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STRUCTURE OF PRESENTATION 



   
NURCHA MANDATE 

“NURCHA ensures the availability of bridging finance to small, medium and 

established contractors, building low and moderate income housing and 

related community facilities and infrastructure.” 

NURCHA VISION 

“To be regarded as a partner of choice for those seeking innovative bridging 

finance solutions” 

NURCHA MISSION 

“NURCHA initiates programmes and takes considered risks to ensure a 

sustainable flow of finance for the construction of low-income and affordable 

housing, community facilities and infrastructure. We work in partnership with all 

role-players in these markets to maximize the development of sustainable 

human settlements” 3 

NURCHA is.. 



BUSINESS MODEL & ORGANISATIONAL CHANGES 

Old Business Model 

• Use of intermediaries 

– Project viability assessments, 

– Control loan and project accounts 

– Visits to construction sites 

– Support procurement and payments to project related 

suppliers  

• Model focus on contractor risk whilst 

risk were emerging from employers at a 

growing rate. 

– Growth in fraudulent activities – diversion of project 

proceeds, 

– Weakening contract and programme management 

processes :  

• slow flow of payments,  

• slow inspections on sites,  

• slow approval of variation orders and final 

accounts etc 

 

 

 
 

New Business Model 

• Direct lending (built in-house capabilities) 

– Business re-engineering process 

– Restructure to fulfil business ‘cradle to grave’ 

– Tightened  risk management processes and lending 

rules  - certificate based lending 

– Introduce CFDP as skills development and finance 

programme – integration with client processes. 

– Improve performance of the loan book. 

– Transitional challenges and working out old business 

with intermediary. 

• Introduced programme & fund management stream 

– Proactive risk management approach to address 

sources of risk in partnership with departments in HS 

sector. 

– Systems, knowledge and leadership capacity in place to 

fulfil this. 
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      LENDING BUSINESS 

 Affordable Housing 

 Ownership 

 Rental – conventional and student accommodation (short term 

finance) 

 Bridging finance to Contractors delivering subsidy housing, 

 

PROGRAMME MANAGEMENT 

 Programme management support 

 Fund management 

 CFDP 

 

CORE PRODUCTS  
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FINANCIAL PERFORMANCE TREND 
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2009/10 2010/11 2011/12 2012/13 2013/14 2014/15 2015/16 2016/17 2017/18

ACTUAL AUDITED (R'000) ACTUAL BUDGET (R'000)

Surplus/(deficit) before impairments 6,733 (5,696) (789) 408 7,393 1,034 1,928 5,019 5,675

Surplus/(deficit) after impairments (18,826) (61,315) (45,359) (35,707) 2,995 5,436 194 3,186 3,697
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FINANCIAL PERFORMANCE SINCE  FY2009/10 
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KEY PERFORMANCE AREAS AND TARGETS 
2013/14 TO 2016/17 
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INCOME STATEMENT 2013/14 TO 2016/17 
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BALANCE SHEET AS AT 2013/14 TO 2016/17 
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BALANCE SHEET AS AT 2013/14 TO 2016/17 
(Cont.) 



Contractors Finance Development Programme 

Developer/ 

Contractor Tier 1 

Traditional 

contractor Tier 2 

 

CFDP Tier 3 

 

 Turnover < R300m 

 Minimum 10 projects 

 5000 units per annum  

 National presence 

 

 Turnover R100m 

 3 projects at a time 

 600 units per annum 

 Provincial focus 

 Turnover of R0 >R5M 

 1 project 

 40 units per annum 

 Municipal focus 

R5M 

R10M 

R70M 

R120M 

R50M 

R100M 



CONCLUSION 
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 Funding required from the fiscus estimated at R450m to R500m. Initial request submitted a 12 months 

ago to NDHS and NT.  National Treasury awaiting ministerial consent. 

 Collaboration with provinces and enable easier flow of finance to Contractors and Developers 

delivering housing products is key.  Engagements at MINMEC to agree of the ‘rules of the game’ and 

enabling protocols to be agreed. 

 Finalisation of outstanding administrative matters requiring ministerial approval, 

 Application for sale of shares from intermediaries that were phased out as part of the old model. 

 Consent enabling National Treasury to process the funding application already in their system.  
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