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  SESSION 5 
  STUDYING FURTHER
In the last session, you completed a diagram showing all the requirements for 
your selected careers. The diagram showed what you know, but also what you 
don’t yet know and still need to find out. You might have questions such as: 
What should I study for this career? Where can I study? How long does it take? 
How much does it cost?

In this session, you will learn about the different study options to help you 
answer these questions. At the end of the session, you will write letters to get 
the information you need, or to apply to different institutions.

WHY SHOULD YOU STUDY FURTHER AFTER SCHOOL?
It is important that you study further to continue your education, gain valuable skills and get the best 
possible job. If you decide to go directly into a job without studying further, you will be looking for a 
job that needs general skills, such as a security guard, waiter, farm worker or construction worker. If 
you want a job with more specialized skills, you will need to study further.

 So, where should you study? And what qualifications are 
on offer? What’s the difference between training institutions?

The next section talks about these things. As you read, try to 
find the answers to your questions and think about the type 
of institution that will suit you and your chosen career. 

“Anyone who stops learning is old, whether at twenty or eighty. 
Anyone who keeps learning stays young.” – Henry Ford, Ford Motor Company 

MODULE 2: STUDYING FURTHER, STARTING A BUSINESS AND FINDING A JOB

2

5499_LearntoEarn_Module2_Contents_FA.indd   2 2014/09/10   11:55 AM



SOUTH AFRICAN EDUCATION AND TRAINING SYSTEM
Registered qualifications and training providers 
All qualifications in South Africa must be 
approved by the South African Qualifications 
Authority (SAQA) and be registered on the National 
Qualifications Framework (NQF). This is to make sure 
that qualifications offered at different institutions 
follow the same curriculum as each other and meet 
the same standards. You can use your qualification 
anywhere in South Africa. 

The NQF has ten levels, with Level 1 being the easiest 
and Level 10 the most demanding. To give you an 
idea: a Grade 9 GET Certificate is Level 1, a National 
Senior Certificate (matric) is Level 4 and a doctoral 
degree is Level 10.

All training institutions offering accredited courses must be registered with the 
Department of Higher Education and Training (DHET). This is to make sure that they 
operate legally and offer a good standard of education. It means that employers can 
trust that a certificate from one institution is as good as the same certificate from 
another institution. 

Various Sector Education and Training Authorities (SETAs) have been set up to 
manage skills development in South Africa. Each one works in a different area 
or sector of the economy, for example agriculture, health, banking, media, 
mining or insurance. The SETAs are responsible for identifying the skills needed 
in their area, and for making sure that qualifications are developed to meet 
these needs. If you want information on education and training opportunities 
for a particular career, contact the relevant SETA. They will also be able to tell 
you about options for funding your studies. 

 Qualifications must 
be registered. When you 
choose a qualification, 
make sure that it is 
registered on the NQF. 
Ask for proof, or call the 
NQF and Career Advice 
Helpline on 0860 111 673 
to check. 

 Training institutions must be registered. When you choose a 
training institution, make sure you choose one that is registered 
with the DHET. Ask for proof, or call the DHET on 0800 872 222  
to check. Remember! Both the qualification AND the college 
must be registered. Get proof of registration. 

Find SETA contact details in the contact list at the back of this book.
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MAIN DIFFERENCES BETWEEN TYPES OF QUALIFICATIONS 

CERTIFICATE DIPLOMA DEGREE

How long are the courses? •	 From a few months to 2 years •	 Often 2 years •	 Initial degree usually 3 to 4 years

•	 Master’s degree another 2 years

•	 Doctoral degree several more years

Is it practical or theoretical? •	 Practical and  hands-on •	 Mixture of practical and theoretical •	 Mainly theoretical

What is its focus? •	 One specific skill or area •	 A specific area or specialization, and a 
general overview of the field

•	 May be a general degree, like a Bachelor of Arts, 
which will give you a wide range of skills in research, 
information gathering and problem solving, or a degree 
focused on a job, like a Bachelor of Veterinary Science

What NQF level is it (generally)? •	 Levels 1−4 •	 Levels 1−8 •	 Levels 5−10

How much does it cost? •	 Less than diplomas and degrees •	 Depends on the diploma •	 The most expensive

Where do you study? •	 FET colleges 

•	 Private accredited training organizations 

•	 Some universities of technology

•	 Universities of technology

•	 Private accredited training 
organizations

•	 Universities

•	 Some universities of technology

Who does it suit? •	 People who want to learn a specific skill to get an 
entry-level job in a particular field 

•	 People who already have a qualification or work 
experience and want to learn a particular skill to 
make themselves more employable

•	 People who know what they want to do

•	 People who want to get a job in a 
particular (known) field

•	 People who want a practical skill that 
leads directly into a career

•	 People who are already working and 
want to make a career change

•	 A general degree suits people who are interested in a 
certain area but don’t have a particular job in mind or a 
favourite subject

•	 Good for people who like learning for the sake of 
learning

•	 Necessary for people who want to follow professions 
that require a university degree, like medicine 

Degree, diploma or certificate? University, university of technology 
or FET college? What’s the difference? 
There are three main types of qualification: certificates, diplomas and degrees. They are all valuable, 
and will help you to get the skills and knowledge that you need. Choosing what and where to study 
depends on many things, such as the qualification requirements for the job you want to do, how long 
you want to study for and how much money you can afford to spend getting your qualification.

Here is a summary of the main differences between the three qualifications.
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“Intellectual growth should start at birth and only end 
at death.”  – Albert Einstein 
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What about learnerships and apprenticeships? 
Apprenticeships and learnerships are a good choice for people who don’t like too much academic 
study. They involve training on the job as well as going to college, usually an FET college. Lectures take 
place either during the day or in the evening, or for blocks of time when you attend training rather than 
going to your workplace.

Apprenticeships 
Apprenticeships are training for artisans, such 
as electricians, plumbers or mechanics. To do 
an apprenticeship you need to be employed by 
someone for the length of the apprenticeship, 
usually three to five years. While learning skills 
on the job, you will also do modules of training. 
After each module, you write a test. At the end of 
the apprenticeship, you write a trade test. Once 
you have passed this test, you get a nationally-
recognized trade certificate and become a 
qualified artisan. 

Learnerships 
Learnerships are for any job where work-based 
study is useful, such as agriculture, health, 
banking, media, mining and insurance. A 
learnership is a training programme that combines 
theory at a college or training centre with practice 
on the job. There is a formal agreement between 
you (the learner), the training provider and the 
employer. At the end of the learnership, you get 
a National Certificate or an FET certificate for that 
area of work, e.g. Electrical Engineering or Social 
Auxiliary Work. While there is no guarantee that 
you will be employed by the company at the end 
of the learnership, you will have gained both a 
qualification and valuable work experience in an 
area directly related to your qualification. The 
learnership system is managed by the SETAs, 
so you can contact the relevant SETA to find 
out what learnerships they offer. If you can’t 
find a learnership, you can study for a National 
Certificate Vocational (NCV) at an FET college. 

 Register with career websites 
such as www.careersportal.co.za
or www.skillsportal.co.za. 
Many learnerships and jobs are 
advertised on these websites, 
which are kept up to date. You can 
even register with some of them so 
that they send you regular emails 
about new job opportunities. Find 
a list of more websites at the back 
of the book. 
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I didn’t like school and I’m glad I’ve finished. But everyone says I must study 
further if I want to get a job. But I don’t like sitting in a classroom and 
learning from books. What can I do?

- School Hater

My parents want me to go to university but I don’t know if it’s right for me. 
I’ve heard about universities of technology and FET colleges. What are they? 
How are they different from a university?

- Confused

ACTIVITY 1: Give advice
Now that you are an expert on study options, see if you can answer these questions from 
two learners.

What about distance education? 
This involves a lot of studying on your own, using books and the internet, with only occasional 
meetings with lectures and other students. Distance education might suit people who like to study on 
their own or who, for some reason, can’t study full-time. 

Who is best suited to studying through distance education?

Distance education suits people who:

 > Like to study on their own

 > Can read and write well

 > Are self-motivated and self-disciplined

 > Have time to study

 > Can use resources like the course learning material, libraries and the internet

 > Can handle many tasks at the same time, like studying, work and home commitments

 > Are comfortable contacting lecturers via telephone or email 

 > Feel okay about missing out on the social part of studying

 Distance education takes a lot of self-motivation and does 
not suit everyone.  

MODULE 2: STUDYING FURTHER, STARTING A BUSINESS AND FINDING A JOB
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Tips for successful studying

These are even more important for distance education students.

 I want to 
study, but I’ve got 
no money!  

 > Take responsibility. 

 > Start working as soon as you get the material.

 > Draw up a study plan. Include assignment deadlines, contact sessions and study time.

 > Make regular time to do your work. Studying by distance doesn’t take less time than studying 
face-to-face: sometimes it can even take more time.

 > Keep up to date. Check your study plan every week to see that you are keeping up with readings 
and assignments.

 > Assess your progress regularly. Do you understand the material? If you have a problem, contact 
your lecturer.

 > Make contact with lecturers and other students. Use email, SMS, social media networks. Start or 
join a study group. 

 > Don’t get distracted. Don’t make excuses. Set regular study times. Find a workspace where you 
can concentrate. And, just do it!

FUNDING YOUR STUDIES
If you can’t afford to pay for your course now, these are your options:

 > Get a bursary or a scholarship

 > Get a study loan

 > Work and study at the same time, e.g. through an apprenticeship or 
a learnership

 > Work full-time while studying part-time, e.g. get a job or start your 
own business, and study when you are not working

 > Work first to save up money for your studies later

Bursaries and scholarships
Bursaries and scholarships usually cover at least part of the cost of 
studying. But there are differences between the two.

PAUSE for thought 
What are your plans for making sure that Brand YOU doesn’t become outdated?

“Always keeping learning. The second you stop, you will be 
outdated”  – A J Kumar, Co-founder, Single Grain 
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ACTIVITY 2: Difference between bursaries and scholarships
Discuss the differences between bursaries and scholarships with a partner. Then check 
your answer below.

If you want to apply for a scholarship or a bursary, contact the financial aid office at the institution where 
you want to study. They will tell you what scholarships and bursaries are available and who may apply. 
Remember that you need to apply for bursaries and scholarships the year before you want to study.

DIFFERENCES BETWEEN BURSARIES AND SCHOLARSHIPS

BURSARY SCHOLARSHIP

Who gets it? •	 Students who have financial need

(You have to prove that your parents 
or guardians can’t afford to pay.)

•	 Students who do very well 
at academics, sports or 
cultural activities.

Other considerations •	 Academic performance •	 Leadership skills

•	 Voluntary work

•	 Financial need (may be used 
to decide between two 
students who have applied 
for the scholarship and who 
are equal in other ways)

Must you pay it back? •	 No •	 No

Do you need to work 
for that company when 
you finish your studies?

•	 Yes (usually) •	 No

Other information •	 Often awarded from the second 
year of study, once you have proved 
that you can pass the course

•	 Not usually renewed automatically. 
Students re-apply every year. 
Renewal depends on academic 
performance

•	 May cover certain things only, for 
example, tuition

•	 Often awarded from the 
second year of study, once 
you have proved that you 
can pass the course

•	 May be awarded for a year 
or for the whole course. 
Renewal depends on 
academic performance

•	 May cover certain things 
only, for example, tuition
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Tips for applying for scholarships and bursaries 

 > Before applying, make sure you meet the minimum requirements.

 > Make sure you request sponsorship for the course you have applied to study.

 > Apply for as many bursaries and scholarships as you qualify for. This will give you a better chance of 
getting one.

 > Meet the deadline (closing date)! Late applications won’t be looked at.

 > Work hard at school. Your marks in the last two years of school will usually be considered when 
awarding bursaries and scholarships.

 > Give all the information and documents that the application asks for, in the correct format and order.

 > Make sure your application is neat.

 > Get someone to check your spelling and grammar before you send your application.

 > Keep a copy of your application.

Study loans 
A loan is money that you borrow and have to pay back. It is a financial agreement between you and 
the lending organization. You can get a study loan from the government, a private company or a bank. 
If you borrow money from a bank or a private company, you will usually have to have a guarantor, that 
is, someone who will pay the money back for you if you can’t. Sometimes you also need a guarantor to 
borrow money from the government.

At the end of the loan period, you have to pay it back. You also have to pay interest, which is the fee 
for borrowing money. The more you borrow and the longer you take to pay it back, the greater the 
interest. The government often charges less interest than banks and private companies.

Loans are awarded each year and you must give evidence of your academic performance before you will 
be given another one.

Some government loans may be converted into a bursary if you do well in your exams. This means 
that you may only have to pay back some of the loan.

{INTEREST} – 
the fee for 
borrowing money

The National Student Financial Aid Scheme (NSFAS) gives 
bursaries and loans to South African students for studying at public 
learning institutions such as universities and FET colleges. Find their 
contact details in the contact list at the back of this book.
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ACTIVITY 3: Test your knowledge
Do this quiz to check how much you have learned about studying after school. You don’t need 
a pen or paper. Just start with question one and follow the instructions until you reach the end.

1: True or false? If you want to study after school, you have to go to a university. If you say 
“true”, go to 2. If you say “false”, go to 3

2: 
Sorry but this is wrong. There are many places to study after school, e.g. a university of 
technology or an FET college. Go back to 1 and try again

3: Well done, you are right. There are many places to study after school. Move to 4

4: True or false? Stephanie works as a cashier three mornings a week. Because of this, she 
will not be able to study. If you say “true”, go to 5. If not you say “false”, go to 6

5: Sorry, that is wrong. Stephanie could do a part-time course. If she is self-motivated and doesn’t 
have too many other commitments, she can study and work at the same time. Move to 7

6: You are right. Stephanie could study part-time. Move to 7

7:
Andre lives 250 km from the nearest university. It is too far to travel every day and his family 
can’t afford to pay for accommodation near to the university. He is very motivated and self-
disciplined. He enjoys reading and is good at writing and at working on his own. Would 
distance education suit Andre? If you say “yes”, go to 8. If you say “no”, go to 9 

8: You are right. Andre has several characteristics that will help him succeed with distance 
learning. Move to 10

9:
Sorry, that isn’t correct. Distance education might suit Andre because he is self-disciplined, 
has good reading and writing skills and enjoys working on his own.   
Go back to 7 and try again 

10: True or false? It is better to study for a degree than for a diploma.  
If you say “true”, go to 11. If you say “false”, go to 12

11:

Wrong answer! One is not better than the other. When you are deciding whether to do a degree 
or a diploma, you need to look at several things. For example, do you know what job you want 
to do? Do you prefer practical or academic education? Diplomas suit people who have a good 
idea of what job they want to do and prefer more practical training. Degrees usually suit people 
who are not sure exactly what job they want to do and/or prefer more academic training. 
Sometimes this question is decided by the job a person wants to do. Move to 13 

12: 
Well done! You understand that a degree is not better just because it’s a degree, and a 
diploma is not better just because it is a diploma. Rather, different jobs need different 
qualifications, and degrees and diplomas suit people’s different needs. Move to 13
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13: 
True or false? If you can’t afford to pay for further education, you can get a bursary, even 
if your school marks are weak. If you say “true”, go to 14. If you say “false”, go to 15

14:
This is not true. Although bursaries are awarded to students who can’t afford tertiary 
education, they need to do well at school. Go back to 13 and try again 

15:
You are right. Although bursaries are awarded to students who can’t afford tertiary 
education, they need to do well at school. A student with low marks will probably not get a 
bursary. Move to 16

16:
True or false? You have to pay back study loans. If you say “true”, go to 17. If you say 
“false”, go to 18

17:
Yes, it is true! Sometimes part of a government study loan will be converted into a bursary if 
you pass well, but you still have to pay back the rest of the loan. You also have to pay interest 
on your loan. Banks usually charge more interest than the government. Move to 19 

18:
That is wrong. You have to pay back loans. You also have to pay interest on your loan. 
Banks usually charge more interest than the government. Go back to 16 and try again

19:
True or false? If you are not accepted into your chosen course, you should give up your 
dream of studying in that area. If you say “true”, go to 20. If you say “false”, go to 21

20:
Wrong. There are several things that you can do. Some institutions offer an extended 
qualification that includes a bridging or foundation year. Or you can register for a related 
course. After you successfully finish the first year, you can apply to transfer to your chosen 
course. Go to 22

21:
Well, done. You are right. Nelson Mandela said, “The greatest glory in living is not in never 
falling, but in rising every time we fall.”  You could do a bridging or foundation course, or 
register for a related course and apply to transfer to your chosen course after your first year.
Go to 22

22:

What is a bridging or foundation course? It is:

(a) A course to help students who don’t meet the entrance requirements for their chosen 
course (It is called an extended programme, as it takes longer to complete the course.) 

(b) A workplace training course 

(c) A course that teaches you how to design and build bridges 

If you say (a), go to 24. If you say (b), go to 23. If you say (c), go to 23 

23: Sorry, this is not right. Go back to 22 and try again

24: Correct! You really know about the world of study. Well done! You have finished the quiz.
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WRITING LETTERS OF APPLICATION
You should include a covering letter with all applications.

A covering letter is a formal letter that introduces you to the reader 
and tells them why you are the best person for the position. Your letter 
should be short, but it should include:

1. Your name, address and contact details (cell phone, email)

2. The date

3. The name, title and address of the person and the organization you 
are writing to

4. The subject of the letter

5. Who you are

6. What you want

7. What you can do (This should be linked to what you are asking for.)

8. Why you are right for the position, place or financial support

9. How you can add value to the company (This is especially 
important for job applications.)

10. Your signature

 Send a covering letter with all applications, from applying 
for a job or learnership, to applying for a place to study.  

 Remember that when you 
apply for something you are 
competing with other people. 
Take it seriously: check your work 
carefully, and then get someone 
else to check it. Covering letters 
tell the reader about Brand YOU — 
including your writing ability — so 
make sure that your spelling and 
grammar are correct!  
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ACTIVITY 4: Check the letter
Here is a letter asking for financial support. Read it and find the parts that talk about each 
of the 10 points listed on the previous page. Number each part as you find it. Check your 
answers with a partner.

Zamngedwa Sithole-Mtimkhulu

35 Green Road 

Gugulethu 

Cape Town

7751

28 February 2014

The Bursary Officer

ABSA
Pan African Bursary Programme

3rd Floor, ABSA Towers East

170 Main Street

Johannesburg

2000

Dear Sir/Madam

Application for bursary to study for a BCom degree

I am writing to apply for a bursary to study for a BCom degree at the University of Cape Town.

I am presently studying for my National Senior Certificate and my subjects are isiXhosa Home 

Language, English First Additional Language, Mathematics, Life Orientation, Accounting, 

Economics and History. I believe that I am a good candidate for a bursary as I achieved an 

aggregate of 80% for my Grade 12 June exams and have been provisionally accepted into 

the BCom programme at UCT, depending on my final matric results.

I am interested in working for ABSA once I have completed my studies, as I believe that the 

company will provide me with many opportunities to develop myself, both professionally and 

personally. 

I am available for an interview at any time that suits you. Please contact me on 0764566781. 

Yours faithfully

Zamngedwa Sithole-Mtimkhulu
ZSMtimkhulu
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SELF STUDY 
In this session, you’ve learned more about study paths and funding your studies. You’ve also learned 
how to write an application letter. Now you will use the information to add to your diagrams from 
Session 4, and to write to institutions to get more information.

ACTIVITY 5: Write to companies and institutions and update
your goals 

Step 1:

Write letters 
Use the new information you’ve learned during this session to add to your diagram 
from Session 4. Write to relevant institutions to find your missing information. You 
might write to a company (for a learnership), a private or a public FET college, a 
university or a university of technology. In your letter include the following:
•	 Say what job you are interested in and ask if the institution offers any courses or 

learnerships to help you to get that job.
•	 Ask what the entry requirements are, how you apply and deadlines for applications.
•	 Ask for details of the course or programme.
•	 Ask about the cost.
•	 Ask for information about bursaries and scholarships.

Step 2:

Update your goals and plans

Once you have the information you need, update your plans and goals.
•	 Set a long-term goal. For example:
What? Get an apprenticeship or a learnership 
When? By the end of the year
Why? To become an electrician

How? Write to companies that offer electrical apprenticeships and learnerships.

•	 Break down your long-term career goal into medium-term goals. For example:
Write to 10 companies or organisations that offer electrical apprenticeships and learnerships - by end of 
month 3.

•	 Finally, break down your medium-term goal into short-term goals.  For example:
-  Find out which companies offer electrical apprenticeships and learnerships - by end of month 1.
-  Find the addresses of these companies, and the name of the person who deals with   
   electrical apprenticeships and learnerships - by end of month 1.
-  Find out the requirements for getting an apprenticeship or learnership - by end of month 2.

Spend two hours on this activity.  Remember to set     
     SMART goals.  
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  SESSION 6 
  STARTING A BUSINESS (part 1)
In the last session, you explored study routes for your skills development goals, 
and you wrote application letters. We said that having more skills gives you 
more opportunities to find work to earn money. We also said that you could earn 
money by starting your own business.

In this session, and the next, you will investigate starting a business. You learn 
about finding and testing business ideas. At the end of the session you will choose 
one idea and do market research to see whether it is a good business idea.  

FINDING A BUSINESS IDEA
In order to succeed, businesses need customers. People become customers if a business meets their 
needs. One of the best ways to find a good business idea is to identify a need and then to offer a 
product or service to help meet it.

Read about Sizwe Nzima’s brilliant idea on the next page.

{MARKET RESEARCH} – 
finding out what people think of your idea and its price, and whether they will buy it from you

PAUSE for thought 
Is there a need for any of these in your area?

 > Car wash service

 > Shopping service

 > Tuckshop

 > Photocopy and printing shop

 > Internet café

 > Afterschool care or homework centre 

 > Marquee and chair hiring service

 > Waste management station (collecting and recycling glass, paper and tin cans)

 > Service to help organize official documents (ID books, birth and death certificates)

 > Sewing service for alterations and mending

 > Laundry service (washing and iron clothes, dry cleaning)
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Fact file: At work with youth entrepreneur Sizwe Nzima, 
owner and founder of Iyeza Express – medicine on wheels 

While waiting to collect medication for his grandparents at the local clinic in Khayelitsha, 
Sizwe Nzima wondered how sick and old people managed to stand for so long. He wondered 
how they could afford the transport money to get to the clinic, and who looked after their 
children while they were away. He wondered how working people managed to get time off 
work for so long. He thought that it was really difficult for people. He wondered if there was a 
solution to this problem. Sizwe looked at the overcrowding and the long queues …. And he 
saw a business opportunity.

After completing a six-month entrepreneurship course to learn about running a business, the 
21-year-old started Iyeza Express. Iyeze Express is a business that collects chronic medication 
from public health facilities and delivers it, by bicycle, to the doorsteps of clients, most of 
whom are too busy or too sick to collect it themselves. Sizwe charges R10 for this service.

Today, he has more than 250 customers. He couldn’t keep up with the demand on his own, 
so he bought more bikes and employed people to help him. He now employs four people, 
and the South African Breweries Innovation Awards has lent him money to develop and grow 
his business. He is also in talks with the Department of Health to see if the business can be 
expanded to other areas, and to put in place procedures to make sure that the right medicine 
is safely delivered to the right people.

Sizwe was named one of the Top 5 Youth Entrepreneurs at Cape Town Entrepreneurship Week.

Adapted from www.capetownmagazine.com viewed on 16/03/2014.
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PAUSE for thought 
Think about Sizwe’s story. He identified a need in his community and started a business to 
meet that need. You could do the same! What opportunities are there in YOUR community?

Tips for finding business opportunities 
There are hundreds of books and articles about how to find the “BIG IDEA”. You can do some research on 
your own to find out more. Here are a few ideas to get you thinking.

 > Draw a map of your community. Identify all the services on offer and where they are located. Then, 
take a good look at the map to identify opportunities:

 – Is there a better way of doing any of the things? 
 – Is there a problem that could be solved? 
 – Can you see a gap, with a need that no one else is meeting? 

 > Talk to people, including friends and family. Find out their problems, their needs and wants. Think 
about your own needs and wants. Are there any opportunities?

 > Think about your skills, hobbies and interests. Can you do anything with these? Would it help to 
upgrade your skills, or get new skills?

 > Keep up to date with new technology and with trends. Is something new happening? Is there an 
opportunity for you? For example, panama hats became popular again after the release of The Great 
Gatsby, a movie about the 1920s when they were fashionable. Suddenly lots of men wanted to wear 
them. The guys who spotted the trend early made money because they had hats for sale long before 
anyone else even thought about it.

 > Look out for good ideas, but which are being done badly. You might be able to do it better. For 
example, a home delivery service for a fast food take-away was too slow, so the food was always cold 
by the time it arrived. There might be an opportunity to offer the same service more efficiently.

 > Think about joining two existing business ideas things together to create a new opportunity. For 
example, somebody thought about combining a copyshop with a coffee bar, so that people can have 
a coffee while they wait for their photocopies to be made.

 > Think about adding a new service that goes well with an existing business. For example, somebody 
rented a room at a hairdresser and made a beauty salon so customers could have all their hair and 
beauty treatments done at the same time and place. 

 > Look for new uses for old products that people are throwing away. Can you do anything with their 
rubbish? For example, people make children’s swings or sandals out of old tyres.

 > Find out about businesses that other people have and look for opportunities for yourself: read 
business publications and newspaper articles and advertisements; surf the internet; go to trade shows 
or other entrepreneurship events. 

 – Do any ideas sound interesting? Could they meet in a need in your community?
 – If they are successful in other places, do you think they might work in your community?

Identifying opportunities is not something you do once and never again. Entrepreneurs are always on the 
lookout for good ideas. Keep your eyes and ears open all the time and let your imagination run wild. Keep 
track of your ideas and write them ALL down in your logbook so you don’t forget them. 
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ACTIVITY 6: Brainstorm business ideas 
Go through the tips on the previous page and together, brainstorm ideas for each 
one. Remember, in a brainstorm, no idea is stupid. Later, you will have a chance to go 
through the list and cross out the ideas that won’t work.

ACTIVITY 7: Evaluate ideas 
Now, go through the list and join the ideas that belong together, and then discuss 
them all.

Cross out the following:

 > Ideas that don’t interest you

 > Ideas that don’t meet a need 

 > Ideas that are too complicated

 > Ideas that need too many skills or resources that you don’t have 

Look at the ideas that are left. Choose one to test through market research.

TESTING THE IDEA THOUGH MARKET RESEARCH
Once you have an idea, you need to test whether it is any good. Companies always do market 
research before they spend time and money developing something that people might not want.

Market research tells companies what customers think of the 
new ideas and the price they are prepared to pay. Companies 
also use market research to find out about their competition. 
Your market research will tell you whether you should carry on 
developing the idea, or whether you should throw it out and 
find something new.

{COMPETITION} – 
other businesses that are 
similar to yours. You will 
compete with them for 
customers

 Don’t worry if the ideas seem crazy. Write them down anyway. 
When the idea of humans flying was first suggested, it seemed like a 
crazy idea. Now air travel is a common means of transport. Imagine 
if the inventor of the ATM machine felt too embarrassed to suggest it 
in case people thought it was stupid: we’d all still be standing in long 
bank queues every time we wanted some cash! What if Sizwe had felt 
too shy to suggest his “medicine on wheels” idea?  
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Survey the customers 
One way of doing market research is by drawing up a list of questions and interviewing potential 
customers to find out what they think. Here is an example.

1. Where do you live? ................................................

....................................................................................

2. (Explain the product or service.) What do you 

think of the business idea? ..................................

.....................................................................................

.....................................................................................

3. Would you buy this product or service? ...........

4. Do you already buy it? ..........................................

5. If so, where do you get it from at the moment? 

(Names of competitors and places where they 

buy) ............................................................................

.....................................................................................

6. How much do you pay for it? ..............................

7. How much are you willing to pay for it? ................

8. How can our business be better than XXX 

(the competitor)? (What are their strengths 

and weaknesses? How can we do it better 

than they do it?) .....................................................

.....................................................................................

.....................................................................................

....................................................................................

9. Do you have any other ideas for us? .................

.....................................................................................

.....................................................................................

Market research questionnaire
Who are our potential customers?  Tick one or more of the blocks below.

SEX 
 Male Female   

AGE RANGE 
 Children Teenagers Young adults Adults Pensioners

STATUS 
 Employed Self-employed Unemployed Learners Students

ESTIMATED INCOME IN HOUSEHOLD (including government grants):   
 Less than R200 R200–1000 R1000–2000 More than R2000 

PAUSE for thought 
In the above example, the market researcher asks quite a lot of questions, not only about 
the product. They also ask questions about the person’s sex, age, employment status and 
income levels. This is common in market research. Why do you think market researchers 
want to know this information?
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SELF STUDY 
Now that you have a business idea, and you’ve learned about market research, it is time to test 
whether it is a good idea. 

ACTIVITY 8: Test your idea through market research
Work in teams.

Step 1: SURVEY YOUR CUSTOMERS:

 > Use the example questionnaire on the previous page.  
Write the answers on a new page for each person you speak to. 

 > Each person in your team must interview at least two potential customers.

Step 2: RESEARCH YOUR COMPETITION:

 > Do a survey of your competition using the example questions above. Write down 
your answers in your logbook.

Research the competition 
Companies also spend a lot of time 
looking at their competitors before 
they launch a new product. You will 
need to do the same before you set up 
your business. 

Companies ask questions such as these: 

 > Who is selling the same or a similar product or service in my community?

 > What do they charge?

 > What are they doing well? 

 > What are they not doing well?

 > How can we make our product or service better or different? 

 > How can we offer customers something more, or better?

 > What is special about our product or service that makes it stand out from the others?

 If there are too many people in 
the same area offering the same 
good quality service at good prices, 
it’s difficult to compete. Rather 
think of another idea.  
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Spend 3 hours on this activity.
Bring your work with you to the next session.

Step 3: WRITE A REPORT:

 > Work together with your group to put the results of all your research together into a 
single report under the following headings: 

Market Research Report 

Business idea

 – What do you plan to do?

Market

 – Who is the market for the product or service?
(Give as much detail as possible about who your customers will be, e.g. age range, where 
they live, male/female, urban/rural, needs and interests.)

 – What do these people think of my idea? What do they like? What don’t they like  about it? 

 – Do they need this product/service? 

 – Would they buy it from me?

 – What would they pay?

Skills

 – What skills do I need for this business? 
(Give as much detail as possible.)

 – Do I have these skills? Can I work or join with others who have these skills?  
     Who? How? 

Physical resources

 – What do I need for this business? 

(List the equipment, transport, goods, etc.) 

 – Do I have these resources? Can I get these resources? Where? How? 

Competitors

 – Who is selling a similar product or service in my community?

 – What do they charge?

 – How can I make my product/service better or different? What is special about my  
     product or service that makes it stand out from my competitors?
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  SESSION 7 
  STARTING A BUSINESS (part 2)
In the last session, you thought of a business idea and did market research to find 
out what people thought of it. 

In this session, you learn more about starting a business. You will explore the 
other elements that you need to plan, once you know you have a workable 
business idea. At the end of the session, you will interview a business owner and 
write up tips on setting up a business.

Keep growing Brand YOU
If your market research showed that you may have a good business idea, well done! Read on to learn 
more about the other parts of starting a business.  

But if your research showed that people wouldn’t buy from you, take another look at your idea. Could 
you do it differently to make it work, or do you need a completely different idea? Remember that 
behind most successful business ideas, there are four or five or even ten ideas that didn’t work.

History is full of successful people who “failed” before becoming successful. For example:

 > Oprah Winfrey was once fired from her job as TV reporter and told she was unfit for TV.

 > JK Rowling’s Harry Potter books were rejected by many publishers because they thought they wouldn’t sell. 

 > Steve Jobs was fired from Apple, the company he started. He later returned and turned it into a hugely 
successful company, known all over the world. 

 The message is clear: Work towards your goals, develop 
your skills, look for opportunities and … DON’T GIVE UP!  

Remember your education goals. In the same way that more skills bring more 
job opportunities, more skills also bring more business opportunities. For most 
businesses, you will need some skills. Business consultants agree that Brand YOU 
is the best tool you have, and that you should never stop investing in yourself. 
Top entrepreneurs realize that the key to success is on-going learning. 

“Master your trade … Become the expert that 
everyone needs – specialized skills are in high 
demand, so become a specialist.”  
– Margaret Hirsch, Hirsch Appliances
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THE ELEMENTS OF A BUSINESS: SUCCESSFUL 
ENTREPRENEURS TELL THEIR STORIES 

Fact file: At work with a pharmacist

Lovely Letsoala is a pharmacist. She is also a winner of a Sanlam/Business Partners Emerging 
Entrepreneur of the Year Award. 

In the area where she grew up, there was no pharmacy and she always had to travel far to get 
medicine. She identified a need, and an opportunity to give residents convenient access to 
the medicine they needed.

When a perfectly placed building became available next to a small community shopping 
centre, she rented it. It was far too big for her needs, so she sublet part of the building to a 
doctor, a optometrist (eye doctor) and a dentist, and then also included a primary health care 
clinic. She brought related services together and created a “one-stop health care shop”.

She turned down the idea of starting a website to advertise her business — because her 
customers don’t have the internet. She uses other ways to reach them, such as through flyers 
at church events.

Her two shop assistants are studying to be pharmaceutical assistants. Lovely says this is 
important because customers want to talk to a person who is well qualified.  It is all part of 
offering a top quality service that will keep the customers coming back, time and time again.

Adapted from www.eoy.co.za viewed on 18/03/2014
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Fact file: At work with a taxi owner

Tyron owns Eagle, a private taxi service in Nelspruit. 

When Eagle started, it was just Tyron, his public transport driver’s licence and his very old car. 

He worked hard marketing his business to all the hotels in the area, and was prepared to 
collect passengers whenever they needed a ride, no matter the time of day or night. He made 
sure that his prices were good and his car always sparkling clean and well maintained. He 
offered an affordable, safe and reliable service, arriving every time, and on time. The demand 
for his services grew and so did his business. Soon, he was able to sell his old car, replace it 
with two new cars and employ a driver to help him. 

Tyron says that the secret to his success is excellent service. Although there are other people 
offering a similar service, he says that his is better — his cars are cleaner, his service more 
reliable and people feel loyal to Eagle. They phone him instead of his competition. Hotels also 
recommend him to their customers.

He has business cards with his name, contact details and logo, and he gives those to all his 
customers and the hotels, so they can easily contact him. His cars are also branded. He says 
branding is very important because when people see his cars with the eagle, they know it 
stands for safe and reliable transport. 

Even though his business is already successful, he has an even bigger dream – that of owning 
a bigger transport service, including busses, and even an aeroplane!  

It doesn’t worry him that some people laugh at this dream. He says that people laughed when 
he was young and he told them that one day he would own more than one car. Today he has 
two! So he says that he will carry on, taking small steps on the road to his big goal, until one 
day, people will look up and be amazed to see an Eagle-branded aeroplane flying overhead. 
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Fact file: At work with a beauty salon owner

Busi is 28-year old beautician. She owns Bootiful-U, a successful beauty salon on the Bluff in 
Durban, together with two partners, Kiki and Nettie. Kiki is also a qualified beautician and Nettie 
has a bookkeeping diploma. While Kiki and Busi offer beauty services to customers, Nettie is in 
charge of reception, administration and finances. She takes bookings, restocks supplies, and 
deals with all paperwork and bookkeeping.

Busi studied hair and beauty for two years at an FET college in Durban. When she finished, she 
got a job at Bootiful-U. Busi worked there for seven years and during that time, she became a 
very skilled and popular beautician. Customers could see that she was serious about her work 
and good at it, and they came back to her, month after month, for all their beauty treatments. 

Busi also learned a lot about the beauty business in general. She kept her eyes open and, from 
watching the owner at work, she learned a lot about running a beauty salon.  

Then the shopping centre increased the rent. Bootiful-U’s owner said that the rent was too high, 
and that the business was losing money. She decided to close down the business.

Busi, Kiki and Nettie saw a business opportunity. Instead of being unemployed and looking 
for a job at another salon, they decided buy Bootiful-U and run it themselves. They bought the 
business and all its equipment, and moved from the expensive shopping centre to a centrally 
located house with much cheaper rent. They stayed on the Bluff so that they could keep all their 
existing customers.

Busi says that although it is expensive to set up a beauty salon, she and her partners were lucky 
because they bought an existing business with all its customers and equipment so their start-
up costs were much lower than if they started from scratch.

She also says that price is very important. “We need to charge enough to cover all our running 
costs, including getting a salary for ourselves. But we have to be careful, because if we charge 
too much, the customers will leave us and go somewhere else.

“We looked at prices that other salons charge their customers. We can’t charge more than others in 
our area.  Those in richer areas, such as Umhlanga and Ballito, charge much more than we do. But 
their customers can afford to pay more. They earn more income than us. But I suppose their costs 
are also higher because their rents are much higher. So maybe our profit is the same as theirs.”
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{START-UP COSTS} – the costs of 
starting your business, such 
as Tyron buying a car or Busi 
buying the equipment for her 
salon. These happen once and 
not every month

{RUNNING COSTS} – the costs of running your 
business. You will usually pay these every month. 
For example, Tyron will pay salaries, petrol and for 
car cleaning materials and maintenance. Busi will 
pay salaries, rent, electricity and water, and for the 
beauty products she uses for her work 

{INCOME} – the money that your business 
earns from your customers

{PROFIT} – the money you make in your 
business after you pay all your costs

ACTIVITY 9: Learning from Sizwe, Lovely, Busi and Tyron 

Sizwe (from Session 6), Lovely, Busi and Tyron are all successful business owners. They all have great 
business ideas that meet needs in their communities. That is really important. But if you look closely at 
their stories, you will see that there is more to their success than just a good idea that meets a need. 

Read their stories again carefully. Discuss what you found out about each of the following topics:

 > The product

 > Skills and experience 

 > Competition

 > Cost of starting up a business

 > Selling price

 > Location of the business

 > Customer service

 > Advertising 

 > Work values

 > Goals

THE BUSINESS PLAN 
When you are ready with your idea, and you’ve thought through all the parts of the business and how 
you will bring them together, you will need to write up your ideas into a business plan. 

What is a business plan?
A business plan is like a recipe for a successful business. If you want to make vetkoek, you use a recipe 
to find out the ingredients and how to put them together. If you don’t follow a good recipe, the 
vetkoek won’t come out right. 

It is the same with your business. A business plan describes your business, what you want to do, the 
different parts of the business and how you will put them together to run it. It’s also important if you 
are going to ask someone to lend you money for the business. It helps them understand the business 
idea and gives them confidence that the business can earn money so that you can pay back the loan. 
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ACTIVITY 10: The business plan 

 > Look at the example business plan on the following pages. 

 – What are the main sections in the business plan?

 – What information goes into the section: Business details?

 – What information goes into Part 1: Description of business?

 – What information goes into Part 2: Customers and competitors?

 – What information goes into Part 3: Financial management?

 – What information goes into the conclusion? 

 > When you finish reading the plan, look at each section again and discuss the following for each:

 – Do you think it is a good idea? Why/why not?

 – Do you have any other ideas to add or would you do it differently? Why and how?

        To make my own paper beads and use them to make 

necklaces, which I will sell at a market stall in my area.  

Name:

Phone number:

Address:

Name of business:

Type of business:

GOALS OF THE BUSINESS

• Short-term: 

Bheka  Mathebula

076587345

Ndaleni — Richmond area 

Bheka’s beads

Making and selling paper bead jewellery

 BUSINESS DETAILS
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First I will make necklaces using paper beads. Later I will 

also make bracelets and earrings. 

What business am I going to start? 
 

PRODUCT 
 
What product or service will I sell? 

I will make the paper beads and paper bead necklaces at 

home. This means that I will not have to pay rent.  

I will sell the jewellery at a market stall at the taxi rank.  

I will pay the stall owner R10.00 a month to display and sell 

my jewellery with the other goods.  

 PART 1: DESCRIPTION OF BUSINESS

PLACE 
 
Where will I manufacture my product? Where will I sell from?  

I am going to start a jewellery business that makes paper 

beads and uses them in fashion jewellery. Glass, ceramic 

and plastic beads are very expensive to buy and this makes 

jewellery very expensive.  Paper can be reused to make good 

quality and attractive beads, which can be used to make 

fashionable jewellery that can be sold at reasonable prices. 
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Each of my necklaces is handmade and unique and no one 

else in the area is making paper bead jewellery. The stall 

where I will display my products sells plastic jewellery, 

which is bought from wholesalers in town. Lots of people 

sell this jewellery and you can find the same things on sale 

all over. The jewellery sells for about R15, but is not good 

quality and breaks easily. 

Who will my customers be and what can they afford to pay?  
 

Who are my competitors?  

I will attract customers through an attractive display at the 

market stall. I will grow demand for it by giving some to the 

most popular girls and boys at school and asking them to 

wear it at school events and on sports days. 

 PART 2: CUSTOMERS AND COMPETITORS

How will I promote my business?  

My customers will be youth and young adults from my 

community. They want fashionable jewellery that they can 

afford. They cannot pay more than R15 for a piece of jewellery. 
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 PART 3: FINANCIAL MANAGEMENT

I need to buy paper, varnish, fishing line and clips. They are all 

available at local shops. Each necklace will cost me R1.20 to make.

What are my start-up costs?

I will pay R10 per month rent at the market stall. I will pay 

R10 a week transport to deliver new necklaces to the stall. 

So my total fixed monthly costs are R50.

I will charge R14 a necklace. This is cheaper than the other 

jewellery that sells for R15 so the price will be attractive to 

customers. It also covers my costs.

I plan to sell 30 necklaces a month. My total income will be 

R420 a month. My cost for making 30 necklaces is R36. My 

fixed monthly costs are R50. This means my total costs for 

30 necklaces is R86. My montly profit will be R420 (income) – 

R86 (costs) = R334 (profit). 

What are my other costs?

Where will I buy my raw materials and how much will it cost to make one necklace? 

How much will I charge? 

What profit will I make?

Start-up costs are R30. The only tools are a pair of long-

nosed pliers.
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What are the strengths of this business?

What opportunities are there around me for this business?

Supporting documents:

    CONCLUSION: WHY MY BUSINESS WILL WORK

• My start-up and running costs are low. 

• There are no other people in the area making paper beads or 

making jewellery from paper beads. 

• I will be using environmentally-friendly re-cycled paper. 

• The beads are colourful and fashionable. 

• I can make a profit.

Many of the young people in my area want to have fashionable 

jewellery but cannot afford to buy it. This gives me an 

opportunity to sell affordable jewellery. If successful, I 

can sell my jewellery at more than one stall and could employ 

someone to help me. In the longer term, I could expand my 

business to other areas of the country and even sell it at 

major fashion shops. It will also help to create employment 

for people in my area.

• Market research results

• Start-up costs

• Projected profit statement

• Promotional material — advertisement, logo, photos or 

drawings of visual display of products

(Sources: My life! My future! My working future; Starting a small business)
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Useful contacts for starting a business:

Department of Trade and Industry (DTI)

Website: www.thedti.gov.za

Email: contactus@thedti.gov.za

Tel: 0861 843 384 

National Youth Development Agency (NYDA)

Website: www.nyda.gov.za

Call centre: 0800 525252

Small Enterprise Development Agency (SEDA)

Website: www.seda.org.za

Email: info@seda.org.za

National Information Centre: 0860 103 703

SEDA has information kiosks in each province.

Small Enterprise Finance Agency (SEFA)

Website: www.sefa.org.za

Tel: KZN – 031 3683485 

Western Cape – 021 418 0126 or 021 418 0128

Industrial Development Corporation

Website: www.idc.co.za

Call centre: 086 069 3888

Tel: KZN – 031 337445 

Western Cape – 021 421 4794

 Talk to other people who have set up a business. Find 
out about the challenges they faced. Get advice on what 
to do… And what not to do! When you are ready, draw 
up your business plan. There are contact details below of 
organizations which can help you to start your business.  
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Step 2: WRITE TIPS FOR STARTING A BUSINESS

Design a poster or write a report that talks about everything you’ve learned during the 
session and in the interview about starting a business. Your poster/report must have the 
following headings:

Tips for starting a successful business

 > Product

 > Customers

 > Price

 > Place of business

 > Promotion (advertising to your customers)

 > Any other tips

Spend 1 hour on this activity. 
Bring your work with you to the next session.

ACTIVITY 11: Interview a business owner and write tips
Work in pairs or teams. Ask a business owner if you can interview them. Explain that it 
is for a course you are studying.  It can be any business owner e.g. the person selling 
vetkoek outside the school or a person running a local hairdresser.

Step 1: INTERVIEW A BUSINESS OWNER

Ask them the following:

 > What is your business?

 > How did you come up with your business idea?

 > What skills and qualifications do you need?

 > What equipment do you need?

 > Who are your main customers?

 > How did you decide where to have your business? (location)

 > How do you decide your selling price?

 > How do you advertise?

 > What is the most important thing in your business?

 > Do you have any tips for someone who wants to start their own business?

Write down the answers at the interview.

SELF STUDY 
During this session, you have learned about some of the different elements that you need to think 
about when you start a business, and how you put them all together into a business plan. Now you 
are going to interview a business owner to find out how they planned their business.
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  SESSION 8 
  FINDING A JOB
In the last session, you learned about starting a business and the different 
elements you need to plan.

In this session, we talk about getting a job: looking for vacancies, writing a CV, 
applying for jobs and job interviews. At the end of the session, you will write 
your own CV.

ACTIVITY 12: Where can you look for jobs?
Read how the following people looked for jobs. Use what they say to make a list of 
where to look for jobs. Add your own ideas.

LOOKING FOR A JOB 

My sister told 
me there was a 
vacancy at the 
factory where 
she is working. 
I am going for 
an interview 

today.

Our local clinic was looking 
for community care workers. 

They paid me very little in the 
beginning but I still worked 

very hard. This job got me into 
the world of work and I had 
good training and experience.

I heard people 
talking at the taxi 

rank. They said 
that a shop in 

town was looking 
for cashiers. I am 
going there to ask

 about the job. 

I saw an advert 
in the newspaper 
for a TV repair 

assistant. I enjoy 
fixing radios and 

TVs for the people 
in my area, so I 

applied for the job.

I love sewing, so 
I looked in the 

Yellow Pages under 
“dressmakers”. I 
phoned some of 

the numbers in my 
area and found 
a dressmaking 
company that 

was looking for 
an assistant 
dressmaker. 

I am 
registered 
on several 
job search 

websites. They 
send me an 

email whenever 
there are new 
learnerships 

or job 
opportunities.
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ACTIVITY 13: The sections of a CV
Here is a list of the main sections in a CV. Read the list, then 
go through the example of a CV. Identify each of these 
sections in the CV, then write the number of each section 
next to the correct section.

1. Personal information: includes name, place and date of birth, ID 
number, address, contact details

2. Educational qualifications: includes school/college names, dates you 
attended, highest grade achieved, certificates, and any other courses 
you have done (including this one) 

3. Work history/experience: shows a timeline of your work experience, starting with your most 
recent job. This includes all work: paid and unpaid (voluntary), full-time and part-time. For each job, 
state dates of employment, name of organization, address and contact details, your position in the 
organization, your main responsibilities and any other relevant activities

4. Additional skills and accomplishments: lists other skills (e.g. driver’s licence, international computer 
driving licence) and accomplishments (e.g. membership of an organization or position held there)

5. References: includes the name and telephone numbers of two people (not family members) who 
can talk about you — i.e. how you work, or  your character and personality

WRITING A CV
When you apply for a job, you will need a CV. 

{CV} – a document that lists your personal details, education and work experience. CV is an 
abbreviation for Curriculum Vitae. These are Latin words that mean “the story of my life”

 Your CV is part of your brand that helps you to 
market yourself. It is like your logo, only in more 
detail. The greatest brand in the world is YOU!  
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PERSONAL INFORMATION 

 
Surname: Didiza 

First Name: Anathi 

 
Address: 35 Green Road, Gugulethu, Cape Town 7751  

Phone: 076 456 6781

Fax: 021 456 6782 

 
Date of birth: 24 October 1982 

Nationality: South African  

ID number: 821024 0789 083

Marital status: Married

Gender: Female 
 
Number of dependents: Two children  

 
Home language: isiXhosa 

Other languages: English, isiZulu, Afrikaans 

 
Driver’s licence: Code 08 

 
 
EDUCATIONAL QUALIFICATIONS 

 
Name of school attended: Qoqisizwe High School

Dates: 1995 – 2000  

Highest grade: Grade 12

School certificates: Grade 12 Certificate 

 
 
OTHER EDUCATION AND TRAINING 

2002 : Dental Assistant: Basic Certificate — Oxbridge Academy   

2003 : Dental Assistant: Diploma — Oxbridge Academy

 

CURRICULUM VITAE 
OF 

ZINDABA ZULU

WORK HISTORY 

ADDITIONAL SKILLS 
 
Driver’s licence
Captain of the school netball team 1999

 
REFERENCES 
 
1. Name of person: Dr Kalan
    Telephone number: 021 456 3896 

2. Name of person: Pastor Mshengu 
    Telephone number: 021 761 4567

2008 – present 
 
 
 
 
March 2004 – 
2007 
 
 
 
 
2003 (4 months) 
 
 
 
 
2001– 2002

Date Name and address 
of employer

Position Main 
responsibilities

Dr McCrae
12 Claremont Road,
Cape Town 7000
 

Dr Kalan and 
Associates
134 Small Road, 
Cape Town 7000
 

Hout Bay Dental 
Practice  
3 Big Road, Cape 
Town 7872
 
Mrs Bloch 
73 Middle Road
Cape Town 8000

Dental Assistant  
 
 
 

Dental Assistant 
 
 
 
 

Volunteer in 
dental practice 
 
 
 
Sleep-in 
domestic worker

• Assisted  
Dr McCrae with 
patients 

• Assisted Dr Kalan 
with patients

• Assisted with 
patients

• Housekeeping

• Child care

Tips for writing a CV 

 Remember! 
Always write 
a covering 
letter. Check 
Session 5 for 
a reminder 
about the 
guidelines 
for covering 
letters.  

Be clear and short. Your 

finished CV should not 

be more than two pages.

Include voluntary work you 

have done. This shows you are 

serious about working. All work 

is experience.

Try not to say: 
“I did this” or “I did that”. 

Rather say: 
“I organised”, “I achieved”, 

“I took part in”.

Keep your CV up-to-date as you change jobs or finish different courses. 

Use the past tense, except 
for your present job. 

Example: “I conducted 
inspections of equipment.”

Ask someone with experience and 

good language skills to check the 

grammar and spelling in your CV.
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Did you know?
Most of our communication 
with others is through our 
“body language” and the 
tone of our voice when we 
speak. Only a small part 
of our message is 
communicated through 
our words. What does 
this person’s body 
language say?

GOING FOR A JOB INTERVIEW
An interview can be scary. Prepare well so that you make a good impression. 

Preparing for your interview
 > Make sure you know what job you are applying for, and that you have the skills they are looking for. 

 > Write down all the things you know about the job. If you know someone with the same sort of job, then 
ask them about it. 

 > Write down the things you would like to know, e.g. hours of work and tasks to be done. 

 > Find out as much as you can about the company. 

 > Arrive at least 10 minutes before the interview time. 

 > Know your strengths and weaknesses. Do you have any special skills that make you good for the job? 

 > Take copies of your CV with you. If necessary, fi ll in the job application form before the interview begins. 
Make sure your answers match the information in your CV and letter of application.

 > Don’t dress as if you are going to a party! Look neat and presentable.

At the interview
Body language
In an interview, try to look confi dent and friendly, even if you feel scared. 
The way you enter the room, the way you shake hands, the way you 
introduce yourself and look at people, will tell them that you are worth 
employing. If you don’t look at the person who is speaking to you, you 
will seem shy. They might also think you are not interested in what they 
are saying. 

The fi rst fi ve minutes …

 > Take three slow, deep breaths. 

 > Greet the interviewer by their last name and try to pronounce it 
correctly.

 > Wait until you are off ered a chair before you sit down.

 > Be friendly. 

 > Look interested.

 > Look around the room once and then keep your eyes on the interviewer.

 > If you don’t understand a question, ask the interviewer to repeat it.

 > Stress your strengths and achievements.

 > Be enthusiastic and show it in your replies and body language.

 > Answer the interview question by giving more than a simple yes or no. 
But keep your answers short and simple. 

 > Speak clearly and answer the questions as honestly as you can. 

 > Do not complain about anything or anyone.

communicated through 
our words. What does 
this person’s body 
language say?

Look around the room once and then keep your eyes on the interviewer.

Answer the interview question by giving more than a simple yes or no. 
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ACTIVITY 14: Role-play job interviews

1. Try out these body positions and talk about what they communicate to other people:
 – Lean back in your chair with both hands behind your head.
 – Stand with your arms folded and your head down.
 – Put your hands on your hips and stare at the person.
 – Keep moving on your chair. Fiddle with your hair, bite your nails, play with the money in your pocket.
 – Shake hands with someone without looking at them.
 – Try your own position. (Look around the room for ideas!)

2. Say: “Good morning. Can I help you?” Do it in the following tones of voice:
 – Friendly
 – Unfriendly
 – Frightened
 – Angry
 – Bored

3. Act out an interview. Your facilitator will role-play a good and a bad interview with you.

4. Role-play an interview with a partner. Use the example interview questions provided. One of you 
is the interviewer and the other is applying for the job. Swap roles. Give each other feedback: How 
did you come across in the interview? What worked well? What can you improve on? 

PAUSE for thought 
Think about your own body language and the way you usually talk to people. What does your 
body language tell them about you? Does this suit the image you want to show for Brand YOU?

Interview questions 
General opening questions

 – Tell me about yourself.
 – What work have you done?

Work experience
 – Tell me about your experience in … [the job 

you are applying for]
 – Do you ever/Have you ever … ? [questions 

about the job, e.g. “Have you ever looked after 
children before?”]

Education
 – Tell me about your educational background.
 – Have you had any training in … ? [the job you 

are applying for]

Knowledge of the job
 – What do you know about this job?
 – Why do you want this job?
 – Why do you want to work here?
 – Why do you think you are qualifi ed for this job? 
 – Why do you think we should employ you?

Work attitudes
 – How do you feel about working in a team?
 – How do you feel about working overtime?
 – Do you have any transport problems? How 

would you get to work?
 – Do you ever have problems with your childcare 

arrangements?
 – What are your strengths? 
 – What are your weaknesses?
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SELF STUDY 
During this session, you have learned about job applications, interviews and CVs. Now you will write 
your own CV and update your goals. 

ACTIVITY 15: Write your CV and update your goals
This is a formal assessment task. 

Step 1:  > Write your CV. Use the section on writing a CV to help you.

Step 2:  > Revisit your goals. What progress have you made? What are the next steps? Update 
your goals and start some of the tasks.

 Don’t worry if your CV looks empty now. As you do more things and gain 
experience, it will quickly fill up. Don’t forget to include this course on your CV. 
Even though it is not an accredited course, it still shows commitment to your 
education and to developing your skills. 

Spend 2 hours on this activity. 
Bring your CV with you to the next session.

Assessment rubric
Your CV will be assessed using the following rubric:

Criteria for CV: Completely (2), Partially (1), Not at all (0)

There is correct information under all the headings

The information is well-organized

The CV is neat and well laid out

The CV is brief and clear

Spelling and grammar are correct

Total (max 10)
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NAME CONTACT DETAILS ADDRESS

ADVICE AND HELPLINES

Central Applications 
Office (CAO)

Tel: 031 268 4444 / 0860 860 226 
Email: enggeneralcao@cao.ac.za
Website: www.cao.ac.za

Gate 11, Central Services 
Complex UKZN, Mary Thipe 
Street, Cato Manor, Durban

Council on Higher 
Education (CHE)

Tel: 012 349 3840 
Email: admin@che.ac.za
Website: www.che.ac.za

P O Box 94, Persequor 
Technopark, Brummeria, 0020
1 Quintin Brand Street, 
Persequor, Technopark, 
Brummeria

National Student 
Financial Aid Scheme 
(NSFAS)

Tel: 021 763 3232 / 0860 067 327 
Email: info@nsfas.org.za 
Website: www.nsfas.org.za
www.funzalushaka.doe.gov.za

Private Bag X1, Plumstead, 
7801

Quality Council for 
Trades and Occupations

Tel: 012 312 6358
Private Bag 714, Pretoria, 0001
123 Francis Baard Street, 
Pretoria

South African 
Qualifications Authority 
(SAQA)

Tel: 086 010 3188
Email: saqainfo@saqa.org.za 
Website: www.saqa.org.za 

Gate 11, Central Services 
Complex UKZN, Mary Thipe 
Street, Cato Manor, Durban

SAQA & Career Advice 
Services Helpline

Tel: 0860111673 
SMS: 072 204 5056
Email: help@careerhelp.org.za 
Website: www.careerhelp.org.za
www.facebook.com/careerhelp
www.twitter.com/@nqfcareerhelp

SAQA House, 1067 Arcadia 
Street, Hatfield, Pretoria

Umalusi

Tel: 012 349 1510 
Fax: 012 349 1511 
Email: info@umalusi.org.za
Website: www.umalusi.org.za

37 General Van Ryneveld 
Street, Persequor Technopark, 
Pretoria 0002

LIST OF USEFUL CONTACTS

NAME CONTACT DETAILS

UNIVERSITIES

DISTANCE EDUCATION

UNISA (University of South Africa)
Tel: 012 429 3111
Fax: 012 429 2565
Website: www.unisa.ac.za
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NAME CONTACT DETAILS

EASTERN CAPE

Nelson Mandela Metropolitan University
Tel: 041 504 1111 
Fax: 041 504 2574 
Website: www.nmmu.ac.za

Rhodes University 
Tel: 046 603 8148 
Fax: 046 622 8444
Website: www.ru.ac.za

University of Fort Hare
Tel: 040 602 2016 
Fax: 040 653 1338 
Website: www.nmmu.ac.za

Walter Sisulu University of Technology
Tel: 041 504 1111 
Fax: 041 504 2574 
Website: www.nmmu.ac.za

FREE STATE

Central University of Technology
Tel: 051 507 3911 
Fax: 051 507 3310
Website: www.cut.ac.za

University of the Free State
Tel: 051 401 2114
Fax: 051 401 3669
Website: www.ufs.ac.za

GAUTENG

University of Pretoria
Tel: 012 420 4111
Fax: 012 420 4530
Website: www.up.ac.za

University of South Africa
Tel: 012 429 3111
Fax: 012 429 2565
Website: www.unisa.ac.za

Tshwane University of Technology
Tel: 012 382 5911
Fax: 012 382 5422
Website: www.tut.ac.za

University of the Witwatersrand
Tel: 011 717 1102
Fax: 011 339 8215
Website: www.wits.ac.za

Vaal University of Technology
Tel: 016 950 9214/5
Fax: 016 950 9800
Website: www.vut.ac.za

University of Johannesburg
Tel: 011 489 3000
Fax: 011 489 2260
Website: www.uj.ac.za
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NAME CONTACT DETAILS

KWAZULU-NATAL 

Durban University of Technology
Tel: 031 373 2411
Fax: 031 373 2011
Website: www.dut.ac.za

University of KwaZulu-Natal
Tel: 031 2602227
Fax: 031 262 2192
Website: www.ukzn.ac.za

Mangosuthu University of Technology
Tel: 031 907 7111
Fax: 031 906 5470
Website: www.mut.ac.za

University of Zululand
Tel: 035 902 6624
Fax: 035 902 6601
Website: www.uzulu.ac.za

LIMPOPO

University of Limpopo
Tel: 015 268 2140
Fax: 015 267 0142
Website: www.ul.ac.za

University of Venda 
Tel: 015 962 8000
Fax: 015 962 4742
Website: www.univen.ac.za

NORTH WEST

North West University
Tel: 018 299 2601
Fax: 018 299 2603
Website: www.nwu.ac.za

WESTERN CAPE

University of Stellenbosch
Tel: 021 808 4654/2721
Fax: 021 808 3714
Website: www.sun.ac.za

University of Cape Town
Tel: 021 650 2105/6
Fax: 021 650 5100
Website: www.uct.ac.za

University of the Western Cape
Tel: 021 959 2911
Fax: 021 959 2973
Website: www.uwc.ac.za
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NAME CONTACT DETAILS ADDRESS

FET COLLEGES

EASTERN CAPE

Buffalo City FET 
College

Tel: 043 704 9218  
Fax: 043 743 4254 
Email: information@bccollege.co.za
Website: www.bccollege.co.za

Private Bag 9016, East London 
5200
Cnr Lukin Road & King Street, 
Selborne, East London

Eastern Cape 
Midlands FET College

Tel: 041 995 2000  
Fax: 041 995 2008 
Email: info@emcol.co.za
Website: www.emcol.co.za

Private Bag X35, Uitenhage 
6230
Cnr Cuyler & Durban Street, 
Uitenhage

Ikhala FET College
Tel: 047 873 8843/8844  
Fax: 086 519 2489/086 613 0118
Website: www.bccollege.co.za

Private Bag X7110
Queenstown 5320
Cnr Robinson & Zeiler Street, 
Queenstown

Ingwe FET College
Tel: 039 2551204/1415   
Fax: 039 255 0347 
Email: sipamla@ingwecollege.org.za

PO Box 92491, Mt Frere5090
Cancele Road, Mt Frere

King Hintsa FET 
College

Tel: 047 401 6400   
Fax: 047 492 2398 
Email: teki@kinghintsafetcollege.org.za

Private Bag X3018, 
Butterworth4960
Factory No 1234, Acrytex 
Building, Centane Road, 
Buttterworth

King Sabata 
Dalindyebo FET 
College

Tel: 047 505 1001/2   
Fax: 047 536 0932 
Email: jola@ksdfetcollege.org.za

Private Bag X5011, Umtata 5099
Cnr Engcobo & Cicira Road, 
Umtata

Lovedale FET College
Tel: 043 642 1331   
Fax: 043 642 1388 
Website: www.lovedalecollege.co.za

Private Bag X5011, Umtata5099
Cnr Engcobo & Cicira Road, 
Umtata

Port Elizabeth FET 
College

Tel: 043 704 9218  
Fax: 043 743 4254 
Email: information@bccollege.co.za
Website: www.bccollege.co.za

PO Box 2156, King Williams 
Town 5600
Amatola Row, King Williams 
Town

FREE STATE

Flavius Mareka FET 
College

Tel: 016 9760815/0829  
Fax: 016 976 3485
Website: www.flaviusmareka.net

Private Bag X2009, 
Sasolburg1947
Cnr Hertzog Road &Fraser 
Street, Sasolburg
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NAME CONTACT DETAILS ADDRESS

FREE STATE

Goldfields FET 
College

Tel: 057 910 6000   
Fax: 057 392 1082 
Email: admin@gfc.za.net
Website: http://gfc.za.net/GFET/

Private Bag X95, Welkom9460
36 Buren Street, Flamingo Park, 
Welkom

Maluti FET College
Tel: 058 713 6100   
Fax: 058 713 6492 
Website: http://www.malutifet.org/

Private Bag X870, Witsieshoek 
9870
Mampoi Street, Phuthaditjhaba, 
Qwaqwa

Motheo FET College
Tel: 051 406 9330/1  
Fax: 051 406 0340 
Email: maboya@motheofet.co.za

Private Bag X20509, 
Bloemfontein 9300
73 Douglas Street, Bloemfontein

GAUTENG

Central JHB FET 
College

Tel: 011 484 1388/3516000
Fax: 011 642 7358
Email: info@cjc.co.za
Website: www.cjc.co.za

Private Bag X70500, 
Houghton2041
5 Ubla Road, Parktown

Ekurhuleni East  FET 
College

Tel: 011 736 4400/7306600
Fax: 011 7361489/9909
Email: info@eec.edu.za
Website: www.eec.edu.za

Private Bag X52, Springs1560
Sam Ngema Road, Kwa-Thema, 
Springs

Ekurhuleni West FET 
College

Tel: 086 139 2111
Fax: 011 323 1601
Email: info@ewc.edu.za
Website: www.nwu.ac.za

Private Bag X1030, Germiston 
1400
Cnr Driehoek & Sol Roads, 
Germiston

Sedibeng FET College

Tel: 016 422 6645/6930
Fax: 016 422 6646
Email: info@sedcol.co.za
Website: www.sedcol.co.za

Private Bag X020, Vereeniging
1930
37 Voortrekker Street, 
Vereeniging

South West FET 
College

Tel: 011 527 8300
Fax: 011 984 1262
Email: callcentre@.swgc.co.za
Website: www.swgc.co.za/index.html

Private Bag X33, Tshiawelo 1718
Cnr Koma & Molele Road, 
Molapo Section, Soweto

Tshwane North FET 
College

Tel: 012 401 1941/1600
Fax: 012 323 6863
Email: central@tnc4fet.co.za
Website: www.tnc4fet.co.za

PO Box 26193, Arcadia0007
Cnr Potgieter & PretoriusStreet, 
Pretoria

Tshwane South FET 
College

Tel: 012 401 5021/11
Fax: 086 660 9313
Email: info@tsc.edu.za
Website: www.tsc.edu.za

Private Bag X1018, 
Lyttelton0140
85 Schoeman Street, Pretoria
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NAME CONTACT DETAILS ADDRESS

GAUTENG

Western FET College

Tel: 011 692 4004
Fax: 011 692 3404
Email: info@westcol.co.za
Website: www.westcol.co.za

Private Bag X17, Randfontein 
1760
42 Johnstone Street, Hectorton, 
Randfontein

KWAZULU-NATAL

Coastal FET College
Tel: 031 905 7200
Fax: 031 905 1399
Website: www.coastalkzn.co.za

PO Box 1795, Amanzimtoti 4125
50051 Old Main Road, 
KwaMakhutha

Elangeni FET College

Tel: 031 716 6700
Fax: 031 716 6777
Email: info.elangeni@feta.gov.za
Website: www.efet.co.za

Private Bag X9032, Pinetown 
3600
15 Portsmouth Road, Pinetown 

Esayidi FET College

Tel: 039 318 1433
Fax: 039 684 0280
Email: info@esayidifet.co.za
Website: www.esayidifet.co.za

Private Bag X713, Port 
Shepstone 4240
3 Shooters Hill, Lot 462, Nelson 
Mandela Drive, Port Shepstone

Majuba FET College
Tel: 034 326 4888/4596
Fax: 034 326 4889/4855
Website: www.majuba.edu.za

Private Bag X6602, Newcastle
2940
83 Allen Street, Newcastle

Mnambithi FET 
College

Tel: 036 637 4790
Fax: 036 631 4146
Email: Chettyd.mnacao@feta.gov.za

Private Bag X9903, Ladysmith
3370
77 Murchison Street, Ladysmith

Mthashana FET 
College

Tel: 034 981 5337
Fax: 034 980 7918 
Email: mthashana@telkomsa.net

PO Box 9424, Vryheid3100
266 South Street, Vryheid

Thekwini FET College

Tel: 031 250 8400/8248 /8256 
Fax: 031 250 8244
Email: info.tekcao@feta.gov.za
Website: www.thekwinicollege.co.za

Private Bag X06, Dormerton 
4015
262 Daintree Avenue, Asherville

Umfolozi FET College

Tel: 035 902 9503 
Fax: 035 789 2585
Email: info.umfcao@feta.gov.za
Website: www.umfolozicollege.co.za

Private Bag X5023, Richards 
Bay3900
Cnr Via Richardia & Naboomnek, 
Richards Bay

Umgungundlovu FET 
College

Tel: 033 341 2101 
Fax: 033 345 9893/9827
Email: NgcoboSS@ufetc.edu.za
Website: www.ufetcollege.co.za

Private Bag X9060, 
Pietermaritzburg3200
44 Burger Street, 
Pietermaritzburg
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NAME CONTACT DETAILS ADDRESS

LIMPOPO

Capricorn FET College

Tel: 015 297 8367/8389 
Fax: 015 297 5448/287/0439
Email: 
smalapane@capricorncollege.co.za
hmotsepe@capricorncollege.co.za
Website: www.capricorncollege.co.za

Private Bag X9674, 
Polokwane0700
16 Market Street, Polokwane

Lephalale FET College

Tel: 014 7632252/1014  
Fax: 014 763 2253
Website: 
www.lephalalefetcollege.co.za

Private Bag X210, Lephalale0555
Cnr Nelson Mandela & Ngwako 
Ramatlhodi Street, Onverwacht

Letaba FET College

Tel: 015 307 5440 
Fax: 015 307 2204
Email: centraloffice@letabafet.co.za 
Website: www.letabafet.co.za

Private Bag X4017, Tzaneen 
0850
1 Claude Wheatley Street
Tzaneen

Mopani South East 
FET College

Tel: 015 781 5721/ 5  
Fax: 015 781 5346
Email: 
administration@mopanisefet.co.za

Private Bag X1024, Phalaborwa 
1390
Cnr Combretum & Haarlem 
Streets, Phalaborwa

Sekhukhune FET 
College

Tel: 013 269 0278
Fax: 013 269 0450 / 086 620 9839
Website: www.sekfetcol.org

Private Bag X8660, Groblersdal 
0470
Stand No 676 Motetema

Vhembe FET College
Tel: 015 963 3156
Fax: 015 963 3100 / 086 546 3217
Website: www.vhembefet.co.za

Private Bag X9903, Ladysmith
3370
77 Murchison Street, Ladysmith

Waterberg FET 
College

Tel: 015 491 8581/8602 
Fax: 015 491 8579 
Website: www.waterbergcollege.co.za

Postnet Suit #59, Private Bag 
X2449, Mokopane 0600
36 Hooge Street, Mokopane

MPUMALANGA 

Ehlanzeni FET College
Tel: 013 752 7105  
Fax: 013 7524902/4908/8214
Website: www.ehlanzenifet.co.za

Private Bag X11297, Nelspruit 
1200
29 Bell Street Ehlanzeni, 
Nelspruit 

Gert Sibande FET 
College

Tel: 017 712 9040/1458 /1459   
Fax: 017 712 9058/9 / 086 509 4156
Website: www.gscollege.co.za

PO Box 3475, Standerton 2430
18A Beyers Naude Drive, 
Standerton

Nkangala FET College
Tel: 013 690 1430/3824  
Fax: 013 690 1450
Email: qwabe.p@lantic.net

PO Box 2282 Witbank1035
Cnr Haig & Northey Streets
Witbank
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NORTH WEST 

Orbit FET
College

Tel: 014 592 8461/2/8814  
Fax: 014 592 7013
Website: www.orbitcollege.co.za

Private Bag X82096, Rustenburg 
0300
Cnr Bosch and Fatima Bhayat 
Streets, Rustenburg

Taletso FET College
Tel: 018 384 2346/7/9  
Fax: 018 384 7511
Email: sybilgelderbloem@telkomsa.net

Private Bag X128, Mmabatho 
2735
Kgora Building, Dr Albert 
Luthuli Drive (next to SABC), 
Mmabatho

Vuselela FET College
Tel: 018 4067800  
Fax: 018 406 7810
Website: www.vuselelacollege.co.za

PO Box 10107, Klerksdorp2570
133 OR Tambo Street, 
Klerksdorp

WESTERN CAPE

Boland FET College
Tel: 021 886 7111/2  
Fax: 021 886 8182
Website: www.bolandcollege.com

Private Bag X5068,Stellenbosch 
7599
85 Bird Street, Stellenbosch

College of Cape Town 
FET College

Tel: 021 404 6700   
Fax: 021 404 6701
Website: www.cct.edu.za

PO Box 1054, Cape Town 8000
Kent Street, Salt River, Cape 
Town

False Bay FET College
Tel: 021 003 0600  
Fax: 086 603 0669
Website: www.falsebaycollege.co.za

Private Bag X25, Tokai7966
Cnr Main & Atlantic Roads, 
Muizenberg

Northlink FET College

Tel: 015 307 5440 
Fax: 015 307 2204
Email: centraloffice@letabafet.co.za 
Website: www.letabafet.co.za

Private Bag X4017, Tzaneen 
0850
1 Claude Wheatley Street
Tzaneen

South Cape FET College
Tel: 044 884 0359  
Fax: 044 884 0361
Website: www.sccollege.co.za

PO Box 10400, George 6530
125 Mitchell Street, George

West Coast FET College
Tel: 022 482 1143  
Fax: 022 487 3983
Website: www.westcoastcollege.co.za

PO Box 935, Malmesbury7299
Clicks Building, 48 Voortrekker 
Road, Malmesbury
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SECTORAL EDUCATION AND TRAINING AUTHORITIES (SETAS)

Agriculture (AGRISETA)
Tel: 012 301 5611
Website: www.westcoastcollege.co.za

Banking (BANKSETA)
Tel: 0861 020 002
Website: www.bankseta.org.za

Culture, Arts, Tourism, Hospitality & Sport (CATHSSETA) 
Tel: 0861 100 221
Website: www.cathsseta.org.za

Construction Education and Training Authority (CETA) 
Tel: 011 265 5900
Website: wwww.ceta.org.za

Chemical Industries (CHIETA)
Tel: 011 726 4026
Website: www.chieta.org.za

Education, Training and Development Practices (ETDP 
SETA)

Tel: 011 372 3300
Website: www.etdpseta.org.za

Energy and Water (EWSETA) 
Tel: 011 274 4700
Website: www.eseta.org.za

Fibre Processing Manufacturing (FPMSETA) 
Tel: 011 234 2311
Website: www.fpmseta.org.za

Financial and Accounting Services (FASSET)
Tel: 011 476 8570
Website: www.fasset.org.za

Food and Beverages Manufacturing Industry (FOODBEV)
Tel: 011 253 7300
Website: www.foodbev.co.za

Health and Welfare (HWSETA)
Tel: 011 607 6907
Website: www.hwseta.org.za

Insurance (INSETA)
Tel: 011 544 2000
Website: www.inseta.org.za

Local Government (LGSETA)
Tel: 011 456 8579
Website: www.lgseta.co.za

Manufacturing, Engineering and Related Services 
(MERSETA)

Tel: 010 219 3000
Website: www.merseta.co.za

Media, Advertising, Information and Communication 
Technologies (MICT SETA)

Tel: 011 805 5115
Website: www.merseta.co.za

Mining Qualifications Authority (MQA)
Tel: 011 630 3500
Website: www.mqa.org.za
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Safety and Security (SASSETA)
Tel: 0861 102 477
Website: www.sassetsa.org.za

Public Service (PSETA)
Tel: 012 423 5700
Website: www.pseta.gov.za

SERVICES SETA
Tel: 011 276 9600
Website: www.pseta.gov.za

Transport (TETA)
Tel: 011 781 1280
Website: www.teta.org.za

Wholesale and Retail (W&RSETA)
Tel: 012 622 9500
Website: www.wrseta.org.za

WEBSITES ON CAREER ADVICE AND LEARNERSHIP OPPORTUNITIES

www.careerplanet.co.za

www.careersportal.co.za 

www.careersunlimited.co.za/learner-book/ 

www.sacareerfocus.co.za

www.skillsportal.co.za

www.thejobsportal.co.za
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