








E X E C U T I V E  T E A M

Industry Exposure
º  Data Cleansing
º  Debt Collection
º  Finance Strategies 
 & Policies
º  Management 
 Reporting
º  Revenue 
 Enhancement 

H A N N E S  
D E D N A M
A s s o c i a t e  P a r t n e r  

Industry Exposure
º  Manufacturing
º  Petroleum and 
 Chemical Industry
º  Gas Industry
º  Utilities
º  Municipalities 

AU N TO N Y  
M U K H WA N A Z I
M a n a g i n g  D i r e c t o r  
f o r  N t i y i s o  
I n d u s t r i a l i s a t i o n  
C o n s u l t i n g

Industry Exposure
º  Utilities
º  FMCG
º  Public sector
º  Banking
º  Gas Industry
º  Utilities
º  Municipalities 

S T H E P H E N  
M A B U N DA
A c t i n g  M a n a g i n g  
D i r e c t o r  f o r  N t i y i s o  
B u s i n e s s  
Tr a n s f o r m a t i o n  

Industry Exposure
º  Management 
 Consulting
º  National 
 Government
º  Provincial 
 Government
º  Non-Government 
 Organisation
º  Local Government
º  Legal Services

TO N DY  
N K U N A
A c t i n g  M a n a g i n g  
D i r e c t o r  f o r  N t i y i s o  
Re v e n u e  C o n s u l t i n g



N T I Y I S O  S U B S I D I A R I E S
V A L U E  P R O P O S I T I O N

N T I Y I S O  B U S I N E S S

T R A N S F O R M A T I O N

C O N S U L T I N G

N T I Y I S O  R E V E N U E  

C O N S U L T I N G

N T I Y I S O

I N D U S T R I A L I S AT I O N  

C O N S U L T I N G

Through Revenue Consulting, we improve 
cash positions of large and medium sized 
municipalities. Here we optimize all or 
some components of the revenue value 
chain.

Through Business Transformation Consult-
ing, we turnaround or improve the revenue, 
profitability or social mandate performance 
of large and medium organizations. We 
achieve this by aligning the organizational 
ecosystem viz. strategy, leadership, people, 
architecture, routines and culture.

Through Industrialization and Catalytic 
Project Consulting, we unlock economic 
opportunities on behalf of communities and 
regions. We achieve this through 
end-to-end project conceptualization and 
development. We also develop strategic 
economic development plans and 
infrastructure master plans.



I N S T I T U T I O N ’ S  P U R P O S E ,  V I S I O N  &  M I S S I O N  

O R G A N I S A T I O N A L  
I M P R O V E M E N T  P H I L O S O P H Y

Through Business Transformation Consulting, we turn around or improve the revenue, profitabil ity or social mandate performance of 
large and medium organisations. We are organisational experts. We believe that in order for institutions to sustain superior 

organisational performance over a long term, they need to continuously align several organisational elements. 

S T R U C T U R E

S TA F F

S K I L L S

S T R AT E G Y S YS T E M

S T Y L E

S H A R E D
VA LU E S

• How do we create and capture value? 
How do we compete?

• What is our business model canvas?
• How do we manage organisational 

performance management?
• How is risk management conducted?

• What are our critical activities? 
• Do we have e�ective and e�cient business 

processes?
• What is the level of automation?
• Do we have quality assurance? How is 

monitoring & evaluation done?

• What are our critical and strongest skills?
• Do we have any ability & Skills gap?
• How do we monitor skills?

• How is the organisation led? What is the 
leadership and management style?

• How are we structured to deliver on the strategy? Company division 
& hierarchy? How are decision made? How is control exercised?

• How are activities coordinated? What are our communication lines?
• How are teams organised & aligned?

• How do we recruit and manage talent? How do we manage specialisation within team? 
• How do we motivate sta�? How do we manage performance?
• Are we fully sta�ed or do we have vacancies?
• How do we ensure team functioning?
• How do we promote employee competition?
• Are there gaps in required combined competencies?
• What is our combined experience?

• What are our shared norms and values?
• What are underlying beliefs and 

assumptions?
• How do we interact?
• What is our unique social and psychological 

environment?



• Board Function Design
• Strategy Development
• Organisational Policies
• Performance Management
• Risk Management
• Business Model Design
• Operating Model Design

• Organisational Redesign
• Business Process 

Re-engineering 
• Information technology 

(system specifications) 

• Capital Productivity
• Business/ Investment 

case development
• Due Diligence 

• Financial Modeling
• Cost Management (value 

for money)

O U R  C A P A B I L I T I E S
We possess a number of distinct capabil it ies, tools and methodology to deliver results in the various organisational improvement 

areas i .e. operational, financial and management support

O P E R AT I O N A L  M A N AG E M E N T

G OV E R N A N C E

&  S T R AT E G Y
O P E R AT I O N S O P E R AT I O N A L C A P I TA L

F I N A N C I A L  M A N AG E M E N T

• Business Intelligence (analytics)
• Market Intelligence (research)
• Knowledge Management
• Master data management
• Programme management o�ce
• Change management

• Personal e�ectiveness training
• Audit readiness training
• Management secondment

     M A N AG E M E N T  S U P P O R T

M A N AG E M E N T  I N F O R M AT I O N  &  S U P P O R T H U M A N  C A P I TA L  D E V E LO P M E N T



O U R  S E R V I C E  O F F E R I N G

BUSINESS TURNAROUND/ 
TRANSFORMATION

We achieve organisat ional  turnaround by 
implement ing severa l  of  our  capabi l i t ies

ORGANISATIONAL 
DEVELOPMENT

We unlock barr iers in  organisat ional  
per formance through targeted capabi l i t ies

Our capabil it ies are combined into four service o�erings that can be customised depending on the business requirements and 
needs of the organisations.

MARKET INSIGHTS & 
BUSINESS INTELLIGENCE

Management decis ion making supported by 
data analy t ics and basic research

HUMAN CAPITAL 
DEVELOPMENT 

Improve management capaci ty  bui ld ing by 
provid ing t ra in ing targeted at  development



O U R  C O M P E T I T I V E  
A D V A N T A G E

• First principle problem 
solving and not a cookie 
cutting approach.

• Take time to hear you and 
jointly define 
organisational problem to 
be solved.

• We are evidence based 
and believe in structuring 
solutions with quick wins 
by building key 
deliverables/ minor 
outcomes as milestones 
through out the various 
stages of project delivery.

• We are very workshop 
heavy and less about the 
slides when developing 
solutions.

• We continuously seek 
consensus for the 
proposed solutions and 
spend significant time with 
management to foster 
buy-in.

• We are target driven and 
regularly monitor and 
evaluate performance of 
the projects (achievement 
of milestones and targets).

• We bring about solutions 
through piloting prototypes 
and in sprints.

• We draw on our 
experience and 
technology to experiment 
through incremental 
innovations.

• We are not afraid to scrap 
solutions that are not 
working. 

• We are respectful and 
culturally aware of our 
operating environment.

• We are approachable and 
have a demeanor that is 
resonant with the African 
culture.

• We immerse ourselves in 
our clients’ organisations 
across the levels to 
develop mutually 
beneficial working 
relationships.  

TA I LO R  M A D E  
S O LU T I O N S

C O L L A B O R AT I V E  
A P P R OAC H

We have four ways in which we are di�erent in our ways of working. This is what you can expect and experience when you work with 
us to deliver projects, deliverables and outcomes.

AG I L E  A N D  F L E X I B L E C U LT U R A L  A F F I N I T Y



CLIENT AND PROJECT

Road Accident  Fund (RAF)

PROBLEM

• Assisted the RAF with reducing the 
number of backlog claims 
(unprocessed claims), improving 
process e�ciencies, re organising 
the organisation to be customer 
focused with the net impact on 
savings from legal fees.

• Ntiyiso achieved the above through 
rationalising the turnaround plan, 
improving the strategic objectives 
and goals, and implementing a 
programme o�ce to drive the 
implementation of the new operating 
model (people, process, technology).

 

NTIYISO SOLUTION 

• Delivery of the new operating model 
(105 hospital-based o�ces, 5 regional 
o�ces and an improved claim 
process).

• Restructured organisational model 
which is customer focused. 

• Implementing a performance 
management system.

BUSINESS 
TRANSFORMATION/
TURNAROUND

BUSINESS 
TRANSFORMATION/
TURNAROUND

BUSINESS 
TRANSFORMATION/
TURNAROUND

BUSINESS 
TRANSFORMATION/
TURNAROUND

CLIENT AND PROJECT

Ekurhuleni  Development Company 
(EDC) 

PROBLEM

• Assisted the EDC to obtain 
accreditation from the SHRA which 
qualified the organisation to manage 
social housing stock and be able to 
access grant funding to develop the 
stock.

• Ntiyiso Consulting developed and 
implemented a turnaround strategy 
that included putting the following 
organisational elements in place: -

• Long term business plan/ strategy 
(with clear objectives and SMART 
goals).

• Financial Management strategy.
• Operational (tenant, maintenance, 

and construction) support (Financial 
management, HR) policies and 
procedure.

• Building Conditions audit to anticipate 
large maintenance expenditure 
requirements.

• Tenant audit to ensure the right 
beneficiaries are occupying units as 
per regulatory requirement. 

NTIYISO SOLUTION 

• Long term business plan and strategy.
• Financial management strategy.
• Operational and support policies and 

procedure.
• Building conditions audit.
• Tenant audits.

CLIENT AND PROJECT

Appl icat ion for  accredi tat ion as a 
Socia l  Housing Inst i tu t ion -  Thusong 
-  Osizweni  Property  Holdings

PROBLEM

• Accreditation of the organisation by 
SHRA to develop and manage rental 
stock to cater for the social housing 
market.

CLIENT AND PROJECT

City of  Tshwane
Revenue Management Turnaround 
(Current )

PROBLEM

• City of Tshwane has a debt book 
amounting to over 6 billion rand. Most 
of the money owed has to do with 
failed metering, billing, payment, 
credit control and debt collection 
processes. The City has retained the 
services of Ntiyiso Consulting to help 
with the resolution of the problems in 
the processes as well as bring the 
debt down.

NTIYISO SOLUTION 

• Ntiyiso Consulting has done an 
analysis of the debt book to 
determine customers who owe the 
highest amount by account type (e.g. 
business, residential etc.) to positively 
direct the collection e�ort. Ntiyiso 
Consulting has also brought in an 
information bureau to profile the 
customers who owe to inform the 
collection process. In addition to the 
above, Ntiyiso Consulting is also 
doing process reengineering to 
prevent mistakes in the revenue 
value chain from re-occurring. 

• Finally, we have implemented an 
analytics tool to help with the tracking 
of performance of the processes and 
reduce data problems.

• We have thus far made great success 
in both process improvement and 
revenue collection.

C A S E  S T U D I E S :

NTIYISO SOLUTION 

Ntiyiso has completed a project whereby it 
supported Thusong by developing 
material required for the SHRA’s 
accreditation process. The project also 
included training Thusong on all aspects of 
managing a social housing institute. The 
document produced for Thusong is in the 
areas of: 

1. Governance – developing board 
charters, subcommittee charters, 
business plans, financial models etc.

2. Policies and procedure such as tenant, 
property, development policy and 
procedures etc.

3. Organisation design and job 
descriptions.



CLIENT AND PROJECT

Organisat ional  Design – Ci ty  of  
Tshwane’s Housing Company 
Tshwane (HCT)

PROBLEM

• HCT had an informal organisational 
structure with unclear reporting line. 
The company lacked formal business 
process; and furthermore, the 
organisation had no job profile for 
most positions.

NTIYISO SOLUTION 

Ntiyiso Consulting has successfully 
completed an organisational design (OD) 
study for the City of Tshwane’s Housing 
Company Tshwane (HCT). The exercise 
also included a turnaround strategy for 
the company to e�ectively deliver the 
social housing services to the citizens of 
Tshwane. The project also included the 
development of Job profiles, business 
processes and balanced scorecards for 
senior management.

CLIENT AND PROJECT

Business Process Reengineer ing – 
The Hope Factory ( “THF” )  –
A SAICA Company

PROBLEM

• THF is a business incubation company 
that manages supplier and enterprise 
development funds on behalf of 
private companies.

• THF had experienced significant 
growth which was beginning to put 
pressure on the delivery of the 
business due to undocumented and 
unclear end to end business 
processes.

NTIYISO SOLUTION 

• Ntiyiso Consulting conducted 
interviews with key personnel to 
understand customer expectation and 
information flows; and observed work 
execution to map the ‘as-is’ 
processes.

• Ine�ciencies and bottlenecks were 
identified. Furthermore, process 
design principles were established.

• Business Process Training manual 
were developed, and key sta� trained 
on them.

• The project had to be shelved due to 
unavailability of funds.

CLIENT AND PROJECT

Support  of  the accredi tat ion process 
( “Business Analys is” )  -  Socia l  Housing 
Regulatory Author i ty  (SHRA)

PROBLEM

SHRA did not have adequate capacity to 
assess applications for accreditation of the 
SHIs.

NTIYISO SOLUTION 

Ntiyiso Consulting assisted SHRA with a 
business analysis project. The project 
entailed Ntiyiso consulting following 
competencies to support SHRA with 
assessment of reporting tool and compliance 
condition submissions from SHI’s:

1. Governance and legal compliance.
2. Business analyst and Organisation 

development.
3. Financial modelling, analysis and 

management.
4. Tenant and property management, 

property management includes key areas 
such as vacancy, rent and maintenance 
management.

5. Property development.

CLIENT AND PROJECT

Conduct  a Tenant  Income Audi ts  and 
Tenant  Sat is fact ion Surveys for  four teen 
( 14 )  Socia l  Housing Projects – SHRA

PROBLEM

• Conduct a tenant management audit (sample= 
100%) that will assist SHRA to ascertain that 
the intended target market (income must be 
between R1 500 and R7 500) is housed in the 
identified social housing stock and that the 
rental bands are maintained and there is 
compliance with the income criteria of the SH 
Act and regulations. 

• Conduct a tenant satisfaction survey 
(sample=100%) that will allow SHRA to gauge 
the level of tenant satisfaction in respect to 
the living conditions and that the objectives 
of the social housing programme as 
envisaged in the SH act are achieved.

NTIYISO SOLUTION 

• Identified qualifying and non-qualifying 
tenants.

• Devised a regularisation strategy for 
non-qualifying tenants.

• Determined income mix in the social housing 
projects.

• Ntiyiso Consulting determined the extent of 
social housing tenant satisfaction for the 14 
projects and provided areas of improvement. 
The recommendation was provided in 
respect of the following aspects:

o Physical condition and quality of your unit.
o Maintenance System.
o Complaints system.
o Management liaison with tenants.
o Prevention and response to antisocial 

behaviour.
o Security.
o Pleasant environment in the complex.
o Sound and sustainable organisation.

C A S E  S T U D I E S :
ORGANISATIONAL 
DEVELOPMENT

ORGANISATIONAL 
DEVELOPMENT

MARKET INSIGHTS & 
BUSINESS INTELLIGENCE

MARKET INSIGHTS & 
BUSINESS INTELLIGENCE



CLIENT AND PROJECT

City of  Ekurhuleni :  Master  Data – 
Single v iew of  the customer

PROBLEM

• The project entailed creating a 
central repository for master data, 
and thus creating single view of a 
customer from the Metro’s disparate 
legacy systems. 

• The project also entailed creating 
and implementing data governance 
rules, as well as cleaning up the data 
using technical tools.

 

NTIYISO SOLUTION 

• We proposed the adoption of a new 
data governance framework. 

• In terms of technical architecture 
solution, we analysed each database 
in terms of (customer record) 
structure and technical 
characteristics. We consolidated all 
the data into staging database from 
which the data would be 
reconstructed into an Oracle MDM 
database.

• The rest of the system would then 
refer the customer data from here. 

MARKET INSIGHTS & 
BUSINESS INTELLIGENCE

MARKET INSIGHTS & 
BUSINESS INTELLIGENCE

HUMAN CAPITAL 
DEVELOPMENT

HUMAN CAPITAL 
DEVELOPMENT

CLIENT AND PROJECT

Revenue management and pr ic ing:  
Cost-Based Tar i�  waste management -  
Ci ty  of  Ekurhuleni

PROBLEM

• The project was aimed at measuring the 
actual cost of rendering the waste 
management service with the view to use 
the cost to determine a cost-based tari� to 
be implemented by the municipality.

• The scope of the project also included 
comparing the cost of rendering the 
service between the municipality and the 
private contractors rendering the same 
service on behalf of the Metro in selected 
areas.

• Finally, the study also analysed areas of 
ine�ciencies and make recommendations 
of on the improvement of the operations.

NTIYISO SOLUTION 

• As part of a solution, Ntiyiso Consulting 
developed a computerised model which, 
based in key inputs and processing rules, 
calculated the costs and the tari� as well as 
provide a reporting platform.

• In developing such model, we analysed the 
service itself in terms of the processes (i.e. 
collection of waste, compacting, land-filling 
etc). This was done for various service 
types, e.g. residential, bulk containers, 
small business etc).

• We also performed an analysis of the 
organisational structure, responsibilities (to 
determine who in the organisation is part of 
the waste management service), budget 
votes, cost allocation and salary scales 
amongst other things.

• From the above analysis we were able to 
formulate a costing structure. 

CLIENT AND PROJECT

Actuar ia l  Society

PROBLEM

• Actuarial Society has an annual intake 
of students studying towards the 
actuarial qualification. Their 
requirement was to provide the new 
students with technology skills to get 
them ready for the workplace.

NTIYISO SOLUTION 

• Ntiyiso Consulting designed training 
material to address the following 
workplace technology requirements:

o Principles and application (case 
studies) of MS Excel. 

o Principles and application (case 
studies) of MS Word.

o Principles and application (case 
studies) of MS Access.

• Overview of ERP and core operations 
applications.

• Delivery of the course content to 
students in Cape Town and 
Johannesburg.

CLIENT AND PROJECT

The Hope Factory

PROBLEM

• As part of business process 
reengineering project the 
requirement was to train key 
personnel on business process 
design and management.

NTIYISO SOLUTION 

• Develop training toolkit.
• Deliver BPR training to key personnel 

at the head o�ce in Johannesburg. 

C A S E  S T U D I E S :



Implemented new 
automated processes for 

a major British bank’s 
African retail retail 
operation. (current, 

savings and overdraft 
accounts

Revenue Management - 
Recovery of revenue and 

improvement of 
processes

Revenue enhancement: 
Master data Management. 
Creation of a single view 
of customer. Establish a 
Real Estate Department. 

Map costs associated with 
collection & disposal of 

waste

Re-organisation of an IT 
function of South African 

Airways (SAA). Cost 
reduction initiatives for 

SAA

Conducted an 
organisational review and 
design work for Housing 

Company Tshwane

Developed the Provincial 
(BPS) Sector Review and 
Value Proposition study 

for the Eastern Cape 
Development Corporation 

(ECDC)

Assess of capital 
e�ectiveness. (Structures, 
systems, processes and 

capabilities)

Developed and 
maintained factory 

performance system for 
Unilever SA (Boksburg 

factory)

Conducted tenant audits 
and tenant satisfaction 

surveys for Social 
Regulatory Authority 

(SHRA)

Providing Specialised IT 
resources for SBV 

projectsStrategy Development, 
Revenue Management 

and Customer Education

Revenue Management 
and Debt Collection

Ship-to-shore crane 
optimisation. Reduced 

congestion at the Durban 
container terminal

New Banking platform. 
Implementation of the 

National Credit Act for all 
personal lending products

Successfully reviewed 
disparate call centres that 

the KZN Department of 
Transport had for various 

services

Transformation of the 
SABC’s sale organisation. 

(strategies, structure, 
systems & processes, 

sta�, culture)

Successfully conducted a 
turnaround strategy for 

Ekurhuleni Development 
Company (EDC)

Revenue enhancement: 
Analysis income and 

expenditure pattern and 
billing. Developed tari� 

model

Revenue enhancement: 
Successfully conducted 

feasibility study on landfill 
gas reclamation C

Strategy: facilitated and 
developed and 

organisational strategy for 
Midvaal Water

Successfully developed a 
BPS- based investment 
promotion strategy and 

implementation plan

SMS tracking 
application

Successfully developed 
key business performance 
metrics and implemented 

business intelligence 
reporting across the 
business functions

Successfully conducted a 
turnaround strategy for 

Ekurhuleni Development 
Company (EDC)

P R E V I O U S  A N D  
C U R R E N T  P R O J E C T S



Strategic support;
Operational support;
Revenue protection;

Enhance revenue base;
Special revenue projects

Industrial project 
  development;

Economic developmetnt

Credit control work force 
   management

Data cleansing Debt collection

 Meter Management (water 
and electricity); Credit Control 

Management

Billing Support; 
Customer Education 

Revenue Value Chain 
Support;

Data Cleansing 

Debt Collection; 
Revenue Enhancement;

VAT Recovery;
Water and energy loss

Debt Collection; 
Revenue Enhancement 

Financial Recovery Plan 
Creation; Organisational 
Diagnostics; Longterm 

Financial Planning Model

Tenant Income Audits; 
Tenant Satisfaction Surveys

Revenue Management 
and Enhancement

Operational Support

Revenue Value Chain 
Support; 

Debt Collection

Meter Reading and 
maintenance

Revenue Enhancement 
Strategy;

Debt Collection;
 Elimination of Leakages;

Revenue Coverage

P R E M I E R  I N N O V A T O R S  I N  
M A N A G E M E N T  C O N S U L T I N G

T R U T H | T R U S T | R E S U L T S

Data cleansing



C O N S U L T I N G

 

G A U T E N G
   + 2 7  1 2  9 4 0  5 4 3 5      + 2 7  1 2  9 4 0  5 4 3 6
    B u i l d i n g  3 ,  S t a n f o r d  O � c e  P a r k ,   
       1 2  B a u h i n i a  S t r e e t ,  H i g h v e l d  Te c h n o p a r k ,  C e n t u r i o n

 

   
    w w w . n t i y i s o c o n s u l t i n g . c o . z a
    i n f o @ n t i y i s o c o n s u l t i n g . c o . z a

C o n t a c t


