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Are YOU coming?  
Lewis Carroll in his well-known novel Alice in Wonderland explores the 

beauty of change and growth in a way that only a creative genius can. 

Woven throughout the tale are themes of challenging the rules and 

norms that society has imposed on Alice, seeking out ways of reasoning 

that are very different from what she is used to and in the process she 

learns, discovers her strength and how to deal with adulthood and all its 

complexity. The Contact Centre Industry has also reached adulthood, 

and similarly to Alice, the CCMG is dedicated to challenging the status 

quo and constantly striving to find new and better ways to deal with our 

customers, deliver service and create environments that are challenging 

and rewarding. This is the topic of our “Down the Rabbit Hole” 

Conference - are you coming? 

Why you                should attend: 
• Learn from the experts: whether you are interested in 

the customer`s journey in the Contact Centre, outsourcing 

strategies, technical solutions, KPI`s  or people management, 

you will hear about the latest best practices in the industry. 

• Collaborate: engage in strategic conversations with 

industry leaders to understand new consumer technologies 

and evolving needs. Share ideas and experience 

• Find new solutions: develop a roadmap to transform 

your Contact Centre`s performance from “OK” to “great”. 

• Grow your contact network: Keep building your 

contact list with great networking opportunities. Meet the 

movers and shakers of the industry. 

  Follow the conference countdown on the CCMG Facebook page 

Follow us: 

In today's cut-throat business environment 

continual striving just keeps you on the same 

level as the competition.  

If you want to get ahead of 

them, it takes a 

tremendous effort and you 

must run “twice as fast”.  

This will make your organization quick 

to adapt to new consumer trends and 

changing environments.  

But how do you run that fast?  

How do you deal with the constant change?   

And most important of all, which way do you run? 

Our “Down the Rabbit 

Hole” conference will show 

you how to run  “twice as 

fast”  in the right direction 

to enhance your business` 

key differentiator:  

the customer experience.   

Come with an open mind, an ear ready 

to listen, the curiosity of Alice and allow yourself to be 

creatively mad ...just for the two days of the conference. 
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  For more information: events@ccmg.org.za or www.ccmg.org.za/DTRHconf #DTRHConf 

Chapter 1 - Spotting the opportunity 

Follow us: 

As we experience Contact Centres becoming increasingly more important within the 

business and are evolving from simple assistance into multifunctional, multimedia 

relationship hubs, with agents growing into frontline superheroes, we have to realize that 

the ability to “look into the future” and predict underlying demands and upcoming trends 

is going to be a  make-or-break requirement for all managers.  

If you have read the famous novel “Alice in Wonderland”, you have probably noticed that it 

has a lot of teachings: it is a tale of courage, curiosity, personal growth, accepting what 

seems impossible and adapting to changing environments. Alice navigates through a  

chaotic land where nothing is what it seems and all her perceptions on the basic elements of 

life, like time, language or even gravity are tested. She is pushed to her limits as she has to 

accept that what she previously considered normal has lost its meaning. This story of  

exploration inspired us to put together a professional conference that is unique in its  

concept and content alike, un-conventional in every way.  

The Industry has come a very long way and we seem to have reached a point where only the 

top experts can predict what lies ahead.  

 

The CCMG “Down the Rabbit Hole” Conference is the only Contact Centre 

Industry event in South Africa that will bringing you these top experts! 

Our fantasy themed but very realistic conference aims to help Contact Centre managers 

take a peek into the future of the Industry. For this, we are aided by the White Rabbits, a 

group of experts and visionaries, who see much further than just one step ahead. They will 

take us down the Rabbit Hole the future and help us explore the unknown and mysterious 

challenges that the industry will face.  

PLATINUM SPONSOR: 
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Follow us: 

Chapter 2– curiouser and curiouser 

WHAT LAST YEAR`S CCMG 

CONFERENCE ATTENDEES THINK: 

“I enjoyed the conference immensely 

and had a lot of things to think about, 

plan and execute in my department. 

So glad I did not miss it!” 

 

Nosipho Dube 

 

WHAT LAST YEAR`S CCMG 

CONFERENCE ATTENDEES THINK: 

“Y B Normal was a wealth of practical 

knowledge, a handful of inspiration 

and an awesome networking 

opportunity!” 

 

Ambrosia Mathipa 

 

WHO SHOULD ATTEND? 

• Contact Centre Directors, who require information for 

strategic planning 

• Contact Centre Managers, looking for solutions to 

streamline operations and increase performance 

• Procurement Specialists, hunting for ideas to equip their 

Contact Centres with the latest technology and business 

solutions 

• Service Quality Managers, responsible for delivering 

exceptional customer experience 

• Human Resources Managers, wanting to recruit, retain and 

nurture the best talents 

• Finance and Analyst Gurus, who are interested in improving 

financials from enhanced Contact Centre operations 

• Marketing specialists, who aspire to utilize client feedback 

and data for promotions and product improvement 

  For more information: events@ccmg.org.za or www.ccmg.org.za/DTRHconf #DTRHConf 

TOPIC LINE-UP 

 

The journey of the Customer - how to do business in a time where 

the customer`s personal experience with the brand has become 

more important than the actual product and price? Digital age vs. 

human interaction - what is the right balance? 
 

Data & Analytics - drive business and support important 

decisions with measurement techniques and latest technology. 

Anticipate new consumer trends and optimize current client 

interactions. New ways to analyze agent interaction data and 

how to turn it into action. 
 

Innovation and Service Delivery - leverage your Contact Centre 

and transform customer engagement by incorporating the latest 

omni-channel technologies. How is digital intelligence increasing 

efficiency? Understanding natural voice technology. Security. 
 

People management - the latest science of multi-skilled agent 

training and evaluation. “Happy people sell” - the art of 

motivation. Development of  supervisors into influential Contact 

Centre leaders.  
 

Strategy - utilize the wealth of knowledge from your Contact 

Centre within your organization.  See your agents as brand 

ambassadors. Building client centric company culture. 

Resource planning - when and how to expand? 

The CCMG is working hard to source only the 

very best experts for the “Down the Rabbit Hole” 

Conference in the following exciting topics: 

Do you have a  

success story  

to tell? 

Talk to us! 

011 438 6590 



The Contact Centre Management Group is  a body of like-

minded professionals and organisations that are committed 

to developing Contact Centre services in South Africa.  

CCMG provides a unique opportunity for its members to 

learn, share best practices, network with perspectives from 

a diverse range of organisations and people.  
 

CCMG represents over 2,500 Contact Centres,  26,700 top 

and middle managers and 6,000 agent level individuals.  
 

CCMG members include all levels of professionals, 

executives and management from organisations who have 

inbound, outbound and debt collection Contact Centres, 

outsourcers, users of tele-services, trainers, consultants, 

technology developers and suppliers, and other industry-

related service providers.  
 

Services provided by CCMG for members cater to 

individuals looking to learn and advance, organisations 

striving to improve their efficiency and businesses offering 

solutions to Contact Centres. 

“Down the rabbit hole” - a most unconventional conference      

Chapter 3 – The adventure begins 

About the CCMG 

Andy Quinan 
Direct marke�ng and contact centre 

consultant. Launched Career-

Call.co.za, a job site for the Industry 

and Accent Labs, an e-learning 

programme.   

Naseema Moorgas 
Naseema has spent over 20 years in 

the Customer Service Industry, with 

13 years in the Eskom Contact 

Centre community. Recently 

founded Inc QM Consulting.  

David Doolabh 
David has been in the Industry for 

over 18 years, in the public and 

private sector. He works for loveLife, 

one of the largest HIV and Youth 

development organisations in RSA. 

Ebrahim Dinat 
Ebrahim started at Siemens as a 

systems support engineer. He joined 

former colleagues and started 

Ocular Technologies where he is 

currently COO.  

Barbara Knight 
Barbara worked for 20 years in 

training and development at compa-

nies like Standard Bank and Dimen-

sion Data. Currently an independent  

training/management consultant. 

Pommie Lutchman 
In his 20 year career, Pommie 

helped the business development of 

several companies including 

Siemens. He is the CEO of Ocular 

Technologies and CCMG chairman.   

Mushfiq Hopkins 
Mushfiq has 17 years of experience 

across different spheres of the RSA 

Contact Centre market. He holds an 

Executive accreditation at the CCMG 

and heads Next Level of Growth.   

Dr. Wynand Goosen 
Dr Goosen comes from a 

background of public and private 

training and education. Dr. 

Goosen  is currently the CEO of the 

Infomage Rims group. 

CCMG Advisory Board Members 

Darryn Havenga 
Darryn has been in the Industry for 

20 years, starting as a tempo-

rary agent for MultiChoice. He heads 

up the Contact and Client Services 

Centre of Stellenbosch University. 

Gail Doveton 
Gail is a Marketing & Sales and HR 

specialist who started in RSA at 

Kelly, after working in the UK in 

customer service, sales. she joined 

People Solutions in 2009. 

Tanya Phillips 
Operational expert Tanya special-

izes in training, performance and 

incentives. Call Centre manager of 

the year winner. Tanya utilizes her 

vast experience at Pivotal Analytics.  

Patrick Carmody 
Patrick provides high quality 

Contact Centre headsets from 

Plantronic. He has 11 years 

experience in Contact Centre’s, 

Communications and IT . 

Don`t loose your “MUCHINESS”- keep abreast of the new technologies and trends in the Contact Centre Industry 
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ZaiLab is a Cape Town-based development house set to 

revolutionise the contact-centre space by reimagining 

conversations from ground up. ZaiLab is all about giving people 

power and freedom, from the agent to the customer. The 

company’s human-centred products provide agents the 

information, care and support they need to have meaningful, 

effective conversations with everybody they encounter. 

 
ZAICONVERSATIONS is a communication software designed to 

benefit everyone:  your customers, agents and company. 

• Customers: Provide a personalised and enriched customer 

experience through a unified view of the customer. 
• Agents: Create a stimulating and immersive work environment 

that keeps agents motivated and productive. This helps to reduce 

staff attrition rates. 
• Company: Reduce the day-to-day strenuous tasks of your 

members to help streamline your company. 
Omni-channel communication tools 
Your customers can choose the way they want to communicate with 

you. A unified view of all their communication keeps your agents informed and 

able to deliver excellent customer service. Omni-channel communication helps you 

to improve customer experiences on multiple channels. 

Omnichannel allows to communicate through voice, email, sms, webchat, 

facebook, twitter, website voice calling, website video calling and kiosk calls. 

Artificial intelligence 
Zai continuously monitors the behaviour of your customers and the performance 

of your agents. Customers are matched to the most appropriate agents. Ongoing 

assessment and workforce optimisation enhances individual and collective agent 

performance. ZaiConversations is an intuitive software to help manage your business. 

Cloud-based connections 
The cloud-based solution lowers the barriers to entry. It's cost-effective, quick to set up, and 

agents can work from anywhere. Enjoy the freedom of business in the cloud. 

 

Get to know Zailab: www.zailab.com 

 

Hi, I am part of a solution that helps to reimagine the way you 

and your customers communicate, whether that be in your 

contact centre or in your office. It only takes a few minutes from 

the time that you register to making your first call. Your 

customers can communicate across any channel. I consider the 

interactions together and apply a sophisticated algorithm to 

match customers to agents. If I make a mistake, I learn. The 

solution is delivered through the cloud and is affordable.  This 

means I am accessible to everyone. I am a smart, simple to use, 

quick to set up intelligent software that gives your Contact 

Centre the competitive edge.  

“conversations are 

made to be simple, 

smart & easily 

accessible” 

“we believe that 
conversations are 

about creating 
unforgettable 
experiences!” 

Chapter 4– Following THE RABBIT 
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CATCH NOUR @THE CONFERENCE: 

Day 2, 30 August 

8h30-9h30: Redefining conversation journeys 

SPEAKER PROFILE - PLATINUM SPONSOR 

Chapter 4– Following THE RABBIT 

Nour Addine Ayyoub is the CEO and Founder of ZaiLab. 

He leads a dynamic and innovative software 

development house that specializes in communication 

software and devices. 

He was born in Belgium but found interest in making a 

change in the South African business landscape. He 

launched his career by doing consultancy work in the 

programming industry in the early 90's. 

His passion and craft led to his involvement in the 

transformation of traditional micro-lending systems into 

what it is today. In 1998, he started Zara Financial Systems, a company that specialized in banking 

software designed to manage micro-lending in banking. Zara was a success that made micro-lending 

easier and convenient. 70% of micro-loans in South Africa from various banks were processed through 

Zara’s system. African Bank, Bayport, Old Mutual and Standard Bank were some of the banks using the 

system. 

In 2008, Zara joined a consortium to who held 50/50 shareholding joint venture with Old Mutual in a 

quest to introduce micro-lending into Old Mutual, hence, Old Mutual Finance (OMF) was born.  He 

played a prominent role as IT Director and was one of the major shareholders in Old Mutual Finance for 

more than 6 years.  

Nour Addine realized that there was a need for software that would be used to improve the contact 

centre industry. He sold his shares from OMF and started ZaiLab, a software development house in 

2014. 

He is a born charismatic leader, an entrepreneur and a visionary who loves developing people. His 

creativity and zeal inspires many who aspire to become business leaders of innovation and excellence. 

  Don`t miss Zailab CEO, Nour`s presentation at the Conference! Food for thought is guaranteed! 
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TELEOPTI, a top, global provider of workforce management software, offers 

a world-class WFM solution that is sophisticated, localized and easy to use. 

As the largest “best-of-breed” vendor, Teleopti focuses on helping contact 

centers, back offices and retail stores improve customer service, employee 

satisfaction and profitability – through optimized, automated forecasting 

and scheduling.  

As a value-driven company, Teleopti focuses on its employees, with four core 

values – speed, closeness, commitment and professionalism – guiding its 

decision-making every day. 

Founded in 1992, Swedish-established Teleopti has customers in over 80 

countries, numerous offices around the world – from Beijing to São Paolo – 

and a comprehensive global network of partners. With a record of continuous 

net profitability for over 20 years and with high customer satisfaction ratings, 

Teleopti serves as a reliable partner.  

#DTRHConf 

TOMMY PALOMÄKI has been an employee of Teleopti since February 

2012. Today, Tommy works as a WFM Consultant and Project Manager for 

Teleopti WFM all around the globe. He is also involved in internal process 

and product development. Tommy has worked with private companies, 

government agencies, insurance companies, banks and other types of 

organizations. He is experienced in the implementation of both big and 

small contact centers, as well as retail projects. Tommy has a long working 

experience within the contact center environment both in Finland and 

Sweden, working as for example Resource Planner and Customer Service 

Manager before he joined Teleopti.  

CATCH TOMMY  AND CLIVE @THE 

CONFERENCE: 

Day 1, 29 August,  Process & Tech 

Stream,  

08:30 – 09:30: Flexibility holds the key 

to efficient workforce management  

  Contact us: events@ccmg.org.za  

SPEAKER PROFILE - GOLD SPONSOR 

Chapter 4– Following THE RABBIT 

CLIVE MOODLEY currently oversees 

Workforce Management (WFM) and Vendor 

Management as the Business Operations 

Manager at Cell C Customer Care.  

With his 16 years in the contact centre 

industry, predominately within Tele-

communications and with a brief period in 

Emergency Services, he has vast experience in 

WFM. He has worked all areas of the contact 

centre business, including both in-house and 

outsourcing operations.  
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#DTRHConf   Dimension Data - “Analytics is seen by the majority of contact centres as the most likely factor to change the industry over the next five years” 

PIVOTAL ANALYTICS provides transformational analytics of customer interaction across channels which delivers 

invaluable data and information to develop impactful customer insights that lead to transformation and improvement of 

service and sales. They are a team of professionals that are passionate about customer service and sales. Their solutions 

have been developed to address the growing need for analytics and the insights it offers to clients, built on over 200 

years of combined Analytics (PHDs), Certified COPC, ITIL and PRINCE II practitioners who have all worked in the 

customer service and sales field. The company`s goal is to provide transformational analytics geared at smart customer 

insights leading to predictive sales and service within organisations. Pivotal uses a data platform based on the latest 

technologies and architecture with BI and analytical tools to match specific needs. They also provide the tools and 

services to build, run and manage new data landscapes, helping to transform from Business Intelligence reporting 

through to advanced data science based insight models. Their solutions include: 

•Customer Service Analytics: Improve Customer Experience 

•Transformational Analytics: From Data to Action 

•Transforming BIG Data to SMART Data 

•Predictive Analytics: AI modelling 

•Prescriptive Analytics: Proactive Customer Care 

CATCH TANYA @THE 

CONFERENCE: 

Day 1, 29 August 

Process & Tech Stream,  

15:00– 16:00: Understanding 

how analytics is redefining the 

contact centre industry  

 
TANYA PHILLIPS is an accomplished and enthusiastic leader within the Call Centre Industry.  

As Operations Director for some of the leading Outsource Providers in South Africa she has developed 

comprehensive experience, including multi-site management, inbound and outbound operations and in-

sourced, outsourced and co-sourced solutions. Her experience extends to project management and 

implementation of new contact centres as well as improving existing contact centre operations in both 

an operational and strategic management role, locally and abroad. In a more recent role - Vice 

President: Customer Experience and Managing Executive: Shared Services, Tanya focused extensively 

on building robust analytical frameworks that transform quality data into meaningful insights that 

motivate and drive operational and organisational change.  

Today, as COO of Pivotal Analytics, a Customer Service Analytics and Solutions Company, Tanya is 

responsible for all operations and delivery within the company.  She holds a MBA, formal qualification in 

HR Management and has certification in COPC: High Performance Management Techniques and COPC: 

Quality Playbook with honours.  

SPEAKER PROFILE - GOLD SPONSOR 

Chapter 4– Following THE RABBIT 
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Follow us: 

  For more information: events@ccmg.org.za or www.ccmg.org.za/DTRHconf #DTRHConf 

CATCH MARGIE @THE CONFERENCE: 

Day 1, 29 August, People  Stream,  

08:30 – 09:30: Pest Control Down The 

Rabbit Hole  

MARGIE MIDDLETON has been involved in the industry for 25 years and her experience spans from starting 

as a contact centre agent to being a team leader, contact centre manager, trainer, general manager and 

director of contact centre organisations. Margie is renowned for her hands-on, no nonsense approach to 

managing customer relationships and interaction that extends into her delivery of contact centre training 

and her practicality in targeting how to improve performance in contact centres.   

As a Management Consultant Margie has a very broad experience in a full spectrum of industry sectors 

including Financial Services (Banking & Insurance); Telecommunications; Retail & Wholesale, Petroleum; 

Health Sector, Medical Financing and Emergency Services; Security Services; Local, Provincial and National 

Government Services; Human Capital Industry and Education Sector.  Harnessing her insights from across 

this spectrum of industries enables her to bring creative and pragmatic solutions to her clients.  

As a Trainer and Educator Margie has used her exposure to such a diverse range of industries to develop 

training material that is aligned to the NQF but is targeted at using real life experience and examples to 

make customer management concepts alive and interesting to learners. Her expertise helps to make 

operational realities of complex customer management strategies accessible to learners at all levels, from 

entry level to senior management.  This has resulted in her training methods and material being the material 

of choice amongst many colleagues and associates in the contact centre training space and in her being 

commissioned to integrate her material with that of key clients to create bespoke training material. 

As a Public Speaker, Margie is both entertaining 

and packs powerful messages and tips into her 

talks.  This has made her a sought after speaker 

at local and international conferences as well as a 

facilitator of customer management and contact 

centre workshops, seminars and think-tank 

sessions throughout the country. 

Her resume includes numerous keynote 

addresses at conferences in Southern Africa as 

well as Europe.  Most notably Margie was an 

invited presenter at the largest contact centre 

conference worldwide where she did the Keynote 

Closing Address along with contact centre guru 

Brad Cleveland. 

After building her own specialist contact centre 

consulting and training company over five years, 

the success of her efforts was rewarded when 

Adcorp Holdings bought the company in 2004.  

Margie spent just over three years as a key 

member of the Emmanuels Management team 

but in early 2008 decided she would prefer to 

return to the world of training and consulting.   

Previously from Cape Town, Margie is now based 

in Johannesburg but travels as always to where 

she is needed providing a range of services 

including strategy and business planning; 

operating model and organisational design; 

process improvement; quality and performance 

management; learning and skills development 

strategies and frameworks; recognition & reward 

systems; people management and wellness 

strategies; satisfaction surveying; etc. 

Having spent the last eighteen months consulting 

on a multi-faceted project in Africa, Margie is 

back with new insight, material, services  

and offerings.   

SPEAKER PROFILE - GOLD SPONSOR 

Chapter 4– Following THE RABBIT 
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CATCH POMMIE @THE CONFERENCE: 

Day 1, 29 August 

Process and Tech  Stream,  

14:00 – 15:00: Self-Service and Bots set to 

change customer and user experience 

POMMIE LUTCHMAN is the founder and CEO of Ocular Technologies, the Chairman of the Board at the 

Contact Centre Management Group or CCMG (the registered professional body of the South African Contact 

Centre industry) and the Chief Innovation Officer of OcularCloud™, Ocular Technologies' Cloud Solutions 

division.  

In a career that spans over two decades, Pommie played an in integral role in the Business Development and 

Integration Services divisions at Siemens Enterprise Networks, and, was instrumental in the implementation 

and management of the MultiChoice Distributed Call Centre network in the late 1990’s. He how heads up 

Ocular Technologies, a progressive and innovative multi-million rand organisation that provides Customer 

Experience platforms, Contact Centre Technologies, Workforce Management and Social Media Integration 

solutions to the Southern Africa region.  

A finalist in the “Top Black Male Entrepreneur” category at the 2011 Impumelelo Empowerment Awards, 

Pommie features regularly on the South African speaking circuit, providing Thought Leadership insights and 

advice on topics such as The Consumerisation of IT, Social Media in the Enterprise, Contact Centre Best 

Practices and even Generation Theory.  

Established in 2003, Ocular Technologies is a specialist enterprise communications company and customer 

experience solutions provider. The company has made its mark at the forefront of the industry as a 

preferred partner for large-scale corporates, SMMEs and public-sector institutions alike. 

With a reputation of in-house excellence and capability, its portfolio has expanded from the contact centre 

industry to include emerging technologies that focus on enhancing the customer experience and delivering 

consistent and tangible ROI. The solutions Ocular provides include contact centre interaction management 

and optimisation platforms; system- and workforce-analytics solutions; social media monitoring and 

tracking; and cloud-based services and solutions such as DynamicsCRM Online, Skype-for-Business, 

Office365, O!Connect (Ocular’s 100% cloud contact centre), O!Contact (Ocular’s 100% cloud self-service 

platform), and O!Control (Ocular’s workforce optimisation service in the cloud). 

SPEAKER PROFILE - GOLD SPONSOR 

Chapter 4– Following THE RABBIT 
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COLIN FAIR is co-founder and Managing Director 

of Clarotech Consulting.  Since his graduation from 

UCT with a Masters in Computer Science, he has 

passionately worked with customers to enhance 

their business processes through well designed IT 

solutions.  Colin places equal value on technology 

and positive interaction in order to build client 

relationships.  Central to this is transparency, and 

using every engagement as a chance to create a 

win for both parties.  It is this approach over more 

than 20 years that has consistently transformed 

his customers into partners. 

CLAROTECH Consulting is an IT infrastructure company offering support and consulting 

services to the mid-market. It is the leading provider of Asterisk® PBX products, support 

and training with installations in the mid-market, corporates and dedicated call centres 

throughout South Africa. Clarotech’s flagship PBX and Call Centre solution is 

shift*eight™, an integrated PBX solution based on Asterisk® open source software and in

-house developed software.  

Fifteen years ago Clarotech was built on a platform of excellence in infrastructure support 

and consulting services. They lead the market in terms of their proactive service and 

business continuity offerings and have striven to maintain that differentiator while 

developing others.   

 

They pride themselves in offering strategic business solutions, analytics and optimising 

efficiencies within their consulting arm specific to call centre requirements. 

#DTRHConf 

CATCH  COLIN AND TONY@THE CONFERENCE: 

 

Day 1, 29 August,  Process & Tech Stream 

12:00 – 13:00: Drive the best customer experience, using an 

Asterisk™ Omni-channel Call Centre Solution  

SPEAKER PROFILE - GOLD SPONSOR 

Chapter 4– Following THE RABBIT 

Follow us: 

TONY RUSSEL is a founding member of 

Clarotech Consulting, alongside Colin Fair. One of 

the early projects Clarotech took on was to 

implement a call center, using the then new 

Asterisk opensource software. Since then he has 

become a recognised Asterisk guru and Asterisk 

champion in South Africa. He is the only person to 

hold two dCap certificates and presents official 

Digium training courses in South Africa.  



“Down the rabbit hole” - a most unconventional conference      

#DTRHConf 

Follow us: 

  For more information: events@ccmg.org.za or www.ccmg.org.za/DTRHconf #DTRHConf 

JONATHAN GOLDBERG attended leading academic 

institutions throughout the country and achieved 

numerous accolades and awards. Amongst these awards 

were the Old Mutual Award for outstanding academic 

achievement, a Nedbank MBA bursary and the HMDS 

Louw award (top student). Jonathan started his career at 

IDEC Financial Services (Pty) Ltd where he joined as a 

consultant and purchased the business in 1989.  

He expanded the business into the field of industrial 

relations and at the same time founded Global Business 

Solutions, which has become a leading business 

consultancy focusing on strategic interventions including 

training, labour law and business to business solutions in 

the area of B-BBEE. 

CATCH JONATHAN @THE CONFERENCE: 

Day 1, 29 August,  People Stream, 

14:00 – 15:00: Equal Treatment 

COLIN BROWN heads up Happy Sandpit, a Think Tank on leadership, 

organisational culture and employee engagement. He is the author of 

How to Build a Happy Sandpit, a ground-breaking book based on 

research conducted with more than 70 South African businesses over 

several years, on how their cultures drive success. He has lectured at 

GIBS, Wits Business School, Regenesys Business School and Unisa and 

has worked with hundreds of South African businesses to understand 

and implement better engagement techniques. He will demonstrate 

that by changing the context of the work they do, your employees will 

deliver performance that will help you soar to success. 

CATCH  COLIN @THE CONFERENCE: 

Day 2, 30 August 

11:00 – 12:00: How South African organisations use organisational 

culture to drive engagement, performance and loyalty. 

SPEAKER PROFILE - SILVER SPONSORS 

Chapter 4– Following THE RABBIT 
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CATCH MARIA @THE CONFERENCE: 

Day 2, 30 August 

12:00 – 13:00: Changing social trends 

are changing customers' expectations?  

CATCH SAURAV@THE CONFERENCE: 

Day 1, 29 August,  Process and Tech Stream,  

09:30 – 10:30: A glimpse of the Present and 

Future: Customer Service 

  Help your team to grow - register and get a team discount! 

SAURAV SAMANTA is a Senior Solutions Consultant at Ameyo. 

He is engaged in solution Designing and strategic consulting, 

particularly for the enterprise segment, including pre-sales 

activities, technical collateral creation and managing customer 

interactions for global accounts of Ameyo - APAC, SAARC, Middle 

East, Africa, Europe and South America. He has more than 12 years 

of experience in the IT and Contact Center industry across multiple 

geographies and multiple products. 

MARIA PETOUSIS has been at the core of developing benchmark products including Ask 

Afrika ICON Brands™, TGI products, Ask Afrika Orange Index©, and the Ask Afrika Trust 

Barometer. She has diverse skills in both customised and syndicated research. Her 

business analytical fields of expertise include media and marketing strategy, brand equity, 

competitive analysis and customer satisfaction benchmarks, amongst others. Maria is a 

skilled speaker at conferences and client events, sharing her passion for insights and for 

people. During her time at TGI SA the product has also evolved radically with the rapid 

change in technology and new media. TGI now has perhaps one of the most extensive 

datasets on digital behaviour and attitudes available to the media and marketers. Maria is 

a regular speaker at conferences and contributor of TGI research insights for various 

publications. Maria has also been invited to present the local TGI innovations to the Global 

TGI network on a number of occasions, including conferences in Berlin and Prague. 
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#DTRHConf 

Follow us: 

  For more information: events@ccmg.org.za or www.ccmg.org.za/DTRHconf #DTRHConf 

YARON ASSABI is an entrepreneur with a passion for ICT, having been a consultant in the ICT industry 

for the past 20 years in the US, UK and South Africa. He is the founder of the Digital Solutions Group 

(DSG). DSG’s key focuses are on relationship marketing solutions using multi-channel commerce. Yaron 

specialises in strategy and implementation of relationship marketing solutions and customer-based 

initiatives using the internet as a formidable enabling platform. Additionally, as Internet connectivity in 

Africa is fuelled by mobile data services and is the driver for convergence in communications, which is a 

blurred space, Yaron has extensive experience in the mobile data services and solutions market. He also 

serves as the ICT strategist for the Nelson Mandela Foundation and formulated strategy for the 46664 

global reach programme.  

SPEAKER PROFILES 

Chapter 4– Following THE RABBIT 

CRAIG MORRIS has been working with The Human Resource 

Practice since 2010 as performance coach enabling individuals 

and organisations to master their motivation and actively 

perform at their peak.  

Although his background is in performing arts, his interest and 

passion for understanding people has enabled him to become an 

entertaining and challenging performance coach, who develops rapport easily with people from director 

level to cleaner level. Craig is a versatile performer, script writer, director, Master of Ceremonies and 

motivational speaker, he has MC'd for companies such as Barlowworld, Visa, Partinform, Sasol and Toyota 

to name a few. He has been involved in numerous corporate theatre productions as a physical theatre 

performance specialist and a mime artist; he has appeared in numerous stage productions in South Africa 

and abroad; he has been active in the educational field teaching movement theatre workshops and directed 

several productions with Walking Tall, an educational project devised by The Paleontological Scientific Trust 

(PAST).  As a physical theatre performer Craig was a founder member of The First Physical Theatre 

Company. Craig annually premiers new theatre work at the National Arts Festival in Grahamstown. 

CATCH CRAIG @THE CONFERENCE: 

Day 1, 29 August,  People Stream,  

15:00 – 16:00: OPPORTUNITYISNOWHERE – 

the power of perception, attitude and mindset 

CATCH YARON @THE CONFERENCE: 

Day 1, 29 August,  Process and Tech Stream,  

11:00 – 12:00: Customer advocacy in a mobile world  
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BRENDAN MEEHAN is a founding member of Applied Behavioural Economics practice at Genesis Analytics, 

where he has successfully leveraged behavioural economics within a number of large corporates to assist them 

in growing and becoming more profitable.  

Specifically, his team’s work within contact centres is considered cutting edge globally, and has demonstrated 

meaningful impact on new product sales, cross-sales, customer satisfaction, customer onboarding, and 

retention. 

Interested in sponsorship opportunities? Contact us today! 

EVAN JONES is Chief Information Officer & BPO Portfolio Executive of Harambee Youth Employment 

Accelerator.  Evan joined Harambee from Webhelp, a French/UK-based global BPO operator, where he 

served as COO to rapidly scale Webhelp’s South African operations to nearly 2000 staff in sites across 

Cape Town, Durban and Johannesburg. Previously, Evan worked with Discovery Health to transition 

and operate their North American operation, Destiny Health. At TalkTalk (Carphone Warehouse), Evan 

was responsible for the company’s offshore (UK & South Africa) contact centre outsourced 

relationships, managing 5 outsourced partnerships covering 3500 staff undertaking various BPO 

functions. Evan has also served as the Director of Operations for Merchants South Africa, managing the 

country’s largest outsourced operations across various verticals and geographies. Evan has personally 

been responsible for many of South Africa's early adopters of offshore BPO solutions and has been 

known to design, transition and operate most of the country’s premier BPO operations.  

CATCH BRENDAN @THE CONFERENCE: 

Day 1, 29 August,  People Stream,  

09:30 – 10:30: A cutting edge behavioural approach to achieving your 

contact centre’s objectives  

CATCH EVAN @THE CONFERENCE: 

Day 2, 30 August 

13:00 – 14:00: Panel discussion 

SPEAKER PROFILES 

Chapter 4– Following THE RABBIT 
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SPEAKER PROFILE 

Chapter 4– Following THE RABBIT 

MARNO BOSHOFF is Dream Strat`s  executive coach and motivational people developer with 

more than 20 years’ experience of working with people. Marno entered the marketplace to help 

organizations with their strategic planning processes and people development areas. He 

coaches several executive teams in various industries regarding their strategic alignment of 

their workforce with their strategic plan. Company culture is one of the key areas he addresses 

inside companies and assists in the processes necessary to improve the culture of any 

organization. People is the primary ingredient that makes any business work. When people 

dynamics work well organizations work well, but when the dynamics inside individuals and 

teams don’t function well, organizations can become destructive. 

Every company has a culture, it’s either helping the company becoming world-class or it’s 

causing the organization to become less efficient. 

People functioning at their optimal potential can build world-class organizations, and people 

functioning at less than their full potential helps your competition to get the edge over you. 

He has been involved in developing and maximizing people to function at their optimal 

potential. Motivating individuals, teams and organizations to reach their full potential is at the 

heart of all his work. Marno completed a Honors degree in Theology.   

CATCH MARNO @THE 

CONFERENCE: 

Day 2, 30 August 

09:30 – 10:30: Managing all 

the weird and wonderful 

creatures in the Rabbit Hole  

MUSHFIQ HOPKINS of Next Level Growth is one of only 2 South Africans to have been accredited as Contact Centre 

Executive. This is the highest accreditation one can currently attain the CCMG’s accreditation program. His passion is 

Customer Centricity and taking the SA Contact industry to our Next Level of Growth. He has been employed in the 

disciplines of Direct Marketing, Digital Online, National Emergency Services, Education and Financial Services. He is 

often regarded as a leader who actively contributes towards the professional growth of individuals and organization alike 

in the BPO sector and related fields. He provides practical assistance in enhancing operational performance, taking 

organizations their Next Level of Growth. 

His exposure in various disciplines both the contact centre and operations industry affords him the ability to cross 

reference strategic interventions that are applicable to both your current and future market demands.  

MushfiQ is also an active member of ICCCA - (Independent Customer Contact Centre Association). This is regarded as 

“Africa’s brains trust” which is a collective of thought leadership in Southern Africa aiming to guide the local industry 

along its growth path.    

CATCH MUSHFIQ @THE CONFERENCE: 

Day 1, 29 August People Stream 

11:00 – 12:00: Stellar Customer Service – where are we locally and how we get to 

the NEXT LEVEL of Stellar Service? 



Chapter 5– unusual conversations 

“Down the rabbit hole” - a most unconventional conference      

07:30 – 08:30 Registration 
 

• 08:30 – 09 :30  Margie Middleton: Pest Control Down the Rabbit 

Hole 
When Alice fell down the Rabbit Hole she faced a world that had seemingly gone 

mad. This world was filled with puzzles to solve and impossible tasks to complete 

with contradictory advice on what to do and how to go about doing it. As South 

Africans we are also effected by a similar phenomena: we are a society in the 

throes of an excruciatingly difficult period of transition. The world seems mad - 

angry mad. People seem to be feeling cheated; isolated and deprived. Margie will 

explore how is this effecting the way our Contact Centres work and how to 

transform leadership practice to re-establish principles of collaboration; cohesion 

and collective accountability for excellence in service delivery. 
 

• 09:30 – 10:30  Brendan Meehan / Genesis Analytics: A cutting 

edge behavioural approach to achieving your contact centre’s 

objectives  

There are very few companies that don't want to change their customers` 

behaviour (sales, cross-sell, channel usage, retention etc.). In this session Brendan 

will show you how to use behavioural economics to both understand and change 

human behaviour in meaningful ways. He will demonstrate how this new 

approach to handling customers has led to a +27% increase in new sales, a +23% 

increase in cross selling, a +154% increase in customer retention and much 

more… 
 

10:30 – 11:00 Tea and visiting the exhibition 
 

• 11:00 – 12:00  MusfiQ Hopkins/Next Level Growth: Stellar 

Customer Service – where are we locally and how we get to the 

NEXT LEVEL of Stellar Service? 

How easy is it to deliver Stellar Customer Service? Well, some might argue that 

you need the right tools deliver STELLAR service. Some might say you need the 

right attitude, while others may say customers never know what they want until 

you it to them. Either way, we are fast approaching an era of Customer 

Centricity – where all our efforts are focused on ensuring we have a happy 

customer which intern will result in higher returns and even great customer 

retention.  
 

•   12:00 – 13:00  Best Ops Manager 2016 Winner 
 

13:00 – 14:00  Lunch 
 

•   14:00 – 15:00  Jonathan Goldberg / Global Business 

Solutions: Equal Treatment 
Jonathan`s presentation will bring you up to speed on the latest in regard to 

equal pay for work of equal value. This is one of the most controversial changes 

in labour legislation that came both in the Labour Relations Act Amendments 

as the Employment Equity Act Amendments in 2014 and 2015. Interpretation 

of these is currently coming through cases and we will bring you the latest 

cases and some clear solutions for employers in this regard.  
 

•   15:00 – 16:00   Craig Morris/Human Resource Practice: 

OPPORTUNITYISNOWHERE – the power of perception, attitude 

and mindset 
The human mind is a powerful tool all humans possess. It plays such a huge 

role in how we perceive and react to the world around us. Sometimes what we 

think we see and what we are really seeing are vastly different and that drives 

our approach to setting and realising solutions. It is our mindset that creates 

this reality. In Craig`s session you`ll look at how perceptions either allow you to 

spot and pursue opportunities, or how perceptions hinder the identification of 

opportunity, and hence the ability to strive.  
 

•   16:00 – 17:00  Best Contact Centre Winner 2016 
 

17:00  Closure of Day 1 - People Stream 

CONFERENCE AGENDA  

DAY 1 :   MONDAY, 29  AUGUST 2016  

PEOPLE STREAM 
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07:30 – 08::30 Registration 
 

• 08:30 – 09 :30  Tommy Palomaki, Clive Moodley/ Teleopti: 

Flexibility holds the key to efficient workforce management  
Listen to a Q&A session about the workforce management journey of Cell C, 

highlighting the challenges they faced and what they have achieved so far in terms of 

efficiency improvements, customer focus and much more. 
 

• 09:30 – 10:30  Saurav Samanta/ Ameyo: A glimpse of the Present 

and Future: Customer Service 

Sauray`s presentation aims at providing insights into the current state of Customer 

Services and what it is expected to be in the future. It provides analytics driven 

information in the world of Customer Service, while highlighting the key areas, for 

leaders and IT decision makers to focus on. 
 

10:30 – 11:00 Tea and visiting the exhibition 
 

• 11:00 – 12:00 Yaron Assabi / Digital Solutions Group: Customer 

Advocacy in a mobile world 
Statistics show that 86% of customers quit doing business with a company because 

of bad customer experience, up from 59% from 4 years ago. Research further shows 

89% of consumers began doing business with a competitor following poor customer 

experience. With the digital revolution at our hands - which is constantly being 

accelerated by the uptake of mobile - customers find it hard to stay loyal to one 

brand judging on cost, to something that is as simple as how they are treated when 

they need a problem resolved.  
 

• 12:00–13:00  Colin Fair and Tony Russel/ Clarotech: Drive the best 

customer experience, using an Asterisk™ Omni-channel Call 

Centre Solution  

Today, and even more in the future, your customers no longer just pick up the 

phone!   

They will engage with you via several different channels at once. With claroOmni 

you can manage these diverse input streams seamlessly and effectively!  Your 

customer care agents can leverage the benefits of this real omni-channel 

environment. It's not just a set of channels, but a fully integrated solution. 

claroOmni is powered by XCALLY™, driving the best customer experience... 

directing the customer journey! 
 

13:00 – 14:00  Lunch 

 

•   14:00 – 15:00  Pommie Lutchman / Ocular Technologies: Self-

Service and Bots set to change customer and user experience 
With the digital era demanding organisations to be innovative in the way they do 

business, it is time to invest in innovative technologies such as Interactive SMS/

Text response (ITR), Twitter Self-Service, Facebook Chatbots and Natural 

Language Interaction Management.O!Contact, Ocular’s 100% Cloud Self-

Service platform allows you to design true omni-channel self-service apps once 

and deploy anywhere – across IVR, text, social and mobile. Using the power of 

automation and natural language understanding (NLU) to increase first-contact 

resolution rates. 
 

•   15:00–16:00  Tanya Phillips /Pivotal Analytics: Understanding 

how analytics is redefining the contact centre industry 

The 2015 global contact centre benchmarking report: Continuously improving 

customer service and reducing customer effort is key to growing and retaining 

customer value and increasing revenue. To do this effectively companies need to 

monitor real time customer interactions and respond to their customer demands. 

Insights derived from customer interactions are powerful. Analysing customer 

interaction across all channels provides invaluable data and information to 

develop impactful insights that leads to transformation and improvement of 

service and sales.  

• 16:00 – 17:00  Best Tech 2016 Winner 

17:00  Closure of Day 1 - Process and Tech Stream 

CONFERENCE AGENDA  

DAY 1 :   MONDAY, 29  AUGUST 2016  
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Chapter 5– unusual conversations 

07:30 – 08:30 Registration 
 

• 08:30–09:30 Nour Addine Ayyoub/ Zailab: Redefining 

conversation journeys  

The first community-based contact centre in the Western Cape has arrived –and it 

happens to be one of the best in the world from the technology to the 

communication devices used. 

We are faced with high rates of unemployment and great skills in our people. Our 

industry has become one of the major role players in employment creation thus far 

in South Africa. A call centre is defined by its people, the voices that carry the 

conversation journeys and lead the customer experiences. We believe that the 

lifeline of the contact centre industry is people, then technology followed by the 

environments they work in. 

The pioneers of Reimagine Delft are here to redefine the contact centre space and 

build a virtual community of agents – which has never before been done in the 

world, let alone the Western Cape. 
 

• 09:30 – 10:30  Marno Boshoff/ Dream Strat: Managing all the 

weird and wonderful creatures in the rabbit hole  
Human beings stay at the core of any business. It doesn’t matter how good the 

systems, processes or procedures are, if the people are not highly efficient, highly 

engaged and well led - they will fail the organization. Managing or leading people 

stays one of the biggest challenges that one must keep your focus on. Great 

companies are built by great individuals who builds great teams. In this session we 

will try to have a look at how to build strong individuals and teams that produces 

better results. 
 

10:30 – 11:00 Tea and visiting the exhibition 

 
 

 

• 11:00 – 12:00  Colin Brown/ Happy Sandpit: How South African 

organisations use organizational culture to drive engagement, 

performance and loyalty 

Colin`s presentation takes the audience on a walk through the leading South 

African organisations active today, to see how they have used strong 

organizational culture to get the best out of their people, to create high levels of 

employee engagement and become generally great places to work for their 

specific category of employees.  

• 12:00 – 13:00  Maria Petousis/Ask Afrika: Changing social trends 

are changing customers' expectations?  
Social trends are changing continuously also driving change in what customers 

expect from brands in service engagements. These influencers don’t only 

impact their service experience but also  their relationships with the brand, their 

loyalty or commitment towards the brand and how they feel about a brand. The 

Ask Afrika Orange Index ® does not only rank South African companies 

according to the service experiences they provide but also highlights these 

changing trends, brand influencers highlighting what is really important to 

customers currently with a specific emphasis on emotional satisfaction and how 

it impacts commitment towards brands. This presentation will also touch on 

behavioural economics and that shapes behaviour with specific implications for 

brands. 
 

• 13:00 – 14:00  Panel discussion with Evan Jones (Harambee), 

Tanya Phillips (Pivotal Analytics) and Pommie Lutchman 

(Ocular Technologies) 

 

14:00  Cocktails and networking 

  For more information: events@ccmg.org.za or www.ccmg.org.za/DTRHconf 

CONFERENCE AGENDA  

DAY 2 :   TUESDAY, 30 AUGUST 2016  

PEOPLE  STREAM 
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Conference Pricing and Discounts 

 CCMG Members Non-CCMG Members 

Cost per delegate for entire Conference (2 days) R 3000+VAT R 5000+VAT 

TEAM booking discounts for 2-4 delegates 5% 5% 

Early Bird discount until 31 July 2016 10% 10% 

TEAM booking discounts for 5 or more delegates 10% 10% 

INFORMATION:  

1) Conference carries 6 CPD (Continuous Professional Development) points for all people with a professional designation  

2) For strict Halaal and Kosher meals there is a surcharge of R400+VAT per day 

“Down the Rabbit Hole” Conference 

Date:    29-30 August, 2016 

Venue: The Pivot, Montecasino, Johannesburg 

In 2016 we have discounts for: 

• Early birds (until 31 July 2016) 

• Teams 

• Limited number of Academia 

 

  For more information: events@ccmg.org.za or www.ccmg.org.za/DTRHconf 

Follow us: 



  

 

“Down the rabbit hole” - DELEGATE  BOOKING FORM 

29-30 August 2016 

The Pivot, Montecasino, Johannesburg 

Play your cards right! Don`t forget to send a team! 

For more than delegates please complete and send  

booking form-page 2.  

    Should you have even more delegates? Great! Simply fill in and 

send more copies of booking form-page 2! 

ATTENTION! 

Please ensure that the details below are correct and written clearly.  

CCMG will not accept responsibility for erroneous information! 

Please complete this Form and fax it to 011 438 6590 or email to events@ccmg.org.za  

Company  

Company name:  Postal Address:  

Company Telephone: Company Fax: 

VAT number: Name  of Contact at company: 

Position of Contact at Company: Email of Contact: 

Telephone number of  Contact:  

Delegate  

First name of Delegate: Surname of Delegate: 

Position: Mobile number: 

Email: Does delegate have a CCMG professional designation 

(yes/no)? 

INFORMATION:  

1) Conference carries 6 CPD (Continuous Professional Development) points for all people with a professional designation  

2) For strict Halaal and Kosher meals there is a surcharge of R400+VAT per day 

Early bird discount 

only until 
31 July 2016! 

 CCMG Members Non-CCMG Members 

Cost per delegate for entire Conference (2 days) R 3000+VAT R 5000+VAT 

Early Bird discount until 31 July 2016 10% 10% 

TEAM booking discounts for 2-4 delegates 5% 5% 

TEAM booking discounts for 5 or more delegates 10% 10% 



  

 

“Down the rabbit hole” - DELEGATE  BOOKING FORM 2 

29-30 August 2016 

The Pivot, Montecasino, Johannesburg 

Don`t forget, for 2-4 delegates you qualify for a 5% discount, but if you are smart and send  

5 or more delegates it is a 10% saving for you….not to mention the benefits of having a team 

learn and grow professionally together.  

Fax to 011 438 6590 or email to events@ccmg.org.za  

Company  

Company name:  Postal Address:  

Company Telephone: Company Fax: 

VAT number: Name  of Contact at company: 

Position of Contact at Company: Email of Contact: 

Telephone number of  Contact:  

Delegate  

First name of Delegate: Surname of Delegate: 

Position: Mobile number: 

Email: Does delegate have a CCMG professional designation 

(yes/no)? 

Next Delegate  

First name of Delegate: Surname of Delegate: 

Position: Mobile number: 

Email: Does delegate have a CCMG professional designation 

(yes/no)? 

And Another Lucky Delegate 

First name of Delegate: Surname of Delegate: 

Position: Mobile number: 

Email: Does delegate have a CCMG professional designation 

(yes/no)? 



  

 

 
 

Platinum 
(1 sponsor) 

 

Gold 
(2 sponsors) 

 

Silver 
(3 sponsors) 

 

Bronze 
(10+ sponsors) 

Event Handbook (A/5 article with logo, pictures and web address) 
    

 Delegate pack inserts (brochure only)     
45 minute Speaker Presentation Slot  

    
Delegate pack gift inserts 

    
Banner in main presentation venue 

    
Complementary conference tickets 4 2   
Table-top MINI exhibition: all day tabletop display with 1 banner  

    
Conference room naming 

    
Database of delegates 

    
Branded visitor badges, welcome banner  at entrance, registration 

    
Branding on  delegate bags 

    
MARKETING, COMMUNICATION AND PR 

 Conference micro site: logo, speaker introduction paragraph with 

photo (200 words), conference-only special offer or company 

introduction (200 words) and link to sponsor website.  
    

You Tube clip to be recorded with the speaker and added to the 
website 

    

Meet the Press opportunity (guaranteed interview)      

Sponsorship Investment opportunities (excl. VAT) R60.000 R25.000 R20.000 R7.000 

 

Networking and cocktails R15.000 1 brand   

Branded photo wall (photo of attendees in front of branded wall) R7.000 Max. 3 
brands   

Conference registration confirmation and ticket branding R5.000 Max. 2 
brands   

Phone charging station branding  (hard cost not included) R5.000 1 brand   

     
As always, you are welcome to bring your own craziness to the table and suggest 

outrageous forms of sponsorship as well.  We don`t judge.  

Kindly contact Rukeya Hopkins (rukeya@ccmg.org.za, 021 856 3871) to secure your sponsorship for the 

“DOWN THE RABBIT HOLE” Conference.  

We hope to see you there! 

The CCMG Team 

“Down the rabbit hole” - Sponsorship offers 

29-30 August 2016 

The Pivot, Montecasino, Johannesburg 



  

 

“Down the rabbit hole” - Sponsorship booking form 

DATE: 29-30 AUGUST 2016 

VENUE: THE PIVOT, MONTECASINO, JOHANNESBURG 

For more information about this event please visit the www.ccmg.org.za website or contact: rukeya@ccmg.org.za, 

021 856 3871. 

Our terms are 60% of payment within 7 days of invoice.  The balance due is payable 5 days before the event.  Administration, 

finance and  late payment fees may be applied.   Payment must be received or guaranteed in order to receive agreed benefits and 

exposure.  

 

SPECIAL ‘PROCUREMENT CONDITIONS 

Are any special ‘Procurement Conditions’ required e.g. registration of CCMG as an ‘Approved Vendor / Supplier?’     

       Yes                        No            (If YES please specify and provide complete details, forms etc.) 

E-mail this sponsorship booking to: events@ccmg.org.za 

Name: 

Designation: 

Contact Cell phone:                                                            Email: 

Signature:                                                                               Date: 

                   PLEASE COMPLETE THIS FORM IN BLOCK LETTERS 

Company Name:    

Telephone Number:                                                Fax Number:    

VAT Registration Number:  

Postal Address:                        Postcode: 

PARTNERSHIP OPTIONS 

Please tick your sponsorship participation option: 

AUTHORISATION 

TERMS AND CONDITIONS 

I, the undersigned hereby authorise the above sponsorship booking. I confirm that I understand and accept the 

Terms and Conditions  

 

Platinum  - R 60,000 + VAT  
 

Gold - R 25,000 + VAT  
 

Silver - R 20,000 + VAT 
 

Bronze - R  7,000 + VAT 

  

Networking and cocktails - R 15,000 + VAT 
 

Branded photo wall - R 7,000 + VAT 
 

Registration confirmation/ticket branding - R 5,000 + VAT  
 

Phone charging station - R 5,000 + VAT 

 


