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By Larry Claasen

INFRASTRUCTURE South Africa 
(ISA) says an announcement on who 
will win the bid to build a deep-water 

R13,8 billion port at Boegoebaai in the 
Northern Cape will likely be made in the 
first half of 2027.

The port, comprising a dry bulk export 
berth and a break-bulk berth, along with 
the adjacent Namakwa Special Economic 
Zone (SEZ) and a new 550 km rail line, is 
expected to become a hub for the country’s 
Green Hydrogen programme.

Green Hydrogen is the creation of hy-
drogen by using renewable electricity to 
electrolyse water. It is seen by many devel-
oping countries, such as South Africa and 
Namibia, as a huge opportunity to develop 
their economies.

The idea behind the Boegoebaai project, 
which is about 20 km from the Namibian 
border, is to create and export Green Hy-
drogen, which could add 3.6% to GDP by 
2050 and create 370,000 jobs, according to 
the government’s Green Hydrogen Com-
mercialisation Strategy.

Though the government has long envis-
aged a port at Boegoebaai, progress has 
been slow.

“Boegoebaai has been a dream of vari-
ous successive governments in South Afri-
ca,” said ISA CEO Mameetse Masemola.

The slow pace is evident: Transnet an-
nounced a shortlist in July 2023 but only 
issued a tender for transaction advisory 
services for the project in November 2025. 
The winner of the nine-month advisory 
contract would advise on legal, commer-
cial, financial, and technical transaction 
services to enable the successful procure-
ment and commercialisation of the port’s 
development.

Masemola said the shortlisted candi-
dates to develop the port — Boegoebaai 
Port & Rail Consortium, Boegoebaai De-
velopment Consortium, and Project Ele-
phant Consortium — were being assessed, 
and a winner would likely be announced in 
early 2027 if everything went to plan.

“If there are no external shocks to the 
process, we believe that in less than a year, 
Transnet will be at the position where it 
can announce who the successful bidder 
is,” said Masemola.

Setting up to be invested in 

The Boegoebaai project is one of 20 major 
infrastructure projects worth R286 billion 
that the ISA is preparing for investment.

The ISA was created in response to the 
high failure rate of infrastructure projects. 
It takes over project preparation at an early 
stage by acting as a single point of entry for 
infrastructure planning, management, and 
delivery.

After preparation, projects are handed 
over to others for financial structuring and 
implementation, said Masemola.

“And then we hand over these projects to 
National Treasury, to other Development 
Finance Institutions (DFIs), the Develop-
ment Bank of Southern Africa (DBSA), 
the Industrial Development Corporation 
(IDC) and others, who then do the finan-
cial structuring and look to get these pro-
jects to be fully funded. And then imple-
mentation takes place.”

Complex and time consuming

Preparing these projects to be invest-
ment-ready is a complex and time-consum-
ing process, but if it is not done right, it 
heightens the chance of failure.

“It’s a heavy-lifting exercise, and takes 
quite a long time. Some projects, we can 
prepare them for up to 18 months to get it 
right, because we know that if they are not 
properly prepared and packaged, 80% of 
them fail,” Masemola said.

The ISA’s projects span a wide range 
of sectors and clients. “So these projects 
range from wastewater treatment works 
projects to the City of Ekurhuleni, City 
of Tshwane, to special economic zones, to 
health infrastructure projects, and Trans-
net projects, railway projects.”

Boegoebaai Port decision expected in 
2027 as R13.8 billion Northern Cape 

megaproject advances
Infrastructure South Africa targets early 2027 for a winning bidder as the Northern Cape megaproject 

promises 13,770 jobs and a 3,6% GDP boost by 2050.

Atlas Copco battery 
energy storage systems 
(BESS) are reshaping 

the power supply 
landscape and driving 

energy transition 
forward

Atlas Copco’s ZBC energy storage 
systems deliver scalable, containerised 

power solutions for industrial and 
commercial needs. 

Why South African 
manufacturers 

are outsourcing 
steam plants - John 

Thompson

ATLAS Copco Power Technique’s 
advanced battery energy storage 
systems deliver reliable, flexible, 

long-duration power, drive operational 
sustainability and ensure continuity in de-
manding applications where a constant, 
high-capacity energy flow is critical. 

Engineered for the efficient storage and 
delivery of energy to match load demand, 
these industry-leading lithium-ion ener-
gy storage systems are designed for off-
grid applications and reinforcing limited 
grid capacity, also excelling in managing 
high-demand scenarios with variable load 
profiles, seamlessly balancing low loads 
and peaks with efficiency. 

These compact, robust systems are the 
very definition of low Total Cost of Own-
ership (TCO), delivering operational 
efficiency, fuel and emission economies 
and scalable solutions that unlock reliable 
energy across industries and empower 
operators to optimise energy use, boost 
productivity and cut costs. Coupled with 
a generator, these systems manage low 
loads with such exceptional efficiency 
that running hours are slashed by up to 
an impressive 70%. The resulting boost in 
reliability and the extension of generator 
lifetime by five to ten years further provide 
tangible savings for operators.
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Masemola said six of 
these are earmarked 
for submission to the 
Budget Facility for In-
frastructure (BFI) to 
unlock fiscal alloca-
tions.

“So we will be taking 
these projects — six of 
these projects are ear-

marked for what they 
call National Treas-
ury’s BFI. It is a plat-
form where govern-
ment-led projects are 
submitted for appraisal 
to unlock additional 
fiscal allocation for 
these projects.”

ISA’s success is 

measured by Nation-
al Treasury approv-
als and the quantum 
of funding unlocked. 
“So our measure of 
success will be the ex-
tent to which those 
projects are approved 
by the National Treas-
ury, and the quantum 

of funding that gets to 
be unlocked for those 
projects. So that’s our 
measure of success.”

A big pay off

The economic impact 
of getting these pro-
jects off the ground is 

immense. Just the con-
struction phase will see 
the creation of about 
3,000 direct jobs and 
almost 14,000 indirect 
jobs. Once the port is 
completed, 400 perma-
nent jobs will be need-
ed to manage it, and 
over time, an estimat-

ed 13,770 jobs could be 
created in the region.

This kind of eco-
nomic boost is sorely 
needed not only for the 
country but especially 
for the Northern Cape, 
which, according to a 
presentation its provin-
cial government made 

to Parliament a year 
ago, has sunk further 
into poverty.

This can be seen in 
the number of indi-
viduals living below 
the upper poverty line 
increasing by 338,4%, 
from 611,000 in 2014 to 
817,000 in 2024.

Boegoebaai Port decision expected in 2027 as R13.8 billion Northern Cape 
megaproject advances
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South Africa vehicle exports 
face mixed fortunes despite 

North America Growth
 North American rebound masks deeper structural shifts

"The new vehicle market during the 
first quarter of 2026 reflected the 

best first-quarter figures since 2013."

BPO sector in the Western 
Cape to host awards in 

October

By Larry Claasen

VEHICLE exports to 
North America rose 
41% for the first quar-
ter of 2026 compared 
to the corresponding 
quarter of 2025, de-
spite the trade tariffs 
imposed by the US.  

Though the US trade 
tariffs continued to 
take their toll on local 
vehicle manufactur-
ers, exports to Cana-
da increased during 
the quarter, pushing 
up overall exports to 
North America. This is 
according to Naamsa’s 
Quarterly Review of 
Business Conditions: 
New Motor Vehicle 
Manufacturing Indus-
try/Automotive Sector 
– 1st Quarter 2026.  

The increase in ex-
ports to North Ameri-
ca, from 1,894 to 2,675 
units, should however 
be seen against the 
7,070 units exported to 
the region in the first 
quarter of 2024, prior 
to the increase in tar-
iffs.

AGOA expiry bites 
as Europe’s ICE ban 

looms large

Under the African 
Growth and Oppor-
tunity Act (AGOA), 
vehicles manufactured 
in South Africa could 
previously be exported 
into the US tariff-free. 
This came to an end on 
7 August 2025, when a 
25% tariff came into 
effect.  

Naamsa said that 
while there were prom-
ising signs for exports 
to North America and 
Africa, which rose 32% 
to 9,115 combined, 
overall exports were 
down 10,3% to 87,536 

for the period. South 
Africa’s global vehi-
cle production market 
share decreased from 
0,65% in 2024 to 0,64% 
in 2025, while its glob-
al vehicle production 

ranking remained at 
21st for the quarter.  

The biggest drop off 
was in exports to Eu-
rope, which fell from 
79,737 to 69,298 units. 
Europe is a key market 
for local vehicle man-
ufacturers, as exports 
to the European Un-
ion (EU) and the UK 
accounted for 80,3% 
– or four out of five 
vehicles, exported in 
2025. The importance 
of Europe to the sec-
tor could also be seen 
in the fact that 56,8% 
of the light vehicles it 
produces are destined 
for the region.

Naamsa pleads for 
urgent policy clarity 

on 2035 timeline

The EU’s move to 
ban the importing of 
Internal Combustion 
Engine (ICE) vehicles 
is looming over local 
vehicle manufacturers 
and has left Naamsa 
concerned. It wants the 

government to provide 
policy certainty on the 
issue.  

“The significance of 
Europe’s 2035 timeline 
to ban the sale of ICE 
vehicles, with coun-
tries such as Germany 
already implement-
ing the ban from 2030 
onwards, requires an 
urgent and strategic in-
tervention on the part 
of South Africa’s sup-
ply- and demand-side 
automotive policies.”  

Without policy clari-
ty, the sector will strug-
gle to make informed 
investment and em-
ployment decisions.

Record 2025 exports 
offer a silver lining

Despite the drop-off 
in exports for the first 
quarter of 2026, the 
sector enjoyed a 5,9% 
increase in exports to 
a record 414,271 units 
in 2025.  

Naamsa said pref-
erential trade agree-
ments were central 
to South Africa’s ex-
port-led automotive 
model, as they enabled 
competitiveness, at-
tracted foreign direct 
investment, sustained 
jobs, contributed to 
sector growth, gener-
ated foreign exchange 
earnings, and integrat-
ed the country into 
global and regional au-
tomotive value chains.  

It added that the 
domestic automotive 
industry has material-

ly benefited from the 
various trade arrange-
ments over the past 
three decades, opening 
up certain markets in 
Europe, the US, and 
Africa, among others.

Local market shines 
with best Q1 since 

2013, but global risks 
persist

Though there is uncer-
tainty in the industry 
as a result of US trade 
tariffs and a lack of pol-
icy clarity on the EU’s 
coming ban on ICE ve-
hicles, robust domestic 
demand is driving opti-
mism in the sector.  

“The new vehicle 
market during the 
first quarter of 2026 
reflected the best 
first-quarter figures 
since 2013, with March 
2026 reflecting an 18th 
consecutive month of 
growth,” said Naamsa.  

It said improved 
consumer and business 
confidence, supportive 
inflation dynamics, the 
lagged benefits of cu-
mulative interest rate 
reductions, as well as 
the ongoing influx of 
new entrants with af-
fordable models, con-
tinued to benefit the 
new vehicle market.  

Despite these green 
shoots, Naamsa warned 
that conflict in the Mid-
dle East may stoke in-
flation and “pose a sig-
nificant stagflationary 
threat to the domestic 
economy”.

By Larry Claasen

THE CapeBPO 
Awards 2026 will be 
held in October this 
year.

The announce-
ment of these awards 
followed Business 
Process Outsourcing 
(BPO) becoming a 
major economic driver 
in the Western Cape, 
adding R24 billion an-
nually to the province’s 
economy in salaries 
alone, and bringing in 
R3,6 billion in new for-
eign direct investment.

About 70 000 Ca-
petonians work in BPO 
centres, which cater 
to the needs of off-
shore companies that 
subcontract various 
business-related oper-
ations like call centre 
operation to third-par-
ty sub-contractors.

The country’s “neu-
tral” english speaking 
accent, and the abil-
ity of South Africans 
to dynamically solve 
problems has created 
a niche in the compet-
itive global BPO mar-
ket.

The emerging sector 
has also been a signif-
icant driver in office 
commercial property 
occupancy in the re-
gion in the post-pan-

demic era. 
The BPO sector ac-

counted for 60% of net 
office space absorption 
over the past 18-24 
months in Cape Town 
and as space runs out 
and rentals increase, 
according to the Cat-
alyst Fund Managers’ 
bi-annual dashboard 
local listed property 
report.

The sector has been 
supported by strong 
partnerships between 
the City of Cape Town, 
provincial government, 
and national govern-
ment.

CapeBPO is the City 
of Cape Town and the 
Western Cape’s stra-
tegic business partner 
responsible for the 
growth and develop-
ment of the BPO in-
dustry in Cape Town, 
the Western Cape, 
South Africa.

These awards were 
created to acknowl-
edge and reward those 
within the BPO sector 
who have shown out-
standing excellence 
and operational bril-
liance over the past 
year.

To help participants 
navigate the nomina-
tion pipeline and show-
case their success, Ca-
peBPO will be hosting 
a live virtual master-

class open to all pro-
spective entrants.

The event will be 
held on 9 July at 11am 
and hosted on  Micro-
soft Teams.

In this Microsoft 
Teams session our 
awards team will guide 
participants step-by-
step through the jour-
ney of submitting a 
nomination.

The virtual master-
class will cover:

Category Alignment: 
Understanding the 
difference between In-
dividual and Company 
categories to find the 
perfect home for your 
stories.

The Criteria Break-
down: What our inde-
pendent judging panel 
looks for when scoring 
submissions.

Drafting with Im-
pact: Practical tips 
on how to frame your 
data, metrics, and hu-
man stories of dedica-
tion.

The Portal Walk-
through: A live demon-
stration of the online 
entry tool to make your 
submission seamless.

Live Q&A: Get di-
rect answers to your 
technical and crite-
ria-related questions.

mailto:larry@larryclaasen.com
https://events.teams.microsoft.com/event/58d00e5e-80dd-48e4-b982-0327a41811a9@2da93d67-4e2f-4ce5-b35e-760f63491f8c
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https://cbn.co.za/08at


CBN  July 2026   3 

8	� Water Engineering & 

Management Solutions

15	� Agri-Processing & 

Harvest Supply Chain

19	� Breweries Wineries 

Distilleries

23	 Pumps & Valves

25	� Automation & Robotics, 

The Future of Smart 

Systems

27	� Boilers Burners & 

Combustion Technology

29	� Transport Marine 

Logistics & Warehousing

33	� Energy Security & Lower 

Operating Costs, Battery 

Energy Storage & Smart 

Power Solutions	

35	 The Next Generation

IN THIS ISSUE

By Adrian Ephraim

A Kaspersky researcher 
who tracks the world’s 
most patient attackers 
says local businesses 
are not being beaten by 
Hollywood style hacks, 
but by stolen passwords, 
trusted suppliers and a 
stubborn belief that secu-
rity is something you buy.

“Our job is finding the 
needle in the haystack,” 
says Omar Amin, a sen-
ior security researcher 
in Kaspersky’s Global 
Research and Analysis 
Team, who sifts through 
millions of pieces of 
telemetry to pull out the 
attacks that matter, the 
quiet espionage cam-
paigns, and the loud, ex-
pensive ransomware hits. 
He was in Cape Town 
and Johannesburg re-
cently to share what that 
haystack is telling him 
about South Africa. His 

message is not a com-
forting one. The country 
is, and will remain, an at-
tractive target.

A target by design

“If you run infrastruc-
ture, manage money, 
manage logistics or op-
erate industrial systems, 
you are part of a target 
surface,” Amin says. 
South Africa also hosts 
a steady flow of foreign 
nationals whose data sits 
inside local government, 
energy, telecom and fi-
nancial systems. The ad-
vanced persistent threat 
groups he tracks follow 
opportunity rather than 
borders. “They are not 
region locked,” he says. 
A shift in geopolitics or 
a single high profile event 
can swing their attention 
here within months.

That helps explain 
the run of public sector 
breaches, from the at-

tacks on Stats SA and 
the Gauteng provincial 
government claimed 
by a group calling itself 
XP95, to a recent breach 
at a local dental provider. 
Amin is careful, because 
dark web data is hard to 
verify and criminals of-
ten chase clout. But the 
noise itself does damage. 
Once South African data 
is seen changing hands, 
more attackers come 
looking.

Loud ransomware, silent 
spies

Amin draws a sharp line 
between the two threats 
people tend to blur. 
“Ransomware wants the 
victim to know: we en-
crypted your systems,” 
he says. “The espionage 
groups want the opposite. 
Please don’t notice us, let 
us infiltrate in silence.” 
With ransomware, “the 
downtime is a weapon.” 
With espionage, “the 
silence is the weapon,” 
and time is everything. 
“Six months is bad. A 
year is a disaster. More 
than a year is catastroph-
ic.” What unites them is 
rarely glamorous. Stolen 
credentials, phishing and 
exposed servers open 
most of the doors.

The weakest link

The threat that worries 

him most is the one a 
business cannot fully 
control. “What a com-
pany cannot prevent is 
the supply chain attack, 
because it all comes from 
the outside,” he says. 
Attackers break a trust-
ed supplier first, often 
a managed IT provider 
with access to dozens of 
clients. “If they manage 
to impact one, now it’s 
game over.” Their real 
weapon is patience, re-
searching every vendor a 
target relies on and work-
ing through them one by 
one.

Common sense over 
budget

His advice is unfashion-
ably basic: multifactor 
authentication, phishing 
training, a full inventory 
of internet facing assets, 
prompt patching, and 
watching the dark web 
for leaked credentials. 
“Stolen credentials are 
behind most of the at-
tacks, in Africa and all 
over the globe,” he says. 
For smaller firms with-
out big budgets, he is re-
assuring. “It’s not about 
money at all. It’s about 
common sense,” he says. 
“Don’t expose your sen-
sitive data to the internet. 
Don’t download cracked 
software, because that’s 
often where stolen cre-
dentials come from.”

AI scales the threat

On artificial intelli-
gence he is measured. 
“It’s not magic. You 
can’t just tell AI to go 
compromise a govern-
ment entity,” he says. 
What it does is scale 
the work. Attackers 
use it to write flaw-
less phishing in local 
languages, run faster 
reconnaissance and 
generate malware. 
“They research videos 
of executives on You-
Tube, and in two min-
utes they can clone the 
entire voice,” he says. 
Yet he warns against 
writing these groups 
off as amateurs. “The 
human operator still 
matters. AI just makes 
the attacks faster.”

Spend on people, not 
just tools

This is his real mes-
sage to South African 
boards. Security is 
not a shopping list of 
products. “If you have 
to invest in something, 
invest in your security 
teams,” he says. “What-
ever stack you have, the 
people are what mat-
ter most in preventing 
these attacks.” In a 
country so attractive to 
attackers, that is the de-
cision he wants boards 
to stop delaying.

Cybersecurity threats in South Africa - why 
attackers keep targeting local businesses
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By Larry Claasen

THERE is “light at the 
end of the tunnel” for 
consumers, but it is still 
likely to be a tougher year 
overall, says independent 
economist John Loos.

Loos’ remarks fol-
lowed the South African 
economy stalling after 
the US unexpectedly 
started a war in the Mid-
dle East. The subsequent 
crisis increased fuel pric-
es, which had a dampen-
ing effect on the global 
economy and capped 
South Africa’s ability to 
control inflation.

The crisis in the Mid-
dle East came just as 
there were fledgling signs 
of a recovery in the local 
economy. Inflation drop-
ping to 3%, the removal 

of South Africa from the 
European Union’s (EU) 
money-laundering moni-
toring “grey list”, and the 
upgrading of its sover-
eign credit rating by S&P 
led to widespread talk of 
an economic upswing.

In his 1 July research 
note, “The Household 
Sector Economy,” Loos 
said last year saw real 
household consumption 
expenditure recording a 
strong 3,6% rise, buoyed 
by low consumer infla-
tion and declining inter-
est rates. The economy 
was expected to maintain 
the growth momentum 
of the past year, but the 
crisis in the Strait of 
Hormuz has stifled eco-
nomic growth. The high-
er-than-expected average 
consumer inflation rate 
and the interest rate hike 

in May have led to a fore-
cast of slower economic 
growth of 1,7% in real 
consumption expendi-
ture for 2026, said Loos.

Though the recent 
drop in the fuel price is 
a good sign, Loos said 
South Africa is a price 
taker, not a price maker, 
when it comes to crude 
oil prices.

“July’s decline in do-
mestic fuel prices pro-
vides some welcome 
relief for consumers. But 
much depends on the 
US-Iran conflict in the 
Gulf Region as to wheth-
er lower global oil prices 
can hold and result in 
further reductions in do-
mestic fuel prices in the 
coming months.”

Despite these con-
cerns, Loos said an up-
coming general election 

in the US will “greatly 
motivate” its government 
to seek a way out of the 
conflict and normalise 
the oil supply.

Though the fuel price 
has dropped, the impact 
of higher fuel prices in 
May and April still has 
to be reflected in the 
economic indicators, said 
Loos. 

“While consumers felt 
the immediate impact 
of the large fuel price 
hikes of April and May 
on their finances, it can 
take time before produc-
ers who use fuel as an in-
put in various ways, have 
passed on that input cost 
inflation to the consum-
ers of their products and 
services.”

But even if oil pric-
es stabilise, Loos said 
it does not mean there 

would be easy answers 
on inflation. With the 
CPI expected to be re-
leased in mid-July, there 
is a chance that because 
people expect inflation 
to be higher, it could 
become a “self-fulfilling 

prophecy” leading to 
higher inflation. This, 
along with the recent 
inflation data, suggests 
that there is still a signif-
icant risk of an interest 
rate hike.

Loos said this means 

it will be a “touch-
and-go” decision for 
the South African Re-
serve Bank (SARB) on 
whether to leave inter-
est rates unchanged or 
to increase them in its 
July meeting.

South Africa’s Economic Outlook 2026 shows hope 
despite inflation risks

Economist John Loos cautions that while July’s fuel price drop offers relief, lingering inflation risks and a 
potential SARB interest rate hike could still dampen household consumption.

https://cbn.co.za/zuj1
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By Larry Claasen

WIND power is the fast-
est-growing renewable 
energy source in South 
Africa, according to a re-
search note published by 
Stats SA.  

The statistics agency 
said that wind power had 
made “notable headway” 
as it was the fastest-grow-
ing source of renewable 
energy over a three-year 
period, increasing gen-
eration from 6 512 GWh 
in 2021 to 10 450 GWh 
in 2024. This has seen 
it eclipse solar power, 
which generated 7 140 
GWh.  

Stats SA said this rep-
resented annual growth 
of 17,1% and was only 
outpaced by diesel, which 
grew by 34,5% per an-
num over the same peri-
od.

From pilot projects to 
commercial powerhouse

The South African Wind 
Energy Association’s 
(SAWEA) Wind Energy 
Market Intelligence Re-
port: South Africa 2025 
spelt out why wind pow-
er was taking off in the 
country.  

For one, the sector is 
maturing, which has cre-
ated confidence in the 
market.  

“The country has suc-
cessfully transitioned 
from early demonstra-
tion projects to large-
scale commercial deploy-
ment,” said the report.  

This could be seen in 
South Africa’s wind en-
ergy sector growing from 
a modest pilot initiative 
in the early 2000s to be-
come the leading wind 
energy market on the 
African continent, with 
over 3,8 GW of installed 
capacity across 40 opera-
tional wind farms.

Pipeline bulges as Cape 
winds draw investment

The rate of growth in 
wind power is showing 
no signs of slowing, as 
the 2025 South African 
Renewable Energy Grid 
Survey (SAREGS) said 

there were over 220 GW 
of renewable and hybrid 
projects in the pipeline. 
Of the 110 GW of hybrid 
projects in the pipeline, 
75,8 GW has a wind com-
ponent.  

Most projects will still 
be clustered in the Cape 
region. This is because 
the Western Cape, East-
ern Cape, and parts of 
the Northern Cape pos-
sess world-class wind re-
sources, with exceptional 
potential concentrated 
along the southern and 
western coastlines.  

“According to the 
Global Wind Atlas, large 
areas of South Africa 
register average wind 
speeds exceeding 8,5 m/s 
at 100 metres, compara-
ble to high-yield regions 
in the US and Europe,” 
said the report.

Reforms open the door 
for private off-takers

Electricity market re-
forms like the Electric-
ity Regulation Amend-
ment Act (2024) and 
the establishment of the 
South African Whole-
sale Electricity Market 
(SAWEM) are also ex-
pected to boost the wind 
power market.  

The amendment to the 
act lays the groundwork 
for a more open, com-
petitive electricity mar-
ket, and the creation of 
SAWEM allows for mul-
tiple buyers and sellers to 
trade electricity, unlock-
ing new opportunities 
for Independent Power 
Producers (IPPs).  

These developments 
have already enabled 
IPPs to sell electricity di-
rectly to private compa-
nies.  This could be seen 
in mining house Anglo 
American and energy 
group Sasol committing 
to buy 5,000 MW and 
2,000 MW, respectively, 
by 2030.

The night-time edge over 
solar

Though South Africa’s 
solar renewable projects 
have long been seen as a 
key part of the country’s 
energy mix, wind has the 

advantage in that it can 
provide power at night.  

This ability to produce 
green electricity at night 
is becoming part of the 
discussion on energy by 
many industrial business-
es that require round-
the-clock power.  

“Wind energy is now a 
vital component of South 
Africa’s energy transition 
strategy, offering a low-
cost, scalable solution to 
address both climate and 
energy security challeng-
es,” said the report.

Offshore capacity offers 
the next frontier

The report also pointed 
to the vast potential of 
offshore wind power.  

“Preliminary assess-
ments estimate over 900 
GW of technical offshore 
capacity and more than 
2,300 TWh/year of gen-
eration potential in deep-
er waters.”  

To this end, the gov-
ernment and industry 
stakeholders are actively 
exploring the policy, le-
gal, and technical foun-
dations required for off-
shore deployment.

Local manufacturing – 
tailwinds and headwinds

Though the sector is 
enjoying a tailwind, the 
report noted that “policy 
uncertainty and market 
challenges” were limiting 
the development of local 
manufacturing capabil-
ities.  

It said South Africa 
has attempted to boost 
local manufacturing for 
wind energy, particularly 
through the stringent lo-
cal content requirements 
in the Renewable Ener-
gy Independent Power 
Producer Procurement 
Programme (REIPPPP). 
However, issues like plant 
components and services 
required by wind farms 
remained a challenge.  

Despite these issues, it 
said local manufacturers 
like GRI Towers South 
Africa, in Cape Town, 
and Nordex Energy, in 
Jeffreys Bay, showed that 
the country is capable of 
supporting the sector.

Wind Power becomes 
South Africa’s fastest-

growing renewable 
energy source

Western Cape is becoming  major driver of the wind power 
industry

The Oyster Bay wind farm near Oyster Bay in the Kouga municipality in 
Eastern Cape: 

By Michael Rossouw, 
Senior Investment 
Consultant, 10X 

Investments

SO, you’re fortunate 
enough to be one of 
the small percentage 
of South Africans to 
end your career with a 
decent retirement nest 
egg. Your worries are 
over, right? You can 
spend the rest of your 
life enjoying your hob-
bies, friends, and fam-
ily in the ways you’ve 
dreamed of for the past 
forty or so years. And 
you might well think 
that because you’ve 
looked at your sav-
ings and answered the 
question, “how much 
income can my savings 
provide today?” with 
“enough”. 

But there’s a much 
bigger question you 
should ask yourself: 
How do I ensure that 
this income lasts as 
long as I do? After all, 
a generation or so ago, 
most people could rea-
sonably expect their re-
tirement to last around 
a decade. Today, re-
tirement can last 20 or 
even 30 years. That, in 
turn, means that chas-
ing the highest possible 
initial payout may end 
up jeopardising your 
long-term financial se-
curity.  

That begs the ques-
tion: what is the best 
approach to using your 
retirement savings? 
While there’s no uni-
versal answer to that 
question, there are 
three interconnect-
ed decisions that can 
help put you on the 
path to retirement suc-
cess. Those decisions 
involve choosing the 
right vehicle (living, 
guaranteed, or hy-
brid annuity), getting 
the underlying asset 
allocation right, and 
managing silent wealth 
killers, such as fees and 
tax inefficiency.

Demystifying the 
living annuity (the 
engine vs the fuel)

For those unfamiliar 
with the term, a living 
annuity differs from a 
traditional guaranteed 
annuity in one impor-
tant way: a living annu-
ity keeps your capital 
invested in the markets 
while giving you a reg-

ular income. A guar-
anteed annuity, on the 
other hand, pays you 
a fixed amount until 
you pass away. Finally, 
a hybrid annuity is a 
blend of the two. 

Now, you may have 
been told that a living 
annuity is simply a tax-
wrapped legal vehicle 
rather than an invest-
ment product on its 
own. That’s not entire-
ly the full picture. In-
stead, it allows people 
to meet their statutory 
income drawdowns be-
tween 2.5% and 17.5% 
while still growing 
their wealth.

The feeling that liv-
ing annuities are legal 
vehicles may come 
from cases where the 
living annuity under-
performs. In those 
instances, investors of-

ten blame the annuity 
structure itself. In re-
ality, there are usually 
other culprits at play, 
including an inappro-
priate underlying in-
vestment portfolio, an 
aggressive drawdown 
rate, or high layers of 
fees. 

On sustainable 
drawdowns 

The middle of those 
factors is especially 
important, given that 
it’s the one investors 
have the most control 
over.  While a five or 
six percent drawdown, 
for example, might 
seem conservative to-
day, inflation and with-
drawals can compound 
over time, especially if 
the market stalls dur-
ing your retirement. 
Suddenly, you may find 
that inflation has eaten 
into your capital and 
you’re having to draw 
down more than you’d 
like in later years. This 
can leave retirees fac-
ing difficult financial 
choices later in life, 
potentially compro-
mising the independ-
ence and lifestyle they 
had hoped to maintain 
throughout their re-
tirement years”. 

Avoiding getting 
to this tipping point 
means matching your 
drawdown rates with 
realistic portfolio 
growth expectations. 
While there is a degree 
of individualisation in 
this process, the Asso-
ciation for Savings and 
Investment South Af-

rica (ASISA)’s  Living 
Annuity Standard and 
Guidelines do offer a 
useful guide. 

Living annuity vs 
guaranteed annuity: a 

false choice? 

Knowing the above, 
it might be tempting 
to go all-in on a living 
annuity. It’s important 
to know, however, that 
doing so comes with 
tradeoffs. So, while a 
living annuity offers 
flexibility, capital pres-
ervation, and estate 
planning benefits, it 
also leaves the investor 
carrying the longevity 
and market risk. 

That’s not to say that 
guaranteed annuities 
don’t come with their 
own set of benefits and 
complications either. It 
eliminates the longevi-
ty risk by guaranteeing 
an income for life, but 
means sacrificing capi-
tal flexibility and lega-
cy benefits. 

A  potential solution 
is to combine the two 
structures. This can be 
done either through a 
single blended annui-
ty or a hybrid annuity 
strategy. A blended 
annuity is an all-in-one 
product, where a guar-
anteed life annuity is 
wrapped up as an asset 
class or portfolio in-
side your living annuity 
wrapper. A hybrid ap-
proach, meanwhile, en-
tails holding separate 
guaranteed life and 
living annuities. 

Both options allow 
you to use your guar-
anteed life annuity to 
cover fixed, essential 
monthly expenses, such 
as medical aid and util-
ities, providing income 
security and peace of 
mind. Your living an-
nuity, meanwhile, stays 
actively invested in the 
markets, allowing you to 
continue growing your 
capital and hedging 
against inflation. It also 
preserves capital flex-
ibility, which is impor-
tant in case of high-cost 
emergencies, and estate 
legacy planning benefits 
for your beneficiaries. 

In food terms, you 
can think of a blended 
annuity as a smoothie, 
where the protein you 
need to keep growing 
muscle (the living an-
nuity) is mixed in with 
the carbohydrates, 
fibre, and other nutri-
ents you need to get 
you through the day 
(the guaranteed life 
annuity). A hybrid 
annuity, meanwhile, 
is more like having 
steak, potatoes, and 
vegetables on your din-
ner plate. Either way, 
you’re still getting the 
“nutrients” you need 
to achieve the financial 

stability needed to sur-
vive market volatility 
alongside the growth 
potential required to 
sustain a 20- or 30-year 
retirement.   

Don’t underestimate 
the impact of fees 

Regardless of the re-
tirement vehicle, or 
vehicles, you have, 
it’s critical to manage 
costs as stringently as 
possible, especially 
once you start drawing 
down. A good place to 
start on this front is to 
look at the total costs 
of your retirement in-
vestments. 

How much are you 
paying in investment, 
management, and ad-
vice fees, for instance? 
Are those fees compa-
rable to what other re-
tirees are paying on a 
like-for-like basis? 

If not, press for low-
er fees. Even some-
thing as small as a one 
percent difference can 
compound over a 25-
year retirement. That, 
in turn, can translate 
into hundreds of thou-
sands of rands stripped 
directly from your 
retirement income 
stream. 

Playing the long game: 
strategy over structure

Once you’re confi-
dent that you’ve got 
your costs where they 
should be, it’s impor-
tant to remember that 
retirement is (hopeful-
ly) a long game, even 
when you’re in it. With 
time on your hands, it 
might be tempting to 
be a little more active 
with your investments.  
That’s even more 
tempting during a peri-
od of general volatility, 
but making knee-jerk 
shifts to your portfolio 
based on news head-
lines is a bad idea, no 
matter when you do it. 
Not least because do-
ing so can lock in paper 
losses permanently. 
Patience still matters, 
even when you feel like 
you don’t have a lot of 
time left for it.  

Ultimately, no mat-
ter which stage of life 
you’re at, successful 
retirement planning 
isn’t about chasing a 
high starting yield or 
finding a “magic bul-
let” product. It’s about 
being engaged in an 
ongoing, holistic bal-
ancing act that com-
bines flexible income 
management, cost con-
trol, and inflation pro-
tection. This will help 
ensure that you end up 
with, and can sustain, 
a financial legacy that 
you and your loved 
ones can be proud of.  

The great living annuity 
balancing act: Income today 

versus security tomorrow

"A potential solution is to combine 
the two structures. This can be 

done either through a single 
blended annuity or a hybrid 

annuity strategy".

https://www.10x.co.za/library/10x-retirement-reality-report
https://www.asisa.org.za/media/fc0e333v/standard-on-living-annuities-updated-20250416.pdf
https://www.asisa.org.za/media/fc0e333v/standard-on-living-annuities-updated-20250416.pdf
https://www.asisa.org.za/media/fc0e333v/standard-on-living-annuities-updated-20250416.pdf
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By Joni Peddie, CEO of 
Resilient People

HERE’S a confession: 
by 4pm most days, I 
have made a thousand 
decisions, and I have 
zero left in the tank.

What’s for dinner? 
Ask me at 9am and I’ll 
wax lyrical about a bal-
anced meal. Ask me 
at 4pm and the answer 
is “fruit and yoghurt, 
standing up at the kitch-
en counter”.

That’s not laziness. 
That’s decision fatigue. 
And if you’re leading a 
team, a business, or a 
family, you will relate.

I see it constantly 
in the leaders I work 
with: the CEO who is 
razor-sharp at 8am but 
can’t decide between two 
almost-identical vendor 
proposals by 3pm; the 
manager who handles 
a crisis brilliantly, then 
goes home and vegetates 
in front of the television, 
unable to chat to their 
significant others.

Here’s the thing no-
body tells you about 
leadership: it’s not the 
big decisions alone, it’s 
the sheer volume of 
them. Every email reply, 
every ‘quick five min-
utes’, every ‘need your 
sign-off’ chips away 
at the same finite re-
source. Willpower and 
judgement share the 
same tank.

The result?
•	 Snap decisions 

(without thinking 
through the conse-
quences) dressed up 
as decisiveness.

•	 Lots of small, irri-
tating errors late in 
the day.

•	 Snappy retorts and 
bad tone as you get 
tired in the day.

•	 A creeping reliance 
on ‘I’ll decide tomor-
row’.

So, what do we do about 
it? Here are five ways 
to protect your deci-
sion-making energy, 
rather than spending it 
until it’s gone.

1. Rank your decisions, 
don’t simply react to 
them
Not every decision de-
serves the same weight. 
Some need your full 
brain, others only need 
‘good enough’. Before 
you dive in, ask: does 
this deserve five min-
utes of best thinking, 
or thirty seconds of 
good-enough think-
ing? Most of us default 
to the former, even 
though most decisions 
don’t require it.

2. Front-load the big 
calls
Your judgement is 
sharpest early in the 
day, before small deci-
sions wear it down. Put 
important calls in the 
morning, save routine 
stuff for the afternoon 
slump. I schedule an-
ything requiring real 
judgement before mid-
day. After that, it’s 
‘transactional tasks’ 
only.

3.   Build ‘decision-free’ 
defaults
Every recurring de-
cision you automate 
is energy saved for 
later. Before bed: lay 
out your exercise gear, 
tomorrow’s clothes, 
and your lunch. Small 
tasks, but they eat into 
the next day’s energy 
bucket. Skip the lunch 
prep and you’re tired 
by 3pm, grabbing a 
coffee and a chocolate 
bar instead, because 
the bucket is empty. 
Grab with two hands 
what you can control: 
‘no morning meet-
ings’, a default ‘no’ to 
anything landing with 
less than 48 hours’ no-
tice. Hmmm … I often 
break that last one, and 
my ‘irritation barome-
ter’ sky-rockets every 
time I get a last-minute 
request.

4. Set a decision budget, 
not merely a time dead-
line
We give ourselves a 
deadline, ‘decide by Fri-
day’, but rarely acknowl-
edge a limited number 
of good decisions per 
day. Make forty before 
lunch, and decision for-
ty-one won’t get your 
best thinking. Notice 
when you’re running 
low, and push important 
stuff to tomorrow morn-
ing rather than forcing it 
through on empty.

5. Protect recovery, not 
only time
Rest restores deci-
sion-making capacity 
the same way it re-
stores physical energy. 
A short walk, a proper 
lunch break, five min-
utes of doing nothing. 
These aren’t indulgenc-
es, they’re refuelling. 
Leaders who treat re-
covery as optional are 
choosing to make their 
afternoon decisions 
worse.

The goal isn’t fewer 
decisions. Leadership 
doesn’t allow that lux-
ury. It’s spending your 
decision-making energy 
on purpose, instead of 
leaking it out through 
small choices before the 
big ones arrive.

Remember: judge-
ment and willpower 
are resources, like time 
or energy. The lead-
ers who protect this 
bucket are still making 
sound, confident calls 
at 4pm. Let it run emp-
ty, and you may end up 
doom-scrolling on your 
phone for an hour … 
telling yourself it’s “just 
five minutes”.

Master your decisions. 
Master your day.

 Joni Peddie
CEO: Resilient People
LinkedIn: Joni Peddie

Willpower and 
judgement: Protect 

your decision-making 
energy

Master your decisions. Master your day.

SOUTH African SMEs 
enter the third quarter 
with a little more mac-
ro stability, but no easy 
growth story. There’s 
very little room for com-
placency. Yes, the coun-
try avoided a stall and the 
economy is still growing, 
but slowly. Inflation has 
moved back up, fuel is bit-
ing again, interest rates 
remain tough, and con-
sumers are still watching 
every rand.

GDP expanded by 
0,5% in the first quarter 
of 2026, marking a sixth 
consecutive quarter of 
growth, supported by 
finance, agriculture, 
trade and transport. 
That is encouraging. 
But it is not yet a break-
out. The South African 
Reserve Bank (SARB) 
has trimmed its growth 
expectations from 1,4% 
to 1,2% for 2026 and 
from 1,9% to 1,7% for 

2027, while higher fuel 
and input costs continue 
to squeeze households 
and businesses. 

Growth opportuni-
ties will therefore need 
to be earned through 
stronger customer rela-
tionships, operational 
efficiency, and a relent-
less focus on value.

For SMEs, the impli-
cation is blunt: business-
es will need to compete 
harder for every custom-
er, making pricing, ser-
vice quality, and custom-
er retention increasingly 
important. The ability 
to clearly demonstrate 
value will separate busi-
nesses that grow from 
those that merely main-
tain market share.

Cash flow will remain 
a critical focus area. 
Although borrowing 
conditions have im-
proved slightly, access 
to affordable capital 

remains challenging for 
many SMEs. Businesses 
that maintain healthy 
working capital, man-
age inventory efficiently, 
and keep a close eye on 
expenses will be better 
positioned to navigate 
uncertainty and take 
advantage of emerging 
opportunities.

July is National Sav-
ings Month, a cam-
paign typically aimed 
at households, but now 
this message matters as 
much for entrepreneurs. 
For small businesses, 
saving is not a nice-to-
have. It is working cap-
ital, stock cover, salary 
certainty and the abil-
ity to say yes when an 
opportunity appears. 
SMEs that know what 
is coming in, what is 
going out and what can 
be safely set aside will 
be better placed than 
those operating month 
to month. 

The goal is not sim-
ply to survive Q3. It is 
to create enough finan-
cial breathing room to 
make better decisions. 
GoTyme Bank’s  sav-
ings products continue 
to lead in simple, flex-
ible savings, offering 
customers up to 10% 
in interest. For busi-
ness owners and house-
holds trying to build 
emergency buffers, tax 
reserves, equipment 
funds or short-term sav-
ings goals, that type of 
reward is powerful. A 

business with healthier 
reserves can negotiate 
better, buy stock at the 
right time, absorb late 
payments, invest in 
technology and avoid 
expensive short-term 
borrowing. Especially 
since there are genuine 
growth pockets.

As South Africa’s 
entrepreneurial sector 
continues to demon-
strate resilience, in-
creased digital adoption 
among consumers is 
creating opportunities 
for SMEs that can sell, 
collect payments and 
serve customers online.

Regional trade also 
deserves attention. The 
African Continental 
Free Trade Area is not 
an overnight answer, but 
it is gradually opening 
conversations around 
cross-border supply 
chains and new custom-
er bases.

Looking ahead, the 
businesses most likely 
to succeed in Q3 will be 
the most adaptable. In a 
market where consum-
er behaviour is shifting 
rapidly and margins 
remain under pressure, 
agility has become a 
competitive advantage.

This quarter may not 
deliver a dramatic eco-
nomic lift, but it does 
offer SMEs a chance to 
strengthen their base. 
In a cautious econo-
my, resilience is not 
built through optimism 
alone. 

GoTyme Bank’s SME Outlook 
for Q3 2026: A quarter of 

discipline and opportunity
Miguel da Silva, group executive: business banking at GoTyme Bank, unpacks 

the pressures facing South African SMEs in Q3 and shares practical ways 
businesses can protect margins, stay agile and find growth in a slow market.  

THE Department of Lo-
cal Government, through 
its IDP Directorate, con-
vened a two-day Provin-
cial IDP Managers’ Fo-
rum on 11–12 June 2026 
at the Cape Winelands 
District Municipality.

The Forum brought 
together municipal 
IDP managers and offi-
cials, along with sector 
representatives, to en-
gage collaboratively on 
strengthening integrated 
development planning 
across the province.

Purpose of the 
Provincial IDP 

Managers’ Forum

The Forum serves as 
a key platform to sup-
port and strengthen the 
quality, consistency, and 
coordination of Integrat-
ed Development Plans 
(IDPs) across municipal-
ities. Its objectives are to:
•	 Provide a structured 

platform for dialogue 
and knowledge shar-
ing on issues affecting 
IDP processes.

•	 Support munici-
palities in drafting, 
submitting, and 
reviewing legally 
compliant and strate-
gically aligned IDPs.

•	 Facilitate information 
sharing, capacity 
building, and innova-
tion while minimising 
duplication of effort.

•	 Strengthen alignment 
between national, 
provincial, and local 
priorities to enhance 
coordination across 
the three spheres of 
government.

•	 Provide a mechanism 
for elevating chal-
lenges and proposed 
solutions to broader 
Intergovernmental 
Relations (IGR) 
structures, ensur-
ing that municipal 

perspectives inform 
provincial and nation-
al planning processes.

•	 Through collabora-
tion, standardisation, 
and shared learning, 
the Forum reinforces 
the IDP as the prima-
ry strategic instru-
ment for guiding mu-
nicipal development, 
service delivery, and 
long-term growth.

Purpose of the 
Provincial IDP 

Managers’ Forum

Since 2016, the Provin-
cial IDP Managers’ Fo-
rum has embraced the 
Spirit of Giving initiative, 
a voluntary programme 
through which Forum 
members support vul-
nerable groups across the 
Western Cape.

This year, the Forum 
partnered with the Cape 
Care Fund to support the 
ASD Sean Kelly Cen-

tre in Worcester, which 
provides specialised day-
care services to children 
with multiple sensory 
disabilities in the Breede 
Valley. Through a col-
lective contribution of 
R10 000, the Forum re-
affirmed its commitment 
to social upliftment and 
to improving the lives of 
some of the province’s 
most vulnerable children.

The initiative reflects 
the Forum’s belief that 
development extends be-
yond planning and policy. 
By working collabora-
tively with municipalities, 
government partners, 
and community organ-
isations, the Provincial 
IDP Managers’ Forum 
continues to demonstrate 
that meaningful develop-
ment is rooted in com-
passion, inclusivity, and a 
shared responsibility for 
building stronger, more 
caring communities 
across the Western Cape.

Integrated development 
planning in the Western Cape

mailto:joni@resilientpeople.co.za
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THE BOTTOM LINE

By Larry Claasen

INFLECTION points 
usually go unnoticed.
For example, you prob-
ably can’t recall the pe-
riod when you stopped 
paying with cash or 
the moment when all 
your entertainment 
went from broadcast to 
streaming services. 

But now your wallet 
only contains cards, and 
you have not bought a 
CD or DVD in at least 
a decade. A new real-
ity silently replaced a 
settled one without you 
noticing it.

When it comes to 
Electric Vehicle (EV) 
adoption in South Afri-
ca, another stealth shift 
is happening. The num-
ber of EVs on the roads 
is still relatively small, 
but this year might be 
the point where they 
go from a curiosity to 
a must-have in certain 
transport niches.

The niches are not the 
headline-grabbing fight 
between Elon Musk’s 
Tesla and China’s BYD, 
but rather in how com-
mercial fleet operators 
can get more value out of 
their panel vans.

It is an easy calcula-
tion for these fleet op-
erators. They have to 
find a way to save on fuel 
costs, keep their vehicles 
on the road for as long 
as possible, and also cut 
maintenance expenses.

When it comes to 
running costs, the differ-
ence between operating 
an Internal Combustion 
Engine (ICE) panel van 
and its EV counterpart 
is chalk and cheese.

According to Green-
Cape’s Electric-vehi-
cles-as-a-service: A via-
ble fleet transition model 
in South Africa report, 
operational cost works 
out to R2,53/km for the 
ICE van and R0,52/km 
for the EV van.

If the average mileage 
is 50,000 km a year, the 
fleet operating an ICE 
van would pay R126 500 
to fill its tank annually. 
In comparison, the EV 
van would cost the op-
erator R26 500 to keep 
charged for the year.

If there are 50 vehicles 
in their respective fleets, 
it will cost the ICE fleet 
operator R6,32 million 
to fuel up, against R1,32 
million for the EV oper-
ator. For fleet operators, 
switching just to save 
millions of rands on fuel 
makes sound business 
sense.

But wait – there is 
more.

With fewer moving 
parts, EVs structurally 
require less maintenance 
than their ICE equiva-
lents. Service and main-
tenance comes to about 
R111 000 for an EV 
compared to R206 000 
for an ICE vehicle over 
the commercial life of 
the vehicle, according to 
Everlectric, an EV-as-a-
Service (EVaaS) provid-
er for commercial fleets.

While the sticker price 
and insurance are higher 
for EVs, their total cost 
of ownership works out 
to R860 000 compared 
to the ICE equivalent’s 
R1,26 million.

Though the network 
of public charging sta-
tions is still limited, 
companies like Stellen-
bosch-based EV charg-
ing company Zimi are 
partnering with logistics 
firms to set up dedicated 
charging infrastructure 
in their depots.

The sticker price for 
EVs is sure to come 
down, and the business 
case is already strong. 
But what could make 
it even stronger is if the 
financial services sector 
came up with funding 
and insurance products 
that actively support the 
transition.

Large fleet opera-
tors with robust balance 
sheets can afford to 
make the capital-inten-
sive switch to EVs, but 
smaller operators need 
the financial sector to 
play ball and back them.

Local banks were 
quick to come up with 
funding plans for busi-
nesses and households 
that wanted to switch 
to solar generation dur-
ing the electricity crisis. 
Here, then, is another 
opportunity for them to 
support a fledgling new 
sector.

The danger for them 
is this: if they don’t move 
now, they will look back 
in a few years’ time and 
wonder how they missed 
this inflection point – 
and how some upstart 
financial institutions and 
insurance companies 
came to dominate this 
lucrative niche.

Commercial EVs 
are set to boom as 

fleet operators drive 
adoption in South 

Africa
Public chargers are scarce, but savvy 

operators are sidestepping the problem 
by charging at their own depots.

By Larry Claasen

SOUTH Africa has 
been quick to tap into 
the African Continen-
tal Free Trade Area 
(AfCFTA), which aims 
to bring together all 55 
member states of the 
African Union (AU) 
into a common market

For South Africa, the 
AfCFTA presents op-
portunities to expand 
exports into new prefer-
ential markets in East, 
West, Central, and 
North Africa through 
frictionless trade.

The implementation 
of the AfCFTA is work-
ing to South Africa’s 
benefit. According to a 
Cabinet statement, to-
tal trade under AfCF-
TA preferential terms 

reached R2,6 billion 
between January 2024 
and February 2026. 

This figure encom-
passes both exports 
and imports across a 
diverse range of prod-
ucts, including mining 
equipment, appliances, 
food items, apparel, 
plastics, and electrical 
machinery.

The African Trade 
Report 2026, pub-
lished by the African 
Export-Import Bank, 
also noted that South 
Africa was using the 
AfCFTA to deepen 
its relationships with 
the continent’s largest 
economies, such as Ni-
geria, Egypt, Kenya, 
Algeria, and Ethiopia. 
It said the country had 
strengthened its posi-
tion as a leading par-

ticipant in intra-Afri-
can trade by scaling up 
its engagement under 
the AfCFTA Guided 
Trade Initiative, mov-
ing beyond initial pilot 
shipments into more 
regularised preferential 
trade.

The AfCFTA Guid-
ed Trade Initiative is 
a pilot programme 
launched in October 
2022 to kick-start com-
mercially meaningful 
trade under the agree-
ment. It is meant to test 
the operational, institu-
tional, legal, and trade 
policy environment of 
the AfCFTA before its 
full rollout. Eight coun-
tries participated in 
the initial phase: Cam-
eroon, Egypt, Ghana, 
Kenya, Mauritius, 
Rwanda, Tanzania, and 
Tunisia.

South Africa has tak-
en its participation in 
the pilot seriously, said 
the report. “It record-
ed continued progress 
during the year on 
outstanding AfCFTA 
technical negotiations, 
including advanced 
discussions on rules of 
origin for strategical-
ly important sectors 
such  as automotive and 
clothing and textiles 

which are important to 
South Africa’s industri-
al base.”

The report said it 
also broadened ex-
ports beyond early pi-
lot products into more 
value-added categories 
such as machinery, 
processed foods, and 
chemicals.

In implementing 
the AfCFTA, the AU 
hopes to get African 
countries to increase 
trade with each other. 
Historically, this has 
been relatively low, as 
Intra-African trade ac-
counted for about 15% 
of total African trade. 
This is lower than in-
tra-regional trade in 
Europe of over 60% 
or North America, at 
above 40%.

When it comes to 
intra-African trade, 
South Africa stands out 
as a major player, with 
deep and growing trade 
ties with the continent.

“South Africa’s ex-
ports continued to grow 
robustly, with data from 
the International Trade 
Centre showing that 
machinery, vehicles, 
electrical equipment, 
and processed materi-
als are the main exports 
to the rest of the con-

tinent. Processed food 
products and chem-
icals are two impor-
tant growth sectors for 
South African exports 
and reflect expand-
ing regional consumer 
markets, particularly 
within the Southern 
African Development 
Community,” said the 
report.

It said the country’s 
diversified industri-
al base, relatively ad-
vanced infrastructure, 
and strong integration 
into regional value 
chains, particularly in 
automotive, agro-pro-
cessing, and chemicals, 
have deepened its po-
sition as the regional 
trade hub.

It pointed out, 
however, that for the 
country to unlock fur-
ther potential, it will 
depend on deeper 
cross-border invest-
ment, stronger indus-
trial linkages, and im-
proved market access 
for small and medium 
enterprises, especially 
in neighbouring econ-
omies such as Zambia, 
Zimbabwe, and Mo-
zambique, which serve 
as key suppliers of raw 
materials and interme-
diate goods.

African Continental Free Trade Area 
drives R2.6 billion in South Africa trade
Official data shows exports and imports under preferential terms surged between January 2024 and 

February 2026, spanning machinery, food items, and electrical equipment.

THE four departments 
within the Community 
Services and Health di-
rectorate, namely Rec-
reation and Parks, City 
Health, Library and 
Information Services 
and Community Arts 
and Culture Develop-
ment Departments, 
have been allocated a 
draft capital budget of 
R366 381 000 for the 
2026/27 financial year. 

The draft capital al-
location for the top five 
projects are:

•	 Cemetery Upgrades 
– R63,5 million

•	 Swimming Pool 
Upgrades – R20 
million

•	 Vygieskraal Stadi-
um Cycling Track 
– R20 million

•	 Rebuild of Suid-
er-Strand Library 
- R19,5 million

•	 Strandfontein Pavil-
ion Refurbishment 
- R9 million

Other projects include 
upgrades to the Delft 
Clinic and Hartleyvale 
Stadium; planning of 
the Parkwood Com-
munity Hall; expan-
sion of the Lwandle 
Library; restoration of 
Brown’s Farm Library 
and additional expan-
sion work at Tafelsig 
Clinic.

Construction of 
the Blue Downs and 
Westridge synthetic 
pitches will also get 
under way, with com-

pletion planned for the 
2027/28 financial year.

As Cape Town con-
tinues to grow, plan-
ning for future burial 
space remains a pri-
ority. The City is com-
mitted to expanding 
existing cemeteries 
and developing new 
facilities, together with 
the supporting infra-
structure needed to 
meet the needs of our 
communities.

Apart from the 
projects planned for 
2026/27 financial year, 
the Directorate contin-
ues to identify and seek 
approvals for new and 
expanded cemetery 
opportunities in areas 
such as Strand, Kuils 
River, Mitchells Plain 
and other parts of the 
Southern Suburbs.

There is also a 
planned phase re-
furbishment of the 
Khayelitsha cemetery 
boundary fencing, due 
to extensive vandalism.

Over the last few 
years, the Directorate 
has invested signifi-
cantly in the repairs, 
maintenance and up-
grades of public swim-

ming pools, as part of 
an accelerated swim-
ming pool infrastruc-
ture revitalisation pro-
gramme.

The Directorate 
also continues to in-
vest in infrastructure 
repairs, maintenance 
and upgrades at var-
ious swimming pools 
across areas such as 
Khayelitsha, Bellville 
Central, Strand, Ath-
lone, Mitchells Pain- 
Westridge, Gugulethu, 
Blue Downs, Atlantis, 
Mnandi and Sea Point.

“This budget re-
flects the City’s con-
tinued commitment 
to investing in public 
infrastructure that 
residents rely on every 
day. From libraries and 
community halls to 
park, sports facilities, 
clinics and cemeteries, 
these spaces strength-
en communities and 
improve quality of life 
for all our residents,” 
says City’s mayoral 
committee member for 
community services 
and health, councillor 
Francine Higham.

City of Cape Town proposes R366 
million capital investment in 

community facilities

City’s mayoral committee member for community services and health, 
councillor Francine Higham

mailto:larry.claasen@cbn.co.za
https://greencape.co.za/wp-content/uploads/2023/06/Smart-Mobility_Electric-vehicles-as-a-service-%E2%80%93-A-viable-fleet-transition-model-in-South-Africa.pdf
https://greencape.co.za/wp-content/uploads/2023/06/Smart-Mobility_Electric-vehicles-as-a-service-%E2%80%93-A-viable-fleet-transition-model-in-South-Africa.pdf
https://greencape.co.za/wp-content/uploads/2023/06/Smart-Mobility_Electric-vehicles-as-a-service-%E2%80%93-A-viable-fleet-transition-model-in-South-Africa.pdf
https://www.ee.co.za/wp-content/uploads/Presentation-Ndia-Magadagela.pdf
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By Adrian Ephraim

C O N S T RUC T IO N 
has officially begun 
on the R650 million 
GrandWest Mall in 
Goodwood, marking a 
major expansion of the 
GrandWest entertain-
ment precinct. Devel-
oped through a joint 
venture between Flan-
agan & Gerard Prop-
erty Group (90%) and 
GrandWest, a subsidi-
ary of Sun Internation-
al (10%), the 22,000m² 
single-level conveni-
ence mall is expected 
to open in June 2027.

The project moved 
into full construc-
tion after the land 
transferred into the 
joint venture in May, 
with partners mark-
ing the milestone at a 
sod-turning ceremony 
on 19 June. 

Leasing has pro-
gressed strongly, de-
spite the mall being 
more than a year from 
completion. According 
to the developers, over 
70% of the gross let-
table area has already 
been secured, with a 
further 20% under 
offer. Confirmed ten-
ants include Checkers 
FreshX, SuperSpar, 
Dis-Chem, Clicks, 
and retailers from the 
Mr Price Group, Tru-
worths Group and Pep-
kor.

Confidence in Cape 
Town’s economy

Speaking at the cere-
mony, James Vos, the 
City of Cape Town’s 
Mayoral Member for 
Economic Growth, de-
scribed the investment 
as a strong vote of con-
fidence in the city’s 
economy.

“The development 
is a sign of confidence 
in Cape Town’s growth 
outlook and demon-
strates how private sec-
tor investment can cre-
ate jobs and strengthen 
the retail economy,” he 
said.

For Sun Internation-
al, the development 
forms part of a broad-
er strategy to modern-
ise and strengthen the 
long-term appeal of the 
GrandWest precinct.

“This investment 
is about keeping 
GrandWest relevant 
and responsive to 
changing consumer 
expectations, creating 
a more integrated re-
tail, dining and enter-
tainment destination,” 
said Sun International 
CEO Ulrik Bengtsson.

Local construction 
and Cape-inspired 

design

The developers have 
committed to prior-
itising Western Cape-
based contractors, 
suppliers and trades-

people throughout the 
construction process. 
The main building con-
tract has been awarded 
to Western Cape con-
tractor Isipani Con-
struction, with prelim-
inary works completed 
and full construction 
now underway.

MDS Architecture 
designed the mall, 

drawing inspiration 
from the Western 
Cape’s coastal land-
scape and contem-
porary wine estates. 
Partner Pierre Lahaye 
said the design com-
plements the existing 
GrandWest precinct 
while introducing a 
modern retail environ-
ment.

Natural materi-
als including timber, 
off-shutter concrete 
and metal finishes re-
flect the architectural 
language of the Cape’s 
wine estates.

“Breaking ground is 
a milestone the team 
has worked towards 
with great care,” said 
Paul Gerard, Manag-

ing Director of Flana-
gan & Gerard Property 
Group. 

“With exceptional 
partners, contractors, 
architects and tenants, 
we’re confident this de-
velopment will become 
an asset the commu-
nity can be proud of 
when it opens in June 
2027.”

GrandWest Mall construction underway in 
Cape Town with R650 million investment

(from left) Pierre Lahaye – Partner, MDS Archi-
tecture, Ulrick Bengtsson, CEO, Sun International, 
James Vos, Mayoral Member for Economic Growth, 

City of Cape Town and Paul Gerard, Managing 
Director, Flanagan & Gerard

Richard de Roos, Head of Operations for Corporate 
& Investment Banking at Standard Bank.

STANDARD BANK BECOMES THE FIRST BANK ON THE CONTINENT 
AUTHORISED TO CLEAR RENMINBI TRANSACTIONS

Standard Bank, the biggest bank in Africa by assets, and the Industrial and 
Commercial Bank of China Limited (ICBC) have been jointly authorised by the 
People’s Bank of China (PBoC) to clear Renminbi (RMB) in Africa.

Standard Bank is the first African based bank to receive this authorisation.

In November 2025, the bank also became the first on the continent to be 
authorised to participate in China’s Cross-Border Interbank Payment System 
(CIPS). CIPS enables interbank payments between Africa and China using 
Chinese RMB as the underpinning currency.

Standard Bank and ICBC will operate jointly as the “Renminbi Clearing Bank 
of Africa” with operational capacity to clear RMB in 19 African countries.

The Renminbi Clearing Bank of Africa is the first RMB clearing bank named 
after a continent and the first to be jointly operated by two commercial banks. 
Leveraging ICBC’s leading RMB capabilities and Standard Bank Group’s 
strong African network, the clearing bank will serve as a core hub for RMB 
business across Africa, significantly enhancing the efficiency of RMB fund 
flows for various market participants.

RMB Clearing Bank status provides exclusive access to China’s onshore financial system, including access to capi-
tal markets, liquidity, and payments innovations.

“We are immensely proud to be the first African bank to be granted clearing status. This status speaks to our pur-
pose of promoting the continent’s growth and meeting our clients where they need us most. As stated at Standard 
Bank Group’s Capital Markets Day in March 2026, payments are at the heart of every banking relationship, and we 
are at the forefront of the payments evolution. This new service will provide our clients with transparent, efficient and 
cost-effective payments solutions between China and Africa, supporting trade and investment between the world’s 
most dynamic economies,” says Richard de Roos, Head of Operations for Corporate & Investment Banking at Stan-
dard Ban

According to the latest edition of the Standard Bank Africa Trade Barometer (Issue 5), cross-border trade preferenc-
es among businesses in the 10 African markets surveyed have shifted notably. Asian countries are now the pre-
ferred partners for an average of 35% of respondents, up from 24% in 2024.

China continues to dominate as the leading source of inputs, cited by 67% of surveyed businesses, with competitive 
pricing, product variety and supply-chain reliability highlighted as the key drivers of this preference.

“China is Africa’s largest export market, and with clearer status added to CIPS participation, Standard Bank is even 
better placed to support Africa’s trade with China. We expect demand for these services to continue to expand,” 
concludes de Roos.

https://cbn.co.za/dwlo


8   CBN July 2026
WATER ENGINEERING & MANAGEMENT SOLUTIONS

THE success of any 
piping system depends 
on sound engineering, 
robust technical speci-
fications, quality man-
ufacturing and proper 
installation. Whether 
supplying drinking wa-
ter to communities, 
supporting mining op-
erations or serving in-
dustrial facilities, the 
long-term performance 
of plastic piping systems 
relies on every compo-
nent meeting the highest 
standards of quality and 
compliance.

Piping material engi-
neers play a pivotal role in 
bringing these elements 
together. Their decisions 
influence project costs, 
construction schedules, 
operational efficiency 
and, ultimately, the re-
liability and lifespan of 
critical infrastructure.

Supporting engineers 
in this important role is 
the  Southern African 
Plastic Pipe Manufac-
turers Association (SAP-
PMA), which promotes 
compliance with South 
African National Stan-

dards (SANS), champi-
ons local manufacturing 
excellence and helps 
safeguard the quality of 
plastic piping systems 
manufactured through-
out Southern Africa.

“In an environment 
where infrastructure reli-
ability, sustainability and 
value for money are more 
important than ever, 
specifying quality-as-
sured, standards-compli-
ant piping systems is not 
simply good engineering 
practice, it is essential 
for protecting South Af-
rica’s critical infrastruc-
ture,”  says Jan Venter, 
CEO of SAPPMA.

Great infrastructure 
starts with good 

engineering

In Engineering, Procure-
ment and Construction 
(EPC) projects, piping 
material engineers play 
a strategic role that ex-
tends far beyond select-
ing the correct pipe. They 
ensure that materials are 
suitable for the intended 
application, comply with 

relevant South African 
and international stan-
dards, meet required 
pressure and environ-
mental performance cri-
teria, and deliver the best 
long-term lifecycle value.

“Every material deci-
sion has lasting conse-
quences. Selecting the 
correct piping system 
from the outset reduces 
maintenance costs, im-
proves operational effi-
ciency and extends the 
service life of valuable 
infrastructure assets. 
Poor material choices or 
the use of non-compliant 
products, however, can 
lead to costly failures, 
repairs and unnecessary 
operational risks,” Ven-
ter explains. 

One of their most im-
portant responsibilities is 
developing comprehen-
sive piping specifications 
that guide designers, 
manufacturers, con-
tractors and inspectors 
throughout a project. 
Selecting materials that 
can withstand operating 
pressures, temperatures, 
chemical exposure and 
environmental condi-
tions is equally critical to 
ensuring reliable long-
term performance.

“Having the right 
specifications on paper 
is only part of the equa-
tion,” says Venter. “En-
gineers also need confi-
dence that the products 
specified will consistent-
ly meet those require-
ments once they arrive 
on site.”

Why standards matter

South Africa has well-es-
tablished standards gov-
erning the manufacture 
and performance of plas-
tic piping systems. Com-
pliance with these stan-
dards is fundamental to 
protecting infrastructure, 
ensuring public safety 
and delivering long-term 
value for money.

“Unfortunately, not 
every product entering 
the market offers the 
same level of quality 
or compliance. While 
cheaper alternatives may 
appear attractive initial-
ly, substandard products 
often prove significantly 
more expensive over 
their service life. This is 
why independent quality 
assurance and ongoing 
compliance monitoring 
remain so important,” 
Venter stresses. 

SAPPMA: Raising the 
bar

For more than two de-
cades, SAPPMA has 
worked alongside en-
gineers, municipalities, 
contractors and manu-
facturers to raise stan-
dards across South Afri-
ca’s plastic pipe industry. 
Through independent 
product testing, factory 
audits and ongoing com-
pliance monitoring, the 
association helps ensure 
that pipes manufactured 
by its members consis-
tently comply with ap-
plicable South African 

National Standards. 
Beyond product com-

pliance, SAPPMA also 
provides technical guid-
ance to engineers, con-
sultants and contractors, 
promotes industry best 
practice and supports 
skills development across 
the sector.

“By specifying piping 
systems manufactured 
by SAPPMA members 
and carrying the SAP-
PMA logo, engineers 
and infrastructure own-
ers can be confident they 
are selecting products 
manufactured under in-
dependently monitored 
quality management sys-
tems,” Venter adds.

Investing in tomorrow’s 
engineers

Recognising the need to 
strengthen engineering 
education, SAPPMA 
is also helping prepare 
the next generation of 
industry professionals 
by exposing engineering 
students to the latest 
developments in plastic 
piping technology.

“As South Africa con-
tinues to invest in water, 
sanitation, mining and 
industrial infrastruc-
ture, the partnership 
between skilled engi-
neers, quality manufac-
turers and organisations 
such as SAPPMA will 

become increasingly 
important. By promot-
ing high manufacturing 
standards, supporting 
engineering education 
and encouraging the 
specification of stan-
dards-compliant piping 
systems, we can help 
ensure today’s infra-
structure investments 
continue delivering val-
ue for decades to come. 
After all, engineering 
excellence always be-
gins with quality materi-
als,” Venter concludes.

For more information 
about SAPPMA and 
its members, visit www.
sappma.co.za.

Quality plastic piping systems are the foundation of 
reliable infrastructure: SAPPMA

SAPPMA highlights the vital partnership between piping material engineers, quality manufacturing and standards compliance

Public invited to comment on 
National Water Amendment 

Bill, 2026
PARLIAMENT’s Port-
folio committee on water 
and sanitation has called 
on members of the pub-
lic, stakeholders, indus-
try representatives, and 
interested organisations 
to submit written com-
ments on the National 
Water Amendment Bill 
(B1 – 2026).

The goal of the bill is 
to introduce provisions 
to review and prohibit 
the issuance of water 
use licences where water 
source areas are threat-
ened, according to a blog 
post by Webber Went-

zel. A new section in the 
Amendment Bill, 20A, 
requires the Minister of 
Water and Sanitation to 
publish a notice in the 
Government Gazette, 
listing scientifically iden-
tified water source areas, 
the post added.

The proposed legis-
lation seeks to amend 
the National Water Act, 
1998, introducing a range 
of measures aimed at 
strengthening water gov-
ernance, promoting equi-
table access to water re-
sources, and supporting 
sustainable water man-

agement across South 
Africa.

Among the key objec-
tives of the Bill are provi-
sions to:
• Insert and amend

certain definitions
within the Act;

• Ensure equitable
water allocation and
optimise the use of
water in line with
the guiding princi-
ples of the National
Water Act;

• Prevent undesirable
consequences asso-
ciated with private
water trading;

• Clarify and expand
the purpose of the
Act;

• Extend the re-
view period of the
National Water
Resource Strategy
from five years to
ten years;

• Introduce periodic
reviews of water
resource classifi-
cations and water
resource quality
objectives;

• Provide for regular
reviews of the eco-
logical Reserve;

• Strengthen the pro-
tection of strategic
water source areas;

• Enhance provisions
relating to the
transfer of water use
authorisations;

• Enable the real-
location of water
resources;

• Expand the scope
for the making of
regulations;

• Repeal the right
to declare existing
lawful water use;

• Introduce additional
controlled activities;

• Strengthen govern-
ance requirements
for water user asso-
ciations and their
membership; and

• Advance the trans-
formation of water
user associations.

http://www.sappma.co.za/
http://www.sappma.co.za/
http://www.sappma.co.za/
http://www.sappma.co.za/
https://cbn.co.za/afq4
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On-site wastewater treatment 
helps developers bypass sewer 

capacity constraints

By Kris van der Bijl

ON-SITE wastewater 
treatment can take a 
new development off 
South Africa’s central-
ised sewer network en-
tirely, sidestepping the 
capacity bottlenecks, 
connection costs and 
slow municipal approv-
als that increasingly 
hold projects up.

In an interview at 
the 2026 Western Cape 
Property Development 
Forum after a panel 
discussion, Maskam 
Water® chief execu-
tive Gerhard Cronje 
made his case for why 
the Maskam Fusion® 
can help alleviate this 
pressure.

It hinges on the 2025 
revised national stand-
ards regarding on-site 
wastewater treatment 
that now stop munici-
palities from approving 
bulk user connections, 
and new developments, 
where there is no ca-
pacity to handle the 
water and sewage.

They also prevent 
an authority from un-
reasonably declining a 
development that runs 
its own water-efficient 
sanitation solution not 
connected to the mu-
nicipal system, provid-
ed that it operates a 
Water Efficient Sanita-
tion Solution (WESS).

The Maskam Fu-
sion® is described as 
a perfect example of a 
WESS system. 

Decentralised 
treatment sidesteps 
the central works

South Africa’s munic-
ipal sanitation runs on 
centralised treatment 
works fed by extensive 
reticulation networks.

Those works are un-
der strain across much 
of the country, and 
expanding bulk capac-
ity is slow and cost-
ly. When a receiving 
works is full, develop-
ments that depend on it 
wait for the centralised 
systems approval.

A decentralised 
plant sidesteps that 
dependency. The 
Maskam Fusion® 
treats wastewater 

where it is generated 
and returns the treat-
ed effluent for toilet 
flushing and irrigation.

Cronje said a de-
velopment served by 
on-site treatment no 
longer needs to con-
nect to a distant works, 
which cuts both the in-
ternal pipe infrastruc-
ture and the reliance 
on a municipal system 
the developer does not 
control.

By reusing treat-
ed effluent from the 
decentralised system 
for non-drinking pur-
poses (i.e. irrigation, 
toilet flushing, etc), 
the development will 
draw less potable wa-
ter from the municipal 
system. Drawing less 
from the municipality 
also leaves more wa-
ter in the network for 
the wider community, 
which Cronje said mat-
ters most in areas that 
have faced drought.

Speed is the 
commercial edge

The strongest part of 
Cronje’s case is time. He 
pointed to Paarl Junc-
tion, a mixed-use devel-
opment outside Paarl 
running 19 units.

“The order came 
through the 28th of Feb-
ruary last year. By Sep-
tember, they were op-
erational for the entire 
system,” he said. “There 
is no way you can have 
that turnaround time to 
create capacity in a mu-
nicipal system. It takes 
years.”

For a single house or 
smaller development, 
Cronje said a system can 
be in place within three 
weeks of order, roughly 
two weeks to manufac-
ture and a day or two to 
install.

The unit is sub-sur-
face and can sit beneath 
a parking area where a 
weight-bearing slab is 

cast over it, so no usable 
space is lost.

The plant is modular. 
A scheme can start with 
one unit and add capac-
ity as it builds out, and 
the units can be decen-
tralised across a larger 
site.

Cronje said the larg-
est project the compa-
ny is working on serves 
3 000 houses.

Sustainability creden-
tials and running cost

Cronje said the 
Maskam Fusion®  sup-
ports up to 15 of the 17 
United Nations Sus-
tainable Development 
Goals, spanning clean 
water, sustainable cit-
ies and responsible 
consumption, because 
treated effluent is re-
turned to use rather 
than discharged.

The heart of the 
system, the bioreactor 
tank and its internal 
components, is built in 
South Africa, with only 
the air pump and four 
small valves imported. 
Cronje said local man-
ufacture cuts cost, lead 
times and carbon foot-
print.

Being off the grid 
and self-funded also 
removes the wait for 
public budgets. “Much 
less red tape, and it’s 
private funding,” Cron-
je said. “You don’t have 
to wait for municipal or 
government budgets.”

Transform your 

sewage
into usable water for 
irrigation & toilet 
flushing

Sustainable water 
solutions for Africa

www.maskamwater.com

THE government is 
intensifying efforts to 
address South Africa’s 
water and sanitation 
challenges, with the De-
partment of Water and 
Sanitation allocating 
R12,3 billion in infra-
structure grants to mu-
nicipalities during the 
current financial year.

Delivering her budget 
vote speech in the Na-
tional Council of Prov-
inces (NCOP) Water and 
Sanitation Minister Pem-
my Majodina said the 
government was imple-
menting decisive inter-
ventions to improve wa-
ter security, rehabilitate 
ageing infrastructure and 
expand access to reliable 
services across all nine 
provinces.

Majodina acknowl-
edged that many com-
munities continue to face 
water interruptions, sew-
age spillages, deteriorat-
ing wastewater treatment 
systems and high levels of 
water losses. 

These challenges had 
prompted President Cyr-
il Ramaphosa to estab-
lish the National Water 
Crisis Committee and di-
rect the implementation 
of the National Water 
Action Plan.

“The message we 
bring to this House is 
clear: Government is 
intervening decisively, 
projects are being accel-
erated, and partnerships 
are being strengthened to 
ensure that communities 
receive reliable water and 
sanitation services,” she 
said.

The minister said the 
department’s priori-
ties include completing 
delayed infrastructure 
projects, rehabilitating 
failing water treatment 
and wastewater works, 
expanding water supply 
to underserved com-
munities, developing 
groundwater resources, 
and investing in water re-
use and desalination ini-
tiatives.Among the major 
projects highlighted were 
the R2,6 billion bulk wa-
ter supply programme 
serving Mthatha, Libode, 
Ngqeleni and Mqandu-
li in the Eastern Cape; 
the R4 billion water and 
sanitation intervention 
in Maluti-a-Phofung in 
the Free State; the R1.3 
billion Giyani water pro-
ject in Limpopo, which 
has already connected 
24 villages; and the R4.9 
billion Mandlakazi Re-
gional Bulk Water Sup-
ply Scheme in KwaZu-
lu-Natal.

In Gauteng, the 
Hammanskraal water 
intervention is nearing 
completion, with a new 
50-megalitre-per-day
water package plant ex-
pected to improve ac-
cess to clean water for
approximately 47,000 
households.Majodina
also outlined progress
in Mpumalanga, the 
North West, Northern
Cape and Western Cape,
where several large-scale
projects are under con-
struction or nearing com-
pletion to improve water
reliability and reduce ser-
vice backlogs.

The department is 
increasingly using water 
boards as implement-
ing agents to support 
struggling municipalities 
and is working with the 
Departments of Coop-
erative Governance and 
Traditional Affairs and 
National Treasury to im-
prove governance and 
financial sustainability in 
the sector.

The minister an-
nounced the rollout of a 
nationwide Rural Wa-
ter Access Programme 
aimed at improving wa-
ter security in unserved 
communities through 
borehole drilling, spring 
protection, rainwater 
harvesting and rehabili-
tation of non-functional 
systems.

More than 2,600 set-
tlements have already 
been identified under the 
programme, with over 
R200 million allocated 
for the first phase in Kwa-
Zulu-Natal, Gauteng and 
the Eastern Cape. 

Implementation is 
scheduled to begin in 
July and conclude in Sep-
tember this year.

Majodina said the 
government was also 
strengthening an-
ti-corruption measures 
through the Water Sector 
Anti-Corruption Forum, 
established in partner-
ship with the Special In-
vestigating Unit.

She urged all spheres 
of government, commu-
nities and the private 
sector to work together 
to secure the country’s 
water future.

Government allocates 
R12,3 billion to municipal 

infrastructure

https://cbn.co.za/8dfu
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vega.com

Water is the essence of life. That’s why a type of measurement technology is required that does justice to its importance. Our 
level and pressure sensors ensure quality with precise measured values to support reliable treatment processes – especially 
when every drop matters. 

Everything is possible. With VEGA.

Need clean processes? 
We’ll deliver them – and ensure 
absolute clarity! 

RAPID urbanisation and 
expanding infrastructure 
continue to place unprec-
edented strain on water 
networks, especially in 
Africa. Today, effective 
pressure monitoring is no 
longer a technical add on; 
but a strategic necessity. 
Accurate, real time pres-
sure data helps utilities 
maintain consistent sup-

ply, reduce non-revenue 
water, protect infrastruc-
ture, and meet sustain-
ability targets. VEGA’s 
pressure instrumentation 
supports this shift with re-
liable sensors designed to 
improve operational effi-
ciency and infrastructure 
resilience.

Water management 
extends beyond deliv-

ering potable water to 
households. It encom-
passes the entire lifecy-
cle: from abstraction and 
treatment to distribution, 
wastewater collection and 
safe discharge. As Afri-
can nations work toward 
the Africa Water Vision 
2063 and SDG 6, utilities 
increasingly recognise the 
value of precise pressure 

monitoring in reducing 
losses, improving energy 
efficiency, and optimising 
treatment processes.

Although many Afri-
can countries have im-
proved Integrated Water 
Resources Management 
(IWRM), financial and 
institutional constraints 
continue to slow progress. 
Reliable instrumenta-

tion helps utilities reduce 
maintenance, improve 
data quality and support 
informed decision mak-
ing. While upfront cost 
remains a key consider-
ation for utilities, the long 
term implications of poor 
quality instrumentation 
are significant as inaccu-
rate pressure readings 
can lead to pipe bursts, 
pump failures and un-
planned outages, erode 
public trust and inflate 
operational costs.

VEGA’s pressure solu-
tions offer a cohesive 
approach to sustainable 
operations, enabling fa-
cilities to streamline pro-
cesses, reduce waste, and 
minimise environmental 
impact.

The VEGABAR 38 
enables remote monitor-
ing of tanks, pipelines, and 
chemical dosing systems, 
reducing site visits and op-
erational emissions. 

The VEGABAR 82 
withstands abrasion, 
chemical exposure and 
extreme conditions com-
monly found in sewerage 
feeds and high-pressure 
pipelines. Its long service 
life and low maintenance 
requirements support util-
ities in reducing downtime 
and conserving resources. 

The VEGADIF 85 dif-
ferential pressure trans-
mitter delivers accurate 
influent and effluent flow 
measurements and reli-
ably detects filter contam-
ination. 

Designed for deep 
wells, reservoirs and ba-
sins, the VEGAWELL 
52 offers durable hydro-
static level and pressure 
monitoring in demand-
ing environments. The 
VEGAWELL 42 com-
plements this enabling 
treatment plants to re-
duce operational costs 
while maintaining high 
measurement accuracy.

VEGA’s Bluetooth-en-
abled devices and the 
Tools App reduce the 
need for on-site interven-
tions, cut travel-related 
emissions and improve 
safety, particularly in 
hard-to-access or hazard-
ous locations.

As African nations 
strengthen water gover-
nance and expand infra-
structure, VEGA’s pres-
sure monitoring systems 
offer utilities a practical 
pathway to sustainabili-
ty. By enabling real time 
optimisation of resource 
use, reducing energy con-
sumption and supporting 
proactive maintenance, 
VEGA helps opera-
tors focus on their core 
mission: delivering safe, 
reliable and sustainable 
water services.

These technologies 
protect critical infrastruc-
ture while safeguarding 
the health of commu-
nities and ecosystems 
that depend on clean, 
well-managed water re-
sources.

Miguel.petersen@vega.
com,  https://www.vega.
com/en-za 

VEGA pressure monitoring helps African utilities 
reduce water losses and protect infrastructure

The VEGADIF 85 differential pressure transmitter 
delivers accurate influent and effluent flow measure-

ments and reliably detects filter contamination.

https://cbn.co.za/yett
mailto:miguel.petersen@vega.com
https://www.vega.com/en-za
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Wintrust bet on biology: 
convenient and natural path to cleaner water
South Africa’s sewage, effluent and water crisis is no longer a 
distant warning. Ageing treatment infrastructure across the country 
is struggling to keep pace with rising inflow volumes containing 
increasingly complex and continuously changing widespread 
contaminants.

For Wintrust, a Stellenbosch-based company that has spent 35 years 
working at the intersection of agriculture, viticulture and water 
treatment, the solution does not lie in bigger plants or more expensive 
equipment. It lies in biology.

“We chase technology and we believe we are at the forefront in this 
regard,” says George Smit, director of Wintrust. The company started 
in the wine industry, importing equipment and products from France 
and Germany, before expanding into agricultural fertilizers and, more 
recently, effluent treatment. Its client base today spans wineries, 
cooperatives, dairies, juice factories and major beverage producers. 

conventional effluent infrastructure can run into billions of rands, while 
a biological program costs only a fraction of that. The aim is to get the 
outflow water quality into acceptable specifications. 

Researchers across several universities have raised concerns recently 
about the gap between treatment capacity and the volumes cities now 
need to process. Wintrust argues that closing the gap does not always 
require new capital infrastructure. In many cases, restoring a plant’s 
biological function can unlock capacity that already exists on paper but 
isn’t being realised in practice.

Private sector clients, Smit says, have been quicker to adopt the approach 
than municipalities. Wintrust has worked with major beverage producers 
on biological conversion of their effluent plants, with operations running 
for substantial time with checks and balances without incident.

the only realistic way forward
Both Smit and Brown believe water scarcity will become one of South 
Africa’s defining business challenges within the coming years, driven by 
population growth, rising food production demands, and the limited 
ability to expand the country’s water supply. Their argument is that 
reusing and cleaning water more effectively, rather than waiting for 
new infrastructure funding, is the only realistic way forward. 

“There are no answers for the problems of effluent at the moment as 
we speak,” says Smit. “We have the idea. It’s just that people must just 
lock into the system of the idea. You don’t have to complicate things.” 

reality and Facts
For many years, dysfunctional sewage and effluent treatment plants 
have contributed to the pollution of our oceans, rivers, and other water 
sources.

If these unsustainable practices continue unchecked and uncontrolled, 
the risk of a major environmental and public health disaster becomes 
increasingly imminent. Urgent intervention is needed to restore and 
maintain these critical systems, protect our natural resources, and 
safeguard the well-being of current and future generations.

For more information on Wintrust’s effluent treatment and agricultural 
biological products, contact info@wintrust.co.za or +27 (0)21 887 4780.

Why the biological core matters
According to Wintrust technical manager Eric Brown, every effluent 
plant in the world, however advanced its engineering, depends on one 
thing to actually bring water in the desired specifications with a healthy 
population of naturally occurring microbiomes. 

“For any effluent plant that has been designed in the world, the core, 
the gut, or the brain, or the heart of any effluent plant is the biological 
part of the plant,” Brown explains. “You can add equipment, you can 
add fancy stuff, but the core of any effluent plant is still biological.”

The problem, Brown says, is the modern effluent streams contain an 
unpredictable mix of chemicals, hormones, metals and cleaning agents 
that can kill of the plant microbiome responsible for breaking down 
COD, contaminants, etc. When this happens, the system becomes 
what Brown calls “a sick plant,” unable to process the waste flowing 
through it, causing sludge buildup and also unable to reach desired 
specifications analysis at the outflow.

Wintrust’s approach is to keep the biological “heart” of the plant 
continuously healthy, utilising a wide spread of specific bacillus species.

“It’s all natural-born soil organisms and water-born organisms,” Brown 
says. The company’s focus is on how to apply microbial complexes. 
“The application of the product is where the key lies’” says Brown. “If the 
application is wrong, it will not work.”

A cost case as much as a technical one
Smit is direct about why he believes biological treatment deserves 
more attention from industry and government alike. Upgrading 

mailto:info@wintrust.co.za
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Pump solutions for water and 
wastewater treatment applications

TEL +27 (0)11 704 7500 MAIL info@verder.co.za WEB www.verderliquids.co.za

VERDER

By Larry Claasen

THE growing water 
crisis in South Africa 
should drive the coun-
try to consider novel 
approaches to dealing 
with it like turning 
urine into fertiliser, 
says Dr Jeffrey Baloyi, 
senior chemical engi-
neer, Council for Scien-
tific and Industrial Re-
search (CSIR), South 
Africa.

Speaking at the Big 
5 Construct South Af-
rica’s 13th Expo in Jo-
hannesburg, Baloyi said 
urine should not be seen 
as waste but rather as a 
resource, and pointed 
to how it contains phos-
phorus and nitrogen, 
which are key ingredi-
ents for fertiliser.

He gave an example 
of how the private sec-
tor can not only allevi-
ate the crisis if urine is 
separated at the source 
– a building – but also

stood to gain financial-
ly because they could 
sell it for use as an in-
gredient in fertiliser.

Baloyi said the 
CSIR had conduct-
ed an extraction pilot 
and found that the 
separation of urine 
could eliminate 75% 
of nitrogen and 55% of 
phosphorus from mu-
nicipal wastewater. He 
added it could do this 
at a fraction of the cost 
of conventional treat-
ment, and that recov-
ered fertilisers achieve 
results comparable to 
or better than those of 
chemical fertilisers.

The science of struvite 
synthesis

The best way to extract 
the phosphorus and 
nitrogen is via struvite 
synthesis, which is the 
process of adding mag-
nesium to urine and 
adjusting its pH level. 
This process will crys-

tallise dissolved nutri-
ents into a slow-release 
fertiliser.

At the same time, it 
will preserve the water 
infrastructure as it will 
prevent pipe-clogging 
‘struvite rock’ from 
forming. By preventing 
the build-up of struvite 
rock, it reduces the pos-
sibility of costly plant 
shutdowns and also 
turns a waste headache 
into a valuable product.

Baloyi said the main-
tenance cost of dealing 
with struvite rock is 
huge for a water pro-
vider.

“It takes more than a 
month to get a section 
back.”

This type of main-
tenance also has an 
environmental impact, 
because when treat-
ment is reduced, raw or 
partially treated waste-
water is diverted, caus-
ing pollution in other 
areas.

Water systems at a 
critical juncture

The potential of turn-
ing urine into fertiliser 
should also be seen 
against a backdrop 
where South Africa’s 
water infrastructure is 
under strain.

The 2026 Blue Drop 
Progress Report found 
that South Africa’s 
wastewater treatment 
performance has de-
clined, with only 16 sys-

tems achieving Green 
Drop Certification in 
2024, down from 23 
in 2021. At the same 
time, nearly half of all 
municipal wastewater 
systems assessed – 396 
out of 848 – are now in 
a critical state.

“These results con-
firm what communities 
have been saying for 
years. The crisis is not 
new – what is new is 
the continued failure 
to act. Reports are be-
ing released, but where 
is the accountability?” 
asked WaterCAN ex-
ecutive director, Ferri-
al Adam.

Baloyi warned that 
if maintenance was not 
prioritised, the cost to 
the country would be 
huge.

He made the point 
that recovering nutri-
ents and reusing water 
lowers overall costs. By 
bringing in the private 
sector, municipalities 
can save on mainte-
nance, and those sav-
ings can be shared with 
the solution provider.

UCT spin-off scales up 
the solution

Baloyi is not the only 
scientist looking to turn 
urine into fertiliser. A 
group of scientists from 
University of Cape 
Town (UCT) have spun 
out their research on 
the matter into a com-
pany, PeeCycling.

Founded by Profes-
sor Dyllon Randall and 
Dr Caitlin Courtney, 
PeeCycling has devel-
oped an engineering 
system for commer-
cial-scale resource re-
covery plants for urban 
and industrial environ-
ments.

According to its web-
site it has successfully 
processed 3,200 litres 
of urine per day.

“This localised pro-
duction creates a sus-
tainable, circular sup-
ply chain that reduces 
the carbon footprint 
associated with both 
synthetic fertilizer 
manufacturing and 
conventional wastewa-
ter treatment,” it said.

It added that for 
every litre of urine 
processed, its system 
recovers about 700 mL 
of water that could be 
reused for non-potable 
applications, such as 
irrigation or industrial 
cooling.

“By capturing and 
recycling this water on-
site, we prevent the loss 
of significant volumes 
of municipal water, 
building vital resilience 
for high-traffic facilities 
in drought-prone are-
as,” said PeeCycling.

PeeCycling was 
shortlisted for an Afri-
ca Prize for Engineer-
ing Innovation by the 
Royal Academy of En-
gineering earlier this 
year.

Urine to fertiliser could help solve South 
Africa’s Wastewater Crisis

Experts highlight urine-to-fertiliser innovation as a sustainable solution to municipal water 
strain and infrastructure decay.

The blueprint to fix 
local government 

exists. Civil 
engineers have 

been drawing it for 
years - SAICE

BEFORE the next mu-
nicipal election on 4 
November 2026, South 
Africans will cast their 
votes knowing what the 
past five years have de-
livered.

A Gauteng water 
crisis that left the 
country’s economic 
heartland without wa-
ter for weeks, a Knysna 
reservoir approaching 
empty, and a Green 
Drop Report confirm-
ing that nearly half of 
our wastewater treat-
ment systems are in a 
critical state. 

The question every-
one is asking is reason-
able. Will a new coun-
cil actually change 
this, or will we be hav-
ing the same conversa-
tion in 2031?

The South African 
Institution of Civil 
Engineering (SAICE) 
has spent significant 
time analysing the 
Draft White Paper on 
Local Government, 
where comments were 
submitted on 28 May 
2026. 

Our view of the 
White Paper is that 
it correctly identifies 
what is broken, and 
with the right imple-

mentation architec-
ture, it has the po-
tential to become the 
document that finally 
changes things on the 
ground, says SAICE 
CEO, Sekadi Phaya-
ne-Shakhane.

Rethinking how 
constitutional 

mandates serve 
communities

One of the most im-
portant areas that the 
White Paper gets right 
is its diagnosis of con-
stitutional autonomy as 
a structural barrier. 

Under the current 
framework, munici-
palities hold constitu-
tional protection over 
infrastructure func-
tions, including water, 
sanitation, and elec-
tricity distribution, 
regardless of whether 
they have the techni-
cal capacity to deliver 
them. 

The result is a sys-
tem that protects the 
dysfunction, rather 
than the delivery of 
Constitutional rights 
to the residents.

Part of the answer is 
structural. South Af-
rica’s current two-tier 
system, where district 
and local municipal-
ities often hold over-
lapping powers in the 
same area, has fre-
quently produced com-
petition rather than 
co-operation. 

The result is bulk in-
frastructure, like treat-
ment works, planned 
by one entity while the 
local pipe network that 
should connect to it is 
planned by another. 
The outcome is exactly 
what it sounds like: in-
frastructure that does 
not reach the people 
it was built for. SAICE 
supports the White 
Paper’s move towards 
a single-tier model 
with clearly assigned 
mandates, paired with 
a performance-linked 
system in which a mu-
nicipality that cannot 
manage a function, 
such as water reticula-
tion, does not retain it 
indefinitely.

The Drop Reports, 
released on 31 March 
2026, laid this bare in 
numbers showing what 
should concern every 
South African. Nation-
ally, 47,3% of treated 
water is lost or unbilled 
before it reaches a tap, 
representing approxi-
mately R9,9 billion in 
losses every year.

mailto:larry.claasen@cbn.co.za
https://cbn.co.za/vtj9
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Condra cranes and hoists are without equal in their 
quality, performance, reliability and overall lifetime 
cost. Operating data and the experience gathered 
from installations around the globe are today 
incorporated in all Condra products, the endurance 
of which has been proven in highly corrosive and 
abrasive environments, and under wide extremes
of temperature, humidity and altitude. Technical 
support, service and spare parts delivery are 
guaranteed worldwide.

THESE MACHINES 
HAVE BEEN
ENGINEERED TO 
ENDURE
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Sanitech and SkyJacks partner to rewrite the rules of commercial 
cleaning with 70% water savings

SANITECH, South 
Africa’s leading hy-
giene company, has 
upgraded its national 
equipment fleet with 
the high-performance 
MACH cleaning range, 
supplied by SkyJacks. 

This strategic expan-
sion directly answers 
a major challenge for 
South African busi-
nesses: how to main-
tain world-class hy-
giene standards while 
lowering utility costs 
and meeting strict en-
vironmental targets.

As local industries 
face escalating oper-
ational costs and in-
creasingly severe wa-
ter scarcity, this new 
equipment ensures 
that large facilities can 
be serviced with min-
imal disruption. The 
MACH range brings 
more than 40 years 
of Italian engineer-
ing expertise to the 
South African market, 
combining durability, 
operational efficien-
cy and ease of use to 
support high-demand 
commercial and indus-
trial cleaning environ-
ments. Designed with 
robust components 
and reduced reliance 
on complex electron-
ics, the MACH range 
focuses on long-term 
reliability, simplified 
maintenance and max-
imum uptime. This 
ensures that the equip-
ment can handle the 
heavy workloads of 
busy corporate, com-
mercial, and industrial 
settings.

“The ultimate ben-
efit for corporate and 
industrial clients is to-
tal service consistency 
across all operations,” 
says Sanitech MD, 
Robert Erasmus.

“By investing in 
practical, robust ma-
chinery, Sanitech re-
moves the common op-
erational bottlenecks 
of breakdowns and 
slow service. These 
machines are built 
for maximum uptime, 
meaning facilities re-
ceive a superior, unin-
terrupted clean every 
single day.”

The built-in ECO-
system technology 
tackles the issue of re-
source waste head-on, 
which is an increasingly 
critical factor for busi-
nesses managing sus-
tainability goals. While 
standard commercial 
cleaning machines rely 
on a constant supply of 
fresh water, these new 
units recycle water up 
to four times, leading 
to an immediate 70% 
reduction in overall 
water use.

Additional MACH 
technologies such as 
DoseMatic and Flow-
MASTER further 
optimise the use of 
water and cleaning 
chemicals, helping 

businesses reduce both 
operational costs and 
environmental impact 
while maintaining high 
cleaning standards.

“This technology 
delivers a major op-
erational win for pro-
ductivity,” Erasmus 
explains. “Recycling 
water on site means 

that cleaning teams 
spend less time empty-
ing and refilling tanks. 
This cuts out unpro-
ductive downtime, par-
ticularly in large, mul-
ti-level facilities where 
accessing water points 
poses a major logis-
tical challenge. It al-
lows staff to complete 

cleaning tasks faster 
and more efficiently 
while actively support-
ing water conservation 
goals.”

SkyJacks MD Dar-
ryn Jacobs, adds that 
the MACH range was 
specifically designed 
to support contin-
uous operations in 

demanding working 
environments. “Fea-
tures such as longer 
battery life, quick-
change consumables, 
and durable machine 
components all con-
tribute to stronger op-
erational uptime,” he 
says. “Businesses need 
dependable equipment 

that can keep pace 
with demanding clean-
ing schedules without 
compromising on per-
formance.”

To deliver service 
continuity across every 
region, Sanitech lev-
erages the strength 
of SkyJacks’ national 
technical support net-

work. Because both 
companies are part of 
the Waco Internation-
al group, this internal 
collaboration elimi-
nates the usual supply 
chain bottlenecks, en-
suring that equipment 
maintenance never dis-
rupts a client’s business 
operations.

https://cbn.co.za/p3jl
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WHEN a medical sup-
ply customer urgently 
required uninterrupt-
ed softened water for 
sterilisation processes, 
Allmech was able to 
deliver a reliable du-
plex water softening 
solution within just two 
days, despite having no 
conventional duplex 
control valves in stock 
at the time. The team 
turned to an alterna-
tive already proven in 
practice by Runxin: a 
ceramic 3-way L-type 
ball valve configured 
to manage two soften-
er vessels in a continu-
ous-duty system.

Allmech, a leading 
South African man-
ufacturer of boilers 
and supplier of water 
treatment equipment 
and chemicals, ser-
vices customers across 
a wide variety of sec-
tors. “We know that in 
healthcare-related en-
vironments, any inter-
ruption to water qual-
ity or supply can have 
immediate operational 
consequences,” says 
Anelia Hough, Water 
Treatment Consul-
tant at Allmech. “The 
customer required a 
production capacity of 
4m³/h and continuous 
availability of softened 
water, with no toler-
ance for downtime 
during regeneration 
cycles.”

Drawing on recent 
exposure to the system 
in operation during a 
Runxin factory visit in 
China, Allmech’s Man-
aging Director, Lionel 
Maasdorp, proposed 
using the Runxin ce-
ramic 3-way valve to 
create a duplex config-
uration. The valve was 
installed on the out-
let of the system and 
wired directly into the 
existing control valves.

“The key was ensur-
ing the correct electri-
cal connections so the 
system could function 
as a true duplex soften-
er,” explains Maasdorp. 
“Once that logic was in 
place, the solution was 
surprisingly simple.”

How the system works

The working process is 
cyclical. When the res-
in’s capacity to remove 
hardness from the sup-
ply water decreases to 
zero, a signal is sent 
to the 3-way ball valve 
to change direction. 
Water is immediately 
routed from the second 
softener vessel, which 
has already complet-
ed regeneration, while 
the first vessel begins 
its regeneration cycle. 
Once regeneration is 
complete, the first ves-
sel returns to standby, 
and the valves continue 
alternating automati-
cally.

“The system was as-
sembled, tested, and 
made available for 
collection within 48 
hours. Performance 
has met expectations, 
delivering the required 
flow rate consistently 
and ensuring uninter-
rupted supply,” says 
Hough.

Benefits of the 3-way 
valve system

Beyond speed, the 
solution offers struc-
tural advantages over 

traditional duplex 
manifolds. Ceramic 
3-way valves gener-
ally outperform con-
ventional manifold 
arrangements in du-
rability and reliability,
particularly in abrasive
or corrosive environ-
ments.

While ceramic valves 
carry a higher upfront 
cost, their longer ser-
vice life and reduced 
maintenance require-
ments can offset the ex-
pense of frequent man-
ifold rebuilds over time.

The configuration 
also reduces system 
complexity. Rather 
than relying on multi-
ple valves and a com-
plex manifold arrange-
ment, a single ceramic 
valve controls flow be-
tween two vessels. This 
results in a more com-
pact, mechanically 
straightforward instal-
lation.

While purpose-built 
duplex valves such as 
the Runxin F73 or 
F135 remain a cost-ef-
fective option for new 
installations where 
24/7 soft water demand 
is known upfront, the 
3-way valve approach
opens new possibilities

for existing sites.
“This setup is partic-

ularly well suited to ret-
rofit applications,” says 
Maasdorp. “Where a 
site previously operat-
ed with a single soft-
ener, but demand has 
increased, this con-
figuration allows cus-
tomers to upgrade to 
continuous operation 
without a full system 
replacement.”

Applications include 
healthcare facilities, 
industrial plants, food 
and beverage opera-
tions, and any environ-
ment where softened 
water must be available 
around the clock.

For Allmech, the 
project reinforces the 
value of deep product 
knowledge and practi-
cal engineering judge-
ment. “Sometimes the 
best solution isn’t a 
standard configura-
tion,” Maasdorp says. 
“It’s about understand-
ing what’s possible and 
applying it intelligently 
under real-world con-
straints.”

For more information, 
visit www.allmech.co.za 
or email lionelm@
allmech.co.za

Allmech delivers rapid duplex 
water softening solution using 

Runxin ceramic valve

The Allmech duplex water softener. 

A record 625,5 km of 
sewer pipelines have 
been proactively jet-
cleaned as part of win-
ter readiness, exceed-
ing the City’s annual 
target by more than 
threefold. 

Valued at R207,9 
million, this investment 
in preventative mainte-
nance helps reduce the 
risk of sewer blockages 
and overflows caused 
by foreign objects, ille-
gal stormwater connec-
tions and increased rain 
entering the network.

Throughout the year, 
operational teams carry 
out an extensive main-
tenance programme to 
ensure that pipelines, 
pump stations and oth-
er sewer infrastructure 
are in the best possible 
condition. Preventative 
cleaning is especially 
prioritised before win-
ter, when rain is likely 
to enter the network, 
as this has proven to be 
one of the City’s most 
effective measures to 
reduce sewer spills be-
fore they occur.

On Thursday, 25 
June 2026, the City’s 
mayoral committee 
member for water and 
sanitation, Councillor 
Zahid Badroodien, 
joined maintenance 
teams in action during 
routine sewer jet-clean-
ing in Kraaifontein. 

The City manages 
a vast wastewater net-
work comprising ap-
proximately 10 000 km 

of sewer pipelines, 487 
sewer pump stations, 
sand traps and other 
critical infrastructure. 
To keep the system in 
flow requires frequent 
inspection, mainte-
nance and sometimes 
rapid response all year 
round.

‘Sanitation is fun-
damentally about dig-
nity, public health and 
creating communities 
where residents can live 
with confidence in the 
services they rely on 
every day. Through the 
Mayoral Priority Pro-
gramme on Sanitation, 
we have deliberately 
focused on long-term, 
preventative interven-
tions that address the 
root causes of sewer 
overflows rather than 
simply responding to 
them after the fact.

‘This sewer jetting 
programme is a key 
deliverable of that com-
mitment. By dramat-
ically increasing pro-
active cleaning across 
our sewer network, we 
have reduced sewer 
overflows by approx-
imately 32%. These 
results demonstrate 
what can be achieved 
when we take a big-
ger-picture approach 
to service delivery and 
investing in the infra-
structure, maintenance 
and operational excel-
lence needed to pro-
tect residents, uphold 
sanitation dignity and 
build a more resilient 

city for generations to 
come,’ said Councillor 
Badroodien.

Winter preparations 
include:

• Jet-cleaning sewer
mains using specialised
combination units
• Cleaning sand traps,
pump station sumps
and wet wells
• Monitoring pump sta-
tion telemetry systems
for early fault detection
• Rapidly repairing 
collapsed sewer lines
• Replacing broken,
stolen or damaged 
manhole covers
• Servicing electri-
cal and mechanical 
components at critical
pump stations
• Inspecting properties
for illegal stormwa-
ter-to-sewer connec-
tions
• Educating residents
through ongoing cam-
paigns such as Bin It,
Don’t Block It, which
promote responsible 
waste disposal and 
discourage inappro-
priate items from be-
ing flushed or washed
down toilets and drains

Important reminder 
to residents: Keep 
manhole covers in 

place

Residents are remind-
ed never to remove 
manhole covers dur-
ing heavy rainfall. Al-
though this may appear 
to help drain floodwa-
ter, it allows stormwater 
to enter the sewer net-
work, overloading the 
system and significantly 
increasing the risk of 
sewer overflows, en-
vironmental pollution 
and damage to infra-
structure. Stormwater 
should always flow into 
the stormwater drain-
age system, not the sew-
er network. Residents 
are urged not to tamper 
with manhole covers 
under any circumstanc-
es.

City of Cape Town triples 
sewer jet-cleaning efforts 
to R207,9 million, so as to 
reduce winter overflows

City’s mayoral committee member for water and 
sanitation, Councillor Zahid Badroodien,

http://www.allmech.co.za
mailto:lionelm@allmech.co.za
mailto:lionelm@allmech.co.za
https://cbn.co.za/99lv
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E l e c t r o M e c h a n i c a 
(EM) has officially 
restored a vital pillar 
of the Southern Afri-
can motor market, an-
nouncing its appoint-
ment as the exclusive 
SADC-wide agent for 
TechTop. This strategic 
partnership marks the 
return of the globally 
recognised brand to the 
regional market, re-es-
tablishing a standard of 
rugged engineering that 
has been absent for over 
a decade.

For veteran engineers 
and plant managers, 
TechTop represents 
a legacy of durability. 
Its return addresses 
a specific demand in 
the Southern African 
industrial sector for 
motors prioritising 
structural integrity, 
mechanical robustness, 
and thermal headroom.

Expanding the 
footprint: From 
components to 

complete solutions

This partnership signif-
icantly expands EM’s 
footprint in motor solu-
tions; for the first time 
in its 40-year history, 
EM is offering a range 
of electric motors, pro-
viding customers with a 
truly complete, end-to-
end industrial solution. 
While EM has tradi-
tionally been a leader 
in control and safety 

components, the addi-
tion of TechTop “closes 
the loop,” allowing the 
company to move be-
yond individual hard-
ware components to 
offer a fully integrated 
motor and motor con-
trol portfolio.

Engineering for 
endurance

The reintroduced Tech-
Top range is built for the 
high-demand environ-
ments of the African 
continent. Standardised 
for 400V industrial net-
works, the IE3-compli-
ant range is available 
in 2-, 4-, 6-, and 8-pole 
configurations to meet 
diverse torque and 
speed requirements. 
Going beyond standard 
industry benchmarks, 
the range is engineered 
to exceed basic perfor-
mance requirements 
with a primary focus on:
• High-tensile Cast 

Iron: Utilising pre-
mium-grade frames
for superior vibra-
tion absorption and
structural rigidity in
harsh applications.

• Thermal resilien-
cy: Featuring Class
H insulation with a
Class B temperature
rise, allowing the
motors to operate
reliably in high-am-
bient-temperature
environments with-
out derating.

• Premium internals:
Standardised with 
SKF bearings and
high-specification
IP55 sealing, ensur-
ing longevity in abra-
sive and high-mois-
ture conditions.

Note: The heavy-duty 
Cast Iron range is cur-
rently available, with 
the Aluminum frame 
expansion scheduled 
for release later this 
year.

A new standard in 
warranty: System inde-

pendence

The centrepiece of this 
relaunch is the Tech-
Top 5-Year Warranty, 
a manufacturer-backed 
guarantee that offers 
unparalleled freedom 
of choice by removing 
the standard require-
ment for specific motor 
protection brands. This 
industry-leading war-
ranty is fully supported 
by EM’s OEM-author-
ised field technicians, 
ensuring that every 
motor is backed by a 
local, expert-led tech-
nical safety net and 
rapid-response site ser-
vice.

“We are re-intro-
ducing TechTop as a 
genuine alternative to 
the options available 
on the market,” says 
Nishen Singh, Region-
al Manager at Electro-

Mechanica. “Engineers 
shouldn’t be forced 
into a single-brand 
ecosystem just to se-
cure a warranty. We are 
backing the mechanical 
excellence of TechTop 
regardless of the con-
trol environment. If the 
VFD or motor protec-
tion is appropriately 
rated and the installa-
tion is correct, we stand 
by the motor. It’s about 
restoring decision-mak-
ing autonomy to the en-
gineer.”

Efficiency without 
compromise

Fully compliant with 
South Africa’s Min-
imum Energy Per-
formance Standards 
(MEPS), the TechTop 
IE3 range offers a 
competitive Total Cost 
of Ownership (TCO). 
By combining modern 
energy efficiency with 
“old-school” build qual-
ity, EM offers a product 
range that reduces en-
ergy consumption with-
out sacrificing the high-
torque characteristics 
required for heavy-duty 
cycling.

Immediate availability

Backed by a local 
stockholding of IE3 
motors , E lec t roMe-
chanica has ensured 
that units ranging from 
0.75kW to 315kW, in 

2-, 4-, and 6-pole con-
figurations, are avail-
able for immediate 
dispatch. While major 
inventory is staged 
at the Johannesburg, 
Durban, and Cape 
Town hubs, the range 
is accessible through 
ElectroMechanica’s 
extensive nationwide 
branch and partner 
networks, ensuring 
rapid local support and 
availability across the 
SADC region. 

About TechTop

Techtop Group is a 
global leader in elec-

tric motor manufac-
turing with nearly 40 
years of engineering 
excellence. 

Headquartered in 
Shanghai, the group 
operates three high-ca-
pacity manufacturing 
hubs, producing over 
2.5 million units an-
nually for internation-
al IEC and NEMA 
standards. With a 
workforce of 2,000 and 
an expansive service 
network across the 
UK, Europe, and the 
Americas, TechTop 
is a premier exporter 
of high-end, branded 
low-voltage motors, 

prioritising custom-
er-centric innovation 
and global reliability.

About 
ElectroMechanica

An industrial aggre-
gator and OEM-agent 
with over 40 years of 
regional presence, pro-
viding access to global 
energy and automation 
technology. 

This is backed by a 
technical safety net of 
authorised field tech-
nicians and engineers, 
and a leading stock-
holding to ensure up-
time.

The return of a powerhouse: ElectroMechanica reintroduces 
TechTop to Southern Africa with exclusive SADC-wide agreement

ElectroMechanica and Techtop Management pictured at the TechTop Global 
Headquarters in Shanghai, China.

RoHS

Learn More

Discover TechTop’s 
Range of Electric Motors

IE3 Premium Efficiency Motors 
Frame size 80 - 355M/L  
0.75 to 355kW 

Where Innovation Meets Efficiency

https://www.em.co.za/search?display=grid&custitem_bb1_em_brand=TechTop
https://www.em.co.za/search?display=grid&custitem_bb1_em_brand=TechTop
https://www.em.co.za/search?display=grid&custitem_bb1_em_brand=TechTop
https://www.em.co.za/search?display=grid&custitem_bb1_em_brand=TechTop
https://cbn.co.za/pgup
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• High corrosion resistance
• Cost effective
• On-site assembly
• Tough and durable
• Low maintenance
• 5kL to 4000kL

• Steel-domed roofs
or open-top tanks

• Human consumption/ 
food grade certified

• Tanks < 350kL require 
no concrete foundation

www.rainbowtanks.co.za

sales@rainbowres.com 

+27 (0)11 965 6016

MINING

INDUSTRY

MUNICIPAL

AGRICULTURE

FOOD & BEVERAGE

FIRE FIGHTING

Holding Africa’s Water 
30 Countries 
and Counting

ROOIBOS has earned 
international recogni-
tion for its distinctive 
flavour, health bene-
fits and uniquely South 
African origin. As new 
export markets open 
and demand grows, 

protecting Rooibos’ 
origin is becoming in-
creasingly important 
to the industry’s long-
term future.

Recent trade devel-
opments, including ex-
panded market access 

and the removal of 
tariffs on South Afri-
can exports to China, 
are expected to create 
new opportunities for 
Rooibos producers 
and exporters. At the 
same time, they place 
renewed emphasis on 
protecting one of the 
industry’s most valua-
ble assets – the name 
“Rooibos”.

A name rooted in place

Unlike many herbal 
infusions, Rooibos 
benefits from formal 
Geographical Indica-
tion (GI) protection 
and is recognised as a 
Protected Designation 
of Origin (PDO) under 
the European Union 
system. This means 
the name “Rooibos” 
is legally reserved for 
beverages made from 
Aspalathus linearis 
grown within a de-
fined production area 
in South Africa, pri-
marily the Cederberg 

and surrounding are-
as of the Western and 
Northern Cape, in ju-
risdictions that recog-
nise the designation.

This protection links 
the name directly to 
its place of origin and 
ensures it may only be 
used for products orig-
inating from the desig-
nated production area. 
Rooibos therefore 
joins other interna-
tionally recognised ori-
gin-protected products 
such as Champagne, 
Parmigiano Reggiano 
and Darjeeling tea, 
where only products 
produced within the 
designated region may 
legally carry the name.

Dawie de Villiers, 
Director of the South 
African Rooibos 
Council (SARC), says 
protecting the name 
has become increas-
ingly important as in-
ternational demand 
grows.

“As Rooibos be-
comes more widely 

recognised around the 
world, protecting its or-
igin helps preserve the 
integrity of the prod-
uct and the reputation 
South African produc-
ers have built over gen-
erations. Consumers 
want confidence that 
when they buy Rooi-
bos, they’re getting the 
genuine product from 
its natural home.”

Protection also safe-
guards the economic 
value of an industry 
that supports thou-
sands of jobs across the 
Western and Northern 
Cape and exports Roo-
ibos to more than 60 
countries.

Protecting authenticity 
in global markets

While Rooibos enjoys 
strong origin protec-
tion in several key 
markets, equivalent 
protection does not 
automatically extend 
to every export des-
tination. As interna-
tional demand grows, 
broader intellectual 
property strategies are 
becoming increasingly 
important to safeguard 
its origin across differ-
ent legal jurisdictions.

Legal protection 
provides an important 
foundation, but main-
taining consumer con-

fidence requires more 
than legislation alone.

Once Rooibos en-
ters international sup-
ply chains, it may be 
blended into flavoured 
teas, functional bever-
ages, food products or 
cosmetic formulations. 
The industry’s long-
term success depends 
on ensuring its South 
African origin remains 
clearly identified 
throughout the value 
chain.

As global food sup-
ply chains become 
increasingly complex, 
provenance has be-
come an important dif-
ferentiator. Consumers 
increasingly seek prod-
ucts that are authentic, 
traceable and sustaina-
bly produced, particu-
larly in premium food 
and wellness markets.

“Origin has become 
part of the value prop-
osition,” says De Vil-
liers. “Our objective 
isn’t simply to increase 
export volumes. It’s to 
grow demand while 
maintaining the pre-
mium quality, authen-
ticity and provenance 
that distinguish Roo-
ibos in international 
markets. That requires 
more than legal protec-
tion – it also depends 
on strong supply chain 
traceability, credible 

certification systems 
and ongoing brand 
stewardship.”

Safeguarding long-
term value

The industry continues 
to pursue measured 
growth rather than 
rapid expansion.

The SARC has con-
sistently emphasised 
that production is care-
fully managed to main-
tain quality and sus-
tainability, recognising 
that Rooibos can only 
be cultivated within a 
relatively small geo-
graphical area where 
the unique combina-
tion of climate, soil 
and biodiversity gives 
the plant its distinctive 
characteristics. That 
exclusivity is precisely 
what makes GI protec-
tion so valuable.

Unlike products that 
can be grown almost 
anywhere in the world, 
authentic Rooibos can-
not simply be replicated 
elsewhere. Protecting 
the name helps ensure 
that the economic ben-
efits created by growing 
international demand 
continue to flow back 
to the producers and 
communities responsi-
ble for cultivating this 
indigenous South Afri-
can crop.

As Rooibos demand grows, safeguarding its origin 
matters more than ever

https://cbn.co.za/2cws
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SOUTH African agri-
culture faces increas-
ing pressure from ris-
ing labour costs, tighter 
margins, demanding 
export requirements 
and the ongoing need 
to improve efficiency. 
In this environment, 
profitability is no lon-
ger determined solely 
by what is harvested, 
but by how effectively 
products are weighed, 
processed, packed and 
transported. Through 
advanced agricultur-
al automation, Gold-
pack helps producers 
improve efficiency, 
reduce waste and in-
crease packing accu-
racy across the supply 
chain.

How much product 
are agricultural pro-
cessors giving away 
every day without real-
ising it?

For many, the an-
swer is far more than 
they realise. A 10-
gram overweight on 
a 1kg pack may ap-
pear insignificant. 
Yet across hundreds 
of thousands of bags, 
that small discrepancy 
can amount to tonnes 
of product leaving the 
facility without gener-
ating additional rev-
enue. Similar losses 
occur through inac-
curate grading, incon-
sistent pack weights, 
labour-intensive pro-
cesses, inadequate 
traceability and prod-
uct damage during 
transport.

The challenge is not 
identifying these loss-
es. The challenge is 
eliminating them

While the market of-
fers a growing range of 
automation solutions, 
experienced producers 
understand that the 
true cost of equipment 
extends far beyond its 
purchase price. Reli-
ability, throughput, ac-
curacy and service life 
all play a critical role in 
long-term profitability. 
When packing facili-
ties process thousands 
of tonnes of produce 
each season, down-
time, inconsistency 
and equipment failure 
come at a significant 
cost.

This is why many of 
the world’s leading ag-
ricultural operations 

continue to invest in 
proven technologies 
from specialist manu-
facturers with decades 
of experience.

Goldpack has built 
its reputation on bring-
ing world-class tech-
nologies to African 
producers. Compa-
nies such as Newtec, 
JASA, C-Pack Gillen-
kirch, Squid Ink and 
Reisopack have earned 
global reputations for 
engineering excellence 
and have entrusted 
Goldpack with rep-
resenting, supporting 
and maintaining their 
technologies through-
out Africa.

Through these part-
nerships, Goldpack 
helps agricultural 
businesses improve 
efficiency, reduce 
product losses and 
protect profitability 
throughout the sup-
ply chain. From New-
tec’s internationally 
recognised weighing 
and grading systems 

to JASA’s automated 
packaging solutions, 
the technologies are 
designed to improve 
accuracy, increase 
throughput and reduce 
dependence on manual 
processes. Combined 
with advanced cod-
ing, bag-closing and 
load-securing solu-
tions, they help ensure 
products move effi-

ciently from packhouse 
to market.

For Goldpack, the 
objective is to help 
customers eliminate 
hidden losses and max-
imise operational per-
formance.

For many producers, 
the question is no lon-
ger whether to invest in 
automation, but wheth-
er they are investing 

in technology capable 
of delivering reliable 
performance for years 
to come.

In modern agri-
culture, every gram 
counts.

For further informa-
tion, contact Sales@
goldpack.co.za.
Website: www.goldpack.
co.za 

Agricultural automation helps South African 
producers reduce product losses, improve 

efficiency and increase profitability

The Newtec 4012B2 and 2014PC accurately weighing and portioning produce 
before packing.

THE Livestock for 
Livelihoods initiative, 
implemented as part of 
Nordex Energy South 
Africa’s economic de-
velopment contribu-
tion linked to the Ko-
ruson 2 construction 
project, was launched 
in late 2024 to improve 
income-generating op-
portunities through 
livestock ownership.

The programme 
initially focused on 
strengthening livestock 
management practices 
while helping partici-
pating farmers diver-
sify the value derived 
from their animals.

“Livestock for Live-
lihoods is moving from 
foundational farm 
level interventions to 
unlocking sustainable 
market value for farm-
ers,” said Nordex En-
ergy South Africa, md, 
Robert Timmers.

“Strengthening gov-
ernance and market ac-
cess, especially in the 
wool to textile chain, is 
critical to creating long 
term income opportu-
nities, particularly for 
women and youth.”

Infrastructure unlocks 
progress

Early implementation 
identified limited wa-
ter infrastructure on 
municipality-approved 
commonage land as a 
major constraint, forc-
ing many farmers to 
keep livestock at their 
homes to ensure access 
to water.

To address this, the 
programme support-
ed the installation 
of boreholes on the 
commonage, enabling 
farmers to relocate 
livestock and improve 
management practices 

in line with municipal 
by-laws.

“We are already see-
ing practical, visible 
changes with farmers 
relocating stock to 
the commonage. They 
have started shearing 
activities and making 
initial wool sales. This 
shows the value of 
pairing infrastructure 
with targeted training 
and market linkages,” 
added Lynn Munsamy, 
transformation man-
ager at Nordex Energy 
South Africa.

Expansion planned

The programme cur-
rently supports 24 
farmers in Noupoort, 
with women making 
up around one-third of 
participants. The latest 
phase places particular 
emphasis on increasing 
opportunities for fe-
male farmers through 
participation in the 
wool and textile value 
chain.

Nordex Energy 
South Africa is also ex-
ploring the expansion 
of the programme into 
neighbouring Middel-
burg. Early stakehold-
er engagements and a 
hydrogeological study 
will inform planned 
interventions between 
June and September 
2026.

Preliminary findings 
suggest as many as 30 
farmers could partici-
pate across the Midros, 
Lusaka and KwaNon-
zame commonage ar-
eas.

“This initiative 
continues Nordex’s 
long-standing commit-
ment to actively con-
tributing to the local 
communities where 
we operate. The sup-
port and partnership 
of these communities 
are fundamental to our 
success, and we remain 
committed to contrib-
uting to their long-
term development,” 
concluded Timmers.

Nordex Energy 
South Africa 

expands livestock 
for livelihoods to 
unlock market 

value for farmers

"We are already seeing 
practical, visible 

changes with farmers 
relocating stock to the 

commonage."

For Goldpack, 
the objective is to 

help customers 
eliminate hidden 
losses and maxi-
mise operational 

performance.

mailto:Sales@goldpack.co.za
mailto:Sales@goldpack.co.za
http://www.goldpack.co.za
http://www.goldpack.co.za
https://cbn.co.za/pnth
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Bühler (Pty) Ltd.
5 Star Business Park, 
Juice Street
Honeydew, 2170, 
South Africa
+27 11 801 3500
www.buhlergroup.com

KUBEX 5 Pellet Mill
Optimal pre-treatment for 
high pellet quality.

Innovations for a better world.

• Hygienic design
• High pellet quality
• Flexible usage
• Easy cleaning
• Long service life
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ORGANISERS of the 
31st Commonwealth 
Agriculture Confer-
ence have released 
the preliminary pro-
gramme for the event, 
which will be hosted in 
Cape Town, South Af-
rica, for the first time.

Hosted by Agri-Ex-
po in partnership with 
the Royal Agricultural 
Society of the Com-
monwealth (RASC), 
the conference will 
take place from 1 to 5 
November 2026 under 
the theme “Opportu-
nities of Change in a 
Connected World – 
From South Africa to 
the World.”

Importantly, the 
conference is open to 
all interested delegates 
and is not limited to 
members of the RASC.

Recent Common-
wealth Agriculture 
Conferences have been 
held in Edinburgh, 

Brisbane, Edmonton, 
Livingstone and Singa-
pore, with Cape Town 
now preparing to wel-
come delegates from 
across the Common-
wealth and beyond.

Conference 
Programme

The preliminary pro-
gramme reflects both 
global agricultural 
priorities and unique-
ly South African per-
spectives.

“Agriculture oper-
ates in an increasingly 
interconnected world,” 
says Breyton Milford, 
GM of Agri-Expo and 
RASC Trustee.

“Decisions made in 
one part of the world 
increasingly affect 
farmers, agribusiness-
es and consumers else-
where. The programme 
is designed to bring 
together international 

and South African per-
spectives on the issues 
that matter most, while 
highlighting the role of 
women, young people 
and future leaders in 
shaping agriculture’s 
future.”

Through keynote 
addresses, panel dis-
cussions and network-
ing opportunities, 
delegates will explore 
the opportunities and 
challenges shaping ag-
riculture today, from 
food security, sustain-
ability and climate re-
silience to geopolitical 
developments, chang-
ing trade dynamics, 
evolving consumer 
expectations and the 
future of rural commu-
nities.

Confirmed Speakers

Among the confirmed 
speakers are:
• Dr Ivan Meyer, the

Western Cape Min-
ister of Agriculture, 
Economic Develop-
ment and Tourism.
John Bennett 
OAM, President of 
the Royal Agri-
cultural Society of 
New South Wales, 
Australia

• Christo van der
Rheede, Chief Ex-
ecutive of the FW
de Klerk Founda-
tion, South Africa

• Joel Cowley, Chief
Executive of the
Calgary Stampede,
Canada

• Melt Loubser, Man-
aging Director of 
Fair Cape Dairies 
and Chairman of 
the South African 
Milk Processors’ 
Organisation 
(SAMPRO)

• Robyn Sermon,
Chief Executive of
the Royal Agri-

cultural Society of 
Western Australia

• Elmarie Prinsloo,
Chief Executive of
Bloem Show, South
Africa

• Ivor Price,
Co-founder and
Managing Director
of Food For Mzan-
si, South Africa

• Emily Norton,
Chair of the
Agricultural and
Horticultural
Development Board
(AHDB), UK

• Dr Tobias Doyer,
Chief Executive of
Grain SA and the
organiser of NAM-
PO Harvest Day

• Shannon Robert-
son, Western Cape
Prestige Agricul-
tural Worker of the
Year 2025

• David Grindle,
President & Chief
Executive of the

International 
Association of 
Fairs & Expositions 
(IAFE), United 
States

• Beauty Mokg-
wamme, General
Manager, The Mo-
hair Empowerment
Trust, South Africa

• Francois Rossouw,
National Young 
Farmer of the Year 
2025, South Africa

• Stefan Gerber,
Wool Producer and

Founder of Gerber 
& Co, South Africa

Additional speak-
ers and programme 
updates will be an-
nounced in the coming 
months.

Opportunities For 
Delegates

“Whether delegates 
are interested in food 
security, agricultural 
innovation, sustain-
ability, agricultural 
events or leadership 
development, the con-
ference offers a val-
uable opportunity to 
learn from global ex-
perts and connect with 
peers from across the 
Commonwealth,” says 
Milford.

Pre-Conference Tour

A major highlight 
of the event is the 
Pre-Conference Tour 
from 29 to 31 October 
2026, which offers del-
egates exclusive access 
to leading agricultural 
enterprises, educa-
tional institutions, and 
farming operations 
across the Western 
Cape.

Hosted in and 
around Stellenbosch, 
the tour provides a 
unique opportunity 
to experience South 
African agriculture 
firsthand while build-
ing relationships with 
fellow delegates be-
fore the conference 
begins..

The preliminary con-
ference programme, 
registration details, ac-
commodation informa-
tion, and the pre-tour 
programme are avail-
able at https://www.
rasc2026.com.

Cape Town’s first Commonwealth Agriculture 
Conference - Programme released

https://www.rasc2026.com/?utm_source=pressportal.co.za&utm_medium=website&utm_campaign=pressportal_article
https://www.rasc2026.com/?utm_source=pressportal.co.za&utm_medium=website&utm_campaign=pressportal_article
https://cbn.co.za/alc5
https://cbn.co.za/ntmi
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www.airproducts.co.za

SUPPLYING INDUSTRIAL AND 
SPECIALTY GAS PRODUCTS 

TO THE SOUTHERN 
AFRICAN REGION

IN the food and bever-
age industry, maintain-
ing impeccable hygiene 
is essential. Traditional 
washdown methods 
often lead to excessive 
water and chemical use, 
prolonged downtime, 
operator fatigue, and 
inconsistent results. 
Spraying Systems Co.’s 
new GunJet® Trident™ 
spray gun provides an 
optimal solution to these 
challenges, delivering 
ergonomic, high-per-
formance cleaning de-
signed specifically for 
demanding food and 
beverage environments.

In wineries, breweries 
and distilleries, fermen-
tation tanks, bottling 
lines, and processing 
equipment accumulate 
stubborn residues from 
yeast, malt, hops, sug-
ars, and tannins that can 
compromise product 
quality and safety if not 
thoroughly removed. 

The Trident spray 
gun’s two-stage spray 
control allows a partial 
trigger pull for wide-ar-
ea rinsing with a cone 
pattern and a full pull 
for high-impact stream 
cleaning which is ideal 
for scrubbing tough res-
idues in tanks and on 
floors.

Its innovative, spring-

less trigger design sig-
nificantly reduces hand 
strain and fatigue during 
long sanitation shifts, 
while the lightweight 
body (0.64kg) and er-
gonomic grip, make 
extended use far more 
comfortable than con-
ventional heavy metal 
spray guns.

In the beverage sec-
tor, the Trident handles 
liquid temperatures up 
to 93°C, features stain-
less steel wetted parts 
for food-grade compli-
ance, and offers models 
for low pressure up to 
20 bar, 30lpm, or high 

pressure up to 50 bar. A 
protective trigger guard 
prevents snags and acci-
dents, while the durable 
construction minimises 
maintenance and down-
time.

The spray gun inte-
grates seamlessly into 
broader cleaning strate-
gies in the beverage sec-
tor by complementing 
advanced tank cleaning 
systems that tackle sticky 
residues with high-im-
pact power while con-
serving resources. By 
enabling faster, more 
effective rinse-downs 
and targeted scrubbing, 
plants can shorten clean-
ing cycles, reduce water 
consumption, and low-

er wastewater volumes, 
directly supporting sus-
tainability goals and cut-
ting operational costs.

Beyond the spray gun 
itself, Spraying Systems 
Co. offers comprehen-
sive solutions including 
cleaning solutions for 
tanks and vessels up to 
30m in diameter, air 
knives for moisture con-
trol on bottles and cans, 
and expert on-site sup-
port. These tools help 
address industry-specific 
pain points such as stub-
born organic buildup, 
high resource usage, and 
the need for rapid turn-
around between batches. 
The result is improved 
uptime, consistent prod-
uct quality, and safer 
working conditions for 
sanitation teams.

The Trident is a smart 
upgrade for modern 
beverage facilities. Its 
combination of power, 
precision, and opera-
tor-friendly design not 
only boosts cleaning ef-
ficiency but also aligns 
with the industry’s push 
toward more sustaina-
ble, cost-effective oper-
ations. 

For wineries, brew-
eries, and distilleries 
striving to maintain the 
highest hygiene stand-
ards without sacrificing 
productivity, the Trident 
delivers a powerful, reli-
able solution.

For further informa-
tion, contact Monitor 
Engineering (sole agents 
in Southern Africa for 
Spraying Systems Co. 
since 1949).
Email: grant@monit-
orspray.co.za    Website: 
www.spray.co.za 

Trident spray gun 
improves food and 

beverage plant cleaning 
efficiency

The Trident spray gun boosts cleaning efficiency and aligns with the industry’s 
push toward more sustainable, cost-effective operations.

The Trident spray gun integrates seamlessly into 
broader cleaning strategies.

South Africa wine scoops major 
innovation award for climate-

smart tech
SOUTH Africa Wine, 
the unified voice of the 
country’s wine and bran-
dy industry, is raising a 
glass to a major win. 

The organisation 
was honoured with a 
top Industry Innova-
tion Award at the 2026 
Western Cape Economy 
Innovation Awards for 
its pioneering work in 
climate intelligence.

The award specifical-
ly recognises South Af-
rica Wine’s support and 
funding of TerraClim, 

the home-grown agri-
tech powerhouse devel-
oped in Stellenbosch.

Coming just three 
years after South Afri-
ca Wine was formed as 
the industry’s umbrel-
la body, this accolade 
proves that the sector 
is becoming more ag-
ile, tech-savvy, and 
ready for the future. 
The awards, organised 
by the Cape Chamber 
of Commerce and In-
dustry (CCCI), identify 
the champions who are 

moving the needle on 
economic growth and 
job creation in the West-
ern Cape.

TerraClim is a prac-
tical tool that helps 
farmers make real-time 
decisions. By providing 
hyper-accurate climate 
data, it allows producers 
to stay one step ahead of 
changing environmental 
conditions.

“For us, innovation 
is all about the long-
term survival of our 
vineyards,” says Gerard 

Martin, Research, De-
velopment and Innova-
tion Executive at South 
Africa Wine. 

What started as re-
search at Stellenbosch 
University has evolved 
into a vital platform 
used by consultants and 
researchers across the 
board. TerraClim’s jour-
ney from a university 
spin-off to an industry 
essentially shows what 
happens when long-term 
investment meets world-
class research.

mailto:grant@monitorspray.co.za
mailto:grant@monitorspray.co.za
http://www.spray.co.za
https://cbn.co.za/n5w2
https://cbn.co.za/ftv0
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A division of ACTOM (Pty) Ltd | Tel: +27 (0) 11 392 0900 | www.johnthompson.co.za 

JOHN THOMPSON’S ENERGY MANAGEMENT UNIT DRIVES EFFICIENCY, RELIABILITY AND 
SUSTAINABLE ENERGY SOLUTIONS FOR MANUFACTURERS.

OUTSOURCING ENERGY 
FOR VALUE, NOT COST

John Thompson’s Energy Management team turns energy from a cost 
burden into a competitive advantage. By outsourcing steam and energy 
operations, manufacturers gain higher efficiency, lower risk and predictable 
costs, freeing them to focus on production. Supported by deep engineering 
expertise and an expanding range of renewable and hybrid solutions, John 
Thompson delivers reliable, future ready energy strategies that drive long 
term value and sustainability.

FOR manufacturers 
across South Africa, 
steam is a produc-
tion-critical resource. 
In industries such as 
the food and beverage, 
where steam is essen-

tial for processes, an 
interruption in reliable 
steam supply can bring 
production lines to a 
standstill, impacting 
product quality, de-
livery schedules and 

profitability. Against 
a backdrop of rising 
energy costs, ageing 
infrastructure and in-
creasing pressure to 
improve operational 
efficiency, more man-

ufacturers are choos-
ing to outsource their 
steam generation to 
specialist partners. 

The focus is no lon-
ger simply on reducing 
costs, but on secur-

ing reliable, efficient 
and sustainable steam 
supply that enables 
businesses to concen-
trate on their core op-
erations. This is where 
John Thompson’s En-

ergy Management unit 
is delivering measur-
able value. 

According to the 
business unit’s Gen-
eral Manager, Peter 
Rube, this strategic 

shift moves beyond be-
ing a traditional boiler 
manufacturer and re-
flects a deep under-
standing of changing 
client needs. “Today, 
the business partners 
with industrial cus-
tomers across multi-
ple sectors, assuming 
responsibility for the 
design, operation, 
maintenance and op-
timisation of steam 
plants to improve 
performance, reduce 
operational risk and 
ensure reliable steam 
supply.

“We started with a 
handful of sites around 
the Western and East-
ern Cape,” says Rube. 
“From there, we built 
our reputation on op-
erational excellence 
and reliability.” Steam 
outsourcing enables 
businesses to con-
vert capital-intensive 
boiler operations into 
predictable operating 
costs while gaining 
access to specialist ex-
pertise. For customers, 
the benefits extend 
well beyond financial 
savings.

John Thompson’s 
outsourced steam solu-
tions focus on long-
term partnerships, 
which allow manu-
facturers to maintain 
consistent production 
standards without the 
complexity of manag-
ing boiler operations 
internally. 

“As production de-
mands fluctuate, our 
experienced engineers 
continuously optimise 
boiler performance to 
maximise efficiency,” 
says Rube.

The key differentia-
tor for John Thompson 
is its strong heritage 
as a leading original 
equipment manufac-
turer (OEM) of indus-
trial boilers. “We do 
not just operate equip-
ment, our company 
combines decades of 
experience in design-
ing, manufacturing, 
installing, commis-
sioning, servicing and 
operating industrial 
boiler systems,” ex-
plains Rube. 

This capability en-
ables John Thompson 
to optimise equipment 
performance through-
out its lifecycle while 
providing customers 
with a single trusted 
partner for every as-
pect of their steam gen-
eration requirements.

For industries where 
reliable steam is essen-
tial, outsourcing has 
become a pathway to 
improved competitive-
ness, operational resil-
ience and sustainable 
growth.

https://www.johnthomp-
son.co.za/

Industrial steam generation: Why South African 
manufacturers are outsourcing steam plants

John Thompson’s Energy Management unit helps manufacturers improve plant productivity, reduce operational risk and transition to more sustainable 
steam generation solutions

https://www.johnthompson.co.za/
https://www.johnthompson.co.za/
https://cbn.co.za/pgco
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By Adrian Ephraim

VERGELEGEN Wine 
Estate is putting its 
money where its mouth 
is. Somerset West based 
producer has built a 
major new warehouse 
and signed a new distri-
bution agreement, two 
moves it says are intend-
ed to broaden market 
access and to strengthen 
the brand across South 
Africa.

With a 4 226 m2 fa-

cility, it can house more 
than two million bottles. 
It provides the estate 
with far more storage 
than before, and it co-
alesces distribution, 
logistics and quality 
control into one hub. 

The design includes 
a 890 m² tractor facili-
ty and a 150 m² main-
tenance workshop to 
ensure that vineyard 
operations flow smooth-
ly and keep the trim on 
inefficiency.

NK Construction 
completed the project 
in seven months. In line 
with Vergelegen’s sus-
tainability principles, 
the build used reused 
and upcycled materials 
sourced from the farm 
and its surroundings, 
such as steel and paving.

Location was impor-
tant. The warehouse is 
close to the winery on 
the hilltop, but out of 
sight, sheltered from the 
prevailing winds and 
surrounded by the vine-
yards and trees so that it 
hardly intrudes on the 
landscape. The estate 
said the site was chosen 

so that the visual and 
environmental impact 
could be kept to a min-
imum.

Distribution to new 
owners

Vergelegen has appoint-
ed boutique distribu-
tor Cape Wine Group 
(CWG) to handle sales 
and distribution of its 
wines in South Afri-
ca. The appointment 
should further enhance 
the estate’s relationship 

with trade partners and 
retailers and take it fur-
ther into important do-
mestic channels, bring-
ing the commercial 
operation closer to its 
growth plans, said man-
aging director Wayne 
Coetzer.

“We want to make 
our wines more acces-
sible than ever before, 
with a seamless, consist-
ent flow to existing and 
new customers,” Coet-
zer says.

“We are excited to 
partner with an estate 
rich in heritage and 
known for its award 

winning wines,” says 
CWG managing direc-
tor Jacques Steenkamp.

A new chapter in the 
basement

The commercial chang-
es are matched by a 
change in the cellar. 
Winemaker Luke 
O’Cuinneagain joined 
Vergelegen in 2022 and 
the 2023 vintage marks 
a turning point, with the 
first reds made entirely 
under his custodianship 
being released this year.

“I always try to ex-
press the site, a true 
picture of the geology, 
geography and micro-
climate of each wine. In 
the reds, that translates 
to fresher fruit, less 
overt oak and a greater 
sense of precision, bal-
ance and drinkability,” 
says O’Cuinneagain.

For Coetzer, it’s 
steadiness that ties it 
all together. “The focus 
for Vergelegen is very 
much on continuity and 
consistency and caring 
for our wines and cus-
tomers as we enter this 
next chapter,” he says. 
“We are excited to build 
on the estate’s legacy 
with renewed vigour 
and to continue shar-
ing Vergelegen wines 
with trade partners and 
wine drinkers who value 
quality, heritage and ex-
cellence.”

Vergelegen Wine 
Estate expands with 
new warehouse and 

distribution partnership

BREWERIES  WINERIES  DISTILLERIES

"Vergelegen has appointed boutique 
distributor Cape Wine Group (CWG) 
to handle sales and distribution of its 

wines in South Africa."

Western Cape Brandy industry 
drives jobs, growth and export 

opportunities

By Kris van der Bijl

FROM Paarl and Stel-
lenbosch to the Breede 
River Valley and Cal-
itzdorp, brandy produc-
tion anchors a substan-
tial part of the Western 
Cape’s agri-processing 
economy, supporting 
rural employment and a 
widening export base.

The South African 
Brandy Foundation 
(SABF) describes the 
sector as a substan-
tial contributor to the 
national fiscus, the 
agri-processing econ-
omy and the rural em-
ployment base.

The wine and brandy 
value chains are tightly 
linked, with most brandy 
brands operating from 
wine estates.

The combined indus-

try contributes R56.5 
billion to South Africa’s 
GDP, equal to 0.9% of 
national output at mar-
ket prices, and supports 
270 364 jobs, about 1.8% 
of national employment.

A Cape-anchored value 
chain

Production is over-
whelmingly Western 

Cape, with Paarl, Stellen-
bosch, the Breede River 
Valley and the Klein Ka-
roo around Calitzdorp 
forming the core produc-
tion geography.

These areas are sup-
ported by long-estab-
lished cooperage and 
maturation infrastruc-
ture.

The sector supports 
7.51 jobs for every R1 
million of value-added 
output, a ratio that com-

pares favourably with 
more capital-intensive 
agri-processing catego-
ries.

That employment in-
tensity makes brandy a 
meaningful labour-ab-
sorbing activity in rural 
and peri-urban Western 
Cape communities.

Production stays con-
centrated among a small 
number of established 
proprietary brands, with 
major brands like KWV 
leading on blended and 
pot still volume.

A second tier of pre-
mium estate and craft 
producers contributes 
far higher value per litre 
than their volume share 
suggests, and drives 
much of the category’s 
reputational reposition-
ing at home and abroad.

Tourism adds to the 
Cape footprint

The sector’s economic 
reach extends beyond 
production.

Wine and brandy 
tourism contributes 
R9.3 billion to GDP and 
supports 40 108 jobs, 
drawing visitors to the 
same Cape regions that 
anchor distillation.

The brandy routes 
link estates, cellars 
and maturation cellars 
across the winelands, 
adding a consumer-fac-
ing layer to the industry’s 
rural economic base.

Premium growth and 
the export opportunity

Brandy holds a 28% 
share of the spirits cate-
gory by volume, making 
it one of the dominant 
spirits in the domestic 
market.

Over the past five years 
it has recorded a com-
pound annual growth 
rate of about 0.8%, which 
the SABF describes as 
stabilisation.

Growth is concentrat-
ed at the top. Certified 
pot still brandy, some 

premium blends and 
Cape Brandy are post-
ing healthy volume and 
value growth.

Exports stand at 
roughly 5.5 million li-
tres against domestic 
consumption of about 
28 million litres, an ex-
port-to-domestic ratio 
near 1:5.

The primary destina-
tions are Namibia, Tan-
zania and Zimbabwe, 
markets with established 
consumer affinity for 
South African products 
and existing distribution 
infrastructure.

The SABF treats ex-
port growth as a strate-
gic priority for a category 
that has largely exhaust-
ed domestic volume ex-
pansion, with offshore 
markets seen as the 
route to incremental rev-
enue and a stronger basis 
for distillery investment.

The Foundation 
frames premiumisation 
and export development 
as complementary stra-
tegic imperatives.

Excise weighs on future 
growth

The main pressure on 
that growth trajectory is 
tax. Excise on a standard 
750ml bottle of spirits 
has roughly doubled 
since 2016, outpacing 
consumer price inflation 
and compressing mar-
gins through the chain.

The SABF calls it one 
of the most significant 
structural cost pressures 
facing the formal brandy 
industry, and warns that 
sustained above-CPI in-
creases deter long-cycle 
investment in distillation 
and ageing stock.

Proprietary brandy, 
the high-volume low-
er-priced tier, carries 
most of that pressure, 
where excise pass-
through and substitution 
by illicit product are felt 
most acutely.

https://sabrandy.co.za/

"Brandy holds a 28% share of the 
spirits category by volume, making 
it one of the dominant spirits in the 

domestic market."

https://sabrandy.co.za/
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By Diane Silcock

IN three years of 
launching their iconic 
Bomb Squad Beer in 
South Africa, Spring-
bok rugby legends 

Steven Kitshoff and 
Malcolm Marx have 
grown their brand and 
expanded into interna-
tional markets (specifi-
cally the UK, Australia 
and New Zealand) 
bringing their prod-

ucts to South African 
rugby fans abroad. 
They have also diver-
sified, exporting their 
Cape Town-produced 
brandy to the UK and 
introducing a ready-to-
drink whiskey and gin-

ger-ale mix (High Ball) 
to the local market. 

In less than a year of 
launching in the UK, 
Bomb Squad Beer 
launched in Austral-
ia and New Zealand 
in June/July of 2025. 
But Kitshoff says that 
“building a brand inter-
nationally takes time, 
consistency, and a clear 
plan”. 

“A key part of mak-
ing the entry into the 
UK smoother,” says 
Kitshoff, “was part-
nering with people on 
the ground who really 
understand the UK 
alcohol market and 
its regulatory land-
scape. Working with 
experienced operators, 
including  Scott Camp-
bell, gave us the insight 
and guidance needed 
to navigate the space 
properly and avoid un-
necessary missteps.”

Similarly to the 
UK, their entry into 
the Australian/New 
Zealand market came 
down to partnering 
with a local team who 
has a strong grasp of 
the legal framework, 
particularly around 
advertising, marketing, 
and compliance. “The 
rules are clear and 
strictly enforced, so it’s 
important to operate 
within those bounda-
ries from day one,” says 
Kitshoff.

Bomb Squad Beer’s 
lager is brewed in the 
UK and Australia and 
exported from Aus-

tralia to New Zealand. 
This decision was large-
ly driven by the reali-
ties of a highly compet-
itive beer market. “We 
quickly realised that if 
we couldn’t control our 
pricing, we wouldn’t be 
able to compete effec-
tively. Local produc-
tion allows us to reduce 
logistics costs, manage 
margins more effi-
ciently, and ultimately 
offer a product that is 
competitively priced 
without compromising 
on quality or brand po-
sitioning.”

Brewing offshore has 
required some adap-
tation due to local in-
gredients and brewing 
conditions, resulting 
in all products having 
their own recipes and 
taste profiles. “When 
you’re working with 
locally-sourced ingre-
dients in a market like 

Australia,” says Kit-
shoff, “there will always 
be slight differences 
in flavour and texture 
compared to the South 
African brew. Water 
profiles, hops, malt, 
and even climate all 
play a role in the final 
product.”

Having said that, the 
core recipe, process, 
and quality standards 
are tightly managed, 
and they work close-
ly with their brewing 
partners to ensure 
consistency in how the 
product is executed. 
They have accepted 
that small regional 

nuances will exist and 
rather than seeing that 
as a drawback, they 
view it as part of the 
brand’s evolution.

In terms of the 
brand’s global recog-
nition and positioning, 
the UK launch has 
been very successful 
according to Kitshoff. 
Looking at volume and 
revenue, he says there 
is still a lot of room 
for growth. “We’ve al-
ways been realistic that 
building meaningful 
scale in a market like 
the UK takes time”.

As with their UK 
entry, the early focus 
in Australia and New 
Zealand (ANZ) was on 
getting the local South 
African community 
to buy into the brand 
and what it represents, 
which has been impor-
tant in establishing in-
itial traction and credi-
bility in the market.

“Where ANZ differs 
slightly, is in its ap-
proach,” says Kitshoff. 
“There’s been a bigger 
emphasis on build-
ing the brand through 
events, merchandise, 

and a broader Bomb 
Squad product offer-
ing, rather than rely-
ing purely on beverage 
sales. This has helped 
create a more expe-
riential feel around 
the brand and build a 
stronger community 
connection.”

Beyond beer, the 
rugby duo’s brandy and 
ready-to-drink range 
play an important 
role in broadening the 
brand’s presence within 
the beverage category.

A major focus for 
2025 and 2026 has 
been their launch of a 
licensing division with-
in South Africa with 
the goal being to ex-
tend the Bomb Squad 
brand by licensing the 
name into a range of 
products and catego-
ries through the right 
partnerships.

As part of that pro-
cess, their external 
team has expanded 
meaningfully, bringing 
in specialised expertise 
and adding significant 
value to both the brand 
and the broader busi-
ness.

Bomb Squad Beer grows its brand expanding into the 
UK and Australia

International rugby legends Steven Kitshoff and Malcolm Marx reach South African rugby fans abroad

Steven Kitshoff standing outside one of The Savanna 
stores in London which stocks their Bomb Squad 

beer and brandy.

"Brewing offshore has required some 
adaptation due to local ingredients 
and brewing conditions, resulting in 
all products having their own recipes 

and taste profiles."

https://bombsquad.online/?srsltid=AfmBOoqKRzts2Ap5ub5ZLgamM4sdgGMtGgWYffumEhEy0a71gUqnR_iA
https://www.thesavanna.co.uk/products/bomb-squad-brandy
https://www.highball.co.za/
https://www.bombsquad.shop/
https://cbn.co.za/cums
mailto:sales@cbn.co.za
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 PUMPS & VALVES

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.

COMPRESSED air 
has become a corner-
stone of industrial 
productivity in many 
sectors, including au-
tomation, materials 
handling, mining, 
manufacturing, food 
processing and auto-
motive assembly oper-
ations. 

Pneumatic systems, 
which use compressed 
air to transmit and 
control energy, are 
widely valued for their 
versatility, operation-
al safety and efficien-
cy. In manufacturing, 
pneumatic actuators, 
cylinders and control 
systems play a vital 
role in automating re-
petitive processes, en-
hancing precision and 
improving production 

throughout the indus-
try.

The food process-
ing and agricultural 
sectors also depend 
heavily on pneumat-
ic technologies, from 
conveying systems and 
packaging machinery 
to hygienic air handling 
applications. In auto-

motive manufacturing 
and heavy industrial 
assembly, pneumatic 
tools, clamps and con-
trol systems contribute 
to fast, repeatable and 
efficient production 
processes.

In mining environ-
ments, these systems 
are used in both under-
ground and surface ap-
plications, where robust 
and dependable perfor-
mance is essential. 

“As companies pri-
oritise efficiency, reli-
ability and safer pro-
duction environments, 
access to high-quality 
pneumatic systems 
and dependable tech-
nical support has be-
come increasingly im-
portant,” says Storme 
Loots, BMG Pneumat-
ics, Fluid Technology, 
Low Pressure division. 
“BMG has reinforced 
its position in this crit-
ical sector through 
our comprehensive 
pneumatics offering, 
supplying engineered 
solutions designed to 
support the operation-
al demands of diverse 
industries throughout 
Africa. As an autho-
rised partner of Festo, 
BMG combines access 
to globally recognised 
pneumatic technolo-
gies with local appli-
cation expertise and 
technical support.

“A key differentiator 
for BMG in the local 
market is our ability to 
not only to supply qual-
ity components, but to 
also provide the techni-
cal expertise needed to 
specify, integrate and 
maintain increasingly 

sophisticated pneumat-
ic systems.” 

BMG’s pneumatics 
portfolio encompass-
es core components 
required to build and 
maintain efficient 
compressed air sys-
tems. These include 
air preparation and 
treatment equipment, 
including compressors, 
dryers, filters, regula-
tors and lubricators, 
that ensure clean, dry 
and controlled air de-
livery. The range also 
comprises pneumatic 
actuators and cylinders, 
including single-acting, 
double-acting, guided 
and rodless variants for 
linear and rotary mo-
tion applications.

Flow control and 
directional manage-
ment are also critical 
in modern automat-
ed systems. Solenoid 
valves, manual control 
valves and proportional 
flow control solutions 
ensure precise ma-
chine sequencing and 
operational consisten-
cy. Supporting these 
systems are high-qual-
ity fittings, tubing and 
connectors, designed to 
minimise leakage and 

maintain long-term 
performance.

According to BMG, 
the engineering sec-
tor’s continued invest-
ment in automation, 
uptime optimisation 
and energy-efficient 
technologies, presents 
significant opportu-

nities for pneumatic 
solutions that combine 
global pneumatic inno-
vation, product quality 
and local technical sup-
port.

For further information 
contact: 
Storme Loots, BMG 

Pneumatics, Fluid Tech-
nology, Low Pressure 
division
Tel: +27 11 620 7434
Mobile: +27 82 463 
1286
Email: stormel@bmg-
world.net
Website: www.bmg-
world.net

BMG pneumatic solutions drive efficiency, safety and 
productivity across industries

BMG has reinforced its position in the pneumatics sector through customised 
engineered solutions designed to support the operational demands of diverse 

industries throughout Africa.

"BMG has reinforced its position 
in this critical sector through our 

comprehensive pneumatics offering, 
supplying engineered solutions 

designed to support the operational 
demands of diverse industries 

throughout Africa." 

http://www.bmgworld.net
mailto:stormel@bmgworld.net
mailto:stormel@bmgworld.net
http://www.bmgworld.net/
http://www.bmgworld.net/
https://cbn.co.za/ulct
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OPTIMAL 
PERFORMANCE
UNDERPRESSURE.
GUARANTEED.

+27 11 822 1777   |   enquiries@invalve.co.za  |  invalve.co.za If it’s not INVAL®, it’s not Invincible

Global businesses rely heavily on Invincible Valves for exceptional products, proven 
expertise, and as Africa’s largest stockist of Saunders & Insamcor valves, our reputation for 
reliability and excellence has earned us recognition on the world stage, making Invincible 
Valves the trusted partner across industries. Driven by technology and innovation, we 
continue to expand into emerging markets, delivering smarter solutions and building lasting 
partnerships.

There is only one trusted name in valves – INVINCIBLE VALVES.

GENERAL INDUSTRY | MINING | PETRO-CHEMICAL | POWER GENERATION | WATER | SEWERAGE

KSB Pumps and Valves 
employs a custom-
er-first approach to the 
supply of spares and 
parts for its massive in-
stalled base of pumps 
and valves across Af-
rica. With a history 
spanning more than 50 
years supplying criti-
cal infrastructure to 
the private and public 
sectors, the company 
maintains a significant 
stockholding of spares 
and parts for tens of 
thousands of pumps. 

Their stockholding 
includes decades old 
pumps that are still in 
operation across water 
utilities, power stations, 
mines and chemical 
plants as well as smaller 
plants on farms, munic-
ipalities and business-
es. The company also 
maintains procedures 
for spares and parts for 
its complex engineered 
pumps.

Johannes Tokwa-
na, Sales Manager at 
KSB SupremeServ re-
sponsible for spares 
and part sales, says 
the company employs 
sophisticated logistics 
techniques based on 
enterprise and man-
ufacturing resource 
planning software from 
SAP, which has been 
specially adapted for 
the company’s needs. It 
relies on decentralised 
stockholding backed by 
a central support base 
in Johannesburg which 
ensures all branches in 
South Africa and com-
panies in Africa are 
sufficiently stocked. 

Apart from its 
branch network in 
South Africa, the foot-
print covers KSB oper-
ations and partners in 
Kenya, Nigeria, Zam-
bia, Namibia and An-
gola, with agency sup-
port in Ghana. Many 
of these markets are 
heavily mining driven 
while others are in wa-
ter scarce areas where 
authorities are under 
sustained pressure to 
improve water and 
wastewater reliability. 
In all cases, equipment 
uptime is non-negotia-
ble.

“For us, the human 
factor is vitally impor-
tant with our branches 
and sales partners still 
required to regularly 
visit their customers 
and identify fast-mov-
ing and critical items. 
This is so we can accu-
rately gauge require-
ments and hold these 
items on site to ensure 
they are not replen-
ished by our staff at Su-
premeServ before they 
are depleted. 

The same principle 
applies to sister oper-
ations throughout the 
region where fast-mov-
ing parts are identified 
based on installed base 
data and service history. 
Critical components are 
prioritised and where 
necessary emergency 
logistics are arranged to 
protect uptime.

“In areas where, for 
example, municipali-
ties are battling ageing 
infrastructure and wa-
ter shortages or pro-
duction plants rely on 
liquid pumping circuits, 
this type of respon-
siveness is essential. In 
these instances, pump 
or valve downtime can-
not wait for overseas 
lead times and that is 

the beauty of having 
our local manufactur-
ing plant that is able to 
cater for most of these 
types of spares. How-
ever, our aim always 
remains to collaborate 
with our customers to 
establish preventative 
maintenance routines 
that work for them and 
ensure their pumping 
infrastructure remains 
dependable. 

“The strategic ad-
vantage lies in proxim-

ity and that is why we 
have invested heavily 
in our African network 
and having service and 
support situated in 
close proximity to our 
customers. By support-
ing customers from 
within the continent 
and coordinating re-
gionally, the company 
reduces its dependency 
on longer international 
supply chains. This is 
particularly important 
in remote African op-
erations where logistics 
can be unpredictable,” 
says Johannes.

He adds that service 
parts usually consist of 
wear components, seals 
and hydraulic parts 
that must be checked 
and replaced at regular 
intervals under certain 
conditions. Keeping 
these fast-moving items 
in stock is easy but hav-
ing them in the right 
place at the right time 
is essential and this 
is the key role of the 
company’s structured 
supply chain and fore-
casting discipline. 

“That is the critical 
role that KSB Suprem-
eServ plays to close the 
loop between manufac-
ture, installation and 
long-term operation. 
That means ensuring 
the right part is availa-
ble in the right place at 
the right time wheth-
er that is Germiston, 
Cape Town, Kitwe or 
Nairobi,” Johannes 
concludes. 

https://www.ksb.com/
en-za 

KSB pump spares 
and parts keep critical 
infrastructure running 

across Africa

Sales Manager at KSB SupremeServ, Johannes 
Tokwana 

COMPANIES are un-
der increasing pressure 
to reconcile sustaina-
bility requirements with 
practical operational 
needs. 

On one hand, cus-
tomers, regulators and 
project owners are de-
manding measurable 
reductions in emissions 
and fuel consumption. 
On the other hand, 
commercial realities 
dictate that equipment 
must be easy to deploy, 
simple to operate, relia-
ble in harsh conditions, 
and profitable across 
every rental cycle.

Enter the new QHS 
Integrated Hybrid Gen-
erators from Atlas Cop-
co – designed to enable 
rental fleets to deliver 
reliable, lower-emission 
power without adding 
operational complexity. 
Combining diesel en-
gine and battery tech-

nology into a single, 
all-in-one canopy unit, 
QHS integrated hybrid 
generators reduce fuel 
consumption and CO2 
emissions while sup-
porting fast installation, 
autonomous operation 
and high utilisation.

QHS Integrated Hy-
brid Generators are 
engineered to deliver 
measurable cost reduc-
tions for businesses. 

By dramatically re-
ducing fuel consump-
tion and cutting genera-
tor runtime, these units 
lower operating expens-
es and help extend the 
working life of key com-
ponents. 

Reduced runtime 
also means fewer ser-
vice interventions, less 
wear and tear, and 
longer service inter-
vals, supporting lower 
maintenance costs and 
stronger long-term fleet 

economics.
QHS Integrated Hy-

brid Generators are de-
signed with the end user 
in mind. 

Ease of operation is 
at the heart of these ma-
chines. With engine and 
battery power available 
at the press of a button, 
operating the Integrat-
ed Hybrid Generators 
is straightforward and 
intuitive.

A one-click start/
stop interface and fully 
autonomous operating 
mode allow QHS gener-
ators to adapt to chang-
ing load profiles without 
user intervention, mini-
mising training require-
ments and operational 
errors. 

Fewer maintenance 
intervals allow for fast-
er project completion, 
and issues caused by wet 
stacking and low loads 
become a thing of the 

past.
The Atlas Copco 

ECOController™ spe-
cifically designed for 
hybrid power systems 
serves as the heart of 
the system, providing 
easy access to smart 
energy management at 
users’ fingertips. Seam-
lessly switching between 
engine and battery pow-
er, the interface ensures 
optimised performance 
across all applications. 

The controller au-
tomatically selects the 
most efficient power 
source and delivers 
power to the load ac-
cordingly. Whenever 
the generator is run-
ning, the energy man-
agement software prior-
itises supplying power to 
the load and then uses 
any surplus energy to 
charge the battery, en-
suring efficient opera-
tions at all times.

Atlas Copco launches Integrated 
Hybrid Generator range to help cut fuel 

use, emissions and operating costs
New compact hybrid power range combines diesel engine and battery technology in one rental-ready unit, 

simplifying logistics, speeding up deployment and reducing environmental impact.

"By supporting 
customers from 

within the continent 
and coordinating 

regionally, the 
company reduces its 

dependency on longer 
international supply 

chains."

https://www.ksb.com/en-za
https://www.ksb.com/en-za
https://www.ksb.com/en-za
https://cbn.co.za/96pf
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Measure conductivity. Control processes reliably.

Conductivity sensors  detect the conductivity and concentration of different media 
and can differentiate between e.g. cleaning agents, rinsing water, and the food 
product. This means that it is not only possible to constantly track the product but 
also to reduce the waste of product and rinsing water – all possible without making 
adjustments to the sensor. Precise, fast and reliable process measurements also help 
to improve plant availability and optimize cleaning cycles. 

To view these sensors, make sure to visit us at Electra Mining Africa Expo from
07 - 11 September 2026, NASREC Expo Centre, Johannesburg. 

SOUTH Africa’s en-
gineers operate at the 
intersection of resource 
constraint and indus-
trial ambition. Few pa-
rameters illustrate this 
balancing act as clearly 
as water quality. Wheth-
er in municipal treat-
ment works, food and 
beverage plants, mining 
operations, the ability 
to measure water qual-
ity accurately and con-
tinuously has become 
non-negotiable.

Among the suite of 
analytical measure-
ments available, con-
ductivity stands out for 
its simplicity, robust-
ness, and relevance. As 
an indicator of ionic 
content, conductivity 
provides immediate 
insight into purity, con-
tamination, separation 
of media, and cleaning 
efficiency. In a water 
stressed country, this 
insight translates di-
rectly into reduced 
waste, improved up-
time, and better com-
pliance.

Why conductivity 
matters in a South 

African context

Conductivity measure-
ment reflects how well a 
liquid conducts electri-
cal current, which in wa-
ter applications is direct-
ly related to dissolved 
salts and contaminants. 
For local industries, this 
single parameter sup-
ports multiple critical 
objectives:
• Verifying drink-

ing, process, and
ultrapure water
quality;

• Monitoring filtra-
tion, reverse osmo-
sis, and deminerali-
sation efficiency;

• Distinguishing
between product,
rinse water, and
cleaning agents
in Clean-in-Place
(CIP) processes;
and

• Preventing down-
stream corrosion,
fouling, and prod-
uct losses.

In food processing 

hubs from the West-
ern Cape to KwaZu-
lu-Natal, conductivity 
is used to optimise 
CIP cycles, reducing 
chemical consumption 
and water use without 
compromising hygiene. 
In mining and power 
generation, it’s an early 
warning signal for scal-
ing and mineralisation 
in cooling circuits.

Compact sensors for 
real world plants

Traditional conduc-
tivity installations of-
ten relied on separate 

probes, transmitters, 
and extensive cabling, 
adding cost, complex-
ity, and failure points. 
Modern compact sen-
sors have changed this 
equation decisively.
ifm’s LDL family of 
conductivity sensors 
integrates the meas-
uring element and 
evaluation electron-
ics into a single hous-
ing, communicating 
digitally via IO Link 
or analogue outputs. 
Where cabinet space, 
installation time, and 
maintenance skills are 
limited, this compact 
architecture reduces 
both capital and lifecy-
cle costs.

Conductive vs induc-
tive measurement: 
Choosing the right 

tool

Modern conductivity 
sensing requires engi-
neers to select between 
conductive and induc-
tive measurement prin-
ciples depending on 

the application. 
Conductive sen-

sors measure current 
directly through the 
medium and offer ex-
tremely high resolution 
at low conductivity 
levels. Devices such as 
the LDL101 can meas-
ure down to 0.04 µS/
cm, making them ide-
al for ultrapure water 
systems in pharma-
ceuticals, electronics 
manufacturing, and 
hydrogen electrolysis.

Inductive sensors, by 
contrast, use electro-
magnetic coupling to 
determine conductivi-
ty without direct elec-
trode contact, making 
them exceptionally re-
silient to fouling, coat-
ing, and aggressive 
media, key advantages 
in mining, water treat-
ment, and CIP pro-
cesses. They are widely 
used to distinguish be-
tween cleaning fluids, 
rinse water, and prod-
uct, enabling faster 
phase detection and re-
duced wastage in food 
and beverage plants.

Polypropylene and 
corrosion resistance: A 

local advantage

One of the most sig-
nificant recent de-
velopments is the 
introduction of fully 
polypropylene housed 
inductive conductivi-
ty sensors. In coastal 
plants, desalination fa-
cilities, chemical dos-
ing stations, and filter 
installations, stainless 
steel sensors can suffer 
premature degradation 
due to salty air, acidic 
media, or aggressive 
cleaning chemicals. 
The LDL400’s poly-
propylene construction 
provides continuous 
corrosion resistance 
while maintaining a 
wide measurement 
range from 100 to 
2 000 000 µS/cm.

Pure water, ultrapure 
challenges

As South African in-
dustry moves into 
higher value manufac-
turing and energy ap-
plications, pure and ul-
trapure water systems 
are becoming more 
common. In these en-
vironments, even trace 
contamination can dis-
rupt processes or dam-
age equipment.

Conductivity sensors 
designed for ultra-low 
ranges enable continu-
ous monitoring of ion 
exchange, filtration, 
and membrane perfor-
mance. A rising conduc-
tivity value acts as an 
early indicator that car-
tridges require replace-
ment, or that break-
through has occurred, 
long before quality is 
visibly compromised.

This preventative 
capability supports 

condition-based main-
tenance, reducing un-
planned downtime and 
extending asset life 
which is critical in re-
mote or energy inten-
sive installations.

From measurement to 
decision: IO Link and 

data transparency

Modern conductivi-
ty measurement does 
not stop at the sensor. 
Digital communica-
tion via IO Link allows 
engineers to extract 
high resolution pro-
cess data, temperature 
compensated values, 
diagnostics, and con-
figuration information 
directly from the field 
device. This enables:

•	 Reduced wiring and 
faster commission-
ing;

•	 Standardised sensor 
inventories across 
plants;

•	 Remote diagnostics 
and troubleshooting; 
and

• Integration into

IIoT and asset man-
agement platforms.

What ultimately dis-
tinguishes South Af-
rican engineering is 
context. Sensors must 
operate reliably in en-
vironments defined by 
resource scarcity, high 
operating costs, and lim-

ited tolerance for failure.
Conductivity sensors 

may be small compo-
nents, but their impact 
is systemic. By enabling 
precise measurement, 
early intervention, and 
data driven control, 
they help engineers de-
liver safer water, clean-

er processes, and more 
efficient plants.

To view these products in 
action, visit ifm at Elec-
tra Mining Africa from 7 
to 11 September 2026 at 
stand A06 in Hall 7.
http://www.ifm.com 
info.za@ifm.com

ifm conductivity sensors: The cornerstone of South Africa’s 
water-smart industry

 ifm LDL400 application: By enabling precise measurement, early intervention, 
and data driven control, ifm conductivity sensors help engineers deliver safer 

water, cleaner processes, and more efficient plants.

ifm’s LDL family of conductivity sensors integrates 
the measuring element and evaluation electronics 
into a single housing, communicating digitally via 

IO Link or analogue outputs.

"Sensors must 
operate reliably 
in environments 

defined by 
resource scarcity, 

high operating 
costs, and limited 

tolerance for 
failure."

http://www.ifm.com
mailto:info.za@ifm.com
https://cbn.co.za/hka5
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AR2010
Combining Precision, Performance and Functionality

Ideal for welding agricultural equipment, automotive frames or construction machinery, the new AR2010 
robot offers fast and powerful performance for arc welding applications. While the streamlined arm design 
gives easy access to parts in confined places, the slim robot profile permits close robot placement for high-
density weld cells. Improved axis composite speed and expanded wrist range optimize robot functionality, 
and a symmetric wrist provides equal access to both sides of a part. A 50mm thru-hole reduces cable 
interference and wear, and an enhanced feeder mounting area on the arm reduces equipment obstruction.

Sales Enquiries:

jan.thart@yaskawa-sa.co.za

+27 11 608 3182

By Jan ’t Hart, 
National Sales 

Manager at Yaskawa 
Southern Africa

FOR many South Af-
rican manufacturers, 
automation still carries 
an outdated percep-
tion. Robotics is often 
viewed as technology 
reserved for large au-
tomotive plants, mul-
tinational factories, or 
highly standardised 
production environ-
ments with substan-
tial capital budgets. 
But that perception is 
changing.

A growing number 
of mid-sized manufac-
turers are exploring 
automation not as part 
of large-scale transfor-
mation projects, but 
in response to rising 
costs, skills shortag-
es, increasing quality 
expectations, and the 
need for greater effi-
ciency. Importantly, 
automation is becom-
ing more practical, 
flexible, and financial-
ly accessible than many 
businesses realise.

The conversation 
has moved beyond ful-
ly automated factories. 
Instead, manufactur-
ers are adopting tar-
geted automation strat-
egies designed to solve 
specific operational 
bottlenecks.

This may involve 

automating a palletis-
ing process, introduc-
ing robotic welding 
for repetitive tasks, or 
integrating a robotic 
cell into an existing 
production line to im-
prove consistency and 
throughput. In many 
cases, the goal is not re-
placement, but smarter 
production support.

One of the most 
significant develop-
ments in recent years 
has been the ability 
to retrofit automation 
into existing facilities. 
Historically, robotics 
often required pur-
pose-built production 
environments and ex-
tensive infrastructure 
changes. Today, mod-
ern robotic systems 
are far more modular 
and adaptable, allow-
ing manufacturers to 
integrate automation 
into existing factory 
layouts without major 
disruption or costly re-
designs.

For businesses oper-
ating under tight cap-
ital constraints, this 
flexibility is critical. 
Automation can be 
introduced incremen-
tally, focusing on areas 
where returns are most 
immediate, reducing 
implementation risk 
while allowing manu-
facturers to build con-
fidence over time.

Advanced simula-
tion software is also 
making automation 
more accessible. Man-
ufacturers can now 
model robotic solutions 
before investing in 
equipment, assessing 
cycle times, through-
put, robot reach, acces-
sibility, and return on 
investment with a high 
degree of confidence.

Platforms such as 
Yaskawa’s MotoSim 
and Motoman NEXT 
digital engineering en-
vironment go beyond 
robot path validation, 
enabling manufactur-
ers to simulate com-
plete production sys-
tems, including robots, 
peripheral equipment, 
material flow, and pro-
cess logic. This helps 

optimise processes, 
validate concepts be-
fore implementation, 
accelerate commis-
sioning, and minimise 
operational disruption.

The financial dis-
cussion around auto-
mation is also evolv-
ing. While robotics 
remains a significant 
investment, manufac-
turers are increasingly 
evaluating automation 
based on long-term 
operational value rath-
er than upfront cost 
alone.

Reduced downtime, 
improved product con-

sistency, lower scrap 
and rework rates, in-
creased throughput, 
and the ability to main-
tain production quality 
under labour pressure 
all contribute to strong-
er profitability and cus-
tomer retention.

There is also grow-
ing recognition that 
automation is not sim-
ply about reducing la-
bour. South African 
manufacturers contin-
ue to face shortages 
of experienced techni-
cal skills in areas such 
as welding, machine 
operation, and pro-
duction supervision. 
Automation helps 
stabilise quality and 
output while allowing 
skilled employees to 
focus on higher-value 
activities such as pro-
gramming, quality as-
surance, optimisation, 
and maintenance.

Advances in robotic 
software, simplified 
programming, and 
flexible tooling have 

also made automation 
more suitable for high-
mix, lower-volume pro-
duction environments 
common across South-
ern Africa. Manufac-
turers can now handle 
varying product types 
and shorter production 
runs without sacrific-
ing efficiency, creating 
opportunities for busi-
nesses that may previ-
ously have considered 
robotics impractical.

For many mid-sized 
manufacturers, auto-
mation is increasingly 
becoming a growth 
strategy rather than 

simply a cost-saving ex-
ercise. Businesses that 
improve consistency, 
scale output reliably 
and meet stricter cus-
tomer specifications, 
are often better posi-
tioned to secure larg-
er contracts, support 
localisation initiatives, 
and compete in region-
al and export markets.

Manufacturers no 
longer need to become 
“mega factories” to 
benefit from automa-
tion. The technolo-
gy is becoming more 
scalable, adaptable, 
and aligned with the 
realities of modern 
manufacturing. Those 
achieving the greatest 
success are often not 
pursuing the largest 
automation projects, 
but taking practical, 
focused steps towards 
smarter production.

For more information 
on Yaskawa’s robotic 
solutions, visit www.
yaskawa.za.com

Industrial automation without 
the mega factory: How mid-

sized manufacturers are scaling 
smarter

SINCE opening in 
March 2023, De Beers 
Group’s Sky Park facil-
ity has streamlined the 
journey of South Af-
rica’s rough diamonds 
from sorting and val-
uation through to se-
cure sales, combining 
advanced technology, 
specialist expertise and 
rigorous traceability 
systems. 

Strategically locat-
ed near O. R. Tambo 
International Air-
port, the facility also 
strengthens sustain-
ability and skills de-
velopment through 
innovative cleaning 
methods, solar power 
integration and its Di-
amond Academy train-
ing programmes.

From the moment 
rough diamonds ar-
rive from mine opera-
tions to the point they 
are presented for sale, 
De Beers Group’s Sky 
Park facility has be-
come the central point 
where precision, se-
curity and consistency 
converge. Since open-
ing in March 2023, the 
De Beers Sightholder 
Sales South Africa 
(DBSSSA) facility has 
strengthened the end-
to-end flow of South 
Africa’s rough dia-
mond production, ef-
ficiently guiding each 
stone through clean-
ing,  sorting, valuation, 
traceability and final 
sale.

Strategically locat-
ed near O. R. Tambo 
International Airport, 
east of Johannesburg, 
DBSSSA serves as the 
primary processing 
and sales hub for De 

Beers’ South African 
rough diamond pro-
duction. The facility 
combines proprietary 
technology, specialist 
expertise and rigorous 
controls to move dia-
monds securely and ef-
ficiently from produc-
tion through to market.

According to 
Blanche Louw, senior 
operations manager at 
DBSSSA, the facility 
was purpose-designed 
around the logical pro-
gression of each dia-
mond’s journey. 

“Our operation 
is meticulously se-
quenced - moving di-
amonds through the 
cleaning zones and 
immediately into tech-
nical sorting and valu-
ation areas,” she says. 
“The layout of the 
building is specifically 
designed to bring op-
timal efficiencies into 
our processes.”

Diamonds arrive un-
der tightly controlled 
custody and are first 
weighed and regis-
tered before entering 
the Central Cleaning 
Plant.

 Here, De Beers has 
introduced an innova-
tive alternative to tra-
ditional hydrofluoric 
acid cleaning, signifi-
cantly improving both 
safety and sustainabil-
ity while still meeting 
stringent valuation and 
export standards.

This sustainability 
focus extends to the 
building itself which 
has earned a five-star 
Green Star rating. 

A 360 kW solar in-
stallation, comprising 
more than 1,200 panels 

and 575 kilowatt-hours 
of battery storage, fur-
ther enhances the fa-
cility’s environmental 
performance while re-
ducing energy costs.

Once cleaned, dia-
monds move into spe-
cialised valuation and 
sorting streams where 
carat weight, clarity, 
colour and cutting po-
tential are assessed.

 Smaller high volume 
stones are processed 
through automat-
ed technical sorting 
systems, while larger 
higher value stones 
continue to rely on 
the expertise of highly 
skilled human sort-
ers. Together, these 
processes enable dia-
monds to be classified 
into more than 10,000 
categories, each linked 
to De Beers’ global 
pricing framework.

A defining strength 
of the operation is the 
consistency it deliv-
ers through De Beers’ 
Sightholder sales mod-
el. 

By aggregating like-
for-like categories 
from multiple mines, 
the business creates 
consistent rough dia-
mond “boxes” tailored 
to customers’ manu-
facturing requirements 
and downstream mar-
ket demand. 

These are present-
ed at ten Sight sales 
events each year, with 
South African custom-
ers viewing their allo-
cations in dedicated 
rooms at Sky Park.

Traceability and 
provenance are also 
embedded at the core 
of the operation. 

All rough dia-
monds of one carat 
and above are digital-
ly scanned on arriv-
al to create a unique 
fingerprint record. 
At the point of sale, 
each diamond is res-
canned and matched 
against the original 
intake data through 
Tracr, De Beers’ block-
chain-backed tracea-
bility platform, which 
now holds records for 
more than five million 
rough diamonds.

From sorting to sales - 
Sky Park streamlines 

De Beers’ diamond 
journey

"There is 
also growing 

recognition that 
automation is 

not simply about 
reducing labour." 

An employee analyses large rough diamonds using 
microscopes and advanced technology

https://www.yaskawa.za.com/products/robots
https://www.yaskawa.za.com/products/robots
http://www.yaskawa.za.com
http://www.yaskawa.za.com
https://cbn.co.za/ssu0
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COMBUSTION tech-
nology is evolving rap-
idly as industries face 
increasing pressure to 
improve boiler efficien-
cy, reduce emissions and 
meet sustainability tar-
gets. Intelligent combus-
tion control, advanced 
flame management and 
real-time performance 
monitoring are trans-
forming modern boiler 
plants, enabling safer, 
cleaner and more effi-
cient operations. At the 
forefront of these devel-
opments is Combustion 
Technology, which con-
tinues to bring the latest 
global combustion in-
novations to customers 
across Africa.

Combustion Tech-
nology’s Managing 
Director, Grant Rene-
cle, represented South 
Africa and Mauritius 
at this years’ Annual 
Autoflame & Limps-
field Global Combus-
tion Conference in Mi-
ami, Florida. Bringing 
together Autoflame 
Global Tech Centres 
from around the world, 
the conference provides 
a unique platform for 
technical collaboration, 
research, engineering 
workshops and the ex-
change of real-world 
project experience.

The event showcased 
the latest developments 
in combustion control 
technology, with tech-
nical discussions span-
ning OEM partnerships, 
healthcare facilities, 
industrial process appli-
cations, remote instal-
lations and large-scale 
boiler plant optimisa-
tion. The common ob-
jective across every ses-
sion was clear: helping 
industry achieve safer, 
cleaner and more effi-
cient combustion.

“Participation in these 
events,” says Renecle, 
“reinforces our commit-
ment to remaining at the 
forefront of combustion 
engineering, ensuring 
our customers benefit 
from the latest global de-
velopments.

“As Africa’s exclusive 
Autoflame Global Tech 
Centre, our engineers 
work closely with cus-
tomers across a wide 
range of industries, 
delivering complete 
combustion solutions 
that improve efficiency, 
reliability and environ-
mental performance. 
Every installation is 
approached with the 
understanding that com-
bustion is a dynamic pro-
cess requiring continu-
ous optimisation rather 
than a once-off commis-
sioning exercise.”

A strong theme that 
emerged from the con-
ference was the evolu-
tion of intelligent com-
bustion control. New 
developments are en-
abling combustion sys-
tems to respond more 
rapidly and accurately to 
changing operating con-
ditions, improving effi-
ciency while enhancing 

plant reliability.
A major focus was 

Autoflame’s UV Flame 
Trim technology which 
improves combustion 
stability, greater ef-
ficiency and reduced 
component wear. Also 
of significant interest, 
was Change on the Fly 
functionality, allowing 
combustion systems to 

transition automatical-
ly between fuel curves 
without stopping the 
burner, improving op-
erational efficiency and 
reducing unnecessary 
downtime.

In terms of safety, 
the Autoflame Flame 
Safeguard platform is 
a flexible solution that 
enhances operational 

safety while simplifying 
commissioning, trouble-
shooting and long-term 
maintenance.

Beyond individual 
technologies, the con-
ference reinforced the 
growing importance of 
data-driven combustion 
management. Modern 
combustion systems 
continuously monitor 

fuel consumption, oxy-
gen levels, combustion 
efficiency, emissions and 
overall boiler perfor-
mance in real time. 

This shift is trans-
forming the way facil-
ities manage energy. 
Intelligent combustion 
management enables 
predictive maintenance, 
identifies efficiency loss-

es before they become 
costly failures and pro-
vides the performance 
verification increasingly 
required for sustainabil-
ity reporting and ESG 
initiatives.

“By combining de-
cades of field experience 
with ongoing investment 
in training, innovation 
and global technical 

partnerships, we contin-
ue to deliver combustion 
solutions that improve 
operational perfor-
mance, maximise energy 
efficiency and support 
our customers’ long-term 
sustainability goals,“ con-
cludes Renecle.

https://www.combustion-
technology.co.za/

Next-generation combustion technology improves boiler efficiency

https://www.combustiontechnology.co.za/
https://www.combustiontechnology.co.za/
https://cbn.co.za/9zuj
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WE MAKE
YOUR BUSINESS 
WORK

Founded in 1960, Steinmüller Africa is a member of The Bilfinger Group 
of companies, offering a wide range of engineering, manufacturing, 
pre-fabrication, construction and maintenance services for the power, 
mining, pulp and paper, petrochemical and other industries all over the 
world. Steinmüller Africa offers comprehensive expertise in welding and 
environmental technology, manufacturing, maintenance, lifetime extension 
plans and project management. In addition, the company provides a wide 
range of cranes, lifting gear, welding equipment and mobile offices for site 
establishment. 

www.steinmuller.bilfinger.com

MEMBER OF THE BILFINGER GROUP OF COMPANIES

Steinmüller Africa is a B-BBEE level 1 contributor.

GET IN TOUCH WITH US:
Steinmüller Africa (Pty) Ltd.
The Grid, 45 De La Rey Road
Rivonia 2191, South Africa
Phone +27 11 806 3000
info@powerafrica.bilfinger.comYour trusted partner in Engineering Excellence!

OVER 60 YEARS OF SERVICE  
TO THE INDUSTRY THROUGHOUT 
THE PLANT LIFE-CYCLE

OUR SERVICES INCLUDE BUT ARE NOT LIMITED TO:
Engineering design services
Boiler pressure parts
Commissioning, field,  
and testing services
Milling plant maintenance
Induction bending of  
HP/HT piping

Heat treatment (workshop 
and in situ) 
HP heaters & bellows
Piping technology
Pipe supports
Plant erection services
Explosive welding

9293 Steinmuller - A5 Advert 150(h)x211mm BUSINESS - Pr1.indd   19293 Steinmuller - A5 Advert 150(h)x211mm BUSINESS - Pr1.indd   1 2024/03/12   14:212024/03/12   14:21

S P E C I A L I S T 
high-pressure equip-
ment engineering firm, 
Steinmüller Africa, 
showcased practical en-
gineering solutions for 
one of South Africa’s 
future power generation 
challenges: how to keep 
existing coal-fired power 
stations performing reli-
ably as renewable energy 
feeds increasing volumes 
of unpredictable power 
into the national grid.

The company pre-
sented its solutions at 
Enlit Africa 2026, held 
at the CTICC in Cape 
Town from 19 to 21 May, 
demonstrating that con-
ventional power plants 
can be adapted to more 
rapidly increase or de-
crease output, and can 
operate efficiently at sig-
nificantly lower genera-
tion loads than originally 
designed, without re-
quiring significant plant 
replacement. These ca-
pabilities are increasingly 
important in a power sys-
tem where conventional 
plants must operate more 
dynamically to comple-
ment variable renewable 
generation.

Their technical pres-
entation, “Improving 
the Flexibility of Steam 
Generators in Low Load 
Operation,” set out how 
existing steam genera-

tors can be modified to 
operate safely at mini-
mum loads as low as 20 
to 30 per cent of rated 
capacity. Where power 
stations were original-
ly designed to run at or 
near full capacity around 
the clock, they will in 
the future be called on 
to increase load rapidly 
when renewables can-
not meet demand and 
then suddenly decrease 
load when renewables 
start generating again. 
Without sufficient grid-
scale energy storage, 
conventional plants car-
ry this balancing burden 
directly, placing new de-
mands on ageing steam 
generator equipment. In 
this context, improving 
low-load performance 
is not only a technical 
enhancement, but a 
practical way of helping 
existing coal-fired assets 
provide the required 
grid support as the pro-
portion of highly vari-
able renewable energy 
increases.

Steinmüller Africa, 
which designs, fabricates, 
commissions, installs and 
maintains customised 
high-pressure equip-
ment across a range of 
industries, drew on three 
real-world case studies to 
demonstrate that solu-
tions are both technically 

achievable and practi-
cally deliverable. In one 
example, engineers re-
duced a plant’s minimum 
operating load from 40 
per cent to 22 per cent 
of maximum continuous 
rating through changes 
to operating procedures 
alone, with no physical 
plant modifications re-
quired. 

In a second case, a tar-
geted two-step modifi-
cation incorporating an 
economiser bypass and a 
feedwater recirculation 
system restored a plant’s 
original design mini-
mum load of 30 per cent 
after significant emis-
sion reduction systems 
had been retrofitted to 
the plant. 

A third case demon-
strated how detailed 

thermal and hydraulic 
stability modelling can 
establish the true low-
load limits of a plant 
and identify the specif-
ic measures needed to 
reduce these limits fur-
ther without damage to 
the plant or any safety 
concerns.

Across all three cases 
the message is consist-
ent: meaningful flex-
ibility improvements 
are available to existing 
power plants quickly and 
cost-effectively by firstly 
performing detailed en-
gineering analysis and 
identifying a solution 
tailored to each specific 
plant. 

“Increased plant flex-
ibility by reducing the 
present minimum tech-
nical load is a possible 
option for every power 
plant,” said Warwick 
Ham, Group Leader 
Process Engineering, 
Steinmüller Africa. “As 
renewable energy pen-
etration increases, this 
kind of flexibility will 
become increasingly im-
portant to maintaining 
grid stability and pro-
tecting the integrity of 
conventional generation 
assets. The engineering 
investigation is just the 
first step, followed by op-
timisation of operating 
parameters and, where 
necessary, plant modifi-
cation measures.”

For South Africa’s 
power generation sec-
tor, where the pressure 
to integrate renewables 
while maintaining grid 
stability is growing, 
Steinmüller Africa’s ap-
proach offers a credible 
and cost-efficient path 
forward for plant oper-
ators looking to extend 
both the capability and 
the working life of their 
existing assets while im-
proving the flexibility 
needed to operate in a 
grid which is having to 
incorporate an increas-
ing quantity of variable 
renewable energy.

For enquiries, contact 
mpho.mafela@bilfinger.
com 
Website:  https://stein-
mullerafrica.com/boil-
ers-landing-page/ 

Steinmüller Africa delivers 
engineering solutions to keep 
coal power plants viable in a 

renewables-driven grid

The Steinmüller Africa team at Enlit Africa 2026, 
Cape Town, delivering practical engineering solu-
tions for a more flexible, future-ready power grid.

Babcock completes complex 
brownfield low-NOx retrofit 

at major South African 
petrochemical facility

AS environmental reg-
ulations tighten across 
South Africa’s petro-
chemical and energy 
sectors, operators are 
increasingly required 
to upgrade existing 
combustion infrastruc-
ture to meet stricter 
emissions limits while 
maintaining operation-
al reliability. 

Brownfield retrofit 
projects of this nature 
present particular engi-
neering challenges, es-
pecially where installa-
tions must be executed 
within limited outage 
windows and within 
live operating environ-
ments.

Babcock has recently 
completed the instal-
lation of a low-NOx 
burner system on a 
boiler at a major South 
African petrochemical 
facility. 

The project forms 
part of the client’s 
broader emissions re-
duction programme 
aimed at ensuring com-
pliance with Minimum 
Emission Standards 

(MES) under the Na-
tional Environmen-
tal Management: Air 
Quality Act.

The project demon-
strates Babcock’s ca-
pability to execute 
technically complex 
retrofit work within op-
erating industrial facil-
ities while maintaining 
strong safety perfor-
mance and schedule 
discipline.

In its drive to reduce 
emissions and improve 
environmental perfor-
mance, the chemicals 
and energy producer 
has been implementing 
a phased programme to 
retrofit its boiler fleet 
with low-NOx combus-
tion technology.

Babcock was award-
ed the contract to 
implement the NOx 
abatement solution 
on one of the facility’s 
critical steam genera-
tion units, drawing on 
its experience in com-
bustion engineering, 
boiler modifications 
and brownfield project 
execution.

The boiler unit in-
volved in the project 
forms part of the site’s 
steam generation in-
frastructure supporting 
petrochemical produc-
tion processes.

The retrofit is ex-
pected to achieve sig-

nificant NOx emissions 
reduction, supporting 
the plant’s environ-
mental compliance ob-
jectives.

The Engineering, 
Procurement and Con-
struction (EPC) scope 
required Babcock to 
validate previously 
completed engineering 
work before completing 
construction and com-
missioning activities.

The project scope in-
cluded:
• Validation and

completion of
legacy engineering
designs

• Procurement of
mechanical, piping,
structural and
instrumentation
packages and sub-
contract services

• Site mobilisation
and outage prepa-
ration

• Installation of low-
NOx burners and 
associated boiler 
modifications

• Commissioning
and handover of the
abatement system

According to Puvern 
Pillay, Project Man-
ager at Babcock, the 
project required care-
ful technical review 
before execution could 
begin.

"The retrofit 
is expected to 

achieve significant 
NOx emissions 

reduction."

https://steinmullerafrica.com/
mailto:mpho.mafela@bilfinger.com
mailto:mpho.mafela@bilfinger.com
https://steinmullerafrica.com/boilers-landing-page/
https://steinmullerafrica.com/boilers-landing-page/
https://steinmullerafrica.com/boilers-landing-page/
https://cbn.co.za/fm8h
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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 Kris van der Bijl

CAPE Town’s rail 
network will not keep 
pace with the metro-
politan region’s growth 
by 2050, even if the na-
tional plan to rebuild it 
is delivered in full.

That is the case 
made by Gareth 
Ramsay, the engineer 
behind the proposed 
Capetrain Express. Its 
AI-generated images 
of a sky train in Cape 
Town have flooded so-
cial media recently.

The project, some-
times referred to as the 
Cape Town Skytrain, 
seeks to provide an 
express train service 
proposal designed to 
revolutionise urban 
mobility in Cape Town.

In an interview with 
CBN, he called it an 
“economic and social 
project,” highlight-
ing that about 76% 
of Cape Town house-
holds earn under  R22 
000 a month, and low-
er-income households 
spend close to 43% of 
that on transport, los-
ing hours a day to the 
commute.

Reducing waste of a 
valuable asset

“Anyone’s most valu-
able asset is their time,” 
he says. “The number 
one driving factor for 
an individual to get out 
of a car and onto public 
transport is, will that 
route get them to their 
destination in a faster, 
more convenient man-
ner than their private 
vehicle?”

The existing network 
does not, he argues, 
because it was laid 
out to move people in 
a “pizza slice” to and 
from the CBD instead 
of across the city.

Current pro-
grammes like MyCiti 
only help once you are 
already inside a busi-
ness district or certain 
region segments of the 
city.

But it does not cater 
to the majority of Ca-
petonians, who travel 
on average more than 
21 km one way to plac-
es of work and oppor-

tunity. 
Rather, it should in 

theory work as a feed-
er system, connecting 
these longer distance 
commutes to more ef-
ficient modes of trans-
port.

The answer he of-
fers is an express over-
lay that complements 
and integrates with 
the existing Metrorail 
network at strategic 
transfer stations, so 
a short leg on the ex-
isting network feeds a 
faster, longer distance 
leg on the new express 
network.

Cape Town rail 
capacity to fall short of 

2050 demand

The city and national 
government, through 
their railway agencies, 
are putting measures 
in place to alleviate the 

disproportionate pres-
sures on transport that 
exist in Cape Town. 
But Ramsay points out 
that this likely will not 
be enough.

Rail use in the city 
peaked in 1997 at 
around 774 000 pas-
senger trips per day. 
The metro population 
at the time was roughly 
2.5 million. 

The National Rail 
Master Plan recent-
ly published in April 
2026 aims to lift daily 
ridership to about two 
million trips per day 
by 2052. But by 2050 
the metro population 
is projected to reach 
around 10 million.

“In a period where 
Cape Town’s popula-
tion would have quad-
rupled, passenger rail 
would have only a little 
over doubled in capaci-

ty in a 50 year period.”
And this figure itself 

would only be true if 
the government fulfils 
its rail infrastructure 
promises. 

“This means we’re 
already behind and will 
still be playing catch in 
the 2050’s if nothing 
else is done,” he says.

Densification, the 
City’s policy for hold-
ing growth inside 
the urban edge, only 
sharpens that, because 
the added residents 
cannot be moved by 
road. Something new 
must be brought. 

Of course, the feasi-
bility of a high speed 
express trainline is fu-
turist and potentially 
impossible. But what 
Gareth Ramsay points 
out are issues that will 
not be resolved on  
their own. 

Capetrain Express pitched as 
Cape Town rail capacity falls 

short by 2050 

By Adrian Ephraim

SOUTH Africa’s June 
fuel price adjustment 
told two stories at once. 
Petrol rose by R1.43 per 
litre, while diesel was cut 
by between R2.62 and 
R3.25 per litre. On the 
surface, that looks like 
good news for diesel-re-
liant freight operators.

Look closer, and the 
real story for South Af-
rica’s SMEs isn’t what 
happened at the pump. 
It’s what’s happening 
underneath it.

It’s not the price, it’s the 
dollar

South Africa imports 
nearly all its refined 
fuel, priced in US dol-
lars. The average Brent 
Crude price rose from 
101 USD to 104.59 
USD over the review 
period, driven by US-
Iran tension and dis-
ruption around the 
Strait of Hormuz. The 
rand strengthened only 
marginally, from 16.65 
to 16.52, doing little to 
soften the impact.

“Fuel costs don’t ex-
ist in isolation,” says 
James Booth, Head 
of Revenue at Verto. 
“They feed directly into 
transport, logistics, im-
ported goods, supplier 
pricing, and ultimately 
the cost of doing busi-
ness.”

Because fuel is dol-
lar-denominated, every 
move in the rand am-
plifies or cushions what 
local businesses pay. A 
weak rand doesn’t just 
make imports costlier, 
it makes the fuel that 
moves those imports 
costlier too.

Three moving parts, 
one small business

For an SME trading 
across borders, the fuel 
adjustment lands on 
top of two other var-

iables moving at the 
same time:
• Fuel costs shape

transport and logis-
tics pricing, feeding
into delivered cost
of goods

• Exchange rate
movements affect
what imported
inputs and finished
goods cost in rand
terms

• Cross-border
payment costs affect
how much of a pay-
ment to an overseas
supplier actually
lands, after fees and
spreads

A large corporate can 
hedge currency expo-
sure or absorb a bad 
month. An SME im-
porting stock from a re-
gional supplier usually 
can’t.

“SMEs often don’t 
have the same financial 
buffers or procurement 
flexibility as larger cor-
porates,” says Booth. 
“A sudden increase in 
transport or import 
costs can force diffi-
cult decisions around 
pricing, stock orders, 
payment timing, or 
even whether expansion 
plans remain viable.”

When unpredictability 
is the real cost

The deeper issue isn’t 
the size of any single in-
crease, it’s that fuel, cur-
rency and payment costs 
move independently, 
for different reasons, 
on different timelines, 
making forecasting gen-
uinely difficult.

Take an importer 
bringing in components 
from a regional suppli-
er. By the time a ship-
ment lands, the rand 
may have weakened, 
diesel may cost more 
for the final transport 
leg, and the payment 
itself may carry a wide 
FX spread. The result: 
a shrunken margin, 
even though the busi-
ness changed nothing 
about its own pricing.

“As economic pres-
sure becomes more 
persistent, businesses 
are having to think far 
more carefully about 

operational resilience,” 
says Booth. “That in-
cludes everything from 
when they pay suppli-
ers to how they man-
age foreign currency 
exposure and forecast 
future costs.”

The AfCFTA angle: 
a barrier before the 

opportunity

This squeeze matters 
even more for SMEs 
eyeing expansion into 
Africa under the Afri-
can Continental Free 
Trade Area (AfCF-
TA). The agreement 
lowers tariffs, but tar-
iffs are only one part 
of the cost of trading 
across borders.

Logistics costs and 
cross-border payment 
friction are already 
known barriers to Af-
rican intra-continental 
trade, and they don’t 
disappear when a tariff 
line drops to zero. For an 
SME weighing regional 
expansion, the same tri-
ple squeeze determines 
whether that move is 
commercially viable.

“What this is expos-
ing is how intercon-
nected local businesses 
are with global trade 
and financial systems,” 
says Booth. “The chal-
lenge facing SMEs is 
no longer simply man-
aging higher costs but 
adapting to an operat-
ing environment where 
global pressures are 
playing a far greater 
role in shaping local 
business decisions.”

What this means for 
SMEs right now

• Treat fuel price
announcements as a
forex story, not just
a transport story

• Build a wider cost
buffer into quotes
on import-depend-
ent goods

• Review when
and how supplier
payments are made
to help manage
exposure

• Factor logistics and
payment costs into
AfCFTA expan-
sion plans from the
outset

SME costs rise as fuel, 
forex and cross-border 

pressures intensify

"SMEs often don’t 
have the same financial 
buffers or procurement 

flexibility as larger 
corporates."

"Rail use in the 
city peaked in 
1997 at around 

774 000 passenger 
trips per day. The 
metro population 

at the time was 
roughly 2.5 

million."

https://cbn.co.za/s2jn
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Expertise that puts you on the right track. LAPP.
Solutions for railway technology

Based on decades of experience as a complete supplier
of electrical connection solutions, LAPP has systematically
expanded and enhanced its portfolio and knowledge in
the railway technology sector. With its ÖLFLEX® TRAIN,
UNITRONIC® TRAIN and ETHERLINE® TRAIN product lines,
LAPP offers its customers throughout the world reliable
solutions that do not compromise on safety, quality or
functionality and comply with the highest national and
international norms and standards.

IRIS certification
Safe production processes thanks to in-
house electron beam cross-linking plant 
Cable types comply with EN and other
standards 
LAPP test centre
Range includes more than 500 Train cable
types and 850 matching accessories
Extensive experience in the rolling stock
market
High warehouse availability from
manufacturer
Small minimum order quantities and
packaging
 One-stop shop for cables, connectors,
cable glands, cable protection, marking
systems and accessories
Worldwide service from LAPP

PRODUCT INFO

The special material properties combined with
the use of electron beam cross-linking make
ÖLFLEX® TRAIN cables exceptionally resistant
to mechanical influences in a broad
temperature range from -45 to +120 °C, and
also resistant to oils, alkalis and UV. In addition
to use in rail vehicles, they are therefore
suitable for use in many other industries for
outdoor applications and in harsh ambient
conditions.

The benefits to you:

AS part of its fleet 
replacement pro-
gramme, Pangolin 
Logistics has taken de-
livery of ten new DAF 
trucks from Babcock. 
The new fleet, com-
prising five XF 480 
and five XF 530 units, 
has been deployed in a 
cross-border side-tip-
per application, trans-
porting bulk commod-
ities between mining 
towns in South Africa 
and Mozambique.

Paul Botha, founder 

and owner of Pangolin 
Logistics, is a respected 
veteran in the trucking 
sector. Botha’s associa-
tion with DAF Trucks 
dates back more than 
two decades. 

Before establishing 
Pangolin Logistics in 
2018, his previous com-
pany ran a fleet of 250 
DAF CF85 units local-
ly and on cross-border 
routes between South 
Africa, Zimbabwe, 
Zambia, Malawi and 
Botswana and the 

Democratic Republic 
of Congo. Since re-
turning to the indus-
try, Pangolin Logistics 
has deployed DAF 
vehicles in demanding 
side-tipper operations, 
transporting bulk com-
modities such as iron 
ore and chrome from 
mining regions includ-
ing Rustenburg, Brits, 
Steelpoort and Phal-
aborwa to Mozam-
bique.

In early 2026, Pan-
golin Logistics began 
replacing some of the 
DAF XF105 units ac-
quired between 2018 
and 2020.

The company has 
now taken delivery of 
ten new DAF trucks 
(five XF 480 and five 
XF 530 units), with a 
further five XF 530 
trucks scheduled to 
join the fleet.

For Botha, several 
factors influence pur-
chasing decisions: to-
tal cost of ownership 
(TCO), reliability, 

driver comfort and af-
termarket support rank 
among the most im-
portant. The ultimate 
goal, he explains, is to 
maximise uptime and 
fuel efficiency while 
minimising operating 
costs, all of which di-
rectly impact profit-
ability.

“Truck reliability is 
the foundational pillar 
of any successful trans-
port business,” says 
Botha. “It directly in-
fluences profit margins, 
customer retention and 
operational continu-
ity. A truck standing 
idle due to mechanical 
failure costs money in 
lost productivity, driv-
er wages and poten-
tial penalties. Reliable 
trucks reduce emer-
gency repair costs and 
ensure uninterrupted 
operations.

“We have found 
DAF trucks, especial-
ly the XF105, to be 
exceptionally reliable, 
even under the harsh 

operating conditions 
in which we deploy 
them.”

Fuel efficiency is an-
other critical consid-
eration, particularly in 
today’s volatile oper-
ating environment. Ac-
cording to Botha, the 
new DAF units have 
already demonstrated 
impressive results in 
this regard after just 
two months in service.

“We are already 
seeing fuel savings of 
between 80 and 100 
litres of diesel per 
trip, depending on the 
route and the driver,” 
he says.

Driver comfort is 
equally important. 
“With their spacious 
cabs and premium 
comfort features, the 
new DAF units are ex-
tremely comfortable,” 
says Botha.

Pangolin Logistics 
benefits from Bab-
cock’s flexible finance 
solutions, which sim-
plify the truck pur-
chasing process. Botha 
says Babcock’s deep 
understanding of the 
transport industry en-
ables the company to 
offer tailored financ-
ing structures suited 
to individual business 
requirements.

Babcock’s guaran-
teed buy-back and 
trade-back options 
assist with cost man-
agement and cash-flow 
planning, and trucks 
financed through Bab-
cock Financial Services 
are supplied with re-
pair and maintenance 
contracts. These man-
aged maintenance 
plans are designed to 
minimise operating 
costs and ensure timely 
servicing, thereby re-
ducing downtime.

Botha highlights the 
strong relationship 
between Pangolin Lo-
gistics and Babcock, 
the sole distributor of 
DAF Trucks in South 
Africa, as a key factor 
in the company’s con-
tinued investment in 
the brand.

“There are several 
individuals at Babcock 
whom I have worked 
with closely for many 
years, and they have 
always supported us 
every step of the way,” 
he says.

“In today’s highly 
competitive trucking 
market, there is often 
very little separating 
one brand from anoth-
er. What truly makes 
the difference is the 
people behind the 
brand. The DAF team 
at Babcock consistently 
goes above and beyond 
to support our busi-
ness.”

Learn more at https://
www.babcock.co.za/ 
Email: sue.troskie@
babcock.co.za/

Pangolin Logistics upgrades fleet with 
ten new DAF trucks from Babcock

Pangolin Logistics has taken delivery of ten new DAF 
trucks from Babcock.

By Adrian Ephraim

SOUTH African man-
ufacturers, FMCG 
producers, and 
agri-processors are in-
creasingly turning to 
data-driven business 
process outsourcing to 
solve a problem that 
has dogged the sector 
for years: decisions 
being made on yester-
day’s information.

Willie du Preez, 
managing director at 
Programmed Process 
Outsourcing (PPO), 
says many local opera-
tions are still running 
on paper trails and 
end-of-shift reporting, 
despite the availability 
of real-time alterna-
tives.

“Walk into many 
South African facto-
ries or warehouses to-
day and you’ll still see 
it: clipboards, paper 
printouts, handwritten 
notes, and supervisors 
walking the floor try-
ing to piece together 
what’s happening in 
real time,” he says.

From hindsight to live 
visibility

According to du 
Preez, the shift to-
wards modernisation 
is usually triggered by 
recurring questions on 
the factory floor, such 
as why bottlenecks are 
only understood after 
the fact or why per-
formance reviews rely 
on assumptions rather 
than verified data.

He argues that with-
out real-time visibility, 
corrective action is 
always delayed. Some 
BPO providers are now 
addressing this by in-
troducing warehouse 
management systems, 
handheld devices, and 
process-specific tools 
that convert floor ac-
tivity into live opera-
tional data.

This allows super-
visors to move from 
interpreting problems 
after a shift has ended 
to responding to them 
as they happen.

Avoiding the cost of a full 
system overhaul

One of the biggest obsta-
cles to modernising fac-
tory floors, du Preez says, 
is the capital outlay typ-
ically required for new 
systems and infrastruc-
ture. For many opera-
tions, that upfront cost is 
enough to delay transfor-
mation indefinitely.

He says some BPO 
models address this by 
building technology costs 
into per-unit pricing, 
service fees, or shared 
benefit arrangements 
tied to performance im-
provements, rather than 
requiring large upfront 
investment.

A shift from headcount 
to flow

Du Preez says the role 
of the factory supervi-
sor changes once real 
time data is introduced. 
Rather than focusing on 
managing headcount, 
supervisors increasing-
ly manage flow, output, 
and performance against 
measurable benchmarks.

He notes that the data 
often reveals causes of 
inefficiency that were not 
previously obvious, such 
as layout constraints or 
system limitations, rather 
than staffing shortages.

“That’s the real val-
ue shift, when decisions 
move from opinion to 
evidence,” he says.

Continuous 
improvement over 

firefighting

Du Preez links this ap-
proach to Kaizen, the 
Japanese philosophy 
of continuous improve-
ment, which favours 
incremental operation-
al changes over large 
scale transformation 
projects.

He maintains that the 
underlying barrier to 
modernisation in many 
operations is not tech-
nology but inertia, with 
inefficient processes 
often persisting simply 
because they have nev-
er been properly meas-
ured.

Real-Time Data 
is transforming 
South African 
factory floor 
operations

https://www.babcock.co.za/products-and-services/daf-trucks/8/
https://www.babcock.co.za/products-and-services/daf-trucks/daf-xf-series/38/
https://www.babcock.co.za/
https://www.babcock.co.za/
mailto:sue.troskie@babcock.co.za/
mailto:sue.troskie@babcock.co.za/
https://cbn.co.za/w183


CBN  July 2026   31 
 TRANSPORT, MARINE LOGISTICS & WAREHOUSING

ENGEN has reinforced 
its commitment to safe, 
efficient and more sus-
tainable fuel distribu-
tion with the addition of 
30 new lower-emission 
trucks to its national 
fleet. The investment 
forms part of the compa-
ny’s ongoing Own Fleet 
Lifecycle Management 
Programme, aimed at 
enhancing operational 
resilience, improving 
safety standards and re-
ducing environmental 
impact across its logistics 
network.

The new Euro V fu-
el-specification vehicles 
are designed to support 
both short- and long-
haul fuel distribution. 
They incorporate ad-
vanced engine manage-
ment systems, improved 
fuel-efficiency technol-
ogy and emissions-re-
duction solutions that 
contribute to cleaner 
exhaust output and en-
hanced reliability.

Les Moodley, General 
Manager: Operations at 
Engen, says the invest-
ment reflects Engen’s 
disciplined and for-
ward-looking approach 
to operational excel-
lence.

“Our fleet plays a crit-
ical role in ensuring re-
liable fuel supply across 
South Africa. This in-
vestment future-proofs 
our transport operations 
through smarter tech-
nology, enhanced safety 
systems and lower emis-
sions, while maintaining 
the high standards our 
customers and partners 
expect from Engen,” 
says Moodley.

“By continuously 
renewing and optimis-
ing our fleet, we are 
strengthening supply 
chain resilience and re-
inforcing our commit-
ment to responsible, effi-
cient operations.”

Lower emissions and 
improved efficiency

A key feature of the new 
trucks is the integration 
of Euro V emissions 
technology supported by 
Selective Catalytic Re-
duction (SCR) systems 
and AdBlue. These sys-

tems significantly reduce 
nitrogen oxide (NOx) 
emissions while allow-
ing engines to operate 
at optimal performance 
levels.

Jason Heath, General 
Manager: Lubricants at 
Engen, highlights the 
role of advanced fluids 
and emissions solutions 
in supporting perfor-
mance and durability.

“Modern engine tech-
nology demands equal-
ly advanced solutions. 
AdBlue and high-per-
formance lubricants 
contribute to reduced 
emissions, improved fuel 
efficiency and extended 
engine life. This invest-
ment reflects how Engen 
integrates technology, 
products and operation-
al expertise to deliver 
more sustainable trans-
port outcomes without 
compromising perfor-
mance,” says Heath.

Advanced safety and 
risk management

The new vehicles are 
equipped with compre-
hensive driver-assist and 
risk-mitigation technolo-
gies, including electronic 
braking systems, stabili-
ty control, traction man-
agement and predictive 
cruise control. These 
features enhance vehicle 
stability, reduce driv-
er fatigue and improve 
safety under demanding 
operating conditions.

The fleet also incor-
porates Advanced Driv-
er Assistance Systems 
(ADAS), using AI-pow-
ered cameras and sen-
sors to monitor the ve-
hicle’s surroundings in 
real time. Features such 
as automatic emergency 
braking, lane-keeping 
assist and collision warn-
ings help prevent inci-
dents before they occur.

To further strengthen 
operational oversight, 
Engen has installed a 
sophisticated In-Vehi-
cle Monitoring System 
(IVMS) across the fleet. 
The system provides 
real-time visibility of ve-
hicle performance and 
driver behaviour.

Each vehicle is fitted 
with multiple internal 

and external cameras, 
providing 360-degree 
visibility and enabling 
real-time fatigue detec-
tion. AI-driven systems 
analyse driver alertness 
and vehicle behaviour, 
issuing alerts where po-
tential risks are identi-
fied. 

This layered safety 
approach enhances ac-
countability, reduces 
operational risk and sup-
ports compliance with 
best-practice transport 
standards.

Lifecycle-led fleet 
management

Jaco Henning, Engen 
Procurement Catego-
ry Head: Transport & 
Products, says the acqui-
sition aligns closely with 
Engen’s structured life-
cycle strategy.

“Our Own Fleet Li-
fecycle Management 
Programme spans 
acquisition, opera-
tion, maintenance and 
replacement to en-
sure maximum value 
throughout a vehicle’s 
lifespan,” explains Hen-
ning.

“These trucks were 
selected based on strin-
gent technical, safety 
and efficiency criteria. 
Their advanced sys-
tems enable a shift to-
wards predictive main-
tenance, improving 
uptime while reducing 
long-term operating 
costs and emissions.”

Supporting national 
partnerships and ESG 

commitments

Adding a distinctive na-
tional element, the new 
trailers carry Springbok 
branding, reflecting En-
gen’s proud sponsorship 
of SA Rugby and its 
longstanding connection 
to South African com-
munities.

The fleet expansion 
also supports Engen’s 
broader environmental, 
social and governance 
(ESG) commitments by 
reducing transport emis-
sions, improving safety 
standards and ensuring 
compliance with evolv-
ing regulatory require-
ments.

As Engen continues 
to invest in smarter, saf-
er and more sustainable 
logistics solutions, the 
new fleet stands as a 
tangible demonstration 
of how strategic infra-
structure investment 
underpins operational 
excellence, environ-
mental responsibility 
and long-term business 
performance.

https://www.engen.co.za/ 

Engen invests in 30 
new lower-emission fuel 

trucks to strengthen 
national fleet

The new Euro V fuel-specification vehicles are designed 
to support both short- and long-haul fuel distribution.By Larry Claasen

THE government ad-
mits its plan is to make 
the local vehicle manu-
facturing sector a play-
er on the global stage 
and a major economic 
growth driver is falling 
short. 

Released in 2016, 
South African Auto-
motive Masterplan 
(SAAM 2035)  set out 
to produce 1,3 million 
to 1,5 million vehicles 
a year, to increase em-
ployment to 224 000, 
and to push up local 
content in South Afri-
can-assembled vehicles 
to up to 60% by 2035.  

A decade after its 
release, the Depart-
ment of Trade, Indus-
try and Competition 
(dtic) admitted it was 
falling short. In its In-
dustrial Development 
Strategy (IDS) 2026, 
which was released in 
June, the government 
said “progress towards 
the SAAM 2035 goals 
was stalling.” It said 
stagnant production 
volumes had led to a lo-
calisation rate of 39%, 
well below the 60% 
target.

Production and 
job figures paint a 
sobering picture

The government is 
also falling short on its 
other measures. It want-
ed to produce at least 1,3 
million units by 2035, but 
according to Naamsa, 
only 616 466 units were 
produced in 2025.  

There is a similar sto-
ry with the employment 
target. Instead of being 
close to reaching its 224 
000 target, the sector cur-
rently employs only about 
115 000 people.  

It also had the goal 
of accounting for 1% of 
global vehicle produc-
tion, but according to 
Naamsa, it accounted for 
just 0,62% in 2025.

CKD strategy emerges 
as a stopgap to protect 

jobs

The dtic said the auto-
motive industry remains 
an important part of 
the local economy, as it 
contributes roughly one-
third of manufacturing 
value and supports sig-
nificant employment and 
export activity, and it is 
looking at ways to sup-
port the sector.  

It is, for example, look-
ing at supporting com-
pletely knocked down 
(CKD) assemblies – a 
shipping strategy where a 
vehicle is exported as en-
tirely unassembled parts 
and put together in the 
destination country.  

It hopes that if vehicle 
manufacturers adopt this 
strategy, industry jobs 
could be protected and 
the sector could better 
navigate changing envi-
ronmental legislation.  

Several vehicle man-
ufacturers have already 
embraced CKD. BA-
IC’s plant in the Eastern 
Cape is using it to as-
semble Foton bakkies, 
while Mahindra signed a 
memorandum of under-
standing (MoU) with the 
Industrial Development 
Corporation (IDC) to 
conduct an in-depth fea-
sibility study on the po-
tential establishment of 
a CKD vehicle assembly 
facility in the country.

NEV incentives seen 
as critical to safeguard 

European export 
markets

The dtic also said it is 
looking at scaling up its 
incentives for the manu-

facturing of new energy 
vehicles (NEVs) – com-
monly referred to as EVs 
– in South Africa. Such a 
move would also include 
support for component 
manufacturers.  

“These measures will 
assist the industry to re-
main globally competi-
tive and attract new in-
vestors into the country.”  

Support for NEVs is 
something vehicle man-
ufacturers have been 
calling for some time. 
Without it, they would 
struggle to hold onto 
their export markets in 
Europe, which plans to 
ban the importing of 
Internal Combustion 
Engine (ICE) vehicles 
in 2035.  

Having incentives for 
NEV production is es-
sential for the sector, as 
it accounted for 75,7% 
of total vehicle exports 
in 2025.

Mineral wealth offers 
a dual opportunity for 

decarbonisation

In the IDS, the govern-
ment also noted that the 
country has the poten-
tial to be a big player in 
the global NEV and re-
newable energy storage 
sectors, given the rich-
ness of lithium, copper, 
cobalt, and manganese 
deposits in Africa.  

“The beneficiation of 
minerals and addressing 
hard-to-abate sectors 
are two closely linked 
priorities in the IDS. 
Done right, mineral ben-
eficiation can directly 
support the decarboni-
sation of hard-to-abate 
sectors.”

South Africa’s Automotive 
Masterplan goals stall as 

production targets slip
A decade on, production, localisation and employment goals remain 

stubbornly off-target

SOUTH Africa’s new 
vehicle market extended 
its growth momentum 
in June, while navigating 
a demanding domestic 
economic landscape dur-
ing the month, in high 
inflation, and interest 
rate domestic operating 
environment. 

June’s performance is 
particularly noteworthy 
given the contraction in 
consumer confidence re-
corded during the second 
quarter of 2026. 

While households and 
businesses have become 
increasingly cautious 
amid rising fuel costs and 
broader economic uncer-
tainty, vehicle demand re-
mained underpinned by 
essential mobility needs 
and ongoing economic 
activity.  The ability of the 
market to sustain growth 

in a more uncertain eco-
nomic environment un-
derscores the essential 
nature of domestic prod-
uct offerings and the con-
tinued role of the auto-
motive sector in enabling 
economic participation, 
trade and logistics activi-
ty across the country.

Aggregate domestic 
new vehicle sales in June 
2026 reached 54,482 
units, the best overall 
June monthly perfor-
mance since 2007, rep-
resenting an increase of 
7,213 units, or 15,3%, 
compared to the 47,269 
vehicles sold in June 
2025. 

In contrast, export 
volumes decreased to 
33,879 units, a contrac-
tion of 6,9% relative to 
the 36,377 units shipped 
in June 2025. 

Overall, out of the total 
reported industry sales of 
54,482 vehicles, an esti-
mated 47,368 units, or 
86,9%, represented deal-
er sales, an estimated 
7,8% represented sales to 
the vehicle rental indus-
try, 2,8% to government 
sales, and 2,5% to indus-
try corporate fleets.

The June 2026 new 
passenger car market at 
38,393 units recorded an 
increase of 5,882 units, 
or 18,1%, compared to 
the 32,511 new cars sold 
in June 2025. Car rental 
sales accounted for 9,7% 
of new passenger vehicles 
sold during the month. 
Domestic sales of new 
light commercial vehicles 
(bakkies and mini-bus-
es) at 13,171 units dur-
ing June 2026 recorded 
a gain of 1,016 units, or 

8,4% compared to the 
12,155 units sold in June 
2025.

Sales in the medium 
and heavy commercial 
vehicle segments reflect-
ed a positive perfor-
mance during June 2026. 
Medium commercial 
vehicle sales at 647 units 
recorded a 0,6% increase 
compared to the 643 
units sold in June 2025, 
while heavy trucks and 
buses, at 2,271 units, re-
flected a 15,9% increase 
compared to the 1,960 
units sold in June 2025.

Exports remained 
under pressure in June 
2026, with vehicle export 
sales reaching 33,879 
units, down 2,498 units, 
or 6,9%, compared to the 
36,377 units exported in 
the corresponding month 
last year.

Domestic vehicle sales drive first-
half growth momentum - Naamsa

https://www.engen.co.za/
mailto:larry.claasen@cbn.co.za
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DP World has helped 
customers cut more 
than 160,000 tons of 
CO2e  savings from 
UK supply chains in 
less than three years, 
driven by a combina-
tion of increased rail 
freight, lower-carbon 
trucking solutions and 
innovative carbon inset 
programmes. 

The pioneering 
Modal Shift Pro-
gramme launched in 
September 2023 has 
played a major role 
in the achievement, 
increasing the share 
of rail freight at DP 
World’s Southampton 

terminal from 21% to 
more than 30%, with 
more than 200,000 
truck trips moved from 
road to rail. 

DP World UK’s Low 
Carbon Truck Pro-
gramme (LCTP) trial 
has registered more 
than 1,500 trucks to 
the scheme, enabling 
hauliers serving Lon-
don Gateway and 
Southampton to tran-
sition from diesel to 
Hydrotreated Vegeta-
ble Oil (HVO) at no 
additional cost under 
phase one. 

The LCTP has been 
further strengthened 

by the second phase 
with the implemen-
tation of the Electric 
Vehicle Introduction 
and Transition Accel-
erator (EVITA) trial 
at Southampton, al-
lowing hauliers to op-
erate electric HGVs at 
the same cost as diesel 
and test in real world 
operations for a period 
of 12-weeks. 

John Trenchard, 
vice president – sus-
tainable supply chains, 
DP World, said: “Ex-
ceeding 160,000 tons 
of CO2e savings in 
just three years is a 
major milestone. We 

see the net zero econ-
omy as a key factor in 
our future growth and 
our ability to deliver 
for customers. This 
achievement demon-
strates the real bene-
fits of ports, logistics 
providers and custom-
ers working collabora-
tively to decarbonise 
supply chains at scale. 
Through initiatives 
spanning rail freight, 
lower-carbon fuels, 
electrification and car-
bon inset credits, we 
are helping customers 
reduce emissions while 
maintaining efficient, 
resilient and commer-
cially sustainable sup-
ply chains.” 

The initiatives are 
helping customers re-
duce Scope 3 emissions 
without compromising 
supply chain efficiency, 
reliability or competi-
tiveness. 

DP World’s Car-
bon Inset Programme 
(CIP) has continued 
to scale since launch-
ing in January 2025, 
with registrations now 
surpassing 250,000 
TEUs worth of car-
go after the credits 

available through the 
scheme were increased 
five-fold from 50kg to 
250kg of CO2e per con-
tainer. 

Building on the pro-
gramme, DP World 
UK earlier this year 
launched the new 
‘Container Terminal 
Inset Certificates’ cre-
ated through emissions 
reductions at South-
ampton, which will be 

included in DP World’s 
Carbon Inset Pro-
gramme. 

These inset certifi-
cates enable custom-
ers to count emissions 
reductions generated 
through electrification, 
renewable electricity 
and lower-carbon fuels 
such as HVO towards 
their own supply chain 
decarbonisation tar-
gets. 

DP World operates 
across more than 75 
countries, enabling 
over 9% of global 
containerised trade. 
Through its integrat-
ed ports, logistics and 
transport network, DP 
World is helping cus-
tomers accelerate sup-
ply chain decarbonisa-
tion while maintaining 
efficient and resilient 
trade flows worldwide.

DP World surpasses 160,000 tons of CO2e savings across UK supply chains

THE BLG Group held 
its own in a challenging 
market environment 
during the 2025 fis-
cal year  and further 
strengthened its finan-
cial stability. 

The German trans-
port company BLG 
Group’s South Afri-
can subsidiary. BLG 
Logistics operates at 
five sites in the coun-
try, and offers a vehicle 
export service.

Revenue for the 
group amounted to 
approximately €1,2 bil-
lion. Earnings before 
taxes (EBT) amounted 
to €77,4 million, ex-
ceeding the company’s 
original expectations. 

The Group’s equity 
ratio increased from 
25,3% to 27,2%. In 
light of BLG AG’s re-
sults, the Executive 
Board and Supervisory 
Board also proposed 
to the Annual Gener-
al Meeting that a divi-
dend of €0.50 per share 
be distributed for the 
2025 fiscal year.

“We ended 2025 
with better results 
than we had expect-
ed at the beginning of 
the year. That is the 
key takeaway. Not be-
cause the environment 
made it easy for us. 
But because we acted 
decisively where nec-
essary. And because 
we stayed the course 
where it was the right 
thing to do,” said Mat-
thias Magnor, CEO of 
the BLG Group, at the 
146th Annual General 
Meeting.

Strong results 
in a challenging 

environment

Geopolitical conflicts, 
trade uncertainties, 
and weak economic 
growth characterised 
the past fiscal year. At 
the same time, the au-
tomotive industry in 
particular continues 
to undergo profound 
structural change. As 
a logistics service pro-
vider, BLG feels the 
effects of changes in 
global goods flows ear-
ly on and directly.

The Automobile 
division proved to be 
robust again in 2025. 
Despite declining vehi-
cle volumes, earnings 
improved. Key factors 
included the network’s 
high level of vertical 
integration, technical 
services, and strong 
capacity utilisation 
at the sites. With the 
commissioning of the 
new domestic terminal 
in Ahlhorn, important 
foundations for further 
growth were also laid.

The Contract divi-
sion fell short of ex-
pectations due to the 
ongoing economic 
downturn and declin-
ing volumes. 

At the same time, the 
measures implemented 
to focus on economi-
cally attractive activ-
ities began to show 
initial positive results. 
In addition, market po-
sitions in selected seg-
ments were maintained 
and further developed.

The Container divi-
sion once again made 
a significant contri-
bution to the Group’s 
earnings. The income 
from the investment 
in EUROGATE con-
tinued the strong per-
formance of previous 
years and contributed 
€56,6 million to earn-
ings after taxes. The 
Wilhelmshaven site 
performed particularly 
well: handling volume 
increased by approxi-
mately 75 percent com-
pared to the previous 
year.

Looking to the future 
with confidence

The challenges ahead 
remain significant as 

we look to the coming 
years. Geopolitical 
tensions, trade con-
flicts, and the pro-
found changes taking 
place in many markets 
will continue to affect 
businesses. 

With its “Klar auf 
Kurs” strategy, the 
BLG Group is con-
sistently aligning its 
actions with profitable 
growth, operational 
excellence, and long-
term customer rela-
tionships. At the same 
time, BLG is making 
targeted investments 
in infrastructure, net-
works, and the future 
viability of its loca-
tions.

For the current 
fiscal year, the BLG 
Group expects eco-
nomic and geopolitical 
conditions to remain 
challenging. 

However, thanks to 
its broad positioning, 
international pres-
ence, and strength-
ened financial foun-
dation, BLG considers 
itself well-equipped to 
respond to changes in 
its markets and capi-
talise on new opportu-
nities.

Looking ahead to 
the coming years, 
Magnor emphasised: 
“Free global trade, 
open markets, func-
tioning supply chains, 
and efficient ports 
are prerequisites for 
prosperity and com-
petitiveness. BLG will 
do its part—through 
investment, a sense 
of responsibility, and 
a commitment to re-
maining a reliable 
partner for customers 
and the business com-
munity in the future.”

Logistics group BLG holds 
its ground in a challenging 
market environment and 

remains on track

https://cbn.co.za/a2tn
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AT the 2026 ENLIT 
Africa Exhibition, 
Nicholas Msibi, CEO 
of ACTOM EPC, chal-
lenged the prevailing 
focus on technical ob-
stacles in Independent 
Power Transmission 
(IPT) by spotlighting a 
far more pressing need: 
investment certainty. In 
doing so, he reframed 
the conversation, mov-
ing it from what Africa 
can build to how Africa 
can build with confi-
dence, at scale, and for 
sustainable impact.

Proven capability 
across Africa

Africa, and especially 
South Africa, has re-
peatedly demonstrat-
ed both the technical 
know-how and indus-
trial capacity to deliver 
large-scale grid pro-
jects. The region’s en-
gineers have designed 
and built advanced 
high-voltage systems, 
achieving feats that are 
respected and emulat-

ed worldwide. Their 
expertise is not just 
proven at home; it’s 
been shared with and 
adopted by internation-
al partners.

Progress stalled by 
uncertainty

Yet despite these 
proven capabilities, 
progress has slowed, 
stalled not by lack of 
skill, but by uncertain-
ty. The real roadblock is 
not in the competence 
and capability or on the 
construction sites, but 
in the boardrooms and 
policy offices where de-
cisions about the future 
are made.

The impact of 
inconsistent demand 

and policy signals

Msibi argued that the 
primary challenge is 
inconsistency, shifting 
demand signals and 
unpredictable policy 
directions. For manu-
facturers, contractors, 

and investors, the ab-
sence of a clear project 
pipeline creates hesita-
tion and stalls invest-
ment. Without predict-
ability, local businesses 
cannot scale up, invest 
in talent, or innovate 
with confidence. He 
cautioned that simply 
replicating interna-
tional models without 
adapting them to Af-
rican realities risks 
eroding domestic man-
ufacturing, undermin-
ing local value chains, 
and sacrificing nation-
al priorities. “Inter-
national competition 
does matter”, he said, 
but it should be har-
nessed to strengthen, 
not replace, the local 
ecosystem.

Infrastructure as a 
socio-economic lever

Who gets to build Af-
rica’s transmission 
infrastructure is not 
just a technical or fi-
nancial question; it’s 
a social and economic 

one. Prioritising local 
firms means investing 
in jobs, skills develop-
ment, and broader in-
dustrial growth. When 
projects are awarded 
abroad despite local 
capability, the oppor-
tunity cost extends be-
yond lost contracts; it 
means fewer jobs for 
Africans and slower 
progress towards na-
tional development 
goals.

Local procurement as 
a strategic approach

Local procurement, 
Msibi emphasised, is 
not about protection-
ism. It’s about building 
a resilient, innovative 
ecosystem capable of 
sustaining Africa’s 
long-term energy am-
bitions. Sourcing local-
ly creates a multiplier 
effect, spurring job 
creation, supporting 
industrial growth, and 
building the societal 
stability needed for a 
thriving energy sector.

Emerging momentum 
from IPP Programmes

There are encouraging 
signs. Initiatives like 
the Independent Power 
Producer programme 
are beginning to pro-
vide clearer demand 
signals, sparking in-
vestment and renewed 
interest in transmis-
sion infrastructure. 
However, Msibi cau-
tioned that these gains 
will only translate into 
long-term benefits if 
they are underpinned 
by unwavering policy 
support and a steadfast 
commitment to local 
industry development.

Aligning the ecosystem 
for long-term success

Ultimately, Msibi be-
lieves that the chal-
lenge is one of ecosys-
tem alignment. Real 
progress in grid expan-
sion will require de-
liberate coordination: 
policies that support 
long-term investment, 

investment that nur-
tures local industry, 
and industry that de-
livers socio-economic 
value back to commu-
nities. Only with this 
holistic approach can 
Africa unlock the full 
potential of its trans-
mission sector.

A call for commitment 
and certainty

The call to action is 
clear. For Africa to re-
alise its energy future, 

leaders, policymakers, 
and investors must step 
up with courage and 
consistency to provide 
the stable, predictable 
investment environ-
ment that will unleash 
the continent’s technical 
and industrial potential. 
Without this certainty, 
Africa risks leaving its 
greatest assets, its peo-
ple and its ingenuity, un-
derutilised. The time to 
commit is now.

https://actom.co.za

ACTOM calls for investment certainty to unlock Africa’s 
grid expansion

Shifting the focus: From technical barriers to investment certainty

Nicholas Msibi, CEO of ACTOM EPC.

https://actom.co.za/actom/engineering-projects-and-contract
https://actom.co.za/actom/engineering-projects-and-contract
https://cbn.co.za/r6ae
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ENERGY SECURITY & LOWER OPERATING COSTS

BATTERY ENERGY STORAGE & SMART POWER SOLUTIONS 

AIRPORTS and cold 
chain operations are 
built around continu-
ous uptime, with bat-
tery-powered equip-
ment playing a critical 
role in maintaining pro-
ductivity.

From refrigerated 
warehouses and distri-
bution centres to food 
retail and pharmaceu-
tical logistics, every 
minute of operational 
disruption can translate 
into product spoilage, 
missed delivery dead-
lines and increased 
costs.

Airports, too, require 
continuous equipment 
uptime. Even a failure 
in critical systems such 
as baggage handling 
can lead to delayed 
flights, frustrated cus-
tomers and, ultimately, 
revenue losses amount-
ing to billions globally.

Alexander Campbell, 
Area Sales Consultant 
at Industrial Power, 
a division of CFAO 
Equipment, says one 
of the key operation-
al disruptions faced in 
cold chain and airport 
productivity is battery 
downtime.

“Forklifts, pallet 
movers and other elec-
tric material-handling 
equipment are critical 
to modern cold chain 
logistics, as are bag-
gage handling tow trac-
tors and electric pallet 
jacks to airports. This 
means poor charging 
disciplines, ageing bat-
teries and limited visi-
bility into battery per-
formance can result in 
operational bottlenecks 
that directly impact ef-
ficiency and, for cold 
chain environments, 
product integrity.” 

One of the greatest 
challenges that opera-
tors face is unplanned 
downtime caused by 
inefficient charging 
practices. Traditional 
charging approaches 
often result in equip-
ment standing idle for 
extended periods, espe-
cially during peak oper-
ating windows. 

To counter this, fast 
charging and opportu-
nity charging technol-

ogies are helping busi-
nesses overcome this 
challenge by allowing 
batteries to recharge 
during short breaks or 
shift changes, reduc-
ing interruptions and 
improving equipment 
availability throughout 
the day.

Campbell says lith-
ium-ion technology, 
in particular, is trans-
forming uptime perfor-
mance in high-demand 
environments. “These 
batteries support rap-
id charging, maintain 
consistent power output 
and eliminate the need 
for battery swapping in 
many applications. For 
cold chain or airport 
operations requiring 
continuous throughput, 
this can significantly 
improve productivity 
while simplifying bat-
tery management.”That 
said, lead-acid batteries 
continue to offer an af-
fordable and reliable 
solution for less inten-
sive duty cycles. “It is, 
however, important to 
select the correct bat-
tery technology for the 
operational require-
ment rather than adopt-
ing a one-size-fits-all 
approach,” he notes.

Battery visibility is 
another growing con-
cern in cold chain and 
airport environments. 
Many businesses rely 
on reactive mainte-
nance, only addressing 
issues once a battery 
fails or equipment per-
formance declines. 

Notably, modern 
battery monitoring 
systems built into lith-
ium-ion batteries or 
easily retrofittable onto 
lead acid equivalents 
now provide real-time 
insights into battery 
condition, charging be-
haviour and operation-
al health. Automated 
alerts visible on a dash-
board or sent via email 
can identify overheat-
ing, undercharging, 
overcharging or declin-
ing performance risks 
before these issues lead 
to equipment failure or 
safety incidents.

“This proactive ap-
proach not only reduces 

risk and improves up-
time but also enhances 
workplace safety and 
extends useable battery 
life,” adds Campbell. 
Smart charging tech-
nologies are also help-
ing operators reduce 
energy consumption 
and stabilise electrici-
ty demand. Intelligent 
charging systems op-
timise charging cycles 
based on battery con-
dition and operational 
requirements, reducing 
unnecessary energy 
use while preventing 
premature battery deg-
radation. In regions 
where grid reliability 
and electricity costs are 
under pressure, this can 
deliver meaningful op-
erational savings.

Notably, lithium-ion 
batteries and chargers 
are more energy effi-
cient and result in better 
carbon neutral scores 
while lead acid batter-
ies constantly emit hy-
drogen gas, particularly 
during charging. This 
poses a risk of sulfu-
ric acid contamination 
which is pertinent for 
equipment that is oper-
ated indoors.

Reducing mainte-
nance requirements is 
another important con-
sideration. Lithium-ion 
batteries generally re-
quire less maintenance 
compared to their 
lead-acid counterparts, 
with advanced moni-
toring tools reducing 
the need for manual in-
spections and emergen-
cy repairs. With fewer 
maintenance interven-
tions needed, operating 
costs and disruptions to 
critical cold chain and 
airport activities are re-
duced.

“As cold chain and 
airport operations con-
tinue evolving, the of-
ten-overlooked matter 
of battery performance 
will play an increasingly 
important role in deter-
mining productivity, ef-
ficiency and operational 
resilience,” concludes 
Campbell.

Learn more at https://
www.cfaoequipment.
co.za/industrial-power/

Battery performance 
critical to cold chain and 

airport productivity

Atlas Copco battery energy storage 
systems (BESS) are reshaping 

the power supply landscape and 
driving energy transition forward

Atlas Copco’s ZBC energy storage systems deliver 
scalable, containerised power solutions for industrial 

and commercial needs. 

Atlas Copco energy storage systems are strategic 
enablers of modern sustainable operations.

ATLAS Copco Power 
Technique’s advanced 
battery energy storage 
systems deliver reliable, 
flexible, long-duration 
power, drive opera-
tional sustainability 
and ensure continuity 
in demanding applica-
tions where a constant, 
high-capacity energy 
flow is critical. 

Engineered for the 
efficient storage and 
delivery of energy to 
match load demand, 
these industry-lead-
ing lithium-ion energy 
storage systems are 
designed for off-grid 
applications and rein-
forcing limited grid ca-
pacity, also excelling in 
managing high-demand 
scenarios with variable 
load profiles, seamlessly 
balancing low loads and 
peaks with efficiency. 

These compact, ro-
bust systems are the 
very definition of low 
Total Cost of Owner-
ship (TCO), delivering 
operational efficien-
cy, fuel and emission 
economies and scalable 
solutions that unlock 
reliable energy across 
industries and empower 
operators to optimise 
energy use, boost pro-
ductivity and cut costs. 
Coupled with a genera-
tor, these systems man-
age low loads with such 
exceptional efficiency 
that running hours are 
slashed by up to an im-
pressive 70%. The re-
sulting boost in reliabil-
ity and the extension of 

generator lifetime by 
five to ten years further 
provide tangible savings 
for operators. Even 
more compellingly, in 
standalone operation 
or when paired with the 
grid and/or renewables, 
the units consume no 
fuel at all. Moreover, 
daily fuel consumption 
can be cut by up to 90% 
in hybrid solutions with 
power generators, fur-
ther lowering costs and 
emissions.

Combined with an 
integrated ECO Con-
troller™, Atlas Copco’s 
in-house developed 
Energy Management 
System (EMS), which 
intelligently adjusts the 
power offering to match 
demand based on the 
load profile, energy 
storage systems enable 
operators to decarbo-
nise their operations 
while achieving signif-
icant fuel, energy and 
lifecycle savings. Com-
plementing this, At-
las Copco’s intelligent 
telematics solution, 
FleetLink, optimises 
fleet utilisation by pro-
viding smart insights 
and remote monitoring 
in real-time for max-
imum efficiency and 
performance. 

Lithium-ion ener-
gy storage systems are 
transforming the way 
power is deployed. 
Lithium-ion bat-
tery-based systems are 
recharged solely by re-
newable sources, deliv-
ering regulation-com-

pliant performance 
that meets stringent 
emission norms during 
operation. In hybrid 
setups with fossil en-
ergy sources, they pro-
portionally cut CO2 
emissions, that is, no 
emissions in line with 
fuel savings, depend-
ing on the application 
or load profile. Their 
inherently quiet oper-
ation makes them ideal 
for noise-sensitive envi-
ronments. 

Atlas Copco’s en-
ergy storage systems 
portfolio includes the 
extra-small 2 to 10 kVA 
units, the 15 to 150 kVA 
Canopy range and the 
200 to 1200 kVA ZBC 
Container series. As the 
largest container energy 
storage system in the 
prime power market, 
this next-generation 
ZBC 1000-1200 delivers 
1 MW of power output 
and 1.2 MW of energy 
capacity from a single 
unit, all conveniently 

packed into a compact 
container.  

The ZBC 1000-1200’s 
improved LFP battery 
management system 
and trusted LiFePO4 
lithium-ion phosphate 
technology ensure in-
credible reliability and 
a long operating life. 
An advanced thermal 
management HVAC 
system guarantees last-
ing power in extreme 
conditions from -20 °C 
to +50 °C. Sustaining 
high performance even 
at higher altitudes, the 
container integrates 
precise battery-com-

partment temperature 
control and advanced 
fire suppression for 
safe, dependable opera-
tion and extra winterisa-
tion for harsh climates. 
Plug-and-play capabili-
ty supports quick instal-
lation and connection, 
saving time, manpower 
and costs.

The ZBC range 
can be synchronised 
in parallel, up to 16 
units (≤ 500 kVA) 
and up to 8 flagship 
ZBC 1000-1200 units 
(> 1000 kVA), en-
abling the creation of 
a microgrid most ef-
ficiently, particularly 
when the available en-
ergy sources are renew-
able options. 

Atlas Copco’s energy 
storage systems com-
bine efficiency with 
scalability, unlocking 
smarter, more sustain-
able solutions tailored 
to diverse energy de-
mands. They can prop-
erly size cranes and 

other electric motors, 
while low-noise opera-
tion makes them ideal 
for managing peaks at 
EV recharging stations 
and in noise-sensitive 
environments. They de-
liver resilient, responsi-
ble energy on demand 
across construction, 
telecoms, manufactur-
ing, mining, oil and gas, 
and rental applications, 
ensuring performance 
where reliable power is 
paramount.

For more information, 
email david.stanford@
atlascopco.com

https://www.cfaoequipment.co.za/industrial-power/
https://www.cfaoequipment.co.za/industrial-power/new-equipment/lithium-battery-packs/?model=lithium-battery-packs&view=detail
https://www.cfaoequipment.co.za/industrial-power/new-equipment/lithium-battery-packs/?model=lithium-battery-packs&view=detail
https://www.cfaoequipment.co.za/industrial-power/
https://www.cfaoequipment.co.za/industrial-power/
https://www.cfaoequipment.co.za/industrial-power/
mailto:david.stanford@atlascopco.com
https://cbn.co.za/9efn
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NEXT EDITION
SECTOR FOCUS

•	 Corporate & Commercial Law in 
Motion: Guiding Corporate SA 
Through Change

•	 Cutting / Welding / Machine Tooling
•	 Data Centres / Supply Chain 

Equipment
•	 Electrical / Cables / Accessories 

Testing & Measurement
•	 Financial Services / Corporate 

Finance & Investment Banking 
/ Group Schemes / Medical / 
Retirement / Pension Funds

•	 Food / Beverage & Dairy 
Manufacturing & Processing

•	 HVAC / Industrial Refrigeration / 
Cold Storage

•	 Industry Bodies
•	 Power Transmission / Motion 

Control & Geared Drives
•	 Renewable & Alternative Energy 

Solutions
•	 Retail Operations, Back-end 

Logistics / Shop Floor / Point of Sale 
/ Supply Chain

THE NEXT GENERATION
Internships, Skills & Development Programmes

AS South Africa's plastics manufactur-
ing sector navigates rapid technological 
change, sustainability demands and in-
creasing global competition, skills de-
velopment and knowledge transfer are 
emerging as critical priorities for the in-
dustry's long-term competitiveness. With 
experienced operators, technicians, arti-
sans and supervisors approaching retire-
ment, manufacturers face the risk of los-
ing decades of practical knowledge built 
on the factory floor.

From training challenge to strategic 
business risk

"The skills shortage facing the plastics in-
dustry is no longer simply a training issue. 
It has become a strategic competitiveness 
issue," says Kirtida Bhana, Head of the 
Academy for Learning and Development 
at Plastics SA.

For many years, manufacturers have 
relied on highly skilled operators, setters, 
technicians and supervisors whose exper-
tise has been developed through years of 
practical experience. As many approach 
retirement, businesses face the challenge 
of replacing critical institutional knowl-
edge while addressing ongoing shortages 
of technical and production skills.

"The future success of the sector will 
depend on our ability to build a techni-
cally capable workforce that can support 
a modern, resilient and competitive man-
ufacturing base," Bhana stresses.

The growing demand for technical and 
hybrid skills

Technical roles such as machine opera-
tors, machine setters, process technicians, 
maintenance artisans, thermoplastic weld-
ers, quality controllers and production 
supervisors are becoming increasingly dif-
ficult to fill. These positions require tech-
nical knowledge, practical competence 
and strong problem-solving abilities.

At the same time, manufacturers re-
quire employees who combine plastics 

processing, materials and quality man-
agement expertise with an understanding 
of automation, digital technologies and 
sustainability.

Building skills for a circular economy

As recycling and sustainability become in-
creasingly important, manufacturers will 
also need a workforce equipped to sup-
port the transition to a circular economy.

"The circular economy will require 
new technical competencies, including 
the ability to work with recycled materi-
als, manage material variability, maintain 
quality standards and understand the 
link between processing, product perfor-
mance and environmental responsibility," 
says Bhana. These requirements further 
reinforce the need for continuous learn-
ing and ongoing workforce development 
throughout the plastics value chain.

Attracting the next generation

While young people continue to enter the 
plastics industry, numbers remain insuf-
ficient to meet future replacement and 
growth requirements.

Explains Bhana: "Manufacturing is 
often viewed as traditional factory work 
rather than a sector connected to ad-
vanced technology, product innovation, 
healthcare, infrastructure development, 
agriculture, automotive manufacturing 
and the circular economy. Changing this 
narrative is critical."

The industry offers career opportuni-
ties ranging from entry-level production 
roles to machine setting, quality manage-
ment, technical supervision, product de-
velopment, recycling and entrepreneur-
ship. Stronger career guidance, workplace 
exposure, learnerships, apprenticeships 
and mentoring will be essential to attract 
more young talent.

Creating career pathways

Plastics SA's Academy for Learning and 
Development is strengthening occupa-
tional learning pathways for key manu-
facturing roles while supporting both new 
entrants and existing employees through 
structured technical training.

A key priority is developing recognised 
occupational qualifications that create 
clear career pathways, enabling employ-

ees to progress into specialist and lead-
ership positions. Succession planning is 
also becoming increasingly important, 
with businesses identifying and preparing 
future setters, supervisors, trainers and 
technical specialists before experienced 
employees leave the workforce.

Investing in the Workforce of 2036

Looking ahead, Plastics SA advocates 
an integrated training model combining 
occupational qualifications, workplace 
learning, practical training, digital learn-
ing platforms, simulation technologies 
and technical coaching.

"The most important shift industry 
must make is to stop treating training as 
an annual event and start treating work-
force planning as a board-level competi-
tiveness priority," Bhana emphasises.

Strong partnerships between employ-
ers, training providers, SETAs, schools, 
TVET colleges and industry bodies will 
be essential to build sustainable talent 
pipelines and improve productivity, qual-
ity, safety and competitiveness.

People remain the industry's greatest 
asset

As the plastics industry continues to sup-
port packaging, infrastructure, water sys-
tems, agriculture, healthcare, automotive 
manufacturing and recycling, people re-
main central to its future success.

Automation may change jobs, but it 
will not eliminate the need for skilled hu-
man judgement, technical problem-solv-
ing and production leadership.

Plastics SA is encouraging manufac-
turers to identify critical roles, invest in 
structured training, create opportunities 
for young talent and ensure experienced 
employees transfer their knowledge be-
fore leaving the industry.

"The workforce that South Africa’s 
plastics industry will need in 2036 will not 
appear by accident. It must be built today 
through intentional planning, ongoing 
training, skills transfer and collabora-
tion," says Kirtida.

For more information visit www.plasticsin-
fo.co.za or contact:
Kirtida Bhana -Head: Academy for Learn-
ing and Development
 Email: Kirtida.bhana@plasticssa.co.za
 Cell: 082 322 0117

Skills transfer and continuous training
Key to the future competitiveness of South Africa's Plastics Industry

Kirtida Bhana, Head of the Academy for 
Learning and Development at Plastics SA.

"The industry needs people 
who can operate effectively in 

today’s production environment 
while adapting to tomorrow’s 
manufacturing technologies - 

Kirtida Bhana."
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THE BUSINESS TRAVELLER
THE EXECUTIVE GUIDE TO STRATEGIC TRAVEL 

By Adrian Ephraim

SOUTHEAST Asia is steadily turning 
into one of the busiest commercial regions 
for South African companies, according to 
travel experts at Sure Mithas.

Manufacturing, technology, retail sourc-
ing and logistics are driving the trend, and 
it’s no longer only the big multinationals 
making the trip. Mid-sized and owner-man-
aged businesses, including a growing num-
ber from the Western Cape, are now flying 
out regularly to build supplier relationships 
and open new markets.

Singapore as the entry point
• Singapore is usually the first stop for

South African companies entering the
region, largely because English is the
language of business and the legal sys-
tem is transparent and well understood

• It hosts regional headquarters for
hundreds of multinationals, making it
efficient for meetings and introductions
that lead to deals elsewhere in Southeast
Asia

• There are no direct flights from South
Africa. Most routes go via Dubai or
Doha, with total travel time of 13 to 15
hours

• Accommodation costs in Singapore sit
close to European capital-city levels, so
budgeting matters

Thailand and Vietnam for sourcing and
manufacturing

• Bangkok has a large industrial base
and has attracted South African buyers
in textiles, consumer goods and food
manufacturing for years

• Business culture in Thailand is formal
and relationship-driven, particularly in
first meetings

• Vietnam has become a priority for com-
panies diversifying their supply chains 
away from single-country dependency

• Ho Chi Minh City is the commercial
hub, Hanoi is where regulatory relation-
ships are managed, and South African
passport holders can now apply for
an e-visa, which has simplified entry
considerably

Planning a multi-city trip

• A single-city trip to Singapore can be
worthwhile, but combining Singapore,
Bangkok and Ho Chi Minh City in one
itinerary improves the economics of the
trip

• A realistic multi-city Southeast Asia trip
needs seven to ten days to be commer-
cially useful

• Routing should follow a logical geo-
graphic sequence rather than the cheap-
est available fares

What catches South African travellers off 
guard

• The heat and humidity in all three cities
is more intense than most South Africans
expect, and outdoor meetings or transfers
during midday should be avoided

• Southeast Asia runs five to seven hours
ahead of South Africa, so early morning
calls back home become routine

• Cash is still widely used in Bangkok and
Ho Chi Minh City, especially for smaller
transactions

• Bangkok and Ho Chi Minh City are
often two to three times cheaper than
Singapore for equivalent accommodation

Why it matters for Cape Town and Western 
Cape businesses

South African firms that build relationships 
in Southeast Asia early tend to benefit over 
time, since these are markets where trust 
is built in person rather than over email or 
video calls. As flight connections and visa 
processes keep improving, the barriers that 
used to make these trips impractical are fall-
ing away, and the commercial case for going 
is getting stronger.

Southeast Asia business travel gains momentum among 
South African companies

By Chantelle Botha

FOR the last two decades, leadership de-
velopment has been heavily influenced by 
personality assessments, strengths-based 
development, leadership archetypes and 
values clarification.

Each asks, in its own way, the same ques-
tion: Who are you?

It has been a useful question, but I sus-
pect it is no longer the most important one.

The leaders who will thrive over the next 
decade will be the ones who allow them-
selves to adapt, not the ones who can de-
fine themselves most clearly.

The problem with identity-based 
leadership

Today, organisations are navigating tech-
nological disruption, economic uncertain-
ty, and unprecedented access to informa-
tion. What worked five years ago may no 
longer work today.

Identity provides a sense of consistency, 
but the danger is that consistency can be-
come rigidity.

Have you ever heard someone say, “I’m 
not good with conflict,” or “I’m not a cre-
ative person”? While these statements 
may feel true, they can become constraints 
because they create fixed definitions in a 
world that is anything but fixed.

In this environment, certainty has a 
shorter shelf life than ever before.

The challenge is that many people be-
come trapped by who they believe they are, 
or who they believe they should be, rather 
than responding to what the situation re-
quires of them.

The emerging question

What if we moved beyond “Who am I” and 
asked “How am I” instead?

This linguistic reframe represents a fun-
damental shift in how we think about lead-
ership.

When the environment becomes uncer-
tain, our instinct is to seek certainty. In an 
uncertain world, this can show up as pro-
crastination or anxiety. Yet the only place 
we can influence outcomes is in the present 
moment.

Asking “How am I?” brings awareness 
back to what is happening right now.

“Who” asks for a definition, whereas 
“How” asks for an experience. The former 
seeks certainty, whilst the latter creates 
awareness.

If you’re tired of carrying the weight of 
always knowing who you are and what to do 

next, presence offers a different path: you 
don’t have to have the answers, you only 
have to show up to the moment.

Presence creates momentum

This shift from identity to presence is not 
merely philosophical, it is already being 
recognised in global leadership research.

A senior L&D Director is quoted in 
Harvard’s 2024 Global Leadership Devel-
opment Study: “What our business leaders 
need to do differently is to recognise that 
the things that have gotten them to the 
place they are, will not get us to the next 
level. We need internal introspection on 
not just our strengths and weaknesses, but 
on those things that we don’t like to do and 
embrace the changes.”

The best leaders remain present long 
enough to ask better questions. They stay 
curious when situations become unclear, 
tolerating discomfort without immediate-
ly retreating into old habits.They respond 
rather than react. Most importantly, they 
take action before certainty arrives.

One of the biggest misconceptions in 
leadership is that confidence comes first. 
Confidence is built through repeated ac-
tions over time. Presence allows us to take 
that first courageous step before certainty 
arrives.

Presence creates the conditions for ac-
tion. And action creates momentum.

A new leadership advantage

The future belongs to leaders who allow 

themselves to flow with radically changing 
dynamics.

In an increasingly uncertain future, per-
haps the most valuable leadership question 
is no longer: Who am I?

But rather: How am I? … and what does 
this moment require of me?

If you’re a leader who wants to thrive 
over the next decade, you don’t need anoth-
er framework. You need permission to stop 
performing certainty and start practising 
presence. If that conversation resonates, 
message me.

Chantelle Botha is an international speak-
er, author and founder of Phoenix. Through 
her speaking, coaching and facilitation, she 
helps leaders move beyond fixed identities to 
become more curious, courageous and con-
fident in an ever-changing world.

The future of leadership: Why presence matters more 
than identity

https://cbn.co.za/bzmf



