms and conditions. Members will receive quarterly statements of this account.

In the event of the application being unsuccessful, SAMRO will advise the member concerned.

Our customer service agents have been well trained to guide you through the application process.

Please note that under the NCA, you have the right to:
•	 apply for credit;
•	 receive protection against discrimination in respect of credit;
•	 request that the dominant reason why credit was declined be provided to you in writing;
•	 be provided with relevant documentation as required under the Act;
•	 receive information in a plain and understandable language; and
•	 be provided with a quotation that is valid for five business days and with a pre-agreement statement, the terms and 

conditions of which shall be explained to you before entering into any credit agreement.

SAMRO would like to take this opportunity to thank you for your loyalty over the years and trust that you understand that 
these changes in procedure are necessary. 
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Geagte lid,

Die impak van die nuwe Nasionale Kredietwet (NKW) op die SAMRO Outeursgeldvoorskot Aansoekproses.

Soos u reeds weet, is die Nasonale Kredietwet [nr. 34 van 2005] in Maart 2006 afgekondig. Hierdie wet het ingrypende veranderings 
teweeggebring aan die wyse waarop krediet aan verbruikers toegestaan word.

Die  NKW beoog in breë trekke om: 
•	 die konsekwente behandeling van verskillende kredietprodukte en verskillende kredietverskaffers te verseker;
•	 verantwoordelikheid van die kredietmark te bevorder deur verantwoordelike lenery aan te moedig;
•	 die nakoming van finansiële verpligtinge deur verbruikers te bevorder;
•	 roekelose kredietverlening deur kredietverskaffers en die gevolglike kontrakbreuk deur verbruikers te ontmoedig;
•	 die kwessie van oormatige skuldlas van verbruikers aan te spreek en om dit te voorkom;
•	 meganismes te verskaf om die probleem van oormatige skuldlaste op te los, gebaseer op die beginsel van bevredigende en 

verantwoordelike lenery wat deur die verbruiker ten opsigte van sy of haar finansiële vepligtinge in ag geneem word.

As `n verantwoordelike korporatiewe burger het SAMRO ook geworstel met die kwessie of ons aan al die streng vereistes van die 
nuwe wet moet voldoen. Ons het `n regsmening in hierdie verband ingewin en ook die Nasionale Kredietreguleerder (die liggaam aan 
wie die administrasie van die NKW toevertrou is) geraadpleeg, soos wat deur die wet voorsien word.

Die Nasionale Kredietreguleerder het onomwonde die mening uitgespreek dat SAMRO aan die wet moet voldoen ten opsigte van die 
toestaan van lenings aan personeel sowel as voorskotte aan lede. SAMRO word dus as `n kredietverskaffer beskou soos dit in die wet 
omskryf word. Strafbedinge vir die versuim om die voorskrifte van hierdie wet na te kom, kan miljoene Rand beloop. Dit is dus van die 
uiterste belang dat SAMRO hieraan moet voldoen en gevolglik moes SAMRO sy huidige outeursgeldvoorskotbeleid hersien en verander.  

Hierdie aangeleentheid is verduidelik aan lede wat SAMRO se Algemene Jaarvergadering op 23 November 2007 bygewoon het, maar 
ons maak graag van hierdie geleentheid gebruik om u, ons gewaardeerde lid, amptelik in te lig hoe u deur hierdie wet geraak word.

Die Nuwe SAMRO Vereistes
Die volgende veranderinge is sedert 1 Desember 2007 van krag:

•	 Lede wat om `n voorskot aansoek wil doen, moet `n omvattende voorskotaansoekvorm voltooi en aan SAMRO besorg by wyse van 
persoonlike inhandiging of per faks, pos of e-pos. Ons kontakbesonderhede verskyn onderaan hierdie adviserend.

•	 Lede moet bankstate vir die laaste drie maande indien.
•	 Lede word versoek om `n vrywaringsvorm te voltooi wat SAMRO magtig om `n standaard agtergrondondersoek deur `n 

kredietburo te laat doen.
•	 ’n Gesertifiseerde afskrif van u identiteitsdokument asook `n afskrif van `n munisipale verbruiksrekening as bewys van woonadres 

moet ingesluit word .

Volledig voltooide en goedgekeurde voorskotaansoeke sal deur SAMRO aan `n kredietburo gestuur word om `n deeglike 
agtergrondondersoek na die lid se kredietwaardigheid te doen. Indien goedkeuring deur die kredietburo verleen word, sal SAMRO 
`n kwotasie aan die lid verskaf wat die totale koste van die voorskot vir die lid, die toepaslike rentekoers asook alle ander koste wat 
betrekking het op die lid se aansoek, sal aandui. Lede sal kwartaalstate van hulle voorskotrekenings ontvang.
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Indien `n aansoek onsuksesvol was, sal SAMRO die betrokke lid dienooreenkomstig inlig.

Ons kliëntedienspersoneel is goed opgelei om u met die aansoekproses behulpsaam te wees.

Let asseblief daarop dat u ingevolge die NKW geregtig is om:

•	 aansoek te doen vir krediet;
•	 beskerm te word teen diskriminasie ten opsigte van krediet;
•	 te versoek dat die oorwegende rede waarom krediet nie toegestaan is nie skriftelik aan u verskaf word;
•	 voorsien te word van tersaaklike dokumentasie soos deur die wet voorgeskryf;
•	 inligting te ontvang in gewone en verstaanbare taal;
•	 voorsien te word van `n kwotasie geldig vir vyf besigheidsdae tesame met `n voor-kontraksluitingstaat, waarvan die bepalings en 

voorwaardes aan u verduidelik moet word voor die sluiting van enige kredietooreenkoms.

SAMRO maak graag van hierdie geleentheid gebruik om u te bedank vir u lojaliteit in die verlede, en vertrou dat u sal verstaan dat die 
veranderinge aan hierdie prosedure noodsaaklik en in orde is.

news  SN
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Lungu elithandekayo
uMthetho kaZwelonke wokuLawulwa kweziKweletu uluthinta kanjani uhlelo lwakwa-SAMRO lokufaka isicelo sezokwebolekwa imali 
yama-Royalty.

Mhlawumbe usuyazi ukuthu, loMthetho kaZwelonke wokuLawulwa kweziKweletu, (National Credit Act) [uMthetho 34 ka 2005] 
wamenyezelwa ngokusemthethweni enyangeni kaNdasa (March) ngonyaka ka 2006. Lo Mthetho usulethe izinguquko ezinkulu kakhulu 
ngeze mali-mboleko kubathengi.

Kafuphi nje, loMthetho ubhekelela uku:
•	 qinisekisa ukuphathwa ngendlela efanayo kwemikhakha eyahlukene yemali-mboleko kanye nababolekisi-zimali abehlukene;
•	 ukuqgugquzela ubuqotho ezinkampanini ezibolekisa ngezimali ngokukhuthaza ukuboleka ngobuqotho; 
•	 ukuqinisekisa ukuthi abathengi bayazifeza izibopho abazifaka kuzo ngezezimali;
•	 ukunqanda ababolekisi-zimali bangabolekisi budedengu, okwenza abathengi behluleke ufeza izivumelwano zokukhokha;
•	 ukubhekana kanye nokunqanda abathengi bangacwili ezikweletini; kanye
•	 nokuhlinzeka izinhlaka zokuxazulula lokho kucwila ezikweletini, lokhu kuncike emigomeni yokwebolekisa ngemali okwenelisayo, 

okunobuqotho nokwehlonishwa ngumthengi mayelana nokulindeleke kuye, ngokwezezimali.

Njengelungu eliqotho, uSAMRO naye uke wawucubungulisisa umbuzo wokuthi kufanele yini sizigcine izimiso ezinqala zalomthetho omusha.
Kulokhu siye safuna umbono wabezomthetho, sabuye sathintana noMlawuli weziKweletu kaZwelonke (uhlaka olwethweswe umsebenzi 

wokuqondisa uMthetho weziKweletu kaZwelonke), ukuze basiphe imibono ngokuyala njengoba kubekiwe kuloMthetho.

uMlawuli weziKweletu kaZwelonke ubeke kwacaca bha ukuthi uSAMRO kufanele awugcine loMthetho, mayelana nokuboleka abasebenzi 
izimali kanye nokubanika izimali ngaphambi kwesikhathi. Ngakho-ke, uSAMRO uthathwa njengombolekisi-zimali ngendlela okuchazwa 
ngayo kuloMthetho. Inhlawulo yokungawugcini loMthetho ingaze ifike ezigidini zamarandi; kungakho kubaluleke kakhulu ukuthi uSAMRO 
abonakale ukuthi uyawugcina loMthetho. 

Ngalowo mqondo, uSAMRO uthanda ukuthatha lelithuba ukuba akwazise lungu lethu elikhethekile, ngokuthi loMthetho uzokuthinta kanjani.

Lezi zibophezelo ezintsha mayelana naloMthetho seziphoqe uSAMRO ukuba abuyekeze futhi aguqule imigomo ekhona ephathelene 
nokwebolekwa kwemali yamaRoyalty, lokhu kuzoqinisekisa ukuthi inhlangano ibolekisa ngezimali ngokuhambisana nokugcina izimiso 
zoMthetho. Isidingo sokugcina loMthetho kwaxoxiswana ngaso nalawo malungu ayekhona kuAGM kaSAMRO mhla zingu 23 kuLwezi 
(November) onyakeni ka 2007.

Izimiso ezintsha zikaSAMRO 
Lezi zinguquko ziqale mhla lulunye kuZibandlela (December) onyakeni ka 2007:
•	 Amalungu kufanele agcwalise ifomu elinemicikilisho yonke lokufaka isicelo sokwebolekwa imali. Leli fomu kufanele umuntu azilethele 

lona mathupha kwaSAMRO, angalithumela nangesikhahlamezi (fax), alipose noma alithumele nge-email.  Imininingwane yethu 
yezinombolo, ikheli leposi kanye nekheli le-email uzoyithola ekugcineni kwale saziso.

•	 Amalungu kufanele alethe isitatimende sasebhange sezinyanga ezintathu.
•	 Amalungu kufanele asayinde ifomu lokuzidela eligunyaza uSAMRO ukuba abheke ukuthi igama lalowo ofaka isicelo alikho yini ohlwini 

lalabo abanomlando wokungakhokhi izikweletu (i-Credit Bureau).
•	 Yileso naleso sicelo kufanele sihambisane nekhophi kamazisi welungu enesigxivizo (certified ID copy), kanye nencwadi yesikweletu 

sezidingo zasendlini (isitatimende sikagesi noma samanzi), ukuveza ubufakazi bokuthi ilungu lihlala kuphi.
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Emva kokuba ifomu lesicelo seligcwalisiwe ngempumelelo, uSAMRO uzothumela isicelo selungu ku-Credit Bureau lapho kuzohlolisiswa 
umlando welungu mayelana nokufaneleka kwalo ukuthi linikwe isikweletu. Uma ilungu liphasiswa ngu-Credit Bureau, uSAMRO 
uzohlinzeka ilungu ngesilinganiso sokuthi yimalini engabolekwa yilunga ngokubheka ama-royalty, nokuthi isikweletu sizoba yimalini, nokuthi 
inzalo izoba yimalini kanye nezinye izindleko eziphathelene ngqo naleso sicelo selungu.

Uma ilungu liyemukela lemi bandela yalemali-mboleko, lelo lungu kuyofanele lisayinde isivumelwano semali-mboleko noSAMRO. 
Lesi sivumelwano sizobe sihlanganisa imininingwane emayelana nenani, izinyanga okuzokhokhwa ngazo lemali, imali yenzalo kanye 
nemibandela ephathelene nokukhokhela sonke isikweletu. Amalungu azothola isitatimende njalo ezinyangeni ezintathu. 

Uma kwenzeka isicelo singaphumeleli, uSAMRO uyobe esexoxisana nalelo lungu elithintekayo.
Abeluleki bethu bamalungu baqeqeshwe ngokufanele ukuba bakusize ngokufaka isicelo sakho. 

Sicela uqaphele ukuthi ngaphansi koMthetho wokuLawulwa kweZikweletu kaZwelonke, wena 
unelungelo loku:
•	 faka isicelo sokwebolekwa imali;
•	 uthole ukuvikelwa ungacwaswa mayelana nokwebolekwa imali;
•	 ucele ukuba uhlinzekwe ngesizathu-nqangi esenze ukuthi isicelo sakho sokwebolekwa imali singaphumeleli, nokuthi lesi sizathu kube 

ngesibhaliwe;
•	 uhlinzekwe ngemiqulu efaneleyo njengokumisiwe kuloMthetho;
•	 uthole ulwazi ngolimi olusobala nokwaziyo ukuluqonda; kanye
•	 nokuhlinzekwa ngesilinganiso esizoma izinsuku zokusebenza ezinhlanu, nesitatimende osinikwa ungakasayindi isivumelwano, nemininingwane 

ozochazelwa yona ungakazibophi ngokusayinda isivumelwano.

uSAMRO uthanda ukuthatha leli thuba ukuba akubonge ngokwethembeka kwakho kule minyaka edlule, sethemba ukuthi uyaqonda 
ukuthi lezi zinguquko ekwenzeni izinto zidingekile. 



20

SN news 

Setho se kgabane
Ka moo molao o motjha wa kadimo ya tjhelete (National Credit Act/ NCA) o amang tsela ya tshebetso ya SAMRO ya ho kadima ditho 
tjhelete e kgahlanong le tjhelete eo di tlo e fumana ya ditokelo tsa tshebediso, royalties. 

Jwaloka ha le se le tseba, Molao wa Mokitlane, (National Credit Act) [Molao wa 34 wa 2005] o phatlaladitswe ka Hlakubele ka 2006. 
Molao ona o tlisistse diphetoho tse ngata ho tsela eo bareki ba adingwang tjhelete ka yona. 

Ka bokgutshwanyane, NCA e leka ho:
•	 Netefatsa hore ho be le tekatekano tseleng ya tshebetso mahareng a dihlahiswa tse fapaneng tsa mokitlane le mahareng a dikhampani 

tse fapaneng tse fanang ka mokitlane.
•	 Kgothaletsa boikarabelo dikhampaning tse fanang ka mokitlane ka ho kgothaletsa boikarabelo ho ba kadimang tjhelete.
•	 Thusa bareki/basebedisi ho kgona ho phethahatsa ditshepiso tsa bona.
•	 Ho thibela hore dikhampani tsa mokitlane di se kadimane ka tjhelete ntle le boikarabelo eleng lebaka le etsang hore bareki ba hlolehe 

ho lefa dikoloto tsa bona;
•	 Ho leka ho phekola le hona ho thibela bareki ho ikenya dikolotong ho feta tekano; le ho
•	 Hlahisa tsela tsa ho rarolla mathata a tliswang ke ho ikenya dikolotong ho feta tekano ka ho hlahisa molao o kgothaletsang moreki ho 

kadima ka tsela e kgotsofatsang e bontshang boikarabelo bo tla thusang moreki ho kgona ho tshepahala mabapi le dikoloto tsa hae.

SAMRO jwaloka ka khampani ya naha ena e nang le boikarabelo le yona e ile ya ipotsa potso ya hore ana e lokela ho latela ditaelo tse 
thata tsa molao ona na. Re ile ra kopa keletso ho leqwetha, le ho National Credit Regulator (eleng mokgatlo o jereng boikarabelo ba ho 
disa hore molao ona wa naha wa mokitlane, NCA, o a latelwa), jwaloka ha molao ona o re dumella ho ka etsa jwalo.

National Credit Regulator e fane ka maikutlo a hore SAMRO e lokela ho latela ditaelo tsa molao wa mokitlane, mabapi le ho kadima 
basebetsi tjhelete, le hona ho kadima ditho tjhelete kgahlanong le tjhelete ya ditokelo tsa tshebediso, royalties. Ka mantswe a mang 
SAMRO e nkwa e le khampani e fanang ka mokitlane ho ya ka tlhaloso ya molao wa mokitlane. Faene ya ho se latele molao ona e ka 
fihla dimilioneng tsa diranta; ka hoo ho bohlokwa hore SAMRO e bonwe e latela molao wa mokitlane.

Ka baka leo, SAMRO e lakatsa ho sebedisa monyetla ona ho o hlalosetsa, wena setho sa rona sa bohlokwa, hore molao wa mokitlane o 
o ama jwang.

Boikarabelo bo botjha dikhampaning, ho ya ka molao wa mokitlane, bo qobeletse SAMRO ho lekola le hona ho fetola pholisi ya yona ya 
ho kadima ditho tjhelete kgahlanong le tjhelete ya ditokelo tsa tshebediso, ho netefatsa hore mokgatlo ona o fa ditho mokitlane ka tsela 
e kgemang le tse hlokwang ke molao wa mokitlane. Tlhokeho ya ho kgema le molao wa mokitlane ke ntlha e ileng ya tsebiswa ditho tse 
neng di le teng Kopanong ya Kakaretso ya Selemo (AGM) ka la 23 Pudungwane 2007.

Dintho tse ntjha tse hlokwang ke SAMRO
Diphetoho tse latelang di qadile ho sebetsa ka la 1 Tshitwe 2007.
•	 Ditho di tlameha ho tlatsa foromo ya ntlha tse feletseng ya ho etsa kopo ya ho kadingwa tjhelete kgahlanong le tjhelete ya 	 	

ditokelo tsa tshebediso, royalties, ebe di e romela kantorong tsa SAMRO ka ho ikisa, ka poso, fax kapa ka email. Aterese ya 		
rona, nomoro ya fax le aterese ya email di fumaneha pheletsong ya tsebiso ena.

•	 Ditho di tlameha ho fana ka seteitemente sa banka sa kgwedi tse tharo.
•	 Ditho di lokela ho tlatsa le hona ho saena foromo ya isireletsa, indemnity, e fang SAMRO tumello ya ho hlahloba maemo a mokopi ho 

Credit Bureau.
•	 Foromo e nngwe le e nngwe ya ho kopa ho kadingwa tjhelete e lokela ho tsamaya le khopi e nang le setempe sa ho ikana sa molao le 

seteitemente sa masepala sa motlakase le metsi, e le bopaki ba moo mokopi a dulang teng.
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SAMRO e tla romela kopo ya setho Credit Bureau, kamora hore mokopi a tlatse foromo ya hae ka botlalo, ho lekola hore mokopi o 
maemong a matle a mokitlane. Ha setho se tjhaetswe monwana ke Credit Bureau, SAMRO e tla fa setho tokomane e totobatsang hore 
ditshenyehelo tsa ho kadima tjhelete kgahlanong le tjhelete ya ditokelo tsa tshebediso, royalties, kaofela ke bokae, ho kenyeletswa le 
phaello ho ya ka reiti e behilweng mmoho le ditshenyehelo tse ding kaofela tse tsamaelanang le kopo ya setho ka ho ikgetha.

Ha setho se amohela maemo le melao ya ho kadingwa tjhelete, ho tla hlokeha hore setho se saene tokomane ya tumellano ya 
mokitlane ya SAMRO. Tumellano ya mokitlane e tla kenyeletsa ntlha ya hore tjhelete eo setho se e kadimang ke bokae, maemo ao 
tjhelete e lokelang ho kgutliswa tlasa ona, tjhelete ya phaello e behilweng, tjhelete e hlokehang bakeng sa ho kwala sekoloto pele ho nako 
e behilweng mmoho le maemo ao ho kadimanwang ka tjhelete tlasa ona. Ditho di tla amohela seteitemente kgweding tse ding le tse 
ding tse nne bakeng sa akhaonte kanngwe.
•	 SAMRO e tla tsebisa setho se amehang ha kopo ya sona e sa atleha.
•	 Basebetsi ba rona ba tshebeletso ya dikhasetomara ba rupeletswe kahohlehohle hore ba kgone ho o tataisa ha o etsa kopo.
•	 Hlokomela hore tlasa molao wa naha o mabapi le kadimano ya tjhelete (NCA), o na le tokelo ya ho:
	 Kadima tjhelete
•	 Sireletswa mabapi le ho kgeswa ha o etsa kopo ya mokitlane;
•	 Kopa hore o ngollwe fatshe lebakabaka le entseng hore kopo ya hao ya mokitlane e se atlehe;
•	 Fumantshwa ditokomane tse hlokehang ho ya ka molao wa mokitlane;
•	 Fumantshwa dintlha ka puo e bonolo e hlakileng; le
•	 Fumantshwa lengolo le supang hore sekoloto ke bokae kaofela, quotation, le nkang matsatsi a mahlano a kgwebo, le tokomona ya pele 

ho tumellano, dipehelo le maemo a tumellano, eleng ntlha tse tla hlaloswang pele motho a kena tumellanong ya mokitlane. 

SAMRO e lakatsa ho sebedisa monyetla ona ho o leboha bakeng sa botshepehi ba hao lemong tse fetileng mme re kgolwa hore o 
utlwisisa hore diphetoho tsena di a hlokeha tseleng eo re sebetsang ka yona.

news  SN
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GB:	 You have been with the organisation for over a decade now. How has 		
your journey evolved to enable you to take over the reins of the entire 

	 sales portfolio?
MM: My foray into my role has been drawn on lessons learned from observing leaders in 

action. When I first started in general licensing, I gained significant insights from Rob 
Hooijer and Nicholas Motsatse respectively. This experience has prepared me for the 
basic framework and rigours of the current sales portfolio.

GB: 	What is the mandate of your new portfolio?
MM:	 To grow revenue for the benefit of our members or affiliated societies.

GB: 	How do you propose to accomplish the foregoing?
MM:	I am guided by a coherent set of of values in our daily operations – to be
		   "committed to excellence and trusting relationships for our customers’ convenience". 

We strive to generate and maximise revenue through licensing virtually all music 
users whilst maintaining existing business. 

		  We directly feel the pressure from periodic revenue projections that are agreed to, 
with the executive management and our finance division. 

GB: 	What goodwill efforts have you and your team made to engage and educate music 
users about their obligations to pay for music they use?

MM:	Our first contact with music users of which we are aware are playing music but are 
not yet paying licensing fees, is cordial and educational. This is designed to get them 
thinking about copyright laws and their responsibilities.

GB:	With inflation and the cost of living proving to be such a challenge, are South 
Africans happy to pay music licence fees?

MM:	Almost everyone is concerned about inflation. Price increases make consumers 
unhappy. In our context, this tends to create a climate of cynicism and tension, since 
music licensing is perceived as a taboo subject. 

		  This would not be conducive to maintaining and realising the economic value of 
rights holders. 

GB:	 How do you deal with non-compliance from music users?
MM:	We have a few options to enforce compliance; one of which involves our field 

representatives compiling reports from site visits which sometimes form the basis 
for legal action. 

In this instalment, Gwen Baloyi has a conversation with 

Modiri Mochoari who implements various sales strategies 

and management techniques effectively, in order to facilitate 

increased sales volume and improved revenue generation in 

licensing the usage of musical compositions.

Comparing notes with… 
general manager, sales
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GB:	How do you plan to effectively adapt and build 
competitive advantage in response to increased 
competitive pressures, and heightened customer demands?

MM:	In the past two years, we have embarked on regional 
restructuring and staffing to enhance royalty collection. 
We have a growth plan, as well as turnaround strategy 
for untapped and ‘elusive’ markets, as we are poised to 
stimulate repeat business. 

			   As we speak, our Cape Town regional office is in  
the process of opening its doors. This would go a long 
way in serving our customers and members, effectively 
and efficiently.

GB:	 Which ideal attributes should your sales force possess? 
MM:	Due to the nature of their jobs, they would have to be 

more people-orientated, as they strive to build relationships 
with the customers. Moreover, they would use our purpose 
statement, '…to become the high powered results-driven 
division’, as the guiding principle.

GB:	How do you motivate your sales force to come up with 
the goods?

MM:	I would say compensation, incentives and group engagement 
somewhat ensure that their motivation levels stay high. 
The incentives are related to end results, such as revenue 
or number of products (viz. licences) sold in a territory. 
We also constantly offer in-house workshops, motivational 
sessions and numerous team-building workshops, to keep 
the group close-knit.

GB:	Just to backtrack a bit, in the recent issue of this feature, 
we profiled the General Manager of Marketing, Yavi 
Madurai. How do the two functional areas, Sales and 
Marketing, work?

MM:	A relationship between the two functional areas is most 
significant in communicating and influencing relationships with 
customers. Hence sales-marketing integration is a dynamic 
process in which more value for SAMRO is created to 

The organisation is transforming 
and aligning itself to drive for 
improvement in a new and 
challenging direction

comparing notes  SN
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improve sales performance. This synergy can also come in handy 
in giving our music user clients the greatest deal!

GB:	 For the record, what kinds of businesses do you licence?
MM:	Our core function entails licensing various users of music 

including public service, commercial and community 
broadcasters; new media, namely, mobile technologies such 
as ringtones and the Internet. As you may already know, our 
primary customers include hotels, restaurants, nightclubs, 
shopping malls and gyms, to mention a few. 

GB:	What new products have you introduced in the market so far?
MM:	We have just introduced different licence tariffs for taxis, 

shebeens and taverns, respectively, to further maximise our 
copyright holders’ income streams. Our sales representatives 
are already focused on the task at hand.

GB:	Can you share with our readers what has been some of the 
highlights within SAMRO?

MM:	One of the action plans we have implemented has been 
getting out there and reaching out to clients in their own 
environment and allowing spontaneous encounters to occur

		  We are helping to portray Sales as the accessible business unit, 
contrary to the perception that we are intimidators or "strong-
arm" bullies. 

			   We also initiated a market development process, which 
proved effective in identifying previously untapped markets, and 
delivering business growth. Telesales has been the end result.

GB:	What challenges do you constantly face in your tenure?
MM:	With the rise of ringtones and the commercial success they 

currently enjoy, the onus is on the three cellular network 
operators to come to the negotiating table, so that the music 
copyright holders could receive just dues. 

GB:	For the second time running SAMRO hosted a seminar for its 
membership, which preceded the 46th AGM in 2007. What 
was the purpose of the seminar?

MM:	This was specifically aimed at seeking to explain SAMRO’s 
operations, and my division was no exception. 

GB:	You worked through the leadership change at SAMRO. Tell us 
your views and what this means for the organisation?

MM:	Change is uncomfortable because, in general, people want 
the status quo to remain. But SAMRO is a transforming 
organisation – and this has been necessitated by amongst 
other things, the music industry, which has become more 
complex, customised and competitive. Our business 
activity is generally aimed at improving performance and 
productivity. Accordingly, the organisation is transforming 
and aligning itself to drive for improvement in a new and 
challenging direction.

			   Let me also reassure everyone that I am approachable 
and available to listen to concerns any time. Respecting that 
the most significant asset in an organisation is the staff is a 
critical element of effective management. 

GB: We know you are a family man. How do you strike a balance 
between work and family?

MM: Although I do feel more demands to work harder and longer 
hours, achieving some sort of balance between work and 
family is critical to my mental and physical health.

GB: How do you unwind?
MM: By listening to music, of course!

GB: How would you describe yourself?
MM: Since I am a highly motivated, enthusiastic person with a 

passion for the value of music, look no further than our new 
payoff line, 'Creating Value for the Music Users’.

GB: It’s been a great pleasure talking to you. All the best!
MM: Thank you.  sn

SN comparing notes
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Receiving a single Grammy award is truly remarkable – winning it 
two years in succession is truy special. 

The Soweto Gospel Choir achieved this feat with their second 
Grammy award for their latest CD, African Spirit– in the Best 
Traditional World Music category, for good measure.

"We are particularly excited as it shows that the level of 
our music has stayed consistently high, and this has been 
recognised by our peers. We hope we can continue to make 
South Africa proud," said Beverly Bryer, executive producer 
and director, and David Mulovhedzi, founding musical director, 
in a joint statement.  

SOWETO Gospel Choir  
wins second Grammy Award 

Lucas Bok during his acceptance speech on behalf of the Soweto Gospel Choir at the 50th 

Annual Grammy Awards in Los Angeles recently.

artist accolades  SN
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On his third solo album, Loyiso Bala spreads his musical hand 
without losing sight of the style of music that has turned him 
into one of the country’s best-loved artists.

With this 13-track Blow Your Mind offering, Loyiso is  
matching his prowess in this genre with an ease in urban pop 
that will take the recording into the hearts of a cross-section of 
music fans.

That he has such a magnetic personality is testament to his 
eclectic music taste: there can’t be many R&B artists, for instance, 
whose favourite track growing up was Radiohead’s Karma Police.

It is apparent from his compositions on Blow Your Mind, that 
Loyiso has been focusing on his songwriting work. 

There’s no denying that Loyiso’s voice is the centrepiece of the 
album, and songs like Step to the Throne underscore just how easily 
he is able to vocally hold his own against some of the best R&B 
singers in the world.

Loyiso is hoping 
that the first single, I 
Want You, will shine a 
light on an individual 
that he feels is 
wholly underrated – 
hip-hop artist Obita.

And for those fans 
looking for a link 
between Loyiso’s 
early solo work and 
that on his most recent recording, should look no further than 
Dali Wam'. 

With the likes of Randall Scheepers on keyboard, Tlale Makhene 
on percussion, Bez Roberts on trombone and Adam Howard on 
trumpet , this album will surely blow your mind (no pun intended).

Loyiso – Blow Your Mind

Jazz music is about to undergo 
a major renovation, brought 
about by the soprano 
saxophone exponent, Sandile 
Ziqubu.  Born in Newcastle, 
KwaZulu-Natal, a move to 
Johannesburg in 2000 was a 
defining moment for the self-
taught, seasoned musician who 
declares that “music found me”. 

Apparently, Sandile just 
picked out a few notes on 
the church keyboard and 
compositions kept on coming. The result has been the groundbreaking 
and breathtaking debut album, Past Pains & Future Hopes, which boasts 
such tracks as Ngithandiwe, The Day We Met and Sex & Funerals. 

The album is self-produced and also sees the legendary Themba 
Mkhize weighing in with a track. Having grown up spiritually, this 
background has helped to shape Sandile's burgeoning music career. 

Together with Vusi Leeuw, A&R guru and owner of H.U.G.E. 
Entertainment independent label, Sandile has invested his heart and 
soul in the project. 

Sandile says the album is about his past experiences and future 
hopes. It is about the pain he felt when he lost his grandparents, and 
his friend, Gito Baloi.

Sandile Ziqubu –  
Past Pains & Future Hopes 

                                                                                                             
Currently being hailed as a 
phenomenon on the South African 
music front, the innovative, prolific 
and endlessly creative ‘chameleon’ has 
struck my musical chord. His versatile 
and exceptional talent has won 
him rave reviews and a total of 12 

impressive awards over the past year, including a medal 
of honour from the South African Academy of Science 
and Arts. 

He recently released his third Afrikaans album, Ek 
Vir Jou, which has achieved gold status in less than two 
months. Chris Chameleon’s extraordinary songwriting 
ability is apparent in the fact that each of the 11 tracks 
constitutes a strong individual single, while at the same 
time they all form part of a chronological whole.

Late in 2007, Chris Chameleon signed a record deal 
with the premier independent label in the Netherlands, 
Excelsior Recordings, in terms of which Ek Vir Jou will be 
distributed in the Benelux countries (The Netherlands, 
Belgium and Luxembourg). 

Fans will also be more than delighted to hear that 
Chris is about to release a live DVD recording entitled 
Flight of an Extraordinary Alien and a new English album, 
Wishbones and Shooting Stars, sometime this year.

Chris 
Chameleon –
Ek Vir Jou

SN  cd/dvd reviews
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Sandile Ziqubu –  
Past Pains & Future Hopes 

Born Nkosinathi Maphumulo, Black 
Coffee has dropped yet another hot 
album titled Have Another One.This 
album is filled with endless smashing 
remixes that have something beautifully 
musical about them. He also has a 
unique skill in the mixing and arranging 
of the songs. This album features songs 
from some of South Africas renowned 
artists like Busi Mhlongo with Izizwe, 
Victor Ntoni with Wathula Nje, and 
other songs like L'vovo's Kwenzenjani.  

Black Coffee has also played alongside 
the cream of local and international DJs, amongst others Christos, 
Oskido, Little Louis Vega, Vinny Da Vinci, Charles Webster, DJ Spinna, 
Osun Lade, Quentin Harris, and Fresh.

Black Coffee –   
Have Another One

The Jaziel Brothers may be a 
new name to you, but they 
should not be! Born in the 
Eastern Cape, growing up in 
Klerksdorp and now living in 
Jozi is a brief chronology of 
the Jaziel Brothers.

The singing duo is made 
up of Luthando and Ntobeko 
Ngcizela and if you think you 
have heard their sound before, 
that is because they have 
been making waves in Mzansi’s 

music industry long before you knew who they were.
Ntobeko and Luthando are the brains behind Lesego’s 

award-winning album, My Music. They produced, and 
wrote and featured prominently in a few tracks, most 
notably the hit song, Africa (Viva Tau).  Their influence can 
also be heard in his gospel tune Ke Tshepile Wena, Jub 
Jub’s Ndikhokhele, and Kelly Khumalo’s hit single Ilobolo.

Their debut album, The Beginning, is the brothers’ official 
entry on the local music scene and they do it with a lot of 
soul and heartfelt lyrical content. The siblings define their 
music as urban pop, though they would prefer to call it 
“South Africa on another level”. Their style is an eclectic 
mix of a bit Afropop, soul, gospel and kwaito. The album is 
inspired by things that happen around them all the time. 

Jaziel Brothers – 
The Beginning

Her songs feature some of the finest contemporary 
African flavours ever to come out of this country.

Her latest album, Yithi Paha, is firm confirmation of 
Phinda’s place as one of South Africa’s leading women 
of song. The album follows on the heels of her award-
winning release, Mbheka Phesheya — real recognition 
for a truly outstanding diva.

Moreover, the quality from her previous release has 
improved considerably. It is full of depth and cultural 
consciousness, but indeed with a far more light-hearted 
side as well. Songs to laugh, dance and cry to, modern 
interpretations and afro-pop elements are ever 
present, creating a modern fusion of the old and the 
new. It is accessible music for any ear, warming even 
the hardest of hearts, but distinctly and proudly African 
all the way.

It is only a matter of time before all her critical 
acclaim churns out record sales, huge festival gigs 
and she becomes a household name along with the 
other monster women of song that this country has 
produced over the years. Listen to the album, better 
yet, see her on stage – she is living proof of sheer class 
and quality.
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SAMRO Notes is for you, the members. We invite you to contribute short articles, news, announcements etc, on your projects. If photographs 
are submitted, they would need to be of a high quality in order for us to use them, and should be accompanied by a caption identifying every 
individual in the photo (or group name if more than 5). The name of the photographer should also be provided for proper photo crediting. 
Digital or scanned photos should be e-mailed in jpeg format. Original, hard-copy photos can be sent by mail.  
The editor reserves the right to accept or decline, for publication, any submitted material.
 
Stories and photos may be sent to: 
SAMRO Notes, P.O.Box 31609, Braamfontein, 2017,  
or they may be e-mailed to editor@samro.org.za 

Write to us...

Now for the first time in his illustrious music career, 
Jabu has recorded a live CD and DVD simultaneously, 
and that is bound to be one the most successful in the 
history of gospel music in South Africa. Entitled Jabu 
Hlongwane presents The Crosspower Experience, the new 
album and DVD feature some of the most promising 
young talent in the gospel music genre in South Africa, 
namely,  Patrick Duncan, Bongi Hlongwane, Pricilla 
Moeketsi, Qinisile Magwaza, William Sejake and S’bu 
Buthelezi. It was recorded live before a packed and 
appreciative crowd at the Imbizo Centre in Empangeni 
in KwaZulu-Natal recently.

To date, all his collaboration albums with other 
prominent South African gospel counterparts have also attained gold and 
platinum status. The Jabu and Vuyo (Iculo Elisha) album in 2002 has so far sold more 
than 80 000 units and Send Your Fire, a collaboration with Sipho Makhabane in 
2006, is on the verge of achieving platinum status.

Sampling a few tracks like Ungumhlobo wami u Jesu, reminds all and sundry 
about his relationship with God. Siphe Ukuthula appeals for peace and 
harmony, whereas He keeps on blessing me glorifies His name.

Jabu is also co-founder of the legendary Joyous Celebration. That he is regarded 
as a master collaborator is no fluke; Jabu's track record speaks volumes.

Jabu Hlongwane – 
The Crosspower Experience

Coming up in the next issue...
The long awaited album from Zamajobe, Indoni Yamanzi...

McCoy is a well-known figure on the South 
African jazz scene. His latest album, The 
Brasskap Sessions Vol 1, is, as the title suggests, 
an exuberant celebration of the brass 
that rounds up many of its most talented 
exponents, including Prince Lengoasa and 
Barney Rachabane, as well as some young  
up-and-coming talent. Consisting mostly of 
original compositions, there are plenty of 
up-tempo grooves. 

When McCoy is not recording, producing, 
writing music for TV documentaries or 
programmes, he heads his own very popular 
band McCoy and Friends. McCoy also features on 
horns as part of the supergroup, The Sheer All 
Stars, together with Paul Hanmer, the late Sipho 
Gumede, Errol Dyers and Frank Paco.

 McCoy Mrubata –  
 The Brasskap Sessions Vol.1

SN cd/dvd reviews   


