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Motor industry exports
excel in 2015

Potain looms large
over Village Walk

Steep (I)earning curve

Curro Holdings is §
giving hew meaning
to the phrase
“earning by learning”

The South African
automotive industry
is now playing in the
international league.

Five cranes looming over
Sandton show the extent of
the project at Village Walk

The glitter man

etail tycoon Christo Wiese — who
Ris known for the odd dabble in the

mining sector - looks set to rekin-
dle his passion for diamonds. Last month
Wiese emerged as the largest shareholder
in Parow-based diamond mining company
Trans Hex Group. Wiese — joined by Cape
Town-based investment company RECM
& Calibre (which owns around 25% of
Trans Hex) — is now looking at buying out
the remaining smaller shareholders in
the diamond company.

Trans Hex is one of the oldest diamond
mining companies on the JSE. Not so long
ago Trans Hex was controlled by Stellen-
bosch-based investment company Rem-
gro, which is controlled by the Rupert
family. But a few years ago Remgro got
shot of its investment in Trans Hex when
it unbundled its shares in the company to
shareholders. Trans Hex has been a fair
operation in terms of profit, but it was
minuscule measured against Remgro’s
sprawling investment portfolio.

Wiese, though, clearly sees longer term
potential in Trans Hex, which recently
brought onboard new operations in the
form of West Coast Resources — previ-
ously owned by diamond giant De Beers.

Ironically, it might well have been Wi-
ese who stymied efforts by Remgro to
bulk up Trans Hex. In the late nineties
Remgro backed Trans Hex in making a
bid to takeover a promising marine dia-
mond mining company called Ocean Dia-
mond Mining Holdings (ODM) — headed
by respected gem hunters Ivan Prinsep
and Andre Louw.

Wiese, however, built a significant mi-
nority stake in Trans Hex, and ended up
as the kingmaker when marine diamond
miner Namco emerged as a bidder for
ODM. Wiese sold his shares to Namco,
and Trans Hex had to retreat. Trans Hex
ended up acquiring Benguella Conces-
sions, a marine diamond miner that was
not in the same league as the profitable
ODM. Eventually Trans Hex’s marine
mining ambitions fizzled.

Wiese’s tilt at Trans Hex looks a fairly
low risk endeavour as the company’s mar-
ket value is largely underpinned by the
company’s large cash holdings.

There is speculation that Wiese — who
is believed to hold other small diamond

South Africa’s richest man, Christo Wiese. [Image: Bloomberg]

interests - will drive corporate action at
Trans Hex, which hasits operations centred
around alluvial deposits on the Orange
River and in Angola.

According to wire service Bloomberg,
Wiese saw an opportunity to consolidate
diamond operations in the region.

Bloomberg quoted Wiese as saying,
“There are opportunities for consolidating
diamond operations in southern Africa.”

In the greater scheme of things, Wiese’s
investment in Trans Hex pales in compari-
son to his mainstay investments in super-
market giant Shoprite, global retailing
conglomerate Steinhoff International and
specialist investment company Brait.

But one should not forget that Wiese
has a clear penchant for mining invest-
ments ... albeit that he has endured some
mixed fortunes. About ten years ago Wiese
backed a compelling story for fluorspar
when he invested heavily in the luckless
Sallies venture. Wiese helped recapitalise
Sallies on several occasions, before the
business was sold at a knockdown price
to American investors.

Wiese, though, was not to be disheart-
ened by developments at Sallies, and al-

most immediately re-invested in small
gold mining counter GoldOne Interna-
tional. Wiese more than made up for his
losses at GoldOne, which was eventually
sold to Chinese investors.

Whether Wiese can make Trans Hex
glitter again remains to be seen. Trans
Hex’s latest annual report at least con-
firms that operationally things cannot
get much worse. In South Africa sales
revenue decreased 28,6% from R940m
in 2015 to R671m in 2016. Sales from
the LOR (Lower Orange River) shallow
water operations decreased by 15,4%
due to a decline of 23,5% in US$ dia-
mond prices and 16% fewer carats sold.
But revenue was boosted by the marked
weakening in the Rand. South African
production decreased 21,5% to 48,435
carats - mainly as a result of a 13,4%
reduction in gravel treated and a 5,4%
decline in average grade at the LOR
operations to 1,22 carats/100m?.

It’s still too early to assess the real
potential of West Coast Resources —
in which Trans Hex holds a 40% stake. But

Pollen is
buzzing

A new Stellenbosch-based specialist
on-line lending firm Pollen — targeting
small to medium enterprises (SMEs) —
appears to be tapping a very lucrative
niche. Pollen is the brain-child of Louis
du Plessis, who has the backing of his
older brother JP du Plessis and bank-
ing legend GT Ferreira via the Anglo
African Group. Anglo African is a well
known financier in the wine sector, and
once even made a bid to takeover Paarl-
based liquor company KWV way back
in 2002.

Pollen has hit the ground running
with the Du Plessis brothers’ initial
target of building a loan book of R20m
in its first year of operation being eas-
ily surpassed. In its first year of opera-
tion Pollen wrote loans worth R150m
— of which a staggering 70% was
repeat business.

Pollen chairman JP du Plessis pointed
out that internationally the online mar-
ketplace where small businesses can se-
cure loans is an enormous industry with
tech-orientated companies such as the
New York Stock Exchange-listed On-
Deck and Moula in Australia transform-
ing the financial services landscape. He
said Pollen was “first out of the gate” in
South Africa in a market that might be
worth as much as R189bn.

Louis du Plessis said the interesting
thing was that South Africa was way
ahead of the global market in terms of
online personal loans.

“Think of Wonga and Capi-
tec, for example, and the -credit
vetting software developed here.
But it has lagged behind when it
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Workability’s holistic approach
gets the injured back to work

COPING with the
trauma of a work-
place injury is bad
enough in itself, but
the consequences of
temporary or perma-
nent disability creates
onerous and distress-
ing situations unless
treated holistically.
This is the view of

Lindsay Scott, who
founded Workabil-
ity Rehabilitation

Solutions in 2003 as
business to business
healthcare =~ company
that provides market
leading disability, IOD
(Injury On Duty,) re-
turn to work and man-
aged care services to
corporates,  insurers,
governmental funders
and medical aids.

“The stimulus that led
to the establishment of a
RTW (Return To Work)
Rehab Unit came with
the realisation that tra-
ditional physiotherapy
and occupational thera-
pies were not catering
for the full rehabilita-
tion needs of patients’
with work-related inju-
ries” said Scott, whose
opinion  has  been
overwhelmingly  sup-
ported by international

research.  “Functional
restoration using a ho-
listic  bio-psycho-social
approach achieves supe-
rior and more cost effec-
tive outcomes compared
to treatment as usual.”

This is particularly
the case in South Af-
rica with its high un-
employment rate.
Those injured at work
need to return to work
as soon as possible to
prevent losing their
job and avoid:

¢ Economic losses

* Loss of the bread-
winner role

* Loss of identity

* Loss of social
standing

“Prolonged unem-
ployment increases
the susceptibility to
secondary illnesses
like depression and
anxiety and possible
suicide. In addition to
physically treating the
injury, it is essential to
explain pain, its physi-
ology and to dispel any
fears, beliefs or igno-
rance that might con-
tradict the treatment”
she explains.

Worker protection not
always comprehensive

“Furthermore, many
employees have a
mistaken belief that
their income will be
safeguarded by Work-
man’s Compensation
or company insurance
schemes, which isn’t
always the case. As a
specialist provider of
treatment and rehabili-
tation of injured work-
ers, especially those at
high risk of long-term
absence and disability,
we have a thorough un-
derstanding of COIDA
- the Compensation for
Occupational Injuries
and Diseases Act and
related Acts and use
this information to help
patients to goal set on
return to work.

“An example being
that you can lose your
job even though you
were injurged on duty,
is not always known or
understood by injured
employees, nor the fact
that if there is a per-
manent disability pay-
out because of loss of
anatomy, that this will

Continued on P12 ‘

Concargo
4PL vs 3PL

THE definition of
Fourth-Party Logistics
(4PL) is an integra-
tor that assembles the
resources, capabilities
and technology of its
own organisation and
other organisations to
design, build and run
comprehensive supply
chain solutions. In es-
sence, 4PL means that
one company is able
to outsource the entire
management of its sup-
ply chain to another
company. This would
include all the assets,
planning and manage-
ment of the process.
The 4PL manage-
ment service provider
gathers together all
the constituent parts
required, such as sys-
tems, transport pro-
viders, order manage-
ment, and inventory
management with a
view to providing the
client with a fully inte-
grated supply chain. In
return the client will
pay an appropriate
fee and concentrate

Air Liquide Southern Africa

Or contact us online at www.airliquide.co.za

Tel: +2711 389 7000, IM Business Development
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There is an Air Liquide
solution that is right for you.

Creative Oxygen

ALIGAL™

Consumer trends indicates a clear need for
agricultural, food and beverage products
that are fresh, safe and healthy, with the
added convenience of a longer shelf life.

With Air Liquide’s innovative and custom
made food-grade gas solutions, you can meet
and exceed these requirements and at the
same time you can optimise your production

AIR LIQUIDE gas applications include:
* MAP (Modified Atmosphere Packaging)

e Controlled Atmosphere Storage

¢ Cryogenic Freezing and Cooling

* Protective Atmospheres, sparging,
blanketing, pressurised transfer & inerting

® Pressurising and Inerting thin walled
aluminium cans & PET bottles

on its core business.
4PL presents a solu-
tion that incorporates
the advantages of
both outsourcing and
In-sourcing to pro-
vide maximum overall
benefit. 4PL differs
from traditional 3PL
arrangements in four
main aspects:

* All aspects of the
clients’ supply chain
are managed by the
4PL organization

* It acts as a single
interface between
the client and mul-
tiple logistics service
providers

It is also possible
for a major 3PL
provider to form a
4PL organisation
within its existing
structure

* The 4PL organ-
isation is often a
separate entity es-
tablished as a Joint
Venture (JV) or
long-term contract
between a primary
client and one or
more partners

A separate manage-
ment company can be
established as a JV
or long-term contract
between the primary
client and at least one
other partner, which
contributes the start-
up capital for the ven-
ture, as well as assets
and expertise for on-
going operations. The
4PL organization is a
supply chain integra-
tor and acts as a single
interface between cli-
ents and the full scope
of supply chain ser-
vices. It is staffed with
the best skills from
the founding partners
and should regularly
be assessed against
global benchmarks.

It can come in a
variety of models,
mainly as:

Industry solution
models

To co-ordinate and
manage the distribu-
tion operations of its
primary clients initial-
ly, and then those of

’ Continued on P6
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STREAMLINED RETURN TO

WORK SOLUTIONS

Workability is a Quality Assurance Company that is
committed to streamlining the Return To Work
process and reducing the risk of absenteesism, injury
and disability in the workplace. Workability
represents a network of medical professionals that
have agreed to align their freatment of patients with
infernatfional standards to ensure consistency of
intervention and streamlining of outcomes.

S

Workability Head Office
Tel: 086 137 0109
Fax: 086 231 6523
E-mail: info@workability.co.za
www.workability.co.za

WORKABILITY

Retum to Work
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vida e caffe opens up on Africa expansion

FOR a local business
to tackle the continent
is not easy. Under-
standing new target
markets, competitors,
local culture, labour
and skills develop-
ment, the political en-
vironment, and curren-
cy are a number of the
issues faced by the bold
and courageous who
take the leap. In last
year's Brand Africa 100
survey, it was found
that African brands ac-
counted for 23% of the
most valuable brands
on the continent, with
South Africa's MTN
and DSTV topping the
list in first and second
place. That being said
Nigeria held six of the
top ten spots.

Overall, the top five
admired brands on the
continent were MTN,
Samsung, Coca-Cola,
Nike, and Adidas.

As Starbucks makes
its way into South Af-
rica to start its foray
onto the continent,
local coffee kingpin,
vida e caffe has set its
sights on Africa. With
185 stores across the
country, of which a
significant number are
positioned on Shell
forecourts, the brand
has been explod-
ing locally, and now
plans to push itself
further into Africa.

Announcing  their
development plans in
four African countries,
the homegrown coffee
brand is experiencing a
sharp uptake in interna-
tional interest. Starting
in 2012 in Mauritius,
the brand now has 17
stores in Mauritius, Ke-
nya, Ghana and Namib-
ia with the additional
four in the pipeline be-
fore the end of the year.

Explains Craig Gra-
vett, vida's Business
Development Manager
for International and
Corporate, "Africa is
an emerging market
and we noted some sig-

nificant  opportunities
with partners in Africa,
that had originally been
based in South Africa,
and were wanting to see
how it might work out-
side of the country."
The brand's Africa
stores are not owned or
operated by vida e caffe,
and are all franchises
with a joint venture
partner or master fran-
chisee. =~ Management
teams then visit South
Africa to go through
the full training which
includes employing a
set of Standard Operat-
ing Procedures and au-
dited standards, while

Horizon Capital achieves 0%
vacancy across its managed

portfolios

Horizon Capital Asset Management team members
Craig Martin, Lara Schenk, Leigh Victor
and Henri de Wet.

PROPERTY, the as-
set class of choice for
many on their wealth
creation journey, re-
quires active manage-
ment in order to maxi-
mise return. Failure to
assign a dynamic, expe-
rienced and well-con-
nected management
company would likely
result in the emer-
gence of vacancies,

escalating  operating
costs and sub-standard
rentals, particularly
in challenging eco-
nomic climates, ulti-
mately leading to poor
asset performance.
Horizon Capital
has celebrated 0% va-
cancy across its man-
aged portfolio since
July 2016, a significant
achievement  amidst

the 7,8% vacancy rate
prevailing in the com-
parable Cape Town
commercial office mar-
ket. Active asset man-
agement has ensured
that Horizon Capital’s
high net worth clients
are well positioned to
weather any potential
oversupply which may
result as business con-
fidence declines and
lacklustre ~ economic
growth continues.
Horizon  Capital’s
success lies, in part,
to the swift manner
in which its asset
management team
respond to changing
market conditions as
well as its effective
and comprehensive
marketing of upcoming
vacancies through
numerous channels
including print, online
media and an extensive
network of commercial
property brokers.

Gravett visits the region
on a regular basis, as-
sesses training and new
product development
needs.

"Understanding that
each country and culture
is unique is imperative.
As just one example,
while coffee is tradi-
tionally perceived as a
morning thing, in Ghana
it's an evening past-time
with the majority of
stores trading to 10pm
and 11pm at night. Then
of course, there's the
approach to staff and
labour and each skill set
is different, plus work-
ing with what is avail-
able locally and import
and export. The recipe
is simple but hard to
get right - strong work-
ing relationships with

the right partner in the
right region."

Gravett adds, "Store
layouts are very similar
to the SA market, as
all designs are signed
off here, and often the
store is manufactured
in SA as it's sometimes
tailor made to the en-
vironment. The mall
stores are similar to the
high street, while some
sit on the forecourt. We
need to understand the
audience first, so we ap-
ply an 80/20 principle.
80% has to be produced
and then we allow an
element of local prod-
uct based on availability
in country."

vida's most popular
African store to date
is Bagatelle in Port
Louis, Mauritius, with

Ghana and Mauritius
being the two biggest
growth regions. The
balance of stores is Na-
mibia with two stores,
Kenya with four stores,

vida’s most
popular African
store to date
is Bagatelle
in Port Louis,

Mauritius.

Ghana seven stores
and Mauritius four
stores, with two new
stores to be opened
this year in both Ghana
and Mauritius.

vida e caffe has ad-
opted a forward-think-
ing business model in
a highly competitive
environment, blend-
ing high street outlets
with forecourt stores,
Africa expansion and
recently a drive into
SA's corporates.

"There's no secret
that our environment
is hotting up. But we
have been strategi-
cally planning ahead
for several years and
our hard work is really
coming to fruition. We
have the first mover ad-
vantage in a number of
new business develop-
ment areas. It's excit-
ing to be involved with
a South African brand
that continually adapts
as things evolve."

LIVE IN
1 =i

Only 3 apartments left

Key Features:

- Scenic city, harbour and mountain views
- 10 exclusive apartments

- North orientation

- Spacious terraces

- 600 metres from Deer Park
- 100 metres from MyCiTi

public transport
- Solar water
geysers & energy
efficient
features

For furter information contact: David - 072 385 4386, Leigh - 082 566 2924,
Office - 021 425 8586, sales@horizoncapital.co.za, www.TheEIm.capetown

HORIZON
CAPITAL

RESIDENTIAL

Upmarket apartments
in Vredehoek, Cape Town

Live an enriched lifestyle where you
will be energised by the light - from
the morning sunrise to the setting sun
and the glow of the city lights

Priced from R2.85 million (no transfer duty)

Visit our showroom: Weekdays: 08h30 -17h30
Suite 302 Soho-on-Strand, 128 Strand Street, Cape Town

CONSCIOUS LIVING

+27 (0) 21 511 0840
sales@dosetech.co.za
mgf@dosetech.co.za
www.dosetech.co.za
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Tectra Automation teams up with NMMU to produce WeldCore

From left to right: Prof Danie Hattingh (eNtsa Director - NMMU), Phillip
Doubell (Eskom Chief Researcher | Inventor), Dr Ian Wedderburn (eNtsa
Deputy Director | Inventer) and Dr Phil Mjwara (Director General -
Department of Science and Technology) at the TMS Showcase event.

TECTRA  Automation
was contracted to sup-
ply Bosch Rexroth mo-
tors and control systems,

which are essential in the
production of the Weld-
Core technology, a result
of a 15-year research

relationship ~ between
Nelson Mandela Met-
ropolitan University

(NMMU) and Eskom.

WeldCore is able to de-
termine the lifespan,
predict the maintenance
requirements and hence
prevent the failure of
high-temperature steam
pipes in refineries and
power stations.

Ideal for older pro-
cessing plants, WeldCore
utilises a specialised sam-
pling technique to provide
information on whether
a pipeline or other high
value component needs
replacement. WeldCore
can defer downtime for
unnecessary mainte-
nance, predict end-of-life
dates and can play a cru-
cial role in the prevention
of premature failure by
identifying problems.

The process involves
removing a cylindrical
sample from the pipeline

wall or part of the com-
ponent primarily exposed
to high pressure and tem-
perature, this sample is
used for advanced testing.
The WeldCore machine
then repairs the blind
hole using a solid-state
welding technique, Fric-
tion Tapered Hydro Pil-
lar Processing (FTHPP)
which provides a repaired
sitt . with mechanical
properties almost identi-
cal to the parent material.
By analysing an actual
sample of the pipeline or
component, this method
provides more accurate
results than traditional
Non-destructive Testing
(NDT) methods such as
dye-penetrant,  X-Ray
and magnetic particle
inspection. In addition,
friction welding takes

Best in class efficacy 20%
improvement on existing
capacity battery

IPX 4 High water resistance
can be used outdoors

SAS system of active stability,
active speed and mast

control

Improved ergonomics, easier
entry and exit with Anti-
rollback feature on incline

Optional LED headlights and
rear working blue light for
improved visibility

Meets all International
safety and environmental
standards with OPS

|_Site Toyota’s forklift
management solution that
helps you improve in four
major areas: cost,
productivity, health and
safety, and environment

Speed limiter with
Regenerative braking
improving efficiency

www.eiegroup.co.za
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only a minute while
traditional weld repair
can cost the plant hours
of downtime.

WeldCore relies on a
rotating spindle that can
maintain its speed ac-
curately despite a wide
range of torques. To
achieve this, WeldCore
utilised a Bosch Rexroth
MSKO71E servo mo-
tor paired with HCS03.1
servo drive to accurately
maintain speed through-
out both the low speed
coring and high speed
welding processes.

Mobility is a key dif-
ferentiator of WeldCore,
and the Bosch Rexroth
motor used is the only
one on the market that
can deliver the power
required while still being
small enough to be car-
ried by one or two people.
A motor from another
manufacturer would re-
quire overhead rigging in
order to assemble the ma-

chine each time it is posi-
tioned to take a sample.

The Bosch Rexroth
servo drive provides an
automated system with a
simplified interface that
makes WeldCore easy
to operate, and reduces
human error and the
likelihood of damage to
the plant.

The project is a result
of more than a decade’s
research, prototypes and
testing at NMMU, Port
Elizabeth, South Africa,
involving students, engi-
neers and local manufac-
turing companies.

The final assembly,
wiring and the software
was completed inter-
nally by eNtsa, based
at NMMU, resulting
in an integrated ma-
chine that works pre-
dictably and reliably.
WeldCore is available
to the market through
Mantacor, a branch of
the NMMU.

Apex SR 9000 door
improves SHEQ
standards

The Apex SR 9000 fully gasketed heavy duty
impact swing door is locally manufactured
to customers’ specific requirements.

CORRECT  product
selection and applica-
tion is essential for
customers to gain the
maximum  advantage
in terms of SHEQ
compliance. This is ac-
cording to Wim Dess-
ing, managing director
of Apex Strip Curtains
and Doors, who says
that the company’s lo-
cally manufactured
Apex SR 9000 insulat-
ed impact traffic door
complies with all rele-
vant safety, health, en-
vironment and quality
(SHEQ) standards.
Each Apex SR 9000
door is manufactured
to meet specific open-
ing requirements and
combines functionality
with longevity in areas
where the movement of
pedestrians and goods
is particularly high.
The door is manu-
factured from a 3mm
ABS skin that retains
its physical properties
down to temperatures
of minus 40°C, mak-
ing it ideal for use in

walk-in  cold rooms
and similar refriger-
ated applications.

The low maintenance
skin is impervious to

moisture, acids, petro-
leum products, animal
fats, rodents, insects
and salt solutions.

The door’s insula-
tion characteristics
are enhanced further
by the internal design
elements. These in-
clude the injection of
a high density, non
CFC urethane foam
into the hollow shell
of the door.

Standard vision pan-
els constructed from
3mm clear polycarbon-
ate sheeting are avail-
able in a number of
custom sizes. However,
the Apex SR 9000 is
also available with-
out the vision panel
which allows greater
flexibility of use.

Additional fea-
tures include scratch
resistance and UBC
compatibility for en-
hanced visibility, and it
is available in a choice
of six colours.

Apex Strip Cur-
tains and Doors has
a network of agents
throughout South Af-
rica who offer technical
and installation sup-
port as well as prompt
delivery times.
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First Cut — celebrating 60 years at the ‘cutting-edge’

FROM a cool-drink can
to an oil tanker, before
something is manufac-
tured or fabricated, each
component needs to be
cut from raw material.
However, the speed, ac-
curacy, precision and
reliability with which
that cutting is done all
has a profound impact
on a manufacturer’s
ultimate profitability.

This year First Cut,
a leading South Afri-
can manufacturer and
distributor of a range
of cutting consumables
and distributor of capital
equipment, is celebrat-
ing 60 years of supplying
total cutting solutions to
South African industry.
The company’s substan-
tial product range serves
the cutting requirements
of the fabrication, man-
ufacturing, renewable
energy, automotive,
steel, tube and pipe,
maritime, timber, meat,
textile and DIY sectors,
among others.

From modest begin-
nings as a Cape Town
‘saw doctor’ in 1956, the

company has grown into
one that employs 240
people, with manage-
ment based in Johannes-
burg, a manufacturing
facility in Cape Town and
branches in Durban and
Port Elizabeth.

“While First Cut may
be 60 years old, we still
maintain a vigorous and
innovative approach to
business, while retaining
the stringent principles
and strategic decision-
making which has set
us so firmly on the path
of success.

To this end, we are
constantly  developing
new cutting solutions in
our Cape Town facility;
or sourcing technologi-
cally advanced capital
equipment from the
world’s finest cutting
and bending equipment
manufacturers. We then
find appropriate solu-
tions in response to the
demands of South Afri-
can industry,” says First
Cut Managing Director
Andrew Poole.

First Cut Chief Execu-
tive Officer Ian McCrys-
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Left to right: Andrew Poole, MD of First Cut and
Ian McCrystal, CEO of First Cut.

tal agrees: “Integrity and
pride in both our busi-
ness practices and in the
quality of the products
we manufacture and sup-
ply have been the keys to
our longevity. Coupled
with the fact that we are
ISO 9001:2008 certified
is testament to our ad-
herence to the highest
standard of safety and

quality standards.”

In the consumables
division, First Cut man-
ufactures and supplies
band-saw blades, circu-
lar saw blades, hacksaw
blades and other cut-
ting consumables to an
extensive industry spec-
trum. “We have been
at the ’cutting edge’
of blade technology

since we manufactured
our first metal-cutting
band-saw blade in
1960,” adds McCrystal.

Long-standing rela-
tionships with world-
leading  consumables
principals such as Star-
rett, Eclipse and Wikus
have capitalised on the
synergies needed to de-
velop these brands in

South Africa.

More recently, the
company took the stra-
tegic decision to diversify
into the capital equip-
ment sector. Today the
capital equipment divi-
sion supplies special-
ist machines for metal
cutting, sheet metal
processing, tube laser
processing and structural
fabrication. First Cut’s
established relation-
ships with leading global
names in capital equip-
ment such as Bystronic,
BLM and Everising have
allowed it to supply trail-
blazing technology to
South African industry.

Complementing First
Cut’s superb product
range is a highly knowl-
edgeable and experi-
enced team, the major-
ity of which have many
years of service - and in
some cases even decades
- with the company. First
Cut invests substantially
in development and
training, so that staff
not only grow in their
own careers, but are also
empowered to provide

customers with the best
possible service.

“Our excellent track
record of unfailing ser-
vice and solutions - built
up over the past 60 years
- is largely as a result of
the ‘can do’ attitude that
is imbued in every staff
member, ensuring they
are aligned with and live
our values on a daily ba-
sis. Our service ethos is
to be a proactive, trust-
worthy partner in our
unflagging search for
solutions for our custom-
ers,” says McCrystal.

“In a nutshell, First
Cut is about so much
more than ‘ust the blade’
or the manufacture and
supply of consumables
and capital equipment.
Rather, we see ourselves
offering a total cutting
solution and value offer-
ing, which is to the long-
term benefit of South
Africa’s engineering in-
dustry and the country
as a whole. We look for-
ward to continuing this
in the future - well be-
yond the next 60 years,”
concludes Poole.

Tracker
reaches
one million
subscriptions

TRACKER is proud
to announce the in-
credible milestone of
reaching 1 million ac-
tive subscriptions. This
is a first for the tracking
and telematics industry
in South Africa and
testimonial of the trust
South  African con-
sumers and businesses
have placed in the
brand. This achieve-
ment was made possible
through its dedication
to the customer and a
broad range of prod-
ucts and services meet-
ing the requirements
of consumers and fleet
managers alike.
Servicing an entirely
South African Dbase,
Tracker is the mar-
ket leader in vehicle
tracking and telemat-
ics in South Africa
with a market share of
40%. The company is
nearly twice the size
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Western Cape scoops seven awards at SA Institute of Architecture Awards

THE movers and shak-
ers of the architectural
world in South Africa
gathered at Shine Stu-
dios in Braamfontein
on 2nd September to
witness the presenta-
tion of the 2015/2016
Corobrik SAIA Awards
of Merit for Excellence
in Architecture to the
cream of the profession.

The seven best de-
signs and a book earned
Awards of Excellence —
the highest accolade to
be given to an architec-
tural project in South

Africa since the incep-
tion of the program
in 1990.

A further seven proj-
ects received Awards of
Merit, which were first
instituted in 1999 to rec-
ognize good design or a
substantial achievement
in the industry. In ad-
dition, 16 commenda-
tions were awarded for
remarkable design.

According to Kevin
Bingham, awards con-
venor and SAIA Vice
President, the large
number of awards and

commendations this
year bore testimony
to the high quality
of the entries.

“We have honoured
31 projects because the
standard of design war-
ranted it and because
this year we had so many
entries to choose from —
a record 66 which is the
most received in the
26-year lifespan of the
awards. South Africa
may be geographically
remote from many of
the world’s major cities
but architectural de-

sign in this country can
hold its own with the
best internationally.”
The eight winners of
the Awards of Excel-
lence were House La
Lucia, Durban submit-
ted by designworkshop
: sa; the Military Health
Base Depot in Tsh-
wane designed by Jer-
emie Malan Architects;
House van der Watt in
Waterkloof, Tshwane
entered by Slee & Co
Architects; House Pre-
torius, Cape Town put
forward by Metropolis;

A‘, Taegulec
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17 Glen Avenue, Cape
Town designed by Seali
Mahoney; Krynauw
Nel Associates’ design
of the ‘Malapa’ Fossil
Cave & Visitors Centre
at the Cradle of Hu-
mankind in Gauteng;
Number 1 Silo: Alan
Gray headquarters at
the V&A Waterfront
in Cape Town submit-
ted by Van der Merwe
Miszewski  Architects
in association with Rick
Brown Associates; and
a book, Eclectic ZA
Wilhelmiens, submitted
by Fisher & Clarke.

This year’s judging
panel was headed by
Bingham, who is also
a director of FGG Ar-
chitects in Durban; and
included sponsor rep-
resentative Musa Shan-
gase, who is commercial
director of Corobrik;
Mokena Makeka, who
is founder and princi-
pal architect at Makeka
Design Lab in Cape
Town; Prof Paul Ko-
tze, who is professor
of Wits University’s
School of Architec-
ture and Planning;
and eminent layperson
Sumien Brink, who is
editor of VISI magazine
in Johannesburg.

“This is a star-stud-
ded event where we rec-
ognise South Africa’s
foremost  architects,”

said Obert Chakarisa,
CEO of SAIA. “The
architectural profession
has reason to celebrate
when we see designs
being produced of the
calibre of the entries we
have received this year,
many of which eas-
ily merit the description
world-class.”

“The awards give us
a snapshot of the status
of architecture in the
country and it would be
remiss of us not to men-
tion that we would have
welcomed more entries
that tackled the cur-
rent widespread social
issues associated with
affordable housing and
the redevelopment of
inner cities. It was, how-
ever, encouraging to
note that a large num-
ber met the sustainable
design imperative.”

Musa Shangase of
Corobrik said that the
developing rainbow na-
tion that was South Af-
rica presented unique
challenges for the ar-
chitectural profession
which in turn offered
opportunities for think-
ing out of the box and
for innovative and un-
conventional solutions.

“Limited  budgets,
which often apply to
public buildings that
need to meet a variety
of needs, can act as a

catalyst for great design,
which is fit for purpose
and complimentary to
the landscape,” he said.

“The inspired use of
building materials is
also becoming a feature
of modern South Afri-
can architecture and, as
the leading suppliers of
clay brick in this country
for the past 112 years,
we are delighted to be a
part of this pattern.”

“Our  longstanding
support of SAIA is a
mark of our respect
for the architectural
profession in this coun-
try and we have every
expectation that our
paths will continue
to be linked for many
years to come.”

The keynote address
at the awards dinner
was given by Mziwon-
ke Dlabantu, Direc-
tor General of the na-
tional Department of
Public Works.

The Corobrik-SAIA
Awards are presented
on a two-year cycle
and are open to SAIA
members from all of
its regions nationwide
who are invited to sub-
mit entries for their
best work of any kind.
Regional awards are
presented in the first
year of the cycle and
national awards in the
second year.

Concargo
4PL vs 3PL

other related compa-
nies within the indus-

try.
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To manage an inte-
grated industry, sup-
ply chain consisting of
manufacturers,  ma-
terial suppliers, 3PL
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ment consultants.
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* Retains corporate
supply chain
knowledge

* Realizes revenue
opportunities by
selling the supply
chain services to
external clients

* Addresses op-
erational failures
of 3PL services
because the new
entity allows the
creation of a totally
new culture

* Addresses strategic
failures of 3PL ser-
vices with a single
point of contact to
manage all aspects
of the client
supply chain

* Addresses financial
failures of 3PL
services by releasing
capital through sell-
ing logistics assets
to the 4PL organisa-
tion or on
the free market

The 4PL concept ad-
dresses the shortfalls
of traditional 3PL ar-
rangements and of-
fers the opportunity to
achieve substantial in-
cremental benefits. In
addition, the concept
can be extended to an
existing 3PL, convert-

ing it into a 4PL.
Concargo assets are
its human resources,
and through these skills
we have found our
niche as a 4PL supply
chain service provider
with our core com-
petency and focus on
logistical services in
Africa. To this end, we
represent in broader
terms the marketing
persona of transport,
and co-ordinate and
bring to the market
work that fills the
dreaded empty leg for
truckers, whilst at the
same time offering
value added services
and deliverables as
a “one stop shop” to
the primary client at
affordable rates.
Concargo coor-
dinate regular daily
consolidation of pal-
letised and break-bulk
cargoes throughout
South Africa and from
RSA into all BLNS and
SADC countries. Con-
cargo also specialise
in Project Cargo man-
agement and Project
Engineering Manage-
ment for abnormal out-
of-gauge heavy freight
on the continent and
through all ports in-
land RSA and into
landlocked  countries
BLNS and SADC.
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Pollen is buzzing

Continued from P1

comes to unsecured
business  loans to
the SME market.”

He said the SME
business lending space
was a sector tradition-
ally under-served by
South African banks.
Louis du Plessis ex-
plained that the idea
behind Pollen was to
give entrepreneurs and
SME business own-
ers fast business loans
via a revolutionary on-
line application and
vetting platform.

“Last year, we devel-
oped a tech platform
to do credit vetting in
a short amount of time,
and which delivers busi-
ness loans to SMEs
within three days of the
application process.”

He stressed Pollen
knew the credit risks
would be different in
South Africa. “We
wanted to pilot Pollen
for six months, to see
average loan size and
demand. A year later,
we've done RI150m
worth of loans.”

JP du Plessis reckons
next year Pollen could
push its loan book
to Dbetween R300m
and R400m.

Pollen provides
loans to small busi-
nesses with an annual
turnover of R1m and
over, up to medium-
size companies with
a turnover of R50m.
Loans range from
R50,000 to R1,5m.

“The reaction we've
had has been over-
whelming. It took us by
surprise and it showed
how the South African
experience is echoing
that of the US and Aus-
tralia. There is a huge
need in the South Af-
rican SME market for
what we have to offer.”

Louis du Ples-
sis stresses that sim-
plicity  drove  the

Pollen offering.

The company’s web-
site asks potential clients
just three questions:

* Has the business
been in operation
for at least a year?

* Does the business
have a minimum
turnover of R1m
ayear?

* Does it have a
successful business
lease history and is
the rent up to date?

Louis Du Plessis
said Pollen charged a
flat 25% on the loan,
which is paid off over six
months in weekly instal-
ments.

“Ifyouloan R100,000,
you repay R125,000.
There are no fluctua-
tions; nothing changes
with interest rates. It
doesn’t matter if you're
a big client or a small
one, it’s still 25% — this
is the internationally
accepted norm.”

JP du Plessis argued
that too often business-
es had no other choice
than to let excellent op-
portunities slip through
their fingers due to
a lack of quick and
easy funding.

In its first year of op-
eration Pollen has made
loans to businesses in
a variety of sectors —
ranging from retail and
franchises to manufac-
turing businesses and
the service industry.
Louis du Plessis said
that one of the biggest
challenges in the set-up
phase was dealing with
the volumes.

“We didn’t expect
the volumes; they were
higher than anticipat-
ed. But we had Anglo
African’s backbone to
help pull in the people
we needed. We are
now ready and poised
to go big — really big.”

The glitter man

Continued from P1

Trans Hex’s annual re-
port did note produc-
tion commenced dur-
ing the past financial
year and amounted
to just under 25,000
carats. Sales at West
Coast Resources
amounted to R49,4m
at an average price of
$208/carat.  Looking
ahead to 2017, Trans
Hex expected produc-
tion to hit 123,000 car-
ats at West Coast Re-
sources, 99,500 from
the Angolan opera-
tions and 41,000 from
the South African
LOR operations.

The good news is
that Trans Hex CEO
Llewellyn Delport
reported that de-
mand for rough and
polished stones im-

proved at the start
of the 2016 calendar
year after months of
low  manufacturing
output and reduced
inventories at the
cutting centres. He
believed shortage of
stock in the Indian
manufacturing sector
and at the US retail-
ers boosted rough
diamond prices -
supported by healthy
trading activity in the
secondary market.

Delport said, “Post
year-end, the diamond
market is enjoying a
relatively stable pe-
riod, improving the
confidence of traders
and dealers.”

Maybe Wiese has
got his timing just
right at Trans Hex...

Steep (1)earning curve

DURBANVILLE
headquartered private
school venture Curro
Holdings - which is
controlled by PSG
Group — is giving new
meaning to the phrase
“earning by learning.”
Curro pushed revenue
up 24% to R82m in the
half-year to end June,
while profits rose 27%
to R259m.

Curro’s total number
of learners grew 15%
from 35,970 to 41,393.
To date, Curro has
built 110 schools on 47
campuses countrywide
— with plenty space for
growth with CEO Chris
van der Merwe report-
ing that campuses were
operating at 78% of
existing building ca-
pacity and only 51%
of eventual capacity.
This means Curro has
already surpassed its
2020 target of operat-

ing 100 schools almost
four years earlier than
scheduled. At this point
is seems a realistic goal
for Curro to reassess
its expansion targets to
providing the country
with 80 campuses (200
schools) by 2020.

Van der Merwe said
that while it was origi-
nally assumed that the
private schools market
would be saturated
with 200 independent
schools by 2020, it was
now clear that the de-
mand was far greater
than the supply.

“We are therefore
preparing to carry
on with our vision
and business concept

beyond 2020.”
He stressed Curro’s
focus would remain

on developing new
campuses — but said
it would also con-
sider suitable value-

enhancing acquisitions
“where and when” an
opportunity arose. Van
der Merwe said Curro
already had a total of
170 schools in the off-
ing for 2020 against the
current 110 schools.

“We are nevertheless
mindful of sustainable
portability and we have
over the years devel-
oped an optimal rate
for constructing new
schools and campuses.
This entails six campus-
es or between 15 to 18
schools per year.”

Van der Merwe add-
ed that the expansion
of existing campuses —
including a high school
at Century City in Cape
Town - would cost
R500m with actual land
banking of about R60m
already undertaken
in the interim period
and another R300m
lined up for the next six

to 12 months.

Arguably the most
interesting aspect of
Curro’s interim finan-
cials is the performance
of its more established
schools — which include
a number of Western
Cape-based  proper-
ties like Durbanville,
Langebaan, Hermanus,
Century City and Sitari
(Somerset West.)

The company’s eight
schools developed be-
fore 2009 — represent-
ing 3,422 learners -
operated on a margin

of around to 30% and
grew earnings to R23m
in the interim period
compared with R17m
in the corresponding
six months in 2014.
This illustrates the so-
called  ‘hockey-stick’
effect (or J-curve)
on profitability as
schools start running at
optimum capacity.

Curro has developed
50 of its own schools
since 2012, which could
have a dramatic effect
on profits in the next
three years.
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Mobilising finance for Africa’s agri sector

The African Agri Council in partnership with Wesgro and the Western Cape Department of Agriculture, brings the African
Agri Investment Indaba (AAIL) to Cape Town, South Africa 28 — 30 November 2016.

THE African Agri
Council, in partnership
with Wesgro and the
Western Cape Depart-
ment of Agriculture,
brings the  African
Agri Investment Ind-
aba (AAIL) to Cape
Town, South Africa 28
— 30 November 2016.
The Indaba is a key
meeting place for in-
vestment in Africa’s
agricultural and agro-
processing sectors at-
tracting over 600 in-
ternational  investors,
bankers, governments,
farmers, project own-
ers. This unique mix of
decision makers from
across the African agri
value chain provides a
convenient platform for
effective deal making.
“As the world looks
to Africa as a solu-
tion to global food
security concerns, the
continents’ agri sec-
tor is fast becoming
the panacea of the in-
vestment world espe-
cially with the recent
decline in commodity
investment returns.”

ETHIOPIA (USS$ 15 MILLION)

BANKABLE AGRI
PROJECTS ALREADY
SUBMITTED

f

GHANA
(USS 30 MILLION)

ZAMBIA
(USS 60 MILLION)

NAMIBIA

(USS 25 MILLION)

RWANDA
(USS 10 MILLION)

KENYA

(USS$ 100 MILLION)

TANZANIA

o (USS$ 35 MILLION)

//O

X

S SOUTH AFRICA

(USS$ 210 MILLION)

Project investment process

“The  agriculture
sector is yielding ex-
ceptionally  exciting
opportunities and
pipelines. Food se-
curity is now being
translated into an
investable option for
investors and finan-
ciers. Agriculture has
been identified as a
long-term  opportu-
nity to increase inves-
tors’ allocation to real
assets and the agri-
business value chain
need to be ready to
take advantage of the
disruption.” says Ben
Leyka, Executive Di-
rector of the African
Agri Council who or-
ganises the event.

Delegates will
have the opportu-
nity to hear from 40
world class Agri ex-

perts such as Dr. John
Purchase the CEO
of Agricultural Busi-
ness Chamber; Dr.
Yemi Akinbamijo the
Executive Director of
Ghana’s Forum for Ag-
ricultural Research in
Africa; Mohsin Cajee
the Investment Princi-
pal of Old Mutual Pri-
vate Equity, Old Mu-
tual Investment Group
and Stefan Sakoschek
the Regional Direc-
tor of EU Chamber of
Commerce and Indus-
try in Southern Africa
and many more.

Millions of dollars
available for agri -
investment:
Submit a project

In addition, attend-
ees will get to partici-

pate in a number of
interactive panel dis-
cussions as well as in
the “Investment Dis-
covery Matchmaking”
sessions where project
owners and directors
looking for investors
will get the opportunity
to pitch a robust panel
of investors - a high-
light of the Indaba.

The African Agri
Investment Indaba is a
must attend for any or-
ganisation and investor
involved or interested
in the African agri sec-
tor, whether seasoned
or new entrant. Dele-
gates can expect a num-
ber of opportunities to
network with and learn
from industry heavy-
weights and pioneers
to transform new ideas
into action.

Business tourism a major boost to SA economy

BUSINESS  tourists
spend on average three
times more than their
leisure counterparts,
which is why South
Africa is going full
steam ahead to secure
major conferences
and exhibitions.
James Vos MP, the
Democratic Alliance’s
shadow minister of

tourism, says South
Africa collected two
years of data and,
based on the report
produced in con-
junction with Grant
Thornton, the total di-
rect spend for business
events is estimated at
R38,5bn in 2014 and
R42,4bn in 2015.
Speaking to delegates

attending HVS Con-
sulting’s inaugural
Tourism, Hotel Invest-
ment and Networking
Conference, THINC
Africa, in Cape Town,
Vos said the coun-
try had over 1,000
world class conference
and exhibition ven-
ues — and many golf
courses too.

Vos said the busi-
ness and events indus-
try was at the centre
of tourism growth
and that it contrib-
uted enormously to
the sector’s develop-
ment as a generator of
income, employment
and investment.

Vos says in 2014
the international

meetings, confer-
ence and exhibition
industry supported
some 267,660  di-
rect and indirect an-
nual job equivalents
in South Africa and
280,555 in 2015.

“In  addition to
creating business
opportunities, the
Business Events In-

dustry delivers enor-
mous benefits to the
broader economy as
it generates higher
economic impact, re-
duces seasonality and
generates knowledge
and enhances innova-
tion and creativity,”
he says.

Vos said South Afri-
ca’s National Conven-

tions Bureau helped
secure more interna-
tional conferences,
which was an excellent
source of foreign tour-
ists and revenue. The
conference industry
is in 38th place in the
International Con-
gress and Convention
Association’s top-100
list of leading desti-
nations in the world,”
he adds.

The South Afri-
can business events
industry - including
the meetings, incen-
tives, conferences
and exhibition seg-
ments - has grown
steadily over the last
10 years contributing
towards the country’s
tourist arrivals.

“In 2015 South Af-
rica hosted 140 inter-
national  association
meetings and confer-
ences which attracted
just under 80,000 del-
egates to the country.
These events gener-
ated 542 combined
conference days and
over Rlbn in eco-
nomic impact for the
country,” he says, add-
ing that 108 of these
conferences met the
International Con-
gress and Convention
Association’s (ICCA)
ranking criteria.

“SA was ranked 38th
globally for 2015 and
under to top 15 long
haul destinations. This
ranking ensured that
South Africa remains
the leading business
events destination in
Africa and the Mid-
dle East,” he says.
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Tellumat looks secure

RETREAT-based
technology manufac-
turer Tellumat might
soon get additional
security in its opera-
tions. Stellar Capital
Partners — one of the
largest  shareholders
in Tellumat — recently
proposed buying out
security technology
specialist ~ Amalgam-
ated Electronic Cor-
poration  (Amecor.)
The deal - depend-
ing on profit warran-
ties being achieved
— could be worth as
much as R268m.

Amecor is a highly
profitable and cash
generative ~ company
that offers a range of
exclusive technologies
related to security and
electronics. Much of its
profitline is regarded as
annuity income.

In short, Amecor’s
core activities com-
prise the manufac-
ture and supply of
sophisticated  security
transmission technol-
ogy and applications.
The company holds a
national  distribution
arm providing access
to Amecor’s suite of
security and electronic
products. Amecor also
owns a licensed radio
frequency and GSM
global network for data
transmission and off
site equipment and /or
security control.

Due to the unfor-
tunately high levels
of crime in South Af-
rica, Amecor pitches its
products and services
into one of the few
growth segments of the
local economy.

Stellar has argued
that Amecor should
be able to collabo-
rate effectively with
Tellumat, which also
manufactures a range
of electronic-based
equipment. The big
question is whether
there are parts of Ame-
cor’s  manufacturing

Tracker
reaches
one million
subscriptions

Continued from P5

Wayne de Nobrega,
CEO at Tracker says,
“It’s been an amaz-
ing year for us so far
at Tracker and despite
the tough economic
environment we’ve con-
tinued to show signifi-
cant growth in our sub-
scriber base, revenue
and profit. We attribute
this to our remarkable
and talented staff and
our strong relation-
ships with the insur-
ance, dealer and original
equipment manufacturer
channels.”

Tracker is strategi-
cally positioned to ac-
celerate its local growth
through new product
and  service offer-
ings and will focus on
global expansion going
into 2017.

operations that could
be more effectively un-
dertaken at Tellumat.
Certainly this could
be the case if Amecor
continue to expand its
range of security prod-
ucts — particularly since
the company has sig-
nalled its intentions to
seek out newer markets
in Africa.

Tellumat  recently
received a major em-
powerment boost when
Stellar sold down its

shareholding to allow
Masimong Technolo-
gies — headed by the
highly regarded busi-
nessman Mike Teke —
to take 51.1% stake in
the company.

It’s worth remem-
bering Tellumat
is rated under the
ICT Sector Codes
for BEE purposes.
These sector codes
specifically  encour-
age 51% ownership
and Tellumat’s key

government and para-
statal customers have
also indicated their
intended  additional
support after the com-
pany obtaining this
ownership level.

If there is a closer
relationship  between
Amecor and Tel-
lumat then the lat-
ter’s enhanced BEE
status should allow
for the unlocking of
new contracts and
boost profitability.
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AFRICAN AGRI

INVESTMENT INDABA

28 - 30 NOVEMBER 2016
Cape Town International Convention Centre, South Africa

YOUR GATEWAY TO BANKABLE AGRI PROJECTS IN AFRICA

Register
before 23 Sep
and quote code
CBN1 to get
R 1000 off

TAYAVAYAY

FEATURING 40+ EXPERTS FROM THE AGRI INVESTMENT INDUSTRY i
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Dr Yemi Akinbamijo Simon Glossop Mark-Anthony Johnson Jacqueline Mkindi Dr. John Purchase
Executive Director Chief Executive Officer Chief Executive Officer Chief Executive Officer Chief Executive Officer
Forum for Agricultural Camscorp & Chair of JIC Holdings Tanzania Horticultural Agricultural Business
Research in Africa Octopus Investments GIBRALTAR / UNITED Association Chamber (Agbiz)
GHANA EOC Committee KINGDOM TANZANIA SOUTH AFRICA

UNITED KINGDOM

Why you CANNOT MISS out!

Attend Africa’s largest showcase of Agri investment opportunities featuring country pavilions, exhibition
area and high level conference with interactive panel discussions
e Network with VIP speakers including 5 African ministers and a total of 40 international speakers

Rub shoulders with over 150 investors and financiers and finalise investment for your next agri project

With participation from:
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Contact Manuel Singano &) +27 21 700 4300 manuel.singano@agricouncil.org

www.agri-indaba.com @® African Agri Council



Western Cape medical centre goes digital
upon receipt of a multimedia centre

THE Western Cape
Emergency Care Col-
lege Tygerberg Hos-
pital Campus is the
first healthcare facil-
ity to receive a state-
of-the-art multimedia
centre in the Western
Cape. The provision
of the 40 seater state-
of-the-art multime-
dia centre marks an
important milestone
for the facility as it
will extend the reach
of the facility to all
the corners of the
Western Cape.

The multimedia
centre consists of 41
workstations, two
projectors, an air-con-
ditioner, security sys-
tems, two interactive
whiteboards, two serv-
ers, a modem that sup-
ports Wi-Fi connectiv-
ity as well as two year’s
worth of free connec-
tivity. The equipment
will be accessible to
students and health
care professionals in
the province.

The handover of the
multimedia centre is
a result of a partner-
ship between MTN
SA Foundation and
the Provincial De-
partment of Health in
the Western Cape.

Says MEC for
Health in the Western
Cape, Nomafrench
Mbombo, “Public
private  partnerships
present exciting op-
portunities for en-
hancing service de-
livery to our people.
We are delighted by
the MTN SA Founda-
tion’s contribution to-
wards the provision of
quality health care in
the province.

Through  partner-
ships such as this, we
are able to address
specific cost and in-
vestment challenges,
deliver improvements
in efficiency, enhance
service quality and
increase the wellbe-
ing of people in the

Western Cape,” in
her address to the
EMS students and

professionals
the handover.
Shameem de Vries,
Head of Emergency
Services (EMS), says
the multimedia centre
will help the facilty to
extend its footprint
across the province.
“The expansive
geographic footprint
that we are required
to cover makes our
jobs a challenge. The
technology and in-
frastructure that has
been donated will go
a long way in ensur-
ing that we extend
quality and reliable
healthcare services to
every resident of the
province and our skills
and knowledge base is
captured and updated
on an ongoing basis.”

during

Kuben Moodley,
Principal of the Col-
lege for Emergence

Care College, says the
provisioned  content
for grade 10-12 will
form a much-neeed
bridging course for stu-
dents who until recent-
ly didn’t require a mat-

JAS61F10001/LSIAILOVAOL

ric certificate to enrol
in the college.

“The graphic na-
ture of content will
help the Ilearners
to get up to speed
in Life Sciences,
Maths and Physics.
Abstract knowledge
has become visible

0] 860693

and graphic without
the need of a ca-
daver. This will go a
long way to helping
learners understand
the human body and
how it reacts to dis-
ease and injury,”
concurres de Vries.
Says Kusile Mtunzi-

Hairwadzi, General
Manager of MTN SA
Foundation, “MTN is
pleased to partner and
support government’s
goals of facilitating
universal access to pri-
mary healthcare. As
a caring and respon-
sible corporate citi-

Financing
businesses across South Africa’s
industrial landscape

833

zen, MTN is pleased
that it has been given
the opportunity to
help to capacitate
our healthcare system
through deploying the
power of connectiv-
ity and ensuring that
healthcare profes-
sionals are equipped

with computer skills
which are a prerequi-
site in today’s digital
age. The handover
forms part of MTN’s
ongoing endeavours
to make a positive
difference in the lives
of the communities
we operate in.”

The IDC

is committed to

inclusive and sustainable

industrial

development. We finance existing or emerging businesses that are
set to benefit South Africa’s economy and facilitate the creation of
jobs for its people. If you're an entrepreneur and have a business
plan that is relevant to an industry that the IDC supports and require
business finance of R1 million or more. Call us on 0860 693 888 or
visit idc.co.za to enquire about the financing criteria for the sectors
that the IDC supports.

=2 IDC

Industrial Development Corporation

Your partner in development finance


http://www.idc.co.za
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Business tourism a

major boost to
SA economy

“Cape Town has re-

tained its ranking
as the number one
convention destina-

tion in Africa for the
past 10 years, wel-
coming 270,000 del-
egates since 2006, with
an average of
four conference
days per event.”

The Cape Town and
Western Cape Con-
vention bureau se-
cured 17 bid wins for
the destination during
the 2015 / 16 financial
year with a potential
economic impact of
R370m to the local
economy, said Vos.
One of the business
events secured was the
World  Ophthalmol-
ogy Congress in 2020,
hosting close 15,000
delegates over five
conference days.

South Africa had
already secured 66
international associa-
tion conferences and
meetings for the five

Continued from P8

years starting in 2017.
“This represents guar-
anteed business for the
country’s tourism and
hospitality  industry.
These events will con-
tribute about R1,4bn
in economic impact,
attract 108,134 as-
sociation profession-
als and generate 311
event days, benefiting
all suppliers in the
business events value
chain,” says Vos.

“In addition we
have 45 bids still pend-
ing, again planned to
take place in the years
to 2022. These events
have the potential to
attract 112,000 del-
egates over 216 days
and can potentially
contribute R1.5bn to
our economy.”

The South Africa
National Convention
Bureau (SANCB) sub-
sidized 78 local busi-
ness events, products
and services, enabling
them to exhibit on the

four platforms includ-
ing nine companies
that qualified for the
National Department
of Tourism’s Tourism
Incentive Programme.
The SANCB gener-
ated 139 qualified
leads from these trade
shows that can poten-
tially attract 92,000
delegates to South
Africa and potentially
generate R765m for
our economy.

Vos says SANCB,
in conjunction with
city and provincial
convention bureaus,
submitted 53 bids for
international busi-
ness events during the
2015 - 2016 financial
year. “These business
events have the poten-
tial to attract 86,000
delegates to  the
country, creating 242
combined conference
days and generating
a potential R1,2bn in
economic impact for
South Africa.”

Nedbank partners with LaunchLab to issue

fintech and big data innovation challenge

NEDBANK, one of the
largest banks in South
Africa, has teamed up
with the LaunchLab,
a network of African
university campus-
based business incu-
bators, in an exciting
innovation challenge.
This partnership
will be driven by the
LaunchLab’s  break-
through innovation
platform to capture
new ideas and busi-
ness models that may
be the next disruptive
innovation in the bank-
ing industry. This in-

cludes the LaunchLab’s
Ideas and  Lift-Off
Programmes, which

allow corporates ac-
cess to external break-
through innovations in
their industry.

A two-hour workshop
was held on 16 August
2016 at the Nedbank
Stellenbosch University
LaunchLab, where par-
ticipants had an oppor-
tunity to engage with
the LaunchLab and
Nedbank teams, as well
as to connect with other
aspiring Fintech entre-
preneurs.  Attending

ATTACQ invests in the development of people fo grow
antinnovative property industry for greater value to

ATTACQ
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. Respond o e-commernce

L] Improve customer experience,
comfort and convenience

. Enable eqsy poyment in Attocg mols

" Enhonce operctions: cleaning. securly and ullities

Book now: hitp:/ /www . launchlab.co.za/aftacg

R
Win your share of R100 000 AND LaunchlLab
incubation support to the value of R150 000

INNYENTY o
WESTERN CAR

Fl-u'\: SE BAY
COMECT

BE'BOLD

y .
= .2

this workshop helped
participants to better
understand the chal-
lenge, stimulated their
thinking and provided
clarity about the value
of their ideas.

The workshop will be
followed by the Pitching
Platform, where a panel
of judges will look for
pitches with business
potential that could be
the next breakthrough
Fintech and Big Data
idea. The pitches will
be made in the form of
a three-minute video.

Winning ideas stand a
chance to win a share of
R80,000 in seed fund-
ing and LaunchLab
incubation support for
six months to launch
and develop their busi-
ness ideas. This sup-
port will include work-
space, internet access,
portfolio management
and mentorship. Ned-
bank will be carefully
monitoring the devel-
opment of these busi-
ness ideas during this
time to gauge their
potential and see if
they can add value to
Nedbank’s services

“Nedbank has al-
ready benefited from
various collaborations
with residents of the
LaunchLab and be-
cause of this the bank

has decided to pose a
challenge to our unique
community in order
to undercover more
disruptive ideas which
could change the fu-
ture of banking in Af-
rica,” says Brandon
Paschal, LaunchLab’s
Operational Manager.

“We are encouraged
by the depth of exciting
ideas and entrepreneurs
we engage with through
the LaunchLab. Most
importantly, the fast-
growing traction of
Fintechs and usage of
Big Data intelligence
gives us a great sense of
comfort that South Af-
rica is firmly poised not
just to participate in the
global innovation arena
- but to lead it,” Chris
Wood: Executive Head
of Emerging Payments,
Strategy and Regula-
tory at Nedbank.

The Fintech and Big
Data industry has seen
a great deal of disrup-
tion due to new tech-
nologies and changing
banking behaviour in
Africa. Nedbank has
identified the need to
tap into these break-
through innovations to
find new ways of using
mobile technology to
further promote finan-
cial inclusion, enhance
client experiences using

connected devices and
find innovative meth-
ods to on-board and
activate new clients.

Nedbank’s part-
nership ~ with  the
LaunchLab enables

access to these disrup-
tive innovations. The
LaunchLab provides a
link to a unique com-
munity of campus-
based entrepreneurs as
well as an environment
where start-ups can test
new technologies and
business models with-
out corporate restric-
tions. The Fintech and
Big Data Ideas pro-
gramme extends across
all universities in the
Western Cape, tapping
into student and non-
student entrepreneurs
as well as communities
of innovative thinkers
and creators.

The LaunchLab and
its programmes oper-
ate from the Nedbank
Stellenbosch University
LaunchLab  building
in Stellenbosch. The
Launchlab is an initia-
tive of Innovus, the in-
dustry interaction and
innovation company of
Stellenbosch ~ Univer-
sity, and is funded by
Stellenbosch ~ Univer-
sity, Nedbank and the
Department of Trade
and Industry.

Workability’s holistic approach gets the

injured back to work

be paid whether the in-
jured employee works
or doesn’t work. The
best option is to aim to
return to work.”

A RTW revolution

Workability cre-
ated something of a
revolution in the RTW
industry, firstly in the
Western Cape where
its specialized work
rehabilitation centres
in Montague Gardens
and Brackenfell ad-
dressed all the barriers
to achieving a sustain-
able return to work.
These barriers are sel-
dom purely medically
but are found at the
workplace, in the of-
ten haphazard medical
journey, in policies and
in legislation particu-
larly for the uninitiated.
In the 13 years of its ex-
istence Workability has
developed services that
provide complete re-
turn to work and man-
aged care solutions for
more than 1,000 com-
panies, reducing sick-
ness absence, claims
and disability in the
workplace.

Innovative IT couples
clinical systems with
claims administration

From its base in the
Western Cape, Scott

Continued from P2

has expanded Work-
ability’s horizons by
partnering with phys-
iotherapy and occupa-
tional therapy practices
throughout the coun-
try. It offers its Practice
Management software
and bridging finance
to network partners in
Port Elizabeth, Bloem-
fontein, Kempton Park,
Nelspruit and most
recently in Ballito.
Bespoke phys-
iotherapy and oc-
cupational therapy
products and services
have been developed
for specific market
segments including:

¢ Insurers and gov-
ernmental funders,
to reduce the cost of
claims and disability
with quality man-
aged assessment,
treatment and reha-
bilitation services

¢ Corporate clients
reducing sickness
absence and IOD

* Medical aids,
reducing the cost of
treatment

“All our products
provide a significant re-
turn on investment and
all our clients benefit
from a single supplier
whom can provide a
consistent and quality
managed national ser-

vice” says Scott.
Workability’s  Prac-

tice Management soft-

ware encompasses:

* Clinical excellence

* Strategic manage-
ment information

¢ Complete integrat-
ed solution

¢ Case management
* Assessments

* A series of employ-
er training courses
and workshops
to manage and
reducing the risk of
absenteeism, injury
and disability in
the workplace.

“Workability’s
unique approach to
screening, assessing
and stratifying injured
employees, ensures
that the patient gets
the right treatment at
the right time. Also,
our specialized soft-
ware and extensive
RTW products ensures
that all stakeholders
involved in a case, work
towards the same goal
of RTW.

Our methodologies
are comparable with
highest international
standards and Work-
ability’s cost effective
approach has resulted
in high levels of stake-
holder satisfaction”
she concludes.


http://www.launchlab.co.za/attacq
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NAAMSA

Dr Norman Lamprecht, Executive Manager
NAAMSA (National Association of Automobile

THE South African
automotive  industry
has become increas-
ingly integrated into
the global automotive
environment and is
now playing in the in-
ternational league. The
partnership  between
government and the
automotive sector in
South Africa has a long
and productive history.
Certainty and stability
in the official policy re-
gime, over the past 20
years, have contributed
to a number of note-

by the vehicle manufac-
turing and associated
industries,  including
higher levels of vehicle
production, vehicle ex-
ports, massive invest-
ments by multi-national
automotive companies
in manufacturing fa-
cilities in South Africa,
significant model ra-

BY ASSOCIATION

Motor industry exports
excel in 2015

Production Devel-
opment  Programme
(APDP) — implement-
ed in January 2013 - is
to double vehicle pro-
duction in the country
to around one million
units per annum by
2020, with an associ-
ated broadening and
deepening of the com-

tionalisation, employ- ponent basket in the
ment stability, and an  country as well.
increasingly  positive The manufacturing

contribution by the
industry to South Af-
rica’s balance of pay-
ments. The vision un-

sector is important to
support sustainable
growth in the country
and it possesses the

Manufacturers of South Africa.) worthy achievements der the Automotive highest growth and
Indicator Performance

2014 2015
Consumer Price Index (CPI) 6,1% 4,6%
South Africa’s Gross Domestic Product (GDP) R3,797,1bn R3,991,0bn
Broader automotive industry contribution to GDP 7,2% 7,5%
Xg:]iﬁlfzcatztrjir::é)rg&gr&(tent production as % of South Africa’s 30.2% 33.5%
Average monthly employment by vehicle manufacturers 29,715 31,260
Automotive component sector employment 82,790 82,100
Capital expenditure — vehicle manufacturers R6,9bn R6,6bn
Capital expenditure — component sector R2,7bn R2,8bn

Total South African new vehicle sales

644,259 units

617,749 units

Total South African vehicle production

566,131 units

615,658 units

South Africa’s vehicle production as % of Africa’s vehicle

production 68% 64%
South Africa’s global vehicle production ranking 24th 21st
South Africa’s global vehicle production market share 0,63% 0,68%
Vehicle ownership ratio per 1,000 persons 176 180
Total automotive export earnings R115,7bn R151,5bn
égrt)%r:gziﬁeexport value as % of total South African 11,7% 14.6%
Number of export destinations 148 140
Number of export destinations with export values more o5 30
than doubling year-on-year

Top automotive country export destination in rand value Germany Germany

terms

Total South African vehicle exports

276,936 units

333,802 units

Total value of vehicle exports R70,0bn R101,9bn
Top vehicle export destination in volume terms UK UK
Total value of automotive component exports R45,7bn R49,6bn

Top automotive export component category in rand value
terms

Catalytic converters

Catalytic converters

Top automotive trading partner in rand value terms Germany Germany
Top automotive trading region in rand value terms EU EU
Top country of origin for total automotive imports in rand Germany Germany
value terms

Top country of origin for vehicle imports India India

employment multipli-
ers of all the country’s
economic sectors. The
automotive industry is
the biggest contribu-
tor to manufactur-
ing output and is one
of the most dynamic
parts of the segment.
The broader automo-
tive industry, through
its well-integrated
value chain from down-
stream to upstream
activities, contributed
7,5% to the country’s
GDP in 2015. The ve-
hicle and automotive
component manufac-
turing industries ac-
counted for 33,5%
of the country’s total
manufacturing output,
while record automo-
tive export earnings of
R151,5bn in 2015, up
substantially by 30,9%
from the R115,7bn
in 2014, comprised a
significant 14,6% of
South Africa’s total
export earnings.

The following table
highlights the signifi-
cant social and eco-
nomic contribution by
the domestic automo-
tive industry in the con-
text of the South Afri-
can economy for 2015
versus 2014.

Year-on-year new
vehicle sales in South
Africa declined for the
second successive year
in 2015 with a drop
of 4,1% in the overall
market compared to
2014. Total sales for
the year amounted
to 617,749 units com-
pared to the 644,259
units retailed in 2014.
The industry in South
Africa currently has
one of the most com-
petitive trading en-
vironments in the
world in 2015, which
offered no fewer than
55 brands and 2,872
model derivatives for
consumers to select
from. This affords
car buyers the widest
choice to market size
ratio anywhere in the
world. The continued
downturn in domestic
new vehicle sales in
2016 could be attrib-
uted to various fac-
tors, such as a slow-
down in the economy,
increases in interest
rates, pressure on
consumers’ disposable
income and inflation-
ary pressures brought
on by a deteriorating
rand resulting in in-
creasing retail prices

above inflation. The
consumer  demand-
sensitive new car mar-
ket, which is the most
responsive barometer
of changes to growth
in the economy, is an-
ticipated to decline by
around 12% in volume
terms in 2016. New
commercial  vehicle
sales are expected to
perform slightly better
with expected declines
of between 6% and
9% in volume terms.

In contrast, exports
are expected to reflect
strong upward momen-
tum over the balance
of the year. New ve-
hicle industry produc-
tion should therefore
continue to benefit
from projected higher
export numbers with
2016 export sales ex-
pected to expand to a
new record of around
351,000 units.

Although South Af-
rica produced 64%
of Africa’s vehicle
production in 2015,
the industry remains
relatively small in a
global context. Global
vehicle production
in 2015 rose by 1,1%
to reach a record of
90,88 million vehicles,
up from the 89,78 mil-
lion wunits produced
in 2014. Twenty coun-
tries topped the one
million mark in 2015,
which is regarded as
an internationally sig-
nificant vehicle pro-
duction level. South
African vehicle pro-
duction increased
to a record 615,658
vehicles in 2015, up
from the 566,131 units
produced in 2014 - a
gain of 49,527 ve-
hicles or 8,7%. The
country subsequently
improved its glob-
al ranking to 22nd
(24th in 2014) in the
world with a market
share of 0,68%.

NAAMSA represents
the collective, non-com-
petitive interests of the
new vehicle manufac-
turing industry in South
Africa and comprises 22
companies involved in
the production of pas-
senger cars and commer-
cial vehicles which collec-
tively employ over 31,000
people. NAAMSA also
represents the interests
of a further 21 companies
involved in the importa-
tion and distribution of
new motor vehicles in
South Africa.
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One of the Hendok cars being loaded into the trailer built by Serco.

SERCO  built an
events trailer for the
Mercedes-Benz Com-
mercial Division in

2000 and now, 16
years later, Hendok,
a company that is
passionate about rac-

ing supercars, has
bought it.
Hendok’s Freddie

de Kock approached

TRANSPORT INDUSTRY

Serco delivers double tier trailer for supercars

Serco to refurbish
the trailer to carry
his prized cargo of
Porsche and Nissan
sports cars, but also
wanted the vehicle
to “double” as an en-
tertainment centre at
race events.

It was decided to
rebuild and moder-
nise the body and
chassis with the front
section of the trailer
being equipped with
a shower, air con-
ditioning and other
home comforts.

Serco’s design and
technical staff got to-

gether with de Kock
and his Hendok team
to fully understand
the requirements.

The trailer fea-
tures include a double
stacking system with
tracks for loading su-
percars and a 220v
power supply com-
plete with inverter
and batteries. The
two tiers are accessed

using a specialised
column lift.
Serco’s  managing

director, Clinton Hol-
croft, said one of the
challenges was that
Hendok wanted the

double tiered track to
be adjustable to ac-
commodate vehicles
of different heights
on the lower and up-
per deck. This process
of adjusting the track
also needed to be
user friendly to suit a
one-man operation.
“We achieved this
by developing a light-
weight aluminium arm
to fix into the double
stacking rail, which al-
lows easy adjustment
to suit the varying
heights of the vehicles
being transported.
The design also allows

easy access between
the upper deck tracks
when loading and
securing vehicles.”

“Once in position,
Serco supplied Load-
lok straps are used
to secure the vehicles
while in transit.”

A very pleased de
Kock said: “It was
a pleasure working
with the Serco team,
knowing they were
prepared to listen to
our requirements, and
with their engineer-
ing expertise helping
us bring the project
to reality.”

Re-forging the suppl

CHOOSE THE DRIVING FORCE IN
FORKLIFT MANAGEMENT SOLUTIONS

Choose Real FMX - the number one name in Forklift Fleet Management Systems.
A unigue, 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.

A product of:

TELEMA’FIES

Unit 8, Wareing Park, 2 Wareing Rd, Pinetown, 3610
PO Box 1564, Pinetown, 3600 « Tel 0861000 342 « Fax 0865 552 740
www.realtelematics.com

THERE’s an old and
very apt saying, “You
are only as strong as
your weakest link,” says
John Valentine, Direc-
tor at Real Telemat-
cs. “There are just so
many links in a typical
supply chain that main-
taining the integrity of
the  product/process
becomes a full time job

in itself. The slightest
deviation not picked
up early enough can
have catastrophic con-
sequences at time of
delivery, with the sup-
plier not being paid,
the customer not get-
ting stock, the distribu-
tor not getting a load
and everybody knock-
ing on the insurance

chain

company’s door.”
“Taking the above
scenario into account,
Real Telematics under-
took an exercise within
the FMCG / agricul-
tural industry and ana-
lysed the whole crop
to table supply chain.
On consultation with
various players in the
industry, we learned

E€ERCO
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Superior
performance
grease for

everyday use

Whatever industry you're in, you'll find an
Engen-guaranteed quality product to suit
your greasing requirements.

For more information, contact your Engen representative,
call +27 21 403 5090 or visit www.engenoil.com

With us you are Number One ‘ ENGEN

that there can be very
high levels of ‘spoilage’
in certain crop types,
particularly ~ amongst
soft skinned fruits and
vegetables. It is not un-
heard of for a farmer to
lose 15% to 50% of his
crop before it even gets
to your table, it’s simply
the nature of the beast.
In hardier crops the
losses can be 10-20%.”
“So serious is this
problem, not just in
monetary terms but
also in food supply
sustainability, that the
United Nations Gen-
eral Assembly passed
resolutions in 1975 that
focussed on enhanc-
ing supply chains to
mitigate the potentially
devastating effects.
This in part was the
origin of the industries
today which specialize
in the various steps of
the supply chain.”
“Despite incred-
ible advances since the
original resolutions
were passed, spoilage
levels are still one of
the most important fac-
tors receiving attention
today,” says Valentine.
“It is in the trans-
port and handling of
the product from one
process to another that
much of the damages
occur. The product is
often machine or hand-
picked, put into large
bins that compress the
product at the bottom,
then transported via
tractors and trailers,
normally on un-tarred
roads, so the product
gets bumped about
quite a bit. Then fork-
lifts move the bins and
pallets into the pro-
cessing environment to
be cleaned, again nor-
mally on fairly rough
surfaces, then the prod-
uct is dumped into the
cleaning tanks, belts
or tables, often again
bruising. Once process-
ing is completed the
product is packed, and
then once again moved
by hand or forklift to
be stored in fridges or
racks. Then finally the
product is once again
moved by forklifts or by
hand onto trucks and

’ Continued on P26
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Strong contender built by JCB

THE JCB 540-170 Tele-
scopic Handler was de-
signed and developed
using efficient design
philosophy. It’s a three
stage telescopic handler
with a great reach. It uses
the award winning JCB
EcoMAX engine and
sits on a chassis that’s de-
signed for load-bearing
and stability.

It’s safe and secure;
for quick and easy access.
The 540-170 Telescopic
Handler has JCB Live-
link telematics, which
includes vehicle track-
ing, an immobiliser and
key machine diagnostics.
Besides providing peace
of mind, these mea-
sures can also reduce
insurance premiums.

For ease of service-
abilty the 540-170 Tele-
scopic Handler has
easy inspection of three
sides of the engine, this
Telescopic Handler has
a large, wide service

e ." -—
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bay, accessed by a gas-
assisted bonnet.

You can also access
the 540-170 battery eas-
ily without specialist
tools via a lockable cover
that’s opened with the
ignition key.

The 540-170 is an ex-
tremely manoeuvrable
telescopic handler; the
compact wheelbase and
large steering lock angles

save you valuable travel
time on site.

The 540-170 comes
with four wheel drive
as standard, helping
you maintain plenty
of traction and per-
formance even in soft,
muddy areas.

JCB fitted a variable-
speed cooling fan to
the 81kW and 93kW
Loadall engines.

It’s vertical integra-
tion strategy is all about
making sure the engine,
transmission, hydraulic
rams and cab of every
new telescopic handler
work in perfect har-
mony. These key com-
ponents are therefore
JCB-designed for mini-
mum compromise and
optimum performance.

Kemach Equipment
(Pty) Ltd is the sole dis-
tributor of JCB Earth-
moving Equipment in
South Africa.

The company’s
national office is in
Gauteng, with regional
offices in Johannesburg,
Pretoria, Middelburg,
Rustenburg,  Durban,
Richards Bay, Bloem-
fontein, Cape Town, East
London, Port Elizabeth,
George and Mthatha.
Distributors and service
dealers are strategically
placed in Windhoek,
Nelspruit,  Swaziland,

Polokwane, Upington,
Schweizer Reneke and
Vryheid.

This network gives
the company the ability
to effectively support its
customers the length and
breadth of South Africa
and Namibia.

Equipment on offer
which includes what the
cpmany refers to as the
world number one back-
hoe loader, ranges from
skidsteers, wheel load-
ers, excavators, telescop-
ic handlers, mini tracked
excavators through to
a range of compac-
tion equipment.

Kemach JCB dis-
tributes the full range
of JCB nparts, which
is supported 24/7/365
by skilled field service
technicians and product
support engineers. Ke-
mach JCB is a focused
dealer that puts the cus-
tomer at the heart of
its business.

World’s first ‘flat-pack’ truck set to bring aid to
remote parts of Africa and the developing world

e The first vehicle to
be designed spe-
cifically to provide
all-terrain mobility
for the developing
world

* Revolutionary OX
flat-pack truck aims
to help communi-
ties to undertake
a range of crucial
daily tasks

¢ Envisioned by
entrepreneur and
philanthropist Sir
Torquil Norman;
designed by re-
nowned automotive
engineer Professor
Gordon Murray

The world’s first
‘flat-pack’ truck — the
Global Vehicle Trust
OX - has been re-

vealed in London,
designed to provide
low-cost all-terrain

mobility for remote
parts of Africa and the

developing world.
Across Africa and
other developing

world, there is intense
need for improved
transport, for both ev-
eryday living as well
as emergencies. The
OX has been designed
specifically to tackle a
host of transport chal-
lenges, and to under-
take crucial daily tasks,
such as collect drinking
water and transport-
ing grain, fertilizer or
building materials.

It is unlike any
other vehicle and has
no direct competitor
— whether from a con-
cept, performance or
pricing point of view.
The OX originated
from the vision of
one man — Sir Torquil
Norman. Five years
ago, he founded the
Global Vehicle Trust
(GVT) to pursue
his ambition to help

people in the develop-
ing world by providing
cost-effective mobility.

The GVT subse-

quently briefed re-
nowned  automotive
designer Professor
Gordon Murray on

a unique humanitar-
ian programme to
create a revolution-
ary lightweight truck.

The brief for the ve-
hicle called for high

’ Continued on P24
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APC provides turnkey solution to Intermodal Cargo Carriers

AFRICAN warehouse
storage solutions com-
pany, APC Storage
Solutions SA, complet-
ed the installation of a
turnkey system for Cus-
toms Franchised Con-
tainer Freight Station
Company, Intermodal
Cargo Solutions. The

Solutions had been in
talks with one of APC
Storage  Solutions
SA’s competitors and
required an additional
service provider to
propose and quote on
a similar solution. APC
Storage Solutions SA
was approached and

contract to supply a pal-  took time to understand
let shuttle system was all the client’s needs,
awarded against a num- including  facility

ber of competitors due
to its numerous benefits
and a design to aid the
client develop a final
solution. This included
a sprinkler system, for
which one of APC Stor-
age Solutions SA’s busi-
ness partners was used.

Intermodal Cargo

layout, load units, pick
rates and throughputs,
etc. The fact that
Intermodal was dealing
with various companies,
each able to provide
only a part of the overall
required solution,
counted substantially in
APC Storage Solutions

Approximately 110 containers are received by Intermodal fortnightly and 5,500
pallets dispatched, resulting in total warehouse turn-around every two weeks.
Comprehensive planning was necessary to allow the customer to optimally plan for
pick and replenishment waves without negatively impacting on the warehouse flows.

to meet the client’s
requirements, which
led to the contract

With this information
at hand, the team
submitted a design

SA’s favour, as it was in
a position to manage
the entire project.

& TOYOTA

[ you haven't
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Toyolo Forkit,
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being awarded to APC
Storage Solutions SA.

Approximately 110
containers are re-
ceived by Intermodal
fortnightly and 5,500
pallets dispatched, re-
sulting in total ware-
house turn-around
every two weeks.

“Our proposed solu-
tion meant that we
needed to take the
standard operating pro-
cedures, business rules
and active target rate of
receiving and dispatch
into consideration, as
well as receiving and
dispatch door locations.
This was necessary to
allow the customer to
optimally plan for pick
and replenishment
waves without nega-
tively impacting on the
warehouse flows,” says
Ettienne Meyburgh,
General Manager -

improvements are
gained by safer pallet
handling (a 10mm ac-
curacy rate,) electronic
pallet length checks for
optimal density storage,
and the fact that oper-
ators remain outside of
the tunnels.

The pallet shuttles
have several safety
and control systems in
place, which include
incorporated electrical
components that
allow autonomous
displacements, radio
frequency commands

transmitted to the
shuttle’s PLCs,
an incorporated

emergency stop button,
sensors to bring the
shuttle to a halt in the
event of a collision or
obstructions picked up
whilst moving in the
tunnels, and bumpers
and stop points to avoid

Approximately 110 containers are

received by Intermodal fortnightly
and 5,500 pallets dispatched, result-

ing in total warehouse turn-around

every two weeks.

KZN Region and Au-
tomation, APC Storage
Solutions SA.

APC Storage
Solutions SA provided
the first block of
30m-wide, five levels
high and 68 pallets
deep; and another block
of 10m wide, four levels
high and 20 pallets
deep, coupled with a
world-class Wi-Fi radio
pallet shuttle system
operating on the FIFO
principle. The installed
pallet shuttle system
is designed to prevent
or minimise damage
to racking units, to
best control FIFO
and batch receive and
dispatch operations. It
also boosts pallet load
and unload rates, and
therefore throughput
rates. The pallet
shuttles moves along
special rails attached to
the racking, eliminating
the need for aisles as
storing and extracting
pallets is achieved via
remote control using
WiFi-enabled tablets.

As the pallet shuttle
has its own ‘intelligence’
and electrical supply
system, it is able to
stock pallets deep
inside storage tunnels,
retrieve and convey
them to the front of
the tunnel. Its deep
lane storage and
retrieval, with the
ability to transport
various pallet sizes with
weight loads of up to
1,500kg, and at speeds
reaching 1.3m/s, adds to
increased productivity
and enhances product
safety. Operator time
is reduced by half, in/
out flow efficiency is
retained and available

storage capacity
is maximised.

In addition,
overall efficiency

would-be accidents.
The Wi-Fi-controlled
terminal allows control
of multiple shuttles
from a Dell tablet and
intuitive functioning
means operators use
push-button actions
only in order to
convey instructions.

This specific storage
system consists of
four pallet shuttles
in two main aisles. A
supplementary back-
up pallet shuttle was
issued on consignment,
as was a rescue cart to
assist in the unlikely
event of battery failure.
If repositioning or site
transfers are required,
the pallet shuttle is
manually  handled
using a conventional
reach truck.

Before phase I of
the installation was
complete, Intermodal
realised the need for
additional capacity
sooner than anticipated.
They commissioned
APC Storage Solutions
SA to install a planned
phase II installation as
part of phase I.

“We were sufficiently
flexible to incorporate
the latter requirements
into our installation,”
Meyburgh points out,
“and we completed this
part of the project in an
operational environment.

Intermodal  Car-
go Solutions is now a
full year in production
subsequent to imple-
mentation of APC
Storage Solutions SAs
full maintenance agree-
ment. The Customs
Franchised Container
Freight Station Compa-
ny has not experienced
any downtime on APC
Storage Solutions SA’s
pallet shuttles since the
implementation of the
maintenance agreement.
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BABCOCK Interna-
tional in Africa is one
of the continent’s in-
dustry leaders in pro-
viding comprehensive
infrastructure and reli-
able technical support
to some of the world’s
leading heavy duty ma-
chinery brands. As the
exclusive regional dis-
tributor of Volvo and
SDLG construction
equipment, Tadano
and SENNEBOGEN
cranes, Winget con-
crete handling machin-
ery, and rigid and ar-
ticulated haulers from
Terex Trucks, Babcock
has built long-term re-
lationships with its cus-
tomers by delivering to
the highest standards
long after the sale has
been made.

David Vaughan and
Ben Buys, Sales Di-
rector and Operations
Director respectively
for Babcock’s Equip-
ment division, discuss
how Babcock’s tai-
lor-made aftersales
service contracts are
increasing productivity
for customers, protect-
ing the residual value
of owners’ machinery,
and transferring risks
associated with main-
tenance away from
its customers.

“Our long-term re-
placement strategies,
fleet maintenance
and technological-
ly advanced services
are proving to be in-
creasingly attractive
options to our cus-
tomers, particularly
in the mining industry
where machines op-
erate long hours and
any downtime trans-
lates into lost revenue,”
says Vaughan.

According to Buys,
Babcock is current-
ly ranked among the
top three companies
in southern Africa in
terms of servicing fa-
cilities and technolog-
ical training. He adds
that a major portion
of Babcock’s turnover
is generated by cus-
tomer service contracts
with over 500 premier
brand name machines
on contract at the
present time.

He explains that
as part of Babcock’s
comprehensive after-
market support capa-
bilities, every customer
has access to the fol-
lowing services: Pow-
er by the Hour, Vol-
vo CareTrack, and a
re-build offering.

Power by the Hour

Power by the Hour
provides the owner with
a fixed maintenance
cost over an extended
period of time based
on a fixed sum per hour
of machine usage. Ma-
chine owners are there-
fore assured of an accu-
rate cost projection and
largely avoid the costs
associated with break-
downs. The contract

includes the option of
purchasing an extend-
ed warranty to give cus-
tomers further peace
of mind.

“Power by the Hour
assists in protecting
the residual value of a
machine by increasing
its future trade-in value
and also aligns with the
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Babcock’s service contract transfers
risk from customer to supplier

customer’s cash flow as
they only pay when the
machine is utilised,”
says Buys. “An upfront
rate is agreed upon
that fixes the price of
maintenance and parts
for the first twelve
months of the contract,
allowing machine own-
ers to forecast such

costs with accuracy,”
he continues.

These tailor-made
contracts transfer the
risk of component
failure away from the
customer and relieve
the owner of the need
to stock components.
There is no invento-
ry for the customer to

carry as Babcock tech-
nicians are equipped
with all the necessary
components and tools
to service the ma-
chinery on site, thus
improving up-time
and productivity.

Buys says that a fur-

] Continued on P18 \

Babcock Branches
Bartlett

+27 (0)11 230 7300
Botswana

+267 390 2869
Bloemfontein

+27 (0)51 432 1226
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 61 305 560/3
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

babcock

trusted to deliver™

Babcock International Group
www.babcock.co.za

Authorized dealer for
Volvo Construction Equipment

The Volvo Construction Equipment L60Gz and L90Gz wheel loaders are built with proven,
advanced technology to provide the power, strength and reliability you need to maximize your
profitability. With load-sensing hydraulics, a powerful and durable Z-bar linkage and a perfectly
-matched, all-Volvo powertrain, these machines will increase your productivity - even in the most
demanding conditions. Contact Babcock and experience the technology for yourself.

Building Tomorrow.

Volvo Construction Equipment
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Goscor Lift Truck ISO 9001:2008 certified
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Goscor Lift Truck Company has been ISO
9001:2008 certified - here Darryl Shafto, Goscor
Lift truck Company MD with Heather Morgan, ISO
Co-ordinator.

GOSCOR Lift Truck
Company (GLTC) has
been ISO 9001:2008
certified and accord-
ing to GLTC MD,
Darryl Shafto, this is
an important confir-
mation of the com-
pany’s high levels of
service, efficiency and
product quality.

“It’s all very well
believing that the way
you run your business
is excellent, but the
fact is that until this
has been objectively
tested against global
best practice you can-
not be sure that there
are not things missing
from your strategy and

implementation,” says
Shafto. “Having been
certified after being
audited and evaluated
by a renowned, inter-
national certification
authority according
to the prestigious ISO
9001:2008 standard we
now know that our be-
lief in our own quality
is more than justified.”

The ISO 9001:2008
standard has been in
place for over a decade
and is used by both cus-
tomers and companies
as a method of con-
trolling their quality.
The standard provides
a framework to man-
age one’s business and

to ensure a philosophy
of continuous improve-
ment in all aspects of
the business.

Shafto says that one
of the important as-
pects of ISO 9001:2008
is that it is externally
assessed on an ongo-
ing basis. “This leaves
no room for compla-
cency. Our all-round
quality levels are excel-
lent now and we must
ensure that we not only
maintain these levels
but that we improve on
them on a continuous
basis,” he says.

ISO 9001:2008 is
based on eight quality
management princi-
ples: customer focus;
leadership; people —
i.e. The creation of an
environment where all
people in the organ-
isation become fully
involved in achieving
the organisation’s ob-
jectives; process ap-
proach —i.e. to achieve
organizational objec-
tives, resources and
activities need to be
managed as process-
es; system approach
to management — i.e.
the effectiveness and
efficiency of the or-
ganisation depends on
a systemised approach
to work activities; con-
tinuous improvement;

fact-based decision
making; and mutual-
ly beneficial supplier
relationships.

Shafto says that
the entire company
nationwide pulled to-
gether to make the
certification happen.
“The fact, though,
is that this company
works hard as a cohe-
sive unit all the time.
It’s not that we had to
do things differently in
order to achieve the
ISO recognition, but
rather that this recog-
nition reflects the way
Goscor Lift Truck con-
ducts its business 24/7,”
Shafto says.

He adds that ISO
9001:2008 will defi-
nitely be good for busi-
ness. “Many potential
customers ask for an
ISO certificate to be
included in the tender
pack and we now will
be able to give them
that extra, objective
security,” Shafto says.
“Also it is not that com-
mon for companies like
ours to be ISO certified
and this recognition
will be another import-
ant arrow in our quiver
in our objective to be
the most competitive
warehouse equipment
supplier on the conti-
nent,” he concludes.

DOOSAN

Brakes should

stop your forklift...
not production.

The most robust and durable forklifts to handle the
toughest tasks in the most demanding applications with
speed, power and efficiency.

EXCLUSIVE LIFETIME GUARANTEE on its world famous oil-cooled disc brakes (ODB). The ODB system is enclosed, eliminating
outside contamination, significantly increasing the efficiency of the forklift.

A proud member of the Goscor Group of Companies
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Materials producers win with
Trio crushers and screens

SMALLER indepen-
dent quarries and con-
crete recycling opera-
tions in Africa and the
Middle East are quickly
responding to an in-
satiable need for con-
struction materials by
using Trio crushing and
screening equipment.

JD Singleton, gen-
eral manager respon-
sible for Trio products
at Weir Minerals Afri-
ca, says these markets
need equipment that
can be deployed rap-
idly to take full advan-
tage of infrastructure
and private property
developments under-
way in their immedi-
ate surroundings.

“All the crushers
and screens in the Trio
range can be mounted
on skids doing away
with the need for large
civil related infrastruc-
ture to support these
plants,” Singleton says.

Furthermore, all
the common models
of jaw crushers, cone
crushers, grizzly and
belt feeders, vertical
shaft impact

Crushers, horizontal
shaft impact crushers,
conveyor sections and
hoppers are kept in
stock in Johannesburg.
This allows us to service
the market with very
short lead times, if not
same day delivery.

The company’s prod-
ucts are also cost com-
petitive and easy to
maintain on site, two
more traits that are
driving an increasing
installed base of Trio
crushers and screens
operating through-
out Africa and the

A modular Trio TC36 cone crusher and Trio
modular screens in South African aggregate plant.

Middle East. All the
products are serviced
by a specialist roaming
product support team
with extensive experi-
ence in the crushing and
screening field.

However, it is also
Weir Minerals Afri-
ca’s strong presence
in the mining regions
on the continent and
the Middle East that
is driving the growth of
these solutions.

Singleton says the
company is investing
significantly into aug-
menting technical af-
ter-sales support and
infrastructure in these
growth areas.

“These operations
are very aware of the
prominent role that we
have played in the for-
mal mining industry for
many years, and under-
stand the value we are
able to bring to their
operations,” he says.

Weir Minerals Africa
is currently commis-
sioning a 300 tph sand
and aggregate produc-
tion plant in Zambia.

The project was un-
dertaken from Weir

Minerals  Africa’s
branch in Kitwe which
supports the many
mines operating in the
country’s Copperbelt.
Specialist product sup-
port staff for Trio ma-
chines is strategically
based at the compa-
ny’s Akitas branch to
service the area. In-
creased demand for
cobalt is further driving
growth opportunities.
While the demand
for aggregate and sand
production continues
to grow, Rasheel Suk-
dhoe, product manag-
er for Trio crushers at
Weir Minerals Africa,
says Trio solutions are
also being used in con-
crete recycling and slag
processing operations.
Trio products can
easily be commis-
sioned on building and
landfill sites, as well
as on mine waste rock
dumps where their
robust designs are
leveraged to produce
quality building mate-
rial in these notoriously
arduous applications.

‘ Continued on P24 ‘

Babcock’s service contract
transfers risk from
customer to supplier

ther advantage of the
Power by the Hour
service contract is ac-
cess to technological
progress — a benefit
that is passed on to the
customer. “We keep on
top of the latest techno-
logical advancements
ensuring that the cus-
tomer not only receives
the correct parts but
also the latest available
on the market. Further-
more, we have a fully
functional training cen-
tre that offers courses
to Babcock technicians
as well as our custom-
ers,” explains Buys.

CareTrack

CareTrack is the Vol-
vo Construction Equip-
ment telematics system
that transfers data from
machinery to Babcock’s
dedicated internal ser-
vice department. This

Continued from P17

remote monitoring
system can be used to
set service reminders
in advance allowing
sufficient time for the
necessary resources to
be deployed, and as an
early warning system
for potential compo-
nent breakdown.

“With this system our
technicians can iden-
tify when components
need to be replaced or
repaired, addressing
any maintenance issues
before they become
costly problems later,”
says Buys.

He adds that the
system can also be
used to geo-fence
machines and track
operating hours.

Re-Build

The rebuild offer is
specifically geared to-
wards the mining sec-
tor where machinery
rapidly clocks up high

production hours. Once
a machine’s warranty
has lapsed, customers
are offered the option
of refurbishment as
opposed to trading in
or buying new, where
possible. This cost-sav-
ing alternative pro-
vides further hours of
productivity from the
refurbished machine,
while Babcock parts
and services extend the
warranty for an addi-
tional 12 months.

Babcock’s after-
sales support service
is available across its
extensive branch net-
work throughout South
Africa, Namibia, Zam-
bia, Botswana and Mo-
zambique. Technicians
can also be dispatched
to remote locations
in Africa with all the
tools and diagnostics
necessary to complete
a service.



ContiTech’s new generation |

coal conveyor belt

CONTITECH South
Africa has designed,
manufactured and in-
stalled a new generation
Solid Woven conveyor
belt, Coal Flo, for use
in underground coal
mining applications.

* Total solution pro-
vided to customer
Coal Flo Solid
Woven Belt to
convey in excess of
25 million tons
Adheres to SANS
968:2013 specifica-
tion
Substantial reduc-
tion in total cost of
ownership for client

“This four-layer PVC
belt illustrates our abil-
ity to produce a new
generation conveyor
belt at a reduced cost
through innovation
and extensive research
and development”,
says Avril Botha, Man-
aging Director Con-
veyor Belt Group at
ContiTech Africa.

“This is essential in
current mining mar-
ket conditions where
it is paramount for
suppliers to have the
capability to reduce
cost to clients without
compromising quality
of product.”

Four rolls of 250m
of Coal Flo have been
installed on South 911
Irenedale Bosjesspruit
in Secunda, Mpuma-
langa. The belt is be-
ing used by SASOL
in a trunk conveyor
belt application.

Bosjesspruit is one
of five underground
coal mines belonging to
SASOL, and has 47 km
of underground con-
veyor belting installed.

Due the presence
of methane gas in un-
derground coal mines,
equipment used needs
to be flame retardant.
With this is mind Coal
Flo has been manufac-
tured to comply with
specifications con-
tained in the SANS
968:2013 regulations.

“We expect the in-
stalled product to have
a lifespan of four years
during which it is ex-
pected to convey up to
25 million tons of coal”,
explains Botha.

During the test pe-
riod SASOL will anal-
yse the performance
of the belt and make a
decision regarding the
replacement of existing

conveyor belts in its un-
derground coal mining
operations with Conti-
Tech’s Coal Flo.
Preliminary feed-
back on the perfor-
mance of the Coal
Flo Belt is favourable,

but a long-term eval-
uation is required for
in-depth analysis.

This is the first un-
derground Solid Wo-
ven Conveyor belt from
ContiTech installed at
the mine.

Botha believes the
extensive research and
development under-
taken to design and
manufacture this spe-
cialised product will
reflect in the long-term
analysis data.

Lengths of Coal Flo being prepared for installation.
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Cranes & Hoists

Condra (Pty) Ltd

Unit 10, 35 Gray Street, Paarden Eiland, Cape

P O Box 7286, Roggebaai 8012, Cape

Tel: +27 21 511-9766 Fax: +27 21 511-9858

...Condra’s
new, advanced
hoist units.

Since 1966, Condra has manufactured cranes
and hoists without equal in terms of precision
of performance, quality and value. For more
detail on Condra’s new Titan Series short-
headroom and compact hoists, please call
Johannesburg +27 11 776-6000 today.

e-mail: sales@condra.co.za website: www.condra.co.za
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Solution?

Dexion offers efficient, cost effective sclutions of
all your storage requirements. Dexion racking is
designed and manufactured in compliance with
the S.E.M.A code of practice, providing you with

fully adjustable storage solution.
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Racking & Shelving
Tel: 021 552 0220

Fax: 086 517 2949
E-mail: ron@dexioncape.co.za

MATERIALS HANDLING

Potain looms large over Village Walk

THE five cranes strategi-
cally positioned between
the high rise buildings at
the Village Walk give an
indication of the sheer
extent of another import-

ant building project under
way in Sandton.
By mid-July, the

building contractors had
already tackled approxi-
mately 10% of the works,
which comprises a new
commercial and retail de-
velopment in Gauteng’s
business hub.

Prominent South Afri-
can property developer,
Eris Property Group, has
contracted a joint ven-
ture between Trencon
Construction and Aveng
Grinaker-LTA Building
to construct the two new

office towers that make
up this development.

Toni Flavio, operations
director of Trencon Con-
struction, says this is an
extremely strategic proj-
ect for the building con-
tractor, and the largest
project the company has
undertaken to date.

Flavio is confident that
this will be yet another
successful project com-
pleted by the JV, as both
companies have experi-
ence working in tandem.
The two contractors
have a solid portfolio of
successfully completed
high-rise projects, and
have worked together in
Sandton before.

“I believe one of the
strengths of this partner-

ship is that both compa-
nies have a very similar
business culture. And this
is one of the reasons why
we decided to tender for
the works in a JV again,”
Flavio says.

One of the complexi-
ties on this project is the
immense work involved
in building the two large
office towers in one
of the busiest areas of
Sandton. Together, both
structures have a large
footprint of 16, 000m?
in an impressive excava-
tion that challenged the
geotechnical contractors
ahead of the arrival of the
construction JV.

The biggest tower has
a footprint of 9,000m?
at basement level. Once

completed, this building
will comprise seven base-
ments, two floors of retail
space, 13 floors of offices
and a roof structure. It will
be occupied by MML
This is the second tow-
er to be tackled by the JV.
It flanks the existing Ned-
bank building, and calls
for the careful planning
and coordination of ma-
terial handling and lifting
activities considering the
tight project schedule.
The main materials han-
dling tasks are being un-
dertaken using a Potain
MC 125 tower crane.
Trencon’s senior site
agent, Ernst Bezuiden-
hout, says during the

’ Continued on P26 ‘

Transnet Port Terminals’
a billion tons of iron

CBN's Nevenka Ristic and Carly Pols with Robert Van Rooyen Terminal Manager
Saldanha Terminals at Transient.
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TIME TESTED DOCKING

40 Years of

docking experience

REFRESHED

DDL has new owners and hew management.

There have been changes. A newly commissioned ERP
system now supports a Service Division re-equipped

with new tools, new vehicles and more staff for quicker
response times. DDL is now a Level 2 BBBEE contributor.

Our overriding goal is to deliver the highest possible
level of customer service.

Products continue as before. DDL's high-quality, locally
manufactured dock levelling and cold chain dock sealing
systems are complemented by doors from Nergeco and
Alpha of Europe.

Please call us, or visit our website for more information.
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THE 18" of August
2016 marked a historic
milestone for Transnet
Port Terminals’ Sal-
danha operations. One
billion tons of iron ore
passed through the
Saldanha Bulk Ter-
minal, which is South
Africa’s main iron ore
export terminal and
a highly mechanised
bulk-handling facility
that remains the largest
facility in the Port of
Saldanha. In addition
to that, due to Saldanha
having South Africa’s
largest natural anchor-
age port with the deep-
est water — the terminal
is also where the first
deliveries of Iron Ore
were exported on the
vessel Fern Sea during
September 1976.

Key TPT stakehold-
ers, local and regional
management gathered
at the Saldanha Ter-
minal to celebrate this
momentous milestone
and acknowledge the
amount of hard work
and dedication taken to
achieve this record.

“Transnet Port Termi-
nals (TPT) is constantly
looking to expand and
strengthen our opera-
tions so reaching such
a large milestone is
very significant for the
company as a whole.

exports
ore

We are delighted with
the success of the ter-
minal and commitment
that has been shown
by the Saldanha TPT
staff and management
team that has seen us
go from the terminal’s
total handling capaci-
ty increasing gradually
from 18,000,000pa in
1976 to where we are
today at 60,000,000mt
per annum - an in-
crease of 233%,” states
Robert Van Rooy-
en, TPT Saldanha
Terminal Manager.
Mineral cargo rep-
resents the biggest
market for Transnet
Port Terminals who are
a key player in the suc-
cess of the sector. To
support the South Af-
rican economy and the
world trends as well as
the growth of emerging
miners Transnet Port
Terminals have com-
mitted to investments

Mineral cargo
represents
the biggest
market for

Transnet Port

Terminals.

that have included the
purchase of sophisti-
cated bulk handling
equipment as part of
Transnet’s seven year
Market Demand Strat-
egy (MDS) implement-
ed in 2012. As part
of the MDS roll-out,
R5,5bn was earmarked
for the expansion of
the Saldanha Iron Ore
Terminal. “We don’t
intend on slowing down
and are focused on
continuing to increase
volumes and improve
efficiencies so that we
maintain our efforts to
contribute to the West-
ern Cape region and
the country’s economy
as a whole,” concludes
van Rooyen.
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CAPE TOWN:-based
Oceana Group, Af-
rica’s largest fishing
company, is marked-
ly increasing imports
of frozen pilchards to
meet local demand for
its iconic Lucky Star
canned pilchards brand
— a staple meal in many
South African house-
holds. Oceana operates
across most segments
in the fishing industry
— ranging from horse
mackerel, fish meal,
hake, squid and west
coast lobster. But its
largest profit segment
is in the canned pil-
chard sector, where is
holds dominant market
shares in most regions
in South Africa.

The Lucky Star brand
of canned pilchards is
a market leader in its
category and accounts
for approximately three
million meals per day in
South Africa. Oceana
has needed to increase
its production capac-
ity to provide cost ef-
fective, high protein
meals to more families
throughout the country

at a time when food se-
curity might be a cause
for concern. Canned
pilchards offer a healthy
alternative protein
source to beef, pork or
chicken — all of which
are expected to increase
in price as one of South
Africa’s worst droughts
continues to ravage the
agricultural sector.

Unfortunately, the
availability of pilchards
is not sufficient to meet
local demand. Oceana
CEO Francois Kuttel
said that to make up
for the shortfall in lo-
cal supply, Oceana was
importing frozen pil-
chards from Morocco
and Thailand for value
added processing in its
canneries at St Helena
Bay and Laaiplek.

He pointed out that
this year the South Af-
rican total allowable
catch (TAC) for pil-
chard is 23% less than
last year. “This would
have potentially result-
ed in the reduction of
working hours.”

But the processing
of frozen pilchards

Oceana’s big freeze

has enabled Oceana
to provide year-round
employment for nearly
1,394 employees — who
might otherwise have
remained seasonal
workers. Kuttel added
that the importation
of pilchards had re-
sulted in cannery offal
(offcuts) — which are
channelled through to
the fishmeal plant and
processed into fishmeal
and oil - offering addi-
tional hours of work for
its workforce.

“Our determination
to meet consumer de-
mand prompted us to
start importing frozen
pilchards. Whilst still
relying heavily on our
local quota, our produc-

tion has been enhanced
by the importing of ad-
ditional product.”

He stressed that pro-
cessing of local quota
pilchard could guaran-
tee Oceana’s cannery
staff employment for
only between two to
three months of the
year and would also
meet less than 50% of
the local demand for
canned pilchards.

Kuttel noted that
Oceana had invested an
additional R10m in the
Laaiplek facility in or-
der to process a greater
quantity of frozen fish.
Currently the majority
of imported frozen pil-
chards is processed in
the St Helena Bay fa-

Lalizas across the OCEAN
A

LALIZAS has been
working on its global
reach since its founda-
tion in 1982, but the ex-
pansion strategy came
to fruition in 2012 with
the acquisition of the
Lofrans, Max Pow-
er, Nuova Rade and
OCEAN brands. With
the acquisition, Lalizas
added windlasses, boat
thrusters, a wider range
of plastic accessories
and fenders to its cat-
alogue, which now lists
over 10,000 products.
Since 1985 OCEAN
has manufactured a
unique range of solid
fenders, bow and stern
fenders that are made
of flexible integral PU
skin foam. The company
says that OCEAN boat
fenders are renowned
for their superior quali-
ty, lifetime performance
and their exclusive and
modern design. With

a history of over 30
years in producing and
introducing unique
and high technology
boat fenders.

In 2014 the compa-
ny rolled out a devel-
opment project that
concluded last year
with the acquisition
of a 13,000m? facili-

v

ty in Pernik, Bulgar-
ia. Press reported the
move worth 3,8m Lev
(US$2,1m) plus US$2m
for the set up factory
upgrade. The site is
scheduled to enter op-
eration in the coming
months and produc-
tion will focus on the
fender product line.

Lalizas estimates the
operation will employ
between 100 — 200 peo-
ple. The new Bulgar-
ia-based manufactur-
ing site will be making
OCEAN’s first range
of one-piece round
fenders. The Lalizas
R&D department has
not only developed the
design, but also created
the tooling and machin-
ery for the new range.

The OCEAN range
of products are avail-
able around the world
through various retail
stores and distribution
partners. The Direc-
tor for Lalizas South
Africa, Rushdi Gasant
further noted that with
OCEAN being regard-
ed as one of the most
innovative brands in
the boat fenders mar-
ket, they will continue
to manufacture superi-
or boat fenders.

Prawn brawn at Sea Harvest

THERE'’S a new cur-
rent running through
Western Cape-based
hake fishing special-
ist Sea Harvest. Last
month Sea Harvest,
which is controlled
by Cape Town-based
empowerment group
Brimstone, paid R203m
to secure control Mare-
terram, a fishing and
agri-business listed on
the Australian Stock
Exchange (ASX.) This
followed hard on the
heels of Brimstone be-
coming an 85% share-
holder in Sea Harvest
after buying out a
shareholding held by

K:I

fellow empowerment
company Kagiso Tiso
Holdings for R274m.
The Australian move
is rather surprising
since Sea Harvest only
managed to snag a sig-

nificant minority share-
holding in Mareterram
when it listed on the
ASX last year. Mareter-
ram is a sizeable busi-
ness, owning a fleet of
ten prawn trawlers and

is the largest license
holder in the Western
Australian Shark Bay
Prawn Managed Fish-
ery, catching. The com-
pany processes wild
caught King and Tiger
Prawns, and has distri-
bution and sales offic-
es in Perth, Adelaide,
Melbourne, Brisbane
and Sydney.

Sea Harvest will own
an effective 56% of Ma-
reterram after share-
holders in the company
accepted a bid worth
R200m. Sea Harvest
CEO Felix Ratheb says

Continued on P25
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cility. He estimates that
the annual imports of
frozen pilchard trans-
late to an economic
injection of nearly
R200m in wages and
in services procured in
both St Helena Bay and
Laaiplek. But this does
come at a cost to Ocea-
na’s bottom line.

“The drop in our
currency’s exchange
rate against the dollar

means that we are pay-
ing more for imported
canned pilchards than
ever before, which is
putting some pressure
on our bottom line.”
On the flipside, Kut-
tel maintains the high
dollar exchange rate
has meant it was now
possible for Oceana to
import frozen product
and undertake the en-
tire canning process in

its own facilities (in-
stead of importing the
canned product.)
Given the high de-
mand for this cost effec-
tive protein source, Kut-
tel said it was likely that
Oceana would increase
the amount of frozen
pilchard imported in the
future. “This will create
additional employment
opportunities in these
fishing communities.”

UNBEATABLE
IN TORQUE AND FUEL
EFFICIENCY

Do you think that advanced, electronically controlled diesel
engines are not heavy duty? Think again,

The new Volvo Penta D13 MH is your investment in uptime
and a sustainable tomorrow.

VOILVO
PENTA

www.valvopenta.com

PREMIUM PERFORMANCE
FOR MARINE PROFESSIONALS
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SLR Consulting
supports SA’s
oilfields

SLR Consulting is an
international environ-
mental and engineer-
ing consultancy with 76
offices across five con-
tinents. The Southern
African operation op-
erates out of Johannes-
burg with other offices
in Cape Town, Som-
erset West, Windhoek
and Swakopmund. In
2014, SLR Consulting
acquired CCA Envi-
ronmental, which as of
June 2016 has been ful-
ly incorporated into the
company and operates
out of Cape Town.
SLR Consulting’s
involvement in the off-
shore oil and gas indus-
try commenced in the
late 1990’s when it was
asked to support Petro-
SA (then Mossgas) with
environmental services
for seismic surveys in
the Southern Cape off-
shore. Since then, the
team has been involved
in a large number of
environmental appli-
cation processes for
both seismic surveys
and exploration well
drilling across the full

extent of the South Af-
rican offshore. A wide
range of clients include
international oil ma-
jors such as Anadarko,
BHP Billiton, Carin
India, Exxon Mobil,
Impact Oil, Shell, Sasol
and PetroSA.

The company has
been involved in most
of the environmental
impact assessment work
for the offshore pro-
duction developments
undertaken by PetroSA
including the Sable Oil
Field, South Coast Gas
and the FO satellite
field development. It
is currently in the pro-
cess of completing the
EIA for the proposed
Ibhubesi Gas project,
which is proposing to
produce indigenous gas
from the Ibhubesi Gas
field and bring this to
the Western Cape by
pipeline as feedstock
for the Ankerlig Pow-
er station and other
possible end users.

It has also pro-
vided similar ser-
vices in Namibia and
Mozambique.

OFFSHORE MINING & DRILLING

Business unusual revolutionising
electrical construction

Enl Electrical, part
of the Zest WEG
Group, is not only on
a drive to change the
electrical contracting
industry, but also the
larger South Africa
construction landscape.

Its strategy is work-
ing considering that the
electrical contractor
enjoyed a record reve-
nue year in 2015, while
recording 404% growth
rates since 2010. Im-
portantly, as much as
60% of the company’s
projects last year com-
prised repeat custom-
ers, but this has come
from approaching the
construction environ-
ment differently.

“One of our success
stories is that we are
always invited back by
our customers. This
tells a very impor-
tant story, especially
in construction.”

“In our industry,
it also sends a very
clear message to us
and the market that
we are definitely doing
something correct,”

Trevor Naude, Managing director of Enl Electrical
says the company is one of the fasting growing
electrical contractors in the region.

says Trevor Naude,
managing director of
Enl Electrical.

He says that a ma-
jor competitive edge
for Enl Electrical
is its ability to un-
derstand its custom-
ers and their unique
project requirements.

“We are not just sup-
plying a product that
meets a specific spec-
ification. As contrac-
tors, we are delivering
something unique. If
we do not understand

their needs, it is go-
ing to cost us money,”
says Naude.

As he points out,
relationships start at
boardroom level and
they are reinforced by
delivery of what was
promised by the com-
pany’s top level man-
agement. And, it is for
this reason that the
management team is
known for also partici-
pating in the close-out
of projects.

Transparency is also

key for Naude, who is
extremely concerned
by contractors’ known
exploitation of scope
changes in projects to
their own benefit.

“It is a tumour in
the entire construction
industry, and there-
fore a practice we have
shunned. We refuse to
indulge in this and are
on a concerted drive
to change this practice
through the way we ap-
proach our contracts
from bidding through
to completion of the
works,” he says.

As part of the com-
pany’s drive to “trans-
form the culture of
the local contracting
fraternity” even at the
operational level, sig-
nificant time and effort
is spent by Enl Elec-
trical in developing its
well-known “A-teams”
that are headed up by
impeccable leaders.

“Any team is indic-
ative of the size of the
project, but it is our
teams’ leadership that
is a significant differen-

tiator on a construction
site. They are not mere-
ly technically compe-
tent, as this is a given
for any construction
team, our leaders un-
derstand the business
of construction and are
effective in multiple
areas, which is exactly
what is needed to com-
plete projects success-
fully,” he says.

Last year, these
teams helped build a
uranium mine in Na-
mibia, a new gold mine
in Ghana and a plat-
inum mine project in
Rustenburg, Northwest
Province, as well as be-
ing involved in a Co-
ca-Cola factory expan-
sion programme in Dar
es Salaam, Tanzania.

The company’s
policy of open and
transparent commu-
nication with its cus-
tomers has also been
adopted internally.

In-house conferenc-
es are held once a year
where on-site experi-
ences are shared inter-
nally to improve per-
formances on contracts
and, just as importantly,

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.

The Zest WEG Group has been
servicing the mining sector for more
than 35 years and 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
harsh  conditions
the mining sector and years of
experience on the African continent,
have ensured that the Zest WEG
Group service offering is fit-for-
purpose.

From single product installations
to individually customised solutions,
which are application
the latest technology is used to
ensure optimum performance and
reliability without compromising on
energy efficiency.

to break conventional
construction mindsets.
“We unpack what
RELIABLE ENERGY has made us so success-
SOLUTION ful and do not shy away
P from understanding
’ for the entire mining sector. and sharing between us
‘ L~ Bl PowerTranformers what has not worked to
[ ‘ B> TigerRW our benefit, and how we
Bl 3 Overhead Lines could improve in these
(- Yl Il 4 WV Switchgear areas,” says Naude.
I 5  WMini Substations “New management
Il 6  Mobile/Containerised Substations blood” has spent sig-
7 WMotors nificant time develop-
Bl 8 EHouses ing a large company
Il © Distribution Transformers mindset internally to
o = 1? m\‘;tg,c‘?”":,'lie”tres ensure Enl Electrical
/ h o MVD:\)/:"g o successfully secures
| t Il 13 Automation Control Room and, comple.tes larl%e
e I 14 Invicta Vibrator Motors projects, since ,t €
Il 15  Diesel Generator company was a'cqu1red
Il 16 Electrical Construction by Zest Group in 2008.
[ . Bl 17 LV Motors & Drives However, he notes
‘m that Enl Electrical has
[ - M still preserved the ben-
efits that come with a
small business.
This “small busi-
» 3
WEG products are engineered ness memo.ry mClu.d.es
found within  to faciltate a safe and reliable Enl Electrical’s agility
mine and plant with operational il
stability and the highest possible and therefore, abili
production levels as an objective. ty to react quickly to
Red.uced‘maimeoange and ease of market demands.
serviceability assist in lowering the .
total cost of ownership for the mine. Clearly, Enl Electri-
cal has a recipe for suc-
Supporting customers is key and - - - - - - - . p
specific,  the Zest WEG Group operates a EEEEEEE cess - business unusual.
strategically ~situated network of And, this approach to
branches and distributors across the WEG Group busi is bei )
continent. This ensures the highest usmes§ 1S being wel-
levels of technical support as well as comed in a market that
easy access to product and parts. Tel: +27 11 723 6000 www.zestweg.com is rapidly changing,
and demanding more
from contractors.

1ISO 9001:2015
QUALITY APP

a
|

S scaw

ALS GROUF

o

i SAHM SPLICE
()

veropes:

ely on




INDUSTRIAL & COMMERCIAL PROPERTY

CBN September 2016 23

SASFA. ..

Light Steel Frame training courses make a mark

THE series of CPD-ac-
credited training courses
arranged by the South-
ern African Light Steel
Frame Building Associa-
tion (SASFA) have made
their mark in 2016. This is
according to Sasfa direc-
tor, John Barnard. “We
are seeing a growing in-
terest in these courses
in line with the excellent
growth in popularity of
LSFB in South Africa,”
Barnard says adding
that the RSA market
for LSFB is estimated to
already be worth about
R1bn per annum.

The first course deals
with SANS 517 Light
Steel Frame Building and
is aimed at all architects,
engineers, quantity sur-
veyors, developers and
other LSF practitioners,
who should all have a
working knowledge of
the building code.

The second is a
course on Cold-formed
steel and LSF design
to SANS 10162:2 and
is aimed specifically at
design engineers.

SANS 517

The SANS 517 1-day
course consists of an in-
troduction to LSFB, as
well as an overview of
the development of this
building method and
industry in Southern Af-
rica. The advantages of
LSFB are discussed and
explained — ranging from
speed of construction,
enhanced insulation and
the resulting energy effi-
ciency, low mass and the
corresponding logistical
cost advantages, through
to accuracy, ease of instal-
lation of services and du-
rability. “The steel frame
will last several 100 years
if installed correctly,”
Barnard says.

The correct termi-
nology is dealt with, the
major LSF elements
described and the prop-
erties of the major ma-
terials used in LSFB are
presented. Apart from
the high-strength gal-
vanised steel sheet used
to manufacture the cold-
formed sections for the
light steel frame compo-
nents (wall frames, roof
trusses or floor beams),
LSFB makes use of:

* Fibre cement clad-
ding (exterior)

* Gypsum board
lining for walls and
ceilings (interior)

* Insulation (thermal
and acoustic)

* Vapour permeable
membrane (external
walls)

* Fasteners — screws,
rivets and anchor

bolts or screws

The main components
of a LSF structure are
described: foundations
with cost saving potential
compared with masonry
building, the steel struc-
ture, walls, floors, ceil-
ings, insulation and the
installation of services.
This is followed by spell-
ing out the requirements
for these components to
comply with SANS 10400
— structural stability,
weather resistance, dura-
bility, energy efficiency,
acoustic insulation, fire
resistance and fire rat-
ing and prevention of air
infiltration and robust-
ness. “These are also the
criteria tested by Agré-
ment SA when assessing
new building methods,”
Barnard says.

The structural as-
pects pertaining to wall
systems are explained,
including some do’s and
don’ts, how and where to
anchor down wall panels,
different roof structures
(trusses, panel roofs and
rafters), and the require-
ments of floor elements.

The insulation specifi-
cation to comply with the
energy efficiency require-
ments of SANS 10400
XA are set out in SANS
517, for each of the six
climatic zones in RSA,
for floors, walls and roof
structures and how these

requirements can be met
is explained.

Finally, the session
is concluded with a dis-
cussion on the design of
foundations, for different
soil conditions.

Cold-formed steel for
design engineers

The second 1-day
course, Cold-formed
steel and LSF design to
SANS 10162:2, is aimed
specifically at design
engineers who have to
check LSF structures
for structural adequacy.
“SASFA has been for-
tunate to obtain support
from the University of
Stellenbosch in present-
ing the theoretical and
academic part of this
course,” Barnard says.

The course begins
with the fundamentals
of plate buckling theo-
ry, and contextualizes
this with thin-walled
structural elements as
encountered in LSFB.
Three buckling mecha-
nisms are generally con-
sidered: member buck-
ling, local buckling and
distortional bucking.

Until recently the LSF
designer has had to use
the effective width (of
the plates making up
the cold-formed section)
method to calculate the
capacity of the member
in each of the failure

modes. This is an itera-
tive and time-consum-
ing method. The latest
design method, referred
to as the ‘direct strength
method’, which simplifies
the design calculations
considerably, does away
with the need to do iter-
ative calculations. Design
examples are discussed
using both analysis meth-
ods to illustrate the appli-
cation of the theory.

The second half of this
course is more practical
in nature, covering the
design intent when deal-
ing with LSF structures,
and highlights the de-
sign criteria provided in
SANS 517. The design of
floor systems is covered
using an Excel-based
design tool for joists. To
prevent excessive vibra-
tions especially in longer
floor spans, the designer
can use a simplified ap-
proach by calculating the
deflection of the floor un-
der a static 1 kN load, or
doing a dynamic analysis
to calculate the response
frequency. Should the
frequency be below 8 Hz,
damping measures have
to be implemented, such
as increasing the depth of
the floor beams. The de-
sign output of one of the
LSF systems with regard
to walls and roof struc-
tures is discussed, and it
is shown that the design
engineer only needs to

Mike Hull presenting at a SASFA training event.

check critical elements
in the panels for struc-
tural adequacy. Finally,
the design of connec-
tions between elements
and components are
discussed, using screws,
rivets or bolts.

Conclusion

SASFA ensures the
highest levels of pro-
fessionalism for the
courses including some
of the most experienced
LSFB experts in the
country. This year, pre-
senters for the SANS
517 course included
Mike Hull of Hull
Consulting and Bar-
nard; and for the Cold-
formed steel course
Hull, Barnard and Eti-

enne van der Klashorst
of the University of
Stellenbosch presented.

“As is required by
the professional insti-
tutes, the attendees are
requested to evaluate
and rate the courses,
from suitability of the
venue, presentations

by the lecturers, course
material and handouts.
The aspects of the 2016
courses have consistent-
ly been rated between
‘very good’ and ‘excel-
lent’. We look forward
to presenting these
courses again in 2017,”
Barnard concludes.
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Xylem harnesses the
heavy metal with its new
marketing manager

XYLEM Water Solu-
tions South Africa, is
proud to announce the
appointment of its new
marketing manager;
Lorraine Smart.

With decades of expe-
rience and a hands-on
approach, Smart beat
out a slew of candidates
for the position. The
avid ACDC-an is set to
bring her unique skillset
and industry know-how
to the role to further
expand Xylem Water
Solutions’ reputation as
a global thought-leader.

Lorraine Smart is not
the kind of woman who
does not leave an im-
pression. It was her can-
did approach coupled
with her wealth of ex-
perience that made her
stand out among several
incumbents in their bid
to win the position of
marketing manager at
Xylem Water Solutions
South Africa.

“Having been in the
industry for such a long
time —a total of 35 years;
with 11 years of in-depth
marketing experience,
Lorraine stood out from
her first interview,” ex-
plains Pierre Fourie,
managing director of
Xylem Water Solutions
South Africa.

“We needed some-

one who could pick
up the reigns and run
in this fast-paced and
demanding role. We
are fortunate to have
found someone as ver-
satile and experienced
as Lorraine.”

Smart brings exten-
sive experience of two
of Xylem’s globally
renowned brands Fly-
gt and Lowara to the
role along with strong
business acumen and a
no-nonsense approach
to excellent results.

The mother of two
describes herself as “a
head-banger of note”
who loves classic rock
bands but who also re-
laxes with classical music
in her free time. This di-
chotomous taste in mu-
sic underscores Smart’s
versatility in her profes-
sional field — having the
grace and experience
to run national market-
ing campaigns and the
gumption to jump in and
ensure service excellence
to the end customer.

“I look forward to
working with the fine
team at Xylem Water
Solutions South Afri-
ca and the wider global
team, while ensuring
service excellence to our
distributors and custom-
ers alike,” Smart says.

A new era of stream-
lined marketing effi-
ciency lies ahead for
Xylem Water Solutions
lies ahead with Lor-
raine Smart at the helm.
Smart will be on site at
the upcoming Electra
Mining Africa — con-
ference to meet with
visitors and customers
at the Xylem-stand —
number G10 in Hall 6
every day from 12 to
16 September.

Xylem (XYL) is a
leading global water
technology provider,
enabling customers to
transport, treat, test and
efficiently use water in
public utility, residential
and commercial build-
ing services, industrial
and agricultural settings.
The company does busi-
ness in more than 150
countries through a
number of market-lead-
ing product brands, and
its people bring broad
applications expertise
with a strong focus on
finding local solutions
to the world’s most chal-
lenging water and waste-
water problems.

Xylem is headquar-
tered in Rye Brook,
N.Y., with 2013 revenues
of US$3,8bn and more
than 12,500 employees
worldwide. Xylem was
named to the Dow Jones
Sustainability World In-
dex for the last two years
for advancing sustain-
able business practices
and solutions worldwide.

The name Xylem is
derived from classical
Greek and is the tissue
that transports water in
plants, highlighting the
engineering efficiency of
our water-centric busi-
ness by linking it with
the best water transpor-
tation of all that which
occurs in nature.

WATER ENGINEERING

World’s first ‘flat-pack’ truck set to bring aid to
remote parts of Africa and the developing world

Continued from P15

unique humanitar-
ian programme to
create a revolution-
ary lightweight truck.
The brief for the ve-
hicle called for high
ground clearance, ex-
cellent approach and
departure angles, large
wheel movement, a
multi-purpose layout
and a three-person cab.
Gordon Murray’s de-
sign for the OX is noth-
ing short of revolution-
ary, and the flat-pack
format fundamentally
changes the way a ve-
hicle can be bought
and transported, pro-
viding specific advan-
tages to lead times
and overall unit cost.
The OX has been de-
signed to offer superb
all-terrain  ability,
but it also has a huge
and adaptable load
carrying capability.
The packaging is
a key triumph of the
OX project: the over-
all vehicle length is far
shorter than a large
SUYV, and yet it can car-
ry a payload of 1,900kg
(approximately twice
the capacity of most
current pick-ups) with
a load volume of 7,0m?3.
Based on EU size
guidelines, it can seat
up to 13 people or carry
eight 44-gallon drums
or three Euro-pallets.
Therefore, the OX
not only addresses
the problems with the
roads; it also address-
es the specific need
to transport large vol-
umes of goods and
people at low cost.
The OX’s cabin pro-
vides spacious accom-
modation for three
people, and the driver
is seated centrally. This
layout has specific ad-
vantages for the world’s
developing countries,

some of which have
right-hand  traffic,
while others drive on
the left of the road.
All-terrain ability is
crucial for the develop-
ing world, and the OX
has been engineered
to perform as well as,
or better than, a four-
wheel drive vehicle
across a range of sur-
faces, while offering
durable mobility with
two driven wheels.
The OX’s revolution-
ary nature extends be-
yond the vehicle design
because, uniquely, it is
capable of being flat-
packed within itself,
enabling it to be trans-
ported more efficiently
around the world.

It takes three peo-
ple less than six hours
to create the flat pack
in the UK prior to
shipping, and six of
these flat packs can be
shipped within a 40ft
high-cube container.

Assembly labour is
transferred to the im-
porting country, where
local professional
companies will be em-
ployed to assemble and
maintain the finished
vehicles.

Three skilled peo-
ple can put an OX
together in approx-
imately 12 hours.
Beyond its revolution-
ary packaging design
and two-wheel-drive

all-terrain ability, the
OX is full of design in-
novations. For example,
the tailgate does not
merely contain the load
in the back; it detaches
completely from the
OX and can be rotated
lengthways to double as
a loading ramp.

The rear bench seat
bases also have a dual
purpose. The long ‘egg
crate’ frames can be re-
moved from the vehicle
and used as ‘sand lad-
ders’ under the wheels
to help the OX traverse
challenging soft ground.
“My inspiration for the
OX goes back to seeing
the Africar’ project of
the 1980s.

This project shares
some of the aims of
that vehicle, but its
execution is radically
different. OX was just
a dream six years ago,
but it is now a realistic
prospect for produc-
tion with working pro-
totypes that have com-
pleted a comprehensive
testing programme,”
says Sir Torquil Norman
“The OX design and
prototyping pro-
gramme is undoubtedly
one of the most inter-
esting and challenging I
have undertaken during
my 45 years of car de-
sign, including my years
in F1,” says Murray

“The added chal-
lenge of a flat-packed

vehicle design over the
already tough targets
for cost, durability and
weight saving made for
a fascinating and stim-
ulating journey from
concept to prototype.”

“The most satisfying
elements of the project
for me are that the OX
will make such a differ-
ence to so many people
and that it has no com-
petitor in any part of
the world. It has been a
privilege to work along-
side Torquil to make his
vision a reality.”

Driving the next stage
of development

The global launch of
the OX aims to high-
light the need for in-
vestment and support
in order to progress the
project to completion.
The Global Vehicle
Trust believes that the
OX project will attract
awide range of interest
from potential backers.

“Feedback we have
had so far from con-
tacts in Africa and
with aid agencies has
been very positive.
OX is about making
a difference now, be-
ing part of something
ground-breaking and
unique. Most of all
it presents a real op-
portunity to make
a fundamental and
lasting difference to
people’s lives,” says
Sir Torquil Norman
“Our priority now is
to raise the funding to
complete the testing
and take the project
to fruition. We believe
that the OX has huge
potential for chari-
ties, aid organisations
and development pro-
grammes. My dream is
to one day see an OX in
every village in Africa.”
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Materials producers win with Trio

Sukdhoe says that
since acquiring the Trio
group of companies in
2014, Weir Minerals
has been investing sig-
nificantly into enhanc-
ing the offering.

This is reflected by
the launch of the Trio
TP range of cone crush-
ers which incorporates a
higher pivot point thus

crushers and screens

Continued from P18

providing more crushing
action and increasing
the percentage product
passing the closed side
setting (CSS.)

“The design fea-
tures a steep crushing
chamber angle, a large
crushing stroke and op-
timum speed to deliver
a finer product through
increased inter-par-

ticle comminution,”
Sukdhoe says.

This is complement-
ed by conveyor belts
that offer increased
flexibility and are
quicker to assemble,
as well as air classifiers
that are being used in
operations in Middle
East countries to clean
sand without water.

The rapid rate of ur-
banisation places new
demands on large listed
building materials pro-
ducers and their small-
er counterparts alike.
Weir Minerals Africa
has a proven solution
for the unique operat-
ing environments in Af-
rica and further afield
in the Middle East.
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ABB to install microgrid solution in South
Africa integrating multiple energy sources

ABB, the leading pow-
er and automation
technology group, an-
nounced today that it
will install an integrat-
ed solar-diesel microg-
rid at its Longmeadow
premises in Johannes-
burg, South Africa. The
96,000m? facility houses
the company’s country
headquarters as well as
medium voltage switch-
gear manufacturing
and protection panel
assembly facilities, with
around 1,000 employ-
ees. The innovative
solution includes a roof-
top solar photovoltaic
(PV) field and a Pow-
erStore grid stabilizer,
that will help to max-
imize the use of clean
solar energy and ensure
uninterrupted power
supply to keep the lights
on and the factories run-
ning even in the event of
a power outage on the
main grid supply.

A 750kW rooftop
PV plant and a IMVA

/ 380kWh battery-based
PowerStore will be
added to the existing
back-up diesel genera-
tors. This will enhance
the use of renewable
energy and provide
continuity of supply
when power supply is
disrupted and during
transitions from grid to
island operation.
Power shortages,
availability of renew-
able energy sources
like wind and solar,
fossil fuel price volatil-
ity and environmental
concerns are leading to
the search for sustain-
able solutions and there
are thousands of facili-
ties across South Africa
and the continent that
could leverage microg-
rid technologies to ad-
dress these challenges.
South Africa has
the highest electrici-
ty consumption in the
sub-Saharan region
and demand continues
to outpace supply. As

highlighted in a recent
report by McKinsey
and Company, sub-Sa-
haran Africa will con-
sume nearly 1,600tWh
of electricity by 2040
— four-fold increase on
2010 consumption. This
is based on assumptions
such as a fivefold in-
crease in GDP, a dou-
bling of population,
electricity-access levels
reaching more than
70% by 2040, and in-
creased urbanization.
This would imply that
by 2040, sub-Saharan
Africa could consume as
much electricity as India
and Latin America com-
bined did in 2010.
“Alongside tradi-
tional and renewable
generation, microgrids
are increasingly being
deployed to provide
electricity to remote
or isolated areas,” said
Claudio Facchin, Presi-
dent, Power Systems di-
vision. “They can also
serve as a flexible back-

up source for industrial
and commercial facil-
ities and help address
power disruptions.”

ABB has a broad
range of microgrid solu-
tions including automa-
tion and intelligent con-
trol and stabilization
systems. They enable
very high levels of wind
and solar power pene-
tration in diesel-pow-
ered grids, reducing de-
pendency on fossil fuel
supplies and curtailing
CO, emissions. ABB"s
comprehensive micro-
grid offering includes
a range of technologies
for off-grid applications
like islands, isolated
grids, remote commu-
nities as well as com-
mercial and industrial
facilities, ensuring util-
ity-grade power quality
and grid stability. ABB
is a global leader in
microgrid technologies
with a proven track
record of more than
30 installations.

Groundbreaking Fast Neutron
Reactor reaches full power

ON August 17, unit 4 of
the Beloyarsk nuclear
power plant in Russia
started operating at full
power for the first time.
The 800MWe BN-800
unit is fuelled by a mix of
uranium and plutonium
oxides, which produce
new fuel material as it
burns. The reactor is
scheduled to enter com-
mercial operation later
this year.

Plant operator Rosen-
ergoatom said, “We will
now begin comprehen-
sive testing of the unit at
its rated capacity. This is
the final stage of major
preparation before the
unit is ready to deliver
power in commercial
operation.” The compa-
ny added, “During the
15 days of comprehen-
sive testing the unit will
have to perform consis-
tently at its rated power
load in accordance with
the design parameters,
without deviation.”

Since the beginning

of 2016, Beloyarsk unit
4 has generated more
than 1.3 billion kWh of
electricity. It is planned
that throughout 2016
the unit will generate
3.5 billion kWh of elec-
tricity. The BN reactor
is able to extract energy
from reprocessed urani-
um, thereby diminishing
the amount of spent fuel
currently in storage and
negating concerns about
future fuel supplies.

Fast neutron reactors
will significantly broad-
en the range of fuel
baselines used in nu-
clear energy. Moreover
such reactors will help
to drastically reduce
the total radiotoxicity
of nuclear waste thanks
to this breakthrough
in closed nuclear fuel
cycle technologies.

The Beloyarsk NPP is
the only nuclear power
plant in Russia to have

various types of reactors
on one site. Moreover,
this plant is the only
plant in the world with a
commercial BN-800 re-
actor, connected to the
grid. The reactor was
connected to the grid in
December 2015 and pro-
duces about 10% of the
total electrical power in
the Sverdlovsk region of
Russia. Beloyarsk NPP is
operated by JSC “Con-
cern Rosenergoatom.”
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Massive overruns on
Eskom’s new power stations

THE massive cost
overruns on Eskom’s
new power stations
mean huge and un-
affordable increases
in future electricity
tariffs, says the Cape
Chamber of Commerce
and Industry.

“We are afraid there
is no escape from the
consequences of the
quadrupling in the cost
of the Ingula pump
storage scheme and the
doubling of the costs of
the two coal-fired pow-
er stations, Medupi and
Kusile,” says Janine
Myburgh, President of
the Chamber.

“To make matters
even worse, the cost
estimates do not take
into account the huge
amounts of interest
which Eskom has to
pay on loans during
the construction pe-
riod. This includes
dollar loans which
have to be repaid with
weakening rands.”

The original cost
estimate for Ingula
was R8,9bn, but this
has now ballooned to
R36bn. In April 2007
the cost of Medupi was
estimated at R69,1bn

but in July this year
costs were, according
to Eskom, R135bn
while the cost of Ku-
sile has increased from
R80,6bn to R135bn.

“We learn two things
from these figures,”
says Myburgh.

Electricity from
the Medupi and
Kusile will cost
well over R1 a unit
and that costs will
continue to rise
each year along
with the costs of
coal, transport
and wages.

“One is that elec-
tricity from the Medu-
pi and Kusile will cost
well over R1 a unit and
that costs will continue
to rise each year along
with the costs of coal,
transport and wages.”

“The second thing
we learn is that mas-
sive cost overruns are
normal for big projects
and this will also apply
to any nuclear build
programme. There

are many examples
from around the world
which confirm this.”

Myburgh says the re-
cent study by the CSIR
found that the cheapest
“new build” option for
additional electricity
was a combination of
wind, PV solar and gas.

“These three tech-
nologies are all ‘quick
builds’ and their recent
history shows projects
are completed on time
and on budget and
they are not subject
to the annual costs in-
creases we see in coal-
fired power stations,”
says Myburgh.

Eskom had now
decided that it did
not want to buy
any more electrici-
ty from independent
power producers.

“What this means is
that the private sector
will increasingly turn
to roof-top solar which
can already compete
with the retail price of
electricity."

"Eskom will lose
more customers and
as the demand for grid
electricity declines the
case for nuclear power
will fall apart.”

Prawn brawn at Sea

the company was excit-
ed about the controlling
stake in Mareterram.
“Their strategy is very
closely aligned with
Sea Harvest’s strategy
of becoming a global
vertically integrated
agri-business.”

Gut feel is that the
Mareterram deal signals
that Sea Harvest could
now dangle bait for ac-
quisitions. Brimstone
executive chairman
Fred Robertson stressed
the company supported
acquisitive growth by
its subsidiaries.

“In this instance the
opportunity of global

Harvest
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expansion using Aus-
tralia as an entry point
is an exciting one and
aligns with our view of
becoming a global play-
er in the sector.”

Sea Harvest has re-
cently expanded away
from its seafood core,
and cautiously en-
tered non-fish frozen
food segment.

Speaking at the re-
cent release of interim
results to end June,
Robertson disclosed
Sea Harvest delivered
strong results for the
third consecutive year.
Brimstone executive di-
rector Igbal Khan said

Sea Harvest sales vol-
umes increased by 2%
with strong growth of
15% in exports. He said
revenue jumped 23%
and operating profits
climbed 13% to R143m
(even after a hedging
loss of R51m was in-
curred.) Brimstone’s
results show that the
85% stake in Sea Har-
vest is valued at just
over R1,1bn — meaning
the fishing company is
worth around R1,3bn.
Brimstone also
owns a significant
stake in SA’s largest
fishing enterprise,
Oceana Group.
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COMPRESSORS

Saving energy with Electro Air

WESTERN Cape-based
Electro Air — industrial
air compressor distribu-
tor is proud to announce
the launch of its energy
saving, Permanent Mag-
net (PM) rotary screw
air compressor. These
efficient compressors
can save the client up
to 40% of its power us-
age. The new range will
initially cover 22kw to
75kw Airstream PM
motor COMPpressors.
This third genera-
tion PM compressor is
uniquely “oil cooled”
and achieves its massive
power savings through
its “Field Oriented
Control” or Vector
Inverter technology.
“The special energy
savings of the motor
emanates from the use
of a rare earth Neodym-
ium (NdFeB) magnetic
material. The excellent
magnetic properties and
high efficiency of the
Neodymium, allows the
motor to be run at low
RPM, for extended pe-
riods of time,” explains
Kevin Rushmer, Sales
consultant at Electro Air.
He goes on to explain
that manufacturers of ro-
tary screw compressors

incorporating PM drive
motors have experienced
problems in the past
with the older type air
cooled PM motors, even
though the technology
was considered the most
advanced system for air
compressors. The motors
inevitably failed and did
not achieve the objective
due to an inherent over-
heating problem.

‘A PM motor fails
when the motor tem-
perature exceeds
130°C. The properties
of the material incor-
porated in the magnets
then lose strength and
the magnet can be per-
manently damaged.”

The “Endurance” Ital-
ian designed PM motor
used on Airstream com-
pressors was ingeniously
developed by virtue of
past trial and error in the
compressor industry to
find the ultimate VFD
motor —exclusively incor-
porating (NdFeB,) which
can withstand tempera-
tures of up to 180°C.

“The motor thus ex-
ceeds IE3 International
standards of efficiency,
under variable load con-
ditions and as well with
limitless stop and starts,”

Rushmer states.

“The running speed
can efficiently lower to
25% compared to the
limitation of 40% preva-
lent on VSD technology
compressors on the mar-
ket today.”

The motor also does
not have conventional
bearings as the shaft
is Morse tapered and
magnetically suspended
and consequently mag-
netically locks to simul-
taneously balance the
air ends bearing load
and traditional thrust-
ing to benefit bearing
life expectancy, bolting
directly on to the screw
elements flange. It thus
does not require a drive
coupling arrangement,
an attribute which elim-
inates all possible me-
chanical shocks during
start up or stop.

Proverbially  this
makes the motor main-
tenance free, besides
the fact that it will never
overheat while the com-
pressor is running and
will offer optimum effi-
ciency at all times as long
as the compressor sta-
tion is well maintained.

Rushmer ends off by
saying motor reliability is

due to the PM motor be-
ing oil cooled and using
the same lubricant sup-
ply that is cooling down
the compressor.

“This guarantees it
failsafe as the motor
temperature will never
exceed the compres-
sors operating tem-
perature.” Which is
controlled by a thermal
cut out sensor triggered
when the compres-
sor lubricant Exceeds
110°C far below the
temperature parameter
of the Airstream PM
motor. Efficiency and
energy savings quoted
on Airstream PM Com-
pressors are thus totally
plausible and can be
verified scientifically.

Electroair has also
partnered up with Mer-
chant West Finance and
can thus offer this state
of the art technology to
clients under the aus-
pices of an “Operating
Rental” making this
revolutionary technolo-
gy affordable to a broad
base of clients.

“With savings oppor-
tunities like this, these
compressors should lit-
erally sell themselves,”
he says smiling.

Re-forging the supply chain

then transported to the
first Distribution point
and once again offloaded
by a forklift or by hand.
This process may still re-
peat itself several times
before the product gets
to the end consumer.
Looking at all the han-
dling points it is easy to
see why spoilage rates
can be so high.”

“At Real Telematics,
with our comprehensive
range of modular niche
features on our Real
FMX and Real Track
products, we believe that
‘spoilage’ can be signifi-
cantly reduced, from the
tractor to the forklift to
the truck. Contrary to
popular belief, a ‘one-
stop shop’ in terms of
fleet management is not
always possible. Simply
because niche industries
have requirements not al-
ways met by the standard
plug and play systems that
currently proliferate. This
is further exacerbated by
unscrupulous sales peo-
ple selling products not
suitable for the applica-
tion, either because they
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do not understand the op-
eration or have not done
site inspections. Even
worse, pushing the wrong
product purely to get
the commission. It is this
behaviour that tarnish-
es the entire industry,”
comments Valentine.
“There are however,
still fleet management
companies who operate
with integrity, and who
truly put the customer fo-
cus front and centre. We
trust our customers feel
that Real Telematics is
one of those companies.”
“We have put signifi-
cant effort into offering
the right product for
the right application.
The Real FMX product
which we use on forklifts
was designed specifically
for the materials han-
dling industry and is not
aformer car or truck sys-
tem pressed into service
with some changes. Our
Real Track product, al-
though also used for cars
and trucks was actually
originally designed for
‘yellow goods’ such as
bulldozers, excavators,

skid steers, TLB’s etc.,
machinery that can take
the punishment of rough
usage. Of late either
Real FMX or Real Track
can also be used very
successfully on tractors
as well.”

“All of these products
offer typical fleet man-
agement features, but
also offer features that
are application driven,
such as refrigeration
and door points on Real
Track, like engine pro-
tection and idle/battery
cut out on forklifts and
tractors and of course
also impact detection.
Impacts can very easily
show you the trends of
rough handling in the
processes that cause
much of the bruising and
because these impacts
are sensitivity configu-
rable, you can set the
impacts you want to see
based on application
from tractor, to forklift
or to truck.”

Finally, there is some-
one that can really help.
Get real benefit with
Real Telematics now.

THE FUTURE HAS ARRIVED
An air campressor with a
permanent maghet oil c/ooled motor
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Potain looms large over
village walk

initial stages of the build,
the tower crane had to be
erected with a 30m jib due
to its very close proximity
to the adjacent building.
Potain has designed its
tower cranes to accom-
modate different combi-
nations of five metre and
10m jib sections. Specifi-
cally, the Potain MC 125
can be erected in a 60m,
55m, 50m, 40m and 30m
jib configuration, a ben-
efit that was a major ad-
vantage on this particular
project site.

At the end of July, the
tower crane was anchored
and jacked to about
54m, sufficient height
to adequately clear the
neighbouring structures.

The crane will be
raised five times over the
duration of the contract.
The next jack will take
place in mid-Septem-
ber when the crane will
be raised to a height of
68m and the JV reach-
es the first floor of the
structure. The jib will be
removed using a mobile
crane and extended to
60 m to allow the re-
quired reach for mate-
rials handling activities
across the construction
site. By August 2017, the
crane will reach its final
height of 123m.

From the outset, the
Potain MC 125 has been
servicing the construction
requirements of the main
elevator shaft. The tower
crane handles the exten-
sive formwork, concrete
and reinforcement need-
ed to build the structural
elements of the tower.

Continued from P20

At the same time, it
is tasked with lifting and
placing the five ton hy-
draulic boom pump with
its counterweights at the
work face. Here, a pre-
formed steel system, using
hydraulic shutters, that is
able to jack two platforms
at a time is being used to
build the 13m by 7m ele-
vator shaft, fireman’s lift
and fire escape stairway

Limited space means
that this project is reliant
on just-in-time delivery
of critical building mate-
rials to the laydown area.
These activities are being
coordinated by a dedicat-
ed logistics manager on
the construction site.

Certainly adding to Fla-
vio’s confidence on this
build is the JV’s strong
team of subcontractors
and supply chain partners,
which are able to abide
by these strict schedules.
Flavio says that the JV’s
partners were carefully
selected based on their
sound performance
in the South African
construction industry.

“We look for an ability
to supply us with a top
quality service. This is vi-
tal, considering that our
business relationships are
based on mutual trust and
performance,” he says.

This is exactly why Tren-
con Construction uses SA
French for all its tower
crane requirements. The
company has been doing
business with the subsidi-
ary of Torre Industries for
the past five years.

Flavio says the Potain
brand has always inspired

confidence in the com-
pany to build complex
high-rise projects.

“Building 30 storey
structures is a complex ac-
tivity. You need to be sure
that when you embark on
such a project you have
the correct equipment, as
this can make or break a
contract,” he says.

In addition to Potain
being a revered interna-
tional tower crane brand,
Flavio says the technical
after-sales support pro-
vided by SA French has
played a critical role on all
Trencon Construction’s
projects. The building
contractor also relies on
SA French for all its tow-
er crane erection and dis-
mantling services.

Trencon Construction
only buys new cranes
from SA French, allowing
it to enjoy the full warran-
ties that come with the
new equipment.

The Potain MC 125 is
the latest tower crane in
Trencon Construction’s
fleet. This is only this tow-
er crane’s second project
and it was mobilised
from a recently complet-
ed project in Kimberley,
Northern Cape, to this
site this year.

Sandton remains a
growth node and im-
portant source of work
for the South African
construction industry.
It is easy to identify
who dominates this
hotspot by just looking
to the sky, as there’s
bound to be Potain liv-
ery associated with the
heavy lifting.
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Greenpeace ‘“crimes
against humanity”

Continued from back page

than by gifted amateur
gardeners. And there
is no evidence that GM
crops are dangerous to
human health.

None.

Despite this scien-
tific progress, Green
extremists who domi-
nate Greenpeace have
dubbed GM advances
”Franken foods” as
though they are made
by mad scientists de-
fying Nature. It is all
quite insane, doubly so
when you consider that
they claim scientific
proof for their own as-
sertions.

Greenpeace, truth be
told, has an annual bud-
get of R7 billion and no
more fits an image of a
David versus the Goli-
aths of industry than a
depiction of Israel as a
puny power in the Mid-
dle East.

Greenpeace now op-
erates in 40 countries,
has three million mem-
bers and is by any stan-
dards a big business.

To keep itself going
it pays its permanent
staff salaries oil com-
pany employees would
die for, all its money

coming from public
donations and govern-
ment grants (arguably
the same thing).

To raise this cash
Greenpeace launch-
es regular sensational
campaigns to encour-
age ordinary people
to dig deep into their
pockets.

So, if we are to be-
lieve it: only wind and
solar energy is good; all
mining is bad; nuclear
power is bad, very bad,
fishing for profit is bad;
fish farming is also bad
( see any contradic-
tions, so far?

Pesticides? — Bad,;
herbicides? — Bad,

And so it goes. Want
to live a modern life?
Answer yes and you
are branded as a crazy
dinosaur deserving ex-
tinction (metaphorical-
ly, of course).

Mostly, Greenpeace
and its allies get away
with all this. Until now
(with a bit of luck).

The Nobel Prize sig-
natories have put their
considerable heft be-
hind good science, and
rational thought, and
ever-so-politely have

called Greenpeace to
account.

“The United Na-
tions Food & Agricul-
ture Program has noted
that global production
of food, feed and fibre
will need approximate-
ly to double by 2050 to
meet the demands of a
growing global popula-
tion,” they say..

“Organizations op-
posed to modern plant
breeding, with Green-
peace at their lead,
have repeatedly denied
these facts and opposed
biotechnological inno-
vations in agriculture.
They have misrepre-
sented their risks, ben-
efits, and impacts, and
supported the crimi-
nal destruction of ap-
proved field trials and
research projects.

“We urge Green-
peace and its support-
ers to re-examine the
experience of farm-
ers and consumers
worldwide with crops
and foods improved
through biotechnology,
recognize the findings
of authoritative scien-
tific bodies and reg-
ulatory agencies, and

abandon their cam-
paign against ‘GMOs’
in general and Golden
Rice in particular.

“Scientific and regu-
latory agencies around
the world have repeat-
edly and consistently
found crops and foods
improved through bio-
technology to be as
safe as, if not safer than
those derived from
any other method of
production. There has
never been a single con-
firmed case of a neg-
ative health outcome
for humans or animals
from their consump-
tion. Their environ-
mental impacts have
been shown repeatedly
to be less damaging
to the environment
and a boon to global
biodiversity.....”

“... the benefits of
crops improved by
biotechnology are
as numerous as one
could hope for: bet-
ter drought, heat and
cold resistance; bet-
ter defences against
pests and diseases; less
need for fertilisers and
pesticides; less labour
required for weeding;
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better-tasting and more
nutritious foods; lower
rates of malnutrition
and vitamin-deficien-
cy among the poor;
and better returns for
small-scale farmers.
Ultimately, genetic
engineering is offering
higher yields of better
food to feed the plan-
et’s growing population
with fewer resources
than ever. Who can be
against that...?”

....7 fear of genetic
manipulation is fuelled
by the sensationalist
rhetoric of organisa-
tions like Greenpeace,
and finds fertile soil
in the minds of peo-
ple who know little
— if anything — about
either science or ag-
riculture, and often
are wealthy enough to
prefer expensive, elitist
alternatives.

“... Lobby groups
with immense propa-
ganda resources like
Greenpeace also have
a powerful voice in pol-
itics, and even in our
schools and academia.
By inserting themselves
into the politics of food,
they foist their ill-in-
formed, unscientific
prejudices on everyone
else. This is morally un-
conscionable.

“Opposition based
on emotion and dogma
contradicted by data
must be stopped,” the
110 Nobel Prize-win-
ning scientists wrote.
“How many poor peo-
ple in the world must
die before we consider
this a ‘crime against
humanity’?”

Those are the consid-
ered views of 31 Nobel
Prize winners for medi-
cine, 30 recognised for
their work in chemistry,
10 for physics and 5
for economics.

How very strange
that their opinions at-
tract so little media
attention.

By inserting
themselves
into the
politics
of food,
they foist
their ill-
informed,
unscientific
prejudices
on everyone
else.
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Enough! This is war!

UKE the Dude was drawing on his self-
Lolled tobacco stick under the “No Smok-

ng” sign in the local Pub and Grill. He
likes that spot. The other members of the college
of refined gentlemen (ladies always welcome)
were also accounted for, all peacefully minding
our own business.

Right about then Luke the Dude coughed and
proposed anarchy. “We should call a march against
these anti-smoking laws,” he demanded, “and
make the town ungovernable!”

“What for,” asked the long-suffering Governor
with mild surprise, “you have never taken the slight-
est notice of the smoking ban anyway. You’ll get me
fined into bankruptcy one day, you will.”

“Not a chance,” opined The Prof, “no self-re-
specting anti-smoking inspector will set foot on
this far-off corner of nowhere. Not even to detect
that weird-smelling mixture of herbs and spices
you are smoking.”

“Useless!” agreed Jon the Joker.

“Whoa! Whoa! Whoa!” complained the always
responsible Governor, “what is he smoking? Don’t
joke about banned substances Prof, you’ll have the
Hawks come knocking in no time to deprive me of
my legal livelihood.”

“Legal? Maybe,” conceded Jean-Jay, “may-
be not so much after five, Mon Ami, when all
clock-watching government inspectors knock off
and go home.”

“Hawks? Not a chance,” disagreed The Prof.
“The Hawks have more important things to do.”

“Much more important,” seconded Jon the Jok-
er, “like plotting the arrest of finance ministers.”

“Hmmm,” pondered Dave the Dancer, “or
at least drive them crazy with endless threats
and innuendos.”

“Quite,” nodded The Prof, “the powers that
be don’t care whether the arresting is done by the
Hawks or some men with stethoscopes and white
coats. As long as they get rid of all honest and dili-
gent finance ministers and/or their similarly unfor-
tunate deputies.”

“That’s how matters stand in the land,” rhymed
Stevie the Poet. “That’s their reward for keeping
politicians” hands out of citizens’ cookie jars. Hon-
esty and diligence are not popular qualities in the
late Zumatic epoch.”

“I don’t agree,” said Big Ben, standing up to
make his point and narrowly escaping a close
shave from the ceiling fan. “The government and
the leaders of the ANC have all confirmed their full
support for Minister Pravin Gordhan!”

We all laughed heartily and ordered that
man a Bell’s.

“Hey, what about my march,” protested Luke
the Dude. “Let’s start with the stupid smoking ban
and then work up to saving finance ministers. You
know, campaigns like Save the Rhino and Save
the Elephant have already established themselves.
We don't have to reinvent the wheel. We just ride
along on the bandwagon with Save the Smoker!
Andwhen that’s done, Save the Finance Minister!”

“Useless!” said Jon the Joker dismissively. “I
hate to be the one who breaks the bad news to you,
but Save the Rhino happens to be a spectacularly
unsuccessful campaign. Judging by the numbers of
unsaved rhinos. All the smokers will have died of

lung problems by the time you get to save
them. And the Hawks will be feeding on the
carcass of our brave Finance Minister.”

“No no no, you are missing the point as
usual,” enthused Luke the Dude. “We’ll do
it differently. That’s why I say we must call
a march and make the town ungovernable.
It’s a fight against racism! Civilised cam-
paigns to save the lives of endangered ani-
mals are all well and good, but they are use-
less compared to the fight against racism!”

“Oh,” enquired The Prof, “and just how
does resentment against the anti-smoking
laws turn into a fight against racism?”

“It’s being done all the time!” exclaimed
Luke the Dude. “Black people smoke,
don’t they?”

“I daresay some do,” submitted The Prof,
“but some do not. As is the case with mem-
bers of the minority populations. I fail to see
where racism comes into the picture.”

“A ha!” vociferated Luke the Dude. “To-
day is the day when I teach The Prof a les-
son. Just call me Luke the Professor Dude.
Lesson number one: Ignore the minorities.
They don’t count. Lesson number two: For-
get the white smokers. They will just confuse
the angry masses. Lesson number three: We
have only one goal and let’s keep it clear:
We fight against racist oppression.

“In this saga the oppressors are the
government with its unjust and racist laws
against smoking. Smoking Ban Must Fall!

nothing. Emotion, particularly violent emotion,
means everything. Correct me if I am wrong,
but you seem to admit that the Rhodes statue
was not an important issue. But it was turned
into a very emotional one, violently emotional.
So? So long Rhodes. Followed by many works
of art on the once proud UCT campus. Let me
give you more examples of outrage grown from
seemingly uneventful events.

“In June a pre-school in Centurion had a par-
ty for eight kids. The school took a picture show-
ing six at one table and one at another table, and
sent it electronically to the parents. The mother
of the child sitting alone was black and outraged,
saying her child was separated because of rac-
ism and, while all the other children were eating
cupcakes, hers had only her lunch. “The result
was a storm of threats, including death threats.
Gauteng MEC for Education, the very unusual
Panyaza Lesufi, visited in person. He posted a
pic of himself on Twitter in heroic pose with the
caption, ‘Let’s tackle this. Wearing jeans in case
I have to jump fences.’

“What in fact happened, teacher Anel Muller
explained, is that two children wandered off to
the playground when the eight were taken out-
side for the party. The remaining six sat down at
the six-seater table. The other two were brought
back and seated at the second table. All were
given cup cakes. Then a child at the second ta-
ble started crying and an assistant picked her up.
Muller took the pic and sent it to the parents.

“But the facts did not matter, Prof. Only
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the violent emotion.

“A second example, also involving schools
and threats from Lesufi, is the recent hair wars,
waged when black pupils at Pretoria Girls High
and every Tom, Dick and Panyaza called the hair
rules racist. They were deeply offended. Now,
we all know hair rules go back to at least the
short back and sides when we were kids. Most
of us were offended by them, but we had to fol-
low them.

“Not so when you introduce charges of rac-
ism into this age-old picture. Mayhem. Threats.
Marches and posters. Petitions. And what hap-
pened? The school suspended the rules.

“So what do you think?” asked Luke the
Dude as he beamed at the college of learned
gentlemen.

“Well Lucas,” mused The Prof, “I think you
should start working on your sun tan.”

E-mail: noag@sonicmail.co.za

And the oppressed are the masses who are
denied their legitimate rights to smoke —
by whom? Why, by the racially oppressive
regime of course. Smoking Ban Must Fall!
Zuma Must Fall!”

“Bull!” disagreed Big Ben. “Our govern-
ment is a brave and tough lot. There is no
way under the sun they will run scared from
a rude gang of slogan-shouting louts!”

“Ohvyes,” grinned Luke the Dude, “they
will. First it was the University of Cape
Town, under the benevolent leadership
of Priceless Max. For how long has Cecil
John Rhodes’s statue been standing there,
ignored by all but the pigeons? And how
long did it remain after the poo-dumper
and his comrades started shouting ‘Rhodes
Must Fall!’?

“Then came ‘Fees Must Fall!’ spiced with
a dash of “Zuma Must Fall!” And how did
your brave and tough ANC government re-
spond? Their own Fat-Cat salaries are paid
in rands, not slogans, so they know univer-
sities need funds. But did they do the brave
and tough thing? Did fees fall or not this
year? All the way to zero?”

“A factual argument,” praised the Prof,
“but those campaigns dealt with very emo-
tional and, in the case of fees, important
issues. Unlike smoking, which is just a per-
sonal indulgence and unhealthy to boot,
for everybody within breathing distance of
the smoker.”

“You are right, Prof, and you are wrong,”
riddled Luke the Dude. “The facts mean

Greenpeace
“crimes against
humanity”

or those alarmed by the way the aims
Fof Greenpeace, which were once

motivated by a desire to protect the
environment, now appear to have morphed
into an attack at the foundations of West-
ern democracy, individual liberty, modern
science, and industrial development, will
be heartened by the recent extraordinary
action of 110 Nobel prize winning scientists.

No less than 110 of these notables have
signed an open letter to Greenpeace, cop-
ied to the United Nations and the world’s
governments, asking Greenpeace to stop
its propaganda campaign against genetical-
ly-modified (GM) food.

Indeed, it has always been odd that
Greenpeace should oppose the scientific
breakthrough of GM seeds that improve
pest resistance and increase yields — thus
preventing widespread human malnutrition
and starvation. Nevertheless that is what it
has done.

It is likely that Green extremists coming
across the news of the open letter will no
doubt become apoplectic, letting off a bar-
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rage of attacks on the integrity of the sig-
natories, attempting to hound them out of
their jobs and generally trying to make sure
that whatever they say from now on will be
regarded as apostasy.

They will try but it may be more difficult
as the world begins to recognise the hysteria
and hypocrisy that increasingly dominates
the extreme edges of environmentalism.

As human history shows, objections to
modified seeds, and therefore the plants
they become, are simply irrational because
people have been eating genetically modi-
fied carrots, potatoes, tomatoes, and other
vegetables and fruits, for centuries.

There is not much difference now that
new plant strains are being developed in
laboratories by people in white coats rather

‘ Continued on P27 ‘
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