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Last week’s article contained the 
following sentence in the last 
paragraph:

“It goes against our human 
emotions to swim against the tide, 
but often this is the right thing to do, 
even if it requires patience for that 
position to be vindicated.”

Patience, it would appear, is the 
key to success in so many spheres, 

yet in this modern instant world in which we live, it is in 
incredibly short supply. In short, patience is so last season! 
Those who have attended my presentations will know that 
I have often talked about the parallels between a great 
cricket test innings and a successful long-term investment 
portfolio. The best test batsmen in the world do ‘nothing’ 
extremely well! No, that isn’t a slur on their talents. Rather 
it is a celebration of an undervalued skill - the ability to 
leave the ball alone and watch it pass by. Yet, I would 
argue, that it remains the critical skill of an aspiring test 
batsman. The point is that to be able to benefit from those 
easier deliveries as the ball ages and the bowlers tire, you 
must wait out the ones that could have you walking back 
to the pavilion long before the opportunity arises. Success 
in long-term investing is identical. You must be patient 
when it looks like nothing is happening (or worse - you are 
being peppered by short balls from a fast bowler, akin to 
extraneous events like Covid and European Wars) and wait 
for those sweet spot moments that in a few years can make 
up for decades of disappointment. It is how it has always 
worked. A rudimentary examination of long-term charts 
will clearly show that every market has extended periods of 
languish and short periods of exuberance. Overall, however 
they provide the patient investor with their required return.

We examined this idea in our November 2020 edition of Intuition in an article entitled “Don’t just sit there, do 
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� As investment advisers, we often lay out
reasonable long-term expectations of
investment returns. These returns are seldom
achieved in the short term.

� I have often aligned successful investing
with building a cricket test innings, where
the “leave” is the most important shot in a
batsmen’s arsenal to achieve a successful
result. (For the non-cricket fans leaving a ball
that could get you ‘out’ is a critical skill. To
leave it requires patience but is necessary to
stay ‘in’ to enjoy the later balls that will provide
the runs needed for success.)

� In the November 2020 issue of Intuition - at the
very start of the recovery rally that the Covid
Vaccine created - we wrote about alternative
options that clients were baying for us to act on
before the strong market rally that was in the
process of developing. (Although no one knew
then that it would turn out to be the recovery
rally). We compared one of our key property
holdings at the time against these alternatives.

� There are still 7 months to the end of those
24-month comparisons, but while we looked
like we were seriously wrong after 6 months
(and even now our estimations of the recovery
were way off the mark), after 17 months
it looks like the ‘leave’ theory is very well
positioned

There is a trend in the world today of Life Coaching. For some it is a ridiculous notion - just get on with it 
for goodness sake, especially those of an older generation. However, there is a growing body of evidence 
that suggests external perspective can be extremely valuable and that our own internal emotions can 
continuously derail our efforts. Of course, I would like to believe this is not a new occupation, but rather 
an old one transformed. The true financial adviser is exactly that - an external voice who speaks context, 
provides an educated perspective, and helps individuals to not derail their financial goals by allowing 
their emotions to drive financial decisions. 

Robin
Gibson
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something!”(Intuition Nov 2020 Pdf). We were 8 months 
into the Covid-19 Pandemic and the associated lockdowns 
and investors, particularly those with listed property in 
their portfolios, had taken a beating while elsewhere the 
Rand had weakened, and the Nasdaq and S&P 500 
indices were powering to all-time highs in Olympic 
leaps. Even the JSE favourite, Naspers, was bounding 
away. In the article, we chose to compare the outlook 
for the bellwether of the property sector – 
Growthpoint - over the next 2 years versus those exciting 
alternatives. We used the example of the mining sector 
during the Global Financial Crisis (GFC) as an illustration 
of the poor outcomes of abandoning quality positions at a 
time of extreme crisis and purchasing the ‘crowds favourite’ 
of the day. At the time of writing the article, Growthpoint 
was trading at R12.32, off its lows of R10.61 but still 
steeply down from its pre-Covid level of R22.00 per share. 
We were also not sure what sort of dividend would be paid 
over the following 24 months (if any at all) but we made 
some assumptions. This gave us an expected return over 
the next 2 years. One thing can always be guaranteed about 
predictions, you will never get them right, which we didn’t! 
But below we assess where we are 17 months down the 
line.

We looked at 3 basic alternative strategies proposed to us 
by anxious investors:
1. Sell the shares and transfer to Money Market
2. Sell the shares and invest in a fixed deposit and
3. Sell the shares and buy an alternative recent performer

(we proposed the S&P500 index, Nasdaq Index or
Naspers)

We used an illustrative 4,000 shares in Growthpoint for the 
simplicity in demonstrating the example. To compare the 

data we have tabulated the position after 12 months and 17 
months below. We will comment further thereafter.

Now I am certain that you will be able to find an alternative 
that did do very well over the period and that would have 
justified a switch, such as perhaps Bitcoin or Mining stocks, 
but the point remains clear that in this case doing nothing 
looked like the wrong thing after 1 year, but after 17 months 
as the recovery happens it is quite comfortably the best 
decision relative to some of the popular alternatives at the 
time. There are a few other pertinent points to note:

• Growthpoint had probably the best balance sheet at 
the time of the Crisis but in some ways the worst of 
the conditions as a result of its portfolio. It is South 
Africa’s biggest office landlord by some distance which 
has been where most of the pain has been felt. As a 50%
owner of the V&A Waterfront it has particularly felt 
the lack of foreign tourists, especially in the Cape area. 
Multiple other property stocks have seen a far better 
recovery to date.

• The Rand has strengthened and foreign markets have 
declined for reasons completely as unpredictable 
as Covid’s effect on global property. Successful 
investing is never about timing purchases and sales 
of assets based on their price movement. Anyone who 
claims they can predict short term market movements 
with any degree of accuracy is fooling themselves the 
most. We can anticipate trends (just like we anticipated 
the recovery in property assets in our Nov 2020 article, 
but our estimates were well off where the numbers 
actually find themselves currently), but the certainty of 
events, never.

• We continue to hold that the 3 key long-term predictors 
of asset growth ahead of inflation remain:

Growthpoint Sygnia Money 
Market Fund

Standard Bank 
Fixed Deposit

S&P500 Index  
(Vanguard ETF)

Nasdaq 
(Invesco ETF)

Naspers

Start R 49,280*

Income Earned (12 
months) R 6,340 R 2,023 R 2,957 R805 R 299 R 89

Value @ 
12 months** R 52,840 R 49,280 R 49,280 R65,464 R 69,628 R 37,073

Income Earned (next 5 
months) R 2,460 R 1,035 R 1,232 R412 R 134 R 93

Value @ 
11 Apr 2022** R 57,360 R 49,280 R 49,280 R 57,378 R 54,773 R 22,931

Value 
(incl income) R 66,160 R 52,338 R 53,469 R 58,595 R 55,206 R 23,113 

Gross Return (17 months) 34.25% 6.2% 8.5% 18.9% 12% -53.1%

*The starting value is the same for all the investment alternatives. It could be pointed out that in selling the shares a cost of the transaction would
be deducted but we have ignored this. These costs are sometimes referred to as “friction” in moving investments.

** We have not compounded income for this illustration

https://hhgroup.co.za/wp-content/uploads/2020/11/Intuition-Nov-2020.pdf
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1. Invest in growth asset classes that have consistently
exceeded inflation through all cycles. The best two
have been equity and property.

2. Buy assets that produce income that escalates
faster than inflation and
compound the income.
Where income is needed, 
live off the income and 
not the expected capital 
change.

3. Minimise costs and
capital drains (such
as excessive capital
withdrawals and
unreasonable income
levels.)

• Since our experience is that most investors move after
being encouraged by another adviser who exploits
both fear and greed that clients are experiencing plus
the inherent “we should be doing something” feeling,
likely investors who received 12% or 15% growth on
the money they moved will feel quite satisfied. After all,

their money has moved in the right direction. Sadly, in 
most of these cases, they will never know the destruction 
they have caused to themselves or the opportunity cost 
they have endured. A friend of mine likes to say that 

“Everything has a cost. We can 
choose to pay it upfront, or later, 
but we have to pay". Patience 
is the cost demanded in 
building wealth. The other 
alternative cost is that lost 
opportunity or the 16% to 84% 
the investors in our illustration 
above would have forfeited.

As advisers, our job is to educate, 
advise but mostly to help 

investors be patient and not act in ways that lead to harm to 
their stated financial objectives. Harvard House takes this 
role very seriously and we value every client who chooses 
to partner with us in this.  

“Everything has a cost. We 
can choose to pay it upfront, 
or later, but we have to pay. 

Patience is the cost demanded 
in building wealth.”

Patience may the be the single most important quality for building long term wealth. Easy to say, very hard to master.



The topic for the next Insight seminar will be released 
shortly.

The information contained in this newsletter comes from sources believed to be reliable, but Harvard House Investment Management (Pty) 
Ltd, Harvard House Financial Services Trust, Harvard House Insurance Brokers and Harvard House, Chartered Accountants (collectively known 
as the Harvard House Group), do not warrant its completeness or accuracy. Opinions, estimates and assumptions constitute our judgment as 
of the date hereof and are subject to change without notice. Past performance is not indicative of future results. This material is not intended 
as an offer or solicitation for the purchase or sale of any financial instrument. Any investor who wishes to invest with the Company should 
seek additional advice from an authorized representative of the firm. The Company accepts no liability whatsoever for any loss or damages 
whatsoever and howsoever incurred, or suffered, resulting, or arising, from the use of this newsletter. The contents of this newsletter does not 
constitute advice as contemplated in the Financial Advisory and Intermediary Services Act (FAIS) of 2002. 

The Harvard House unit trusts are registered under the Boutique Collective Investments. Custodian: Standard Executors & Trustees: Tel (021) 
007-1500. Collective Investments are generally medium to long term investments. The value of participating interests may go down as well as 
up and past performance is not necessarily a guide to the future. Collective Investments are traded at ruling prices and can engage in script 
lending. Forward pricing is used. Commission and incentives may be paid and if so, are included in the overall cost. This fund may be closed 
to new investors. Collective Investment prices are calculated on a Net Asset Value basis and auditor’s fees, bank charges, trustee and RSC 
levies are levied against the portfolio. The portfolio manager may borrow up to 10% of portfolio NAV to bridge insufficient liquidity. Boutique 
Collective Investments (RF) Pty Ltd (“BCI”) retains full legal responsibility for the third party named portfolio. Boutique Collective Investments 
is a member of ASISA and is an authorised Financial Services Provider. Should you have any further queries or complaints regarding the suite 
of units trusts offered by The Harvard House Group please contact: Boutique Collective Investments Call Centre, Tel: (021) 007-1500, Email: 
clientservices@bcis.co.za. For your information, the FAIS ombudsman provides an independent and objective advisory service. Should you not 
be satisfied with the outcome of a complaint handled by Boutique Collective Investments, please write to, The Ombudsman, PO Box 74571, 
Lynnwoodridge, 0040. Telephone (012) 470 9080/99. Fax (012) 348 3447. Email: info@faisombud.co.za 

Performance figures quoted for the portfolio is from Morningstar, as at the date of this document for a lump sum investment, using NAV-NAV 
with income reinvested and do not take any upfront manager’s charge into account. Income distributions are declared on the ex-dividend date. 
Actual investment performance will differ based on the initial fees charge applicable, the actual investment date, the date of reinvestment 
and dividend withholding tax. Performance fees do not apply to any funds managed by Harvard House. The manager does not provide any 
guarantee either with respect to the capital or return of the portfolio. A schedule of fees, charges, and maximum commissions are available 
on request from the manager.
Harvard House Investment Management (Pty) Ltd*, Licence no: 675 Harvard House Insurance Brokers*, License no. 44138 
Harvard House Financial Services Trust*, Licence no: 7758 * Authorised financial service providers in terms of FAIS (2002)
Harvard House Investment Management (Pty) Ltd*, Licence no: 675   Harvard House Insurance Brokers*, License no.  44138 
Harvard House Financial Services Trust*, Licence no: 7758   * Authorised financial service providers in terms of FAIS (2002)

For more information on the range of products and services 
offered by Harvard House Investment Management and its 
associated companies (including Harvard House, Chartered 
Accountants), or for any financial advice, please contact the 
Company at:

HARVARD HOUSE GROUP
G 3 Harvard Street, Howick, 3290, South Africa

+ P.O. Box 235, Howick, 3290, South Africa

( +27 (0) 33 330 2164

7 +27 (0) 33 330 2617

@ admin@hhgroup.co.za

W www.hhgroup.co.za

CONTACT DETAILS:

Topic: To be advised

Natal Midlands
Date: TBA
Venue: Oasis Conference Centre,

72 Main Road, Howick
Morning Time: 10am for 10.30am
Evening Time: 5.30pm for 6pm

Johannesburg
Date: TBA
Venue: Rosebank Union Church, Cnr 

William Nichol and St Andrews 
Road, Hurlingham

Time: 7am for 7.30am

Harvard House is on Facebook

Harvard House is on YouTube

https://www.facebook.com/HarvardHouseSouthAfrica
https://www.youtube.com/channel/UCMmM_c5RjK5P-IdRN3JOh7A
https://www.facebook.com/HarvardHouseSouthAfrica
https://www.youtube.com/channel/UCMmM_c5RjK5P-IdRN3JOh7A



