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NEW DECADE, NEW START

T he year has come to an end and we
celebrate another milestone in BDO’s
history. Despite a harsh economic
environment, we did prove that both our
clients and our staff are commited top-of-
mind. BDO International’s growth and
progress was demonstrated by the increased
number of people joining and offices that
were started. At 30 September 2009, the
total number of staff jumped from 44,002
in 2008 to more than 46,000; while the
network of offices grew from 1,095 to 1,138
across 115 countries.

With a clear track record of success, we
are excited to begin the New Year with a
refreshed brand identity which will help us
work towards a common ambition of building
BDO’s reputation as a leading global network
in the professional services industry. BDO
member firms worldwide have since 1
October 2009, adopted the single global
trading name ‘BDO’. In Singapore, this
transition not only reflects our strength as
part of an integrated network but also
reinforces our local expertise in providing
higher levels of service to our clients

wherever they are. A smooth and effective
service delivery will boost our ability to
win and service more clients, both local
and international, and thus increase our
market share. As one BDO, we strive to
achieve both local and international success.

We thus will be introducing a more defined
brand presence for our corporate portals

and other marketing material. With these
ongoing efforts to project a distinct brand
in the market, we get closer to our clients.

| hope you do enjoy the new visual identity
and the exciting changes ahead. With the
start of year 2010, | would like to extend
my heartfelt thanks to all who have
supported us, and look forward to the
continuation of our strong ties within the
firm. A happy new year to all!

FRANKIE CHIA
Managing Partner

LEADING THE PACK

ENHANCING INTERNAL CONTROLS THROUGH
THE CENTRAL FINANCE TEAM

been often said to be a fundamental

approach to steering the company in
the right strategic direction. Taken in a
similar context, the finance department,
as the de facto custodian of the company’s
resources, needs to ensure that proper rules
are defined and complied with by different
operating units. This helps to set the correct
tone and financial practice especially with
regards to finance departments serving the
various offsite or overseas branches within
the company.

S etting the right tone at the top has

Offsite or overseas finance controllers or
managers usually have a main reporting
line direct to the respective units’ General
Manager or whoever the head of operations
might be. The reporting line to the Group
Head of Finance is often largely limited to
periodic financial reports and other items
in the reporting pack. This is usually the
most practical arrangement as a local
General Manager is often deemed to be the
best person to assess the performance of
a local finance manager.

The central Finance certainly has a role to
ensure that the finance departments
supporting subsidiaries effectively support
the overall internal controls framework. To
do that, other than ensuring that local
finance managers report directly to the

head of finance, other techniques can be
deployed. These techniques are used
regularly to identify deviations from
accepted practice and to establish the
necessary corrective actions.

Centrally driven policies and procedures
A fundamental control, quite surprisingly
lacking in some companies spanning many
overseas subsidiaries, is a centrally-driven
set of finance policies and procedures. The
reason often cited for this lies in difficulty
in overcoming differences in practice for
different subsidiaries.

Without a centrally-driven set of policies,
head office finance would find it difficult
to keep the subsidiaries in check over their
accounting practices. The central control
is also likely to be weaker as critical
procedures are not governed centrally.
Policies in this case are usually driven down
on an ad hoc basis when crises strike. By
that time, heavy losses could have been
incurred or attempts to reverse the crises
may require much resources and costs could
escalate.

This does not mean that local units cannot
include their own specific policies and
procedures but these should not contradict
the Group policy and should not be more
relaxed as compared to the Group policy

Singapore Snippets

Jan 2010: New look on BDO website
Starting 1 January 2010, BDO Singapore
website gets a facelift. A new look, layout
and colour has been unified for BDO
members firm worldwide. This is a part
of the global exercise of adopting a single
trade name. (www.bdo.com.sg)

1 Jan 2010: BDO to adopt single trade
name by 2010

BDO Raffles is now known as BDO LLP.
This forms part of a global initiative that
will result in all BDO Member Firms in
115 countries worldwide adopting the
single trading name of 'BDO'.

1 Dec: Financial Institution Fraud Forum
BDO was the official strategic partner
for this seminar, organised by ICFE
Consultancy Group Pte Ltd and supported
by BDO’s Business Restructuring division.
The seminar addresses financial risks and
challenges in today’s business climate.

21 Nov: BDO Charity Day

BDO was proud to sponsor a charity
walkathon initiated by Children’s
Charities Association. Known as “Walk
The Extra Mile with Me @ Orchard”, the
walkathon aims to raise funds for six
children charity groups.

12 Nov: GST Talk

An afternoon talk on GST was held at
BDO premises. It was jointly organised
by Tax division together with Corporate
Alliance Pte Ltd, to address the concerns
of GST and its applications, for their
clients.

15 Oct: M&A CEO Roundtable Session
Organised by BDO Raffles Advisory and
SPRING Singapore, a roundtable
discussion was held on 15 October. The
topics focus on organisation growth
through Mergers and Acquisitions for the
food and service sector.
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in terms of requirements such as approving
limits.

Global finance conferences

With a global finance support function,
regular meetings are important to reaffirm
relationships and to bring everyone in line
with corporate direction. This helps to build
a stronger reporting line within the finance
function so that it can serve more effectively
in its role as the monitoring function over
operations. The cost of organising such
conferences may be high but the returns
in terms of a more cohesive finance unit
and the alignment of the various disparate
units are great.

Technical support hotline

Finance staff can face many problems in
the course of their work relating to technical
accounting treatment of transactions or
pressures from other parties to account for
certain transactions in a specific way that
does not seem appropriate. A technical
support hotline helps to channel queries on
finance issues through a proper conduit.
This will help to minimise stress on finance
staff and helps making sure that each staff
finds the correct answers (with the support
to do so) instead of succumbing to pressures
at the local office. This can also help to

raise the overall quality of the offsite
finance departments.

Establishing a wider set of

reporting requirements

The reporting pack that is submitted back
to head office usually only requires financial
figures for purposes of compiling the
consolidated financial statements. Head
office finance could design a reporting
template that requires responses in it for
operations or internal controls related areas.
This has been codified within some
companies as part of an overall Control Self
Assessment, which in essence is the
identification of key internal controls. Staff
responsible for these controls should be
required to periodically assess the operating
effectiveness of such controls. To design a
meaningful questionnaire for the local
finance units, key risks should be identified
and key accounting control procedures to
address these risks should be provided for
finance staff to assess.

Participating in recruitment of

overseas finance staff

Being located geographically apart, head
office finance often evaluates new overseas
finance candidates for job vacancies through
an offsite assessment of the resumes

submitted. Where possible, a teleconference
with the candidate, or video conference,
while the candidate is being interviewed
by local personnel, can be helpful in setting
the importance of the head office finance
as an important reporting line. Successful
candidates will also be likely to treat head
office finance as a key factor to their
continued success in the company.

Conclusion

With a strong central finance team leading
the pack and ensuring that all finance units
are given clear operating guidelines, a more
consistent and quality global finance team
should evolve. Setting the foundation right
and providing key support to finance staff
will also help create a more open and
cooperative structure that helps bind the
finance team together and provides critical
moral and technical support. The above
activities certainly come at a cost but for
most companies, it is likely to be a
worthwhile investment.

WILLY LEOW
Director, Risk Advisory

willyleow@bdo.com.sg

THE SINGAPORE TRANSFER PRICING

he Singapore Transfer Pricing
I Guidelines were published on 23

February 2006. Fundamentally, the
Guidelines were a reflection of Singapore’s
position on the Organisation for Economic
Co-operation and Development’s (OECD)
Transfer Pricing Guidelines for Multinational
Enterprises and Tax Administrations. The
principles and set out as acceptable transfer
pricing methodologies adopted by Singapore
were the same as those set out in the OECD
Guidelines.

Three years after that, the IRAS issued a
supplementary transfer pricing guideline for
related party loans and related party services
on 23 February 2009. This move aimed to
communicate Singapore’s commitment to
the OECD’s principles on arm’s length to the
global economic community and that
Singapore is and will be taking the necessary
steps to put in place proper transfer pricing
principles. These aim to dismiss any
perceptions that Singapore might be a
potential ‘tax haven’. Whilst the Guidelines
focused on the general transfer pricing
principles that were to be adopted by Inland
Revenue Authority of Singapore (IRAS) and
taxpayers, the supplementary Guidelines
focused on the specifics in relation to
related party loans and services.

Related Party Loans
The supplementary Guidelines provide
guidance on the arm’s length rate of interest

that is to be charged on a related cross
border loan.

These guidelines help curb a practice that
some Singapore entities use in extending
interest free loans or interest bearing loans
at rates that are not supported by transfer
pricing analysis to other related entities.

This section of the supplementary guidelines
is effective from 1 January 2011. In the
meantime, the IRAS has given an
administrative concession to taxpayers to
allow them some time to restructure the
loans to reflect commercial conditions and
obtain an arm’s length rate of interest.

Related Party Services

Some rather interesting points were raised
by the IRAS pertaining to related party
services and these are summarised below:

SCENE

and all other services, other than services
which are acquired from third party service
providers, which have to be recharged at
above five percent.

This raises an interesting issue with regards
to withholding tax. The IRAS had earlier
issued a flowchart that was aimed at
providing guidance to taxpayers who make
payments for management services or draw
on the assistance of others in the
management of their business.

The conditions for exemption from

withholding tax are as follows:

i) The services are provided offshore; or

ii) The taxpayer adopts a cost
reimbursement basis; or

iii) The related party is resident in a country
with a comprehensive Double Tax
Agreement (DTA) with Singapore and

1 | Routine services

Five percent mark-up

Certain routine service

2 | Cost pooling arrangement

Proportionate share of the
cost of services on a
prospective basis with no
element of mark-up

Certain routine service

3 | Pass-through costs No mark-up

Services acquired from third
party service provider

From the analysis above, the IRAS seems
to imply that only routine services can be
recharged at between zero to five percent

management fees fall within the
definition of business profits.
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In view of this, it would appear that if a
taxpayer were to adopt the arm’s length
principle in the charging of management fees
by imposing a mark-up, it would be necessary
to withhold tax when making payment to
the non-resident related company.

Routine services are described as:

1. Accounting and auditing

2. Accounts receivable and accounts
payable

3. Budgeting

4. Computer support

5. Database administration

6. Employee benefits

7. General administrative support

8. Legal services

9. Payroll services

10. Corporate communications

11. Staffing and recruiting

12. Tax services

13. Training and employee development

Conclusion

Although the Singapore Transfer Pricing
Guidelines were introduced in early 2006,
we have not seen a reduction in the activity
of the IRAS in the transfer pricing arena
and the IRAS’s commitment in providing
certainty to taxpayers in the implementation
of their transfer pricing practices with their
related cross border entities.

With this, we do not expect the IRAS to
stop here but we would certainly expect
the IRAS to introduce more guidelines in
the near future to address other transfer
pricing issues in line with the global transfer
pricing environment.

TIMOTHY LOH
Senior Tax Manager

timothyloh@bdo.com.sg

THE 5Cs OF OVERSEAS MARKET INTELLIGENCE

DON’T LEAVE HOME WITHOUT IT

firm’s internationalisation success
A often hinges on timely and reliable

market intelligence. Failure in doing
so would render its plans ineffective and thus
the firm would be unable to implement the
right strategies in achieving the most desirable
business outcome within its target market.

In this article, we examine how overseas
market intelligence can be broadly
segmented into five major aspects that will
benefit businesses by providing them the
relevant strategic insights when venturing
abroad. In short, they are the 5Cs: Contender,
Customer, Competitor, Collaborator and
Communication.

Internal
Diagnosis

Alliances and
Partnerships v

Collaborator ] g - 4@

Market Share

and Strategies A Sizing and

Opportunities

Competitor

1. Contender - Understand Yourself

This is an essential first step but frequently
overlooked. Business owners would usually
ask “Why are we evaluating ourselves time
and over again”. The answer is simple because
we cannot expect a single business solution
to prevail at all times and still be applicable
to different foreign markets. An internal
evaluation must eventually translate into a
simple and easy-to-understand diagnostic
list pertaining to each specific market.
Important issues to be considered include:

» Facts - Level of knowledge in industry
trends, consumer knowledge, market
culture and business environment

» Assets - Total addressable (current and
future) financial, human, technological
and intellectual resources that can be
committed to the overseas venture

» Stage - Level of understanding of your
foreign market and network, such as
the extensiveness of its distribution
channel

» Tactics - Planning and execution
capabilities e.g. corporate planning,
market research and awareness of its
branding and market positioning

2. Customer - Ascertain Market
Opportunities

A typical consumer study uses both primary
and secondary data. The end objective is
to ascertain the level of commercial viability
and customer receptivity in targeted
countries. Generally, the targeted
customers can be segmented by
various demographical indicators,

such as age, occupational groups and
salaries according to the exact needs of
the business. A combination of quantitative
and qualitative indicators is commonly used
as provided below.

Qualitative

Quantitative

P Disposable income

P Average spending on same
or similar products

» Frequency of product
purchases

P Pricing of contender’s new

products

> Willingness to try new
products

» Main considerations in
purchasing same or similar
products

» Preference for product
branding and profile

» Knowledge on similar

competing products

3. Competitor - Understand and
Pre-empt Rivals

It is necessary for business owners to expand
their understanding of the target market by
identifying, analysing and benchmarking
themselves against competitors in these
markets. The most challenging and critical

process lies in collecting market information.
It involves obtaining potentially sensitive
information of competitors. A good way of
doing it is to conduct face-to-face discussions,
phone interviews and competitive surveys
such as employing mystery shoppers as an
internal audit. However, the usefulness of
such information largely depend on the
communication skills of your interviewers,
the level of disclosure your competitors
engage in and the authenticity of
information. Valuable information includes:

» Corporate profile and history

» Products and services portfolio

» Brand image and market positioning
» Key customer groups and pricing

» Market share and industry best practice

Insights gathered can enable an entrant to
formulate appropriate strategies and cater
them for local market demand by localising
its products and services, pricing and market
positioning.

4. Collaborator - Leverage on

Potential Allies

The age-old proverbial maxim, “if one can’t
do it alone, do it together with a partner”,
still holds true in today’s globally
competitive economy. Finding an ‘ideal’
partner often means a feasible solution for
companies that lack the necessary resources
and local know-how when entering into a
new market alone by themselves.

There are various collaboration strategies
such as alliances, distributorship, franchising
and joint ventures where each option begets
its own risks and wins. Fundamentals to note
when sourcing and selecting a collaborator
(both local Alliances and Partnerships and
foreign) may include (see next page):



Key insights gathered from the 4Cs should
be harmonised and formulated into viable
business propositions and communicated in
the entrant’s marketing activities, such as:

» Place - where the product or services
will be available

» Product - that you are offering

» Price - that you charge against your
competitors

Following this systematic approach will
allow businesses to successfully negotiate
the global environment in an overseas
venture and achieve long-term objectives.
Just don’t leave home without your 5Cs of
market intelligence!

Collaborator Criteria

Profile
Who is your Ally?

Resources Turnover
What does your Ally

have?

Network
Where can your Ally
bring you?

VVV VVV VVYVY

Consultant, Management Consulting

robintan@bdo.com.sg

Employment
Time, interest and commitment
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Experience the in same and/or similar businesses
Management credentials

‘Right fit’ in terms of strategic vision and business goals
Extent of local market knowledge

Business presence in number of cities in the target country
Access to well-connected business associates and individuals
Relevant connections with local government agencies

AMENDMENT TO FRS 32 FINANCIAL INSTRUMENTS:

PRESENTATION - CLASSIFICATION OF RIGHTS ISSUES

Accounting Standards Board (IASB)

published an amendment to International
Accounting Standard (IAS) 32 Financial
Instruments: Presentation in relation to
the classification of rights issues to include
the following:

I n October 2009, the International

‘For this purpose, rights, options or
warrants to acquire a fixed number of the
entity’s own equity instruments for a fixed
amount of any currency are equity
instruments if the entity offers the rights,
options or warrants pro rata to all of its
existing owners of the same class of its
own non- derivative equity instruments.’

In November 2009, the Accounting Standards
Committee (ASC) published a similar
amendment to Financial Reporting Standard
(FRS) 32 Financial Instruments which will
take effect for annual periods beginning on
or after 1 February 2010. Earlier application
is permitted provided that the fact is
disclosed by the entity.

Under the existing FRS 32, rights that are
issued in a currency other than the issuer’s
functional currency would meet the
definition of a derivative financial liability.
Consequently, with fair value changes arising
from variations in the issuer’s share price
and fluctuations in foreign exchange rates,
the derivative financial liability will be
recorded in profit or loss from the date of
grant of the rights to their exercise date.

When the amendment takes effect, such
rights would be classified as equity if they
are exercisable for a fixed amount of the
currency, regardless of the currency in
which the exercise price is denominated
in, and are issued pro rata to all the existing
owners of the same class of an entity’s own
non-derivative equity instruments.

The amendment was made in consideration
that the outcome of accounting for these
rights issues as derivative financial liabilities
under the existing FRS 32 is inconsistent
with the substance of the transaction.

The principles underlying the amendment
are set out below.

Rights Issues

A rights issue is where shares are offered
to existing shareholders in proportion to
their current shareholding. The exercise
price is often below the current market
price of the shares, which gives investors
an incentive to buy the new shares. If a
shareholder does not exercise his or her
rights and others do exercise them, then
that shareholder’s proportionate interest
in an entity is diluted. As a result of the
global financial crisis, an increased number
of entities, including banks and financial
institutions have either undertaken, or are
considering undertaking a rights issue in
order to raise capital. The amounts involved
can be significant. Recent examples include

Lloyds Banking Group and ING, Europe’s
biggest insurer, which aimed to raise capital
funds of £13.5 billion and €7.5 billion
respectively through rights issues.

Nevertheless, the exercise price of a rights
issue may not necessarily be denominated in
the issuer’s functional currency as the issuer
could be listed in more than one jurisdiction
or simply due to legal requirements.

Accounting for a rights issue under the
existing FRS 32 where the exercise price
is denominated in a currency other than
the issuer’s functional currency

In accordance with FRS 32.11(b)(ii), a financial
liability includes a derivative financial liability
that will or may be settled by delivering a
fixed number of an entity’s own equity
instruments for a variable amount of cash.

In a rights issue, where the exercise price
is a fixed price in a currency other than
thefunctional currency of the entity, such
an issue would meet the definition of a
derivative financial liability. This is because
the amount of cash received in functional
currency will vary due to exchange rate
fluctuations, meaning that the ‘fixed’ for
‘fixed’ criterion for equity presentation
[i.e. exception clause of FRS 32.11(b)] would
not be met. The rights issue would therefore
give rise to a financial instrument which
meets the definition of a derivative under
paragraph 9 of IAS 39 Financial Instruments:
Recognition and Measurement.

A consequence of accounting for such a
rights issue as a derivative financial liability
is that changes in the fair value of that
liability will be recorded in profit or loss
from the date of grant of the rights to
their exercise date. Changes in value will
arise from variations in an entity’s own
share price, and fluctuations in foreign
exchange rates.
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The rationale for and scope of the
amendments

Referring to IASB’s basis for conclusions, the
IASB acknowledges that accounting for such
rights issues as derivative financial liabilities
is inconsistent with the substance of a rights
issue which is a transaction with the owners
of an entity in their capacity as owners.

In particular, it was considered that such
accounting would not be consistent with
the following:

» The exclusion of rights issues from the
scope of IFRS 2 ‘Share-Based Payment’,
where it is recognised that the holder

of the right receives it as a holder of
equity instruments (i.e. as an owner);
and

» The requirement in IAS 1 ‘Presentation
of Financial Statements’ to report
transactions with owners in their
capacity as owners outside of
comprehensive income.

The IASB therefore considered it necessary
to make narrow targeted amendments to
IAS 32 (i.e. equivalent to FRS 32). Due to
the nature of the amendments to these
standards, there are no consequential
amendments to other standards.

FINANCIAL REPORTING
STANDARDS UPDATE 2009

T his year, the annual Financial
Reporting Standards (FRS) event was
held on September 11 at Novotel
Clarke Quay. BDQ'’s clients were invited to

this annual seminar presented by the audit
and assurance partners.

Delegates were given a panoramic view of
the recent changes in the Singapore Financial
Reporting Standards (FRS) and the
interpretations of the Singapore Financial
Reporting Standards (INT FRS) issued by the
Accounting Standards Council. The
implications of these changes on financial
reporting were highlighted and practical

directional guidance to their implementations
was provided.

Channel News Asia, along with The Straits
Times and Smart Investor magazine,
interviewed our experts on market insights
and the concerns in today’s financial
reporting procedures. The interview with
Audit Partner Rick Chan was telecast in
‘Singapore Business Tonight’ that evening.

The seminar received excellent feedback
from the delegates, who were able to obtain
a much clearer understanding in current
reporting procedures and future expectations.

The scope of the amendments is limited to
rights issues and does not extend to other
instruments that grant the holder the right
to purchase the entity’s own equity
instruments, such as the conversion feature
in convertible bonds. The exercise of such
a conversion feature does not primarily
represent a transaction with owners in their
capacity.

NARISSA CHEN
Manager, Audit Technical and Training

narissachen@bdo.com.sg

DO congratulates all graduates in this

special occasion. The ACCA/ICPAS

Graduation Ceremony 2009 (June
2009 Exam) was held on 14 November at
Raffles Convention Centre. As platinum
sponsor, the BDO team was honoured to
participate in this ceremonial event where
our academic achievers were conferred.

BDO receives many enthusiastic enquiries
on professional accounting career with the
company and hopes that this event will
provide a platform for talented individuals
to join us and have an outstanding career
within the firm.

MERGER AND ACQUISITION

(M&A) SEMINAR

Oow can companies grow their
businesses beyond Singapore using
ME&A as a tool during this downturn?

This half day seminar, held on 24
September, organised by Corporate Finance
division and supported by a few business
partners including Olam International
Limited, aims to explore business
opportunities using M&A strategy.

The speakers shared with audiences on
the overview of the M&A landscape and
uncover opportunities in Asia markets;
whether to buy or sell a company, how can

one leverage transformational growth
through M&A. The topics also highlighted
a legal checklist that one needs to look
into while deploying M&A.

The event wrapped up with a panel
discussion where delegates are able to
engage the speakers with case-relevant
enquiries and concerns. The attendees
found the seminar topics useful to their
strategy and an enriching session.

THE FINE PRINT
OF GST

ointly organised by BDO Tax division
with Corporate Alliance Pte Ltd, a GST

talk was held in November for clients.

Speaker Mr Manmohan Singh, senior
consultant of Corporate Alliance, highlighted
issues such as the Applicability of GST,
Exempt and Standard Rated GST,
International Services and implications of
non-compliance in this talk.

The response was overwhelming. BDO and
Corporate Alliance Pte Ltd look forward to
another instalment of this series in early
2010.



BDO CHARITY DAY

WALK THE EXTRA MILE WITH ME AT ORCHARD

Children’s Charities Association (CCA)

in their 2009 Christmas fundraising
efforts with an iconic and hearty walkathon
along Orchard road on the morning of 21
November. The walkathon attracted one
thousand participants from all walks of life.
At the event was Guest-of-Honour Mrs Yu-
Foo Yee Shoon, Minister of Community
Development, Youth and Sport. Among the
numerous corporate participants this year,
BDO's very own Managing Partner Frankie
Chia received a token of appreciation
presented by the Minister in recognition of
the firm's contribution toward the success
of the event.

B DO Raffles is proud to support the

The entire expanse of Civic Plaza at Ngee
Ann City was crowded with participants and
caregivers of this walkathon. Together with
the special needs children from various
charitable organisations, BDO staff
participated in a 2km walk set against the
backdrop of bustling Orchard road.
Participants young and old held the hands
of the special needs children and helped
walk with them.

For many of those taking part in their first
large scale public charity event, this walk
was certainly very meaningful. BDO staff
and their family members enjoyed the
camaraderie and treasured the time spent
with these children.

The firm-wide walkathon was organised in
mind of special needs children and was a
memorable experience our staff.

For those of us lucky ones without special
needs, this event reminded us of the many
challenges some of our peers in society face
and the unwavering spirit it takes to
overcome them.
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International
Snippets

BDO wins ‘Best Tax Team of the Year'
Accountancy Age Award

BDO wins prestigious ‘Best Tax Team of
the Year’ award by Accountancy Age for
its transfer pricing UK team. The judges
said: “BDO showed very strong results
and a commitment to helping clients to
succeed in turbulent times. This was an
entry that couldn’t be ignored.”

A spectacular gala dinner was held on
18 November and was attended by 1,300
guests including key industry figures.

New member firm in Eastern Caribbean
Effective 15 October 2009, BDO Eastern
Caribbean joins as a new member firm
comprising of the islands of St Lucia and
St Vincent.

The new firm is the result of a partnership
agreement between two existing firms
of local origin in Kingstown, St Vincent
and Castries, St Lucia.

New member firm in East Africa

for BDO

BDO is pleased to announce the admission
of a new member firm in East Africa,
comprising Kenya, Uganda and Tanzania,
effective 8 October 2009.

The 3 firms that make up BDO East Africa
were established in quick succession in
the 1990's and consolidated into a single
firm in 2009. Operating from one office
in each territory- Nairobi in Kenya,
Kampala in Uganda and Dar es Salaam
in Tanzania- the firm has 9 partners and
nearly 100 staff.

BDO announces results for 2009

BDO International is pleased to announce
an increase of 1.7 % in euro compared

to 2008. The number of staff increased
from 44,002 in 2008 to 46,035 in 2009,
while the network’s offices grew from

1,095 to 1,138 over the same period.

Since the end of its financial year, BDO
has added another 5 countries to its
network, making it span over 115
countries.
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