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* Delivery application
* Tapalag Contactless Technology

* Cash back (Customer Retention Management)

This deal is only for active RMI members

Supported by NEDBANK

All queries can be directed to:

Wayne Becker | Corporate Account Manager |
| Enterprise Electronic Commerce |

O: 0726000 811 | O: +27 86 668 7110]



The advantages of RMI4Sure

Innovative Insurance Solutions
086 000 2500

The RMI4Sure facility utilizes the collective buying power of RMI members, as well as an innovative self-insurance
structure, to provide an optimal and cost effective form of risk financing.

While each client is evaluated on the own risk profile and priced according, the facility incorporates certain minimum
levels of cover, which are mandatory when taking certain sections. The RMI took the decision to standardise these
limits, as it was found, through broad based research, that there were no standards to the cover adopted and in many
cases, clients selected inappropriate limits.

The RMI4Sure is a quality driven facility, providing a competitive, market-leading alternative to traditional insurance
policies. This is supported by professional advice, efficient systems and ongoing development to ensure that the RMI
members get exceptional value for money when purchasing their business insurance through this facility.

The goal of the RMI4Sure facility is to build up a surplus in the fund portion and have this revert to members (whose
loss ratios have remained below 60% over a three year period) in some form of a benefit.

RMI4Sure is professionally managed by Cre8 Facilities Management to ensure that it remains at the forefront of all
trends within the Retail Motor Industry and continuously delivers insurance solutions to the stakeholders within this
market.

For more information call Jeffrey Mopeloa on (011) 669-3148 / 3456/ 3512 or fax (011) 669-2057. He can also be
contacted via e-mail jeffrey.mopeloa@cre8sa.co.za.

BROAD BASED BLACK ECONOMIC EMPOWERMENT

(“black “as defined in the act means - African, coloured & Indian)

e BB-BEE Consultation
o BB-BEE Certification

The aim of our service offering is to your business to adapt its transformation efforts £o achieve maximum benefit to —
its bottom-line without compromising objectives, staff and your company needs. J

This service will guide you to the best options around BEE for the business that will allow for a sustainable business e
going forward.

Through the insights and understanding of BEE developments, we will be able to clarify whether you would require

BEE Consulting, assistance and or BEE Compliance Verification.

Contact BEE Dynamix for your BBBEE assistance and enquiries;

Johan Coetzee, 082 788 9595, johan@beedynamix.com
Wikus Schutte, 083 258 4167, wikus@beedynamix.com LQQ
Riaan Kasselman, 082 954 5035, kassie@beedynamix.com
Hansie de Waal, 082 770 6854, hansied@beedynamix.com = o

Office ‘
Tel: 012 345 5681,
PC Fax: 086 568 3995,

E-mail: admin@beedynamix.com



The session was an interactive one that allowed for various debates and arguments. This introductory workshop is the =
start of an annual event whereat policies and procedures can be reviewed and streamlined.

It was confirmed that the RMI must continue to administer a mediation style approach to Dispute Resolution until
further notice from the National Consumer Commission. What this means is that the RMI will facilitate a negotiated
outcome to disputes that is satisfactory to both parties. This method of dispute resolution has through the years
proved to be the preferred option, as both parties benefit one way or the other. RMI’s success ratio for mediations
continues to be in excess of 90%. Should the dispute be adjudicated by a higher authority then a ruling is made
which very often leaves one party unsatisfied.

i a0 a0 00 The RMI now awaits the guidelines from the National Consumer Commission WRT dispute resolution at associational
level, Once these guidelines are released we will review the existing process accordingly.

We urge members to utilise the dispute resolution process offered and refer those unsatisfied clients to your Regional
RMI office.

Remember that an unsatisfied client is very often driven by emotion which can spell bad PRO for your business.

Vishal Premiall (Consumer Affairs Manager)
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