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By Adrian Ephraim

SOUTH AFRICA’s largest listed 
real estate investment trust has 
made a strategic bet on the West-

ern Cape’s future - backing the Cape 
Winelands Airport development with 
an initial investment and long-term 
partnership rights that could reshape 
the region’s economy for generations.

Growthpoint Properties’ entry into 
the privately led airport project rep-
resents more than capital. It signals 
institutional confidence in a bold 
infrastructure play designed to ad-
dress one of Cape Town’s biggest con-
straints: the city’s only viable expan-
sion direction is northwards along the 
Cape Winelands corridor.

“The availability of industrial 
land in Cape Town has become very 
scarce, and that has driven up the 
price,” says Werner van Antwerpen, 
Growthpoint’s Head of Corporate 
Advisory. “Cape Town’s only viable 
expansion direction is northwards 
along the Cape Winelands corridor. 
This is already starting to happen.”

A R24 billion opportunity

Phase 1 alone - covering terminal 
buildings, a runway and a 450-hec-
tare developable estate - requires 
an estimated R8 billion investment. 
The broader precinct, encompassing 
industrial, retail, office, logistics and 
hotel properties, is projected to cost 
an additional R16–20 billion over sev-
eral years, bringing total development 
costs to as much as R28 billion.

Cape Winelands 
Airport to 

reshape Western 
Cape economy

By Staff Writer

THE City of Cape Town’s electricity 
wheeling initiative, launched in March 
2025, has facilitated the trade of 861,162 

kilowatt-hours (kWh) of energy across its grid 
as of September 2025, according to city data.

The programme, which allows private gen-
erators to transport electricity through the 
city’s grid to commercial buyers, began with 
three pilot off-takers and now has two active 
participants, with additional users recently 
signed up.

The wheeling programme is aimed at not 
only making the city less dependent on the 
state-owned power utility Eskom but also 

to provide local businesses with access to 
electricity at lower tariffs.

Cape Town Mayor Geordin Hill-Lewis said 
at the launch that the wheeling pilot the city 
had run had prepared it well for a democra-
tised energy market. 

“This is an exciting leap forward to diversify 
our electricity supplier base beyond Eskom to 
a future of decentralised electricity trading in 
South Africa. More than half a million kilo-
watt hours have already been wheeled across 
Cape Town’s grid during the pilot phase be-
tween three energy companies generating 
power from a number of sources.”

Though bringing in Independent Power 
Producers (IPPs) was intended to undercut 
Eskom, their impact on pricing is unknown, 

as the city said it has no insight into the fi-
nancial details of the private power purchase 
agreements.

“The city does not have any visibility into 
the Power Purchase agreements these off-tak-
ers have signed with private generators/traders 
and, therefore, are not in a position to answer 
this question,” said Alderman Xanthea Lim-
berg, the city’s mayoral committee member 
for energy.

Even so, the initial data has shown that the 
energy market was evolving at a rapid pace, as 
the city reported significant market interest, 
particularly from energy traders and Large 
Power Users. 

It also noted that many private generators 
were still under construction and were expect-
ed to come online in the first quarter of 2026, 
with a pipeline of further wheeling arrange-
ments anticipated for the year.

To manage this, the city emphasised the 
importance of having a wheeling frame-
work, a capable metering and billing engine, 
formal agreements, skilled resources, and 
political buy-in.

Regarding network capacity, the city stated 
that wheeling does not currently require it to 
scale up infrastructure for energy buyers. 

“With wheeling, specifically from an 
off-taker perspective, the utility is not re-
quired to scale up the capacity of the network 
as we are just replacing utility-supplied energy 
with private energy,” Limberg explained. 

Major grid upgrades would only be trig-
gered when new generators were connected, 
with the cost for those upgrades borne by 
the developers.

The initiative is already having a tangi-
ble impact on renewable energy investment. 
“The impact has been quite significant, 
showcasing Cape Town’s expanding green 
energy service offerings,” the city said, add-
ing that these developments are “a catalyst 
for economic development and job creation,” 
Limberg said.

A growing number of new green gener-
ation projects have been launched to meet 
demand from large businesses seeking re-
newable power.

“We are excited about the prospect of ex-
panding our wheeling capacity beyond the pilot 
to serve multiple off-takers and look forward to 
the moderation of wheeling tariffs to encour-
age greater participation in this transformative 
initiative,” Hill-Lewis said at the launch.

Electricity wheeling in Cape Town: 
861,162 kWh traded

Electricity Wheeling in Cape Town

ELECTRICITY wheeling lets private generators sell power to customers using the 
City’s grid — creating a mini-market for renewable energy. After a successful pilot, 
Cape Town officially opened its grid to wheeling in 2025.

Growthpoint and Etana Energy made history by wheeling solar power from Con-
stantia Village to an office in the CBD. The pilot saw over 560,000 kWh of renewable 
energy transferred.

Wheeling is currently limited to medium- and high-voltage users on Time-of-Use 
tariffs. Participants sign “Use of System” agreements and pay network fees to the City.

The initiative supports Cape Town’s goal to secure 350 MW from independent 
power producers, cutting reliance on Eskom and reducing load-shedding risks.

Major companies like Shoprite are already taking part, using solar power from 
nearby sites via licensed energy traders such as Enpower Trading.

https://www.fastenright.co.za
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Cape Winelands Airport to reshape 
Western Cape economy

By Adrian Ephraim

SOUTH AFRICA’s 
largest listed real es-
tate investment trust 
has made a strategic 
bet on the Western 
Cape’s future - backing 
the Cape Winelands 
Airport development 
with an initial invest-
ment and long-term 
partnership rights that 
could reshape the re-
gion’s economy for 
generations.

Growthpoint Prop-
erties’ entry into the 
privately led airport 
project represents 
more than capital. It 
signals institutional 
confidence in a bold 
infrastructure play de-
signed to address one 
of Cape Town’s biggest 
constraints: the city’s 
only viable expansion 
direction is northwards 
along the Cape Wine-
lands corridor.

“The availability of 
industrial land in Cape 
Town has become very 
scarce, and that has 
driven up the price,” 
says Werner van Ant-
werpen, Growthpoint’s 
Head of Corporate Ad-
visory. “Cape Town’s 
only viable expansion 
direction is northwards 
along the Cape Wine-
lands corridor. This 
is already starting to 
happen.”

A R24 billion 
opportunity

Phase 1 alone - cov-

ering terminal build-
ings, a runway and a 
450-hectare develop-
able estate - requires
an estimated R8 bil-
lion investment. The
broader precinct, en-
compassing industrial,
retail, office, logistics
and hotel properties,
is projected to cost an
additional R16–20 bil-
lion over several years,
bringing total develop-
ment costs to as much
as R28 billion.

It’s one of the largest 
private infrastructure 
investments in South 
Africa’s recent histo-
ry. Growthpoint also 
holds the right of first 
refusal to co-invest in 
future property devel-
opments as they mate-
rialise.

The project’s mul-
tiplier effects are sub-
stantial: around 35,000 
direct and indirect jobs 
during construction, 
scaling to over 100,000 
over the first 20 years. 
By 2050, the airport is 
expected to serve more 
than five million pas-
sengers annually.

Built on strategy, not 
speculation

What sets the project 
apart is its focus on 
solving genuine capaci-
ty constraints. Nicholas 
Ferguson, Managing 
Director of RSA Aero 
- the airport’s owner
and operator - says
Cape Winelands Air-
port will add 110,000
tons of air-cargo ca-
pacity to the region,
about 25% of all air
cargo currently enter-
ing South Africa.

“More capacity 
means exporters and 
producers will have 
real choice, faster turn-
around times, and low-
er costs to move goods 
to and from the Cape,” 
Ferguson explains.

Cape Town is also 
projected to receive 
10 million additional 

passengers by 2050, 
and the new airport is 
expected to capture 
about a quarter of that 
growth. Rather than 
compete with Cape 
Town International 
Airport, Cape Wine-
lands will expand the 
region’s aviation ca-
pacity at a time when 
the existing airport 
faces operational con-
straints.

The two airports will 
work in tandem. Cape 
Winelands will serve 
as an alternate airport 
for fuel planning, im-
proving operational re-
silience and saving air-
lines significant costs. 
“Just by existing, Cape 
Winelands Airport 
will save the industry 
22 million litres of fuel 
a year, cutting about 
60 million kilograms 
of carbon emissions,” 
Ferguson notes.

Proven players, long-
term vision

Growthpoint’s involve-
ment brings institu-
tional rigour to an 
ambitious private sec-
tor vision. The prop-
erty giant - with assets 
worth R155.8 billion 
and co-owner of Cape 
Town’s V&A Water-
front - has a strong 
track record in large-
scale, mixed-use pre-
cincts.

“Conversations with 
RSA Aero started sev-
eral years ago,” says 

van Antwerpen. “We 
saw the work done to 
date was world-class, 
and that the team isn’t 
new to developing air-
ports. Senior manage-
ment developed King 
Shaka airport in KZN 
and ran Cape Town 
airport for more than 
10 years.”

Under the partner-
ship, Growthpoint 
will assume long-term 
property and asset 
management responsi-
bilities across logistics, 
commercial and hos-
pitality components, 
ensuring institutional 
standards in govern-
ance and delivery.

Designed for 
sustainability

Cape Winelands Air-
port also aims to be 
“the greenest airport 
in the world,” embed-
ding renewable energy, 
off-grid water recycling 
and a fynbos nature re-
serve into its design.

For Growthpoint - 
which targets carbon 
neutrality by 2050 - the 
alignment is strate-
gic. “Cape Winelands 
Airport’s environmen-
tal goals enhance its 
commercial viability,” 
van Antwerpen says. 
“We have deep expe-
rience in green build-
ing design, renewable 
electricity generation 
and electricity wheel-
ing from large-scale 
renewable generators.”

A new growth corridor

Ferguson likens the 
long-term vision to 
Midrand’s evolution 
from buffer zone to 
economic hub between 
Johannesburg and 
Pretoria. “Cape Wine-
lands Airport will act 
as the economic and 
spatial connector be-
tween Cape Town and 
the Winelands,” he 
says. “Like Midrand, it 
will attract businesses, 
education, housing and 
innovation - but with 
the added advantage 
of being designed for 
21st-century sustaina-
bility from the start.”

Pending environ-
mental approvals, 
construction could 
begin in early 2026, 
with commissioning 
targeted for 2028. The 
phased rollout will un-
fold over two decades, 
matching the region’s 
growth needs.

For the Western 
Cape’s business com-
munity, the partner-
ship is a clear signal: 
private capital sees 
opportunity in solving 
the region’s infrastruc-
ture bottlenecks while 
delivering long-term 
returns. As Growth-
point Group CEO 
Norbert Sasse puts it, 
“We’re not just build-
ing an airport. We’re 
building a platform for 
investment, innovation 
and opportunity in the 
Western Cape.”

Werner van Antwerpen, 
Growthpoint’s Head of 

Corporate Advisory.

South Africa’s Wholesale 
Electricity Market (SAWEM): A 

new era for power trading
THE launch of the 
South African Whole-
sale Electricity Mar-
ket (SAWEM) marks 
a major turning point 
in the country’s ener-
gy sector, ushering in 
competitive electricity 
trading, private sec-
tor participation, and 
a modernised power 
economy. 

This landmark re-
form will be a central 
topic at the IPP & PPA 
Conference, hosted 
as a side event to the 
Africa Energy Indaba 
from 3–5 March 2026 

at the Cape Town In-
ternational Conven-
tion Centre.

For the first time, 
multiple buyers and 
sellers will be able to 
trade electricity on 
a transparent, mar-
ket-based platform. 
SAWEM shifts South 
Africa away from a sin-
gle-buyer model domi-
nated by Eskom toward 
a more diversified, in-
vestor-friendly system.

According to the 
National Energy Cri-
sis Committee (NE-
COM), SAWEM will 

initially enable bilat-
eral trading between 
generators and large 
customers, later ex-
panding to real-time 
trading similar to 
European and North 
American markets.

“The implementa-
tion of SAWEM rep-
resents one of the most 
significant structural 
reforms in South Afri-
ca’s electricity industry 
since 1994,” says Dr 
Kgosientsho Ramok-
gopa, Minister of Elec-
tricity and Energy. “It 
will unlock investment, 

enhance competition, 
and support the tran-
sition to a sustainable, 
reliable energy future.”

The IPP & PPA 
Conference will bring 
together Independ-
ent Power Producers 
(IPPs), utilities, inves-
tors, and experts to 
unpack the regulatory, 
commercial, and con-
tractual frameworks of 
this new market.

The conference 
takes place on 5 March 
2026 as part of Africa’s 
premier energy gather-
ing.

https://www.plasticsforafrica.co.za
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By Staff Writer

PROPOSED legis-
lation could make it 
difficult for US-based 
Business Process Out-
sourcing (BPO) firms 
to set up shop in de-
veloping countries like 
South Africa.

The Keep Call Cen-
tres in America Act, 
proposed by U.S. Sen-
ator Ruben Gallego 
earlier this year, aims 
to discourage compa-
nies from setting up 
call centres outside the 
U.S. and from adopt-
ing Artificial Intelli-
gence (AI) into their 
business processes.

The bill comes as 
an increasing number 
of US companies like 
Concentrix and Am-
azon have set up BPO 
call centres in South 
Africa.

In recent years, this 
country’s efforts to 
attract international 
BPO firms have paid 

off, as they contribute 
around R24-billion 
annually to the West-
ern Cape economy, 
matching the impact 
of the tourism sec-
tor, and have added 
around R3.6-billion in 
new FDI to the local 
economy.

It has had a marked 
impact on employ-
ment, with the sector 
now employing over 
270,000 people in six 
cities, of which 65,000 
serve international cli-
ents.

The Keep Call 
Centers in America 
bill now looms over 
not only South Afri-
ca’s BPO sector, but 
also those of India and 
the Philippines, which 
have also set up call 
centres to cater for off-
shore businesses.

The bill will require 
US businesses that opt 
to set up call centres 
abroad to notify the 
US Department of La-
bour at least 120 days 

before doing so. It also 
requires that the de-
partment keep a public 
list of companies that 
have chosen to relocate 
call centres overseas, 
and retain them on the 
list for five years.

Those on the list will 
be ineligible for new 
government grants and 
government-guaran-
teed loans, while those 
not on the list will be 
given preference for 
government contracts.

The bill will also 
require companies 
to keep track of how 
many jobs are lost to 
AI.

What impact the bill 
will have on the South 
African BPO industry 
is hard to say, as the 
legislation first has to 
be debated and then 
voted on in various 
committees in the low-
er and upper houses.

Once it is passed out 
of the committees, it 
will then need to be 
passed by the House 

of Representatives, 
before it gets voted on 
by the Senate, and then 
awaits the signature of 
the US president Don-
ald Trump, to become 
law.

After that, the com-
panies will have a year 
to comply before it 
comes into effect.

At this stage, it is un-
clear if there is enough 
votes to get the bill out 
of the committees, and 
if it could be passed by 
both houses.

Lawyer Blake Lan-
dis wrote in the Na-
tional Law Review that 
it would be a while be-
fore the proposed leg-
islation is turned into 
law.

“Overall, the Keep 
Call Centers in Amer-
ica Act remains in 
the early stages of the 
legislative process. 
Whether it advances 
through committee or 
gains broader congres-
sional support remains 
to be seen at this time.”

Even so, he noted 
that the drawing up of 
the legislation showed 
that US legislators 
were now starting to 
take how technology 
affects consumers and 
workers a lot more se-
riously.

“It reflects a growing 
focus on regulating the 
intersection of technol-
ogy, labour, and con-
sumer interaction. We 
are witnessing this as 
an area of increasing 
relevance to business-
es operating in highly 
regulated communica-
tions spaces.”

BPO risks from proposed 
US legislation

By Chris Hattingh

THE 2025 G20 Sum-
mit is set to take place 
on 22 and 23 November 
in Johannesburg. The 
Summit represents the 
culmination of South 
Africa’s year-long G20 
presidency and, if used 
well, should produce 
some level of common, 
shared communique or 
document that advances 
South Africa’s priorities 
and values. 

Given that the United 
States (US) has largely 
checked out of South 
Africa’s G20 presiden-
cy, finding common 
ground at the Summit 
may prove difficult. But 
even if a communique 
or similar shared doc-
ument can prioritise an 
issue such as debt re-
payment conditions for 
emerging countries, this 
would be a diplomatic 
and geopolitical win for 
the country’s G20 pres-
idency.

In a more uncertain 
global environment, it is 
vital for South African 
businesses and citizens 
that their government 
use any global plat-
forms to advance the 
country’s interests, and 
further South Africa 
as a key and desirable 
investment and trade 
partner and destination. 
South Africans should 
pay particular attention 
to how the government 
runs the Summit, and 
what communications 
it uses in engagements 
with important trading 
partners. Additional-
ly, the weeks after the 
Summit will be impor-
tant to see whether the 
government in Gauteng, 
especially, continues the 
infrastructure invest-
ments started before 
the Summit, or whether 
these fall by the wayside 
as expected.

South Africa does 
not have the military 
or economic leverage 
to be taken seriously in 
some geopolitical and 
geoeconomic shifts thus 
far in 2025, including 
the war in Ukraine and 
the conflict in Gaza. If 
South Africa uses the 
G20 Summit platform 
to continue engaging in 
flights of its perceived 
moral superpower sta-
tus, this will deepen the 

rift between and the 
US, especially. Should 
South Africa use the 
G20 Summit to engage 
in more pragmatic and 
transactional foreign 
policy and trade and 
investment deals with 
countries like the US, it 
will set itself up well for 
this new geoeconomic 
era of more hard-nosed 
and pragmatic foreign 
policy.

Regarding more mac-
ro geopolitical devel-
opments, multilateral 
institutions such as the 
G20, United Nations, 
World Trade Organ-
isation (WTO), and 
others face a serious 
challenge in the form 
of US President Donald 
Trump’s policy prefer-
ences. The WTO was 
already weaker coming 
into 2025, unable to ad-
dress effectively other 
countries’ concerns with 
China’s manufacturing 
and trade practices. 

Unilateralism and bi-
lateral deals are proving 
more tempting – and 
arguably, more effective 
- than some multilateral
platforms and avenues.
The US is focusing
more on exerting pow-
er and influence with
countries and regions
it considers more im-
portant for its interests,
no longer on the whole
world. It remains to be
seen whether China 
wants to or can fill such
a void, or whether it will
also prefer carving out
areas of influence and
closeness for its inter-
ests. In this challenging
space, South Africa’s
G20 presidency and 
the country’s professed
preference for dialogue,
compromise, and multi-
lateralism could well be

relegated to a mere talk 
shop, heavy on rhetoric 
but ultimately ineffec-
tive in volatile global 
affairs.

Globalisation and 
multilateralism are not 
necessarily at an end. 
But if multilateralism 
is to survive, it needs to 
adapt. It will probably 
also be more fragment-
ed. Countries with simi-
lar inclinations as South 
Africa will gravitate 
towards each other – if 
platforms are strength-
ened to support such, 
and to then have more 
refined agendas and ad-
dress specific problems, 
not necessarily all of the 
world’s issues. Proving 
effectiveness – more so 
than talking about all 
the problems afflicting 
the world – will gain 
more purchase and sup-
port through the rest of 
the decade.

While Mr Trump will 
not attend the Summit, 
US Vice President JD 
Vance will. He is no 
less forward than his 
principal, and he will 
relish any opportunity 
to argue and highlight 
what he perceives to be 
problems with South 
Africa’s G20 agenda. 
How South Africa en-
gages with any such 
disagreements – use-
fully, or as an excuse to 
argue back and get lost 
in tit-for-tat engage-
ments - will determine 
whether it has learnt 
useful lessons in this 
new era of geopolitics 
and geoeconomics. 
South Africa needs to 
use every international 
platform to enhance its 
influence, and not be 
distracted by only ‘feel-
ing’ it has enhanced its 
legitimacy.

South Africa G20 
Pragmatism vs Politics 

at the Summit

https://www.mandoval.co.za
https://www.dosetech.co.za
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VEOLIA South Afri-
ca has officially relo-
cated its head office 
to a modern, state-of-
the-art facility in the 
heart of Rosebank, Jo-
hannesburg. The new 
premises, situated in a 
WeWork office build-
ing, mark a significant 
milestone for the en-
vironmental services 
leader as it continues 
to expand its opera-
tions across the Afri-
can continent.

On 9 October 2025, 
Veolia CEO Thierry 
Witkowicz, alongside 
his exceptional team, 
officially inaugurated 
the new office in a cer-
emony that celebrated 
both the company’s 

growth and its com-
mitment to creating 
an inspiring workplace 
for its employees. The 
move represents Ve-
olia’s dedication to 
fostering innovation, 
collaboration, and sus-
tainability in its daily 
operations.

The choice to es-
tablish the head office 
in a WeWork build-
ing reflects Veolia’s 
f o r w a r d - t h i n k i n g 
approach to modern 
workspace solutions. 
WeWork has revolu-
tionised the concept of 
office environments by 
offering flexible, fully 
serviced workspaces 
that cater to businesses 
of all sizes. The Rose-

bank location provides 
Veolia with access 
to premium ameni-
ties, meeting rooms 
equipped with cut-
ting-edge technology, 
and wellness facilities.

WeWork buildings 
are designed with col-
laboration and pro-
ductivity in mind, 
featuring contempo-
rary architecture and 
interior design that 
promote creativity and 
employee well-being. 
The shared workspace 
model also offers net-
working opportunities 
with other innovative 
companies and pro-
fessionals, creating a 
dynamic business eco-
system.

As a global leader in 
environmental servic-
es, Veolia has ensured 
that its new office em-
bodies the company’s 
core values of sustain-
ability and resource 
optimisation. The We-
Work building incor-
porates eco-friendly 
features such as ener-
gy-efficient lighting, 
water-saving fixtures, 
and waste reduction 
programmes. 

The relocation to 
Rosebank positions 
Veolia South Africa in 
one of Johannesburg’s 
most prestigious busi-
ness districts, with ex-
cellent transport links 
and proximity to key 
clients and partners. 
Under the leadership 
of CEO Thierry Wit-
kowicz and his dedi-
cated team, the new 
head office serves as a 
launchpad for contin-
ued growth and inno-
vation in delivering en-
vironmental solutions 
across South Africa 
and beyond.

The official inaugu-
ration on 9 October 
2025 marked not just 
the opening of a new 
office, but the begin-
ning of an exciting 
new chapter for Veolia 
in South Africa - one 
characterised by col-
laboration, sustainabil-
ity, and a commitment 
to creating a better 
working environment 
for all employees.

Veolia Services South-
ern Africa
www.africa.veolia.com
Tel. +27 11 663 3600

Veolia South Africa opens head 
office in Rosebank

By Diane Silcock

THE arrival of more 
affordable electric ve-
hicles (EVs) onto the 
South Africa market, is 
expected to accelerate 
adoption across both 
consumer and busi-
ness sectors. As uptake 
grows, it’s vital for con-
sumers, fleet owners 
and businesses to un-
derstand the fire safety 
risks associated with 
lithium-ion and other 
EV batteries, which 
are prone to ignite un-
der certain conditions.

Research shows that 
while EV fires occur 
less frequently than 
those involving inter-
nal combustion engine 
vehicles, they present 
unique challenges: 
they burn hotter and 
more intensely, last 
longer, and are signif-
icantly harder to ex-
tinguish. In high-den-
sity settings—such as 
fleets, parking facili-
ties, or built-up com-
mercial areas—these 
characteristics elevate 
the potential risk for 
businesses and proper-
ty owners.

Car manufacturers 
and battery technology 
specialists are continu-
ously advancing tech-
nology to reduce fire 
risks, while also en-
hancing sustainability 
and cost efficiency.

The CSIR, in collab-
oration with the UK’s 
Foreign, Common-
wealth & Development 
Office (FCDO), Impe-
rial College London, 
and Coventry Univer-
sity, are working on 
a sodium-ion battery 
concept using South 
Africa’s own vanadium 
and biomass resources 

which are safer, cheap-
er, and more sustaina-
ble than lithium-ion.

EV Battery fire risks

Marius Atterbury, 
CEO of the Fire Pro-
tection Association of 
South Africa (FPA-
SA), explains the crit-
ical fire safety issues 
around EV batteries. 
“The main causes of 
EV battery fires in-
clude overheating dur-
ing charging, but other 
causes include vehicles 
catching fire inside an 
area that is on fire, ar-
son, collisions, debris, 
and other mechanical 
damage. These fires 
can heat the battery 
up to a point where 
thermal runaway will 
set in. Even a poor job 
by possibly untrained 
mechanics could cause 
such a fire. In these 
instances, the battery 
chemistry makes only a 
little difference.”

On the upside, bat-
tery management 
systems are being 
improved, which pro-
vides good protection 
against overcharging 
and overheating.

Damaged EV batteries 
pose serious fire risks

FPASA warns that at 
present the chances 
are very high that phys-
ical damage to an EV 
battery will lead to a 
fire event, therefore no 
risks should be taken 
when damage is ob-
served. 

“Other than from 
advertisements, a user 
has no indication of the 
type of battery chemis-
try their EV employs, 
so caution should be 
exercised.”

Battery fires produce 
noxious gases, and explo-

sions are possible

EV battery fires release 
hazardous gases which, 
when combined with 
air and heat, can ignite 
explosively. Occupants 
should evacuate immedi-
ately and maintain a safe 
distance in case of an 
explosion, thereby avoid-
ing the flames as well as 
breathing in the toxic 
gases. These fires are 
best left to professional 
fire services, who are still 
working globally to es-
tablish the most effective 
and safest methods of ex-
tinguishing them.

Investigating EV fires 
can aid in future fire 

prevention

FPASA supports the in-
vestigation of EV fires, 
as the findings will con-
tribute to the body of 
knowledge and assist in 
preventing future fires. 

Atterbury notes that 
current reporting of vehi-
cle fire incidents does not 
distinguish between dif-
ferent fuel sources or en-
ergy types; however, work 
is underway to establish a 
system that will provide 
more specific South Af-
rican statistics, including 
for home-based battery 
systems. 

He adds that numer-
ous local and interna-
tional platforms are 
actively addressing the 
safety challenges posed 
by these emerging tech-
nologies. “While the 
world is faced with a rap-
idly developing technol-
ogy, which is faster than 
safety in some instances, 
we are fortunate that 
there is a lot of informa-
tion sharing going on,” 
concludes Atterbury.

EV battery fire risks in 
South Africa

Photo credit: https://apfmag.com/

Cape Town port deploys R4 billion 
infrastructure upgrade ahead of 

peak fruit export season
THE Port of Cape 
Town Container Ter-
minal is rolling out key 
operational upgrades 
ahead of South Afri-
ca’s deciduous fruit ex-
port season, which be-
gins in November and 
is expected to see a 3% 
increase in volumes 

through March 2026. 
Transport Minister 
Barbara Creecy visited 
the terminal to assess 
its readiness for the 

export period, which is 
vital to South Africa’s 
agricultural economy.

Transnet Port Ter-
minals (TPT) has al-
located R4 billion in 
capital expenditure 
across major terminals 
for 2025/2026, with 
Cape Town receiving 
28 new rubber-tyred 
gantry cranes (RTGs) 
equipped with an-
ti-sway technology and 
hybrid diesel-electric 
engines. Nine RTGs 
are already operating, 
another nine are com-
pleting commissioning, 
and the final 10 are be-
ing assembled. “These 
newer machines are 
more resistant to wind, 
which has been a chal-
lenge for us,” said Os-
car Borchards, West-

ern Cape Terminals 
managing executive. 
Last season, the ter-
minal handled over 
230,000 refrigerated 
containers, underscor-
ing its critical role in 
global fruit supply 
chains.

The deciduous fruit 
industry employs thou-
sands and contributes 
significantly to export 
earnings, with roughly 
80% of exports routed 
through Cape Town to 
Europe, Asia, and the 
Middle East. Industry 
leaders have welcomed 
stronger collaboration 
with Transnet follow-
ing previous seasons 
disrupted by rising 
costs, load shedding, 
and port delays.

To mitigate opera-

tional risks, the ter-
minal has introduced 
windbound response 
protocols, staggered 
container stack dates, 
increased reefer plug 
points, and dedicat-
ed handling teams. 
Smaller vessels will be 
diverted to the Cape 
Town Multipurpose 
Terminal during peak 
congestion. Additional 
container vessel routes 
and specialised reefer 
ships may be used to 
ease pressure during 
the busiest months.

Port performance 
remains central to 
maintaining South Af-
rica’s reputation as a 
reliable global supplier 
and supporting rural 
economies across the 
Western Cape.

"Last season, the 
terminal handled 

over 230,000 
refrigerated 
containers..."

https://www.allmech.co.za
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Smart solutions from Phoenix Contact

Products and solutions from Phoenix Contact satisfy the stringent requirements and, at 
the same time, provide digital interfaces in order to realize smart infrastructure for railways. 

Intelligent solutions that enable remote monitoring and diagnostics, as well as cloud 
services and cyber security - modernize your railway infrastructure safely and cost-effectively. 

Phoenix Contact provides the ideal portfolio for the digitalization of railway technologies: 

JHB:  011 801 8200 
WC:  021 930 9666 
KZN:  031 701 2701 
EC:  041 364 0415
www.phoenixcontact.co.za

For more information:

Stand a Chance to WIN! Scan the QR code to enter
We are giving away 2 x sets of screwdrivers, scan the QR Code to enter.
* Entries close 1st of December 2025.
* 1 entry per person.
* T’s and C’s Apply

WIN

THE requirements on 
components for railway 
infrastructure are strin-
gent. They are used in 
safety-relevant applica-
tions and safeguard the 
availability of railway 
operations. 

At the same time, 
railway infrastructure 
is increasingly digital. 
Intelligent solutions 
are needed that ena-
ble remote monitoring 
and diagnostics, as 
well as cloud services. 
Products and solutions 
from Phoenix Contact 
satisfy the stringent 
requirements and, at 
the same time, provide 
digital interfaces in 
order to realise smart 
infrastructure for rail-
ways.

In today’s world, en-
ergy shortage is one of 
the major concerns. As 
a consumer of electri-
cal energy, the electric 
railway system, due to 
trains, stations, and 
commercial users, con-
sumes an enormous 
amount of electricity. 
Increasing greenhouse 
gases and CO2 emis-
sions, in addition, have 
drawn the attention of 
world leaders as one of 
the biggest threats at 
present; based on re-
search in this field, the 
transportation sector 
contributes significant-
ly to this pollution. 

Carl Kleynhans, 
General Manager of 
Phoenix Contact in 
South Africa, says, 
“Keeping in line with 
our vision of Empow-
ering the All Electric 
Society, the primary en-
ergy requirement must 
be reduced through 
efficiency measures, 
and intelligent and net-
worked systems.”

Phoenix Contact pro-
vides the ideal portfolio 
for the digitalisation of 
railway technologies: 
reliable installation, 
secure signal transmis-
sion, and real-time data 
communication, as well 
as cloud services, make 
it possible to digitalise 
railway infrastructure.

Researchers have 
been trying to reduce 
the daily operational 
costs of smart railway 
stations, mitigating 
power quality issues, 
considering the trac-
tion uncertainties and 
stochastic behaviour 
of Renewable Energy 
Resources and Energy 
Storage Systems, which 
have a significant im-
pact on total operation-
al cost.

Railway Energy 
Management Systems 
(REMS) are a modern 
green solution that not 
only tackle these prob-
lems but also enable 
electricity to be sold to 
the grid market. 

Improving railway 
transportation energy 
efficiency requires that 
efficiency be measured 
first. This task is quite 
straightforward for die-
sel-fuelled vehicles, but 
electric vehicles draw 
power from the catena-

ry and unless measur-
ing devices are mount-
ed onboard, the only 
information available is 
via substation measure-
ment. 

Measuring or calcu-
lating energy consump-
tion in itself does not 
save energy. However, a 
better knowledge of en-
ergy consumption will 
provide valuable data 
to identify potential for 
optimisation as far as 

regenerative braking, 
energy-efficient driving 
or stopping patterns are 
concerned. 

Energy meters in 
railway transportation 
are crucial for monitor-
ing and managing ener-
gy consumption. These 
devices help railway op-
erators track the energy 
usage of trains, which is 
essential for optimising 
efficiency and reducing 
costs.

In order to continue 
operating an entire rail-
way and signal technol-
ogy system, it is often 
necessary to replace 
individual components. 
With components avail-
able in series that can be 
seamlessly integrated 
into existing systems, 
Phoenix Contact allows 
you to modernise your 
railway infrastructure 
safely and cost-effec-
tively.

Smart Railway Solutions for energy-efficient infrastructure

https://www.phoenixcontact.co.za
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WHAT if the future of 
South Africa’s logistics 
wasn’t just faster or 
cheaper - but cleaner, 
quieter and more sus-
tainable? As the coun-
try’s ports and yards 
begin a steady shift 
toward electric heavy 
lift equipment, this 
transition signals more 
than just technological 
progress. It marks a 
pivotal reimagining of 
operational efficiency 
- where environmen-
tal responsibility is no

longer a side goal but a 
driving force in reshap-
ing the industry’s core.

With increased en-
vironmental awareness 
and stringent regula-
tions around carbon 
emissions looming, 
electric-powered equip-
ment can play a pivotal 
role in reshaping how 
goods are moved in 
and out of ports, ware-
houses and distribution 
centres. 

Lenny Naidoo, Na-
tional Product Spe-

cialist for Heavy Lift, 
a division of CFAO 
Equipment, says one 
of the most compelling 
reasons for the grow-
ing adoption of electric 
heavy lift equipment in 
logistics is its signifi-
cant impact on emis-
sions reduction. 

“Ports and contain-
er yards are known for 
their heavy reliance on 
diesel-powered equip-
ment. The shift to elec-
tric-powered equip-
ment offers a cleaner 
alternative, drastically 
cutting down on car-
bon emissions and var-
ious toxic pollutants.”

This reduction is 
vital, given the Inter-
national Maritime 
Organisation’s (IMO) 
goal to reduce the 
shipping industry’s 
carbon emissions by 
at least 50% by 2050. 
By adopting electric 
heavy lift equipment, 
ports can help meet 
these targets while im-
proving air quality and 
worker health condi-
tions.

Naidoo says while 

South Africa is cur-
rently in the process 
of developing a na-
tional roadmap and 
legislative framework 
to address carbon 
emission targets for 
the shipping industry, 
it is expected to align 
as closely as possible 
with the IMO’s goals. 

“Our local shipping 
industry is cognisant 
of this and since intro-
ducing the heavy-duty 
Konecranes E-VER 
Electric Forklift in 
2024 and E-ACE Elec-
tric Empty Container 
Handler in April this 
year, we have noted a 
significant increase in 

the uptake of electric 
equipment compared 
to their diesel counter-
parts over the past 12 
months.”

While the initial cap-
ital investment for elec-
tric heavy lift equip-
ment may be higher 
than diesel models, 
the long-term savings 
are self-evident “The 
E-VER forklift, for ex-
ample, costs less to op-
erate; firstly, because it 
costs less to charge an 
electric forklift than 
to refuel with diesel, 
and secondly, because 
they have fewer mov-
ing parts, making them 
less costly to maintain 
and reducing overall 
operating costs,” ex-
plains Naidoo.

Naidoo points 
out that the E-ACE 
Electric Empty Con-
tainer Handlers are 
engineered for effi-
ciency, using advanced 
high-voltage technolo-
gy to operate continu-
ously for six to twelve 
hours without needing 
a recharge. But the im-
pact goes beyond en-
durance. 

“Lower power con-
sumption and the com-
plete elimination of 
tailpipe emissions to-
gether represent a dra-
matic reduction in the 
carbon footprint of one 
of the most essential, 
and traditionally pol-
luting, pieces of port 
and yard equipment.”

With advancements 
in battery technol-
ogy, the range and 
efficiency of electric 
equipment are also im-
proving steadily. Many 
ports have begun to 
integrate renewable 
energy, including solar 
and hybrid plants, into 
their operations to re-
duce emissions and im-
prove reliability, for ex-
ample, South Africa’s 
Port of Ngqura acts as 
a hub for wind turbine 
components and is de-
veloping wave energy 
projects. 

The transition to 
electric heavy lift 
equipment is not just 
about meeting today’s 
standards but also 
about future-proofing 
operations. By invest-
ing in electric-powered 
machinery now, port 
and container yard 
operators can avoid 
costly upgrades down 
the line, ensuring that 
their fleets remain 
compliant with future 
regulations. 

“By adopting a for-
ward-thinking ap-
proach, ports and 
container yards can 
mitigate the risks as-
sociated with tighten-
ing emissions policies. 
As the world pushes 
toward reducing its 
carbon footprint, the 
electric “giants” of in-
dustrial equipment will 
play a critical role,” 
concludes Naidoo.

Electric forklifts transforming South 
Africa’s ports

WERNER Pumps 
has delivered an Earl 
4-Cylinder Trailer 
Unit to the Gaborone 
Municipality Waste-
water Department 
in Botswana, further 
strengthening its pres-
ence in Southern Af-
rica.

The trailer, man-
ufactured at Werner 
Pumps’ headquarters 
in Springs, South Afri-
ca, will be used by the 
municipality for sewer 
line cleaning, drain 
maintenance and un-
blocking pipelines at 
the wastewater treat-
ment plant.

As part of the hand-
over, Werner Pumps 
auto electrician ap-
prentice, Zander 
Gresse, provided the 
municipality’s techni-
cal team with hands-on 
operational demon-
strations and basic 
maintenance train-
ing, covering controls, 
safety procedures and 
best-practice opera-
tion.

“It was a great ex-
perience and a proud 
moment to represent 
Werner Pumps in an-
other country,” says 
Gresse. “Taking the 
lead on the hando-
ver gave me a sense 
of responsibility and 
confidence, and it was 
rewarding to see how 
our equipment can 
make a real difference 
in improving munici-
pal operations.”

The customer ex-
pressed satisfaction 
with the quality, per-
formance and profes-
sional support provid-
ed by Werner Pumps. 
For Gresse, the expe-
rience offered valuable 
international exposure 
early in his career. “I 
learned how important 
clear communication 
and hands-on training 
are during a hando-
ver,” he adds. “It’s op-
portunities like this 

that help me grow both 
technically and per-
sonally.”

Managing Director 
Sebastian Werner says 
the Botswana hando-
ver forms part of the 
company’s commit-
ment to supporting 
municipalities across 
Southern Africa with 
robust, locally man-
ufactured equipment 
and dedicated af-
ter-sales service.

“Our focus is on 
building reliable, 
h i g h - p e r f o r m a n c e 
units that empower 
local authorities to de-
liver essential services 
efficiently,” he says. 
“We’re proud of young 
team members like 
Zander who carry that 
commitment forward 
with professionalism 
and enthusiasm.”

About Werner Pumps

For over 30 years, 
Werner South Africa 
Pumps & Equipment 
(Pty) Ltd. has been 
designing, manufac-
turing, supplying and 
maintaining specialist 
high-pressure jetting 
equipment.

The company has 
built a reputation as a 
local industry leader 
through its focus on 
delivering high-qual-
ity, low-maintenance, 
100% South African 
manufactured prod-
ucts that last, all while 
considering clients’ 
budgets.

Aside from its in-
house manufacturing 
capabilities, Werner 
Pumps specialises in 
the supply and main-
tenance of high-pres-
sure jetting equipment, 
German high-pressure 
pumps, high-pressure 
sewer cleaning hos-
es, Swiss-engineered 
Nozzles by ENZ, and 
high-pressure guns, 
lances and cleaning 
equipment.

First Werner 
Pumps Trailer in 
Botswana handed 
over to Gaborone 

Municipality

"By adopting a 
forward-thinking 
approach, ports 
and container 

yards can mitigate 
the risks associat-
ed with tightening 
emissions policies."
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BEARINGS  •  SEALS  •  POWER TRANSMISSION  •  DRIVES  •  MOTORS  •  MATERIALS HANDLING

FASTENERS & TOOLS  •  HYDRAULICS  •  PNEUMATICS  •  FILTRATION  •  LUBRICATION  •  VALVES  •  TECHNICAL RESOURCES  •  FIELD SERVICES

PART OF THE FOOD & BEVERAGE PROCESS
With a proven track record in the food & beverage industry, BMG provides quality components, technical 
expertise and superior service. We offer:

• Comprehensive application
knowledge and technical support

• Complete solutions from a single
source

• A strong global presence

• Thousands of installations in the
food and beverage industry

• An extensive, versatile portfolio of
premium quality products

• High reliability, efficiency and
durability

• Recognised production quality
according to global standards

With an extensive stockholding, contact us today on +27 11 620 1500 for your 

consumable-related enquiries.

https://www.bmgworld.net
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AS THE year winds 
down, many leaders and 
business owners feel 
flat, foggy, and running 
on fumes. You’re ex-
hausted—yet still chas-
ing year-end targets and 
signing off projects. In 
a world that’s already 
time-poor and stress-
rich, “finishing strong” 
isn’t about squeezing 
the last drops of ener-
gy. It’s about  owning 
the finish  so you don’t 
spend the first 7–10 days 
of your holiday recover-
ing from depletion.

We can all shift our 
approach now to “win” 
the  CAN DO trifec-
ta:  Mental Clarity + 
Emotional Agility + 
Physical Nexus  (energy 
& vitality).

1. �Mental Clarity: Step
back to see the whole
picture

Before rushing to wrap 
Q4, pause for perspec-
tive. Ask yourself—
and your team—three 
questions:
• What did

we learn this year
about our clients,
our market, and
ourselves?

• Where did we misdi-
rect time or energy?

• What must we let go
of in 2025 so we can
start 2026 clean?

This reflective pause 
sharpens mental clari-
ty—the “C” in CAN DO. 
Neuroscience shows that 
reflection recruits the 
prefrontal cortex, im-
proving problem-solving 
and foresight. You can’t 
lead effectively from a 
foggy mind.  Clarity is 
your greatest productiv-
ity tool.

2. �Emotional Agility:
Let go to grow

If 2025 proved anything, 
it’s that adaptability is a 
competitive advantage. 
AI is reshaping work-
flows, markets are shift-
ing, and consumer trust 
is fragile. Leaders who 
finish strong don’t grip 
tighter—they flex faster.

Emotional agility—
the “A” in CAN DO—
can start with a simple 
neuroscience-backed 
habit:  “Name it to 
tame it.”Label the 
emotion to lower 
its intensity and lift 
self-awareness. 

There are no “bad” 
emotions; even frus-
tration is useful signal 
data. When you feel 
a downward spiral 
starting, ask:  What’s 
the data? What’s the 
opportunity here? 
Agility is the art of 
staying centred while 
the world spins—the 
hallmark of a future-fit 
leader.

3️.  �Physical Nexus: 
Re-energise to stay 
resilient

The “N” in  CAN 
DO stands for Nexus—
your energy, vitality, 
and ability to harness 
(not ignore) stress. As 
the year ends, this is 
where many leaders 
fall short. You cannot 
inspire others from an 
empty tank.

Audit your energy eco-
system:
• Restorative

sleep: Are you
getting a minimum
of seven hours so
you can make smart
decisions?

• Movement: Do
you carve out 20
minutes a day? A
brisk 20-minute
walk counts. Motion
shifts emotion.

• Bookends: Be in-
tentional about how
you start and end
your day. Do you
leave today’s stress
in today—or carry it
into tomorrow?

• Gratitude: Have
you specifical-
ly thanked your
team—and individ-
uals—not just for
results, but for resil-
ience and how they
handled obstacles?

One powerful ritual 
I run with executive 
teams is the  CAN DO 
“Reset.”  Each person 
shares one human ca-
pability they strength-
ened this year (e.g., 
empathy, curiosity, 
courage, narrative pow-
er and persuasion) and 
one they’ll build next 
year. It’s quick, mean-
ingful, and energis-
ing—a way to close out 
2025 connected, not 
depleted. Psychological 

safety, meaningful con-
nection, and trust are 
antidotes to fatigue and 
exhaustion.

In my book,  From 
CAN’T to CAN DO: 
The 9 Human capa-
bilities that AI can’t 
replicate, I share prac-
tical tools for leaders 
and teams to level up 
across all nine unique-
ly human capabilities. 
While AI can automate 
tasks, it cannot repli-
cate trust, intuition, or 
purpose. Those are hu-
man—and they win in 
the long run.

Strong doesn’t mean 
strained

Finishing strong isn’t 
pushing through exhaus-
tion. It’s finishing  con-
sciously—with clarity of 
mind, agility of heart, 
and energy in your step. 
As 2025 closes, choose 
progress over perfection. 
Reflect deeply. Reset in-
tentionally. And re-enter 
2026 as a CAN DO lead-
er—clear, agile, and 
energised for the road 
ahead.

About the Author

Joni Peddie is a Be-
havioural Strategist 
and CEO of Resilient 
People (#Bounce-
Forward™). A glob-
ally recognised keynote 
speaker and facilitator, 
she helps leaders and 
teams build clarity, agil-
ity, and vitality to thrive 
in an AI-driven world. 
Her latest book, From 
CAN’T to CAN DO: 
9 Human Capabilities 
that AI Can’t Replicate, 
was released in 2025.

Website: www.
resilientpeople.co.za
LinkedIn : www.
linkedin.com/in/
jonipeddie/

Disruption. Chaos. Fatigue.

Here’s how CAN DO 
leaders cross the finish 

line of 2025 strong

”From CAN’T to CAN DO” Book is available

1. �Website: www.resilientpeople.co.za/books
2. Exclusive Books
3. �Amazon

“WITH warehouses, 
logistics centres and re-
tailers operating at peak 
capacity to meet festive 
season demand, short-
term rental solutions 
offer essential flexibility. 

To stay competitive, 
equipment suppliers 
must be well-prepared to 
support their customers 
through seasonal spikes 
or risk losing a key stra-
tegic advantage,” says 
Refilwe Molapo, Gen-
eral Manager of Toyota 
Material Handling Jo-
hannesburg, a division 
of CFAO Equipment. 
He says Toyota Material 
Handling experiences 
a 10% to 15% high-
er-than-normal run rate 
over the festive season. 
“This is largely driven 
by the fast-moving con-
sumer goods (FMCG), 
retail, logistics and ware-
housing sectors, which 
all operate at peak ca-
pacity over this period.”

For these operations, 
agility is key. They need 
to scale up their material 
handling capacity quick-
ly for a short period. 
Short-term rentals allow 
them to do so, increas-
ing their throughput 
and efficiency without 
having to take on the 
commitment of a long-
term rental or outright 
purchase. Molapo says 
while the seasonal peak 
typically kicks off dur-
ing October, this year’s 
peak started earlier than 
usual. “We noted an in-
crease around the end 

of August. This could 
be attributed to the cur-
rent economic climate, 
compelling customers 
to be more price sensi-
tive and get ahead of the 
December rush, taking 
advantage of deals, as 
well as the convenience 
of online shopping.”

Typically a four- to 
five-month push, the rush 
is expected to slow down 
at the end of January, 
which includes back-to-
school. “Our customers 
tend to experience a fes-
tive season peak, which 
dies down briefly before 
the back-to-school peak 
commences,” notes Mo-
lapo. He says equipment 
rental makes sense for 
two main reasons: flex-
ibility and cost manage-
ment. “These businesses 
experience a seasonal 
surge, which does not jus-
tify a long-term lease or 
investing in capital equip-
ment. Short-term rental 
gives them the ability to 
respond to these peaks 
without locking up their 
capital, freeing up their 
balance sheets. It really is 
a practical and cost-effec-
tive strategy for manag-
ing these types of peaks.”

Operationally, the 
Toyota Material Han-
dling team begins to 
prepare for the festive 
season demand several 
months in advance. “We 
start by examining his-
torical demand patterns 
and customer forecasts. 
Market trends and in-
formation are critical 

to ensure we have the 
right types and number 
of units to support what 
the market is going to 
need from us. We also 
engage with our cus-
tomers, most of whom 
place their orders well 
in advance to secure the 
additional equipment for 
their fleets,” adds Mo-
lapo.

All units in Toyota 
Material Handling’s 
862-strong Johannes-
burg / Polowane/ Nel-
spruit rental fleet un-
dergo comprehensive 
mechanical inspections,
servicing and safety cer-
tifications ahead of the
festive season to ensure
they are in good work-
ing order and reduce
the risk of disruptions
to productivity. Respon-
sible for Johannesburg,
Nelspruit and Polok-
wane, Molapo says the
business also takes 
the logistics between
branches into account.
“We assess which equip-
ment is most in demand
in each region and try to 
balance the supply ac-
cordingly. If a particu-
lar type of equipment
is expected to peak in
demand in Johannes-
burg, we shift it from
Nelspruit and relocate
the necessary equip-
ment for Nelspruit from
there.”

In addition to ensur-
ing the availability of rel-
evant equipment, Toyota 
Material Handling must 
also assess parts avail-

ability and coordinate 
with suppliers, many of 
whom shut down dur-
ing the festive season. 
“We need to ensure our 
internal capacity and 
capability are prepared 
to sustain operational 
efficiency during this 
period,” says Molapo. 
Additionally, aftermar-
ket and logistics capa-
bilities are intensified 
during the festive sea-
son. “Short-term rental 
differs significantly from 
long-term rental. Re-
sponsiveness is crucial 
and we must be flexible 
enough to deliver within 
24 hours, ensuring quick 
turnaround times and 
the availability of tech-
nical support. We have 
an in-house transport 
department dedicated to 
rental operations, which 
helps streamline these 
processes,” explains Mo-
lapo.

The sharpest in-
crease in demand for 
warehousing and retail 
distribution equipment 
over this period is for 
pallet jacks (50%), nar-
row aisle equipment 
(50%), reach trucks 
(41%) and electric 
counterbalance equip-
ment (28%). Top of 
mind during this peri-
od are reliability and 
flexibility. Molapo says 
the business makes 
sure technicians are 
available in all major 
hubs. “We have a full 
short-term rental unit 
on standby to respond 
to breakdowns and 
swap out equipment 
where necessary. “It is 
an exciting time of the 
year and the impact 
on our business and 
our customers’ opera-
tions is significant: our 
customers’ demands 
really test how we are 
geared up to support 
them. The key to suc-
cess is being well pre-
pared long in advance. 
If we do it properly, 
we can sit back and be 
the attentive business 
partner our customers 
expect, helping them 
through this difficult 
period effectively,” he 
concludes.

Move more, pay less: Short-
term equipment rentals keep 
festive supply chains moving

Where industry speaks to industry 
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By Adrian Ephraim

AS climate-related 
losses intensify across 
Southern Africa, Old 
Mutual Insure and the 
Actuarial Society of 
South Africa (ASSA) 
have launched the 
South African Climate 
Index - a sophisticated 
tool designed to help 
insurers and policy-
makers better under-
stand and prepare for 
extreme weather events 
at a localised level.

The initiative address-
es a critical gap in how 
climate data is typically 
presented. While global 
warming is often sim-
plified to a single fig-
ure - 1.5 or 2 degrees of 
warming - the reality at 
local levels is far more 
complex, according to 
Caesar Balona, a key 
team member behind 
the index’s development.

“In reality, at the lo-
cal level, down to cities 
and even sub-regions, 
climate change can have 
varied impacts,” Balo-
na explains. “The index 
takes all the different 
climate patterns we ob-
serve, maps them on a 
fine grid, and allows us 
to see in these sub-re-
gions what extreme pat-
terns have historically 
been experienced.”

Localised insights for 
business resilience

The Climate Index dis-
tinguishes itself from ex-
isting climate monitoring 
organisations by focus-
ing specifically on South 
Africa while translating 
global data sources into 
actionable insights for 
the insurance sector. 
The platform incorpo-
rates data from sources 
like the European Space 
Agency, but processes 
it to identify extreme 
weather patterns most 
relevant to South Afri-
can geography.

For short-term insur-
ers like Old Mutual, this 
localised approach is 
essential. The company 
insures physical risks 
ranging from hail dam-
age to flooding, and un-
derstanding the scope 
of extreme weather 
events directly impacts 
underwriting models, 

pricing strategies, and 
capital requirements.

“We need to under-
stand the impacts or 
the risks that our clients 
face,” says Balona. “A 
large amount of insured 
losses arises from weath-
er patterns like hail or 
flooding. We’re not 
concerned about typical 
events that happen day-
to-day - we’re concerned 
about the extremes.”

Old Mutual’s internal 
modelling has already 
revealed strong relation-
ships between various 
weather patterns and 
insurance losses. The 
Climate Index now pro-
vides a standardised, 
scientifically validated 
framework that makes 
this crucial analysis more 
accessible across the in-
dustry.

Beyond insurance: 
Broader applications

While designed with 
insurers in mind, the in-
dex’s potential extends 
far beyond the insurance 
sector. Government 
agencies could overlay 
the climate risk maps 
with data on vulnerable 
communities to identify 
high-priority areas for 
infrastructure invest-
ment and disaster pre-
paredness.

“These are where the 
climate risks are and 
how they’ll look going 
forward,” Balona notes. 
“Coupled with where we 
might know there are in-
frastructure challenges, 
this would mean these 
are the areas to focus on 
to improve infrastruc-
ture because they are 
the most at risk with the 
most vulnerable com-
munities.”

The platform cur-
rently tracks rainfall, 
minimum and maxi-
mum temperatures, and 
drought conditions. Fu-
ture enhancements are 
planned to incorporate 
additional perils, includ-
ing hail, wind, extreme 
storms, and lightning - 
all critical factors for the 
South African insurance 
market.

Developers also aim 
to enable programmat-
ic access to the data, 
allowing companies to 
integrate climate infor-
mation directly into their 

systems for more seam-
less modelling capabili-
ties.

Industry collaboration 
as a competitive 

advantage

Old Mutual’s decision to 
sponsor the Climate In-
dex alongside ASSA re-
flects a strategic commit-
ment to industry-wide 
resilience rather than si-
loed competitive advan-
tage. Similar to the com-
pany’s support for the 
Quick Reaction Force - a 
consortium of insurers 
tackling wildfires in the 
Western Cape - this col-
laboration acknowledges 
that climate risk manage-
ment benefits everyone.

“It benefits not only 
Old Mutual but the en-
tire industry,” Balona 
emphasises. “Making it 
available means it ben-
efits other industries as 
well.”

Initial industry feed-
back has been over-
whelmingly positive, 
with colleagues across 
various companies ex-
pressing enthusiasm 
about the tool’s poten-
tial applications. Balo-
na anticipates the index 
will catalyse significant 
research and discussion 
at industry events, ulti-
mately driving more so-
phisticated climate risk 
management practices.

A catalyst for innovation

Southern Africa faces 
particularly acute cli-
mate challenges, with 
warming trends more 
severe than global av-
erages and potentially 
dramatic shifts in weath-
er patterns. For smaller 
economies in the region, 
sophisticated modelling 
tools become even more 
critical.

“With us, it’s impor-
tant that we try to under-
stand at a detailed level 
and model these things 
to be aware of what may 
happen, get ahead of the 
curve, and try to proac-
tively manage the risk 
rather than reactively 
manage it,” Balona ex-
plains.

As the index gains 
traction, its success will 
depend largely on in-
dustry adoption and the 
research it inspires. By 
providing a single, di-
gestible touchpoint for 
complex climate data, 
the South African Cli-
mate Index has posi-
tioned itself to become 
a cornerstone of climate 
risk management - not 
just for insurance, but for 
infrastructure planning, 
policy development, and 
community protection 
across Southern Africa.

South African Climate 
Index set to transform 

insurance risk 
management STANDARD Bank, 

Africa’s biggest bank 
by assets, is proud to 
announce the success-
ful close of a bespoke 
R1.92 billion equity 
financing solution for 
H1 Holdings (H1), a 
leading Black-owned 
infrastructure invest-
ment and development 
company.

The funding solu-
tion, structured and 
executed by Standard 
Bank Corporate In-
vestment Banking, 
was designed to facil-
itate the exit of an in-
vestment provided by 
British International 
Investment (BII), In-
dustrial Development 
Corporation (IDC) 
and Norfund. The pro-
ceeds are underpinned 
by H1’s 49% interest 
in the Kenhardt hy-
brid battery and solar 
risk mitigation pro-
jects, which collective-
ly represent Africa’s 
largest hybrid renew-
able energy cluster 
and ranks among the  
world’s largest.

“The transaction 
demonstrates our role 
in structuring complex 
equity financing solu-
tions that aim to sup-
port infrastructure de-
velopment and deliver 
value to stakeholders,” 
said Calvin Alwar, 

Deal Lead, Structured 
Capital at Standard 
Bank. “We are proud 
to have partnered with 
H1 Holdings on this 
and look forward to 
collaborating further 
on this transformative 
project as they contin-
ue to shape the future 
of energy in Africa,” 
said Alwar.

Hybrid systems inte-
grate multiple energy 
sources to compensate 
for the variability of 
each presenting not 
only the environmen-
tal benefit of lowering 
carbon emissions but 
also reducing the risk 
of outages as energy 
is produced through 
more than one source. 
They do however re-
quire advanced con-

trol systems to manage 
different inputs, which 
are contributing fac-
tors to the cost of these 
projects. The transac-
tion required a funda-
mental shift in how re-
newable energy equity 
finance deals are struc-
tured, particularly giv-
en the high gearing 
levels and the limited 
window of bankability.

H1 Holdings, with a 
purpose to improve the 
quality of lives by pro-
ducing cleaner energy, 
is a 100% Black-owned 
infrastructure invest-
ment and development 
company with a strong 
track record in the en-
ergy sector. Among 
other assets, the com-
pany has built a port-
folio of 24 projects to-

talling approximately 
2.8 GW of generation 
capacity and 1.14 GWh 
of storage capacity.

“We are thrilled to 
partner with Standard 
Bank on this milestone 
transaction,” said Jon-
athan Muller, Head of 
Asset Management at 
H1 Holdings. “Their 
expertise in the energy 
sector, innovative ap-
proach to structuring, 
and unwavering com-
mitment to our objec-
tives enabled a novel 
technical solution that 
made this deal possible. 
Kenhardt is a flagship 
project for us, and this 
financing solution en-
sures we can continue to 
deliver sustainable en-
ergy solutions at scale,” 
concluded Muller.

Standard Bank backs R1.92bn 
equity for Africa’s largest 
hybrid renewable cluster

STANDARD Bank, 
Africa’s largest bank 
by assets, has an-
nounced a R750 mil-
lion (USD43.1 million) 
strategic equity invest-
ment in Airnergize 
Capital, the clean-tech-
nology platform owned 
by New GX Capital.

The partnership 
aims to accelerate re-
newable energy, water, 
and gas infrastructure 
deployment across 
Southern Africa and 
the continent. Air-
nergize Capital is a 
100% black-owned and 
controlled clean-tech 
investment platform 
focused on delivering 
measurable environ-
mental and social im-
pact.

The funding, facil-
itated through Stand-
ard Bank’s Corporate 
and Investment Bank-
ing (CIB) division, 
will primarily support 
Sustainable Power 
Solutions (SPS) — a 
Pan-African energy 
utility under Airner-
gize Capital. SPS de-
velops, owns, and op-
erates commercial and 

industrial solar and 
battery storage systems 
across South Africa, 
sub-Saharan Africa, 
and the Indian Ocean 
islands.

This capital injec-
tion will enable SPS 
to scale its operations, 
fund new projects, and 
expand its footprint to 
meet growing demand 
for clean, reliable pow-
er across the continent.

“We are thrilled 
to be partnering with 
a successful entre-
preneur and prolific 
dealmaker, leading 
the charge in South 
Africa’s transition to a 
cleaner, more connect-
ed, and sustainably 
electrified environ-
ment,” said Arnold van 
Wyk, Head of Equity 
Investments at Stand-
ard Bank CIB.

“Our pledge to Air-
nergize marks a key 
milestone in our com-
mitment to acceler-
ating Africa’s energy 
and infrastructure 
transition. This part-
nership will catalyse 
impactful investments 
in clean energy and re-

lated technologies, re-
inforcing our support 
for both utility-scale 
and decentralised pro-
jects,” added Willem 
Els, Vice President, 
Equity Investments at 
Standard Bank CIB.

The investment 
forms part of Standard 
Bank’s sustainable fi-
nance strategy, which 
includes mobilising 
at least R450 billion 
by 2028 and achiev-
ing net-zero financed 
emissions by 2050.

Khudusela Pitje, 
Founder and Group 
CEO of New GX Capi-
tal, welcomed the part-
nership:

“We are thrilled to 
have attracted a lead-
ing Pan-African fi-
nancial institution of 
Standard Bank’s cali-
bre. Their investment 
empowers us to expand 
our impact and pursue 
opportunities across 
Africa.”

Tebatso Modiba, 
Deal Executive at Air-
nergize Capital, added: 
“Our team is excited 
to drive utility solu-
tions for a sustainable 

tomorrow, unlocking 
smart and decentral-
ised grids.”

Airnergize Capital’s 
strategy is to build 
scalable infrastructure 
platforms that address 
Africa’s most pressing 
sustainability challeng-
es — from renewable 
energy and clean wa-
ter to efficient gas and 
utilities. The collabo-
ration with Standard 
Bank will enhance its 
ability to deliver trans-
formative infrastruc-
ture projects that cre-
ate jobs, reduce carbon 
emissions, and stimu-
late local economies.

“Airnergize Capi-
tal’s vision aligns per-
fectly with Standard 
Bank’s commitment to 
sustainable financing,” 
said Pitje. 

“Together, we aim 
to unlock long-term 
value for communi-
ties, businesses, and 
the continent’s energy 
and utilities ecosystem. 
This partnership is a 
step toward building a 
sustainable tomorrow 
for South Africa and 
beyond.”

Standard Bank pledges R750 million 
to Airnergize Capital to power 

Africa’s clean energy future
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THE solar industry 
is growing at a pace, 
and one of the bigger 
challenges it faces is 
bringing compliance 
up to speed. With sys-
tems and technologies 
evolving rapidly, laws 
and regulations often 
lag behind. In effect, 
solar is a newer field 
that sits on top of two 
mature regulatory re-
gimes: electrical and 
building regulations, 
both of which are in-
herently complex.

For installers, the 
struggle is particular-
ly real. Many want a 
clear, unambiguous 
“right answer” to guide 
their work, but in prac-
tice, there isn’t always a 
single definitive route. 

Two rulebooks, one 
solar system

For a standard elec-
trical installation, the 
rules are well estab-
lished. But once you 
introduce solar, those 
additions bring new 
factors: integration 
with the grid, possible 
export to the network, 
and structural mount-
ing on roofs.

The installer must 
contend with the ex-
isting building regu-
lations and the elec-
trical installation 
regulations, but must 
also ask: how does the 
solar-specific part in-
terface with those re-
gimes? The regulatory 
framework may not yet 
speak in perfect detail 
to every solar scenario.

That means while 
the rules exist, the 
guidance for solar in-
stallations isn’t always 
as crisp as many would 
like. So installers often 
find themselves in a 
grey zone: “We know 
what the regulations 
say generally, but which 
clause applies exactly 
here?” This uncertain-
ty can slow projects, 
cause cost overruns, 
trigger compliance 
headaches, or lead to 
re-work if an inspector 
requires changes. 

As noted in our re-
cent article, the fact 
that only certain cat-
egories of registered 
electricians can issue 
the official Certificate 
of Compliance (CoC) 
for solar installations 
underscores how reg-
ulatory integration is 
still catching up. 

Building clarity 
through collaboration 

and learning

Even though it is a dif-
ficult phase, the evo-
lution of regulation is 
part of the solar indus-
try’s growth story. As 
technologies mature 
and more systems are 
installed, regulators 
will build more clarity. 

Rather than being 
frustrated by ambigu-
ity, the process also 
offers a chance to par-
ticipate in the devel-
opment of the indus-
try and help shape it 
actively, for example, 
through engagement 
with industry associ-
ations like SAPVIA, 
the South African PV 
Industry Association.  

Installer training, 
deeper knowledge of 
standards and regula-
tions, and active dis-
cussion in webinars 
and forums also be-
come key enablers. 

Need help staying 
ahead of the curve?

GREEN Solar Acad-
emy regularly hosts 
live panel discussions 
with experts from 
across the industry, 
where evolving com-
pliance questions are 
unpacked in real time. 
You can catch up on 
previous sessions on 
our YouTube Channel 

and explore our ad-
vanced training cours-
es on Compliance for 
PV Systems and Com-
mercial PV Design to 

deepen your under-
standing. 

Contact GREEN Solar 
Academy for a consulta-

tion to match your goals 
with the right course: 
email info@solar-train-
ing.org or WhatsApp 
+27 73 223 0521.

Why compliance is so challenging for 
the solar industry

GREEN Solar Academy has been training solar professionals 
in South Africa since 2012 and is the 2025 recipient of the 

SAPVIA Empowerment Through Skills Development Award.

Thought Leadership:  
Imported carbon 
guidelines must 

acknowledge local 
context when adapted 

to SA construction
By Roelof van den 
Berg, CEO of the 

Gap Infrastructure 
Corporation (GIC)

CAN South Africa’s 
construction industry 
benefit from best-prac-
tice frameworks devel-
oped overseas? And 
how well do interna-
tional guidelines - such 
as the Hong Kong Con-
struction Association’s 
Best Practice Guideline 
for Carbon Smart Con-
struction Site - translate 
into local realities?

The short answer: 
South Africa’s industry 
is simply too different to 
apply them wholesale.

Built around the 
“4M1E” model - man, 
machinery, materials, 
methods, and environ-
ment - the Hong Kong 
guideline outlines 36 
measures to make sites 
cleaner and more sus-
tainable. For South Af-
rica, where the govern-
ment has already shown 
leadership through the 
Climate Change Act, 
carbon budgeting, and 
sustainable procure-
ment, this international 
standard presents an 
opportunity to acceler-
ate progress - if adapted 
carefully.

1. Aligning with local
legislation

South Africa’s legal 
framework differs 
sharply from Hong 
Kong’s. While strong 
emissions regulations 
already exist, direct 
adoption of Hong 
Kong’s measures would 
be impractical. Instead, 
the guideline could act 
as a template, mapping 
each measure against 
national and provincial 
legislation. A practical 
checklist linking global 
best practice with lo-
cal requirements would 
make compliance far 
easier.

2. Addressing cost
discrepancies

Some carbon-smart 
measures are far more 
expensive in South Af-
rica due to import costs 

and limited local supply. 
Smaller projects, such 
as informal housing 
upgrades or municipal 
roadworks, cannot eas-
ily absorb these costs. 
A tiered approach is 
needed - distinguishing 
between essential, af-
fordable measures and 
advanced ones suited 
to larger builds. Cost-
benefit analyses should 
also highlight how up-
front investment reduc-
es long-term energy and 
maintenance costs.

3. Accounting for local
technology availability

Electric machinery, hy-
brid engines, and low-
carbon steel are widely 
available in Hong Kong 
but not yet at scale in 
South Africa. Univer-
sal adoption would be 
unrealistic. Imported 
guidelines should pro-
mote phased implemen-
tation, encourage local 
material validation, and 
foster partnerships with 
domestic manufactur-
ers.

4. Adapting to climate
and environmental

conditions

Measures that work 
in Hong Kong’s sub-
tropical climate may 
not suit South Africa’s 
diverse conditions. In 
semi-arid regions, wa-
ter-based dust suppres-
sion is impractical; in 
high-rainfall provinces, 
drainage takes priority. 
Flexibility is key - using 
low-water dust suppres-
sion, shaded rest areas 
for workers, and storm-
water controls where 
needed.

5. Building resilience
to logistics and fuel

challenges

South Africa’s long 
transport routes, vari-
able fuel costs, and re-
covering supply chains 
pose risks unfamiliar to 
Hong Kong. Guidelines 
should include strategies 
to optimise deliveries, 
minimise idle time, and 
build contingencies for 
energy and fuel supply.

Ultimately, interna-
tional frameworks like 
the HKCA’s are valu-
able benchmarks, but 
their true worth lies in 
local adaptation. With 
government policy al-
ready paving the way, 
the task now is to trans-
late these frameworks 
into practical, site-level 
action - building infra-
structure that’s both 
sustainable and suited 
to South Africa’s unique 
realities.

https://solar-training.org?utm_source=CBN-November-2025-A5&utm_medium=CBN-Digital-Magazine&utm_campaign=CBN-November-2025-A5&utm_id=CBN-November-2025-A5
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The evolution of solar finance: 
Powering South Africa’s 

shift to solar
WITH electricity tariffs 
continuing to rise and 
sustainability goals be-
coming essential, more 
South African businesses 
and property owners are 
turning to solar pow-
er. The business case is 

clear, but upfront costs 
have traditionally been a 
major barrier.

Companies like Candi 
Solar are changing this 
with performance-based 
finance models that 
make solar accessible, 

affordable, and low-risk. 
These models link repay-
ments to actual system 
performance, remove 
large upfront invest-
ments, and unlock tax 
benefits — turning solar 
from a capital expense 

into a predictable operat-
ing cost.

A 100 kWp system 
may cost between R1.5 
million and R3.5 million, 
while a 1 MWp system 
can reach R16 million. 
Today, the challenge is 
less about convincing 
companies to adopt solar 
and more about helping 
them finance it effective-
ly.

Traditional options 
Bank loans and self-fi-
nancing give businesses 
ownership and allow 
tax incentives, but fixed 
repayments, collateral 
requirements, and expo-
sure to performance risk 
can strain cash flow. Pow-
er Purchase Agreements 
(PPAs) remove upfront 
investment, with the 
developer owning and 
maintaining the system 
and selling power at a set 
rate per kWh. However, 
ownership remains with 
the developer, so the cli-
ent loses tax and depreci-
ation benefits.

Performance-Linked 
Instalment Sale (PLIS) 

To bridge this gap, Can-
di Solar offers the Per-
formance-Linked In-
stalment Sale (PLIS). It 
provides no upfront cost, 
immediate ownership, 
and payments tied to the 
system’s actual genera-
tion. Clients also benefit 
from Section 12B, which 
offers a 100% first-year 
deduction on qualifying 
installations. Repay-
ments can be tailored to 
seasonal cash-flow pat-
terns, easing financial 
pressure.

Solar Refinancing (Solar 
Refi) 

Solar Refi assists busi-
nesses that already own 
solar systems to release 
capital or escape restric-
tive finance terms. Candi 
either purchases the ex-
isting asset or provides a 
loan against it, injecting 
liquidity into the busi-
ness. The client then buys 
power at a discounted 
rate and only pays when 
the system performs. 
Candi also assumes 
maintenance and perfor-
mance risk.

Ongoing performance 
assurance 

For businesses that al-
ready self-funded instal-
lations, Solar Max and 
Solar Protect+ ensure 
long-term system per-
formance, with the latter 
offering compensation if 
generation falls short.

With over 165 instal-
lations and strong back-
ing from international 
investors, Candi Solar is 
enabling businesses to 
adopt solar confidently, 
affordably, and sustain-
ably.

https://www.candi.solar/our-services
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Condra cranes and hoists are without equal in their 
quality, performance, reliability and overall lifetime 
cost. Operating data and the experience gathered 
from installations around the globe are today 
incorporated in all Condra products, the endurance 
of which has been proven in highly corrosive and 
abrasive environments, and under wide extremes
of temperature, humidity and altitude. Technical 
support, service and spare parts delivery are 
guaranteed worldwide.

THESE MACHINES 
HAVE BEEN
ENGINEERED TO 
ENDURE

portal cranes  |  bridge cranes  |  cantilever cranes  |  hoists  |  end-carriages
single & double-girder overhead travelling cranes  |  crane components  

11 Indianapolis Boulevard, Raceway Industrial Park, Gosforth Park Ext 4, 
Germiston, Gauteng. P O Box 752639, Gardenview, 2047, South Africa
Tel:  +27 11 776-6000  |  Fax:  +27 86 669 2372 
e-mail: sales@condra.co.za  |  www.condra.co.za

WO R L DW I D E

Cranes & Hoists

®

CONSULTING firms 
in Canada and Aus-
tralia have placed mul-
tiple orders on a South 
African company to 
manufacture cranes, 
hoists and other lifting 
equipment for mine 
expansion projects in 
Sierra Leone, Tanza-
nia and Namibia.

Condra, the compa-
ny executing the orders 
at its Johannesburg 
factory, has revealed 
general details but 
declined to name ei-
ther the customers or 
the mines because of 
non-disclosure agree-
ments.

The cranes will work 
in general workshop 
and feeder-line main-
tenance applications, 
with capacities ranging 
from two to eighteen 
tons.

Sierra Leone’s order 
comprises one long-
reach jib crane, three 
single-girder overhead 
cranes and a portal 
crane, while Tanzani-
an mines will receive 
two double-girder 
cranes, a single-girder 
machine, one portal 
crane and a long-reach 
jib crane.

Six Titan hoists, 
among them several 
fitted with articulated 
carriages to negotiate 
curved girder tracks, 
will go to Namibia 
along with two portal 
cranes, a long-reach jib 
crane, two single-gird-
er cranes and a dou-
ble-girder machine. 
Fifteen chain hoists 
and blocks will also be 
shipped to that coun-
try.

Condra’s Titan hoist 
range is versatile, com-
prising the Compact 
Series with capacities 
to 32 tons, and the 
SH (Short-Headroom) 
Series with capacities 
to 18 tons. All models 
are variants of the vet-
eran K-Series hoists, 
but refined to offer a 
more compact profile 
with markedly reduced 
overall dimensions.

Among the cranes 
included in the inter-
national orders are 
several equipped with 
high-lift K-Series 
hoists, in one instance 
to a height of 40 me-
tres. These hoists have 
a proven record in 
high-lift applications, 
with Condra widely 
recognised as Africa’s 
market leader in this 
specialised arena. The 
company’s installed 
base includes hoists 

with controlled lifts as 
high as 150 metres.

A company spokes-
man said there had 
been close cooperation 
with the consultants 
to ensure that agreed 
prices could remain 
competitive without 
compromising the 
robust reliability re-
quired for harsh oper-
ating conditions.

Overall lifetime cost 
will remain lower than 
cranes offered by rival 
firms, said the spokes-
man, while inspection 
and testing will take 
place at defined stages 
during manufacture 
to ensure compliance 
with international 
quality control, safety, 
and lifting equipment 
standards.

Condra’s customers 
placed their orders in 
late August. Manu-
facturing is underway 
at the company’s Ger-
miston factory, with 
delivery to be effected 
by road. A number of 
crane girders will be 
spliced to allow pack-
ing in standard 12-me-
tre containers.

Shipping dates will 

be staggered to meet 
project timetables, 
with delivery sched-
uled for late 2025 
through to mid-2026.

Technicians from 
Condra will manage in-
stallation and commis-
sioning in Sierra Leone, 
while local agents will 
carry out these proce-
dures in Tanzania and 
Namibia.

Canada, Australia bet South African

Hoist from Condra’s K-Series.

"Overall lifetime 
cost will remain 

lower than cranes 
offered by rival 

firms..."

https://www.condra.co.za
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vega.com

Industry 4.0 sets high standards for the future of sustainable production. Our level and pressure instrumentation is designed 
to meet these demands, combining the essential features that enhance quality, efficiency, and flexibility in your processes – 
every single day.

Everything is possible. With VEGA.

Automation starts 
with precision. 
We deliver the measurement 
technology. 

THE 2026 Africa En-
ergy Indaba is proud 
to announce the EV 
Forum, an official side 
event dedicated to ex-
ploring the fast-growing 
electric vehicle (EV) 
market across Africa. 
The forum will bring 
together policymakers, 

industry leaders, inves-
tors, and innovators to 
discuss opportunities, 
challenges, and the fu-
ture of electric mobility 
on the continent.

Despite the promise 
of cleaner, more sus-
tainable transport, Af-
rica’s EV market is still 

in its early stages — yet 
growth is accelerating 
at an unprecedented 
pace. The African EV 
market was valued at 
USD 15.94 billion in 
2024 and is projected to 
reach USD 17.58 billion 
in 2025, representing an 
estimated 10.26% annu-

al growth rate through 
2033. Sales are expect-
ed to generate USD 
209.9 million in reve-
nue in 2025, with 2,270 
units sold, reflecting a 
10.60% annual growth 
rate through 2029.

Leading the charge 
are countries such as 

South Africa, which 
sold 3,042 new energy 
vehicles (NEVs) in Q1 
2024, marking an 83% 
increase compared to 
Q1 2023. Across the 
continent, Africa is ex-
pected to sell 2.2 million 
fully electric vehicles by 
2027, up from just 400 
units in 2021.

“The EV Forum will 
provide a critical plat-
form for stakeholders 
to discuss the infra-
structure, investment, 
and policy frameworks 
needed to accelerate 
Africa’s electric mobil-
ity revolution,” said Liz 
Hart, Managing Direc-
tor of the Africa Energy 
Indaba.   “With support-
ive policies and growing 
consumer demand, the 
continent is poised for 
transformative growth 
in this sector.”

Key topics at the EV Fo-
rum include:

• EV Infrastructure
& Smart Grids –
planning charging
networks and inte-
grating renewables

• Policy & Regulation
– frameworks and
incentives to drive
EV adoption

• Investment &
Financing – oppor-
tunities in manufac-
turing, fleets, and
charging infrastruc-
ture

• Technology &
Innovation – batter-
ies, vehicle-to-grid
solutions, and sus-
tainable transport
models

The EV Forum at the 
Africa Energy Indaba 
2026 will be an essen-
tial meeting point for 
decision-makers, inno-
vators, and investors 
committed to powering 
Africa’s clean mobility 
future.

About Africa Energy 
Indaba

The Africa Energy In-
daba is the continent’s 
premier platform con-
necting governments, 
developers, and inves-
tors to unlock Africa’s 
energy opportunities. 
Taking place from 3 – 
5 March 2026 in Cape 
Town, the event ad-
dresses the most press-
ing issues in Africa’s 
energy sector while 
highlighting pathways 
for sustainable growth 
and innovation.

Africa Energy Indaba EV Forum: 
Accelerating Africa’s EVs

"...Africa is 
expected to sell 
2.2 million fully 

electric vehicles by 
2027..."

 RENEWABLE & ALTERNATIVE ENERGY SOLUTIONS

https://www.vega.com
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A NEW study commis-
sioned by the Locali-
sation Support Fund 
(LSF) shows that the 
global market for Va-
nadium Redox Flow 
Batteries (VRFBs) is 
set for rapid growth, 
driven by demand for 
Long Duration Ener-
gy Storage (LDES) to 
support renewable en-
ergy and net-zero goals.

The study, conduct-
ed by Customised En-
ergy Solutions (CES), 
projects that globally 
installed VRFB ca-
pacity will rise tenfold 
from 4 GWh in 2024 
to 40 GWh by 2030. 
While early growth will 
be steady, installations 
are expected to surge 
after 2027, reaching be-
tween 12 GWh and 50 
GWh per year by 2030. 
This expansion could 
unlock major opportu-
nities for South Africa 
to scale up its vanadi-
um mining, refining, 
and downstream pro-
cessing industries.

As deployment 
grows, vanadium’s role 
is expected to shift 
from a metallurgical 
input to a key enabler 
of the global energy 
transition. The share 
of vanadium used in 
VRFBs is projected to 
rise from 5% of total 
global demand in 2024 
to nearly 27% by 2030, 
supporting a doubling 
in global production.

The study attrib-
utes this momentum 
to the convergence of 
global clean energy 
trends and the unique 
suitability of VRFBs 
for grid-scale storage. 
These batteries pro-
vide 10,000–20,000+ 
cycles, 25–30 years of 
operational life, and 
no degradation even at 
full capacity. They are 
safe, thermally stable, 
and use non-flammable 
electrolytes that can be 
recycled almost indef-
initely — supporting 
circular business mod-
els and long-term cost 
stability. Capital costs 
are expected to fall 
from $380/kWh in 2025 
to $230/kWh by 2030, 
matching lithium iron 
phosphate (LFP) bat-
teries for applications 
requiring eight hours or 
more of storage.

“South Africa is stra-
tegically well-placed 
to benefit from this 
growth,” says Irshaad 
Kathrada, CEO of the 
LSF. “We have some 
of the world’s richest 
high-grade vanadium 
reserves, clear policy 
alignment on critical 
minerals, and growing 
demand for storage 
solutions that can sta-
bilise our own energy 
system.”

However, the study 

warns that the global 
VRFB value chain re-
mains highly concen-
trated, with 93–95% of 
vanadium electrolyte 
production currently 
located in China. This 
dominance highlights 
both the technological 
progress made there 
and the need for re-
gional diversification 
to mitigate supply risks.

Earlier this year, 
South Africa’s Depart-
ment of Mineral and 
Petroleum Resources 
identified vanadium as 
a “moderate-to-high 
criticality” mineral in 
its Critical Minerals 
and Metals Strate-
gy, adding urgency to 
beneficiation and local 
manufacturing efforts.

The study stresses 
that policy intent alone 
won’t secure leadership 
in VRFB production. 
A targeted, multi-lay-
ered industrial policy 
is needed — one that 
combines mineral 
beneficiation with in-
centives for local man-
ufacturing, domestic 
demand creation, and 
export growth. Rec-
ommended measures 
include Energy Stor-
age Special Econom-
ic Zones (SEZs), tax 
incentives, grants, 
and preferential pro-
curement for locally 
produced components. 
These align with the 
South African Renew-
able Energy Master-
plan (SAREM).

“Storage solutions 
are central to the green 
industrial opportuni-
ty,” adds Kathrada. 
“Countries that act ear-
ly will define the next 
wave of clean energy 
manufacturing. South 
Africa has the policy 
vision — now we need 
to make the business 
case work. If we hesi-
tate, we risk losing this 
value to faster-moving 
global players.”

Deputy Minister Sa-

mantha Graham-Maré 
(Department of Elec-
tricity and Energy) ech-
oed this, saying: “Vana-
dium beneficiation and 
VRFB manufacturing 
align squarely with our 
industrialisation agen-
da, offering a pathway 
to convert mineral 
wealth into sustainable 
jobs, exports, and tech-
nological capability.”

Deputy Minister 
Zuko Godlimpi (De-
partment of Trade, 
Industry and Competi-
tion) added that locali-
sation must go beyond 
import substitution: 
“By investing in tech-
nologies like VRFBs, 
we can turn our re-
source advantage into 
industrial strength, 
supporting manufac-
turing growth and de-
cent work across the 
energy value chain.”

In 2020, the Indus-
trial Development 
Corporation (IDC) 
and Bushveld Min-
erals co-invested in 
Bushveld Electrolyte 
Company (BELCO) 
in East London to de-
velop local electrolyte 
production capacity of 
up to 8 million litres 
(200 MWh per year). 
However, financial 
challenges at Bushveld 
have delayed progress 
on this strategically im-
portant initiative.

With global de-
mand for long-dura-
tion storage rising and 
vanadium recognised 
as a critical mineral, 
South Africa stands at 
a pivotal juncture. A 
coordinated push to 
develop beneficiation, 
refining, and manufac-
turing capacity could 
position the country as 
a key player in emerg-
ing global VRFB sup-
ply chains — capturing 
meaningful value from 
the global energy tran-
sition while strength-
ening its own industrial 
base.

Vanadium batteries: 
global boom boosts 

South Africa industry

By Adrian Ephraim

WESTERN Cape 
Premier Alan Winde’s 
message at June’s Af-
rica Green Hydrogen 
Summit was blunt: 
“We must move from 
PowerPoint to giga-
watts.”

Two industrial zones 
on South Africa’s coast 
are racing to answer 
that call. In the West-
ern Cape, Saldanha 
Bay is being reima-
gined as a multi-bil-
lion-dollar hydrogen 
export hub. Nearly 
800 kilometres east, 
the Coega Industrial 
Development Zone is 
assembling what could 
become Africa’s larg-
est green ammonia 
plant.

Both are betting 
they can capture a 
slice of what the Eu-
ropean Union alone 
estimates will be a 
10-million-tonne an-
nual hydrogen import
market by 2030.

Saldanha: The master-
planned hub

This year, the Coun-
cil for Scientific and 
Industrial Research 
(CSIR) was appointed 
to coordinate Phase 
1 of the West Coast 
Green Hydrogen Mas-
ter Plan - comprehen-
sive spatial planning 
before construction 
begins.

“In the Saldanha 
context, the water 
would probably need 
to be sourced from 
desalination of seawa-
ter, if green hydrogen 
is produced at scale,” 
explains Paul Lochner, 
CSIR research group 
leader. The methodi-
cal approach identifies 
constraints early and 
creates common-use 
infrastructure benefit-
ing multiple projects.

The Western Cape’s 
Green Hydrogen Strat-
egy, approved in May 
2024, sets ambitious 
targets: facilitate 15 
gigawatts of renew-
able energy capacity 
by 2035, producing 

between 300,000 and 
420,000 tonnes of 
green hydrogen annu-
ally for export.

“Green hydrogen 
presents an opportuni-
ty for South Africa and 
the EU to work togeth-
er towards achieving 
decarbonisation,” said 
Wesgro CEO Wrenelle 
Stander.

The clearest vote of 
confidence came from 
Phelan Green Energy’s 
R47 billion project to 
build South Africa’s 
largest green hydrogen 
complex at Saldanha. 
At June’s summit, the 
company announced 
a strategic pivot: the 
primary export will be 
eMethanol rather than 
ammonia.

“This is about de-
livering what the 
market wants, now, 
and we have secured 
offtake agreements 
in Europe,” said Blair 
Phelan, Director 
of Development at 
Phelan Green Group. 
The project will ex-
port 400,000 tonnes 
per year of eMethanol, 
generating over €500 
million annually and 
creating 2,500 con-
struction jobs with 500 
permanent positions.

Finance Minister 
Mireille Wenger em-
phasised the partner-
ship model: “Building 
a green, energy re-
silient future will not 
be possible without 
partnerships across all 
levels of government 
as well as the private 
sector.”

Coega: The mega-
project approach

While Saldanha pur-
sues a hub model with 
multiple projects, Coe-
ga has backed a single, 
massive development. 
The Coega Green 
Ammonia Project se-
cured $20 million in 
June 2025 from SA-H2 
Fund - a defining mo-
ment for South Africa’s 
hydrogen economy.

“This is a landmark 
first investment for 
SA-H2,” said Sebas-
tiaan Surie, Head of 

New Ventures at Cli-
mate Fund Managers. 
“Hive’s project brings 
together scale, techni-
cal ambition and global 
relevance.”

The numbers are 
staggering: 1 million 
tonnes of green am-
monia annually by 
2029, powered by 3.5 
gigawatts of renewable 
energy. In June 2025, 
Hive Hydrogen com-
pleted the Crossroads 
solar cluster - 1,430 
megawatts across nine 
solar farms supply-
ing 40% of the plant’s 
power.

“Our R105-billion 
Coega Green Ammo-
nia Project develop-
ment remains firmly 
on track to achieve 
commercial operation 
in Q4 2029,” said Thu-
lani Gcabashe, Chair-
man of Hive Hydrogen 
South Africa.

In October 2025, 
European Commis-
sion President Ursula 
von der Leyen elevat-
ed Coega to flagship 
status within the EU’s 
green hydrogen roadm-
ap, opening access to 
innovation funds and 
facilitating off-take ne-
gotiations.

The project targets 
a final investment 
decision in Q3 2026, 
with construction be-
ginning in early 2027. 
“Exportation is due to 
begin in 2029/2030 at 
a price point that leads 
international green 
ammonia pricing and 
will outcompete blue 
ammonia pricing,” ac-
cording to project doc-
umentation.

Beyond energy pro-
duction, Coega prom-
ises more than 20,000 
direct and indirect 
jobs, water security 
through oversized de-
salination capacity, 
and grid strengthen-
ing that could unlock 
20,000 MW of addi-
tional capacity for oth-
er renewable projects.

Two models, one goal

Saldanha represents 
coordinated hub de-
velopment - slower 

upfront but potentially 
more resilient and di-
versified. Coega rep-
resents the mega-pro-
ject approach - faster 
to production but with 
higher risk concentra-
tion.

Both face identical 
challenges: infrastruc-
ture gaps, financing 
constraints, skills 
shortages, and fierce 
international competi-
tion from Chile, Aus-
tralia, North Africa, 
and the Middle East.

The 2025-2029 win-
dow is critical. Euro-
pean Union targets for 
2030, combined with 
Japan and South Ko-
rea’s decarbonization 
commitments, cre-
ate genuine demand. 
Projects delivered by 
2029-2030 can capture 
first-mover advantag-
es. Those arriving later 
face stiffer competi-
tion.

Rather than com-
petitors, Saldanha and 
Coega represent com-
plementary approaches 
to establishing South 
Africa’s hydrogen econ-
omy. Coega’s mega-pro-
ject can demonstrate 
technical feasibility at 
scale. Saldanha’s hub 
can create a diversified 
ecosystem less depend-
ent on any single pro-
ject.

President Cyril 
Ramaphosa positioned 
hydrogen as “a key pil-
lar of South Africa’s 
energy and economic 
future.” Whether that 
vision translates into 
gigawatts of produc-
tion capacity, thou-
sands of jobs, and bil-
lions in export revenue 
depends on execution 
over the coming years.

The strategies are in 
place. The projects are 
advancing. The inter-
national interest is gen-
uine. Now comes the 
hard part: delivering 
production capacity 
on timelines that meet 
market windows.

As Premier Winde 
said, “It’s time to move 
from PowerPoint to gi-
gawatts. South Africa’s 
hydrogen future rides 
on its success.”

Green hydrogen: two SA coastal 
hubs power Africa’s future

1LSF Vanadium Value Chain Study 

 

South African 
Vanadium 
Redox Flow 
Battery Value 
Chain Study 

LSF Market Study 2025 

Prepared by Customized Energy Solutions India Pvt. Ltd. (CES) 
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MONITOR Engineer-
ing, the Southern Af-
rican representative of 
Spraying Systems Co. 
for more than 75 years, 
is helping the food and 
beverage sector improve 
processing efficiency, 
reduce operating costs, 
and achieve sustainable 
production goals with 
the WindJet® line of air 
products.

Designed to opti-
mise drying, cooling, 
and blow-off opera-
tions, WindJet systems 
address key challeng-
es such as high com-
pressed air costs, noise 
pollution, and incon-
sistent airflow. These 
energy-efficient solu-
tions can reduce oper-
ating expenses by up to 
95% compared to tra-
ditional open pipes or 
drilled headers, while 
ensuring a clean, con-
trolled process envi-
ronment.

“In the food and bev-
erage sector, where hy-
giene, consistency, and 
energy savings are crit-
ical, WindJet solutions 
offer a proven way to 
improve both process 
performance and sus-
tainability,” says Grant 
Orsmond, Managing 
Director of Monitor 
Engineering.

Efficient, sustainable 
air technology

WindJet products de-
liver uniform, high-ve-
locity air streams to en-
hance product quality, 
ensure worker safety, 
and support sustaina-
ble production practic-
es. They are ideal for 
applications such as 
drying packaging after 
washdown or removing 
moisture before labe-
ling and sealing.

The WindJet range 
includes compressed 

air nozzles that pro-
vide precise flat fan or 
round patterns while 
using up to 92% less 
air than open pipes, 
reducing noise and 
energy use. Air knives 
offer continuous, lam-
inar sheets of air for 
uniform drying and 
can be powered by 
compressed air or re-
generative blowers. 
Their quick-mount 
design allows easy in-
tegration into convey-
or lines or air curtain 
systems. Air amplifiers 
and cannons provide 
powerful, controlled 
airflow to remove de-
bris or moisture from 
hard-to-reach areas. 

For large-scale oper-
ations, WindJet blow-
er packages combine 
regenerative blowers 
with air knives and 
accessories to deliver 
clean, heated air at low 
noise levels, eliminat-
ing the need for com-
pressed air and achiev-
ing a payback period in 
under a year.

Proven applications in 
Food & Beverage

WindJet systems have 
already delivered meas-
urable improvements 
for food and bever-
age processors. A deli 
meat packager installed 
WindJet blower air 
knives to dry packages 
after washdown, im-
proving hygiene, ex-
tending shelf life, and 
reducing energy costs 
by 90%. A beverage can 
producer replaced open 
pipes with low-flow air 
knives, cutting com-
pressed air consump-
tion by 92% and sav-
ing $500,000 annually. 
The uniform airflow 
eliminated water spots, 
enhanced product pres-
entation, and increased 

line speeds by 15%. 
Bottling and dairy 
plants have also ben-
efited, using WindJet 
technology to improve 
drying before labeling, 
ensuring stronger adhe-
sion, reduced rework, 
and compliance with 
stringent food safety 
standards.

Supporting 
hygiene, safety and 

sustainability

Beyond energy savings, 
WindJet solutions sup-
port core priorities in 
the food and beverage 
industry. Non-contact 
drying enhances hy-
giene and clean pro-
duction, while consist-
ent airflow improves 
product quality and 
reduces waste. Low-
er energy use and re-
duced noise contribute 
to greener, safer oper-
ations.

Spraying Systems 
Co.’s SprayFinder tool 
allows for customised 
configurations, ensur-
ing each installation 
meets specific produc-
tion requirements. By 
combining precision 
and sustainability, 
WindJet technology 
enables manufactur-
ers to improve perfor-
mance while meeting 
environmental goals.

Additional sectors of 
supply

While the food and 
beverage industry is a 
key focus, WindJet air 
solutions are also wide-
ly used in automotive, 
pharmaceuticals, pack-
aging, general manu-
facturing, mining, and 
pulp and paper. These 
sectors rely on Wind-
Jet’s performance and 
efficiency to improve 
throughput, extend 
equipment life, and re-
duce operational costs.
For more information 
on how WindJet® Air 
Solutions can optimise 
your production 
line, contact grant@
monitorspray.co.za 

https://www.spray.
com/en-za/-/media/
dam/industrial/usa/
sales-material/prod-
uct-market-bulletin/
b789_windjet_727-ky_
for_ food.pdf

WindJet cuts energy 
costs up to 95% in 
Food & Beverage

JSE-listed consumer 
goods company Premier 
Group has announced 
a strategic acquisition 
of fellow South African 
food producer RFG 
Holdings through a 
share-swap transaction 
valued at approximate-
ly R4.3 billion, creating 
a combined entity with 
annual revenues ap-
proaching R28 billion.

The deal, announced 
on October 16, offers 
RFG shareholders one 
Premier share for every 
seven RFG shares held, 
representing a signifi-
cant 35.6% premium to 
closing prices and 37.5% 
premium to 30-day vol-
ume-weighted averages. 
Following completion, 
RFG shareholders will 
collectively own 22.5% 
of the enlarged Pre-
mier Group, while RFG 
will delist from the Jo-
hannesburg Stock Ex-
change.

Strategic rationale and 
synergies

Premier CEO Kobus 
Gertenbach described 
RFG as a “highly at-
tractive acquisition 
opportunity” with com-
plementary capabilities 
and limited integration 
risk. The companies 
share common custom-

ers and sales channels 
but operate in distinct 
product categories, 
minimising operational 
overlap while maximis-
ing synergy potential.

“This transaction al-
lows shareholders from 
both firms to partici-
pate in the growth of a 
combined entity gen-
erating nearly R1.7 bil-
lion in after-tax profit,” 
Gertenbach explained. 
The deal is expected to 
unlock significant op-
erational efficiencies 
while expanding Pre-
mier’s market presence 
across multiple FMCG 
categories.

The companies

Founded in 1824 and 
headquartered in Mid-
rand, Premier operates 
through two divisions: 
Millbake, producing 
bread, maize and wheat 
products, and Groceries 
and International, cov-
ering sugar confection-
ery, home and personal 
care goods. The compa-
ny’s portfolio includes 
household brands such 
as Blue Ribbon, BB 
Bread, Snowflake, 
Iwisa, Manhattan’s and 
Lil-Lets, with manufac-
turing operations span-
ning 30 facilities across 
South Africa, Mozam-

bique, Eswatini and Le-
sotho.

RFG Holdings, es-
tablished in 1896 in 
Groot Drakenstein 
in the Western Cape, 
specialises in conven-
ience meal solutions 
with 14 manufacturing 
plants across South Af-
rica and Eswatini. The 
company’s portfolio in-
cludes Rhodes canned 
vegetables and juices, 
Bull Brand, Pakco cur-
ry powders, and Man’s 
Meal ready-to-eat pies, 
exported to the UK, 
Europe, US and 13 
sub-Saharan African 
markets.

Track record and mar-
ket position

Since its JSE listing in 
March 2023, Premier’s 
market capitalisation 
has surged from R6.7 
billion to R19.8 billion, 
delivering a 24.9% re-
turn on invested cap-
ital while investing 
R2.8 billion in capital 
improvements. Pre-
mier commands sig-
nificant market shares: 
28% in South African 
formal bread, 38% in 
wheat, 15% in sug-
ar confectionery, and 
22% in feminine care 
products.

RFG has completed 

ten strategic acquisi-
tions since its 2014 JSE 
listing, systematically 
expanding its product 
range and market reach. 
The company’s senior 
management will re-
main in their current 
roles to ensure opera-
tional continuity and 
maintain customer ser-
vice standards.

Approval process and 
market context

The transaction re-
quires RFG sharehold-
er approval and regu-
latory clearance from 
competition authorities. 
Shareholders holding 
77.7% of RFG shares 
have already pledged 
support, while Pre-
mier’s major investors, 
including Brait and Ti-
tan, have also backed 
the deal.

This acquisition re-
flects a broader trend 
of JSE consolidation, 
particularly among 
small and mid-cap 
companies. JSE CEO 
Leila Fourie recent-
ly noted that small-
er firms struggle to 
achieve fair valuations 
due to limited investor 
appetite, driving delis-
tings and consolidation 
activity across the ex-
change.

Premier Group acquires Western 
Cape’s RFG Holdings in R28bn 

food sector consolidation

Shoprite’s ChicRite capitalises 
on chicken demand with 80 

in-store outlets 
SHOPRITE Hold-
ings has expanded its 
presence in South Af-
rica’s fast-food market 
through ChicRite, a 
fried chicken brand 
now operating in about 
80 stores nationwide. 
The rollout has accel-
erated over the past 18 
months, adding 50–60 
outlets, marking Shop-
rite’s strategic entry 
into the R354.3 billion 
quick-service restau-
rant (QSR) sector.

ChicRite operates 
inside existing Shop-
rite supermarkets with 
a compact menu of 
around 25 items cen-
tred on chicken and 

chips. By leveraging 
in-store infrastructure 
and customer foot traf-
fic, Shoprite offers a 
convenience-focused, 
value-driven meal op-
tion for shoppers.

The expansion ar-
rives amid shifts in 
South Africa’s fast-
food landscape. KFC 
leads the chicken 
QSR market with 25% 
share, followed by 
Chicken Licken (10%) 
and Hungry Lion (7%). 
Chicken remains the 
country’s most con-
sumed protein, driven 
by relative affordability 
compared to beef. This 
has intensified com-

petition in what ana-
lysts call the “Chicken 
Wars,” as brands bat-
tle for price-conscious 
consumers.

ChicRite aligns with 
Shoprite’s broader di-
versification strategy. 
The group has expand-
ed across multiple adja-
cent sectors, including 
pharmacies (MediR-
ite), financial services 
(Money Market), cloth-
ing (UNIQ), and pet 
care (Petshop Science). 
While competitors such 
as Famous Brands and 
Pick n Pay have closed 
stores amid market 
pressures, Shoprite 
has continued to grow, 

opening 264 new stores 
in South Africa during 
the second half of 2024.

The retailer’s strong 
financial performance 
reinforces this ex-
pansion. For the year 
ending June 2025, 
Shoprite reported over 
R250 billion in sales, 
with South African su-
permarket turnover up 
5.9% to R110.1 billion.

ChicRite’s as-
set-light, in-store mod-
el reduces capital re-
quirements compared 
to traditional fast-
food franchises and 
captures incremental 
spending from existing 
customers.

https://www.spray.co.za
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Ashleigh Pollen, 
National Sales Manager 

- Industrial and
Speciality at FUCHS.

Food-grade lubricants: 
keep SA export 

doors open

EVERY time a con-
veyor belt moves your 
favourite snack from 
one station to the next, 
a food-grade lubricant 
is quietly at work be-
hind the scenes, keep-
ing production safe, 
hygienic, and efficient. 
These specialised lu-
bricants don’t just keep 
machines moving; 
they protect consum-
er health and ensure 
compliance with global 
food safety standards.

On World Food Day 
last month, the focus 
was once again on 
building safer, more 
sustainable food sys-
tems. For South Afri-
ca’s food and beverage 
manufacturers, that 
responsibility extends 
beyond farming and 
packaging - it also lies 
in the unseen details 
that safeguard quali-
ty. And one of those 
details is the choice of 
lubricants.

Why food-grade 
lubricants matter

Food-grade lubricants 
are specially engi-
neered to be:
• Non-toxic and

odourless, so they
won’t compromise
product quality.

• Resistant to con-
tamination, even
in high humidity,
temperature fluc-
tuations, or during
washdowns.

• Reliable under
stress, ensuring
bearings, chains,
and gearboxes per-
form consistently.

In an industry where
downtime means lost 
revenue and product 
recalls can devastate 
reputations, the right 
lubricant is a front-
line defence. It’s a 
silent contribution, 
but one that keeps 
the entire production 
line moving - literally  
and safely.’

The global compliance 
imperative

For South African pro-
ducers exporting to 
the  European Union 
(EU)  and the  United 
States, meeting inter-
national food safety 
standards is non-nego-
tiable. Regulators re-

quire full compliance 
with recognised certi-
fications, including:
• NSF H1 (US) –

Registration for lu-
bricants considered
safe for incidental
food contact.

• ISO 21469 (Inter-
national) – Hygiene
standards cover-
ing formulation,
production, and use
of lubricants in food
processing.

• EU Food Safety
Regulations – Strict
requirements for
traceability and
documentation.

Using non-compliant 
lubricants can result 
in rejected shipments, 
financial penalties, or 
even loss of export con-
tracts. For producers, 
this makes lubrication 
a compliance issue as 
much as a maintenance 
one.

South Africa’s export 
opportunity and risk

South Africa’s food and 
beverage sector is deep-
ly connected to inter-
national markets, from 
wine and citrus to meat 
and processed goods. 
As trading partners 
demand proof of safety 
and compliance, manu-
facturers must ask:

• Are our lubricants
certified to interna-
tional standards?

• Can we provide
complete documen-
tation for audits?

• Are staff properly
trained to apply and
manage food-grade
lubricants?

Failing to address 
these questions puts 
not only compliance at 
risk but also access to 
lucrative global mar-
kets.

FUCHS: Supporting 
safety, compliance, 
and performance

FUCHS LUBRI-
CANTS SOUTH 
AFRICA, part of 
the world’s largest in-
dependent lubricant 
manufacturer, offers 
solutions specifically 
developed for the food 
and beverage sector. 
Its  CASSIDA range of 

food-grade lubricants is 
NSF H1 registered, 
ISO 21469 certified, 
and designed to per-
form under the chal-
lenging conditions of 
South African plants.

But FUCHS goes 
beyond supplying 
products. The compa-
ny provides:
• Expert guidance in

selecting the right
lubricant for each
application.

• On-site training
and audits to sup-
port safe handling
and compliance.

• Comprehensive
documentation to
ease regulatory
inspections and
export certification.

This combination of 
global standards and 
local expertise helps 
South African pro-
ducers protect their 
consumers, strengthen 
their export creden-
tials, and keep pro-
duction lines running 
smoothly.

A timely reminder

“Let’s remember that 
global food safety isn’t 
only about farming 
and packaging - it’s 
also about the invisible 
agents that keep ma-
chinery clean, hygienic 
and compliant,” says 
Ashleigh Pollen, Na-
tional Sales Manager - 
Industrial and Special-

ity at FUCHS. “South 
African manufacturers 
who align with inter-
national food safety 
standards are achieving 
more than just compli-
ance. They are helping 
to protect people, while 
strengthening trust, 
and securing access to 
global markets.” Pollen 
concludes.

By choosing trusted 
partners like FUCHS, 
producers can ensure 
that every bottle, car-
ton, or package that 
leaves their facility is 
backed by both tech-
nical excellence and 
international compli-
ance.

Inflation pressures mount for 
SA’s food and beverage sector

By Staff Reporter

South Africa’s food and 
beverage industry is un-
der mounting pressure as 
persistent inflation weak-
ens consumer spending 
and slows sector perfor-
mance. Statistics South 
Africa data shows the in-
dustry’s total income fell 
0.7% in June 2025 com-
pared with June 2024, 
measured at constant 
2019 prices to account 
for inflation. Bar sales 
recorded the sharpest 
annual decline at 4.3%, 
while restaurants and 
coffee shops saw income 
contract by 2.2%. Sea-
sonally adjusted figures 
also signal weakening 
momentum: total in-
come fell 4.1% in June 
2025 from May, reversing 
modest gains recorded in 
April and May.

Inflation squeezes 
household budgets

Rising food and non-al-
coholic beverage (NAB) 
prices are the primary 

headwind. Food and 
NAB inflation rose to 
5.7% in July 2025 from 
5.1% in June. The trend 
is particularly concerning 
for an industry that con-
tributes roughly 25% to 
South Africa’s manufac-
turing output and gener-
ates over R800 billion in 
annual revenue.

Vegetable prices 
have climbed signifi-
cantly, with inflation in 
the category reaching 
14.6% year-on-year. 
Although carrots, let-
tuce, and tomatoes saw 
slight month-on-month 
declines, other staples 
such as salad dressings, 
vinegar, mixed spices, 
and soup powders re-
corded increases above 
the overall food infla-
tion rate.

Mixed signals across 
product categories

Price movements vary 
across the basket. Hot 
beverage inflation mod-
erated to 8.9% in July, 
with instant coffee show-
ing slight declines. Some 

core staples have also be-
come cheaper: hot cere-
als fell 7.8% year-on-year, 
white rice dropped 7.2%, 
and fresh full-cream milk 
declined 2.9%.

However, sever-
al essentials continue 
to climb. Samp prices 
jumped 14.8% year-on-
year, maize meal rose 
8.2%, and beef prod-
ucts remain elevated 
despite a small monthly 
price easing. Beef mince 
increased 27.2% year-
on-year, while stewing 
beef rose 32.3%, placing 
strain on low- and mid-
dle-income households.

Strategic responses and 
industry outlook

Industry leaders are re-
sponding by prioritising 
efficiency, cost manage-
ment, and market ex-
pansion. According to 
WTW’s Salary Budget 
Planning Report, 60% 
of agriculture and food 
companies cite inflation-
ary pressure as their top 
concern, followed by la-
bour market constraints 

(40%) and cost control 
challenges (40%).

Businesses are adapt-
ing. PepsiCo South Af-
rica recently invested 
R746 million in a new 
production line at its 
Isando facility, adding 
100 jobs and improving 
operational efficiencies. 
Retailers are expanding 
into township and rural 
markets to grow volume, 
while digital and e-com-
merce channels continue 
to gain traction as con-
sumer behaviour shifts.

Despite current pres-
sures, long-term projec-
tions remain positive. 
The beverages market 
is expected to grow at 
a compound annual 
growth rate of 5.19% 
through 2030, while 
the foodservice market 
could reach $20.11 bil-
lion over the same peri-
od. However, sustained 
recovery will depend on 
disciplined pricing, op-
erational streamlining, 
and continued invest-
ment to remain compet-
itive amid inflationary 
constraints.

https://www.ifm.com
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GLOBAL logistics 
leader Maersk has for-
mally opened its latest 
facility in Cape Town – 
the Belcon Cold Store 
– as part of a strategic
investment exceeding
USD 100 million to
bolster South Africa’s
cold-chain infrastruc-
ture.

South Africa’s cold-
chain logistics sector 
has long been under 
pressure: perishable 
exporters – notably 
producers of citrus and 
table grapes – have 
borne heavy costs from 
delays and breaks in 
the temperature-con-
trolled supply chain. At 
times, these losses have 
amounted to as much as 
R1.5 billion annually.

 With the Belcon 
Cold Store, Maersk 
is aiming to fill a key 
vulnerability in the 
region’s export infra-
structure, offering lo-
cal exporters a more 
resilient platform from 
which to reach global 
markets.

Belcon joins 
Maersk’s existing cold-
chain sites in South 
Africa – Cato and 
PreCool – forming a 
triad of logistics hubs 
thoughtfully positioned 
to serve the nation’s ag-
ricultural export sector.

Key capabilities of the 
network include:
• Capacity of ap-

proximately 32 000
pallet positions.

• Strategic position-
ing near the ports

of Cape Town and 
Durban, support-
ing multimodal 
transport flows 
via rail sidings and 
highways.

• On-site container
depots and inte-
grated tempera-
ture-controlled
storage to preserve
product quality
from origin to
shipment.

• Renewable energy
systems built into
the facilities, align-
ing with broader
decarbonisation
goals.

End-to-end logistics: 
beyond ocean shipping

What sets Maersk’s 
approach apart for the 
B2B export communi-
ty is its holistic logis-
tics offering. Exporters 
shipping perishables 
now have access not 
simply to ocean freight, 
but to a full value chain: 
consolidation, con-
tainer handling, cus-
toms brokerage, tem-
perature-control led 
storage, inland haul-
age and port access. 
By offering a unified 
logistics platform, the 
company positions it-
self as a full-service 
partner to South Af-
rican exporters — not 
just a carrier.

For Cape Town-
based exporters and 
logistics stakeholders, 
the implications are 
significant:
• Improved infra-

structure reduces 
risk of spoilage, 
enhances quality 
control and protects 
export margins.

• Proximity of the
new facility to Cape
Town’s port infra-
structure promises
faster throughput
and fewer logistics
bottlenecks.

• The investment sig-
nals international
confidence in South
Africa’s export
growth potential —
a strong signal for
supply-chain inves-
tors, exporters and
service providers
alike.

• By leveraging
integrated logis-
tics solutions,
local businesses
can strengthen
their competitive
advantage in global
markets.

Maersk’s investment 
in South Africa’s cold-
chain infrastructure 
underscores the com-
pany’s long-term com-
mitment to the region. 
As Lubabalo Mtya, 
Managing Director of 
Maersk Southern Af-
rica & Islands, stated: 
“We are committed to 
building and deliver-
ing logistics solutions 
that create tangible 
value for our custom-
ers and their business-
es, while contributing 
to South Africa’s eco-
nomic prosperity and 
the livelihoods of its 
people.”

Maersk’s $100 million 
investment advances 

SA’s cold-chain export 
capability

By Diane Silcock

SOUTH Africa’s Heat-
ing, Ventilation, Air 
Conditioning, and Re-
frigeration (HVAC-R) 
sector is at a critical 
intersection concerning 
the phasing out of R22, 
a hydrochlorofluoro-
carbon (HCFC) com-
monly used as a refrig-
erant. Starting in 2026, 
the R22 import quota 
will reduce to 2.5% of 
the current consump-
tion.

As part of its commit-
ment to environmental 
sustainability and com-
pliance with interna-
tional agreements like 
the Montreal Protocol, 
South Africa has been 
accelerating the phase-
out of R22.

SARACCA, the 
South African Refrig-
eration and Air Con-
ditioning Contractors 
Association, is mandat-
ed by the Department 
of Labour to oversee 
the registration and 
safe handling of refrig-
erants. SARACCA Ex-
ecutive Director, David 
Botha says that the re-
duced import quota of 
R22 will have a direct 
impact on the market as 
only between 80 to 100 
tons of these HCFCs 
will be entering the 
market for service and 
repair purposes.

“This reduction is 
intended to minimise 
the environmental im-
pact of R22, which is 
known to deplete the 
ozone layer and contrib-
ute to global warming. 
The strategy includes 
promoting alternatives 
that are more environ-
mentally friendly, such 
as hydrofluoroolefins 
(HFOs) or other low-
GWP (global warming 
potential) refrigerants,” 
notes Botha.

SARACCA, which 
represents the interests 
of contractors and ser-
vice providers in the 
refrigeration and air 
conditioning industry, 
focuses on advancing 
the profession through 
education, training, and 
promoting best practic-
es among its members. 
For SARACCA, the 
phasedown of HCFCs 
involves training and 
supporting techni-
cians and businesses in 
transitioning to more 
sustainable alterna-
tives, ensuring they are 
well-prepared for the 
changes in regulations 
and technology. 

Botha says that pro-
gress in the phase-out of 
R22 is slow in some cas-
es, “We do have a bigger 
problem in that we are 
not recovering sufficient 
quantities of R22, and if 
we break this down, we 
are only recovering 2% 

of the total import of 
R22 (for every 100kg of 
refrigerant we are only 
recovering 2kg). This is 
not taking into account 
the bulk of equipment 
installed in the country 
that is running on R22 
refrigerants.”

SARACCA is work-
ing with the South Af-
rican government which 
is running programmes 
to improve this situ-
ation. “Moving away 
from HCFCs is the re-
sponsibility of everyone 
in the industry, and hav-
ing qualified, registered 
personnel working on 
the systems is a must 
and not a nice-to-have,” 
says Botha.

Overall, this initi-
ative is part of South 
Africa’s broader efforts 
to align with global en-
vironmental standards 
and to protect both the 
environment and public 
health.

A-GAS, a world 
leader in supply and 
lifecycle management 
of refrigerants and as-
sociated products and 
services, says the in-
dustry now faces three 
viable options: main-
tain and retrofit; invest 
in flexible equipment; 
or adopt natural refrig-
erants. 

A-GAS says, “The
journey towards a 
low-GWP future is 
complex but essential 

for environmental and 
regulatory compliance. 
Industry stakeholders 
must weigh their op-
tions carefully, consid-
ering both immediate 
costs, long-term bene-
fits and system implica-
tions. By choosing the 
right pathway, South 
Africa’s HVAC-R sec-
tor can achieve a seam-
less transition while 
contributing to global 
efforts to mitigate cli-
mate change.”

As South Africa 
advances towards a 
low-GWP and envi-
ronmentally-sustaina-
ble future, SARACCA 
remains steadfast in 
its role as an industry 
leader and regulator. 
Through continuous 
collaboration with gov-
ernment, training au-
thorities, and industry 
stakeholders, the Asso-
ciation is intensifying 
efforts to strengthen 
refrigerant recovery, 
upskill technicians, 
and uphold compliance 
with international en-
vironmental standards. 
SARACCA’s commit-
ment to innovation, 
education, and respon-
sible practice ensures 
that the HVAC-R sec-
tor remains equipped 
to meet evolving glob-
al requirements while 
safeguarding both the 
environment and pub-
lic safety.

R22 Refrigerant: South Africa’s 
2026 quota cut to 2.5%

Source: A-GAS

https://www.za.endress.com/en
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Specialised Climate Engineering - refrigeration solutions

By Adrian Ephraim

IN AN economy where 
cost competitiveness 
and compliance have 
become non-nego-
tiable, South African 
manufacturers face 
mounting pressure to 
optimise every aspect 
of their operations. For 
companies in the food 
and beverage sector, 
this challenge is par-
ticularly acute - one 
miscalculation in their 
cold chain can mean 
the difference between 
profitability and loss, 
compliance and costly 
violations.

John Andersen, 
CEO of Specialised 
Climate Engineer-
ing® (SCE®), un-
derstands this reality 
intimately. “Cost com-
petitiveness is abso-
lutely everything,” he 
explains. “When I look 
at our colleagues in 
the industry trying to 
manufacture for local 
and export markets, 
their cost drivers are 
so much more sensi-
tive. We want them to 
be the best version of 
themselves that they 
possibly can be - so 
they don’t just compete 
locally, but interna-
tionally.”

This philosophy has 
positioned SCE® as 
more than a refrigera-
tion supplier. The com-
pany has evolved into a 
comprehensive partner 
that supports clients 
across the entire cold 
chain continuum, from 
initial food processing 
through to retail op-
erations.

Compliance driving 
investment

While cost remains a 
primary concern, An-
dersen identifies com-
pliance as an equally 
powerful driver re-
shaping the refrigera-
tion landscape. “Com-

pliance comes at a cost, 
but it’s a cost of doing 
business,” he says. 
Whether addressing 
HACCP food safety 
standards, occupa-
tional health and safety 
requirements, or envi-
ronmental benchmarks 
around carbon foot-
print and emissions, 
manufacturers can no 
longer treat these obli-
gations as optional.

The growth of fast 
food outlets across 
South Africa has am-
plified these pressures. 
With international 
players and key local 
retailers maintaining 
stringent health and 
hygiene standards, 

their suppliers have 
little choice but to el-
evate their compliance 
game. “The interna-
tional players and some 
of the key local retail-
ers are very strong 
about their health 
standards concerning 
food safety,” Ander-
sen observes. “That is 
pushing manufactur-
ing entities to drive 
towards better compli-
ance standards.”

The upside, he adds, 
is significant. “Yes, 
there is a capital cost 
upfront, but your man-
ufacturing environ-
ment is so much more 
conducive to efficiency 
thereafter. That’s the 
exciting aspect.”

Technology as a com-
petitive advantage

SCE®’s approach to 
cold storage and chiller 
optimisation systems 
integrates cutting-
edge technology with 
practical business in-
telligence. The com-
pany’s FREECOOL® 
systems, DryZONE-
PLUS® systems, and 
DryJET® systems all 
operate with real-time 
online monitoring ca-
pabilities that trans-
form how clients man-
age their operations.

“Our customers are 
good at what they do - 
they’re not necessarily 
good at maintenance 
of technology which 
is foreign,” Ander-
sen explains. “Having 
the technology online 
and being able to give 
them weekly reports 
automatically as to ef-

ficacy and compliance 
evidence is invaluable.”

The monitoring 
extends beyond sim-
ple data collection. 
SCE®’s teams actively 
monitor key account 
systems, alerting cli-
ents to potential issues 
via SMS or email be-
fore problems escalate. 
“We’re part of their 
system,” Andersen em-
phasises. “We’ll even 
make phone calls to 
the client if we see that 
nothing’s being done.”

A recent project with 
Digistics illustrates 
this integrated ap-
proach. The company’s 
new cold logistics oper-
ation in Centurion rep-
resents the seventh site 
Specialised Climate 
Engineering® has de-
livered for the client, 
modelled on a highly 
efficient previous in-
stallation in Mead-
owview. The facility 
showcases DryZONE-
PLUS® and DryJET-
THERMAL® tech-
nology - a thermal loss 
protection device that 
eliminates the need 
for strip curtains or 
high-speed doors be-
tween temperature 
zones while preventing 
air flow and energy ex-
change.

True end-to-end 
capability

SCE®’s involvement 
spans from food pro-
cessing to final retail 
delivery. The company 
works with blast freez-
er systems that rapidly 
bring products to fro-
zen or chilled tempera-

tures, then supports 
cold logistics operators 
like Vector Logistics, 
Digistics and CCS with 
their storage opera-
tions - under circum-
stances when trucks 
are not able to reach 
condition.

At the retail level, 
SCE® serves select 
retailers by optimis-
ing the efficiency of 
in-store freezers and 
chillers, ensuring mini-
mal thermal loss at the 
final link in the chain.

Energy security as 
mission-critical

The conversation inev-
itably turns to energy 
reliability. “Let’s speak 
of availability,” An-
dersen stresses when 

asked about renewable 
energy’s role. “Avail-
ability is an absolute 
must.” Whether from 
load shedding or in-
frastructure failures, 
power interruptions 
threaten product integ-

rity and business conti-
nuity.

Many clients have in-
vested in battery packs 
providing up to four 
hours of backup, while 
solar installations of-
fer daytime support. 
SCE® reduces the en-
ergy footprint of the 
plant, therefore reduc-
ing the backup demand 
requirement. 

For manufactur-
ers navigating South 
Africa’s complex op-
erating environment, 
SCE®’s value proposi-
tion is clear: compre-
hensive refrigeration 
optimisation exper-
tise, deployed across 
the entire cold chain, 
supported by technol-
ogy that transforms 
capital investment into 
sustained operational 
advantage. In an econ-
omy offering “no assis-
tance from anywhere,” 
as Andersen puts it, 
that kind of partner-
ship isn’t just valuable 
- it’s essential for sur-
vival.

"The monitoring extends beyond 
simple data collection. SCE®’s 

teams actively monitor key 
account systems, alerting clients to 
potential issues via SMS or email 
before problems escalate. We’re 

part of their system"

(Left) Megan Andersen, Operations and Marketing 
Director, and John Andersen, CEO of 

SC Engineering. 

https://www.sc-engineering.co.za
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WHEN Catherine Lück-
hoff speaks about artifi-
cial intelligence in retail, 
she’s quick to dispel the 
fairy dust expectations. 
“Everybody wants to 
know how they can have 
the fairy dust, but no 
one’s really putting in the 
work,” says the co-found-
er and CEO of data mod-
ernisation firm 20fifty.

Her observation cuts 
to the heart of a funda-
mental shift happening 
across South African 
retail: AI is no longer a 
futuristic concept but a 
practical tool reshaping 
everything from internal 
operations to customer 
engagement. The ques-
tion isn’t whether retail-
ers should adopt AI, but 
how strategically they’ll 
deploy it.

Two categories of impact

Lückhoff identifies two 
distinct categories where 
AI acts as a force multi-

plier. The first focuses 
inward: optimising store 
layouts, logistics, predic-
tive modelling for stock 
management, and under-
standing cross-shopping 
behaviours. Dynamic 
pricing, already visible 
when retailers discount 
bakery goods at day’s 
end, represents just the 
beginning of what’s pos-
sible.

The second category 
is external-facing, cen-
tred on hyper-person-
alisation. However, this 
requires solving funda-
mental data challenges 
first. “You might have 
two different profiles 
for the same customer,” 
Lückhoff explains, de-
scribing scenarios where 
a family shares accounts 
across online shopping, 
store credit, and cash 
purchases. “How do you 
build up a visual of who 
the customer is, and then 
how can you hyper-per-
sonalise on top of that?”

Real-world 
implementation

South African retailers 
are already pioneering 
innovative applications. 
Shoprite Checkers, ac-
cording to Lückhoff, 
is piloting AI agents at 
point-of-sale systems 
that assist cashiers with 
edge cases in vernacu-
lar languages. When a 
customer needs to pay 
a DStv account - not 
a daily transaction for 
most tellers - the system 
provides real-time train-
ing support, speeding up 
checkout and improving 
the customer experience.

Pepkor is using predic-
tive models for lay-bye 
customers, factoring in 
variables like travel dis-
tance to stores. The in-
sight: customers living far 
from physical locations 
are less likely to complete 
payments due to trans-
port costs. “Good data 
analysts probably would 

have spotted these pat-
terns over time,” Lück-
hoff notes, “but now sud-
denly you can see those 
insights much faster and 
you can act on them 
much faster.”

The foundation: Data 
quality and strategy

Before implementing AI 
solutions, 20fifty con-
ducts comprehensive 
assessments: customer 
personas, pain points, 
systems integration map-
ping, data governance 
frameworks, security 
protocols, and GDPR 
compliance. “The tech-
nology is just the ena-
bler,” Lückhoff empha-
sises. “I know I want 
soup, but I’m certainly 
not going to use a fork 
for it.”

The firm is developing 
a “voice of the customer” 
tool that aggregates call 
centre transcripts, prod-
uct reviews, customer 

complaints, and public 
data sources. Rather 
than traditional senti-
ment analysis, the system 
identifies critical issues 
- whether supply chain,
payment, or staff-relat-
ed - allowing executives
across departments to
interrogate data through
natural language queries.

The ROI challenge

Measuring return on 
investment remains 
complex. Old Mutual 
achieved a 77% efficien-
cy gain on reporting that 
previously took 22 days 
monthly, now delivered 
in real time. For identity 
management resolution, 
20fifty targets 80-90% 
accuracy, acknowledg-
ing the final 10% - par-
ticularly cash customers 
- presents unique chal-
lenges.

“It’s very hard upfront 
to determine what your 
return on investment is 

going to be in a space 
this new,” Lückhoff ad-
mits. Success metrics 
must extend beyond 
immediate financial re-
turns to consider factors 
like conversion rates, 
customer retention, and 
long-term strategic posi-
tioning.

The human element

Perhaps counterintui-
tively, successful AI im-
plementation requires 
significant human input. 
Teams transition from 
task-based work to stra-
tegic thinking and cre-
ativity - what Marks & 
Spencer UK describes 
as moving from person 
managers to machine 
managers.

However, Lückhoff 
warns about over-reli-
ance: “Junior developers 
aren’t allowed to use AI 
at 20fifty because they 
haven’t built up the expe-
rience to critically eval-

uate outputs.” Recent 
research suggests devel-
opers think they’re 20% 
faster with AI coding as-
sistance but are actually 
19% slower, spending up 
to 26 minutes correcting 
AI-generated code.

For South African 
retail specifically, Lück-
hoff anticipates AI 
solutions tailored to lo-
cal economic realities: 
optimising for the 60% 
of customers earning 
under R10,000 monthly, 
improving accessibility, 
and stretching consumer 
spending power further.

“The genie’s out of the 
bottle,” she acknowledg-
es. Success will depend 
on retailers being trans-
parent about AI use, 
understanding customer 
pain points, and ensur-
ing benefits flow both 
ways - not deploying 
technology for technol-
ogy’s sake, but solving 
real problems for real 
people.

AI in retail: from efficiency tool to force multiplier

 RETAIL: INSTORE SOLUTIONS
MATERIALS HANDLING, PROCUREMENT & LOGISTICS

Whether short-term, long-term rental or financing - we offer you individual 
solutions that are tailored exactly to your needs and that guarantee you  
maximum flexibility and financial independence.

Jungheinrich Rental - Rent it. Move it. Done.

Always the right forklift truck.
Simply Rent!

Find out more: www.jungheinrich.co.za/rental

By Adrian Ephraim

IN A world where “sus-
tainability” has become 
a buzzword, Food Lov-
er’s Market’s approach 
stands out for one sim-
ple reason: it’s personal. 
For Andrew Millson, 
the Group Managing 
Executive for People 
and Sustainability, the 
company’s strategy isn’t 
a checklist of green initi-
atives - it’s a reflection of 
its values.

“Before sustainabil-
ity became a corporate 
trend, it was really a 
heartfelt response to 
the challenges we face,” 
says Millson. “A thriving 
sustainability strategy is 
deeply embedded in an 
organisation’s culture - 
it only works when the 
company’s values are 
alive in every decision.”

That philosophy has 
guided Food Lover’s 
Market through more 
than a decade of growth. 
What began as a single 
store in Cape Town has 

expanded into a network 
of more than 120 outlets 
across southern Africa, 
employing 22,000 peo-
ple. Now, as the compa-
ny enters a new phase of 
expansion, sustainability 
and people remain at the 
centre of its ambitions.

Doing the right thing, 
within reason

Food Lover’s Market’s 
purpose statement, 
Changing Lives, isn’t just 
painted on office walls 
- it informs decisions at
every level, from energy
investments to commu-
nity projects.

Millson recalls inter-
nal debates over issues 
like plastic waste, solar 
projects, and communi-
ty investment. “There’s 
always resistance,” he 
admits. “We’re human - 
we love familiar patterns 
and ease. But when we 
align our environmental 
values and keep pushing 
that message, we see the 
culture shift.”

One such turning 

point came when the 
company banned plastic 
straws and bags, despite 
initial pushback. “Bri-
an [Coppin, CEO and 
co-founder] simply said, 
‘Let’s just change it.’ 
That leadership clarity 
made all the difference.”

Balancing growth with 
green goals

Sustainability doesn’t 
come cheap, and Mill-
son is realistic about the 
trade-offs. “There’s al-
ways a tension between 
expanding our footprint 
and investing in green 
infrastructure,” he says. 
“But as return on in-
vestment for renewable 
energy keeps improving, 
it becomes not just a sus-
tainability decision - but 
a commercial one.”

The group has already 
generated millions of 
kilowatt-hours through 
solar projects and plans 
to expand installations at 
key sites like Epping and 
River Club. Importantly, 
many of these efficiency 

projects now fall under 
the commercial divi-
sion, underscoring how 
sustainability and prof-
itability have become 
intertwined.

“When we build a 
store, it’s a commitment 
to that community,” says 
Millson. “So we design 
stores that are efficient 
to run for years to come 
- because that’s how we
keep offering value.”

From waste to worth

Food Lover’s Market 
has also tackled waste 
head-on, partnering 
with Y-Waste to divert 
tonnes of organic waste 
from landfill and turn 
it into compost sold in 
stores. That visible “full 
circle” has helped shift 
behaviour across its re-
tail network.

“In retail, you just 
want the waste out of 
sight,” Millson explains. 
“But when our teams see 
the compost we’re sell-
ing, they see the impact 
of their actions. It’s not 

an abstract environmen-
tal goal - it’s tangible.”

Seeds of change - and 
of hope

Through its Seeds of 
Change social entrepre-
neurship programme, 
Food Lover’s Market 
supports small produc-
ers who share its passion 
for purpose-driven busi-
ness. Many - like Pure-
folk and African Tea 
Crafters - have success-
fully scaled their opera-
tions within the retailer’s 
network.

What makes them 
succeed? “A genuine de-
sire to grow, passion for 
their product, and grit,” 
says Millson. “Working 
with a large business 
isn’t easy, but when pas-
sion meets perseverance, 
amazing things happen.”

He’s also seen the in-
itiative shift mindsets 
within Food Lover’s 
Market itself. “Our buy-
ers are seeing how their 
decisions can change 
lives. They’re not just 

purchasing products 
- they’re empowering
communities.”

People at the heart

With more than 2,000 
employees boasting 
over a decade of service, 
Food Lover’s Market’s 
Same Faces, Higher 
Places philosophy is pay-
ing off. Rapid expansion 
has created room for 
growth, and the compa-
ny invests heavily in de-
veloping internal talent.

“We can’t confuse a 
lack of education with 
a lack of talent,” says 
Millson. “Our role as 
leaders is to unearth that 
talent and nurture it - be-
cause that’s how we truly 
change lives.”

This approach ex-
tends to empowering 
women in retail, a tra-
ditionally tough en-
vironment. Coaching 
programmes, flexible 
leadership training, and 
visible female role mod-
els have helped shift 
the company culture. 

“We’ve still got a way to 
go,” Millson says, “but 
every new female man-
ager creates a ripple ef-
fect.”

Looking five years 
ahead, Millson’s hopes 
are ambitious yet 
grounded: more regen-
erative farming part-
nerships, zero waste to 
landfill, innovative plas-
tic alternatives, and an 
entirely free-range meat 
supply. But he’s the first 
to acknowledge the road 
ahead.

“We’re not there 
yet,” he says candidly. 
“There’s still a lot of 
work to do. But we’re 
trying - every day.”

That humility, paired 
with a clear sense of 
purpose, might be Food 
Lover’s Market’s great-
est competitive advan-
tage. In a sector defined 
by tight margins and 
fierce competition, it’s 
the company’s people 
- and their shared com-
mitment to doing better - 
that could define its next
chapter.

Sustainable retail at Food Lover’s Market

https://www.jungheinrich.co.za/rental
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By Diane Silcock

THE strong set of results 
recently published by 
the Shoprite Group for 
the year ended 29 June 
2025, where they report-
ed having surpassed the 
R250 billion sales mark, 
undoubtedly suggests 
that Shoprite Checkers 
is serving their custom-
ers well. One of their 
top priorities mentioned 
by Shoprite Checkers 
CEO Pieter Engelbre-
cht, is their strategy to 
continue the conversion 
of existing stores to their 
winning FreshX format.

Checker’s FreshX 
format forms part of its 
value focused premium 
offer which Engelbre-
cht says has gone from 
strength to strength. He 
reports that sales grew 
by 13.8%, contribut-
ing an additional R11.6 
billion. While he notes 
that gains are across 
the board, “noteworthy 
this year was Checkers’ 
growth in fresh together 
with improvements in 
ranging and promotion-
al execution.” He says 
they remain of the view 
“that Checkers’ incred-
ible success in terms of 
its vision to democratise 
premium food retail, re-
mains underrepresented 
in the South African 
market”.

IMS has helped 
changed the face of new-

generation Checkers 
stores

A company that works 
closely with Check-

ers is IMS, which has 
been instrumental in 
bringing world-class, 
creative and innova-
tive merchandising 
solutions to the South 
African retail space. 
IMS South Africa 
CEO Steyn Laubscher, 
relates how IMS start-
ed the evolution with 
Checkers 18 years ago 
introducing creative 
ideas to delight con-
sumers, creating au-
thenticity and a homely 
atmosphere to enhance 
the shopping experi-
ence.

“It’s been incredible 
to have partnered with 
the innovative Check-
ers team who has been 
so willing to implement 
new ideas and take 
risks,” Laubscher says. 
“Being able to assist 
them with the whole 
evolution of their new 
FreshX supermarkets 
is a privilege. It’s a new 
concept that they are 
rolling out, and it plac-
es them at the forefront 
of innovation in the 
retail merchandising 
space,”

Retail merchandising 
with a touch of 

Argentine magic

With inspiration from 
IMS Argentina, and 
catering for discerning 
customers, consumers 
walking into Checkers 
FreshX supermarkets 
are treated to a ‘fresh 
food theatre’ with an 
easy-to-navigate lay-
out that takes them 
through a world-class 
selection of premium 

products and specialist 
in-store service depart-
ments. Lauscher says 
it’s like incorporating 
your corner bakery 
and butchery into one 
store that in addition 
to selling fresh fruit 
and vegetables, also 
offers convenience and 
home-style meals.

The ingenious for-
mat also includes a 
quality coffee bar, sit-
down sushi counter, 
a wine cellar that has 
a large touchscreen 
(the size of a television 
screen), enabling con-
sumers to find a wine 
in their price range, ac-
cording to their mood, 
get the list of ingre-
dients and even what 
cheese it’s best paired 
with. 

Many of these stores 
also offer in-store 
brand leaders, such 
as Kauai, Starbucks 
coffee, Krispy Kreme 
Doughnuts and an in-
store, specialty Lindt 
counter.

As pioneers in South 
Africa, being the first 
to come up with and 
implement the char-
acterful cabinet de-
signs that have helped 
change the face of 
new-generation Check-
ers stores, IMS contin-
ues to enhance the re-
tail landscape with new 
ideas and manufactur-
ing excellence.

Added to their cre-
ative solutions that 
imbue the Argentine 
magic, what’s equally 
important to IMS is 
looking for technolo-
gies and ways to lower 
energy consumption 
as the overhead cost of 
refrigeration in a retail 
store is significant.

With the retail space 
expected to become 
more competitive with 
Walmart retail stores 
opening soon, Check-
ers’ continual innova-
tiveness in attracting 
customers into their 
stores countrywide, 
may well give them the 
edge.

Checkers FreshX 
wins with premium, 

innovative store format

IMS’s innovative and characterful displays in Checkers FreshX stores across the 
country are redefining retail excellence.

GUDGU goodness from the 
earth sugar-free drinks

WHEN retrenchment 
struck, most people 
would take time to re-
cover. For GUDGU 
co-founder Pieter du 
Plessis, it became the 
start of a reinvention 
story. “It wasn’t some 
grand plan,” they re-
call. “I just needed to do 
something, anything, to 
feel useful again. So, I 
started making cordials 
at home.”

That moment of qui-
et experimentation in a 
Pretoria apartment in 
2014 marked the birth 
of GUDGU - a proud-
ly South African, sug-
ar-free beverage brand 
now stocked in over 
800 stores nationwide. 
“The courage came 
from not wanting to just 
sit around and wait for 
things to happen,” Du 
Plessis adds. “I didn’t 
see that pause in my life 
as the end. I used it as a 
chance to flip the script 
- from ‘I lost something’
to ‘I’m making some-
thing new.’ That mind-
set made all the differ-
ence.”

The name GUDGU, 
short for Goedheid 
Uit Die Grond Uit - 
“Goodness from the 
Earth” - embodies that 
philosophy of resilience 
and renewal. “It’s not 
just a tagline for us,” he 
says. “It’s how we make 
choices, from picking 
ingredients to design-
ing packaging. Our ISO 
22000-certified lab and 
eco-friendly packaging 

aren’t just boxes to tick 
- they’re proof points of
how we live that philos-
ophy every day.”

That commitment to 
quality and sustainabil-
ity also guides GUD-
GU’s product innova-
tion. One of its defining 
moments came when 
a diabetic customer 
reached out, asking for 
something sugar-free 
but still flavourful. 
“Creating something 
that’s both healthy and 
tasty is tough,” du Ples-
sis admits. “Sugar isn’t 
just about sweetness - it 
affects texture and the 
whole experience. Most 
substitutes don’t taste 
right and have weird af-
tertastes. We spent ages 

reformulating until we 
found something that 
still tasted like GUD-
GU.”

The result was Sug0, 
a range of diabet-
ic-, keto-, and bant-
ing-friendly cordials 
that didn’t compromise 
on taste - a rare feat in 
a market where “sug-
ar-free” often means 
“flavour-free.”

The Big Leap: 
Partnering with 

Shoprite Holdings

GUDGU’s biggest turn-
ing point came in 2022, 
when the brand joined 
the Shoprite Group’s 
SMME programme 
and began stocking in 
Checkers stores na-
tionwide. “Getting 
onto Checkers shelves 
changed everything,” 
says du Plessis. “Sud-
denly, we weren’t just 
a small local brand an-
ymore - people saw us 

as real contenders. The 
trust factor shot up just 
from being there.”

The partnership 
didn’t just provide vis-
ibility; it forced the 
founders to profession-
alise rapidly. “The expo-
sure and extra volume 
let us invest more in 
production and brand-
ing,” he explains. “But 
the leap exposed weak 
spots too - supply issues, 
cash flow headaches, 
system gaps. We had to 
sort those out quickly.”

Even so, they view 
those growing pains as 
necessary. “Compliance 
and certification were 
our biggest hurdles,” 
they say. “You can’t 
mess around with food 

safety, labelling, or re-
liability. My advice to 
small brands: get your 
production, packag-
ing, and certifications 
locked down before you 
go after big listings. Re-
tail-ready means more 
than a good product 
- it’s about systems, re-
liability, and acting like
a pro.”

A Nationwide Footprint 
- and growing

From markets and small 
outlets, GUDGU has 
now expanded to over 
100 Checkers stores 
and 700 additional re-
tail points across South 
Africa. Expansion de-
cisions are guided by 
data and dialogue. “We 
look at what people are 
asking for - social media 
feedback, online orders, 
distributor insights - and 
balance that with logis-
tics and shelf space,” 
says  du Plessis.  “We’re 

especially focused on 
educating the market 
about health and well-
ness, not just selling 
products.”

Their facility, capable 
of producing 300,000 
units a month, runs on 
zero-waste water purifi-
cation and eco-friendly 
packaging. Sustainabili-
ty, he insists, is no longer 
optional. “It’s a compet-
itive requirement,” they 
say. “It reinforces quality, 
supports our brand sto-
ry, and builds resilience. 
‘Goodness from the 
Earth’ demands environ-
mental responsibility.”

Building for the future

With production and 

retail systems in place, 
the next chapter is 
about scaling and global 
reach. “Scaling is both 
an opportunity and a 
risk,” says du Plessis. 
“We adopt a Steve Jobs 
philosophy - recruiting a 
team that believes in our 
‘why’ before we worry 
about the ‘how’.”

Beyond South Afri-
ca, the team is eyeing 
export opportunities 
across Africa, the Mid-
dle East, and the U.S., 
where demand for sug-
ar-free, eco-conscious 
products is booming. 
“Our focus on healthy, 
sugar-free drinks and 
sustainable packaging 
hits the right notes glob-
ally,” he says. “Across 
Africa, there’s a grow-
ing health-conscious 
middle class. In the 
Middle East, sugar-free 
demand is surging. And 
in Europe and the U.S., 
we see opportunities 
in premium lifestyle 
stores.”

Their expansion 
strategy is deliberate 
and measured. “We’re 
careful - only moving 
into markets where our 
logistics, regulations, 
and brand story fit,” 
they note.

Staying true to their 
roots

As for the next five 
years, du Plessis sees 
a brand both bigger 
and bolder, but still 
grounded in its found-
ing philosophy. “We’ll 
have a wider range 
- concentrates, ready-
to-drink products, 
maybe even function-
al drinks,” they say. 
“We’ll be everywhere 
in South Africa and 
active in key export 
markets. But no matter 
how big we get, we’ll 
keep that ‘Goodness 
from the Earth’ spirit 
- staying real, sustaina-
ble, and proudly South
African.”

The journey from a 
Pretoria apartment to na-
tional shelves shows that 
sometimes, the best busi-
nesses don’t start with a 
business plan - they start 
with purpose. As du Ples-
sis puts it: “We turned a 
moment of uncertain-
ty into something that 
tastes like possibility.”

Pieter du Plessis (left) and Viljoen de Kock GUDGU co-founders.
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IMAGINE connecting 
multiple hydraulic lines 
or a combination of hy-
draulic, electrical and 
grease lines with one 
single, confident move-
ment. That’s the every-
day convenience oper-
ators get from Faster’s 
MultiFaster multi-cou-
pling systems.

Designed to remove 
guesswork and speed up 
connections, the Multi-
Faster allows operators 
to attach multiple lines 
simultaneously with a 
single lever action — 
even when there’s re-
sidual pressure in the 
system. 

Why It Matters: 
Fewer Mistakes, Less 
Downtime, Safer Op-

erators

On busy job sites with 
optimum productivi-
ty objectives and tight 
production targets — 
whether in agriculture, 
construction, mining, 
or industrial — every 
minute counts. Manu-
ally connecting several 
hydraulic hoses can be 
slow and error prone. 
Swapped lines may 
cause malfunctioning 
tools, fluid leaks, or 
even dangerous, incon-
sistent or abnormal ma-
chine functionality.

The MultiFaster pre-
vents that failure point 
by arranging precisely 
machined couplings 
into a single, repeatable 
connection action. The 
fixed half of the assem-
bly features a cam-le-
ver locking system for 
smooth operation with 
minimal force. Once 
engaged, a locking but-
ton clicks securely into 
place, giving operators 
unmistakable feedback 
that the connection is 
complete.

The mobile half in-
cludes a mounting plate 
with locating dowels, 
ensuring perfect align-
ment every time — no 
guesswork, no second 
attempts.

The twin boosters: 
Safety up & 

productivity up

Here’s where the 
MultiFaster truly shines:

Fewer Errors: With 
fixed port positions and 
dowel alignment, there’s 
no chance of connecting 
the wrong line.

Speed: One motion 
replaces multiple indi-
vidual couplings, saving 
valuable time during 
implement swaps or 
equipment setup.

Reduced Spillage & 
Contamination: Fast-
er’s flat-face couplers 
minimize fluid loss, dirt 
ingress into the system 
and helps keep the envi-
ronment clean.

Operator Safety: 
Fixed alignment pre-
vents crossed lines that 
could lead to unsafe 

machine movements, 
pressure surges, or burst 
hoses — eliminating the 
risk of sudden oil spray 
and improving on-site 
safety.

Reliability & Uptime: 
Correct connections 
reduce wear, extend 
component life, and 
minimize downtime 
caused by human er-
ror — translating into 
significant cost savings 
through fewer repairs, 
reduced oil loss, time 
saving, increasing over-
all productivity and 
profitability.

Connecting under 
pressure — Designed 

for real-world 
conditions

In hydraulic systems, 
thermal expansion can 
cause trapped oil to in-
crease in pressure when 
exposed to heat, even 
when the attachment 
is disconnected. When 
one side is pressurized, 
the coupling faces sig-
nificant resistance, the 
trapped oil physically 
prevents the internal 
valve from opening. 
This makes reconnec-
tion impossible without 
first bleeding off the 
pressure manually.

Faster’s MultiFaster 
is engineered to connect 
under residual pressure, 
safely managing this ef-
fect of fluid expansion. 
One coupling half will 
have integrated mecha-
nisms that equalize in-
ternal pressure during 
connection, allowing 
operators to re-couple 
lines easily and safe-

ly without the need to 
bleed off fluid. This fea-
ture is particularly val-
uable with Africa’s er-
ratic weather and harsh 
environments, where 
temperature changes 
throughout the day can 
significantly affect sys-
tem pressure.

Beyond hydraulics: 
Electricity and greasing 

in one block

The MultiFaster has 
evolved far beyond its 
hydraulic origins. To-
day, it serves as a mod-
ular hub capable of 
integrating electrical 
connectors and greas-
ing (lubrication) lines 
within the same unit.

This means a single 
MultiFaster plate can 
carry power, control 
signals, and lubrication, 
along with hydraulic 
circuits, all in one com-
pact, efficient design. 
It’s ideal for modern 
machinery with built-in 
electronics, sensors, and 
automated greasing sys-
tems. 

What’s new — Cut-
ting-edge Innovation

Faster continually re-
searches and innovates 
the MultiFaster fam-
ily to meet increas-
ing demands for effi-
ciency, performance, 
safety, and durability. 
The latest MultiFaster 
range offers a maximum 
working pressure of 350 
bar, ensuring reliable 
operation across a wide 
temperature range with 
improved corrosion re-

sistance. A distinctive 
surface coating helps 
identify the new series 
instantly.

C o m p l e m e n t i n g 
the lineup is the Mul-
tiSlide, designed for 
compact excavators 
and space-critical in-
stallations. Thanks to 
the specially designed 
metal plate, MultiSlide 
can be quickly and eas-
ily installed on existing 
machines — two lines 
(½”) or three lines (two 
½” and one  3/8”). 

Design it yourself 
— Faster’s online 

configurator

One of the stand-
out customer tools is 
Faster’s MultiFaster 
Configurator — an 
intuitive, step-by-step 
MultiFaster builder 
and is available online. 
The Configurator tool is 
easy to use, simply enter 
your parameters, select 
the plate size, coupling 
type, lever mechanism, 
and layout. In just a few 
steps, the tool generates 

detailed drawings and a 
unique part number for 
both the fixed and mo-
bile halves.

For OEMs and sys-
tem designers, this 
shortens specification 
cycles and ensures 
every assembly perfect-
ly matches the intended 
application.

Hydrasales — Your 
African partner 

As the long-standing 
official African distrib-
utor for Faster, Hydras-
ales bridges the gap be-
tween design innovation 
and real-world applica-
tion.

We comprehensively 
support with:

• Product selection
and technical
support and guiding
customers through
the Configurator.

• Advising on port
layouts, line sizes,
pressure ratings, and
connect-under-pres-
sure requirements.

• Managing local
stock, logistics, spare
parts, and after-sales
service.

• Offering installation
advice and field sup-
port, ensuring every
MultiFaster per-
forms as intended.

• Liaising with the
technical experts at
Faster in arriving at
an optimal solution.

With a relationship 
spanning more than 
45 years with Faster 
SRL, Hydrasales of-
fers customers direct 
access to factory-level 
expertise and close-to-
source procurement — 
guaranteeing genuine 
components, leading 
technology, and trusted 
technical knowledge, 
call us or e-mail har-
po@hydrasales.co.za

Initiate and virtually 
start your design 
now: https://www.
fastercouplings.com/
multifaster/configurator

Call Hydrasales today 
for a demo and discus-
sion on the way forward.

Quick connect couplings: Saving time, boosting yields on 
agricultural applications

"Hydrasales offers 
customers direct 

access to factory-level 
expertise and close-to-

source procurement 
- guaranteeing genuine
components, leading

technology, and trusted 
technical knowledge."

Easy Multiline connection — engineered for speed, safety, and performance

https://cbn.co.za/3yhl
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Find out more about the
RCK Drive System.

RCK Drive System
Pioneering Productivity

Innovative Tool Drive System consisting of a 
powerful - and versatile - control unit, ergonomic
handpieces and 2 power supply options.

- Powerful motor keeps rotational speed
constant no matter the load applied.

- Lightweight, low-vibration handpieces
minimises strain on your hands and arms.

- Powerful battery enables mobile use. While
the Power Supply Unit provides constant
power for various industrial applications.

RCK Drive System - grind, mill, brush, deburr
and polish faster with enhanced precision.

BMG and Danfoss 
Drives are celebrat-
ing a decade of stra-
tegic collaboration 
since formalising their 
partnership in 2015. 
The alliance, which 
strengthened BMG’s 
original 2007 distri-
bution agreement for 
Danfoss variable speed 
drives (VSDs) and soft 
starters, has driven in-
dustrial efficiency and 
sustainability across 
Africa.

“BMG and Danfoss 
Drives share a com-
mitment to innova-
tion, sustainability and 
integrity,” says Sean 
McCree, Business Unit 
Manager: Electronics 
at BMG. 

“Through our part-
nership, customers 
have seen improved 
productivity, optimised 
process control, and 
reduced energy con-
sumption.”

These systems are 
widely used in food and 
beverage, HVAC, min-
ing, marine, water and 
wastewater, and oil and 
gas sectors.

Partnership built on 
technical excellence 

and service

BMG’s technical ex-
pertise is backed by 
an extensive branch 
network, flexible pric-
ing, reliable 24-hour 
after-sales support and 
strong stockholding 
capabilities. In 2019, 
BMG became the first 
authorised Danfoss 
DrivePro® service 
partner in Africa, a 
certification renewed 
annually.

This appointment 
confirms that BMG 
meets Danfoss’s glob-
al standards to offer  
customised support 
for Danfoss VLT®, 
iC7, and VACON® 
frequency converters. 
DrivePro® services 
cover the entire lifecy-
cle of AC drives—im-
proving productivity, 
reducing downtime 
and ensuring peace of 
mind for users.

Investment in skills 
and infrastructure

BMG has made signifi-
cant investments in dis-
tribution, engineering 
facilities, and technical 
training. Its dedicat-
ed VSD workshops in 
Cape Town, Gauteng, 
and KwaZulu-Natal 
serve as approved war-
ranty centres for Dan-
foss/Vacon and Syner-
gy products.

These electrome-
chanical workshops 
are staffed by globally 
trained experts who 
provide repairs, main-
tenance, software up-

grades, option fitment, 
pre - c om m iss ion i ng 
support, and small 
panel manufacturing.

The BMG Electron-
ics team also specialis-
es in energy efficiency, 
harmonic distortion 
mitigation, solar VSD 
applications, and con-
dition-based monitor-
ing using drives data.

Certified quality and 
safety standards

Many customers re-
quire official OEM 
certification for ser-
vice work. With BMG’s 
training and experi-
ence, the company 
meets these stand-
ards across Africa. Its 
field and workshop 
teams operate under 
ISO9001 (Quality), 
14001 (Environmen-
tal), and 45001 (Health 
and Safety) systems.

“Safety isn’t just 
compliance—it’s part 
of our culture,” Mc-
Cree emphasises. 
BMG also runs sched-
uled and specialist 
VSD training pro-
grammes, helping cus-
tomers enhance plant 
productivity through 
advanced drive tech-
nologies.

Innovation through 
mechatronics

BMG supplies a range 
of Danfoss electron-
ic, mechanical, and 
mechatronic devices 
designed to enhance 
automation and reduce 
energy consumption. 
The VLT® Automa-
tion Drive, a global-
ly awarded product, 
lowers project and 
operating costs while 
maintaining process 
efficiency.

BMG has also 
adopted the iC7 Series 
Drives, built with six 
sigma design stand-
ards, embedded cy-
bersecurity, integrated 
fieldbus, and high mo-
tor shaft performance. 
These drives suit both 
induction and synchro-
nous motors and sup-
port grid monitoring 
(THDv).

Proven results across 
industries

Recent joint success-
es include a pump 
upgrade project that 
reduced system costs 
and improved plant 
security at a chemical 
facility, and a refur-
bished elevator system 
delivering smoother, 
quieter operation.

In agriculture, 
BMG’s supply and in-
stallation of Danfoss 
Drives have helped 
farmers accelerate to-
bacco drying, reduce 

irrigation costs, and in-
crease crop yields.

“Reliability is our 
top priority,” McCree 
notes. “Every com-
ponent is precisely 
matched to ensure high 
productivity, smooth 
operation, and long 
service life.”

Recognition for Digital 
Innovation

BMG was recently hon-
oured with the Danfoss 

Drives “Digital In-
novation Champion” 
award at the Innovate 
Conference in Sonder-
borg, Denmark—rec-
ognising BMG’s out-
standing adoption of 
Danfoss’s digital tools.

Contact: Sean McCree, 
Business Unit Manager: 
Electronics, BMG 
Tel: +27 11 620 1546  
Email: seanm@
bmgworld.net 
www.bmgworld.net

BMG and Danfoss Drives 
reaffirm their long-standing 

partnership

From left: Marco Airola, Head of Sales, Marketing & Service, Danfoss Drives, 
Sean McCree, Business Unit Manager, Electronics, BMG and Shikantha Nai-

doo, Senior Country Sales Manager, Danfoss Power Electronics & Drives, South 
Africa.

https://www.pferd.com
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WELCOME TO 
THE FUTURE  
OF SERVICE  
AND REPAIR
COMING EARLY 2026

This 17 000m2 state-of-the-art service and repair facility will 
allow for an expansion of our service and repair capabilities 
encompassing product repairs, fabrication, light engineering 
and motor rewinding and repairs.

This R380-million investment into the economy will also house 
our expanded training centre, the DriveAcademy®, providing 
crucial skills and training to the South African workforce.

SEW-EURODRIVE's service 
and repair centre's capabilities 
includes sandblasting, spray 
painting, oil recycling, product 
stripping and load-testing. 

We have introduced the 
in-house manufacturing of 
baseplates and guards,  
drop-in solutions, light 
engineering and 3D scanning. 

Our motor repairs division  
will allow for motor assembly 
and rewinding, curing burnout 
ovens and rotor balancing

INNOVATIVE CAPABILITIES

DRIVING SERVICE AND REPAIR. DRIVING AFRICA. DRIVING THE WORLD

AS the demand for 
precision and efficien-
cy continues to grow 
across industries, RS 
PRO, the own brand 
of RS, provides a com-
plete portfolio of Test 
& Measurement equip-
ment engineered to 
meet the highest stand-
ards of performance, 

safety, and value.
With more than 1,500 

products and over 300 
new additions, the RS 
PRO Test & Measure-
ment range is designed 
to meet the diverse 
needs of professionals 
across maintenance, 
manufacturing, and lab-
oratory environments.

A complete range for 
every application

The RS PRO portfolio 
covers all areas of Test 
& Measurement:

• Handheld instru-
ments: electrical test
equipment, multim-
eters, and thermal

imaging cameras.
• Bench equipment:

oscilloscopes, bench
power supplies, and
signal generators.

• Environmental
testing: data loggers,
sound level meters,
hygrometers, and
thermometers.

• Laboratory equip-
ment: ultrasonic
cleaners, micro-
scopes, pipettes, and
lab bottles.

To complement this 
range, RS PRO also 
offers a variety of ac-
cessories, including 
test leads, oscilloscope 
probes, test connectors, 
batteries, and cable as-
semblies, providing cus-
tomers with everything 
needed for a complete 
and efficient setup.

Quality you can rely on

RS PRO Test & Meas-
urement products un-
dergo rigorous testing 
and approval by RS 
PRO Test & Design 
Laboratories, ensuring 
uncompromising quali-
ty and safety. This com-
mitment to excellence is 
reflected by an excep-
tionally low return rate 
of just 0.04%, highlight-
ing the reliability and 
long-term durability of 
the range.

Many instruments 
are available in cali-
brated versions, with 
calibration and re-cali-
bration services offered 
to ensure consistent ac-
curacy throughout the 
product’s lifespan.

Supporting South 
Africa’s industrial 

growth

Erick Wessels, Sales 
Director at RS South 
Africa, said that “test 
and measurement is 
essential for maintain-
ing accuracy, efficiency, 
and safety across South 
Africa’s industrial sec-
tors. RS PRO offers 
professionals reliable, 
high-quality solutions 
that meet international 
standards while deliv-
ering strong value and 
performance.”

Driving accuracy, 
efficiency, and 

reliability

Whether for everyday 
monitoring, preventive 
maintenance, energy 
management, or en-
vironmental control, 
Test & Measurement 
equipment is essential 
for operational excel-
lence and safety com-
pliance.

RS PRO continues to 
empower professionals 
with dependable solu-
tions that deliver preci-
sion and performance, 
making it the smart 
choice for Test & Meas-
urement.

Discover the full RS 
PRO range and follow 
RS South Africa on 
LinkedIn for regular 
updates.

RS is a global product 
and service solutions 
provider for industrial 
customers, enabling 
them to operate effi-
ciently and sustainably. 

The smart choice for test and 
measurement solutions

https://www.sew-eurodrive.co.za/home.html
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By Mervyn Naidoo, 
CEO of ACTOM 

Group

SOUTH AFRICA is 
navigating an energy 
challenge character-
ised by intermittent 
load reduction/shed-
ding, ageing infra-
structure and limited 
generation capacity. 
The country also faces 
a transmission back-
log that affects the 
seamless integration 
of renewable energy 
sources. Addressing 
these issues is essential 
for fostering economic 
growth and enhancing 
investor confidence.

 Although new re-
newable generation 
capacity is being devel-

oped, the current trans-
mission infrastructure 
may not fully support 
the connection of these 
sources to the national 
grid or adequately de-
liver power to areas of 
high demand. As such, 
limitations within the 
transmission grid pres-
ent an important con-
sideration in efforts 
to expand generation 
capacity.

This is where the In-
dependent Transmis-
sion Projects (ITPs) 
become essential, un-
locking private sector 
investment to acceler-
ate the expansion of 
South Africa’s trans-
mission network and 
enable the integration 
of new generation 
sources.

The ITP programme 
aims to inject 3222MW 
of capacity into the grid 
while catalysing pri-
vate sector investment. 
Yet, the programme’s 
long-term success will 
hinge on more than 
just financial capital; 
it must actively involve 
and empower local 
manufacturers.

Steady rollout for 
maximum local 

participation

In an ideal scenario, 
South Africa’s trans-
mission build pro-
gramme should be 
phased over 10-15 
years, ensuring there 
is sufficient local mar-
ket capacity to meet 
demand. This steady 
rollout would enable 
maximum local par-
ticipation, particularly 
among Engineering, 
Procurement, and 
Construction (EPC) 
contractors as well as 
product manufactur-
ers.

However, accelerat-
ing the programme risks 
overwhelming domestic 
capacity. With limited 
local EPC resourc-
es, fast-tracked builds 
could open the door to 
foreign contractors, un-
dermining localisation 
goals and long-term 
sector resilience. Indus-
trialisation should be 
high on Government’s 
agenda to counter this 
risk in a country that is 
‘bleeding jobs’. 

Appointing foreign 
EPCs to fast-track 
transmission infra-
structure carries a 
significant risk, as 
they typically control 
procurement of key 
components. With-
out strong localisation 
mandates, this can lead 
to bypassing South Af-
rican manufacturers 
and suppliers.

This would result in 
lost opportunities for 
industrial growth, job 
creation, and supply 
chain development. To 
safeguard local partic-
ipation, procurement 
frameworks must be 
tightly aligned with 
national development 
goals, even when for-
eign EPCs are involved.
By localising infra-
structure development, 
we stimulate invest-
ment into domestic 
capacity. Local compa-
nies begin to build ca-
pability, which in turn 
enables the creation of 
a robust supply chain 
that can actively partic-
ipate in the build pro-
grammes required for 
national infrastructure.

Move to strategic 
procurement for long-

term value

The Transmission De-
velopment Plan (TDP) 
is a long-term oppor-
tunity spanning poten-
tially 15 years and be-
yond. This visibility is 
crucial for anticipating 
demand and aligning 
procurement practices. 
By shifting to strategic 
procurement focused 
on long-term value, 
we can leverage infra-
structure demand to 
build local capacity.

This approach en-
hances local participa-
tion across the value 
chain, from manufac-
turing to construction, 
and supports reindus-
trialisation, job cre-
ation, and increased 
electricity demand. Ul-
timately, it drives GDP 
growth and fosters sus-
tained investment in 
capacity.

Localisation enables 
critical technology, and 
skills transfer to local 
companies, building 
long-term capacity to 
maintain and optimise 

infrastructure. With 
trained local resourc-
es, response times im-
prove and reliance on 
foreign expertise, with 
its delays and visa con-
straints, is reduced.

In addition, locali-
sation and technology 
transfer foster the de-
velopment of domes-
tic supply chains for 
critical spare parts. 
By producing compo-
nents locally, we reduce 
import dependency, 
shorten lead times, and 
improve turnaround 
efficiency, enhancing 
infrastructure reliabili-
ty and supporting local 
manufacturing.

Unlocking national 
value through 
collaboration

Given the scale of in-
vestment required in 
South Africa’s energy 
transition, alignment 
across all stakeholders 
(government, develop-
ers, labour, and local 
industry) is essential. 
To unlock national val-
ue, we must foster col-
laboration under a uni-

fied SA Inc approach.
Developers should 

be encouraged to cre-
ate platforms that sup-
port reindustrialisation 
through localisation, 
not just in construc-
tion but across the full 
lifecycle, including 
maintenance. Original 
Equipment Manufac-
turers (OEM) must 
transfer technology to 
local service providers 
to ensure long-term 
plant support and re-
liability. Where local 
capacity is saturated, 
it is crucial that foreign 
OEMs are encouraged 
to invest towards ca-
pacity expansion in 
South Africa as op-
posed to importing.

South Africa’s re-
newable energy am-
bitions offer a unique 
opportunity to address 
social and economic 
challenges while max-
imising plant availabil-
ity and performance. 
With the right strategic 
alignment and localisa-
tion, we can turn infra-
structure demand into 
inclusive, sustainable 
growth.

Why local manufacturing, maintenance and support are 
key to the success of South Africa’s energy future

https://www.wearcheck.co.za
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Innovative and Reliable Solutions for Your 

Solutions

Unitronic® - High-Quality Data Systems
From simple control signals to complex field bus network
structures, our Unitronic® data network cables and field bus
components are engineered for reliability and performance in all
industrial applications. Say goodbye to connectivity issues and
hello to a seamless, dependable data transmission solution!

Etherline® - Advanced Data Communication Systems for
Ethernet Technology
Experience a secure, fast, and robust future with Etherline®!
Our Ethernet systems, including PROFINET solutions, are
designed with durable and reliable cables and connection
components. Perfectly suited for industrial environments,
Etherline® opens the door to efficient communication and
innovation.

Industrial Data Communication Needs

SCHNEIDER Electric, 
the leader in the digital 
transformation of en-
ergy management and 
automation, today rein-
forced its commitment 
to supporting the indus-
try’s transition to 800 
VDC power architec-
tures, which are a critical 
requirement for emerg-
ing high-density rack 
systems being adopted 
across next-generation 
data centres.

As the industry ac-
celerates toward high-
er power densities and 
greater efficiency, Sch-
neider Electric is actively 
innovating to meet these 
needs through a com-
prehensive, system-level 
approach that integrates 
power conversion, pro-
tection, and metering. 
This approach ensures 
that power systems are 
not only efficient but 

safe, resilient, and ready 
to scale.

“The move to 800 
VDC is a natural evolu-
tion as compute density 
increases, and Schneider 
Electric is committed to 
helping customers make 
that transition safely 
and reliably,” said Jim 
Simonelli, CTO, Data 
Centres, Schneider Elec-
tric. “Our expertise lies 
in understanding the 
full power ecosystem, 
from grid to server, and 
designing solutions that 
integrate seamlessly, 
perform predictably, and 
operate safely.”

New sidecar supported 
by system-level 

approach to power 
innovation

The traditional 54-volt 
in-rack power distribu-
tion in use in today’s data 

centres is designed for 
kilowatt-scale racks and 
can’t support the mega-
watt-scale racks coming 
soon to modern AI fac-
tories, making scalable 
800 VDC distribution 
systems with integrated 
energy storage essential.

Schneider Electric 
is collaborating with 
NVIDIA to develop an 
800 VDC sidecar capa-
ble of powering racks of 
up to 1.2 MW to support 
next-generation NVID-
IA GPUs and future 
iterations of NVIDIA 
accelerated computing 
infrastructure. 

The sidecar converts 
AC power coming into 
the data centre into 800 
VDC, enabling delivery 
of megawatt-scale rack 
power safely, efficiently, 
and with minimal mate-
rial and infrastructure 
costs. Additionally, Sch-

neider Electric’s sidecar:
•	 Delivers indus-

try-leading efficiency
•	 Features modular 

power conversion 
shelves

•	 Is equipped with 
modular energy stor-
age for short-term 
backup and load 
smoothing

•	 Is Live Swap capable 
for enhanced safety

The sidecar is backed
by Schneider Electric’s 
signature system-level 
approach to power inno-
vation.

Rather than focus-
ing solely on individual 
components, Schneider 
Electric takes a holistic 
view of power infra-
structure. By designing 
and optimising systems 
as a whole — including 
conversion technologies, 
intelligent metering, and 

integrated protection 
mechanisms — Schnei-
der Electric helps cus-
tomers achieve:
•	 Predictable, validat-

ed performance
•	 Simplified mainte-

nance and scalability
•	 Higher operational 

efficiency

This system-level in-
novation is central to 
supporting high-density 
rack deployments that 
demand tighter control 
of power delivery and 
reliability.

Built on decades of 
safety and reliability 

expertise

With a long-standing 
reputation for advanc-
ing power reliability and 
safety, Schneider Elec-
tric integrates advanced 

modelling, simulation, 
and real-world lab test-
ing to validate its solu-
tions. This includes:
•	 In-depth fault 

current and arc flash 
analysis

•	 Certified testing 
environments to en-
sure performance in 
real-world conditions

•	 Live Swap power 
capabilities, enabling 
safe maintenance 
without disrupting 
operations

These capabilities en-
sure that customers can 
confidently deploy 800 
VDC systems that meet 
the highest standards of 
operational safety and 
resilience.

Supporting the Industry

As part of the NVIDIA 

ecosystem, Schneider 
Electric is aligned with 
the broader industry 
shift toward next-gener-
ation architectures that 
demand enhanced pow-
er infrastructure.

“Scalable pow-
er architectures are 
the foundation for 
next-generation AI 
infrastructure that 
maximises both perfor-
mance and efficiency,” 
said Dion Harris, Sr. 
Director, HPC, Cloud, 
and AI Infrastructure 
Solutions GTM at 
NVIDIA. “NVIDIA 
and Schneider Electric 
are building on our 
longstanding partner-
ship to design and de-
liver advanced power 
architectures for 800 
VDC systems that will 
run AI applications 
that will shape the AI 
industrial revolution.”

Schneider Electric 800 VDC powers NVIDIA’s next-gen AI

AS artificial intelli-
gence workloads push 
data centres toward an 
unprecedented energy 
crisis, a German au-
tomation specialist is 

tackling the industry’s 
most pressing chal-
lenge. While tech giants 
scramble to secure pow-
er contracts, Beckhoff 
Automation is taking 

a different approach: 
treating data centres not 
as technology problems, 
but as buildings that 
need intelligent control.

The numbers are 

sobering. Global data 
centre capacity is ex-
pected to grow from 59 
GW in 2025 to 122 GW 
by 2030, with estimates 
suggesting data centres 

could consume 8% of 
the world’s electricity 
by decade’s end. For 
operators, this means 
spiralling energy costs, 
reluctant grid operators, 
and intensifying regula-
tory scrutiny.

The hidden culprit

While processors grab 
headlines, cooling and 
power systems quietly 
consume nearly half 
of a data centre’s ener-
gy budget. Computing 
resources account for 
roughly 40% of con-
sumption, while cooling 
systems take another 
38-40%. Yet unlike IT
equipment, building 
systems have remained
relatively unsophisticat-
ed.

This is where Beck-
hoff’s building automa-
tion heritage becomes 
relevant. The compa-
ny has spent decades 
perfecting PC-based 
control systems for 
factories. Now they’re 
applying that expertise 
to data centres, using 
industrial PCs running 
their TwinCAT software 
to integrate HVAC, en-
ergy monitoring, and 
remote maintenance on 
a single platform.

The system tracks 
power quality, detects 
voltage fluctuations be-
fore equipment failures 
occur, and optimises 
cooling based on re-
al-time server loads. 
This integration reveals 
correlations invisible in 
siloed systems - like how 
temperature increas-
es in one zone ripple 
through cooling loads 
elsewhere.

Intelligence and speed

At the heart of the sys-
tem is EtherCAT, a 
high-speed industrial 
communication proto-
col that Beckhoff devel-
oped and opened to the 
industry in 2003. With 
cycle times under one 

millisecond, it enables 
real-time responsive-
ness. More than 7,000 
companies worldwide 
have adopted the stand-
ard, creating a vast eco-
system of compatible 
sensors and actuators.

Beckhoff’s modular 
I/O system can moni-
tor individual racks or 
even servers, with en-
ergy measurement ter-
minals tracking power 
at the circuit level. The 
TwinCAT Building 
Automation software 
includes pre-built func-
tion blocks for common 
HVAC tasks - sum-
mer night cooling, de-
mand-based ventilation, 
and time scheduling 
- reducing implementa-
tion time dramatically.

Critically, the plat-
form is open, support-
ing standard protocols 
like BACnet, Modbus, 
and OPC-UA. This al-
lows integration with 
existing systems from 
any vendor, giving oper-
ators flexibility as needs 
evolve.

Built for resilience

For mission-critical fa-
cilities, Beckhoff offers 
controller redundancy: 
two industrial PCs run 
identical programs si-
multaneously with au-
tomatic failover. The 
system continuously 
synchronises data be-
tween controllers, en-
suring no information 
loss during switches. 
For facilities where sec-
onds of downtime cost 
thousands, this provides 
essential insurance.

The regulatory 
imperative

Germany has mandated 
100% renewable ener-
gy use for data centres 
from 2027, requiring 
new facilities to achieve 
a Power Use Effective-
ness (PUE) of 1.2. Oth-
er jurisdictions are fol-
lowing suit. Efficiency 

is shifting from optional 
to mandatory.

Beckhoff’s continu-
ous monitoring enables 
real-time optimisation 
for compliance. By 
tracking PUE, Water 
Usage Effectiveness, 
and Carbon Usage Ef-
fectiveness continuous-
ly, operators spot devi-
ations immediately. The 
system automatically 
adjusts cooling strate-
gies based on outside air 
temperature, occupan-
cy, and workload pre-
dictions.

Why now?

As facilities adopt liquid 
cooling, edge comput-
ing, and distributed ar-
chitectures, orchestrat-
ing these systems grows 
exponentially complex. 
Beckhoff is essentially 
asking: what if we man-
aged data centres like 
advanced manufactur-
ing facilities?

The modular ap-
proach allows operators 
to start with monitoring 
and add control capabil-
ities incrementally. The 
same platform scales 
from edge micro data 
centres to hyperscale 
facilities. And because 
it’s built on standard in-
dustrial PCs, operators 
avoid proprietary ven-
dor lock-in.

For data centre op-
erators facing pressure 
from regulators, utili-
ties, and shareholders, 
the message is clear: the 
future of efficiency isn’t 
just about better chips 
or advanced cooling. 
It’s about treating fa-
cilities as the complex, 
integrated systems they 
are—and controlling 
them with appropriate 
sophistication.

Beckhoff Automa-
tion, headquartered in 
Germany, specialises in 
PC-based control sys-
tems, I/O technologies, 
and automation soft-
ware for industrial and 
building applications.

Data centre automation: Solving the energy paradox

https://lappsouthernafrica.lappgroup.com/
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POLYMER technology 
is increasingly being used 
in heavy-lifting equip-
ment and other industri-
al machinery, where it is 
replacing steel bearings 
for strength and durabil-
ity in a growing range of 
demanding applications.

World-leading poly-
mer bearing manufac-
turer, igus, produces a 
wide range of polymer 
bearings that do not re-
quire external lubrica-
tion and are resistant to 
corrosion. This makes 
them ideal for environ-
ments where dirt, mois-
ture or abrasive particles 
can quickly destroy tra-
ditional bearings. Manu-
factured from advanced 
tribologically-optimised 
polymers, they deliver 
minimal wear and a long 
service life even under 
high loads in applica-
tions like lifting.

“In South Afric,a we 
found that one of the key 
advantages of polymer 
bearings in heavy lifting 
equipment is their abil-
ity to operate reliably in 
‘dirty’ conditions such as 
timber processing, con-
struction and mining. 
Sawdust, sand or grit 
that might cause steel 
bearings to seize or wear 
prematurely has little ef-
fect on polymer surfaces. 
This ensures consist-
ent reduced downtime 
and significantly lower 
maintenance costs,” says 
igus product manager, 
Juan-Eric Davidtz.

He adds that the ver-
satility of polymer bear-
ings extends across in-
dustries. They combine 
strength with lightweight 
design, resist chemicals, 

dampen vibration and 
can be tailored for spe-
cific load or temperature 
ranges. Importantly, 
they last longer than 
steel bearings in many 
real-world applications 
where lubrication is in-
consistent or where con-
taminants are present.

Ten lifting applications 
where polymer bearings 
replace steel for longer 
life:
•	 Scissor lifts – pivot

points and joints that 
handle high loads and 
repeated cycles.

•	 Forklifts – steering, 
mast and lift linkages 
especially in dusty or 
wet conditions.

•	 Boom lifts / cherry
pickers – articulating 
joints that carry heavy
platforms safely.

•	 Crane booms and 
hoists – corrosion-re-

sistant, low-mainte-
nance pivot points.

•	 Dock levellers – 
hinges and pivots 
exposed to continu-
ous movement and 
debris.

•	 Hydraulic lift tables 
– bushings and pins 
that endure high 
compression forces.

•	 Mobile platform lifts 
– bearings that ensure
smooth motion in all 
positions.

•	 Warehouse stackers 
– heavy-duty pivot 
points in compact,
high-use environ-
ments.

•	 Material handling 
trolleys – lift mecha-
nisms that resist wear 
from repetitive loads.

•	 Telehandlers / 
telescopic lifts – joints 
and pivots with 
long-lasting, lubrica-
tion-free operation.

“The adoption of poly-
mer bearings in lifting 
equipment is all about 
educating engineers and 
service technicians who 
are used to using steel 
bearings and lubrications 
and are not yet aware of 
the higher performance 
abilities of our mod-
ern-day polymers. These 
are often much more 
durable and efficient and 
in some cases a simple 
switch to polymer bear-
ings can save companies 
hundreds of thousands 
of Rands in maintenance 
savings. Wherever we 
work with companies to 
find solutions for their 
lifting equipment chal-
lenges we have our cus-
tomer’s designers and op-
erators comment that the 
machines operate more 
reliably and require less 
maintenance in tough in-
dustrial environments,” 
concludes Juan Eric.

Polymer Bearings heavy-lift 
equipment runs longer

Polymers are increasingly being used due to the material’s many 
advantages over steel

By Staff Writer

PLANS to build a 
R13,8-billion port at 
Boegoebaai in the 
Northern Cape are gain-
ing traction, with the 
Industrial Development 
Corporation (IDC) an-
nouncing a tender for 
transaction advisory ser-
vices for the project.

The Boegoebaai Port 
Development, which will 
be located 20 km from 
the border with Namib-
ia,  is a joint project be-
tween the IDC, Trans-
net, and Infrastructure 
South Africa (ISA). The 
port’s goal will be to act 
as an additional export 
point for the mining sec-
tor and a possible green 
hydrogen hub on South 
Africa’s west coast.

The development in-
cludes a deep-water port 
comprising a dry bulk 
export berth and a break 
bulk berth. A new 550 
km rail line connecting 
the new port to existing 
rail infrastructure in the 
Northern Cape is also 
envisaged.

The announcement of 
the transaction advisory 
services tender follows 
Transnet shortlisting 
Boegoebaai Port & Rail 
Consortium, Boegoebaai 
Development Consor-
tium, and Project Ele-
phant Consort, in July 
2023 to submit proposals 
for the design, funding 
and construction project.

The nine-month advi-
sory contract will see the 
winner provide advice 
on legal, commercial, 
financial, and technical 
transaction services, so 
as to enable the success-
ful procurement and 
commercialisation of the 
development of the port.

For years, the devel-
opment of the project 
had seemingly stalled, 
but the announcement 
of this tender, coupled 
with its designation as 
one of ISA’s top seven 
infrastructure projects 
requiring urgent sup-
port, has provided it with 
much-needed impetus.

The ISA is the cen-
tral government agency 
responsible for coordi-
nating and driving the 
national infrastructure 
investment programme, 
with the intent of im-

proving infrastructure 
investment and delivery.

The creation of a port 
is expected to have a sig-
nificant impact on the 
economic development 
of the Northern Cape. 
During construction, 
which is estimated to 
take between three to 
four years, about 3,000 
direct jobs will be cre-
ated, along with about 
14,000 indirect jobs.

Once the construction 
of the port is completed, 
400 permanent jobs will 
be needed to manage 
the port. Over time, an 
estimated 13,770 jobs 
could be created in the 
region.

This will be a 
much-needed boost to 
the Northern Cape gov-
ernment, which has sunk 
deeper into poverty.

In a presentation to 
Parliament in July, the 
Northern Cape said 
poverty in the province 
worsened significantly 
between 2014 and 2024, 
with the number of in-
dividuals living below 

the upper poverty line 
increasing by 33,84%, 
from 611,000 in 2014 to 
817,000 in 2024.

“The percentage of 
the population living 
in poverty rose from 
51,48% in 2014 to 
59,23% in 2024, an in-
crease of 7,75 percent-
age points. This trend 
indicates a growing chal-
lenge in addressing pov-
erty, reflecting potential 
economic stagnation, 
rising costs, or insuf-
ficient social interven-
tions,” it said.

Aside from being an 
export hub for green hy-
drogen and minerals like 
manganese, the port is 
also envisioned to allow 
for the importing of die-
sel.

The proposed port is 
also being looked at as 
a base for the gas and 
oil efforts off the West 
Coast. The Northern 
Cape government told 
Parliament that studies 
are being undertaken by 
SHELL, Total and Pet-
roSA. 

Boegoebaai port project 
gains traction with 

advisory tender

https://www.igus.co.za
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BMG’s dedicated Tools 
& Equipment Lifting 
and Rigging division 
provides solutions for 
lifting and rigging chal-
lenges in all industries, 
including automotive 
and tyre manufacturing, 
paper and pulp, sugar, 
forestry and agriculture, 
as well as marine, con-
struction and mining.

“BMG’s dedicated 
Lifting and Rigging 
team, supplies and sup-
ports a broad range of 
quality branded and in-
dustry-approved equip-
ment, that is enhanced 
by a technical advisory 
and support service, 
designed for simplified, 
efficient and safe pro-
cedures in every appli-
cation,” explains Tanita 
Rousel-Brett, Tools & 
Equipment Lifting and 
Rigging, BMG. “BMG 
specialists consider the 
safe operation of lift-
ing and rigging equip-
ment, as one of the 
most critical aspects 
in materials handling. 
We recommend that 
our customers have 
their equipment inde-
pendently load tested 
annually, or as per ur-
gent requirements and 
inspected every three 
months. BMG has a 
fully equipped trailer 
and is able to offer an 
onsite load testing and 
inspection service for 
convenience and peace 
of mind.”

BMG complies fully 
with the requirements 
of the lifting machine 
and lifting tackle regu-
lations of the Occu-
pational Health and 
Safety Act (OHSA) Act 
85 of 1993. The com-
pany’s Lifting Machin-
ery Inspector (LMI) is 
certified in terms of the 

Engineering Profession 
Act 2000 (Act no46 of 
2000) and is a regis-
tered member of the 
Engineering Council of 
South Africa (ECSA). 

BMG has approval 
from The Department 
of Labour in terms of 
the driven machinery 
regulations 18 (5) of the 
occupational and safety 
Act 1993, for examin-
ing and testing of lifting 
machines and lifting 
tackle. 

BMG’s Kito Crosby 
product portfolio - 
perfectly suited for 
dependable use in de-
manding environments, 
including marine and 
offshore projects - en-
compasses wide body 
and bolt type shackles 
for heavy and critical 
offshore lifts, cold Tuff 
Bolt type shackles for 
lifts conducted in ex-
treme weather condi-
tions and Crosby SP 
load monitoring solu-
tions. ROV shackles 

and hooks are manu-
factured to withstand 
the toughest conditions 
and are suitable for use 
with a variety of re-
motely operated under-
water vehicles. 

BMG is a sub-distrib-
utor in Southern Af-
rica of the Kito Crosby 
brands and product 
portfolio, which in-
cludes Crosby, Gun-
nebo Industries, Cros-
by StraightPoint and 
Crosby IP clamps.

Included in BMG’s 
extensive range of 
tools, lifting and rig-
ging equipment are 
electric, chain and lever 
hoists, geared and plain 
crawls, chain, wire and 
webbing slings and 
hydraulic, pneumatic 
hoists and winches, as 
well as manual Tirfor 
winches and ropes. The 
range also comprises 
high-pressure hydrau-
lic tools, mechanical 
ratchet jacks, jib cranes 
and eye bolts. 

BMG offers complete 
process solutions to 
all sectors of industry, 
which means custom-
ers can access essential 
quality brandåed engi-
neering components, 
technical services and 
support from one well-
established, reliable 
supplier. 

The company’s spe-
cialist divisions - Bear-
ings, Seals and Gaskets, 
Power Transmission, 
Drives and Motors, 
Materials Handling, 
Agriculture, Tools & 
Fasteners, Hydraulics, 
Filtration, Lubrication 
and Field Services – of-
fers an integrated ap-
proach to engineering, 
that guarantees lower 
production costs and 
higher efficiencies.

https://bmgworld.
net/bmg/en/ZAR/c/
B0000816/p/B0000816

BMG lifts safety and 
performance with 

advanced lifting and 
rigging solutions SOUTH Africa has 

taken a major step in 
tackling marine plastic 
pollution with the launch 
of its first harbour-based 
net recycling facility at 
the V&A Waterfront in 
Cape Town.

On 10 October 2025, 
the Minister of For-
estry, Fisheries and 
the Environment, Dr 
Dion George, officially 
opened the container-
ised “micro-recycling 
pod” at Collier Jetty. The 
facility processes end-of-
life fishing nets into re-
usable raw materials for 
the plastics manufactur-
ing industry — a break-
through for the country’s 
blue economy.

“The recycling and 
repurposing of end-of-
life fishing gear pro-
vides a glimpse of what 
a sustainable future can 
look like,” said Minister 
George. “This is how we 

build resilience in our 
blue economy — ensur-
ing that economic activi-
ty supports environmen-
tal protection.”

Developed by 
OCEAN Action Net-
work (OCEAN) and 
Ocean Plastic Technol-
ogies (OPT), the recy-
cling pod is housed in 
a converted shipping 
container and can shred, 
wash, dry and densify up 
to 100 kilograms of used 
nets per hour. By trans-
forming discarded gear 
into clean plastic flakes, 
it prevents waste from 
reaching landfills or the 
ocean and creates new 
economic opportunities 
in recycling and manu-
facturing.

The South African 
Deep-Sea Trawling 
Industry Association 
(SADSTIA) secured 
funding for the pilot 
through the Marine 

Stewardship Council’s 
Ocean Stewardship 
Fund, while the V&A 
Waterfront donated 
space to host and oper-
ate the facility.

Minister George said 
the project supports 
South Africa’s commit-
ments under the Nation-
al Environmental Man-
agement: Waste Act, 
advances Sustainable 
Development Goal 14: 
Life Below Water, and 
aligns with the ambitions 
of the Global Plastic 
Treaty.

“This is more than just 
a recycling project,” said 
Estelle van der Merwe, 
Managing Director of 
OCEAN Action Net-
work. “It’s about protect-
ing marine ecosystems, 
supporting fishing com-
munities, and creating a 
model that can be rep-
licated across the conti-
nent.”

SADSTIA Execu-
tive Secretary Johann 
Augustyn added: “Mit-
igating the impacts of 
ghost gear is essential 
for healthy oceans. We 
hope this pilot inspires 
wider adoption of tech-
nology-based recycling 
solutions.”

OPT plans to replicate 
the model in other coast-
al regions. “By cleaning 
and densifying plastic on-
site, we’re turning waste 
into a resource — and 
building a foundation for 
sustainable job creation 
and growth,” said OPT’s 
Oliver Nudds.

Minister George 
concluded: “Our 
oceans are the life-
blood of South Africa’s 
future. When govern-
ment, business and civil 
society work together, 
we turn waste into op-
portunity — and stew-
ardship into action.”

South Africa launches first 
harbour-based net recycling 

facility at the V&A Waterfront

By Maureen Phiri, 
Director at Oxyon 
People Solutions

THE term ‘logistics’ typ-
ically brings to mind the 
business of trucks, ware-
houses and transport 
routes. However, that 
narrow definition is sim-
ply no longer accurate in 
the current economy. 

Logistics has evolved 
into the backbone of 
every sector, connecting 
people, processes and 
products or even servic-
es across industries. As 
technology reshapes the 
way goods and informa-
tion move, the success of 
South Africa’s workforce 
will increasingly depend 
on its ability to master 
new logistics skills: digital 
literacy, data handling, 
systems thinking and 
collaboration across in-
dustries.

A new definition of 
logistics

Every business relies on 
logistics. Behind every 
product launch, infra-
structure project or ser-
vice delivery is a complex 
network of planning, 
movement and coordi-
nation. Logistics is what 
turns production into 
progress, and it extends 
far beyond physical trans-

port. Today, logistics is 
about managing intelli-
gent systems and infor-
mation flows as much as 
trucks and cargo. Artifi-
cial intelligence, robotics, 
cloud computing and the 
Internet of Things (IoT) 
are transforming supply 
chains into smart, inter-
connected ecosystems. 
This shift demands a 
new generation of profes-
sionals who can interpret 
data, integrate digital 
tools and optimise op-
erations across multiple 
sectors.

Building the skills for a 
digital logistics economy

To stay relevant, South 
Africa’s workforce must 
evolve alongside these 
systems. Traditional op-
erational expertise must 
be paired with technical 
fluency, which requires 
an understanding of how 
to work with data, au-
tomation and analytics. 
The logistics professional 
of tomorrow may never 
step inside a warehouse; 
instead, they may design 
digital platforms, moni-
tor sustainability metrics 
or manage energy distri-
bution networks.

This evolution opens 
opportunities for upskill-
ing and reskilling across 
all levels of the econo-
my. Continuous learning 
programmes that focus 
on technology integra-
tion, leadership, data 
analysis and communi-
cation will help work-
ers and businesses stay 
relevant in this digital 
future. Companies also 
have a vital role to play by 
making these opportu-

nities accessible, break-
ing training down into 
manageable, step-by-step 
pathways that empower 
people to participate in 
the digital transition rath-
er than fear it.

Rethinking roles in a 
connected logistics world

As logistics becomes 
increasingly technical 
and interconnected, 
traditional distinctions 
between manual and of-
fice-based work no longer 
apply. Today’s logistics 
environment demands 
a blend of operational 
expertise and digital ca-
pability – people who can 
combine practical experi-
ence with data-driven de-
cision-making and tech-
nological insight. This 
integration of hands-on 
knowledge and analytical 
skill is what will define 
the logistics workforce of 
the future.

Roles such as cloud 
logistics architect, sus-
tainability compliance 
specialist and IoT device 
technician are emerging 
as critical to the future of 
logistics. These positions 
require different training 
and mindsets but share 
a common foundation: 
the ability to manage 
complexity and deliver 
efficiency through tech-
nology. Recognising and 
investing in these skills 
will elevate logistics from 
a support function to a 
strategic growth driver.

Diversity and inclusion 
as enablers of innovation

Developing South Afri-
ca’s logistics workforce 

also means widening 
the talent pipeline. En-
couraging participation 
from women, youth, and 
diverse communities 
expands the skill base 
and stimulates innova-
tion. Diversity is not just 
about representation; it 
is about building teams 
that think differently 
and bring fresh solu-
tions to complex logisti-
cal challenges.

From operating 
AI-assisted vehicles to 
managing data-driv-
en supply networks, 
the next generation of 
logistics professionals 
will need creativity as 
much as competence. 
Nurturing that diversity 
of thought is essential 
to ensuring South Af-
rica remains compet-
itive and inclusive as 
the world transitions to 
smart logistics.

The logistics of 
everything

Logistics is no longer 
a single industry; it is 
the operating system 
of modern economies. 
By investing in digital 
skills, fostering lifelong 
learning and champi-
oning inclusion, South 
Africa can turn the 
logistics transformation 
into a catalyst for em-
ployment, innovation 
and growth. Every sec-
tor, from mining and 
energy to healthcare 
and retail, depends on 
logistics. Both the chal-
lenge and the oppor-
tunity lie in preparing 
people with the skills to 
manage the logistics of 
everything.

Logistics of everything - the hidden 
force redefining the future of work
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THE NEXT GENERATION
Internships, Skills & Development Programmes

IN celebration of STEM Day 2025 on 8 
November, global infrastructure leader 
AECOM is shining a spotlight on the 
bright young minds shaping South Afri-
ca’s engineering future and the initiatives 
that make their journeys possible. 

Through bursaries, mentorship and 
university partnerships, the company 
continues to nurture a new generation 
of professionals equipped to design sus-
tainable solutions for a rapidly evolving 
world.

Bursary students who became 
professionals

AECOM’s bursary programme continues 
to be a cornerstone of its talent develop-
ment strategy, providing access to higher 
education for students from diverse back-
grounds. Former bursary students such 
as Krisha Radia, Thomas Manzie, and 
Belinda Herbst have each transitioned 
from university to professional practice 

through AECOM’s structured mentor-
ship and development initiatives.

For Radia, now a Candidate Structural 
Engineer, the bursary opened doors to 
both academic and professional growth. 
“The bursary programme created a path-
way to mentorship, industry exposure and 
real project experience that shaped my 
career direction.” 

Through coordinating AECOM’s job 
shadowing initiatives, she now mentors 
and aims to inspire learners herself, clos-

ing the loop of opportunity.
Manzie, who joined AECOM after 

completing his studies, describes the 
company as “a learning organisation” 
that allows employees to test, innovate 
and grow. “I was surprised by the free-
dom to explore new tools and methods,” 
he says. “That space to learn is where in-
novation thrives.” His experience reflects 
AECOM’s broader culture of curiosity 
and collaboration, where problem-solv-
ing and communication are as valued as 
technical proficiency.

For Herbst, an Engineer, AECOM’s 

support extended far beyond her studies. 
“The company encourages continuous 
learning through study leave, external 
training and AECOM University,” she 
notes. “It is about empowering us to keep 
improving.” 

Herbst believes technology mastery, 
from AI and digital twins to climate re-
silience design, will distinguish the next 
generation of professionals, but she cau-
tions that “communication and collabo-
ration remain key to making those tech-
nologies meaningful.”

Promoting STEM engagement at schools 
and universities

AECOM’s long-term commitment to 
STEM development goes beyond indi-
vidual bursaries. The company actively 
partners with schools and universities to 
create hands-on experiences and mentor-
ship opportunities that demystify STEM 
careers. 

These initiatives are driven by profession-
als such as Yvonne Bosch, Lizbe Henze 
and Qabilah Abramjee, who each help 
coordinate outreach and education pro-
grammes nationwide.

Bosch, an Associate Quantity Sur-
veyor, highlights that AECOM’s youth 
development approach combines “prac-
tical exposure, experiential learning, and 
mentorship.” 

Through job shadowing, speed net-
working and partnerships with organ-

isations like Nzalo Careers, AECOM 
reaches learners from township and rural 
communities, introducing them to engi-
neering, digital and quantity surveying 
disciplines. 

One standout initiative, the Middel-
burg District Hospital project, included 
on-site technical training for young peo-
ple, demonstrating how infrastructure 
projects can also drive education and em-
powerment.

Henze, an Engineer, adds that AE-
COM’s involvement with schools and 
universities “helps learners and students 

see real-world applications of what they 
study.” By engaging early and maintain-
ing long-term relationships with partici-
pating schools, AECOM has seen mea-
surable interest from learners pursuing 
STEM pathways year after year. 

For Abramjee, a Professional Quantity 
Surveyor, AECOM’s culture of lifelong 
learning is central to its impact. From 
bursaries for postgraduate studies to 
mentoring young graduates, she believes 
AECOM’s greatest contribution lies in 
its inclusive environment. “Diverse per-
spectives lead to the best solutions,” says 
Abramjee. “Whether it is through AI 
and sustainable technologies or mentor-
ship and outreach, our goal is the same, 
which is to make a tangible difference in 
people’s lives.”

Building a resilient STEM future

Across all responses, a common theme 

emerges in that AECOM’s belief that in-
novation, diversity and mentorship are 
inseparable. By supporting young South 
Africans through bursaries, training and 
exposure, the company is ensuring that 
the next generation of engineers, scien-
tists and designers can meet the country’s 
complex environmental, economic and 
social challenges with creativity and con-
fidence.

As STEM Day 2025 celebrates inno-
vation worldwide, AECOM reaffirms its 

commitment to building opportunity one 
learner, one project and one idea at a 
time.

AECOM champions the next generation 
of innovators this STEM Day

Krisha Radia. Belinda Herbst.Thomas Manzie.

Yvonne Bosch. Lizbe Henze.  Qabilah Abramjee.
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By Chantelle Botha

WHILE companies invest millions in AI 
training and digital transformation, they’re 
missing a critical insight: as machines get 
better at analysis and optimisation, the real 
competitive advantage is an authentic hu-
man connection. And most of the leaders 
jumping on the AI bandwagon are spectac-
ularly missing the boat. 

The irony is striking. We’re training 
leaders to compete with technology instead 
of mastering what makes them irreplacea-
ble. Walk into any leadership programme 
and you’ll see modules on emotional intel-
ligence and empathy – all being taught to 
executives who confuse professional com-
petence with identity integrity.

You can’t develop authentic human capa-
bilities without first knowing who you actu-
ally are. Most leaders believe they’ve done 
this work. They point to their 360 reviews 
and personality assessments. But knowing 
your professional profile isn’t the same as 

understanding your authentic integrity. It’s 
the difference between reading your resume 
and examining what you truly value.

Four practical shifts leaders 
need to make today

Start with identity

Before your next team meeting, ask your-
self: What are my non-negotiable values, 
and when did I last compromise them to 
avoid conflict? Leaders who don’t embody 
their values inevitably shape-shift to meet 
expectations, creating the confusion and 
distrust that breeds toxic cultures.

The practical action: Write down three 
values you claim to hold. Then audit your 
last week. Did your actions reflect them? If 
not, why not?

Connect the dots

Emotional intelligence without authentici-
ty becomes sophisticated people-pleasing. 
Creativity without self-knowledge becomes 
performative innovation. Yet most pro-
grammes treat these as separate skills. Au-
thentic creativity and genuine emotional 
intelligence both require the same founda-
tion: identity integrity and having the cour-
age to stay true to it, especially when it’s 
uncomfortable.

The practical action: Before your next 
difficult conversation, pause for sixty sec-
onds. Ask yourself: “Who am I in this 
moment, and how does that inform my re-
sponse?” This simple check prevents auto-
pilot reactions that erode trust.

In a digital world, go analogue

Your competitive advantage lies in the 
fundamentally human interactions your 

competitors have abandoned, not your tech 
arsenal. While everyone else is automating 
every touchpoint, the leaders who stand 
out are the ones going radically old-school.
The practical action: This week, replace 
three digital interactions with analog ones. 
Instead of Slack messages, walk to some-
one’s desk. Instead of email updates, gath-
er your team in a room. Instead of schedul-
ing a Zoom, grab coffee in person. These 
“inefficient” moments are where trust gets 
built, where real problems surface, and 
where the breakthroughs happen that no 
AI can orchestrate. The basics that make 
us human are your only sustainable edge.

Pick up the phone

Stop hiding behind “I sent a message and 
I’m waiting for a response.” Real connec-
tion requires real conversation. Teams 
perform exponentially better when people 
feel safe to show up as humans, not just 
role-players checking boxes.

The practical action: This week, have one 
unscheduled conversation with someone on 
your team where you ask, “What’s really go-
ing on?” and actually listen. No agenda. No 
solutions. Just genuine curiosity.

The real stakes

This isn’t about becoming a “better” lead-
er - it’s about survival in an AI-drenched 
world. The leaders who thrive in the next 
decade will master the integration of both 
knowing themselves deeply and connecting 
with others authentically. 

AI will transform your industry, and your 
teams will need to leverage it. But not at the 
expense of developing the irreplaceable hu-
man capabilities that will matter when your 
identity integrity is ultimately all that will 
differentiate you. Are you preparing them 

to compete with machines, or to lead with 
the humanity that machines can’t replicate?

Chantelle Botha is known globally as The 
Catalyst - an Identity Architect who inte-
grates integrity from the bedroom to the 
boardroom. As founder of Phoenix and au-
thor of “Phoenix Rising,” she challenges con-
ventional leadership paradigms through her 
signature (se)X-Factor framework. Her un-
conventional approach to authenticity and 
transformation has made her a sought-after 
speaker who doesn’t just inspire - she ignites. 
Having risen from personal depths to global 
influence, Chantelle leads a movement of 
personal reinvention with her straight-shoot-
ing, transformational style.

Phoenix Rising Mauritius – For Women 
Who Are Beautifully Over It

December 2-5, 2025
Let's talk.
Email: 
chantelle@phoenixconfidence.com
WhatsApp: 
+27 83 476 4265
Learn more:
www.phoenixrisingmauritius.com

Why most leaders are preparing for the wrong future

AS businesses race to close out the year, 
a growing threat is quietly eroding South 
Africa’s productivity: workplace burnout. 
With 36% of employees experiencing dai-
ly stress and over 71% disengaged at work, 
the impact on the economy is staggering - 
and climbing. 

Recent data shows that unplanned ab-
senteeism costs South African organisa-
tions around R25 billion annually, while 
mental health-related productivity losses 
drain the economy of a further R161 bil-
lion every year. The financial and human 
toll has made employee wellbeing not just 
an HR priority, but a strategic business and 
health imperative as well.

“No business can thrive without a healthy 
workforce,” says Michelle Ward, Head of 
Talent at Bestmed Medical Scheme. Cur-
rently, corporate groups make up 60% of 
Bestmed’s membership base, signalling 
a clear shift towards integrated wellbeing 
solutions that go beyond traditional med-
ical cover. “Employers are starting to rec-

ognise that investing in healthcare is fun-
damental to good business practice”.

As one of South Africa’s leading medi-
cal schemes, Bestmed has seen a marked 
increase in corporates prioritising employ-
ee health as a core benefit, seeking out 
comprehensive healthcare benefits and 
wellness programmes that can complement 
their Employee Assistance Programme 
(EAP).

These employee-based healthcare mod-
els combine preventative care, mental 
health education and chronic disease man-
agement to help curb burnout before it 
leads to absenteeism or presenteeism. Pro-
grammes built around a biopsychosocial 
model provide access to on-site and off-
site professionals who diagnose and treat 
stress-related conditions - making profes-
sional care both accessible and normalised.

The results are tangible. When em-
ployees are supported through wellness 
screenings, counselling services and health 
education, they show higher engagement, 
lower turnover and improved performance. 
The return on investment in wellbeing 
strategies can be measured not only in 
productivity gains but in the creation of a 
healthier, more resilient workforce.

As Ward notes, “We’ve seen first-hand 
that companies willing to invest in the 
basics, from onsite nurse consultations to 

mental health programmes, are the ones 
reaping the benefits in staff morale, re-
tention and overall output. Wellness has 
become an economic lever, not an expense 
line.”

As the year draws to a close, organisa-
tions would do well to seek a partner that 

provides solutions to health challenges to 
make the journey a less complicated one. 
The cost of ignoring employee health is far 
higher than the cost of investing in it - and 
in 2026, the businesses that thrive will be 
those that treat health and wellbeing as a 
competitive advantage,” concludes Ward.

Workplace burnout becomes South Africa’s silent 
productivity killer

"Employers are starting to 
recognise that investing in 

healthcare is fundamental to good 
business practice"

https://www.fastenright.co.za



