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Another year in lockdown, has made even the most patient, even more eager
about taking some much-needed ‘unrestricted’ time off over December.
Paired with this feeling, come warnings of a fourth wave, threatening to burst our summer vibe bubble.
The likely scenario of the below article resonates with, what I am hoping will be, the direction we are heading into.

A new SARS-CoV-2 variant, which
they refer to as C.1.2 has been
detected in all provinces in South
Africa at a relatively low frequency.
Professor Moshabela said that the
C.1.2 does not appear to be taking
hold as much as the previous
variants, “but we can still be
surprised because slight mutations
in some of these variants can
actually lead to resurgence”.
A team of medical experts at Wits
University last month discussed the
likelihood of a fourth wave in South
Africa, and more importantly when it
is likely to occur.
“Frustratingly, this is not clear. We
are guessing any time from October /
November, because it seems to be
following a cyclical pattern in many
places, every six months, here and
elsewhere.”
The medical experts outlined two
likely scenarios for South Africa.
.
Scenario 1 – and most likely
In this scenario, the infection
becomes more like a common cold

or seasonal flu. After several further
epidemic waves, the virus continues
to circulate indefinitely in a series of
smaller waves, infecting people
(vaccinated and unvaccinated)
repeatedly every year or two, like the
other circulating human
coronaviruses, the team at Wits said.
“For people with prior infection or
who have been vaccinated, every
subsequent infection means on
average less severe illness. For
instance, a first infection can range
from no symptoms at all, to a severe
illness putting you in hospital or to
giving you long Covid after even an
initial mild infection, but subsequent
infections are less and less severe.”
They said that immunity to SARSCoV-2 may prove to be transitory,
and reduce to next to nothing over a
few years, much like with flu. With
flu, getting the disease or getting the
vaccine protects you, but immunity
is lost quickly, which is why we have
to vaccinate annually.
The best-case scenario is that
natural infection or vaccines provide
permanent protection; the “flu’’

scenario is the worst case, and again
there are variations where we may
have to “boost’’ in more vulnerable
populations every so often.
“We think that if the above scenario
is in play, and mass vaccination
occurs quickly, we can be back to
almost or total normal within a year,
provided 80% or more of adults are
vaccinated. In this scenario,
vaccinated or previously infected
people can probably congregate as
normal, with little or no restrictions.
Scenario 2: Not much changes
In this scenario, the virus continues
to circulate indefinitely, evolving as it
goes to escape our efforts at
becoming immune, and continuing
to cause lots of severe disease as it’s
doing now.
“We think this is not likely because
both natural and vaccine-derived
immunity would have to fail to be
significantly protective against
severe disease for the new variants,
and that’s not what we’re seeing.
Reference: https://businesstech.co.za/news/
trending/520744/will-there-be-a-fourth-wavein-south-africa/

With over a quarter of all adult South Africans having received at least one vaccine
dose and more than 7 million people fully vaccinated…

…I’m hoping the only 4th wave you’ll need to worry about,
is on the beach this summer.

Click here to download

Thank you to everyone that has stood by us throughout the year.
We wish you a restorative and festive holiday season.
Should you need a helping hand during the festive season, we’re only a call away.

Generous South Africans settle thousands
of lay-bys to help strangers!
“Thank you so much. I’m currently unemployed, and I was going to cancel the lay-by, but
thanks to you, my child will now receive her winter goodies.”
Read the full article

Reference: The Good-Things-Guy

Johannesburg, South Africa (22
August 2021) – It’s been a very
cold winter for much of the country,
with many families struggling to
stay warm. Items like blankets,
shoes and warm clothes are not
easily affordable, and so often, a
lay-by is the best option because it
only requires a small deposit and
can be cancelled at any time
without penalties.

To help struggling families, PEP’s
winter drive has raised over
R80,000 in just two short months
through its Lay-by-Buddy initiative
and will go to settling lay-bys
nationwide. In addition, PEP will
also contribute to this initiative by
paying off one lay-by account in
every South African store to the
total value of R250,000, starting
next week, 23 August.
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The holidays can be tough for some…

How to speak to clients going through life’s
toughest times
1 Acknowledge

2 Empathise

Brokers are used to
responding to clients'
questions about their
insurance needs, but
are they always able to
effectively handle
grieving customers?
Some of the skills most
valuable for every broker aren’t
sales skills at all. They’re
people skills, such as helping
clients navigate life and the big
milestones and losses that will
inevitably come their way, said
Amy Florian, a grief expert and
CEO of consulting company
Corgenius.
Whether it’s a death, a divorce,
or a career dream that didn’t
come true for your client, grief
comes in many forms, Florian
said Monday during her AICPA
ENGAGE 2019 presentation in
Las Vegas, “Advising Clients
Through Life’s Toughest
Times.”
Florian, who has worked with
more than 2,000 grieving
people in her career as a
thanatologist, or expert in
death and grief, offered
several tangible tips on how
advisors can offer genuine
support for clients enduring a
loss, fortify that relationship

3 Listen

with trust, and continue to earn
their business.
Don’t just say, “I’m so sorry.”
When clients face a major life
shift, such as a death, job loss,
or serious medical diagnosis,
one of the phrases they will
hear over and over is, “I’m so
sorry,” or, “I’m so sorry for your
loss,” she said.
“People don’t know what to
say, what to do, or how to
help,” Florian said. “It’s
awkward and uncomfortable.
Anything you can say or do
that’s different from what
everyone else is doing — that
is wiser, more compassionate
— is going to make a
difference with your clients.”
If clients cry, let them cry.
Rather than trying to cheer
them up or pointing out things
they should be happy or
relieved about, let them know
it’s OK, Florian said.
Understand how grief affects
the brain. When people are
grieving, they go into survival
mode, Florian said.
“They don’t think the same
way, and this is normal,” she
said. “Their brain gets flooded
with cortisol, a stress hormone.

4 Call back to check-in

The upper-level thinking,
rational thinking, analytical
thinking gets pushed to the
side, at least temporarily.”
This is a crucial time for an
adviser to step up, she said.
”They need the adviser to be
there in those emotional and
irrational times, and in order to
support them to heal so the
grief dissipates and their
rationality comes back.”
Keep calling just to check in.
Some advisers might want to
give their clients space while
they are grieving, but they
should do the opposite, Florian
said. “If you say, ‘Call me when
you’re ready,’ you may never
hear from them again,” she
said.
Instead, keep reaching out.
“See how they are doing
without bringing up business,”
she said. “Give them a call and
say, ‘What kind of day is it
today? Has everybody gone
home? Who is with you?’”
“This stuff is important for
everybody,” she said. “It’s the
right thing to do for your client.
It’s the human thing to do. It’s
what we all ought to be doing;
we just haven’t been taught.”

References: https://www.journalofaccountancy.com/news/2019/jun/dealing-with-grieving-clients-201920893.html and https://
www.canadianunderwriter.ca/brokers/deal-grieving-clients-1004136660/

On the lighter of keeping busy whilst

waiting for the holidays
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