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IN A SUPREMELY ironic sweep, it 
has taken some clever corporate minds 
from Johannesburg to devise a cun-

ning plan to launch the Cape Town Stock 
Exchange (CTSE).

There have been sporadic rumblings 
around a local stock exchange over the 
decades, but the furthest that such an idea 
ever got was a half-hearted attempt to cre-
ate an index of Cape Town-based compa-
nies that traded on the JSE.

The CTSE is far more tangible, and - if 
suitable traction is found - could be a major 
catalyst in spurring economic growth in the 
Western Cape.

How the new exchange transpired is 
rather interesting. From the start of last 
month an existing stock exchange 4AX - 
which was one of four new stock exchange 
licences issued in recent years - will re-
brand to become the Cape Town Stock 
Exchange (CTSE). 

The bourse - which is one of two fully 
fledged, licensed and regulated stock 
exchanges in SA - has already relocated 
to a new head office in Cape Town. That 
means the CTSE kicks off with a handful 
of listings already trading on its board. 
Interestingly, this is not the first time Cape 
Town has hosted a stock exchange.  The city 
briefly had its own stock market around the 
turn of the 20th century.

Outlining the rationale for the shift, 
CTSE CEO Eugene Booysen said Cape 
Town was synonymous with growth, inno-
vation and had a focus on technological 
development. “We know it’s going to be a 
great fit.”

He said that the CTSE’s focus intensified 
on small- and medium-sized companies. 
“We believe that these growing enterprises 
offer huge potential to investors. They and 
the people who make them tick, are this 
country’s real assets.” 

The CTSE’s cloud-based platform and 
reduced fees should make listing on a stock 
exchange a simple and affordable option 
for smaller businesses. This is a smart pitch 
with a good number of small companies 
on the JSE opting to delist - citing onerous 
regulations and the costs of maintaining 
listings as some of the drawbacks.

The technology hub in and around Stel-
lenbosch might also provide rich pickings 
for the CTSE. Allowing tech-entrepreneurs 
to easily and efficiently raise capital would 
surely set the CTSE up as a hub for inno-
vation funding, something that could very 
easily snowball if early momentum is found.

Yaw Peprah, acting CEO of Wesgro, 
argued that the opening of the CTSE sig-
nified Cape Town’s capabilities when it 
came to landing significant business for 
the region - and would reinforce the city’s 

place as the financial services hub on the 
continent.

Peprah noted the service economy con-
tributed an estimated 75.5% to the West-
ern Cape’s GDP. “The CTSE will provide a 
platform for existing funders to gain expo-
sure to quality assets as well as enhanced 
investment opportunities. As Africa’s Tech 
Capital, we have the ecosystem to support 
tech-led, innovative business solutions and 
we’re proud that the continent’s new inter-
national stock exchange will be headquar-
tered in Cape Town”.

The launch of the CTSE coincided with 
the listing of Mpumalanga-based agricul-
tural business TWK Investments, which 
has a market value of R1.3 billion. TWK’s 
listing may well attract other agribusiness 
listings to the CTSE. Two more new list-
ings are reportedly in the pipeline, with 
indications that one might be Port Eliza-
beth-based agribusiness BKB.

Existing listings on the CTSE include 
Heartwood Properties, assurer Assupol, 
renewable energy business GAIA, iHealth-
care, NWK and CA Sales. The collective 
market value of the CTSE is around R10 
billion.

The existing 4AX Registry Services and 
4AX Debt Services will also be rebranded 
to CTSE Registry Services and CTSE Cap-
ital Solution.

Cape Town takes Stock

Excited participants pose at the opening of the Cape Town Stock Exchange. Image credit Twitter.

CUMMINS South Africa (Pty) 
Ltd. is now officially a Level 4 
B-BBEE Contributor, having 

progressed from its previous Level 
8 B-BBEE Contributor status. “It 
is a significant milestone for both 
Cummins South Africa, as well as 
our employees, who stand to ben-
efit from the newly-formed Cummins 
Employee Empowerment Scheme 
(CEES),” comments Southern Africa 
Managing Director Racheal Njoroge.

“This has been a long time in the 
making, being a journey that we 
originally embarked on in 2015. This 
initiative has always been close to my 
heart and is something I will con-
tinue to remain passionate about,” 
says Njoroge.

“We wanted to ensure that we fully 
evaluated all the B-BBEE ownership 
options available to us, and through 
the process decided on the Cummins 
Employee Empowerment Scheme 
(CEES). Given the global nature 
of our organisation and workforce, 
educating our various stakeholder 
groups on the direction we wanted to 
take was important.”

Cummins’ ongoing transformation 
journey is based on the following key 
goals:
•	 Investing in its most valuable 

resource, its people 

Cummins SA 
now Level 4 

B-BBEE status

Racheal Njoroge.

26

https://www.fastenright.co.za


2   CBN November 2021

12 Pumps & Valves
15 Transport & Logistics
16  Logistics & Supply Chain 

Management
17	 	Power	Solutions,	Off-Grid		&	

Renewables
19 Building & Construction
21  Commercial & Industrial 

Lighting
22 Property Industry
23  Petroleum: Downstream 

Value Chain
25  Welding, Cutting & Specialist 

Fabrication Solutions
26  Boilers/Burners/Combustion 

Technology
27 Manufacturing & Engineering
30 Hydraulics & Pneumatics
32  On the Contrary

IN THIS ISSUE

•	 Supporting the de-
velopment of critical 
skills in the economy 
through its skills 
bursary and disability 
spend 

•	 Maintaining strong 
partnerships through 
its Preferential 
Procurement, Sup-
plier and Enterprise 
Development pro-
grammes; and 

•	 Continued commit-
ment to improving 
communities through 
its Socio-Economic 
Development Pro-
grammes

CEES, which is man-
aged through a Trust, 
will deliver tangible value 
for all black employees. 
“It does not only align 
us with the legislative 
requirements but allows 
us to pursue our trans-
formation journey even 
further, as we continue 
to build a strong business 
for all stakeholders.”

Njoroge notes that a 
Level 4 B-BBEE cer-
tification also directly 
impacts Cummins’ cus-
tomers, as it positively 
contributes to their own 
scorecards, enabling 
them to increase their 
procurement spend as 
they are now dealing 
with a compliant Level 4 
supplier. “We are already 
partaking in tender 
opportunities that were 
previously not an option, 
so this latest develop-
ment is certainly a win-
win for all stakeholders,” 
says Njoroge.

While its impact will 
be felt throughout the 
Cummins Africa and 
Middle East region, the 
Level 4 B-BBEE status 
applies specifically to 
Cummins businesses 
in South Africa. “It will 
definitely benefit us in 
the region as it will allow 
us to access additional 
business opportunities. 
Of course, such legisla-
tion is country-specific, 
while the localisation 
requirements also differ 
from country to country. 
We are, however, willing 
to share our wealth of 
knowledge and experi-
ence in this regard with 
any stakeholders contem-
plating a similar transfor-
mation journey in their 
own specific areas.”

Njoroge adds that 
Cummins South Africa’s 
transformation journey is 
far from over, and that it 
will continue to invest in 
its employees, as well as 
uplifting and empower-
ing the local communi-
ties in which it operates. 
As for the future, Africa 
remains a critical market, 
with significant potential. 
“Opportunities in Africa 
remain plentiful, despite 
some challenges, and 
hence there is a strong 
commitment on the part 
of Cummins to continue 
investing in the region. 
We sincerely hope that 
all our stakeholders join 
us on this exciting jour-
ney, as together we can 
do so much more to stim-
ulate economic growth,” 
concludes Njoroge.

Cummins SA now Level 4 
B-BBEE status

Continued from P1

PSG aligned invest-
ment company Zeder 
appears to have posi-
tioned The Logistics 
Group (TLG) – the 
old terminals arm of 
the fruit marketing 
giant Capespan – into 
a valuable logistical 
and terminal hub that 
is poised for sprightly 
growth.

TLG was split off 
from Capespan over 
five years ago, and 
now comprises ter-
minal services and 
warehousing facilities, 
an integrated suite of 
logistical solutions, 
stevedoring facilities, 
clearing and forward-
ing as well as digital 
technology solutions.

For its six month 
period to end June, 
TLG reported recur-
ring headline earnings 
of R90 million – up a 
whopping 186% from 

the prior comparative 
period. Zeder CEO 
Johan le Roux said 
the profit increase was 
as a result of the posi-
tive effect of the strong 
commodity cycle and 
the resultant higher 
volumes on the export 

mining commodity 
side of the business.

He added that the 
citrus industry experi-
enced record volumes 
and this contributed in 
terms of growth in the 
higher margin fresh 
fruit export segment.

At this juncture, the 
rumour mill suggests 
Zeder – which is mainly 
focussed on agricul-
tural businesses - might 
be looking to sell its 
98% stake in TLG.

Existing operators 
like Grindrod and for-

eign entities looking for a 
foothold in Africa might 
be potential suitors.

The price that Zeder 
extracts for the busi-
ness will be intriguing. 
At the end of August 
this year, Zeder 
increased its valua-
tion of TLG by around 
R105 million to R1.4 
billion.

This continues a 
steady increase in 
Zeder’s valuation from 
R1 billion at the end of 
August 2020 and R1.3 
billion at the end of 
February this year.

Surprisingly Zeder’s 
valuation of TLG is 
higher than its similar 
sized stake former par-
ent company Capes-
pan, which is estimated 
at R1.1 billion. That 
gives some indication 
how quickly TLG has 
been growing in recent 
years.

Profitable port for TLG

By Patrick Prestele, 
Frost & Sullivan 

Africa

THE domestic auto-
motive industry is a 
major contributor to 
South African GDP 
(6.8% as of 2020), 
providing employment 
to more than 100 000 
people and indirectly 
benefitting 1.5 mil-
lion South Africans. 
In 2020, 326 400 new 
passenger vehicles 
were sold, down from 
511 000 vehicles from 
the previous year in 
response to the Covid-
19 pandemic. Factory 
closure and reduced 
foot-traffic through 
dealerships are the 
primary cause of the 
decrease in domes-
tic sales. Domestic 
sales are forecast to 
recover through 2021 
and 2022, primarily 
supplemented through 
increased imports of 
international brands 
such as Hyundai.

Electric Vehicles 
(EV) are slowly being 
integrated into the 
market and are set to 
become key competi-
tors to internal com-
bustion engine (ICE) 
vehicles by 2030. 
While most manufac-
turers stated the aim 
to increase the produc-
tion of EV models, sev-
eral went a step further 

by planning to go com-
pletely electric by 2035, 
with the earliest pure 
electric production by 
2025.

Locally produced 
vehicles reached  
605 000 PVs in 2019, of 
which nearly 65% was 
exported to the inter-
national markets. As 
seen in figure 1 Volk-
swagen and Toyota 
dominate local produc-
tion, followed by Ford, 
Mercedes-Benz and 
BMW.

Trends of the 
Industry

However, the nature of 
vehicles and their uses 
is changing. Vehicles 
are becoming increas-
ingly Connected, 
Autonomous, Shared 
and Electric (CASE). 
The entire domes-
tic value chain from 
small scale suppliers 
to the financial sector 
responsible in provid-
ing an enabling envi-
ronment needs to rec-
ognize the evolution 
of electric vehicles. 
The progress made 
between the automo-
tive industry and South 
Africa’s government 
on the automotive poli-
cies is a testament to 
the enormous oppor-
tunity that is the local 
automotive industry.

Research has shown 
that South Afri-
can consumers are 
increasingly searching 
for available electric 
vehicle models online, 
including those that 
are not yet available in 
the country. Could this 

be an indication that 
the country’s middle 
class is ready for EV’s 
to be supplied to the 
market? 

The EV market in 
South Africa faces 
several challenges that 
hamper the growth of 
the market, however, 
each challenge has an 
opportunity associated 
with it. First challenge 
is the lack of incentive 
for electric vehicles in 
South Africa. Import 
tax on ICE vehicles 
is 18%, whilst the tax 
on EV’s is set at 25%. 

Increased subsidies 
from government have 
the potential to con-
siderably offset the 
initial purchasing costs 
of EVs, talks that have 
already begun to take 
place between Janico 
and the South African 
government.

Another challenge is 
the availability of non-
constrained charging 
stations. Despite the 
fact that the country 
has already deployed a 
high number of charg-
ing stations in major 
cities and highways, 

several of these sta-
tions operate on a 
constrained mode of 
30 kWh instead of the 
standard 80 kWh. This 
can be handled by 
employing small-scale 
residential solar power 
(mini-grids), identify 
high capacity hot spots 
and the use of on-site 
battery energy storage 
systems.

A third and final 
challenge is the long 
waiting time for an 
EV, a challenge that 
is experienced on a 
global scale and caused 
by only one factor – 
limited battery pro-
duction. South Africa, 
however, is uniquely 
positioned to establish 
itself as a key manu-
facturer and supplier 
of Lithium-Ion bat-
teries (LIBs). Abun-
dance of key metals in 
Africa, existing infra-
structure and skilled 
workforce as well as 
supporting legislation 
and trade agreements 
place South Africa as 
one of the top loca-
tions for battery pro-
duction. By leveraging 
the country’s currently 
existing PV produc-
tion and supply chain 
and by combining this 
with battery produc-
tion, South Africa has 
the opportunity to 
establish itself as a key 
producer of EVs. Addi-
tionally, the nation’s 
proximity to key EV 
building components 
such as “green alu-
minium” in Mozam-
bique can further aid 
its development of EV 
production.

The state of the SA PV market

Figure 1 – Locally Produced PV Models by Brand, 
2019
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Audi’s e-tron 50 and e-tron 55 models - to be 
available in 2022.

“The EV market in 
South Africa faces 

several challenges that 
hamper the growth of 

the market...”

ORASA

Organics Recycling Association of South Africa 

our partners
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PAROW-based indus-
trials supply giant 
Invicta Holdings – a 
group built on decades 
of smart acquisitions 
- is firmly back on the 
front foot.

The group - which 
is controlled by 
retail tycoon Christo 
Wiese – last month, 
announced an agree-
ment to acquire a 
majority sharehold-
ing in Dartcom for 
R565m. This is the big-
gest acquisition made 
by Invicta since Steven 
Joffe – the former boss 
of casino group Gold 
Reef – took over as 
CEO. Joffe was para-
chuted into Invicta two 
years ago to clean up 
the balance sheet, shed 
non-core businesses 
and find new growth 
traction.

The Dartcom deal 
is a bold move in that 
it represents an inter-

esting departure for 
Invicta from tradi-
tional industrial equip-
ment supplies like its 
core business in Bear-
ing Man. Dartcom is 
a distributor of com-
munication and renew-
able energy technology 
equipment and solu-
tions in South Africa 
and across the African 
continent.

The group offers a 
wide range of solutions 
across the following 
radio frequency tech-
nology, fibre connec-
tivity and fibre man-
agement solutions, 
fibre network products 
and solutions as well as 
power and renewable 
energy solutions.

Dartcom Fibre Solu-
tions (DFS) is a wholly 
owned subsidiary of 
DSA, and is a locally 
based manufacturer of 
fibre optic cables under 
license from OFS Fitel 

LLC (a subsidiary of 
Furukawa Electric of 
Japan.

Interestingly, Dart-
com recently estab-
lished Gbitel – which 
specialises in the 
design, build and 
transfer of fibre net-
works, as well as tower 
and power infrastruc-
ture projects through 
a model that benefits 
small, medium and 
micro enterprises 
(SMMEs).

Invicta said the 
advance on Dartcom 
formed part of its strat-
egy to diversify from 
its industrial base in 
South Africa to estab-
lish a diversified tele-
c o m m u n i c a t i o n s , 
renewable energy and 
related battery storage 
technologies solutions 
provider.

Invicta maintained 
it could “emulate and 
leverage off” of the 

existing engineering 
services and product 
distribution platform 
that the group had built 
over the past decades. 
The majority 78% 
shareholding in Dart-
com was acquired 
from New GX Capi-
tal Group. New GX 
Capital will become 
a meaningful share-
holder in Invicta 
after accepting 16.5m 
Invicta shares (as well 
as R50m in cash) for 
their shareholding in 
Dartcom.

The fact that New 
GX Capital is accept-
ing script as settle-
ment for the bulk of 
the purchase price for 
Dartcom suggests the 
vendors have great 
confidence in Invicta 
extracting strong syn-
ergies from the rela-
tionship.

Invicta disclosed 
that Dartcom posted a 

consolidated net profit 
of R14.2 million for 
the year to end March 
2021. This profit fig-
ure included a loss 
from foreign exchange 
of R33 million, and 
reflected muted trad-
ing conditions in the 
markets in which Dart-

com Group operated 
during the Covid-19 
lockdowns.

Invicta noted: “As 
a significant increase 
in the profits of the 
Dartcom Group is 
expected, the parties 
have agreed a profit 
warranty…” Specifi-

cally, the Dartcom 
vendors have guaran-
teed that the group 
will deliver cumulative 
consolidated net profit 
after tax of at least 
R349 million over a 
three year period. That 
puts the price tag in far 
clearer perspective.

Invicta adds fibre to its diet

IN the demanding, 24 
x 7 food and beverage 
sector, where produc-
tion schedules are very 
tight and standards 
meticulously high, any 
downtime in produc-
tion can prove to be 
disastrous, resulting in 
lost time and a finan-
cial impact. 

So when a household 
name in the local food 
and beverage sector 
recently took some of 
their Atlas-Copco oil-
fee compressors offline 
for maintenance at 
their Johannesburg 
plant, Rand-Air – an 
established leader in 
the field of portable 
air, power, flow and 
lighting solutions, 
and part of the global 
Atlas Copco Specialty 
Rental division - acted 
swiftly to ensure unin-
terrupted, seamless 
production could con-
tinue unabated. 

The customer, whom 
Rand-Air has supplied 
with rental equipment 
since 2016, hired two 
Atlas Copco ‘Class 0’ 
oil-free compressors 
for their plant over 
a seven day period: 
namely, the PTS 800 
and the ZT132. 

The food and bev-
erage manufacturer 
required the machines 
at short notice, as 
their own machines 
had been taken offline 

to be serviced. 
“The customer has 

their own Atlas Copco 
compressors, so is 
familiar with and likes 
the brand and technol-
ogy,” points out expe-
rienced Rand-Air sales 
representative responsi-
ble for the hire, Benita 
Oosthuizen. 

The PTS800 is a 
diesel compressor and 
the ZT 132 is elec-
tric. Hoses from the 
two compressors were 
placed externally, run-
ning into a manifold 
and then into a pro-
duction feedline in the 
plant. The volume of air 
supplied was 42m3/h  at 
8,5 bar.

“The Class 0 oil-free 
compressors eliminate 
the risks of oil contam-
ination and the accom-
panying product spoil-
age, brand damage and 

delays that represent 
extra costs. Preventing 
oil from entering the 
compression process 
is a necessity for the 
generation of consist-
ent, 100 percent oil-
free air,” Oosthuizen 
explains. 

She says that the com-
pany’s ability to provide 
quality service in such a 
quick turnaround time 
speaks to its agility:

“We have a large 
fleet of compressors 
and could supply two 
to the customer at rela-
tively short notice.  We 
had already discussed 
and planned ahead with 
the customer, and due 
to this, could provide 
the required equipment 
speedily – in line with  
our ethos of ‘making 
agility count’ and deliv-
ering on our promises 
quickly, efficiently, 

safely and with quality.” 
Oosthuizen adds 

that the delivery of 
the Atlas-Copco com-
pressors was a smooth 
process, with both com-
pressors quickly and 
easily offloaded and 
installed – and the cus-
tomer expressed their 
delight with the speed 
and quality of service 
provided by Rand-Air.

All of the Atlas Cop-
co-manufactured com-
pressors that Rand-Air 
supplies are ISO 9001, 
14001 and 18001-cer-
tified; and feature the 
latest compressed air 
technology. Further, its 
design allows for eco-
nomical fuel consump-
tion and efficiency; 
while their portable 
nature ensures easy 
transportation and con-
venient on-site installa-
tion. 

In good taste

ACINO and Aspen 
Pharmacare Holdings 
Limited and its subsid-
iaries have signed an 
agreement for Acino to 
acquire six South Afri-
can prescription med-
icines for over R1.8 
billion.

The acquired med-
icines are used for the 
treatment of gastroen-
terology, erectile dys-
function and cardio-
vascular diseases. The 
acquisition will further 
strengthen Acino’s foot-
print in South Africa by 
expanding their offering 
in these important ther-
apeutic segments.

The transaction 
includes the Trustan®, 
Altosec®, Zuvamor®, 
Ciavor®, Grantryl® and 
Aspen Granise-
tron® brands. To secure 
uninterrupted patient 
access to these medi-
cines, the parties have 
also signed a manufac-
turing and supply agree-

ment in terms of which 
Aspen will supply the 
Aspen manufactured 
products to Acino for a 
period of seven years.

This partnership is a 
compelling affirmation 
of Acino’s long-term 
strategy and purpose to 
increase people’s access 
to affordable healthcare 
in the areas where they 
need them most. This 
acquisition comes on 
the heels of a series of 
other strategic invest-
ments, including the 
acquisition of a women’s 
health portfolio in Rus-
sia earlier this year and 
Takeda’s primary care 
portfolio in 2020.

“This agreement will 
fortify Acino’s presence 
in South Africa and 
enable us to expand 
our diverse portfolio of 
high-quality, innovative 
treatments that help 
improve people’s lives”, 
said Steffen Saltofte, 
CEO of Acino. “Acino 

is committed to grow-
ing its footprint across 
our core emerging mar-
kets to deliver the best 
value to our patients, 
customers, suppliers 
and shareholders.”

Aspen’s Group Chief 
Executive, Stephen Saad, 
said, “This transaction 
forms part of Aspen’s 
communicated strategy 
to refine its product port-
folio in South Africa. 
The acquisition of these 
trusted brands in South 
Africa represents excel-
lent scaling and com-
mercial opportunities for 
Acino as it expands its 
footprint in South Africa 
by adding these products 
to its existing product 
portfolio.”

The transaction is 
subject to customary 
closing conditions, 
including regulatory 
approvals. It is antici-
pated that the transac-
tion will complete by 31 
December 2021.

Aspen’s sales windfall 
totals R1,8bn

http://www.steam.co.za
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SOUTH AFRICA’s 
current steel short-
age is compounding 
an already serious 
obstacle to the efficient 
functioning of the sub-
continent’s overhead 
crane market: declin-
ing service footprints.

Currently, only 
Condra has both the 
capability to manu-
facture and enough 
steel with which to do 
it. By contrast, other 
manufacturers are suf-
fering material short-
ages exacerbated by a 
declining capability in 
terms of geographic 
reach, further length-
ening lead times for 
this type of machinery. 

Condra’s order book 
is benefiting, with the 
company continuing 
ontime execution of 
orders at its factories 
in Johannesburg and 
Cape Town.

Typical of these 
is one for a wide-
span overhead crane 
secured by Cape Town 
subsidiary BB Cranes 
working in close coop-
eration with structural 
steel company Vlotten-

burg Engineering.
The customer, Dol-

phin Offshore Chan-
dling, has placed an 
order on Vlottenburg 
Engineering for a new 
maintenance workshop 
in the Angolan port of 
Luanda.

Condra’s crane for 
this workshop will be 
an overhead electric 
overhead travelling 
machine with a span 
of almost 30 metres, 
allowing the full floor 
area to be serviced. 

The crane will work to 
maintain equipment 
brought in by Dolphin 
from oil exploration 
vessels and offshore oil 
and gas extraction plat-
forms.

During the tender 
phase of the contract, 
Condra proposed that 
the crane lifting height 
be maximised to 9,1 
metres – almost the 
full height of the work-
shop walls – by design-
ing girders with angled 
ends to match the 

slope of the workshop 
roof. Such a design 
allows the crane to be 
mounted with much 
of the machine’s vol-
ume occupying unused 
space within the roof 
itself.

Crane capacity will 
be 10 tons. There will 
be variable speed 
drives on the hoist and 
the long- and cross-
travels, and control will 
be by pendant.

Besides their angled 
ends, the 28,7-metre 

long twin girders have 
been designed with 
splices to comply with 
regulatory restrictions 
on the road between 
Johannesburg and 
Luanda, where load 
lengths cannot exceed 
18 metres because of 
curves.

Splice designs have 
become a common fea-
ture among Condra’s 
export orders. For 
the Dolphin Offshore 
Chandling crane, steel 
plates welded eccentri-

cally to the four inside 
faces of the male box 
girder will result in a 
friction grip to rein-
force girder strength 
and integrity beyond 
that delivered by the 
splice bolts alone. An 
internal box insert 
traversing the splice 
will deliver additional 
strength and rigidity, 
resulting in an almost 
seamless splice with a 
projected girder life in 
excess of 20 years. 

Even though BB 
Cranes secured the 
Dolphin Offshore 
Chandling contract 
from Cape Town, Con-
dra is executing manu-
facture at its Johannes-
burg works to reduce 
shipping costs.

The order was placed 
in mid-August for 
delivery end Novem-
ber. 

Commenting on 
South Africa’s current 
steel shortage, Con-
dra’s managing direc-
tor Marc Kleiner said 
that the situation was 
compounding difficul-
ties in the market.

“Right now, we have 

an advantage because 
we have steel stocks, 
including essential 
square-bar,” he said. 
“But the steel supply 
situation for all manu-
facturers is likely to 
ease come November.”

Kleiner cautioned 
that service footprints 
beyond South Africa 
would nevertheless 
remain a problem for 
most companies:

“Condra is the only 
company to increase 
service levels in central 
and southern Africa. 
Other participants are 
hindered because their 
manufacturing and 
staff levels have been 
negatively affected by 
the overall economic 
climate.”

In recent months, 
Condra has captured 
an increasing share 
of the sub-Saharan 
market for cranes and 
hoists, with notable 
recent orders from 
Cameroon, DRC, 
Angola, Botswana and 
Mozambique.

Visit Condra’s website: 
www.condra.co.za  

Steel shortage a bonanza for some

Busy factory floor – Condra’s Johannesburg factory reflects the company’s healthy order book, with two 
cranes under manufacture and a third (yellow machine) under test.

FOLLOWING the 
official handover held 
on the 18th and 19th of 
August at Damen Ship-
yards Mangalia, Deb-
marine Namibia’s new 
diamond recovery ves-
sel has arrived in Cape 
Town after a four-week 
long maiden voyage 
where it will be fitted 
with mission equipment 
before beginning oper-
ations off the coast of 
Namibia early next year.

The successful deliv-
ery marks the end of 
the shipbuilding phase 
of a landmark project 
that began over three 
years ago. It is the first 
vessel to be delivered 
by Damen Shipyards 
Mangalia, the Roma-
nian yard that joined the 
Damen group in 2018, 
to take on large and 
complex, engineered to 
order projects under the 
banner of the Mid-Sized 
Vessels division.

Debmarine Namibia 
is a subsidiary of the 
well-known diamond 
mining and jewellery 
company De Beers, 
owned in equal shares 

with the Government 
of the Republic of 
Namibia. The Addi-
tional Mining Vessel 
(AMV#3) as it is tech-
nically known, will 
use sub-sea crawling 
extraction techniques 
to retrieve diamonds 
from the seabed off the 
coast of Namibia. These 
will then be processed 
on board. 177 metres in 
length, it is now the larg-
est diamond recovery 
vessel in the world and 
the new flagship of the 
Debmarine Namibia 
fleet. The vessel is 
expected to operate for 
at least 30 years.

The build involved 
many challenges, rang-
ing from the onset 
of COVID-19 early 
in the project to the 
management of many 
subcontractors, each 
contributing their 
specialist skills and 
products. Engineering 
challenges included the 
installation of a DP2 
dynamic positioning 
system based on a sev-
en-thruster propulsion 
system powered by six 

generators, to enable 
greater flexibility in 
the vessel’s operations. 
Project management 
was undertaken by De 
Beers Marine South 
Africa (Pty) Ltd. 

With the constraints 
of COVID-19 Damen 
also undertook the 
complete commission-
ing process, implement-
ing incremental ways of 
working to ensure that 
it was all completed on 
time. “De Beers cele-
brates the completion 
of the vessel which, 
after a long period of 
design, construction 
and testing has now 
proceeded to sea” said 
Michael Curtis, Head 
of the AMV3 Project. 
“The vessel build has 
been a truly multina-
tional effort which has 
converged successfully 
at Damen Shipyards 
Mangalia.  The build 
of this magnificent 
ship has enjoyed a high 
profile in Namibia as 
the largest ever single 
investment in the his-
tory of marine diamond 
recovery. 

Maiden voyage: Latest Debmarine Namibia’s diamond recovery vessel.

De Beers’ latest diamond 
recovery vessel 

2D vision 
sensor Dualis

Whether it is contour detection or BLOB analysis, the new 2D vision sensor Dualis can implement 
a variety of error proofing and inspection applications throughout the whole manufacturing 
process. 

The Dualis is available with infrared or RGB-W illumination. The latter makes it possible to 
distinguish objects by their colour. Highly reflective objects can also be detected easily thanks to 
the polarisation filter. In strongly fluctuating light conditions, the Dualis takes up to 5 images with 
different exposure times and then selects the optimally illuminated image for quality control.

With a higher resolution and many illumination functions, even complex applications are now 
remarkably easy to solve.

Object detection and inspection using one single device

Int. +27 12 450 0400 

www.ifm.com/zainYou
Tube

http://www.ifm.com/za
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THIS may be a bold 
statement but every 
industry can benefit 
from Busch Vacuum 
and Blower technolo-
gies. Its products are 
designed with a focus 
on customer peace 
of mind, offering 
increased production 
efficiencies, reduced 
maintenance costs, 
and lower energy and 
water consumption. 
Compared to many 
of the older installed 
vacuum technologies, 
Busch delivers up to 
60% reduction in the 
total cost of ownership.

Busch Vacuum Solu-
tions is a family busi-
ness founded in 1963 
by Dr. Karl Busch and 
his wife Ayhan, and 
their focus has always 
been on helping the 
customer. They set 
out with the aim of 
increasing production 
in factories, improving 
healthcare in hospitals 
and clinics, deliver-
ing better hygiene and 
packaging efficiency 
in the food industry to 
name a few focus seg-
ments.

As more and more 
new sectors were iden-
tified so the need for 
the Busch range to 
expand was clear and 
so a high spend on 
R&D delivered spe-
cific sector focussed 
products and the range 
expanded to serve 
the pharmaceutical, 
oil and gas, chemical, 
water and waste water, 
woodwork, dairy and 
automotive sectors, 
and more recently with 
the addition of Pfeiffer 
Vacuum they now enter 
the high and ultra-high 
vacuum market as well.

Over it’s more than 
fifty years of existence 
Busch has become the 
supplier with the wid-
est range of products 
to the widest range of 
sectors.

Busch in Africa

Over the years many 
Busch Vacuum pumps 
and blowers were 
installed into the 
Africa market, and in 
2009 a decision was 

made to open a full 
subsidiary company, 
Busch Vacuum South 
Africa (Pty) Ltd, 
based with head office 
in Johannesburg and 
with dedicated service 
centres in Cape Town, 
Durban and Accra 
Ghana. There are also 
agency representa-
tions in Gqeberha 
(Port Elizabeth), and 
Cairo, as well as many 
distribution partners 
throughout Africa.

Manie Fourie -Sales 
Director for Africa 
comments on the 
Cape Town region 
specifically  “The 
Cape Town operation 
has expanded three 
times since its origi-
nal establishment in 
2012, the latest being 
earlier this year and 
we now occupy a mod-
ern service centre on 
the corner of Tee Jay 
and Taurus streets 
in Brackenfell, with 
Branch Manager Awee 
van der Merwe”.

He continues -“Our 
original foothold in 
South Africa was 
through the vacuum 
packaging and phar-
maceutical industry 
but that quickly spread 
to diverse industries 
like medical facilities, 
water treatment, print-
ing, plastics, wood and 
many more segments 
in the local market 
in Cape Town. The 
water and wastewater 
treatment and medical 
sector have especially 
proven to be a dom-
inant sector for our 
products, and with a 
growing population of 
installed pumps and 
equipment it is critical 
that Busch can offer 
local expertise in the 
servicing and mainte-
nance of these prod-
ucts.

Water and wastewater 
treatment shows good 

growth

“Modern technological 
developments in the 
water and particularly 
the wastewater sec-
tors, where mechanical 
rakes in settling tanks 
have given way to fine 

bubble aeration pro-
cesses, has introduced 
Busch to this sector 
in South Africa. The 
blower technology 
offered is well estab-
lished for many years 
in Busch Europe where 
they developed a wide 
range to suit market 
requirements. Over the 
years Busch Africa has 
now developed strong 
relationships with all 
industry players such 
as engineering con-
sultants, contractors 
and municipal plant 
managers regarding 
the operation, mainte-
nance requirements, 
benefits, and advan-
tages of the Busch vac-
uum blower range.

Medical market as a 
growth area

Fourie adds “Another 
growth area of our 
business has been in 
medical services such 
as hospitals where 
attention is now being 
paid to the upgrading 
of central medical vac-
uum plants in existing 
and new greenfield 
hospital facilities. This 
sector also receives 
regular technology 
updates and support 
directed at consult-
ants, contractors and 
managers of these 
facilities” 

Furthermore, he 
sees the hospital sec-
tor as a major growth 
area for the company 
throughout Africa 
where many countries 
are shifting focus to 
building new hospi-
tals and /or upgrad-
ing existing facilities, 
often via World Health 
Organisation initia-
tives and other inter-
ventions. It is one of 
the drivers for open-
ing the Busch Ghana 
branch which incorpo-
rates a sales office and 
service centre. 

The facility will 
serve as the hub for 
direct OEM support 
within the West Africa 
region. Plans are in 
place to open an East 
Africa branch in 2022 
and then a branch in 
Egypt in 2023.

Always near you

A major advantage to 
customers in South 
Africa is having a ded-
icated Busch service 
centre close to their 
businesses where direct 
contact can be had with 
Busch specialists rather 
than working with 3rd 
party re sellers.  Busch 
Africa can supply most 
vacuum pumps, blow-
ers and spare part kits 
ex stock and are fully 
geared to service and 

overhaul pumps in 
their workshops or to 
carry out service work 
and commissioning at 
a customer site. Service 
of competitor products 
is also offered with full 
warranty. 

Busch Engineers 
have extensive vacuum 
application experience 
can assist with all vac-
uum system designs 
for skids or central-
ised vacuum systems. 
Support from Busch 
centres of excellence in 

Germany, England and 
the Netherlands for 
detailed system design 
and construction is 
always available and a 
designs, drawings and 
documentation are 
completed to the high-
est standards.

With Busch Global 
acquiring a majority 
share in Pfeiffer Vac-
uum in the last few 
years, Busch Africa was 
awarded the Pfeiffer 
distributorship for the 
African continent. 

With Pfeiffer part of 
the portfolio, it is now 
able to offer a wider 
range of technologies in 
the high and ultra-high 
vacuum markets. This 
coupled with Pfeiffer’s 
market leading Leak 
detecting and gas  
analyser equipment. 

Feel free to contact the 
Busch Cape Town Team 
for a free vacuum audit 
or assistance on any vac-
uum or blower service 
requirement.

Expanding the world of vacuum technology

New premises for Busch service centre on the corner of Tee Jay and Taurus Streets in Brackenfell. Modern workshop facilities at the new Busch service centre in Brackenfell.

Official distributor:

http://www.busch.co.za


6   CBN November 2021

THE BEE IN MY BONNET COLUMN

THE spiralling petrol 
price increase, pro-
jected by the AA to 
reach R20/litre by year 
end means that those 
of us that rely on our 
cars for transportation 
will be laying out about 
R1 000 every time we 
fill up. For many, that 
means paying more to 
feed your car than to 
feed yourself.

What a nice Christ-
mas present on top of 
all the other increases in 
food, electricity, water, 
levies, rates etc. etc.

The petrol price 
increase will for a great 
number of us be seen 
as the last straw and 
the search for alterna-
tive modes of trans-
port will be high on 
the agenda, but alas, 
generally poor public 
transport will mean 
that many might have 

to resort to a bicycle.
While the fuel price 

increase is largely out 
of our control due to 
the rapid increase in 
the price of oil, which 
recently breached the 
$85/barrel, the Rand/
Dollar exchange rate is 
something that we can 
control along with the 
level of taxation levied 
on every litre of fuel.

But that requires 
competence, commit-
ment and astute finan-
cial management by 
the exchequer – all of 
which are in short sup-
ply - and a fundamental 
about turn in the ANC’s 
socialistic policies, 
which like lemmings, 
are leading us to the 
edge of the cliff and a 
fatal drop…

“The total levies 
combined in 2021 are 
expected to deliver 

around R126 bil-
lion to government 
with around R83 bil-
lion coming from the 
GFL(General Fuel 
Levy) and R43 billion 
coming from the RAF 
(Road Accident Fund) 
Levy. The tax collected 
from the GFL goes 
directly to Treasury 
and can be used for any 
purpose that the gov-
ernment determines.” 
– AA.

We all know that the 
RAF is bankrupt and 
it’s no wonder – it’s a 
government dept. If 
third party insurance 
were made compulsory, 
then would we need a 
RAF levy?

But what of EV’s – 
electric vehicles? While 
there is a significant 
swing to this mode of 
transport worldwide, 
especially now that vir-

tually all the major vehi-
cle manufacturers are 
committed to discon-
tinue the manufacture 
of ICE (internal com-
bustion engine) vehicles 
by 2035. Predictions 
and analysis by research 
companies show that 
the world sales of EV’s 
in 2021 will top 6,4 mil-
lion vehicles.

Worldwide bread 
and butter EV’s are 
comparable in price 
to the ICE equivalent 
and the choice citizens 
enjoy means that there 
is strong competition 
amongst brands. Some 
countries subsidise the 
cost price to encour-
age usage and of course 
they have a stable elec-
tricity supply which 
ensures you have the 
juice to run the thing 
when you need it.

Neither of the fore-

going are present in 
South Africa, in fact 
the government posi-
tively discourages EV 
ownership my slapping 
an additional 7% more 
import duty on those 
admittedly high priced 
EV’s that are available 
including Porsche, Jag-
uar, BMW and soon 
Audi  – hardly run of 
the mill brands.

Why that should be 
is baffling or perhaps 
not. One would think 
that making EV’s more 
price accessible would 
mean that more people 
would want to own one 
with environmental 
benefits plus the pros-
pect of reducing fuel 
spend by at least two 
thirds, coupled with 
vastly reduced main-
tenance bills. Eskom 
would benefit with the 
sale of more electricity 

in off peak hours with-
out having to install 
more generating capac-
ity (in a perfect world) 
but the fiscus would 
suffer as the amount of 
fuel tax collected would 
be reduced.

The roll out of home 
and a convenient charg-
ing infrastructure 
would create a new 
industry, much needed 
jobs and payola for 
shopping centre man-
agers, municipalities 
and parking garages via 
charging for charging 
whilst parking.

On the flip side, the 
oil companies, garages 
and pump jockeys 
will lose out as well as 
the automotive repair 
industry.

But that is a long term 
scenario and surely the 
same thing happened 
to the horse and cart 

industries when the ICE 
vehicles arrived; black-
smiths, wheelwrights, 
horse breeders etc.

Clearly something 
has to change as ICE 
vehicles will not be 
available post 2035 
yet the local motor 
vehicle manufacturers 
and organisations such 
as the RMI remain 
deathly quiet pending 
discussions with gov-
ernment. This sector 
employs many thou-
sands of workers and 
while the conversion 
to EV’s won’t happen 
overnight, it will come 
and it would be nice to 
know that we are pre-
pared and have a plan. 
After all, we are good at 
producing plans in this 
country, but sorely lack-
ing at implementation.

Eish.

There is always a consequence

IN 1861, one man 
changed the world. 
Louis Pasteur pub-
lished his theory on 
microorganisms, open-
ing a new front in the 
battle against tiny 
creatures that cause 
humans great agony. 
Pasteur, along with 
many contemporaries, 
opened our eyes to 

a world beyond our 
sight and the means to 
reduce its harm. Today, 
food lasts longer, and a 
minor infection is no 
longer a death sen-
tence.

Ironically, one of 
the greatest germicide 
defences known to 
the world was discov-
ered 60 years prior by 
Johann Ritter: ultra-
violet (UV) light, and 
in the 1930s, William 
F. Wells noted that UV 
attacks airborne dis-
eases. A decade after 
Pasteur, Cornelius Fox 
realised that ozone gas 
is a potent disinfectant.

Today, public utili-
ties use both technolo-
gies broadly to man-
age microorganisms 
in water. According to 
Chetan Mistry, Xylem 
Africa spokesperson, 
the rapid modernisa-
tion of these technolo-
gies is elevating the 

management of public 
utility water to new 
levels:

“UV and ozone 
are very potent, but 
the technologies 
had admittedly been 
demanding to imple-
ment and sustain. 
Consequently, water 
treatment relies heav-
ily on chlorine, which 
is highly effective and 
inexpensive. But it has 
drawbacks, such as 
chemical contamina-
tion, corroding infra-
structure and requiring 
special facilities and 
skills to stockpile and 
operate at scale. What 
we’re seeing in the 
market is water treat-
ment managers are 
adding UV and ozone 
systems to reduce chlo-
rine reliance, and use 
these systems where 
chlorine isn’t feasible.”

For example, Xylem 
deployed its Wedeco 

UV and ozone systems 
to eliminate bad tastes 
from water served by 
the Anderson Regional 
Joint Water System, 
which provides potable 
water to 14 water utili-
ties in Upstate South 
Carolina, USA. Simi-
lar projects were suc-
cessfully deployed in 
Algeria and Singapore, 
to name a few.

Rather than ripping 
and replacing existing 
purification systems, 
the Wedeco addi-
tions helped improve 
results without add-
ing more manage-
ment overheads. The 
self-contained systems 
often reduce the cost 
of established chemical 
purification regimes.

In situations where 
using chemical disin-
fectants are impracti-
cal - such as cleaning 
public areas, including 
hospital rooms or taxi 

ranks - mobile Wedeco 
ozone and UV systems 
are highly effective. 
Wedeco has developed 
these technologies for 
over 40 years, an invest-
ment that is paying out 
handsomely for Xylem 
customers, says Mis-
try: “Xylem’s Wedeco 

brand has transformed 
the industry by dras-
tically reducing the 
carbon footprint of 
water treatment plants 
around the world with 
highly-efficient, reli-
able and environmen-
tally-friendly tech-
nologies. We are very 

proud of the brand’s 
strong heritage and 
look forward to future 
milestones as we con-
tinue to lead the way 
in helping custom-
ers to efficiently treat 
drinking water while 
reducing the use  
of chemicals.”

The disinfecting muscle of UV and Ozone

Chetan Mistry, 
Xylem Africa.

https://www.xylem.com/en-za/free-text-search/?currentpageid=554&page=1&pagesize=24&keyword=dewatering
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WHEN companies 
begin to recall their work-
ers to the office or move 
to hybrid models, some 
won’t go. Many of the 
most talented and inno-
vative will realise they can 
earn more money, enjoy 
a greater variety of work 
and have a happier life-
style by becoming inde-
pendent contractors. It’s 
a choice that will appeal 
to top talent in fields such 
as actuarial, strategy, 
data science, programme 
management, business 
process management 
and digital marketing,  
amongst others. 

A growing number 
of boutique companies 
are hiring and suppling 
skilled contractors for 
fixed-term or project-
specific assignments, 
and platforms like Out-
sized are matching their 
talent to companies that 
need their skills in a 
service that removes the 
uncertainly and admin-
istration for both sides.
 

Companies need a 
smart response

As this desire for inde-
pendence lures more 
experts away from their 

current employers, com-
panies will need to coun-
ter the loss of talent with 
a smart response. The 
smartest way is by tap-
ping into this new but 
steadily growing pool of 
freelance skills to aug-
ment their fixed work-
force.

A recent survey by 
Outsized found that 
many business leaders 
are open to this idea of 
a ‘blended workforce’ 
to help them become 
more agile and effi-
cient. They expect that 
15-30% of their future 
staff will be short-term 
or project-specific hired 
hands rather than full-
time employees. That 
backs up research by 
McKinsey in September 
2020 which found that 
70% of global execu-
tives expect to use more 
freelancers in the future. 
A 2020 survey by Forbes 
found that 49% of hir-
ing managers rate access 
to highly skilled talent 
as the main reason for 
adopting this model. 

Another benefit is an 
influx of fresh thinking 
from people determined 
to prove themselves, 
compared to full-time 
workers who may have 
lapsed into secure com-
placency.
 

A shift in thinking

An Outsized survey 
of 200 South Africans 
with university degrees 
and at least five years of 
work experience found 
that 81.5% are interested 
in turning freelance, 
with the main attractions 

being a better work-life 
balance, the potential 
to earn more, flexible 
hours and the chance to 
gain wider experience. 

For this new model 
to succeed, managers 
must adapt their think-
ing. They will no longer 
be overseeing close-knit 
teams around the table, 
but both permanent 
workers and those who 
choose to work from 
home in the hours that 
suit them. Some free-
lancers may work in 
the office as tempo-
rary team members, 
or come in occasion-
ally, but if the talent 
you need wants to work 
from home, or lives in 
another city, managers 
must learn new ways to 
engage with them. 

Human resources 
departments will also 
need to shift away from 
traditional recruitment 
and onboarding meth-
ods to handle more 
flexible or fixed-term 
arrangements. They 
will need to learn 
where to find and how 
to curate these work-
ers – or liaise with a 
talent-finding partner 
that already has those 
skills and an essential 
database of knowledge 
workers.

Right now, companies 
and their employees are 
still in a state of flux and 
uncertainty, but since 
this blended workforce 
model will benefit both 
sides, this inevitable 
trend is already becom-
ing a more prominent 
part of the employment 
landscape.

Survey finds up to 30% of 
the future workforce will be 

independent contractors
The move away from permanent employment will suit smart 
workers and agile companies alike, says Johann van Niekerk, 

Managing Director, Outsized, South Africa

Johann van Niekerk.

PAN-AFRICAN alter-
native investment firm, 
EXEO Capital’s new 
food sector invest-
ment vehicle, Nurture 
Foods, has announced 
its recent investment in 
The Fairview Cheese 
Company. 

Riël Malan, Execu-
tive Chairman of Nur-
ture Foods and Partner 
at EXEO Capital, says 
that a strong brand like 
Fairview sets the tone 
and lays the founda-
tion for the establish-
ment of Nurture Foods 
as a very focussed 
investment platform 
that provides inves-
tors exposure to the 
defensive convenience 
and functional food 
sector. “We are also 
excited that the trans-
action will enable the 
empowerment of Fair-
view Workers Trust 
to benefit from the 
anticipated growth of 
the brand, through the 
establishment of a goat 
milk supply company, 
owned by the workers 
of Fairview. 

“Globally, the trend 
towards greater con-
venience, functional 
effects of food and 
consumer support of 
artisanal and ethi-
cal brands, is gaining 
momentum. Nurture 
Foods aims to partner 
with artisanal brands 

such as Fairview. To 
achieve greater mar-
ket penetration and 
efficiency through 
technology applica-
tion and generally to 
support the platform 
businesses in growing 
a larger domestic and 
export market.” 

Commenting on 
Nurture Food’s invest-
ment, Louis Lourens, 
Managing Director of 
The Fairview Cheese 
Company says: “The 

partnership with Nur-
ture Foods will enable 
Fairview Cheese to 
expand its artisanal 
offer and develop 
valuable new export 
markets. We are very 
excited to take Fair-
view Cheese to a wider 
international market.” 

Nurture Foods was 
established by EXEO 
Capital through its 
Food and Agribusi-
ness fund, Agri-Vie 
Fund II, as a vehicle 

to drive longer-term 
investing in the grow-
ing convenience & 
functional food sec-
tor. Using EXEO’s 
13 years’ investment 
experience in the food 
sector in Sub-Sahara 
Africa, Nurture Foods 
will be partnering 
with seasoned food-
entrepreneurs to build 
a platform of synergis-
tic businesses that will 
grow and develop this 
highly differentiated 
sub-sector. 

The Fairview Cheese 
Company was estab-
lished in Paarl in 1980 
by the Back family. 
Over the course of the 
last 40 years, Fairview 
Cheese established 
itself as the leading 
artisanal cheese pro-
ducer in South Africa, 
producing more than 
50 cow’s and goat’s 
milk cheese variet-
ies. The Back family 
retains a significant 
stake in the business.

EXEO’s Agri-Vie 
Fund II is a private 
equity investment fund 
focused on the invest-
ment in the food and 
agribusiness sectors 
in Sub-Sahara Africa. 
Since 2008, this fund 
and its predecessor 
fund have invested 
over US$150 million in 
the food and agribusi-
ness sector.

Not a cheesy investment

Well known sight at Fairview.
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DRIVEN by passion, 
dedication, and a com-
mitment to high-qual-
ity products, Lemai-
tre has always been 
a brand committed 
to keeping those who 
build South Africa 
safe. For 30 years, we 
have helped build a 
nation with the tough-
est workforce. 

Lemaitre’s launch 
of new styles with 
modern designs and a 
refreshed look appeal-
ing to a wider audience 
and targeting new sec-
tors. 

That’s why we are 
proud to announce 
the addition of new 
styles to our range of 
safety shoes, designed 
to offer you more sup-
port, comfort and per-
formance in the tough-
est environments.

Raptor range

Our Raptor range is 
synonymous with tor-
sion control and keep-
ing you sure-footed in 
environments where 
uneven terrain is 
prevalent, such as con-
struction and agricul-
ture. We’ve expanded 
our offering in this 
range with the Osprey 
Hiker and the Fal-
con shoe and boot. 

The Osprey Hiker 
has a full grain genu-
ine leather upper for 
enhanced comfort 
and durability and is 
perfect for the agri-
cultural industry. The 
Falcon shoe and boot 
also made with a genu-
ine leather upper, with 
TPU inserts in the 
arch of the foot with 
enhanced ladder grip 

design. Their Dual 
Density PU sole unit 
and TPU inserts allow 
for an aggressive grip 
and torsion control.

Parabolic range

Our Parabolic range 
comes with a durable 
polyurethane mid-
sole and is perfect 
for workers who need 
extra support when 
spending a lot of time 
on their feet. The Con-
corde shoe and boot 
are our latest’s offer-
ings in this range, with 
an S3 rating, provide 
comfort and alleviate 
fatigue for workers 
who spend long hours 
on their feet in indus-
tries such as manu-
facturing. They also 
come standard with an 
anti-penetration mid-

sole (APT) to prevent 
sharp objects from 
penetrating the boot.

Maxeco range

Our iconic Maxeco 
range, a legacy of 
South African safety 
footwear, has built-
in arch support and 
is designed for all-
around safety. The 
redesigned Maximus 
gives you the all-
around safety with the 
addition of a mem-
ory foam insole and 
reflective strip. It has 
a lightweight sole unit, 
wider fit and improved 
ergonomics. The 
square cleat design of 
the shoe improves the 
slip resistance rating 
and provides better 
stability and reduced 
shock impact. 

Apollo range

The Apollo range with 
SRC slip-resistance 
rating offers maxi-
mum slip-resistance 
and is suited for envi-
ronments where slip 
potential is a high risk. 
The two new styles 
added in this range are 
the Clog and the Ben. 
While the Clog has 
been designed to pro-
vide superior slip-resis-
tance to those working 
in kitchens and hospi-
tals, the Ben incorpo-
rates the benefits of the 
Apollo sole as well as 
no metal or hard plas-
tics on the upper which 
minimises the risk of 
scratching metal and 
other smooth surfaces. 
It is ideal for industries 
such as manufacturing 
and automotive.

Inyati range

New to the Lemai-
tre range is the Inyati 
range which offers 
high heat resistance, 
cut and abrasion resis-
tance and SRC rated 
slip resistance and 
has an injected PU/
Rubber sole which 
provides all-round 
safety and protection 
in hazardous working 
environments. The 
two new styles to this 
range are the Dodge 
and the Urban. 

The Dodge has a 
stylish leather upper 
and comes with a TPU 
support system on the 
outside counter for 
reinforced support. 

The Urban boot is 
S3 rated and boasts 
a genuine duo-tone 
leather upper with 

additional padding on 
the collar and tongue 
for enhanced comfort. 
An anti penetration 
insole board comes 
standard with this 
style.  

Our range of prod-
ucts offers a variety of 
features and benefits 
for all-round protec-
tion, comfort and per-
formance. 

As a proudly South 
African brand made 
for workers, by work-
ers, we understand 
what is needed to 
carry you safely 
through tough indus-
tries and working 
environments. With 
the expansion of our 
new range and styles, 
Lemaitre expands into 
new terrains.

Lemaitre, from one 
worker to another….

Lemaitre expands into new terrains
Advertorial
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NEW components have 
been developed for poly-
mer energy chains that 
can easily be installed to 
extend their service life 
in long-travel applica-
tions in a wide range of 
applications.

The energy chains, 
manufactured by the 
world’s foremost pro-
ducer of polymer energy 
chains, igus, are used 
extensively within the 
country’s ports, logis-
tics centres, mines and 
other industries where 
they are able to safely 
guide cables and hoses 
to reduce damage and 
abrasion, as well as 
provide a neat and safe 
environment around the 
equipment. The com-
pany’s carefully engi-
neered polymer energy 
chains have become 
the standard for energy 

chains used in industry 
and the company’s E4.1 
energy chain system is 
also widely used in long-
travel applications.

The addition of 
advanced new glide 
pads and roller chain 
links for quick retrofit-
ting now enable users 
to expand the service 
life of the chains quickly 
and cost effectively, 
especially where they 
are used in abrasive 
environments, very high 
speeds or extreme travel 
lengths. 

Igus South Africa 
managing director, Ian 
Hewat, says more than 
25 000 igus energy 
chains move over long 
distances every year, 
whether indoor or out-
door cranes, mobile 
cranes, storage retrieval 
units CNC applications, 

tripper cars, linear 
robots, Ship-To-Shore 
cranes, storage and 

retrieval units or lin-
ear robots. In all these 
areas of application, 

customers worldwide 
rely on the tough and 
modular E4.1 energy 

chain system from igus.
“The energy supply 

system has an undercut 
design and thus a high 
torsional rigidity. It is 
quiet and variable in 
heights and widths. In 
90 per cent of gliding 
applications, the E4.1 
is the universal solu-
tion. To extend the ser-
vice life of the energy 
chain, especially in 
abrasive environments, 
igus has now intro-
duced glide pads with 
which the chain can be 
easily upgraded. The 
wear-optimised sliding 
elements can be eas-
ily placed on the chain 
links in the inner radius. 
They are made of a 
highly abrasion-resis-
tant igumid polymer.

“Rollers on the new 
igus energy chains 
reduce the push/pull 

forces on long travels 
and ensure a signifi-
cantly longer service 
life of the energy sup-
ply system. Their use 
is particularly worth-
while at high speeds of 
up to 10m/s or very long 
travels where the roller 
chain links reduce the 
drive power by up to 
37 per cent, saving a 
significant amount of 
energy. 

The new roller chain 
links and glide pads 
provide a customised 
energy supply system 
for every special appli-
cation from 50mm to 
1km travel. 

igus South Africa, Ian 
Hewat, managing direc-
tor, Tel: (011) 312 1848, 
Fax: (011) 312 1594, 
Email: ihewat@igus.de, 
Web: www.igus.co.za 

Extending the life of long-travel energy chains

Advanced new glide pads and roller chain links have been developed to extend the 
life of igus E4.1 energy chains

FOR South Africa’s 
women entrepreneurs, 
the quest for empower-
ment is not restricted to 
one day or month each 
year – it’s ongoing.

Women make up 

less than 20% of busi-
ness owners in South 
Africa; and 59% of 
women-owned busi-
nesses operate in the 
sectors hardest hit by 
the pandemic, such as 

restaurants and retail.
These statistics come 

from the latest Master-
card Index of Women 
Entrepreneurs, which 
analyses how women in 
business are progress-
ing across 58 global 
economies. The index 
also shows that female 
small business own-
ers in South Africa are 
increasingly staking 
their claim: they are as 
well educated as their 
male counterparts and 
have almost the same 
access to financial ser-
vices. Cultural percep-
tions of women entre-
preneurs are improving 
fast.

But with gender 
inequalities and other 
challenges – not least 
the COVID-19 pan-

demic – persisting, 
more than lip service 
is needed to ensure 
women reach their 
potential in helping 
to drive the country’s 
economy.

Never stop asking 
tough questions’

Things are slowly 
changing, but the 
wine industry is still 
male-dominated, says 
Koni Maliehe, owner 
and founder of West-
ern Cape-based Koni 
Wines.

Being faced with 
both gender and race 
barriers tends to push 
women entrepreneurs 
to embrace creativity 
to drive business suc-
cess. “We need to be 

assertive. We can still 
be compassionate while 
driving hard results.”

Maliehe, who had 
already been selling her 
wines online before the 
pandemic, switched her 
focus and increased her 
social media presence 
when COVID-19 and 
the resultant levels of 
lockdown hit the wine 
industry hard.

“What I’ve learnt 
over the past 17 months 
of the pandemic is to 
focus on what I can con-
trol, and give it my best 
attention while contin-
ually finding winning 
ways to improve the 
business.”

She has learnt to be 
resilient in the face 
of adversity – two 
years before the virus 

changed everything, 
she found herself in 
a “dark place” when 
funding was not forth-
coming and she needed 
her inner strength 
and some luck to pull 
through. That difficult 
time also showed her 
that interpersonal and 
networking skills are 
vital to run a successful 
business.

“Results inspire and 
motivate me. Each 
milestone, each step 
towards reaching the 
goal is fulfilling.”

She believes mentor-
ship for young women 
wanting to enter busi-
ness is vital. “As I grow 
in business, transfer-
ring my knowledge to 
the upcoming genera-
tion of younger women 

is crucial. I will con-
tinue to volunteer my 
time and collaborate 
with other women – 
together, we can do 
more and reach more 
women.”

Her tips for young 
women entrepreneurs? 
Be open to learning, be 
able to embrace failure 
and “never stop asking 
tough questions”.

* The small busi-
ness featured here is 
supported by insurer 
Hollard’s Big Ads for 
Small Business initiative 
that aims to help small, 
medium and micro-
enterprises thrive, to 
their own benefit and 
that of their communi-
ties and the broader 
economy.

Women-owned SMMEs push for change

Koni Maliehe.

THE delegation tried 
to hammer out an 
agreement that can 
be announced at the 
COP26 climate talks.. 
Two people familiar 
with the talks said. 
The discussions with 
South Africa — the 
world’s 12th-biggest 
emitter of greenhouse 
gases — included rep-
resentatives from the 
US, UK, Germany, 

France and the Euro-
pean Union.

While South Africa 
is under pressure to cut 
its dependence on coal, 
which accounts for 
more than 80% of 
its power generation, 
it needs finance to 

facilitate the transi-
tion to cleaner energy. 
Developed nations 
may also need to find 
a way to address the 
challenges faced by 
South Africa’s state-
owned power utility, 
which is burdened by 
R400-billion of debt.

The envoys met 
with South African 
ministers includ-
ing Pravin Gordhan, 

the public enterprises 
minister whose port-
folio includes over-
sight of power utility 
Eskom Holdings, Bar-
bara Creecy, the envi-
ronment minister, 
and Ebrahim Patel, the 
country’s trade and 

industry minister, the 
people said, asking not 
to be identified as a 
public announcement 
has yet to be made. 
Talks will be held with 
South Africa’s politi-
cally powerful labour 
unions, business lead-
ers and the Presidential 
Climate Change Coor-
dinating Commission, 
three people familiar 
with the arrangements 
said.

The South Afri-
can ministers pressed 
for details on what 
finance was avail-
able, but the envoys 
favour an incremental 
approach and more 
commitments from 
South Africa, the peo-
ple said. While Gord-
han urged support for 
Eskom, other options 
such as transitioning 
South Africa and its 
car industry toward 
electric vehicles were 
also discussed, they 
said.

Albi Modise, a 
spokesperson for 
the environment min-
istry, confirmed that a 
group of ministers met 
with the envoys but 
declined to comment 
further, saying a state-
ment will be issued 
later. 

Some senior mem-
bers of South Africa’s 
government are push-
ing hard for climate 
mitigation measures. 
President Cyril Rama-
phosa chairs the cli-
mate commission he 
created last year and 
its more ambitious 
emissions reduction 
target was adopted by 
cabinet this month. 
Creecy has said devel-
oped countries need to 
boost energy transition 
and climate-adaptation 
funding to developing 
nations.

“South Africa is 
well-positioned to 
obtain concessional 
finance both for the 

country-wide climate 
transition and the 
electricity transition 
in particular,” Gord-
han said in a response 
to queries before the 
meeting.

Still, the pivot from 
coal faces opposition 
within South Africa. 
Gwede Mantashe, 
the country’s energy 
minister, has advo-

cated for the con-
struction of new coal-
fired power stations. 
Mantashe, the former 
head of the National 
Union of Minework-
ers, is the politically 
influential chairman 
of the ruling African 
National Congress.

The move to reduce 
South Africa’s reliance 
on coal comes as Chi-

nese demand pushes 
prices toward record 
highs. The dirtiest 
fossil fuel, which was 
struggling against 
cleaner energy sources, 
is now seeing its big-
gest comeback ever, 
complicating interna-
tional climate talks. 

https://greeneconomy.
media/

International climate deal could solve SA’s energy and economy crisis
Some of the world’s richest nations recently met with South African cabinet ministers to discuss a climate 

deal that could see billions of dollars put toward ending the country’s dependence on coal.

Story update:  
It was announced at COP26 in Glascow 
that South Africa would receive R131bn 

over the next 3-5 years.



10   CBN November 2021

SVI Engineering, spe-
cialist manufacturer 
of armoured products, 
has been contacted by 
its clients in the mining 
and security industries 
for a solution in clearing 
road barricades during 
riot action. Designed 
from scratch, the SVI 
anti-riot scraper more 
than meets the require-

ments by enabling stan-
dard vehicles, like the 
Toyota Land Cruiser 
79, to safely clear a path 
through the debris to 
allow security and med-
ical personnel access to 
critical locations.

Design and operation

The SVI anti-riot 

scraper and hydraulic 
power pack come as 
a unit for easy instal-
lation in a couple of 
hours. The mass of 
around 100 kg is com-
parable to a standard 
bulbar and winch fit-
ted to many off-road 
vehicles.

Functioning as a 
normal bumper in 
the raised position, it 
can be hydraulically 
lowered (and raised) 
by pressing a button 
inside the cabin. Dif-
ferent angles of attack 
are available depend-
ing on the obstacle that 
needs to be moved.

A fire-extinguishing 
option is available that 
can be fitted to the blade 
to extinguish burning 
objects as the vehicle 
approaches them.

Application

The first unit is now 
available for the Toy-
ota Land Cruiser 79 
(and its MAX 3 deriv-
ative) but SVI can 
adapt the system for 
many other vehicles 
upon request. SVI 
is currently develop-
ing a version for the 
Toyota Hilux and Ford 
Ranger bakkies.

Manufacturing and 
cost

The SVI scraper takes 
four weeks to manu-
facture from order and 
installation is com-
pleted in less than a 
day. 

The retail cost for 
the Land Cruiser 79 is 
R 64,995.00 ex VAT.

“SINCE the onset of 
the COVID-19 pan-
demic early last year, 
financial institutions 
have accelerated their 
digital transforma-
tion programmes. 
Many customers have 
embraced using online 
channels for everything 
from applying for loans 
and buying goods, to 
performing interna-
tional transfers and 
other high value trans-
actions. This has seen 
branch visits and ATM 
transactions reducing 
considerably over the 
past 18-months,” says 
Marcin Nadolny, Head 
of EMEA Banking & 
Insurance Fraud at 
SAS. 

Cyber fraud, digital 
payments fraud, iden-
tity theft, and employee 
embezzlement are all 
on the increase. In fact, 
the pandemic has seen 
the fraud and finan-
cial crime landscape 
shifting to become 
even more technology-
driven than in the 
past. Cybercrime-as-
a-service, digital fin-
gerprints for sale, SIM 
swapping, social engi-
neering, malicious use 
of AI, and digital skim-
ming even when cards 
are not present are just 
some of the new styles 
of attacks. 

Data and analytics 
have become key tools 
to combat the surge 
in financial-related 
crimes. AI, and specifi-
cally machine learning, 
can provide financial 
institutions with auto-
mated algorithms that 
incorporate a cross-

channel view of cus-
tomer behaviour, help 
to spot complex fraud 
trends and reduce false 
positives in parallel. 
Information about 
devices, the geoloca-
tion of users, and even 
behavioural biometrics 
are playing the role of 
additional fuel for ana-
lytics. 

Grozdana Maric, 
Head of CEMEA 
Fraud & Security 
Intelligence at SAS, 
agrees that fraud 
detection and investi-
gation can be signifi-
cantly supported by AI 
and machine learning 
technologies. 

“Fraud risk is esca-
lating for financial 
institutions and other 
business. Using the 
technology and analyt-
ics to address all types 
of fraud becomes an 
increasing need, allow-
ing for more sophis-
ticated detection and 
investigation methods, 
reduced costs, and 
increased efficiencies,” 
she says. 

“But this does not 
mean introducing 
more authentication. 
Instead, it is about 
incorporating stronger 
authentication into the 

environment. Admit-
tedly, it is becom-
ing more complex to 
authenticate users 
without causing delay 
in the convenience 
consumers are seeking 
from digital channels. 
Things like 3D Secure 
authentication, one-
time passwords, bio-
metric security mea-
sures, and tokens can 
all be considered to 
increase security with-
out impeding the flow 
of the customer experi-
ence,” says Maric. 

Exploring connec-
tions and interac-
tions between people 
to catch more fraud 
becomes increasingly 
important in the con-
nected landscape. 
Through this network 
analytics driven by AI 
and machine learning, 
organisations can bet-
ter identify suspicious 
communities, organ-
ised crime groups, 
collusion between 
employees and custom-
ers, and even direct 
and indirect links to 
known fraud cases.
 
More information can 
be found on SAS for 
Fraud, AML and Secu-
rity Intelligence. 

By Alex Kuptsikevich, 
the FxPro senior 
market analyst

 
SINCE the end of Sep-
tember, we have seen 
Brent crude oil regu-
larly update its highs 
from 2018, and its 
price has exceeded $85 
almost daily since the 
beginning of last week, 
where even in 2018 it 
only spent a few hours.

For the US Oil, 
WTI, since the begin-
ning of October, it 
has been close to $85 
and has been rewrit-
ing highs since 2014 
on an almost daily 
basis. In both cases, 
the RSI indicator 
on the weekly charts 
exceeded 70, entering 
the overbought area. 
This situation makes 
you look for signs of an 
impending correction, 
although it is not a sell 
signal yet.

The history of the 
RSI indicator is related 

to the weekly time-
frames and the com-
modity market, so it 
is considered a very 
reliable signal. Trad-
ers should keep their 
fingers on the pulse 
because the sell signal 
in Oil on this index will 
come when the weekly 
decline under the 70 
mark.

However, beware of 
the bears. As in the 
case of gas in recent 
weeks, the reversal is 
often preceded by a 
sharp intensification of 
the trend, which takes 
out the margin calls.

Among the funda-
mentals, bears should 
keep an eye on the Dol-
lar: a rebound in the 
Dollar is negative for 
the price. In addition, 

the next meeting of the 
OPEC+ monitoring 
committee is coming 
up, where an increase 
in production quotas 
will be considered.

Interestingly, despite 
hot energy prices, Oil, 
particularly US pro-
duction and drilling 
activity, has been slow 
to recover, helping the 
price to climb. That 
said, the end of the 
auto season is helping 
to stabilise and sup-
port the rise in crude 
stocks, which have 
increased by 12.6m in 
the last four weeks. 

A new batch of data 
is expected to show 
a further 2M barrels 
increase in inventories 
over the past week. A 
larger growth has the 
potential to be a trig-
ger for a correction in 
Oil. However, a more 
serious and long-term 
effect should still be 
expected from OPEC+ 
actions and comments 
early in the month.

Combating fraud 
with AI

Crude Oil climbed too high, 
vulnerable to a correction

“Among the 
fundamentals, bears 

should keep an eye on 
the Dollar: a rebound 

in the Dollar is 
negative for the price.” 

Anti-riot hydraulic scraper

Jacques Moolman, 
President of the Cape 

Chamber of Commerce 
& Industry is outraged, 
yet again and with just 

cause.

ONE in six senior civil 
servants has engaged 
in activities “that pose 
potential conflicts of 
interest” is disconcert-
ing, according to the 
Public Sector Commis-
sion’s annual report to 
Parliament,

Such delicate– almost 
Victorian politeness 
– will not trouble the 
guilty unless they are 
confronted and suffer 
consequences commen-
surate with their high 
pay grade.

To be fair, elsewhere 
in the Commission’s 
report shows a little more 
backbone.  It places the 
responsibility of fixing 
the problem with the 
men and women at the 
top of the civil service 
tree and calls on them to 
lead by example.

Unfortunately, it 
is yet another way of 
being ultra-polite and 
unlikely to hasten 
remedial action.

The tone remains 
timid, as in this example:

“Executive authorities 
need to strengthen their 
resolve in enforcing full 
compliance with the 
regulatory provisions 
under all circumstances 
and to deal decisively 
with defaulting heads 
of departments. This 
would help in setting the 
tone from the top.”

Setting the tone might 
help. Or it might not. So 
many of those breaking 
the rules of good gov-
ernance could not care 
less what the PSC says. 
The report complains 
that only   9 792 of the 
10 032 financial disclo-
sure forms it sent out 
came back. The 240 who 
did not bother were all 
senior managers.

The entire State 
Security Agency 
(SSA) ignored the PSC 
request. Others that 
refused included five 
director generals and 
four heads of depart-
ments.

Data received by the 
rest painted a picture 
of serious rot lower 
down the Civil Service 
pecking order. The 
Commission found that 
3 048 senior managers 
had an interest in com-
panies”.

Some 400 senior 
managers did not dis-
close their interest in 
companies. Among 
them were 15 direc-
tors general or heads of 
departments, 35 deputy 
directors-general, and 
120 chief directors.

“Disconcerting” does 
not cover this appall-
ing situation. Nor does 
it augur well for any 
action being taken to 
stop the corruption.

Such tippy-toeing 
around corruption by 
using polite words sends 
yet another signal that 
South Africa is not a 
place where potential 
investors should risk 
their money to build 
new factories to employ 
more people.

It is no secret that 
our civil services at all 
levels of government 
have been politicized 
to a greater or lesser 
extent to the detriment 
of the country and the 
private sector economy 
in particular.

The PSC has at least 
quantified the number 
of civil servants who 
see their employment 
as an opportunity for 
self-enrichment rather 
than to provide a ser-
vice to citizens.

It is unfortunately 
clear that without strong 
action against corrup-
tion in the civil service 
in all its guises we risk 
not state capture, but 
state collapse.

Finding the right words to describe 
civil service corruption

THE Energy Council 
of South Africa was 
launched 03 November 
by founding members 
from across the energy 
value chain, both public 
and private. The Coun-
cil will play a leading 
and collaborative role 
in the development and 
transition of the coun-
try’s energy sector. 

The initiative is led 
by CEOs from Anglo 
American, Central 
Energy Fund (CEF), 
Eskom, Exxaro, Indus-
trial Development Cor-
poration of South Africa 
(IDC), Sasol, TotalEn-
ergies South Africa and 
naamsa, who will serve 

on the interim board. 
“The Energy Coun-

cil’s purpose is to serve 
as the collective and 
unified voice of the 
energy sector in South 
Africa. We aim to play 
a leadership role in 
driving stakeholder 
and policy alignment, 
and assist in address-
ing major issues across 
the energy landscape, 
to promote the sustain-
able supply and use 
of energy for inclusive 
economic growth. With 
the founding member 
companies on board, 
we look forward to wel-
coming new members 
as we progress devel-

oping the enabling 
infrastructure required 
to effectively run the 
Council,” said Fleet-
wood Grobler interim 
Chairperson, Energy 
Council of South 
Africa. 

The Department of 
Mineral Resources and 
Energy (DMRE) is a 
key stakeholder of the 
Council and Mr. Gwede 
Mantashe, Minister of 
Mineral Resources and 
Energy, said: 

“I congratulate all the 
companies involved in 
taking the initiative to 
establish this Council. 
There will now be one 
voice for the energy sec-

tor, and I look forward to 
working with the Coun-
cil in developing a vision 
for the sector and a 
clear path to collectively 
realise this vision.” 

While the Council 
will, in its initial stages, 
be focused on setting 
up legal and governance 
structures, the founding 
members will actively 
engage the DMRE on 
policy matters to develop 
optimal pathways to 
grow the energy sec-
tor’s contribution to the 
South African economy. 

For more information 
visit: https://www.energy-
council.org.za/

Energy Council of South Africa launched
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DRY-type transformer 
specialist Trafo Power 
Solutions will sup-
ply two custom-engi-
neered mini-substa-
tions to a significant 
motor plant expansion 
near Pretoria. 

The two units will be 
located outdoors, serv-
ing to power the light-
ing system and security 
requirements of the 
facility, as well as other 
loads. While most 
mini-substations are 
equipped with conven-
tional oil-cooled trans-
formers, these units 
have dry-type trans-
formers – delivering a 
number of benefits to 
the customer. 

David Claassen, 
managing director of 
Trafo Power Solutions, 
says these include 
security and environ-
mental factors.

“Used by both the 
private and public sec-
tor, mini-substations 
must often be located 
in unprotected areas, 
making them vulner-
able to vandalism and 
theft,” Claassen says. 
“The oil-cooled trans-
formers are often tar-
geted for the copper in 
their windings, as well 

as the oil for the cool-
ing system.”

The dry-type trans-
former’s windings, by 
contrast, are cast in 
resin so the copper 
or aluminium cannot 
be readily accessed. 
There is also no oil to 
harvest, further reduc-
ing the incentive for 
criminals to destroy 
the structure. 

“In terms of envi-
ronmental consider-
ations, the dry-type 
transformer does not 
require any additional 

protective structure 
like walls or bunds to 
contain leaking oil or 
fire,” he says. “These 
units also require very 
little maintenance, eas-
ing the managerial and 
technical burden on 
the owner.”

While these two 
transformers are man-
ufactured in TMC 
Transformers’ world-
class facility in Italy, 
the design and manu-
facture of the balance 
of the mini-substation 
is carried out in South 

Africa. This gives 
Trafo Power Solutions 
a high level of control 
over the quality of 
the final product, says 
Claassen. 

“This also allows us 
to fully test the equip-
ment locally before it 
is delivered, installed 
and commissioned 
on site,” he says. “We 
embrace the opportu-
nity to manufacture 
locally as much as we 
can, to support local 
industries and enhance 
job creation.”

Mini-substations for motor plant 
boasts dry-type transformer

Mini substation housing built for outdoor application with 500kVA cast resin 
transformer.

THE entire run of 250 
issues of the South 
African investigative 
magazine, Noseweek, 
was donated to the 
Stellenbosch Univer-
sity (SU) Library and 
Information Service by 
Open Media Trust ear-
lier this year.

The donation 
includes physical copies 
of the magazine as well 
as a complete digital 
archive.

Published by 
Chaucher Publica-
tions, Noseweek sadly 
published its last print 
issue in March this 
year. The publication 
ran monthly from June 
1993, with Martin Welz 
as editor.

The publication 
describes itself as 
“South Africa’s only 
investigative magazine 
and features irreverent, 
independent, inside 
information about busi-
ness, the professions, 
politics and society in 
South Africa […] it is 
essential reading for 
anybody interested in 
what’s going on in the 
rainbow nation” (Nose-
week, 2021).

The forerunner of 
the publication was 
titled nose and was 
established by Martin 
Welz in 1983 with prize 
money he received as 
Parliamentary corre-
spondent of the Sun-
day Express for an 
exposé of “the cor-
ruption of doctors and 
public health services 

by a major pharma-
ceutical group” (Welz, 
1996). Nose was run 
until 1987 from Welz’s 
garage and impor-
tantly, some of these 
early typed and stapled 
issues form part of the 
physical collection 
donated to the Library.

The Noseweek col-
lection is undoubtedly 
a rich resource for 
research on contem-
porary South Afri-
can history, politics, 
government, society, 
business and journal-
ism. According to Prof 
Lizette Rabe, Chair 
of the Department of 
Journalism, SU, “It is 
thanks to journalism, 
especially investigative 
journalism, that South 
Africa’s brittle democ-
racy has been safe-
guarded. Noseweek will 
provide rich material for 
further research thanks 
to the courageous work 
of Martin Welz over so 
many decades – from 
pre-democracy’s dark 
days of apartheid, 
and, since the dawn of 
democracy, the incred-
ible range of corruption, 
fraud and state cap-
ture”.

The collection also 
enriches our manu-
script collections which 
have over the last few 
years been diversi-
fied by the addition of 
more contemporary 
collections such as the 
Frederik van Zyl Slab-
bert Collection, the 
IDASA collection and 

the digital Vrye Week-
blad collection. Most 
recently, we received 
the South African Debt 
Crisis 1985/1986 Col-
lection, launched on 
7 May this year. This 
critical collection is one 
very significant piece of 
the puzzle in terms of 
the road to democracy 
in SA and the end of 
Apartheid.

As an independent 
publication, Nose-
week had “unasham-
edly taken up the cause 
of the underdog, spo-
ken truth to power and 
managed to survive the 
odds with good humour 
for 28 years” (Welz, 
2021). The magazine 
often featured the line-
drawing cartoons of 
Gus Ferguson (1940-
2020), celebrated poet, 
publisher, cartoonist, 
and pharmacist.

According to radio 
journalist John May-
tham, Noseweek has 
“broken many major 
stories which subse-
quently appeared often 
without credit to Nose-
week in mainstream 
media and [played] an 
invaluable role in our 
media ecosystem”. He 
also described it as an 
“idiosyncratic impor-
tant publication that 
marches to a differ-
ent drum” (Maytham, 
2021).

Prof Janis van der 
Westhuizen, Chair, 
Department of Politi-
cal Science, describes 
the importance of the 

resource as follows: 
“A vibrant and active 
civil society consti-
tutes the lifeblood of 
a democracy, with a 
free and independent 
media sector playing a 
key role holding state 
leaders accountable to 
the people. As a small 
but vocal outlet, Nose-
week played a critical 
role in exposing cor-
ruption and the abuse 
of power during South 
Africa’s recent history. 
As such, it made a con-
siderable contribution 
to the creation of what 
the philosopher Karl 
Popper, described as an 
‘open society’ in South 
Africa. In as much, as 
one is saddened by the 
closure of small, inde-
pendent media outlets, 
such as Noseweek it is 
heartening to know that 
the entire collection of 
Newsweek will now be 
available to researchers 
and future generations 
through SUN’s digital 
media collection.”

The Library is hon-
oured to make this 
journalistic jewel freely 
accessible to research-
ers and the wider 
public by hosting the 
digital collection on 
our digital heritage 
repository, SUNDigi-
tal Collections. The 
collection can be 
accessed at http://
digital.l ib.sun.ac.za/
handle/10019.2/16692, 
where all 250 issues can 
be searched and viewed 
in PDF format.

Noseweek lives on

CUMMINS has imple-
mented its Dealer model 
in Angola, Mozambique 
and Zimbabwe, with the 
appointment of six new 
Dealers.

“We are committed 
to serving our customer 
base in the Southern 
African region through 
our new channel part-
ners giving them the 
capability to provide 
end-of-mile support,” 
explains Racheal 
Njoroge, MD of Cum-
mins South Africa. 
Cummins utilises this 
partnership model glob-
ally, with thousands 
of Dealers appointed 
around the world, 
“hence it is not some-
thing new we are intro-
ducing to the region.”

“The Cummins Dis-
tribution Business spans 
over 190 countries glob-
ally,” comments Patrice 
Ndzana, General Man-
ager: Cross Border Busi-
ness Southern Africa. 
“The focus is to ensure 
that efficient and reliable 
product supply and sup-
port is offered to our cus-
tomers while extending 
our footprint, enabling 
territory coverage and 
capable networks.”

Cummins’ main path 
to market is through its 
distribution channels, 
fully or wholly owned 
entities, joint venture 
partnerships, indepen-
dent distributors, or 
Dealers. “In terms of 
these three countries, 
we are now transition-
ing to that Dealer sup-

port model,” highlights 
Njoroge. From a foot-
print perspective, Cum-
mins is not reducing its 
coverage as a result. “It 
is very important for our 
customers to understand 
that we are not exiting 
these countries.”

All the new partners 
have been provided 
with the necessary 
training to familiarise 
them with Cummins’ 
processes and proce-
dures. Parts availability 
and technical training 
are critical elements 
of Cummins’ supe-
rior service, which the 
Dealer will continue 
to provide, in addition 
to escalated support 
being available from 
the Cummins technical 
team. “This allows for 
a smooth transition in 
terms of customer sup-
port,” stresses Njoroge.

Two local Dealers 
have been appointed 
for each of the three 
countries to ensure that 
Cummins has an exten-
sive and flexible network 
suited for local market 
requirements and will 
allow for future growth. 
Mining and power gen-
eration remain the big-
gest growth markets for 
Cummins in the region, 
followed by marine, 
oil & gas, construction 
and automotive. “Such 
diversification has stood 
us in good stead in the 
Southern Africa region, 
where our strategy has 
been to continue to 
service our customers, 

despite any prevailing 
volatility or uncertainty 
in the region,” highlights 
Ndzana.

The Southern Africa 
region is serviced by the 
Regional Distribution 
Centre (RDC) in Johan-
nesburg, which oversees 
the supply chain for the 
entire Dealer network, 
from parts to filtration 
and whole goods (engines 
and gensets). In addition, 
the Master Rebuild Cen-
tre is a critical pillar of 
Cummins’ 24/7 support 
and back-up operation 
for the mining industry, 
reinforced by the training 
centre which ensures that 
all Cummins technicians 
are fully trained and up 
to date with the latest 
technology.

The new dealers 
appointed in the South-
ern Africa region are as 
follows:
•	 Angola
•	 Namib Diesel CC
•	 Máquínas e Trac-

tores de Angola, Lda 
dba M.T.A

•	 Mozambique
•	 S A Tube & Honing 

(Pty) Ltd T/A TSM 
Engineering Socie-
dade Unipessaol 
Limitada

•	 Equator Equipamen-
tos, SA 

•	 Zimbabwe
•	 Applied Diesel & 

Power (Private) 
Limited

•	 Machinery Exchange 
(Private) Limited

Cummins appoints new 
dealers in the Southern 

Africa region

MOODY’s Investors 
Service (“Moody’s”) 
has affirmed the Af-
rican Development 
Bank’s (www.AfDB.
org) Aaa long-term is-
suer and senior unse-
cured ratings. 

The outlook remains 
stable.

In a rating action note 
dated 28 October 2021, 
Moody’s said the key 
factors underpinning 
the affirmation include 
robust capital buffers, 
combined with superior 
risk management which 
contain the challenges 
associated with low de-
velopment asset credit 
quality amid a difficult 
operating environment; 
very strong access to 
funding which supports 
the bank’s ample liquid-
ity buffer; and very high 
support from regional 
and non-regional share-
holders to support the 
African Development 
Bank’s development 
mandate.

“The stable outlook 
reflects Moody’s expec-
tations that African De-
velopment Bank’s capi-
tal and liquidity buffers 
will remain in line with 
Aaa peers and that pru-
dent risk management 
practices will maintain 
nonperforming assets 
at low levels despite a 
challenging operating 
environment,” the note 
further said.

The outlook is also 
based on expectations 
that the Bank’s share-
holders will continue 
to provide substantial 
support, through regu-
lar capital increases, 
and when necessary, 
the provision of sup-
port beyond contrac-
tual obligations.

The note also com-
mented on the Bank’s 
solid capital position. 
“After several years of 
rising leverage, AfDB’s 
leverage ratio improved 
slightly to 295% in 2020, 
compared with 298% in 

2019. This reflected a 
combination of a slower 
pace of lending growth 
and the first contribu-
tions made under the 
latest general capital 
increase, GCI VII, 
which was approved by 
AfDB’s board in 2019.” 
Moody’s expects further 
paid-in capital contribu-
tions from shareholders 
to prevent a deteriora-
tion in leverage over the 
next several years.

Non-regional mem-
ber countries account 
for 40% of the Bank’s 
capital subscription, 
including a number of 
highly rated sovereigns 
like the United States 
(Aaa, stable), Japan 
(A1, stable), Germany 
(Aaa, stable), Cana-
da (Aaa, stable) and 
France (Aa2, stable), 
highlighting the abil-
ity and willingness of 
shareholders to support 
the African Develop-
ment Bank’s develop-
ment objectives.

Moody’s affirms ADB AAA 
rating, stable outlook

The bank’s liquidity buffer is among the strongest within the 
AAA-rated peer group, with liquid assets covering 101% of net 

cash outflows over an 18-month horizon
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Tel: +27 21 948 3971

Email: sales@hosessa.com

Web: www.hosessa.com

Boreline
the flexible rising main

•  Up to 300m lengths
•  Easy Storage
•  Easy Handling
•  Easy Transport

•  5-Year Warranty
•  Low Friction Loss
•  High Tensile Strength
•  Potable Water Approved

BorElinE is a Flexible Riser of exceptional strength and 
durability that makes the installation and retrieval of 
submersible borehole pumps fast and simple.

Specially designed to replace Steel Risers, BorElinE is 
completely inert to rust and due to its flexibility, no internal 
scaling can take place.

BMG’s range of 
Garlock sealing prod-
ucts includes a ver-
satile sealing system 
that replaces mechan-
ical seals in industrial 
pump applications.

Garlock’s Hydra-Just 
system is a reliable, 
leak-free rotary sealing 
system, which consists 
of a minimal number of 
components and comes 
completely split, elim-
inating the need for a 
costly dismantling pro-
cess or backup equip-
ment. Machinery can be 
serviced without having 
to uncouple the motor.

“Because this system 
provides cool, dry oper-
ation, with no product 
dilution, overall water 
consumption is signifi-
cantly reduced. Unlike 
mechanical seals, this 
sealing system can 
withstand fluctua-
tions in water pressure 
and is more effec-
tive in high pressure/
low flow conditions,” 
explains Michael 
Bissett, Operations 
Manager, BMG’s Seals 
and Gaskets division. 
“Conventional packing 
must leak to perform, 

and common system 
upsets adversely affect 
the performance of 
mechanical seals. With 
this system, which uses 
braided rings in con-
junction with other 
h i g h - p e r f o r m a n c e 
materials, a truly leak-
free rotary seal is cre-
ated, with no risk of 
catastrophic failure.

“This means users 
are able to optimise 
uptime and schedule 
maintenance around 
production needs, 
rather than re-schedul-
ing production around 
seal failures.”

These low main-
tenance Hydra-Just 
seals, which are easy 
to install, can go any-

where that a single 
mechanical seal is cur-
rently being used. This 
sealing system has high 
abrasion and chemical 
resistance which means 
efficient operation, 
even in demanding 
environments.

Important compo-
nents of this system 
are the flowmeter, 
needle valve and pres-
sure gauges that regu-
late and measure the 
pressure of seal water. 
The barrier pressure 
ring efficiently directs 
seal water pressure in 
such a way as to main-
tain equal force on the 
inboard and outboard 
seals. No additional 
equipment is required 
with this system – just 
13 – 45 l/h of pressur-
ised seal water.

Because these seals 
do not use a machined 
seal face, this system 
can tolerate moderate 
amounts of wear in the 
stuffing box. 

Garlock products are 
supported by BMG’s 
technical advisory and 
24 hour support service 
throughout Southern 
Africa. 

An innovative alternative to 
mechanical seals  

BMG’s Garlock Hydra-Just system is a reliable, 
leak-free rotary sealing system.

SULZER is proud that 
its latest addition to 
the submersible pumps 
family, the XJ 900 
submersible dewater-
ing pump, has won the 
Product of the Year 
category in the Pump 
Industry Awards pro-
gramme.

These awards are 
regarded as one of 
the leading industrial 
events, having recog-
nized excellence for 
twenty years. The final-
ists were selected by a 
judging panel including 
independent experts 
and representatives 
from the press and 
sponsoring companies, 
as well as open voting 
through the organizer’s 
website and various 
social media outlets.

Like all Sulzer sub-
mersible drainage 
pumps, the new XJ 900 
offers an economical 
and reliable option for 
dewatering applica-
tions. Whether work-
ing in mining, tunnel-
ling or construction, 
the pumps are a valu-
able asset in handling 
water ingress with 
reduced energy usage 

and downtime. The 
new pump includes sev-
eral outstanding design 
features including the 
innovative and state-
of-the-art hydraulic 
design which allows 
for easy conversion 
between high-head 
and high-flow applica-

tions without having to 
change impellers.

The XJ 900 under-
went rigorous field 
testing in different crit-
ical applications and 
was exposed to some of 
the severest operating 
conditions, exceeding 
all expectations. 

XJ 900 awarded 
Product of the Year

“The new pump includes several outstand-
ing design features including the innovative 
and state-of-the-art hydraulic design which 
allows for easy conversion between high-
head and high-flow applications without 

having to change impellers.”

https://www.hosessa.com
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If its not INVAL, it’s not Invincible

THE installation of 
Grundfos pumps and 
related equipment as 
part of an interna-
tional beer brewer’s 
expansion in Gauteng 
highlights a common 
commitment to water 
and energy efficiency.

A range of Grundfos 
submersible pumps, 
smart digital pumps 
and vertical multistage 
centrifugal pumps are 
installed at this Sed-
ibeng-based brewery’s 
wastewater plant and its 
water treatment plant. 

The installation, 
which is in line with the 
brewer’s commitment 
to conserve water as 
a precious resource, 
included the installa-
tion of a water recov-
ery plant, allowing the 
operation to further 
optimise water use 
within its facility. 

The expansion also 
saw the upgrading of 
the water treatment 
plant, where clean 
‘raw’ water from the 
municipality is further 
purified for brewing 
purposes. After the 
beer is produced, beer 
residues and water 
used for pipe cleaning 
is treated to meet reg-
ulated environmental 
discharge limits. This 
can also be re-used for 
cleaning, reducing the 
need to draw on the 
municipal supply. 

According to Ray-
mond Makgoga, 
Grundfos associate 
sales engineer, three 
Grundfos submersible 
wastewater pumps were 
provided to transfer 
water from the brewery 
to the water recovery 
plant. After the sed-
imentation process, 
water is pumped to the 
reclamation plant for 
final treatment. In this 
circuit, around 6 000 
m3 of water is pumped 
daily, with the pumps 
being driven by 15 kW 
high-efficiency motors 
with IE3 rating.

Accurate dosing

“In the water treat-
ment plant, a number 
of Grundfos Smart 
Digital S and Smart 
Digital XL pumps are 
installed, mounted 
on dosing skids,” says 
Makgoga. “These must 
accommodate a range 
of chemicals from 
sodium hydroxide and 
sodium hypochlorite 
in the reverse osmosis 
circuit, to citric acid 
and anti-scalant in the 
ultra-filtration circuit.”

Makgoga describes 
this function as a crit-
ical part of the brew-
ery’s operation, and 
comments on the value 
of Grundfos control 
systems.

“These systems give 
a high level of con-
trol, communicating 
vital data between the 
pump and the PLC so 
that chemical dosing is 
accurate and appropri-
ate,” he says. 

“This eliminates 
over-dosing and 
ensures that chemicals 
are not wasted; the 
Grundfos pumps are 
able to measure the 
volumes of water flow 
and then dose in pro-
portion.”

The dosing pumps 
were supplied with 
the complete package 
including Grundfos’s 
CIU 500 interface. The 
CIU 500 is a stand-
ard interface for data 
transmission between 
an industrial ethernet 
network and a Grund-
fos pump or controller, 
making data exchange 
possible between 
Grundfos pumping 
systems and a PLC or 
SCADA system. 

Other accessories in 
the package were pres-
sure relief valves, pres-
sure loading valves for 
maintaining pressure 
on the discharge line, 
and pulsation dampen-
ers to ensure smooth 
dosing flow.

Saving energy

Energy efficiency is 
also an important fac-
tor, considering the 
significant energy con-
sumed by wastewater 
treatment plants. Some 
28% of the Sedibeng 
facility’s energy is 
consumed by utilities, 
which are therefore 
the first port of call for 
energy saving efforts. 
Large pumps in the sys-
tem transfer about 1,750 
m3 of water per hour 
around the brewery, for 
instance, pumping 24 
hours a day. To monitor 
and conserve energy, he 
says the company uses 
a Utilities Benchmark 
Model (UBM) which 
compares the electric-
ity used with the kilo-
grams of water treated 
and chemical oxygen 
demand (COD). 

The use of IE3 energy 
efficient motors in the 
Grundfos pump instal-
lations has assisted in 
reducing energy con-
sumption to about 1,3 
kW per kilogram COD 
treated, from a level 
of over 1,9 previously. 
These statistics are 
tracked daily, and the 
new equipment helps 
to facilitate this data 
tracking as the oper-
ation works towards 
even more demanding 
energy saving targets.

According to Nancy 
Khumalo, service sales 
at Grundfos, energy 
savings can be mod-
elled in advance to 
indicate how Grundfos 
pump installations can 
improve energy con-
sumption.

“This allows our cus-
tomers to consider how 
the Grundfos pumps 
could contribute to 
reducing their carbon 
footprint and their 
actual electricity costs,” 
says Khumalo. “We are 
also able to provide an 
estimation of the capital 
payback period based 
on these savings.”

Up-skilling

As part of the package 
Grundfos provided 
training and support to 
operator-level employ-
ees at the brewery. This 
allowed the plant staff 
to ‘take ownership’ 
of the equipment and 
understand more about 
its functioning. 

“Grundfos has been 
proactive in embrac-
ing our sustainabil-
ity vision, and is now 
guided by our Grund-
fos Strategy 2025,” 
he says. “Focusing on 
people and water, we 
share the same pas-
sion as our customers 
to impact positively 
on our global future 
through high-value, 
t e c h n o l o g y - d r i ve n 
solutions.”

Brewer pumps for 
efficiency

Raymond Makgoga, Grundfos associates sales 
engineer, in front of the water recovery plant at 

the brewery.

DUPONT announced 
it is launching Kalrez 
OG193 perfluoroelas-
tomers, a 95 durometer, 
FFKM compound that 
exhibits an excellent 
balance of properties 
for oil and gas applica-
tions. Kalrez OG193 
combines best-in-class 
Rapid Gas Decompres-
sion (RGD) perfor-
mance and chemical 
resistance with good low 
temperature and ther-
mal stability. It passes 
the acceptance crite-
ria for multiphase sour 
ageing according to 
ISO23936-2 and scores 
the highest rating at the 
Rapid Gas decompres-
sion test. It is an ideal 
fit for various applica-
tions in both upstream 
and downstream, such 
as oilfield production/
completion equipment, 
wireline and drilling 
tools, pumps, mechani-
cal seals, valves, com-
pressors and more.

“Kalrez OG193 is 
the perfect choice for 
all energy applications 

where compromising 
perf luoroelastomers’ 
performance is not an 
option,” said William 
Braule, application engi-
neer for Kalrez. “With 
this product, we can wel-
come a new era in Oil 
& Gas sealing perfor-
mance that enables our 
customers to continue 
to innovate and meet 
evolving performance 
expectations in the most 
extreme environmental 
conditions.”

With oil production 
being pushed into more 
extreme conditions and 
harsher environments, 
there is limited margin 
for error, considering 
the high costs associ-
ated to unplanned 
downtime. Manufac-
turers, contractors and 
well operators need to 
operate with equipment 
purposefully developed 
to resist harsh environ-
ments and offer a mar-
gin for safety. Choices 
must be made around 
selecting perfluoro-
elastomers based on 

their high chemical 
resistance vs. low tem-
perature performance. 
Kalrez OG193 Perfluo-
roelastomer offers ver-
satility without compro-
mise for a variety of key 
parts including O-rings, 
packers, bonded seals, 
chevron stacks, T-Seals, 
and many other applica-
tions including produc-
tion and completion 
equipment, pumps, 
valves, compressors and 
mechanical seals.

“We are excited to 
continue to expand our 

best-in-class Kalrez 
products into the energy 
sector,” said Donna 
M a c S w a i n - S a nt o s , 
Global Marketing Man-
ager for the Industrial 
Segment. “We are com-
mitted to developing 
innovative products for 
the Oil & Gas industry 
that also support our 
customers’ transition 
into alternative energy 
production.”

Kalrez OG193 Per-
fluoroelastomer is now 
available for sampling 
and sale.

New perfluoroelastomer product 
for oil and gas applications

http://www.invalve.co.za/
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water engineering you can trust

We proudly look back on more than 105 years in providing water 
transfer solutions. Let our knowledge and product create the right 
solution for you. 

Supplier of:  
• Solar water pumps for alternative energy requirements
• Borehole pumps and motors for water supply
• Booster pumps for irrigation or drinking requirements
• Sewage pumps for effluent transfer
• Drainage pumps for dewatering

For more infomation, or to acquire a quote for a 
project, contact us:  
 
Western Cape: Tel: 021 875 5781 / Helu Park, Protea 
Road, Klapmuts 
Gauteng: Tel: 011 452 4981 / Linbro Business Park,  
10 Starfield Road 
 
Sales enquiries: sales@elsumo.co       
General enquiries: info@elsumo.co
 
Visit our website at www.elsumo.co  

Technical assistance and advice:
• Cost-effective planning  

and projection of results 
• Preliminary investigations  

and testing facilities
• Pump system designs 
• Installation & repairs
• Maintenance programs  

and backup assistance
• Solar & alternative power  
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DYNAMIC Fluid 
Control, manufactur-
ers, designers and dis-
tributors of high-per-
formance valves used 
in mining, water and 
power generation sec-
tors, has launched the 
SKG-High Pressure 
series of slurry knife 
gate valves, designed 
in house and manu-
factured at its Benoni 
plant. 

The SKG-HP was 
developed and refined 
in response to cus-
tomer demand to 
solve problems typi-
cally experienced in 
harsh mining con-
ditions where valve 
installations with 
lower pressure ratings 
are not sustainable. 
High pressure valves 
are ideal in instances 
where the pipeline is 
required to accom-
modate larger volumes 
of media being trans-
ported.  

The valve is based 
on the same engi-
neering principles as 

DFC’s current range 
of SKG valves with the 
exception that the new 
series can handle pres-
sure over 51 bar. It is 
designed for multiple 
high-pressure and 
high-cycle applica-
tions in environments 
exposed to abrasive, 
scaling and corrosive 
slurries, sludge, liq-
uids and bulk solids. 

The packingless and 
robust design, heavy 
duty construction 
and replaceable elas-
tomer sleeves makes 
the SKG-HP ideal for 
applications where 
high abrasion resis-
tance is needed. 

The valve’s compact 
design leaves no seat 
cavity for solids build-
up that could poten-
tially block full gate 
closure. Moreover no 
metal part is in contact 
with the flowing media 
when the valve is in 
the fully open posi-
tion. The design can 
accommodate manual, 
pneumatic, electric or 

hydraulic actuation for 
easy conversion in the 
field.  

The SKG-HP offers 
precise control over 
the flow as the valve 
when fully opened 
has two identical elas-
tomer sleeves push 
against each other 
to form a cavity free, 
bubble tight seal to 
contain the line pres-
sure. These sleeves are 
easily replaced with-
out disassembling the 
valve. An integrally 
moulded encapsu-
lated stiffener ring 
maintains the rounded 
shape of the sleeves 
under heavy shearing 
forces associated with 
high pressure applica-
tions. SKG’s elastomer 
sleeves are designed 
to maximise rebound 
resilience and elastic 
recovery to improve 
abrasion resistance 
and sealing perfor-
mance in mineral pro-
cessing slurries.  

The valve has been 
reinforced with stron-
ger materials to with-
stand the pressure 
of mining slurries. 
This combined with 
bi-directional flow 
and shut-off reduces 
downstream leakage 
to negligible levels. 
The valve is also avail-
able in a version that 
is coated with Ziro-
flex, a hard chromium 
coating that not only 
improves wear and 
acid resistance but 
also has superior cor-
rosion and heat resis-
tance. 

High pressure slurry 
knife gate valves 

EMERSON has 
introduced the first 
valve assemblies that 
meet the design pro-
cess requirements of 
Safety Integrity Level 
(SIL) 3 per the Inter-
national Electrotech-
nical Commission’s 
IEC 61508 standard. 
These Fisher™ Digital 
Isolation™ final ele-
ment solutions serve 
the needs of customers 
for shutdown valves in 
critical safety instru-
mented system (SIS) 
applications.

Without this solu-
tion, users must specify 
all the individual valve 
components, procure 
each one, and assemble 
it into a working whole. 
Even if these steps are 
done correctly, this 
type of custom assem-
bly will still not pro-
vide all the benefits of 
the Digital Isolation 
assembly.

“We were excited 
to work with Emer-
son to accomplish the 
first certified valve 
assembly,” said Loren 
Stewart, exida evalu-
ating assessor for this 
project. “By provid-
ing a complete SIL 
solution for valve 
assemblies, Emerson 
is reducing unknown 
variables while help-
ing ensure safety is  

always paramount.”
Engineering a safety 

shutdown valve is a 
complicated task. The 
normal and upset pro-
cess conditions must 
be carefully evalu-
ated and understood 
when choosing valve 
and actuator compo-
nents. In addition, the 
proper combination 
of solenoids, brackets, 
couplings, and other 
critical hardware must 
be specified and care-
fully matched to the 
selected valve.  Each 
of these components 
must function individ-
ually and in concert to 
operate.

Emerson addresses 
these and other issues 
by providing an engi-
neered Digital Isola-
tion shutdown valve 
assembly, designed 
for each particular 
process. The various 
components are spe-
cifically selected to 
satisfy the application 
requirements. The 
entire assembly is sold 
as a fully tested and 
certified unit, with a 
single serial number 
and associated docu-
mentation delineating 
the details of every 
part of the assembly.

Because the assem-
bly is built as a com-
plete solution in 

Emerson facilities, it 
boasts a significantly 
improved probability 
of failure on demand 
(PFD) rate. In some 
cases, the failure rate 
of the assembly will 
be up to 50% less than 
the combination of the 
same valve compo-
nents purchased indi-
vidually and assembled 
by an end user.

This improved PFD 
results from the assem-
bly being certified as a 
whole system by exida, 
a global leader in prod-
uct certification and 
knowledge, to meet 
their rigorous Remote 
Actuated Valve 
Assembly require-
ments. By using this 
certified assembly, SIS 
designers may realize 
a substantial reduction 
in dangerous unde-
tected failure rates.

In one example, an 
Emerson customer was 

hoping to achieve a six-
year test interval for a 
SIL 2 safety interlock. 
When they performed 
a component SIL 
calculation on a 
standard shutdown 
valve, they could only 
achieve a SIL 1 level 
reliability at a six-year 
test interval. However, 
the Digital Isolation 
assembly exceeded SIL 
2 requirements using 
the same components. 
This allowed the plant 
to safety extend their 
run time to six years, 
generating millions of 
dollars in additional 
revenue.

To learn more about 
the Fisher Digital Isola-
tion Solution, please 
visit: https://www.
emerson.com/en-us/
automation/valves-
actuators-regulators/
control-valves/digital-
isolation-solutions

First complete SIL 3-certified 
valve assemblies

SOUTH African sub-
mersible and vacuum 
pump supplier, Inte-
grated Pump Tech-
nology, has reported 
an unprecedented 
demand for Grindex 
stainless steel pumps 
from customers on the 
Zambian and DRC 
Copperbelt.

As a result, the com-
pany has replaced cast 
iron and aluminium 
pumps with these 

stainless-steel units 
across a range of oper-
ating applications, and 
on remote mines in 
the region. It says the 
poor water quality in 
the region has seen 
acidity levels increase 
and pH drop. Operat-
ing conditions in areas 
experiencing acid mine 
drainage can put exces-
sive strain on pumps 
not suitable for highly 
corrosive applications.

Grindex stainless 
steel pumps are engi-
neered to operate reli-
ably in contaminated 
water and handle corro-
sive slurries with abra-
sive solids. The Grindex 
Inox plug and play range 
is manufactured from 
acid-proof stainless 
steel and operates in pH 
levels from 2–10, mak-
ing it suitable for use in 
mining applications on 
the Copperbelt.

The cast acid-proof 
stainless-steel impel-
ler ensures pumping 
capacities in corrosive 
slurries, while the dif-
fusers in the drainage 
pumps are rubber-
lined and adjustable 
to maintain optimum 
pumping performance. 
In the sludge pumps, 
the rubber-lined pump 
housing is highly abra-
sive resistant and oil-
resistant for longer life.

Unprecedented demand for 
stainless steel pumps

PUMPS & VALVES

ALLMECH, manu-
facturers of boilers and 
supplier of water treat-
ment components, is 
the sole official agent 
in South Africa for 
Runxin water treat-
ment systems. The 
company has decided 
to extend the range of 
Runxin softener and 
filter valves it stocks to 
accommodate projects 
with budget constraints 
as well as smaller plants 
that need to minimise 
installation costs. 

“These valves are 
ideal for residential 
softeners, smaller 
boiler softeners, ion 
exchange systems and 
for RO pre-treatment 

softeners,” explains 
Lynette Morrey, Busi-
ness Development 
Administrator at All-
mech. “Stocking these 
items will help us to 
serve a greater seg-
ment of the mar-
ket. We’re now 
able to offer prod-
ucts for smaller 
applications, a 
c o s t - e f f e c t i v e 
option for cash-
constrained cus-
tomers, as well as 
continuing to offer 
top-spec Runxin 
products to larger 
operators.”

All Runxin 
valves are made 
from durable and 

flame-retardant mate-
rials, ensuring they are 
impact and heat resis-
tant. Their ceramic 
core components are 
wear and corrosion 
resistant, increasing 

their longevity. 
“The ceramic ball 

valve range is also 
chemical resistant, 
which saves on replace-
ment of expensive brass 
fittings,” says Morrey.”

Runxin valve range extended

http://www.elsumo.co
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Keep every aspect of your fleet, Always Visible.

Transport & Logistics
With Ctrack’s 30 years experience, we can help you unlock 
better diagnostics, support compliance reporting, as well 
as provide tailormade analytics for both short term, and 
long-term decision making. Ctrack will optimise the right 
solution for your specific business needs. 

  Iris Camera Solution 
Front-Back-Side Facing Camera 
Options

  In Cab Device 
• Job Dispatch 
• Navigation 
• Messaging 
• Driver Behaviour Display

 Asset Monitoring

 Trailer Tracking

  Driver Identification &  
Driving Behaviour Monitoring

  Engine Performance  
Monitoring (CAN)

 Temperature Monitoring

  Remote Door Unlocking 
Door Open/Close Sensor

  Fuel Level &  
Consumption Monitoring

 Vehicle & Fleet Tracking

Keep your eyes on the road

www.ctrack.co.za  |  sales@ctrack.co.za  |  Call Centre: +27 (0)860 333 444 

Always 

Visible

OWNING and operat-
ing vehicles efficiently, 
no matter the industry is 
reliant on information. 

“No matter what 
industry your business 
operates in, if you use 
vehicles or moveable 
assets, then Ctrack can 
help. During Ctrack’s 
30-year history, we 
have developed cutting 
edge tracking and fleet 
management hardware 
and software solutions. 
We can also tailor-
make analytics to aid 
with short and long-
term decision making,” 
comments Hein Jordt, 
Managing Director of 
Ctrack SA.

A comprehensive 
fleet management solu-
tion ensures that ele-
ments including safety 
and security risks such 
as dangerous driving, 
safety, driver fatigue, 
theft, hijackings and 
area management can 
be mitigated.

Improved productiv-
ity is guaranteed when 
business owners know 
how their vehicles are 
being used. Efficient 
fleet management will 
ensure the avoidance 
of unnecessary costs 
incurred by factors such 
as speeding, accidents, 
fuel consumption and 
harsh driving.

Bespoke solutions for 
every industry

Whether your fleet 
consists of motorcycles 
or mining and yellow 
equipment or whether 
you operate within 
airports or the agri-
cultural sector, Ctrack 
has developed and per-
fected bespoke tracking 
and fleet management 
solutions for a wide 
variety of industries. 
Compact, battery-oper-
ated tracking devices 
mean that anything can 
be tracked, from com-
bine harvesters to small 
packages.

“Ctrack’s continued 
emphasis on research-
ing and develop-
ing next-generation 
products ensures that 
we remain ahead of 
the market, meeting 
demands for value-
added, flexible, feature-
rich, and cost-effective 
technology that keeps 
everything, Always 
Visible no matter your 
industry of operation,” 
said Jordt.

Ctrack also provides 
integrated solutions 
with third parties and 
products that are not 
normally seen as true 
tracking products. 
This one-stop-shop for 
fleet managers pro-
vides solutions such as 
a state-of-the-art cam-
era solution, Ctrack 
Iris, where transport 
and asset managers can 
view live camera foot-
age of dash-cams and 
up to six cameras fitted 
to trucks, trailers and 
inside cargo bodies. In-
cab devices that assist 
drivers with multi-

tasking and route man-
agement are a result of 
years of development 
of software reports that 
are easily accessible 
via mobile devices and 
cloud-based platforms.

Using data effectively

Ctrack can help any 
business, big or small, 
take the guesswork 
out of running fleets. 

Realtime, weekly or 
monthly reports anal-
yse the data and high-
light where an action 
or decision needs to 
be made, whether that 
is regarding driver 
behaviour, route opti-
misation or vehicle 
maintenance. 

Ctrack’s Bureau Ser-
vice is the complete 
outsourcing of fleet 
control room activities, 

backed by highly profi-
cient hindsight, insight 
and foresight data ana-
lytics and reporting.

Furthermore, easy to 
use software solutions 
include Ctrack’s Driver 
Centric Mobi appli-
cation. Using Ctrack 
Mobi, assets can be 
monitored from almost 
anywhere using a smart-
phone or tablet with an 
internet connection.

In addition to vehi-
cle locations, Ctrack’s 
real-time visibility soft-
ware, including mobile 
applications and web-
site dashboards, pro-
vide valuable informa-
tion on drivers, points 
of interest, ground cov-
erage, upcoming tasks 
and even a live produc-
tivity dashboard. 

The culmination 
of real-time visibility, 

proactive notifica-
tions and infographics 
ensures optimised and 
efficient asset utilisa-
tion and ultimately a 
more profitable opera-
tion across a variety of 
industries.

Africa Focus

With a presence in 
Africa stretching from 
South Africa as the 

base and representation 
in Zimbabwe, Namibia, 
Zambia, Ghana, Nige-
ria, Mozambique, 
Malawi, Senegal, Benin 
and the DRC, Ctrack is 
well-positioned to keep 
assets “Always Visible.”

For more information, 
contact Ctrack South 
Africa on 086 333 444 
or visit www.ctrack.
com/za

Solutions for an ever-changing business environment

https://www.ctrack.co.za
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Dexion offers efficient, cost 
effective solutions of all 
your storage requirements. 
Dexion racking is designed 
and manufactured in 
compliance with the S.E.M.A 
code of practice, providing 
you with a quality, fully 
adjustable storage solution.

<< Rack inspections, rack maintenance  
      and certification

<<   Static Racking
<<   Cantilever Racking
<< Shelving
<< Mezzanine Floors
<< Conveyors
<< Mobile Racking
<< Mobile Archive Shelving
<< Small Parts Storage & Bins
<< Staff Lockers

     Need a 
Storage 
  Solution?

www.dexionrackingandshelving.co.za

Cell 083 264 6043  Email ron@dexioncape.co.za
Tel 021 552 0220  Fax mail 086 517 2949

Southern Storage Solutions (Pty) Ltd  
t/a Dexion Storage Solutions

Unit 22 • Frazzitta Business Park cnr Koeberg & 
Freedom Way • Milnerton • Cape Town • 7441

By Andrew Dawson, 
MD at MACmobile

‘LINE of sight’ in the 
supply chain has taken 
on a new meaning in 
the age of Artificial 
Intelligence (AI) and 
Machine Learning 
(ML). Rather than 
simply tracking stock 
movements and using 
this data to attempt to 
influence the end con-
sumer to buy a product, 
there is now massive 
investment in trying to 
‘own’ the retailer from 
a data perspective. 
The focus has shifted 
to tracking everything 
retailers sell and who 
they sell to, preferably 
in real time. However, 
while this may work at 
a formal retail level, 
in the main market 
there are challenges 
that often obscure ‘line 
of sight’ due to miss-
ing data. Addressing 
this ‘missing link’ and 
obtaining the right 
data from throughout 
the supply chain is key 
in gaining clear ‘line of 
sight’ and realising the 
true value proposition 
of data. 

The South African 
challenge

Understanding stock 
movements at a retail 
level as well as the 
behaviour of retailers 
is valuable data. How-
ever, the only real way of 
achieving this currently 
is through specialist 
point-of-sale devices, 
and this is where the 
market focus currently 
lies. The problem is the 
human factor, in the 
main (informal) market, 
spaza shop owners tend 
to be selective of what 
they run through these 
point-of-sale devices, 
for a number of reasons. 

Many spaza custom-
ers are unbanked and 
retailers run on a cash 
basis, making it easy to 
bypass these devices. In 
addition, they may not 
wish for their true rev-
enue to be identifiable, 
or they may not want the 
manufacturer or whole-
saler to see their pricing 
and stock movements. 
This then obscures ‘line 
of sight’, since the data is 
incomplete and poten-
tially inaccurate. The 
view into the ecosystem 
is noisy, and the insight 
into the end of the sup-
ply chain is not neces-
sarily a true reflection. 
Decisions made based 
on this data therefore 
cannot be trusted at 
face value. 

The missing element

While trust in point-of-
sale data may improve 

as retailers gain confi-
dence and reassurance 
around the technology, 
currently this is not the 
ideal way of obtaining 
clear ‘line of sight’. 
Instead, it needs to be 
reinforced at a distrib-
utor and wholesaler 
level. At this level, it is 
possible to gain insight 
into stock holding, rate 
of sale and “sales in” 
numbers for the vari-
ous retailers, including 
the informal sector. 
Through invoicing and 
delivery data, a com-
prehensive and clean 
version of stock num-
bers moving into main 
market trade can be 
obtained. 

Efforts to obtain 
the missing element of 
‘line of sight’ into the 
main market needs to 
take on a new focus. 
Not only is data from 
the wholesaler and 
distributor leg already 
available, they have 
existing relation-
ships and community 
engagements within 
the main market. 
The key to gaining 
clear ‘line of sight’ is 
through these robust 
last mile distribution 
mechanisms, but a 
multi-fold approach is 
required. 

We need to look at 
embedding systems 
and platforms, but also 
at improving the finan-
cial literacy at whole-
saler and strategic dis-
tributor level, as a first 
port of call in improv-
ing smaller retailers, 

spazas and the commu-
nities they serve. 

Maximum ‘line of 
sight’, maximum value

‘Line of sight’ in the 
supply chain takes on 
a different view when 
you understand the 
role of the wholesaler 
and distributor, par-
ticularly in the South 
African context. 
When this first step is 
in place, then AI and 
ML can be harnessed 
to leverage real-time 
revenue opportunities. 
This includes under-
standing when the rate 
of sale of a product 
exceeds stock hold-
ing, or when the stock 
holding is in excess, or 
when the product is not 
represented across the 
retail universe. These 
are all scenarios that 
translate to revenue 
opportunities. 

The key is that dif-
ferent communities 
and areas have dif-
ferent requirements, 
and wholesalers and 
distributors need to 
be able to cater to this 
to maximise efficiency 
and profits. Having an 
AI platform backed by 
clean data generated 
through a clear ‘line 
of sight’ can automate 
this and generate ben-
efits throughout the 
supply chain. However, 
it all begins with the 
data and with identi-
fying opportunities to 
maximise supply chain 
‘line of sight’.

The right data is critical to 
clean ‘line of sight’ into the 

entire supply chain

IN 2018 American 
companies spent 
approximately $1.5 
trillion on logistical 
expenses. It’s a jaw-
dropping number that 
underpins the impor-
tance of supply chain 
management to busi-
nesses. At the heart of 
any logistics system is 
the warehouse.

“The food and bev-
erage industry, for 
example, often consists 
of mixed case ware-
houses,” says Moulder. 
“These are the centres 
to distribute pallets to 
the different stores, 
and they house vari-
ous products and items 
under the same roof.”

Moulder explains 
that each store has 
its own unique set of 
requirements and not 
all of them will order 
the exact same items 
from the warehouse. 
As a result, the centres 
will need to pack differ-
ent orders every day for 
the various stores. It’s a 
complex process, espe-
cially when you con-
sider the importance of 
kosher products being 
packed separately and 
even the specific num-
ber of goods requested 

by each store.
In the past, most of 

these warehouse tasks 
were done manually 
by workers. As busi-
nesses demand more 
efficiency and accu-
racy, however, there’s 
been a shift towards 
automating processes 
and uncovering smart 
solutions.

Thanks to the pair-
ing of robotics with 
intelligent warehouse 
software like WSR 
Server, the process 
is now simplified. It 
takes away the manual 

process of having to 
do everything by hand 
where not only is it 
laborious but human 
error is also a greater 
possibility.

“Using the com-
bination of robotics 
and software like IPS, 
you’ll be able to cre-
ate the perfect pallet,” 
Moulder says. “For 
instance, a retail store 
requires wine, tinned 
food, and chips. IPS 
groups the order and 
sends it to the ware-
house control system. 
The individual pallets 

containing the specific 
items will be picked 
out and brought to a 
depalletising station 
where they are de-
layered depending on 
how much you require. 
From there, the items 
are picked/buffered 
then off to the mixed 
palletisers to prepare 
for shipment.”

Apart from reducing 
the complexity of the 
process and need for 
manual intervention, 
the use of robotics in 
warehouses has other 
benefits too. Moulder 
explains further:

“First, it helps to 
reduce the number of 
items that stores order 
from a warehouse. In 

the past, they would 
have to order complete 
layers or an entire 
pallet, which would 
impact storage space 
on their end. Second, 
the orders are packed 
more efficiently. There 
won’t be crushed or 
damaged items, reduc-
ing the need to send 
back the goods. And 
finally, the accuracy of 
robots is unmatched. 
There’s no more guess-
ing game as you know 
exactly what went out, 
how much, and when.”

While the ben-
efits are clear, many 
businesses fear that 
introducing robotics 
into your operation 
will require a drastic 
overhaul of your cur-
rent equipment and 
processes. Moulder 
reveals that isn’t the 
case since robots are 
designed to integrate 
into other systems. 
They are even flex-
ible enough to adapt 
to existing warehouse 

spaces, fitting in where 
you need them.

What will be neces-
sary, though, is training 
on two levels. The first 
is the standard mainte-
nance training that’ll 
help identify poten-
tial faults before they 
happen. The second 
is operator training, 
which includes the basic 
principles of robotics as 
well as onsite cell and 
appl ication-speci f ic 
training. Both types of 
training are provided 
by Yaskawa to their 
customers.

Seeing powerhouses 
like Alibaba and 
Google invest mil-
lions in robotic logis-
tics is an eye-opener 
for every business. 
With the global market 
for warehouse robot-
ics expected to reach 
$22.4 billion by the end 
of 2021, it’s abundantly 
clear that there’s a new 
dawn in supply chain 
management pro-
cesses.

How robotic logistics are the key to automated warehouses
Robotic logistics are the future of supply chain management, according to Yaskawa Nordic Sales Director Lee Moulder.

We value your input

Only through your input can we continue to improve.

•	 Comments 
•	 Suggestions 
•	  What would you like to hear about

editor@cbn.co.za

https://www.dexionrackingandshelving.co.za
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AS part of their strategic 
cooperation agreement, 
a solar energy project is 
launched; Over 14 000 
MWh of electricity will 
be produced per year on 
eight sites; The reduc-
tion of CO2 emissions 
is part of Deutsche Post 
DHL’s Sustainability 
Strategy.

DHL Global For-
warding, the leading 
provider of air, ocean 
and road freight ser-
vices, and TotalEner-
gies have signed a con-
tract for a solar energy 
project in Dubai. It is in 
continuation with their 
Strategic Cooperation 
Agreement signed in 
2019. TotalEnergies will 
solarize eight of DHL’s 
sites in Dubai to cover 
the equivalent of over 
46 000m² of photovol-

taic panels. The solar 
system will save more 
than 6 000t of CO2 the 
first year. The project 
complements Deutsche 
Post DHL Group’s sus-
tainability roadmap to 
achieve zero-emissions 
logistics from 2050 
onwards.

“With an annual 
average of 8.7 hours of 
sunshine per day, Dubai 
has a clear advantage in 
terms of solar energy. I 
am all the more pleased 
that we can use this 
asset to advance our 
sustainability goals 
further”, says Ama-
dou Diallo, CEO DHL 
Global Forwarding 
Middle East and Africa. 
“With TotalEnergies, 
we have a partner at our 
side, not only to drive 
forward the use of alter-

native fuels but also to 
optimize our overall 
energy consumption. In 
this way, we are going 
step by step to achieve 
our ambitious target to 
reduce all logistics-re-
lated emissions to zero 
by the year 2050.”

The whole solar sys-
tem will produce over 
14 000 MWh per year, 
enough energy to power 
over 16 000 homes yearly 
in the UAE. In addition 
to supplying the sites 
with solar power eight 
electrical vehicle charg-
ing stations will also be 
installed. Thus, DHL 
Global Forwarding con-
tributes to the Group’s 
goal of electrifying 60% 
of its fleet by 2030.

Hamady Sy, Manag-
ing Director at TotalEn-
ergies Renewables 

Distributed Genera-
tion Middle East and 
Africa, declared: “We 
are delighted to support 
DHL Global Forward-
ing with their green 
initiatives in the UAE 
of which solar will play 
an important part, and 
look forward to help-
ing them reducing their 
carbon footprint in the 
region and beyond”.

Not only does the 
solar system produce 
more sustainable 
energy, but the program 
also includes that 85% 
of the solar modules are 
recycled. Furthermore, 
they are produced 
exclusively in Landfill 
Free certified factories. 
All this contributes to 
making the entire prod-
uct cycle more sustaina-
ble and saves more than  

150 000 tons of CO2 over 
the contract duration.

In keeping with its 
policy of “burn less 
– burn clean”, DHL 
Global Forwarding is 
consistently optimizing 

the carbon efficiency 
of its transport net-
work, its fleet and its 
real estate. In order to 
achieve its sustainabil-
ity goals, Deutsche Post 
DHL Group is investing 

EUR7 billion in cli-
mate-neutral logistics 
solutions through 2030, 
by which point at least 
30 percent of its fuel 
needs should be met by 
sustainable fuels.

Solar project aims to produce 14 000 MWh pa

Diesel electric services,  
Dynamic engineereD solutions

Kevin Donaldson purchased the generator sales division of 
the old Meissner company in 1993 with the specific agreement 
that for two years, the only focus will be service, maintenance 
and repairs to diesel generator systems. During this time, Diesel 
Electric Services has grown from strength to strength with the 
initial specialization in service, maintenance and repair and from 
there taking the knowledge and experience gained to introduce 
this into the manufacturing of complete diesel generator systems.

e-media
Diesel Electric Services was appointed as the back up generators 
contractor for the design, manufacture, factory testing, delivery, 
installation, commissioning on site of 2 x 1000kVA generator 
in a sound attenuated plantroom with generator control 
panels, 2 x 1000kVA dry type stepdown transformers, power 
cable installation as well as a 23000 litre bulk tank installed in a 
chamber with suitable fuel polishing system to treat the fuels 
by running a cirulation, fine particle filtration and water capture 
function in a 24 hour cycle.

What makes this installation so memorable is this is the first 
implementation of the new Kirloskar DV16 1000kVA diesel 
engines in Africa.  Kirloskar has been operating in South Africa 
since 2010, the DV16 series introduced into the market in 2018.

As Diesel Electric Services we have proven our inhouse 
capabilities and knowledge to complete specifically engineered 
solutions in both new buildings and existing infrastructure 
modifications, taking into consideration the importance of 
uptime for end users.

  +27 11 493 7079

 sales@dieselelectricservices.co.za

For more information about 
our product delivery and 
solutions, visit our website: 
www.dieselelectricserices.co.za

Diesel Electric Services, Dynamic Engineered Solutions

By Yershen Pillay, CEO, 
CHIETA- The Chemical 

Industries Education 
and Training Authority

THERE is ongoing 
excitement in South 
Africa about the pros-
pect of the Hydrogen 
Economy – we are one 

of just two African coun-
tries gearing up for it. 
The ability to turn chemi-
cal energy into electrical 
energy without emitting 
greenhouse gasses is cer-
tainly something to be 
celebrated and invested 
in. At the same time, with 
the global hydrogen mar-
ket expected to record 

a value of US$184.10 
billion in 2025, the eco-
nomic opportunities 
open to the wider hydro-
gen value chain are a 
good news story amidst 
the narrative of South 
Africa’s poor economic 
outlook. However, most 
important for unlock-
ing the hydrogen econ-

omy will be our ability 
to foster the new skills 
required by this sector. 

If we are to enjoy 
the jobs created by the 
hydrogen economy, it is 
vital to have an appropri-
ately skilled workforce 
to fulfil these new roles 
– many of which we are 
probably yet to imagine. 

Along with the diversi-
fied business growth we 
are hoping to see, we will 
need new talent and new 
skills to match. 

I predict that these 
skills required will range 
from hard and soft skills, 
from technical skills to 
management skills. We 
will require a new breed 

of installers, electricians, 
chemical and electrical 
engineers, plant manag-
ers and materials han-
dlers – all equipped with 
up-to-date knowledge 
and understanding of 
hydrogen and hydrogen-
related products. From 
high-school graduates 
to post-Doctoral can-

didates, the Hydrogen 
economy will provide 
something for everyone. 

The Hydrogen Econ-
omy is within our reach, 
but we will need col-
laboration across large 
corporates, tertiary edu-
cation institutes, and 
training authorities to 
make it happen.  

The hydrogen economy needs adequate investment into new skills

https://www.dieselelectricservices.co.za
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IN a process that mini-
mised disruption to 
the customer’s plant, 
Zest WEG has sup-
plied one of its locally 
manufactured MTW05 
Medium Voltage (MV) 
switchboards to a gold 
producer in Gauteng.
According to Zest 
WEG executive Bevan 
Richards, the choice 
was based on the pan-
els’ compact dimen-
sions, safety features 
and internal arc clas-
sification. With a 17.5 
kV voltage rating, basic 
insulation level (BIL) 
of 95 kV and a fault 
level rating of 31,5 kA, 
the switchboard also 
has a high internal arc 
classification of 31.5 
kA BF ALR 1sec

“The changeout was 
facilitated by an exten-
sion of the substation 

to allow both the exist-
ing panel and our new 
MTW05 MV panel 
to be accommodated 
in the same room,” 
says Richards. “This 
allowed for our panel 
to be installed and 
energised, so that loads 
could be moved from 
the existing panel to 
the new panel at oppor-
tune moments.”

The customer was 
able to complete the 
termination of cables 
from the national util-
ity, from the standby 
generator set and 
from numerous feeder 
overhead lines in this 
phased approach. 
This avoided hours 
of downtime, Rich-
ards explains, which 
would have cost the 
customer dearly in 
terms of lost produc-

tion. The job was con-
ducted after detailed 
engagement with mine 
management, to arrive 
at an optimal solution 
within the operational 
demands of the plant.

“The project con-
sisted of numerous 
phases, including the 
addition of a MV power 
factor correction (PFC) 
system,” he says. “With 
the plant planning a 
number of upgrades, 
the new state-of-the-
art panel provides a 
safer solution that will 
accommodate all the 
required modifications 
and extensions going 
forward.”

The order included 
the supply of a battery 
tripping unit (BTU), 
a cabinet for tools and 
equipment, and a new 
distribution board, as 

well as the comple-
tion of internal control 
cabling. Zest WEG 
also supplied, installed 
and commissioned a 
fire suppression system 
inside the MV substa-
tion and PFC room.

“Another element of 
our solution was to give 
the customer enhanced 
monitoring capacity, 
by fitting the incom-
ing panel with a power 
quality meter with GPS 
and GPRS capability,” 
says Richards. “This 
allows for the off-site 
monitoring and record-
ing of power quality and 
energy consumption, so 
they can pick up any 
spikes in the grid sup-
ply that might expose 
the plant to damage 
in the long term and 
determine the cause of 
power outages.”

Installation of MV board 
minimises downtime

LOAD SHEDDING, 
unreliable power sup-
ply and increasing elec-
tricity costs are reali-
ties that businesses 
in South Africa must 
contend with. This 
was a key factor in the 
decision by an interna-
tional manufacturer to 
consider its own power 
generation using natu-
ral gas.  

Supplier of high-end 
and specialised equip-
ment to the oil and gas 
industries in sub-Saha-
ran Africa, Energas 
Technologies are deliv-
ering a complete turn-
key project. It entails 
the supply and instal-
lation of a new gas 
reticulation pipeline; 
gas engines (gensets); 
a new gas-fired steam 
boiler; a waste-heat 
boiler which will use 
exhaust heat from the 
engines to produce 
steam; interconnect-
ing piping; a new gas 
engine building and 
associated electrical 
infrastructure. 

Complete solution

The gas pipeline, 
explains Energas Prod-
uct Manager, Laetitia 
Jansen van Vuuren, 
will take gas from a new 
high-pressure customer 
metering station to the 
gas generator sets and 
steam boilers. The R 
Schmitt Enertec (RSE) 
G500 gensets will be 
installed in a new build-
ing that Energas will 
also supply.

The exhaust heat 
from the engines will 
be the energy source 
in a waste heat boiler. 
This free steam will 
result in a substantial 
annual saving in the 
gas bill. Projections 
show that a substantial 
saving can be realised, 

compared with import-
ing electricity from the 
grid in the first year of 
operation. The accu-
mulated saving over 10 
years, based on infla-
tion and price assump-
tions, is substantially 
more than the project 
value. 

“With the equip-
ment offered, the sup-
plier and Energas can 
monitor the opera-
tion of the engines to 
ensure the most effi-
cient operation. Very 
few plant operation 
and maintenance staff 
are required to over-
see the gensets and 
steam plant,” says Van 
Vuuren. 

“We are convinced 
that the solutions 
offered will reduce 
the overall energy cost 
to the customer, meet 
environmental require-
ments and ensure effi-
cient operation. Our 
team is capable of 
executing the project 
successfully, and we 
are set to complete the 
project in December 
this year,” she adds. 

Talking points

“The previous coal 
fired boiler will now 
be replaced with a 
waste heat combi-
nation steam boiler 
whose energy source 
is heat recovered from 
the engines exhaust 
but also has a gas 
burner. When more 
steam is required than 
what could be recov-
ered, the additional 
steam will be supplied 
with gas as fuel source. 
When the waste heat 
boiler is being ser-
viced or the engines 
are not working, there 
is a standby gas boiler 
to ensure continuous 
supply of steam to the 

plant,” she explains. 
Redundancy is 

achieved by having four 
smaller engines (4x 500 
kW) instead of a single 
large engine (1x 2 MW) 
which will provide a 
continuous power sup-
ply to the plant. When 
one engine is serviced, 
the other three can 
still operate. Or if the 
plant’s usage is low, 
adds Van Vuuren, one 
or two engines can be 
switched off while the 
others operate at a 
higher and more effi-
cient load.

Why Energas?

The company has been 
a supplier of equip-
ment and solutions to 
industry since 2001, 
when natural gas was 
introduced in South 
Africa via the 800 km 
+ pipeline from the 
northern Mozambique 
gas fields. 

Van Vuuren urges 
businesses to consider 
the natural gas energy 
route because of the 
documented benefits. 
“We believe several 
industries should con-
sider own power genera-
tion with natural gas. It 
will reduce their energy 
costs and also make 
them more independent 
from the grid, especially 
when combined with 
heat recovery. 

They can save mil-
lions of rand over a few 
years and ensure that 
their production is not 
affected during load 
shedding,” she con-
cludes.

For more information 
contact Energas 
Technologies: Laetitia 
Botha: Tel: +27 (0)11 
397 6809, Email: 
laetitia@energas.co.za; 
Web: www.energas.co.za

Turnkey natural gas 
power plant 

R Schmitt Enertec G500 genset.
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The SAIEE Training Academy 
focuses on offering CPD 

validated courses for 
ECSA Registered Electrical 
Engineering Professionals. 

These courses assist members 
in maintaining their professional 

registration and for those 
wishing to attend quality 

courses to gain knowledge 
and maintain engineering 

competency in the industry. 
Contact us today!

SAIEE - The South African Institute of Electrical Engineers | Serving Electrical Engineers since 1909

SAIEE ACADEMY HP ADVERT.indd   1 26/10/2021   11:00

FORMED in 1909, The 
South African Institute 
of Electrical Engineers 
(SAIEE), a voluntary 
non-profit association, 
has grown to approxi-
mately 6 000 engineer-
ing professionals. Our 
members are profes-
sionally engaged in the 
full range of engineer-
ing activities, includ-
ing academic research, 
manufacturing, elec-
tronics, telecommuni-
cations, measurement 
and control, mining, 
and power infra-struc-
tural services. Mem-
bers make meaningful 
contributions to the 
quality of life in com-
munities and the steady 
advancement of tech-
nology. Their efforts 
are acknowledged in 
many countries world-
wide. 

SAIEE Member-
ship is open to anyone 
involved in the tech-
nical aspects of engi-
neering. Members are 
graded according to 
academic qualifica-
tions, experience, and 
achievement in their 
profession.

Our purpose is to 
enhance the practice of 
electrical engineering 
in South Africa and the 
stature of our members 
through knowledge, 
networking, influence, 
education and commu-
nication.

As a practising 
engineer, the Engi-
neering Council of 
South Africa (ECSA) 
requires registered 
engineers to earn at 
least 5 Continual Pro-
fessional Development 
(CPD) credits per year, 
derived from Category 
1, 2 and 3 to maintain 
their professional reg-
istration. For this rea-
son, we have launched 
the SAIEE Training 
Academy in 2019, 
offering engineering 
professionals a cost-ef-
fective training solu-
tion. 

We offer both online 
and face-to-face train-
ing by lecturers who 
are experts in their 
respective fields of spe-
cialisation. The SAIEE 
Training Academy also 
offers group bookings, 
and training discounts 

apply to five or more 
delegates from the 
same company. With 
this offering, not only 
do companies save on 
training costs but they 
are assured of quality 
courses to maintain 
their employees’ indus-
try competency. We 
encourage interested 
parties to register 
early, as spaces in our 
classroom and online 
platforms are limited.

SAIEE Members 
receives excellent dis-
counts, and non-mem-
bers do receive value 
for money with our very 
competitive rates. Our 
classroom course fees, 

offered nationwide in 
South Africa, includes 
breakfast, lunch, and 
training material. 
Interested parties in 
rural areas can earn 
CPD credits via our 
online platform. All 
SAIEE Training Acad-
emy courses can be 
presented as In-house 
training courses both 
face-to-face and 
online. These training 
courses can be custom-
ised to suit the custom-
er’s requirements.

For more information, 
visit www.saiee.org.
za, Email: cpd@saiee.
org.za

SAIEE, serving engineers 
since 1909

WHILE the year-on-
year uptick in demand for 
construction and build-
ing materials is from a 
low base, it is a welcome 
development for the 
Metals & Engineering 
Sector (M&E) as it in-
dicates a steady increase 
in economic activity as 
the country adjusts to liv-
ing in a pandemic,” the 
Steel and Engineering 
Industries Federation of 
Southern Africa (SEI-
FSA), have said. 

Wholesale trade sales 
data released by Statistics 
South Africa (StatsSA) 
recently showed an in-
crease in sales of 10.3% 
in June 2021 compared 
to June 2020, to reach 
R155.7-billion in con-

stant terms, with a 
month-on-month decline 
of 5.1% in June 2021, 
when compared with 
May 2021, and a 13.8% 
increase year to date. 
The main contributors 
to the increase were con-
struction and building 
materials, solid, liquid 
and gaseous fuels and re-
lated products and other 
intermediate products, 
waste and scrap. 

Sales of construction 
and building materials 
declined slightly in June 
2021, to R11.6-billion 
from R13.2-billion in 
May 2021, with year-on-
year growth of 29.6% in 
June 2021. This is mainly 
attributable to discour-
agingly rising costs that 

reduced activity in the 
residential segment. 

According to SEIFSA 
Chief Economist Chifipa 
Mhango, the improve-
ment from last year is 
mainly due to increased 
building and construc-
tion activity this year. 
He said the increase 
coincides with a rise in 
M&E production sales to 
R81-billion in June 2021 
from R78.9-billion in 
May 2021. In the first six 
months of 2021 to June, 
total building and con-
struction activity reached 
R69.9-billion, thus rep-
resenting a growth of 
69.2% when compared 
to the first six months 
of 2020. Mr Mhango 
said increased activity in 
building and construc-
tion bodes well for the 
M&E industry. “The 
resulting increase in de-
mand for M&E products 
is welcome, though we do 
urge the Government to 
partner with us to find 
ways to sustain the recov-
ery of the industry, which 
has been struggling due 
to, among others, rising 
electricity and transport 
costs,” he said.

Improvements in construction 
and building materials sales 

encouraging - SEIFSA 

http://www.saiee.org.za
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CEMENT producer 
Métier’s shift into the 
Western Cape market 
could not have been bet-
ter timed.

CBN reported in 
August that the group 
– controlled by Sephaku 
Holdings – was plan-
ning to compete in 
the keenly contested 
Western Cape market. 
Last month Sephaku 
confirmed Métier’s had 
opened its new cement 
plant in Bellville.

Not long after that 
announcement the 

Treasury Department 
issued a circular effec-
tively banning imported 
cement in govern-
ment-funded projects 
from 4th November.

In recent years 
importers of cement 
have increased market 
share due to the mar-
ginally higher pricing 
from local manufactur-
ers from the additional, 
non-negotiable costs for 
legislative compliance 
such as carbon tax.

Treasury’s circular 
prescribes that all gov-

ernment institutions 
at all legislative levels 
and state-owned enter-
prises must stipulate in 
tender invitations that 
only South African pro-
duced cement will be 
permitted on all public 
sector construction pro-
jects.

In essence, the 
cement has to be pro-
duced with locally 
sourced raw materials 
- which are a condition 
that eliminates compet-
itors that import clinker.

Sephaku reminded 

that government’s 
infrastructure fund had 
already submitted four 
projects - collectively 
valued at R21 billion 
- for national treas-
ury approval, and was 
apparently finalising 
four more projects - 
worth some R85 million 
- for submission in 2022.

Whether any of these 
will benefit the new 
Bellville plant remains 
to be seen. In the mean-
time Sephaku said 
Métier’s Bellville plant 
had already started 
supplying customers, 
and believed sales were 
expected to grow in the 
coming months.

Importantly, Sephaku 
noted the expansion 
costs have been mini-
mal because the sub-
sidiary transferred 
under-utilised assets to 
penetrate the Western 
Cape market.

The group stressed: 
“Métier will be prudent 
in its approach to secur-
ing market share by 
leveraging its superior 
technical knowledge 
and service capabili-
ties”.

Cementing a reputation

CLIMATE change is 
now everyone’s con-
cern, and Concor’s 
efforts to operate 
more efficiently and 
sustainably include 
the way it deals with its 
construction waste. 

According to Leah 
Nwedamutswu, qual-
ity assurance and qual-
ity control (QA/QC) 
officer at Concor, the 
company’s commit-
ment to Zero Harm 
embraces staff, the 
community and the 
environment. Growing 
awareness of climate 
change imperatives 
has led the company to 
develop performance 
strategies to carefully 
manage water use, 
energy consumption 
and process waste. 

“This includes pre-
venting pollution ema-
nating from our indus-
trial processes, which 
means spreading this 
message to all staff 

and subcontractors on 
our project sites,” says 
Nwedamutswu. “Our 
critical environmental 
standards are in place, 
and we actively assess 
and manage our risks 
and opportunities.”

The environmental 
management plans 
(EMPs) and authori-
sations of Concor’s 
clients are also embed-
ded in the daily work 
processes, ensuring 
that the company can 
play its role in sup-
porting the client’s 
compliance responsi-
bilities. 

This commitment 
has recently been 
expressed by Concor 
at its projects in the 
Oxford Parks mixed-
use precinct in Rose-
bank, Johannesburg, 
where it is proceeding 
with its sixth Green 
Star-rated building. 
Nwedamutswu high-
lights the company’s 
waste hierarchy sys-
tem, which it has 
applied over the years 
to ensure that waste 
is effectively reduced, 
reused and recycled. 

“We have a detailed 
and ongoing focus on 
the natural resources 
that we consume in 
construction, and rec-
ognise that these are 
finite and precious,” 
she says. 

“The care with 
which we manage our 
waste also enhances 
health and safety on 
site.”

The waste man-
agement system pri-
oritises separating 
the waste at source, 
and dedicates human 
resources to ensure 
that building rubble, 
wood, steel or plastic 
is properly sorted and 
placed in the right 
containers or skips.

This prevents con-
tamination of the 
various waste streams, 

allowing each stream 
to be more efficiently 
and cost effectively 
recycled.

“Implementing our 
system requires both 
discipline and educa-
tion, especially as we 
employ many smaller 
companies as subcon-
tractors, who may not 
initially give the same 
priority to environ-
mental protection,” 
she says. 

“We therefore 
actively communi-
cate our policies and 
requirements, and 
expect our partners 
on site to be as serious 
about waste manage-
ment as we are.”

Specialised recy-
cling service provid-
ers play an important 
role in Concor’s waste 
management supply 
chain, as they help to 
optimise the levels of 
waste that can by recy-
cled. 

Dumping in landfill 
is considered an abso-
lute last resort, and 
this must be kept to a 
minimum. Even build-
ing rubble can be pul-
verised and re-used in 
certain applications, 
as long as it is not con-
taminated by other 
materials. 

“Our strict policies 
require that we also 
monitor the integrity 
of our waste supply 
chain, to confirm that 
the various streams 
of waste actually go 
where they are sup-
posed to,” says Nweda-
mutswu. 

“This is done by 
double-checking the 
weighbridge documen-
tation we receive from 
our waste service pro-
viders, and these must 
match our own records 
of waste leaving the 
site.”

For more information 
visit www.concor.co.za

Managing construction 
waste is part of a 

greener future

Leah Nwedamutswu, quality assurance and quality 
control (QA/QC) officer at Concor.

http://www.ceramic.co.za
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2021 marks a special 
milestone for Eurolux 
(Pty) Ltd as the company 
celebrates its 30 year 
anniversary.  Founded 
in 1991 in Cape Town 
by the Mirlas family, 
what started out as a 
small family business 
importing lighting and 
incandescent bulbs, has 
now grown into a com-
pany with a substantial 
Sub-Saharan Africa 
footprint, supplying over 
8 000 products to 2 300 
distributors across the 
African continent.

Eurolux was pur-
chased from the Mirlas 
family in March 2002, by 
current directors Peter 
Willig, Steve Palframan 
and Shaun Bouchier. 
Their first major deci-
sion was to establish a 
Johannesburg operation 
based in Linbro Business 

Park, Sandton, which 
commenced trading 
on the 1st of July 2002. 
The timing of this move 
proved to be immensely 
successful and April 
2004 saw Eurolux JHB 
moving, literally just up 
the road, into their own 
purpose-built 8 500m² 
building.

Just two years later, 
in June 2006, the Cape 
Town Head Office 
moved into their own 
designed new 8 000m² 
building in Milnerton, 
thus creating the per-
fect platform to take 
the Eurolux brand to 
another level of growth 
and subsequent market 
acceptance as a major 
player in the lighting 
industry.   

In 2011 ARB Hold-
ings Limited purchased 
60% of the company. 

With the financial back-
ing of this JSE listed 
group, the company 
was able to expand into 
new markets, launching 
their electrical division, 
project department and 
‘Euro Nouveau’ con-
cept, which represent 
some of Europe’s most 
prestigious lighting 
design companies. 

A further growth 
opportunity arose 
with Eurolux purchas-
ing Radiant Lighting 
in January 2019, col-
lectively forming the 
Eurolux Group. The 
start of 2020 saw both 
businesses move under 
one roof in Cape Town, 
at the Eurolux Head 
Office building in Mil-
nerton, with the Johan-
nesburg branches later 
combining at the exist-
ing Radiant Lighting 

premises in Wynberg.
2020 also heralded the 

opening of a new con-
cept lighting showroom 
in Umhlanga, providing 
a modern and upmar-
ket facility for their 
KZN clientele, housing 
lighting fixtures from 
all three of the Eurolux 
Group brands.  

Acting as an importer 
and distributor, Eurolux 
has always had its finger 
on the pulse of global 
industry trends and 
movements. By main-
taining strong business 
relationships with their 
business partners, they 
have been able to both 
understand and meet 
the needs and prefer-
ences of their clients, 
thus ensuring a product 
offering of world-class 
quality and variety.

Eurolux’s upward tra-

jectory over the years 
has also allowed them 
to invest in the wellbeing 
and empowerment of 
the community, with a 
special focus on health-
care and education. 
The company mantra 
“Lighting your Way” has 
proved to be a driving 
principle in all of their 

social initiatives, from 
the lighting of schools 
and healthcare facili-
ties, to making sand-
wiches for the children 
of crèche’s located near 
their Cape Town head-
quarters.

The last thirty years 
have given Eurolux 
plenty of reason to cel-

ebrate this anniversary 
milestone and they look 
forward to continuing 
their pursuit of excel-
lence; from building 
sound client and sup-
plier relationships, to 
offering premium qual-
ity lighting products 
sourced from around 
the globe.

Celebrating 30 Years of “Lighting Your Way”

BEKA Schréder, a 
foremost supplier of 
locally manufactured 
luminaires and GRP 
poles announces the 
appointment of Daniel 
Kasper as the General 
Manager of BEKA 
Schréder. Daniel took 
up this position from 
the 1st of October 
2021.

Since joining BEKA 
Schréder in 2007, Dan-
iel has held leadership 
positions in Product 
Management, Prod-
uct Development, and 
most recently Opera-
tions Management. 
Daniel holds a Master 
of Science (M.Sc.) at 
the Technical Univer-
sity of Karlsruhe in 
Germany, specialising 
in Electrical and Infor-
mation Technology, 
and Optical Engineer-
ing.

“Our market 
strength means cus-
tomer orientation. 
We strive to meet our 
customer expectations 
while we have the light-
ing expertise of over 40 
years locally and over 
110 years globally. We 
live a strategic culture 
of innovation.

My passion for light-
ing and innovation has 
always been one of my 
core strengths and I 
am therefore confident 
that I can lead the fan-
tastic BEKA Schréder 
Team into the future 
and continue to trans-
form and innovate to 
meet the market needs 
of today and tomor-
row”, states Daniel.

Daniel is also the 
current President of 
the IESSA – the Illu-
mination Engineer-
ing Society of South 
Africa.

Recent successes

The company has 
enjoyed considerable 
local and interna-
tional project success 

recently completing 
supply contracts for 
projects in:
•	 Hermanus – High 

Street LED lighting 
upgrade and solar 
LED installation at 
Hermanus Har-
bour.

•	 APLI Fruit Termi-
nal, Port of Coega 
– outdoor lighting 
solution

•	 Cape Town - 
Beachfront solar 
installation 

•	 Cape Town - Green 
Point Athletics Sta-
dium, retrofit with 
high power LED 
floodlight solution.

•	 Cape Town - LED 
streetlighting 
solution for the N2/
M3 intersection at 
Hospital Bend

•	 Gaborone, Bot-
swana – LED 
streetlight installa-
tion at Sir Seretse 
Khama Interna-
tional Airport 
Special Economic 
Zone project

•	 Kinshasa, DRC 
– FIFA standard 
LED floodlight 
installation at the 
National Football 
Stadium including 
BEKA Schréder’s 
latest sports light-
ing control system  

•	 Cape Town – LED 
streetlight retrofit 
of the N7 and the 
Koeberg inter-
change

•	 Hout Bay – LED 
lighting solution for 
the harbour

BEKA Schréder’s first 
products in manufac-
ture were corrosion-
resistant Glass Fibre 
Reinforced Polyes-
ter (GRP) Poles and 
Public Lighting lumi-
naires that continue 
to provide long-term 
solutions for the hos-
tile coastal and inland 

environments. Their 
products are used in 
many infrastructure 
developments, such as 
roads and highways, 
residential and com-
mercial areas, and 
town centres as an 
integral part of urban 
renewal programmes. 
BEKA Schréder prod-
ucts are exported into 
almost all African 
countries, as well as 
the Middle East, South 
East Asia, Europe, 
South America and 
Australia.

BEKA Schréder’s 
focus is on design-
ing sustainable LED 
solutions. They under-
stand the importance 
of renewable energy 
solutions and provide 
various solar-powered 
indoor and outdoor 
lighting products.

Quality is the com-
pany’s hallmark, and 
they offer an extensive 
range of high-quality 
LED luminaires, most 
of which are locally 
designed and manu-
factured, making them 
the best suited for 
African conditions. 
Their local content in 
their products and sup-
ply chain are of utmost 
importance to them, 
thereby assisting the 
local economy.

Furthermore, they 
have an applications 
department which 
assists with creating 
lighting designs for 
projects. This is impor-
tant to ensure that the 
correct luminaire is 
used for the applica-
tion, providing the 
right amount of light 
where it is needed, 
and avoiding spill 
light. This ensures a 
complete, sustainable  
solution. 

The community is 
important to BEKA 
Schréder and is 
involved in various 
socio-economic devel-
opment projects. One 

such project was the 
one in Chintsa East 
in the Eastern Cape, 
where they donated 
160 LED streetlights, 

lighting up the streets 
so women and chil-
dren can walk around 
freely at night, kids can 
play soccer under the 

streetlights, and every-
one feels safer. 

This is the first 
streetlight installation 
for Chintsa East.

For further 
information, please 
contactinfo@beka-
schreder.co.za

New GM builds on 40 year success
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PROPERTY INDUSTRY

NEWS reports that 
South Africa now has 
the highest unemploy-
ment rate in the world 
(34.4%) sent shock-
waves throughout 
the country recently. 
According to the latest 
data that was released 
by Stats SA, 7.8 million 
citizens are jobless – 
topping the global list 
of 82 countries moni-
tored by Bloomberg.

“I believe that South 
Africa’s Facility Man-
agement sector has 
the potential to make 
a significant contribu-
tion to addressing the 
country’s spiralling 
unemployment rate by 
stimulating and culti-
vating entrepreneurial 
growth and creating 
employment for South 
Africa’s youth in a 
sustainable manner,” 
says Lydia Hendricks, 
Business Development 
Director of FM Solu-
tions.

The importance of 
artisanship and voca-

tional training

“It is a sad reality that 
South Africa is grap-
pling with a youth 

unemployment rate of 
64.4% of those aged 
15 to 24 and 42.9% of 
those aged 25 to 34. 
At the same time, we 
are facing a serious 
shortage of important 
vocational skills such 
as plumbers, paint-
ers, handymen, tech-
nicians etc. In 2018 
South Africa already 
recorded a shortfall of 
40 000 qualified arti-
sans. Today, this out-
look looks even worse 
owing to the ravag-
ing effects of COVID 
on an industry where 
the average age of 
artisans is 60 years 
old. The demand for 
these scarce skills will 
become only greater 
over the next few years 
as the generation of 
skilled craftsmen enter 
retirement,” Lydia pre-
dicts. 

Facilities Manage-
ment is focussed on 
creating workplace 
environments that are 
safe, well-maintained 
and fully operational 
in order to boost their 
productivity. Many of 
these vocational jobs 
are therefore incorpo-
rated into the facili-

ties management space 
where much-needed 
technical skills in 
plumbing, air-condi-
tioning, maintenance 
and installations can 
be transferred. 

“The youth wrongly 
believe that only a 
university or col-
lege degree will allow 
them to be gainfully 
employed. School leav-
ers tend to pull up their 
noses at the thought 
of working with their 
hands. The harsh real-
ity is that the world 
desperately needs well-
trained and experi-
enced individuals who 

have specific and prac-
tical skills to offer – 
regardless of their race 
or gender,” Lydia says.

Developing career 
paths and employment 

opportunities 

The FM Solutions busi-
ness model is built on 
the belief that they hold 
the power to transform 
individuals, businesses 
and communities 
through their service 
offering. 

“The entire process 
is carefully managed 
with clear Service Level 
Agreements (SLA’s) 

and a dedicated HR 
team which supports 
the project from start to 
finish,” Lydia explains.  

Once staff’s compe-
tence levels, skills and 
training needs have 
been assessed, a career 
path is developed 
and job descriptions 
become linked to mea-
surable KPA’s. This has 
allowed the FM Solu-
tions teams to develop 
cashiers into station co-
ordinators, empower 
station co-ordinators to 
work their way up the 
career chain to become 
functional area manag-
ers, and junior techni-

cians qualifying and 
registering with their 
relevant bodies.

Harnessing the power 
of Public-Private Part-

nerships

“As with most of the 
problems facing our 
country, workable solu-
tions can most often be 
found in forming suc-
cessful public-private 
partnerships. The built 
environment, where 
we operate, has the 
potential of being a 
major employer and 
can create many jobs 
that allow young people 
to gain much-needed 
work experience, such 
as when FM Solutions 
assisted the Depart-
ment of Public Works 
with an Expanded Pub-
lic Works programme,” 
Lydia says.

However, over a 
period of four years 
(2015-2019), FM Solu-
tions focussed on 
SMME development, 
skills development and 
job creation for the 
youth of the City of 
Cape Town. 

FM Solutions 
selected and trained 1 

180 learners (roughly 
200 per year) with a 
specially developed 
skills programme 
aimed at developing 
future artisans. They 
were afforded valuable 
hands-on experience 
by working in many of 
Cape Town’s most well-
known buildings, such 
as Parliament and other 
historical structures 
where maintenance is 
seen as an important 
priority. The majority of 
these young people were 
fortunate to go into full-
time employment after 
their apprenticeship and 
training period, while 
others were able to start 
their own businesses.

“Government cannot 
solve the growing unem-
ployment crisis alone. 
The private sector has 
a major role to play in 
restoring the dignity 
and offering a glimmer 
of hope to South Afri-
ca’s youth and strug-
gling SMMEs who are 
fighting for survival and 
a future,” Lydia con-
cludes.   

For more information, 
visit www.fm-solutions.
co.za

Vocational training key, as youth unemployment ‘out of control’
“SA faces shortage of skilled and qualified artisans needed for facility maintenance”

Customised Professional 
Maintenance Services
Saving money and reducing business risk

FM Solutions Technical provides a tailored package of 
preventative, corrective and emergency repairs to 
corporate clients. With an ever-expanding national 
footprint, their team of engineers and technical 
staff ensure that they deliver a unique service 
offering that is aligned to each company’s 
site-specific needs.

Through partnering with clients, FM 
Solutions Technical ensures compliance, 
increased client satisfaction, reduced costs and 
potential environmental impacts. 

With clients spanning across the public and private 
sectors, FM Solutions Technical renders professional 
maintenance services to a range of contract types and sizes, 
including electrical services, building fabric services, HVAC 
maintenance and repairs and utility services.

www.fm-solutions.co.za/technical-services

General Enquiries
 +27 (0)21 528 8980
 info@fm-solutions.co.za

http://www.fm-solutions.co.za/technical-services


CBN November   23 
PETROLEUM: DOWNSTREAM VALUE CHAIN

South Africa’s first crude 
oil refinery was com-
missioned in 1954, and 
since then the petroleum 
production in the country 
has gained momentum. 
Global energy conglom-
erates have invested in 
the development of down-
stream operations in the 
country, in both crude 
refining and synthesis 
processes. 

WIKA, this year cel-
ebrating 75 years of 
providing measuring 
instrumentation glob-
ally, are proud that its 
instrumentation has 
been in use for decades 
at each of these major 
refining sites in South 
Africa. WIKA products 
are trusted to handle the 
most demanding process 
applications ranging 
from distillation to bulk 
product storage and all 
Refining Process Units 
(RPUs) in between. 

Bulk product stor-
age in tank farms is an 
essential component in 
the downstream value 
chain, and it is the 
objective of petroleum 
companies to ensure 
that these tank farms 
use accurate, repeat-
able, reliable, safe, and 
efficient instrumenta-
tion. This is crucial to 
ensure the safety of the 
environment and plant 
personnel as well pre-
venting product loss and 
theft. Traditionally mea-
surement methods such 
as the use of dipsticks 
or dip-tapes have been 
used for level measure-
ment. Although these 
methods are still in use 
today, they are time 
consuming and the mar-
gin for error remains 
high compared to using 
modern instrumenta-
tion. With the advance-
ment of process instru-
mentation, parameters 
such as Pressure, Tem-
perature, Level, Flow 
and Density are mea-
sured, allowing for 
detailed monitoring of 
product in bulk storage 
tank farms. This instru-
mentation can provide 
a field display and also 
transmit the measured 
value to a control or  
supervisory system. 

WIKA have a com-
prehensive instrumen-
tation portfolio with 
the necessary approvals 
for use in bulk-storage 
tank farms and in the 
petrochemical industry 
in general. The Mod-
els TR-12x or TC-12x 
offer single point tem-
perature measurement 
in bulk storage tanks, 
whilst custom-engi-
neered probes such as 
the TC-9x are suitable 
where multi-point tem-
perature measurement 
is required. WIKA 
boasts a diverse range of 
float-based level instru-
mentation, for both con-
tinuous and point level 
measurement, used for 
level monitoring, high 
and low level alarms, 

overspill safety-inter-
locks and pump protec-
tion. The level portfo-
lio also encompasses 
bypass chambers, sight-
glass level gauges and 
external chambers that 
can be used for mount-
ing of guided-wave 
radar transmitters. 

WIKA’s flow port-
folio consists of a com-

prehensive range of 
primary flow elements, 
ranging from basic 
orifice plates to the 
advanced HHR-ProPak 
than can be used for 
inventory monitoring. 

The pressure portfo-
lio consists of the indus-
try leading mechanical 
and mechatronic pres-
sure gauge models for 

absolute, relative, com-
pound and differential 
pressure measurement. 
The pressure measure-
ment portfolio extends 
to a wide offering of 
electronic pressure 
measurement, which 
now includes the DPT-
EL, a new model by 
WIKA for electronic 
DP measurement.

Measuring instruments for bulk storage in the 
petrochemical industry

http://www.wika.co.za
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PROMOTING gas in 
Africa, GSL Gas & 
Power Limited (QSL-
GP) CEO, Olakunle 
Olalekan Williams, 
will be a speaker at the 
forthcoming African 
Energy Week 2021 in 
Cape Town.

QSL-GP is an indig-
enous Nigerian energy 
company focused on 
integrating innovative 
technological solutions 
to natural gas distribu-
tion. Proactive within 

the downstream value 
chain, QSL-GP works 
closely with the Nige-
rian Gas Marketing 
Company Limited, dis-
tributing natural gas 
for a range of indus-
trial and power genera-
tion applications. 

The company has 
been instrumental in 
Nigeria’s gas sector, 
serving as an enabler 
of the country’s gas 
expansion. Under the 
guidance of Williams, 

QSL-GP has trans-
formed from a small-
scale distribution com-
pany to a key driver of 
Nigeria’s gas industry. 
At AEW 2021 in Cape 
Town, Williams will 
promote how gas can 
and will transform 
Africa. With over 10 
years’ experience in 
the energy sector and 
having worked as a 
consultant and energy 
advisor for Deloitte 
and the Nigerian Na-
tional Petroleum Cor-
poration, as well as 
technical advisor to 
the Managing Direc-
tor of the Nigerian Gas 
Marketing Company, 
Williams is well posi-
tioned to lead the dis-
cussion on natural gas 
in Africa. 

Representing Nige-
ria but with demon-
strated interests in the 
wider region, Williams 
will introduce critical 
discussion points on 
downstream gas oppor-
tunities, advocating for 
the increasing utiliza-
tion of gas within mul-
tiple sectors in Africa. 
AEW 2021, in part-
nership with South 
Africa’s Department 
of Mineral Resources 
and Energy DMRE, 
is the AEC’s annual 
conference, exhibition 
and networking event. 
AEW 2021 unites Af-
rican energy stake-
holders with investors 
and international part-
ners to drive industry 
growth and develop-
ment and promote Af-
rica as the destination 
for energy investments. 

For more information 
about Africa’s premier 
energy event visit www.
AEW2021.com or www.
EnergyChamber.org  

A snapshot of mineral 
exploration drill rig 
use in major mining 
regions globally has 
revealed Australia, the 
United States and parts 
of South America are 
nearing capacity, as the 
surge in exploration 
continues unabated.

The survey, by lead-
ing global mining-tech 
company IMDEX, pro-
vides a rare global over-
view of rig utilisation.

In a market update 
ahead of a presenta-
tion to the Macqua-
rie Emerging Leaders 
Conference, IMDEX 
said rig utilisation in 
Australia was “near-
ing capacity” at 79 per 
cent, and 72 per cent in 
North America.

IMDEX Chief 
Executive Officer Paul 
House said the company 
was able to produce the 
snapshot because of 
its global presence in 
major mining regions.

Mr House said global 
rig utilisation had only 
just returned to or 
exceeded pre-COVID 
19 levels.

The March snapshot 
showed rig utilisation 
was at 37 per cent in 
Europe, 38 per cent in 
South America, 30 per 
cent in Africa, and 55 
per cent in Canada.

Activity in Canada 
would be significantly 
higher in the northern 
summer drilling season, 
Mr House said.

Some regions in 
South America were 
stronger than others, 
but overall there was 
room for growth.

In regions near-
ing capacity, delivery 
times for new rigs had 
increased and labour 
shortages were adding 
to the pressure.

“We believe the 
industry is willing to 
invest and spend but 
may not be able to move 

as fast as it would like,” 
Mr House said.

“The industry 
drivers of depleted 
reserves, strong com-
modity pricing and the 
trend towards decar-
bonisation, are driving 
substantially increased 

industry exploration 
budgets.

“However, delivery 
against these targets will 
require time and invest-
ment in labour, drilling 
rigs, and other supply 
chain pressures that are 
a current constraint.

“When S+P says 
exploration will grow 
by 15 to 20 per cent in 
a year and we see that 
the areas that are most 
active are running at 
maximum rig utilisa-
tion, and we know the 
lead time for new rig 

orders has blown out to 
nine or 10 months, we 
believe that increase 
won’t happen in that 
timeframe.

“A lack of rigs places 
even more importance 
on using the best tech-
nology to drill more 
metres with the rigs that 
are available.” 

Mr House said the 
long-term outlook for 
mining-tech was strong.

The snapshot comes 
as consultants BDO 
in its latest quarterly 
report said that ASX-
listed exploration com-
panies had raised $2.37 
billion in the March 
2021 quarter, up 7 per 
cent from the $2.21 bil-
lion in December.

BDO’s Global Head 
of Natural Resources 
Sherif Andrawes said 
81 per cent of compa-
nies had reported suf-
ficient funds to support 
operations for more 
than two quarters.

“This may have 
negated the urgent 
need for explorers 
to raise funds in the 
March quarter, as com-
panies turned their 
focus instead toward 
spending in the ground 
and investment,”  
he said.

He said the figures 
showed a flood of fund-
ing toward battery min-
erals and clean energy 
companies.

“We know that the 
battery minerals indus-
try has been hot in 
recent times but the 
dominance of lithium 
and other battery min-
erals companies this 
quarter has taken 
us by surprise,” Mr 
Andrawes said.

Mr House said 
IMDEX’s integrated 
product offering was 
commodity agnostic, 
ensuring it was in a 
good position to service 
the market.

Global rig count shows exploration pressures

African Energy Week in Cape 
Town – promoting LNG
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GLOBAL oil supply 
and demand has seen 
significant fluctua-
tions since the onset of 
the COVID-19 pan-
demic and subsequent 
lockdown restric-
tions. As economies 
begin to gradually 
reopen, demand for the 
resource has seen an 
upward trend, which, 
coupled with low wind 
levels and the ongoing 
gas crisis in Europe, has 
led to a significant price 
hike across the world as 
countries scramble for 
supply. 

In light of this, the 
African Energy Cham-
ber (AEC), as the 
voice of the African 
energy sector, urges 
the Organization of 
the Petroleum Export-
ing Countries (OPEC) 
member countries to 
maintain production 
levels and not react 
prematurely ahead 
of pivotal meetings 
to be held in Novem-
ber. Rather, by work-
ing together, OPEC 
member countries can 
ensure a mutually ben-
eficial outcome in the 

face of price increases.
The African conti-

nent has seen signifi-
cant impacts from the 
COVID-19 pandemic, 
with the health cri-
sis redirecting capital 
expenditure and leav-
ing depleted govern-
ment budgets requir-
ing replenishment. As 
demand for oil increases 
globally, OPEC mem-
ber countries and major 
producers in Africa 
stand to benefit. 

“Africa needs its oil 
revenues to acceler-
ate a post-COVID-19 

recovery, now more 
than ever. In the face of 
increasing prices due 
to demand rebound, 
the continent needs to 
pursue a cooperative 
approach to ensure 
resources are mon-
etized while demand is 
met. Instead of rapidly 
increasing production, 
OPEC member nations 
need to carefully and 
collaboratively navi-
gate the challenging 
post-COVID context,” 
stated NJ Ayuk Execu-
tive Chairman of the 
AEC.

AEC urges OPEC to maintain crude oil production

http://www.airliquide.com
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WELDING, CUTTING & SPECIALIST FABRICATION SOLUTIONS

A Company of the TYROLIT Group
www.grindtech.com

Local manufacturers and suppliers of 
specialised abrasive products

info@grindtech.com | +27 11 271 6400

AluminiumStainless SteelQuality | Longevity | Durability

Stainless Steel range

NO contamination | NO Burn | NO discolouring

Non-ferrous range

IDENTIFYING and 
using the correct abra-
sive product, whether 
for cutting, grinding 
or blending, is core to 
the successful comple-
tion of any job. Besides 
the safety risk involved 
when using incor-
rect products and the 
potential harm this 
may cause, the effect 
on production lead 
times and final finish 
of parts or items being 
manufactured should 
also be considered.

Material contami-
nation like oxidation 
and rust, is a major 
cause of component 
and weld failure and 
occur either through – 
direct contamination 
when using the incor-
rect abrasive products, 
cross contamination 
when using the same 
abrasives on multiple 
materials; or general 

contamination due to 
improper processing 
of the materials in the 
work environment. 

A common miscon-
ception is that stainless 
steels steel cannot rust. 
The same is often true 
for aluminium. While 
the actual oxidation 
process is different to 
“normal” steels, these 
metals can still oxidise 
(rust) if not handled 
and processed cor-
rectly. With stainless 
steels, normal oxida-
tion creates a thin bar-
rier or film like layer 
on the surface, called 
chromium oxide. 
Unlike mild steel rust-
ing, the chromium 
oxide layer sticks to the 
metal, thereby protect-
ing it. If this layer is 
stripped off, the metal 
will rust. High quality 
grade stainless steels 
steel, with higher chro-

mium content will have 
better protection from 
this unwanted oxida-
tion.

Direct contamina-
tion occurs when con-
ventional cutting and 
grinding discs for steel 
are used for appli-
cations on stainless 
steels or aluminium. 
Abrasive cutting and 
grinding discs, as well 
as coated abrasive flap 
discs, are designed 
and manufactured 
with various compo-
nents that make up the 
final product. Some 
of these components 
like fiber reinforcing, 
are added to provide 
structure and support 
to the final product 
for strength and sup-
port to avoid breakage 
and damages when 
in use. Together with 
these components, 
other additives are also 

added into the mix to 
provide better results, 
usually by increasing 
the oxidative and cor-
rosive effect in mild 
or carbon steels. How-
ever, such oxidative 
and corrosive com-
pounds (iron, sulphur 
and chlorine) can cause 
major issues down 
the production line 
when used on stain-
less steels Steel or alu-
minium applications. 
If the work piece is not 
thoroughly cleaned 
of these compounds, 
should it become con-
taminated, subsequent 
welding processes will 
also be influenced and 
might cause welds not 
penetrating well, or 
porosity that will lead 
to weak welds that can 
cause catastrophic fail-
ures if not resolved

To avoid cross con-
tamination, care 

should be taken to 
avoid using abrasive 
products on mild or 
carbon steel, and then 
on Stainless steels 
Steel or Aluminium. 
Even though abrasive 
products are manufac-
tured to be free of con-
taminants, unwanted 
iron, sulphur and chlo-
rine compounds will 
be introduced when 
used on mild or car-
bon steel, which will be 
transferred to stainless 
steels or aluminium 
upon contact. 

Grinding Tech-
niques locally manu-
factures specialised 
abrasive products free 
of contaminants which 
are perfectly suited to 
applications on Stain-
less steels Steel, like 
the Superflex INOX 
Ultra and the Premium 
Aluminium range, spe-
cifically manufactured 

for use on aluminium. 
With its Superflex 

range, easy selection 
of a dedicated prod-
uct suitable for vari-
ous materials avoids 
cross contamination. 
Where this is not pos-
sible and only a limited 
product range is used, 
care should be taken 
to keep the products 
quarantined from the 
other materials. If a 
disc or wheel has been 
used on one material, 
it should be marked 
as such or stored in a 
manner that operators 
will know not to trans-
fer it to another mate-
rial.

It needs to be noted 
that general workspace 
contamination can 
also contribute to con-
tamination of various 
materials. Ideally, a 
floor layout should be 
planned in such a way 

that different material 
types are processed at 
opposite ends of a fac-
tory. This will ensure 
(to an extent) that 
swarf created during 
cutting, blending or 
grinding operations 
will not come into 
contact with stainless 
steels or aluminium 
materials in the vicin-
ity, thereby eliminating 
the possibility of con-
taminating materials.

Grinding Tech-
niques provides a solu-
tion driven service 
through its national 
network of branches, 
with a technical sales 
force geared to provide 
the best possible prod-
uct solutions to opti-
mize your production. 

For more informa-
tion, +27 11 271 6400, 
info@grindtech.com, 
www.grindtech.com

Preventing contamination during and after welding

PLASMA cutting tech-
nology has advanced 
to the point that it has 
forced metal fabri-
cators to rethink its 
usage. High-definition 
plasma cutting provides 
a squarer edge-cut than 
previous generations of 
the technology. On 6 mm 
mild steel, plasma torches 
can reach cutting speeds 
of more than 2,5m/min. 
Plasma systems also can 
deliver bolt-ready holes 
that help to minimize 
secondary machining 
activities once the plate 
parts leave the table.
Even with those advance-
ments, plasma cutting 
technology manufac-
turers continue to put 
money into research and 
development. Laser cut-
ting systems are becom-
ing more powerful and 
cost-effective, so more 
shops are using them 
to cut thicker materials 
more regularly. Waterjets 
remain a suitable way to 

cut very thick materi-
als, and steps have been 
taken to improve produc-
tivity on the machines. 
That leaves plasma cut-
ting technology com-
panies trying to defend 
their turf as the cutting 
method of choice for 
heavy-duty fab shops and 
service centres.
These companies have 
used the time wisely. 
Thinking of a plasma 
cutting table as a tool to 
process only 6 mm- to 
50 mm mild steel does 
not reflect the current 
reality of the technology, 
especially as it relates 
to cutting thick nonfer-
rous materials. Fabrica-
tors and service centres 
would be wise to ask 
themselves what plasma 
cutting systems of today 
can do—and maybe what 
they might be capable of 
tomorrow. 

Reprinted from The 
Fabricator

Rethinking what plasma 
cutting can do for metal 

fabricatorsWE all know welding 
fumes are dangerous, but 
how much risk is there re-
ally in welding? And how 
is this likely to affect your 
business?

In October 2017, the 
International Agency 
for Research on Can-
cer (IARC) concluded 
that exposure to welding 
fumes causes’ lung can-
cer and possibly kidney 
cancer in humans. The 
research studies this 
decision was based on 
showed that the can-
cer risks did not differ 
between mild steel and 
stainless steel welding, 
but were related to the 
total welding fume. Lung 
cancer risks occur at very 
low exposure levels; be-
low 1 mg/m3 and perhaps 
as low as 0.1 mg/m3, av-
eraged over a working 
lifetime.

The current Austral-
ian and New Zealand 
workplace exposure limit 
for general welding fume 
is 5 mg/m3 TWA (Time 
Weighted Average). 

Compare this to coun-
tries which have already 
changed their welding 
fume TWA in response 
to the latest findings, e.g. 
exposure limit of 1.25mg/
m3 in Germany, 1 mg/m3 
in Netherlands.

In November 2019, 
a further review was 
published. It concluded 
that exposure to welding 
fumes increases the risk 
of lung cancer regardless 
of the type of steel weld-
ed, the welding method 
(arc vs gas welding), time 
welding and independent 
of exposure to asbestos 

or tobacco smoking. In-
creased risks persisted 
regardless of time peri-
od, geographic location, 
study design, occupa-
tional setting, exposure 
assessment method and 
histological subtype.

The risk of welders de-
veloping lung cancer was 
assessed as high as 43%.

To put it blunt-
ly; THERE IS NO 
SAFE LEVEL OF 
WELDING FUME.

The risk to welders is 
both real and significant. 
In NZ, WorkSafe are 
reviewing their existing 

guidance on welding 
fume and will also be re-
viewing the Workplace 
Exposure Standard 
for welding fume. NZ 
businesses can expect 
regulations there to be 
tightened, as has hap-
pened internationally. 
In the meantime, Work-
Safe will continue with 
workplace inspections 
focused on fume levels, 
ventilation and RPE 
(personal respiratory 
equipment).

While you can help 
the workplace environ-
ment to reduce fume 
production, for example, 
by correct surface prepa-
ration, or using low fum-
ing consumables, the 
exposure levels will still 
be too high given what is 
now known of the risks. 
Local exhaust ventila-
tion (LEV) to remove 
fumes will be required in 
most workshops. If LEV 
is not practical, or test-
ing shows there is still 
fume present, Personal 
Respiratory Equipment 

(RPE) should be worn.
In fact, in Britain 

now the HSE (Work-
safe equivalent) states 
that employers should 
provide appropriate 
RPE even when weld-
ing outdoors. It remains 
to be seen as to wheth-
er WorkSafe in NZ will 
take it this far.

Given the knowledge 
and awareness of the 
risks to their health, 
most workers are happy 
to wear RPE. Comfort-
able, well-fitting positive 
air respiratory helmets 
with clear vision and 
optimum respiratory 
protection will make 
breathing easier, faces 
cooler, and keep Work-
Safe happy as well.

Ed: Attempts to find out 
the general welding fume 
limit in SA have been 
fruitless with no response 
forthcoming from author-
ities. Any assistance from 
readers will be appreciated 
– email: Robin.Hayes@
cbn.co.za

Welding fumes - health risks update

http://www.grindtech.com
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A comprehensive 
boiler maintenance 
programme not only 
keeps your boiler 
up and running reli-
ably, but also ensures 
equipment longevity 
and improves safety 
for employees. How-
ever, many compa-
nies try to save costs 
on water treatment to 
reduce operating costs 
and meet production 
demands. While this 
can save money in the 
short term, it may have 
the opposite effect in 
the long run.

According to Lio-
nel Maasdorp, MD at 
Allmech, a South Afri-
can manufacturer of 
boilers and supplier of 
water treatment com-
ponents, a total water 
treatment programme 
should pursue the fol-
lowing goals:
•	 Maintenance of 

free caustic corro-
sion potential

•	 Minimise caustic 
deposit formation 
due to scale and 
suspended solids 
by chelation and 
sludge conditioners, 
so that blowdown 

will remove poten-
tial problems

•	 Eliminate oxygen 
content through 
de-aeration or other 
mechanical means

•	 Prevent carry-over 
and foaming

•	 Promote the effec-
tive use of fuels

He adds that a com-
plete water treatment 
programme will gener-
ally include monitoring 
sludge build up, check-
ing pH levels, remov-
ing oxygen, treating 
condensate and main-
taining correct alkalin-
ity levels.

“The first aspect of 
stopping scale forma-
tion is to have a good 
idea of the makeup 
water that is feeding 
your system,” he says. 
“Pre-softening the 
water before feeding 
it to the boiler is gen-
erally the first step in 
eliminating scale for-
mation. Even if you 
have soft water, you’ll 
still need chemical 
scale inhibitors inside 
the boiler.”

Proper water treat-

ment ensures there’s 
no efficiency lost and 
negates tube damage. 
It requires the right 
balance of chemical 
treatment and control.

“If one considers 
that the annual cost of 
water treatment chemi-
cals and services on 
industrial boilers, it’s a 
small percentage of the 
cost of the equipment 
itself,” he says. “It 
makes sense to rather 
foot the bill for water 
treatment than risk 
lower production or 
even equipment failure 
in the long term. There 
are also other hidden 
costs of skimping on 

water treatment. For 
example, as a rule of 
thumb, one millimetre 
of scale build-up can 
increase fuel consump-
tion by 2%. If you have 
5mm of scale build-up 
on the boiler tubes, 
you might be paying 
an extra 10% on your 
monthly fuel bills.” 

As an example, a 
coal-fired boiler pro-
ducing 10 tons of steam 
a day would require 
(under normal condi-
tions) 1.3 tons of coal 
per day. 

Over a period of a 
month, the normal 
requirement would be 
28 tons of coal. Due to 

the scale build-up the 
operation now requires 
an extra 2.8 tons of 
coal for the same boiler 
performance. At aver-
age cost of R1 100 / ton 
of coal, the company 
spends an extra R40 
000 for the year – just 
on extra fuel.

“The cost of remov-
ing scale from boilers 
is also high and results 
in longer inspection 
times, leading to loss 
of production,” says 
Maasdorp. “Over time, 
it affects the material 
integrity of the boiler. 
By maintaining the 
correct water treat-
ment regime and by 
adhering to the basic 
principles of looking 
after your boiler and 
the water treatment 
plant, the cost of the 
water treatment ser-
vices and chemicals 

should be covered by 
your savings on down-
time and cleaning the 
boiler. Of course, the 
major saving is the lon-
ger lifetime for your 
boiler, as that’s the big-
gest capital expense.”

Aside from scale, 
another issue that 
proper water treatment 
can mitigate against is 
boiler corrosion. This 
is caused by the inter-
action of water chemis-
try, the environment of 
the facility, operation 
procedures, and mate-
rials used in the con-
struction of the system. 
Dissolved gases in the 
boiler, such as oxygen, 
carbon dioxide and 
ammonia, will aggra-
vate corrosion.

“Oxygen is the most 
aggressive gas in a 
boiler,” says Maas-
dorp. “Internal water 

treatment using chemi-
cals in the feed water 
and raising the tem-
perature are ways to 
remove oxygen in the 
water.”

Water treatment is 
also vital in ensuring 
correct pH levels are 
maintained (to avoid 
failure of safety equip-
ment sue to foaming).

“Improper and non-
existent feed water 
treatment is a major 
cause of boiler fail-
ures, which ultimately 
results in boiler down-
time and costly repairs. 
The better you main-
tain your boilers, the 
less energy they’ll need 
to operate, resulting in 
cost savings from lower 
energy consumption,” 
concludes Maasdorp.

For more information, 
visit www.allmech.co.za.

Skimping on boiler maintenance creates costs down the line

Corrosion after just six months.

BOILER controls are 
the devices used to turn 
on and to control the 
burner operation. It is 
important to consider 
the impact of boiler per-
formance when select-
ing which controls to 
use on your boiler. This 
article will cover the 
types of controls used 
and the benefits of each, 
focusing on steam & hot 
water applications with 
modulating firing.

What are boiler 
controls?

Boiler controls consist 
of a system of devices 
used to sense the oper-
ating condition within 
the boiler, provide 
safety interlocks and 
increase or decrease the 
burner output to main-
tain a desired tempera-
ture or pressure.

The most basic sys-
tems consist of a Flame 
Safeguard and Temper-
ature/Pressure sensing 
device. The tempera-
ture/pressure device 
can either directly con-
trol the burner actua-
tors, or for better con-
trol, a microcontroller 
or PLC-based computer 
may be used to manage 
the firing rate more ac-
curately.

What are my options 
for boiler controls?

Basic: Linkage-based 
controls with direct 
acting modulating motor

These controls are reli-
able and simple. The 
downside is they rely on 
linkage and cams which 
decrease the accuracy 
of Fuel/Air mixing and 
increased the cost of 
fuel.
•	 Temperature/Pres-

sure controller
•	 Flame safeguard 

and appropriate 
interlocks/limits

•	 Modulating motor 
to move the burner 
control linkage.

Better: Parallel 
positioning with 
independent actuators 
and smart controller

The downside is the fuel/
air is set at the time of 
commission and does 
not follow changes in 
operating conditions. 
This control is a great 
improvement and can 
typically result in 3% 
savings in fuel cost com-
pared to a basic linkage 
system.  The Honeywell 
FARC was a popular 
boiler control choice in 
this category. It has since 
been obsolete.  If your 
boiler currently func-
tions on this control, you 
might consider updating 
it.  The uncertainty of 
readily available replace-
ment parts could put you 
in a bind.  An example of 
this is the Siemens LMV 
Boiler Control. 
•	 Same basic controls 

with the addition of 
Independent actua-
tors for each fuel and 
air damper.

Best: PLC Controls 
Parallel Positioning, O2 
Trim and VFD

These controls provide 
the same benefits as the 

parallel positioning sys-
tem, but it is controlled 
by a much more pow-
erful industrial PLC.  
PLC-based controls 
include a colour touch-
screen HMI. This sys-
tem provides precision 
actuators and adapts to 
the excess O2 utilizing 
an O2 sensor to opti-
mize combustion. VFD 
(variable frequency 
drive) control is avail-
able to optimize airflow 
and reduce electricity. 
The PLC-based con-
trol system offers the 
best performance with 
an excellent graphical 
interface for ease of 
use.  Also, it offers the 
same 3% savings in fuel 
cost compared to a ba-
sic linkage system plus 
1-2% O2 Trim savings. 
An example of this is the 
Cleaver-Brooks’ Hawk 
Boiler Control.
•	 PLC controller 

and (including a 
Flame Safeguard & 
sensors)

•	 Colour Touchscreen 
(HMI)

•	 O2 Trim (Oxygen 
trim)

•	 VFD (Variable 
Frequency Drive)

Information pro-
vided by Boiler Supply. 
Visit: https://boisco.com/
improving-boiler-per-
formance-with-modern-
control-technology/

Improving boiler 
performance 

http://www.allmech.co.za
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FIVE guiding prin-
ciples can help equip-
ment OEMs and indus-
trial equipment users 
to design a successful 
data-driven mainte-
nance transformation 
that extracts full value 
from the data their 
equipment generates, 
argues Adrian Bostock

Today’s industrial 
environment is a ware-
house of data, with 
many pieces of equip-
ment cranking out vast 
amounts of information 
about the way they have 
been working thanks to 
a growing suite of sen-
sors and infrastructure 
that captures and col-
lects data.

Most companies do 
a good job of collecting 
this data to figure out 
what happened, but then 
what? Many original 
equipment manufactur-
ers (OEMs) are incorpo-
rating data capture and 
collection capabilities 
in their equipment and 
others are complement-
ing this architecture 
with data repositories 
and advanced analytics 
layers.

Despite the access to 
these data, to extract 
full value from them – 
in particular reducing 
Total Cost of Owner-
ship (TCO) and the 
impact of unplanned 
downtime – big steps 
still need to be made. 
Similarly, among their 
industrial customers 
there is a wide range of 
end users.

Early adopters 
have identified which 
value drivers matter 
most and use sensors 
to define the main-
tenance regime that 
minimises TCO and 
losses, whereas other 
companies with large 
legacy asset pools have 
not started assessing 
the value that can be 
extracted from the data 
or investing in pilots to 
discover and scale the 
data-driven benefits. 
In many cases, mainte-
nance is still having to 
jump in to put out fires 
when they pop up.

So, why focus on 
data describing the past 
when the value from 
data lies in the future 
operations? This is 
where machine learn-
ing (ML) and artificial 
intelligence (AI) come 
in: ML/AI can discover 
patterns leading to fail-
ures based on many 
historical data that the 
human cannot detect 
due to the large number 
of variables that affect 
the health of the equip-
ment.

It’s time to take back 
control over the 

equipment

In addition, more sta-
ble assets means that 
employees can spend 
more time finding ways 
to improve the equip-
ment’s performance 
rather than looking 

back to figure out why 
it failed — creating a 
culture of innovation.

Five ways to launch 
a data-driven 

maintenance strategy:

•	 Focus on creating 
value and identifying 
the most important 
assets. Start with 
a value driver tree 

for operations, and 
determine which 
assets are most 
important when it 
comes to factors 
such as total cost 
of ownership and 
avoiding unplanned 
downtime.

•	 Assess the granular-
ity and robustness of 
your data. Is the data 
from your equipment 

actually giving you 
information that 
you can use to make 
different decisions? 
For example, does it 
differentiate between 
planned mainte-
nance activities and 
the reactive ones? 
Is the data collected 
in a way that is unbi-
ased?

•	 Iterate, refine, and 

scale. Think big, 
start small, and 
scale fast. Take an 
agile approach, 
using a multidisci-
plinary team that 
can develop resilient 
solutions. Take 
small steps with 
many iterations. 
Striving for perfec-
tion from day one 
will almost certainly 

end in failure.
•	 Engage stakeholders 

at all levels. The most 
successful digital and 
analytics transforma-
tions are a partner-
ship that is led from 
the top—the very 
top— and executed 
by the shop floor.

•	 Improve your data 
architecture. Have 

models, policies, 
rules, and standards 
that govern which 
data is collected, 
how it is arranged 
and integrated, and 
where it is used.

Applying these prin-
ciples will increase 
the chances of success 
for your data-driven  
journey.

Extracting full value from data

http://www.bmgworld.net


28   CBN November 2021
MANUFACTURING & ENGINEERING

HIGH-PERFORMANCE

ABRASIVES
Machinist’s Files Milling Tools Mounted Points

Fine Grinding &
Polishing Tools

Diamond & CBN Tools Cut-off wheels, Flap discs
& Grinding wheels

Cut-off wheels
for stationary

applications

Industrial Power Brushes Tool Drives

Our 5 South African sales of�ces can provide tool solutions to 
solve application problems within various industries.

Contact your nearest sales of�ce for more information:

PFERD South Africa supplies a range of high-performance
abrasives suitable for a variety of manufacturing processes. 

Johannesburg
    + 27 (0) 11 230 4000
    sales@pferd.co.za
    info@pferd.co.za

Cape Town
    + 27 (0) 21 552 5122
    ctn@pferd.co.za

Pretoria
    + 27 (0) 12 804 6000
    pta@pferd.co.za

Kwa Zulu Natal
    + 27 (0) 31 705 5100
    kzn@pferd.co.za

Gqeberha (Port Elizabeth)
    + 27 (0) 41 451 4647
    pe@pferd.co.za

THERE IS NO SUBSTITUTE FOR QUALITY AND SAFETY

TRUST BLUE

IN tough economic 
times, it’s easy for busi-
nesses to fall into a cul-
ture of buying cheap, 
using, discarding and 
replacing. However, the 
short-term benefit of this 
strategy can have detri-
mental consequences in 
the long term for a busi-
ness’s bottom line.

In the words of Ben-
jamin Franklin, “The 
bitterness of poor qual-
ity remains long after 
the sweetness of a low 
price is forgotten”. But 
why does one brand cost 
more than another even 
though both have similar 
features and benefits?

The first reason is the 

manufacturing process, 
built quality and the 
quality of the raw ma-
terials used. Secondly, 
premium products go 
through rigorous test-
ing, various accredita-
tions and quality checks. 
This way the company 
can ensure the product 
will perform as intend-

ed—in a safe and con-
sistent manner.

Why buy from brands 
you know?

Peace of mind
Reputable manufac-
turers spend enormous 
amounts of time, money 
and energy to ensure 

their products consist-
ently deliver positive user 
experiences. Being trust-
worthy means custom-
ers have peace of mind 
because they know the 
product will perform as 
previously experienced.

Provide safety

People are creatures 
of habit who generally 
avoid risk and seek safe-
ty. Trusted manufactur-
ers offer just that—a pre-
dictable product where 
customers know what 
to expect. Buying from 
a well-known brand is a 
safe option with overall 
risk reduction.

Added value included

Purchasing products 
from a trusted brand, 
customers receive more 
than just the product. In-
cluded is years’ worth of 
research, development 
and innovation that has 
led to the development 
of solutions that get the 
job done cost-effectively, 
with less effort and in a 
shorter space of time.

Save time on decision-
making

When you have confi-
dence in your experi-
ence with a brand you 
are familiar with, deci-
sion-making is simple 
because less research is 
required. You know the 
brand delivers on their 
promise; therefore, you 
can choose and use 
their product(s) with 
confidence.

Quality products, 
trusted worldwide

PFERD has been in 
the abrasive business 
since 1799 and trusted 
worldwide in the devel-
opment, production and 
support of tool solutions 
for work on surfaces and 
material cutting. 

Numerous industries 
use PFERD tools daily 
to manufacture various 
products, goods and 
equipment. Manufac-
turers of stainless steel 
process and storage 
tanks for the food and 
beverage industry, as ex-
ample, rely on the quali-
ty, safety and consistency 
of PFERD tools in order 
to produce their vessels 
without the slightest 
compromise.

As a founding mem-
ber of the Organisation 
for the Safety of Abra-
sives (oSa), PFERD is 
committed to ensure 
their products adhere to 
the highest safety stand-
ards and performance 
requirements.

For additional informa-
tion, or to arrange an on-
site product evaluation, 
please contact PFERD 
South Africa. Tel : 011 
230 4000: E-mail: info@
pferd.co.za, Website: www.
pferd.com

Dressing a stainless steel weld with a PFERD 
POLIFAN CO-FREEZE INOX flap disc.

Buy reputable - choose quality, safety 
and consistency

https://www.pferd.com/int-en/
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INVICTA Holdings 
Limited’s Engineering 
Solutions Group (ESG) 
- distributors of engi-
neering consumables, 
automotive compo-
nents, technical ser-
vices and related solu-
tions - has achieved 
recognition as a Level 
2 contributor to Broad-
Based Black Economic 
E m p o w e r m e n t 
(B-BBEE). 

ESG has been for-
mally assessed by Ingk-
wazi, an accredited 
B-BBEE verification 
agency that bases ratings 
on the Codes of Good 
Practice and Gazetted 
Sector Charters.

“ESG’s B-BBEE 
strategy has had a pow-
erful impact on the 
expansion and improve-
ment of business oper-
ations and we believe 
our new status will be a 
sound springboard for 
future growth of group 
companies,” says Ruth 
Black, Group Human 
Resources Executive, 
ESG. “This evaluation 
involves the company’s 
compliance to empow-
erment factors identi-

fied by the DTI, which 
include ownership, 
management and con-
trol, skills development, 
enterprise and supplier 
development, as well as 
socio-economic devel-
opment. 

“ESG is committed to 
an integrated B-BBEE 
strategy, continually 
seeking ways to improve 
all aspects of the score-
card and strategically 
linking socio-economic 
investments to skills 
development and pro-
gressive employment 
equity, to ensure sus-
tainable business perfor-
mance.

“Our latest verifica-
tion certificate and newly 
accredited Level 2 status 
means ESG customers 
can claim B-BBEE pro-
curement recognition of 
125 % against all pur-
chases.” 

The company believes 
in sustainable develop-
ment and instils in its 
team a responsibility for 
health, safety and the 
environment, as well as 
empowering local com-
munities. Skills training 
is also important at ESG 

and forms a critical part 
of the Group’s invest-
ment in staff upliftment.

ESG has expanded its 
operation significantly 
and now incorporates 
BMG (Africa’s indus-
trial leader in engineer-
ing consumables and 
services), INDUSTRI 
Tools & Equipment, 
Screen Doctor (vibrating 
equipment and material 
handling solutions), 
OST-Africa (vibrator 
motors, tensioners and 
suspension systems), 
Rustenburg Engineers 
& Foundry (major play-
ers in the foundry indus-
try) and Abrasive Flow 
Solutions (AFS – spe-
cialists in the design and 
manufacture of slurry 
related valves). 

Group companies 
also comprise Universal 
Parts Group (ESG’s 
reach into the automo-
tive after-market), incor-
porating Autobax and 
Driveshaft Parts; Belt 
Brokers (manufacturers 
and suppliers of quality 
conveyor components), 
and ESG Exports (which 
exports group products 
into Africa and globally).

Level 2 achieved

From left: Audrey Kgampe, B-BBEE Coordinator, Ruth Black, Group 
Human Resources Executive and Joanne Danster, Transformation Manager, 

Engineering Solutions Group (ESG).

By Dr. Jau Huang who 
founded CyberLink 

Corp. in 1996, with a 
focus on developing 
world-class digital 
video and Internet 

technologies

IN manufacturing, 
safety has long been 
a top priority. More 
recently, modern 
workplace safety has 
undergone a tectonic 
shift to accommodate 
the exceptional chal-
lenges brought on by 
the  COVID-19 pan-
demic. While many of 
us hoped to be out of 
the woods by now, the 
pandemic is once again 
surging, driven by the 
highly contagious Delta 
variant, along with oth-
ers.

Enter artificial intel-
ligence. Many manufac-
turers already leverage 
AI technology to antici-
pate and problem solve 
for unexpected obsta-
cles such as machinery 
failure, defective prod-
uct delivery, and more. 
According to a recent 
MIT survey, the top 
three use cases for AI in 
factories are improving 
product quality, achiev-
ing greater speed and 
visibility across supply 
chains, and optimizing 
inventory management. 
Beyond these core use 
cases, AI can and should 
be deployed to advance 
worker safety, especially 
in a pandemic. AI can 
help leaders improve 
factory security, accu-
rate health checks, and 
build confidence among 
workers to ensure 
operational efficiency is 
never compromised.

Advanced AI facial 
recognition systems can 
recognize faces at high 
accuracy even when they 
are partially obscured 
by a face mask.

Factory Security

By certifying the 
only people to enter a 
space are in fact those 
with approved access, 
factories can limit the 

risk of exposure to the 
virus while also reduc-
ing accidents and 
intellectual property 
breaches. In the past, 
factories have used fin-
gerprint recognition 
to approve employee 
access to the floor. 
However, in today’s 
workplace, workers 
are often required to 
wear gloves to limit 
bacterial exposure. 
AI, combined with 
facial recognition 
technology, can be 
deployed as a contact-
less solution for iden-
tity verification during 
COVID-19 to con-
trol employee access 
while allowing work-
ers to maintain use of 
personal protective 
equipment, including 
mask wearing. 3D and 
2D cameras with anti-
spoofing technology 
offer an added level 
of protection against 
potential threats. 
Many factories employ 
several thousand peo-
ple, with hundreds of 
them working in the 
same facility at the 
same time. Facial rec-
ognition technology 
performs factory secu-
rity checks quickly 
and at scale, allowing 
workers to get to work 
faster, in a certified 
safe environment.

Accurate Health 
Checks

Beyond guarantee-
ing only authorized 

personnel are enter-
ing the factory floor, 
manufacturers must 
be assured those 
employees are truly 
healthy. Here too, AI 
can support the mis-
sion through thermal 
cameras and accurate 
mask detection. The 
technology reads an 
employee’s tempera-
ture while verifying 
their identity to deter-
mine whether they are 
displaying symptoms 
of illness and deny 
access if a worker 
appears to be run-
ning a fever. The same 
technology also deter-
mines if an employee 
is wearing a mask and 
wearing it properly. In 
some cases, especially 
in manufacturing, pro-
tective gear can inter-
fere this capability. 
Limiting person-to-
person contact during 
the pandemic contin-
ues to be a key practice 
in limiting the spread 
of the virus, making 
this contactless solu-
tion preferable to 
human monitors. It 
also limits the need to 
hire additional people 
to monitor employee 
health, cutting down 
on costs.

Worker Confidence

Enlisting technol-
ogy to determine 
employee access and 
health builds con-
fidence amongst 
employees and allevi-

ates undue pressure. 
Many factory employ-
ees feel burdened to 
come to work even if 
they don’t feel well. In 
using AI to determine 
health status, and deny 
access if standards 
are not met, workers 
have no choice but to 
stay home when their 
temperature is high. 
In assigning the final 
decision to a neutral 
third-party, in this 
case technology man-
ufacturers remove that 
pressure from their 
employees.

Additionally, every-
one working on the 
floor can perform 
their work with the 
confidence that all 
their colleagues have 
also passed the ini-
tial safety check. This 
removes doubt and 
lessens fears, allowing 
workers to focus on 
the job at hand. 

M a n u f a c t u r i n g 
safety will continue to 
evolve, as it has for the 
past 100 years or so. 
The introduction of 
new technology, such 
as artificial intelli-
gence and facial recog-
nition, opens the door 
for additional safety 
improvements while 
keeping costs low and 
ensuring workers and 
manufacturing lead-
ers have the neces-
sary tools for seamless 
operations.

Reprinted from: https://
industrytoday.com/

How AI is helping in the fight 
for safer factories

ENDRESS+HAUSER 
has expanded its ISO cer-
tification by achieving the 
ISO:17025 accreditation 
for its calibration servic-
es. This means that the 
Endress+Hauser team 
now covers the full range 
of flow, temperature, 
pressure, and liquid anal-
ysis instruments – both 
ones that customers use 
at their own facilities and 
ones performed in the 
company’s laboratories.

With this accredita-
tion, Endress+Haus-
er’s coverage of cali-
bration needs now 
introduces these specific 
additions for clients:

•	 conductivity from 100 
to 200,000 microSie-
mens per centimetre;

•	 pH calibrations from 
one to 14 pH;

•	 an increase in pres-
sure calibration range 

to 1 500 psig; and
•	 an increase in flow 

capabilities to 1 000 
litres per minute, or 
1 000 kilograms per 
minute.

Authored by the Inter-
national Organization 
for Standardization, 
ISO:17025 accreditation 
allows laboratories to 
demonstrate that they 
operate competently and 
generate valid results, 
which promotes confi-
dence in their work both 
locally and internation-
ally. It also helps to facili-
tate cooperation between 
labs and other organiza-
tions by generating wid-
er acceptance of results 
between countries. Test 
reports and certificates 
can be accepted between 
countries with no further 
testing required, and 
this boosts international 
trade.

A leader in high-quality 
calibration services, En-
dress+Hauser assures 
timely, traceable, and 
cost-efficient calibration 
that ensures high perfor-
mance and compliance 
with customers’ operat-
ing needs. Aside from 
instrument calibration, 
the manufacturer others 
such value-added ser-
vices as installed base 
analysis and mainte-
nance optimization. En-
dress+Hauser remains 
a worldwide supplier of 
test and measurement 
services and solutions 
for industrial process 
engineering, including 
sensors, instruments and 
systems.

For more informa-
tion, Endress+Hauser 
(Pty) Ltd, South Africa, 
Tel. 011 262 8000, Email: 
info.za.sc@endress.com

E+H achieves new ISO 
accreditation

FIRING Industries 
Ltd. supplies piab vacu-
um-conveying solutions, 
including the innovative 
piFLOW®p device. 
One manufacturer that 
yields high advantages 
from this product is 
M.B. Sugar, based in 
India, a company that 
makes sweeteners that 
come in stick packs for 
instant use by coffee/tea 
drinkers in Starbucks 
and five-star hotels.

M.B. switched from 
its previous bucket-el-
evator solution achiev-
ing better results with 

this piab vacuum con-
veyor.

Easy to clean and 
maintain

The company faced 
several product-quality 
issues with the previous 
system. The open nature 
of the bucket elevator 
resulted in hygienic chal-
lenges and contamina-
tion with black dust in the 
product. This method 
also required manual 
inspection and removal 
of black particles, keep-
ing employees busy for 

hours with tons of sugar. 
In addition, varying oper-
ator skills led to differ-
ences in quality, resulting 
in more product loss.

In the current sys-
tem, the piFLOW®p 
is installed atop a dryer 
and conveys sugar 
from the ground-floor 
hopper to the dryer 
in batches. Workers 
retrieve raw sugar in 
sacks and empty it into 
the hopper; once dry, 
the sugar is filled directly 
into the stick packs 
or other small paper 
packets for hygienic 

delivery. Because the 
piFLOW®p operates as 
a closed system, it stops 
foreign material from 
entering the process. It 
is also easy to clean and 
maintain. The quick-re-
lease system of filters 
and gaskets enables fast 
yet thorough disassem-
bly, cleaning, and reas-
sembly of the whole con-
veyor for the next batch.

To learn more, contact 
Firing Industries’ 
application-sales 
engineers at ddubuc@
firing.com.

Vacuum-conveying technology benefits 
sugar company
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ENHANCE SYSTEM EFFICIENCY
through filtration and contamination control, flow measurement 
and monitoring pressure and oil levels

AS agricultural 
machine construction 
improves, the need for 
reliable coupling of 
lines on agricultural 
applications increases. 
There are risks how-
ever and maintenance 
personnel have to be 
extremely careful when 
connecting hoses and 
attachments to hydrau-
lically powered trac-
tors, implements and 
harvesters. 

There is no sub-
stitute for the use of 
reliable, sturdy and 
efficient quick release 
couplings when con-
necting or disconnect-
ing hydraulic lines.  

Specialists in the 
field, Faster Cou-
plings, confirms that 
the agricultural sector 
is the leading field of 
applications for quick 
release couplings. 
This is especially so 
for hydraulic lines and 
attachments regularly 
changed or switched 
for different tasks. 
They facilitate quick 
and safe connection, 
even with pressurised 
hydraulic connections. 
Certain ranges can 
be connected under 
residual pressure, 
minimising hydraulic 
lock when connecting 
the respective lines. 
Often the environment 

is dusty and dirty, and 
other particles con-
taminating the hydrau-
lic system and affecting 
operating efficiency. 

With innovation 
driving towards greater 
modularity and flex-
ibility, the capability to 
easily and quickly con-
nect to and detach sev-
eral differing attach-
ments from a single 
machine has become 
a prerequisite. Faster 
Couplings has designed 
its range according 
to international stan-
dards that meet strict 
i nter- changeabi l i t y 
specifications and per-
formance.

Hydrasales

As the African dis-
tributor for Faster 
Couplings, Hydra-
sales carries its wide 
and extensive product 
range of agricultural 
couplings and the 
Faster range of Mul-
tiFaster connections. 
The company’s depth 
of knowledge and 
experience provides 
support and technical 
back up for all coupling 
applications including 
harvesting.

These proven and 
tested products con-
nect the hydraulic 
circuit to rear attach-

ments and to power 
them. Oil flows from 
the female couplings 
on the tractor to the 
male coupling on 
the attachment and 
returns per the appli-
cation’s design. These 
are interchangeable 
according to ISO 
7241 part A. they are 
well constructed with 
significant features 
include sleeve retrac-
tion, push pull features 
and allow for a high 
flow. 

Luca Robustelli, 
Faster’s Export man-
ager advises; “The 
retractable couplings 
incorporate a poppet 
valve shut-off system. 
The 3CPV series panel 
mounted female cou-
plings are designed 
for installation and 
connection to flexible 
hoses. They can be 

connected to male cou-
plings under residual 
pressure.” 

The 3CFPV series 
can be screwed directly 
into valve ports or rigid 
pipes. These Push-
Pull female couplings 
are connectible with 
males under residual 
pressure. The more 
sophisticated 6DNPV 
series are also Push-
Pull female couplings 
for rigid mounting con-
nectable with male and 
female under pressure 
and can be discon-
nected under pressure 
with little effort. The 
high flow series can 
accommodate a maxi-
mum flow rate of 250 
l/min. 

Flat face couplings

Faster Couplings has 
an extensive range of 

flat face couplings spe-
cifically designed for 
‘Powerbeyond’ applica-
tions for power beyond 
the rear attachments. 
The sizes of these flat 
face couplings vary 
in accordance with 
class 1 to 3 of the ISO 
17567 standard.  These 
attachments, which 
are interchangeable 
according to ISO 
16028, allow tractors 
to regulate oil flow and 
optimize machine per-
formance. 

Hydrasales Agricul-
ture product specialist, 
Lucas Thela says; “The 
couplings are of high 
quality with safety built 
into the design while 
reducing the possibili-
ties of system leaks.”

Multi Faster range

These products con-
nect multiple lines 
allowing for an effort-
less connection even 
with residual pres-
sure in the system. 
MultiFaster offers 
a complete range of 
high-performing flat 
face quick-release cou-
plings that comply with 
the standard. Impor-
tantly, some of prod-
ucts in the range can 
be connected between 
pressurised hydraulic 
lines and are inter-

changeable due to the 
specific shape, easy to 
clean faces, strong con-
nection with little or no 
spillage and corrosion 
resistant coating. 

An exceptional 
development tool is 
the MultFaster Con-
figurator , accessible 
on the Faster Coupling 
website, which enables 
engineers to design 
and develop their very 
own specifications of 
the MultiFaster. Visit 
www.fastercouplings.
com/multifaster/con-
figurator.

Extensive inventory

Thela says, “There are 
many variations in the 
Multi faster range to 
cater for the needs of 
the agricultural sec-
tor. They have a dif-
ferent combination of 
elements, such as the 
numbers of lines, cou-
pling sizes, lever and 
electrical connectors. 
The number of lines 
vary according to the 
functions performed 
by the tractor or har-
vesters’ attachment”. 
The design is com-
pact with four lines 
and multi-installation 
options. 

The unit’s safety fea-
tures prevent acciden-
tal disconnections and/

or partial unscrewing 
of the main sleeve, thus 
countering mechanical 
vibration. A further 
benefit is the capa-
bility to connect the 
hydraulic lines within 
the system, even under 
residual pressure.

There is also a trend 
towards hydraulic multi-
connection systems that 
are completely inte-
grated with the standard 
mechanical locking sys-
tem of the attachment 
on the vehicle.  

Diagnosis and 
maintenance 

Faster have hydrau-
lic connection solu-
tions for diagnosis and 
maintenance applica-
tions, which are inter-
changeable worldwide 
(according to ISO 
15171-1). The compa-
ny’s diagnostic quick-
release couplings (DF 
series) have been spe-
cifically designed to 
make maintenance 
of hydraulic systems 
and checking of pres-
sure within the circuit 
is easier, quicker and 
more effective. 

For more information 
Email harpo@hydra-
sale.co.za  Tel: 011 392 
3736/7

Quick-release couplings range reduces farm accidents 

http://www.hydrasale.co.za


CBN November   31 

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

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

Chairman:
Rudi Leitner
rudi.leitner@hypenica.com
Publisher:
Robin Dunbar
robin.dunbar@cbn.co.za
Editor:
Robin Hayes
editor@cbn.co.za
Production Manager: 
Elise Jacobs
elise.jacobs@cbn.co.za
Online Editor: 
Jadine	Gracie
jadine.gracie@cbn.co.za
Sales & Marketing Director:
Robin Dunbar
robin.dunbar@cbn.co.za
Sales Team:
Heather Ferreira
heather.ferreira@cbn.co.za
Shaun Austin
shaun.austin@cbn.co.za
Subscriptions:
subscriptions@cbn.co.za
Cape Business News
021 250 0400
sales@cbn.co.za

IN THE NEXT ISSUE:

•	 Agri-Processing & Harvest 
Supply Chain

•	 Automation Systems / 
Instrumentation & Process 
Control

•	 Boilers & Burners / Combustion 
Technology / Heating Control

•	 Breweries / Wineries / 
Distilleries

•	 Compressors / Plant & 
Equipment

•	 Materials Handling & Equipment
•	 Occupational Health & Safety
•	 Power Solutions / Energy 

Efficiency	/	Power	Generation	/	
Transmission & Distribution

•	 Pumps / Valves / Fluid 
Technology / Filtration

•	 Warehousing: Storage / 
Distribution & Logistics

•	 Water Engineering: Water 
Reuse	/	Water	Storage	/	Grey	
Water Systems Waste Water 
Treatment Solutions

By Michael Miller, University 
of Cincinnati

UNIVERSITY of Cincinnati chemical 
engineering student Tianyu Zhang holds 
up a vial of graphene used as a catalyst 
to convert carbon dioxide into methane. 
Credit: Andrew Higley/UC Creative

Engineers at the University of Cincin-
nati are developing new ways to convert 
greenhouse gases to fuel to address cli-
mate change and get astronauts home 
from Mars.

UC College of Engineering and Applied 
Science assistant professor Jingjie Wu and 
his students used a carbon catalyst in a 
reactor to convert carbon dioxide into 
methane. Known as the “Sabatier reac-
tion” from the late French chemist Paul 
Sabatier, it’s a process the International 
Space Station uses to scrub the carbon 
dioxide from air the astronauts breathe 
and generate rocket fuel to keep the sta-
tion in high orbit.

But Wu is thinking much bigger.
The Martian atmosphere is composed 

almost entirely of carbon dioxide. Astro-
nauts could save half the fuel they need for 
a return trip home by making what they 
need on the red planet once they arrive, 
Wu said.

“It’s like a gas station on Mars. You 
could easily pump carbon dioxide through 
this reactor and produce methane for a 
rocket,” Wu said.

UC’s study was published in the jour-
nal Nature Communications with col-
laborators from Rice University, Shanghai 
University and East China University of 
Science and Technology.

Wu began his career in chemical engi-
neering by studying fuel cells for electric 
vehicles but began looking at carbon diox-
ide conversion in his chemical engineering 
lab about 10 years ago.

An experimental reactor uses graphene 
quantum dots as a catalyst to convert 
carbon dioxide into methane. “I realized 

that greenhouse gases were going to be 
a big issue in society,” Wu said. “A lot of 
countries realized that carbon dioxide is a 
big issue for the sustainable development 
of our society. That’s why I think we need 
to achieve carbon neutrality.”

The Biden Administration has set a goal 
of achieving a 50% reduction in green-
house gas pollutants by 2030 and an econ-
omy that relies on renewable energy by 
2050.

“That means we’ll have to recycle car-
bon dioxide,” Wu said.

Wu and his students, including lead 
author and UC doctoral candidate Tianyu 
Zhang, are experimenting with different 
catalysts such as graphene quantum dots—
layers of carbon just nanometers big—that 
can increase the yield of methane.

Wu said the process holds promise to 
help mitigate climate change. But it also 
has a big commercial advantage in produc-
ing fuel as a by-product.

“The process is 100 times more produc-
tive than it was just 10 years ago. So you 
can imagine that progress will come faster 
and faster,” Wu said. “In the next 10 years, 
we’ll have a lot of startup companies to 
commercialize this technique.”

Wu’s students are using different cata-

lysts to produce not only methane but eth-
ylene. Called the world’s most important 
chemical, ethylene is used in the manufac-
ture of plastics, rubber, synthetic clothing 
and other products.

Synthesizing fuel from carbon dioxide 
becomes even more commercially viable 
when coupled with renewable energy such 
as solar or wind power, Wu said.

“Right now we have excess green energy 
that we just throw away. We can store this 
excess renewable energy in chemicals,” he 
said.

The process is scalable for use in power 
plants that can generate tons of carbon 
dioxide. And it’s efficient since the con-
version can take place right where excess 
carbon dioxide is produced.

Wu said advances in fuel production 
from carbon dioxide make him more con-
fident that humans will set foot on Mars in 
his lifetime.

“Right now if you want to come back 
from Mars, you would need to bring twice 
as much fuel, which is very heavy,” he said. 
“And in the future, you’ll need other fuels. 
So we can produce methanol from carbon 
dioxide and use them to produce other 
downstream materials. Then maybe one 
day we could live on Mars.”

Carbon dioxide reactor makes 
Martian fuel

By Bob Yirka , Phys.org

A small team of environmentalists from 
the London School of Economics and the 
Political Science Organization for Eco-
nomic Co-operation and Development has 
published a Policy Forum piece in the jour-
nal Science highlighting the lack of effort 
by the world’s largest oil and gas companies 
to reduce their carbon footprint. In their 
paper, the authors claim that of 52 compa-
nies they looked at, just two of them have 
established science-based climate targets.

One of the biggest contributors of 
greenhouse gas emissions is the gaso-

line-burning vehicle. Cars and trucks the 
world over spew billions of tons of carbon 
into the atmosphere every day. And most 
of that gasoline is provided by oil and gas 
giants such as BP and Exxon Mobil. In 
recent years, these companies have been 
pushed by consumers and government 
alike to come up with plans to reduce 
their carbon footprints by reducing the 
amount of carbon-based product they 
sell to consumers. In this new effort, the 
authors suggest that the oil and gas giants 
have not responded to pressure as might 
be expected, and instead appear to be 
mostly turning a deaf ear.

To learn more about how the big oil 

and gas companies have been responding 
to calls for a response to global warming 
issues, the authors obtained and analyzed 
data from 52 of the largest companies 
looking for evidence of a response. They 
found that just two of the companies had 
made any public announcements regard-
ing plans to help reduce emissions to meet 
the goals of the Paris Climate Accord. 
Occidental Petroleum announced it had 
plans to help reduce emissions to meet 
the 1.5 degree Celsius benchmark, and 
Royal Dutch Shell announced it had plans 
to help prevent reaching the 2 degree Cel-
sius limit.

The authors also looked at emission 
intensities, the CO2 emissions from oper-
ations and use by customers, noting that 
only 23 of the companies listed numbers 
for customer use, which is, of course, the 
biggest contributor to emissions. They also 
looked at future emission intensity projec-
tions for all of the companies and found 
that just over half had released estimates. 
Those that did list them had unambitious 
goals, say the authors.

Overall, the authors found that the 
vast majority of large oil and gas compa-
nies are doing little to assist the effort to 
reduce greenhouse gas emissions, which 
in the end could be their undoing. As the 
world moves to alternative fuel sources, 
these giants could find themselves without 
customers.

Ed: Surprise, surprise. A case of 
greenwashing no doubt.

Data suggests oil giants are not looking 
very hard to find ways to reduce their 

carbon footprint
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SO there we were, peacefully mind-
ing each other’s business at the local 
home of fine food and wine when 

Luke the Dude walked in. “Yes! Yes! Yes!” 
greeted he, “How do you feel about paying 
a skin colour tax?”

The convivial company of conversation-
alists were, as per habit, congregating to 
interrogate the problems of our town and 
the world. 

“Don’t be ridiculous!” Bob the Book 
protested: “Such a racist thing wouldn’t 
even be legal!” 

“Legal?” wide-eyed Luke the Dude. 
“No less a personage than a highly learned 
judge says we must.” 

“Which judge,” enquired Stevie the Poet, 
“John Hlophe?” 

“Not even,” grinned Luke, “Dunstan 
Mlambo, a front-runner to be our Chief 
Justice as we speak, that’s who.”

“Please elaborate,” requested The Prof.
“Happy to Prof,” bowed Luke the Dude. 

“Last month Stellenbosch University had 
its yearly ‘social justice summit’, where 
Mlambo flighted plans for inspanning the 
courts to sort out the haves. Wealth must 
be redistributed – ‘social parity’ for all.”

“That one,” frowned Jean-Jay, “fancy 
words for stealing from the rich to do very 
little for the poor. Right?”   

“That would be a big improvement,” 
observed Colin the Golfer. “Currently we 
have the ANC and EFF stealing from both 
the rich and the poor to enrich themselves, 
eh Boyo!”

“Quite so,” nodded Miss Lily. “The 
result is that one in three workers have 
no job, the state machinery has been run 
into the ground and people live in squalor. 
I think we can all agree that South Africa 
must do better?”

All agreed. 
“Hmmm,” frowned Big Ben, “so where is 

this tax on skin colour that Luke the Dude 
is blabbing about?”

“A ha!” blabbed Luke, “at the same 
‘social justice summit’ Prof Tshepo Madlin-
gozi, who deals in ‘applied legal studies’, 
explained the fancy words: Not mere redis-
tribution; fully race-based redistribution. I 
have the quote from Daily Maverick: ‘We 
need to be honest,’ said Madlingozi, ‘… 
the idea that you can achieve social justice 
without white people losing something, is 
ridiculous.’ 

“Happy Ben?”
“So,” mused Bill the Beard, “the Radi-

cal Economic Transformation of the Zuma 
insurrectionists and Malema’s EFF U, 
together with the ANC’s land reform – 
which includes land theft – are alive and 
well in academia and the highest courts of 
the land. And making no bones about their 
targets being white.”

“Let’s think about it,” contemplated The 
Prof, drawing slowly on his pipe (we were 
outside in the garden, Nkosazana). “The 
reality is that we live in a country where 
fellow citizens of all skin colours are unem-
ployed, untrained and dirt poor. Many 
make do without running water, functional 
sewage, public transport, protection from 
crime … solutions must be sought.”

“Useless!” exclaimed Jon the Joker. “All 
of these problems are caused by the failed 
ANC government who ran a successful 
industrial economy into the ground with my-
turn-to-eat greed and incompetence. People 
are unemployed – useless ANC labour poli-
cies. People are untrained – useless ANC 
education system. People have lost hope – 
dependence on hand-outs. Water, sewage, 
transport – all caused by ANC failure to 
deliver basic services, plain and simple.

“And how do they approach the problem? 
With fantasies about entrenched apartheid 
– three decades after apartheid ended. That 

is moral and intellectual cowardice. The so-
called solutions these learned judges and 
professors offer are stuck in the obsolete 
past: blame apartheid; make the whites pay.”

“Let’s just strip it down,” resumed the 
Prof. “They pursue social justice – we can 
have a whole conversation just about that 
– by means of twin solutions. In plain lan-
guage: Tax the rich to help the poor. Take 
from whites to give to blacks. 

“The promoters of these solutions take it 
for granted that this will repair the tangled 
mess the ANC has made of our country. It 
won’t.”

“Fact is,” agreed Stevie the Poet, “those 
interventions are already in force and have 
been for a long time. It’s called progres-
sive income tax. Really poor people pay 
no income tax. You start paying at earn-
ings above R87’300 a year and then the 
rate is 18% – which goes up as your income 
increases. The highest rate is 45%, for peo-
ple earning over R1.5 million. Add in VAT 
and all the other taxes, and the wealthy pay 
more than half their income to benefit the 
rest of us.

“So, there you have it: Taxing the rich to 
help the poor.” 

“True but useless,” opined Jon the Joker. 
“The spanner in the piggy bank is having 
the ANC in charge of spending all those 
taxes; and we have seen them in action. 
Can’t even be trusted with food parcels for 
the poor.”

“Agreed,” nodded Miss Lily, “you cannot 
punish the donors of the parcels for that.”

“And the other leg, taking from whites to 
give to blacks?” challenged Bob the Book.

“I’ll take it from here,” insisted Luke the 
Dude, “I have Dave Steward of the FW de 
Klerk Foundation to thank for the figures: 
In 1992, as SA was preparing for transition 
to an ANC government, the IMF investi-
gated the feasibility of a redistribution tax. 

They discovered that white South Africans 
pay 32% of their combined income to the 
taxman – while getting only 8.7% back in 
services like health and education. The 
IMF calls that a relative tax burden. At 
23.3%, it was more than three times that 
of France and Germany and twice that of 
Canada, the second highest.

“Since then, this burden grew non-stop 
as the ANC introduced subsidies for black 
people, while whites increasingly covered 
their own schooling, medical expenses and 
security.

“So, there you have it: You are already 
paying a rather large skin colour tax, sir.”

“This while our GDP keeps shrinking in 
the hands of the ANC,” sighed The Prof. 
“And they think they’ll get more loot with 
yet another tax. Greedy and incompetent 
governments repel investors: more jobs 
destroyed and more people in poverty.  

“Instead of cutting a shrinking cake into 
ever more slices, the well-known secret of 
success is to bake a bigger cake – get out of 
the way of the bakers!”

And with that, dear reader, the convivial 
confederacy wish you a joyful festive sea-
son and a most fulfilling 2022!

E-mail: noag@maxitec.co.za

The incredible lightness of taxes

By Shinshu University

LARGE-scale solar hydrogen produc-
tion through water splitting using a 
powder photocatalyst is considered 

one of the most promising methods of pro-
ducing sustainable fuels in the future. In 
2018, this research group demonstrated that 
water-splitting photocatalytic panel reactor 
can be scaled up to 1 m2 in size without com-
promising the solar water splitting activity 
of the photo catalyst. However, large-scale 
separation and collection of solar hydro-
gen beyond the laboratory scale had never 
been realized. It was necessary to review the 
design of the photocatalytic panel reactor 
and develop a system to safely separate the 
gas mixture of hydrogen and oxygen in an 
outdoor environment.

The joint research project involving 
NEDO, ARPChem, The University of 
Tokyo, Fujifilm, TOTO, Mitsubishi Chemi-
cal, Meiji University and Shinshu University 
(who was responsible for the photocatalytic 
water-splitting technology) demonstrated 
that in a large-scale outdoor area of 100m2 it 
is possible to split water using a powder 
photo catalyst and solar rays to retrieve solar 
hydrogen from the generated hydrogen-ox-

ygen gas. More rigorous safety tests are still 
needed, but if a properly designed system 
is used, the highly explosive hydrogen-oxy-
gen gas can be safely handled for long peri-
ods. Therefore, a system for producing a 
large amount of solar hydrogen at low costs 
through the improvement of the visible light 
responsive photo catalyst, the photo cata-
lyst panel, and the gas separation module is 
within reach.

Achieving this feat required a lot of tech-
nological advancement and collaboration 
of experts from various fields. The develop-
ment and demonstration of stable hydrogen 
separation of the moist hydrogen oxygen 
mixed gas regardless of the weather and 
sunshine conditions is an unprecedented 
breakthrough technology that is currently 
under patent review. Shinshu University’s 
Associate Professor Takashi Hisatomi of the 
Research Initiative for Supra-Materials who 
is an expert on photo catalysis for water-split-
ting and hydrogen production states that “by 
demonstrating the entire process from hydro-
gen generation to separation on the world’s 
largest scale, the realization of a solar hydro-
gen production system based on water split-
ting reaction using powdered photo catalysts 
has become more realistic and will be better 
understood by the general public.”

The photo catalyst in this study uses ultra-
violet light. A highly efficient visible light-re-
sponsive photo catalyst with a practicality 
level of 5% or higher solar energy conver-
sion efficiency will need to be realized for 
real-world implementation. The group is 
also working to lower the cost and expand 
the scale of the photo catalyst panel. The 
current panel reactor is robust, but it is nec-
essary to develop an inexpensive reactor that 
can be mass-produced while maintaining 

durability and safety. The separation perfor-
mance and energy efficiency of the gas sep-
aration process needs improvement because 
the separation membrane used was ready-
made and not designed for this gas separa-
tion module. The separation performance of 
hydrogen from hydrogen-oxygen mixed gas 
was not sufficient. The separation process 
has no precedent, so there is no comparative 
example which means there is still room for 
improvement.

Sunlight-driven photo catalytic water splitting for 
hydrogen production at scale
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