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IT would be fair to say 2016 was a most 
eventful year – although most of the 
Western Cape business community 

might have preferred not to have endured 
ructions in the exchange rate, the prolonged 
drought and numerous political curve balls.
In truth – at this delicate juncture – it does 
seem 2017 will prove every bit as challeng-
ing for local businesses. But – while surviv-
ing the slings and arrows of South Africa’s 
outrageous fortunes might be foremost in 
people’s minds – indications are that the 
year ahead will see the unfurling of some 
exciting developments across many eco-
nomic sectors in the Western Cape.

Looking into our crystal ball, here 
are the 17 developments that might pan  
out in 2017.

1) TAKING A RAIN CHECK: While 
most parts of the Western Cape look a 
little low on water (following below aver-
age winter rains) it does seem big summer 
downpours further north should break the 
prolonged drought that has played havoc 
with agricultural input prices (especially in 
the plucked poultry sector). If agricultural 
conditions do improve in the months ahead 
Cape Business News (CBN) reckons the 
fortunes of PSG-owned agri-business inves-
tor Zeder – which owns stakes in Pioneer 
Foods, Capespan, Zaad, Quantum Foods 
and Kaap Agri – will be worth monitoring 
closely. Of interest will be whether Zeder 
encourages Capespan to expand their fruit 
farming endeavours, and whether there will 
be enthusiasm for seed business Zaad to ex-
pand its product basket. Another possible 
development might see KwaZulu-Natal-
based Crookes Brothers expanded their de-
ciduous fruit footprint in the Western Cape.

2) SHAKEN NOT STIRRED: The West-
ern Cape liquor industry is likely to take on 
a whole new flavour this year. KWV’s oper-
ating assets and liquor brands have already 
been sold to international entrepreneur 
Vivian Imerman’s Vasari. Neither PSG or 
HCI had any luck pouring consistent prof-
its from KWV in the last decade, so will be 
interesting to watch how Vasari looks to 
fortify the margins in KWV’s award win-
ning brandy and wine brands. This year 
will also almost certainly see SABMiller 
selling its 28% stake in Stellenbosch-based 
liquor brands conglomerate Distell to 
Remgro, which already owns roughly 34% 
of the company. With the Rupert family 
controlled Remgro ‘large and in charge’ at  

Distell, CBN reckons the chances of 
some inspired deal-making are greatly en-
hanced…especially with former SABMiller 
executive Richard Rushton at the helm. 
One small deal that CBN is pondering is 
whether Brait – the investment company 
controlled by retail tycoon Christo Wiese 
– might sell off its stake in wine and spirits 
group DGB. There would certainly be no 
shortage of buyers.

3) INDUSTRIAL HEADWINDS: The in-
dustrial landscape in the Western Cape has 
looked rather bleak in the last 18 months 
with the prospects for large Cape Town-
based contenders like Invicta and Torre 
somewhat brittle. At the time of writing 
CBN had also heard the sad news that 
ship-building stalwart DCD Dorbyl was 
heading for business rescue. Invicta and 
Torre might be worth watching in 2017. 
Both companies have built their respec-
tive growth engines by acquisition, and 
– with so many industrial companies trad-
ing under stressful conditions – still have 
muscular balance sheets to pounce on  
well-priced opportunities.

4) LAND-HO: The local property sec-
tor appears ready to tick along very nicely 
this year. Respected property guru Mike 
Flax has already recently taken Spear to the 
JSE. Spear is a dead-ringer for Spearhead, 
the company Flax brought to market over 
a decade ago (and then sold to real estate 
giant Redefine). Like Spearhead Spear is 
exclusively focussed on Western Cape prop-
erty. It also appears that Trematon Capital 
might be gearing up for listing two property 
companies – including one in the residential 

space. This year might also be a big year for 
empowerment group HCI, which has be-
come increasingly adventurous in its prop-
erty development endeavours of late.

5) SHOP TILLS WILL DROP: The hand-
ful of Cape Town-based retail giants are 
likely – judging from recent trading updates 
– to be in for a tough year as consumers 
come under increased pressure. Shoprite 
(see “Farewell to the king”) and Pick ’n Pay 
look best positioned in terms of profitabil-
ity with Woolworths and fashion retailers 
Foschini and Truworths likely to struggle to 
grow bottom line. But niche retailers like 
sportsware specialist Holdsport, fashion re-
tailer Rex Trueform and catalogue retailer 
Homechoice may well surprise with fairly 
robust performances.

6) DIAMOND DAYS: The last great 
Cape Town-based diamond mining firm, 
Trans Hex Group, is now under control of 
two of the country’s most respected inves-
tors, retail tycoon Christo Wiese and top 
rated asset manager Piet Viljoen. Trans Hex 
– which still has a large cash pile – needs 
to get bigger in order to secure longer term 
viability, and Wise and Viljoen may well be 
able to uncover a few gems to acquiring in 
the year ahead.

7) CHIPS ARE DOWN: Will 2017 be the 
year that the Western Cape Government gives 
the green light to a second casino in Cape 
Town to rival GrandWest – which has enjoyed 
an extended period of exclusivity in the city. 
Gaming group Tsogo Sun appears to think 
so. The company has bought the shares it did 

Seventeen for 17

THE long reign of Whitey Bas-
son – the CEO of Shoprite 
Holdings – as the king of South 

African retail is almost over.
After nearly four decades, Basson 

will soon retire from executive duties 
at Shoprite – the Parow-headquar-
tered retail chain that generates over 
R130bn in sales from 1,855 (Shoprite, 
Checkers and OK) stores and 359 con-
venience and liquor stores. When Bas-
son started Shoprite the company was 
worth just R1m.

What is amazing about Basson’s 
retail career is the longevity in the 
CEO post at Shoprite. Shoprite’s ma-
jority shareholder and retail tycoon 
Christo Wiese consistently backed 
Basson through many changes in the 
local retail landscape when others 
might have suggested that putting new 
hands on the tiller might have been a  
prudent move.

Rival Pick ’n Pay has seen three 
CEOs in the last decade alone. Indeed 
Wiese’s other great retail venture, 
fashion retailer Pepkor (Pep and Ack-
ermans), saw numerous leadership 
changes over the decades. Shoprite, 
however, remained Basson’s baby.

Basson came from an accounting 
background before joining Wiese’s 
fledgling Pep Stores in the 1970s. Be-
fore long Basson had become a mem-
ber of the Pep board, and later took 
the role as head of operations.

In late 1979 Basson managed to 
snap up a small eight store Western 
Cape-based grocer, named Shoprite, 
from the Rogut family.

During 1980 Shoprite was restruc-
tured – mainly involving the closure 
of some stores and opening of new 

Farewell to 
the king

http://www.bonfiglioli.com
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Cost competitiveness and absolute 
reliability are the hallmarks of WEG 
Variable Speeds Drives and WEG 
electric motors. These state-of-the-
art products offer functionalities that 
meet all HVAC requirements. And this 
is underpinned by Zest WEG Group’s 
responsiveness when it comes to 
technical and after sales support.
 
The Zest WEG Group, a subsidiary of 
leading Brazilian motor and controls 
manufacturer WEG, started out as a 
South African company and maintains 
its strong commitment to contributing 
to the development of the African 
region. By leveraging best practice 

engineering and manufacturing 
capabilities, the group is able to offer 
a range of standard off-the-shelf 
products as well as end-to-end 
energy solutions.
 
An in-depth understanding of the 
requirements for HVAC applications, 
access to quality product solutions 
and years of experience have ensured 
that the Zest WEG Group service 
offering is fit-for purpose. From single 
product installations to individually 
customised solutions, which are 
application specific, the latest 
technology is used to ensure optimum 
performance and reliability without 

compromising on energy efficiency. 
WEG products are engineered to 
facilitate a safe and reliable plant 
environment with operational stability 
and the highest possible production 
levels as an objective.
 
Reduced maintenance and ease of 
serviceability assist in lowering the 
total cost of ownership for operations. 
Supporting customers is key and 
the Zest WEG Group operates a 
strategically situated network of 
branches and distributors across the 
continent. This ensures the highest 
levels of technical support as well as 
easy access to product and parts.

www.zestweg.comTel: +27 11 723 6000

RELIABLE 
ENERGY 
SOLUTION
for the heating, ventilation and 
air conditioning industry.

1 Motor Control Centres
2 Distribution Transformers
3 Mini Substations 
4 Diesel Generator
5 Indoor Customisable Control Panels
6 Premium Efficiency Motors 
7 Variable Speed Drives
8 Soft Starters
9 Direct Online Starters (DOL)
10 Motor Protective LV Switchgear
11 Push Buttons and Pilot Lights
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SCAN HERE 
for more about our offerings.
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ACCESS to an original 
equipment manufac-
turer (OEM) that can 
cover the full electrical 
scope of supply for mill 
applications is a major 
advantage and this is ex-
actly what secured the 
Zest WEG Group the 
contract for the supply 
of an energy-efficient 
solution to drive the 
mill at Yanfolila Gold 
Project in Mali.

Yanfolila Gold Proj-
ect is being developed 
by Hummingbird Re-
sources as a low-cost, 
high-grade open pit 
mining operation. Its 
first gold production is 
targeted for 2017.

Following close col-
laboration with the mill 
OEM (Original Equip-
ment Manufacturer), 
Zest WEG Group pro-
vided an optimum so-
lution, which will meet 
the performance pa-
rameters of the milling 

circuit while ensuring 
cost-efficient operation.

David Claassen, Ex-
ecutive, Zest WEG 
Group said that this 
is a good example of 
where the group is able 
to leverage not only 
its extensive expertise 
in electrical solutions 
for mill circuits, but 
its access to a com-
prehensive range of  
quality products.

Zest WEG Group is 
the South African sub-
sidiary of leading Brazil-
ian motor and controls 
manufacturer, WEG.

The group’s product 
line-up includes low 
and high voltage elec-
tric motors, vibrator 
motors, variable speeds 
drives, softstarters, 
power and distribution 
transformers, MCCs, 
containerised substa-
tions, mini-substations, 
diesel generator sets, 
switchgear and co-gen-

eration and energy so-
lutions as well as electri-
cal and instrumentation 
construction and project  
execution services.

Claassen says that be-
ing in this enviable posi-
tion, Zest WEG Group 
is able to exercise ab-
solute control over the 
packaged solution in-
cluding shortening lead 
times and offering cus-

tomers the flexibility in 
meeting exact applica-
tion requirements.

The electrical solution 
for Yanfolila Gold Mine 
includes a 2,000kW, six 
pole, 6,6kV squirrel cage 
WEG electric motor, a 
medium voltage WEG 
variable speed drive 
(VSD) and a dry type 
phase shift transformer. 
The VSD and trans-

former will be housed 
in a custom engineered 
and manufactured sub-
station. The sub-station 
will be manufactured 
and fully tested at Zest 
WEG Group’s sub-sta-
tion and panel facility  
in Johannesburg.

“Another very impor-
tant advantage to the 
customer is that in deal-
ing with a single OEM, 
the fully-completed 
electrical solution will 
be shipped to site as a 
plug-and-play solution,” 
concludes Claassen.

The electrical solu-
tion is scheduled for 
delivery to site in Q1 
2017 and Zest WEG 
Group will be respon-
sible for all interfacing 
between the VSD and 
upstream MV switch-
gear, output isolation 
and complete control 
and protection sys-
tem including frozen 
charge protection.

Energy efficient solution from 
Zest WEG Group

David Claassen, Executive, Zest WEG Group.

CAPE Town-based 
Premier Fishing has 
confirmed its listing 
on the JSE this year, 
and with that develop-
ment the company has 
offered some interest-
ing insights into future  
profit projections.

While PremFish is the 
smallest of the big four 
local fishing companies 
– which include the mas-
sive Oceana as well as 
Sea Harvest and I&J – 
there appear to be plans 

to dramatically boost the 
size of the profit catch.

According to an inves-
tor document published 
by parent company Af-
rican Empowerment 
Equity Investments 
(AEEI), PremFish could 
land post profit after tax 
of R77m and R117m in 
the years to end Febru-
ary 2017 and 2018.

Premfish also aims 
to raise some R635m in 
fresh capital from inves-
tors when it lists. This 

will give the company a 
considerable war chest 
with which to pursue 
selected acquisitions in 
the fishing sector and 
the complete expansion 
of certain key initiatives.

There are increasingly 
audible rumours that 
PremFish is looking to 
take over the Saldanha 
Group – although any 
number of family owned 
fishing enterprises could 
be up for sale in the run-
up to the 2020 fishing 

rights allocations. But 
the fresh capital will 
also come in handy for 
funding the production 
expansion at PremFish’s 
promising abalone farm 
and accelerate initiatives 
in the fishmeal and pil-
chard canning segment.

As things stand, 
PremFish revolves 
mainly around its south 
coast and west coast lob-
ster catches – which earn 
the company a slab of  
hard currency.

But PremFish – unlike 
Oceana (Lucky Star), 
Sea Harvest and I&J – 
does not own household 
seafood brands…yet.

The farmed abalone 
– branded Atlantic aba-
lone – as well as alloca-
tions in the hake, pe-
lagic and squid sectors 
could offer some value 
adding brand building 
opportunities.

Should the envis-
aged listing plans ma-
terialise then PremFish 
could hold a market 
value of between R1bn 
to R1,5bn – depend-
ing on the appetite of 
the investment mar-
ket. That’s not a bad 
number for a company 
that only ten years ago 
looked a leaky business 
at risk of sinking.

What might also 
buoy investor confi-
dence in PremFish’s 
listing is that the much 
larger Oceana Group 
finished 2016 with a 
stunning set of finan-
cial results. Revenue 
grew 34% to R8.2bn 
in the year to end Sep-
tember with operating 
profit surging 69% to 
R1.73bn. Most impres-
sive was that Oceana’s 
gross margin was a fat 
39% and its operating 
margin 21%.

Although the num-
bers were helped enor-
mously by the recently 
acquired Daybrook 
fish meal and fish oil 
business in Louisi-
ana, the core Luck 
Star canned pilchards 
business put in a  
robust performance.

Oceana CEO Fran-
cois Kuttel said Lucky 
Star sales volumes in 
South Africa grew by 
15% driven by com-
petitive pricing and 
continuity of supply.

Premfish baits investors
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www.dosetech.co.za

 ■ Dosing systems and disinfection systems
 ■ Process measuring and control technology
 ■ Extensive pre- and after-sales service

Tel: +27 113975120
www.sera-web.com/en-za

EXCELLENCE IN 
CHEMICAL DOSING
For all applications.

 ■ Dosing and feeding pumps
 ■ Fittings and accessories

WITH summer upon 
us, companies with 
large doorways that 
allow easy access will 
have to find a way of 
maintaining the indoor 
temperature to ensure 
comfortable working 
conditions.

Wim Dessing, Man-
aging Director, Apex 
Strip Curtains, and the 
South African pioneer 
of the use of flexible 
PVC strips in a num-
ber of industrial ap-
plications, says that it 
is important to deal 
with a reputable com-
pany when selecting 
the most appropriate  
option to do this.

Dessing’s company 
offers a range of so-
lutions including the 
traditional Apex Strip 
Curtain, which fea-
tures the patented  
Balledge design.

“While general pur-
pose strip curtains will 
certainly do the job in 
closing off a doorway 
and prevent the ingress 
of hot air into a working 
area, it may not be the 
most appropriate solu-
tion for a particular ap-
plication,” he said.

Dessing urges com-
panies to look at alter-
natives means of sealing 
doorways, and says that 
the range of products 
available today cater 
for both application and 
budget requirements.

The days of just in-
stalling a roller shutter 
door are long over. The 
company manufactures 
a range of fast action 
roll-up and fold-up 
doors which are suitable 
for applications ranging 
from food preparation 
and the hospitality in-
dustry through to min-
ing and manufacturing.

All doors have been 
designed using quality 
materials and compo-
nents to offer a product 
that is safe to operate, 
extremely rugged and 
an effective barrier.

For example, the 
standard Traffic fold 
up door, which is ide-
ally suited to provide 
exterior access in pro-
duction plants, ship-
ment areas and ware-
houses, is designed to 
resist wind loading of 
up to 50kph. A custom 
model of the door is 
also available that can 
withstand speeds of up 
to 9050kph.

The Traffic door is 
manufactured from 
strong self-extinguish-

ing Class 2 fabric, which 
offers excellent thermal 
insulation and vision 
windows are incorpo-
rated into the panels. 
The supporting struc-
ture is of high-quality 
galvanised steel. Instal-
lation is exceptionally 
quick and easy, because 
the support structure 
contains all the electric 
drive gear and a special-
ised mechanical coun-
terbalancing system.

Like other doors in 
the range, the Traffic 
door is controlled by 
an electric unit which 
complies with all IEC 
regulations and can be 
activated by any type of 
remote control equip-
ment including photo-
cells, pressure sensitive 
mats, movement detec-
tors or induction loops. 
To facilitate safety, the 
door is fitted with a re-
lease lever that opens it 
from either side in the 
event of a power failure 
or malfunction.

Safety features have 
also been incorporated 
and continuity of op-
eration is ensured by a 
set of back-up batter-
ies housed close to the 
electrical control panel. 
The door has a sensor 
bar on its lower edge 
which, in the case of 
an accidental collision, 
opens the door imme-
diately no matter what 
stage in its cycle.

Another fast ac-
tion roll-up door in 
the range is the Sector 
– a panel and window 
model – which uses the 
same counterbalancing 
system. This has an ex-
tension spring activated 
by a release lever to fa-
cilitate semi-automatic 
re-opening.

All the doors are en-
gineered for extensive 
opening and closing ac-
tions, and require virtu-
ally no maintenance. 
However it is vital that 

the correct door be se-
lected and factors, such 
as doorway size and 
the type and volume of 
traffic moving through 
this opening must 
be considered in the  
purchasing decision.”

Apex Strip Curtains 
provides a technical in-
formation service to as-
sist companies in select-
ing the most appropriate 
door. Installation and 
commissioning is also 
part of the package.

Seal doorways before the 
heat of summer hits

For the safety conscious business, the high-speed 
doors available from Apex Strip Curtains features a 

proximity sensor.

NASHUA Limited has 
been a major player in 
the South African of-
fice automation market 
for over 40 years. By 
constantly improving 
and innovating their 
service offering, and 
through a calculated 
shift to a full-service 
business solutions pro-
vider, the company says 
it has become a trust-
ed name in Southern  
African business.

Since its foundation 
in 1973, Nashua has 
remained committed 
to quality service, living 
true to the iconic payoff 
line “Saving you time. 
Saving you money. Put-
ting you first.” Though 
it’s undergone a funda-
mental shift in service 
offering, the company 
retains its most valuable 
brand principle: cus-
tomer focus.

It’s this dedication to 
putting the customer 
first that’s earned Nash-
ua its reputation of reli-
ability and unwavering 
support, with a network 
of over 60 franchises.

In 2007, Nashua be-
gan overhauling, rede-
signing and reimagining 
the scope of their service 
offering. Having partici-
pated in the office auto-
mation market in South 
Africa for some time, 
the company decided to 
extend their reach by be-
coming a full-service of-
fice solutions company.

By shifting focus from 
providing hardware to 
offering integrated busi-
ness solutions that allow 
customers to increase 
efficiency, lower opera-
tional costs and boost 
productivity, Nashua 
want to revolutionise 
the industry with partic-
ular focus on managed 
print services (MPS) 
and managed document 
services (MDS).

Building on a rich her-
itage of printing hard-
ware, Nashua continues 
to offer the highest qual-
ity devices, to assist print 
rooms, commercial sys-
tems and small end de-
vices to operate at maxi-
mum capacity. With 
this offering, comes the 

natural progression to 
MPS, which can signifi-
cantly drive down organ-
isational costs and envi-
ronmental impact.

In 2015, the company 
introduced Nashua 
Voice, a low-cost, high-
quality IP-based tele-
phony service. This end-
to-end solution allows its 
clients to improve and 
enhance business com-
munication, both inter-
nally and externally.

With a vision to over-
haul the business solu-
tions industry, so too has 
Nashua remained true 
to its mission to support 
underprivileged com-
munities and drive social 
change in the communi-
ties who need it most.

The Nashua Chil-
dren’s Charity Founda-
tion (NCCF) supports 
some 15,000 under-
privileged children. The 
foundation provides 
food, cleaning mate-
rials and toiletries to 
a network of 72 chil-
dren’s charities, in the 
hopes of creating sus-
tainable, child-friendly 

living conditions. The 
NCCF also supplies sta-
tionery, school clothes 
and bags to needy chil-
dren in townships. In 
addition, the NCCF 
spearheads building 
projects and facilitates 
upgrades to existing  
community centres.

Nashua believes re-
ducing the environmen-
tal impact of business 
is a core responsibility 
of the modern, mindful 
organisation. From the 
devices themselves and 
energy-saving function-
ality, to changing the 
way people work, Nash-
ua takes a holistic view 
of the many small steps 
businesses can take to 
make a big change.

Nashua has trans-
formed and progressed 
over the years, always 
looking to better under-
stand and improve the 
structure of the modern 
workspace, but the val-
ues and principles at the 
core of the business re-
main the same – integ-
rity, modernisation and  
customer-centricity.

Over 40 years in business and 
still putting the customer first

http://www.apexstrip.co.za
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stores. Although Bas-
son had been given a 
brief to expand Shop-
rite as quickly as pos-
sible, there were stum-
bling blocks. One of 
the major challenges 
was securing new  
stores openings.

His first acquisi-
tion was six old Ack-
ermans food stores in 
1984. But there were 

setbacks. Shoprite lost 
the 27 store Grand 
Bazaars Group, which 
was snaffled away by  
a competitor.

The 1980s also saw 
Basson pushing Shop-
rite into rural mar-
kets before advanc-
ing on South Africa’s  
major cities.

Basson quietly infil-
trated most markets 

without attracting too 
much attention from 
the dominant retailers 
of that time.

In 1990 Basson en-
joyed a stroke of luck 
when he bought the 
coveted Grand Ba-
zaars – gaining consid-
erable critical mass.

The big break came 
when Shoprite tilted 
at the Checkers, which 

had run into financial 
trouble. The initial 
advance was re-buffed 
by Checkers, but a sec-
ond tilt – made after 
Shoprite has listed on 
the JSE in 1986 – was 
successful. Initially 
the 169 strong Check-
ers store base was 
generating losses that 
equalled the turnover  
of Shoprite.

But within nine 
months the Check-
ers chain was turned 
around. But more im-
portantly Shoprite – 
comprising 241 stores 
– now had the scale to 
compete for anchor 
tenant space in the 
large shopping malls.

Basson gained leg-
endary status in 1997 
after he pulled off the 

most famous takeover 
deal in corporate South 
Africa legendary sta-
tus when acquiring the 
iconic retailer OK Ba-
zaars for the nominal 
sum of R1.

OK – then controlled 
by SA Breweries – was lit-
erally losing money hand 
over fist, and many pun-
dits believed the R1 price 
tag was too expensive.

Not only did he re-
turn OK to profitabil-
ity, but Shoprite man-
aged to build a formi-
dable margin enhanc-
ing brand under OK 
Furniture and success-
fully incorporate the 
Hyperama stores into 
Checkers Hyper stores.

Today the score-
card shows that Bas-
son’s initiatives have 
seen Shoprite’s various 
brands holding market 
share around 30% of 
the ultra-competitive 
formal retail food mar-
ket of South Africa.

The first cross-
border thrust was in 
1995 when a store was 
opened in Lusaka, 
Zambia. Today Shop-
rite has a sprawling – 
and profitable – pres-
ence across numerous 
African countries.

While Basson en-
thusiastically drove the 
African expansion, the 
wily CEO continued 
to make smart acquisi-
tions. Basson also took 
the opportunity to bol-
ster its distribution by 
acquiring central buying 
organisation Sentra.

This allowed Basson 
to usher Shoprite into 
the franchising field. 

In late 2002 Basson 
oversaw the acquisition 
of the French-owned 
Champion supermar-
ket group in Mada-
gascar and opened the 
company’s first outlet 
in Mauritius.

In 2002 Shoprite also 
acquired Score Super-
markets’ Tanzanian 
operations – three su-
permarkets and a small 
distribution centre.

Two years layer 
Shoprite launched a 
wholesale operation in 
India and franchised 
its first Shoprite Hyper  
in Mumbai.

In 2005 Shoprite 
swallowed Foodworld 
and Computicket and 
made its first move in 
to the bottle store busi-
ness with the Shoprite 
Liquor Shop.

In March 2011 Shop-
rite acquired Met-
cash Trading Africa’s 
franchise division, 
including the brands 
like Friendly, Seven 
Eleven and Price Club  
Discount Supermarket.

At last count Shop-
rite’s pre-tax profit mar-
gin was over 5% – an 
enviable achievement.

Paying homage to 
Basson, Wiese says: 
“Whitey has been a 
very strong and charis-
matic leader, who has 
managed the company 
through market transi-
tions and challenging 
times, taking calculated 
risks to turn the super-
market group into the 
leading food retailer on 
the continent.”

Wiese believes Bas-
son fully deserves 
his reputation as one 
of ‘South Africa’s  
retail giants’.

Hail to the king!

Farewell to the king
Continued from P1
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FOOD waste may 
not be sexy, but that 
doesn’t mean we can’t 
talk about it. Mid-
morning chat shows 
openly discuss sex, and 
yet it seems society is 
reluctant to talk about  
food waste.

Whether it stems 
from the childhood ad-
monitions to finish the 
food on our plate, or 
the shame of wasting 
food amidst so much 
poverty, or in the case 
of companies con-
cerns about liability for 
dumping or distribut-
ing food waste we are 
reticent to talk about 
food waste or even  
admit it exists.

Worldwide food 
waste is a major com-
ponent of the waste 
stream and makes up 
to 30% of South Af-
rica’s waste stream 
according to some 
estimates. Overseas 
there is a vigorous de-
bate about food waste 
and its solutions. The 
discussion has raised 
awareness and result-
ed in a whole indus-
try catering for food  
waste disposal.

At a house hold level 
the solutions include 
worm farms, compost-
ing and bokashi bins. 
There seems to be 
some awareness which 
is being encouraged; 

City of Cape Town is 
handing out free com-
posters on a trial basis. 

It is the commercial 
users, the supermar-
kets, hotels and restau-
rants who seem reluc-
tant to appreciate that 
food waste is a resource 
that can be utilised. 
Apart from one well 
known supermarket 
group and a few sup-
pliers in the hospitality 
industry none of the big 
waste generators seems 
to have a food waste 
plan which addresses 
the core problem.

There are undoubt-
edly liability and repu-
tational risks involved 
in disposing of off spec 
(food past its sell by 
date, but not yet rot-
ten) food waste and this 
seems to deter many of 
the generators from 
fully engaging. Donat-
ing the food waste to 
charities and pig farm-
ers - while reducing the 
volumes – is not ad-
dressing the issue.

In the Western Cape 
we have commercial 
and practical solutions 
including composting, 

anaerobic digestion 
and a fly farm. Smart 
Waste has supplied the 
fly farm with the food 
waste from the Uni-
versity of Cape Town’s 
(UCT) residences for 
two years with no re-
jections. Problems of 
transport, containing 
rodents and smells are 
completely manage-
able using the correct  
containers and vehicles.

The cost of disposing 
of food waste in one of 
these ways is cheaper 
than sending it to land-
fill, particularly if one 
is charged the special 
rate. The waste genera-
tor can also be given a 
safe disposal certificate 
which is independent 
verification for an au-
dit. Legislation is in 
place to reduce organic 
waste food to landfill so 
time is against us.

Nature is the best 
model – there is no 
waste whatsoever. Isn’t 
it time we started talk-
ing about it openly, we 
have had the sexual 
revolution maybe it 
is time for the food  
waste revolution.

Food Waste – it’s 
not sexy

By Reg Barichievy, 
Smart Waste

Photo Credit: Waste Control.

not own in the Myko-
nos casino, which is the 
odds on favourite for  
transferring its licence to 
the Cape Town metro-
pole. Tsogo – which 
also owns the Garden 
Route and Caledon ca-
sinos – has also hedged 
its bets by acquiring sig-
nificant minority stakes 
in GrandWest and the 
Worcester casinos. If the 
provincial authorities 
allow a second casino li-
cence in Cape Town, the 
smart money is betting 
on an upmarket Wa-
terfront venue pitched 
at high rollers and  
well-heeled tourists.

8) FOOD FOR 
THOUGHT: The con-
venience food sector in 
Cape Town could see 
a new recipe in 2017. 
Grand Parade Invest-
ments (GPI) – which 
owns the Burger King 
and Dunkin’ Donuts 
franchises – has al-
ready shown it has a 
voracious appetite for 
the perennially profit-
able Spur Corporation. 
This might be the year 
GPI – which was unsuc-
cessful in increasing its 
existing 10% stake in 

Spur to 28% – looks for 
another big bite. Might 
it be possible that Taste 
Holdings, which owns 
the Starbucks and 
Dominos franchise is 
also on the menu for 
deal-hungry GPI?

9) EDUCATED 
GUESS: The private 
school market is hot-
ting up in the Western 
Cape. Advtech recently 
acquired Glenwood 
House in George – 
adding to its existing 
Abbotts schools in 
the province. Curro, 
which has a number of 
schools in the Western 
Cape (Durbanville, 
Langebaan, Century 
City etc), is rumoured 
to be looking at pos-
sible school locations in 
the Fish Hoek/Noord-
hoek precinct, while 
Trematon-owned Gen-
erations is expected to 
add another handful 
of locations (including 
Hermanus and Noord-
hoek) to its existing 
school in Sunningdale.

10) NOTHING 
VENTURED: The so-
called Cape Silicone 
Valley may spring to 
life in 2017. Remgro 

controlled InVenfin 
has found consider-
able momentum with 
recent acquisitions 
in the specialist food 
sector, while African 
Dawn Capital’s Knife 
Capital appears to be 
going great guns with 
its Grindstone busi-
ness accelerator pro-
grammes. Could these 
successes spur further 
initiatives? We hope so.

11) LOTS OF BITES: 
Aside from the listing 
of premier Fishing later 
this year (see “Prem-
fish baits investors” 
on p2), there might 
be some action in the 
hake fishing sector. Sea 
Harvest has already 
signalled its intention 
to diversify away from 
its traditional frozen 
hake offering by buying 
control of Marreteram, 
an Australian fishing 
and seafood distribu-
tion business. Talk 
around the harbour 
is that Sea Harvest – 
which is controlled by 
empowerment group 
Brimstone – is deter-
mined to diversify even 
further. The other big 
hake business I&J – 

controlled by consumer 
brands giant AVI – is 
once again subject to 
rumours that it might 
be up for sale. It might 
well make sense for 
AVI to sell I&J or 
haul aboard a mean-
ingful empowerment 
partner ahead of 2020 
when fishing rights will  
be re-allocated.

12) DRILLING 
DOWN: There has not 
been much action on 
the Western Cape oil 
and gas front – which 
is understandable con-
sidering the depressed 
crude oil price. But 
CBN did note that em-
powerment giant HCI 
is underwriting a rights 
offer at Impact Oil and 
Gas – which hints at 
some enthusiasm for 
exploration efforts.

13) WAKE UP AND 
SMELL THE COF-
FEE: Cape Town has 
a well-established cof-
fee house culture. So 
it will be interesting to 
see how long before 
Starbucks – which is 
percolating slowly in an 
enthusiastic Gauteng 
market – waits before 
venturing into Cape 

Town. There appears to 
be some debate around 
whether the Starbucks 
will be launched in 
2017 in the competi-
tive Cape Town coffee 
market. In the mean-
time Dunkin’ Donuts 
has stolen a march on 
Starbucks, and – on 
first impressions – 
seems to be enjoying  
vibrant trading.

14) THE ASSET 
TEST: Cape Town’s as-
set management mar-
ket is changing fast with 
market leader Corona-
tion seeing its empire 
being challenged on 
various fronts by new 
contenders – some of 
whom are offering game 
changing client pitches 
revolving around lower 
fee structures on invest-
ments. The upstart to 
watch in 2017 is Sygnia, 
which is growing its as-
sets under management 
in tough trading con-
ditions by offering af-
fordable fee structures. 
Sygnia is likely to make 
selected acquisitions 
this year, which could 
see it becoming a more 
formidable competitor.

15) DRINK IT IN: 

Epping-based plastics 
packaging specialist 
Bowler Metcalf might 
well make a surprise 
move this year by 
offloading its major 
stake in soft drink bot-
tler, SoftBev. With 
Bowcalf wanting to fo-
cus on its core packag-
ing operations, stake in 
the R1.2bn a year soft 
drink business (which 
includes Cape-based 
Quality Beverages) 
might be coveted by 
players in the bever-
ages sector. Ceres 
Beverages and KWV 
have been cited as pos-
sible candidates to buy 
SoftBev, which has also 
hinted at raising capital 
by looking for a sepa-
rate listing on the JSE.

16) SOMETHING 
MUST GIVE AT PSG: 
Adventurous Stellen-
bosch-based invest-
ment company PSG 
– which has big stakes 
in Capitec Bank and 
private schools group 
Curro – has been un-
characteristically quiet 
when it comes to new 
deal flows. With the 
company’s balance 
sheet fortified with 

cash, it surely can’t see 
2017 out without pull-
ing off a significant  
new deal?

17) THE GOLDING 
TOUCH: There are 
several Western Cape 
business personalities 
that readers can’t af-
ford to take their eyes 
off – including Johann 
Rupert of Remgro, 
Jannie Mouton of PSG, 
Khalid Abdulla of 
AEEI, Johnny Copelyn 
of HCI, Hassen Adams 
of GPI and the irre-
pressible Christo Wi-
ese. But CBN reckons 
2017 might be the year 
that former HCI ex-
ecutive Marcel Golding 
cements his corporate 
comeback with several 
inspired deals. Last 
year Golding surprised 
the market with invest-
ments in engineering 
firm Esor, as well as 
Cape-based companies 
like Rex Trueform and 
Vunani Limited. Gold-
ing has plenty capital 
from offloading a large 
parcel of HCI shares, 
and if the Cape Town 
rumour mill is correct, 
there could be plenty 
more deals in 2017.

Seventeen for 17
Continued from P1
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Meticulous planning, tailor-
made solutions, attention to 
detail, delivering on time and 
within budget and keeping 
clients happy – that, in a 
nutshell, is Cape Town-based 
Concargo (Pty) Ltd’s secret 
to beating the competition 
in the fast-paced, highly-
competitive freight forwarding 
and logistics industry.
 This success story began 
back in January 1987 when 
Concargo was founded, in 
Cape Town, by David and 
Beverley Kruyer. Today – 30 
years on - it has fully staffed 
offices in Johannesburg and 
Cape Town and associates 
offices in all major centres 
around South Africa and 
operates within Sub-Saharan 
Africa and the SADC region.  
 The company offers an 
ever-expanding portfolio 
of supply chain solutions 

and transport planning with 
customer services as its 
foundation, supported by 
strategic partnerships and 
alliances.
 ‘Our philosophy from day 
one was ‘service above all 
else’ and this has remained the 
basis for all our relationships,’ 
says David Kruyer, founder 
and MD. 
 ‘We are dedicated to 
preserving this viewpoint 
as a constant in all our 
planning and interactions with 
clients and suppliers.  Our 
challenge is to find solutions 
and implement them while 
exceeding expectations.’

Reflections over the decades
Kruyer says that starting his 
own business was a natural 
progression after spending 
time in the distribution 
industry, initially circulating 

newspapers to shops and 
street vendors for the Daily 
Mirror in the UK and then for 
The South African Associated 
Newspaper (SAAN) Group, 
the Cape Times Limited 
and Allied Publishing before 
working for a succession 
of distribution companies 
including DHL, TNT Skypak 
and Ace Express Logistics. 
 ‘The distribution business 
was an invaluable grounding 
and where I gained most of my 
experience and knowledge 
ahead of opening the doors 
of Concargo back in 1987,’ he 
explains. ‘My analogy of the 
business is a shipping one.  
My wife, Beverley, is and has 
been the rudder in my life, 
Gregory Bathurst Tighe has 
been the keel since day one, 
Janine Bernadette Conradie 
is the mast of this operation 
with Dean Page the anchor.

 ‘It has been a long and 
eventful journey, navigating 
throughout the decades 
of good and lean years, 
learning and adapting our 
methodology along the way to 
find new solutions to logistic 
challenges, but we’ve also 
had loads of fun.  
 ‘When I look back to our 
humble beginnings and where 
we are today, we are clearly 
doing something right.  I can 
only attribute our success and 
longevity in the industry to 
solid partnerships with clients 
and service providers who 
have loyally stood alongside 
us as we’ve grown.’

It takes teamwork
Being successful in the freight 
forwarding industry requires 
teamwork and synergy of 
planning to ensure the smooth 
passage of cargo.  Concargo 
boasts a dedicated and skilled 
team, as well as strategic 
business partners, working 
together to ensure a seamless 
and co-ordinated solution - 
whether transporting within 
South Africa or across 
borders into Africa.
 The highly experienced team 
has decades of experience:  
Greg Tighe, Projects Director 
has been with the company 
for 28 years; COO, Dean 
Page for 16; Director of 
National Transport Janine 
Conradie celebrates 23 years 
at Concargo while Loretta 
George,  Accounts Manager, 
has being around for 17.  The 
most recent addition to the 

senior management team is 
Shane Korsten who has been 
establishing and growing the 
Concargo brand within the 
Sub-Saharan region. 
 ‘Our management team is 
solid and has the experience 
to adapt to the new challenges 
presented by this ever-changing 
industry,’ says Kruyer. 
 ‘Transport logistics in 
Africa is a vibrant and exciting 
industry to be part of.  Our 
desire is to mentor a future 
generation by showcasing 
transport logistics as a career 
and are excited to have four 
logistics graduates join us as 
interns this coming year.’

Solutions driven
Successful delivery of 
cargo, no matter what the 
load, requires skilled staff to 
manage the often complicated 
logistics. 
 Over the years Concargo 
has been presented with 
some notable and rather 
unusual projects which 

Moving Movies, Matric Papers, Motor Vehicles and so much more
Transport and logistics specialist, Concargo, looks back on 
30 successful years in supply chain and road freight logistics

David Kruyer, MD
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have required intricate pre-
planning and creative thinking 
to meet the brief, especially 
within tight time constraints.  

These include:
• Managing the transport and 
logistics for big budget movies 
such as Racing Stripes, Home 
Alone, Lord of War, Blood 
Diamonds  and more
• Co-ordinating and managing 
the transport and logistics for 
BMW’s international media 
launch of its 650 cabriolet 
series in Cape Town 
• High security transportation 
and escorting of Grade 12 
examination papers from 
SA printers to the education 
ministries in various Southern 
African countries
• Transportation of abnormal 
loads such as wind tower tubes, 
mining bucket wheel reclaimers, 
combine harvesters, 100 ton LP 
heaters for Medupi.
 One of the most challenging 
projects took a total of three 
months to complete: a month 
of planning and two months 
of transportation.  It involved 
relocating 45 loads of bucket 
wheel reclaimers from 
Saldahna to Sishen South 
mine. Considered abnormal 
out-of-gauge haulage and at 
9m wide, the transportation 
required special permission 
and escorts as it snaked its 
way up and over the steep 
Piekeniersberg Pass, in four 
hour intervals (to allow for 
other traffic to pass) as part 
of the route.

 ‘This industry lends itself 
to new challenges on a 
daily basis and one learns 
to adapt to the situation like 
a chameleon,’ says Janine 
Conradie. ‘Some days are 
really trying and others 
exhilarating, but in the end, 
always rewarding. Transport 
and supply chain logistics is 
not for the faint hearted.  This 
industry teaches you the skills 
that can carry you through 
any situation life presents.
 ‘Besides all the interesting 
people I have met, I have also 
learned so much about this 
industry and many others too.  
‘Taking the time to really 
understand a client’s 
business is the best way to 
assist them when developing 
their logistics solution.   I 
have been fortunate to 
travel to Madrid to accept a 
transport award on behalf of 
Concargo, to Antwerp for a 
Heavy Lift conference and to 
the Breakbulk Europe Expo.   
We have also participated 
as exhibitors at various 
expo’s, such as SAPICS, The 
International Book Fair and at 
Breakbulk Africa.’

Three transport divisions, 
scalable business model
Concargo has three 
distinct transport divisions 
encompassing all aspects and 
types of logistics solutions, 
namely:  Road Transport Short-
haul and Long-haul and Express 
Distribution throughout South 
Africa; Road Transport Cross/
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We build strong brands by 
articulating their values 
through e� ective

Over Border via all Ports in 
SA, SADC and neighbouring 
countries in Sub-Saharan 
Africa; and Project Cargo 
Management, Abnormal Out-
of-Gauge, Heavy Haulage 
and Mobile Crane and 
Rigging Services, Relocation/
Mobilisation Services.
 According to Kruyer, 
service management - within 
the framework of distribution 
and logistics - is the name of 
the game in providing reliable 
supply chain services from 
start to finish. ‘Our expedited 
trucking provides a daily 
door-to-door road haulage 
service throughout South 
Africa, hauling general dry 
cargo from one tonne up to 
thirty-six tonne loads to and 
from all destinations as into 
all SADC, neighbouring and 
remote countries in Sub-
Saharan Africa.

 ‘We have invested heavily 
in customer relationship 
management (CRM) systems 
to preserve our knowledge 
base for the benefit of our 
customers while encouraging 
old school personalised 
service. Our business model 
is highly scalable due to its 
Owner Driver Hauliers and 
Sub-Contractor fleet base.  
 ‘We can supply from 1 to 
100 trucks, or more, at short 
notice, especially when a ship 
docks and cargo needs to be 
discharged on a scheduled 
basis. 
 ‘Our Project Department, 
manned with highly qualified 
engineering specialists and 
experienced in all aspects of 
project transportation, assess 
the scope of work, survey the 
terrain, and quantify the end-
to-end solution to complete 
the project,’ explains Kruyer.

 ‘Over the years, the project 
division have conveyed project 
shipments including vast over- 
dimensional and heavy lifts, and 
delivered on time and to the 
client’s ultimate satisfaction. We 
foster partnerships with a wide 
range of asset owners, thereby 
providing access to a great 
variety of vessels and rolling 
stock through our strategic 
partnerships and alliances.

Forward thinking
‘The regulatory and business 
landscapes are changing 
dramatically and there is a 
transition within our industry 
with disruptive innovation, 
drone logistics, (loT) Internet of 
Things, Blockchain Technology 
and more,’ says Kruyer.
 ‘We have had to learn to 
adapt and innovate as never 
before. But the need to keep 
pace with these changes has 

a cost, and how we address 
these challenges must, in the 
end, benefit our customer 
and service providers. That’s 
why collaboration amongst all 
players in the global supply 
chain community has never 
been more important.’
 ‘Despite the many changes 
we are experiencing in terms 
of stagnation in the mining 
industry, reduced activity in 
the offshore drilling sector, 
the delay in infrastructure 
development and the 
unpredictable global economy 
we are confident of our future.  
 ‘We have a succession plan in 
place and continue to innovate.  
We are currently developing 
improved technology with apps 
to make tracking and tracing of 
cargo easier.  
 ‘Our experience is invaluable 
in being able to handle 
complex logistics and we have 

proved that no problem is 
insurmountable.  
 ‘We have not made it to this 
milestone of 30 years by sitting 
back, we are proactive and 
continue to adapt our business 
model to suit the business,’ 
says Kruyer.
 ‘But we would not have made 
it this far without our clients 
and partners and we thank 
them for their loyal support.  We 
are energised about the future 
and look forward to continuing 
to be the ‘go-to’ company for 
transport and supply chain 
logistics in Africa.’ 

Concargo (Pty) Ltd

6 on Tierberg
Parow East

7500
 

Sharecall:
0860 25 26 27

Tel:  021 930 9160
Tel:  011 201 2065

 
David Kruyer (MD)

management@concargo.com

www.concargo.com
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WITH the Vertical Dig-
ging System (VDS) un-
even terrain conditions 
can be easily leveled. 
Added productivity 
and operating comfort, 
especially when wor-
king on slopes, are ma-
jor benefits of the VDS, 
which has already been 
time-tested and proven 
for decades and is used 
and loved by customers 
world-wide.

Excavators are 
usually used where the 
ground conditions are 
particularly impassab-
le and uneven: When 
working on slopes and 
hillsides, along walls, 
on curbs or directly 
next to house walls.

During all of this 
work, man and machi-
ne often are working 
in an inclined position, 
which is a challenge for 
both parties. The eco-
nomic efficiency of an 
excavator can quickly 
drop when performing 
excavation work on 
uneven ground condi-
tions, since the excava-
tion does not take place 
vertically and is depen-
dent on the required 
excavated material.

Working in an inclined 
seating position when 
performing the work is 
also no treat for the ope-
rator, because the ope-
rator often spends many 
hours in this uncomfor-
table and non-ergonomic 
sitting position. 

The VDS from Wa-
cker Neuson offers 
a simple solution for 
these challenges. It 
makes it possible to 
continuously tilt the 
revolving superstruc-
ture by up to 15° at the 
push of a button from 
inside the cabin. Slopes 
of up to 27% can the-
refore be effectively  
compensated for.

Customers benefit 
from a sophisticated, 
safe and sturdy tech-
nology that has alrea-
dy been time-tested 
and proven thousands 
of times in everyday 
construction site work 
and also offers ma-
jor advantages for the 
operator: The operator 
sits in a comfortable 
upright machine. The 
back and spine are 
noticeably relieved and 
operators are much 
more concentrated du-
ring the working hours

Thanks to VDS, the 
productivity and effec-
tiveness are measurab-
ly increased during 
excavation work. In 
this way, material and 
time savings of up to 
25% can be demons-
trably achieved when 
excavating and back-
filling.

Another advantage: 
Special attachments, 
such as the auger, can 
also work vertically, 
even on an inclined 
surface. When using 
an excavator directly 
next to wallings, the 
danger of damaging 
them is reduced to  
a minimum.

Companies who have 
had already experience 
with VDS no longer 
want to go without the 
benefits of this techno-
logy. Wacker Neuson 
offers the system for 
many of its tracked 
excavator models.

Sloping technology: the 
VDS excavators from 

Wacker Neuson

The VDS excavator from Wacker Neuson.

KOBOLD has on of-
fer digital flowmeters, 
type DMS, that re-
cord the mass of gas-
ses and are therefore 
unaffected by pressure  
and temperature.

The measuring de-
vices work using the 
bypass capillary system 
installation and are 
suitable for any instal-
lation position. There 
are no moving parts 
and as such the devices, 
available as flowmeter 
and flow regulator, are 
virtually fault-free.

The materials that 
come into contact with 
the media are highly re-
sistant and stand up well 
to the most aggressive of 
gases. A robust, stain-
less steel housing offers 
protection from raw  
industrial environment.

This versatile modu-
lar system enables users 
to configure the devices 
for particular applica-
tions. 15 measuring 
ranges from 0.1 ... 3.7 
Nml/min to 0 ... 185 
Nl/min can be chosen 
from. Other measuring 
ranges can be ordered 
as special calibrations.

The parameters of ten 
common gases are stored 
in the electronic system 
and can each be individ-
ually adjusted. It is also 
possible to select another 
combination of gases.

A variety of inter-
national connections 
ensure trouble-free 
connection. The high-
quality electronics is 
fitted in a separate 
housing, although in 
the compact version it 
is fitted together with 
the sensors.

It can be easily oper-
ated using the menus 

controlled with six keys 
provided. More exten-
sive information regard-
ing data and settings 
is available with the 
model that has a large 
graphic LCD display. It 
also offers two analogue 
outputs and one RS 232 
digital output.

Examples of appli-
cation are: gas moni-
toring, paint lines, 
laminator systems, 
semiconductor industry, 
analysis devices, exhaust 
measurement, engi-
neering, boiler controls,  
N2/O2 –generators.

LATE last year, Atlas 
Copco celebrated 70 
years of conducting 
business in South Af-
rica as part of the Atlas 
Copco Group.

The Atlas Copco suc-
cess story in South Af-
rica dates back some 
124 years when in 1892 
two brothers estab-
lished a manufactur-
ing company called 
Gebroeders Delfos  
(Delfos Brothers).

The Pretoria-based 
company manufac-
tured a variety of goods 
including printer pro-
cess blocks and elec-
tric lighting plants but 
became renowned for 
its Delfos Jackham-
mer, which steered the 
business into specialis-
ing in spare parts for  
rock drills.

In 1936 Delfos moved 
to Benoni which in those 
years represented the 
core of South Africa’s 
mining industry. A de-
cade later Delfos formed 
an alliance with Swedish 
company AB Atlas Die-
sel and in 1956 Delfos 
Ltd. became Delfos and 
Atlas Copco (Pty) Ltd.

Over the next 36 
years the business 

grew to 375 employ-
ees with nine branches 
located throughout  
the country.

Fast forward and to-
day Atlas Copco South 
Africa (Pty) Ltd. is seen 
as a market leader in 
providing customers with 
sustainable productiv-
ity solutions by supplying 
world-class mining, con-
struction and industrial 

equipment and systems 
backed by specialist  
service support.

The company em-
ploys more than 1,000 
people and its exten-
sive footprint stretches 
across the country.

Speaking on behalf of 
management and staff, 
Frans van Niekerk, Vice 
President Holdings, At-
las Copco Sub-Sahara 

Region, expresses ex-
treme pride in achieving  
this milestone.

“Not only is it confir-
mation of doing the right 
things well in the success-
ful delivery of sustainable 
productivity solutions 
but it also signifies our 
steadfast commitment 
to South Africa, our cus-
tomers, suppliers as well 
as our employees.”

Measurement and 
regulation by mass

Kobold’s digital flowmeter.

Atlas Copco celebrates 70 years
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SEW-Eurodrive has 
established a Field 
Service Department, 
headed up by newly-
appointed Eben Preto-
rius, who has six years’ 
experience in the indus-
try. The department will 
focus on customer sup-
port, as well as grow-
ing the original equip-
ment manufacturer ‘s 
(OEM) footprint in this  
important industry.

Responsible for the 
field service function 
throughout sub-Saharan 
Africa, Pretorius ex-
plains that the depart-
ment can carry out a 
number of services on 
both mechanical and 
electronic equipment. 
This includes site sur-
veys, fault finding, oil 
changes, inspections, 
commissioning, on-site 
repairs, technical advice 
and application support.

The Johannesburg 
department has me-
chanical and electronic 
field service techni-
cians. In addition, SEW-
Eurodrive has field 
service technicians at 
its Durban, Nelspruit, 
Cape Town, and Port  
Elizabeth branches.

An important func-
tion of the depart-
ment is to improve and 
grow SEW-Eurodrive’s  
service offering.

“It is important that 
we are able to back up 
our high-quality prod-
ucts with an equally 
high-quality field service 
offering,” says Pretorius.

Covering a range of 
industries, from min-
ing to food and bever-
age, Pretorius explains 

that all of SEW-Eur-
odrive’s products are 
supported by the Field  
Service Department.

“Our experienced 
and trained multi-skilled 
field service team is able 
to support our large in-
stalled base of geared 
motors, as well as our 
growing footprint of 
electronics and indus-
trial gear installations.”

The Field Service 
Department is currently 
embarking on a mar-
keting drive to inform 
SEW’s customer base 
and sales staff of the 
full scope of services of-
fered. Pretorius and his 
team will also educate 
customers on the value 
of preventative main-
tenance, in addition to 
common issues to look 
out for.

“An example is where 
geared units have been 
mounted incorrectly, 

resulting in incorrect 
oil levels and possible 
premature failures. Us-
ing field service to assist 
with commissioning of 
units can prevent these 
types of problems,”  
Pretorius elaborates.

In addition to the new-
ly-formed Field Service 
Department, SEW-Eur-
odrive recently appoint-
ed Paul Clark as its new 
Head of Repairs. Clark 
is highly experienced in 
gearbox repairs, and has 
already made significant 
improvements to the 
Johannesburg Repair 
Centre to provide better 
customer service.

SEW-Eurodrive of-
fers a standby service 
whereby staff are avail-
able 24/7. This includes 
the production of new 
units, repair of units, 
and field service sup-
port for breakdowns or 
emergency situations.

SEW-Eurodrive launches new 

Field Service Department

The multi-skilled field service team supports SEW-
Eurodrive’s large installed base of geared motors

SEW Overview advert Cape Business News January 2017.qxp_Layout 1  2016/12/05  10:04 AM  Page 1

RENTTECH South Af-
rica, a leader in the sales 
and rental of top quality 
welding, lifting, rigging 
and construction equip-
ment, has moved its Port 
Elizabeth branch into a 
new, spacious, state-of-
the-art sales outlet.

The move is in line 
with Renttech South Af-
rica’s strategy of expand-
ing and consolidating its 
national footprint both 
nationally and regionally.

It also follows the 
opening of a number of 
other branches to meet 
customers’ requirements 
for welding, lifting and 
construction equipment 
sales and rental wher-
ever they are in South 
Africa; and in neigh-
bouring sub-Saharan 
African countries, such  
as Namibia.

“Situated in Haupt 
Road, this new outlet of-
fers our valued custom-
ers from Port Elizabeth 
and the greater East-
ern Cape region even 
greater convenience 
and improved access to 
our full range of equip-

ment and solutions,” says 
Gerrit van Zyl, Manag-
ing Director, Renttech  
South Africa.

With two busy port 
terminals, the Coega 
Industrial Development 
Zone (IDZ) and the 
ongoing development 
of the region’s industrial 
sectors, Port Elizabeth is 
the dynamic economic 
gateway to the Eastern 
Cape region. Positive 
growth locally – and in 
Renttech’s own busi-
ness – were key factors 
prompting the move.

“With our new prem-
ises, we can now offer 

superior levels of service, 
knowledge and expertise 
to Port Elizabeth’s many 
industrial sectors, includ-
ing automotive, food and 
beverage, agricultural, 
gas and maritime main-
tenance.”

He points out that 
Renttech’s success is 
based on the three pillars 
of integrity, performance 
and customer service.

“Many of the local 
industries we supply are 
key revenue earners for 
the region and with the 
opening of our new sales 
outlet, we reaffirm our 
commitment to provid-

ing the highest levels 
of service excellence to 
these sectors.”

At the new premises, 
customers will be able to 
purchase or rent world-
leading welding, power 
generation and lifting 
equipment. As an ex-
ample, the company of-
fers an extensive welding 
solutions portfolio, in-
cluding the internation-
ally-renowned ranges of 
metalworking products 
from Harris, Lincoln  
and Uniarc.

The new 1,200m2 
facility is well-staffed 
by a skilled team of 
welding lifting and in-
dustrial equipment  
sales specialists.

“We look forward to 
welcoming our many 
local and also regional 
Eastern Cape custom-
ers to our new prem-
ises in Port Elizabeth. 
We guarantee that they 
will benefit from the 
improved access and 
exposure to our best-
in-class industrial prod-
ucts and solutions,” 
concludes van Zyl.

New Renttech SA sales outlet offers 
customers greater convenience and 

service levels

The new branch of Renttech SA in Port Elizabeth.

http://www.sew.co.za
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SOUTH African Bar-
loworld Limited and 
BayWa AG (Germa-
ny) are to establish a 
new joint venture (JV) 
to further their agri-
culture and materials 
handling operations in 
southern Africa.
Subject to approval by 
competition authori-
ties, the JV – BHBW 
Holdings (Pty) Ltd 
– is to commence  

operations in ear-
ly 2017. Barloworld 
South Africa and Bay-
Wa will each have a 
50% stake in BHBW.

“This JV offers us 
the opportunity to 
further expand in a 
growth region of main 
strategic importance 
for global agriculture,” 
says Klaus Josef Lutz, 
CEO, BayWa AG. “We 
are pleased to do this 

with our local based 
partner Barloworld to 
address the long-term 
demand within this 
region for increased 
productivity and eco-
nomic strength of its  
agricultural sector.”

Clive Thomson, 
CEO, Barloworld Lim-
ited, says “We see good 
opportunities for agri-
culture and materials 
handling in southern 

Africa and look for-
ward to working with 
BayWa to combine 
the core competencies 
of both companies to 
build a bigger and more 
successful business 
while also creating jobs 
and improving food se-
curity in the region.”

BHBW will have 
distribution rights for 
AGCO brands Mas-
sey Ferguson and  

Challenger in ag-
riculture, and Hys-
ter-Yale brands Hyster 
and UTILEV on the 
materials handling 
equipment side. Man-
agement, staff and 
infrastructure remain 
in place, as does the ex-
isting Barloworld Agri-
culture dealer network. 

This is the second JV 
between Barloworld 
and BayWa: In 2015, 

the two companies es-
tablished a similar 50/50 
partnership in Zam-
bia. Strong synergies 
and a shared vision for 
supporting food pro-
duction in sub-Saharan 
Africa have now result-
ed in a strengthening of 
the relationship.

BHBW will build 
on the expertise of the 
joint JV to grow its of-
fering to the agriculture 

value chain, with a view 
to provide a full line 
of integrated solutions 
that will aid farmers’ 
productivity, sustaina-
bility and profitability.

Additional products 
and solutions around 
mechanisation equip-
ment, digital farming and 
agronomy are set to be in-
troduced over the course 
of the first 12 months  
of operation.

Barloworld and BayWa to extend collaboration in southern Africa

SKF announced the 
introduction of its SKF 
shaft alignment tool 
TKSA 71. Designed for 
professional alignment 
in harsh industrial en-
vironments, the TKSA 
71 provides superior 
alignment performance 
and long service life.

The tool’s easy-to-
use, dedicated software 
applications enable dif-
ferent types of align-
ments: shaft alignment, 
soft foot correction, 
vertical shaft alignment, 
spacer shaft align-
ment, machine train 
shaft alignment and 
dial gauge values. Its 
innovative instrument 
design offers high mea-
surement accuracy and 
excellent protection 
against dust and water.

The versatile TKSA 
71 also has ultra-com-
pact measuring units for 
use in narrow spaces.

Suitable for a wide 
range of applications, 
the TKSA 71 is offered 
as the base model with 
standard accessories 
and a rugged case that 
meets airline standards 
for cabin luggage. The 
TKSA 71/PRO includes 
additional accessories 
for more demanding 
applications and is sup-
plied in a larger, rugged 
trolley case.

Models TKSA 71D 
and TKSA71D/PRO 
include a display de-
vice with protective 
cover and pre-installed 
apps that are ready 
to use without In-
ternet connection or  
account setup.

The TKSA 71’s soft-
ware apps are designed 
for intuitive use without 
prior training and are 
available free of charge 
for both Android and 
Apple iOS platforms.

Common features 
include comprehen-
sive, automatic re-
ports, export and 
sharing options, in-
structional videos 
within the app, built-in 
tolerance guidelines, 
disturbance compen-
sation, 3-D live view 
and a fully functional  
demonstration mode.

SKF 
offers 

new shaft 
alignment 

tool

http://www.condra.co.za
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SOME things are 
worth the effort. After 
a long time of pursuing 
this important custom-
er, Goscor Lift Truck 
Company (GLTC), one 
of the fastest-growing 
materials handling 
equipment (MEH) sup-
plier in the country, has 
succeeded in getting an 
order for equipment 
from leading phar-
macy and health and 
beauty retailer Clicks’  
Cape division.

“We are delighted 
about this. Clicks is 
obviously an extremely 
professional and im-
portant player in the 
warehouse equipment 
space and this is an im-
portant moment for us. 
We will endeavour to 
show Clicks, as we have 
done with so many 
other major retailers, 
that our product and 
our service is as good 

as it gets,” says Grant 
Laight, Western Cape 
Regional Sales Man-
ager, GLTC.

Clicks’ initial order 
was for five machines: 
five Crown ESR 5260 
2-tonne reach trucks 
with 11.5m masts and a 
Crown SCT 6040 1.8 ton 
counterbalanced forklift.

The Crown ESR 
5260 is well-known for 
its speed, power and 
height reach. Its three 
key features are the 
unique Optimised Cor-
nering Speed (OCS) 
system, a top speed 
of 14 km/h and an ex-
tended lift height of 
13m. OCS ensures that 
the ESR always stays 
within safe limits whilst 
travelling. The system 
automatically moni-
tors the truck’s steer-
ing angle and handling 
as it travels into or 
out of a turn, adjust-

ing the vehicle’s speed  
as required.

The Crown SCT 
6040 is part of the 
newly released Crown 
SC 6000 series, which 
offers a combination 
of stability, advanced 
technology and task-
focused ergonomics. 
The new lift trucks are 
capable of perform-
ing a wide variety of 
material-handling tasks 
in both indoor and  
outdoor conditions.

“When working on 
ramps in particular, 
the forklift can be eas-
ily and safely manoeu-
vred, thanks to the 
ramp hold function 
and automatic speed 
control,”adds Laight.

All five machines 
come with double 
batteries as they will 
be required to oper-
ate at least 300 hours  
per month.

Goscor cracks Clicks

Dumisani Maqungo, Departmental Manager, Clicks with the fleet of Crown 
machines from Goscor Lift Truck Company.

THEY made their de-
but at last year’s World 
of Material Handling 
(WoMH) customer 
event, and now the first 
counterbalanced trucks 
with a lithium-ion (Li-
ion) battery from Linde 
Material Handling 
have been launched on  
the market.

The main benefit is 
that they make fleet op-
erators more indepen-
dent with regard to pow-
er supply – especially in 
multi-shift operation. 
This is due to the higher 
energy density and effi-
ciency of the incorporat-
ed battery cells, as well 
as the fact that interim 
charging is possible  
any time.

Moreover, the multi-
stage safety concept 
installed by Linde 
ensures that the op-
erator and warehouse 
environment are safe 
when using Li-ion  
forklift trucks.

For each of the five 
truck models in the 
load range from 1.4 
to 1.8 tonnes, there 
are two battery capac-
ity choices: one with 
smaller; and one with a  
larger capacity.

“If interim charg-
ing is easily possible 
during operations, the 
smaller battery usu-
ally suffices,” says 
Daniel Butte, Head of 
Product Management 
Forklift Trucks, Linde  

Material Handling.
The Linde E14 and 

E16C (compact) has a 
capacity of 13.1kWh. 
The battery for the 
larger three-wheel 
models (Linde E16 
and E18) and the four-
wheel model (E16 P) 
comes with a greater 
capacity of 16.3kWh.

However, it is advis-
able to use the more 
powerful batteries with 
a capacity of 39.2kWh 
and 45.7kWh respec-
tively if the operating 
conditions demand 
above-average perfor-
mance from the trucks 
or if there is a need for 

vehicle availability over 
two shifts.

Two charging de-
vices of different ca-
pacities are also on of-
fer and form a closed 
system together with  
the batteries.

“The power of the 
charger and the battery 
size determine how fast 
a battery is charged. It 
takes about 50 minutes 
to charge a completely 
flat small-capacity bat-
tery with the large char-
ger. Charging a maxi-
mum capacity battery 
with the small charger 
can take more than  
six hours.”

Customers who buy a 
Linde E14 to E18 ION 
will receive a CE-cer-
tified complete system 
consisting of the truck 
and the battery. This is 
matched with the ap-
plication requirements, 

and together with 
the charger supplied 
by Linde, the advan-
tages of the new bat-
tery technology can be  
fully exploited.

Some 2,500 full 
charging cycles with a 
subsequent remaining 
capacity of the bat-
tery of at least 80%  
are guaranteed.

Another charac-
teristic is the simple 
battery charging via a 
flap at the rear of the 
truck. The safety fea-
tures and measures 
start at the cell, mod-
ule and battery levels 
and prevent damage 
caused by excess pres-
sure, overheating, as 
well as overcharging or  
deep discharging.

Additional protec-
tion is provided by the 
installed shock sensor 
that monitors impact 
on the battery and 
prevents misuse, and 
a patented system that 
converts regenerative 
braking energy into 
heat instead of feeding 
it back into the battery 
when there is a risk  
of overcharging.

The battery manage-
ment system takes over 

the function of a con-
trol centre and thus has 
an important role to 
play in the trucks’ high  
safety level.

A battery compart-
ment of 25mm thick 
steel protects the 
battery cells against 
damage from the out-
side. Numerous tri-
als have been carried 
out to verify that the 

system is efficiently 
protected against  
external influences.

“We tested the func-
tionality and stability 
of the complete system. 
With Li-ion electric 
trucks it is no longer 
necessary to use ex-
ternal power supply 
to carry out this test. 
Unlike with trucks 
fitted with lead-acid  

batteries, where this is  
not possible.”

The truck with Li-ion 
battery mastered the 
crash test in which a 
fully loaded eight tonne 
forklift driving at top 
speed crashed into the 
side of a three tonne 
electric forklift. The 
fork did not penetrate 
the rugged Linde Li-ion  
battery compartment.

Linde forklifts with their own Li-ion solution

Counterbalanced trucks with Li-ion battery from  
Linde Material Handlinggo on sale now.

Energy Efficiency Explained

More Run Time
Per Charge

More Pallets
Per Hour

 
It just makes sense...

•  Visibility that Drives Success

•  Stability that Builds Confidence

•  Performance that Rises Above

•  Longevity that Pays

Multi-task 
hydraulic control 

Control options for the ESR 5200 Series include the choice of multi-task 
(ESR 5260 and 5280S only), fi ngertip, or dual-lever hydraulic controls. Other 
control-enhancing options include an adjustable steering column and armrest. 

Fingertip 
controls

5

6

7

Visibility 
Only Crown o s 
an o  mast for 
unequalled visibility to the load 
wheel and forks. The clear-view mast 
design and patented overhead guard 
minimise obstructed views during 
driving and lifting operations.

Dual-lever 
controls

5

4

6

Adjustable armrest 
features integrated controls that 
move with the seat. Shown with 
multi-task hydraulic control.

FlexBack ™  with quick-adjust 
lumbar support  reclines for 
improved upward visibility and 
reduced back strain.

Integrated headrest 
provides postural support 
and reduces neck stress.

7

Cape Town, Port Elizabeth, East London      & Nelspruit    
Tel: 0861 GOSCOR (467 267) • lifttrucks@goscor.co.za

www.goscorlifttrucks.co.za
A proud member of the Goscor Group of Companies

NEW
Branch

NEW
Branch

With Li-ion electric trucks 
it is no longer necessary to 

use external power supply to 
carry out this test. 
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Contact our Cape Town branch: tel 021 557 5541   *   Cell 071 600 8356 
Markus.Labuschagne@konecranes.com   *   www.konecranes.co.za

www.konecranes.co.za

WE LOVE CRANES
EVEN THE ONES WE DIDN’T MAKE

We Service, Repair 
and Load Test all 
Makes of Cranes
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JOHANNESBURG CAPE TOWN DURBAN PORT ELIZABETH

TEL: (011) 608-0250 TEL: (021) 380-8760 TEL: (031) 700-1434 TEL: (041) 367-1178
E-mail: salesjhb@linvar.co.za E-mail: salesctn@linvar.co.za E-mail: salesdbn@linvar.co.za E-mail: pesales@linvar.co.za

Free comprehensive 
320 page mail order 
catalogue available. 

  See contact details

• Pallet racking • Light duty racking • Fencing • Mezzanine floors
• Conveyor systems • Ver tical storage solutions • Linbins • Containers

• Workbenches • Lockers • Cabinets • Trolleys & Ladders
• Flooring & Matting • Drum storage • Pallets • Lifting equipment

• Safety & Security equipment • Medical equipment • Refuse containers
• Office equipment • Washroom products • Cleaning products

Setting the standard
Storage and M

aterials Handling Solutions

LINBINS

www.storagedirect.co.za or www.linvar.co.za
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TRANSFER points 
don’t need to be high 
maintenance areas on 
a mine anymore. This 
good news is from 
Mark Baller, Manag-
ing Director, Weba 
Chute Systems who 
says the solution to re-
ducing maintenance 
costs on transfer points  
is simple.

“More often than not 
this issue is addressed by 
looking at new materials  

handling solutions, 
including the use of 
sophisticated lining 
composite materials 
which can be extremely 
expensive. The solu-
tion does not have to 
be as complicated as 
this, and as soon as en-
gineers realise this the 
closer they will be to 
saving money on their 
maintenance budget.”

Baller explains that 
the Weba Chute System 

is not an alternative 
to conventional chute  
systems.

“It is, in fact, a 
completely different 
engineered approach 
with a super tube or 
cascade scenario with 
95% of the material 
running on material 
at the same time,”  
says Baller.

“Some engineers 
may be familiar with 
the term ‘boundary 

layer’, which is used 
in aero and fluid dy-
namics. Study of this 
phenomenon shows 
that when a boundary 
layer is in place friction 
can be reduced by up  
to 30%.”

When viewed in slow 
motion it becomes ap-
parent that the par-
ticles close to the sur-
face actually move in a 
tumbling motion and 
are, in fact, moving 

slower than the main 
flow of material. Baller 
explains that sliding 
particles moving at 
higher velocities cause 
extensive wear, while 
those that tumble at 
a lower velocity cause  
far less wear.

“Controlling the 
material’s movement 
down the transfer 
point is only the first 
step. By changing the 
angle of the transfer 

point the material can 
be controlled from its 
entry into the chute 
right up until the point  
of discharge.”

This optimal control 
of the material dur-
ing its journey through 
the transfer point not 
only reduces wear, but 
can eliminate spillage. 
Spillage can be a major 
cost issue both in terms 
of waste and when it 
comes to cleaning up 

the area around the 
transfer point.

Baller says that on 
a new transfer point it 
is actually possible to 
completely eliminate 
spillage, and on proj-
ects where Weba Chute 
Systems are retrofitted 
into existing installa-
tions it is possible to 
significantly reduce the 
spillage. This also re-
sults in substantial sav-
ings for the mine.

Reducing maintenance on chute systems is simple

KONECRANES has 
introduced a rope guide 
that is a convenient, 
high-quality, low-cost 
replacement for almost 
any brand of rope guide, 
whether Konecranes or 
other make.

The universal and 
patented design allows 
for a range of drum di-
ameter with fast instal-
lation and high-value 
performance. Roller 
wheels provide smooth 
transition movement, 
which can reduce  
drum wear.

It is now available 
for sub-Saharan Af-
rica directly at the 
Konecranes Parts 
Distribution Centre  
in Johannesburg.

“We aim for a 24-
hour turnaround for 
all our spare parts,” 
says John MacDonald, 
Service, Sales and Mar-
keting Director, Kone-
cranes Southern Africa.

The rope guide is 
lightweight and dura-
ble, and installs quickly 
and easily with no spe-
cial tools required. It 
is exceptionally rigid 
and able to withstand 
extreme applications  
and environments.

The roller wheels 
provide smooth transi-
tion movement, which 
can extend service life 
by reducing the wear of 
the rope drum and the 
guide itself.

The guide comes 
in a number of differ-
ent sizes and can be 
adjusted to suit a wide 
range of drum size and 
any drum pitch direc-
tion, and its modular 
design allows for instal-

lation of devices for 
new features, such as 
drum cleaning, side-
pull prevention and  
rope measuring.

A rope guide for a 
certain drum diameter 
can be configured to fit 
different hoist applica-
tions and construction.

Konecranes designs 
new universal  

rope guide

New universal rope guide from Konecranes.
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Held at the Meerendal Wine Estate in 
Durbanville Hills, the event was attended by 
senior staff from GABS,MAN and also City of 
Cape Town dignitaries including Metro Police, 
City Transport and keynote speaker, Donald 
Grant, the Western Cape Provincial Minister of 
Transport.

Taking centre stage was MAN Bus # 1000 which 
represents 15 years of unique co-operation 
between customer and supplier – regarded as 
a successful enduring partnership.

GABS – 155 years young
Mr. Markus Geyer, Managing Director of 

MAN Truck & Bus South Africa, spoke of the 
impressive history of both companies: “In 
2011 Golden Arrow Bus Services celebrated 
150 years of providing efficient transport 
to the people of Cape Town. In 2015 we, at 
MAN, celebrated a hundred years of providing 
technologically advanced trucks and buses to 
our customers.

“In 2001 we sold our first bus, a MAN 
A63 18.232/Explorer to Golden Arrow Bus 
Services. This was the start of a collaborative 
partnership that has culminated in the delivery 
of bus number 1000 to the team at GABS.”

Having flown from the MAN head office in 
Germany to attend the event, Jeroen Lagarde, 
Senior Vice President of MAN outlined its 
philosophy of collaboration with clients to 
develop and produce efficient and safe 
transport solutions. “We have a dedicated 
team that interacts with the engineers at 
GABS on a regular basis, ensuring they get 
the buses they need”, adding that the latest 
examples feature USB chargers a feature 
which is uncommon internationally.

MAN committed to RSA
Mr. Lagarde stressed the long term commitment 
of MAN of investing in South Africa where its 
buses feature over 80% local content, creating 
local employment, and upskilling workers.
MAN vehicles are assembled at two plants – 
chassis are assembled at the MAN Pinetown 
plant from CKD (completely knocked down) 
units and the running chassis are transferred to 
the Olifantsfontein plant near Midrand where 
bodies are fitted. Once assembled they are 
driven to GABS in Cape Town as a pre-delivery 
‘shake-down’.

Bus #1000 delivered to 
Golden Arrow Bus Services 
by MAN Truck & Bus

On Tuesday 8th November 2016 the 15 year long business relationship 
between MAN Truck and Bus South Africa (MAN) and Golden Arrow Bus 
Services (GABS) culminated in an extraordinary milestone with the formal 
handover of the 1000th MAN bus supplied to GABS.

MILESTONE MOMENT: (From left to right) Philip Kalil-Zackey (Head of Sales MAN Truck and Bus South Africa), Markus Geyer 
(Managing Director MAN Truck & Bus South Africa), Jeroen Lagarde (Senior Vice President MAN Truck & Bus), Francois Meyer 
(Golden Arrow Bus Services CEO) and Donald Grant (Western Cape Minister of Transport and Public Works)

www.mantruckandbus.co.za www.gabs.co.za

THE KEY TO SUCCESS: GABS operations staff and passenger forum members celebrate the historic acquisition

SUPPORTIVE PARTNERSHIP: Francois Meyer (Golden 
Arrow Bus Services CEO) and Donald Grant (Western Cape 
Minister of Transport and Public Works)
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Lagarde paid particular tribute to the drivers at 
GABS stating that the meticulous effort put into 
manufacturing the safest buses possible was 
only one side of the safety coin  well trained, 
safety aware drivers being the other vital side.

Passenger safety first
All Golden Arrow bus drivers receive 
compulsory training which encompasses both 
practical and theoretical aspects of the job. 
During the training course, drivers complete 
90 credits of the Professional Driver Skills 
Programme and/or 122 credits of the full 
National Certificate in Professional Driving 
(NCPD) Qualification.

All drivers are required to obtain a valid 
Professional Driving Permit (PrDP) before 
actively starting their careers with Golden Arrow. 
Road safety refresher courses are compulsory 
every two years. Drivers are also counselled 
in the event of public complaints, inspector 
reports and accident/incident reports.

On-Board Camera System
The company has invested heavily in an on-
board electronic ‘dash-cam’ type camera 
system which is currently fitted to more than 
900 buses in the fleet. This system consists 
of a device which captures sights and sounds 
inside and outside of the vehicle and is 

triggered by abrupt driving action recording 
eight seconds before and after such an event. 
This video clip is automatically downloaded 
to the supervisor’s personal computer and is 
then used as a tool to correct faulty driving 
habits and provide an accurate recording in 
the event of accidents and general incidents 
which cannot be challenged in any way. The 
system is currently being extended to all of its 
1 100 vehicles.

Engineered safety and efficiency
The latest generation of buses supplied to GABS 
include high tech features such as ABS braking 
and stability control systems for added safety.

Front mounted engines comprise fuel efficient 
MAN 8 litre 177kW common rail diesel engines 
connected to mid-mounted Voith automatic 
transmissions with an integrated retarder, 
which interconnects to and is activated with 
the vehicle’s braking system. Mounting the 
transmission centrally has two benefits – it 
allows a flat floor for easy passenger access 
and helps with vehicle weight distribution – 
contributing to stability and safety.

Caring for the planet
Referring to the overall commitment of MAN 
to the environment Mr. Lagarde remarked; 
“We are very aware of the impact we have on 

our planet. As such we provide strategies that 
mitigate, reduce or cut our carbon offset.

“The Pinetown assembly plant is one of the first 
in the world, and the first within the MAN Group, 
to be 110% energy independent. The extra 10% 
we send back into a local energy grid.”

Satisfied customers
Provincial Minister of Transport, Donald Grant, 
praised the management and staff of MAN 
and GABS for keeping Cape Town moving 
over all these years - with an impressive safety 
record. Referring to the 2016 Independent 
Customer Survey conducted amongst 2 573 
respondents he said, “The Survey indicates 
that the vast majority of the GABS 230 000 
daily passengers are overtly complimentary 
about the service. Most of these passengers 
earn less than R3500 a month which makes 
the company vital to the transport needs of 
the poor.” He wished the new MAN Bus # 
1000 a smooth and safe service for many 
years to come.

Committed safety regime
Golden Arrow CEO, Francois Meyer thanked 
every member of staff from both GABS and 
MAN, stressing that the ongoing success of 
the partnership is only made possible by the 
sterling efforts of the dedicated members of 
both teams.

GABS handles its own vehicle maintenance 
operations through five dedicated service 
centres where highly skilled and MAN trained 
technicians keep the fleet moving and strive 
to improve on an already impressive 97% on-
road percentage. 

Buses were sent for roadworthiness testing 
every six months long before it became 
mandatory, and vehicles are serviced at 
20 000km intervals which together with its 
preventative maintenance strategy resulted in 
a significant decrease in breakdowns.

“I am proud to be part of this collaboration 
between GABS and MAN”, said Mr. Meyer. 
This long term relationship has ensured that 
the R1,4-bn that we have spent on MAN buses 
over the past 15 years has made GABS an 
enduring provider of reliable and safe public 
transport to the people of Cape Town - with 
a laudable 97% operational efficiency ratio.”
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Choose Real FMX - the number one name in Forklift Fleet Management Systems. 
A unique, customisable solution, it combines fleet management features, such as 
driver identification, immobilisation and run hour monitoring along with advanced 
engine, starter motor and transmission protection and battery management. Real FMX 
is in service with major forklift suppliers countrywide.  

CHOOSE THE DRIVING FORCE IN 
FORKLIFT MANAGEMENT SOLUTIONS

Unit 8, Wareing Park, 2 Wareing Rd, Pinetown, 3610
PO Box 1564, Pinetown, 3600  •  Tel 0861 000 342  •  Fax 0865 552 740
www.realtelematics.com

A product of:

FMX
realreal

www. u n i t r a n s . c o . z a+9 800 employees
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 AfricAn countries
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glOBal fOOtprint natiOnal and internatiOnal 
netwOrK

supply chain 
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specialised fleet

THERE’s a very famous 
story about a little boy 
in the Netherlands who 
uses his fingers to plug 
holes in a dyke that 
threatened to burst and 
drown his whole village. 
In the end the boy saves 
the village and is cel-
ebrated as a hero.

This is very much an 
analogy that we want to 
be able to apply to run 
hour loss on forklifts. 
Unfortunately, in most 
cases it seems customers 
just run out of fingers.

The simple truth is 
that you only need one 
finger – the one that con-
trols Ignition On and Ig-
nition Off. The moment 
your ignition is on, even 
when the motor is not 
running, the run hour 
clock engages. There 
are some contracts and 
machine brands that ac-
crue run hours on motor 
run only, but there is a 
very big percentage that 
works off Ignition On.

So just like your mo-
tor vehicle, the higher 
the distance travelled 
the lower the value of 
the vehicle. The same is 
applicable on forklifts: 
the higher the run hours 
the lower the value.

I recently visited a cus-
tomer who was lament-
ing the depreciation on 
two of his forklifts that 
had much higher run 
hours than the other 

seven, for the simple 
reason that those two 
were regularly left with 
their ignitions in the on 
state even when not in 
actual use.

This had several rami-
fications for the cus-
tomer, in that he then 
serviced those machines 
more regularly, he of-
ten had to jump start 
or swop out batteries in 
order to start work for 
the day and of course 
within a three-year pe-
riod his machines actu-
ally showed four years 
of use.

His expectation of 
his daily operations was 
nine hours but these ma-
chines regularly showed 
an average of 12 to 13 
hours usage per day. 
That, of course, was fur-
ther impacted by these 
machines then run-
ning in excess idle also 
when not in use, which 
resulted in the fuel bill 
for these machines to be 
also almost double the 
other machines when 
they moved the same or 
similar loads.

Due to the additional 
wear and tear on mov-
ing parts he also had 
to replace parts more 
regularly. He was totally 
flummoxed on how this 
was happening. He was 
still fairly lucky in that he 
owned these machines. 
Had they been on con-
tract, he may also have 
been liable for excess 
hour’s costs each month.

This is why dealers 
prefer to show run hours 

from Ignition On. It’s 
simply an additional lay-
er of protection to keep 
run hours lower and not 
only to rip customers off 
as is the popular opin-
ion. The same problem 
occurs on electric ma-
chines, except that bat-
tery drainage is also a 
problem and the inher-
ent cost coupled to the 
loss in productivity.

One month later after 
fitting Real FMX, this 
same customer was able 
to determine exactly 
how many run hours 
were lost in Ignition On 
and excess idle, amount-
ing to almost 40% waste.

Real FMX was able 
to reduce this ongo-
ing wastage by sending 
alerts when the ignition 
was on for longer than 
30 seconds and not in 
use. Run hours and 
fuel consumption were 

also reduced through 
the Excess Idle Cut  
Out feature.

A few months later, 
he also found that he 
was suddenly servicing 
these machines at the 
same time as the others. 

To date, he has fit-
ted his entire fleet with 
Real FMX and is able 
to easily justify the 
cost saving benefits to  
his board.

Amazingly, those 
were only three of the 
possible 47 features and 
monitoring points on 
the Real FMX range. 
It’s a simple question 
really. Can you afford 
not to fit Real FMX?

Do not simply believe, 
test us for yourself. Fit 
Real FMX today before 
your costs run away with 
the budget.

Fitting Real FMX 
makes real cents.

Ignition evaporation
By John Valentine, 

New Business Director, 
Real Telematics

FALLING oil prices, a 
crumbling mining sec-
tor and local economic 
uncertainty have cre-
ated a volatile mix of 
forces that is putting 
immense pressure on 
the petrochemical sec-
tor. However, accoding 
to Noddy Ramroop, 
Operations Executive: 
Petrochemical, Uni-
trans this is not neces-
sarily bad news for the 
supply chain.

“While market de-
mands have shifted 
drastically toward cost-
savings as the primary 

concern, the supply 
chain has to maintain 
extremely high safety 
and quality standards 
while reducing costs. 
Despite the challenges, 
it is not the first time 
we are facing this is-
sue. Following the 
2008 global economic 
downturn, we initiated 
the introduction of new 
innovations to extract 
additional value from 
the petrochemical sup-
ply chain – a process we 
continue to this day.”

South Africa’s min-
ing sector, the country’s 

oldest and most estab-
lished industry, shed 
23,000 jobs in 2015 
after falling commod-
ity prices and sub-
dued demand from 
China left the sector 
with massive financial 
losses and much lower  
production output.

“The mining sector is 
the second largest con-
sumer of petrochemi-
cal products after retail. 
The reduced demand 
from this critical sector 
– in addition to the his-
torically low global oil 
prices that fell from $110 
a barrel to just over $40 
a barrel puts huge pres-
sure on petrochemical  
companies.”

Unitrans is a wholly-
owned subsidiary of 
KAP, a JSE-listed in-
dustrial holding com-
pany with a market cap 
of in excess of R18bn. 
Unitrans operates 130 
depots, employs 10,000 
staff and its 3,000 ve-
hicles travel more than 
250 million km per 
year. The petrochemi-
cals business unit of 
Unitrans has a presence 
in all South Africa’s  
commercial centres.

“We transport petro-
chemical products from 
our clients’ various 
coastal and inland ter-
minals, including cross 
border facilities and 
offer an end-to-end so-
lution encompassing 
primary and secondary 
transportation.”

Over a number of 
decades, Unitrans 
has invested in Af-
rica in petrochemicals, 
agriculture, mining  
and infrastructure.

“Our petrochemical 
business unit tradition-
ally operated in South 
Africa, Botswana, Na-
mibia, Lesotho, Swazi-
land, and cross border 
transportation into 
Zimbabwe, Zambia 
and the Democratic 
Republic of Congo. 
With a concerted in-
vestment in safety and 
through resilience, we 
have persevered and 
positioned ourselves 
to leverage off our 
supply chain network 
across Africa to expand 
our petrochemical op-
erations into Zambia  
and Mozambique.

“We continue to take 

great care to ensure 
there is no compromise 
on service or safety, as 
these are the funda-
mental values that have 
built Unitrans into a 
valuable supply chain 
partner over the years.”

With safety, quality 
and cost-savings top-
ping the list of supply 
chain demands from 
the petrochemical sec-
tor, Unitrans intro-
duced new innovations 
consistently to meet the 
needs of a dynamic and 
evolving market.

“We operate Perfor-
mance Based Standards 
(PBS) vehicles that al-
low for safer and more 
productive vehicle com-
binations. For the pet-
rochemical sector, our 
PBS-based petrochemi-
cal tanker combines a 
low centre of gravity 

with carefully balanced 
power-to-weight ratios 
to give clients optimum 
cost-effective perfor-
mance while also re-
ducing the wear on our 
public roads.”

According to Ram-
roop, safety is the pri-
mary concern for the 
petrochemical sector.

“We have ISO9000, 
ISO14000 and OH-
SAS18000 certifica-
tion. Our petrochemi-
cal tanker fleet also 
require permits from 
provincial Depart-
ments of Transport, 
who require that our 
vehicles are reviewed 
by a panel of inde-
pendent experts that 
include the CSIR’s 
built environment divi-
sion and the Depart-
ment of Transport. 
We invest heavily in  

ensuring compliance at 
all times. Meeting (and 
often exceeding) the 
safety requirements 
imposed by our clients 
and regulators within 
the market is part of 
our core company val-
ues,” says Ramroop.

“Our philosophy is 
to never compromise 
on our safety standards 
or service quality. 
The experience we’ve 
earned in this sector al-
lows us to offer a clear 
view on the bigger pic-
ture which, in an often 
siloed petrochemical 
supply chain, enables 
our clients to extract 
more value from their 
day-to-day operations.

“We believe that 
adhering to our core 
values will better po-
sition Unitrans in the 
medium to long term.”

Extracting value from the supply chain

Noddy Ramroop, Operations Executive: 
Petrochemical, Unitrans.

TRANSPORT INDUSTRY

The Real FMX Frisbee: A unique customisable 
combination of fleet management features.

http://www.unitrans.co.za
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www.babcock.co.za

If you’re looking 
for robust, reliable 
construction equipment 
at affordable prices then 
you need to look no 
further than SDLG.  

When it’s time to think 
about buying a new 
machine, remember  
this name: SDLG.  

The power you need
The price you can afford
SDLG Backhoe Loader B877

Babcock International Group: 
SDLG Head Office
Tel +27 (0)11 230 7300
Fax +27 (0)11 397 2686
enquiries@babcock.co.za 

Branches: 
Bloemfontein +27 (0)51 432 1226
Botswana +267 390 2869
Cape Town +27 (0)21 380 4700
Durban +27 (0)31 700 6009
East London +27 (0)43 703 0400
George +27 (0)44 878 1035
Kimberley +27 (0)53 832 3443
Kuruman +27 (0)53 712 0472
Lichtenburg +27 (0)18 633 6232
Middelburg +27 (0)13 001 1234
Mocambique +258 84 265 2397
Nelspruit +27 (0)13 001 1280
Port Elizabeth +27 (0)41 407 5900
Richards Bay +27 (0)35 751 1180
Rustenburg +27 (0)14 592 6150
Steelpoort +27 (0)13 230 9054
Wolmaransstad +27 (0)18 596 1514
Windhoek +264 061 305 560/3
Zambia 
Kitwe +260 212 216 200 
Lusaka +260 211 127 2926/28

Independent Dealers: 

Polokwane
RGR Services +27 (0)15 297 6711
Swaziland 
Swazi Trac +268 251 84 555
Tzaneen
Swaarvoertuie +27 (0)15 307 5000
Zimbabwe
Pelgin Consultancy Services
263 448 677 3/4/5
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BABCOCK is confident 
that 2017 will be an excit-
ing year for the compa-
ny’s equipment division.

“With indications of 
recovering commod-
ity prices, our customers 
are positive about the 
outlook for 2017,” says 
David Vaughan, Manag-
ing Director, Babcock’s 
equipment business.

Babcock is the sole 
regional distribution and 
service agent for Volvo 
construction equip-
ment, Terex Trucks, 
Tadano and Senne-
bogen cranes, Win-
get concrete handling 
equipment and SDLG  
construction equipment.

“At the beginning of 
last year, we opened an 
ultramodern sales, parts 
and service dealership 
in Middelburg to offer 
responsive support and 
service across our en-
tire equipment product 
range to customers in 
the region. 

Vaughan further com-
mented that the demand 
for larger construction 
equipment continues to 
prevail as customers are 
always looking for the 
most cost-effective way 
to move material.

“Babcock is re-
nowned and respected 
for delivering high pro-
duction machinery that 
is also fuel efficient. 
This year we’re adding 
the Volvo A60H, the 
largest ADT to ever be 
launched commercially 
by Volvo, to our product 
range. This heavyweight 
60-tonne articulated 
hauler is the largest of 
its kind in the world.”

The Volvo A60H’s 
higher payload repre-
sents a 40% increase on 
Volvo’s A40 models, sig-
nificantly lowering the 
cost-per-tonne ratio for 
hauler customers, while 
its stability, comfort and 
high hauling speeds are 
ensured by the matched 
drivetrain, automatic 
drive combinations, 
all-terrain bogie, hydro-
mechanical steering 
and active suspension, 
further optimising pro-
duction and minimising  
operational costs.

The first Volvo 
A60Hs are expected to 
reach South Africa’s 
shores by March and 
will be launched into 
the southern African 
market by May, togeth-
er with the new Volvo 
EC950E, a 90-tonne 
crawler excavator that 
combines power and 
stability to handle a 
higher capacity in the 
toughest applications.

“It is ideal for hard 
rock mining, coal min-
ing, general mining 
and big quarry applica-
tions, and the EC950E 
has been designed 
to load the massive 
A60H, so they work  
hand-in-hand.”

Babcock will also be 
bringing the ground-
breaking Volvo A45G 
articulated hauler to 

our shores. Designed 
for heavy hauling in se-
vere off-road operation, 
this ‘ultimate hauler’ 
delivers unbeatable off-
road performance in its 
class and an increased 
two tonnes payload  
on the A40.

Another first for 
Babcock will be the 
Generation 10 TA300 

and TA400 articulat-
ed dump trucks from  
Terex Trucks. 

Terex Trucks are re-
nowned for delivering 
a robust performance 
in the steepest, deepest 
mines and largest quar-
ries around the world 
while simultaneously pro-
viding durability, comfort 
and efficiency.

The TA400 ADT is the 
largest of the company’s 
new Generation 10 artic-
ulated dump trucks that 
excels in large-scale con-
struction projects, quar-
ries and mine sites alike.

Babcock will be repre-
senting Volvo Construc-
tion Equipment and Ter-
ex Trucks at the Mining 
Indaba on stand 807.

Babcock to launch ground-breaking 
construction equipment in 2017

The Volvo A60H.
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IN the past year, the 
Kyalami Grand Prix 
Circuit has undergone 
a dramatic transfor-

mation, with extensive 
refurbishments and 
upgrades to the facil-
ity. Kyalami is now the 

only current racing 
facility on the African 
continent that has been 
certified as a grade II 

racetrack, conform-
ing to stringent inter-
national safety and  
quality standards.

Along with the race-
track came the refur-
bishment of the pit 
complex. The pit build-
ing has been complete-
ly revamped and is now 
an international con-
vention centre, includ-
ing world-class facilities 
for all year round con-
ferencing, exhibitions, 
trade shows, product 
launches, private func-
tions and activities.

Maxiflex Door Sys-
tems was the chosen 
supplier for the doors 
all along the pit lane, as 
well as the glazed doors 
for the new launch area 
– a private VIP area sit-
uated in the pits, which 
has been specially 
adapted to accommo-
date dynamic vehicle 
launches with direct ac-
cess to the pit lane and 
the track.

Crawford sectional 
doors were chosen for 
the pits, which is a huge 
upgrade from the old 
roller shutter doors 
that were used in the 
old building. These 
doors create an im-
pressive visual impact 
with the doors being an 
aluminium grey colour 
to match the rest of  
the building.

The doors are reli-
able and easy to op-
erate, and in case of 

power failure there is a 
manual override, which 
is counterbalanced with 
a standard step-handle 
and pull-down cord for 
ease of operation.

The windows are 
an aluminium framed 
section with 4mm 
safety glass. These 
windows allow more 
natural light into the 
building when it is re-
quired for the doors to 
be closed.

The Crawford glazed 
sectional doors that 
were used for the 
launch area where 
chosen for their clear 
visibility. Even if the 
doors are closed visi-
tors will be able to see 

what is happening in-
side or outside during 
an event.

As the track at the 
pit lane runs at a gradi-
ent, with a difference 
of 1,2m from one side 
of the building to the 
other, the Maxiflex in-
stallers had to create 
a customised solution 
with on-site modifica-
tions so that visually all 
doors appear to be the 
same height.

Crawford sectional 
doors are designed 
and manufactured to 
European standards 
of quality and safety 
and are aesthetically 
pleasing, safe to oper-
ate and built to last. 

The 42mm thick insu-
lated panels are solid 
and sturdy ensuring a 
well-insulated and reli-
able door – a necessity 
when the doors will be 
operated during busy 
events in an area where 
there will be a lot of 
movement by people  
and vehicles.

Maxiflex Door Sys-
tems has supplied 
top-quality industrial 
doors in southern Af-
rica for 25 years. Their 
professional team of 
friendly advisors and 
trained technicians en-
sure an efficient pro-
cess from first enquiry 
through to and beyond  
final installation.

Sectional doors for Kyalami Grand Prix Circuit

Crawford sectional door installation at Kyalami Grand Prix Circuit.

AS a country whose 
available natural re-
sources need to be 
conserved and used 
optimally, the South 
African construction 
trade can benefit from 
making use of lami-
nated timber beams for 
structural applications.

So says Abe Stears, 
Managing Director, 
South Africa Techni-
cal Auditing Services 
(SATAS). He also is-
sues a word of cau-
tion with respect to 
manufacturing and us-
ing this material cor-

rectly and according to  
national regulations.

“Unfortunately, not 
many people know how 
to use structural lami-
nated beams properly.

Random tests con-
ducted on laminated 
timber beams at the 
University of Pretoria 
revealed that a large 
percentage of lami-
nated timber beams 
did not comply with 
the modulus of rupture 
(MOR) and modulus 
of elasticity (MOE) 
requirements for stress 
grade 5 as published 

in SANS 10163 parts 1 
and 2.

A laminated timber 
or ‘glulam’ beam is an 
engineered product 
made up of layers of 
wood that have been 
glued together. The 
various components 
that go into making 
a laminated timber 
beam must meet cer-
tain requirements prior  
to assembly.

Proper drying, grad-
ing/ selection and ma-
chining of the timber 
to be used are very im-
portant considerations. 

The finger joints in 
boards to be used in 
laminated beams must 
also comply with the 
requirements set out in 
SANS 10096.

Furthermore, the ad-
hesive used to bind the 
wood together must be 
selected for the appro-
priate application class 
for which the lami-
nated timber beam will  
be used. 

“A structural beam 
manufactured with ad-
hesive designed for in-
terior dry use will not 
last long if used in an 

exterior application. 
Important factors and 
conditions, such as tim-
ber moisture content 
and adhesive manu-
facturer requirements, 
like press time, pot life 
and spread rate, are vi-
tal to ensure a quality 
end product.”

Once the manu-
facturing process is 
complete, grade com-
pliance needs to be 
established or verified. 
This is achieved by 
means of a proof load 
test, which records 
the relevant data to  

determine compliance 
with the grade require-
ments on strength and 
MOE. Adhesive bond 
integrity tests are then 
performed on small 
samples to determine 
compliance in the total 
manufacturing process.

“Only a few laminat-
ed timber manufactur-
ers in South Africa are 
certified by an accred-
ited product certifica-
tion body, like SATAS 
and the South African 
Bureau of Standards 
(SABS), for the manu-
facture of laminated 
beams to the require-
ments of SANS 1460 
for laminated timber.

“The manufacture 
of structural laminated 
beams is a costly process, 
which is why some un-
scrupulous contractors 
may make use of inferior 
imported or backyard 
products. The knock-on 
effects of this are poten-
tially devastating.”

Stears goes on to say 
that “if a cheaper alter-
native product is used, 
failures could result, but 
these would more than 
likely only occur a few 
years after construction, 
and the responsibility of 
repair and related costs 
would befall the unsus-
pecting owner,”

“Laminated timber 
is a viable resource and 
an intelligent choice 
for structural construc-
tion applications, but 
the use thereof without 
traceability and prod-
uct certification is a 
recipe for disaster.

“While the informed 
homeowner or project 
developer can aid in 
the demand for above-
board product, it is ulti-
mately the responsibility 
of architects, designers 
and engineers to insist 
on certified laminated 
timber beams for use in 
structural applications,” 
concludes Stears

Laminated timber viable for structural applications

Machine testing for grade verification.

THE Flooring Industry 
Training Association 
(FITA) has grown in 
membership and stat-
ure since it was formed 
in 2013 and is now a 
vital facility to safe-
guard the future of the 
flooring sector, Tandy 
Coleman, Chairperson, 
FITA says.

Speaking at the 
AGM she said that 
the FITA training cur-
riculum for fitters is 
the only curriculum for 
flooring fitters in South 
Africa and has so far 
led to 151 trainees ob-
taining a Construction 

Education and Train-
ing Authority (CETA) 
National Certificate: 
Installation of Floor 
Coverings from Spar-
row and Tjeka FET 
Colleges. Another 39 
are scheduled to qual-
ify by July 2017.

“The need for quali-
fied fitters will become 
essential as new gov-
ernment legislation 
will require a national 
register of artisans to 
provide assurance. For 
registration, flooring 
artisans will have to suc-
cessfully complete CE-
TA-accredited learner-

ships and short skills 
programmes, or qualify 
with Recognition of 
Prior Learning (RPL). 
FITA is the official in-
dustry facilitator for 
all these initiatives and 
represents all stake-
holders in flooring now 
when unity is essential,” 
says Coleman.

“Manufacturers of 
flooring products have 
pledged their commit-
ment to staff training 
through a Memoran-
dum of Understand-
ing with FITA, and 
contractors now have a 
pool of skilled labour to 

draw from. Fitters, on 
the other hand, benefit 
from career develop-
ment and self-worth.”

Coleman also an-
nounced the launch of 
a new FITA website.

Allan De Wit, Direc-
tor, FITA briefed the 
meeting on their new 
affiliation with the glob-
al training body, the 
International Certified 
Flooring Installers As-
sociation (CFI), which 
will provide FITA with 
access to CFI’s exten-
sive internationally-
respected educational 
programmes.

Flooring industry artisan  
training now vital

Tandy Coleman, 
Chairperson, FITA.

http://www.maxiflex.co.za
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WITH five months still 
to go and the two allo-
cated exhibition halls 
largely booked, indus-
try has demonstrated 
its strong support for 
Machine Tools Africa 
2017, taking place at 
the Expo Centre in Jo-
hannesburg from 9 to 
12 May 2017.

Machine Tools Af-
rica, launched in as-
sociation with the Ma-
chine Tools Merchants’ 

Association of South 
Africa (MTMA), is the 
biggest trade exhibi-
tion of its kind in Af-
rica showcasing cutting 
edge developments 
across the machine tool 
and related industries. 
Exhibitors in Halls 6 
and 7 are mainly the 
local machine tool sup-
pliers together with  
their principals. 

Hans-Peter Neth, 
Chairman, MTMA has 

given their full com-
mitment to Machine 
Tools Africa so ensur-
ing an industry show-
case that is inclusive 
and reflective of the 
South African machine  
tool market. 

“Quality tools and 
machinery are the 
backbone of the South 
African manufactur-
ing industry and this 
important sector will 
take centre stage. Ma-

chine tools will not 
only be displayed but 
demonstrated. There 
will be equipment in 
machining, such as 
turning and milling, 
grinding and drilling, 
as well as all types of 
sheetmetal machin-
ery, laser, plasma 
cutting, bending and 
punching and presses. 
Many more machines 
will also be displayed. 
Also exhibiting will 

be various suppliers of 
tooling and CAD CAM 
software who are an 
integral part of the suc-
cessful machine shop,”  
says Neth.

“Daily talks by indus-
try leaders from all over 
the world will make this 
event a must for all en-
gineers, company own-
ers, workshop manag-
ers and staff. They will 
learn about these latest 
developments happen-

ing all around us in our 
exciting industry.”

Visitors will be able 
to meet with leading 
companies such as TH 
Machine Tools, Vic-
tor Fortune, Retecon, 
Puma Machine Tools, 
Potgieter Industrial 
Machinery, Durmazlar, 
CML Machine Tools, 
Haas Factory Outlet 
CNC Machine Tools 
SA, Magnum Machine 
Tools, RGC Engineer-

ing, Craft Industrial 
Equipment, PBS Ma-
chine Tools, Extreme 
Machine Technologies, 
First Cut, Toolquip & 
Allied, CNC Clear Cut, 
Mecad Systems, MJH 
Machine Tools, Efa-
matic Machine Tools, 
Flexilube, Siemens, 
Samsung Machine 
Tools and Walker Ma-
chine Tools.

“We have been in-
volved since its stand-
alone shows from 1977 
until 1997 and then as 
a co-located show with 
Electra Mining Africa 
every four years from 
2004 through to 2012,” 
explains Gary Corin, 
Managing Director, 
Specialised Exhibitions 
Montgomery, who have 
partnered with MTMA 
as Organisers of  
the show.

“The decision to host 
the show alongside 
Electra Mining Africa 
was based on the mar-
ket conditions of the 
time and the show re-
mained fully supported 
by the MTMA . A deci-
sion was made last year 
to again launch a stand-
alone show as the mar-
ket has become strong 
enough to support 
this. The endorsement 
we have received from 
industry and the num-
ber of leading compa-
nies already booked 
to exhibit validates  
this decision.”

The visitor experi-
ence will be enhanced 
through a series of 
free-to-attend technical 
seminars hosted by the 
South Africa Institu-
tion of Mechanical En-
gineering (SAIMechE).

Both Corin and Neth 
agree on the impor-
tance and value of the 
MTMA being behind 
this exhibition.

“Not only does it 
provide a platform 
where we can demon-
strate our strength as 
an association, but also 
to ensure that buyers 
know that purchasing a 
machine from members 
of the MTMA means 
peace of mind for the 
machine tool buyer. All 
MTMA members sub-
scribe to a strict code of 
ethics designed to pro-
tect buyers,” says Neth.

Corin also confirmed 
further industry sup-
port from the South 
African Capital Equip-
ment Export Council 
(SACEEC) and the 
Italian-South Africa 
Chamber of Trade  
and Industries.

Industry supports Machine Tools Africa 2017 as sales exceed 70%

Quality 
tools and 

machinery are 
the backbone 
of the South 

African 
manufacturing 

industry.
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WESTERN CAPE

THE City of Cape 
Town has endorsed the 
Smart Procurement 
World/Enterprise & 
Supplier Development 
Expo stating that “the 
integrated business 
model is well aligned to 
the City’s transforma-
tion and economic de-
velopment plans.”

This successful event 
affords many delegates 
the opportunity to gain 
fresh insight into vari-
ous procurement and 
supply chain manage-
ment topics. The expo 
is also dedicated to  
enterprise and supplier 
development making it 
possible for small busi-
nesses to meet buyers 
from big corporates.

“The City is proud to 
be a part of this initia-
tive that not only sup-
ports supplier devel-
opment but also links 
City vendors to cor-
porate buyers in their 
business sector. This is 
one way in which we 
contribute to creating 
an enabling environ-
ment for economic 
development through 
supporting entrepre-

neurship and business 
growth,” says Council-
lor Eddie Andrews, 
Mayoral Committee 
Member: Tourism, 
Events and Economic  
Development.

Smart Procurement 
World/Enterprise & 
Supplier Develop-
ment Expo marks the 
fourth year since the 
event added the West-
ern Cape to its cal-
endar. The platform 
has continued to grow 
in support with key  
regional partners and 
organisations support-
ing the economic devel-
opment agenda through 
integrated supply chain 
and small business.

Economic growth 
has slowed. New sets 
of legislation affecting 
procurement and sup-
ply chain management 
have emerged. As the 
economy faces financial 
volatility, procurement 
and supply chain man-
agement functions are 
becoming the keys to 
public and private sector  
business success.

The conference will 
address the likely ef-

fects of legislation, la-
bour and political un-
rest in the context of 
procurement and sup-
ply chain. This event 
will equip attendees and 
provide opportunities 
needed to drive strategy 
and deliver world-class 
procurement and sup-
ply chain management 
practices as demanded 
by the current climate.

To change procure-
ment, professionals 
must stop thinking 
about procurement,” 
says Ian George, In-
ternational Procure-
ment Transformation 
Lead from the UK. 
Ian will explore this 
subject in detail at  
the conference.

On the expo side big 
business will showcase 
their very own verified 
black-owned business 
as part of your Enter-
prise Development 
Programme. The expo 
affords black-owned 
SMMEs highly-rated 
by their clients, with 
an excellent opportu-
nity to be discovered by 
other big businesses at-
tending the event.

City of Cape Town throws 
its weight behind supporting 
suppliers to access markets

INDUSTRIAL Show-
case-Cape is the longest-
running industrial trade 
show serving the entire 
Western Cape. It has had 
a successful track record 
since inception in the 
mid-1980s and includes  
exhibitors covering vir-
tually every conceiv-
able product or service 
from the industrial and  
manufacturing sectors.

The show has been 
running for more than 
30 years on a biannual 
basis and its success 
stems from the need 
for a broad-based ex-
hibition that attracts 
businesses across the 
entire industrial sec-
tor in the Western  
Cape region.

Rather than staging 
exhibitions that target 
specific sectors, the 
Industrial Showcase-
Cape covers all the 
sectors allowing niche 
businesses the oppor-
tunity to promote their 
wares alongside more 
traditional industries.

The broad appeal 
of a comprehensive 
industrial exhibition 
works well in smaller 
regional economies 
that cannot sustain 
exhibitions that target 
specific sectors. This 
is the only dedicated 
industrial exhibition 
servicing industry in its 
entirety. 2017 will be 
the 15th industrial show 
for the Cape region.

Average attendanc-
es have been around 
3,000 focused pros-
pects with 67% of visi-
tors either being able 
to recommend or have 
final authority when  
making a purchase.

The show attracts over 
visitors from over 900 
companies from local 
industry, local and pro-
vincial government and 
major industrial players 
in the shape of directors, 
business owners, manag-
ers, contractors and buy-
ers amongst others.

Industrial Show-
case-Cape runs from 
15 to 17 August at 
the Cape Town Inter-
national Convention  
Centre (CTICC).

The Western Cape’s longest 
running trade show returns

WITH a very successful 
2016 under its belt – in-
cluding assisting its new-
est client Philip Morris 
International take home 
the Exhibitor of the Year 
award at Sasol’s Ignite 
trade show – 3D Cape 
has positioned itself for 
further growth in 2017.

The turnkey exhibi-
tions and experiential 
solutions provider in the 
Mother City, which also 
created one of the most 
memorable interactive 
exhibits for Philip Mor-
ris International at the 
recent Rockin’ the Dai-
sies festival, has added 
several new services to 
its portfolio, as well as 
up-scaled its premises in  
anticipation of a bumper  
year ahead.

According to Andrew 
Keymer, Director, 3D 
Cape the company has 
grown far quicker than 
originally expected over 
the past six years, par-
ticularly its custom divi-
sion. This puts pressure 

on available resources 
and was in danger of  
putting the brakes on  
its expansion.

“Although we secured 
the neighbouring build-
ing in our previous prem-
ises in Westlake over two 
years ago, this proved 
to be a short-term solu-
tion as the space restric-
tions were curtailing 
our growth potential,”  
he says.

“We therefore opted 
to make the move to a 
larger space a full year 
ahead of the timeline 

we’d prepared when we 
first began trading.”

3D Cape’s new 
3,155m2 building is 
a standalone unit 
on a 5,300m2 plot in  
Capricorn Business Park 
near to the Marina da 
Gama, and provides 
extensive loading and 
logistic facilities through 
five load bay areas, as 
well as ample staff and 
customer parking.

“Simply put, the ben-
efits of the move include 
better capacity, control 
and quality, better staff 

recreation areas and 
more ergonomically effi-
cient working areas; and 
there’s room for expan-
sion. It all adds up to us 
being able to add greater 
depth to its turn-key solu-
tions portfolio in 2017,”  
concludes Keymer.

Cape turnkey exhibition 
supplier gears up for growth

http://www.industrialexpo.co.za
http://www.smartprocurementworld.com/westerncape
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Shows, exhibitions and conferences:  
connecting to thousands under one roof

Devi Paulsen, CEO, Hypenica.

IMAGINE the oppor-
tunities that become 
available when one 
business is given the 
platform to connect 
with another; the re-
lationships that are 
built; the contacts 
that are made; and 
the business agree-

ments that are signed  
through networking.

Attending a show, 
exhibition or confer-
ence provides you with 
all these networking 
opportunities. This is 
why Hypenica believes 
so strongly in making 
this happen.

“We produce these 
events for the busi-
n e s s - t o – b u s i n e s s 
(B2B) trade sector, 
focusing on the built 
environment, agricul-
ture, transport and 
infrastructure sectors 
in Africa. The main 
reasons we do this, is it 

never fails to provide 
great support for busi-
nesses. We provide the 
platform for business-
es to be able to get in 
front of their custom-
ers quickly and in a 
short space of time,” 
says Devi Paulsen, 
CEO, Hypenica.

Paulsen provides 
the five key objectives 
as to why these events 
are so important as 
a marketing channel 
and what you can gain  
by attending.

1. Lead generation: 
“A company will 
generally attend a 
show, exhibition 
or conference 
because they want 
to generate new 
leads and fill their 
pipeline (their sales 
pipeline).”

2. Branding: “A lot of 
the time companies 
who want to rein-
force their brand 
identity to their key 
customers use the 
opportunity.”

3. Thought leadership: 
“This is critically 
important, especial-
ly in the conference 
context. Anybody 
who wants to posi-
tion themselves as 
the key provider of 
a service or technol-
ogy generally wants 
to be seen as a 
thought leader. Par-
ticipation as either a 
speaker or panellist 
at a conference 
affords them this 
opportunity.”

4. Networking: 
“Another critically-
important aspect 
of attending a show 
is the opportunity 
to network. People 
that want to 
network with their 
peers, customers 
or sometimes even 
their competitors 
find the experience 
invaluable.”

5. Product market 
testing: “Another 
reason why people 
would generally 
want to exhibit or 
be a sponsor is to 
test their product on 
the market through 
research. For exam-
ple, how does the 
market respond to 
their new product 
or concept?

“The greatest achieve-
ment is to see business 
taking place on the exhi-
bition floor. We recently 
hosted the African Agri 
Investment Indaba 2016 
in Cape Town, which 
was the first of its kind 
in Africa. Before we 
even started, we had 
brought in a total of 
$2.6bn of agri projects 
and potential investors. 
For me that’s what it  
is all about.”

Paulsen stresses 
that preparation is 
key to the success of  
any event.

“Whether you are at-
tending as a delegate or 
an exhibitor, you need 
to understand what you 
want to achieve. That 
way you’re assured of a 
successful experience.”
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AFRICA is the con-
tinent of opportunity 
for the serious energy 
investor. With vast nat-
ural energy resourc-
es ranging from coal, 
oil, gas, hydro, solar, 
wind and geothermal, 
there is ample choice 
for the discerning  
entrepreneur.

Lack of access to 
electricity means that 
there is an opportu-
nity for regional gov-
ernments, energy  
businesses, organisations 
and investors to unlock 
electricity access to mil-
lions of people who have 
don’t have power.

The Africa Energy 
Indaba is the conti-
nent’s premier energy 
conference and exhibi-
tion: bringing together 
leading African and 
global energy players 
and unlocking energy 
opportunities across 
the African continent.

The Indaba has strate-
gic partnerships with the 
World Energy Council 
(WEC), the South Af-
rican National Energy 
Association (SANEA) 
and the NEPAD Plan-
ning and Coordinating 
Agency (NPCA).

The two-day event 
will once again be offer-
ing its highly-acclaimed 
business matchmak-
ing programme, which 
affords delegates, ex-
hibitors, speakers and 
sponsors actual busi-
ness interactions with 
target markets.

By combining online 
technology together 
with a team of business 
matchmakers, delegates 
will be profiled and  
given access to an 
online matchmaking 
calendar with the abil-
ity to view and select 
exactly who they want  
to meet.

With over 50 senior 
energy leaders from 
global firms, govern-
ments and organisa-
tions in attendance, 
no business leader can 
afford to miss the ninth 
annual edition of the 
Africa Energy Indaba.

The side-events 
for 2017 include: the  
Indaba Energy Lead-
ers’ Dialogue, the WEC 
Ministerial Roundtable, 
the Africa Gas Forum, 
Women in Energy Con-
ference, IPP/PPA Con-
ference and the SANEA  
Energy Dialogue.

Creating tomorrow’s 
energy opportunities 

in Africa

THE impressive Cape 
Town Stadium, with its 
idyllic backdrop, is fast 
becoming South Afri-
ca’s most sought-after 
events location.

In addition to the 
uniquely designed 
55,000-seater Stadi-
um Bowl, the venue 
offers an outstanding 
range of facilities – 
from fully-equipped 
conference rooms to 
expansive lounges, 
networking areas and 
space that could easily 
be adapted to fit any 
event, be it a product 
launch, soirees, film 
and photo shoot, in-
door and outdoor ex-
hibition or promotion.

Often mistaken as a 
sports-only venue (it 
was built to serve as a 
playing venue for the 

2010 FIFA World Cup), 
the Stadium has hosted 
an array of events, con-
ferences and exhibi-
tions. Recent events in-
clude the HSBC World 
Rugby Sevens Series, 
the launch of Invest 
Cape Town, the Cape 
Town Cycle Tour Expo 
and the We Are Africa 
travel trade show.

Corporates and 
sports teams regular-
ly use the conference 
rooms for press launch-
es and media briefings.

The Stadium also 
transforms into a con-
cert venue and has in 
the past hosted a va-
riety of international 
artists including Ma-
riah Carrey, Lionel 
Ritchie, One Direc-
tion, Justin Bieber and  
Michael Bublé.

The Stadium is also 
in close proximity to 
the V&A Waterfront, 
several MyCiTi bus 

stops, upmarket hotels 
and restaurants. The 
venue is accessible 
from all major routes 

and located adjacent 
to the Green Point 
Urban Park and  
biodiversity garden.

Cape Town Stadium – your 
quintessential events location

The Cape Town Stadium’s Mixing Zone – an ideal 
venue for any event.

http://www.capetownstadium.capetown.gov.za
http://www.africanenergyindaba.com
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“THE power and ener-
gy landscape in Africa 
is undergoing signifi-
cant change,” says Evan 
Schiff, Event Director, 
African Utility Week 
adding that current 
trends include “the 
availability of private in-
vestment for power and 
energy projects, the fast 
development of renew-
ables, energy storage 
that is becoming cheap-
er and more reliable, 
gas that is now a viable 
mode of power gener-
ation, and that in the 
next ten years, nuclear 
will become an increas-
ingly important mode of 
base-load power gener-
ation as traditional pow-
er plants using coal are 
gradually phased out.”

The investment, 
trade and development 
opportunities in the 
sub-Saharan Africa’s 
electricity sector are 
estimated at US$835bn 
of capital investment, 
$490bn for generation 
capacity and US$345bn 
for infrastructure.

The 17th annual Af-
rican Utility Week is 
the leading conference 
and trade exhibition for 

African power, energy 
and water professionals 
and takes place from 16 
to 18 May 2017 at the 
Cape Town Internation-
al Convention Centre 
(CTICC) in Cape Town.

The event will gather 
over 7,000 decision-
makers to source the 
latest solutions and 
meet over 300 suppliers. 
Along with multiple side 
events and numerous 
networking functions 
the event also boasts a 
seven track conference 
with over 250 expert 
speakers.

The conference pro-
gramme will once again 
address the latest chal-
lenges, developments 
and opportunities in the 
power and water sec-
tors: ranging from gen-
eration, T&D, metering, 
technology and water. 
These include three 
exclusive plenary key-
note sessions featuring 
the most sought-after  
international speakers.

“We are known for 
every year gathering 
an industry elite group 
of real world doers to 
share their expertise 
from grid to socket 

on best practices for  
effective power and wa-
ter supply. Once again, 
we will not disappoint.”

The expo offers an 
extensive technical 
programme sessions 
that are free to attend, 
hands-on presenta-
tions that take place in 
defined spaces on the 
exhibition floor. They 
discuss practical, day-
to-day technical top-
ics, best practices and 
product solutions that 
businesses, large pow-
er users and utilities 
can implement in their  
daily operations.

African Utility Week 
and Energy Revolution 
Africa are organised by 
Spintelligent and the 
African office of Clar-
ion Events Ltd, based 
in the UK. Other flag-
ship events in Spintelli-
gent’s power portfolio 
are East African Power 
Industry Convention 
(EAPIC), West Af-
rican Power Industry 
Convention (WAPIC), 
iPAD Rwanda Power 
and Mining Invest-
ment Forum and iPAD 
Cameroon Energy and  
Infrastructure Forum.

African Utility Week returns 
to Cape Town in May

16 – 18 May 2017, Cape Town, South Africa
www.african-utility-week.com

The 17th annual African Utility Week is the leading conference and trade 
exhibition for African power, energy and water professionals. The event brings 

together over 7000 decision makers to source the latest solutions and 
meet over 300 suppliers. 

Along with multiple side events and numerous networking functions the event 
also boasts a 7 track conference with over 250 expert speakers.
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ACCESS Africa hosts 
the third annual edition 
of the Captains of Con-
struction and Infrastruc-
ture Leadership Forum 
at Gallagher Convention 
Centre, Gauteng from 
23 to 24 May. The Fo-
rum will unveil and unite 
Africa’s most competent 
and passionate leaders of 
2017 who are pioneering 
sustainable innovation, 
mobilising finance and 
driving public and private 
sector response to Afri-
ca’s imperative need for 
infrastructure and reliable 
service delivery.

Africa’s spending on 
infrastructure has dou-
bled over the past decade 
to US$80bn, but this 
amount must double in 
order to keep pace with 
annual demand for in-
frastructure delivery. The 
Captains of Construction 
and Infrastructure Lead-
ership Forum unites the 
continent’s most cele-
brated captains of indus-
try who are facing the 
infrastructure challenge 
head on and driving inno-
vation for Africa’s indus-
trialisation through the 

identification of bankable 
projects, access to ade-
quate financing, the pro-
motion and development 
of effective public-private 
partnerships, and the op-
timisation of spending.

Past participants in-
clude renowned African 
leaders such as Honour-
able Christopher Yalu-
ma, Zambian Minister of 
Mines, Energy and Water 
Development, Honour-
able Jeffrey Thamsanqa 
Radebe, Minister in the 
South African Presi-
dency for Planning, Per-
formance, Monitoring, 
Evaluation and Adminis-
tration, Honourable Rob 
Davies, South African 
Minister of Trade and 
Industry, and Moe Shaik, 
Group Executive of Inter-
national Financing from 
the Development Bank of 
Southern Africa (DBSA), 
among others.

Why do we need to 
talk about infrastruc-
ture investment and 
delivery in sub-Saharan 
Africa? Business spend-
ing in Africa will grow 
from US$2.6tn in 2015 
to US$3.5tn by 2025. It 

is estimated that over 
the same period an 
additional 187 million 
Africans will migrate 
to cities, drastically re-
defining urban trends 
and requirements. An 
annual investment of 
US$150bn is needed to 
close Africa’s infrastruc-
ture gap and inadequate 
infrastructure in Africa 
still cuts growth by as 
much as two percentage 
points per year, leading 
to a loss of almost 40% 
of productivity.

“The private sector 
needs to run away from 
what is comfortable and 
innovate, to contribute 
in a meaningful way to 
regional development,” 
said Moe Shaik, Group 
Executive of Internation-
al Financing, Develop-
ment Bank of Southern  
Africa (DBSA).

Today the construction 
landscape in Africa is 
shifting. Increased com-
petition in the market-
place and an increased 
number of smaller-scale 
projects has led to slim-
mer margins, decreased 
confidence in local con-

struction companies and 
a paradigm shift towards 
generating new reve-
nue streams outside of  
national borders.

Private equity exits in 
Africa reached a nine-
year high in 2015, while 
the majority of deals re-
flected decreased in value 
as compared with pre-
vious years. Some 75% 
of private equity deals in 
the first half of 2016 were 
below US$250m, with 
most below US$100m. 
However, private equity 
firms investing in Africa 
continue to outperform 
public markets.

The third annual Cap-
tains of Construction and 
Infrastructure Leader-
ship Forum will provide 
a definitive platform for 
strategic, upper echelon 
public-private sector col-
laboration and communi-
cation to analyse current 
trends and advances be-
ing made throughout the 
continent and evaluate 
where the best opportu-
nities for infrastructure 
investment and delivery 
will be found in 2017  
and beyond.

Africa’s cardinal Captains of Construction 

and Infrastructure to meet in May 2017

www.captainsofconstruction.com

CAPTAINS
CONSTRUCTION

of&INFRASTRUCTURE
23 – 24 May 2017 

Gallagher Convention Centre, Johannesburg, South Africa

The Captains of Construction and Infrastructure Leadership Forum unites Africa’s most competent 
and passionate leaders to pioneer sustainable innovation and mobilise finance and investment 

in response to Africa’s imperative need for infrastructure and reliable service delivery.

Mobilising finance for infrastructure delivery in Africa’s built environment

Sponsor or advertise to align with Africa’s captains 
of construction and cardinal infrastructure leaders.  

Contact us today for more information.

 Contact soren.dupreez@access-africa.com for more information.

Hosted as part of Past sponsors and advertisers
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IN November last year 
the Western Cape 
Government released 
a statement that the 

ongoing drought con-
ditions in the region 
are affecting almost 
400 settlements across 
the province and that 
the average capacity of 
dams had reduced to 
only 55%.

With the majority 
of towns being solely 
dependent on water 
from these dams and/

or groundwater from 
boreholes, this paints a 
dire picture at the start 
of what is expected to be 
a hot and dry summer.

Most towns have 
already reacted by 
imposing 20% water 
restrictions (Level 2), 
with the City of Cape 
Town raising its water 
restrictions to Level 3. 

However, are we doing 
enough and how long 
will this drought last?

It is not the first time 
that the region has been 
hit by a severe drought. 
During the previous 
2009-2011 drought, and 
again in our current 
predicament, the reali-
ty of the situation is of-
ten met with panic and 
short-term solutions.

That is until the taps 
run dry, which then 
requires a major inter-
vention to react to the 
emergency through 
implementation of 
fast-tracked solutions. 
These often don’t 
offer the long-term 
benefits to deal with 
recurring impacts of 
climate change and 
drought. Resilience 
and sustainability have 
become recurring buzz 
words, but are we cre-
ating water resources 
and infrastructure that 
are truly future-proof  
and resilient?

With proper integrat-
ed planning we can 
build sustainable water 
resource portfolios and 
infrastructure which al-
leviates acute difficul-
ties, as well as providing 
a long-term answer to 
water scarcity.

By combining this 
approach with commu-
nities and industry we 
can stop the negative 
impacts of drought and 
become more resilient.

This is not a problem 
unique to the Western 
Cape or South Africa. 
In South Africa the sit-
uation has brought the 
issue of resilience into 
sharper focus. 

What is now vital is 
that we all use our ex-
pertise and influence – 
both in the private and 
public sector – to build 
upon these measures so 
that we can mitigate the 
impact of the drought 
and enter the next one 
better prepared.

The key is being 
granted the opportunity 
to adapt and implement 
resilience through a 
water use and augmen-
tation strategy, technol-
ogies and innovations 
rather than focusing 
on mitigation of an  
isolated acute need.

The development of 
emergency desalination 
plants is often seen as 
the singular best solu-
tion. While effective in 
improving water supply 
these plants can also 
have a high energy and 
financial cost which the 
local economy may not 
be in a position to bear. 
Our approach encapsu-
lates the entire water 
resource portfolio:
• protect and lower 

demand from exist-
ing resources;

• improve water use 
efficiency (smarter 
use of water); and

• develop supplemen-
tary supplies from a 
range of alternative 
sustainable water 
resources including 
water re-use and 
desalination.

This enhanced wa-
ter resource portfolio 
is built on appropriate 
and robust solutions 
and technologies to 
achieve an optimum 
lifecycle cost aligned to 
the needs of end users 

and the local socio- 
economic environment. 

Digital and product 
innovations unlock 
the full potential of 
the resources we do 
have available, al-
lowing us to not only 
build better water 
infrastructure from 
scratch but to also 
‘retrofit resilience’ to  
existing systems.

One of the most sig-
nificant and largely 
untapped water re-
sources in our urban 
environments are 
wastewater treatment 
works and their po-
tential as centres of  
resource recovery. 

The key to unlocking 
the potential of water 
re-use lies in the un-
derstanding and con-
sideration of all its 
benefits. Not only is it 
a sustainable and re-
silient water resource, 
but it creates capacity 
in existing potable wa-
ter supply systems (and 
sources) and positively 
impacts the discharge 
of treated effluent into  
the environment.

Combining the above 
with the appropriate 
technology opens the 
door to recover energy, 
biogas and nutrients 
from these plants.

Several examples of 
successful industrial and 
potable water re-use 
plants exist in SouthAf-
rica. They in the Mossel 
Bay Industrial Water 
Re-use plant (5Ml/day), 
George’s indirectpota-
ble water re-use plant 
(10Ml/day), and direct 
potable water re-use 
plant (2.1Ml/day) in 
Beaufort West.

 To promote water re-
use we are working with 
the Water Institute of 
South Africa and Water 
Research Commission 
to share our knowledge 
and lessons learnt. Ap-
plying this with inter-
national best practices 
constantly improves and 
develops world-class wa-
ter re-use projects such 
as the proposed 60Ml/
day industrial water re-
use project from Fish-
water Flats WWTW lo-
cated in Port Elizabeth,  
South Africa.
By adopting a holistic 
approach ensures the in-
volvement of local com-
munities in the project, 
working with our clients, 
local contacts and repre-
sentatives keeps stake-
holders informed and 
engaged. This is par-
ticularly important in 
acute situations where 
design, construction and 
community liaison all  
happen in parallel.

With the opportunity 
to adopt a longer term 
approach this commu-
nity engagement pro-
cess would be in place 
already and would en-
able the rapid commu-
nication of necessary 
measures in times of 
emergency. Awareness 
and knowledge sharing 
is critical to effectively 
combat the impact of 
droughts and develop 
sustainable water supply 
infrastructure together.

Let us use this cur-
rent drought as an op-
portunity to put in place 
measures to stop us 
being caught out by the 
next one, while develop-
ing infrastructure that 
attracts and sustains 
prosperity. In doing so 
we can cease to be sur-
prised by something 
that is expected and 
together build a more 
resilient future.

When in drought….
By Jan Theron, Global 

Market Segment 
Coordinator: Water Re-
use and Desalination, 
Royal HaskoningDHV 
consulting engineers

http://www.spray.co.za
http://www.spray.com
http://www.ttvfluval.com
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MANY industrial pro-
cesses involve high 
temperatures, often 
combined with harsh 
and corrosive environ-
ments. These types 
of conditions are not 
normally the best envi-
ronment for precision 
instrumentation to be 
placed, as the sensors 
and equipment can  
degrade quickly.

Michell Instruments, 
represented locally by 
Instrotech, has on offer 
their new and rugged 
DT722 relative humid-
ity and temperature 
transmitters for indus-
trial use. These pre-con-
figured products have 
been chosen to meet the 
requirements of many 
standard humidity mea-
surement applications.

They are specifically 
designed for process ap-

plications within HVAC, 
agriculture and environ-
ment, where accurate, 
stable measurement and 
control of humidity and 
temperature is required.

Features of the 
DT722 are:
• Designed for accu-

rate measurement in 
a harsh environment

• Calculated mois-
ture signal output 
(optional

• Integral loop 
powered display 
(optional)

• 0 to 100% RH/ -40 
to +150°C operating 
ranges

• Long-term stability: 
±1% RH over 12 
months

• M12 fast connector 
and cable gland

The units are excep-
tionally reliable and 
robust with a strong, 
stainless steel housing 
providing corrosion 
resistance, protection 
against rough handling 
or accidental damage 
and ingress protection 
to IP65 (NEMA 4). Ad-
ditionally, the probe can 
withstand temperatures 
up to 150°C.

Accurate relative humidity and 
high-temp measurements in 

harsh environments

Michell’s DT722 relative 
humidity and tempera-

ture transmitters.

MOST IT firewalls 
today cannot protect 
against threats to in-
dustrial network traf-
fic, which limits their 
ability to minimise se-
curity risks on the plant 
floor. The Allen-Brad-
ley Stratix 5950 secu-
rity appliance from 
Rockwell Automation 
incorporates new se-
curity technologies 
to help protect plant-
floor systems.

The device uses 
Adaptive Security Ap-
pliance (ASA) firewall 
and FirePOWER tech-
nology to create a secu-
rity boundary between 
cell/ area zones or to 
help protect a single 
machine, line or skid. 
This supports compli-
ance with IEC 62443.

The device also uses 
deep packet inspec-
tion (DPI) technology. 
Developed in collabo-
ration with Cisco, the 
DPI technology en-
ables inspection of the 
Common Industrial  

Protocol (CIP) and oth-
er industrial protocols.

“Combining ASA 
firewall, FirePOWER 
and DPI technology 
gives IT professionals 
the granular visibility 
and control they need 
to protect industrial 
networks,” says Divya 
Venkataraman, Glob-
al Product Manager, 
Rockwell Automation. 
“With the Stratix 5950 

appliance, users can 
now configure and 
enforce policies that 
help prevent potential-
ly malicious firmware 
updates and program 
downloads. This helps 
enhance the integrity of 
plant-floor operations.”

An optional sub-
scription license is 
available with the 
Stratix 5950 security 
appliance. Similar to 

a PC-based, anti-virus 
service, subscribers 
will receive ongoing 
threat and applica-
tion-signature updates 
to help protect against 
the latest known  
security threats.

The new appliance 
includes four 1 Giga-
bit Ethernet (GbE) 
ports, and is available 
with copper and fibre 
or copper only, small 
form-factor pluggable 
(SFP) slot options. The 
industrially hardened 
device is IP30-rated 
and can withstand elec-
trical shocks, surges 
and noise. It can op-
erate in temperatures 
ranging from -40 to 
60ºC (-40 to 140ºF).

The Stratix 5950 se-
curity appliance is the 
first Rockwell Automa-
tion product offering 
with DPI technology, 
which was announced 
in April 2016 as part 
of the strategic alliance 
between Rockwell  
Automation and Cisco.

Rockwell Automation 
launches new industrial 

security appliance

Stratix 5950 appliance extends IT security  
technology to the plant floor.

VISHAY’s Model 178 
extensometer is a load 
sensor designed for 
force measurement on 
any load-bearing struc-
ture. This extensome-
ter provides the total 
solution for weighing, 
level control, stress and 
fatigue monitoring.

The design also allows 
multiple sensors to be 
permanently mounted 
for more complex stress 
profiling and analysis.

The Model 178 ex-
tensometer provides 
the solution for non-in-
trusive level measure-
ments for materials that 
are subject to uneven 
build-up, bridging, or 

sidewall collection. 
Also, liquids or wet-
ted materials that are 
not suited for direct 
contact level measure-
ment are an ideal ap-
plication for the Model  
178 extensometer.

The design of the 
Model 178 makes 
it an excellent solu-
tion for retrofitting  

existing structures with-
out compromise of the 
integrity of the vessel  
or structure.

The 178 has applica-
tion in tank weighing or 
level systems, agricul-
tural equipment, rolling 
mill sensing, moment 
sensing, structural load-
ing measurements and 
bridge structures.

Total solution for weighing, 
level control stress and 

fatigue monitoring

V2 11717 Vishay Model 178-1.

BOSCH Rexroth re-
cently launched its 
integrated LinSelect 
selection and sizing 
software tool, enabling 
design engineers to find 
optimal linear axes and 
actuators from around 
100,000 possible Bosch 
Rexroth product vari-
ants for their applica-
tion in just five steps.

LinSelect delivers an 
integrated digital engi-
neering process, from 
selection right through 
to configuration and 
electronic order at the 
Bosch Rexroth eShop. 
Here, selecting com-
plete axes and actua-
tors extends beyond 
the mechanical consid-
erations; it also encom-
passes suitable Bosch 
Rexroth motors and 
drive controllers.

LinSelect doesn’t 
just simplify design 
and procurement for 
experienced engi-
neers; even inexperi-
enced users are guided  

intuitively through the 
selection process, with-
out the need for labori-
ous training and familiar-
isation. In just five steps, 
the software narrows 
down the number of pos-
sible variants based on 
individual needs.

In addition to a pure 
calculation of math-
ematical parameters, 
the software devel-
opers have also inte-
grated algorithms with 
comprehensive appli-

cation-specific know-
how of linear motion 
systems. Beyond pure 
mechanicals, the tool 
also suggests suitable 
Bosch Rexroth motor 
and drive controllers.

Bosch Rexroth’s 
range of linear technol-
ogy and electric drives 
and controls is available 
exclusively in sub-Sa-
haran Africa through 
Tectra Automation, a 
member of the Hytec 
Group of companies.

PR TEC 4447 LinSelect: The new intelligent 
selection and sizing tool.

New product selection tool

http://www.bmgworld.net


CBN January 2017  27 

Germany stops building more wind farms
Continued from back page

Cape Business News is always on the lookout for stories of companies that are 
shaping the Cape business landscape. If your company has a story to share, 
in these, or any other business sector, send your story to editor@cbn.co.za for 
consideration.  

IN THE NEXT ISSUE:
• Cutting, Welding, CNC Punching
• Fishing
• Heavy Lifting
• Hydraulics & Pneumatics
• Industrial Gas
• Logistics & Supply Chain Management
• Petrochemicals / Oil and Gas
• Property Development: Commercial, Industrial, Retail, 

Residential
• Pumps & Valves
• Security / Surveillance / Access Control
• Short course / Skills Development & Training
• Tooling: Industrial hand tools & equipment

Chairman:
Rudi Leitner
rudi.leitner@hypenica.com
CEO:
Devi Paulsen-Abbott
devi.paulsen@hypenica.com
Publisher:
Errol Bryce
publisher@cbn.co.za
Editor:
Helen Bleasdale
editor@cbn.co.za
Features Editor:
Robin Hayes
robin.hayes@cbn.co.za
Journalist: 
Jadine Gracie
jadine.gracie@cbn.co.za
Sales Team:
Heather Ferreira
heather.ferreira@cbn.co.za
Claudia Moult
claudia.moult@cbn.co.za
Robin Dunbar
robin.dunbar@cbn.co.za
Andre Evans
andre.evans@hypenica.com
Subscriptions:
subs@cbn.co.za
Cape Business News
Tel:  (021) 250 0400
Printed by:
RSA Litho

Cape Business News has taken all reasonable care to 
ensure that the information contained in this publication 
is accurate on the stated date of publication. It is possible 
that the information may be out of date, incomplete or the 
opinion of the author. It is therefore advisable that you 
verify any information before relying on it. Cape Business 
News accepts no responsibility for the consequences of 
error, or for any loss or damage suffered by users of any of 
the information and material contained in this publication. 
Materials published in this newspaper are subject to 
copyright and other proprietary rights.

 OPINION

In the words of the 
greens, “The federal 
government is killing the 
wind companies”. They 
blamed it on the polit-
ical influence of “old, 
fossil fuel power plants” 
(the usual suspects). 
No surprise there, but it 
begs another question 
(using a green argu-
ment applied to anyone 
that suggests anything 

favourable about fossil 
fuels), does the Green 
Party have shares in such 
companies? Surely not,  
one hopes.

In Germany, some-
one in government has 
had the terrible idea 
that having made sure 
the wind generator in-
dustry is up and running, 
it should be now be able 
to stand on its own feet 

without injections of oth-
er peoples’ money.

Time will tell if it 
can continue to exist in 
Germany without it. No 
matter there is plenty of 
developing countries to 
go to next where special 
prices (subsidies) may be 
available, South Africa 
being a happy hunting 
ground.

But perhaps there is 
more than this to the 
German decision. Wind 
power doesn’t work too 
well. For example, any 
national electricity grid 
has to ensure that pow-
er can be balanced at all 
times so that there is just 
enough generated when 
it is necessary so the 
whole system stays sta-
ble. An unstable grid, if 
not caught in time by the 
grid operator, can lead to 
huge problems – in some  
situations blackouts.

Grid instability can 
be caused by too much 
power entering the grid 
or too little. When wind 
and solar power comes 
on and off at unpredict-
able times, this can be 
nerve-racking for grid op-

erators. They are, by the 
way, the unsung heroes 
who ensure the rest of 
us can rely on electricity 
when we need it.

Despite, or maybe 
because of, the massive 
investment in wind and 
solar, there has been a 
massive increase in the 
costs of electricity to 
German citizens, some 
of whom now quali-
fy for being the new  
energy poor.

Stopping building 
offshore wind turbines 
will at least mean more 
cash for upgrading and 
maintaining the power 
distribution grid which 
is getting long in the 
tooth, having missed 
out on necessary invest-
ment during the rush to 
wind power.

Reuters reports that 
the motivation for put-
ting the brakes on is “an 
over-reliance on wind 
power”. It adds that, 
“Germany now has elec-
tricity prices for consum-
ers that are among the 
highest in the world”.

Herein lies the cau-
tionary tale when it 

comes to over enthu-
siasm for wind farms. 
It’s the price of it – in 
Germany four times 
more expensive than 
power from existing  
nuclear sources.

There is a distinction 
here between the claimed 
generation capacity of 
wind generators, their 
actual production aver-
age (which is very often 
much less) the price at 
which wind power enters 
the grid, and (most im-
portant for consumers) 
the price at the plug.

Bluntly put, consum-
ers in Germany have 
yet to see the benefit of 
the much vaunted drop 
in the produced-price 
of wind powered  
electricity generators.

Meanwhile the Ger-
man nuclear power 
industry is suing the 
government for US$ 
21bn, arguing that cut-
ting nuclear power by 
17%, for reasons po-
litical, not of price,  
is illegal.

It should be an inter-
esting argument when it 
comes to court.

BEARINGS Inter-na-
tional (BI) says it offers 
one of the most com-
prehensive power trans-
mission drive product 
ranges available in the  
local market.

“BI represents a host 
of agencies. These in-
clude vee and wedge 
belts from Opti and Con-
tinental, ventilated turbo 
pulleys from Birn Ger-
many, taper bushes from 
RCO, industrial power 
tools from Makita, chain 
and anti-vibration units 
as well as specialised 
hosing from Contitech,” 
says Brian Tillie, Product 
Manager, BI.

“While we target all 
market segments, we 
focus mainly on min-
ing, heavy industrial, 
timber and food and 
beverage. These are all 
top-quality niche prod-
ucts manufactured by 
international market 
leaders. In terms of in-
stallation and aftermar-
ket support, we are able 
to offer correct drive 
designs, training, tech-
nical bulletin back-ups 
and even laser align-
ment of drives.”

BI, which is part of 
the Hudaco Group, 
has consolidated its 
position as a leading 

distributor of bearings 
and power transmis-
sion products in south-
ern Africa by launching 
a new brand identity at 
the end of 2015.

“Our aim is to be-
come a proactive com-
pany providing excel-
lent service to our cus-
tomers to ensure we are 
the preferred supplier. 
We strongly believe we 
should rather compete 
on value, providing ad-
vanced, industry-specif-
ic solutions and services, 
and thus safeguard 
industry sustainabili-
ty,” concludes Burtie  
Roberts, CEO, BI.

Comprehensive product range 
for power transmission drives
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I was directed to the open door of a small 
room looking onto the garden. There, in a 
high, made-up bed on the left of the doorway 

was the international leader; the Field Marshall 
and ex-Prime Minister; the distinguished scien-
tist and philosopher. He rested on the pillow 
fully dressed, but without his tie or his usual 
walking boots. His eyes were closed.”

In the seventies I worked at The Star in Jo-
hannesburg, at that time South Africa’s biggest 
daily newspaper. The editor was Harvey Tyson, 
a gentleman in the traditional way who was 
admirably uncompromising on the ethics and 
standards of journalism. He was Deputy Editor, 
Editor and, when The Star stable gained more 
titles, Editor-in-Chief for some 20 years before 
retiring to write.

I read his latest book in the Christmas break: 
On My Watch: Behind the News – Book 1, pub-
lished by Writing Inc. The opening paragraph 
above is a quote from the book. Harvey Tyson, 
a junior reporter at the time, had been called to 
the death bed of Jan Smuts.

He continues, “I remember sitting down si-
lently on a wooden chair placed near the centre 
of the sparsely furnished little room. I waited 
there, not knowing what to expect and looking 
back through the open door on one side and, 
on the other, the open window which reflected 
some of the early afternoon freshness of the 
Highveld’s spring. My daily newspaper’s dead-
line was gone, I reminded myself, with relief.

“Finally the Oubaas opened his eyes, greeted 
me... and closed them again. After a brief, and, 
for me, uneasy silence, he started to speak. No 
small talk whatever, though he intimated he just 
wanted to chat. I remember my flush of pride 
when he said he knew he could trust me. I re-
member little of what was said, but he spoke 
mostly in English and certainly didn’t use the 
word ‘chat’.

“I believe that, in his enforced passive 
state, he wanted for his own satisfaction to 
frame in precise words some of the thoughts 
in his head. Our conversations leading to this  
end were irrelevant.”

It transpired that the General did not wish to 
discuss politics or the affairs of state, his wars or 
his personal memories.

Tyson continues, “As he lay now on his death-
bed, there were other questions – never hostile 
in these circumstances, but worth asking – about 
his policies usually involving angry whites and 
angry blacks.

“But ... it was not the time for questioning a 
patient who had his own agenda during those 
few long intimate hours that I was bidden to 
spend in three sessions with that interesting, 
formidable man. Instead he spoke aloud his 
esoteric thoughts and arcane, jumbled mem-
ories, without me trying to take advantage  
of his condition.

His thoughts were, in any event, private and 
off-the-record. They were spoken to some 
young man he felt he could trust. They would 
never have been uttered to anyone holding a 
pencil and notebook.”

For me, having been in nappies when Smuts 
died, it was worthwhile being reminded of how 
great a man he was. In South Africa he was con-

troversial, with emotions about him rang-
ing from blind adoration to blind anger.

I remember making my grandmother 
cry when I said something nasty about 
him I had overheard from my parents. 
(Then my mother wanted to wash my 
mouth out with soap instead of her own!) 
And this in just one family.

At least I learned at an early age never 
to rely on only one side of a story.

In the rest of the world, Tyson re-
minds, Smuts was regarded as a hero or 
a genius or both. He was welcomed with 
a ticker-tape parade through the streets 
of New York when he visited that me-
tropolis. One Chancellor of Cambridge 
University regarded him to be among 
the finest of that ancient institution’s 
alumni – up there with John Milton  
and Charles Darwin.

He had won a scholarship to Christ’s 
College in Cambridge at the age of 21, 
having gained double distinctions for a 
combined literary and science degree in 
South Africa. There he topped the lists 
in his examinations and graduated in first 
place for both parts of the law degree. He 
later practised as a lawyer and was also 
highly regarded for his work in botany. In 
1948 Smuts was himself elected Chancel-
lor of the University of Cambridge.

Tyson writes, “Smuts was invited to 
give the main address at the 100th anni-
versary meeting in London of the Asso-
ciation for the Advancement of Science. 
He surveyed subjects from mathematics 
and physics to biology and astronomy 
and from physiology to philosophy ... and 
then, on one particular day gave 13 lec-
tures on different scientific and general 
issues. He could quote pages from books 
he had read years previously.”

s a military leader he became a gener-
al at a very young age in the Boer War, 
and remained in combat for the dura-
tion of the conflict. In the First World 
War he led the South African forces, as 
well as the British forces in East Africa. 
From 1917 to 1919 he was a member of 
the British Imperial War Cabinet. In the 
Second World War he served in Winston 
Churchill’s war cabinet and became Field 
Marshall in 1941. Churchill regarded him 
as the finest world leader he knew.

The world also recognised him “as the 
man who shaped, partly wrote and be-
came the only person to sign the founding 
documents of the League of Nations and 
United Nations.”

And then there was Smuts’s deputy, 
Minister of Finance Jan Hendrik Hof-
meyr. A child prodigy, he entered school 
at the age of seven and matriculated four 
years later.

With a Bachelor’s degree in science 
and a Master’s in classics by the age of 
17, he won a Rhodes Scholarship to Ox-
ford, which he took up two years later. 
Hofmeyr was a professor in classics 
and the first principal of the Univer-

sity of the Witwatersrand before he be-
came Administrator of Transvaal shortly  
before his 30th birthday.

“Hofmeyr was a genius who ... died prema-
turely in his mid-50s, just six months after the 
apartheid he abhorred came to this country 
in 1948,” writes Tyson.

“He was visibly uncomfortable with the 
trappings of state. I remember once, after 
reporting one of his erudite and impeccable 
speeches, helping to push the finance minis-
ter’s private, elderly little baby Morris motor-
car, which we found in the street, unable to 
restart after the meeting that night.

“‘Mr Minister, where’s your chauffeur and 
Cadillac?’ we asked. ‘I use those only on offi-
cial state occasions, not for public meetings,’ 
he piped.

“We asked him to keep his little Morris in 
first gear, his foot on the clutch and, soon, his 
foot on the accelerator.

“Then three journalists manhandled Fi-
nance Minister Hofmeyr’s old car down the 
dark empty street.

“At his funeral soon afterwards, 10,000 
people mourned his spectacular life and the 
loss of his unbending ethics.”

The book has its lighter episodes too, such 
as this one involving Harry Lawrence, an offi-
cer and a gentleman and member of Smuts’s 
war-time cabinet. Harvey Tyson remembers 
it thus: “Lawrence, rising to his feet: ‘Mr 
Speaker, I wish to say to the Honourable 
Member from ‘Platberg’ that he is’ ... pause 
‘...a snake in the grass...’

“‘Order! Order! Order! Order!’ shouted 
the Speaker, thumping his gravel to gratify 

the astonished gasps across the government 
benches, and to subdue the shouts and the 
opposing laughter across the Assembly.

“‘Withdraw! Withdraw that instantly!’
“Lawrence, waiting a while for the ten-

sion to rise, and anticipating just in time an 
order from the Chair to leave the House: 
‘I shall reluctantly withdraw those words, 
Mr Speaker, but I shall say this to the  
Honourable Mamba...’”

I discussed these matters with the usual 
congregation of fast thinkers and slow sippers 
at the local Pub and Grill, asking The Prof 
for his views on comparisons. For instance, 
Smuts’s death bed in the tiny bedroom of a 
corrugated iron farmhouse and Hofmeyr’s 
baby Morris, compared to Nkandla and the 
examples set by our current – immeasurably 
richer and much less humble – leaders.

The Prof burst into tears.
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A glimpse of greatness and brilliance

If there is one sovereign country that 
is the poster child for green energy it 
is Germany. Even California doesn’t 

count on this definition. So it is of more 
than passing interest that the German 
government has decided to stop subsidising 
construction of offshore wind power, and 
why it has done so.

Perhaps due to its long history of worship-
ping the natural environment, particularly 
forests, Germany has gone hell-for-leather 
towards a green energy utopia, taking the idea 
further than any other country, yet it now plans 
to cut 6,000MW of wind power capacity.

One reason could be that it has reached 
saturation point. Indeed there are those 
who claim that when conditions are ideal 
German wind farms can supply all the 
electrical energy the country needs. The 
key phrase is of course “when conditions 
are ideal”.

Germany stops 

building more 

wind farms

This is not to pooh-pooh this happy state 
of green German energy, or the considerable 
technological achievement it demonstrates. 
But there are still questions to be asked.

Are Germany’s wind farms a response to 
the needs of the market alone, or do they 
owe their continued existence to heavy 
subsidies of taxpayers’ money? So far the 
amount is US$1.1tn (R42tn) according to a 
report in the Berliner Zeitung.

Would this wind power industry exist 
without such enormous state aid? Not easily 
it seems. The suggestion that government 
support would be withdrawn immediately 
brought forth indignant cries that companies 
making wind turbines would be hard hit.
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