
IF there was a suspicion that oil giant 
Chevron was calling a bluff when it 
suggested it could sell its 75% stake 

in its South African holdings, then a ru-
moured emergence of a potential buyer 
might change opinions. Persistent reports 
that Chevron planned to sell its assets - 
including what Capetonians know as the 
Caltex refinery and storage depot - have 
in recent months been discounted. This is 
largely because the weak crude oil price 
and less than optimistic outlook for oil 
prices in the medium-term, which would 
preclude Chevron getting top dollar for 
high quality energy industry assets.

But matters have now taken a seri-
ous twist with suggestion in certain media 
circles that a niche oil company is seeking 
opportunities in southern Africa. Specifi-
cally cited in a hunt for oil storage capacity 
in Southern Africa was Puma Energy — an 
international fuel distributor owned by An-
gola’s state oil company Sonangol Holdings 
and Netherlands-based global commodity 
traders Trafigura.

Business Day reported that Puma Ener-
gy, the international fuel distributor owned 
by global commodity traders Trafigura and 
Angola’s state oil company Sonangol Hold-
ings, was targeting organic growth and 
acquisitions in SA to match its expanding 
energy storage capacity in Southern Africa.

Last year Puma Energy snapped up Kwa-

Zulu-Natal based Drakensberg Oil and a 
controlling stake in Cape Town-based Brent 
Oil, which holds logistics and storage facili-
ties as well as branded fuel stations. Puma 
now owns over 129 petrol forecourt sites,  
but would rank as a small local player … 
even in the retail space.

Chevron would be a major deal for Puma 
– a bit like the minnow swallowing the 
whale. Chevron’s Caltex refinery produces 
gasoline diesel, jet fuel, liquefied gas and 
other products for South Africa and exports 
to other African countries. The refinery 
boasts a capacity of 110,000 barrels per day.

Although the Caltex refinery has been a 
landmark industrial node in Cape Town for 
generations, Chevron has not been a happy 
camper of late …

Chevron had previously expressed strong 
resistance to a new fuel storage facility in 
the Cape Town harbour planned by Burgan 
Cape Terminals.

Chevron originally argued vehemently 
that the new depot could close its Cape 
Town refinery. Chevron’s resistance ap-
peared to fade after the National En-
ergy Regulator of South Africa (NER-
SA) raised concerns about competition 
in the Western Cape, but one suspects 
the development does dramatically alter 
the viability of maintaining such a large  
Western Cape presence.

Burgan looks a serious player - con-

trolled by Dutch company VTTI with 
Tehebe and Jucaro as empowerment part-
ners. CBN reported recently that Burgan 
Cape Terminals officially broke ground 
for the construction the new, independent 
fuel storage and distribution facility. The 
development sees a R650m investment 
in the first two years. At the time Bur-
gan Cape Terminals CEO Muziwandile 
Mseleku said the facility would ensure 
security of fuel supply by adding greater 
flexibility and choice to a strained provin-
cial storage market. 

“It will also play an important role 
in opening up a previously closed 
market for emerging, black-owned  
independent fuel suppliers.”

In the next few months it will be in-
teresting to gauge whether Chevron – 
which has reportedly invited bids for 75% 
of its operations in SA – gives indica-
tions of a short list of interested parties. 
The price bid for Chevron’s local assets 
will also be interesting to see –  should  
that number be revealed.

CBN, though, reckons Chevron will prob-
ably be smart enough let any bid process 
unfold slowly so that there is the possibil-
ity of the crude oil price firming. The com-
bination of a weak oil price and increased 
competition in Cape Town is hardly con-
ducive for Chevron dangling a big price  
tag on its local assets.
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R7bn for new port 
facilities

TNPA has allocated 
R7bn to grow the ocean’s 

economy.

A harvest of 
exceptional quality

In cider trading

The Western Cape grape 
season was gripped by 

drought that affected final 
crop estimations, but the 

quality has been exceptional.

Distell’s spirited growth in 
the last 15 years has been 

underpinned by its successful 
cider segment.
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Caltex on the block?

Puma Energy’s jet fuel tanks in Botswana. [Image by Puma Energy.] 

(Finally) taking 
stock in the  

Cape

DURING the eighties a good 
number of punters in the 
local investment commu-
nity were more than a little 

serious about setting up a Cape Town 
Stock Exchange that would either rival 
or complement the well established 
Johannesburg Stock Exchange (JSE.) 
The premise was that there were so 
many great Cape-based companies 
– recalling names like Wooltru, Tren-
cor, Pepkor, BoE, Boland Bank. Nor-
wich, Oceana, I&J, Protea Assurance, 
Seardel, Rembrandt and Pick n Pay (to 
name a few) – that a separate bourse 
in the Mother City was more than jus-
tified. Such an ambitious - and dare we 
say divisive project – never took root, 
and the last efforts at any kind of stock 
exchange was a half-baked plan by 
Milnerton-based venture capital com-
pany Capital Commitments to start 
an exchange for emerging companies  
under the guise of the SASDAQ.

The Cape Town stock exchange idea 
might not have died out completely, 
though. In this regard it is interesting 
to note that the JSE has finally – af-
ter being in existence for 125 years 
- established an official presence  
in Cape Town.

Cape Town, of course, has of-
ten been seen as the home of in-
vestment – boasting an impressive 
grouping of wealth managers like 
Sanlam, Old Mutual, Allan Gray, 
Coronation, Foord, Prescient and  
more recently Sygnia.

Last month it was reported that 
because Cape Town was now an in-
creasingly important hub of South 
Africa’s financial services industry, 
the JSE was opening a new office in 

Stainless Steel Thread Inserts
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IN THIS ISSUE EGE plug and play solution 
for flow monitoring

Has Woolies 
really lost 
its mojo?

THE compact plug and 
play EGE SNS 450 ther-
modynamic flow sensor 
provides ease of flow 
monitoring with low  
maintenance benefits.

According to Gerry 
Bryant, managing 
director of Counta-
pulse Controls, sole 
southern African 
agent for EGE’s full 
range of flow sen-
sors and controllers, 
the innovative screw-
in adapter on the 
EGE thermodynamic 
flow sensor allows 
for universal use in a  
variety of applications. 

The adapter is 
screwed into a T-piece 
or a welding sleeve 
and the probe is then 
secured in this adapter 
using a union nut. Us-
ers are reassured of the 
integrity of the connec-
tion, which is sealed up 
to 100 bar.

The EGE sensor, 
which includes an 
LED display for ease 
of use, can function 
in temperatures from 
between minus 20°C 
to plus 80°C and is 
suitable for control-
ling the flow of fluids 
such as water, glycol 
mixtures and chemi-

cals. Ingress protected 
to IP67 standards the 
design of the sensor, 
which features no 
moving parts, is fo-
cused on elimination 
of failure that would 
typically be caused by 
oxidised bearings, torn 
impellers or deflector  
deformation.

With a robust con-
struction the EGE flow 
sensor is resistant to 
corrosion and is ideal 
for use in both liquids 
and air, as well as in 
hazardous environ-
ments. ”This is a wel-
come addition to the 
Countapulse Controls 

product line-up and 
complements the com-
pany’s existing range 
of sensing solutions; 
all geared around reli-
ability and longevity 
combined with uncom-
promising accuracy,”  
says Bryant.

Countapulse Con-
trols offers a compre-
hensive range of sens-
ing, measurement, 
counting, switching, 
monitoring and posi-
tioning instrumenta-
tion, with customer 
support provided 
through a round-the-
clock technical advisory 
service hotline.

INVESTORS made a 
rather dour pronounce-
ment on prospects 
for Cape Town-based 
retailer Woolworths 
despite the company 
releasing sturdy in-
terim results to end 
December 2015. At the 
time of writing Wool-
worths shares were 
well off the R106 high 
seen on the JSE in  
November last year.

Woolworths, how-
ever, posted sterling 
results with revenue 
increasing 17% to 
R35,5bn and pre-tax 
profit up 16,5% to 
R3,4bn. Directors also 
showed their confi-
dence in the robustness 
of the business model 
by hiking the dividend 
a hefty 38% to 133c/
share. It was also en-
couraging to see that 
the core Woolies of-
fering in South Africa 
remained strong in the 
interim period.

CEO Ian Moir re-
ported that clothing 
and general merchan-
dise had a much im-

proved half with oper-
ating profit increasing 
by almost 15%. He said 
the results were driven 
by a good performance 
from core womens-
wear and menswear 
categories and a strong 
improvement from kid-
swear. The Food divi-
sion again delivered 
a strong performance 
with sales up 12% and 
operating profit up by 
almost 18%.

Moir said the super-
market strategy was 
proving successful – 
noting that Christmas 
sales were strong. He 
maintained that de-
spite the tough trad-
ing conditions, the 
businesses continue 
to perform well ahead  
of the market. 

“Through our po-
sitioning as a leading 
Southern Hemisphere 
retailer, we are able 
to leverage our scale 
and global sourcing 
strategy to deliver 
quality products at 

The EGE sensor, which includes an LED display 
for ease of use, can function in temperatures from 

between minus 20°C to plus 80°C .
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MAKING TECHNOLOGY
WORK FOR YOU

SENSING SOLUTION SPECIALIST

TRANSNET National 
Ports Authority has allo-
cated R7bn to build new 
port facilities to grow 
South Africa’s ocean 
economy. Two hundred 
jobs have already been 
created in new port fa-
cilities. Over the last 12 
months, existing ports 
were refurbished and 
maintained, the Eco-
nomic Sectors, Employ-
ment and Infrastructure 
Development cluster 
said in a statement.

The cluster held a 
media briefing in Cape 
Town, which was chaired 
by Rural Development 
and Land Reform Minis-
ter Gugile Nkwinti. The 
cluster said work to grow 
the ocean economy is 
gaining momentum.
 “Through the public-
private partnership to 
establish Saldanha Bay 

as an oil and gas hub, an 
investment of R9,2bn 
has been realised, which 
will be utilised over the 
next five years.
 “With 14 licences is-
sued for oil and gas 
exploration, drilling of 
two exploration wells 
for potential oil and 
gas finds will take place 
along the South African 
coast. The investment 
in gas infrastructure has 
commenced and will 
contribute to the energy 
security,” said the cluster.

Work on the offshore 
supply base has already 
commenced, which will 
see Saldanha Bay at-
tracting oil rigs for main-
tenance and repair. This 
will create secondary job 
opportunities for sur-
rounding communities.

According to the clus-
ter, the boat building sec-

tor has been revitalised, 
leading to 500 direct jobs 
and 3,000 indirect jobs.

“An amount of R353m 
over the next three years 
has already been un-
locked in the ports of Dur-
ban and Cape Town for 
boatbuilding infrastruc-
ture through incentives 
provided by government. 
Further investments in 
boat building - catama-
ran production, workboat 
ferries for the navy, two 
offshore mining vessels 
and tugboats for the ports 
authority - and a fuel stor-
age facility amount to ap-
proximately R3,6bn,” the 
Economic Cluster said.

For the 2016/17 fi-
nancial year, R80m 
has been allocated for 
the rehabilitation and 
maintenance of pro-

R7bn for new 
port facilities 

Continued on P7
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Accenture: allow private sector to take part in utility projects 

Has Woolies  
really lost  
its mojo?

Continued from P2

“I’D like to see an in-
creased uptake of As-
A-Service models as 
this allows utilities to 
leverage private capital 
to achieve service de-
livery outcomes by al-
lowing private players 
to share in the risk and 
reward related to proj-
ects” – this is accord-
ing to Melusi Maposa, 
Accenture’s Managing 
Director: Resources.

Accenture is a re-
turning platinum 
sponsor at the up-
coming African Util-

ity Week, taking place 
from 17 to 19 May at 
the CTICC in Cape 
Town, gathering more 
than 6,000 power and  
water professionals.    

Says Maposa, “Proj-
ects such as metering 
for both water and 
electricity, water net-
work operations in-
cluding infrastructure 
refurbishment (reser-
voirs, treatment works) 
all lend themselves to 
Private-Public-Partner-
ship (PPP) contracting 
models. Although com-

plex to execute, PPP 
engagements offer an 
incredible opportunity 
for utilities to jump-
start service delivery.”  

Maposa continues, 
the company is “very 
excited about the work 
we are doing with mu-
nicipal utilities to drive 
better insight and ef-
ficiencies around capi-
tal project executions. 
We have helped drive 
increased expendi-
ture, with very clear 
correlation to service  
delivery outcomes.”  

He adds, “The lack 
of capacity, both fi-
nancial and human, 
remains a challenge 
for most of our clients. 
However, better lever-
aging of analytics and 
As-A-Service delivery 
models – where service 
providers execute pro-
cesses on behalf of cus-
tomer – offer oppor-
tunities to plug skills 
and funding gaps whilst 
aligning with the ob-
jectives of utilities and  
their partners.” 

According to Maposa, 

Accenture’s feedback 
from their participation 
at last year’s African 
Utility Week has been  
“extremely positive.” 

“We have increased 
our level of participation 
and involvement with 
AUW and target audi-
ences have picked up on 
this. In addition to being 
a platinum sponsor, pro-
vide speaking and con-
ference moderators, we 
facilitated a very success-
ful CEO Forum where 
we shared insights from 
our annual Digitally En-

abled Grid survey. The 
insights gleaned from 
this global survey, which 
also included respon-
dents from South Afri-
ca, was thought provok-
ing and well received by  
the attendees.”

An impressive list of 
250 technology and ser-
vice providers to the en-
ergy and water sector on 
the continent will show-
case their solutions at 
the 16th edition of the 
annual African Utility 
Week and Clean Power 
Africa conference and 

exhibition. Some 6,000 
engineers, stakeholders 
and solution provid-
ers from around the 
globe will gather for 
the Cape Town event. 
The trade exhibition 
will be free when reg-
istering in advance and 
feature hands-on dem-
onstrations and CPD-
accredited technical 
workshops on the exhi-
bition floor. The event 
will also feature tech-
nical site visits and the 
coveted industry awards 
gala dinner. 

competitive prices for  
our customers.”

So what exactly 
spooked investors  
so badly?

Perhaps it was Moir’s 
admission that eco-
nomic conditions were 
expected to become 
tougher, particularly 
in South Africa where 
interest rates are also 
likely to increase. But 
he did note that trading 
for the first six weeks 
in the second half 
of the financial year  
remained robust.

He expected the up-
per income consumer 
in both regions to re-
main relatively resil-
ient. But there would 
be a concerted push to 
attract younger, more 
modern, black custom-
ers while maintaining 
the older, very loyal, 
more classic customer.

More specifically 
Moir expected clothing 
and general merchan-
dise price movements to 
be in the 8% to 9% range 
for the rest of the year, 
while food price move-
ment should be between 
6% and 7%. And it can’t 
be all doom and gloom if 
Woolies anticipates full 
year growth in space to 
be 5% for clothing and 
general merchandise 
and almost 10% for the 
food segment.

More importantly, 
gross profit margins 
in the clothing section 
should be “broadly 
maintained” – al-
though Moir said there 
would be some “price 
investment” in the  
food segment.

Over the years Woo-
lies has shown an abil-
ity to adapt profitably to 

fickle trading patterns in 
the retail sector – which 
has been borne out in 
a series of strong profit 
performance in the last 
decade. In that regard, 
there will certainly be no 
resting on laurels in the 
second half and Woo-
lies’ strategic focus will 
indeed be sharpened – 
especially on technology 
driven improvements.

Moir said the com-
pany would focus on 
building stronger and 
more profitable cus-
tomer relationships, 
drive synergies and 
efficiencies as well as 
embed sustainability 
throughout the busi-
ness. He believed cus-
tomer insights and 
data will drive and 
inform all Woolies’  
business decisions. 

“This will shift us 
from being a cus-
tomer centric busi-
ness to a customer  
driven group.”

Moir explained that 
Woolies was intent on 
building a single view of 
its customers – enabling 
them to be recognised 
and rewarded in real 
time with delivery of 
personalised, seamless 
service across channels. 
This would require 
an effort to “digitally 
transform” stores by 
improving connectiv-
ity that would allow 
staff and customers to  
engage differently.

He concluded there 
would also be an in-
creased focus on mo-
bile commerce with 
investigations under-
way to establishing the 
potential for a single 
e-commerce platform 
across the company.
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sales@dosetech.co.za
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The elephant in 
the room

RIGHT off the bat, let 
me tell you that, when 
it comes to business, 
mobility tools are the 
way of the future. The 
boundless technologi-
cal changes caused by 
the digitalization of 
social and economic 
life and its significant 
effect on traditional 
business processes 
has brought us to the 
brink of the Fourth  
Industrial Revolution. 

Adopting new tech-
nology is critical for 
businesses to stay 
profitable nowadays 
and sales mobility is 
part of the best new 
business optimization 
systems. There are, 
however, still a few 
flaws with most big, 
off the shelf, mobil-
ity solutions being ad-
opted by businesses in 
Africa. Arguably the 
most important flaw, 
being a lack in of-
fline capability. These 
systems are often re-
duced to very limited 
functionality or even 
rendered useless in re-
gions with weak or no 
internet connection. 
The problem, there-
fore, exists that the 
sales force cannot ac-

cess valuable informa-
tion in the field.

Africa still has vast 
areas plagued with lit-
tle or no internet con-
nection and therefore, 
what businesses must 
look for is a system 
with advanced offline 
capabilities to ensure 
that their sales force 
has access to the right 
information whilst op-
erating in the field. 
These capabilities may 
include offline order 
capturing, offline loca-
tion awareness, or of-
fline access to client in-
formation and history, 
for example. 

Field Office provides 
business optimisation 
intelligence and mo-
bility tools, believing 
that managers and field 
workers alike should be 
free to focus on what 
really matters: grow-
ing their business and 
building meaningful 
relationships with their 
clients. Its flagship 
product, Honeybee, 
is a mobility solution 
that simplifies sales 
and business processes 
with functions such as 
order capturing, loca-
tion awareness and  
time tracking.

the city to “enhance 
its service to clients, 
build and strengthen 
relationships and pro-
vide accessible support  
to the market.”

JSE Capital Markets 
director Donna Oost-
huyse said Cape Town 
was a major centre for 
global and local institu-
tional investors as well 
as listed companies. 

“Being the second 
largest economic hub 
of South Africa, and 
the head office base 
of many institutional 
clients and an increas-
ing number of member 
firms and brokers, an 
office in the city is a 
logical part of the JSE’s 
client strategy.”

The JSE will be 
represented by senior 
Capital Markets spe-
cialist Maryke Vreu-
link, and will be used 
for all JSE-related 
activities and events 
held in Cape Town. Al-
though the JSE is one 
of the top 20 exchanges 
in the world in terms 
of market size and op-
erates as an effective 
monopoly in South Af-

rica, some sceptics are 
arguing that the sud-
den desire for a Cape 
presence is to head off 
efforts by entities in-
tent on starting up rival  
stock exchanges.

Last year a number 
of financial services 
players sought stock ex-
change licences – some 
led by former JSE ex-
ecutives and respected 
players in the invest-
ment sector. These 
would include A2X, 
ZAR X and 4 Africa 
Exchange. Although 
these bourses would 
probably do their best 
not to compete directly 
with the JSE, any ‘dis-
ruptive ploys’ – like 
reduced fees and more 
user friendly trad-
ing platforms – might 
be perceived as a  
longer-term threat.

None of the alter-
native bourses have 
opened for business 
yet. But perhaps the 
JSE’s office opening 
suggests that perhaps 
one of the newer stock 
exchanges might well 
be headquartered in 
the Mother City.

(Finally) taking 

stock in the  

Cape
Continued from P1

Contact us for the complete 
solution in materials handling 
equipment www.eiegroup.co.za

Partnerships

 for life.

Toyota Forklift is 
totally committed 
to our suppliers, 
customers 
and staff.

SOUTH African em-
ployers in the Man-
power survey of 752 
representative employ-
ers report conservative 
hiring plans for the sec-
ond quarter time frame 
with 13% of employers 
forecasting an increase 
in staffing levels, 8% ex-
pecting a decrease and 
77% anticipating no, re-
sulting in a Net Employ-
ment Outlook of +5%.

This means hiring 
prospects are unchanged 
when compared with 

the first quarter 2016, 
but decline by six per-
centage points year-
over-year (y/y) with the 
Western Cape the larg-
est decliner with a nine 
percentage point drop. 
The survey in South 
Africa has been con-

ducted since the fourth  
quarter 2006.

Staffing levels are 
forecast to grow in all 
five regions during the 
second quarter 2016. 
Employers in Kwazulu-
Natal report the stron-
gest hiring prospects 

with a Net Employment 
Outlook of +9%. Some 
payroll gains are antici-
pated in both Eastern 
Cape and Gauteng, 
where outlooks stand 
at +6% and +5%, re-
spectively. Western 
Cape employers expect 

a modest hiring pace, 
reporting an outlook of 
+4%, while the outlook 
for Free State stands  
at +1%.

On a national sectoral 
y/y basis, Manpower 
reports that outlooks 
decline in six of the 10 
sectors. The most no-
table declines of 17 and 
14 percentage points are 
reported by employers 
in the agriculture sector 
and the transport, stor-
age and communication 
sector, respectively. 

Considerably weaker 

Western Cape shows largest regional 
y/y decline in hiring intentions

by Helmo Preuss 

Continued on P11



CBN March 2016   5 

Your one-stop manufacturing solution

INVESTMENT FOCUS

4m CNC Bending DeburringLiftMaster

Fabrinox constantly focus on:
• Efficiency enhancement
• Process flow and automation
• Investment in youth through training and  
 offering entry level employment

• Improvement of 
 production processes 
• Repeatability

3kW Fiber Trulaser

Fabrinox (Pty) Ltd  I  130 Jan van Riebeeck Road  I  Paarl, 7646
Tel: 021 877 5000 I  Fax: 021 862 6563  I  sales@fabrinox.com

Cornerforming CNC Roller Fully Electric Pipe Bending Hydraulic Automatic Band Saw

Fabrinox supports local agricultural innovation  

Andre Visser, Managing Director and co-founder of Fabrinox.

AGRICULTURE is 
one of the oldest hu-
man undertakings and 
has come a long way 
since stone tools and 
ox-powered machin-
ery. Automation is the 
name of the game on 
the modern farm – and 
is on the increase – al-
lowing farmers and 
agri-processors to stan-
dardise operations and 
utilise costly manpower 
in the most efficient 
ways. The ROI on this is 
best seen in the tough-
est years, when drought 
and even fires necessi-
tate maximum efficien-
cy in every step of the  
agricultural process.   

In full view of the 
Stellenbosch and Bo-
land mountains, Paarl-
based Fabrinox is ide-
ally placed to support 
agricultural equipment 
manufacturers with in-
novative solutions for 
stainless steel, mild 
steel and aluminium. 
This support includes 
batch manufacturing, 
bespoke project man-
agement and technical 
and manufacturing in-
sights from profession-
als in the field, as well as 
a delivery service to its 
local customers.   

The company offers 

customers a one-stop 
manufacturing solution 
with precision engineer-
ing services such as, cut-
ting, bending, welding 
(including robot weld-
ing), surface finishes 
(polishing, bead blast-
ing, spray painting), to 
name but a few.

Fabrinox operates 
a production area of 
around 5,000m2 with 
an additional 4,300m2 
facility for large assem-
blies, packaging and 
distribution nearby – 
with a global workforce 
of almost 200 highly 
skilled personnel, spe-
cialising in sheet metal 
component manufac-
turing, sub-assemblies, 
under licence manu-
facturing and global in-
stallations, all within an 
ISO 9001 and ISO 3834 
environment. 

The Fabrinox team 
of project managers 
can assist clients from 
the design stages, giv-
ing design input and 
compiling the data 
pack, to manufactur-
ing (including electri-
cal control panels and 
installations,) installa-
tions and commission-
ing of equipment.

The company has 
aggressively grown its 

business in recent years, 
investing heavily into 
the equipment and the 
processes it can offer its 
clients, while ensuring 
its efficiency. 

Fabrinox just finished 
installing a Trumpf Lift-
Master 2040 to handle 
the material require-
ments for its Trumpf 
TruLaser 5040 Fiber 
L47 machine. The basic 
building blocks of the 
LiftMaster is the suc-
tion frame, made up of 
suction cups that trans-
port the raw sheets, and 
rakes to clear the pro-
cessed sheets.

“The LiftMaster 
takes over the strain of 
loading and unloading 
the machine, therefore 
speeding up production 
and increasing worker 
safety,” says Ben Steen-
kamp, who has been a 
key part of the Fabrinox 
team since 1998. 

At the end of last 
year, Retecon Machine 
Tools installed a new 
Trumpf TruBend 5230 
S press brake (230 ton) 
in the Fabrinox stable. 
This fully CNC-con-
trolled machine has a 
bending width of four 
meters and up to six 

CNC-controlled back-
stop axes. 

Retecon also in-
stalled a Weber PT1350 
DP6D deburring ma-
chine in December 
2015. The Weber PT 
is a universal grinding 
machine of a new gen-
eration for deburring, 
rounding, descaling and 
surface grinding of both 
thin and thicker gauge 
materials.

“It gives us access to 
up to four grinding sta-
tions that allow for dif-
ferent machining appli-
cations and workpiece 
thickness of between 

1.6 to 100mm.”
In 2009 Fabrinox 

commissioned its first 
Motoman robotic 
welder. This robot is 
equipped with both 
MIG and TIG welding 
applications. 

“We found it nec-
essary to purchase 
the Motoman robotic 
welder to clear the 
bottlenecks we found 
forming in this area,” 
explains Steenkamp. 

The company also 
contracted First Cut to 
install a BLM Elect 80 
tube bender in 2013. 
This fully CNC-pro-
grammable machine 
can bend up to 80mm 
OD by 2mm wall thick-
ness and 73.03mm by 
3.05mm wall thickness 
in stainless steel and 
mild steel tube. It oper-
ates in a push and pull 
bending sequence, with 
a long radius roll.

According to the 
company, its ACF Mul-
tiflex corner former 
machine is the first of 
its kind in the Western 
Cape. The machine 
uses a cold process to 
form corners and is 
significantly more cost 
effective for control 
cabinets. It eliminates 
the need for welding, 

grinding and finishing 
the corners of cabinet 
doors, panels and bak-
ing trays.

“The machine can 
form corners on various 
metals, including mild 
steel up to 4mm, stain-
less steel up to 3mm and 
aluminium up to 5mm.” 

“Nothing is new about 
the demands driving 
bends in roll bending. 
Four roll plate bending 
rolls are largely consid-
ered the most versatile, 
precise and user-friendly 
plate rolls.”

Fabrinox chose the 
two meter Faccin CNC 
4HEL202 four roll mod-
el, supplied by Talmac 
Machine Tools. This 
model is ideal for heavi-
er thicknesses and the 
challenges that the new 
metals and material with 
higher yield strengths 
pose today, and can 
form various shapes.  

Fabrinox also oper-
ates a stainless steel 
bead-blasting booth 
that uses glass beads, 
which is customised 
for stainless steel and 
ensures the finish to 
be up to the standard 
and quality that Fabri-
nox both demand from 
itself, and promise its 
customers.

http://www.fabrinox.com
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Tru grit?
THERE has been a 
most intriguing side-
show unfolding at iconic 
Cape Town fashion re-
tailer Truworths. In early 
December the company 
issued an announcement 
that top rated French 
retailing expert Jean-
Christophe Garbino had 
“decided to resign as an 
executive director of the 
company and as chief 
executive officer (desig-
nate.)” So far no official 

explanation has been 
given for Garbino’s deci-
sion to walk away from 
a plum job – a job that, 
by all accounts, he was 
very enthusiastic to take 
up. In any event, long 
serving CEO Michael 
Mark – a legend in fash-
ion retailing circles – will 
now extend his tenure as 
boss of Truworths until 
at least the end of 2017.

The resignation of 
Garbino is not entirely 

surprising since a num-
ber of fashion industry 
wags had commented 
cynically on the pro-
longed stint the French-
man endured as CEO 
designate. According to 
reports from last year’s 
AGM, Garbino was 
briefly introduced to 
shareholders, but played 
no role in the meeting 
(and apparently sat with 
the assembled share-
holders and not at the 

table of top executives.)
In truth, there won’t 

initially be too much fuss 
about Mark remaining 
in the hot seat. Mark’s 
long-term track record 
is enviable … perhaps 
only matched in local 
retailing by Shoprite’s 
Whitey Basson. But 
there have been ques-
tions around whether 
Garbino’s mysterious 
resignation effectively 
compromises succes-

sion planning, and robs 
Truworths of a fresh per-
spective on its enlarged  
global operations.

Only time will tell 
whether a CEO with 
more than two decades 
of executive experience 
at the company will re-
ward shareholders better 
than having an interna-
tionally renowned CEO 
overseeing the global 
growth of the company. 
Most Cape Town-based 
retailers – including 
Woolies and Pick n Pay – 
have seen regular chang-
es to leadership. But it 
would be far fetched 
to claim that share-
holder returns could 
be linked to whether 
companies sought en-
during leadership or 
pursued regular changes  
in the guard.

In the meantime Tru-
worths’ interim results 
to end December 27 
are the only tangible 
evidence that can be 
gleaned in determining 
whether all is still well at 
the fashion retailer.

There is also the Tru-
worth board’s confir-
mation that confirms 
that the group’s strat-
egy of pursuing organic 
growth and acquisi-
tion opportunities will 
continue under the  
leadership of Mark.

In the interim pe-
riod Truworths’ sales 
jumped 36% to R8,5bn 
with encouraging cash 
sales growth of 85% 
and credit sales growth 
of 16%. But if the re-
tail sales reported by 
the recently acquired 
UK-based Office Retail 
Group Limited (Office,) 
Earthchild and Naartjie 
were excluded, then 
retail sales increased 
by 15% to R7,2bn with 
cash sales growth of 
16% and credit sales  
growth of 15%.

Looking at compa-
rable store retail sales 
for the period, the in-
crease in sales was 10% 
(with product inflation  
averaging 9%.)

The comparable 
store sales figure is a 
key consideration since 
a net 46 stores were 
opened across all brands 
while the retail foot-
print was boosted by 
the above mentioned 
acquisitions (which  
added 224 stores.)

Still, the sheer scale of 
the new look Truworths 
organisation is stag-
gering with 932 stores. 
However, it is important 
to note that the com-
pany’s gross margin de-
creased to 54,2% (2014: 
55,3%) due to the acqui-
sition of Office, which 
operates at a lower  
gross margin.

Mark, though, reas-
sured that the gross 
margin was still within 
the current target range 
of 54% to 57% (set be-
fore the acquisition of  

11 - 12 August 2016, Cape Town International Convention Centre

Conference   Trade Expo∙

Conference   Trade Expo∙

Conference
Trade Expo

Conference
Trade Expo

CLIMBING TO NEW HEIGHTS IN
THE WESTERN CAPE’S CONSTRUCTION INDUSTRY

www.cape-construction.co.za

•	 Meet professionals from the public and private sector from the entire 
construction value chain

•	 If you are a supplier or service provider and want to be a part of the Western 
Cape construction industry get in touch to sponsor/exhibit and expand your 
business network!

What to expect? 

3500+  
attendees

20+  
hours dedicated networking

100+  
exhibiting companies

40+  
media and association partners

R1,5 million+  
marketing coverage

Contact us today
and quote CCECBN
to book your space

        rashaad.essop@hypenica.com         021 700 4356



  
CapeConstruction              Cape-Construction              @CT_ConstructionJoin the conversation

Continued on P7



CBN March 2016   7 

GEA Heat Exchangers 
becomes Kelvion

GEA Heat Exchang-
ers was purchased from 
GEA Group by Triton 
in April 2014. Triton is 
a private equity invest-
ment firm investing in 
medium-sized busi-
nesses in northern Eu-
rope, Italy and Spain. 

All legal issues were 
finalised by the end of 
October 2014. Since 
then a branding proj-
ect was rolled out and 
the old GEA Heat Ex-
changers Group was 
split into three autono-
mous groups one after 
the other:
1. DencoHappel 

(HVAC and  
filtration)

2. ENEXIO (wet 
cooling towers, dry 
cooling systems, ash 
handling systems, 
components for  
water treatment)

3. Kelvion (shell 
and tube heat 
exchangers, plate 
heat exchangers, 
finned-tube heat ex-
changers, modular 
cooling towers and 
refrigeration heat 
exchangers)

The biggest group, 
Kelvion, pays tribute to 
Lord Kelvin, a pioneer 
of thermodynamics. As 
a premium brand in heat 
exchangers, Kelvion ad-
dresses a customer group 
that demands reliability. 
Now, as before, Kelvion 
brings what it calls the 
best of thermal engineer-
ing technology to the 
market. The company 
will continue to provide 
the products that cus-
tomers, from a varied 
range of industrial sec-
tors all over the world, 
have learned to trust over 
the decades: plate heat 
exchangers, finned-tube 
heat exchangers, shell-
and-tube heat exchang-
ers, modular cooling 
towers and refrigeration  
heat exchangers.

Both the South African 
companies which formed 
part of GEA Heat Ex-
changers have now be-
come part of Kelvion. 
GEA Aircooled Systems 
(Pty) Ltd has been re-
named to Kelvion Ther-
mal Solutions (Pty) Ltd. 
GEA Nilenca (Pty) Ltd 
has been renamed to Kel-
vion Services (Pty) Ltd.

Office.) He said if Office 
was stripped out of the 
interim numbers then 
the gross margin was lev-
el at 55,3%. The endur-
ing Mark’s biggest chal-
lenge ahead is that the 
South African trading 
environment is expected 
to remain challenging for 

the rest of the year with 
further interest rates 
on the cards. He con-
tended that Truworths 
was well-equipped to 
deal with environmental  
challenges.

He pointed out that 
Truworths had extensive 
experience in managing 

the risk of its mainstream 
‘better-end fashion.’ 
through proven mer-
chandise design and buy-
ing processes. He added 
that managing credit risk 
through ongoing appli-
cation of strategies and 
best of breed sophisticat-
ed systems would ensure 

a healthy debtors book.
Happily for Mark, 

he could at least report 
that Truworths retail 
sales (excluding Office) 
for the first six weeks 
of trading in the sec-
ond half of the finan-
cial year increased by  
around 17%.

Tru grit?
Continued from P6

gea.com

FLEXIBLE MAINTENANCE AGREEMENTS FOR OPTIMAL EFFICIENCY

GEA Service and Maintenance Agreements are customised to suit your 
requirements and can be altered at any time to suit your changing needs.

Designed to detect defects prior to failure, GEA Southern & Eastern

Africa offers service and maintenance agreements that ensure optimal

refrigeration systems. Our service and maintenance agreements cover 

both ammonia and F-gas refrigeration applications and, due to our

technicians who are on call 24 hours a day, 365 days a year, can offer

minimum downtime and maximum service life.

Flexible maintenance 
agreements for optimal efficiency

claimed harbours in: 
• Gansbaai

• Saldanha Bay

• Struisbaai

• Gordons Bay 

• Lamberts Bay
Three new harbours 

will also be built in: 

• Boegoebaai in the 
Northern Cape

• Port St Johns in 
Eastern Cape 

• Hibberdene in 
KwaZulu-Natal

This will provide op-
portunities for local 
and rural economic de-
velopment.

The aquaculture sec-
tor has unlocked invest-

ments of more than 
R400m across 10 aqua-
culture farms, which are 
already in production.

The community of 
Hamburg in the East-
ern Cape has seen its 
first harvest of dusky 
kob (kabeljou) and the 
Siyazama Aquaculture 
Cooperative in Ham-
burg has sold its first 
harvest of dusky kob 
to the Cape Town Fish 
Market at the V&A Wa-
terfront in Cape Town.

The cluster said the 
expansion of aquacul-
ture projects to inland 
and other coastal areas 
in support of SMMEs 
will create 3,200 jobs and 
contribute R500m to the 
gross domestic product 

(GDP) over the next year.
The first two bulk 

carrier vessels have 
been registered in Port 
Elizabeth, and a third 
tanker in Cape Town, 
providing opportunities 
for South African Ca-
dets (trainees) board-
ing these vessels. 

R7bn for new port facilities
Continued from P2

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.gea.com
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CAPE Town shipbuild-
er, Nautic Africa, a 
Paramount Group com-
pany, has signed a sig-
nificant agreement with 
Citrans to build the first 
ferries in a series of ves-
sels for the Ivory Coast 
worth R347m. The deal 
forms part of a Presi-
dential infrastructure 
project that aims to re-

duce urban congestion 
in Abidjan.

Phase one of the 
project, which will 
deliver 18 vessels by 
September 2016, high-
lights Nautic’s ability to 
design and build to the 
specific requirements 
of the international 
market. A focus on ves-
sel stability, comfort 

and competitive cost-
ing has resulted in a 
twin-hulled design con-
cept for the newbuilds. 

Due to operate in 
shallow inland waters, 
the 27m long ferries are 
designed with a maxi-
mum water draft of just 
1m and air draft of 4m. 
The catamaran-styled 
vessel design is guided 

by the International As-
sociation of Classifica-
tion Societies’ (IACS) 
rules to keep passengers 
safe and comfortable. 

With operating 
speeds of up to 12 knots, 
the ferries will be fitted 
with various seating ar-
rangements in 200-seat-
er and 240-seater ver-
sions. Configurations 
for economy as well as 
business class seating 
will see some of the ves-
sels catering either for 
business or economy 
class completely or for 
a varying percentage  
of both. 

Highlighting the im-
portance of safety in 
vessels focused on pas-
senger transport, Nau-
tic confirms that each 
vessel is to be delivered 
with life saving safety 
equipment as well as a 
variety of alarms and 
sensors. Passenger com-
fort is ensured with toi-
lets and air conditioning 
throughout the vessels. 
In addition, four board-
ing ramps provide quick 
and efficient access onto 
and off the vessel. 

The ferries will ben-
efit from Nautic’s com-
mitment to building to 
the highest specifica-
tions using the latest 
technology for an end 
product that is efficient 
and robust to ensure an 
extended service life. 

Nautic Africa’s CEO, 
James Fisher, believes 
that the company’s 
focus on vessel life 
cycle will be an advan-
tage to the long-term 
partnership between 
themselves and trans-
port provider in Cote 
d’Ivoire, Citrans. 

Powered by fuel-effi-
cient twin Volvo Penta 
D5 propulsion systems, 
the ferries will deliver 
operational effective-
ness, reliability and 
cost efficiency. 

“This is a critically im-
portant project for Abi-
djan that will contribute 
positively to the eco-
nomic and social suc-
cess in Cote d’Ivoire,” 
says Jacques Brummer, 
CEO of Southern Pow-
er Products, a Nautic 
Africa Group company.  

Highlighting an 
agreement with the in-
country Volvo Penta 
distributor to provide 
five-year maintenance 
and support infrastruc-
ture, he says, “Our 
agreement with SMT 
in Cote d’Ivoire will 
ensure maximum ef-
ficiency and uptime of 
the ferry fleet.” 

Committed to de-
livering a standard 
and uniform platform 
across the fleet of ves-
sels due for delivery 
over a 21-month period, 
Nautic will ramp up 
three production lines 
to meet CITRANS’s 
required delivery sched-
ules. The full scope of 
the final project is set to 
deliver between 42 and 
50 vessels by 2020. 

Cape Town shipbuilder secures significant 
build project for Ivory Coast
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GOVERNMENT has 
announced plans to up-
scale the revitalisation of 
local industrial parks to 
20 locations.

Chairing a media 
briefing of the Econom-
ic Sectors, Employment 
and Infrastructure De-
velopment cluster, Ru-
ral Development and 
Land Reform Minister 
Gugile Nkwinti said the 
roll out of the industrial 
parks will be a further 
boost to sectors such as 
clothing, textiles, foot-
wear and agro-process-
ing, which have been 
showing signs of recov-
ery in recent months.

The announcement 
forms part of govern-
ment’s progress and 
programme of action in 
implementing the Nine 
Point Plan.

“Going forward, we 
will upscale the revitali-
sation of local industrial 
parks from four to 20 lo-
cations. All these indus-
trial parks are located in 
former homelands or are 
adjacent to large town-
ships,” the Minster said.

He said from incep-
tion of the Clothing 
and Textiles Competi-
tiveness Programme in 
2010 and March 2015, a 
total of R3,7bn was ap-
proved to support pri-
vate sector investment.

The programme has 
helped to save 68,000 
jobs as well as in creating 
6,900 new jobs. Minis-
ter Nkwinti said 22 new 
factories in the leather 
and footwear sector have  
been opened.

The sector has been 
successfully stabilised 
and is steadily regaining 
domestic market share 
and is growing in terms 
of exports.

Nkwinti said the roll-
ing out of more indus-
trial parks is good news 
for township businesses.

“This intervention 
will unlock econom-
ic activities and link 
small township busi-
nesses into established 
domestic and global 
Original Equipment 
Manufacturers (OEMs)  
supply chains.

“It will also focus par-
ticularly on labour inten-
sive sectors such as cloth-
ing, textiles, footwear 
and agro-processing,”  
he said.

 
SA attracting 

investment in 
automotive sector

 
The Minister said, 

meanwhile, that gov-
ernment’s commitment 
to reindustrialise the 
economy was bearing 
fruit and that South Af-
rica has provided policy 
certainty time and again 
by timeously reviewing 
the Automotive Pro-
duction Development  
Programme.

He said the success 
of the programme was 
demonstrated by over 
R25bn in private sector 
investment, which has 
been leveraged over the 
last five years.

“Investments of this 

scale are approved only 
after rigorous feasibility 
studies by private sec-
tor investors and these 
investments need to be 
profitable, not just in 
the short-term but criti-
cally in the medium- 
and long-term.

“These partnerships 
are with the private sec-
tor, the IDC [Industrial 
Development Corpora-
tion] and state-owned 
entities,” Nkwinti said.

In the second half of 

2015, major new invest-
ments were announced 
by Beijing Auto Works 
amounting to R12bn, 
BMW to the tune of 
R6bn and Volkswagen 
amounting to R4.5bn.

He said this showed 
that global multination-
als had confidence in 
the South African econ-
omy and its advanced  
industrial capabilities.

Nkwinti said gov-
ernment has devel-
oped strong partner-

ships with the private 
sector in renewable  
energy generation.

These partnerships 
have unlocked private 
sector investment in ex-
cess of R194bn.

 “Our insistence on 
local content within the 
Renewable Energy Inde-
pendent Power Producer 
Programme (REIPPP) 
has ensured that con-
tracts of over R21bn 
have been allocated to 
local suppliers.

“A further R65bn 
is expected to be con-
tracted from local 
suppliers in the next  
two years.”

In order to strengthen 

South Africa’s potential 
in rail manufacturing, the 
African Union has desig-
nated the country as the 
rail production hub for 
the continent.

 The Department of 
Trade and Industry has 
partnered with Grin-
drod for the production 
of locomotives with 80% 
local content. 

More industrial parks on the cards

http://www.creditguarantee.co.za
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Goscor Lift Truck Company and Bobcat combine 
their strengths in Mpumalanga and surrounds

GOSCOR Lift Truck 
Company (GLTC) 
and Bobcat have com-
bined their collective 
strengths under one 
roof with the estab-
lishment of a new fully 
equipped office and 
workshop in Nelspruit, 
Mpumalanga, improv-
ing service levels and 
bringing products, 
parts and services clos-
er to their customers.

Nelspruit is the clos-
est business town serv-
ing this vast region and 
this strategic position 
presented the perfect 
location from which 
both customer-centric 
companies can meet the 
requirements of their 
large and widely spread 
customer base as well 
as address current and 
expected growth in 
the region. The facil-
ity opened its doors on 
1st October 2015 and is 
under the capable man-
agement of Japie Maritz 
supported by six well-
trained staff members. 
Tinus Gibson and Jean 
Botha have relocated 
to Nelspruit to head 
up sales for GLTC and 
Bobcat respectively.

GLTC, part of the 
Goscor Group of 

Companies and a spe-
cialist in forklift and 
warehousing solutions, 
determined that most 
materials handling 
companies service their 
customers in these out-
lying regions from Jo-
hannesburg. 

“As a service-driven 
company, we seized 
this unmistakable need 
in the market for local-
ised services that come 
with a host of value 
adds for our custom-
ers,” explains Gibson. 
“Through the efficient 
supply of products and 
parts, backed by solid 

after-sales service from 
our new Nelspruit hub, 
we are able to improve 
our service levels to 
our current customers 
who are spread right 
up to the borders of 
Zimbabwe, Swaziland 
and Mozambique. We 
are also now in the po-
sition to service all our 
equipment, from Nel-
spruit to Polokwane 
with technician’s based  
in both towns.” 

Gibson adds that, 
with a response time 
of between two to four 
hours, they are confi-
dent of growing market 

share in the surrounding 
areas. “We are perfectly 
positioned to take ad-
vantage of the massive 
opportunities presented 
by the mining and ag-
ricultural industries  
in the area.”

Botha affirms that 
in addition to a broad-
ened footprint across 
the region, this depot 
also provides Bobcat, a 
market leader in com-
pact equipment, with 
a firm foothold in the 
Lowveld area of Mpum-
alanga, across a large 
part of Limpopo and  
into Mozambique. 

The spacious 298m2 
depot comprises a 250m2 
yard and workshop and 
presents ample room 
for stocking a compre-
hensive range of Bob-
cat machines including  
skid steer loaders, track 
loaders, mini excavators 
and telehandlers as well 
as a variety of attach-
ments. 

“We also offer cus-
tomers the larger exca-
vating equipment sup-
plied by Sany, which 
gives us the edge in 
competing in a wider 
segment within the 
earth moving market,”  
adds Botha. 

The GLTC product 
portfolio includes new 
sales of electric and die-
sel forklifts, three- and 
four-wheeled counter 
balanced trucks, pallet 
trucks and stackers as 
well as used equipment. 

Free fleet evaluations 
and site surveys also 
form part of the GLTC’s 
service offering. 

“A forklift is only 
as good as its back-up 
service and that is why 
rapid service to custom-
ers in remote locations is 
critical,” states Gibson. 

The depot also stocks 
all parts and is equipped 
to provide short-term 
rental services for  
both companies.

According to Gibson 
and Botha, the Nel-
spruit facility is affirma-
tion of the companies’ 
ongoing commitment 
to meeting their cus-
tomers’ requirements 
and to continue im-
proving service levels. 

“Customers in this re-
gion are now able to ful-
ly benefit from our com-
prehensive materials 
handling solutions that 
comprise a wide range 
of new and used equip-
ment, rental machines, 
fleet packages, parts, 
spares, and equipment  
maintenance.”

Invest in your future & mitigate your plastic use
with durable products for your office, factory, farm 
or home ..... the environment will thank you!

NEWLIFE PLASTICS
products of recycled packaging

Bronwyn - 0836476767
Simone - 0825386381

www.newlifeplastics.co.za

proudly South African company

durable
&

weatherproof 
maintenance free 
will last a lifetime

products include tavern tables/benches 
for staff rest areas; picket fencing; pallets; 

bins; decking & walkways; etc.

Goscor Lift Truck Company and Bobcat have combined their collective  
strengths under one roof and establish a new fully equipped office  

and workshop in Nelspruit.

A proud member of the Goscor Group of Companies

0861 GOSCOR (467 267)
lifttrucks@goscor.co.za
www.goscorlifttrucks.co.za 
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FLEXIBLE FINANCE SOLUTIONS

ABOUT 120,000 
household plastic 
packaging containers 
a month are now being 
diverted from going 
into landfill. These are 
mainly bottles and oth-
er packaging materials 
made from HDPE, PP 
and LL/LDPE plastic 
types, and which are 
now thankfully ending 
their lives as a garden 
bench or an outdoor 
table, as a chair or 
waste-bin and even 
as grandstand seating 
in schools and sports 
clubs or decking and 
walkways, rather than 
as litter or to be buried  
in the earth.

“At NewLife Plas-
tics, we pride ourselves 
in manufacturing eco-
friendly products such 
as tavern tables and 
benches for gardens, 
schools, clubs or staff 
rest areas, picket fenc-
ing, decking and walk-
ways, pallets, planks, 
poles, etc. from 100% 
recycled packaging. 
Materials used are of 
the highest quality en-
suring our products are 
long-lasting and main-
tenance-free. We only 
use plastic packaging 
waste and do not use 
any fillers such as saw-
dust and wood which 
means our product 
will last well over 60 
years – a lifetime,” says  
the company. 

Buying cheap prod-
ucts from wood is 
not always a saving; 
wood needs regu-
lar maintenance and 
will eventually need 
to be replaced. New 
Life Plastics products 
are maintenance free 
and according to the 
company will not rot  
or decay. 

“Plastic is durable 
and long lasting, stron-
ger and denser than 
wood as well as being 
suitable in HACCP 
areas with no mois-
ture absorption, which 
means no bacterial 
grown as well as be-
ing impervious to  
corrosive chemicals.” 

In simple terms – the 
company is using your 
plastic shopping bags, 
bottle caps, milk bot-
tles, cosmetic tubes, 
jars, etc. to recycle up 
into a product that will 
last a forever. 

“Not only are you 
doing something con-
structive for the en-
vironment, you are 
investing in products 
that look as good as 
traditional wooden 
products, but without 
the maintenance.”

“More importantly, 
by purchasing our 
products, you are miti-
gating your personal or 
company’s consump-
tion of plastic packag-
ing waste.”

From plastic bag 
to plastic plank
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Fluke’s TiX super-large LCD 
touchscreen takes IR forward

TiX560 and TiX520 
Infrared Cameras of-
fer a full 180° articulat-
ing lens and premium 
in-field viewing with 
the only 14,5cm respon-
sive LCD touchscreen  
in its class 

Sometimes the most 
critical infrared images 
needed are those that 
are almost impossible 
to take. With a full 180° 
articulating lens and 
14,5cm touchscreen, the 
new Fluke TiX560 and 
TiX520 infrared cam-
eras allow thermogra-
phers to easily navigate 
over, under and around 
objects to preview and 
capture images with 
ease. The cameras are 
ideal for predictive 
maintenance and utility 
applications where flex-
ibility and higher resolu-
tion are essential to the 
success of the task.

The TiX560 and 
TiX520 feature a 14,5cm 
responsive LCD touch-
screen — the largest 
in its class with 150% 
more viewing area com-
pared to a 9cm screen. 
The large screen en-
ables thermographers 
to quickly identify is-
sues while still in the 
field as well as easily 
edit images directly on 
the camera – eliminat-
ing time in the office; 
time better spent solving  
the problem. 

S u p e r Re s o l u t i o n 
mode boosts resolution 
four times so the normal 
320 x 240 (76,800 pixel) 
resolution of the im-

ages captured increases, 
to 640 x 480 (307,200 
pixels) revealing even 
greater detail to better 
identify problems that 
might have been missed 
with lower resolution 
cameras. Optional tele-
photo and wide-angle 
lenses add versatility 
to meet a wide variety  
of applications.

Out of focus images 
may produce inaccu-
rate temperature mea-
surements that can be 
off by as much as 20°, 
making it easy to miss  
potential problems.

To ensure consistently 
in-focus images, the 
cameras feature Laser-
Sharp Auto Focus, ex-
clusive to Fluke, which 
uses a built-in laser dis-
tance meter to pinpoint 
the target, and accurate-
ly calculate and display 
the distance.

The cameras also fea-
ture Fluke IR-Fusion 
technology with Picture-
in-Picture, full visible 
light, and AutoBlend 
modes for easier iden-
tification and reporting 
of problems. On-board 
advanced analytics al-
low users to adjust or 
enhance images right 
on the camera without 
additional software. 
Also included is Fluke 
SmartView software, 
which provides a suite 
of advanced tools to 
view, optimize, anno-
tate, and analyse infra-
red images, and gener-
ate fully customizable  
professional reports.

The TiX560 and TiX520 feature a 14.5cm  
responsive LCD touchscreen
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APPLICANTS who 
wish to pitch their 
businesses for funding 
at the Western Cape 
Funding Fair, in part-
nership with Deloitte 
and the provincial De-
partment of Economic 
Development and Tour-
ism (DEDAT,) have 
until 24 March 2016 to 
apply. Now in its sec-
ond year, the project 
application date for the 
Fair has been extend-
ed for a further three 
weeks following a sig-
nificant interest in the 
initiative from Western  
Cape businesses.

The initiative aims to 
connect businesses that 
require funding of be-
tween R2m and R20m, 
as well as R20m plus, 
with suitable investors, 
and educate applicants 
on best practices to 
follow to turn ideas 
into bankable business 
plans. The Western 
Cape Funding Fair will 
be held at the Cape 
Town International 
Convention Centre 
on 25 May 2016 and 
shortlisted applicants 
will be announced on  
19 April 2016.

“Due diligence is 
often overlooked by 
businesses that require 
funding. However, this 
is a vital step in the ap-
plication process. As 
such, the Western Cape 
Funding Fair’s short-
listed applicants will 
be invited to attend an 
exclusive, free work-
shop on 4 May 2016, 
hosted by Deloitte and 
DEDAT in conjunction 
with the University of 
Cape Town’s Gradu-
ate School of Business 
(GSB) and Knife Capi-
tal, to learn how to get 
their business funding-
ready,” says Marius Al-
berts, Deloitte Western 
Cape leader.

The workshop will 
contain both theoretical 
and practical learning 
in investment selection, 
due diligence, intellec-
tual property protec-
tion, valuation princi-
ples and legal closing. 
Applicants will learn to 
appreciate the scaling 
opportunity presented 
by early-stage, high-
growth ventures and the 
processes and control 
mechanisms required to 
realise the potential of 
their businesses. They 
will also gain access to 
various players in the 
Southern African entre-
preneurial eco-system 
and obtain a number of 
investment- and draft 

legal templates.
“The knowledge 

gained from the work-
shop will equip at-
tending applicants to 
propel their businesses 
forward, even well 
after the conclusion 
of the 2016 Western 
Cape Funding Fair,”  
says Alberts.

Premier of the West-
ern Cape, Helen Zille, 
recently emphasised 
local government’s 
commitment to creat-
ing an enabling envi-
ronment for growing 
businesses in her State 
of the Province address 
by mentioning that the 
province has invested 
over R50m in 300 en-
terprises in the last  
three years.

Similarly, South Af-
rica’s Finance Minis-
ter also emphasised 
the national agenda of 
supporting small busi-
ness development in 
the Budget speech, 
recently delivered in 
February, reprioritising 
R475m to the Depart-
ment of Small Business 
Development for as-
sistance to small and  
medium enterprises.

Alan Winde, Minister 
of Economic Oppor-
tunities says, “The cre-
ation of opportunities 
for jobs and growth is 
our number one goal in 
this province. We know 
that entrepreneurs are 
important job creators, 
employing around 
500,000 people in the 
Western Cape. Our 
strategy is to create an 
enabling environment 
that is supportive of 
businesses and entre-
preneurs. This is why 
we have prioritised ini-
tiatives such as red tape 
reduction and securing 
a reliable and afford-
able energy supply.

“Funding remains an-
other key issue for small 
businesses. To this end, 
we support the Western 
Cape Funding Fair, a 
unique private and pub-
lic partnership that cre-
ates opportunities for 
businesses to gain pitch-
ing skills and access to 
potential funders.”

The Western Cape 
Funding Fair will also 
consist of a topical 
speaker programme 
and exhibit, open for 
free to the public.

Western Cape Funding Fair 2016 
application deadline extended  

Deloitte’s Marius Alberts and Western Cape 
Minister of Economic opportunities, Alan Winde.

hiring prospects are also 
reported by employers 
in the manufacturing 
sector, with a decline of 
13 percentage points, 
and in the wholesale 
and retail trade sec-
tor, where the outlook 
is 11 percentage points 
weaker. Elsewhere, hir-
ing prospects improve 
in three sectors. A con-
siderable improvement 
of 12 percentage points 

is reported for the min-
ing and quarrying sector 
while the restaurants 
and hotels sector out-
look is 5 percentage 
points stronger.

The Manpower Em-
ployment Outlook 
Survey is conducted 
quarterly to measure 
employers’ intentions to 
increase or decrease the 
number of employees in 
their workforces during 

the next quarter. Man-
power’s comprehensive 
forecast of employer hir-
ing plans has been run-
ning for more than 50 
years and is one of the 
most trusted surveys of 
employment activity in 
the world.

For the global second 
quarter 2016 survey, 
Manpower interviewed 
over 58,000 employ-
ers across 42 countries 

and territories. This 
showed that job gains 
are expected in 39 of 
the 42 countries, with 
the three exceptions 
being France, Italy and 
Brazil. However, de-
spite little indication of 
labour market contrac-
tion, hiring intentions 
in most countries and 
territories continue to 
remain modest. In fact, 
some key labour mar-

kets, such as Germany, 
France and Italy, are 
clearly struggling to 
gain traction amid the 
current economic un-
certainty. Faced with 
the slowdown in China 
and ongoing turmoil 
in commodity markets, 
most employers across 
the globe appear to be 
taking the measured ap-
proach of adding staff 
only when needed.

Western Cape shows largest regional y/y  
decline in hiring intentions

Continued from P4

http://www.comtest.co.za
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PIPING and drain-
age installations under 
a washbasin are not 
the most attractive 
features of the mod-
ern bathroom – that 
is until now, as award 
winning, concealed cis-
terns, drainage, piping 
and fittings specialists 
Viega has developed a 
concealed connection 
box where all valves, 
pipes and drainage dis-
appear completely into 
the wall but are eas-
ily accessible through 
a chrome-plated cover 
panel.

Viega’s universal con-
cealed connection box 
comprises a compact 
plastic housing, which 
is ready for hot and cold 
drinking water connec-
tions and drainage pipes 
in DN 40 or DN 50 can 
be connected to the 
box. The installation kit 
includes corner valves, 
a chrome-plated drain-
age elbow and the con-
nections needed for the 
washbasin fitting.

The concealed con-
nection box can be con-

nected directly to the 
supply and disposal 
pipes. Connections to 
the tap fittings and the 
drain from the wash-
basin complete the  
installation. 

A chrome-plated cov-
er is simply positioned 
over the drainage el-
bow covering the entire  
installation.

 Flexibility is 
maintained

The clever design of 
the connection box al-

lows the fitter flexibility 
in installation. 

The concealed con-
nection box can be 
shortened in depth to 
fit the wall structure 
during the preliminary 
works and aligned 
to the height of the  
washbasin. 

After the detailed as-
sembly, the washbasin 
drain has a vertical tol-
erance of 20mm. 

The installation of 
electronic fittings is 
also possible due to a 
separate cable inlet.

Concealed connection box for 
modern bathroom design

STELLENBOSCH-
based Steinhoff In-
ternational has made 
a GB£662m bid for 
electrical retailer Darty, 
the second stealth play 
in as many weeks, ce-

menting its reputation in 
the European market as 
a “notably disruptive fig-
ure” in would be corpo-
rate mergers. The offer 
– made by Steinhoff’s 
Conforama – puts a low-

er competing share and 
cash offer from Groupe 
Fnac on the line, de-
spite the agreement 
being in place since  
November 2015.

This move comes just 

two weeks after Stein-
hoff’s sneaky GB£1.4bn 
offer to buy the UK’s 
Home Retail Group 
trumped UK-retailer 
Sainsbury’s GB£1.3bn 
offer for same.   

Conforama’s 125p per 
share, all-cash offer saw 
the Darty shares rocket 
13% in intraday trade, 
seeing shares selling as 
high as 129p.

Darty boasts more 
than 400 stores, more 
than half of which are 
in France. The group 
also operates online re-
tail platforms such as  
Mistergooddeal.com.

Business Day reports 
that Steinhoff may have 

to rely on its reputa-
tion for being an op-
portunistic and astute 
dealmaker to win over 
those who do not see 
the rationale of a furni-
ture retailer buying an 
electrical goods retailer.

It goes on to quote 
Andreas Riemann, 
analyst with Commerz-
bank who said he could 
not see the immediate 
rationale behind the 
bid for Darty, but con-
ceded that the group 
had a good track record  
with acquisitions.

“Operating margins 
did not suffer from ac-
quisitions in the past,” 
Riemann said.

Mark Hodgson, an 
analyst at Avior, said 
Steinhoff’s size was an 
advantage as it was big-
ger than both Sains-
bury’s and Groupe Fnac. 
At a market value of 
EUR20,4bn, it is around 
four times the market 
value of Sainsbury’s, and 
20 times that of Fnac.

So why wait until 
now to make it’s move 
on both Darty and the 
earlier Home Retail 
Group deals?

The UK’s Telegraph 
reports that Stein-
hoff’s dual Johannes-
burg-Frankfurt stock 
exchange listing was 
finally agreed in De-

cember – the culmina-
tion of four year’s work. 
No small feat in such a 
volatile market. This 
listing gives Steinhoff 
exposure to more Euro-
pean opportunities.

However, with the 
Frankfurt listing secured, 
Steinhoff’s French sub-
sidiary Conforama was 
given the all-clear by 
the board to ramp up 
preparatory work on a  
Darty bid. 

The Telegraph states 
that with EUR2,8bn of 
cash sitting on its balance 
sheet Steinhoff can easily 
afford to buy both Argos 
and Darty and is unlikely 
to stop there.

Steinhoff makes waves with European bid (again)

http://www.telegraph.co.uk/business/2016/03/02/steinhoff-becomes-weddingcrasher-extraordinaire/
http://www.telegraph.co.uk/business/2016/03/02/steinhoff-becomes-weddingcrasher-extraordinaire/
http://www.bdlive.co.za/business/retail/2016/03/03/steinhoff-tries-to-disrupt-second-major-deal-with-better-offer
http://www.telegraph.co.uk/business/2016/03/02/steinhoff-becomes-weddingcrasher-extraordinaire/
http://www.hotplatinum.com
http://www.instrotech.co.za
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Insulated traffic door 
makes an impact

THE Apex SR 9000 
insulated impact traf-
fic door has gained 
popularity as a door 
that will give years of 
dependable service and 
still look good. This 
fully gasketed, heavy 
duty, impact swing 
door is locally manu-
factured to customers’ 
specific requirements. 
Lightweight, but ro-
bust, the Apex SR 9000 
door is engineered to 
withstand heavy traf-
fic and impact, while 
maintaining an attrac-
tive appearance with 
minimal maintenance 
needed, according to  
the company.

The door’s patented 
“honeycomb” frame-
work and flexible ure-
thane foam insulation 
ensures optimum sta-
bility. Superior sound-

proofing qualities are 
achieved by injecting 
high density non-CFRC 
urethane core into 
the hollow shell of the 
door. High bumpers 
are also fitted to the 
door panel to further 
absorb impact from 
manridden vehicles and 
carts. This also reduces 
stress on hardware and  
mount assemblies.

The perimeter edges 
on the door panels are 
bull nosed with a mini-
mum radius of 8mm 
preventing excessive 
wear on the edges. The 
seal complements the 
insulated core reducing 
energy flow between 
environments, anoth-
er plus factor on this  
locally made door. 

The rugged 3mm 
ABS outer facing of the 
Apex SR 9000 door is 

available in a variety of 
colours and it is imper-
vious to moisture, acid, 
petroleum products, salt 
solutions, animal fats 
and insects. It retains 
its physical properties in 
temperatures as low as 
minus 40°C and it will 
not chip dent, peel, pit  

or corrode.
All Apex Strip Cur-

tains and Doors prod-
ucts are manufactured 
in accordance with 
international stan-
dards using materi-
als that comply with 
stringent hygiene and  
safety criteria. 

The Apex SR 9000 insulated impact traffic door has 
gained popularity as a door that will give years of 

dependable service and still look good. 

JOHANNESBURG: 011 452-8723
CAPE TOWN: 021 551-5076
KWAZULU-NATAL: 0861 033303
PORT ELIZABETH: 041 487-2525
www.apexstrip.co.za
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A network of agents throughout South
Africa ensures excellent technical and
installation support, and quick
delivery times.

HIGH
IMPACT
TRAFFIC
DOORS

GENERAL
PURPOSE

STRIP
CURTAINS

WELDING
AND

SAFETY
SCREENS

HIGH
SPEED

ROLL UP
AND FOLD
UP DOORS

IN association with the 
Chartered Institute 
of Building (CIOB) 
Africa the endorsing 
partner to Construc-
tion IT Summit and 
Expo, the digital con-
struction summit is 
looking to connect you 
with top Construction 
IT professionals and 
industry experts at the 
Construction IT Sum-
mit and Expo taking 
place at the Gallagher 
Convention Centre on 
10 to 11 May 2016. 

Delegates will be 
presented with the 
Next-generation in-
formation technol-
ogy control systems 
and new approaches 
to the deployment 
of BIM solutions  
in construction.  

“We have created 
this summit for you to 
take advantage of the 
market opportunities 
within the construction 
IT industry.”      

This annual event 
will be the first summit 
to showcase an effec-
tive environment for 
enhancing and pro-
moting information 
technology business 
solutions and activities. 

Co-located with the 
prestigious African 
Construction Expo / 
Totally Concrete Expo 
you can start your 
travel towards under-
standing construction 
solutions that fit your 
business.   

Join us in under-
standing Building In-
formation Modelling 
and the opportuni-
ties related to the ef-
ficiencies, processes 
and protocols that can 
match your business 
requirements in an in-
creasingly digital con-
struction environment. 

In addition to the 
IT Summit in May, 
the BIM conference 
to be held in Sandton 
in mid-March will fo-
cus on a collection of 
software vendors and 
industry practitioners 
demonstrating how 
their tools, software 
and knowledge can be 
combined to benefit 
users outside of the de-
sign applications.

Reasons to participate:

• A uniquely curated 
one day summit 

program focused 
on case studies and 
software solutions 
for the industry 

• Access to informa-
tion you won’t find 
anywhere else: this 
is the only event of 
its kind in Africa - 
where international 
thought leaders and 
professionals come 
together in the 
same place at the 
same time to discuss 
technology

• You can tap into the 
collective wisdom 
of international 
and local delegates, 
speakers and 
experts 

• Exclusive access 
to BIM collabo-
ration tools and 
resources: you can 
connect with other 
executives before, 
during and after the 
conference. You will 
receive a network-
ing list with all par-
ticipant details and 
electronic access to 
all content

• Meet selected spon-
sors and partners: 
the conference 
hosts leading tech-
nology and service 
providers so we can 
review all the best 
and solutions tools 
in one place. 

Key international 
speakers include:

• Dr Eitan Karol, 
CEO, Louis Karol 
Architects

• Casey Rutland, 
Associate Director, 
Arup Associates, 
United Kingdom

• Nathan Doughty, 
COO, Asite, United 
Kingdom 

• Krista Lambert , Di-
rector, Engineering 
and Construction 
Strategy, Oracle 
Primavera,  
United States 

Conference facts  
and figures:

• Nine sessions and 
16 industry expert 
speakers over one 
day

• Exceptional ses-
sions by leading 
experts and thought 
leaders on Building 
Information Model-
ling, Risk Manage-
ment and Contract 
Management, 
digital construction 
solutions  

• Accreditation of 
CPD HOURS from 
ASAQS and CIOB 

• 15 hours of industry 
discussions in the IT 
Lounge area of the 
expo floor

Where digital construction connects the industry

Delegates will 
be presented 

with the Next-
generation 

information 
technology 

control systems
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Seven 
Canon 
designs 
win iF 
Design 
Awards

CANON announced 
that seven Canon de-
signs were recognised by 
iF International Forum 
Design GmbH and re-
ceived prestigious 2016 
iF Design Awards. No-
tably, Canon’s XC10 4K 
camcorder was selected 
for the iF Gold Product 
Design Award 2016, the 
highest honour in the  
product category.

iF  Design Awards 
went to the EOS 5DS 
/ EOS 5DS R digital 
SLR cameras, the EF 
11-24mm f/4L USM 
ultra wide-angle zoom 
lens, the EOS M3 Com-
pact System Camera, 
the PowerShot G3 X 
superzoom camera, 
the PIXMA MX490 
Series inkjet printer 
and the i-SENSYS 
MF220/210 Series laser  
multifunction printers. 

Established in 1953, 
the iF Design Awards 
are recognised as one 
of the most respected 
awards within the field of 
design. This year, 5,295 
entries from 53 coun-
tries and regions were 
judged by internation-
ally renowned design 
experts across seven cat-
egories. These included 
product, packaging, 
communication, interior 
architecture, architec-
ture, service design and  
professional concept. 

This year marks Can-
on’s 22nd consecutive 
year of winning iF De-
sign Awards. Encour-
aged by the recognition 
of the company’s de-
sign excellence, Canon 
will continue striving 
to realise products that 
combine the highest 
levels of performance  
and design.

Canon’s XC10 4K  
camcorder
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THE global FMCG 
sector is constantly 
under enormous pres-
sure. Regulators and 
consumers demand full 
product traceability 
across the supply chain, 
while retailers insist 
on quality stock on 
demand at profitable 
prices. For producers 
and manufacturers, the 
focus is on ensuring 
that production envi-
ronments are lean and 
highly efficient. 

Two of the under-

pinning principles of 
lean manufacturing – 
a company’s ability to 
produce more value 
through less work – in-
clude standardisation 
and flow. Standardisa-
tion removes the pos-
sibility of errors while 
flow ensures speed and 
optimised output. 

Where there’s hu-
man involvement on a 
production line, there’s 
always a possibility of 
mistakes being made. 
Even if production 

lines boast automat-
ed machinery, many 
manufacturers rely on 
operators to manually 
input important data  
into the system. 

Negating the oppor-
tunity for human er-
ror, as well as reducing 
packaging costs, opti-
mising product coding 
activities, and meet-
ing industry regulatory 
requirements, can be 
ensured by integrating  
machinery networks. 

Besides its vast port-

folio of coders that 
are exclusively dis-
tributed by Pyrotec 
PackMark in South 
Africa, Markem-Imaje 
also supplies CoLOS 
software applications 
that are engineered 
to complement its  
coding equipment. 

“CoLOS software al-
lows our customers to 
integrate equipment 
networks throughout 
the production line into 
one central system. By 
standardising data in-

put, human error is re-
duced. This saves time, 
improves production 
flow, and drastically re-
duces long-term costs,” 
says Brandon Pearce, 
Pyrotec PackMark’s 
General Manager.

“CoLOS consists of 
a number of software 
options to meet every 
end-of-line production 
requirement. These in-
clude options for pack-
aging coding, message 
design, the manage-
ment of complex labels 

and codes, and the abil-
ity to operate multiple 
printers from one plat-
form,” adds Pearce.

What’s more, Co-
LOS provides real-time 
data about production 
processes by linking 
production plans to in-
dividual printers on the 
line. It also monitors 
the productivity and 
efficiency of each ma-
chine, and automates 
the selection of data 
for printing, reducing 
the need for human 

intervention. In turn, 
this reduces the risk 
of operator errors and 
provides accurate per-
formance reports.

There are many 
ways to create an ef-
ficient production line 
and operate a lean 
manufacturing envi-
ronment. This seam-
less integration system 
from CoLOS is an 
ideal option for diverse 
industries and it sup-
ports all production  
control systems.

Integration for end of line optimisation

http://www.totally-concrete.com/east
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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

SWITCHING from 
a competitor OEM 
(Original Equip-
ment Manufacturer) 
to Same Deutz-Fahr 
(SDF) tractors sup-
plied by Eqstra In-
dustrial Equipment 
(“EIE”) has proved to 
be a highly successful 
commercial decision 
for South African con-
tract farmer Yieldpro. 

“As diesel consump-
tion is the highest cost 
item, the exceptional 
fuel efficiency of the 
SDF tractors has meant 
huge savings for our 
clients,” says Yield-
pro owner, Christo 
van Niekerk, who pur-
chased ten SDF trac-
tors from EIE at the 
beginning of 2015. “We 
brought fuel consump-

tion down by a massive 
25% in just one season, 
working more than 
2,000 ha of silage.”

“Initially, I was 
slightly sceptical about 
the extent of the re-
duced fuel consump-
tion promised to me by 
EIE, but I have been 
so impressed by these 
tractors, that I can only 
urge other farmers to 
‘try it, you won’t believe 
it,’” laughs Christo.

EIE supplied Yield-
pro with the Same 
Explorer 90 and 100 
models and Same La-
ser 130 and 150 models 
on a rent basis. A fur-
ther, recent purchase 
covered four ground 
preparation disc at-
tachments for the trac-
tors, sourced by EIE 

from an OEM.
Started just seven 

years ago by husband 
and wife team, Chris-
to and Michelle van 
Niekerk, Yieldpro has 
seen phenomenal suc-
cess in contract farm-
ing in South Africa, 
increasing its client 
base simply through 
word of mouth about 
their excellent service 
delivery. Contracts 
range from silage for 
the integrated beef 
business, Beef Master, 
through to land prepa-
ration and harvesting 
for the giant fertiliser 
company, Omnia and 
contract ripping for 
the Celtic Farm Village 
in Rietvlei, Gauteng. 
Here, Yieldpro is pro-
viding contract rip-

ping to assist Farm 
Manager Struan Scott 
convert the farm to no  
till farming. 

With his roots deep 
in the soil, having come 
from a farming family, 
Christo knows the im-
portance of value for 
money to farmers. 

“Besides the low 
fuel consumption, the 
SDF tractors are very 
affordable, and EIE’s 
financing flexibility 
meant that I could fi-
nance these tractors off 
balance sheet, direct-
ing my capital outlay 
elsewhere to grow my 
business,” says Christo.

“SDF machines are 
also tough, as Yield-
pro has proved again 
and again, working 
those six to seven days 
a week, 24 hours a 
day, with just one mi-
nor breakdown. EIE’s 
technical support and 
service provided to me 
has been amongst the 
best in the field.” 

Christo has a team 
of 20 permanent and  
contract staff. 

“While my workers 
were initially a bit sus-
picious when I switched 
to SDF tractors, they 

soon found out that 
these low spec ma-
chines are very opera-
tor friendly and suited 
to South African condi-
tions, handling the dif-
ferent agricultural en-
vironments with ease.

“SDF tractors fully 
deserve to be a Best-
in-Class EIE brand,”  
concludes Christo.

According to Yolan-
dy Cornelius, Eqstra 
Agri’s Operations 
Manager, “As a result 
of SDF’s ongoing in-
vestment in technol-
ogy, SDF tractors of-
fer advanced features, 
including excellent se-
lection of gear ratios, 
a three point pick up, 
and an all-wheel and 
self-adjusting braking 
system, with oil-bath 
discs and hydrostatic 
control, for superior 
passive and active safe-
ty.” The electronic fuel 
management ensures 
the correct quantity 
of fuel is delivered at 
all times in relation to 
engine power demands 

and load, thereby opti-
mising consumption.

With the addition of 
the recently launched 
Explorer Special to its 
range, EIE markets 
Explorer tractors from 
85hp to 110hp, with 
two and four wheel 
drive versions available 
for most models. The 
four wheel drive Same 
Laser is built to cater 
for a wide variety of 
different needs and is 
particularly suitable for 
medium-sized farming. 
EIE markets Same La-
ser tractors from 110hp 
to 170hp, with or with-
out a cab.

EIE is the licensed 
distributor for SDF in 
Southern Africa, sup-
plying the agricultural 
industry with a com-
prehensive range of 
the Deutz-Fahr and 
Same tractors. All com-
ponents are manufac-
tured and assembled 
by Same Deutz-Fahr, 
giving the company 
complete control over 
quality assurance.

Yieldpro yields 25% in fuel savings from same Deutz-Fahr

Yieldpro owner Christo van Wyk (right) with Celtic Farm Village Manager, 
Struan Scott and SDF tractors supplied by EIE.

ALLIED Distributors 
is a service orientated 
business whose mis-
sion is to assist the 
customer in finding the 
best option for their  
end of line needs.

The management has 
more than 100 years’ 
experience in the cod-
ing, marking, stapling 
and strapping field.

It stocks a wide range 
of on-line contact and 
non-contact coders 
with accessories.  Al-
lied Distributors are 
the agents for Tiflex 
range of Coders, Foe-
nix range of ink jet 
printers, as well as the 

B.V. Korthofah range 
of hot foil printers and  
hot coders.  

Diagraph MSP, a 
leader in stencilling 
equipment is also rep-
resented by Allied 
Distributors.  The 
company likes to keep 
a range of specialised 
inks for marking all 
surfaces for hand and  
automated lines.

In addition to the 
marking equipment, 
the company stocks 
a wide range for car-
ton stapling machines 
for many different  
applications.   

It stocks the Jo-

sef Kihlberg range  
of staplers. 

“The range of cartron 
staplers are unmatched 
in the country and we 
build machines to suit 
a particular application 
if necessary, as well 
as staples. We carry a 
full range of spares for 
the machines,” says  
Allied Distributors.

Allied Distribu-
tors is a service driven 
company where we 
pride ourselves on at-
tending to your per-
sonally and assisting 
Companies wherever 
possible.  We are also  
represented in Durban.

“WE have recently 
seen an uptick of in-
terest in our products 
that support agricultur-
al type business,” says 
John Valentine, Direc-
tor at Real Telematics. 
“It started with farmers 
and affiliated industry 
taking our Real FMX 
forklift management 
system, and then asking 
if it could be adapted 
to tractors, skidsteers 
and other machinery. 
We found that not 
only is it adaptable, 
but it’s also very effec-
tive and a lot cheaper 
than traditional sys-
tems associated with 
those machines types. 
Primarily because Real 
FMX is already mod-
ular, we did not have 
to do any costly de-
velopments because 
Real FMX already had 
these features in play,”  
says Valentine.

“In simple terms, 
the farmer chooses 
the features he wants 
and that’s all he pays 

for. However, there’s 
nothing to stop him 
upgrading with other 
features later on - plug 
and play. He can go 
from a standalone unit 
with only mechani-

cal protection to the 
full scale product that 
gives reporting, alerts, 
mechanical, electrical 
and other protection 
as well as data analytics  
and mapping.”

“There’s a lot of 
mis-information that 
circulates about GPS 
and how to use it, of-
ten repeated by sales 
people trying to make 
quick Commission and 
walk away. Unfortu-
nately this means that 
the customer often 
ends up with a product 
he did not ask for and 
does not do what he 

needs,” says Valentine. 
“We prefer a different 
approach. Rather than 
fit and forget, we want 
an ongoing relationship 
with our customers and 
prefer to recommend 

products that fit the 
application best, rather 
than what we can sell. 
For instance, although 
GPS is a very effective 
outdoor management 
tool, it is not always as 
effective indoors and 
can cause inaccurate 
reporting depending 
on the nature of the 
device. This is why we 
question our custom-
ers thoroughly on their 
needs before making 
r e c o m m e n d a t i o n s . 
GPS is used pre-dom-
inantly for positioning 
and zoning, GPRS (cel-
lular) is used predomi-

nantly to transfer data 
information. At Real 
Telematics, we use both 
technologies to their 
particular strengths i.e. 
with forklifts the vast 
majority of use takes 
place indoors making 
GPRS more suitable, 
but forklifts operat-
ing outdoors and/or 
tractors, for instance, 
find GPS very useful,”  
comments Valentine.

“We also found that 
farmers really like the 
fact they could see their 
forklift and tractor op-
eration in a single view, 
and that engine rro-
tection (oil and water 
monitoring) as well as 
other features could be 
applied to their tractors 
as well as their fork-
lifts. This protects the 
machines from dam-
age, but also ensures 
that the drivers do the 
checks as they are sup-
posed to do. Often this 
machinery is worth 

Allied Distributors specialists in 
closing, marking and codingHarvest time is upon you

Continued on P16

“The farmer chooses the  
features he wants and  
that’s all he pays for...” 
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Wine grape harvest 2016 
nearing its end

The PPECB supports the 
fruitful Western Cape

Harvest time 
is upon you
Continued from P2

hundreds of thousands 
or millions of rands, 
we hand them over to 
drivers who have very 
little or no training 
and then wonder why 
there are issues. With 
Real FMX, there are 
a few less problems at 
harvest time to have  
sleepless nights over.”

“We were also quite 
pleased to see the in-
terest generated in 
neighbouring countries 
such as Namibia, Bot-
swana, Zambia and 
even further afield. 
Farmers there have 
some unique challeng-
es, in that satellite and 
cellular coverage is 
patchy at best, and in-
frastructure sometimes 
a bit shaky. This is why 
we have created prod-
ucts which can work 
as Standalone units 
where there is no sig-
nal, can be Refurbished 
and of course are ad-
aptable to neighbour-
ing country networks 
where necessary,”  
says Valentine.

“With the economy 
in South Africa and 
these other countries 
all taking a pounding it 
has become even more 
important than before 
to reduce operation-
al costs. This is where 
Real FMX comes into 
its own, reducing im-
mediate operational 
costs, but also having 
a long-term effect on 
future costs. Depend-
ing on the nature of 
the application, ROI 
on Real FMX rang-
es from three to six 
months and in some 
cases even less. 

We found that many 
of these areas expe-
rience high degrees 
of diesel theft, and 
although it is unlike-
ly this scourge will be 
eradicated, there are 
measures one can take 
to reduce it. 

For example we 
have a fuel profiler 
that shows how fuel 
consumption occurs 
during normal use and 
then shows a trough 
on a graph where un-
usual consumption has 
occurred. This would 
normally indicate high 
probability of theft,”  
comments Valentine.

MORE than half the 
2016 South African 
wine grape harvest 
is already in tanks or 
barrels, after what 
will be remembered 
as one of the hottest, 
driest seasons in the  
past decade.

The 2016 harvest 
is significantly small-
er than the past three 
years, which were 
characterised by re-
cord harvests. While 
regions such as Stellen-
bosch and Swartland 
are nearing the end of 

their harvest season, 
there are still quite a 
lot of wine grapes to 
be harvested particu-
larly in Worcester and  
Klein Karoo.

According to the 
head of VinPro’s vit-
icultural consultation 
service, Francois Vil-
joen, this vintage has 
tested winemakers’ 
skills. “In general, 
the acidity and alco-
hol levels were quite 
low and winemakers 
need to work smart to 
obtain good quality 

wines. However, small-
er berries that result-
ed from the dry con-
ditions could lead to 
concentrated flavours, 
while low alcohol 
wines will be received 
well by the market,”  
explains Viljoen.

He emphasises that 
regions where the 
grapes had already 
been harvested will 
benefit from rainfall in 
the next few months 
– especially restoring 
water resources for the 
2017 season.

THE Perishable Prod-
ucts Export Control 
Board (PPECB) is 
South Africa’s official 
export certification 
agency for the perish-
able produce indus-
try. With a national 
footprint, the PPECB 
has 13 regional offices 
across South Africa, 
seven of which are in 
the Western Cape. 

The Western Cape 
is the main production 
region for deciduous 
fruit intended for ex-
port and as such the 
PPECB has almost 100 
permanent inspectors 
across the province. 
In addition, relief duty 
staff from other prov-
inces are sent to the 
region during packing 
season which can bring 
the number of inspec-
tors in the province up 
to 300. 

The main product 
types inspected in the 
Western Cape include 
pome fruit; comprised 

of apples and pears; 
grapes, citrus and 
stone fruit, comprised 
of peaches, plums, 
nectarines, apricots 
and a small amount  
of nectacots. 

Currently almost 
90% of all pome fruit 
intended for export is 
produced in the West-
ern Cape with over 
37 million cartons in-
spected by the PPECB 
in the 2014/2015 year. 
Of these over 80% are 
from the Elgin/Gra-
bouw and Ceres grow-
ing regions. Currently 
apples are primarily 
exported to the Unit-
ed Kingdom (UK), Far 
East and Africa while 
60% of pears are des-
tined for the European 
Union (EU.)

Second to pome for 
the province is grapes 
with 63% of all grapes 
intended for export 
being inspected in the 
Western Cape. The 
majority of these, over 

90%, are produced in 
the Berg River and 
Klein Karoo regions, 
the majority of which 
are intended for the 
EU and the UK.

Although only 20% 
of South Africa’s export 
citrus is produced with-
in the Western Cape, 
the PPECB still in-
spected over 20 million 
cartons in the province 
in the 2014/2015 year, 
with Citrusdal being 
the main production 
region. The majority of 
these were exported to 
the EU. 

Just under 17 million 
cartons of stone fruit 
were inspected by the 
PPECB in the Western 
Cape in the 2014/2015 
year, which, although 
less than the other 
main product varieties, 
accounts for 92% of 
stone fruit nationally. 
The majority of West-
ern Cape stone fruit 
is exported to the EU, 
UK and Middle East.  

LISMORE Estate 
wines from Greyton, 
South Africa, have 
achieved considerable 
success internationally 
in recent reports and 
commendations from 
Neal Martin in Robert 
Parker’s Wine Advo-
cate, Decanter Maga-
zine and Jancis Rob-
inson of the Financial 
Times.

Samantha O’Keefe’s 
“fabulous” 2014 Syrah 
is the only SA red to 
achieve ‘Top 50’ status 
in Robert Parker’s Top 
50 Picks of 2015. 

The team at Robert 
Parker Wine Advocate 
tasted 30,000 wines, 
and chose 21 whites 
and 29 reds.

Lisa Perrotti-Brown, 
Editor-in-Chief of 
Robert Parker Wine 
Advocate commented, 
“These were the most 
exciting new wine re-
leases in 2015, based on 
absolute quality, singu-
larity and hedonistic/
intellectual appeal.” 

Neal Martin, wine 
critic and author with 
The Wine Advocate 
and eRobertParker.
com., wrote in his No-
vember 2015 review, 
“This is one of the best 
Syrah’s I have encoun-
tered from South Af-
rica - a truly complex 
Syrah, one of the best 
you will find.”

In addition, the 2013 

Lismore Chardonnay 
scored 91 points, the 
2014 Viognier scored 
90 points, as did the 
2014 Barrel Fermented 
Sauvignon Blanc.

Renowned wine crit-
ic and author, Janice 
Robinson, in her Fi-
nancial Times column 
‘Asked a Sommelier!’ 
cited Lismore Estate’s 
2011 Chardonnay as 
one of her “favourite 
off-piste wines.” 

And, just last week, 
the 2014 Barrel Fer-
mented Sauvignon 
Blanc featured as De-
canter Magazine’s 
“Must Try White” 
in tasting director 
Christelle Giber’s col-
umn.

Neal Martin sums 
up wine maker Saman-
tha O’Keefe’s progress 
saying, “Over the last 

two or three years it’s 
been great to see both 
Lismore and Samantha 
gain more and more 
recognition. Her recent 
releases, which I tasted 
at the Cape Show … 
continue to furrow that 
path of cool-climate 
white and reds.”

Winemaker Saman-
tha O’Keefe comment-
ed, “It’s wonderful, and 
a little humbling, to get 
recognition from peo-
ple and publications 
like Jancis Robinson, 
Neal Martin and De-
canter Magazine. We 
continue to do our best 
to grow and harvest 
the best cool climate 
grapes we can, and 
to make wine which 
brings out the complex-
ity and nuances that 
the soil and climate in 
Greyton allow.”

Lismore Estate 
wines in the spotlight 

internationally

Californian Samantha O’Keefe’s passion - combined 
with vines planted at 30m – chilled by the winter 
snow and nourished by the African summer sun, 
produce classic cool climate wines which are rich, 

complex and lovingly hand crafted.
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THE recent grape 
season in the Western 
Cape which, like the 
previous season, saw 
packing commence 
before the new year, 
brought with it expecta-
tions of a bumper crop. 
Despite the fact that 
the intense heat wave 
and drought, which 
gripped the country in 
the later part of last 
year and start of 2016, 
severely affected the fi-
nal crop estimates, the 
quality of the harvest 
has been exceptional 
says the PPECB. 

Original projections 
released by the South 
African Table Grape 
Industry (SATI) in Oc-
tober 2015 estimated 
that the Western Cape 
export crop would be 
in the region of 37,5 
– 38,7 million car-
tons, while nationally 
estimates were in the 
region of 61,3 - 63,2 
million. Had these 
figures been realised 
they would have ex-
ceeded the 2014/2015 
harvest by anywhere 
between two to four  
million cartons. 

“The high original 
estimate was mainly 
as a result of excellent 
weather conditions 
throughout the grow-
ing season which result-
ed in well-developed, 
healthy vineyards. 
This together with the 
number of new variet-
ies which came into 
production lead to the 
high crop estimates. 
In the Hex region in 
particular a number of 
new seedless varieties 
were planted, which 
has seen the packing 
season shift from May 
to the end of March 
over the last few years. 
Likewise, in the Paarl 
region the harvest 
trend has shifted two 
weeks earlier due to 
new cultivars and 10% 
of volumes are now 
packed in December 
as opposed to January 
which was the case pre-
viously,” said PPECB 
Marketing and Com-
munications Manager 
Tina-Louise Rabie. 

By December, how-
ever, it became clear 
that the original crop 
estimates would not re-
alise due to the intense 
heat wave and drought 
that resulted in a re-
duced crop and smaller 
berry size at the time  
of harvest. 

“In some areas, such 
as Piketberg, produc-
ers worked through the 
night to ensure a quick-
er harvest as they sim-
ply did not have suffi-
cient water to sustain 
the crops,” said Rabie. 

The smaller berry 
size and lighter weight 
necessitated that more 
berries were packed 
per carton to make up 
the required weight, 
which ultimately con-
tributed to the reduced 
number of cartons 

available for export. 
“Although berry size 

was smaller the major-
ity still fell well within 
the size requirements 
for export. In fact 
PPECB rejections for 
the 2015/2016 table 
grape season saw a 43% 
decrease compared to 
the 2014/2015 season. 
This is testament to the 
high quality grapes that 
this season has pro-
duced,” said Rabie. 

In the 2014/2015 sea-
son over 60,000 cartons 
of table grapes were 
rejected nationally due 
to Brixtss Not Comply-
ing (BTNC,) the main 
reason for rejections 
over the season. In 
comparison BTNC has 
resulted in only 16,000 
cartons being reject-
ed for the 2015/2016 
year-to-date. Likewise, 
while small berries 
resulted in 47,000 car-

tons rejected nation-
ally in 2014/2015, only 
24,000 cartons have 
been rejected year-to-
date for the 2015/2016 
year. Despite these 
significantly lower re-
jection figures, small 
berries and under mass 
still account for 36% 
of the total rejections 
in the current season 
– indicative that the 
sever heat and drought 
has had an effect  

on the harvest. 
The PPECB esti-

mates that the year 
will end with a total 
national volume in the 
region of 56 million 
cartons of grapes for 
export, slightly under 
last season’s figures, 
which would indicate 
that anywhere between 
five to eight million 
cartons were lost as a 
result of the impact of 
the drought nationally.

A harvest of exceptional quality 
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Improved performance with upgraded SKF Explorer 
spherical roller bearings
• Upgraded and optimized as part of the SKF  

EnCompass Field Performance Programme
• Improvements in steel composition, heat  

treatment, geometries, surface finishes,  
lubrication and seals

• Extended bearing life in the most demanding  
industrial applications - can last up to twice as 
long as previous bearings under contaminated or 
poor lubrication conditions.
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SKF authorised distri-
butor, BSA Nelspruit, 
supplied a SKF TLGB 
20 battery-operated 
grease gun to assist a 
long-standing customer 
in saving time and 
money by improving 
their lubrication times 
and application as well 
as reducing the quantity 
of grease being used.
BSA Nelspruit says 
good service goes 
beyond the supply  
of products. 

“The regular and 
expert training we 
receive from SKF 
ensures that we are 
fully versed on the 
SKF product range 
that we supply to our 
customers,” states 
Deon de Jongh. “When 
we are on site, we are 
always on the lookout 
to see where we can 
assist customers with 
increased uptime 
through plant or 
process improvements 
by recommending a 
better quality product 
that is more suitable 
for a particular 
application. When 
Engen Petroleum 
approached us looking 
for assistance in saving 
money and enhancing 
productivity by 
improving the manual 
greasing process for 
one of their Fluidlink 
clients, we did not 

hesitate to recommend 
the SKF TLGB 
20 grease gun. We 
forwarded the TLGB 
20’s technical details 
and received a request 
from Engen to supply  
a unit.” 

Nico Broodryk, 
Fluidlink Sales 
Engineer has been 
using the SKF grease 
gun for quite a few 
months now and is most 
impressed with the unit, 
labelling the grease 
gun’s integrated flow 
meter as “pure genius,” 

adding that the weight, 
shape and balance 
of the ergonomically 
designed grease gun 
ensures user-friendly 
operation while the 
long battery life 
improves productivity. 

The grease gun is a 
positive displacement 
singe acting pump 
that can be used with 
standard SKF grease 
cartridges or filled with 
500cm of loose grease. 
According to Eddie 
Martens, SKF Product 
Manager, MaPro, 
this versatile, robust, 
high performance 
(DIN 1284) unit, has 
a maximum peak 
pressure capability of 
700 bar and is suitable 
for lubricating a wide 
range of applications 
including bearings, 
machines, and vehicles. 
Martens explains 
that the grease gun is 
driven by a small, low 
voltage electric motor 
connected to a gear 
transmission. “The 
rotary motion of the 
motor is converted into 
a reciprocating motion 
of the plunger using 
a yoke mechanism.” 
The TLGB 20 delivers 
two speed flow rates 
and can be switched 
seamlessly from low 
volume (110 g/min) to 
high volume (170 g/
min.) 

The SKF TLGB 20 
grease gun presents 
a number of useful 
features and benefits:
• Integrated grease 

metre shows grease 
discharge in grams

• LCD battery 
discharge display 
shows remaining 
energy content

• LED light facilitates 
location of grease 
fittings in dimly  
lit areas

• Long (Li-Ion) bat-
tery life allows for 
dispensing of 15 
cartridges per  
battery charge

• Filler nipple for 
fast, easy filling 
from drums with 
filler pumps

• The unit is supplied 
in a sturdy carrying 
case which includes 
a 900mm high-pres-
sure hose, recharge-
able 20V battery, 
charger, and user 
instructions. 

The successful lubri-
cation solution from 
BSA Nelspruit has 
improved the grease 
application time while 
the excellent quality 
of the grease has 
improved uptime and 
extended equipment 
life cycle for the  
end-user. 

SKF battery-operated grease 
gun is “pure genius”

SKF TLGB 20 battery-
operated grease saves 
time and money by 

improving lubrication 
times and application as 
well as reducing grease 

quantities used.

BMG has been appoint-
ed as an official logistics 
distributor for automa-
tion technology special-
ists, Festo South Africa.

“Festo’s extensive 
product range that 
encompasses electro-
mechanical and pneu-
matic drives, valves, 
motors and controllers, 
as well as handling 
systems, sensors and 
process automation - 
is now available from 
BMG,” says Wayne 
Holton, BMG’s fluid  
technology manager.

The addition of the 
Festo product range to 
BMG’s sales network, 
forms part of the com-

pany’s expansion strat-
egy, geared to enhance 
the steady growth of the 
South African opera-
tion over the last 40 ye

“Festo’s market share 
will be significantly ex-
panded through this 
distribution agreement, 
which improves accessi-
bility to Festo products 
throughout the coun-
try,” says Holton

“A broader distrib-
utor network enables 
Festo to focus on estab-
lishing a highly trained 
sales engineering team 
to support customers 
in diverse sectors, in-
cluding specialist indus-
tries,” he adds. 

Currently, Festo 
products are available 
from 12 BMG outlets 
in South Africa’s major 
centres and this distri-
bution reach will grow 
as the business develops 
throughout BMG. 

Festo automa-
tion systems enhance 
BMG’s extensive prod-
uct range, which now 
encompasses bearings, 
seals, power transmis-
sion components, elec-
tric and geared motors, 
as well as belting and 
fasteners. BMG also 
distributes filtration, 
hydraulics and pneu-
matics systems; tools 
and equipment.

BMG is appointed as an 
official logistics distributor 

for Festo South Africa
YOKOGAWA announc-
es that it has received an 
order to supply turbine 
control systems for ther-
mal power plant ‘No. 
4,’ the largest thermal 
power plant in Mongo-
lia. This ¥2.1bn project 
is being undertaken to 
improve the efficiency of 
this facility’s operations.

Located in Mongolia’s 
capital city, Ulaanbaatar, 
thermal power plant 
No. 4 has a total capac-
ity of 703MW and ac-
counts for approximately 
70% of the electricity 
output to the central en-
ergy system in Mongolia. 
The plant also supplies  
1,373 Gcal/h (12,000t/h) 
of hot water for the dis-
trict heating system in 
Ulaanbaatar, meeting 
about 65% of the city’s 
heating demand. Tem-
peratures in this region 

fall as low as 40ºC in 
mid-winter, so this power 
plant is a crucial lifeline 
for the city’s residents.

This project, which is 
financed by a Japanese 
ODA loan from the Ja-
pan International Coop-
eration Agency (JICA,) 
will improve the efficien-
cy of power generation 
and stabilize the supply of 
electricity and hot water 
by this plant. 

For six of the plant’s 
turbines, obsolete me-
chanical speed gover-
nors will be converted 
to electronic governors, 
and control systems and 
instrumentation will be 
replaced. In addition to 
supplying the CENTUM 
VP integrated production 
control system for the 
control and monitoring of 
the turbine governors and 
auxiliary facilities such as 

the feed water pump con-
trol system, Yokogawa 
will provide field devices 
such as DPharp EJA 
series differential pres-
sure/pressure transmit-
ters, FLXA21/FLXA202 
liquid analyzers, control 
valves, and safety valves. 

Yokogawa will also 
have full responsibility 
for the implementation 
of this renovation project, 
starting with the survey 
of existing facilities and 
proceeding through to 
the detailed design, de-
livery, and installation 
of instruments, related 
erection work, commis-
sioning, and staff training. 
This work will proceed 
in stages, and the first of 
the renovated turbines is 
scheduled to be returned 
to service in June  2017.

Through orders that 
it received in 1997 and 

2003, Yokogawa also 
provided control systems 
as part of a project to 
renovate the boilers and 
related instrumentation 
at this power plant. Con-
sequently, all of these 
facilities are monitored 
and controlled by Yok-
ogawa CENTUM series 
integrated production  
control systems.

As the result of these 
renovations, this power 
station was able to reduce 
its coal consumption by 
more than 20% over the 
1997 to 2007 timeframe. 
Thanks to the trust that 
it has established with this 
plant customer over the 
past 20 years, Yokogawa 
was awarded the contract 
for this turbine control 
renovation project. A 
company subsidiary, Yok-

Yokogawa to supply Turbine Control 
Systems for Mongolia’s largest 

thermal power plant 

Continued on P20
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Advice Project Design Product Supply Implementation

ExSolar offers a high standard of service, from our products to installation and advice.
Whether you want to invest in your home or business, do your part in the “green” movement 

or save on electricity costs long term, ExSolar has the solution for you.
ExSolar offers you a bespoke solution for all your solar needs. Our team has years of experience 

and are qualified to do your home or business installation to the highest standards.

• Lead Crystal, Lead Acid and Gel Batteries 
• Solar Cables, Connectors and Related Tools  
• PV Mounting Solutions 
• Uninterruptible Power Supplies 
• Power Supplies 

• PV Modules (manufactured to the EU standards) 
• Inverters (stand alone or grid tied) 180W to 12 KW 
• Solar Regulators (PWM and MPPT) 
• Battery Chargers 
• Energy Monitors 

www.ExSolar.co.za
The Interchange
Somerset West

Tel: +27 (0) 21 8511 700
Fax: +27 (0) 21 8511 699
Email: Energy@ExSolar.co.za

THE impact of global 
warming and the preva-
lence of load shedding 
in South Africa over 
the last few years, re-
quire the prioritisation 
and encouragement of 
energy saving initia-
tives. In the National 
Energy Efficiency 
Strategy of South Af-
rica (approved in 2005 
and reviewed in 2008), 
the then Minister of 
Minerals and Energy, 
highlighted changing 
people’s behaviour as 
the biggest challenge 
in driving energy ef-
ficiency initiatives. To 
achieve this, people 
will need to be edu-
cated on the different 
options available to  
save energy.

Tax incentives

As it may not always 
be financially feasible 
for business to sup-
port energy efficiency 
due to costs associ-
ated with replacing 
existing equipment or 
changing current in-
frastructure, the fiscus 
has embarked on a 
path to incentivise the  
right behaviour. 

National Treasury 
issued a government 
notice on 9 Decem-
ber 2013 in which the 
Minister of Finance 
announced the intro-
duction of a new provi-
sion in the Income Tax 
Act (the Act), which 
grants a tax allow-
ance or deduction for 

effected energy sav-
ings. The allowance 
came into effect on  
1 November 2013.

The Act initially 
granted an allowance 
of 45c per kilowatt 
hour or kilowatt hour 
equivalent. A fairly 
recent amendment 
increased the rate to 
95c and took effect on 
1 March 2015. This 
increase applies to 
years of assessments 
starting on or after  
1 March 2015.

A person will qualify 
for the allowance, if it 
obtains a certificate 
from an institution, 
board or body as pre-
scribed by regulation. 
This institution, board 
or body must pro-

vide a report which 
contains the energy  
savings affected.
 
To claim the allowance 

the person must:
• Register with 

SANEDI in the 
in the prescribed 
manner

• Appoint a profes-
sional to report the 
computation of the 
energy efficiency 
savings per  
year of assessment

• Submit the report 
to SANEDI 

• Obtain a certificate 
from SANEDI

The allowance may 
be disallowed if the 
person also receives 
a concurrent ben-

efit with regards to  
energy savings.

To ensure the sus-
tainability of energy 
resources and to con-
serve and protect the 
environment, our soci-
ety needs to utilise the 
resources available to 
us sparingly. It is im-
portant that business 
adopt energy saving 
measures. A behav-
ioural change in people 
is needed. 

To achieve this, 
business needs to be 
informed of the en-
ergy saving options and 
incentives available. 
South Africa needs to 
adopt energy saving 
measures to ensure the 
sustainability of the  
human race.

The future of South Africa sees 
a light at the end of the tunnel

GOVERNMENT says 
it will keep the devel-
opment of the energy 
sector high on its prior-
ity list as this is key to 
easing constraints to 
economic growth.

The Economic Sec-
tors, Employment 
and Infrastructure 
Development cluster, 
chaired by Rural De-
velopment and Land 
Reform Minister Gugi-
le Nkwinti, briefed me-
dia to give an update 
on the implementation 
of the Nine Point Plan.

The plan, which was 
announced by Presi-
dent Jacob Zuma in 
the 2015 State of the 
Nation Address, aims 
to put the country on 
a sustainable growth 
path, where the energy 
challenge is resolved, 
among other goals.

 In a statement, the 
cluster said progress 
has been made to sta-
bilise electricity sup-
ply, which is a crucial 
resource to keep in-
dustry and business 
powered. Through the 
Eskom maintenance 
programme, the res-
toration of the Duvha 
unit, connection of the 
Medupi unit six and 
customers using elec-
tricity sparingly, there 
has been no load-shed-
ding since September 
2015.

 Government has 
invested R83bn in 
Eskom, which in-
cludes R60bn that 
was converted from a 
guarantee to a grant. 
Moreover, R23bn 
was secured from the 
sale of government’s  
Vodacom shares.

“This has enabled 
the utility to continue 
investing in Medupi 
and Kusile power sta-
tions,” said the cluster.

Through the Re-
newable Energy In-
dependent Power 
Producer Programme 
(REIPPP) – 6,376MW 
of electricity have been 
procured. 2,045MW 
from 41 IPPs are  

already operational.
The multiple bid win-

dows of the REIPPP 
has attracted invest-
ment of R194bn, while 
the procurement of 
2,400MW of new coal 
fired power genera-
tion capacity has been  
completed.

South Africa is also 
sourcing 2,600MW of 
hydroelectric capac-
ity from the Southern 
African Development 
Community region.

The Solar Water 
Heater programme, 
which focuses on load 
reduction, will contin-
ue. The load reduction 
programme aims to 
retrofit approximately 

Government 
energy  

investments

Continued on P20

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. It is simply integrated into 
all projects - from standard systems to the most 
complex automated networks, all with the simplicity 
and reliability you would expect. Circuit-breakers 
switch power, SACE Emax 2 manages it.  
www.abb.co.za/lowvoltage

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

SACE Emax 2  
Managing the power

Emax 2 CBT strip 2016.indd   1 3/7/2016   10:53:51 AM
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200,000 electric gey-
sers with solar water 
heaters annually. This 
will reduce electric-
ity demand in the high 
consumption residen-
tial sector.

“… We will provide 
skills to emerging com-
panies and local com-
munities to participate 
in various aspects of 
the solar water heater 
roll-out programme 
that is targeting to in-
stall 38,000 units in 
the 2016/17 financial 
year,” said the cluster.
 

Skills development
 

A pilot programme, 
which will see 300 
learners being trained 
to install and maintain 
solar geysers, has been 
initiated in Ekurhule-
ni. A further R36m has 
been set aside to pro-
vide training to other 
beneficiaries in other 
municipalities.
 The National Skills 
Fund (NSF) has dis-
bursed R96m towards 
developing renew-
able energy training 
facilities at the Cape 

Peninsula University 
of Technology. This 
initiative seeks to re-
spond to the country’s 
adopted strategy to 
promote renewable 
energy production in 
order to supplement 
the current fossil fuel 
energy production.

NSF has also set 
aside R204m towards 
establishing work in-
tegrated learning fa-
cilities for engineering 
students. The project 
aims to provide on-the-
job training for me-
chanical and electrical 
engineering students 
in order to obtain reg-
istration as engineers.
 

Nuclear programme
 

The cluster said the 
expansion of the nucle-
ar programme remains 
part of South Africa’s 
future energy mix.

“The procurement 
plan for 9,600MW nu-
clear build programme 
will be implemented 
in the next decade at a 
pace informed by what 
the country can af-
ford,” said the cluster.

Government 
energy 

investments
Continued from P19

ogawa Engineering Asia, 
will play a leading role in 
this undertaking.

Mongolia’s real GDP 
has grown at an 11,3% 
rate over the last five 
years, and its government 
is now grappling with 
the rising demand for 
electricity and the need 
to reduce the amount 
of greenhouse gasses 
emitted by ageing power 
generation facilities. En-
couraged by this order, 
Yokogawa will expand its 
efforts in Mongolia and 
other emerging markets 
to address such issues 
through the supply of 
control solutions.

Reasons to Participate:

Yokogawa’s global 
network of 88 compa-
nies spans 56 countries. 
Founded in 1915, the 
US$3,5 billion company 
conducts cutting-edge 
research and innovation. 
Yokogawa is active in 
the Industrial Automa-
tion and Control (IA), 
Test and Measurement, 
and other businesses seg-
ments. The IA segment 
plays a vital role in a 
wide range of industries 
including Oil and Gas, 
Chemical, Food and 
Beverage, Iron and Steel, 
LNG Supply Chain, Pet-
rochemical, Oil and Gas, 
Pharmaceutical, Power, 
Pulp and Paper, Refin-
ing, Renewable Energy 
and Water  Wastewater. 

Yokogawa South Af-
rica (Pty) Limited is an 
empowered South Af-
rican company jointly 
owned by Identity Capi-
tal Partners (Pty) Ltd, 
a local black women-
owned organisation, and 
Yokogawa Africa Hold-
ing BV, incorporated in 
the Netherlands. Yok-
ogawa Africa Holding 
BV is ultimately owned 
by Yokogawa Electric 
Corporation, a Japanese 
company listed on the 
Tokyo Stock Exchange.

Yokogawa South 
Africa (Pty) Limited’s 
comprehensive solu-
tions range from sensors 
such as; pressure trans-
mitters, temperature, 
flow meters, level, liquid 
and gas analysers, as 
well as network solution 
products to control and  
safety systems. 

This includes the soft-
ware for advanced con-
trol that optimises pro-
ductivity; and services that 
minimise plant lifecycle 
costs. Yokogawa South 
Africa’s Service Training 
Department is accredited 
and proficient in theoreti-
cal and practical training 
for Instrumentation and 
Control systems from  
first principles. 

“Our Internship Pro-
gramme contributes 
to the continued tech-
nical skills improve-
ment in South Africa,”  
says Yokogawa.

Yokogawa to supply Turbine 
Control Systems for Mongolia’s 

largest thermal power plant 
Continued from P18

WHILE most of South 
Africa’s attention is fo-
cused on Medupi and 
Kusile – South Africa’s 
much delayed and over-
budget, new coal-fired 
Eskom power stations 
– little public attention 
has been given to the 
additional 2,500 mega-
watts (MW) of privately 
owned coal-fired electric-
ity that the Minister of 
Energy has planned. The 
new coal energy will be 
sold to Eskom by those 
independent coal-fired 
power producers (IPPs) 
that are successful bid-
ders in terms of the Coal 
Baseload Independent 
Power Producer Pro-
curement Programme 
(CBLIPPPP.) These 
plans are, however, under 
threat of widespread pub-
lic resistance via environ-
mental justice organisa-
tions that are opposed to 

coal-fired power, because 
of its detrimental impact 
on the environment and 
human health.

To date, groundWork 
(gW) and Earthlife Afri-
ca Johannesburg (ELA) 
– together with commu-
nity partners in the Vaal, 
Mpumalanga Highveld 
and KwaZulu-Natal – 
have launched a legal 
challenge against three 
proposed new coal-fired 
power stations proposed 
under the CBLIPPPP. 
These are the 1,200MW 
Thabametsi power sta-
tion (near Lephalale 
in the Limpopo); the 
600MW KiPower power 
station (near Delmas, 
Mpumalanga); and the 
1,050MW Colenso Pow-
er station (near Colenso, 
KwaZulu-Natal.)

gW and ELA, with 
their community part-
ners, argue that there 

should be no new in-
vestment in coal power, 
and that resources 
should be redirected to  
renewable energy. 

gW director, Bobby 
Peek, says, “Unlike dirty 
coal, renewable energy 
projects in South Africa 
have a track record of 
being built on time and 
within budget. More-
over, renewables do not 
damage the health of 
people and pollute water, 
or contribute to global 
warming that causes  
climate change.”

All three proposed 
coal-fired power stations 
have received authorisa-
tions from the Depart-
ment of Environmental 
Affairs (DEA) prompt-
ing attorneys at the Cen-
tre for Environmental 
Rights (CER) – repre-
senting gW, ELA and 
their community partners 

– to launch appeals to the 
Minister of Environmen-
tal Affairs to set aside the 
authorisations. The effect 
of the appeals is to sus-
pend the operation of the 
authorisations until the 
appeals are decided.

CER attorney, Robyn 
Hugo, says, “The detri-
mental impacts on the 
health of local com-
munities, and the huge 
water demands of the 
proposed dirty coal 
power plants, are major 
grounds for the appeals.”

All three proposed sta-
tions would be located in 
drought-disaster areas, 
with KiPower to be based 
in the Highveld, an area 
already so overburdened 
by industrial exploitation 
and air pollution that it 
has been declared an air 
quality priority area un-
der the Air Quality Act. 
The Waterberg (where 

Thabametsi power sta-
tion will be situated) 
has also been declared 
an air quality priority 
area.  Hugo comments 
that the Environmen-
tal Impact Assessment 
process for Colenso 
“has been conducted so 
hastily that many of the 
major impacts that the 
power station will have 
on air quality and sur-
rounding water sources 
– such as the Thukela 
River – and greenhouse 
gas emissions, have not  
been assessed.”

New investment in coal 
also contradicts and un-
dermines South Africa’s 
commitments arising 
from the December 2015 
climate negotiations in 
Paris. In many countries, 
including the United 
States, Europe and Chi-
na, the exit from coal is 
well underway. 

Environmental justice organisations  
call for a roll-out of renewable energy

http://www.etanorm.com
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Tyred and tested
PRODUCTION at ce-
ment giant PPC’s De 
Hoek plant near Pik-
etberg has quite liter-
ally been retreaded. The 
De Hoek plant – which 
started production in 
1923 – might be one of 
the oldest cement plants 
in South Africa, but it’s 
certainly not shy of in-
corporating new tech-
niques in its operations. 
CEO Daryll Castle re-
cently reported tangible 
progress with PPC’s 
alternative thermal en-
ergy strategy – which has 
been introduced via tyre 
burning at De Hoek.

De Hoek kiln 6 is 
expected to have a co-
processing capacity of 
about 8,000 tons of re-
cycled tyres per year. 
This would result in 
thermal heat replace-
ment of about 15%. The 
manual tyre feed system 
was recently completed 
at a cost of under R10m. 
This saving should be 
seen in the context of 
the draft carbon tax bill 
(released for comment 
in November 2015) – 
most notably the Car-
bon Tax Act 2017, which 
will come into operation 
on January 1 next year.

Previously PPC es-

timated that the im-
pact of carbon taxes on 
its business would be 
around R150m – but 
now the value is ex-
pected to be just below 
R120m. PPC argued 
that tyres have a calorif-
ic value that make it an 
ideal alternative energy 
source for a cement kiln 
as well as preserving 
non-renewable natural 
resources.

By co-processing 
tyres, the cement kiln 
achieves ‘total destruc-
tion’ and the ash is in-
corporated in the prod-
uct with no by-product. 

Kiln 6 is also expected 
to have a co-processing 
capacity that results in 
a 10% to 15% thermal 
substitution rate.

The manual tyre feed 
system has been opera-
tional since mid-August 
last year. The initial one 
tyre per minute feed is 
equivalent to 5% coal 
replacement – but is a 
rather strenuous task 
that requires 26 tyre 
feeders, four Bell truck 
operators to feed the 
system around the clock.

A recent presen-
tation on De Hoek 
showed that 6,000 tons 

of tyre stock would be 
sourced from the West-
ern Cape – where PPC 
has a large exposure to 
the cement market.

Interestingly, PPC’s 
presentation on De 
Hoek suggests there 
have been improve-
ments in Western Cape 
cement demand since 
the end of Septem-
ber last year – noting 
that over R3bn worth 
of projects had been 
awarded in the province 
since October.

PPC said projects 
were related to road 
work as well as residen-

tial building activities.
In the meantime De 

Hoek has – as part of 
its postponement com-
pliance timeframes 
agreement with the 
government - initiated 
the upgrade of a fin-
ishing mill (to ensure 
it meets 2020 compli-
ance timeframes by  
January 2016.)

Essentially De Hoek 
remains a key produc-
tion asset for PPC, able 
to produce over 1,1 mil-
lion tons of cement per 
annum and pack more 
than 1,4 million bags of 
cement a month.

Most importantly, 
De Hoek is able to sell 
around 26,000 tons of 
cement per week!

Not surprisingly has 
continued to spend on 
upkeep at this key facili-
ty. After spending R55m 
on a filter replacement 
at De Hoek’s Kiln 6 in 
2015, another R10m was 
spent on the tyre feed in 
2015. This year PPC will 
invest another R19m of 
a gearbox replacement, 
R9m on a system filter 
replacement, R4m on a 
separator filter replace-
ment and R3m on re-
placing dust collectors  
at transfer points.

33065/2 Cape Business News Mar 2016 FA.indd   1 2016/03/04   12:22 PM

LCP Roofing, in roof 
truss technology, recently 
played host to an interac-
tive information session 
on Newlok, Safintra’s lat-
est concealed fix roofing 
product. The well-attend-
ed event saw LCP Roof-
ing customers, suppliers 
and staff alike come to-
gether for an afternoon of 
learning and connecting.

When Safintra ap-
proached LCP Roof-
ing management about 
hosting an information 
session for their staff on 
Newlok, a product spe-
cifically designed for use 
on low pitched roofs and 
to withstand high winds, 
they saw an opportu-
nity not only to learn 
more about the product 
in-house, but to extend 
this to their clients and  
suppliers as well. 

“It’s important to us 
that our clients know 
about new products on 
the market and that they 
understand how these 
can benefit their proj-
ects, which was why we 
thought it was a great 
idea to open this session 
to our valued clients and 
suppliers, so that they 
could really experience 
the product and engage 
directly with the manu-
facturer,” says Lyndsay 
Cotton, LCP Roofing 
General Manager.   

Safintra took a holistic 
approach to the informa-
tion session and brought 
along their Newlok mo-
bile mill, steel coil, me-
chanical seamer and 90 
degree hand crimper, to 
showcase the production 
process of the Newlok 
sheeting – from roll form-

ing the profile from coil  
to installation.

Mark Farrell, Safintra’s 
Johannesburg Branch 
Manager, demonstrated 
the roll-forming process 
using the Newlok mobile 
mill to produce the sheet-
ing, pointing to its unique 
profile and clipping sys-
tem. One of the charac-
teristics that differentiate 
the Newlok profile is that 
it can be interlocked ei-
ther with a snap or snap-
and-seam mechanism. 
When either snapped 
together or snapped and 
seamed, the two-part clip 
allows natural thermal 
expansion and contrac-
tion without unclipping 
between purlin supports. 

This makes Newlok a 
profile that qualifies as 
both a concealed fix (hid-
den anchoring system) 
when snapped together 
and a standing seam pro-
file (snapped and seamed 
– either by hand crimp-
ing or mechanically), 
both methods allowing 
for thermal movement. 
However, the standing 
seam configuration pro-
vides hold-down strength 
in excess of 3kPa on  
negative wind uplift.

While Newlok is ideal 
for long spans on com-
mercial and industrial 
buildings, due to the sys-
tem’s ability to expand 
and contract as tempera-
tures fluctuate, it also 
finds application in resi-
dential settings. It is spe-
cifically designed for low-
pitched roofs, is fastened 
on the underside of the 
sheeting with clips and 
not pierced with tradi-
tional fasteners, resulting 
in completely watertight 
sheeting, even at very 
low slopes. The 50mm 
rib height also makes for 
optimal water shedding 
capabilities at slopes as 
low as 1.5°.  

LCP Roofing provided 
a sample roof structure 
onto which the newly 
rolled Newlok sheets 
were fastened by the LCP 
Roofing sheeting team, 
led by Edward Chego and 
Thabo Tjale.

“The sample roof pro-
vided an interactive and 
tactile experience for our 
guests, who could experi-
ence the roof structure 
close to the ground and 
get up close and personal 
with the sheeting and clip 
system,” says Cotton.

“The fixing of the 
sheets was a prime show-
case of the Newlok profile 
in action. Guests could 
see how the male-female 
joints easily snapped into 
place and how the clips 
held everything together 
for a smooth, sturdy sur-
face with no piercings. 
Safintra also demonstrat-
ed their hand crimper, for 
seaming eave and ridge 
sheets, as well as their me-
chanical seamer, which is 
ideal for seaming the en-
tire length of the sheet,” 
added Cotton.

The Safintra informa-
tion session highlighted 
a number of practical 
scenarios and raised 
awareness of the unique 
roofing requirements 
presented by the South 
African landscape.

“Concealed fix roof 
sheeting has become a 
firm favourite among 
specifiers, but has, until 
now, not been well suited 
to the high wind envi-
ronments experienced 
in exposed, newly devel-
oped areas,” says Andri 
Pretorius, LCP Roofing  
Operational Director. 

“Presently, most con-
cealed fix offerings read-

ily available inland are 
700mm wide and, due to 
changing climatic condi-
tions, need to be posi-
tively fixed on both apices 
and eaves, thereby negat-
ing the primary advantage 
and purpose of concealed 
fix roof sheeting. Typi-
cal residential applica-
tions make 700mm wide 
sheeting problematic to 
fix and finish off neatly 
as well. Fitting a 445mm 
wide sheet on a complex 
residential roof will also 
be easier from a labour 
perspective,” he adds. 

Not only is steel roof-
ing cost effective, but it 
also contributes to the 
overall sustainability of a 
structure, as metal roof-
ing can be 100% recycled 
at the end of its useful 
life. Coupling a profile 
like Newlok with LCP 
Roofing’s offering en-
ables both to better con-
trol quality, offer holistic 
‘top of wall’ solutions and 
encourages the roofing 
system and other retrofits 
to be planned and viewed 
as a single investment by 
industry, instead of as 
separate components.  

“Newlok is a truly in-
novative addition to 
Safintra’s roof sheeting 
range, and in turn, to 
ours at LCP Roofing. As 
keen advocates for in-
novation, we are proud 
to offer our valued cus-
tomers the multitude of 
benefits that come with 
the Newlok system,”  
says Pretorius.

“A fact that goes a long 
way in cementing our 
reputation as leaders in 
roof truss technology,” 
concludes Pretorius. 

LCP Roofing hosts Safintra Newlok information session

http://www.hulamin.co.za
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REVIVED in the last 
decade as the social 
heart of Doha, Qatar, 
Souq Waqif, a historic 

shopping hub, is a must-
see highlight of the city. 
There has been a souq on 
this site for centuries; the 

Bedu would bring their 
sheep, goats and wool 
here to trade, and the en-
tire market area has been 
skillfully redeveloped to 
look like a 19th-century 
souq, with mud-rendered 
shops, exposed timber 
beams and some beau-
tifully restored original  
Qatari buildings.

To provide parking 
for large numbers of 
visitors, an underground 
parking facility, located 
opposite the Msheireb, 
Downtown Doha, Qatar, 
became necessary. The 
design of the car park of-
fered architects some ex-
tra space aboveground to 
facilitate place making, 
a collaborative process 
that shapes the public 
realm in order to maxi-
mise shared value.  With 
this is mind, Dragana 
Lutic Djokic, Landscape 
Architect at Parsons Qa-
tar, contacted Consent 
LLC (Terraforce Licens-
ees in the UAE) in 2012, 
requesting an Amphithe-
atre design. Specifically, 
the engineers at Par-
sons were in search of a 
product that can be used 
both for retaining and  
seating purposes.

Consent subsequently 
proposed an arena de-
sign with the Terraforce 
4x4 Multi Step block, a 
light, dry-stack concrete 
unit, generally used for 
constructing low terrace 
walls, stairs and seating 

arrangements. Aimed at 
providing efficient and 
economical steps in con-
junction with the origi-
nal Terraforce retaining 
blocks, in this case the 
L16, they have became 
very popular (in South 
Africa and abroad) not 
only for stairway access, 
but comfortable, practi-
cal stair and seating ar-
rangements at leisure 
amenities and school 
sports facilities.

Initially Djokic speci-
fied another pre-cast 
system for the proposed 
Amphitheatre design, 
but after a presentation 
by Consent on the Ter-
raforce 4x4 Multi Step 
block and L16 retain-
ing block and their co-
lour options, the design 
was re-rendered with  
Terraforce blocks.

The final design, 
completed by Fred 
Laker of Terrasafe, Ter-
raforce’s international 
retaining wall design 
service, was approved 
by Parsons, and in Oc-
tober 2013, Palmera 
Agriculture Business 
L.L.C put in the order 
for the 4x4 Multi Step 
and L16 blocks. Ap-
proximately 5,100 4x4 
Multi Step blocks and 
4,757 L16 blocks were 
used, and LED light-
ing installed at intervals 
for nighttime ambiance. 
The amphiteater was  
completed 2014.

A place to gather with Terraforce, Souk Waqif, Doha

Client :  Private Engineering 
Office (PEO) 

Project Consultant :  JAIN Sustainable 
Engineering Solu-
tions 

Design Consultant : Parsons, Qatar

Main Contractor :  UrbaCon trading and 
contracting

Sub Contractor :  Palmera Agriculture 
Business L.L.C

Wall design : Terrasafe

Block Supplier : Consent LLC

THE second office 
block at Century City 
for global engineering 
company Aurecon has 
been awarded a 5-Star 
Green Star Office v1 
Design rating by the 
Green Building Coun-
cil of South Africa 
(GBCSA.)

The 3,300m² building  
has been built adjacent 
to Aurecon’s original 

7,000m² premises which 
was in fact the first office 
building in South Af-
rica to receive a 5-Star 
Green Star rating.

Aurecon was respon-
sible for the design of all 
the engineering services 
of the project and also 
the Green Star Rating 
application, with assis-
tance from Ludwig De-
sign Consulting.

Developed by the 
Rabie Property Group 
for listed property de-
velopment and invest-
ment group, Ingenuity 
Property Investments, 
Aurecon 2 brings to 10 
the number of Green 
Star rated buildings at 
Century City and to six 
the number that have 
achieved a 5-Star Green 
Star rating.

The other buildings 
to achieve five stars are 
Bridge Park East and 
West, which were also 
developed by Rabie 
Property Group, and 
Number 17 Park Lane 
which is home to the 
Auditor General and 
which was developed 
by Asset Matrix. The 
sixth 5-Star rated build-
ing is Chevron.

All the other Green 
Star rated buildings 
at Century City have 
achieved 4-Star rat-
ings. They include the 
Business Centre and 
Number 3 Bridgeways 
(home to Philip Morris) 
– both developed by the 
Rabie Property Group 
and both of which have 

Aurecon 2 awarded 5-Star Green Star rating

Continued on P23

http://dohanews.co/tag/msheireb/
http://dohanews.co/tag/msheireb/
http://www.terraforce.com
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achieved 4-Star ratings 
in the Design and As 
Built categories.

Ibis House in The 
Estuaries Office Park, 
which was developed by 
Horizon Capital,  and 
Estuaries Plaza, which 
was developed by Asset 
Matrix, have both also 
achieved 4-Star Green 
Star ratings, the former 
in the design category 
and the later in the  ‘As 
Built’ category.  

In a similar vein, the 
Standard Bank branch 
in Canal Walk Shopping 
Centre also recently 
achieved a 4-Star Green 
Star Interiors v1 ‘As 
Built’ rating. 

A number of other 
applications for Green 
Star ratings are still 
pending including that 
of the Century City Ur-
ban Square which has 
been developed by Ra-
bie at a cost of R1bn 
and which includes a 
Conference Centre, a 
125 room hotel, offices, 
apartments and restau-
rants in five buildings 
fronting onto a public 
square.

This development is 
in fact registered with 
the GBCSA as a pilot 
project for a new mixed 
use rating tool.

Bridge Park and 
Chevron’s respective 
applications in the As 
Built category are also 
still pending.

Rabie director, Colin 

Anderson, said their 
vision was to have the 
biggest concentration 
of green buildings in 
one precinct and this 
they were attempting 
to do in the Conference 
Centre precinct, which 
is home to not only the 
buildings around the 
Square, but also Chev-
ron, Bridge Park, Num-
ber 3 Bridgeways and 

the Business Centre.
“We firmly believe 

that by building green 
buildings, coupled with 
the roll out of Century 
City Connect – the high 
speed fibre optic net-
work which enabling 
the fastest connectivity 
speeds in Africa – we 
are ‘future proofing’ 
our buildings,” says An-
derson. 

Aurecon 2 awarded 
5-Star Green Star rating

Continued from P22

HIGH-speed, high-
performance doors 
excel during intense 
operation and in de-
manding conditions. 
They can improve ef-
ficiency, safety and 
hygiene in applica-
tions with frequent 
openings and clos-
ings including manu-
facturing, cold stor-
age and cleanrooms. 
Maxiflex Doors Sys-
tems offers Albany 
high speed doors 
from the global com-
pany ASSA ABLOY  
Entrance Systems.

Albany High speed 
doors for interior use 
assure the safety, se-
curity and reliability 
needed on the inside 
of a building. Current 
technologies now al-
low the combination 
of fast and smart doors 
for vehicle traffic reg-
ulation with special 
pedestrian-safe de-
signs. The conscious 
separation of areas 
inside of buildings al-
lows for area climate-
control while automa-
tion helps to prevent 
the spread of germs 

or fumes throughout a 
factory. Interior doors 
range from simple 
economical building 

doors to specially de-
signed doors for sepa-
rating cleanrooms, 
food production, au-
tomated or robotic  
production areas.

The Albany RR200 
can be suited for 
highly specific and 
complex business re-
quirements, providing 
security, safety and 
reliability - especially 
for retail stock rooms, 
logistics centers, gen-
eral manufacturing fa-
cilities and more. The 
full perimeter seal 

ensures dust, debris 
and odours are con-
tained when the door 
is closed. The thin side 

frames allow the doors 
to fit almost anywhere. 
Plus, with its effort-
less breakaway fea-
ture, the door resists 
damage and remains 
operational after an  
accidental collision.

Albany high speed 
doors for exterior use, 
significantly impact 
building sustainabil-
ity, security and ap-
pearance. As the main 
barrier between the 
inside of the factory 
and the outside of the 
factory, exterior doors 

need to resist fierce 
weather conditions 
whilst providing reli-
ability. Depending on 
the region and build-
ing design, the de-
mand may be for the 
most modern insula-
tion and material tech-
nology, weatherproof 
doors or special de-
signer doors to high-
light and accentuate 
the building facade. 
Exterior doors range 
in all sizes of weath-
er-resistant fabric 
doors to solid burglar- 
resistant variations.

Maxiflex Door Sys-
tems has been the 
sole-distributor for Al-
bany high performance 
doors in Southern Arica 
since 1995, giving them 
twenty years of experi-
ence in installation and 
service of these high  
quality doors.

High performance doors

The 3,300m2 second building at the global engineering company Aurecon has 
been awarded a 5-Star Green Star office rating.

“Albany high speed doors for  
exterior use, significantly impact  
building sustainability, security  

and appearance.”

PE Office
Tel: +27 (0) 41  364 0204 
Fax: +27 (0) 41  364 0254
E-mail: sales@spppumps.co.za   

KZN Office
Tel: +27 (0) 31  700 3773
FFax: +27 (0) 31  700 4824
E-mail: sales@spppumps.co.za  
 
CT Office
Tel:  +27 (0) 21  852 3962
Fax: +27 (0) 86  669 4006
E-mail: sales@spppumps.co.za  

Head Office
Cnr Horne & Brine Ave, 
Chloorkop Ext 1, Kempton Park, 
Gauteng, South Africa
Tel:  +27 (0) 11  393  7178/9
Fax: +27 (0) 86 425 7595
E-mail: sales@sE-mail: sales@spppumps.co.za
www.spppumps.com  

This sector caters to all Water, Sewage, Heating Ventilation 
Air-Conditioning and Refrigeration Systems, Pressure Boosting 
Hydro-Pneumatic Systems, Fire Fighting requirements of 
infrastructure, constructions, residential buildings, multiplexes, 
housing boards, shopping malls etc. The key focus of this sector is 
upcoming infrastructure projects i.e. airports, metro rail projects and 
large size townships.

Building & Construction

http://www.maxiflex.co.za
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ENGEN Petroleum, a 
leading producer and 
marketer of fuels, lu-
bricants and oil-based 
products, is digging 
deep to ensure full 
operational efficiency 
for the Husab Urani-
um Project in Namibia 
during March 2016.

China General Nu-
clear Power Holding 
Corp (CGNPC) – Chi-
na’s biggest producer 
of nuclear energy – 
has commenced min-
ing at Husab. Once in 
full production, Hus-

ab will be one of the 
largest uranium mines  
in the world.     

In 2014, CGNPC’s 
Namibian unit, Swakop 
Uranium invited the 
Africa’s major players 
to tender for the supply 
of essential goods and 
services to its Husab 
project. Following a 
considered evaluation 
process, the contract 
for the provision of 
facilities, fuel, lubri-
cants and services was  
awarded to Engen.

General Manager of 

Engen’s Internation-
al Business Division, 
Drikus Kotze says the 
company is proud to 
have been appointed 
the fuel and lubricant 
service provider on a 
project of this magni-
tude and importance  
to Namibia.

“Engen has been in-
volved in the design, 
procurement and con-
struction of the fuel 
storage and dispensing 
facility, and will assume 
full responsibility for 
the day-to-day manage-

ment and reporting,” 
says Kotze, adding that 
“Husab is also an im-
portant HSEQ project 
for Engen, as it is both 
a flagship operation - 
with strict criteria on 
Health, Safety, Envi-
ronment and Quality 
-  and an opportunity 
for us to benchmark 
our capabilities and 
offering to the Mining 
Sector as a whole.”

Namibia is currently 
the world’s fifth-largest 
producer of uranium 
and will overtake Niger 
and Australia because 
of Husab’s production.

Naturally, to estab-
lish an operational 
fuel facility for a mine 
the size of the Husab, 
and which is located 
approximately 60km 
from Swakopmund, is 
no easy task. 

“We are current-
ly operational from 
a temporary facility 
with the permanent 
facility nearing com-
pletion,” explains 
Kotze. “Construction 
of the permanent fa-
cility commenced in 
May 2015 and should 

be completed and com-
missioned in late March 
2016,” he adds.

Engen’s Commer-
cial Services Manager, 
Paindane Henrique, 
says the contingent re-
quirements upon each 
tendering supplier 
were typically complex. 
“The mine will move 
150 million tons of rock 
and 15 million tons 
of processed ore, per 
year and consume 80 
million litres of diesel  
in doing so.”

Beyond the heavy-du-
ty mining equipment, 
there were many ob-

stacles Engen needed  
to overcome.

“For example, a 
broad range of heavy 
vehicles each carried 
stringent specifications, 
based on the original 
engine manufacturer’s 
50ppm Diesel and lu-
bricants requirements. 
These included low 
sulphur fuels with low 
water content and su-
perior cleanliness to 
ensure operations and 
fuel system longev-
ity. Engen products 
fitted this perfectly,”  
adds Henrique.

“Supplying these fu-

els requires optimum 
supply chain quality 
and monitoring at vari-
ous stages in the supply 
process together with 
the necessary best avail-
able technology and  
operating practices.”

With an expanding 
Namibian footprint 
built upon their Wal-
vis Bay Terminal and 
several depots, Engen 
continues to leverage 
its infrastructure, ex-
perience and growing 
reputation in the min-
ing sector to expand its 
operations and impact 
in the region.

CIVIL ENGINEERING / MINING & QUARRIES

Aggregates

www.afrimat.co.za

Tel +27 21 917 8840 

Fax +27 21 914 1174 

info@afrimat.co.za 

Quality is the cornerstone 
of our products

Aggregates is a key division within Afrimat Limited producing aggregates of 

a wide variety of sizes and technical specifi cations, primarily with products 

including stone, gravel, crushed aggregates, laterite and sand mainly for 

large-scale civil engineering and infrastructure projects.

It also provides professional contracted drilling & blasting, transport & 

logistics crushing & screening and earthmoving & plant hire services. 

Aggregates is located in seven of South Africa’s provinces with commercial 

quarries including sand mines, gravel mines, mobile crushing, recycled 

concrete crushing plant and drilling & blasting.

Aggregates is part of Afrimat Limited, a leading black empowered open pit 

mining company.

®
BASIC business prin-
ciples and cloud-based 
technology platforms 
need to be considered if 
the consulting engineer-
ing sector wants to stay 
afloat. In amongst a myr-
iad of issues, the industry 
suffers significantly due to 
a chasm between the ac-
tual costs of a project ver-
sus the fees derived from 
scales that are quoted to 
win business. 

Simon Berry, director, 
Fresh Projects, an online 
business management 
platform, says that it is 
critical that consulting en-
gineers rely less on what 
is now a defunct fee-scale 
structure and rather find 
a new technology driven 
way to calculate appro-
priate fees. 

“There are too many 
consulting engineers who 
resort to offering heavily 
discounted project fees 
against the fee-scale struc-
ture, without knowing the 
actual cost of the project. 
This effectively reduces 
profitability to unrealis-
tic lows and makes for 
an uneven playing field. 
It is also dangerous as 
businesses make losses 
they are not necessarily 
aware of when quoting,”  
says Berry.

This approach has 
such significant knock-
on effects and does not 
bode well for the future 
of the industry in terms of 
general business growth, 
overall profitability and  
skills development.

Understanding that 
there are time constraints 
when quoting and pres-
sures to win business, 
Fresh Projects has devel-
oped a cloud-based busi-
ness management solu-
tion that is tailor made for 
the South African built 
environment profession-
als. Berry says that it en-
sures the financial sustain-
ability of businesses and 
assists in understanding 
the real costs of a project.

“Using the system will 
immediately enable the 
business to control their 
profitability and will en-
able the engineer to have 
an accurate benchmark 
with which to work for fu-
ture projects,” says Berry.

Getting the costs right, 
according to Berry, is crit-
ical as the current trend of 
massive discounting will 
continue the downward 
spiral and result in mas-
sive damage to the indus-
try and economy overall.

He says that work sup-
ply could already be at a 
dangerous low based on 
the near completion of 
projects that started post 
the 2008 recession. 

“We find it useful to 
use the civil engineer-
ing sector as a business 
barometer as they tend 
to lead the rest of the 
industry. Most projects 
first start with civil’s en-
ablement work such as 
roads, water and sew-
erage.  This is then fol-
lowed by other services 
such as structural, elec-

trical, mechanical and 
architectural,” he adds.

A significant drop 
seen in the civils sec-
tor, coupled with the 
fee-scale discounting 
issues will adversely  
affect the market. 

“Not only will there 
be less work, but the 
fees earned, based on 
uninformed discounting, 
will make it near impos-
sible to declare any rea-
sonable profits. This will 
not only kill an industry, 
but it also sends the skills 
within the industry pack-
ing,” says Berry.

Berry says in a plight 
to be more fairly re-
munerated many engi-
neers move into other 
sectors or immigrate to 
get better salaries and  
growth opportunities, 
“This adds to an already 
acute skills shortage with-
in the engineering sector 
in South Africa,” he says.

Adding to the uncer-
tainty, he says that the 
competition commission 
has been investigating 
the fee-scale practice 
for the past five years, 
which was banned in the 
United Kingdom over 20 
years ago. 

“It is becoming more 
important that profes-
sionals rely less on fee-
scales and work out their 
fees from basic business 
principles using an online 
system that makes the 
process not only seamless, 
but easy, quick and accu-
rate,” says Berry. 

Consulting engineers need 
to embrace the cloud

Engen digs deep to partner Husab uranium mine

Engen has been contracted to supply fuel, lubricants and services  
to the Husab Uranium Project in Namibia.

Simon Berry, Dorector of Fresh Projects online management platform.
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SINCE 1991, Kelmeg 
Lifting Services (KLS,) 
based in Wadeville, has 
provided South African 
industry with quality lift-
ing and rigging equip-
ment, with a special 
focus on webbing slings, 
endless round slings and 
cargo securing systems. 

Thanks to their eye 
for continuous improve-
ment and innovation, 
however, the company 
strives to keep up with 
changing needs in the 
market, and now boasts 
a diverse range of prod-
ucts, components and 
systems, all carefully de-
signed with quality and 
safety in mind.

Ongoing research and 
development (R&D) 
has ensured consistent 
growth and diversifica-
tion for the company, 
particularly during the 
last five years, in which 
Kelmeg has trebled in 
size, according to Rod-
ney Young, Factory 
Manager at Kelmeg.

“We have worked 
hard to achieve a sus-
tainable footprint in all 
markets, with a focus 
on diversity not only 
in terms of our prod-
uct portfolio, but also 
within the industries we 
serve,” says Young.  

“We are known as 

manufacturers of poly-
ester flat webbing slings, 
endless round slings and 
cargo securing systems, 
but now offer a range of 
other systems, including 
webbing protectors, ve-
hicle toe-straps, 4X4 re-
covery kits, motorbike 
straps, tool bags  and 
a host of other lashing 
components,” he adds.

With safety a priority 
in industries across the 
board, there is a grow-
ing demand for high 
quality rigging and lift-
ing components. When 
lifting a substantial 
weight, such as 50 tons, 
there is much at stake, 
Young points out.

“Safety is becoming 
an increasingly critical 

factor for businesses to 
consider, and we are 
mindful too of chang-
ing legislation in this 
regard.  It boils down 
to a quality product, 
and at Kelmeg we are 
proud of our high stan-
dards, as borne out by 
our ISO accreditation,”  
he says. 

Kelmeg also man-
ufactures according 
to the SANS 94-1 
and SANS 94-2 spec-
ifications, as required 
by the latest DMR 
(Driven Machinery  
Regulations.)

Young also pays trib-
ute to his staff of 40, 
many of them with ex-
tensive experience and 
intellectual capital. Of 

vital importance to the 
business is the ongoing 
training that Kelmeg 
provides across the 
board. This includes the 
recognised outsourced 
training courses for the 
LMI (Lifting Machin-
ery Inspector) and LTI 
(Lifting Tackle Inspec-
tor) qualifications.  

“There is a consis-
tent need for LMIs and 
LTIs, particularly in 
the mining sector, and 
Kelmeg is proud to be 
able to provide indus-
try with this level of 
expertise and service,”  
says Young.

A division of Rent-
tech South Africa since 
2011, Kelmeg has built 
up strong relationships 

with its extensive net-
work of distributors, 
both nationally and in-
ternationally. Through 
its distributors, the 
company has a pres-
ence in most industries, 
including petrochem-
ical, offshore oil and 
gas, construction, agri-
culture, shipping, engi-
neering and manufac-
turing, among others.

“What we offer is 
versatility, quality and 
exceptional lead times 
– as well as competitive 
prices.  We run a ‘tight 
ship’, working smartly 
and efficiently, with no 
waste of labour – and 
we are able to pass on 
these efficiencies to our 
distributor network,” 
Young adds.

While offering a 
range of standard 
flat webbing, endless 
round slings and car-
go securing systems, 
Kelmeg also caters 
for individual require-
ments, according to  
specific applications.

“We have an inno-
vative and versatile 
approach to what we 
do, growing and de-
veloping according to 
the market - and there 
is always something 
new in the pipeline,”  
Young concludes.

Kelmeg meets growing demand for top 
class lifting and rigging equipment

LIFTING and rigging 
takes place in every con-
ceivable industry sector. 
Renttech South Africa’s 
wide range of lifting and 
rigging equipment - and 
related products - have 
consistently proven to be 
an invaluable solution to 
lifting requirements on a 
number of major engi-
neering, construction or 
other infrastructure-re-
lated projects throughout 
South Africa.

Alongside its array of 
well-known brands in 
welding, power gener-
ation and construction 
equipment, Renttech 
South Africa’s Unilift and 
Kyoto products include 
chain blocks, lever hoists, 
rope winches, chain slings 
and rope slings; as well as 
shackles, endless round 
slings, pneumatic winches 
and cargo securing sys-
tems.The company’s own 
manufacturing division 
also produces high-qual-
ity webbing and endless 
round polyester slings. 
Besides the wide product 
range of lifting equipment 
for sale, Renttech also  
offers a rental option.

For lifting solutions, 
Renttech is a recognis-
able name throughout in-
dustry – from paper and 
pulp to shipping, power 
generation, mining, pet-
rochemical and offshore 
oil and gas. The compa-
ny ascribes its success in 
the industry - and strong 

presence in the power 
generation and refinery 
sectors - to its large rent-
al fleet size and diverse 
product range,

“Our Unilift brand 
has become synonymous 
with dependable lifting 
systems, all of which are 
manufactured to Rent-
tech’s specifications. Our 
customers also appreci-
ate the fact that the com-
pany is fully ISO-accred-
ited – this assures them of 
the highest quality prod-
ucts and processes, as in 
the lifting industry safety 
is of utmost importance,” 
says Gerrit van Zyl, 
Managing Director of  
Renttech SA.  

“Renttech also sources 
directly from the Original 
Equipment Manufactur-
er (OEM) and supplies 
the end-user, resulting in 
premium brand products 
at very affordable pric-
ing,” van Zyl adds.

As an accredited com-
pany and member of 
the Lifting Equipment 
Engineering Associ-
ation of South Africa 
(LEEASA,) Renttech’s 
products are fully trace-
able and offer critical 
safety features, such as  
overload protection. 

“Adding to the peace 
of mind for our custom-
ers is our service, which 
includes full back-up 
support, spare parts and 
equipment servicing. 
All 23 of our branches 

around South Africa 
are consistent in offer-
ing high levels of service 
and quality, all units are 
load-tested and certified, 
even if rented out for only 
a week,” says  Renttech’s 
Operations Manager, 
Martiens Opperman. 

Furthermore, Rent-
tech plays a pivotal role 
in the petrochemical 
sector, having become 
the preferred supplier 
for many refinery main-
tenance and shutdown 
projects in South Africa. 

“Our customers in the 
oil refinery industry have 
come to depend on our 
dedicated on-site team, 
which is on-hand for 
technical support, our 
fleet of more than 5,000 
pieces of lifting and rig-
ging equipment, quick 
turn-around times, and 
a choice of purchase or 
rental,” says Opperman. 

Renttech South Afri-

ca is the only company 
in South Africa with 
such an extended fleet 
of lifting equipment for 
rental and, increasingly, 
customers are realising 
the benefits of rental 
over the outright pur-
chase of equipment,  
according to van Zyl.

“In many cases, rental 
makes sense as an alter-
native to capital expen-
diture, and our custom-
ers benefit from the full 
lifting solution for the 
duration of the project, 
be it long-term or short-
term. This means ful-
ly-certified equipment 
which is also supported 
by service, maintenance 
and regular inspections. 
Renttech takes full own-
ership and responsibili-
ty for ensuring the up-
to-date compliance of 
the equipment, which 
takes the worry out of 
managing the equip-
ment for the customer,”  
says van Zyl.

Serving a number of 
blue-chip companies 
throughout a variety of 
industry sectors, Rent-
tech has built significant 
in-house capacity for 
both repairs and servic-
ing, as well as for safety 
inspections. Registered 
as a Lifting Machinery 
Entity (LME,) Rent-
tech has a number of 
lifting machinery in-
spectors (LMIs) with 
the capacity to inspect 

and re-certify a custom-
er’s lifting equipment to  
ensure compliance.

“Renttech is involved 
on an ongoing basis with 
quarterly visual inspec-
tions, as required by 
legislation, on projects 
in South Africa, and 
further afield in Africa,”  
says Opperman. 

“Most of our national 
sales staff have complet-
ed the South African 
Lifting Tackle Inspection 
(LTI) course. In addition, 
our workshop staff are all 
qualified to support the 
lifting and rigging indus-
try, being fully trained in 
servicing, testing, and re-
pairs on this equipment, 
such as chain blocks,”  
adds Opperman.

Many of Renttech’s 
high-end customers 
request exact, tailored 
specifications when it 
comes to the length and 
type of chain or sling. In 
this way, the company 
works closely with the 
customer in tailor-mak-
ing equipment according 
to their requirement. 

“At Renttech we strive 
to provide a solution ap-
propriate to the specific 
type and scale of a proj-
ect. I believe our success 
rate rests on high levels of 
service and quality, ready 
availability of stock, and 
a quick delivery time, all 
of which are essential to 
the success of a project,” 
van Zyl concludes. 

Renttech South Africa’s extensive rental fleet of lifting 
and rigging equipment matches industry requirements

HIGH quality chain 
hoists face the same 
challenge in South Af-
rica as other reputable 
equipment brought into 
this country – a compet-
itive price bettered by 
even cheaper imports  
from China.

Despite their general-
ly lower quality, the very 
low price of these Chi-
nese imports makes for 
an attractive purchase.  
When they break down, 
they are simply discarded  
and replaced.

N o t w i t h s t a n d i n g 
this challenge, Hitachi, 
a leading high quality 
chain-hoist brand man-
ufactured in Japan and 
distributed in South Af-
rica by Condra Cranes, 
reports steady local sales, 
the result of good service 
back-up and established 
distribution channels.

Since Condra secured 

the Hitachi agency ex-
clusively in 2009, sales 
outlets supported by well-
equipped agents have 
been set up in Durban, 
Cape Town, Bloem-
fontein, Mbombela, 
Polokwane, Rustenburg 
and the Sishen mine in  
Northern Cape.

A spokesman for Con-
dra explained that repairs 
of high quality chain hoists 
are usually cost effective, 
with the discard-and-re-
place philosophy proving 
more expensive over the 
medium term than in-
vesting in better quality 
equipment and repairing 
it when required.

He pointed out that 
Hitachi chain-hoists are 
well known for careful 
design and an ability to 
perform well and re-
liably for many years  

High quality chain 
hoists offer lowest 

lifetime costs

Continued on P35

 Lashing straps, lashing components and various webbing protectors.

http://www.powermite.co.za
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OVER 600 exhibitors are 
all set to showcase new 
products, technologies 
and solutions at the larg-
est ever Propak Africa 
trade show. 

Taking place at the 
Expo Centre, Nasrec in 
Johannesburg, from 15-
18 March, Propak Africa 
will offer visitors the op-
portunity to see the lat-
est products, equipment, 
machinery and services 
across the packaging, 
food processing, plastics, 
printing and labelling 
industries. Visitors can 
expect to see hundreds 
of leading-edge South 
African companies in 
the packed halls, as well 
as high-profile interna-
tional exhibitors from 
countries such as India, 
China, Belgium, Austria, 
Portugal, France, Turkey, 
Greece, the UAE and  
the United Kingdom. 

The excitement is 
building as exhibitors pre-
pare to engage with thou-
sands of visitors who are 
looking for cost effective 
products and solutions 
that will help to stream-

line operations, maximise 
output and deliver opti-
mal returns. 

“We are delighted that 
the show has received 
such excellent industry 
support. It is fully sub-
scribed and ready to go,” 
says Joshua Low, Propak 
Africa Event Director.

“There has been an 
overwhelming response 
to the show, despite the 
tough economic climate. 
Industry has pulled to-
gether to make this the 
biggest Propak Africa 
ever and we encourage 
visitors to come and see 
the latest innovations 
on display as well as all 
the live demonstrations 
that will be taking place 
throughout the show,”  
he says.

“Propak Africa, togeth-
er with the co-located 
shows, is the largest show 
of its kind in the southern 
hemisphere and attracts 
visitors from across Af-
rica and from overseas. 
We have had a great re-
sponse to our visitor pro-
grammes, having person-
ally invited hundreds of 

visitors from across Afri-
ca. We are expecting high 
visitor attendance at this 
year’s show and believe 
that it will be a valuable 
experience for all who at-
tend,” says Low.

There will be many live 
demonstrations across 
the four days, showcasing 
the latest innovations and 
technologies. New prod-
ucts to the African mar-
ket will also be on show. 
Technical experts will be 
engaging with visitors.

“An exciting line-up of 
conferences and work-
shops are also taking 
place alongside Propak 
Africa,” says Low.

“The Propak Africa 
Packaging Conference, 

organised by VDS Media 
and endorsed by the Insti-
tute of Packaging South 
Africa, will highlight the 
latest industry thinking in 
a comprehensive packag-
ing based agenda. Dele-
gates will be able to gain 
an in depth understand-
ing on how brand owners, 
retailers, converters and 
suppliers all work togeth-
er to foster a dynamic and 
innovative solution-based 
approach addressing 
current market demand 
focused on expansion 
into the African region,”  
he added. 

IPSA will also be host-
ing various specialised 
workshops alongside 
Propak Africa, developed 

specifically for the IPSA 
Advanced Packaging 
Programme. The Plastics 
SA Conference will host 
Alex Erwin, the previous 
Minister of the DTI, as 
one of its guest speakers. 
Printing SA (PIFSA) will 
also be running a number 
of training courses.

Pavlo Phitidis, a regular 
co-host on the 702 Money 
show, writer for the Busi-
ness Day and content pro-
ducer for the growth en-
gines TV channel, will be 
running events alongside 
the show. These will in-
clude: ‘Building an Asset 
of Value seminar’ which 
will provide businesses 
with practical advice on 
how to grow their busi-
nesses from small to me-
dium sized organisations. 

Based on the popular TV 
programme ‘Dragon’s 
Den’, Pavlo will also be 
hosting a ‘Suppliers Den’ 
where three lucky exhibi-
tors will be given the op-
portunity to ‘pitch’ their 
products or services to a 
panel of industry experts 
and top procurement 
directors. People are 
encouraged to visit the 
Propak Africa website for 
more information about 
these events.

Visitors can also book 
a seat to join some fa-
vourite local and inter-
national guru’s at The 
GAPP Business Con-
ference on 16 March, 
taking place alongside 
Propak Africa and The 
GAPP Print Expo. The 
conference will map out 

the future of the printing, 
packaging and signage in-
dustries in the context of 
the current South African 
and global economic and  
political environment.

“Top names such as 
Derek Watts, Justice 
Malala and Alex Hogg 
will be discussing current 
economic and political 
trends at The GAPP  
Conference,” says Low.

“Techniques will be 
shared to improve sales 
and marketing efforts, 
entrepreneurship and 
business strategy. Indus-
try experts Linda Jackson 
on packaging, Laurel 
Brunner on print, and 
Mike Horsten on signage 
will be bringing delegates 
up to date with latest in-
sights,” he says.

FOOD & BEVERAGES

The hygienic choice from SEW-EURODRIVE
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The food and beverage industry demands an especially high level of hygiene. Our DAS 
series’ smooth surface provides the perfect solution for hygienic production areas 
because they are easy to clean and are designed to prevent dirt build-up. The unit 
prevents the formation of germs and bacteria and offers resistance against essential 
cleaning processes, including the use of aggressive cleaning agents and disinfectants. 
Let us ensure the highest level of hygiene for your industry.

SEW-EURODRIVE - Driving the world.

Tel: +27 11 248-7000 
Web: www.sew.co.za

SINCE the late 1970s, 
many control models 
with different names 
have been developed 
for AC motors. Exam-
ples at SEW-EURO-
DRIVE include V/f 
control, VFC, CFC 
and SERVO control. 

To achieve clarity 
among the many des-
ignations and abbrevi-
ations, SEW-EURO-
DRIVE Mechatronics 
Engineer Norman 
Maleka explains the 
basic characteristics of 
control models based 
on the example of 
SEW-EURODRIVE 
frequency inverters, 
which cover the en-
tire power and appli-
cation range – from 
basic standard, to the 
toughest technical  
requirements.

“Up until the 1970s, 
DC motors were just 
about the only option 
for step-less adjust-
ment of speed and 
torque in industrial 
applications. Tradi-
tional DC motors are 
prone to wear, which 
generates both me-
chanical loads and 
servicing costs. AC 
motors, on the other 
hand, are far more 
robust and virtually 
maintenance-free,” 
states Maleka. 

They were, how-
ever, far less easy to 
control, especially 
when AC control en-
gineering and power 
electronics were still 
in their infancy – at 
a time when there 
were no digital signal 
processors and both 
power MOSFETs and 
IGBTs were at best 
theoretical concepts. 

Maleka notes that 
open and closed loop 
control of AC drives 
has now become in-
dispensable and is still 
enjoying highly im-
pressive growth rates 

in electrical drive en-
gineering. “Inverters 
with voltage/frequency 
control are ideal for 
simple applications 
such as pumps, fans 
or basic materials  
handling technology.”

They are used to 
drive moderately dy-
namic AC motors and 
are essentially based 
on the proportional 
adjustment of voltage 
and frequency. This 
keeps the flux in the 
machine constant and 
maintains the maxi-
mum torque. Since the 
rated flux generates 
the highest torque per 
kg of machine, the raw 
materials used – steel, 
copper and insulating 
materials – are at their 
most effective. 

“From the motor 
perspective, the con-
trolled inverter takes 
the form of an adjust-
able socket for mains 
voltage and mains fre-
quency. This means 
it is also possible in 
principle to operate 
several smaller motors 
simultaneously with 
one inverter. Thanks to 
their straightforward 
principle and easy 
handling, frequency 
inverters with V/f con-
trol are ready to use in 
a short time. This has 
therefore become the 
standard control mode, 
without speed feed-

back,” says Maleka.  
S E W - E U R O -

DRIVE uses a mode 
based on V/f control 
in its MOVITRAC 
LTE-B, MOVITRAC 
B and MOVIDRIVE 
B frequency inverters 
for installation in con-
trol cabinets, and also 
in MOVIMOT, MOV-
IFIT FC and MOV-
IPRO SDC decen-
tralised drive controls.

During project plan-
ning for an electric 
drive system, Maleka 
stresses that it is vital 
to identify the appli-
cation’s control accu-
racy requirements. If 
these requirements 
are transparent and 
specified, the tailored 
drive system can be 
assembled from the 
necessary components 
– the gear unit, mo-
tor, encoder, inverter  
and controller. 

“The key objective 
is to include the right 
components for the 
specific control quali-
ty requirements while 
also optimising costs. 
If the requirements 
are set too high or too 
low from the outset, 
this results in unneces-
sary additional outlay. 
SEW-EURODRIVE 
regards itself as a spe-
cialist in helping cus-
tomers select the ideal 
drive components,” 
Maleka concludes.

Understanding AC motor 
control models 

SEW Movidrive B frequency inverters for  
installation in control cabinets.

Get ready for Africa’s largest ever packaging 
and related industries show
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PACKAGING in the 
food and beverage sector 
is one of the world’s fast-
est growing industries as 
it tries to keep up with 
the massive growth and 
diversity of new prod-
ucts sweeping through 
consumer markets. 

“This is most evi-
dent in Africa where a 
growing middle class 
population shows an 
ever-increasing taste 
for packaged food and 
beverage products,” 
says Christine Davidson, 
vice-president of dmg 
EMS events in Africa, 
organiser of Africa’s Big 
Seven (AB7.)

“The number of ex-
hibitors and visitors at-
tending AB7 has grown 
steadily over the 14-year 
history of the show, 
along with thousands 
of brand new products 
on display every year,”  
says Davidson. 

“The impact of prod-
uct packaging plays a 
major role in attracting 
the attention of AB7 
visitors, just as it does 
with retail consumers. 
AB7 is the ideal event 
for discovering world 
food packaging trends 
and technologies. 
The expo takes place 
from 19 to 21 June at 
Gallagher Convention 
Centre, Midrand, South 
Africa,” she adds.

AB7 -  gateway to  
African markets

Over 260 companies 
from 49 countries used 
AB7 as their spring-
board into Africa last 
year, to explore busi-
ness opportunities in 
27 countries across the 
continent. Over 13,000 
visitors from 72 coun-
tries attended the show.

“Our post show data 
reveals about one third 
of visitors specifically 
targeted the FoodTech 
and DrinkTech compo-
nents of AB7, in which 
the latest packaging 
trends are showcased 
by manufacturers,”  
adds Davidson.

Packaging technologies 
showcase

Last year, packaging 
companies from Bah-
rain, France, Italy, Sau-
di Arabia, South Africa, 
Turkey and South Korea 
exhibited at the show. 
Dinga Moyo, Chairman 
of the Food Processing 
Technology Depart-
ment at the Harare In-
stitute of Technology, 
Zimbabwe, visited AB7 
to explore new ideas in  
food technology.  

“It’s always rewarding 
to discover new packag-
ing designs and styles 
from other countries at 
AB7, it enables us to 
improve our competi-
tiveness and forge rela-
tionships with potential 
suppliers from around 
the world,” says Moyo.

One of the UAE’s 
fastest growing snack 

producers, Signature 
Snacks, is now supply-
ing more than 60 coun-
tries with its unique line 
of stylishly packaged 
biscuits, cookies, crack-
ers, chocolate-coated 
biscuits, cream-filled bis-
cuits, chocolate-coated 
wafers and baked chips. 
“We will be showcasing 
our premium snack prod-
ucts at Africa’s Big Seven 
for the first time this 
year,” says General Man-
ager Mazen Nabulsi. 

“In addition to 
high quality, we offer 
different formats of 
packaging, including 
premium and trendy 
styled sharing bags for 
our bite sized products. 
I’m certain our pack-
aging plays a large part 
in our success so far,”  
Nabulsi adds.

The global consumer 
packaging market was 
valued at US$431bn in 
2013 and is expected 
to reach US$519bn by 

2018, adds Davidson. 
“Food represented 

the largest end-use sec-
tor at 33,8% market 
share, with the beverage 
sector at 25,2%. This 
is a massive industry 
opportunity that many 
packaging manufac-
turers are under-ex-
ploiting, especially in 
African markets, and 
that is where AB7 plays 
a major role as the 
trade gateway to the  
continent,” says Nabulsi.

Packaging bonanza at Africa’s Big Seven

http://www.exhibitionsafrica.com
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STELLENBOSCH- 
based liquor conglom-
erate Distell might be 
best known for its wine 
and brandy brands – 
but the company’s spir-
ited growth in the last 
decade-and-a-half has 
been underpinned by 
incredible successes in 
the cider segment. In 
fact, so successful has 
Distell been in market-
ing its Hunters Dry and 
Savanna brands that 
the company now ranks 
as the second largest ci-
der player in the world. 
This is a remarkable 
achievement for a com-
pany that first market-
ed its cider products in 
the late eighties.

More encouraging 
is that Distell’s cider 
growth in 2015 com-
fortably exceeded the 
average growth in the 
global cider category 
– nothing up an 8,7% 
volume growth versus 
4,1% growth.

Distell CEO Richard 
Rushton – who previ-
ously held key global 
positions for beer gi-
ant SABMiller – said 

the sold growth in ci-
der was driven mainly 
by the core Hunter’s 
brand, which launched 
Hunter’s Extreme Bold 
in July last year. He 
said this natural energy 
alternative delivered 
the refreshing taste of 
apple with a bold kick 
of Guarana. Rushton 
said the Hunter’s Ex-
treme brand doubled 
in volume over the last 
12 months, making it 
the most popular alco-
holic energy drink in  
South Africa.

Rushton said the 
pricing architecture 
in the cider segment 
was defined, and that 
growth momentum was 
achieved through inno-
vation. Both Hunters 
and Savanna come in 
different sized formats, 
and taste variations.

He said, “South Afri-
ca cider volume growth 
accelerated off a much 
higher base … year 
on year growth has in-
creased due to pricing 
and packaging architec-
ture and innovation.”

Distell clearly sees 

the growth momentum 
continuing, and has 
confidently invested 
another R240m in ex-
panding capacity main-
ly in the cider manufac-
turing facilities.

The bigger picture at 
Distell is also fascinat-
ing – especially in terms 
of building a liquor 
business with global at-
tributes. Rushton said 
the investment pro-
gramme was designed 
to enhance its compet-
itiveness as the com-
pany sought to double 
the size of its business  
by 2020.

Other than cider, 
Distell owns strong sell-
ing brands like Fleur 
du Cap, Nederburg, 4th 
Street (now the coun-
try’s top wine selling 
brand) Two Oceans, 
Graca, Durbanville 
Hills, Sedgwicks Old 
Brown, JC le Roux, 
Amarula, Klipdrift, 
Viceroy and Richelieu. 
In the six months to 
end December, Distell 
grew total revenue 
grew 11,2% to R12,2bn, 
while operating prof-
its climbed 16,5%  
to R1,7bn.

Aside from cider’s 
sprightly showing, 
Distell also made 
good gains in African 
and northern Europe-
an markets as well as 
Taiwan – which offset 
the effects of weak de-
mand from Angola, the 
UK, Russia, China and 
Latin America.

Rushton noted, 
“Consumers responded 
positively to our prod-
uct offerings and pro-
motions especially over 
the festive season.”

But Rushton was 
cautious about the 
persistently chal-
lenging and volatile 
trading conditions in 
many of Distell’s key 
markets, warning that 
tougher trading con-
ditions were expected 
for the second half 
of the financial year. 
He said the compa-
ny would moderate 
the “sequencing and 
pacing” of some of its 
investment plans in  
some markets.

Still, he remained 
bullish that Distell’s 
strategic direction, 
the versatility and di-
versity of its portfolio 
of brands would grow 
shareholder value over 
the longer-term.

In cider trading
ATLAS Copco custom-
ers enjoyed an adren-
alin-filled day of fun and 
excitement as the Atlas 
Copco off-road racing 
BAT of Sarel van Biljon 
and Philip Herselman 
(GM of Construction 
Technique) demonstrat-
ed its racing prowess 
over 324km of extreme-
ly rough and rocky ter-
rain during the Atlas 

Copco 450 Gold at 
Kloof Country Club in  
Glenharvie, Westonaria.

Sarel and Philip start-
ed in pole position, hav-
ing taken top honours 
as first overall in the 
Special Vehicle category 
103km qualifying race 
held the previous day. 
In the main race they 
pulled an impressive 
lead of more than five 

minutes over the second 
special vehicle compet-
itor, 2015 champions 
Evan Hutchinson and 
Danie Stassen, by the 
halfway point. Unfortu-
nately a broken suspen-
sion mount 58km before 
the finish prevented this 
formidable team from 
repeating their winning 
performance of 2014 
when they won the event 

outright in Class A. 
Hosting this final 

round of the South Af-
rican off road motor 
racing championships, 
Atlas Copco business 
areas, Construction 
Technique, Compres-
sor Technique and 
Industrial Technique,  

Atlas Copco goes the distance 

Continued on P29

http://www.atlascopco.co.za
http://www.airliquide.co.za
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demonstrated their 
solid philosophy and 
intense commitment to 
supporting customers 
no matter how tough 
the going. 

“Our objective is to 
provide our customers 
with the opportunity 
to enjoy a day at the 
races and network and 
exchange ideas with 
like-minded people in 
an informal environ-
ment,” explained Philip.

Atlas Copco’s success 
in achieving this was 
confirmed by feedback 
received from customers 
like Filippo Bevilacqua, 
Managing Member of 
equipment hire compa-
ny, Riviera Hire cc., who 
said that the real enjoy-
ment for him was “being 
able to interact in an in-
formal environment and 
mingle with Atlas Copco 
and other customers, 
share experiences and 
obtain feedback.”

Filippo added that his 
short 12 month associ-
ation with Atlas Cop-
co has already proved 
beneficial. “Atlas Copco 
lives up to the ideals of 
sustainable productivity 
which meshes well with 
our core values. It is as-
suring to know that well 
established brands like 
Atlas Copco are working 
diligently to adapt their 
offerings to be able to 
offer cost effective pro-
ductive solutions which 
is in line with what is 
really important namely, 
the return on investment 
over the long-term.”

Also attending 
the race day were 
long-standing Atlas Cop-
co customers Raubex 
Building and G4 Civils. 
Louis Bornman, buyer at 
Raubex Building, com-
plimented Atlas Copco 
on their product quality 
and service excellence. 
“Their product quality is 

of the best in the coun-
try and they are always 
willing to go out of their 
way when it comes to 
deliveries, servicing and 
spare parts.” 

Equally compli-
mentary of Atlas Cop-
co’s product and service 
quality, Johan van der 
Merwe, Plant Manager 
at G4 Civils and a motor 
car racer himself, said 
that “Atlas Copco is al-
ways willing to go out of 
their way to assist. Atlas 
Copco is about top qual-
ity, product knowledge 
and support.” 

Pointing to the many 
analogies between off-
road racing and the 
customer–supplier part-
nership, Philip says that 
the ups and downs of any 
racing season mirror the 
economic environment. 
“Moreover, it is a team 
event where both driver 
and navigator share a 
pivotal partnership and 
good teamwork and 
clear, open communica-
tion determines success. 
As a customer-focused 
company, it is important 
for us to remain com-
mitted to meeting our 
customers’ requirements 
and provide the best 
solution for their sus-
tainable productivity. To 
achieve this, we need to 
listen to our customers, 

and much like we know 
our cars, we must know 
the customer’s applica-
tion and our products 
- how they perform and 
what they can deliver.”

“We continue the 
race in 2016 by investing 
in resources to ensure 
innovative technology 
to be able to continue 
supplying robustness, 
reliability, powerful per-
formance and efficiency 
backed by full after-mar-
ket support – service, 
maintenance, parts and 
spares,” affirms Philip. 
“2015 has taught us a lot 
and we have emerged 
stronger. We are identi-
fying all the areas where 
we can improve and be 
even better. Our custom-
ers know and respect our 
brand and our service 
so we remain steadfast 
in our ongoing com-
mitment to be a solid 
business partner whom 
our customers can con-
tinue to rely on. We are 
there for our customers 
for the long run – we go  
the distance.” 

With so many Atlas 
Copco customers enjoy-
ing the off-road action, 
the Atlas Copco 450 was 
an overwhelming suc-
cess as fittingly summed 
up by Louis and Johan: 
“The best part of the day 
was the cars, of course.”

Atlas Copco goes the distance
Continued from P28

“Atlas Copco is about top quality, product knowledge 
and support,” said Johan vd Merwe, Plant Manager 
at G4 Civils (right) standing with Mark Burr-Dixon.

INNOVIA Films 
produce many films 
that are used within 
the food industry to 
wrap a wide variety of 
products.  So you would 
expect us to know a 
thing or two about 
barrier properties.

We have harnessed 
that knowledge to 
develop and launch two 
new high barrier films 
for labelling applications 
- UltraFoil CXFA 
(clear) and WXFA 
(white), which both 
have EU and FDA food  
contact compliance.

“ T h e s e  l a b e l 
facestock films offer 
brand owners and label 
printers the complete 
package.  As part of 
the UltraFoil product 
group they give superior 
narrow web print and 
foil performance.  
Their tailored surface 

allows enhanced detail 
for finer tone work and 
intricate foiling designs 
for maximum brand 
impact.  They also have 
a high barrier coating 
on one side which aids 
product protection 
and the films have now 
been certified food 
contact compliant,” 
s a y s  A l a s d a i r 
McEwen, Product  
Manager, Labels.

Both grades are 
available in 53 and 61 
micron thicknesses and 

provide high machine 
direction stiffness for 
improved conversion 
and high speed  
label dispensing.

If you are looking 
for flexible pressure 
sensitive label face 
stock film that provides 
oxygen, moisture vapour 
and chemical barrier 
performance, talk to 
us.  We would be happy 
to discuss applications 
and technical details 
to ensure you get the 
performance you need.

High barrier BOPP 
label facestock films

“WE are delighted with 
the appointment of Law-
rence Mac Dougall and 
are confident of his abil-
ities to lead the organisa-
tion and to deliver on the 
strategic objectives of 
Tiger Brands.  We have 
found an exceptional 
new CEO in Lawrence, 
who has sound commer-
cial and strategic acu-
men, the demonstrated 
ability to lead extensive 
growth and business 
turnaround strategies 
and the leadership skills 
to develop strong inte-
grated teams that deliver 
continuous sustainable 
performance,” says An-
dre Parker, Chairman of 
the Board.

The Board adopted 
a rigorous five month 
process to interview and 
select the new CEO for 
the company.

Lawrence Mac 
Dougall has in-depth 
business experience, 
successfully leading 
complex local and mul-
tinational organisations 
in challenging environ-
ments across Africa, The 
Middle East, Eastern  
Europe and Russia.

He has previously 
worked as Managing 
Director of Bromor 
Foods and Cadbury 

(Pty) Ltd in South Af-
rica. He has led Kraft 
Foods and Monde-
lez International as  
Regional President.

Mondelez is the 
world’s largest snacking 
and the world’s second 
largest food company. 
Lawrence has extensive 
FMCG experience in 
excess of 25 years in the 
confectionery, beverag-

es, snacks, groceries and 
biscuits categories.

“I am excited and 
energised about join-
ing Tiger Brands. Ti-
ger Brands is an iconic 
South African business 
with a strong heritage 
and great brands that 
resonate with consumers 
across many cultures and 
all income levels.  The 
strength of our brands 

offers us a distinct com-
petitive advantage that 
can be leveraged to cre-
ate value for all stake-
holders. I am proud to 
be leading the Tiger 
Brands team on this 
journey as we strength-
en our position in the 
market and contribute 
positively to the South 
African economy,”  
says Mac Dougall.

Tiger Brands appoints new CEO

Lawrence Mac Dougall as the new CEO of Tiger Brands Limited.

http://www.bmgworld.net
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THE Distell Group, 
Africa’s biggest pro-
ducer of wines, spirits, 
ciders and ready-to-
drink (RTDs) beverag-
es continues to reflect 
the benefits of an in-
vestment programme 
designed to enhance 
its competitiveness as 
it seeks to double the 
size of its business by 
2020. The company 
delivered impressive 
growth across all its 
core beverage cate-
gories, thanks to re-

cord domestic festive  
season trading.

Year-on-year rev-
enue grew 11,2% to 
R12,2bn for the six 
months to December 
31, 2015 on the back of 
7,7% higher sales vol-
umes. Operating profit 
rose 16,5% to R1,7bn.

EBITDA growth 
of 14,8% was helped 
by the weaker rand, 
with currency conver-
sion gains amounting 
to R192,3m (2014: 
R35,8m). Operating 

expenses rose 10,4% 
as the company con-
tinued to fund its  
growth strategy.

Normalised head-
line earnings increased 
by 16,8% and report-
ed headline earnings 
by 17,8% to R1,2bn. 
Headline earnings per 
share were 17,7% high-
er at 531,5 cents.

An interim cash 
dividend of 165 cents 
has been declared 
(2014:158 cents).

Distell Group MD, 

Richard Rushton, said 
a stellar performance 
from South Africa, 
with double-digit rev-
enue growth, and good 
gains in some African, 
northern European 
markets and Taiwan, 
had partially offset 
the effects of weak de-
mand from Angola, the 
UK,  Russia, China and 
Latin America.

“The challenging 
global macroeconomic 
environment is leading 
to constrained condi-
tions and subdued con-
sumer spending,” said 
Rushton.

South Africa raised 
revenue by 14,6%, and 
volumes by 13,3%  for 
the period, largely due 
to Distell’s enhanced 
market penetration as 
well as improvements 
in its product mix and 
customer service.

Top volume per-
formers included cider 
brands, Hunter’s and 
Savanna; 4th Street, 
now by far the coun-
try’s biggest-selling 
wine brand; Scottish 
Leader whisky as well 
as Viceroy which is 
leading the brandy re-
surgence in the local 
market. Sedgwick’s 
Old Brown which cel-
ebrates its centenary 
this year and Bisquit 
cognac, also made im-
pressive gains.

“Consumers re-
sponded positively to 
our product offerings 
and promotions espe-
cially over the festive 
season. Our perfor-
mance also reflects the 
continued progress we 
are making in South 
Africa where we are 
strengthening our mar-
ket position with sig-

nificant improvements 
in market penetration 
and customer service,” 
said Rushton.

Distell’s other mar-
kets in sub-Sahara de-
livered mixed results. 
Revenue grew 1,2% 
on a sales volume 
decline of 7,4%. An-
gola, the company’s 
biggest market in the 
region outside South 
Africa, proved more 
challenging, owing 
to the prevailing ad-
verse macroeconom-
ic conditions in that 
country which were 
further compound-
ed by hikes in excise  
and import duties.

Nigeria was able to 
deliver solid growth 
despite a slump in oil 
prices. Rushton em-
phasised the potential 
for further improve-
ments in performance 
as a result of a strength-
ened route-to-market.

“Our performance 
in Southern Africa 
was gratifying despite 
challenging conditions 

in West Africa.  Our 
focus markets, Namib-
ia, Botswana, Zambia 
and Mozambique all 
posted strong growth,”  
says Rushton.

Rushton reiterated 
Distell’s commitment 
to Africa which con-
tributed 55,2% to for-
eign revenue.

“Our participation 
in Africa is part of 
our long-term goal to 
increase our competi-
tiveness in delivering 
sustainable revenue 
and profit growth.  
We are focussed on 
developing the right 
mix of brands, human 
capital and capacity 
to achieve this goal,’  
adds Rushton.

Germany and the 
Nordics had performed 
well, he added, with 
brands such as Ned-
erburg, Drostdy-Hof, 
the single malts within 
the company’s Scotch 
whisky portfolio and 
Amarula showing good 
growth. In Taiwan, 
Scottish Leader had 

entrenched its position 
as the market leader in 
blended Scotch whis-
kies. Volumes in inter-
national markets be-
yond Africa, declined 
by 15,4% with revenue 
rising 4,0% due to the 
weak rand.

Revenue for the 
wine portfolio declined 
by 7,0%, on 14,8% low-
er volumes due to lost 
summer promotional 
slots in some Europe-
an markets following 
Distell’s limited trade 
recall in May last year.

Rushton expressed 
caution about the per-
sistently challenging 
and volatile trading 
conditions in many 
of Distell’s key mar-
kets and said tough-
er trading conditions 
were expected for the 
second half of the 
financial year. As a 
response, he said his 
company would mod-
erate the sequencing 
and pacing of some of 
its investment plans 
in some markets but 
he remained bullish 
about Distell’s stra-
tegic direction, the 
versatility and di-
versity of its portfo-
lio of brands which 
he said would grow  
shareholder value.

He also point-
ed to the potential 
long-term benefit of 
Distell’s new route-to-
market established in 
the US through a part-
nership with Terlato 
Wine Group, a leading 
player in the wine and 
spirits industry.

“Our partnership 
with Terlato will set 
us up for long-term 
growth in the USA,” 
says Rushton.

Distell posts strong growth with record SA festive season

Distell Group MD, Richard Rushton

CAPE 
BUSINESS 

NEWS
Cape Business 

News, founded in 
1980, is primarily a 
promotional vehi-
cle for companies 

that have the Cape 
Business community 
as a primary target 

market.

ADVERTISING
For all your adver-

tising requirements, 
contact our Sales 

Team on   
021 250 0400

or

Heather Ferreira
heather.ferreira@cbn.co.za

Claudia Moult
claudia.moult@cbn.co.za

Robin Dunbar
robin.dunbar@cbn.co.za

Andre Evans
andre.evans@cbn.co.za

http://www.spray.co.za
http://www.engenoil.com
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Success on the move www.faw.co.za
24-hour road-side assistance

22 YEARS IN SOUTH AFRICA

Lowest cost-per-ton truck

NEW FAW 8.140 FL

At a price of R259 000 (excluding VAT) the new FAW 8.140 FL 
chassis cab offers the lowest cost-per-ton available in this class

6-ton body and payload allowance
5.1m standard body length
Can operate at 120km/h (below 9 000kg GVM)
The new range is locally built and internationally engineered
Renown Cummins ISF 3.8 litre engine with Euro 3 pedigree

Reliable ZF 6-speed synchromesh manual transmission

Safe Wabco full-air dual-circuit brakes

ABS and air-cut parking brake

Ergonomically designed cab for superior visibility

2-year/unlimited kilometre warranty

Air-conditoner

R259 000 (excluding VAT) 8.140 FL chassis cab

Introducing the all-new medium-weight FAW truck range, specially designed 
for southern Africa.

AT an ini t ia l 
investment value of 
just over R200m, the 
leading Chinese animal 
husbandry, animal feed 
and meat products 
manufacturer, ‘New 
Hope Group,’ has 
established its first 
South African animal 
feed plant, going 
into pilot production 
at the beginning 
of December, to 
be followed with 
production for the 
agricultural market as 
from 05 January 2016.

“South Africa was 
chosen because the 
country offered great 
infrastructure, a stable 
political environment 
and the opportunity 
for doing fair business 
whi le  fol lowing 
the strict ethical 
standards demanded 
by our China-group 
headquarters,” says 
Yang Zhao, CEO 
of New Hope South 
Africa (Pty) Ltd.

“Furthermore, the 
fair trade practices 
and excellent business 
cooperation between 
China and South 
Africa have been 
very evident from the 
numerous Chinese 
giants that have 
established themselves 
in South Africa, 
like FAW Vehicle 
Manufacturers South 
Africa which chose to 
situate their plant in 
Coega, Eastern Cape, 
South Africa,” says 
Zhao.

“The New Hope 
Group, headquartered 
in Beijing, has fully 
owned subsidiaries on 
four continents and 
in 20 countries across 
the globe. In 2014 
our worldwide group 
collectively sold 15m 
tons of animal feed,” 
he adds.

He also explained 
that ‘New Hope SA’ 
(Pty) Ltd will be 
providing the most 
affordable, high-
quality animal feed to 
SA livestock farmers, 
with assurances of 
l ivestock growth 
and animal health 
equivalent to any of 
the better established 
brands.

Being the new 
entrant into an existing 
market is challenging 
at best, but the parent 
Chinese New Hope 
Group chose carefully 
when deciding on the 
location of their second 
African subsidiary, the 
other being in Egypt.

“New Hope has not 
come to the South 
African market with 
thundering noise or 
loud fanfare, but we 
have taken the time 
to establish our first 
plant at the R59/
R550 interchange in 
Randvaal Gauteng. 

This is a good start-up 
location; accessible to 
all the raw materials 
which we are sourcing 
locally only, thereby 
creating reciprocal 
business opportunities 
within the agricultural 
sector,” says Zhao.

Hope’s ethos is very 
community oriented. 
Yang Zhao affirms 
that they are here for 
the long haul, to share 
‘space’ in their business 
model with local 
farmers and agricultural 
communities; to provide 

job opportunities for 
local people and to 
bring benefit to all 
partners associated 
with them.

The feed plant is 
poised for scaling to 

Chinese business confidence brings 
New Hope to South Africa
The commitment of giants like FAW Trucks boosts local investment 

Continued on P32
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ELGIN Brown & 
Hamer (EBH) Na-
mibia’s partnership 
with Rolls-Royce 
has recently been 
strengthened through 
a training opportu-
nity which has seen 
four employees boost 
their skills in marine 
engine repair. The 
employees were cho-
sen, along with three 
Rolls-Royce trainees, 
to undergo a training 
programme at Rolls-
Royce’s engine facto-
ry in Bergen, Norway, 
from 10 August to 4 
September 2015.

This initiative is in 
line with EBH Na-
mibia’s drive to pro-
vide ongoing training 
for its employees, so 
they can grow in their 
careers while at the 
same time meeting 
the needs of the com-
pany’s increasing list 
of international cus-
tomers.

“Our partnership 
with Rolls-Royce is 
of significant strategic 
importance to EBH 
Namibia, and the 
training that our em-
ployees have received 
is invaluable in terms 
of the transference of 
globally sought-after 
skills,” says Hannes 
Uys, Chief Executive 
Officer of EBH Na-
mibia.

“Serving the Afri-
can market via our 
Namibian service hub 
is a key part of our 

strategy to provide a 
good service in every 
port, every day. To 
live up to our own set 
of high standards we 
need to invest in our 
relationship with our 
partners and invest in 
our employees,” says 
Patrick Adam, Service 
Centre Manager Afri-
ca: Rolls-Royce.

“Together with EBH 
we now have seven 
engineers trained who 
will be able to provide 
all required service 
and overhaul work 
on-board our joint 
customers’ vessels,” 
he adds.

The three trainees 
from Rolls-Royce 
- Nestor Ndapuka, 
Sethole Montonane 

and Brian Profitt - 
and four trainees from 
EBH Namibia - Jaco-
bus Jacobus, Joseph 
Nendongo, Silas Shi-
hepo and Teopolina 
Shilongo – were also 
joined by EBH Na-
mibia’s HR Manager 
Patrick Chizabulyo, 
Mechanical Superin-
tendent Erwin Keis-
eb, and Rolls-Royce’s 
Patrick Adam.

Chizabulyo de-
scribes as the training 
as ‘an important mile-
stone’ in the mutually 
beneficial relationship 
between EBH Namib-
ia and Rolls-Royce.

“An important part 
of our value offering 
to our customers is to 
find synergistic part-

nerships with other 
players in the indus-
try and to leverage off 
each other’s expertise. 
The training that our 
employees received 
will enable them to 
assist our partners, 
Rolls-Royce, in the 
repair and overhaul 
of Bergen engines, 
and will also enhance 
our own skills base at 
EBH Namibia,” says 
Chizabulyo.

Based on an agree-
ment which was signed 
in early 2011, Rolls-
Royce, under its ma-
rine division Marine 
& Industrial Power 
Systems (MIPS), has 
been operating a ded-
icated servicing hub at 
EBH Namibia’s Wal-

vis Bay facility.  EBH 
Namibia has been 
providing artisanal 
and semi-skilled la-
bour, working along-
side Rolls-Royce tech-
nicians in propulsion 
and related mechan-
ical work. The new-
ly-acquired skills will 
enhance Rolls-Royce 
and EBH Namibia’s 
position to tender for 
Bergen overhaul work 
in the future.

“Rolls-Royce pro-
posed that EBH Na-
mibia nominate a few 
employees to attend 
training at their Ber-
gen Engines facility 
in Norway,” explains 
Chizabulyo.

Bergen Engines, a 
subsidiary of Rolls-
Royce Power Systems, 
manufactures a range 
of medium speed gas 
and liquid fuel en-

gines for the marine 
and offshore oil and 
gas industries. 

The training pro-
gramme for EBH Na-
mibia was extremely 
comprehensive, and 
included basic elec-
trical and control 
systems, mechani-
cal adjustments and 
start-up procedures, 
the maintenance of 
water and oil pumps, 
the overhaul of cylin-
der heads and valves, 
assembly line training 
and an introduction to 
gas engines. 

“It was a fascinat-
ing experience, for 
those of us from EBH 
Namibia, to experi-
ence the world class 
expertise of Rolls-
Royce first-hand, and 
we were overwhelmed 
by the positive and 
welcoming culture at 

their Bergen facility,” 
says Chizabulyo.

E B H  N a m i b i a 
prides itself on its 
skills development 
programmes, which 
have included ex-
change programmes 
with other leading 
shipyards around the 
world. 

“As a player in the 
global shipping indus-
try, we have long since 
placed training and 
career development at 
the top of our agenda. 
This is becoming an 
increasingly import-
ant part of our overall 
aim, which is to pro-
vide our clients with 
the highest levels of 
support and service, 
further enhancing 
our position as a ship-
yard of choice on the 
west coast of Africa,”  
Uys concludes.

OFFSHORE MINING & DRILLLING

SMIT Amandla Marine (Pty) Ltd
31 Carlisle Street, Paarden Eiland 7405
Tel: +27 (0)21 507 5777
A Level 3, Value Adding Contributor to B-BBEE

www.smitamandlamarine.co.za

PORT SOLUTIONS
Harbour Towage, In-Port Bunker Delivery

ENERGY SOLUTIONS
Offshore Marine Services, Offshore Terminals 
Management, Cargo & Fuel Transhipment, 
Marine Advisory

GOVERNMENT & SHIP OWNER SOLUTIONS
Vessel Management, Environmental Protection & 
Marine Emergency Response, Special Projects
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PARTNERING FOR TOMORROW, 
TODAY

full production from 
January next year; and 
have put in place all the 
necessary regulatory 
and environmental 
controls required; the 
company has identified 
farmers for its supply 
chain and chosen 
suppliers and partners 
to support operations.

Their first five FAW 

commercial vehicles are 
ready to distribute the 
animal feed products, 
from the initial test 
production next month. 
The FAW-only fleet 
has been delivered 
and comprises three 
FAW 28,380FT bulk 
tanker units, one FAW 
28.330FL 14 ton freight 
carrier and one FAW 

15,180FL 8 ton freight 
carrier. The larger 
trucks have been fitted 
with bulk tankers to 
carry the 20 ton and 30 
ton payloads, while the 
smaller units will service 
the bagged (50kg each) 
feed distribution.

“For now the 
vehicles will run within 
150km radius from 
our plant in Gauteng, 
but will on occasion 
also run supplies to 
Namibia, Botswana 
and Swaziland. As 
our feed production 
volumes increase 
towards reaching our 
full capacity of 200 000 
tons per annum, our 
fleet will grow together 
with our distribution 
radius – probably up 
to 400km,” says Zhao.

“We are already 
considering investing 
in another four plants, 
with the second plant 
most probably situated 
in the Northwest 
Province,  South 
Africa,” he adds.

“Our greatest 
considerations when 
choosing FAW trucks 
were reliability and 
uptime, as well as 
reasonable cost of 
ownership and an 
understanding that 
we will be a customer 
with high expectations. 
However, having said 
this, we demand from 
FAW Trucks SA no 
more than we expect of 
ourselves, after all we 
work and live by similar 
goals – to provide 
quality products at an 
affordable price, with 
superior aftersales 
service and support,” 
says Zhao.

Chinese business confidence 
brings New Hope to South Africa

Continued from P31

EBH Namibia employees trained in  
engine repair by Rolls-Royce

EBH Namibia and Rolls-Royce team which attended engine repair training 
at Rolls-Royce, Bergen: From left to right: Patrick Adam (Rolls-Royce Service 

Centre Manager Namibia & Ivory Coast), Teopolina Shilongo (EBHN), Joseph 
Nendongo (EBHN), Erwin Keiseb (EBHN Technical Superintendent) Jacobus 
Jacobus (EBHN), Silas Shihepo (EBHN), Svein-Magne Ripe (Rolls-Royce), 

Odd M. Tvedt (Rolls-Royce)
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Please contact your nearest sales office for further details.

Extending product guarantees is aligned with Zest WEG Group’s 
strategy of forming long term partnerships with customers, and 

allows you absolute peace of mind.

www.zestweg.comTel: +27 11 723 6000

Extended Guarantees
on WEG Products

LONG gone are the 
days of being consid-
ered a ‘run-of-the-mill’ 
OEM. This is the strong 
message being given to 
all industries by Zest 
WEG Group Africa. 
With WEG Brazil as 
its parent company, 
this group has its roots 
firmly in Africa and 
its commitment to the 
continent is without 
question, especially fol-
lowing the large invest-
ments made in 2015 in 
local manufacturing fa-
cilities that will be able 
to service countries 
across Africa. 

Such is the confidence 
and level of commitment 
of Zest WEG Group 
Africa to its customer 
base that Louis Meiring, 
group CEO, announced 
guarantees have been ex-
tended across all WEG 
products.

“Zest WEG Group 
Africa is known for 
leading industry in its 
thinking and the decision 
to extend the product 
guarantees is, we believe, 
another very important 
first. While the extended 
guarantee will cover cus-
tomers for unexpected 
electrical and/or mechan-
ical failures giving them 
absolute peace of mind, it 
is not going to cost them 
more,” says Meiring.

Meiring says that this 
was a prime consider-
ation for Zest WEG 
Group Africa as the or-
ganisation is well aware 
of the additional finan-
cial pressures that many 
of its customers are 
operating under in the 
current financial climate. 

“By extending our 
product guarantees we 
are increasing the peace 
of mind that customers 

have with WEG prod-
ucts and opening the 
door for potential cus-
tomers to examine what 
we know is an unbeliev-
able value proposition,” 
says Meiring.

It is quite significant 
that Zest WEG Group 
Africa was the first 
equipment supplier to 
move from IE2 motors 
to IEC3 compliant mo-
tors, and a key aspect 
was that that change was 
introduced at no addi-
tional cost to its custom-
ers, thereby reducing the 
total cost of ownership. 

“Extending product 
guarantees is aligned 
with our strategy of 
forming long term part-
nerships with custom-
ers. Continuous product 
improvement is ongoing 
at WEG and indeed at 
Zest WEG Group Afri-
ca’s local manufacturing 

facilities and the benefit 
of this must, of necessi-
ty, be passed on to our 
customers allowing them 
to optimise their opera-
tions,” says Meiring.

“We have reviewed 
the performance of all 
WEG products over an 
extended period and are 
confident that all will 
meet the guarantee with 
ease,” says Gary Daines, 
managing director of 
Zest WEG Electric.

Extended guarantees 
will vary from product 
to product, but all cus-
tomers are still assured 
of the same high level of 
in-field support for which 
Zest WEG Group Africa 
is known.
• WEG W22 low volt-

age motors guaran-
tee extended to five 
years. 

• WEG Variable Speed 
Drives and Softstart-

ers guarantee extend-
ed to two years.

• Where WEG motor 
and drive combina-
tions are used, the 
WEG drives guar-
antee is extended to 
three years. 

• WEG Switchgear 
guarantee extended 
to three years.

• WEG transformers 
guarantee extended 
to three years. 

• If WEG transformers 
are acquired with a 
WEG Service Plan 
the guarantee is ex-
tended to five years.

Meiring says that Zest 
WEG Group Africa 
plans to continue its 

strategy of bringing inno-
vative initiatives to mar-
ket that will add value to  
customers’ operations. 
“Despite being part 

of a major global cor-
poration, we have 
not lost the flexibili-
ty and responsiveness 
for which we have al-
ways been known,”  
concludes Meiring. 

Zest Weg Group Africa first again with extended product guarantees

INGERSOLL Rand 
has introduced the new 
RS30 and RS37 mod-
els, the first compres-
sors in a series of new 
oil-flooded rotary screw 
air compressors known 
as the Next Generation 
R-Series.

The Next Generation 
R-Series delivers world-
class performance and 
enhanced reliability, 
lowering operational 
costs for those requir-
ing general purpose 
plant airs in support of 
assembly, manufactur-
ing, mining and convey-
ing applications. 

“Our customers are 
under unprecedented 
pressure to be leaner, 
more productive and 
more energy efficient,” 
says Riaan van Wyk, 
Regional Sales and Ser-
vices Leader Johannes-
burg, Ingersoll Rand. 

“The Next Gener-
ation R-Series repre-
sents a new benchmark 
in compressor perfor-
mance that can greatly 
reduce our customers’ 
energy footprint while 
maintaining reliable 
compressed air to keep 
their operations run-
ning smoothly,” he says.

Performance and 
technical benefits 
include; efficien-
cy, reliability and  

air flow capacity.
The new air compres-

sors improve perfor-
mance through a state-
of-the-art airend – the 
heart of every air com-
pressor. The new airend 
design was developed 
through advanced an-
alytics and modelling, 
and includes, amongst 
other things, an opti-
mised rotor profile that 
provides up to an 13% 
efficiency improvement 
compared to previous 
models. 

The new rotor pro-
file also contributes to 
best-in-class airflow ca-
pacity, delivering up to 
11% more airflow than 
previous models. The 
improved airflow cre-
ates a more reliable air 
supply, reducing down-
time and increasing 
production efficiency, 
even in extreme oper-
ating conditions. An 
enhanced bearing ar-
rangement and sealed 
drive system further 
improves performance 
and reliability, as well 
as reducing the need 
for maintenance.

The compressors 
in this series are built 
to withstand extreme 
conditions, with an ad-
vanced motor design 
that is engineered for 
operation in challenging 

environments. The com-
pressors are available 
in high or low ambient 
temperature options.

The newly revised, 
analytics-modelled air-
flow and piping system 
further contributes to 
energy efficiency by 
ensuring a low pressure 
drop. This saves ener-
gy and lowers utility 
bills while minimising 
sound output to create 
a safer, more comforta-
ble work environment.

The Next Gener-
ation R-Series fea-
tures the sophisticated 
Xe-series controller, 
allowing easy remote 
access to, and control 
of, the compressed air 
system through a web 
browser. Users can 
receive information 
on compressor perfor-
mance and events by 
email, adjust compres-
sor settings remotely 
and programme com-
pressors according to 
specific events through 
real-time clock sched-
ules. This means users 
can automatically start 
or stop compressors for 
shift changes or pre-
ventative maintenance.

The new series of 
compressors also en-
hances reliability with 
Progressive Adaptive 
Control™ (PAC) sys-
tems software that 
continuously monitors 
key performance pa-
rameters and automat-
ically adjusts settings to 
the application’s needs. 
The adaptive controls 
provide built-in per-
formance analysis for 
a wide range of load 
requirements, thus re-
ducing downtime risks.

Next Generation 
R-Series compressors 
also save customers 
money on equipment 
and operations by en-
suring that discharge 
air powering equip-

ment carries a minimal 
amount of moisture, 
reducing the require-

ments of large down-
stream air dryers.

Contact your local 

service representative 
for more information 
on the Ingersoll Rand 

Next Generation R-Se-
ries family of air com-
pressors.

Ingersoll Rand RS30 and RS37 Air Compressors  
deliver 13% efficiency improvement
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THE ability to accu-
rately measure over 
both short and long dis-
tances is critical in sens-
ing applications. Leuze 
has leveraged technolo-
gy to enable customers 
to achieve this no mat-
ter the parameters. Two 
types of Leuze Optical 
Distance Sensors are 
available – one using 
laser or LED light and 
the other using ultra-
sonic technology.

Sensors that use laser 
or LED light are able 
to quickly and precisely 
measure distances on a 
wide range of materials, 
even at extended rang-
es. The Leuze product 
line-up caters for vary-
ing applications and 
includes a basic laser 
distance sensor with 
a measurement range 
from 20mm to 500mm. 
This compact sensor, 
the Leuze ODSL 8, 
is in a compact metal 
housing and supplies 
reflection-independent 

distance information. 
The Leuze PDSL 9 

sensor enables accurate 
measurement even un-
der difficult conditions 
including glossy objects. 
Its integrated display 
shows the measure-
ment values and facili-
tates easy adjustment of 
the sensor. This sensor 
offers greater flexibil-
ity as it can be used in 
combination with digi-
tal interfaces. 

Suitable for large 
measuring distanc-
es, from 60mm to 
25,000mm, the Leuze 
ODS 96B optical dis-
tance sensor is extreme-
ly robust. Adjustment 
and configuration is 
simple done using its 
integral key pad. The 
sensor can operate in 
fast, standard or pre-
cision mode depend-
ing on the application 
requirement. It is also 
compatible with RS 
232/485 serial interface. 

Achieving maximum 

precision at long dis-
tances can be done us-
ing the Leuze ODSL 
30 sensor which has a 
measurement range up 
to 30m, and in applica-
tions with bright objects 
as far as 65m away. With 
a sensing resolution of 
1mm, the unit is capa-
ble of highly accurate 
measurements over 
the complete range. 
The unit features a ref-
erencing function for 
preventing fluctuations 
in measurement values. 

Ultrasonic technol-
ogy is most advanta-
geous where there is 
limited light and us-
ing Leuze Ultrasonic 
Distance Sensors it is 
possible to reliably de-
tect even partially or 
completely transparent 
objects. Measurements 
can also be done in 
dusty, hazy or humid 
environments. 

The Leuze 418 Series 
sensor is best for short 
range applications and 
its small cylindrical 
metal housing makes 
it suitable for use in 
adverse conditions. It 
is possible to synchro-
nise up to 10 sensors 
on one cable. 

More compact in 
design, the Leuze 430 
Series sensors is ideal 
for detecting levels in 
liquids and bulk ma-
terial. High accuracy 
is possible through 
temperature compen-
sation. The distance 
information provid-
ed by this sensor is 
highly independent of  
surface properties. 

Leuze Optical Dis-
tance Sensors are 
available from Coun-
tapulse Controls, the 
official distributor for 
these German-engi-
neered sensors. 

The company of-
fers access to tech-
nical support and 
information, as well 
as to its comprehen-
sive range of sensing, 
measurement, count-
ing, switching, mon-
itoring and position-
ing instrumentation. 
Customer support is 
available 24/7 through 
its technical advisory  
service hotline.

Leuze fit-for-purpose 
optical sensing solutions

Leuze Optical Distance Sensors enable quick and accurate 
measurement of distances. 

ROCKWELL Automa-
tion recently supplied 
South African Breweries’ 
(SAB) first fully automat-
ed and networked Ether-
Net/IP-based control sys-
tem for its new maltings 
plant in Alrode, Gauteng. 
The new control system 
will integrate traditional-
ly disparate malt produc-
tion processes into a sin-
gle networked EtherNet/
IP-based solution to pro-
vide plant-wide visibility 
and actionable data from 
the malting plant’s pro-
duction floor to SAB’s 
top floor. The new malt-
ings plant will account 
for more than half of the 
breweries’ South African 
and Namibian malt pro-
duction when fully com-
missioned early in 2016.

In a move to support 
the local economy, the 
new maltings plant, situ-
ated next to the compa-
ny’s existing brewery in 
Alrode, will increase lo-
cal malt production from 
60 to 90%, reducing the 
financial impact of im-
ported malt. The plant 
will greatly enhance the 
production capabilities 
of its predecessor by in-
creasing malt production 
from 42 000 to 150 000 
tons per annum. 

SAB contacted Rock-
well Automation to de-

sign a fully automated 
and networked Ether-
Net/IP solution for the 
maltings plant, a first for 
SAB. The solution Rock-
well Automation imple-
mented in the maltings 
plant connects all data 
from the plant floor to 
the rest of the SAB en-
terprise, transforming 
the plant into a connect-
ed enterprise. 

“By converging oper-
ations technology and 
information technology, 
we enable SAB secure 
access to operational, 
business and transaction-
al data to improve the 
malting plant’s supply 
chain, economic and sus-
tainable performance,” 
says Adrian van Wyk, 
Business Manager for 
Power and Components, 
Rockwell Automation, 
Sub-Saharan Africa. 

All devices and pro-
cesses within the plant 
are integrated in a sin-
gle secure network with 
dual-port EtherNet/IP-
based hardware connect-
ed in a Device Level Ring 
configuration.

“This provides a 
strong future-proof 
technical solution with 
high-performance deliv-
ery and Network resil-
ience at Device Layer,” 
adds van Wyk.

Controlled by Al-
len-Bradley Control-
Logix Controllers and 
Allen-Bradley Stratix 
Industrial EtherNet/
IP Switches, the Motor 
Control Centers com-
prise more than 500 
E300 Intelligent Elec-
tronic Overload Control 
Relays, 70 PowerFlex 
750 AC Drives and 50 
SMC Flex Smart Motor 
Control Softstarters for 
motor starting, stopping, 
control and protection 
with greater production 
efficiency delivery.

To address the plant’s 
energy metering, ener-
gy consumption, load 
shedding and harmonics 
analysis, Rockwell Auto-
mation supplied a range 
of its Allen-Bradley 
PowerMonitor meter-
ing solutions. Technical 
partner, MSE, provided 
all packaged Motor Con-
trol Centers distributed 
throughout the plant to 
reduce cabling costs. 

“The new automat-
ed system gives SAB 
personnel plant-wide 
control, from plant floor 
to executive level, via a 
single, secure integrated 
EtherNet/IP network, by 
enabling secure access to 
actionable run-time pro-
duction data, machine di-
agnostics and automatic 

fault-finding, SAB gains 
full visibility of the malt-
ings plant, ultimately fa-
cilitating a faster time to 
market, lower total cost 
of ownership, improved 
asset utilisation and en-
terprise risk management 
for the maltings plant,” 
says van Wyk. 

In order to keep the 
plant running 24/7, 365, 
all Motor Control Cen-
tre Device Level Hard-
ware are equipped with 
the Rockwell Automa-
tion Automatic Device 
Configuration (ADC) 
for automatic self-heal-
ing and configuring of 
replaced componentry. 
ADC, paired with the 
Rockwell Automation 
Device Level Ring net-
work that ensures un-
interrupted real-time 
device communication, 
provides SAB with great-
er network resilience 
and reduces unplanned 
downtime. 

“There is no part of 
the new plant that isn’t 
connected; everything is 
networked on EtherNet/
IP,” comments van Wyk. 

“We’ve used the very 
latest Control and Mo-
tor Control technologies 
that are not only fu-
ture-proof, but provide 
backward capability to 
ensure SAB’s operations 
are more productive, 
sustainable and respond 
competitively to dynam-
ic market demands on a 
global level,” he adds. 

Integration partner, 
Advansys, is responsi-
ble for the integration 
of all processes and 
control systems for the 
plant. Currently running 
at 70% capacity, SAB 
Maltings Alrode is set to 
be fully commissioned 
early 2016.

Rockwell Automation brings SAB Maltings 
into The Connected Enterprise

http://www.rockwellautomation.com/?utm_source=Press%20Release&utm_medium=PR&utm_campaign=PR%20ROC%204063%20SAB%20Maltings
http://www.rockwellautomation.com/?utm_source=Press%20Release&utm_medium=PR&utm_campaign=PR%20ROC%204063%20SAB%20Maltings
http://www.rockwellautomation.com/?utm_source=Press%20Release&utm_medium=PR&utm_campaign=PR%20ROC%204063%20SAB%20Maltings
http://www.rockwellautomation.com/?utm_source=Press%20Release&utm_medium=PR&utm_campaign=PR%20ROC%204063%20SAB%20Maltings
http://www.rockwellautomation.com/?utm_source=Press%20Release&utm_medium=PR&utm_campaign=PR%20ROC%204063%20SAB%20Maltings
http://www.rockwellautomation.com/?utm_source=Press%20Release&utm_medium=PR&utm_campaign=PR%20ROC%204063%20SAB%20Maltings
http://www.rockwellautomation.com/?utm_source=Press%20Release&utm_medium=PR&utm_campaign=PR%20ROC%204063%20SAB%20Maltings
http://www.rockwellautomation.com/?utm_source=Press%20Release&utm_medium=PR&utm_campaign=PR%20ROC%204063%20SAB%20Maltings
http://www.rockwellautomation.com/en_ZA/solutions-services/capabilities/connected-enterprise/overview.page?&utm_source=Marketing&utm_medium=Public_Relations&utm_content=Press_Release_EMEA16027_SAB_Win_Release&utm_campaign=ConnectedEnterprise_EMEA_SouthAfrica_EN_2016
http://www.rockwellautomation.com/en_ZA/solutions-services/capabilities/connected-enterprise/overview.page?&utm_source=Marketing&utm_medium=Public_Relations&utm_content=Press_Release_EMEA16027_SAB_Win_Release&utm_campaign=ConnectedEnterprise_EMEA_SouthAfrica_EN_2016
http://www.voltex.co.za
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Better batteries key to clean power
Continued from back page

ium-ion versions. But 
there is a snag. The al-
uminium plates have to 
be replaced to recharge, 
which might make it dif-
ficult, assuming more 
than one is needed. It 
could be used in theory 
for emergency power 
for vehicles. And might 
even solve the range 
problem of electric cars, 
and last longer.
Perhaps optimistical-
ly, it might extend the 
range to 1,000m, at 
which point electric cars 
would be serious rivals 
to petrol and diesel 
ones.

It certainly looks 
promising, but a major 
flaw is that aluminium 
production soaks up 
huge amounts of elec-
tricity, so the (ahem) 
carbon footprint of the 
battery honestly calcu-
lated may rule them out 
– unless nuclear, hydro 
or solar power gener-
ation is used, nuclear 
being the front runner 
to produce enough.

Aluminium-air bat-
teries might produce 
better electric cars than 
the Tesla, but they are 
challenged when it 
comes to storing larger 
amounts of power.

Airflow batteries on 
the other hand can store 
a lot of power. They just 
might make wind farms 
and solar plants that do 
not work all the time, 
often at inconvenient 
times, more efficient. 
These batteries store 

power in tanks that 
when full can deliver 
power all day. It is a 
chemical process using 
cheap materials (water, 
chromium, and iron.) 
The drawback is that 
the process releases 
hydrogen. That means 
they get steadily less ef-
ficient. Solve that prob-
lem and air-low batter-
ies could be winners.

Harvard University 
researchers claim they 
have a cheaper and 
more efficient version, 
but it is years from pro-
duction.

The media are en-
thralled by ex-South Af-
rican Elon Musk’s plans 
to get over the battery 
problem by building a 
massive battery factory 
in Nevada. He plans to 
be up and running next 
year, and producing 
500,000 every year from 
2017.

Musk is betting on 
being able to corner the 
battery market, but he 
is taking an enormous 
risk, arousing doubts in 
some financial and in-
vestor circles that he can 
recoup his investment 
before better batteries 
are available. Musk is 
no fool and he too is re-
searching airflow types.

Where does that 
leave Musk and his gi-
ant factory? Some say 
he may have started too 
soon. They point to the 
battle in the market be-
tween VHS television 
recorders (remember 

them?) when later dig-
ital versions, emerged 
victorious.

Battery technology 
has its own problems, 
but the competition 
among potential com-
petitors for Musk is 
hotting up. If a better 
battery emerges within 
five years, he could be in 
trouble. His lithium-ion 
batteries might turn out 
to be white elephants 
like VHS recorders.

Meanwhile, Japa-
nese and Israeli entre-
preneurs are betting 
on their airflow battery 
types getting into pro-
duction by 2017. Musk’s 
Nevada factory will take 
longer to recoup its 
costs of US$5bn. But 
then computer chips, 
gels, and graphene 
could dramatically im-
prove lithium-ion bat-
teries.

With the big car com-
panies now getting in on 
the electric car market 
and even bigger chal-
lenge to Musk’s ambi-
tions could occur since 
they are able to marshal 
huge amounts of capital 
and expertise.

Thanks to private 
enterprise, especially 
in the developed coun-
tries, we can look for-
ward to a healthy battle 
for the battery market. 
Right now, though the 
batteries on the mar-
ket simply do not cut 
the mustard, especially 
when it comes to stor-
ing power to inject into 

the existing electricity 
grids.

What seems unassail-
able is the contention 
that bulk load electric-
ity provides by either 
coal, oil, or developing 
countries will choose 
nuclear power stations 
as they seek to reach the 
standard of living of the 
developed world.

The climate may be 
warming but measure-
ments from space have 
not shown this happen-
ing for the last 18 years 
or so. It is more likely 
that the sun is responsi-
ble rather than human-
kind’s puny activities.

As for carbon di-
oxide causing surface 
temperatures to rise, 
the scientific jury is out, 
despite claims that most 
climate scientists believe 
it is. As for computer 
models that are used to 
predict imminent doom 
and destruction, it de-
pends what numbers are 
fed into them.

What we do know for 
sure is that plants love 
CO2. Indeed, without it 
we would all be worse 
off – rich and poor.

That is not to say that 
solar and wind power 
could not prove very 
useful away from the 
electricity grid, but right 
now that is where they 
will mostly stay until 
major advances in bat-
tery technology come to 
market and can survive 
with subsidies i.e. other 
people’s tax money.

under robust conditions.
The hoists feature 

helical gearing for quiet 
operation, electro-mag-
netic disc brakes for long 
life, and plug-in cables to 
reduce maintenance and 
installation time.

They are also rich in 
safety features, which 
include:
• A 24-volt impact 

protected and rain-
proofed control 
pendant with wire 
rope moulded 
into the cable for 
strain relief.

• An electro-mag-
netic contactor 
with mechanical 
interlock to protect 
against shorting due 
to shock

• Optional emergency 
stop buttons and 
overload protection.

• Chain containers 
fitted as standard.

• Upper and low-
er limit switches 
to prevent hook 
over-travel.

• A reverse-phase 
relay on most 
models to facilitate 
inspection.

Among the more ordi-
nary features in the range 
are chains with hardened 
surfaces for optimum 
strength and wear resis-
tance, and hooks that are 
heat-treated and fitted 
with a safety latch and 
360° swivelling.

High quality 
chain hoists 
offer lowest 

lifetime costs

Continued from P25

you do? Pass the buck 
back to the shop. I re-
quested you to escalate 
without further delays. 
Then you pass the buck 
to your repairs section! 
Vodacom will suffer 
reputational damage. 
Please escalate this to a 
competent person with-
out further delay.

• Vodacom responded, 
inter alia:

As your security is our 
main concern ... reply 
to this email with these 
three bits of personal in-
formation: 
1. ID number or Com-

pany Registration 
Number for corpo-
rate accounts 

2. Debit order date 
3. Bank name and 

account type 

From: Pieter 
Schoombee 
Sent: Saturday, Febru-
ary 06, 2016 8:50 AM

• Vodacom
 

In reply to you latest 
set of questions, here-
with my ID number and 
bank account, again. 
The debit order has 
been in operation for 
many years and you will 
find the date in your ar-

chives. Before the agent 
calls, give him or her 
the correspondence to 
date (as included.)

From: customercare@
vodacom.co.za 
Sent: Saturday, February 
06, 2016 4:12 PM

• Dear Pieter
  

Thank you for your 
email. Please be advised 
that I have tried to con-
tact you on 0833008676 
unfortunately I could 
not reach you. Due to 
the time period that has 
passed since your last in-
teraction with Vodacom, 
we need to verify that 
you have permission to 
request information on 
this account by asking 
you a few security ques-
tions:
  

*Invoice address; 
*Debit order date; *Vo-
dacom Package

 
Nosabatha Funo, 

Customer Care

F r o m :  P i e t e r 
Schoombee 
Sent: Sunday, February 
07, 2016 8:32 AM
 
• Dear Vodacom
 

You are scraping the 

barrel with your excus-
es, ducking and diving. 
You phoned twice, I 
answered twice, I could 
hear you at the other 
end of the line (heavy 
breathing,) but you 
would not speak. Please 
note that I reserve the 
right to quote this cor-
respondence.

From: customercare@
vodacom.co.za 
Sent: Sunday, February 
07, 2016 9:29 AM

• Dear Pieter
 

Thank you for your 
email. Please accept 
our sincere apology for 
the delay in resolving 
this matter.  

I tried calling you 
today on the number 
0833008676 unfortu-
nately the subscriber 
destination was busy. I 
have logged a service re-
quest to our back office 
for further investigation 
and assistance with the 
matter ... Kindly await 
feedback with in 24 – 72 
hours. If possible could 
you please provide us 
with a contact number 
should we need to con-
tact you. 

 
Luvuyiso Plaatjie, 

Customer Care

On 2016/02/08 08:39 
AM, Pieter Schoombee, 
wrote:
 
• Dear Vodacom
 

Thank you for a more 
sensible reply. I can be 
reached on the number 
you have: 0833008676. 
I have checked my 
cell phone. The two 
calls from Vodacom 
(08227597) I men-
tioned were received at 
16.01 on 6 February. No 
further calls were re-
ceived from Vodacom.
 
From: customercare@
vodacom.co.za 
Sent: Monday, February 
08, 2016 8:58 AM

• Dear  Pieter 
Schoombee
 

Thank you for your 
email. Kindly be in-
formed that I have re-
quested that they treat 
the query with the ut-
most of urgencies and 
respond to it as soon as 
possible. 

Please note however, 
that due to the nature of 
the investigation, there 
may be a delay in feed-
back

 
Ntsika Xesi, Customer 

Care

F r o m :  P i e t e r 
Schoombee 
Sent: Thursday, Febru-
ary 11, 2016 9:03 AM

• Dear Vodacom
 

I refer to your mes-
sage below. Please ad-
vise when I may expect 
a response.
 
From: customercare@
vodacom.co.za 
Sent: Thursday, Febru-
ary 11, 2016 9:23 AM

• Dear Pieter.
 

Thank you for your 
email. Please be advised 
the status of the service 
request logged is pending. 
Feedback will be provid-
ed once the investigation 
has been completed into 
the service request

 
Clayton Arendse, Cus-

tomer Care

• It is now more than a 
month later. That was 
the last word heard from 
Vodacom. 

In the meantime they 
have taken more money 
from my bank account. 
Aliens ripping us off? 
You decide.

E-mail:
noag@hermanus.co.za

Ground control to Vodacom
Continued from back page
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A battery-fire recently reduced to ash-
es a Tesla electric sports car while its 
Californian owner was charging it, 

raising once again the fatal flaw in all electric 
cars that use lithium-ion batteries.

Available batteries are the  hurdle all 
non-carbon methods of generating power 
still need to climb before they can to live up 
to their much hyped promise.

Fashionable photovoltaic arrays and wind 
generator farms that have spread across Eu-
rope in an excess of green enthusiasm pro-
duce very little usable electric power com-
pared to the demands of industry.

The rest of the world has meanwhile been 
less enthusiastic with more than 2,000 coal-
fired power stations now under construction 
in various developing countries, notably Chi-
na and India.

Nevertheless, right or wrong, the demand 
for electric power that does not emit perfect-
ly harmless carbon dioxide, is proving the 
usual carrot to the free market and profit 
seekers.

In other words, the battery problem is 
acknowledged, notwithstanding the wave of 
propaganda that supports clean energy at 

any cost – usually taxpayers’ money in the 
form of subsidies. And the private sector is 
stepping up to the plate.

As usual too, bureaucrats see another 
chance to spend other people’s (i.e. taxpay-
ers) money and ask for more so that they can 
sink millions into battery research, enlarge 
their empires, and so increase their pay. 
Their delusion is that they can identify good 
prospects better than entrepreneurs can. On 
the other hand, maybe it is only to ensure 
their own importance.

There are many new battery types at the 
research stage. Some are even being test-
ed before commercial production. It is of 
course one thing to make something in a lab-
oratory, quite another to produce the thing 
in a factory and make a profit.

One of these is an aluminium-air battery. 
It is cheap and stores more power than lith-

Better batteries 
key to clean 

power

There is a story line that aliens have in-
deed taken over the world and enslaved 
us. We manage to pay the bills by work-

ing for them, while they live in unthinkable 
wealth and comfort, not among us, but in spe-
cial enclosures reserved for them. They are 
disguised as multinational corporations. 

So today we are not joining the usual gath-
ering of splendid conversationalists in the local 
pub and grill; instead we are going to investi-
gate the alien behaviour of one big corpora-
tion with tentacles into the lives of probably 
every one of us. 

Do you have a Vodacom contract? Do you 
take calls from Vodacom customers? 

I have chanced upon a personal observation 
of their conduct and can therefore vouch for 
the truth of what is reported below. If it seems 
like fantasy or humour at times, believe me, 
it is not.

My original message was sent to Vodacom’s 
online contact facility, about their failure to 
send me statements and the recent discovery 
that they were making unauthorised withdraw-
als from my bank account. 

• Vodacom’s reply on January 31, inter alia:
Protecting your Vodacom account from fraud is 
important to us, so ... reply to this email with 
these three bits of personal information: 
1. ID number or Company Registration 

Number for corporate accounts 
2. Bank name and account type 
3. Physical or postal address that appears on 

your account 
Vodacom Customer Care
 
To: customercare@vodacom.co.za 
Sent: Sunday, January 31, 2016 9:05 AM

• Dear Vodacom
 

In reply to your questions, herewith my ID 
and bank account details.

(As stated in my mail), you don’t send me an 
account, so I don’t know what address is on it. I 
have requested emailed statements and invoic-
es but don’t receive them. Please stop delaying 
and provide service. This is an urgent matter 
with implications for Vodacom.
 
• A call was received from Vodacom’s Sonyia 
Rudolph, and she was given a full explanation 
of the original email. In response, she sent the 
following email:

From: customercare@vodacom.co.za 
Sent: Sunday, January 31, 2016 10:33 AM

Dear Mr Schoombee 
 

Thank you for your email. As per our tele-
phonic interaction. I have made you aware of 
why your invoice for January calculated to the 
amount of R1,000.34. I have sent you your in-
voices, from October to January as requested. I 
have activated your email billing; you will receive 
your invoices via email ... in PDF format. 

Mr Schoombee, regarding the contract 

0721833276 which you have a dispute on 
as advised we require the job number to 
log a service request for you. Please send 
us the job number and could you please 
elaborate on what the query is about. 
Once we receive the information we will 
assist you further with your query
  
Sonyia Rudolph, Customer Care

From: Pieter Schoombee 
Sent: Thursday, February 04, 2016 2:16 
PM
 
• Dear Ms Rudolph
 

The Job Number supplied to me yes-
terday (4 February 2016) by the Voda-
com shop in Hermanus is 0871107, dat-
ed 19 November 2015. The document 
in my possession cites the Job Number 
as 11197513 and is dated 16 November 
2015.
 

To repeat, this is what happened:
 
On Thursday, 12 November 2015, I 

entered into an agreement at The Vo-
dacom shop in Main Street, Hermanus, 
which included a Samsung cellphone ...  
I took the phone home and charged it 
according to the instructions. The bat-
tery did not keep its charge and I could 
not use the phone. 

On Monday, 16 November 2015, I re-
turned the phone to the Vodacom shop, 
informed them that it was not working 
and that I was cancelling the agreement. 
The agent, Ms ... claimed I could not 
cancel and refused to give me a receipt 
for the phone. She took out the SIM 
card and gave that to me. Mr ... who 
seemed to be the manager, also refused 
to give me a receipt for the phone. 

I informed them that by law I was 
within my rights to cancel the abortive 
agreement and left the faulty handset 
with the agent...

From the (subsequent) invoices you 
sent me ... I note that, in addition to 
the long-standing service (that phone is 
used by my wife,) I was billed an amount 
of ... R646.06

Please cancel the agreement made 
on 12 November, as requested on 16 
November, please make no further bill-
ings for the second handset (which I do 
not have) and please reimburse me the 
R646.06.
 
From: customercare@vodacom.co.za 
Sent: Thursday, February 04, 2016 9:01 
PM

• Dear Pieter Schoombee
 

Thank you for your email. Kindly refer 
back to the store where you took out the 
contract and escalate the matter with the 

manager of the store as to why you still be-
ing billed for a device that you not using and 
requested to be canceled. Should they fail to 
assist you please do inform us and will esca-
late your query further. 

I would like to take this opportunity to ex-
press our sincerest apologies for any inconve-
nience that you may have experienced. This 
is certainly not in line with Vodacom’s aim in 
achieving service excellence. Vodacom values 
you and always aim to provide you with the 
best quality network, products and services.
 
Ntsika Xesi, Customer Care

From: Pieter Schoombee 
Sent: Friday, February 05, 2016 9:31 AM
 
• Dear Vodacom
 

Please stop passing the buck. As you have 
been informed, the store refuses to cooper-
ate and has given me dubious information 
regarding the Job Number ... Please esca-
late without further delays.
 
From: customercare@vodacom.co.za 
Sent: Friday, February 05, 2016 2:29 PM

• Dear Pieter
 

We acknowledge receipt of your email. 

Please contact our Vodacom Repairs on 
0821944 (free call from a Vodacom sim 
card) as their are best equipped to assist with 
your query ...

 
Mthuthuzeli George, Customer Care

 
6 Feb 08.24, via Vodacom’s online contact 
facility:

• Dear Vodacom

I refer you to the existing correspon-
dence on this matter. 

You said it would be resolved once I sup-
plied the Job Number. I did that. What did 

Ground control to Vodacom

Continued on P35
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