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Stellar on the move

Stellar Capital Partners 
is looking to buy assets 

from Prescient and sell a 
51% stake in Tellumat.

Africa’s fastest 
computer launched

Speed is a product

The launch of this super 
computer will improve SA’s 

competitiveness in the 
R&D space.

Efficiency is often based 
on how fast our service 

has been.
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THE tide still favours the local fishing 
sector with all four major compa-
nies based in the Western Cape once 

again netting impressive profit hauls.
‘Big fish’ Oceana reported a whopping 

76% growth in operating profits to R269m 
in the half year to end March. The top-line 
was skewed with the recent acquisition of 
US-based fish oil and fish meal specialist 
Daybrook Fisheries, which pushed revenue 
up 40% to R3,6bn. Gross profits were up 
38% to R1,34bn with the gross margin reas-
suringly steady at 36%.  

If Daybrook was excluded, then Oceana’s 
revenue – anchored by its Lucky Star canned 
pilchards’ operation – would have been up 
13% to R2,9bn and operating profit would 
have increased 16% to R437m.

Oceana CEO Francois Kuttel said local 
sales volumes for Lucky Star were up 13% 
and overall volumes up 10% with the brand 
gaining market share in key regions. The 
Lucky Star improved its market share in the 
‘inland regions’ by 7% to a commanding 
80,9%, while the market share in the East-
ern Cape shifted up 3,5% to 83,6%. 

Kuttel said the pilchard canning effort 
was greatly helped by a significant increase 
in frozen volumes to local factories. He 
said Lucky Star increased local canned 
production from 2,5 million to 5,2 million 
cartons thanks to the increase in frozen 
imported pilchards. Kuttel said there was 

also a material improvement in pilchard 
landing due to a quota rollover from  
2015 season.

Looking ahead, Kuttel said Lucky Star’s 
prospects were bright as fish was becom-
ing more affordable compared to total 
food and non-alcoholic beverages. He said 
Lucky Star had managed to pass a price in-
crease of 6% effective from April, and that 
an October price increase was under review 
depending on the Rand exchange rate. Kut-
tel said there was a strong promotional 
campaign undertaken by the company to 
draw market share from the chicken indus-
try - which is still perceived as the cheapest 
form of protein by consumers.

Premier Fishing, which is controlled 
by empowerment company (African Em-
powerment Equity Investments (AEEI) 
reported revenue up 22% to R170m and 
operating profits up 21% to R22,5m in the 
half year to end February. More impressive 
was that Premier’s cash generated from op-
erations was up almost fourfold to R24m. 
Premier has a dominant 60% share of the 
South Coast rock lobster market – but also 
catches West Coast rock lobster, anchovy, 
pilchards, squid and hake as well as operat-
ing abalone farms.

AEEI CEO Khalid Abdullah said the 
fishing business was being positioned for 
growth over the next three years to unlock 
shareholder value and raise capital to invest 

into the future growth of the business.
He said key deliverables to grow the busi-

ness includes the acquisition of small to 
medium fishing businesses and the expan-
sion of the abalone aquaculture farm in 
Gansbaai to over 250 tons. Abdullah said 
Premier Fishing’s target was to grow annual 
turnover to at least R500m.

Cape Town’s hake fishing stalwarts I&J 
and Sea Harvest also enjoyed sizeable prof-
it catches despite facing some operational 
headwinds. I&J, controlled by consumer 
brands conglomerate AVI, reported a 1,9% 
increase in revenue to just over R1bn in the 
half year to end December. But operating 
profit was up 63% to R160m with the profit 
margin fattening markedly to 16%.

AVI directors said I&J’s revenue growth 
reflected the benefit of the weaker Rand 
on export sales and selling price increases. 
Profits were helped by the lower fuel price, 
improved fishing recoveries, additional fish-
ing days (after commissioning new vessels 
recently) and improved fishing recovery. I& 
J said it had increased its market share from 
44,2% to 46,1%.

I&J said its project to expand its 
abalone aquaculture to 500 tons was  
proceeding well.

Sea Harvest, which is controlled by Brim-
stone Investment Corporation, saw operat-
ing profit before interest increasing by 11% 
to R122m in the year to end December. 
Revenue was 1% higher than prior year 
despite a 5% reduction in catch volumes. 
Sea Harvest noted fishing conditions were 
very challenging - especially in the second 
half of the year. But prices for hake re-
mained strong and there was a 10% volume 
growth in the export market where demand  
was high.

Sea Harvest continued with its capital in-
vestment programme by converting an ex-
isting trawler to a freezer trawler as well as 
upgrading its fresh fish plant. The company 
pointed out that in the last two years over 
R200m has been invested in vessels and 
plant upgrades.

Oceana’s hake business – much enlarged 
after the Lusitania and Foodcorp - also 
looked in fine fettle with good volumes re-
ported and revenue boosted by the weaker 
exchange rate. Kuttel said profit “materi-
ally improved” on the prior year and antici-
pated continued product demand with ex-
change rate weakness further contributing 
to revenue growth.

He said Oceana was exploring Asian 
markets for its hake haul.

Current profits buoyed

FISHING giant Oceana has honed 
its focus on its core seafood oper-
ations with the sale of french fry 

operator Lamberts Bay Foods (LBF) to 
fast food conglomerate Famous Brands. 
LBF sells mainly to wholesalers, retail-
ers and restaurant chains, and is only 
one of three french fries manufacturers 
in South Africa. The business has sup-
plied product to Famous Brands - which 
owns Wimpy, Steers and an array of 
other eateries - for the past 20 years.

Ironically LBF was started by Oceana 
in 1995 as a social responsibility project 
to offset job losses resulting from the 
decline in fishing employment opportu-
nities in the Lamberts Bay region. The 
project morphed into a viable commer-
cial operation – and ranks as the single 
largest employer on the West Coast 
north of St Helena Bay.

Oceana CEO Francois Kuttel said 
the motivation to do this transaction 
was tacit recognition of Famous Brands’ 
ability to maintain and grow LBF in line 
with their core business.

“The acquisition strengthens LBF’s 
potential for growth and enhances the 
long-term certainty of product off-take 
that only a company of Famous Brands’ 
market leading position can provide.”

Currently LBF processes around 
24,000 tons of potatoes a year. Kuttel 
said the considering Famous Brands’ 
extensive experience in managing sup-
ply chain businesses, there was confi-
dence that they would manage to un-
lock further value for all stakeholders.

Famous Brands CEO Kevin Hedder-
wick said Famous Brands’ management 
had set an audacious operating profit 
target of R1bn by February 2018. “The 
LBF acquisition will make an important 
contribution to achieving that goal.”

Famous 
Brands’ chip 

off the old 
block

http://www.bonfiglioli.com
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INVESTORS gener-
ally, but South African 
investors in particu-
lar, should not lose 
sight of the fact that 
South Africa remains 
a highly attractive 
— and sound — in-
vestment destination. 
That’s the view of 
investment special-
ist, Thomas Stringfel-
low, MD of String-
fellow Investment  
Specialists.

“South Africans 
often seem to suffer 
from negativity, which 
leads them to believe 
that their politicians 
and political leader-
ship are more corrupt 
and inept than those 
in other countries. But 
show me one country 
with political leaders 
who do not face se-
vere internal challeng-
es, and whose policies 
are not under constant 
challenge,” Stringfel-
low argues. “Unfortu-
nately, public life at 
present seems to be 
highly polarised ev-
erywhere. One thing is 
certain though, South 

Africa has faced simi-
lar challenges in the 
past and found a 
solution — we will  
do so again.”

South Africa is a ro-
bust democracy, and 
there are grounds for 
optimism in the fact 
that our institutions, 
such as the courts, are 
getting better at hold-
ing the executive to 
account. Politicians 
and governments ex-
ist to serve the people, 
not the other way 
around, and even the 
most seemingly en-
trenched political or-
ders are vulnerable 
to the wishes of the 
people, especially in  

a democracy.
Stringfellow adds 

that most people want 
the same things — 
safety, the chance to 
share the fruits of pros-
perity, a bright future 
for their children. They 
will make sure they 
get a government that 
will give that to them. 
The past will become 
less important than  
the future.

In other words, the 
current status quo is 
not permanent. South 
Africans should take 
their eyes off the 
troubles of the pres-
ent and begin to plan 
— and invest — for the  
long-term.

“We need to market 
our beautiful country 
to the world and we 
need to stop thinking 
that only our country 
has problems. Every 
country has problems. 
Instead, we need to fo-
cus on solutions to our 
challenges,” Stringfel-
low says. “If we don’t 
look to the future, we 
will miss out.”

He points out that in 
2001, a similar mood 
of doom and gloom 
pervaded the country. 
Crime was a major 
cause of dissatisfac-
tion, and the political 
climate was noxious. 
The rand plummeted, 
and there was rush to 
move capital offshore. 
Talk was that South 
Africa was set to be-
come the next Zim-
babwe, and the future 
looked bleak.

“Well, what hap-
pened was that those 
who invested offshore 
lost money, while 
those who kept their 
money in South Africa 
benefitted hugely from 
booming property and 

stock markets,” String-
fellow notes. “People 
who invested in South 
Africa made a fortune. 
Is history repeating  
itself now?”

  The figures bear 
him out. Based purely 
on growth, between 
the first quarter of 
2006 and the first 
quarter of 2016, the 
JSE All Share Index 
grew by 439%, much 
higher than the 68% 
of the Dow Jones  
Industrial Average.

“South Africa re-
mains a country of 
massive potential. Of 
course we have sig-
nificant problems, but 
time has shown that 
we also have the ca-
pacity to solve them,” 
Stringfellow con-
cludes. “Time has also 
shown that those who 
are prepared to invest 
in this country are 
well rewarded. Fail-
ure is not something 
governments impose 
on their citizens; rath-
er, success is some-
thing that a country’s  
citizens create.”

THE composite leading 
business cycle indicator 
compiled by the South 
African Reserve Bank 
(SARB) increased by 
0,3% m/m in March 
2016. This was the 
first monthly increase 
since October 2015 
and may signal a turn-
ing point in the busi-

ness cycle, although it 
would need to be con-
firmed by a sustained 
rise in the indicator in  
subsequent months. 

Four of the nine 
component time series 
that were available for 
March 2016 increased, 
while five had a nega-
tive impact. The largest 

positive contribution to 
the movement in the 
composite leading indi-
cator in March resulted 
from an increase in the 
US dollar based export 
commodity price index. 
This indicator will have 
improved further in 
April and May, so that 
is a very positive devel-

opment for the leading 
indicator going forward. 
In addition there was an 
acceleration in the six-
month smoothed growth 
rate in the real M1 mon-
ey supply as it is money 
that makes the world go 
around and encourages 
economic activity.

On the negative 
side, the largest nega-
tive impacts in March 
came from a drop in the 
number of residential 
building plans passed, 
followed by a decelera-
tion in the twelve-month 
percentage change in 
job advertisement space. 
The latter may be over-
stating the negative im-
pact as job recruitment 
moves from print me-
dia to the online space, 
but this is a difficult call 
for the business cycle  
analysts to make. 

Although the South 
African economy con-
tinues to grow, the busi-
ness cycle section of 
the SARB said that the 
economy officially en-
tered a downward phase 
in December 2013, the 
month South Africa’s 
icon, Nelson Mandela 
died. In this case a down-
ward phase means that 
the economy is increas-
ing at a slower rate than 
its long-term growth 
trend, not that economic  
activity is declining.

South Africa, like 
the United States, uses 
at least 20 different in-
dicators to determine 
business cycle turning 
points, rather than just 
saying two consecutive 
quarters of contraction 

South Africa remains an 
attractive investment

South African business cycle indicator 
may signal turning point 

0861 KEMACH (536 224)
www.kemachjcb.co.za

Best Business Decision

1CX  BACKHOE LOADER

MANOEUVRABILITY, PRODUCTIVITY, 
PERFORMANCE

Genuine Parts

24/7/365 Service

Maximum Lifetime

Save Time and Money

Increased Productivity

Continued on P8
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GEA Centrifuges for Wineries: 
The Perfect Fit

Big or small, no compromise at all!

No matter how big your wine production 
business has grown, GEA centrifuges always 
provide the same level of superior process 
technology. 

Whether it’s gentle product handling,
hydrohermetic sealing to minimize 
oxidation or optimized solids concentration, 
you can depend on the very best from GEA.

Regardless of volume and from individual 
machines to skid-based solutions, our centri-
fuges are always fi t for purpose.

CAPE Town-based em-
powerment group Brim-
stone Investment Cor-
poration has celebrated 
its 20th anniversary this 
year – marking the re-
markable journey from 
a community-based 
initiative with start-up 
capital of just R3m to a 
JSE-listed counter with 
assets of over R7bn. 
What’s perhaps more 
impressive that from this 
humble beginning Brim-
stone now employs more 
than 3,500 employees in 
its subsidiaries and in ex-
cess of 24,000 in its asso-
ciates and investments.
Two decades is quite an 
achievement consider-
ing that many of the 
empowerment compa-
nies – including New 
Africa Investments 
(NAIL) and Real 
Africa Investments 
(RAIL) – have fallen by  
the wayside.

In Brimstone’s annu-
al report co-founders 
Fred Robertson and 
Mustaq Brey reiterated 
the company’s purpose 
was enshrined in a phi-
losophy based on three 
founding principles – 
“to be profitable, em-
powering and to have 
a positive social impact 
on society.”

While Brimstone has 
delivered (in bucket-
loads) on all three te-
nets, both Robertson 
and Brey conceded that 
in a period of extreme 
uncertainty on various 
fronts – including eco-
nomic, social, political, 
technological and the 
natural environment 
– it became more chal-
lenging to deliver on 
the philosophy.

Anyone reading 
Brimstone’s annual 
report would perhaps 
disregard Robertson 
and Brey’s cautious 
note – especially the 
segment that outlines 
the major events that 
shaped the company 
over the last 20 years. 
These serve as a timely 
reminder that compa-
nies do indeed suffer 
the “slings and arrows 
of outrageous fortune” 
– but those that stick 
to a disciplined game 
plan usually win in  
the long-term.

Brimstone – af-
ter Robertson and 
Brey convinced local 
communities to part 
with a dollop of their 
hard earned savings – 
clinched its first trans-
action when it made a 
R7,5m investment in 
fishing group Oceana 
Group. This invest-
ment turned out to be 

an anchor investment, 
and one that still forti-
fies Brimstone’s invest-
ment portfolio to this 
day with a gross value 
of more than R2bn. 
Robertson points out 
that the initial pur-
chase price for Oceana 
was 275c, and that 20 
years later dividends 
received from the fish-
ing company amounted 
to 365c/share.

In its second year of 
operation, Brimstone 
raised a further R13m 
from share holders 
and acquired stakes 
in Cape Town-based 
businesses like Plessey 
Cellular, broadcaster 
KFM Radio and as-
surance company  
Norwich Holdings.

In 1997 Brimstone 
raised R45m from pre-
viously disadvantaged 
shareholders as well as 
another R104m from 
institutional investors. 
In 1998 another R85m 
was raised through var-
ious share issues, which 
helped Brimstone build 
an asset base of R300m 
and successfully ap-
ply to list on the JSE. 
The stake in Norwich 
was sold for a profit 
of R21m, and clothing 
manufacturer House of 
Monatic was acquired 
from the late Doug de 
Jager’s Lenco Hold-
ings. A number of non-
core assets were sold 
to raise R62m, which 
allowed Brimstone to 
fund investments in 
hake fishing business 
and chicken eaterie 
group Nando’s.

Tough market con-
ditions heralded in a 
tough 1999 for Brim-
stone – so much so that 
Brimstone’s directors 
opted to return 150c/
share to sharehold-
ers. But it did acquire 
a 30% stake in short-
term insurer Lion of 
Africa and appoint re-
spected academic Jakes 
Gerwel as chairman.

The new millennium 
ushered in some testing 
times for Brimstone as 
some investors inter-
preted the return of 
capital in the previous 
year as a sign of capitu-
lation. But Brimstone 
soldiered on, acquiring 
a stake in Peoples Bank. 
The company also sold 
its stake in KFM and 
started BrimEquity – 
a joint venture with  
Coronation Capital.

Things did not get 
any easier in 2001. 
Brimstone – in a bid 
to hone its invest-
ment focus - disposed 
of certain property  

investments and mo-
bilised the funds to in-
crease its stake in Sea 
Harvest. At one point 
Brimstone’s shares 
dropped so low on the 
JSE that the company’s 
market value slipped 
below R40m.

In 2002 Brimstone’s 
stoic resilience started 
to pay off, and a maid-
en dividend of 4c/share 
was declared.

In 2003 the stake in 

Nando’s was sold while 
a 25% stake in packag-
ing group Lenco was 
acquired for R52m and 
the stake in Sea Har-
vest doubled to 21,52% 
for R85,3m.

There was not much 
corporate activity in 
2004, save for the fact 
that Brimstone success-
fully bedded down its 
newer investments.

Brimming with confidence

Continued on P7

http://www.gea.com
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WE SELL 
LIFTTRUCKS, 
BUT THAT’S NOT 
ALL WE LEAVE 
YOU WITH..

At Toyota Forklift, we’re all 
about  experience
 
It’s not just about the world leading product or the optimal 
lifetime value; nor the rental options, technical support, 
uptime and financing options.

It’s also not just about reliability, partnerships and complete 
solutions, or value added offerings and far & wide footprint.
 
Yes, we know - that’s a given. 
We’ve understood that for decades.
 
But for us, it’s about that feel good experience 
our people leave behind with you.

If you haven’t 
experienced 

Toyota Forklift, 
you’re missing out.

 #TFLFeelGood
www.eiegroup.co.za

SIMPLIFY and accel-
erate barrel cleaning 
without compromising 
cleaning quality with the 
TankJet M60. It’s mo-
bile, provides powerful, 
fast cleaning at low flow 
rates to prevent toast 
removal and more. The 
system is easy to oper-
ate and rebuild.

It offers power-
ful cleaning using low 
flow rates and removes 
tough residues quickly 
and effectively, with 
its solid stream sprays 
that rotate in multiple 
axes for complete and 
thorough coverage. It 
is extremely compact, 
fitting into openings as 
small as 44,5mm and 
can be easily inserted 
into standard bung 
hole openings.

Its mobility allows 
the user to easily move 
the system from one 
barrel or drum to the 
next. It has a fast cycle 
time (less than five 
minutes) with one full 

cycle completed every 
16 revolutions. The 
TankJet M60 is com-
patible with a variety of 
pumps including pres-
sure washers. It iss non-
lubricated air motor 
driven for continuous 
and reliable operation. 

Spraying Systems 
Co. has ensured that 
the TankJet M60 is 
constructed to last, and 
has used 316 stainless 
steel, carbon graphite 
PTFE filled PEEK, 
EPDM, and PTFE to 
withstand the rigours of  
fluid contact.

Spraying Systems 
Co. is a global leader 
in spray technology. 
It has a broad product 
range, ten manufactur-
ing facilities and sales 
offices in more than 
85 countries. Spray 
nozzles, turnkey spray 
systems, custom fab-
rication and research/
testing services com-
prise the 79-year-old  
company’s offering. 

New mobile tank 
cleaner from Spraying 

Systems Co. 

TankJet M60 mobile tank cleaner for the fast and 
powerful cleaning of barrels, drums and other vessels.

Stellar on the move

CAPE Town-based 
investment firm Stel-
lar Capital Partners 
(SCP) – which spear-
headed by deal-mak-
ing whizz Charles Pet-
tit and retail tycoon 
Christo Wiese – looks  

ready to rumble.
Stellar – at the time 

of going to press – was 
looking to buy certain 
financial services as-
sets from Steenberg-
based Prescient and 
had just clinched an 

agreement to sell 
a 51% stake in Re-
treat-based technol-
ogy manufacturer 
Tellumat to empow-
erment group Ma-
simong Technologies  
for R180m.

There is not too 
much detail on the 
negotiations with Pre-
scient at this point, 
but Stellar’s deal with 
Masimong revealed 
some interesting de-
tail around Tellumat 
– most notably that 
the technology solu-
tions and services 
company had record-
ed revenue of R551m 
and operating profit 
of R30m for the 12 
months to the end of  
September 2015.

The shift into finan-
cial services (remem-
bering Stellar also has 
control of Cape Town-
based asset manager 
Cadiz) and sale of the 
majority stake in Tel-

lumat – at face value 
– signals a shift away 
from industrial ac-
tivities by Stellar. But 
that might not be the 
case. The Tellumat 
deal was necessary 
to ensure the com-
pany’s empowerment 
credentials were at 
the appropriate level 
to continue servicing 
lucrative state and  
parastatal contracts.

What might also re-
inforce Stellar’s posi-
tion in the industrial 
sphere is whether it 
takes advantage of 
the tough trading pre-
dicament faced by its 
34% owned associate  
Torre Industrial.

Torre, which was 

build up by Pettit from 
a single crane hire 
operation into a di-
versified industrial dy-
namo, is now grinding 
along in some harsh  
trading conditions.

A recent trading 
update covering the 
year to end June ad-
vised that earnings 
would be lower than 
last year after Torre 
experienced disap-
pointing trading re-
sults for the four 
months ending April 
- including the tradi-
tional slow month of 
January as well as the 
Easter period.

Pettit reported 
that the weaker trad-
ing performance was 
primarily due to the 
challenging opera-
tional environment 
for industrial groups 
- including weak com-
modity prices, low 
business confidence 
and a volatile ex-
change rate.

He added that Torre 
had focused on the 
consolidation of its 
business and had not 

completed any mate-
rial acquisitions in the  
current financial year.

Petit said unit sale 
volumes in the con-
sumer businesses were 
also down compared 
to prior periods. He 
said cost-optimisa-
tion measures had 
been implemented 
across the com-
pany – especially in  
the under-performing  
business units.

The billion rand 
question now is 
whether Stellar might 
pounce on Torre in 
its moment of weak-
ness, pitching an of-
fer to buy out the 
shares it does not own  
in the business?

Last year Torre 
had a market capi-
talisation of over 
R2,5m, but a drop 
in its share price has 
seen its market value 
reduced to closer  
to R1,3bn.

Whether this lower 
valuation will entice 
Stellar to make a move 
on Torre remains  
to be seen.
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 ■ Dosing systems and disinfection systems
 ■ Process measuring and control technology
 ■ Extensive pre- and after-sales service

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

EXCELLENCE IN 
CHEMICAL DOSING
For all applications.

 ■ Dosing and feeding pumps
 ■ Fittings and accessories

WELL-known by in-
dustrial users, sera Pro-
Dos SA (Pty) Ltd.  has 
provided equipment 
for liquid dosing and 
metering applica-
tions manufactured 
by  sera GmbH  for 30 
years and now looks 
forward to expanding 
into other segments of 
the Southern African 
market. Recognised 
for its economic qual-
ity designs sera offers a 
wide range of precision 
metering pumps as well 
as complete dosing 
systems with a wide 
variety of add-ons and 
accessories. 

Furthermore, the com-
pany supplies sera metal 
diaphragm compressors 
for the oil-free 
and impurity free 
compression of gases in 
all research and industry 
applications. 

“Last but not least, 
we offer technical 

training of both staff 
and customers as the 
best way to achieve the 
results expected from 
the application of our 
products,” says com-
pany spokesperson.  

sera ProDos SA 
(PTY) Ltd.  also sup-
plies pre-packaged dos-
ing system modules, 
which are useful to 
packaged plant design-
ers and fabricators, and 
through experience 
gained in South Africa 
intends to offer a range 
of standardised mod-
ules for an array of uses. 
This complements other 
products including chlo-
rine dioxide generators, 
polyelectrolyte prepa-
ration and dry powder  
feeding systems. 

However, the compa-
ny’s core product is the 
recently released “con-
trollable” range of me-
tering pumps that pro-
vide “plug-and-dose” 

technology through its 
configurable multifunc-
tional controller mod-
ule.   All this is comple-
mented by a purposeful 
customer-care philoso-
phy which now includes 
direct factory support.

seraProDos pumps 
up its offerings

THE needs and re-
quirements of both 
property owners and 
users are continu-
ously changing. These 
changes are driven by 
advances in technol-
ogy and an increased 
understanding of the 
importance that a 
working environment 
plays in the success 
of an organisation. 
Commercial property 
has arguably been the 
most susceptible to 
these changes. 

Over the years com-
mercial spaces have 
been shaped by chang-
ing needs, from lay-
outs to environmental 
awareness and topical 
issues. Office layouts 
have seen a signifi-
cant change to a more 
open plan flexible 
space; more recently 
the green building 
trend has flourished 
as the world begins 
to acknowledge the 
benefits that can be 
derived from green 
building features and 
initiatives. Currently 
South Africans specifi-
cally are adapting to 
the changing require-
ments dictated by wa-
ter restrictions, sky 
rocketing electricity 
prices, increased pres-
sure on the grid and  
load shedding. 

In times of chang-
ing tenant require-
ments active asset 
management remains 
vital in order to en-
sure that landlords 
remain relevant and  
spaces remain lettable. 

The focus of prop-
erty management 
should not be on the 
investment itself, but 

rather the business of 
property – rent, man-
agement and operat-
ing costs. It is no lon-
ger sufficient to just 
be an investor, one 
has to be smart. With 
rising operating costs 
such as electricity, se-
curity and municipal 
rates, it is critical that 
property investments 
are managed effec-
tively to retain value. 
The successful per-
formance of a prop-
erty portfolio largely 
depends on how well 
it supports a tenant in 
achieving its objectives 
financially, socially  
and environmentally.

Horizon Capital, 
a boutique property 
firm specialises in 
local and offshore 
property investment, 
management and de-
velopment. Estab-
lished 11 years ago, 
Horizon Capital has 
become an expert in 
commercial prop-
erty. Their recently 
constructed flagship 
commercial property, 
Ibis House, was the 
smallest 4-star Green 
Star SA rated build-
ing in Africa, which 
pioneered the way 
for environmentally 
sustainable develop-
ment, proving that 
green building can be 
financially feasible on 
a smaller scale. Ho-
rizon Capital looked 
to green building as a 
means of accommodat-
ing tenants and their 
desire to reduce costs, 
improve the operat-
ing environment and  
remain relevant.

In addition to deal-
ing with the ever in-

creasing operating 
costs, businesses have 
had to operate under 
the constant fear of 
load shedding. This 
has created an increas-
ingly hostile environ-
ment and as a result, 
landlords have again 
been put under pres-
sure to adapt their 
properties to the 
changing needs of the 
tenants. This is why 
Horizon Capital made 
the decision to retrofit 
Ibis House with a gen-
erator. While not con-
sidered to be particu-
larly environmentally 
friendly, active asset 
management calls for 
approaches that en-
sure that tenants oper-
ate in an environment 
that best assists them 
in achieving their 
triple bottom line ob-
jectives, not just their  
environmental goals. 

The ability to adapt 
quickly and efficiently 
means that Horizon 
Capital’s clients cur-
rently experience a 
vacancy rate of 1,34%, 
well below the nation-
al average of 11,8% 
and the Cape Town 
vacancy rate of 7,2% 
for the fourth quarter 
of 2015. By carefully 
managing the balance 
between environmen-
tally friendlier office 
spaces and the chang-
ing environment of 
the property industry, 
Horizon Capital has 
been able to ‘future-
proof’ its client’s 
properties against in-
creases in utility costs, 
energy and water sup-
ply problems, costly 
retrofits and more  
importantly, vacancy.

The benefits of active 
asset management 

http://www.horizoncapital.co.za
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No profit drought for Kaap Agri
KAAP AGRI, the re-
tail conglomerate that 
targets mainly farming 
communities, has not 
seen its earnings dried 
out by the prolonged 
drought that has laid 
waste to swathes  
of agricultural land.

Kaap Agri retails 
mainly through its Ag-
rimark stores, but has 
in recent years diversi-
fied rapidly into liquor, 
convenience and DIY 

stores as well as fuels 
sales. The company 
managed to push up 
revenue 4% to almost 
R4bn in the half-year 
to end March. But 
a strong effort from 
management saw the 
pre-tax margin at a 
stout 7%, which saw 
pre-tax profits up 18% 
to R179m. Bottom 
line profits were up 
by the same margin at 
R130,5m – meaning 

Kaap Agri has doubled 
its interim earnings 
since the R64m re-
ported in the first half 
of 2012.

Kaap Agri MD 
Shaun Walsh said the 
business continued to 
successfully implement 
its strategy of growth 
and diversification. 
He said this year saw 
the addition of a num-
ber of new fuel service 
stations as well as the 

upgrade of certain  
existing facilities.

Walsh noted that 
the value of business 
transacted increased 
by 4,2% and income by 
2,6%. This was during 
a trading period when 
inflation was negative 
- largely due to the im-
pact of lower fuel pric-
es. Interestingly, Walsh 
noted that if the impact 
of fuel price move-
ments was excluded 
then headline earn-
ings would only have  
increased by 14,6%.

The company, on 
the whole, looks set 
to continue its expan-
sionary effort. Walsh 
noted that the bal-
ance sheet was well-
structured, and that 
the ability to gear the 
business to enable fur-
ther growth remained 
strong. Looking ahead, 
Walsh stressed the 
trading environment 
in which Kaap Agri 
operated remained  
under pressure. 

“Whilst expecta-
tions are that the 2016 
wheat season will im-
prove, the agriculture 
sector is still negatively 
impacted by last sea-
son’s severe drought 
and a cautious ap-
proach to expansions 
and replacements  
is anticipated.” 

But Walsh believed 
that despite subdued 
consumer confidence, 
Kaap Agri’s core retail 
business was expected 
to grow as new and 
improved offerings 
become available. The 
bottom line, though, 
is that Walsh antici-
pates slower earn-
ings growth for the  
next six months. 

“But the busi-
ness remains on 
track to achieve its 
strategic medium- 
term targets.”

Efforts to achieve 
the medium-term tar-
gets are being keenly 
observed by a good 
number of the invest-
ment community as the 
attainment of certain 
profit levels could be 
the signal to list the 
consistently profitable 
Kaap Agri on the JSE.

Some observers in 
the retail sector have 
speculated whether 
one of the mainstream 
retailers might pitch a 
buyout offer for Kaap 
Agri before it lists. The 
main shareholder in the 
business is PSG – via  
Zeder Investments.

PRESENTING

28 – 30 November 2016
Cape Town, South Africa

AFRICA’S LARGEST SHOWCASE  
OF AGRI INVESTMENT OPPORTUNITIES

Commercial and institutional opportunities: spell.sigxaxhe@agricouncil.org 
Speaking opportunities: ben.leyka@agricouncil.org

+27 21 700 4300 +44 2033 184297 +1 888 983 1254

www.agri-indaba.com

CONTACT US

Media partners:Association partners:Institutional support:

Organised by

Your gateway to bankable agri projects in Africa

Despite 
subdued 

consumer 
confidence, 
Kaap Agri’s 
core retail 

business was 
expected to 

grow.
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CORLINE CAPE
INDUSTRIAL & ENGINEERING SUPPLIES

Tel: (021)949-9932
25 Palmiet St, Stikland

High Pressure Pumps / Washers  &  Solar Power Solutions

High Pressure Cleaners, Accessories Spares & Repairs

Pumps - Electric Motors & Compressors

Process Instrumentation
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Bearings, Power Transmissions - Hydraulic Piping 
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Pumps EasyPower
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Accessories

corline38@gmail.com
Cell: (083)455-8343  (072)260-7392                 

In 2005 Brimstone 
acquired stakes in Old 
Mutual and Nedbank as 
well as a 18% interest in 
private hospitals group 
Life Healthcare (owner 
of the Claremont Hos-
pital and the Vincent 
Palloti Hospital in 
Cape Town.) Brimstone 
also raised R100m in a  
clawback offer.

A further 10% 
stake in Oceana was 
acquired in 2006 for 
R176m, while the stake 
in Life Healthcare was 
increased to 21,9%.

The next year the 
stake in Lenco was 
sold for R203m, and 
a stake of 18% ac-
quired in financial 
services company Aon  
Re Africa.

Brimstone also made 
a surprise pounce on 
Slat River-based fash-
ion retailer Rex True-
form, snagging an ef-
fective 34,6% stake 
in the Shub family  
controlled business.

In 2008 – the tenth 
year of the company 
being listed on the JSE 
– Brimstone acquired 
shares in empowerment 

company Phuthuma 
Nathi, and the following 
year did a flurry of deals 
that included increasing 
the stake in Sea Harvest 
to 75,7%, pushing the 
stake in Lion of Africa 
to 74% and securing an 
option to subscribe for 
1% of consumer brands 
giant Tiger Brands.

In 2010 Brimstone 
unbundled most of its 
holding in Life Health-
care to its shareholders 
as a dividend in specie 
and also acquired the 
remaining 26% of Lion 
of Africa. It also picked 
up shares in another 
empowerment vehicle, 
MTN Zakhele.

In 2011 Brimstone 
increased its stake in 
health care special-
ist Scientific Group 
to 28,2%. But the key 
deal that year was the 
inspired decision to 
take another 8,5 mil-
lion shares in Oceana  
for R382m.

In 2012 Brimstone 
added to its food bas-
ket by acquiring 12,3% 
of fast food franchisor 
Taste Holdings. The 
company also sold an-

other 4.5 million shares 
in Life Healthcare, real-
izing R140m. A 25,1% 
stake was acquired in 
asset management busi-
ness Afena Capital.

Not much happened 
on the deal-making 
front in 2013, but Brim-
stone reaped the fruits 
of its investment strate-
gies with total assets in-
creasing by R1,1bn.

In 2014 Brimstone ac-
quired a 4,97% stake in 
shipping and logistics gi-
ant Grindrod as well as 
picking up another 1,16 
million MTN Zakhele 
shares and another 
1,1 million Phuthuma  
Nathi shares.

In 2015 Brimstone 
subscribed for an addi-
tional 2,8 million shares 
in Oceana via a rights is-
sue and acquired anoth-
er 19,7 million shares 
in Taste Holdings. Last 
year also saw the Old 
Mutual and Nedbank 
transactions maturing 
– realising a significant 
profit for Brimstone. 
The company also 
sold out of the Scien-
tific Group at a profit 
of R44.8m. The share-

holding in Grindrod 
was increased to 6,62%.

Another 1,96 million 
shares were acquired 
in Phuthuma Nathi, 
and a 10% stake in 
Cape Town-based prop-
erty group Equites was  
secured for R350m.

This year Brimstone 
has continued its ener-
getic corporate activ-
ity, selling off its stake 
in fashion retailer Rex 
Trueform and proposing 
a deal to acquire a larg-
er stake in Sea Harvest, 
which is in the throes of 
buying outright control 
of Australian fishing  
enterprise Marreteram.

This year also saw the 
retirement of long serv-
ing FD Lawrie Brozin, 
and the appointment of 
George Fortuin as the 
new FD. Iqbal Khan 
– who looked after 
House of Monatic for 
years – was appointed 
as chief operating of-
ficer and executive di-
rector – signalling that 
the next generation of 
Brimstone’s prime mov-
ers are slowly being ush-
ered in with an eye on 
the next decade.

Brimming with confidence
Continued from P3

THE sale of Paarl-based 
liquor company KWV 
Holdings’ operating as-
sets to Vivian Imerman’s 
Vasari Group for R1,1bn 
is a show stopper of a 
transaction. Imerman’s 
wide experience in liquor 
and fast moving con-
sumer goods could add a 
new dimension of profit-
ability to the KWV op-
erating assets. But there 
is a fascinating sideshow 
that is about to unfold at 
KWV – scripted around 
the fate of the company’s 
so-called ‘heritage assets.’

While Imerman is 
dead keen on fortifying 
the operational capac-
ity of KWV’s sprawling 
production facilities, bar-
rels of stock and award 
winning brands, the SA-
born entrepreneur is not 
interested in the com-
pany’s ‘unproductive’ as-
sets. This means KWV 
will, for now, hang onto 
its investment properties 
like Laborie and La Con-
corde in Paarl, as well as 
a stunning art collection 
comprising a wide selec-
tion of top local artists.

Although it’s virtually 
impossible to officially 
value the heritage as-
sets via the KWV bal-
ance sheet, a price tag of 
around R250m has been 
placed by market watch-
ers on the collective ‘heri-
tage assets.’

So what will happen to 
these valuable assets?

KWV is controlled 
by Niveus Investments, 
which – in turn – is con-
trolled by empowerment 
giant Hosken Con-
solidated Investments 
(HCI.) Minority share-
holders that make up 
around 40% of KWV’s 
issued shares are unlikely 
to want to hold shares in 
a company comprising 
a massive cash pile and 
heritage assets that gen-
erate no revenue.

Consequently, specu-
lation is rife that KWV 
could pay an initial 

special dividend to its 
shareholders, after which 
HCI/Niveus may be 
tempted to make an of-
fer to buyout the minor-
ity shareholders.

Another option is for 
KWV to commit to pay-
ing out the proceeds of 
the Imerman acquisition 
– settled on a staggered 
basis – to shareholders. 
This may also entail a 
commitment to sell off 
the legacy assets. HCI 
– which has a growing 
property portfolio – 
could conceivably make 
an offer to acquire Labo-
rie and La Concorde. Or 
the buyout offer could 

be pitched by Niveus, 
which has a broad leisure 
slant via its interests in  
gaming assets.

The art works could be 
sold piecemeal – depend-
ing on demand for spe-
cific local artists – or sold 
on auction.

HCI/Niveus make an 
honourable exit from 
KWV via the Imerman 
deal, having acquired 
around 33% of KWV 
(from PSG controlled 
Zeder) at around R11/
share in 2011 and then 
increasing its stake to 
57% by buying shares at 
far lower price levels in 
recent years. The Imer-
man offer equates to 
around R17/share with 
another R4/share at-
tached to the remaining 
heritage assets.

All in all, the Imer-
man deal offers a sweet 
outcome at KWV after 
five bitter-sweet years, 
during which the oper-
ating performance re-
mained mixed (at best.) 
The heritage assets will 
hopefully offer an extra 
dash of flavor …

The art of deal-
making

t: 021 852 1189 
m: 082 920 4979 
m: 082 727 9816

H B Systems 
Factory Automation & Electrical

Somerset West,  

Detection of Refrigerant gases: 
Ammonia, Freons,and a multitude of 
other gases: CO, CO2  etc.

www.hbsystems-electrical.com info@hbsystems-electrical.com

Southern African Distributor for:

Gas Leak Detection

http://www.tomtom.com/telematics
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result in a recession. The 
last recession in South 
Africa on that basis took  
place in 2009.

As these indicators 
are only available with a 
considerable lag, it takes 
up to two years to deter-
mine the turning point, 
so it may only be some-
time in 2018 that the 
South African Reserve 
Bank is able to say that 
the South African econ-
omy entered an upward 
phase sometime around 
March 2016.

The upward phase 
from September 2009 to 
November 2013 lasted 
51 months, only exceed-
ed by the record upward 
phase of 99 months from 
September 1999 to No-
vember 2007 when econ-
omist Thabo Mbeki was 
President. In the apart-
heid era the longest up-
ward phase only lasted  
44 months.

As yet there are few 
other indicators to show 
that March may have 
been the bottom, but 
the recovery in the rand, 
business and consumer 
confidence, as well as 

a jump in bulk exports, 
which require a rise in 
mining production and 
transport to achieve a 
near-record monthly 
tonnage, do seem to cor-
roborate the turn in the  
business cycle.

On a trade-weighted 
basis, the rand bot-
tomed in January 2016 
and has since then ris-
en by 8.5%, indicating 
a recovery in foreign 
investor perceptions 
of South Africa as well 
as an improvement in 
our terms of trade as  
commodity prices rose.

The South African 
Chamber of Commerce 
Business Confidence 
Index (BCI) bottomed 
at a 22-year low in De-
cember 2015 and has 
since risen for four  
consecutive months. 

The most encourag-
ing recent data release 
was that of bulk exports. 
This saw a 46,8% m/m 
jump in April to the 
second highest month-
ly total.  Saldanha, 
which mostly exports 
iron ore, saw a 121% 
m/m surge to 6,5 mil-

lion tons, while Rich-
ards Bay, which mostly 
exports coal, had an 
18,8% m/m increase to  
8,6 million tons.

More corroborating 
data should be released 
shortly as mining pro-
duction would need to 
increase from the 18% 
y/y decline in March 
to provide the coal 
and iron ore shipped 
in April. To get these 
bulk exports out of the 
ground and to the ports 
requires electricity, so 
there would be a rise in 
electricity production 
as well, while transport 
would have benefited 
from the shipment 
to the ports. The in-
crease in these services 
would in turn generate 
income that is spent 
in shops. In that way 
the April data would 
tend to confirm the 
recovery and encour-
age more investment, 
so Cape businesses 
can look forward to a 
brighter future after 
the recent political tur-
moil that constrained  
business optimism. 

THE African Ports 
Evolution West Afri-
can Edition – endorsed 
by Ports Management 
Association of West 
and Central Africa 
(PMAWCA) – will take 
place from 6–7 Septem-
ber 2016. This forum 
is set at a time when 
investments totalling 
US$99,5bn are being 
pumped into West Af-
rica, to accommodate 
the mega vessels. 

Richard Anamoo, 
the Director General, 
of Ghana Ports and 
Harbour Authority’s 
keynote will deliberate 
on the key develop-
ments at West African 
ports and the vision 
for the ports of Tema  
and Takoradi.

In 2012, he was ap-
pointed Director-
General of the Ghana 
Ports and Harbours 
Authority and has since 
advanced the course of 
the entire Authority – 
including the ports of 
Tema and Takoradi and 
the fishing ports.

Currently Tema 
port is undergoing a 
US$1,5bn port expan-
sion project to handle 
three times the cur-
rent traffic, this will in-
crease the capacity of 
the port to 3,5 million 
TEUs. Takoradi Port 
is currently positioning 
itself as an oil and gas 
service hub with this  
ongoing expansion.

Anamoo has also 
embraced IT to stream-
line the port system, 
implementing the 
automation of cargo 
delivery and vessel  
handling processes. 

Anamoo is well 
grounded in his pro-
fessional training with 
a B.Sc [Civil] Eng in 
Structural and Geo-
technical Engineer-
ing from the Univer-
sity of Science and  

Technology, Kumasi, a 
Diploma in Hydraulic 
Engineering from the 
Netherlands, a Certifi-
cate in Project Planning 
and Management, Post-
Graduate Certificate in 
Port Planning and De-
sign from Japan.  

He also has a Post-
graduate Certificate 
in Port Planning, Ur-
ban Site Planning and 
Strategic Information 
Systems from the MIT, 
USA, and a Certifi-
cate in Modernisation 
of Port Facilities and 
Management Systems  
from Japan. 

In 2001, Richard 
commenced studies in 
Law. In 2004, he re-
ceived the LLB from 
the University of Ghana 
and worked as a private 
Technical and Legal 
Consultant for the ports 
of Ghana, Liberia and  
Sierra Leone.

The African Ports 
Evolution – West Afri-
can Edition will bring 
together C-level ex-
ecutives, like Anamoo, 
from across the West 
African port industry 
to facilitate the discus-
sion between the pri-
vate and public sector, 
to find solutions by  
Africans for Africans. 

Ghana Ports and Harbour 
Authority Director General 

to deliver keynote at  
African Ports Evolution

To find out how to participate as a speaker, 
delegate, exhibitor or a association/media 

partner contact Lauren Hansen on  
lauren.hansen@portsevolution.com

South African business cycle indicator  
may signal turning point 

Continued from P2

Richard Anamoo, the Director General, of  
Ghana Ports and Harbour Authority
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HIGHER inflation and 
interest rates are having 
an adverse effect on the 
credit health of South 
Africans, according to 
TransUnion’s Consum-
er Credit Index (CCI.) 
The CCI decreased in 
Q1 2016 to 46,1, down 
six points from 52,1 the  
previous quarter.

The Q1 2016 CCI 
report indicates that 
consumer credit health 
is at its lowest in three 
years. Consumer credit 
behaviour worsened in 
the first quarter, driven 
predominantly by rising 
credit defaults, which 
increased by 1,8% year-
on-year. Distressed 
borrowing indicators 
were more stable than 
default measures, al-
though the underly-
ing data still point to  
financial difficulty.

“Overall, credit be-
haviour has worsened 
although the rate of 
deterioration was not 
particularly alarming,” 
said Geoff Miller, Re-
gional President of 
TransUnion Africa. 
“However, the trend 
does appear to be 
negative as the data  

is illustrating that de-
fault rates are rising. 
How drastic this default 
cycle becomes, depends 
on the how long the 
tough macroeconomic 
conditions persist in  
coming quarters.”

The CCI report is 
comprised of three 
components analysing 
consumer credit behav-
iour (borrowing and 
repayment), house-
hold cash flow condi-
tions and debt servic-
ing costs. The report 
is based on a 100-point 
scale, where 50 is the 
break-even level of 
improvement and de-
terioration of credit 
health. A number less 
than the 50 break-even 
point shows a decline in 
credit health.

 
Household credit 

behaviour
 
The worsening mac-

roeconomic conditions 
in Q1 2016 arguably 
contributed to the gen-
eral poor financial well-
being of consumers. 
Rand weakness and 

Consumer credit health 
deteriorates to lowest 
levels in three years

Continued on P27
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CARGO Carriers, 
transportation, logis-
tics and supply chain 
service provider, has 
responded to the 
South African Gov-
ernment’s Broad-
Based Black Eco-
nomic Empowerment 
(B-BBEE) regulations 
with enthusiasm and 
has a host of initia-
tives in the pipeline. 
Audit and Risk Man-
ager, Diana Paday-
achee shares the com-
pany’s developments 
and goals. 

“B-BBEE regula-
tions actually talk to 
our company’s values, 
so for us at Cargo Car-
riers, the regulations 
align with the Cargo 
Way. We have been 
very busy with proj-
ects and programs to 
improve our scorecard 
and are very proud of 
our recent rating.”

Broad-Based Black 
Economic Empower-
ment (B-BBEE) is 
South African legisla-
tion, which seeks to 
increase the involve-
ment of previously 
disadvantaged indi-
viduals, i.e. people 
of colour (black, in-
dian, and coloured,) 
women of all races, 
and the disabled, in 
mainstream economy. 
Companies are scored 
on a ranking scale of 
1 - 8 and scores are 
based on seven pillars 
linked to the B-BBEE 
Codes of Good Prac-
tice. In the 2016 veri-
fication, Cargo Carri-
ers achieved a Level 3 
B-BBEE rating having 
improved its rating 
from a Level 4. 

There are many at-
tributable factors to 
this; including the Em-
ployment Equity pillar 
which has improved 
by a whopping 17%, 
whilst skills develop-
ment has increased  
by 12%. 

Valuing the impor-
tance of education, 
the company has 
placed a strong focus 
on training of disabled 
learners and diesel 
mechanic apprentices 
at its Cargo Carriers 
Training Academy, 
a MerSETA certi-
fied Training Centre  
in Sasolburg. 

Upskilling employ-
ees is also high on the 
company’s agenda, 
equipping staff to be-
come decision-makers 
and hone their lead-
ership skills. An Ad-
vanced Management 
Program for general 
managers and divi-
sional directors was 
introduced; as well as 
the Management De-
velopment Program 
and Introductory 
Management Devel-
opment Program, fur-
ther gearing decision 
makers and client-
facing managers with 
best-in-class skills. 
Going forward, the 
company will continue 

to boost skills devel-
opment and training 
of their workforce.

Procurement con-
tinues to achieve high 
rankings on the score-
card and has been in-
creased incrementally 
since 2007, whilst the 
company continues to 
assist with develop-
ment of suppliers and 
subsequently contin-

ues to score highly in 
this regard.

Innovation lies at 
the heart of the Cargo 
Carriers Way says the 
company, and as such, 
the logistics provider 
is constantly looking 
for new and better 
ways of doing business 
in order to improve 
performance. More 
effective products, 

processes, services, 
technologies and ideas 
are all methodologies 
the company uses to 
establish newness and 
freshness. ESOP, an 
Employee Share Own-
ership Programme, 
is one such concept 
the company is cur-
rently implementing. 
“Providing shares 
to our employees is 

a way of thanking 
them for their loyal 
and dedicated service 
to our company,”  
says Padayachee. 

“Again, this talks to 
our values of loyalty 
and mutual respect.”

Health and wellness 
of employees is para-
mount to the com-
pany, and programs 
have been in place for 

many years to ensure 
a healthy workforce. 
These programs now 
form a part of the So-
cio-Economic Devel-
opment rating, which 
continuously enjoys 
maximum points on 
the scorecard.

“We are confident 
of excellent future 
rankings on the B-
BBEE scorecard,” 

says Padayachee. “We 
are addressing all sorts 
of innovative ways to 
ensure our key stake-
holders benefit from 
the regulations. Our 
commitment to our 
customers and Gov-
ernment is unwavering 
as we transform our 
business to provide an 
even better service to 
all,” she concluded.

Cargo Carriers moves forward 

http://www.creditguarantee.co.za
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EAST AFRICA’S ONLY ALTERNATIVE BUILDING AND CONSTRUCTION TECHNOLOGIES SHOW!

4 – 5 October 2016, Safari Park Hotel, Nairobi, Kenya
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COMMERCIAL PROPERTY DEVELOPMENT

E A S T  A F R I C A  B R I E F I N G

Limited opportunities remain! Reserve your space today!
         kenneth.masvikeni@hypenica.com         +27 21 700 4300

Book your space today for inside access to East Africa’s cement, 
construction and property boom!

Key event facts 

500+ 
attendees

30+  
media and association partners

35+  
Expert speakers

15+  
Participating countries


40+  
exhibiting companies

WESTERN Cape-
focused property de-
veloper and owner 
Ingenuity – which de-
fied sceptics with an 
inspired makeover of 
the well known “News-
paper House” building 
in St George’s Mall 
– has latched onto 
another iconic Cape  
Town property.

The company re-

cently pushed its to-
tal property valuation 
through the R4,2bn 
mark by acquiring the 
“Great Westerford” 
property on Main 
Road in Rondebosch. 
The property – com-
prising office space 
with a GLA (gross let-
table area) of 30,488m2 
– was best known as 
the head office for life 

assurer Southern Life 
(now part of assurance  
giant Momentum.)

The price tag was a 
princely R650m – mak-
ing it one of the biggest 
deals undertaken by 
Ingenuity. The build-
ing was recently re-
furbished, so it will be 
interesting to see of 
there are any re-devel-
opment plans for the 

longer-term. Although 
Ingenuity is best known 
as a property devel-
oper, the company 
does have a substantial 
portfolio of investment 
properties as well.

It is not giving away 
too much around 
“Great Westerford.” 
But the recently re-
leased financial re-
sults noted that of the 

R128m cash-on-hand 
available at the end 
of February 2016, a 
chunky R100m was ear-
marked to fund a por-
tion of the “Great West-
erford” transaction.

It’s certainly not only 
the “Great Westerford” 
building that will be 
keeping Ingenuity busy 
in the next few years. 
Over the last interim 

period (to end Febru-
ary 2016) the company 
has been rather active 
– taking transfer of a 
handful of new prop-
erties. These included 
“Claremont Central” 
(situated on the corner 
of Vineyard and Main 
Roads) for R85m; 
“Toffee Lane” in Clare-
mont for R20m; “State 
House” (situated in 

Rose Street in the Cape 
Town CBD) for R35m 
and the “Ramsay Me-
dia Building” in Pine-
lands for R25,5m.

The big develop-
ment moment in the 
past financial year was 
the completion of “The 
Aurecon West” de-
velopment in Century 
City. The property was 
transferred to Ingenu-
ity’s investment prop-
erty portfolio in March 
with a value of R105m. 
CEO Arnold Maresky 
said the “Aurecon” 
building incurred a to-
tal development cost 
of R98,7m – provid-
ing an initial yield of 
8,4% with a seven-year 
lease escalating at 8%  
per annum.

Overall Ingenuity 
seems to be churning 
encouraging rentals 
with gross revenue in-
creasing 17% mainly 
as a result of rental 
escalations and the 
letting of vacant areas 
as well as new rent-
als earned on recently 
acquired investments 
and finished develop-
ment properties.

Maresky pointed out 
that the ratio of prop-
erty expenses to gross 
contractual revenue 
of 26,9% (down from 
27,5% in the interim 
period in 2015) was due 
to maintenance and 
other expenses being 
well controlled.

Perhaps most heart-
ening for a company 
with a substantial de-
velopment angle, is 
that Maresky reported 
that the ‘core portfo-
lio’ vacancy ratio was a 
mere 2,8% on a portfo-
lio of 174,564m2.

Although this is up 
on the vacancy ratio 
of 1,9% (on a port-
folio of 155,010m2,) 
Maresky pointed out 
that the ratio had in-
creased due to certain 
properties being ear-
marked to be rede-
veloped in the short 
term as well as vacan-
cies not being filled 
and leases not being 
renewed on expiry. 

“Excluding the de-
velopment-related va-
cancies, the operating 
vacancy of 2,3% is con-
sidered to be well be-
low market norms and 
is attributable to proac-
tive management and 
the quality of the core 
investment asset base.”

Maresky added that 
the lease expiry profile 
of the portfolio com-
prised 63% rentals ex-
piring beyond February 
2019 – which represent-
ed 59% of the GLA.

Looking ahead, 
Maresky said signifi-
cant inroads had been 
made with Ingenu-
ity’s development 
pipeline over the last 
12 months. “We are 
confident that we will 
reap the benefits of 
our efforts over the  
next few years.”

Plenty space for Ingenuity
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THE launch of Africa’s 
fastest computer is al-
ready improving South 
Africa’s competitive-
ness in the research and  
development space.

Dr Thomas Auf der 
Heyde, the Deputy 
Director-General for 
Research Development 
and Support at the De-
partment of Science and 
Technology, said this 
when he unveiled Leny-
au (Setswana for ‘chee-
tah’,) which is dubbed 
Africa’s fastest comput-
er, at the CSIR’s Centre 
for High Performance  
Computing.

 Auf der Heyde said 
high performance com-
puting contributes to 
economic growth.

“For our country 
to grow at the re-
quired rate, as set 
out in the National 
Development Plan, it 
needs to change gear 
by building capac-
ity in the production 
and dissemination  
of knowledge. 

“The Centre for 
High Performance 
Computing repre-
sents a deliberate 
move by this coun-
try to invest in mod-
ernising our research  
and development. 

“High performance 
computing and ad-
vanced data technolo-
gies are powerful tools 
in enhancing the com-
petitiveness of regions 
and nations,” he said.

The “super com-

puter” has a process-
ing speed capable of a 
thousand-trillion float-
ing point operations per 
second. Floating point 
operations (or flops) 
are used in computing 
to calculate extremely  
long numbers. 

Dr Happy Sithole, 
the Director of the 
Centre or High Per-
formance Comput-
ing, said by being the 
fastest computer in 
Africa, the Lenyau 
now gives scientists in 
the research, technol-
ogy and innovation 
space an opportunity 
to conduct their re-
search locally with-
out having to travel 
abroad for higher per-
formance computing  
infrastructure.

Sithole said in simple 
terms, the computer, 
built in collaboration 
with Dell South Af-
rica, is approximately 
40,000 times faster 
than the normal Dell 
i3 processor laptop 
that is used by many 
South Africans at home  
and at work.

“When we started 
in 2007, we took in-
spiration from the 
fastest animals in the 
land and named our 
first high performance 
computing system 
IQudu, which boasted 
2,5 teraflops – which is 
2,5 million operations  
per second.

“In 2009, there was 
increased demand 

of computational re-
sources, and a new high 
performance comput-
ing system dubbed the 
Tsessebe was launched.

“It boasted 24,9 
teraflops and became 
number 311 on the 
TOP500 super com-
puters, and ranked 
number one in the  
African continent.

“The system was 
later upgraded to 64.44 
teraflops,” he said. 

The super-fast sys-
tem has already been 
used in several fields 
of research – from cli-
mate modelling by the 
CSIR, bioinformatics 
by the University of 
Cape Town to material 
science by the Univer-
sity of Limpopo and 
astronomy by South 
Africa’s SKA office.

Mary Jane Bopape, 
a researcher at the 
CSIR, said the new 
system has reduced 
research times on cli-
mate modelling that 
used to take them up 
to three hours to just 
under 30 minutes.

“With the new sys-
tem, we have a lot 
more processors than  
we had before.

“With that, we are 
able to make simula-
tions quicker. The 
climate change simu-
lations you make are 
supposed to run over 
a long time,” she said, 
adding that with the 
new system, this was 
no longer the case.

A mixture of Corobrik’s 
facebrick and paver 
range has been used in 
the construction of the 
vibrant Century City 
Square, a R1bn project of 
mixed-use development 
that forms the heart of 
the Bridgeway Precinct  
in Cape Town.

Developed by Rabie 
Property Group, Cen-
tury City Square forms 
the flagship project of 
the larger Century City 
development, which is 
significantly expand-
ing the residential, 
commercial and retail  
sector of the area.

Construction began in 
May 2014, with comple-
tion of the Square set for 
June this year. The area 
will comprise a 1,200-seat 
conference centre as well 
as 12 meeting rooms situ-
ated around a business 
class lounge; a 125-bed-
room hotel; The Annex 
which is 3,500m2 of offic-
es over four floors above 
the conference centre; 
The Matrix, a mixed-use 
building with retail/show-
rooms, three-storeys of 
offices and 51 residential 
apartments covering an-
other three-storeys; The 
Apex which is an eight-
storey building made up 
of 7,900m2 of offices, res-
taurants, bistros and cof-
fee shops as well as a six-
floor structured parking 
building and basement 
parking garage for 1,330  
parking bays.

Paolo Viotti, direc-
tor of VIVID Archi-
tects, explained that the 
Century City Square 
would bring new energy 
and life to the entire  
Bridgeway precinct.

“This will be the driver 
and informant for the 
broader urban design 
framework which is set 

Africa’s fastest computer launched

Process vessel seminar
Learn about new developments  

in vessel and tank design

Corobrik’s 
facebrick gives 
Century City 

Square a  
modern look

No other course covers as wide a range of vessel design 
and far-reaching scope of design content

WHO SHOULD ATTEND
• Process Engineers • Production Managers • Risk Managers

• Design Engineers • SHEQ Managers  • Chemical Engineers • Leaders

Day 1    Day 2
Design as a two-step process with a full New design directions and vessel innovations
analysis of the total application, followed Latest failure case studies
by the key design aspects.

BOOKINGS:    Raymond Tshotheli          Phone: 011 452 7921            Email: raymond@e4a.co.za
Cost per Person: R7500.00 (incl.VAT)                  SAIChE Members: R6000.00 (incl. VAT)

ECSA CPD Accreditation. Credits: 2 - Reference No.: SAIChE-293

23 - 24 June 2016      08:00 - 16:00
Belmont Square Conference Centre   21 Belmont Road   Rosebank   Cape Town

PROCESS VESSELS SEMINAR

JOHN Broli and Paul 
Whalley of Engineers 
for Africa (E4A) are 
presenting a seminar 
on Process vessels in 
Cape Town on 23 and 
24 June 2016.

It addresses the 
need for a total design 
approach and utmost 
care in vessel design, 
then proceeds to un-
derstand design from 
the standpoint of the 
factors to consider 
and the role they play 
at each stage of the 
design process. 

This approach em-
phasises the main ana-
lytical methods that 
provide critical con-
siderations for design. 
These analyses in-
clude systems, scope, 
information and risk 
based on sound pro-
fessional engineering 

methodology.
No other course 

covers as wide range 
of vessel design and 
far-reaching scope of 
design content, thus 
offering a sound in-
troduction to design  
and materials.

John Broli is an 
ECSA registered Pro-
fessional Chemical 
Engineer with n MBL. 
He founded Engineers 
for Africa and has ex-
tensive knowledge 
and experience in the 
design of pressure ves-
sels, process vessels 
and reactors. 

Paul Whalley is an 
aeronautical engineer 
with an MBA. He 
has more than twenty 
years of corporate 
global leadership ex-
perience and is MD of 
Engineers for Africa. 

Continued on P18

www.falsebaycollege.co.za
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IN the first quarter of 
2016 there has been 
a significant increase 
in South African busi-
nesses looking to ex-
pand into the UK and 
Europe. Scott Brown, 
MD of Sable Account-
ing believes that this 
spike in applications is 
due to the access to Eu-
rope from the UK and 
the political situation  
in the country. 

“The world is a 
global village and 
many entrepreneurs 
are becoming global 
citizens, international-
ising their businesses, 
their money and their 
lives,” he adds.

According to Ash-
ley Deakin, COO of 
Sable International, 
many successful South 
African entrepreneurs 
are currently consider-
ing opening branches, 
subsidiaries or fran-
chises of their busi-
nesses in the UK, “It’s 
a good place to do busi-
ness. There is a stable 
economy, the country 
is well-legislated, and 
there is no corruption,”  
says Deakin.

The backbone of the 
UK is based on small 
to medium enterprises 
(SME’s) and Britain 
is sweetening the deal 
for business owners 
from South Africa to 
open businesses within 
their borders by offer-
ing government grants. 
The UK Trade and 
Industry offers free 
advice and is an excel-
lent source of informa-
tion and should be the 
first point of contact 
for anyone wishing to 
expand their business 
to the UK. Britain of-
fers the best corpo-
rate tax rate currently 
at 20% but by 2020, 
it will be 17% and the  
lowest in Europe.

“Our experience is 
that the trend in busi-
nesses expanding to the 
UK are IT software de-
velopment companies  
and digital media.” 

Despite these posi-
tive factors, Britain is 
a complicated place to 
do business and with 
stringent international 
money laundering leg-
islation and control, 
South African busi-
nesses wishing to ex-
tend globally have red 
tape and political ob-
stacles to overcome. 

“At the moment Brit-
ish and European busi-
nesses want to engage 
with what they know 
– companies that con-
form to the UK’s strict 
tax legislation; the rig-
orous administration 
required by the UK 
gives peace of mind,” 
said Brown. 

“If you’re based in 
the UK, Europe is 
open to you, but in 
my experience, a non-
British citizen cannot 
even open a bank ac-
count without a tre-
mendous struggle. It’s 

essential to work with 
a company or agency 
that understands the 
complex British tax 
laws, is a partner to 
negotiate the intricate 
banking system and 
is able to offer a high 
street address - Brit-
ish red tape is oner-
ous to say the least,”  
adds Deakin.

“Once we have as-
sisted in the initial set 
up, which can take up 
to six months, we offer 
the standard business 
services to a new busi-
ness, such as account-
ing, book keeping, pay 
roll management, and 
taxes – It really helps 
a foreign newcomer 
into the UK market 

to have a one-stop 
shop for all their ad-
ministrative needs,”  
says Deakin.

Deakin gives sound 
advice for entrepre-
neurs and business 
owners who want to ex-
pand into the UK and  
European markets:

•	 Have realistic ex-

pectations – it takes 
longer than ex-
pected just to open 
a bank account,  
possibly six months

•	 Form a UK lim-
ited company. The 
banks prefer to deal 
with local entities, 
and UK contractual 
law binds clients 
and suppliers.

•	 The UK processes 
work – they are 
efficient, but you 
have to understand 
and follow proce-
dures to the letter. 
Seek assistance 
from a credible 
agent to assist you 
with setting up a 
business  
in the UK.

Our clients are 
global citizens, those 
people with businesses, 
properties and invest-
ments held in a number 
of locations around the 
world. 

“We’ve opened our 
own offices in Lon-
don, so understand 
the complex systems  
and requirements.”

SA businesses expanding offshore to UK

Hong Kong

Level 1102, The Lee Gardens

33 Hysan Avenue 

Causeway Bay, Hong Kong

t: +852 3959 8681

South Africa

Ground Floor, Block B1,  

Regent Square, Doncaster Road

Kenilworth, 7708, Cape Town

t: +27 (0) 21 657 2120

Australia

Suite 8.06, 9 Yarra Street

South Yarra  

Melbourne VIC 3141

t: +613 (0) 86 514 500

United Kingdom

Castlewood House, 

77/91 New Oxford Street

London, WC1A 1DG

t: +44 (0) 20 7759 7514

FOREIGN EXCHANGE SERVICES
OFFSHORE WEALTH MANAGEMENT 

IMMIGRATION & NATIONALITY SOLUTIONS
UK BUSINESS MIGRATION & ACCOUNTING

INTERNATIONALISE 
YOURSELF, YOUR WEALTH OR YOUR BUSINESS

For over 20 years we have helped South Africans obtain secondary 
nationality or residency, use their foreign exchange allowances,  

invest offshore and expand their businesses into the UK.

SG_Business News print ad_2016_06.indd   1 6/6/2016   5:11:42 PM
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www.wacoelec.co.za

Contact us today for our preferred distribution partners, available countrywide.

Find the best heater to keep you warm this winter.

WINTER WARMER 
    PROMOTION

SOUTH Africa is cur-
rently one of the most 
attractive destinations 
for power project de-
velopers, sponsors and 
energy players seeking 
investment opportu-
nities to support and 
grow power projects. 
One of the key driv-
ers for any power sec-
tor player remains an 
enabling environment 
with long-term sustain-
ability and commit-
ment to enhance and 
support growth. 

The country success-
fully implemented the 
Renewable Energy In-
dependent Power Pro-
curement Programme 
(REIPPP,) which is cur-
rently being expanded 
through a further min-
isterial determination 
of 6,300MWs, followed 
by a baseload coal pro-
gramme, a small IPP 
programme, co-gen-
eration and the much 
anticipated gas to pow-
er programme (still  
to be launched.)

However, the de-
velopment of captive 
power or off-grid re-
newable solutions re-
mains an important 
consideration towards 
sustainable power 
and industrial growth. 
South Africa recorded 
limited investment in 
imbedded power to 
date, however, more 
recently, industrial 
players have started to 
investigate and evalu-
ate opportunities to-
wards self-sustainable 
power solutions on 
the back of increased 
electricity tariffs. The 
National Energy Regu-
lator of South Africa 
(Nersa) is currently 
reviewing legislation 
to enhance the de-
velopment of captive 
power solutions which 
should support and 
fast track investment. 
In many power sector 
discussions, embed-
ded generation options 
are often referred to 
as “disruptive tech-
nologies” that could 
change the electricity 
landscape of a country 
through a decentral-
ised diversified model.

With power short-
ages hampering eco-
nomic and social 
development across 
much of sub-Saharan 
Africa, new and ex-
isting technologies 
are coming together 
to allow alternative  
off-grid solutions to 
complement the con-
ventional grid system 
in getting power to 
the largest number of  
people quickly.

So much of Africa 
is remote and rural, 

the wait for power 
from the grid can still 
be decades away. But 
the same is not true of 
mobile phone cover-
age. Most Africans live 
within the coverage of 
a mobile phone mast, 
and with it comes the 
ability to communicate 
and to use ‘airtime’ as 
an alternative means 
of payment for a num-
ber of things, including 
access to power at the 
household level. Com-
bining solar power 
solutions with existing 
telecommunications 
infrastructure and 
technology, linked to 
the banking system, 
allows “local” solu-
tions to be one of the 
quickest and perhaps 
more affordable in en-
abling the pay as you 
go concept for off-grid  
electricity to the home.

Business models for 
at home off grid supply 
have been in existence 
for some time, particu-
larly in the USA, but 
this has developed into 
a complex hybrid solu-
tion in the sense that 
access to the grid is 
always there, and abil-
ity to take or supply 
into the grid (and pay 
or get paid for the en-
ergy consumed or sup-
plied), in combination 
with favourable tax 
treatment has created a 
complex and competi-
tive market for off-grid  
power solutions.

Africa differs funda-
mentally from the USA 
in the sense that off-
grid in its truest sense 
needs to be just that 
and affordable down 
to very low disposable 

income households. So 
the cost of the technol-
ogy at its most basic (a 
few solar panels, a few 
light bulbs, a battery 
and phone charger) 
has to be reasonable, 
and be part of the over-
all budget a customer 
can afford, and if com-
bined with the cost of 
a pay as you go or con-
tract mobile phone, is 
something that should 
be capable of financing 
by commercial banks. 
Once payment histo-
ries are known, and 
hence default rates, 
banks should be able 
to lend on a portfolio 
basis to solar off-grid 
equipment suppli-
ers, and allow lever-
age and hence signifi-
cant growth into the 
 off-grid industry.

At Standard Bank 
we continue to see 
potential in develop-
ing the continent and 
facilitating economic 
growth and we believe 
off-grid solutions can 
be bankable if the right 
partners are found. As 
these developments 
help businesses and 
economies to grow, 
they also indirectly 
support regional devel-
opment. Off-grid can 
be also be expanded 
into the retail market, 
where modular rooftop 
solar solutions can be 
rolled out to commer-
cial neighbourhoods, 
either individually or 
as collectives.

The benefit of hav-
ing a presence in 20 
countries in Africa is 
that we are well po-
sitioned to use our 
network to facilitate 

a number of off-grid 
solutions and have the 
experience to create 
the optimal funding 
structures that work 
on the ground. Our ex-
tensive branch network 
could also be used to 
help drive moves to 
a mobile phone driv-
en power solution,  
for example. 

These solutions can 
be used to target Afri-
can countries with lim-
ited power rollout. We 
just need to get more 
creative with how we 
fund these opportuni-
ties as the bottom line 
is: Africa needs power.

Certainly the suc-
cesses achieved in 
South Africa’s renew-
able programme can 
be replicated across 
Africa, where oppor-
tunities abound for 
solar, wind, hydro and 
gas projects, but where 
only 20% of people 
are connected to  
power grids. 

There is little doubt 
off-grid solutions and 
renewables are set to 
become a much bigger 
source of supply in the 
future, and while off-
grid was not a solution 
three years ago, it is fair 
to say it is inevitable 
now as technology and 
funding mechanisms 
become more accessible 
and applicable. Short-
term challenges aside, 
Africa needs to focus 
on generating power 
solutions that will be 
sustainable well into 
the future. A better mix 
of power, which will in-
clude a raft of off-grid 
solutions, is the best  
possible outcome.

Off-grid solutions becoming an important 
consideration in the power sector

By Rentia van Tonder, 
Head of Power at 
Standard Bank

COMTEST Solutions, 
leading local distribu-
tor of test and measure-
ment instrumentation 
to industry, is pleased 
to announce the launch 
of the new PicoScope 
2000 models from 
Pico Technology, UK-
based  design, develop-
ment and manufactur-
er of PC  Oscilloscopes  
and data loggers.  

These additions  fur-
ther expand the ap-
plications and debug 
capabilities of Pico’s 
powerful yet highly 
portable oscilloscopes.

PicoScope two-chan-
nel, four-channel and 
mixed-signal models 
have the functionality 
of an oscilloscope plus 
a logic analyser (on 
mixed-signal oscillo-
scopes ((MSO)) mod-
els), spectrum analyser, 
function generator, ar-
bitrary waveform gen-
erator, and serial bus 
analyser with support 
for 15 protocols includ-
ed as standard. 

They are USB-pow-
ered and come in an 
ultra-portable package 
that can be easily trans-
ported in a laptop bag.

PicoScope 2000A 
2- and 4-channel 

models are ideal for 
technicians, trainers, 
students, and hobby-
ists doing fault-find-
ing on signals up to 
25 MHz. The 2205A 
MSO has two analog 
plus 16 digital chan-
nels for viewing and 
making measurements 
on digital or mixed  
technology designs.

PicoScope 2000B 
Series models are 
equipped with deep 
buffer memory from 32 
to 128 M samples, and 
bandwidths of 50, 70 
or 100 MHz supported 
with sampling speeds to 
1 GS/s, and hardware 
acceleration to deliver 
over 80,000 waveforms 
per second update 
rates. Like the “A” 
models they are avail-
able in 2- and 4-chan-
nel models, plus 2+16 
channel MSO versions. 

The “B” series mod-
els are packaged in 
the same size ultra-
portable enclosure as 
the “A” Series, making 
them ideal for use in 
the lab or on the move, 
or for fast low-cost 
shipment to wherever  
they are needed.

The 2000 Series 
models connect to a 
host PC or tablet, and 
are powered via the 
USB interface. 

They are controlled 
and operated with Pi-
coScope 6 software 
that takes advantage 
of available PC pro-
cessing power, display, 
touchscreen and tra-
ditional control ca-
pabilities. Advanced 
features such as seg-
mented memory, mask 
limit testing, advanced 
waveform math and de-
coders for popular se-
rial buses are included  
as standard.

The 2000A and 
B Series deliver an 
all-inclusive instru-
ment with capabili-
ties normally found 
in high-end benchtop 
instruments, yet they 
are hand-sized.    En-
gineers and consul-
tants can have a 2000 
Series PicoScope as 
their personal portable  
waveform laboratory.
PicoScope 6 software, 
included with the 2000 
Series scopes, has been 
updated with sup-
port for touchscreen 
PCs and tablets, and 

New PicoScope 2000 
Series oscilloscopes 
deliver functionality 
of six instruments

Continued on P15

https://www.picotech.com/products/oscilloscope
https://www.picotech.com/products/data-logger


CBN June 2016   15 
POWER INDUSTRY

  WE HIRE
 AIR & POWER.

OUR PASSION
EXCEEDING CUSTOMER EXPECTATION IS

www.randair.co.za

Call us for your compressor &
generator requirements

011 345-0700

www.ExSolar.com          energy@exsolar.co.za           021 851 1700 

ExSolar’s	
  engineering	
  team	
  has	
  years	
  of	
  experience	
  and	
  are	
  qualified	
  to	
  do	
  your	
  home	
  or	
  business	
  installa;on	
  to	
  the	
  highest	
  standards	
  

•  PV	
  Modules	
  	
  
•  Inverters	
  (stand	
  alone	
  

or	
  grid	
  ;ed)	
  
•  Solar	
  Regulators	
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FRANCE remains con-
fident the South Afri-
can government will go 
ahead with its project to 
build 9,600MW of extra 
nuclear power genera-
tion – despite the huge 
political controversy sur-
rounding the plans.

Dr. Pascal Colombani, 
Special Envoy of French 
President Francois Hol-
lande for the nuclear 
partnership with South 
Africa, expects the long-
awaited invitation from 
Pretoria to nuclear coun-
tries to submit their bids, 
to come anytime be-
tween now and Spring. 
He said France had ex-
pected this “Request for 
Proposals” (RFPs) to be 
issued to France and the 
other bidding countries 
by the end of March or  
beginning of April.

The South African nu-
clear proposal, which en-
visages up to 9,600MW 
of extra electricity being 
generated by between 
six and eight new reac-
tors, has reportedly been 
caught up in the politi-
cal feud between Presi-
dent Jacob Zuma and 
Finance Minister Pravin 
Gordhan who reputedly 

believes the country can-
not afford it.

Colombani would not 
comment on this except 
to say he believed Pre-
toria remained commit-
ted to the project, judg-
ing by Zuma’s remarks 
in February and Energy 
Minister Tina Joemat-
Petersson’s remarks two 
weeks ago.

Zuma said in his State 
of the Nation speech, 
“We will procure nucle-
ar energy on a scale at 
a pace that the country 
can afford.”

In her budget speech, 
Joemat-Petersson last 
month that the Cabinet 
had decided to allow 
her department to issue 
the RFP.

Colombani and Olivier 
Bard, the South Afri-
can project director in 
France’s Eskom-equiva-
lent, electricity parastatal 
EDF, both said they be-
lieved France should be 
the sole winner of the bid 
based on the superiority 
of its bid, technologically 
and economically.

They stressed the im-
portance of building on 
the long nuclear rela-
tionship France already 

had with South Africa, 
having built the country’s 
only nuclear power plant 
Koeberg, north of Cape 
Town, in the late 1970s.

They dismissed recent 
suggestions from Rus-
sian nuclear expert An-
ton Khlopkov, director of 
Moscow’s Centre for En-
ergy and Security Stud-
ies, that South Africa 
should split the contract 
between more than one 
bidding country. Khlo-
pkov said that China and 
other countries had suc-
cessfully done that.

Bard, who also headed 
the French programme 
to build two nuclear 
power plants in China, 
said China and India 
could afford to try dif-
ferent nuclear technolo-
gies. But neither France 
nor South Africa could, 
as this would add enor-
mous costs to the pro-
gramme.

Colombani suggested 
that China had bor-
rowed from the various 
different technologies 
it had tried, to develop 
its own nuclear power 
generator, but that it 
was largely based on the 
French model.

Colombani was asked 
about suggestions in the 
South African media 
that South Africa had 
already chosen Russia’s 
atomic parastatal Ro-
satom to build its nuclear 
fleet, because of Zuma’s 
good relations with Rus-
sian President Vladimir 
Putin.

“I hope the decision 
will not be made on 
political grounds,” he 
said, insisting that if it 
were made on technical 
and economic grounds 
alone, France would win 
“because our offer will 
be the best.”

Apart from its technol-
ogy, France would pro-
vide training for about 
four or five thousand 
people a year for many 
years, since the lifespan 
of a nuclear plant was 
about 60 years.

This proposal had 
elicited an “interested 
response” from the 
South Africans.

France’s offer would 
also include a target 
of localising about 40 
to 50% of the nucle-
ar work. Colombani 
said he and Bard had 
this week meet Small  

Business Development 
Minister Lindiwe Zulu 
to discuss how to in-
volve local small and 
medium-size business-
es in the nuclear power 
project. French officials 
said there were about 
200 firms which could 
potentially benefit.

Colombani said 
South Africa’s RFP 
would also include a 
proposed nuclear re-
search reactor and so 
France was developing 
the nuclear research 
cooperation which 
was already underway 
between major South 
African and French  
research institutions.

Like all the other ex-
pected national bids, 
France’s proposal for 
financing the building 
of the nuclear power 
plant was based on a 
mixture of debt and eq-
uity, he said.

France was already 
exploring possible eq-
uity partners, both in 
the private and public 
sectors, in South Africa 
and in France.

(Article by African 
News Agency)

France confident SA nuke power 
build will push ahead

colour-keyed serial 
bus decoding that 
highlights individual 
field types in a mes-
sage frame with dif-
ferent colours for  
easy interpretation. 

New releases of the 
software, that further 
enhance performance 
and functionality of 
PicoScope products, 
are posted regularly 
on  picotech.com  and 
are available to down-
load free of charge 
for the lifetime of 
the product. In ad-
dition to Windows, 
there are Linux and 
Mac OS X versions of  
the software.

The PicoScope Soft-
ware Development Kit 
(SDK) enables engi-
neers to write custom 
applications for the 
2000 Series, making 
them ideal for a wide 
range of OEM appli-
cations such as power 
system and machine 
health monitoring, 
high-energy physics, 
and medical electronics 
applications.

The launch of the new 
2000 A&B Series prod-
ucts renders the 2205 
MSO,  2206A, 2207A 
and the  2208A  prod-
ucts obsolete and these 
will be discontinued as 
of 25 April 2016.

New PicoScope 2000 
Series

Continued from P14

IN what the company 
refers to as a world 
first, power and au-
tomation technology 
group ABB is making it 
possible for microgrids 
to be protected, con-
trolled and managed 
using smart circuit 
breakers. A software-
based innovation for 
the company’s Emax 2 
smart circuit breaker 
makes microgrid ar-
chitectures simpler 
and more cost-effective 
than ever before.

Microgrids coordi-
nate distributed energy 
resources, integrat-
ing renewables with 
conventional power 
sources, networking 
with the grid or oper-
ating self-sufficiently. 
Low-voltage mi-
crogrids are helping 
accelerate the roll out 
of renewable energy 
by integrating small 
scale wind or solar en-
ergy production of up 

to 4MW with battery  
energy storage systems. 

Giampiero Frisio, 
Managing Director of 
ABB’s Protection and 
Connection business 
says, “This is another 
technological first for 
ABB, building on the 
first ever combined cir-
cuit breaker and power 
manager Emax 2. In-
novation is needed to 
make microgrid instal-
lations simpler and 
more cost-effective, 
and to help end-users 
get more value from 
their investment. By 
embedding all the intel-
ligence needed to man-
age a small microgrid 
safely and productively, 
Emax 2 delivers a game-
changing solution.”

With the addition of 
embedded functions 
such as an automatic 
transfer switch, Emax 
2 is now equipped to 

Innovation makes 
microgrid 

control smarter

Continued on P17

http://picotech.com/
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AFRIMAT, a lead-
ing open pit mining 
company providing in-
dustrial minerals and 
construction materials, 
today released full year 
results for the year end-
ed 29 February 2016. 

Andries van 
Heerden, CEO of Af-
rimat, attributed the 
solid performance to 
the company’s diversi-
fication strategy and its 
cost reduction and ef-
ficiency improvement 
initiatives.

Financial results

“We are extremely 
pleased with the open-
ing up of margins, de-
spite the relatively flat 
market which resulted 
in revenue of R1.9bn,” 
van Heerden said. 
Contribution from 
operations increased 
by 17,5% to R321,7m 
(2015: R273,7m) with 
the contribution from 
operations margin set-
tling at 16,3% com-
pared to 13,7% in 2015. 
Headline earnings 
increased by 15,2%, 
translating into head-
line earnings per share 
of 156.6 cents per share 
(2015: 135,6 cents per 
share.)

“We are very pleased 
with this solid improve-
ment which is due to 
a strong performance 
from the mineral-
producing operations 
across all regions of the 
country,” van Heerden 
added. 

Cash generated 
from operations im-
proved from R261,6m 
to R320,3m due to the 
adoption of an efficien-
cy improvement drive. 
Overall cash and cash 
equivalents at the end 
of the year increased by 
206% to R77,4m (2015: 
R25,2m.) 

Known as a reliable 
dividend paying com-
pany, Afrimat has stuck 
to the dividend cover of 
2,75x and has declared 
a final dividend of 41 

cents per share, taking 
the total dividend for 
2016 to 57 cents per 
share, up 14% from  
last year. 

Van Heerden attri-
butes Afrimat’s success 
to improved efficien-
cies, cost reduction, 
and the disposal of 
marginal businesses 
in the prior year. “We 
have, through our man-
tra “Growth through 
Diversification,” con-
tinued to successfully 
focus on our more 
valuable product lines 
which has resulted in 
higher earnings. This 
is certainly coming 
through and ensuring 
that we are able to de-
liver strong results,” 
said van Heerden. 

Operational review

Afrimat operates 
across two main seg-
ments, namely Min-
ing and Aggregates 
and Concrete Based 
Products. The seg-
ments contributed 87% 
and 13% respectively 
to overall results of  
the company.

The Mining and 
Aggregates segment 
benefitted due to sub-
stantial improvements 
within the traditional 
aggregates business. 
In line with Afrimat’s 
diversification strategy, 
new greenfield projects 
were initiated in the 
Northern Cape, which 
is the hub of renewable 
energy infrastructure, 
Mpumalanga and Mo-
zambique, close to in-
frastructure construc-
tion around the new 
gas terminals. 

The Concrete Based 
Products segment was 
marginally impacted by 
the flat market result-
ing in focused initia-
tives by management 
to reduce costs and 
increase market share. 
These initiatives re-
sulted in more positive 
results for the second 
half of the year.

Cape Lime acquisition

Post the year-end, 
Afrimat received regu-
latory approval for the 
Cape Lime acquisi-
tion for which it paid 
R276m. The acquisi-
tion is effective 31 
March 2016 and will 
compliment and boost 
Afrimat’s drive in the 
industrials sector. To 
date, this is the largest 
and most exciting ac-
quisition Afrimat has 
undertaken. “In our 
opinion this asset offers 
Afrimat a unique prod-
uct offering, opening 
up additional markets 
in water purification, 
soil treatment, effluent 
treatment including the 
traditional building and 
construction sector,” 
explained van Heerden. 

Prospects

In the market place, 
it is well known that Af-
rimat has a successful 
diversification strategy 
and van Heerden is con-
fident that the company 
remains well positioned 
to continue to capital-
ise on it’s positioning 
through the array of 
diversified products and 
services it supplies.

“We will not lose 
sight of our focus on 
operational efficiency 
initiatives aimed at ex-
panding margins, re-
ducing costs and devel-
oping the required skill 
levels of all employees,” 
said van Heerden. 

Van Heerden em-
phasised and conclud-
ed by saying, “Afrimat’s 
growth is attributed to 
strategic diversifica-
tion and our ability to 
successfully execute 
on the strategy. This 
drive within the busi-
ness will continue and 
when coupled with ac-
quisitions, a superior 
product offering and 
strategic location, we 
are confident that we 
will be able to counter 
economic pressure.”

Afrimat declares another 
fine set of results

Cold Mix alters SA’s construction industry

A range of products built on the foundation of quality and durability

Investing in 
diversifi ed growth

Aggregates

Industrial Minerals

Contracting International

Concrete Products

Readymix

Afrimat Limited is a leading black empowered open pit mining company providing 
an integrated product offering ranging from aggregates, industrial minerals, concrete 
products (bricks, blocks and pavers) to readymix concrete.

Afrimat has established a strong foothold in contracting services comprising mobile 
crushing, screening, dril l ing and blasting. 

Backed by more than 45 years’ experience, Afrimat listed on the JSE Limited in 2006. 
As part of its continued diversifi cation strategy, the group is expanding its footprint 
into Africa.

The group’s capabilities enable Afrimat to service projects of any scale from major 
infrastructure and construction projects for state-owned enterprises and parastatals 
through to small private sector contracts. 

Tel +27 21 917 8840  Fax +27 21 914 1174  info@afrimat.co.za www.afrimat.co.za

®

NATIONAL Cold As-
phalt’s expertise is being 
put to good use by help-
ing to maintain and build 
better quality roads. Its 
labour intensive road 
construction activities 
empower previously 
disadvantaged and im-
poverished communi-
ties, while the use of its 
absorptive technolo-
gies and methodologies 
ensure sustainable job 
creation and upskilling 
of targeted groups like 
women, youth and the 
disabled. All of this is 
aligned to the strategic 
objectives of national, 
provincial and local gov-
ernments’ infrastructure  
delivery programmes.

A key Enterprise 
Development initiative 
currently being under-
taken by National Cold 
Asphalt, part of National 
Asphalt, a division of 
Raumix Materials, in-
volves developing small 
and medium sized pro-
ducers of cold-mix as-
phalt in peri urban and 
outlying or rural areas in 
South Africa. This local 
manufacturing B-BBEE 
development model, 
spearheaded by Strategic 
Business Development 

Consultant, Pascal Gar-
rioch, is directly aligned 
with the newly amend-
ed B-BBEE Codes of  
Good Practice.

Garrioch says that 
National Asphalt is also 
working closely with 
various government 
funding agencies to help 
small companies ac-
cess grants and finance 
to establish these local  
manufacturing plants. 

Shane Mullins, Na-
tional Cold Asphalt’s 
operations manager, dis-
closes that the company 
has already established a 
four to six ton pilot batch-
ing plant in Pretoria, 
Gauteng, where small, 
medium and micro en-
terprises (SMMEs) are 
being trained to produce 
cold-mix asphalt. 

“This site is a proto-
type, and the aim of our 
Enterprise Development 
Programme is to eventu-
ally sell and roll out many 
small, cold-mix batching 
plants to qualified and 
trained SMMEs in all 
provinces within South  
Africa and beyond,”  
he says. 

In addition to receiving 
technical training from 
National Cold Asphalt 

in the correct and com-
prehensive operation of 
the plant, the quality of 
cold asphalt materials 
produced by these en-
trepreneurs will be cer-
tified by the company. 
Importantly, they will 
also receive the exclusive 
supply of the company’s 
world class blended bitu-
men additive, the same 
one currently used by 
National Cold Asphalt in 
its own cold-mix asphalt  
production processes.

National Cold Asphalt 
imports its additives 
from a United Kingdom-
based company, Ma-
cismo which has been 
operational for over 
25 years and in over 20 
countries. Commonly 
known as MacFix, this 
additive significantly ex-
tends the life of the cold-
mix asphalt giving the 
locally established manu-
facturing plants a signifi-
cant competitive edge in  
the market.

Mullins says the ad-
ditives used by National 
Cold Asphalt have ex-
tended the shelf life of its 
cold-mix asphalt by up to 
two years in storeroom 
conditions and over 12 
months if stored in bulk. 

Most other cold-mix 
asphalts have a shorter 
life because the volatile 
organic compounds es-
cape when the packaging 
is opened. National Cold 
Asphalt’s winter mix cold 
asphalt ensures that nei-
ther workability nor cur-
ing is compromised in 
the application process 
during the more extreme  
temperature variances.

“LT40 9,5mm con-
tinuous grade warm-mix 
asphalt is the latest “hot 
mix in bag” asphalt ma-
terial developed by us,” 
Mullins says. The asphalt 
is transported in bags to 
site and then reheated 
using the company’s 
mounted mobile oven 
trailer and is suitable for 
a host of hot mix road  
repair applications. 

“For contractors, LT40 
is extremely cost effec-
tive, productive and has 
zero wastage. It is used 
for pothole repairs, mi-
nor patchwork, trench 
reinstatements and edge 
breaks and is now being 
specified as an approved 
and effective alterna-
tive to conventional, 
bulk hot mix asphalt by 
consulting engineers for  
these applications.

National Cold Asphalt 
has also identified more 
opportunities to use its 
reputable brand of cold-
mix asphalt materials to 
grow SMMEs and co-op-
eratives in the South Af-
rican road construction 
and maintenance indus-
try. This is especially on 
the many labour-based 
road construction proj-
ects under the Depart-
ment of Public Works’ 
Expanded Public Works  
Programme banner.

The company’s hand 
operated chip spreader, 
known as Chippy, has 
been acknowledged by 
the Construction Indus-
try Development Board 
as a very effective meth-
od of undertaking single 
and double seals using 

labour-based methods, 
informs Mullins.

National Cold As-
phalt boasts ample ex-
perience in grooming 
and coaching emerg-
ing contractors, and 
this experience will be 
put to very good use 
on all these labour 
intensive road infra-

structure development  
programmes. 

In 2009, National Cold 
Asphalt participated in 
training and supplying 
seven local SMME/co-
operative teams compris-
ing 65 members including 
seven drivers and seven 

National Cold Asphalt cold mix repairs being 
undertaken on the N1 highway.

Continued on P19
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Lema Civils maintains its edge
SOMERSET West-
based Lema Civils 
owes its competitive 
edge to a combination 
of hands-on personal 
service and ownership 
of its own plant, which 
allows it to react quick-
ly and always stay on 
schedule, according to 
the company.

“We’re not trying to 
be a level CE 9 com-
pany,” says Managing 
Director Boris Leder-
er, “and by staying rel-
atively small, we gain 
in agility, but are still 
large enough to tackle 
big contracts.”  

  
14 years in the  

industry

Lema Civils compris-
es a team of 35 perma-
nent staff, with a fleet of 
machines to cover most 
facets of work in the 
civil industry. With over 
14 years in the field, the 
company’s core focus 
has always been civil 
construction, but the 
last five years have seen 
it diversify into building  
and concrete work.

According to the 
MD, “Most of our re-
cent income has been 
generated by supplying 
civil and building ser-
vices, for the construc-

tion of warehouses and 
packsheds, as well as 
CA and RA store com-
plexes. And to keep ev-
erything busy, we also 
do industrial and resi-
dential developments, 
bulk earthworks and 
plant hire.” 

Some of Lema Civils 
more recent projects 
include: a CA Store 
Complex for Ceres 
Koelkamers amounting 
to 15,000m2; a 12,000m2 
Packshed and Cold 
Storage Facility for 
Bella Frutta; a 9,000m2 

Cold Storage Complex  
for ColdHarvest. 

Social conscience 

Lema Civils says it 
believes firmly in giv-
ing back to its staff 
and the communities 

in which it operates. 
Part of company policy 
includes the implemen-
tation of a training re-
gime, which effectively 
uplifts staff and their 
communities. The 
company partners with 
SEESA in achieving 
this goal. 

Contributions are 
also made to various 
social responsibility 
causes, in which train-
ing and financial as-
sistance are provided 
to previously disadvan-
taged individuals and 
local community proj-
ects. 

The Peninsula 
School Feeding Asso-
ciation and the Oaks 
Preparatory School and 
College Educational 
Trust are examples of  
these initiatives.

Vision

Lema Civils prides 
itself in delivering suc-
cessful projects on time, 
within budget, and to 
the highest standard 
of quality.  Site man-
agement teams are 
invariably dynamic, 
skilled and highly ex-
perienced in all facets 
of civil engineering  
construction. 

MD Boris Lederer, 
comments on the com-
pany’s vision, “At Lema, 
we constantly strive to 
improve our perfor-
mance in all the civil and 
building industry disci-
plines we’re involved in.  
And our primary goal? 
To deliver on our prom-
ises, and to supply our 
clients with top quality, 
all-round service.”

12,000m2 packshed and cold storage facility for Bella Frutta in Ceres.

Innovation makes  
microgrid 

control smarter
Continued from P15

manage the different 
power sources that 
make up a typical mi-
crogrid. The new up-
grades to ABB’s Emax 
2 circuit breaker will 
enable it to combine 
advanced protection, 
programmable logic, 
full connectivity, easy 
integration and com-
prehensive microgrid 
energy management in 
a single device. ABB 
is working with equip-
ment suppliers and con-
sultants ahead of the 
technology’s roll-out in 
the second half of 2016. 

This all-in-one solu-
tion integrates both 
standard and advanced 
microgrid functional-
ities to meet a broad 
range of on- and off-
grid requirements, 
improving quality  
and saving costs. 

A complete series 
of protections ensure 
a single unit can cov-
er all loads and gen-
erators, with adaptive 
protections that rec-
ognize network chang-

es and automatically 
set new thresholds to 
guarantee coordina-
tion in all conditions. 
Software embedded in 
the Emax 2 also opti-
mizes the microgrid 
where locally generat-
ed power, energy stor-
age, loads and utility 
power work together. 
ABB algorithms mea-
sure and evaluate 
energy consumption, 
enabling constant 
power loads or peak 
power reductions, de-
pending on the user’s  
requirements. 

Frisio added; “Emax 
2 will make manag-
ing power consump-
tion and renewable 
energy sources simpler 
and more effective. 
It will also help end-
users to take maxi-
mum advantage of the 
opportunities that  
renewables present.”  

With over 25 years of 
experience and more 
than 30 executed mi-
crogrid projects glob-
ally, ABB provides 

products and solu-
tions across power 
generation, including 
renewables, automa-
tion, grid stabilisation, 
energy storage, power 
protection and intel-
ligent control technol-
ogy as well as consult-
ing services to enable  
microgrids globally.

Internet of things, 
services and people

ABB has been ad-
vancing technologies 
for the ‘Internet of 
Things, Services and 
People’ for more than 
a decade via its control 
systems, communica-
tion solutions, sensors 
and software. Its tech-
nologies allow industry, 
utility and infrastruc-
ture customers to make 
more intelligent use of 
data to optimize their 
operations, increase 
productivity and flex-
ibility. The product 
featured in this release 
extends the offering of 
ABB in this field.

■ Civil construction
■ Bulk services

■ Residential & industrial developments
■ Driveways and parking areas

■ Earthworks and dams
■ Plant Hire

■■ Delivery of building sand & stone
■ Construction of Warehouses and Cold Rooms

 24 Prima Drive, Strand, 7140
Tel: 021 855 5134  ■  Fax: 021 855 5389

lemacivils@telkomsa.net  ■  www.lemacivils.co.za 
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A common misconcep-
tion about overhead 
cranes is that double-
girder cranes are more 
durable and of higher 
quality than single-gird-
er cranes. “Both types 
of overhead cranes are, 
however, equally du-
rable and of the same 
high quality,” says Leon 
Strydom, Industrial 
Crane Products Sales 
Manager for Kone-
cranes Southern Africa. 

“On the contrary, 
single-girder cranes 
can actually have plen-
ty of advantages over 
double-girder cranes,”  
he adds.

Benefits of a single-
girder crane

A single-girder crane 
is more compact and 
lighter than a double-
girder crane, which 
makes it a preferred 
choice for facilities 
where headroom and 
floor space is limited. 
Even in situations 
where items have to be 
lifted and moved close 
to the building walls, a 
single-girder crane can 
have a better end ap-
proach to the building, 
allowing the hook to 
move closer to the wall. 
With only one girder, 
minimum deadweight is 

applied to the building 
foundations, allowing 
for more cost-effective 
building designs and 
runway constructions. 
On top of that, less 
steel is required to 
manufacture the girder, 
making it an inexpen-
sive lifting solution for 
various applications  
and industries.

Understand various 
lifting needs

A single-girder crane 
may not, however, be 
the most suitable choice 
in every scenario. If a 
higher lifting capacity, 
height of lift or a ser-
vice platform is needed, 
a double-girder crane 
might be the better 
option. It is always im-
portant to understand 
the requirements of 
the lifting task and the 
environment where it is 
planned that the crane 
will operate, to provide 
the best lifting equip-
ment for the site.

Konecranes CXT Wire 
Rope Hoist Cranes

The Konecranes 
range of CXT wire rope 
hoist cranes is ideal in 
almost any industrial 
setting where a lifting 
capacity of up to 80 tons 

is required. Adaptabil-
ity gives the CXT wire 
rope crane one of its 
greatest strengths –be-
ing available in every 
form from basic stan-
dard to high-tech ad-
vanced lifting.

Single-girder cranes 
are available with low 
headroom trolleys up 
to 12.5 tons or normal 
headroom trolleys up 
to 40 tons, while CXT 
double-girder cranes 
can feature up to an 80 
ton lifting capacity.

Efficiency and intelli-
gence at work

The CXT hoist is 
known for its efficient 
use of space under the 
crane and its excellent 
hook approaches. Be-
cause all the key me-
chanical components 

are designed specifically 
for crane usage, manu-
factured and assembled 
in-house by crane ex-
perts, the CXT is a top 
performer.

Safety is improved 
through high-perfor-
mance brakes, durable 
wire ropes and remote 
operation. The adaptive 
speed range means that 
loads move at an opti-
mal rate, enhancing con-
trol over the load and 
improving productivity, 
yet still saving energy.

In its field, this ro-
bust, all-purpose crane 
is ideal. The CXT is 
an industry leader in 
medium-heavy lifting 
indoor cranes and is a 
firm favorite around the 
world: over 10,000 CXT 
hoists sold every year 
indicates its reliability, 
efficiency and value.

Single or double-girder crane?

CXT double-girder crane, featuring  
lifting capacities up to 80 tons.

Call 071 293 5440 for a free roof and 
gutter survey

www.bossindustrial.co.za

Gutter 
Problems?
Is your warehouse leaking 
causing water damage? We have the solution!
Seamless Industrial Gutter System

No joins - No more leaks - No down time - Cost saving sustainable solutions

Call 071 293 5440
for a free roof

and gutter survey

BOSS
Industrial
Maintenance

PTY LTD

to be implemented by 
the Rabie Group, over 
the next few years as this 
precinct expands com-
mercially,” said Viotti. 
“It is envisioned that this 
will be a mixed-use area 
where there is a sustain-
able blend of commercial 
offices, retail, residen-
tial and hotels that will 
support a 24/7 active,  
vibrant community.”

When planning the 
development, Viotti 
and his team opted for 
the Corobrik’s range 
of timeless facebricks 
and pavers, because of 
their aesthetic qualities, 
as well as the economic 
benefits going forward.

“All the facebricks 
chosen were local, 
Western Cape bricks, 
which suited the look 
and feel we wanted 
to achieve while be-
ing an economically  
viable option.” 

Some 148,000 Cape 
Stormberg Travertine, 
223,500 De Hoop Red 
Smooth and 296,500 
Natural Earth Traver-
tine facebricks were 
used in construc-
tion throughout the  
urban square.

“We wanted to identi-
fy the different buildings 
by the brick colour se-
lection in order to pro-

vide architectural dif-
ferentiation within the 
precinct,” he explained. 
“For example, we used 
the Natural Earth Trav-
ertine facebricks for 
both the conference 
centre and hotel to tie 
them together as one 
façade on the square. 
We then used the De 
Hoop Red Smooth face-
bricks for the Matrix 
mixed-use building to 
give that contemporary, 
industrial, warehouse  
building feel.” 

The Cape Storm-
berg Travertine face-
brick was used as an 
accent facebrick which 
revealed and recessed 
panels, to highlight the 
‘floating’ lighter brick 
facades. For The Apex 
office tower, which was 
always seen as a slick, 
sheer glass façade, 
Viotti and his team 
wanted to offset the sur-
rounding buildings in 
terms of architectural 
design so facebrick was 
selected to achieve this  
contemporary contrast. 

“The architectural 
façade treatment and 
design is one of floating 
planes of facebrick that is 
supported off concealed 
steel angle supports, al-
lowing for the contem-
porary nature of the de-

sign of all the buildings,”  
he explained.

To tie into the façade 
design, 19,500 Natural 
Earth 65mm pavers were 
chosen, while 73mm De 
Hoop pavers were used 
to connect the design 
with the rest of the Cen-
tury City sidewalk speci-
fications. A herringbone 
pattern was used for all 
paving to handle the  
constant movement.

“Facebrick is a mainte-
nance-free façade, which 
reduces costs down the 
line,” said Viotti. “It is 
also a wholly natural ma-
terial which gives an hon-
est, modern design that 
provides interest in terms 
of its texture and modula-
tion. It is a respected and 
understood material in 
the building industry.”

“The facebrick really 
lends itself to that vi-
sion, offering a tactile, 
warm material which 
provides a modern 
backdrop to streets 
and public spaces that 
people want to inhabit. 
The scheme is looking 
to bring facebrick back 
into South African ar-
chitecture in a meaning-
ful way, as a material 
that we understand and 
which also works with 
our local environment, 
budget and skill level.”

Corobrik’s facebrick gives Century City  
Square a modern look

Continued from P12
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ATLAS Copco has 
launched the 8 Series, 
a range of ten new air 
compressors. All mod-
els in the 8 Series range 
fall below the 750kg 
limit and therefore re-
quire no special driving 
license to tow. Reliabil-
ity, efficiency and high-
er utilisation levels, 
coupled with superior 
performance, enable 
the range to offer a 
maximum return on in-
vestment for rental and 
construction partners.

Ideal for use on con-
struction sites and in 
other demanding en-
vironments, the new 
8 Series compressor 
range benefits from 
Atlas Copco’s pioneer-
ing air element design, 
making the compres-
sor up to 150kg lighter 
than comparable mod-
els. During the devel-
opment phase, par-
ticular consideration 
was given to improving 
the compressor’s ef-
ficiency and the lat-
est advances in the 8 
Series mean that fuel 
consumption is signifi-
cantly reduced. The 
new range uses an av-
erage of 12% less fuel 
than comparable prod-
ucts, says the company.

The compressors’ 
compact and light-
weight package mean 
that despite incorporat-
ing a full-size fuel tank, 
aftercooler and gen-

erator, all models fall 
below 750kg. The larg-
est compressor in the 
range can produce 5m3/
min of air and can still 
be towed by a normal 
passenger car. How-
ever, the inclusion of a 
new and updated Hard-
Hat canopy ensures 
the 8 Series models are 
tough enough for the 
harshest conditions.

Incorporating reli-
able Kubota engines, 
the compressors fea-
ture an anti airlock 
system for guaran-
teed starting. Service 
is made simple as all 
parts are easily acces-
sible and the filtration 
uses a simple spin on 
system. Remarkably, 
the 8 Series only re-
quires an hour’s total 
service time over two 
years of operation. 

The 8 Series line-
up initially comprises 
of ten models, rang-
ing from the XAS 38 
Kd, with a free air de-
livery of 2m3/min, to 
the XAS 88 Kd, with 
an air delivery of 5m3/
min. Two models in 
the range come with  
built-in generators.

Ben Van Hove, Vice-
President, Marketing 
at Atlas Copco’s Por-
table Energy division 
says, “The launch of the 
revolutionary 8 Series 
is the result of more 
than ten years of con-
tinuous development. 
Throughout the design 
and engineering pro-
cess, we have focused 
on advances that pro-
vide tangible benefits to 
our customers, without 
compromising a single 
aspect of design or per-
formance. As a result, 
the 8 Series is versatile, 
efficient and a valuable 
ally in maximising up-
time on site.”

The 8 Series range of 
compressors are avail-
able with a buy back 
guarantee from Atlas 
Copco, which ensures 
the compressors’ asset 
value and allows own-
ers to easily calculate 
the capital return. 

Atlas Copco 
launches 

new 8 Series 
compressor 

range

The largest machine in the new 8 Series Compressor 
Range from by Atlas Copco.

Construction Group

www.nmc.co.za

supervisors nominated 
from 29 Wards within the 
Ugu District Municipal-
ity. A local bagging plant 
was also established 
employing another 12  
community members. 

Over 5,250 potholes 
(patches) were repaired 
within three months 
on over 200 munici-
pal roads in the Ugu  
District, KZN. 

The “Ugu” Model 
was developed, cham-
pioned and lobbied in 
Parliament by the then 
Chairperson of the 
Policy Making Com-
mittee for Roads and 
Transport, Madam 
Ruth Bhengu. Under 
S’bu Ndebele what 
became known as the 
National Department 
of Transport’s S’hamba 
Sonke Programme was 
launched in 2011/2012. 

Today this Provincial 
Road Maintenance 
Grant is in excess of 
R10bn per annum cre-
ating thousands of jobs 
amongst numerous 
communities through-
out the provinces.

Garrioch says it will 
be key to integrate these 
locally established B-
BBEE cold-mix asphalt 
manufacturing plants 
into supplying various 
asphalt materials to 
contractors engaged 
within the S’hamba  
Sonke Programme. 

“Besides having ac-
cess to world class as-
phalt materials, local 
production means sig-
nificant cost savings for 
all with respect to sup-
ply of finished materi-
als as well as direct and 
indirect business growth 
for local businesses 

providing products and 
services to the asphalt 
manufacturing and road 
construction service 
delivery in the region,”  
Garrioch says.

Mullins says that the 
company is also assist-
ing an undisclosed mu-
nicipality to produce its 
own cold-mix asphalt to 
National Cold Asphalt’s 
exacting standards. “We 
will provide them with 
the advice they need to 
run an efficient and very 
productive cold-mix as-
phalt production plant. 
The roads authority will 
benefit by being able to 
roll out essential road 
construction projects 
quicker and more cost 
effectively by being able 
to produce its own high 
quality, bulk and bagged 
cold-mix asphalt,”  
says Mullins.

He reports that Na-
tional Cold Asphalt has 
had similar enquiries 
with other municipali-
ties who have expressed 
a keen interest in the 
company’s asphalt 
manufacturing and sus-
tainable job creation  
consultancy services. 

This initiative is be-
ing complemented by 
another one of the com-
pany’s ventures that 
will see National Cold 
Asphalt produce an as-
phalt mix from 100% 
recycled asphalt pave-
ment that it will pro-
duce from milled pave-
ment residues it collects  
from municipalities. 

Mullins says Na-
tional Cold Asphalt has 
been conducting tests 
with 10kg samples of 
the material, and the 
results have been ex-

tremely positive. The 
material will be used 
to rejuvenate stressed 
pavements. It will be 
sprayed onto existing 
road surfaces that are 
starting to show signs of 
distress, increasing their 
flexibility and there-
fore, reducing strip-
ping and cracking of  
brittle pavements.

While the quality of 
cold-mix asphalt mate-
rials produced by the 
company is well known, 
both locally and abroad, 
it is National Cold As-
phalt’s persistent efforts 
in using its high grade 
products to develop 
and empower produc-
tive small businesses 
in the South African 
construction sector 
that will have a visibly 
high impact and leave  
a lasting legacy.

Cold Mix alters SA’s construction industry
Continued from P16

Atlas 
Copco’s 

pioneering 
air element 

design, 
making the 
compressor 
up to 150kg 
lighter than 
comparable 

models. 
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DURING the first 
quarter of 2016, Target 
Rigging transported 12 
oversized tanks mea-
suring 19m long by 
5,3m diameter from 
GVTec in Wellington 
to Lutzville Cape Dia-
mond Vineyards. These 
tanks have a volume 
of 400,000 litres each 
and accordingly, were 
the largest tanks ever 
transported on West-
ern Cape roads for the 
wine industry.

This whole opera-
tion had to be care-
fully managed from 
the specialised extend-
able trailer with steer-
able axles, to the Pro-
vincial Traffic officers 
as well as Eskom and 
Telkom clearances. 
There were two elec-

trical cables which had 
to be switched off and 
numerous Telkom lines 
lifted to ensure passage 
of the loads. 

In addition, Sanral 
as well as the resident 
engineers of the con-
struction sections be-
tween Citrusdal and 
Clanwilliam on the N7 

also had to be consult-
ed to ensure access to 
the road.   

Target Rigging was 
responsible for the 
transportation and in-
stallation while D&H 
Cranes, an associate 
company of Target Rig-
ging, was responsible 
for the cranage.

Wine tanks to Lutzville Cape 
Diamond Vineyards   

Doors and docking solutions 
for production efficiency

Continued on P23

WITH ever increasing 
pressure on manufac-
turing companies to 
become more com-
petitive, any measure 
that contributes to 
this goal is welcome. 
ASSA ABLOY En-
trance Systems is aware 
of this drive for higher 
efficiency and have 

responded by design-
ing doors and docking 
solutions for precise 
operation to satisfy the 
needs of diverse manu-
facturing facilities.
 Maxiflex Door Sys-
tems in South Africa 
offers you these qual-
ity solutions from 
ASSA ABLOY to help 

move your production  
business forward. 

With high volume 
flows of raw materials 
and finished goods, it is 
imperative that nothing 
hinders the stream of 
production. This is why 
the fast and reliable op-
eration of Albany high 
speed doors, the smart 
features of the Craw-
ford docking systems, 
and comprehensive 
service and mainte-
nance are appreciated 
in ensuring a smooth 
flow of goods. 

Your products can 
be easily degraded. 
Breaks in the cold 

http://www.atlascopco.co.za
http://www.sew.co.za
http://www.maxiflex.co.za
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SMC, global pneu-
matics manufacturer, 
recently launched a 
new edition to the SY 
series of Valve Mani-
folds targeted at the 
food and packing mar-
kets. With its diverse 
customer base, SMC 
covers all automation 
industries and provides 
customers in their re-
spective competitive 
markets with the best  
possible solutions. 

According to Ernst 
Smith, Product Man-
ager for SMC South 
Africa, the new IP69K 
manifold is available 
as part of the SY 5000 
range and was origi-
nally developed with 
US food industry cus-
tomers in mind. The 
US had various cus-
tomer requests for such 
a manifold and it was 
developed using local 

market research.
The design means 

that the SY5000 se-
ries now offers a dedi-
cated manifold with an 
IP69K rating. Accord-
ing to Smith, “This is 
yet another leading 
product that SMC has 
produced for the mar-
ket. The focus on qual-
ity and performance of 
this product is second 

to none and once again 
demonstrates that 
SMC’s focus is on cus-
tomer driven product 
development.”

The unit is now suit-
able for wet areas and 
can withstand wash 
down and cleaning. 
Customers have the 
ability to install valves 
outside of a protective 
box and close to the 
actuators for better 
control. The new de-
vice is lightweight and 
comes in a small pack-
age, is corrosion resis-
tant, easy to clean and 
maintain. The mani-
fold is also available 
from two to 16 stations 
with a variety of valve  
styles offered.

The manifold valves 
are available with op-
tions of rubber or metal 
seal valves. Pressures 
from – 1 bar to 7 bar is 

achievable in the rub-
ber seal, with the metal 
seal operating at up to 
10 bar. The compact 
unit also comes with 
an optional power sav-
ing coil which draws as 
little as 0.1 watt.

SMC Pneumatics, 
a company with tradi-
tional values of build-
ing relationships and 

servicing customers, 
prides itself on custom-
er centric design. “This 
is just another exam-
ple,” comments Smith. 
SMC has over 5,000 
sales people world-
wide, which means we 
have ample opportu-
nity to come into con-
tact with customers and 
experience first-hand 

their need for new in-
novation. This means 
we will design what 
the customer needs 
for a specific applica-
tion. This was the case 
in the USA and now 
this innovative unit is 
available to the rest of 
the market as well.”  
he concludes.

The units come fully 

assembled from Japan 
where the complete 
manufacturing cycle 
is managed in-house. 
This gives SMC the 
assurance of quality in 
that they are hands on 
with the product from 
raw material to fin-
ished goods. The unit 
is thoroughly tested 
before it is shipped out.

SMC offers new opportunities to the food and packaging industry

SY 5000 Manifold in 
IP69K

DESPITE major chal-
lenges associated to 
underperforming com-
modity prices and vol-
atile exchange rates, 
SEW-EURODRIVE 
continues to achieve 
measurable success, 
through its ability to 
proactively adjust to 
ongoing shifts and 
changes in the market. 

Although mining and 
mineral processing is in 
a slump, SEW-EURO-
DRIVE MD Raymond 
Obermeyer indicates 
that the company has 
been largely unaffected 
due to the fact that it 
also has an established 
footprint in better per-
forming sectors such 
as logistics, automotive 
and the food and bev-

erage industry. 
“Despite ongoing 

challenges, there is a 
lot of positivity, and 
we have found new av-
enues for growth, not 
only by identifying new 
markets, but also by 
changing our entire ap-
proach with regards to 
our sales strategy. Be-
ing open to change is 
one of the most impor-
tant aspects of business 
success,” he states. 

Obermeyer reveals 
that SEW-EURO-
DRIVE employees are 
encouraged to become 
involved in decision-
making at the company. 
“A hands-on approach 
allows employees to 
use their initiative in 
order to make their job 

and work environment 
more productive. It is 
important for people 
to learn from their mis-
takes, and makes them 
grow on a personal and 
professional level.”

In order to continu-
ally improve on inter-
nal efficiencies, Ober-
meyer points out that 
SEW-EURODRIVE 
sales representatives 
nationwide have given 
presentations to senior 
management on how 
their roles can be im-
proved. “This construc-
tive dialogue enables 
upper management 
and staff to collectively 
identify strengths and 
weaknesses, and de-
velop a relevant plan  
of action.” 

In a cost-conscious 
market, Obermeyer 
stresses the importance 
of providing a full and 

comprehensive service 
offering. “In challeng-
ing economic times, 
customers expect more 

than just delivery of a 
product. We recognise 
this, and work tireless-
ly to ensure that our 
team provides a value-
added service that en-
compasses dedicated 
after-sales and techni-
cal support. This in-
cludes our large stock-
holding, which ensures 
unrivalled availability  
and turnaround.” 

As environmental 
legislation becomes 
increasingly-stringent, 
and industrial opera-
tions become more 
environmentally-con-
scious, there is a dis-
tinct shift in demand 
for more energy-effi-
cient motors. Energy 
ratings for motors in-
clude; IE1 - standard 

efficiency; IE2 - high 
efficiency; and IE3 - 
premium efficiency. 

“Thanks to our in-
ternational skills and 
technological exper-
tise, SEW-EURO-
DRIVE boasts a com-
prehensive range of 
IE3 motors that have 
been well-received 
particularly in indus-
trialised markets. 
The high efficiency 
ensures considerable 
long-term energy sav-
ings, and the local 
market is beginning 
to realise this. Bearing 
this in mind, I antici-
pate IE3 motors will 
be specified as stan-
dard within the next 
three to five years,”  
Obermeyer concludes. 

Innovation at the forefront of the gear and motor industry

MEET THE FAMILY

Our combination of multi-faceted handling equipment means that Linde 
machines are perfectly equipped for big jobs, small jobs and everything 
in between. With our comprehensive logistical know how, Linde has fast 
become the industry symbol for superior quality, seamless functionality 
and innovation. Available to lease, rent or on hire purchase, investing in 
Linde machines ensures the remarkable effi ciency of each member of 
our family. 

For more information on Linde dealerships, products and services 
contact us on  Tel : +27 21 380 4600 or visit www.linde-mh.co.za

Linde Material Handling

Our combination of multi-faceted handling equipment means that Linde 
machines are perfectly equipped for big jobs, small jobs and everything 
in between. With our comprehensive logistical know how, Linde has fast 
become the industry symbol for superior quality, seamless functionality 

http://www.spray.co.za
http://www.spray.com
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WITH food and drink 
technology Africa (fdt) 
just around the corner, 
Pyrotec PackMark is 
gearing up to showcase 
a selection of coding 
and marking machines 
specifically engineered 
for the food and bever-
age industries. 

A biennial trade 
fair being held at Gal-
lagher Convention 
Centre in Johannes-
burg from September 
14 – 15, fdt focuses on 
technologies for safe, 
hygienic and resource-
efficient production 
and packaging of 
foodstuffs, liquid food  
and beverages.

At fdt, visitors to Py-
rotec PackMark’s stand 
will see the new Smart-
Lase CO2 C350 laser 
coder that is fast (more 
than 100,000 products 
coded per hour), in-
novative (up to 99.9% 
availability ratio with 
easy integration), ro-
bust (extended coder 
life time by 30%), and 
customised (an array 
of industry-specific  
models available.)

With its patented 
SmartLase Code Tech-
nology embedded into 
all SmartLase models, 
customers value the 
single and universal 
fonts and algorithms 
capable of scribing im-
peccable lines, curves 
and points faster than 
ever before. Benefits 
include 30% greater 
printing performance 
with output rate in-
creases from 1,200 to 
1,800 bottles/min for 
the beverage industry, 
and character printing 
capacity of one code 
increases from 30 to 
120 characters for im-
proved traceability and 

anti-diversion for the 
food sector.

Also on show, and 
known as the printer 
for the beverage in-
dustry, the 9450 S from 
Markem-Imaje guar-
antees that each prod-
uct leaves the factory 
coded, and that each 
code is correct and 
perfectly legible until it  
is consumed. 

With an IP56 rating 
as standard, the 9450 S 
is designed with no re-
tention zones to meet 
the sector’s demanding 
hygiene standards, and 
withstand high-pres-
sure water cleaning and 
industrial detergents. 

Operating costs of 
the 9450 S printer are 
up to 30% less than 
other competitive mod-
els, and ink consump-
tion has been decreased 
thanks to specific fonts 
and optimised sector-
specific resolutions. 

M a r k e m - I m a j e ’ s 
commitment to deliver 
best in class efficiency 
is evident from its new 
2200 Series – also being 

showcased at fdt – that 
builds on a proven con-
cept of providing reli-
ability, efficiency and 
ease of use. The 2200 
Series takes print and 
apply to the next stage 
of evolution, giving 
customers a wide range 
of interchangeable ap-
plications, optimised 
operational interven-
tion and unparalleled 
application rates. It 
also offers sought-
after eco credentials, 
h i g h - p e r f o r m a n c e 
printing and traceabil-
ity that – among other 
benefits – ensures 
that 100% of cases 
leave the factory with  
readable barcodes.

The Pyrotec Pack-
Mark team will be 
available at fdt to pro-
vide expert technical 
advice about the best 
printing, labelling, cod-
ing and software inte-
gration solutions for 
your business. For live 
demos and industry 
specific advice, don’t 
miss visiting Pyrotec  
at fdt. 

Pyrotec PackMark gears 
up for fdt Africa 2016

The new SmartLase CO2 C350 laser coder is fast, 
innovative, robust, and customised.

360mm

55
5m

m

CODING & LABELLING
INNOVATION

CALL US TO HELP YOU SAVE TIME & COST!

BEYOND EXCELLENCE 

24/7 Helpline: 0800 202 574 

www.packmark.co.za
Cape Town 

021 787 9600
Johannesburg 

011 611 1820

Durban 

031 700 1481

Port Elizabeth 
041 487 0601

SMALL CHARACTER INKJET 9028

save on consumables
• 15% Additive consumption reduction due to  
 newly designed hydraulic system
• Quick drying MEK-free ink & permanent ink

robust &   exible
• Easily stored for weeks & jet stability 
 to start-up will remain perfect 
• Start-ups are simple via the latest 
 generation printhead cleaning system

USB connection
Create or upload your codes here

Ink circuit can be changed in less 
than 6 minutes!

smartest ink circuit

IP55 design
Fully stainless steel design

357mm
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•  Static Racking

• Shelving

• Mezzanine Floors

• Conveyors

• Mobile Racking

• Mobile Archive Shelving

•• Small Parts Storage

• Lockers

SOUTH Africa’s Bid-
vest listed its food 
services business 
as Bid Corporation 
(Bidcorp) on the JSE 
on Monday, with the 
shares opening trade 
at R270 to value the 
company at around 
R90bn (US$5bn.)
Bidcorp, which sup-

plies pubs, restaurants 
and hotels in Europe, 
South America and 
Asia, is the largest 
primary listing on the 
JSE since Vodacom 
in 2009, the stock  
exchange said.

Bidvest, whose busi-
ness also spans phar-
maceuticals, car show-

rooms and shipping, 
announced in February 
it planned to spin off 
and separately list its 
food business, its big-
gest division, in South 
Africa. It had previ-
ously said the business 
should be separated 
because its value was 
not reflected in the 

company’s share price.
Plans to list the food 

business in London 
were abandoned in 
2014 and private eq-
uity buyout bids for 
it were rejected three  
years earlier

The separation will 
position the food busi-
ness for a new phase 

of both internal and 
acquisitive growth, said 
Bidcorp Chief Execu-
tive Bernard Berson 
before he opened trad-
ing in Johannesburg by 
blowing a ceremonial  
kudu horn.

Bidvest shares 
dropped 68% as Bid-
corp started trad-

ing, settling around 
R118,42 by 1213 GMT 
to value what remains 
of Bidvest at around 
R38bn, while Bidcorp 
had risen to R280,84.

The listing splits 
the group into what is 
more or less a South 
African corporation 
in Bidvest and global 

food player in Bidcorp, 
Cratos Capital senior 
trader Ron Klipin  
told Reuters.

“It’s certainly un-
locking some short-
term value for Bid-
vest shareholders,” 
said Avior Capi-
tal Market analyst  
Mark Hodgson.

Bidcorp valued at US$5bn in market debut

SOUTHERN Storage 
Solutions – DEXION, 
has installed numerous 
mobile rack installations 
in conjunction with Bar-
pro Storage, which has 
increased the storage 
capacity of each facil-
ity without the expen-
sive task of increasing 
the room size to cater 
for conventional pallet 
racking or drive in rack-
ing with all the associ-
ated extra refrigeration 

and electrical costs. 
Traditionally pal-

lets of packed fruit are 
stored by securing steel 
corner posts to each 
pallet and then storing 
another level of pallets 
on top. While doubling 
store capacity, this form 
of block storage effec-
tively prevents stock 
rotation, increases stock 
damage and in some 
situations prevents ad-
equate cooling. As fruit 

packaging becomes 
further differentiated, 
accessing stock quickly 
for an order becomes  
practically impossible.

Pallet racking was 
introduced into exist-
ing fruit stores to solve 
these problems. “Drive-
In” racking makes bet-
ter theoretical use of 
the chilled space and 
reduces product dam-
age. However, the ac-
cessibility problem is 

not solved leading to 
“drive-in” lanes being 
only partially utilised 
for immediate access 
to individual product 
lines. The alternative 
is to use fixed selective 
racking, giving immedi-
ate access to every pal-
let, but greatly reducing  
storage capacity
Mobile racking was first 
used in 1997 in a fruit 

Mobile racking in South 
African fruit stores

Continued on P27
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Doors and docking solutions for 
production efficiency

Continued from P20

•	 Successful integra-
tion of Foodcorp 
and Daybrook and 
performance of both 
acquisitions in line 
with expectations

•	 Revenue up 40%  
- 13% excluding 
Daybrook

•	 Solid growth in SA 
canned fish and 
hake volumes 

•	 Angolan fishmeal 
and fish oil plant 
operational

•	 Oceana remains SA’s 
most empowered 
company according 
to the company

Oceana Group Lim-
ited has lifted group 
revenue by 40% to R3, 
602m for the half year 
ended 31 March 2016. 
Excluding the impact 
of the Daybrook acqui-
sition, group revenues 
were up 13%, primarily 
due to increased canned 
fish and hake volumes, 
higher occupancy levels 
in the Commercial Cold 
Storage Logistics busi-
ness and a favourable 
exchange rate.

Operating profit (be-
fore abnormal items) 
increased by 67% to 
R587m, and without 
Daybrook by 13%.

Group headline earn-
ings for the period were 
increased by 19%. As 
a result of the diluting 
effect of the additional 
shares issued during 
September 2015, ba-
sic earnings per share 
and basic headline 
earnings per share in-
creased by 7% and  
6% respectively. 

“Despite challenging 
market conditions in 
Africa and considerable 
economic headwinds in 
SA, our performance 
has been good,” says 
CEO Francois Kuttel.

A 10% growth in sales 
volumes combined with 
inflationary price ad-
justments implemented 
in February 2015 result-
ed in revenue growth 
for Lucky Star canned 
fish. South African vol-
umes grew 13% follow-

ing improved pricing 
and a successful mar-
keting strategy. 

An adverse forex 
impact on imported 
product was mitigated 
by renegotiated dol-
lar pricing and the 
processing of a higher 
proportion of frozen 
fish at Oceana’s pro-
duction facilities in SA  
and Namibia. 

Building on the mo-
mentum achieved last 
year, further cost ef-
ficiencies have been 
achieved from good 
supply chain man-
agement.  As a re-
sult, canned fish de-
livered an improved  
operating profit.

Oceana recorded 
improved landings of 
redeye herring in South 
Africa. Current season 
landings of industrial 
fish to the group’s fish-
meal plants were al-
most 15% higher than 
the previous season 
largely due to the ad-
ditional supply from 
Foodcorp and Angola  
fishmeal plants. 

Losses from fishmeal 
operations increased 
mainly due to lower 
opening stock follow-
ing reduced catches 
at the end of the 2015 
fishing season and the 
increased cost base due 
to additional plants.  

Oceana’s first six 
months coincides with 
a significant portion of 
the closed season and as 
a result pre-season costs 
were higher compared 
to the prior period. The 
Angolan fishmeal plant 
was commissioned in 
December 2015 and is 
producing successfully. 

“Validating our deci-
sion to invest in Day-
brook, the US opera-
tion delivered revenue 
of R706m and operat-
ing profit before abnor-
mal items of R191m. 
This was in line with the 
original investment ex-
pectations.” 

The 2015 fishing sea-
son ended on 30 October 
2015, and as such five of 
the six months under re-
view were outside of the 
fishing season, during 
which time both plant 

and vessels undergo sig-
nificant maintenance. 

Sales volumes of 
21,437 tons of fishmeal 
and 6,373 tons of fish oil 
were achieved from in-
ventory produced dur-
ing the 2015 season.

“The Daybrook inte-
gration into the Oceana 
Group has progressed 
well and we have a very 
experienced team on 
the ground.”

Prices for fishmeal 
softened during the last 
three months of the 
calendar year following 
reasonable landings in 
the second 2015 Peru-
vian fishing season, and 
have stabilised in the 
early part of 2016 with 
more balanced supply 
and demand. 

The 2016 Gulf Men-
haden fishing season 
started on 18 April and 
will continue until the 
end of October 2016. 

In South Africa, the 
Precautionary Maxi-
mum Catch Limit for 
targeted catch of horse 
mackerel decreased 
by 8% to 38,656 tons. 
The Desert Diamond 
did not fish in South 
Africa for the period  
under review. 

The vessel was de-
ployed in Namibia for 
the last two months of 
2015 and was tied up 
for planned mainte-
nance for the balance 
of the period under re-
view. As a result sales 
volumes and profitabil-
ity from horse mack-
erel in South Africa de-
creased materially for  
the period. 

The 2015 Namib-
ian horse mackerel 
Total Allowable Catch 
(TAC) decreased by 
4% to 335,000 tons. The 
Ministry of Fisheries 
and Marine Resources 
made an initial alloca-
tion of 145,000 tons for 
the 2016 fishing season 
on the same basis as the 
prior year. 

Reduced owned 
quota and expensive 
purchased quota neces-
sitated a critical review 
of the commercial per-
formance of our third 
vessel.  As a result the 
Desert Rose was sold in 

October 2015. 
An oversupply of 

fish in the market and 
tough trading condi-
tions in our traditional 
African markets put 
continued pressure on 
horse mackerel prices, 
although the favour-
able exchange rate par-
tially offset the effect of 
weaker dollar prices. 

Despite weaker mar-
kets; margins and oper-
ating profit in Namibia 
improved following the 
sale of excess fishing 
capacity and the termi-
nation of experimental 
fishing efforts in An-
gola. Catch rates in Na-
mibia remained consis-
tent with prior periods.

The 2016 hake TAC 
remained unchanged 
from the prior year. 
Hake profitability im-
proved significantly 
during the period due 
to a combination of in-
creased volumes follow-
ing the Foodcorp acqui-
sition, increased prices 
attributable to a favour-
able euro exchange rate 
and the positive effect 
of lower fuel prices.  

“We have made 
good progress in 
achieving further 
synergies from the  
Foodcorp integration.” 

The west coast rock 
lobster business showed 
a decline in profitabil-
ity given lower catch 
rates and a lower live 
mix due to poorer fish 
quality, which negated 
the favourable effect of 
exchange rates.

The squid business 
generated a profit due 
to higher sales vol-
umes and prices to-
gether with an exchange  
rate benefit. 

Operating profit in 
the French fries opera-
tion was in line with pri-
or period, with higher 
sales volumes being off-
set by the effect of high-
er priced and poorer 
quality raw material as 
a result of the drought. 

The Commercial 
Cold Storage (CCS) 
Logistics business per-
formed well in the 
period with improved 
occupancy levels. Rev-
enue increased by 

28% primarily due to 
additional capacity  
in Midrand. 

This, together with 
good cost management, 
resulted in increased 
operating profit in the 
period. 

Fishing rights ap-
plications for horse 
mackerel, hake inshore 
and west coast rock 
lobster were submitted 
in February this year. 
The Department of Ag-

riculture, Forestry and 
Fishing has indicated 
that the outcome of the 
allocations will be con-
cluded during August 
2016. This will not have 
an effect on the current 
year’s financial results.

“We expect pricing to 
improve in the fishmeal 
and fish oil sector based 
on consistent global de-
mand and supply chal-
lenges in the Peruvian 
and European sectors.  

In Daybrook, early sea-
son landings have been 
positive with materially 
improved oil yields, and 
in South Africa we ex-
pect consistent landing 
patterns of pilchards, 
industrial fish, and 
hake,” says Kuttel look-
ing ahead.

“In the rest of Africa, 
a weakening oil price 

Oceana performs well at the half year

Continued on P27

chain or unclean sur-
roundings may spoil 
food or make it unsafe 
to eat. Poor hygiene 
during pharmaceutical 
production could put 
products at risk. 

Contamination of 
costly electronics may 
impair their perfor-
mance. The unintend-
ed mixing of chemicals 
could lead to poor 
quality. By install-
ing the correct doors 
systems for your busi-
ness you can prevent  
such degradation. 

The design, features 
and operation of doors 
and docking solutions 
from ASSA ABLOY 
Entrance Systems pro-
tect product value in 
many ways. Doors left 
open for no reason 
can cause up to 80% of 
avoidable energy loss. 

Maxiflex Door Sys-
tems can advise on 
correct door usage 
and where you can be 
saving energy. Qual-
ity doors and dock-
ing solutions can re-
duce cold or heat loss  

and draughts.
Choosing total en-

trance solutions that 
increase your product 
efficiency will contrib-
ute to your success 
in the manufacturing  
industry. 

Challenges your en-
trance solutions should 
help you meet: - Im-
proving cleanliness and 
preventing contamina-
tion - Maintaining the 
cold chain to protect 
people and products 
- Saving energy to cut 
costs - Keeping high 

value products secure 
- Ensuring operational 
safety of doors and 
docking systems - Max-
imise uptime - Protect-
ing staff wellbeing to 
secure high efficiency 
- Ensuring compli-
ance with health and  
safety regulations. 

Maxiflex Door Sys-
tems has a wide range 
of high performance 
entrance solutions and 
can provide mainte-
nance, service and up-
grades that will mini-
mise costs.

http://ww.volvopenta.com
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PORT SOLUTIONS
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PARTNERING FOR TOMORROW, 
TODAY

OPERATION PHAKISA

FUTUREGROWTH 
Asset Management, 
which manages more 
than R150bn on be-
half of retirement 
funds, is setting aside 
around R200m for 
investment in sustain-
able aquaculture proj-
ects. These include in 
particular those that 
earn the majority of 
their revenue from 
abalone farming.
The investment falls 
within the Future-
growth Development 
Equity Fund, which 
has to date invested 
approximately R1, 
7bn in development 
projects with exposure 
to sectors ranging 
from infrastructure to 
pharmaceuticals and 
transport. 

The Fund, which 
finances selected 
projects primarily 
through equity stakes, 
is open to South 
African domiciled  
institutional investors.

“We see this as a 
strategic play to en-
hance returns for our 
shareholders by in-
vesting in a sector that 
shows significant long-
term growth prospects 
with very high export 
potential. Our invest-
ment also meets the 
mandate of the Fu-
turegrowth Develop-
ment Equity Fund 
thanks to the socially 
responsible, sustain-
able nature of abalone 
aquaculture, a sector 
that remains under-

invested in South 
Africa despite ongo-
ing poaching of wild 
abalone populations,” 
says Futuregrowth 
investment analyst  
Amrish Narrandes.

Aquaculture is a 
component of the 
ocean economy, which 
is one of the key sec-
tors identified under 
Operation Phakisa, a 
government initiative 
to deliver on some of 
the priorities encom-
passed in the National 
Development Plan.

According to a re-
port by the Centre of 
Excellence in Natu-
ral Resource Man-
agement (CENRM) 
at the University of 
Western Australia, 
aquaculture is one of 
the fastest-growing 
food producing sec-
tors in the world. 

The report indicates 

that aquaculture now 
provides almost half 
of all fish for human 
consumption, a share 
that is projected to 
rise to 62% by 2030. 

CENRM data 
shows that South Af-
rica is the third larg-
est supplier of farmed 
abalone in the world 
with an estimated 
production of 1,450 
metric tonnes (mt) in 
2015. In comparison, 
50,000mt of abalone 
were farmed in Chi-
na and 10,000mt in  
South Korea.

President Jacob 
Zuma has said that 
South Africa needs 
to do more to unlock 
the vast potential of 
its oceans, which gov-
ernment says could 
contribute R177bn to 
the country’s economy 
each year and create 
as many as one million 
direct jobs. 

South Africa’s 
oceans contributed 
approximately R54bn 
to its gross domes-
tic product (GDP) in 
2010 and accounted 
for approximately 
316,000 jobs.

Dolf van Wijn-
gaarde, co-analyst of 
the investment, said 
Futuregrowth had no 
specified timeframe 
in which it planned to 
invest its capital and 
would evaluate proj-
ects on their merits. 
The fund may also 
opt to increase its in-
vestment allocation 
to aquaculture should 
it find appropri-
ate opportunities in  
the sector.

“We could invest 
it all  in one year  but 
it could take longer; 
it all depends on the 
quality of the invest-
ments that are avail-
able to us at the time,” 
he says. 

“Our aim is to look 
for the most profit-
able investments for 
our pension fund cli-
ents provided they 
adhere to the sustain-
able, developmental 
mandate of the fund.”

Narrandes said 
the fund’s prefer-
ence was to take a 
minority stake in  
multiple businesses.

“That gives us suf-
ficient scale to exert 
some degree of stew-
ardship over the busi-
ness but without tak-
ing control,” he says. 

“We also prefer 
businesses that earn 
the majority of their 
revenue from abalone 
aquaculture, not only 
because of the growth 
prospects of that sec-
tor but also because 
of the strong con-
tribution this makes 
to relieving pres-
sure on wild abalone  
populations.”

Futuregrowth Development 
Equity Fund earmarks R100m 

for aquaculture investment

Second newbuild naming 
signals completion of local 

shipbuilding project

IN keeping with mari-
time tradition, the 
second of two ves-
sels destined to sup-
port the world’s larg-
est offshore diamond 
mining operation has 
been officially named. 
Built by Damen Ship-
yards Cape Town for 
specialist marine solu-
tions provider SMIT 
Amandla Marine, the 
‘Aogatoa’ will join 
her sister vessel, the 
“Aukwatowa,” in the 
coming weeks. The 
supply vessels are 
based out of Port Nol-
loth on the Northern 
Cape west coast and 
operate on contract 
to the Supply Chain 
Centre of De Beers  
Group Services.

Taking up the tra-

ditional role of “Lady 
Sponsor” in the nam-
ing ceremony is Mrs 
Adri Nelson, Supply 
Chain Centre Manag-
er for De Beers Group 

Services in Port Nol-
loth. Mrs Nelson has 
managed the logistics 
base in Port Nolloth 
for eight years, and has 
been integral to the 
supply vessel newbuild 
programme in her 

role in managing the 
Northern Cape based 
supply chain centre  
for De Beers.

The first of the new-
build vessels, the ‘Auk-
watowa’, was officially 
named on Thursday, 
29th October, 2015 
in the presence of the 
Minister of Trade and 
Industry, Rob Davies, 
who applauded the 
partnership approach 
adopted by SMIT 
Amandla Marine, the 
leading black empow-
ered specialist marine 
solutions company in 
Southern Africa, and 
their client De Beers, 
together with Damen 
Shipyards Cape Town.

Built to a Shoal-
buster design, both 
30m vessels utilise the 

most modern technol-
ogy available and the 
construction has led 
to job creation and 
skills transfer at the 
shipyard, thereby sup-
porting the growth 
and transformation 
strategies of business 
and government in 
the maritime sector, 
and the objectives of 
the National Indus-
trial Participation  
Programme.

The naming of 
the ‘Aogatoa’, which 
means “safe return,” 
signals the completion 
of the newbuild project 
which began in 2013 
with a commitment by 
De Beers and SMIT 
Amandla Marine to re-
place the then operat-
ing vessels, thereby un-
derpinning their joint 
vision of safe and sus-
tainable fleet renewal.

SMIT Amandla Ma-
rine and De Beers have 
been operational in 
Port Nolloth for more 
than three decades 
and will later this year 
celebrate the 4,000th 
supply run with the 
community. The com-
panies participate with 
the communities in the 
region, advancing skills 
development by sup-
porting courses lead-
ing to qualifications 
in careers associated 
with economic activi-
ties locally and provid-
ing skills marketable  
in industry.

Built by Damen Shipyards Cape Town for specialist marine solutions provider 
SMIT Amandla Marine, the ‘Aogatoa’ will join her sister vessel, the ‘Aukwatowa’, 

in the coming weeks.

The supply 
vessels are based 

out of Port 
Nolloth on the 
Northern Cape 

west coast.

Aquaculture is 
a component 
of the ocean 

economy, 
which is one of 
the key sectors 

identified 
under 

Operation 
Phakisa.
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THE Department of 
Agriculture, Forestry 
and Fisheries (DAFF) 
joined forces with the 
South African Navy 
to conduct sea patrol 
within the South Af-
rican coastline; where 
a Fishery Control Of-
ficer was deployed on 
board the South Afri-
can Navy vessel. 

The operation has 
resulted in capturing 
of three foreign ves-
sels, which are cur-
rently birthed at East 
London Port. The 
vessels arrived at the 
Port accompanied by 
the DAFF vessel Sar-
ah Baartman and the 
SA Navy vessel SAS 
Drakensberg. A thor-
ough inspection was 
done on all three ves-
sels by all law enforce-
ment agencies in East 
London; South Afri-
can Police Services, 
SARS Customs, DHA 
Immigration, South 
African Maritime  
Safety Authority.

Around the Eastern 
Cape coastline, on 20 
May 2016 just off Port 
Elizabeth the joint pa-
trol spotted two For-
eign Fishing Vessels 
from the Automated 
Identification System 
on board the Navy 
Vessel. 

We established that 
the vessels had gear on 
board and we verified 
that they had not ap-
plied to enter into our 
Exclusive Economic 
Zone (EEZ) and that 
created suspicion. The 
seas were rough, which 
made it impossible 
for our inspectors to 
board the vessels. 

Our Fishery Control 
Officers instructed the 
vessels through radio 
communication to sail 
to East London Port, 
but they did not coop-
erate.

DAFF’s patrol ves-
sel and SA NAVY 
Vessel had to increase 
speed in order to inter-
cept the foreign fish-
ing vessels, which were 
speeding off, but man-
aged to intercept them. 
The vessels stopped 
and they switched off  
their engines.  

That continued and 
at about  02h00,  on 
Sunday  morning 22 
May 2016, the foreign 
fishing vessels started 
their engines and with-
in no time and with no 
communication with 
the inspectors, they 
started steaming to-
wards the east.

The two foreign 
vessels were followed 
throughout the early 
hours of the morning 
and they were inter-
cepted again, and for-
tunately this time the 
weather had improved 
and the fisheries in-
spectors and the SA 
Navy officials boarded 
the foreign vessels. 

The inspections 

were conducted, 
whereby fish and gear 
was found on both 
foreign vessels, both 
with no permits. The 
vessels were again in-
structed to sail to the 
nearest port, which 
was East London.

Enroute to East 
London, another for-
eign fishing vessel 

was spotted crossing 
in between the fleet 
going in a different 
direction, and the in-
spectors launched to 
go and conduct the 
inspection on board 
this vessel. 

This vessel did not 
have any permit and 
was also instructed 
to go to East London 

Port. All the law en-
forcement agencies 
were informed and 
activated to partici-
pate in the thorough 
inspection of the Ves-
sel on their arrival to 
the Port.

The foreign fishing 
vessels were found 

Inspection on three Chinese 
vessels at the East London Port

Continued on P26 SAS Drakensberg with S102. (Image from SA Navy.)
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As a proudly South African ship building and maritime services and support company, 
Nautic South Africa is at the ready to support maritime government agencies in 
achieving their strategic maritime industry objectives through their firm beliefs in the 
principles of Ubuntu. Nautic South Africa is able to achieve this by offering a high 
standard of service, quality of build and professional advice.  Nautic South Africa 
prides itself in its friendly approach to its clients and focussing on developing relation-
ships that are built to last. 

performance | quality | service | construction | support | leasing | www.nauticsa.com | 087 357 3512 

Since 1995 the Subtech Group has specialised in the 
provision of marine and sub-sea services throughout 
Sub-Saharan Africa. We are headquartered in 
Durban and have operational bases in Walvis Bay, 
Cape Town, Maputo, Beira, Nacala, Pemba, Dar es 
Salaam and Mauritius. Our wealth of industry 
experience, together with our geographical reach and 
range of services, enables us to offer clients a 
comprehensive solution to all their marine related 
requirements; and backing up our operational 
experience is ISO 9001:2008 certi�cation as well as 
full membership with the International Maritime 

Contractor’s Association (IMCA).

IN 2015, Subtech was 
host to a group of 13 
Class 4 KZN Sharks 
Board Divers for a 
three-month period 
that was aimed at pro-
viding them with ex-
periential learning 
across three aspects of 
the maritime industry 
– commercial diving, 
marine and safety. The 
aim of the experiential 
period was to provide 
these learners with ex-
posure to the world of 
work across multiple 
disciplines within a  
learning environment.

The experiential 
learning period, which 
was funded by Subtech 
itself, consisted of work 
exposure in these three 
areas of the industry 
under close monitoring 
and performance man-
agement and was aimed 
at identifying those can-
didates with potential 

to continue with spe-
cific learning interven-
tions with the end goal  
of employability. 

The programme 
kicked off in August 
2015 in Durban. Class-
room sessions were 
hosted by the Diving, 
Marine and Safety 
Teams before the learn-
ers were deployed to 
work on site. The learn-
ers were assessed by 
their team leaders dur-
ing each phase of their 
experiential learning 
with the assessment tool 
structured to measure 
the learner’s skills, abil-
ity and attitude towards 
tasks given. 

The programme was 
a huge success and 
is set to continue in 
2016 with the award by 
TETA of a discretion-
ary grant for workplace 
learning. This fund-
ing will see eight of 

the original group of 
13 return to Subtech 
South Africa on 1st June 
2016 as newly gradu-
ated Class 3 divers to 
be deployed within the 
company’s operational 
activities for a period of  
12 months.

In partnering in this 
skills development ini-
tiative, Subtech and 
the KZN Sharks Board 
have created the frame-
work in which these 
learner divers can both 
complete formal com-
mercial diving train-
ing courses and garner 
much needed work 
experience. This will 
assist them in securing 
employment and assist 
in building capacity in 
commercial diving in 
South African in keep-
ing with the objectives 
of Operation Phakisa as 
regards the creation of 
a blue economy. 

Subtech dives right into 
the spirit of Phakisa 

to have the following 
tons of fish on board:

•	 Fu Yuan Yu 7880 
about 340 tons of 
squid with 36 crew

•	 Fu Yang Yu 7881 
1about 60 tons of 
squid with 34 crew

•	 Run Da 617 about 
200 tons of squid 
and other species 
of fish with 26 
crew

                                
Currently all the 

Fish holding cabins 
have been sealed off 
as required by inves-
tigation standards. 
As part of further 
investigations of the 
vessels, all fish will be 
taken out of the ves-
sels for further iden-
tification, counting  
and weighing.

Possible charges

•	 Possession of gear 
on board without a 
gear permit.

•	 Not complying 
with the lawful 
instruction from 
the Fishery 
Control Officer.

•	 Possible 
infringements 
in terms the 
international 
conservation and 
management 
measures inside 
or outside South 
African waters.

•	 Further 
investigations may 
lead to further 
charges.

“The capturing of 
these vessels indicates 

our seriousness as a 
country to protect our 
territorial and exclu-
sive economic zone. 
We cannot tolerate the 
plundering of our ma-
rine resources, which 
are a source of food 
security and play a 
huge role in realising 
our goals in Opera-
tion Phakisa.   We are 
also looking into the 
sudden influx of these 
vessels in our waters,” 
says Zokwana.

 “The South African 
Maritime Safety 
Authority (SAMSA) 
will be conducting a 
survey of the vessels 
today. The inspection 
will consider crew 
safety, pollution 
threat, vessel safety 
standards and all 
related matters in 
terms of International 
conventions as well 

as South African 
Maritime Law,” says  
Thobile Gqabu, Prin-
cipal Officer, and 
Centre for Fishing in  
East London.

“The mandate of 
the South African Na-
tional Defence Force 
and in particular the 
South African Navy 
is to ensure that we 
protect the maritime 
routes and the re-
sources of our coun-
try as we protect the 
territorial integrity of 
the Republic,” says 
Siphiwe Dlamini, 
Head of Communi-
cation South African  
Defence Force.

DAFF and SAPS 
are busy with regis-
tration of the docket, 
after which it will be 
handed over to the 
National Prosecuting  
Authority (NPA.)

Inspection on three Chinese vessels at 
the East London Port

Continued from P25

A new partnership be-
tween Nautic Africa, 
a Paramount Group 
company, and Mariflex 
will bring international 
expertise in liquid car-
go handling to the Af-
rican market through 
the transfer of skills 
and exposure to the  
global market.

Seeking to develop 
a footprint in Africa, 
Mariflex’s previous col-
laboration with Nautic 
Africa and its employ-
ees has resulted in the 
establishment of a part-
nership that will see the 
creation of Mariflex 
Africa powered by 
Nautic Africa.

“A number of Nau-
tic’s employees have 
already gained experi-
ence working in Hol-
land at Mariflex and a 
formalised partnership 
that would provide 
Mariflex with a pres-
ence in the African 
market seemed like a 
logical development,” 
says James Fisher, CEO 
of Nautic Africa.

“We are able to share 
ideas and learn engi-
neering skills from each 
other,” he says noting 
that the partnership will 
be mutually beneficial 

for both companies.
Mariflex Africa is al-

ready operating and 
services are available 
24 hours a day and sev-
en days a week. A re-
cent successful project 
required the team to 
offload 24,000 metric 
tons of vegetable oils 
from an oil tanker.

Future plans include 
the establishment of a 
base for ship-to-ship 
transfers and the pen-
etration of the com-
bined services further 
into Africa. In addition 
specialised equipment 
is due to arrive from 
Holland to provide a 
more effective profes-
sional service to local 
clients.

As one of the world’s 
leading service pro-
viders in the liquid 
offloading sector, 
Mariflex’s partnership 
with Nautic Africa will 
deliver a host of pro-
fessional service to the 
local market on a 24/7 
basis. These include:

•	 Ship-to-ship transfer 
service

•	 Liquid cargo  
handling

•	 Cargo survey

•	 Cargo loss control

•	 Bunker survey

•	 Barge inerting

•	 Debunkering

•	 Barging services

•	 Salvage support

•	 Firefighting equip-
ment

•	 Pumps and power 
packs

•	 Equipment sales, 
rentals and repairs

In addition technical 
expertise to ensure that 
advice, assistance and so-
lutions for any identified 
challenges can be found 
before, during and after 
the transfer or transship-
ment of liquid bulk cargo 
is continuously available. 

Partnership brings international 
expertise to African market
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is having an economic 
impact. In the canned 
fish sector we are ex-
ploring a possible duty 
benefit of ex-South 
Africa production and 
we have also signed a 
distribution partnership 
in Nigeria.  We expect 
Horse Mackerel pricing 
to remain stable and are 
actively engaging the 
Namibian Ministry in 
respect of quota alloca-
tion for the remainder 

of 2016.”
“Our canned fish prod-
uct is a cost effective 
protein, particularly to 
a stressed South Afri-
can consumer. We ex-
pect, at a minimum, to 
replicate prior years’ 
volumes for the second 
six months by main-
taining the competitive 
value proposition of our 
product. In Namibia, 
our performance for 
the second six months 

will be dependent on 
the timing and extent 
of the allocation of 
the outstanding horse 
mackerel quota.”
“As the Group is now 
materially a net export-
er of goods, our overall 
performance for the 
full year will also be 
impacted by prevailing 
exchange rates.  We 
anticipate that our ac-
quisitions of Foodcorp 
and Daybrook will to 

continue to deliver the  
projected returns.”
“In our drive for ef-
ficiency and focus, we 
will continue to evalu-
ate non-core and under-
performing assets in the 
period ahead.” 
Subsequent to the re-
porting period, the 
CCS fruit business in 
Maydon Wharf was 
sold to enable man-
agement to focus  
on core activities.

rising interest rates are 
weighing on consumers 
who are facing a weak 
labour market. Russell 
Lamberti, Chief Strate-
gist of ETM Analytics, 
the firm that developed 
the CCI in collabora-
tion with TransUnion, 
noted that rising infla-
tion rates are eating 
into household income 
streams while employ-
ment prospects remain 
poor, “Our measure 
of household cash 
flow fell to its lowest 
level since 2010. This is 
likely to remain under 
pressure in the coming 
quarters.”

A significant driver 
of the fall in the CCI is 
the sharp rise in house-
hold debt service costs. 
Servicing costs tend to 
increase when house-
holds take on more 
debt or interest rates 
rise. “While the Re-

serve Bank was correct 
to raise interest rates in 
response to rand weak-
ness, households who 
took on too much debt 
to weather the full in-
terest rate cycle stand 
to experience tremen-
dous financial strain,” 
says Lamberti.

 
Credit provision in the 

retail environment
 
There are also signs 

in the first quarter that 
the retail credit mar-
kets are bracing for 
tougher conditions. 
TransUnion data show 
a marked slowdown in 
willingness to extend 
retail credit and dete-
rioration in consumer  
creditworthiness. 

Miller said that the 
decline in new retail 
accounts opened re-
flected rising default 
risks and tightening 

credit standards. “New 
accounts requests have 
decreased, but so have 
conversion rates - the 
rates at which credit 
enquiries are convert-
ed into new accounts. 
What this trend shows 
is that not only are 
credit providers tight-
ening standards, but 
customers are both de-
manding less credit and 
becoming less credit-
worthy,” added Miller.

ETM’s Lamberti 
echoed the threat to 
the retail sector. “The 
TransUnion data con-
firms the headwinds in 
retail we see at a macro 
level. Rand weakness, 
the recent drought, 
credit downgrade risk, 
rate hikes and a very 
poor job market are 
hardly good news for 
the retail industry right 
now.” Lamberti added 
that retail sales run-

ning comfortably above 
GDP growth was prob-
ably an unsustainable 
trend and that sales 
volumes would need 
to soften in the months 
and quarters ahead.

The CCI report is 
proving to be a reliable 
and effective indicator 
for business activity in 
certain economic sec-
tors, particularly those 
more closely related 
to consumer spend-
ing. Miller concluded, 
“Debates continue to 
rage on about South 
Africa’s economy be-
coming even more 
challenging. With in-
terest rates, food pric-
es and petrol prices 
all likely to remain 
on the upward path, 
the next few CCI re-
ports will provide even 
further insight into 
the credit health of  
South Africans.”

Consumer credit health deteriorates to  
lowest levels in three years 

Continued from P8

Oceana performs well at the half year 
Continued from P23

Mobile racking in South African fruit stores
Continued from P22

store outside Grabouw 
in the Western Cape. 
Designed to take a com-
bination of 2,200mm 
and 2,400mm pallets 
with a maximum weight 
of 1,000kgs, the pallets 
were stored with the 
1,000mm side facing and 
the 1,200mm side in the  
depth of the racks.

What is mobile  
racking?

Mobile racking con-
sists of special rails that 
are laid in the floor  
during construction.

Rails can also be 
retrofitted in existing 
rooms provided the 
floor is suitable by level-
ling the rails on the ex-
isting surface and pour-
ing a 150mm reinforced 
slab. A low ramp is 
needed at the entrance. 
The mobile bases run 
on the rails and support 
pallet racking, which is 
specially designed for 
use in a mobile appli-
cation. The bases are 
motorised and energy 
efficient.  Maximum 
tonnage per base var-
ies, but should not ex-
ceed 360 tons. In larger 
stores mobiles are ar-
ranged in banks of up to 
10 bases, each with its 
own moving aisle. The 

bases are controlled 
either by push buttons, 
remote control, or by an 
interface with the ware-
house management 
system. An access aisle 
is created at the push  
of a button.

Safety measures in-
clude photoelectric 
beams down the length 
of each base and across 
the front of each mobile 
bank with additional 
emergency stops. To 
move one or multiple 
bases takes approxi-
mately one minute twen-
ty seconds. Mobiles are 
designed to give lighting 
signals so that the lights 
come on only in open 
aisles. This results in en-
ergy savings as each light 
produces heat, which 
must be removed by the  
refrigeration system. 

The possibility of 
pallets breaking is re-
moved by using a pal-
let support or saddle 

beams in the middle 
of each pallet slot. 
These are painted yel-
low to assist with pallet 
placement especially 
on higher levels and 
increase rack strength. 
Another challenge 
arises when packed 
fruit stores remain in 
use for extended peri-
ods. Improved ventila-
tion in the mobiles al-
low packed fruit to be 
chilled and store tem-
peratures are reduced 
to around 0°C. Frost 
heave, caused by mois-
ture freezing under the 
floor, is not good for 
mobiles and recent in-
stallations have under 
floor insulation and 
heater mats to make 
sure this doesn’t occur.

The advantages of 
using mobiles in fruit 
stores have become ap-
parent over the years. 
More expensive than 
“fixed selective” or 

“drive in,” mobiles can 
increase the practical ca-
pacity of a store by up to 
75% or 80%, while still 
giving immediate access 
to every pallet. If the 
total cost of a proposed 
fruit store is divided 
by the practical pallet 
capacity the mobile op-
tion can be surprisingly  
competitive.

Recently, mobiles 
have been installed in 
smaller stores, three and 
two pallets in the height 
with capacities of less 
than 450 pallets. Moving 
aisles have been widened 
to allow for the use of 
counterbalanced trucks 
and pallet bays extend-
ed allowing the place-
ment of three pallets 
on the longer 1,200mm 
side. Maximum pallet 
weights have increased 
to in excess of 1,300kgs 
and storing five pal-
lets in the height is now  
quite possible.

Barpro Storage are 
able to manufacture 
smaller systems lo-
cally in their Cape Town 
manufacturing facility, 
which cuts costs and re-
duces lead times. The 
racking superstructure 
supplied by South-
ern Storage – DEX-
ION is manufactured  
locally in Gauteng. 
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Choose Real FMX - the number one name in Forklift Fleet Management Systems. 
A unique, customisable solution, it combines fleet management features, such as 
driver identification, immobilisation and run hour monitoring along with advanced 
engine, starter motor and transmission protection and battery management. Real FMX 
is in service with major forklift suppliers countrywide.  

CHOOSE THE DRIVING FORCE IN 
FORKLIFT MANAGEMENT SOLUTIONS

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

A product of:

FMX
realreal

www.robertsonfreight.co.za

•  Customs clearing and forwarding  •  Sea and air freight  •  Marine insurance
•  Ships agents  •  Warehousing  •  Transport and logistics consultants

Tel:     +27 (0) 21 421 0222 /3/4/5
Fax:    +27 (0) 21 421 0404/5
Email: enquiries@robertson-cpt.co.za

With collectively, more than 100 years of freight experience among our staff, 
we can conndently say “We are your freight specialists”.

“SPEED is a product” 
says John Valentine, 
New Business Direc-
tor at Real Telematics. 
Increasingly we are ex-
posed to the ‘disposable 
age’ – where products, 
services, companies and 
their people have in-
credibly short-term expi-
ration dates. The contin-
ual striving for relevance 
in the superfast modern 
age remains the ulti-
mate goal. Even within 
the Fleet Management 
industry, our efficiency 
is often based on how 
fast our service has been 
and in this regard we get 
it right far more than we 
get it wrong.

Nevertheless, getting 
it right most of the time 
often does not wash with 
the consumers of the 
FOMO (Fear Of Missing 
Out) generation. Never 
is this more apparent 
than in the mass hysteria 
that erupts when social 
media platforms such as 
Twitter, Whatsapp and 
Facebook etc. crash for 
a few hours. Not having 
that speed of access to 
data/info/updates im-
mediately available at 
your fingertips is appar-
ently enough to create 
emotional upheavals of  
epic proportions.

“I had the privilege 
of attending a talk a few 
years ago given by a pop-
ular speaker by the name 
of Pieter De Villiers, 

Head of R&D at Shad-
owmatch. He had a very 
amusing yet poignant 
theory on the ‘dispos-
able age.’ It’s well worth 
listening to. It’s this talk 
that opened my eyes not 
just to service, but to the 
speed and quality there-
of,” says Valentine.

“This is why we have 
put so much emphasis 
on speed of service at 
Real Telematics, without 
compromising quality. 
Like many other com-
panies a few years ago 
we were content to ‘fit 
and forget,' but that is 
no longer the case. The 
modern customer wants 
you to interact with 
them regularly, not just 
at the time of the year-
ly increase. You need to 
remain relevant in their 
eyes otherwise the next 
order may not go your 
way. Complacency is a 
killer,” says Valentine.

“Speed, being such 
an important factor in 
our service is also rep-
resented in our product 
line-up. More and more 
orders are received 
based on the crucially 
important Health and 
Safety Standards re-
flected on sites where 
we have Real FMX in-
stalled in forklifts, or 
Real Track in ‘yellow 
goods’ and tractors. We 
find that monitoring, re-
porting and controlling 
speed is one of the most 

important features we 
are asked to provide. 
This is then backed up 
in real time by detailed 
alerts and reports on the 
use and abuse of speed 
on certain machines 
and by certain individu-
als. We strongly believe 
that speed is probably 
the highest contributing 
factor to critical impacts 
(racking, products, walls 
and other machines) 
and general safety risk, 
as well as unnecessary 
wear and tear on mov-
ing parts, brakes etc., 
enough to give the In-
surance industry connip-
tions and reflexively in-
crease your premiums,” 
says Valentine.

“Within our own or-
ganization we have qua-
drupled the size of our 
customer service team 
and Installation staff 
purely to get to the cus-
tomer quicker, and we 
get this right most of the 
time. I’m not sure that 
anyone can claim 100% 
service and uptime. It 
should be constantly 
evaluated and upgraded, 
according to the evolving 
industry requirements.”

“Speed is fast becom-
ing a standard in our dai-
ly lives that we cannot do 
without. This is why we 
at Real Telematics pride 
ourselves on Real Time 
data, with Real Rele-
vance, when you Really 
need it.” 

 Speed is a product Devin Geyser of KZN re-
cently presented the P250 
25ton Tow Tractor to Bidair 
Services (Pty) Ltd for the 
airport services in Durban.  
Bid Air have been a cus-
tomer for approximately 
ten years and have quite a 
number of Linde Trucks 
in their fleet all across the 
country.  The reason that 
Bid Air selected the Linde 
tow tractor is due to the 
quality and reliability of 
the product, as well as the 
excellent service that they 
receive from the Durban 
Branch. Seen in the pho-
to is Devin Geyser with 
Ashwin Govender, the 
Workshop Manager at 
Bid Air.

ROBERTSON Freight 
is a small to medium 
international freight 
forwarder, based in 
Cape Town.  They 
are well equipped to 
meet the ever chang-
ing and increasing 
needs and demands of  
their customers.

“We are a duly reg-
istered and customs 
accredited ‘customs 
clearing and forward-
ing’ agent, with custom 
accounts throughout 
South Africa,” says 
a proud Neil Rob-
ertson, director at  
Robertson Freight.

Neil always had the 
dream to start his own 
family business. He 
approached his broth-
er and current partner 
Brian for a loan to start 
a business. Brian, being 
a director at his pre-

vious business, joined 
the startling business a 
month later.

“It was based sole-
ly on the knowledge 
that we could make it 
work, with hard work 
and determination; a 
huge risk at the time, 
but a risk well worth it 
17 years down the line,”  
says Robertson. 

He adds that they 
consider themselves as 
being an extension of 
their customers. 

“We are a division of 
each of our customers 
businesses. By offer-
ing our customers the 
services that we do, we 
are assisting them offer 
their customers better 
services or products.”

The services range 
from sea and air freight 
forwarding for both im-
port and export, as well 

as all the value addi-
tions, such as third par-
ty logistics, multi modal 
(air sea / sea air,) door-
to-door, customs clear-
ance and various other 
supply chain activities. 

The company also 
offers a fully integrated 
service from a commit-
ted team, who meet ev-
ery related need. Brian 

has been in the indus-
try for 44 years and 
Neil for 32 years, be-
tween them they have  
amassed 76 years.

“Shipping is in our 
blood. There is prob-
ably nothing else we 
can do as well as we 
do shipping. Perhaps 
it is all we know,”  
smiles Neil.

Robertson Freight’s personal touch 
and years of passion for shipping

ACCORDING to the 
company, recent de-
velopments in fleet 
management tech-
nology by Eqstra 
Fleet Management 
has enabled the com-
pany to significantly 
improve fleet effi-
ciencies while at the 
same time saving fleet  
operating costs.

 As an example, the 
solution achieved the 
following savings for 

an Eqstra customer 
over a three-month 
per iod  (January  
to March 2016)

 
•	 Fleet count 

reduced from 234 
to 219 vehicles

•	 Vehicle 
discount due to 
vehicle selection 
achieved savings of 
R256,000

•	 Vehicle 
uptime improved 

by 46 days saving 
R54,000

•	 Accident 
Management saved 
R11,000

•	 Service Level 
Agreements sav-
ings – R79,000

 
Murray Price, man-

aging director of 
Eqstra Fleet Manage-
ment, maintains that 
the most efficient way 
to monitor operation-

al costs is to set up 
an Operational Dash-
board to manage key 
performance indica-
tors. This gathers per-
tinent information on 
a daily basis and allows 
the fleet manager to 
analyse costs over time 
to get an accurate pic-
ture of his fleet opera-
tions and expenditure.

The Dashboard is 

Eqstra Fleet Management offers fully 
integrated fleet management solution

Continued on P30
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The new 24.4-34.5 tonne Volvo H-Series wheeled loaders are constantly taking the kind of 
smart decisions that we know you’d appreciate. Every working moment, the intelligent 
systems on the L150H, L180H and L220H are making subtle adjustments that minimize fuel 
consumption and wear and tear on components, leaving the operator free to concentrate on 
doing the job quickly and productively. All of which should help you to make your next smart 
decision...

Building Tomorrow.

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 International Group
www.babcock.co.za

Authorized dealer for  
Volvo Construction Equipment

SMART
DECISIONS
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BABCOCK, the sole 
importer and distributor 
of DAF Trucks in 
southern Africa, has 
recently concluded a 
deal with Wozani Berg 
Gasoline (trading as 
Sizanani Bulk) that saw 
the fuel transportation 
company purchase ten 
DAF XF 105.460 truck 
tractors from Babcock 
to include in its fleet of 
trucks and trailer tankers. 
Two more of these trucks, 
which are specifically 
built for the long haul, 
are currently on order 
with a further requisition 
for 15 units pending. 
Sizanani Bulk operates a 
fleet of highly specialised 
gas and fuel tankers that 
service a targeted client 
base, transporting liquid 
petroleum products 
throughout South Africa 
and SADC countries. 

Last year Babcock 
entered the DAF 
XF105.460 FTT interlink 
into Truck Test 2015 to 
demonstrate the brand’s 
performance in the 30-
35 ton payload segment. 
The results revealed that 
DAF is the most cost-
effective vehicle in the 
country in the 6x4 truck 
tractor category after it 
was put through its paces 
in a grueling 860km 
round trip route against 
eight other leading  
truck brands. 

D a v e  B l a c k , 
MD of Babcock’s 
Transport Solutions 
business comments, 
“The outcome of the 
performance test proves 
that DAF is an industry 
leading vehicle that 
effectively delivers a 
productive operation 
across all the key factors 
transporters take into 
account when buying new 
vehicles. Transporters no 
longer have to take our 
word for it - the Truck 
Test 2015 results prove 
that the DAF XF is the 
most profitable truck 
in its category on South 
African roads.”

Alec Jackson, DAF 
Sales Executive for 
Babcock’s Westmead 
branch in Durban, 
says that there were a 
number of contributing 
factors that clinched the 
sale of the DAF XF 105 
trucks to Sizanani Bulk, 
along with the top cost-
effective rating. 

“The DAF fuel 
consumption has already 
proved to be the best 
in the Sizanani Bulk 
fleet, with a saving of 
up to 4 litres/100km per 
vehicle,” says Jackson. 
“With that comes a 
complete package from 
Babcock comprising 
correct pricing, a finance 
package to suit the client’s 
needs, a comprehensive 
service and maintenance 
package with a 24-hour 
breakdown service, 
the Executrax onboard 
monitoring system, as 
well as extensive after 
sales support,” he adds. 

The key development 
criteria behind the DAF 
XF105 long haul trucks 
are:

Low operating costs

There are several 
technical advances on 
this vehicle that reduce 
fuel consumption 
and allow for higher 

revenue per kilometre 
to the operator such 
as the PACCAR MX 
engine, developed and 
manufactured by DAF, 
which combines excellent 
high performance 
with economical fuel 
consumption and 
the driveline which is 
carefully balanced to 
optimise performance 

under all operating 
conditions and to make 
the most of the engine’s 
low fuel consumption. 
The XF105 also uses 
many low-maintenance 
components, which 
extends service 
intervals to further 
reduce operating 

Sizanani Bulk chooses DAF 
Trucks for the long haul

Continued on P34 These trucks are specifically built for the long haul.
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Enabling efficiency, 
from delivery to dispatch

0861 61 61 61   •  www.apcstoragesolutions.co.za

Contact us today for a complete warehouse solution!

Achieve greater storage densities in your warehouse with 
our range of world-leading storage solutions, including: 
racking, shelving, mezzanines and warehouse automation.

We have a specialised range of automated storage 
solutions, including miniloads, vertical lift modules, stacker 
cranes, conveyors, radio shuttle moles, mobile racking 
and management software systems, each designed to 
dramatically improve the efficiency of storing and 
handling all types of goods.

We custom-design your storage solution according to 
product profile, volumes and operational flow, ensuring 
optimised warehouse efficiency. 

compiled according 
to customised fleet 
needs and is mainly 
composed of data col-
lected from vehicles. 
This data is then sum-
marised and consoli-
dated into a dashboard 
file and usually gathers 
information such as 
fleet utilisation, main-
tenance management, 
accident reports, fuel 
consumption, driv-
er behaviour, vehicle 
condition, and finan-
cial status (deprecia-

tion schedules, annual 
cost per units, etc.)

To assist fleet oper-
ators to set up such a 
dashboard, Eqstra of-
fers a fully interactive 
and integrated system, 
in which the fleet op-
erator can link onto 
the interactive website 
through his own portal 
and is therefore able 
to have complete con-
trol of his vehicles in 
real time. Eqstra also 
provides a complete 
fleet management 

team who will comple-
ment and expand on 
the support offered by 
the system.

The system utilises a 
driver scorecard, which 
manages green-band 
driving, such as exces-
sive idling, speeding 
etc. and thereby enables 
driver management go-
ing forward. This in-
cludes terrain manage-
ment i.e. if the vehicle 
leaves its designated 
terrain such as on-road 
vs off-road driving, the 

vehicle engine can be 
cut-off, or alternatively 
a warning is sent to the 
driver allowing him to 
correct his route. This 
score card goes hand 
in hand with fuel con-
sumption management 
and driver behaviour 
management. Driver 
productivity and be-
haviour play an import-
ant role contributing 
to vehicle usage max-
imisation and vehicle 
performance. Monthly 
monitoring of vehicle 
statistics will highlight 
those drivers who have 
developed bad driving 
habits – regular speed-
ing, excessive braking, 
excessive idling, fines, 
etc. This allows the fleet 
manager to institute a 
program of driver train-
ing, thereby improv-
ing driver behaviour 
and reducing fuel and  
fleet costs.

Through its so-
phisticated reporting 
system, the solution 
generates monthly  
reports including:

•	 Operating 
cents per kilome-
tre, per vehicle. 

Through this sys-
tem, the fleet op-
erator can identify 
inefficient driver 
behaviour, vehicle 
malfunctions, etc. 
To avoid inefficient 
routing the system 
sets operating 
zones to optimise 
efficiencies.

•	 Vehicle 
utilisation – ensur-
ing optimal vehicle 
usage and thereby 
increasing fleet 
efficiencies. This 
assists the opera-
tor to monitor the 
fleet count and 
allows him to make 
recommendations 
to management 
for reducing or in-
creasing the fleet.

•	 Monitoring 
of in-contract and 
out of contract 
costs, thereby as-
sisting fleet opera-
tors to drive down 
costs. Out of con-
tract costs includes 
driver negligence 
and abuse, and op-
erational damages 
such as flat tyres, 
stolen components, 
environmental 
damage etc. This 
allows the operator 
to pick up trends in 
driver behaviour, 
problems encoun-
tered in operating 
in specific areas, or  
vehicle malfunc-
tions.

•	 Maintenance 
scheduling, ensur-
ing efficient and 
timely servicing, 
thereby eliminating 
vehicle down time. 

However, In the 
event of vehi-
cle breakdowns, 
Eqstra operates 
a 24-hour call 
centre which will 
react instantly in 
the event of such 
an incidence and 
utilises its national 
network for acci-
dent management, 
and road side 
assistance. “We 
aim to get a vehicle 
back on the road 
within two hours of 
a reported break-
down,” says Price. 

“Our system allows us 
to design and manage 
and appropriate fleet 
operational dashboard 
reporting system for our 

customers which shows 
the fleet manager the 
status of the fleet at any 
given moment,” con-
cludes Price. “The solu-
tion pulls together crit-
ical data into analytical 
and visual tools which 
can be used to make the 
best decisions about fuel 
management, safety, 
compliance, and overall 
efficiency, track vehicle 
and driver performance 
and allow us to prepare 
a single and detailed 
report for assessing the  
financial impact. This 
allows our clients to 
effectively control and 
maintain their fleet 
costs which can to-
day significantly im-
pact on a company’s  
operational budget.”

Eqstra Fleet Management offers fully integrated fleet management solution
Continued from P28

A driver scorecard manages green-band driv-
ing, allowing for driver behaviour management 

going forward.

Durban: 031 508 1000   I   JHB: 011 397 8993   I   Cape Town: 021 959 7660
Email: info@serco.co.za     I     Website: www.serco.co.za

Supported by national manufacturing and after-sales repair service 36-month warranty.

SERCO… GIVING YOU THE EDGE
Providing solutions to our customer’s challenges for more than 
35 years, through technical innovation and partnering with 
leading global suppliers to offer: Cargo control and load securing 
accessories • Increased payload • Multi temperature solutions • 
Maximised loading volume

Talk to us about these and our other winning solutions  
to keep you ahead.
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Sharecall 0860 25 26 27  +27 21 930 9160  management@concargo.com
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Logistic Road Service

“Concargo Will Get Your Load Away & Delivered Safely.”

· Angola 
· Botswana 
· Burundi 
· DRC Congo 
· Kenya
· Lesotho
· Malawi 
· Mozambique 
· Namibia 
· Rwanda 
· South Africa 
· Swaziland
· Tanzania
· Uganda 
· Zambia 
· Zimbabwe

· Trucks / Rolling Stock

· Abnormal Project Cargo 

· Road Freight - Sub-Sahara 

· Road Freight - South Africa 

· Superlink Articulated Truck 

· Tri-Axle Truck Tractor Trailer

· Consolidation 1 Tonne - 34 Tonne

FOR any service com-
pany to survive in the 
present economic cli-
mate, investments have 
to be carefully and judi-
ciously considered. This 
is especially relevant 
when our monetary 
unit is depreciating so 
rapidly. (See Die Burg-
er of 15th January 2016 
where an article stated 
that the Rand had de-
preciated by 44% since 
the beginning of 2015.)

With this in mind, 
during the previous two 
years, Target Rigging 
has purchased the fol-
lowing equipment:

•	 A 4 axle lowbed 
trailer with a goose-
neck and winch as 
well as a mechanical 

horse to complete 
the unit. This com-
bination can trans-
port loads of up to 
50 tons mass and 
also has extensions 
on the sides from 
2,8m width to 3,2m 
to cater for wider 
loads and increase 
the stability of the 
load. It is therefore 
ideal for heavy loads 
such as concrete 
blocks, gensets, 
cookers, boilers, 
dryers and mechan-
ical equipment, 
which can be driven 
onto the lowbed via 
the gooseneck.

•	 A 12-ton forklift 
that was purchased 
from a container 
company. This is a 

recent acquisition 
and supplements the 
present fleet of a 3,5 
and 7 ton forklifts. 

The 12-ton forklift 
has its own operator 
and can be delivered to 
site as well as collected 
once the job is com-
pleted. In addition, the 
mast has been reduced 
in height from 4m to 
3m so that firstly, it can 
be transported on a 
lowbed without having 
to apply for a permit 
every time it has to be 
moved and secondly, it 
can work in buildings 
with door heights of 
3,5m and above. Nat-
urally, it has sufficient 
power to pick up 2 x 
12m empty containers 

on top of each other.    
On the D&H Crane 

side, the following have 
been purchased during 
the past two years:

•	 A 55-ton truck 
mounted crane

•	 A 25-ton truck 
mounted crane 

•	 A 16-ton truck 
mounted crane

The fleet is complet-
ed by a 30-ton crane 
purchased previously.  

All the above rep-
resents a capital invest-
ment in today’s terms of 
over R12m and accord-
ingly emphasises Tar-
get Rigging and D&H 
Cranes optimism in the 
future of the economy 
in the Western Cape.

Target Rigging and D&H Cranes 
invest heavily

CONCARGO, estab-
lished in 1987, will 
turn 30 years of age 
next year.   Concargo 
specialises in road 
transport throughout 
South Africa and from 

South Africa into 
sub-Saharan Africa, 
to Angola on the west 
coast and as far as 
Tanzania on the East 
coast and everywhere 
in-between. 

Concargo  pro-
vides a FTL (Full 
Truck Load) dedi-
cated service to re-
mote locations in 
the Congo, Burun-
di, Kenya, Rwanda  

and Uganda. 
It also provides 

a door-to-door ser-
vice for dry cargoes, 
equipment, machiner-
ies and out-of-gauge 
overs ized freight 

nationally and cross 
border;  Concargo 
through its subsidiary 
company Fiduciary 
Financial Services.

Fiduciary.com  of-
fers all levels of Ma-
rine Transit Insurance 
such as “Contingent 
Liability,” DISU De-
lay in Start-Up, Con-
sequential Loss cover 
as well as GIT Goods  

in Transit.
Technology has the 

power to make busi-
ness faster, more agile 
and more responsive 
to the constant chang-
ing requirements of  
the market. 

"At Concargo, we 
see technology as a 
fundamental compo-
nent of our business in 
providing a world class 

standard of service to  
our customers."

Concargo is proud 
to announce the im-
pending release of its 
new technology plat-
form that provides 
a complete logistics 
management solution 
for each of its clients 
and strategic business 

Get the show on the road with Concargo

Continued on P35
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A DECADE OF SERVICE TO THE 
PLASTIC PIPE INDUSTRY

SAPPMA proudly presents

PIPES X
One day conference: Tuesday 6 September 2016 

Bytes Conference Centre, Midrand

FEES UNCHANGED FOR THIRD YEAR RUNNING:
Non-members: R1900 per person (excl VAT)
Members: R1200 per person (excl VAT)
Registered Engineers R1200 per person (excl VAT)

admin@sappma.co.za

Date:

Address:

Registration Fee:

E-mail:

CPD accredited event

011 704 0670
www.cngholdings.co.za    

Hussain Sayed Mohammed
Bulk Sales Manager
083 809 1510/sales@cngholdings.co.za

Evette Petersen
Sales @ Marketing Manager
082 495 4629/sales2@virtualgasnetwork.co.za

Don’t DElay…..get a cleaner, greener, cost 
effective, alternate energy source now!

Does your facility have a boiler, furnace, oven or heating/
cooling devices?

Is your fuel/energy source coal, diesel, paraffin, electricity, 
LPG or fuel oils?

Would you like to be on the Natural Gas underground 
pipeline?

Do you want to save on your energy/fuel source 
bills?

Are you looking for a cleaner, safer, eco-friendly 
energy/fuel source?

Are you looking to increase production efficiency 
related to your energy/fuel source?

SOUTH Africa’s gas 
industry is on the cusp 
of great growth and ex-
pansion in light of a po-
tential global oversupply 
of shale gas. Locally, 
the Department of En-
ergy has confirmed the 
potential development 
of regional gas-fields, 
which will lead to nat-
ural gas becoming a 
more important fuel in  
South Africa. 

With the availability 
of natural gas in neigh-
bouring countries, such 
as Mozambique and 
Namibia, and the dis-
covery of offshore gas 
reserves in South Africa, 
the gas industry in South 
Africa is set to undergo  
rapid expansion. 

“In view of these de-
velopments, local plastic 
pipe manufacturers have 
to ensure that the pipes 
used in gas pipelines, 
have been manufac-
tured according to strin-
gent specifications and 
adhere to global stan-
dards,” says Jan Venter, 
Chief Executive Officer 

of the Southern African 
Plastic Pipe Manufac-
turers Association (SAP-
PMA.) This non-profit 
association represents 
more than 80% of the 
plastic pipe produced 
in South Africa and fo-
cuses its efforts on en-
suring pipe systems that 
are correctly designed, 
leak-free and durable for 
long-term use, including 
the rehabilitation of  
old pipelines. 

Natural gas is a 
clean-burning, more 
affordable and more 
secure source of fuel 
and is increasingly being 
looked at as an alter-
native source of energy 
for both domestic and 
industrial use. It burns 
cleaner than any other 
fossil fuel, emitting up 
to 70% less carbon di-
oxide (CO2) than coal in 
electricity generation. A 
modern gas-fired power 
plant is also 40% more 
efficient than a coal-
fired. Developing South 
Africa’s gas pipelines 
is expected to unlock  

significant socioeconom-
ic and environmental  
benefits for the country.

According to Venter, 
pipes made from High 
Density Polyethylene 
(HDPE) are widely 
used for the distribution 
of natural gas as they 
have a well-documented 
inertness to both the ex-
ternal soil environment 
and to natural gas.

“Extensive testing 
has taken place over the 
last 45 years, confirming 
time and again that the 
long-term strength of 
plastic pipes are unaf-
fected by natural gas and 
its common constituents 
– making them the ide-
al material to use in gas 
pipelines,” Venter said.

Venter has first-hand 
knowledge of the poten-
tial challenges of a pipe-
line and why it is crucial 
to ensure that the mate-
rials used are up to the 
task, as he was involved 
in installing the first gas 
pipeline in Mozambique 
using HDPE pipe. An 
865km cross-border, 

natural gas pipeline was 
later installed from the 
Temane gas fields in 
Mozambique to Sasol’s 
synfuels plant at Secun-
da in the early 2000, also 
using HDPE pipe. 

“Like water pipe-
lines, gas pipelines are 
a long-term investment 
in infrastructure and the 
pipes and fittings used 
are therefore required 
to last in excess of 100 
years. HDPE pipes offer 
numerous benefits for 
gas pipe installations, 
such as being lightweight 
and easy to handle, easy 
to join, available in a 
range of sizes and pres-

sure ratings and have 
low frictional resistance, 
with hydraulic properties 
that remain virtually un-
changed over its useful 
life, resulting in lower 
energy use and pumping 
costs,” he explains. Pipes 
ranging between 20mm 
to 630mm (as per SANS 
4437) are generally used 
in gas pipelines.

One of the biggest 
dangers of gas pipe 
lines, however, is the 
risk of Rapid Crack 
Propagation (RCP) – a 
rare but significant cat-
astrophic pipe failure 
that results in a rap-
idly progressing crack  

(typically >300 ft/sec) 
when a pressurized pipe-
line is subjected to a sud-
den or intense impact. 
RCP can also be the re-
sult of a pre-existing flaw 
or crack in the pipe and 
can occur in most piping 
materials including steel  
and PVC pipes. 

“RCP is a concern in 
piping systems that are 
used to convey com-
pressed gasses due to 
the fact that the rap-
id energy dissipation 
from a compressed gas 
provides the energy re-
quired to sustain crack 
growth,” Venter ex-
plains. For this reason, 
pipes bearing the SAP-
PMA mark are regular-
ly tested to ensure that 
they meet and exceed 
industry standards. 

SAPPMA has also 
recently formed a spe-
cific task team, headed 
up George Diliyannis 
(Technical Support En-
gineer at Safripol,) who 
has been tasked with 
the specific focus of in-
vestigating the require-
ments of the current 
specification, compiling 
a guiding document and 

as an industry body, ul-
timately ensuring high 
standards of pipe man-
ufacture and installa-
tion when it comes to  
gas installations.

Concludes Diliyannis, 
“The gas industry is fast 
growing and SAPPMA 
recognises that it has a 
responsibility in this re-
gard. South Africa has 
adopted the latest prov-
en ISO standards for 
gas pipelines made from 
HDPE. These standards 
cover materials, man-
ufacturing, installation 
and testing. Specifiers 
and users should en-
sure that South Africa’s 
gas pipelines are man-
ufactured and installed 
according to SANS 
4437:2014 in order to 
ensure long term opera-
tional safety and pipeline 
integrity. Gas pipelines 
will increasingly become 
an important part of the 
country’s infrastructure. 
Extended working life-
times and uninterrupted 
supply of gas are there-
fore essential and will 
only happen if the pipes 
and the pipelines are  
prime quality.” 

The use of plastic pipes in gas pipelines

THE supply of Com-
pressed Natural Gas 
(CNG) via a Virtual 
Pipeline was pioneered 
by Virtual Gas Net-
work (Pty) Ltd. (VGN) 
more than five years 
ago. The innovative 
fixed-trailer transport 
system enables VGN to 
distribute Compressed 
Natural Gas safely and 
economically to refu-
eling stations, power 
generation systems, gas 
distribution networks 
and industrial and com-
mercial customers who 
have no access to exist-
ing gas pipelines. 

According to the 
company, CNG is a saf-
er, cheaper and more 
efficient energy alter-
native to LPG, paraffin 
and diesel. 

“It is also a clean re-
newable energy source 
that can significantly re-
duce carbon emissions. 
Switching to CNG of-
fers the industrial sec-
tor better economical  

control over business 
operations thanks to 
stable pricing, more 
consistent quali-
ty-to-energy content. It 
also offers more eco-
nomical use of space 
because the compres-
sion, storage and dis-
pensing system  takes 
up less space, par-
ticularly in compari-
son to conventional  
coal bunkers.” 

The advantage of 
introducing a Virtual 
Pipeline is the access it 
creates to CNG. 

“It negates the need 
for customers to be on 
any national gas grids 
and offers a consistent, 
reliable supply to an 
eco-friendly energy 
source.” 

No capital outlay 
is required because 
customers can lease the 
gas supply equipment, 
which is installed and 
provided at no direct 
cost to customers, and 
customers only pay for 

the CNG used. VGN 
have also built in extra 
features into their 
CNG infrastructure to 
ensure spare capacity 
and redundancy of 
supply and higher 
safety measures such 
as gas sensors and 
automatic shutdown 
systems. This fixed-
trailer transport system 
is specifically designed 
to provide solutions 
for customers who are 
remotely situated from 
existing gas pipelines, 
large industrial and 
commercial customers 
within a 300km radius 
from a compression 
status and smaller 
customers that form 
part of a larger 
distribution network. 

“By utilising CNG, 
industrial plants can 
operate on a consis-
tent energy supply, 
reduce losses due to 
fuel-source theft, im-
prove safety, as well 
as increase the life-

span of equipment and  
reduce maintenance 
and operating costs.”

This energy source 
has been tried and 
tested internationally 
and through the in-
novative fixed-trailer 
transport system of 
Virtual Gas Network 
(Pty) Ltd (VGN), in-
dustrial customers who 
are not on existing gas 
pipelines now have ac-
cess to the benefits of 
CNG via a Virtual Gas  
Distribution Network. 

The International 
Energy Agency has pre-
dicted that natural gas 
will constitute 25% of 
the global energy mix 
by 2035, surpassing coal. 
The Draft Carbon Tax 
Bill forms an integral 
part of the government’s 
plan to implement 
policy around climate 
change and South Af-
rica is committed to 
reduce greenhouse gas 
emissions by as much as  
42% by 2025.

Advantages of virtual pipelines 
and better economics

http://www.sappma.co.za
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Light up the future with the SACE Emax 2. Not just 
a circuit-breaker, but a true power manager that 
controls every electrical system, raising the  
efficiency. SACE Emax 2 protects the system,  
manages loads and generators, measures and  
analyses energy quality, with the simplicity and 
reliability you would expect. Circuit-breakers switch 
power, SACE Emax 2 manages it. For further  
information: www.abb.co.za/lowvoltage

ABB South Africa (Pty) Ltd. 
Electrification Products
Tel. +27 10 202 5880
E-mail: LP@za.abb.com

Use a circuit breaker 
in the management 
of a microgrid?

Certainly.

Emax 2 Microgrid CBT strip 2016 .indd   1 6/1/2016   6:06:29 PM

AFRICA is on the 
brink of an energy 
revolution, which will 
transform lives across 
the continent, if deci-
sion-makers can ful-
ly grasp and advance 
the technological and 
other innovations 
on our doorstep, ac-
cording to global 
consulting engineers 
and scientists, SRK  
Consulting (Africa.) 

“Rolling back pover-
ty and boosting growth 
by getting affordable 
electricity to all house-
holds is now a more re-
alistic possibility than 
ever before,” accord-
ing to SRK corporate 
consultant Roger Dix-
on, “especially with 
fast-developing renew-
able energy technolo-
gies to build upon.”

Dixon highlighted 
the developmental 
impact of access to 
electricity at house-
hold and communi-
ty level, especially in 
the era of mobile and  
digital communication.

“Electricity is the 
first step into the dig-
ital age, facilitating 
improved levels of 
learning, enterprise, 
healthcare and com-
munication,” he said. 
“In many remote areas, 
electricity in the house-
hold also heralds a new 
culture of efficiency in 
which people can spend 
time on more produc-
tive activities instead 
of fetching firewood  
or water.”

He also highlighted 
electricity’s vital con-
tribution to improving 
educational access and 
quality, which were 
in turn linked to eco-
nomic performance, 
employment and more 
sustainable levels of  
population growth. 

According to the 
African Development 
Bank (ADB), the conti-
nent loses four percent 
of its gross domestic 
product due to lack of 
electricity – with over 
645 million Africans 
living without it. Elec-
tricity use per capita 
averages 181 kilowatt 

hours (kwH) in Afri-
ca, compared to about 
13,000kwH in the US 
and over 6,500kwH  
in Europe.

Electricity is also of-
ten unaffordable to Af-
ricans, according to the 
ADB, which estimates 
that a person living in 
northern Nigeria pays 
up to 80 times more 
per unit of energy than 
a resident of London or 
New York.

“The urgency of 
this challenge is clear 
from the ADB’s plan 
to spend US$12bn in 
the energy sector over 
the next five years 
and leverage a further 
US$40bn - US$50bn,” 
said Dixon. “In South 
Africa, government 
expenditure on energy 
projects – mainly from 
Eskom – is expected to 
exceed R180bn over the 
next three years, mak-
ing up more than 20% 
of public sector infra-
structure spending. In 
addition, government 
is also considering 
potential investment  
in nuclear power.” 

He said renewable 
energy sources will be 
a cornerstone of this 
economic revolution, 
as Africa’s potential 
in wind, solar and hy-
dropower is released 
by the quick pace  
of technology.

“But we also need to 
innovate our models of 
energy generation and 
distribution, providing 
legal, policy and techni-
cal support for private 
sector investment and 
exploiting opportuni-
ties in locally-focused 
energy schemes along-
side a national grid,” he 
said. “Our experience 
at SRK is that engi-
neering studies must in-
tegrate closely with so-
cial and environmental 
requirements to ensure 
that projects proceed 
smoothly; governments 
must facilitate with 
a conducive regula-
tory framework and  
efficient permitting.” 

Renewable energy’s 

Energy innovations to bring African prosperity

Continued on P34
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SMART Waste recently 
celebrated its fifth year 
in the Western Cape 
with an invitation to 
present at the Western 
Cape Funding Fair. 

“This is the start of 
a new growth phase 
for us,” says Reg Bar-
ichievy the owner. “We 
are looking forward 
to the next phase of 
our development as a 
Western Cape compa-
ny. It has been hard, but 
exciting work to get to  
this point.”

Smart Waste – a na-
tional company rated 
BEE1 – is owned and 
managed independent-
ly. The company ser-
vices industrial estates, 
factories, shopping 
centres and wine farms. 

Its basic services in-
clude comprehensive 
waste management; 
this involves disposing 
of all waste streams 
from general waste to  
hazardous waste. 

“We take the role of 
a project manager and 
take over the client’s 
waste responsibility for 
waste removal so that 
the client can take care 
of business. We subcon-
tract the specialist waste 
streams and ensure that 
your interests are pro-
tected and costs are kept 
low; basically we take 
care of the dirty toilet no 
one wants to deal with.”

Each contract is dif-
ferent and services are 
adapted to each cli-
ent’s needs. Distances 

to landfill, types and 
sustainability of waste 
volumes are taken into 
account to determine 
the most efficient and 
cost effective strategy 
in removing waste, all 
of which is handled in 
accordance with the law.

Smart Waste’s core 
service is on site recy-
cling. By removing recy-
clable material from the 
waste stream at source 
Smart Waste can reduce 
transport and disposal 
costs – due for an annual 
increase in July – by the 
volume of waste which 
is removed. Thereafter 
Smart Waste provides 
the client with a month-
ly report on the waste 
management supported 
by Safe Disposal Certif-

icates where necessary. 
“Certification as to 

safe disposal and report-
ing on waste streams is 
becoming increasingly 
important to clients, 
especially those with 
overseas connections.” 
explains Barichievy.

Smart Waste is also 
innovative in finding 
different ways of dealing 
with waste, which can be 
recycled and was one 
of the first to send food 
waste to a fly farm.

“The next five years 
will be crucial to our 
development”; says 
Barichievy: “we don’t 
want to be the biggest 
but we certainly want 
to offer value and in-
novative solutions to  
our clients.”

Five years in, with better things to come

Contact: 
 Reg 079 579 8210 or 
 reg@smartwaste.co.za

We take care of all of your waste
 • Removing recyclable materials - which earn you money 
 • Reducing your general waste - saving you disposal costs

We can also assist with recycling planning and training.

Smart Waste Western Cape - your responsible waste 
management and recycling specialists.

www.smartwaste.co.za

OUR dominant linear 
‘take-make-consume-
dispose’ economy is 
unsustainable. Dwin-
dling natural resources 
and growing demand 
are inescapable; it is 
only a matter of time 
– in some cases just 
decades – before cer-
tain resources will no 
longer be available as  
virgin commodities. 

Circular economy 
thinking moves away 
from waste; it looks at 
preventing the waste 
rather than managing 
it. The recycling econ-
omy on the other hand 
focusses on recycling 
waste so that it doesn’t 
end up in landfills, but 
is reliant on waste in 
order to survive.

So which is the best 
approach to tackle the 
severe environmental 
and socio-economic is-
sues we face, and drive 
much needed new in-
dustry development 
while ensuring that 
manufacturer’s bottom 
line goals are achieved?

In a recycling econ-
omy, little attention is 
paid to the manufactur-
ing or design stage. Cur-
rently huge amounts of 
energy is used when 
making products from 
raw materials. Howev-
er, as long as the recy-
cling process is inde-
pendent of the design 
stage, it cannot address 
the long-term challenge 
of incentivising man-
ufacturers to change 
their processes. This 
would mean using less 
raw material, reducing 
energy use and making 
products that have a re-
duced negative impact 
on the environment.

The circular econ-
omy promotes a sus-
tainable industry where 

product design is in-
fluenced in a manner 
that makes not only 
environmental sense, 
but also business sense  
for manufacturers.

The main difference 
between the circular 
economy and the recy-
cling economy is that 
manufacturers are in-
centivised to change 
and develop better de-
sign processes. This is 
becoming a reality in 
South Africa through 
an approach that was 
lauded by the World 
Economic Forum in 
Davos in 2016 as a  
successful model.

In South Africa, 
through legislation and 
regulation the tyre in-
dustry has ensured that 
tyres, severely damag-
ing to the environment, 
do not become waste 
at the end of life. In 
line with promoting a 
circular economy ulti-
mately manufacturers 
will be incentivised to 
shift their product’s 
design to cradle-to-cra-
dle manufacturing  
techniques. 

REDISA is funding 
a Product Testing In-
stitute to be completed 
by 2017, which will pro-
vide an environmental 
rating system. The rat-
ing system will promote 
the development of 
tyres that, when consid-
ered over their entire 
lifetime from manufac-
ture to end of life dis-
posal or recycling, have 
minimal environmental 
impact. These tyres 
will of course be able 
to be recycled, but the 
focus goes far beyond  

only recycling.
A better product will 

obtain a better envi-
ronmental rating from 
the institute, and this 
in turn will mean that 
manufacturers pay a 
lower waste manage-
ment fee to extended 
producer responsi-
bility organisations 
like REDISA. Those 
products that obtain a 
poorer environmental 
rating will pay higher 
fees - thereby driving 
the shift to greater sus-
tainability in the South  
African economy.

For the first time in 
an industry, 100% of 
tyre manufacturers and 
importers in South Af-
rica are taking respon-
sibility for their waste 
by passing the responsi-
bility to an organisation 
like REDISA, which is 
ensuring that the envi-
ronmental disaster that 
waste tyres represent is 
being economically and 
effectively addressed. 
This is the springboard 
for implementing circu-
lar economy principles 
in the tyre industry.

At REDISA we rec-
ognise the possibili-
ties that lie in circular 
economies, specifically 
for all those willing to 
look at waste not as 
waste, but as a com-
modity. Through this 
approach, items that 
would otherwise be dis-
posed of as waste can 
be reused, in whole or 
in part, multiple times. 
This restorative system 
extracts the maximum 
value out of a resource, 
ensuring that products 
have endless lives.

The future of recycling 
isn’t what you think 

The difference between a circular economy and a recycling 
economy, and why we should care

Hermann Erdman, 
CEO of REDISA 

(Recycling 
and Economic 

Development Initiative 
of South Africa)

Sizanani Bulk chooses DAF Trucks for the long haul
Continued from P21

Energy  
innovations 

to bring  
African  
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costs. Maintenance is 
therefore simpler, faster 
and less expensive and 
there are fewer parts 
that wear and need 
periodic replacement. 
Smart features such as 
the speed limiter and 
engine idle shutdown 
prevent wastage of fuel 
and reduce emissions.

Best driver satisfaction

The XF105 has the 
most spacious cab in its 
class allowing the driver 
to stay fit and alert for 
longer. Aerodynamic 
refinements such as the 

four large electronically 
adjustable and heated 
mirrors allow for a 
wider field of vision 
while the spacious 
cab has a roof 
with an integrated 
aerodynamic sun visor. 
Additional features 
such as Adaptive Cruise 
Control,  Forward 
Collision Warning and 
a DAF Camera System 
make driving safe and 
comfortable. Babcock 
recently held a mini-
workshop for Sizanani 
Bulk’s driver trainers to 
familiarise themselves 
with operating the 

vehicle and making 
the most of the  
aerodynamic design.

High reliability

The DAF XF105 
includes extensive 
function integration 
to achieve excellent 
r e l i a b i l i t y  a n d 
durability while the 
engine compromises 
25% fewer parts 
than previous models 
which dramatically 
increases reliability and 
prolongs lifetime. Long 
maintenance intervals 
and professional service 

from DAF dealers such 
as Babcock minimise 
downtime to further 
reduce operating 
costs. In addition 
DAF MultiSupport 
offers a fixed rate per 
kilometre for repair and 
maintenance and gives 
customers the benefit 
of increased vehicle 
availability and reduced 
administration, while 
the DAF International 
Truck Service (ITS) is 
on stand-by day and 
night, 365 days a year to 
ensure a stranded truck 
is back on the road with 
minimum delay.

share of South Africa’s 
installed electricity ca-
pacity has leapt from 
zero to 4,5% since 
2010, on the strength of 
government’s Renew-
able Energy Indepen-
dent Power Producer  
Procurement Pro-
gramme (REIPPPP.)

“This bold initiative 
breaks new ground and 
proves that renewable 
energy is both afford-
able and well-suited 
for public-private part-
nerships in Africa,” 
said Dixon. “It also 
showed that solar and 
wind power offer un-
precedented opportu-
nities to reach remote 
areas with electricity, 
without necessari-
ly being linked to a  
national grid.”

South Africa has 
recently become one 
of the world’s top ten 
countries generat-
ing power from solar 
photo-voltaic sources, 
and is now the largest 
wind-energy producer 
in Africa – with capaci-
ty exceeding 1,000MW.

WOOLWORTHS Hold-
ings Limited (WHL) is 
on an ambitious journey 
of continuous change in 
the way it does business 
and has put sustainabili-
ty at the core of its strat-
egy. Central to this is the 
setting of sustainability 
targets for the Group, 
and WHL is proud to 
announce its Good 
Business Journey goals 
for 2020.

The WHL Good 
Business Journey (GBJ) 
was ground-breaking 
in South Africa when 
launched in 2007, and 
aims to reduce the busi-
ness’ environmental 
impact and increase its 
social and economic 
impact across the entire 
value chain. 

The GBJ focuses on 
improving eight key areas 
of the business: energy, 
water, waste, sustainable 
farming, ethical sourcing, 
transformation, social 
development and health 
and wellness, with over 
200 targets supporting 
this.   The GBJ has also 
realised R567m in cost 
savings made through 
sustainability interven-
tions in the company and 
its supply chain to date.

For the first time, 
the Group’s GBJ 2020 

targets will incorporate 
the WHL  international 
businesses, including 
the rest of our African 
operations, David 
Jones and Country 
Road Group, thereby 
extending the knowledge 
and experiences gained 
in South Africa across 
borders.  In Australia, 
WHL will be introduc-
ing formal sustainability 
scorecards for David 
Jones and Country Road 
Group towards the last 
quarter of the 2016 cal-
endar year, thereby align-
ing the GBJ programme 
across all its Southern 
Hemisphere operations.

The WHL Group GBJ 
2020 commitments are a 
progression of its earlier 
journey and include:
•	 Contributing over 

R3,5 billion across 
the Group to com-
munities over the 
next five years

•	 Saving 500 billion 
litres of water over 
five years

•	 Ensuring the compa-
ny halves its energy 
impact by 2020 and 
achieves 100% clean 
energy by 2030

•	 Driving responsible 
sourcing of all key 
commodities by 2020

•	 Affirming that every 

private-label product 
sold has at least one 
sustainability attri-
bute by 2020

“Sustainability is at 
the core of our business 
and we are very proud 
of the new targets we’re 
announcing today.  Since 
we launched the Good 
Business Journey in 2007, 
we have achieved some 
remarkable milestones, 
learnt valuable lessons, 
and set significant indus-
try benchmarks.   Going 
forward, we also see the 
opportunity to amplify 
these positive impacts 
beyond South Africa 
through the activation 
of the GBJ programme 
at both David Jones and 
Country Road Group in 
Australia,” says Ian Moir, 
WHL Group CEO.

The GBJ 2020 score-
card incorporates trace-
ability and the devel-
opment of responsible 
sourcing strategies for 
high risk commodities 
including palm oil, cocoa, 
sugar, soy, cotton, leath-
er and viscose, It will also 
incorporate an improved 
animal welfare rating sys-
tem and responses, and 
make significant progress 
in eliminating hazardous 
chemical usage across the 
clothing supply chain.

Woolworths Holdings Limited (WHL) 
challenges itself to bold, Group-wide 

sustainability targets
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Climate alarmists have 
vested interests too

Continued from back page

 OPINION
knowing their salaries 
will rise as a result.

Worse than this bu-
reaucratic self-inter-
est, the research funds 
environment agencies 
awarded go to research 
that will produce am-
munition for stirring the 
climate alarm pot.

Climatologists with 
a more cautious view 
are starved of research 
funds. Inevitably they 
accept funding from 
industries such as the 
coal, iron, and steel that 
recognized that blaming 
carbon dioxide for cli-
mate change and global 
warming makes them 
targets for higher taxes 
and closure.

Now cautious climate 
scientists are being 
labeled as “deniers” 
a word deliberately 
coined to taint them 
with Nazism. Some 
have been hounded 
out of their jobs. Seri-
ous attempts are now 
being made to silence 
any criticism or doubt 
about the dangers of the  
climate warming.

Meanwhile, devel-
oping countries see the 
climate change issue as 
a golden opportunity to 
extract “reparations” 
from developing coun-
tries for changing the 
climate, since they, be-

ing economically under-
developed, cannot be 
the culprits.

But of course the 
climate of the world is 
changing. Of course it 
is getting warmer. Of 
course, some economic 
activities are damag-
ing the environment in 
some parts of the world.

And, is it as bad 
as some say? That 
said, what are we to  
do about it?

It is alleged that cli-
mate change is the cen-
tral question of the era 
(Islamic extremism, a 
resurgent Russia, the 
world economy in the 
doldrums, the prospect 
of Donald Trump or 
Hillary Clinton becom-
ing US President, not-
withstanding). 

If the climate change 
is our entirely fault 
and the world is get-
ting warmer to such a 
degree that our grand-
children will suffer 
and thousands will 
die, we clearly have to  
do something.

If it is true that most 
climate scientists agree 
that the climate is 
warming for whatever 
cause, should we worry 
that much? Should we 
be terrified?

A great number of 
the educated middle 

classes of rich western 
countries agree that 
we should be scared 
stiff. More than that, 
they are genuinely con-
vinced that modern 
economies are changing  
the climate.

Never to ignore a 
good headline, the me-
dia daily bombard us 
with stories of floods, 
melting glaciers, dying 
polar bears or whatev-
er event they can link 
to the climate changing 
and the earth warming.

Think carefully be-
fore swallowing every-
thing climate alarm-
ists will tell you. They 
have vested interests 
too. Follow their ad-
vice and be ruled by 
unelected bureaucrats. 
Follow their advice and 
watch governments sti-
fle free markets, end 
free speech, and re-
strict all our lives in a 
tangle of regulations  
and new taxes.

Enter the players

Leo DiCaprio picked 
up an environmental 
award in NYC this week 
— but hypocritically 
expanded his carbon 
footprint by 8,000 miles 
when he obtained the 
honor, by taking a pri-
vate jet from Cannes, 

then flying straight back 
to France on another 
jet for a model-packed 
fund-raiser a night later.

DiCaprio was at the 
Cannes Film Festi-
val this week, and was 
spotted there partying 
at club Gotha on Mon-
day with model Geor-
gia Fowler, then jetted 
back to New York for 
the Riverkeeper Fish-
ermen’s Ball at Chelsea 
Piers on Wednesday, 
where he was honored 
by the clean-water advo-
cacy group and Robert  
De Niro.

Just 24 hours later, 
DiCaprio reappeared 
back in France for am-
fAR’s glitzy Cinema 
Against AIDS gala, 
where he gave a speech.

DiCaprio’s foun-
dation just pledged 
US$15m to environ-
mental causes at this 
year’s World Econom-
ic Forum. And during 
his Oscar acceptance 
speech, he said, “Cli-
mate change is real. 
It is happening right 
now, it is the most ur-
gent threat facing our  
entire species.”

But he’s also been 
slammed for his use of 
private jets and yachts. 
Environmental analyst 
Robert Rapier, who said 
the actor’s movie-star 

lifestyle “diminishes his 
moral authority to lec-
ture others on reducing 
their own carbon emis-
sions,” told us of DiCap-
rio’s latest trips:

“[He] demonstrates 
exactly why our con-
sumption of fossil fuels 
continues to grow. It’s 
because everyone loves 
the combination of cost 
and convenience they 
offer. Alternatives usu-
ally require sacrifice of 
one form or another.” 
Rapier added, “Every-
body says, ‘I’ve got a 
good reason for con-
suming what I consume’ 
. . . It’s the exact same ra-
tionalization for billions 
of people.”

But a source close 
to DiCaprio explained 
that the star did not 
charter his own flights, 
but merely “hitched a 
ride with someone al-
ready flying back [and] 
to Cannes. Hitching a 
ride was the only way he 
could make it in time for 
both events.”

The amfAR gala 
raised US$25m, includ-
ing US$500,000 for an 
auctioned stay at Di-
Caprio’s Palm Springs, 
Calif., home, while 
the Riverkeeper event 
brought in US$1.6m.

His rep didn’t com-
ment.

Get the show on the road with Concargo
Continued from P31

partners. 
With its suite of 

mobile apps, its cus-

tomers have access 
to all of their ship-
ment and freight lo-

gistics information 
at their fingertips, 
providing complete 

peace of mind at each 
milestone of their 
logistics projects in  

Southern Africa. 
 With Concargo tech-
nology, you will not 
only be able to track 
the status and loca-
tion of your shipment, 
but have access to 
live quotes and road 
shipment calculators, 
document scans and 
invoices in real-time. 
An information por-
tal provides pertinent 
market and company 
news that gives you 
complete visibility of 
the market, wherever 
you are.
  With Concargo’s 
‘message push’ tech-
nology, your mobile 
device will be notified 
of any updates to your 
shipment as soon as it 
happens, giving you 
the ultimate control 
over the status of your 
goods in transit. 
“Coupled with our or-
ganizational workflow 
features, these up-
dates can be streamed 
and shared to each 
of your colleagues to 
ensure everyone is in 
the know from con-
signor to consignee, 
resulting in maximum 
transparency and 
substantially reduced 
project risk,” says Da-
vid Kruyer Managing 
Director and founder 
of Concargo. 
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The world is a dangerous place,” mused 
Luke the Dude. Trust him to ruin the 
general feeling of bonhomie and the 

peace we had with the world at large. As is our 
wont on the odd occasion, the congregation 
of learned conversationalists were adding to 
The Governor’s wealth at the local pub and 
grill. Minding our own business. Quietly in our  
own corners.

Well, maybe that is taking it a bit too far. 
“I’ll tell you why,” offered Luke the Dude 

when nobody responded. It must be admitted, 
though, that Jon the Joker did look up disdain-
fully from his lager, and that was all it took.

“Let’s not even talk about South Africa,” 
lectured Luke, “where the ANC, elected as 
our government under the downturned eyes 
of the … ahem … quote … Independent … 
unquote Electoral Commission, appoints an 
investigation into state capture and the creepy 
hand of the Gupta Brotherhood around our 
president’s shoulders and then? Then nothing. 
Then it disappoints the investigation again.”

“You got it right there, Boy,” interrupted 
Colin the Golfer, who for once liked what  
he heard.

“Useless!” contributed Jon the Joker, either 
in agreement or dismissal.

“No swearing!” warned The Governor, be-
ing a Scout master and prepared for anything.

Luke turned a scornful lip down at him and 
proceeded, “Okay I won’t say it then, let’s 
rather talk about America, where the Grand 
Old Party, the political home of Abraham 
Lincoln, Dwight D. Eisenhower and Ronald 
Reagan is electing who as Republican can-
didate for the presidency? Donald the Liar, 
that orange-coiffed crook, capitalism’s worst 
nightmare, a Robbing Hood who steals from 
the poor to give to the rich, namely himself, a 
con-man buying the presidency!”

“You really don’t like him, do you?” en-
quired The Prof academically.

“I do,” contradicted Luke the Dude enig-
matically, “as a TV host saying ‘You’re fired!’ 
That suits his nasty nature. I don’t like him 
as a school-yard bully with his finger on the 
Red Button ready to start World War Three 
if anybody should be so ‘disloyal’ as to piddle 
him off.”

“So do you want Hilary Clinton then, with 
sneaky Bill stalking interns in the seats of pow-
er and the corridors of sleaze?” queried Dave 
the Dancer doubly meaningfully. “I mean, if 
she gets into a fit of rage, and she might well 
have every reason to, seeing that Old Bill there 
is still looking all smiles and up to it, who 
knows what she will do with the Red Button?”

“Hmmm,” pondered The Prof, “a thought 
best banished from the mind.”

“Exactly,” jumped in Big Ben, who has had 
his hand up for some time, “she is just as likely 
to start World War Three!”

“But that is precisely my point,” exasperated 
Luke the Dude, “You sit here as if this pub is 
under a tree and suddenly you’ve been hit by 
an apple. Eureka! Meanwhile I have been say-
ing from the beginning: the world is a danger-
ous place. Remember? America is the leader 

of the world in gross domestic product, 
in innovation; it has more Nobel Prize 
winners and Pulitzer Prize winners and 
whatever winners than anybody else. It 
has more geniuses per square mile, even 
though some of them come from South 
Africa. Blame the ANC for that. 

“America has a deep vault of human 
capital. They can choose the best. But 
who do they want to lead them and the 
free world as president? Take your pick, 
as long as it’s either Hilary the Clinton 
or Donald the Dump.”

“So no matter what the Americans 
do, or what we do, the world is a dan-
gerous place,” concluded Big Ben in a 
rare lucidum intervallum.

“And it is no better at the other end of 
the world,” continued Luke the Dude, 
“where the Islamic empire is finally suc-
ceeding in its long-sought invasion of 
Europe. They came from the East and 
they came from the West in the Dark 
Ages. The Ottoman Empire lasted until 
less than a century ago, but its Islamic 
progeny has remained in south-eastern 
Europe and many remember the days of 
the great empire with fondness. 

“From the west they crossed out of 
Africa into Gibraltar and conquered 
Spain, where they ruled from the eighth 
to the fifteenth century. They also took 
their wars of conquest into France and 
Italy. As anybody with any knowledge 
of Asterix and Obelix knows, the Gauls 
would not agree to that without a fight.  
Charles the Hammer’s Gauls defeated 
the Moors in 732 and drove them out 
of France. Even though they had to be 
driven off again and again for centuries.

“But now, in the 21st century, what 
do the Europeans do? They invite the 
invaders in with open arms, don’t they? 
Come and take over our countries! Wel-
come! Welcome!”

At this point I would have liked to 
give the floor to Yusuf the Trader or 
Muhammad the Principal to enlighten 
us with their perspectives, but as Mus-
lims do not partake of the liquid fare 
served by The Governor, they do not 
set foot in our local pub and grill. For-
tunately, Big Ben came to my rescue.

“I do not agree,” said he. “I know 
many Muslims and they are friendly, 
hard-working people.”

“We all do,” we all said.
“The Muslim community of the Cape 

is indeed a positive contributor to the 
stability of our society,” added The Prof.

So that took care of Luke the Dude, 
right? Wrong. 

“But that is precisely my point,” said 
he. “I am not talking about the Muslim 
community integrated in the population 
of the Cape. No threat of instability 
from them, rather the opposite, as you 
say Prof. I am not even talking about 
individuals. I am talking about more 

than a million people entering Germany 
alone. And how many more in the other  
European countries? 

“These are not Germans or Swedes; they 
have different customs and habits and ways 
of treating women, for instance. If you 
don’t see the threat of social instability you 
are fooling yourself. A small country like 
Sweden is already taking strain.”

“What is your point then, Boy?” enquired 
Colin the Golfer.

“My point, as I have been saying right 
from the beginning,” replied Luke the 
Dude while looking at the roof for assis-
tance, “is that the world is a dangerous 
place. We have always lived with change 
and we make allowances for it, but at the 
same time we need a minimum level of 
predictability to make sense of our lives. 
Just ask any investor. Below that mini-
mum level of predictability we live in a  
dangerous place.”

“Indeed we do,” agreed The Prof. “Young 
Lucas here is making a perfectly valid point. 
The Richter scale of human affairs shows 
we have entered an era of instability. It is 
in our nature to assume that life will car-
ry on as before, from day to day, but that  
is a mistake.”

“Oui,” reminded Jean-J, “when the Jew-
ish people of Europe saw the rise of Hitler, 
they went on with their daily lives, assum-
ing it would be okay. Nobody thought the 

Holocaust was possible. And when Pol Pot 
became dictator of Cambodia in 1975, the 
educated Cambodians had no expectation 
that they would all be killed, and killed be-
cause of their education.”

“Well, well, well!” scolded Jon the Joker, 
“thank you very much for that piece of in-
formation. You and Luke the Dude really 
know how to cheer a chap up, don’t you? 
Next round please Governor, we have no 
beer left to cry in!”

“Okay then,” said The Prof brightly, 
“young Lucas has made his point and he 
has made it admirably. Time now to change 
the subject. Somebody tell a joke please.”

“Fransman!” shouted Jean-J.
“No dirty jokes!” reprimanded  

The Governor.

E-mail: noag@maxitec.co.za

The pressing affairs of the day

IF you think that man made climate 
change activism has nothing to do with 
the economy, you are wrong. If you 

think that it poses no threat to the way you 
do business, you are wrong. If you think that 
your freedom to seek work where you want 
to is under threat, if you see no threat to in-
dividual liberty, no threat to democracy and 
freedom in general, you are seriously wrong. 

In short, if you are less than 40-years-old, 
you will live to regret what is happening on 
the back of the climate changing and the po-
litical bandwagon it has created.

This is why.
Led by the UN (which is filled with high-

ly paid bureaucrats and appointees who 
have never been democratically elected) 
politicians around the world have em-
braced the idea of climate change being 
a threat to the rest of us and our children  
and grandchildren. 

Climate 
alarmists 

have vested 
interests too

Politicians everywhere see climate change 
panic stirred up by the media as a sure-fire 
way of garnering votes, so they emphasize 
climate alarmism, often ignoring the cau-
tious findings of scientists. 

They like the claim that most climate sci-
entists backing climate alarmism. They cry 
“follow us, do as we say, and we will rescue 
you from the approaching doom!”

It is a wonderful excuse to set up environ-
mental agencies, creating more civil service 
jobs, their salaries paid for by taxpayers.

In the US and in most of the developed 
world, environment agencies or ministries 
now exist. In the US they are given massive 
budgets, particularly earmarked for climate 
research. These bureaucrats now have a 
vested interest in climate alarmism. They 
lobby for more environment regulation, 
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