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CAPE TOWN-based contenders 
are fast making their mark on an 
increasingly vibrant fintech scene.

Fintech essentially involves technology 
services used to support and enable 
banking and financial services.

Cape Town has a long history of 
innovation in this regard – remembering 
that in 2011 a locally developed mobile 
payments company Fundamo was sold 
to financial services giant Visa for $110 
million. Some of Fundamo’s shareholders 
included Remgro, Sanlam and Mark 
Shuttleworth’s HBD Capital.

Who can forget that PSG aligned Capitec 
Bank combined technology and banking 
services to offer a low cost banking model to 
the multitudes of ‘unbanked’ in South Africa. 
Indeed, even Naspers – originally a media 
company – is harnessing technology to drive 
its fast expanding e-commerce offering.

Last month news broke of Prodigy 
Finance - an international fintech platform 
specialising in student funding loans – 
clinching a R3.19 billion fund raiser. This 
includes a R532 million equity round led 
by venture capital firm Index Ventures 
with participation from Balderton 
Capital and AlphaCode (part of Rand 
Merchant Investment Holdings) as well as 
a R2.66 billion debt facility led by a global 
investment bank.

Since Prodigy – which has more than half 
of its staff headquartered in Cape Town - 
was established in 2007 it has provided 
more than 7 100 students over R4.32 billion 
in funding. The business expects to lend to 
20 000 customers by the end of 2018.

Prodigy Finance’s global credit model 
assesses applicants based on projected 
earnings rather than historical credit, 

allowing the company to provide funding 
to students without collateral, a co-signer 
or guarantor. 

Cameron Stevens, the founder and CEO 
of Prodigy Finance, said Prodigy was 
excited about the investment. “It will help 
us double the size of our student portfolio. 
We saw a market failure in international 
lending and have spent the last decade 
rectifying this problem. Our business 
model and the schools we work with have 
also allowed us to build a talented team of 
experts, including our tech professionals 
and programmers in Cape Town.” 

Dominique Collett, the head of 
AlphaCode, reckoned Prodigy had a truly 
differentiated business model that solved 
a real customer need. “It is powered by a 
talented team, and is one of the leading 
lights of international fintech.”

Another Cape Town company that 
is making waves in the fintech sector is 
mobile money transfer specialist IMB.

Since 2009 it has processed transactions 
to the tune of R3bn and its customer base 
is growing at a rate of about 10% a month.

CEO Glen Jordan said this showed there 
is a market for mobile money transfer 
services as long as the offering met the 
actual needs of South African customers.

One of IMB’s key innovations is its 
hybrid model that links customers’ mobile 
wallets to an optional MasterCard debit 
card that unlocks access to the “real” world 
via ATMs or any shop or retailer with a 
card machine.

Jordan said IMB had reasserted the 
value of a human interface by creating 
a network of service centres owned and 
operated by members of the community 
where they operate.

“This establishes a trusted point of 
contact for would-be customers in the form 
of someone who lives among them.”

Of the about 31 million debit orders 
that are processed nationally each month, 
roughly 1.2 million go unpaid (according to 
the Payments Association of SA). Jordan 
said IMB gave consumers control over 
their repayments with a unique account 
protected from debit orders. 

“This gives customers back control of 
their finances, allowing them to manage 
their cash flow on their own terms.” 

The market potential for IMB is 
sprawling. Jordan pointed out that

Although three quarters of adult 
South Africans have a bank account, 
the “unbanked” and “under-banked” 
still make up a large portion of rural and 
disadvantaged communities. 

“This is a large group who are trapped 
in poverty, without access to financial 
services, restricted to cash and unable 
to store money safely. Cost and physical 
location are both barriers to entry for 
this group, and mobile money and mobile 
phones offer a financially inclusive solution 
for them.” 

Another fintech firm to watch is Wonga, 
the short term lender of unsecured credit 
that is in the throes of re-investing itself in 
South Africa.

Fintech finds traction

Dawn cuts knife
At the time of going to press, news had 
just broken that African Dawn Capital 
(Afdawn) had sold Cape Town-based 
venture capital backer Knife Capital 
to Evitavonni International SA for 
the princely sum of R3.6 million.

Not much is known about the 
purchaser at this stage, or its 
intentions with Knife Capital.

But Afdawn reiterated its strategy 

to be an active investment holding 
company (and invest directly in 
operating businesses), pointing out 
that the key underlying strategy of 
Knife was to be a venture capital fund 
manager.

Afdawn, though, would still 
have investment rights via a 50% 
shareholding in Knife’s venture capital 
accelerator Grindstone. 

How do you tackle a walk from 
Pretoria to Cape Town? The 
obvious answer is “One step at 

a time”, but you’re probably asking the 
question “Why walk from Pretoria to 
Cape Town when there are far easier 
options to cover the distance?” Crazy 
for Walking is an initiative which will 
see several walkers depart Pretoria 
on  1 September  and arrive in Cape 
Town on  10 October  which is World 
Mental Health Day. They’re walking 
to highlight and de-stigmatize Mental 
Illness.

Taking “ownership” of the word 
“Crazy” is key to the campaign. “Our 
aim is to educate people about men-
tal illness, particularly depression and 
anxiety,” says Francois Louw, CEO of 
Vista Clinic, one of 30 psychiatric hos-
pitals in the National Health Network 
(NHN) group of hospitals and the 
principal sponsor of the initiative. “ 

Walkers will walk from Monday to 
Friday every week, walking around 
12 hours per day in relay shifts. This 
means that each walker will walk be-
tween 4 and 6 hours per day. The walk-
ers are sponsored by their companies 
and come from all around the country 
with most walking in the regions near 
to their workplaces.

And, if you notice that the walkers 
are all wearing very funky, colourful, 
crazy socks, this is a key element of the 
campaign. On 10 October, to highlight 
World Mental Health Day, Crazy for 
Walking is encouraging everyone to 
wear their “craziest” socks and to take 
photographs of this and share the pics 
on the social media feeds as part of 
“Crazy Socks Day.” 

Crazy Walk

http://www.fastenright.co.za
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THE Coega Devel-
opment Corporation 
(CDC), operator of 
the award winning 
Coega Special Eco-
nomic Zone (SEZ) an-
nounced that over 450 
much needed jobs have 
been created as a result 
of the booming con-
struction in the SEZ.

The projects currently 
at various phases of con-
struction include the (1) 
Customs Control Area 
(CCA), (2) BAIC Ring 
Road Project, (3) BAIC 
construction site (Au-
tomotive sector) all of 
which are in Zone 1, (4) 
MM Engineering (Ener-
gy Sector) in Zone 3, (5) 
Kenako Construction 
and (6) Osho Cement 
(Metals sector) both of 
which are in Zone 5.

The announcement 
by the CDC follows the  
recently released Poverty 
Trends in South Africa 
report by Statistics South 
Africa this week, which 
raised alarming stats on 
the poverty levels of the 
country with a staggering 
55% (30,4 million South 
Africans) of the popula-
tion living in poverty.

“We are certainly alive 
to and mindful of our 

role in society and the 
mandate in terms of socio 
economic deve-lopment, 
given the environment 
under which we oper-
ate. Therefore, every job  
created is critical in 
putting food on the table 
of many of our citizens 
who rely on the oppor-
tunities provided by the 
Coega SEZ through 
these projects,” says Dr 
Ayanda Vilakazi, CDC 
unit head marketing & 
communications.

“Emerging contrac-
tors play an integral part 
to sustainable develop-
ment and this is achieved 
through the CDC’s 
SMME capacitation 
programme. Our dedi-
cated SMME Unit was 
specifically established 
to develop and support 
SMMEs, in line with 
our vision as a catalyst 
for championing of the 
socio-economic devel-
opment” he added.

Vilakazi notes that in 
the last financial year 
2016/17, the CDC’s 
SMME procurement 
spend was around 38% 
of the value of contracts 
managed by the com-
pany.   This amounted 
to R884 million.

Coega continues 
providing jobs in 
the NMB Metro

By Rowena Kemp of 
Adroit Technologies

IN order to remain fit 
for the future, water 
supply and distribu-
tion facilities need to 
set themselves special 
challenges and take 
future trends seri-
ously. Topics such as 
system migration and 
modernisation, data 
capture and analysis 
or preventive mainte-
nance are becoming 
increasingly important 
when it comes to en-
suring a high level of 
plant availability and 
efficient operation.

“The primary goal 
of every company is to 
guarantee long-term 
business continuity 
while maintaining a 
high level of plant avail-
ability. It is important 
to implement notable 
trends effectively – with 
the help of modern  
automation technolo-
gies, for example. These 
can help to minimise 
life-cycle costs signifi-
cantly and ensure that a 
plant is operated effec-
tively”, explains Detlef 
Koffke, Manager Indus-
try Sector Water, Fac-
tory Automation – Eu-
ropean Business Group, 
Mitsubishi Electric  
Europe B.V. 

Avoiding machine 
shutdowns

Shutdown periods in-
crease total operating 
costs and affect qual-

ity and efficiency. For 
that reason, down-
times should be kept 
to a minimum during 
the migration or mod-
ernisation of existing 
plants. Shutdowns can 
be reduced by carrying 
out the integration of 
the new system in par-
allel, without disrupt-
ing normal operation. 
Modern automation 
technologies, stan-
dardised software and 
flexible solutions – such 
as adapter solutions for 
example – can provide 
support in the run-up, 
enabling procurement 
costs and cabling work 
to be reduced.

Tested and proven 
function blocks, stan-
dardised hardware 
and software solu-
tions as well as specific  
libraries can also help 
to reduce the costs  
associated with project 
planning, engineering 
and commissioning.

Advanced condition 
monitoring

Ideally, a condition 
monitoring solution 
would be integrated in 
the complete system 
in conjunction with a 
form of energy moni-
toring. It could then 
help to ensure reliable 
system optimisation as 
well as minimise costs, 
downtimes and risks 
such as unscheduled 
shutdowns. Preventive 
maintenance enables 
the life-cycle of compo-
nents to be maximised 

while maintaining the 
same level of perfor-
mance and repairs 
to be scheduled. A  
modern condition 
monitoring system can 
be integrated quite 
easily and flexibly ad-
justed in line with plant 
requirements. In addi-
tion, it has an intuitive 
operating concept and 
offers the option of 
long-term data storage.

Improving plant trans-
parency

Transparency is play-
ing an increasingly 
important role in 
guaranteeing sys-
tem availability and  
efficiency. Besides the 
central visualisation of 
the whole plant, it is 
all about the integra-
tion of decentralised 

plant components in 
real time. Intelligent 
remote terminal units 
(RTUs for short) can 
be used to connect ex-
ternal stations to a cen-
tral process control or 
SCADA system.

The smartRTUs 
from Mitsubishi Elec-
tric feed data from 
branched plant sys-
tems such as pipelines, 
pumping stations or 
water treatment plants 
into the central SCA-
DA system in real time. 
In the event of commu-
nication failure, they 
will temporarily store 
all the relevant data. 
The comprehensive 
overview of the current 
plant status will also 
include acute mainte-
nance requirements 
and fault or alarm mes-
sages.

Monitoring energy 
consumption and 

water pressure

Rising energy prices 
and the huge costs 
that can be incurred 
as a result of water 
losses in pipe sys-
tems are two further 
reasons for plant op-
erators to decide to 
go digital. Tried and 
tested solutions can 
be used to optimise 
pumping station pres-
sure, for example, 
enabling the load on 
the pipe network as 
well as water losses to  
be reduced.

Modern energy  
management systems 
allow energy consump-
tion to be determined, 
evaluated, optimised 
and ultimately planned 
in detail.

Preparing the water industry for the future

The municipal water treatment plant in Germany where a condition monitoring 
solution is successfully used and minimises downtimes and repair costs. 

THE Federated Em-
ployer’s Mutual Assur-
ance Company (Rf) 
(Pty) Ltd (FEM) was 
established as a mutual 
insurer in 1936, to pro-
vide more affordable 
assurance for the con-
struction industry, after 
new legislation forced 
all industrial employers 
to insure their workers 
against accident or in-
jury. The introduction 
of the Workmen’s Com-
pensation Act of 1941 
saw FEM being grant-

ed a license to continue 
to transact workmen’s 
compensation insur-
ance for the construc-
tion industry.

FEM’s operates in 
line with the Compen-
sation for Occupational 

Injuries and Diseases 
Act 130/1993 (COIDA) 
– in the construction in-
dustry. Accidents that 
arise out of and during 
employment resulting in 
personal injury or illness; 
occupational diseases 

contracted in the work-
place; and fatalities as a 
result of an accident that 
happens on duty are typi-
cally covered by this as-
surance. FEM is only one 
of two private companies 
licensed to provide COI-
DA cover outside of the 
Compensation Fund, 
and is the only company 
that provides cover for 
the construction sector.

Some of FEM’s 
greatest successes:

•	 Through persistent 
efforts of FEM pro-
moting Health and 
Safety in partnership 
with industry stake-
holders, it has man-
aged to bring down 
accident statistics 
over the years from 
8 per 100 employees 
getting injured, to 
2.5 per 100 employ-
ees getting injured. 
It has encouraged 
policyholders to 
increase their 
safety standards by 
rewarding those with 
favourable claims 
cost ratios through 
Merit Rebates. It has 
also partnered with 
industry associations 
to assist our policy-
holders in raising 

their standard of 
health and safety 
through training and 
interventions. 

Benefits of joining 
FEM

•	 Rewarding good 
health and safety 
practices through 
merit rebates.

•	 Easy access to  
online Assessments. 

•	 Access to various 
industry Health & 
Safety organisations. 

•	 Ensuring the best 
possible medical 
care for injured 
workers. 

•	 Personalised claims 
services by its team 
of specialised  
administrators. 

•	 Ongoing care and 
assistance to  
pensioners.

‘At FEM it is our firm 
belief that we can have 
a construction indus-
try with zero injuries. 
We just have to believe 
it and it will soon be a 
reality’ says Herman 
Enoch FEM’s Market-
ing & Communications 
Manager.

Caring for and compensating injured 
workers since 1936

Through persistent efforts...
it has managed to bring 

down accident statistics...
from 8/100 to 2.5/100.
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D U R B A N V I L L E -
based aggregates and 
building materials  
supply giant Afrimat 
is bracing for a tough 
financial year ahead.

Afrimat, since list-
ing on the JSE in 2007, 
has been the envy of 
the building sector 
with an unblemished 
profit track record – 
thanks mainly to smart 
acquisitions, an unre-
lenting focus on costs 
and flexible production 
capability.

In its last financial 
year, Afrimat gener-
ated almost R2,2 bil-
lion in revenue and 
made more than R405  
million in operating 
profit at a rock solid 
margin of over 18%. 
The company grew 
earnings by 25% in 
2017, meaning an im-
pressive compound 
annual growth rate of 
26% since 2013.

In the financial 
year ahead, however,  
Afrimat, will be sorely 
tested in maintaining 
its growth record.

At a presentation at 
a recent annual gener-
al meeting, CEO An-
dries van Heerden said 
the company would 
pursue a conservative 
growth strategy while  
preserving the integri-
ty of the balance sheet.

It does seem that 
Afrimat will rely on 
some of its recent  
acquisitions to drive 

that profit growth in 
the short term.

He said aggregates 
producer Infrasors was 
reaping benefits of im-
provement initiatives, 
while newly acquired 
iron ore and manga-
nese miner Diro was 
expected to contribute 
in the second half of 
the 2018 financial year.

He added that Cape 
Lime would benefit 
from marketing efforts, 
and that the outlook for 
the Glen Douglas dolo-
mite mine and Clinker 
Supplies was stable.

Van Heerden said 
Africat was keeping 
its “eyes wide open 
in South Africa” with 
credit terms being 
strictly monitored and 
an emphasis on diver-
sifying revenue curren-
cies.

Afrimat’s strength 
lies in its operational 

diversity which now 
spans open pit mining, 
industrial minerals, ag-
gregates, iron ore, con-
crete based products, 
bricks and blocks, read-
ymix concrete, lime and 
quartzite.

The company oper-
ates 25 commercial 
quarries, three dolo-
mite mines, four clin-
ker facilities and two 
limestone mines as well 
as two silica mines, an 
iron ore mine and five 
sand and gravel mines.

Afrimat also owns 
nine concrete brick 
and block factories and 
16 readymix batching 
sites. Van Heerden said 
this operational profile 
generated a balanced 
and consistent income 
stream.

“We are hedged 
against economic vol-
atility through wide  
diversification.

The operational 
contribution is inter-
esting to breakdown. 
In financial 2016 
the clinker segment  
accounted for 38% of 
Afrimat’s business, the 
Glen Douglas dolomite 
mines 18% and the 
traditional aggregates 
business 32%. But in 
financial 2017 the tra-
ditional aggregates 
division accounted for 
44% of Afrimat’s busi-
ness, the clinker seg-
ment 23%, Glen Doug-
las 18%, Infrasors 12% 
and Cape Lime 8%.

The financial year 
ahead will be interest-
ing to gauge with Cape 
Lime set to make a  
bigger contribution 
and the newly acquired 
iron ore operations set 
to chip into profits.

Vunani Securities 
analyst Anthony Clark 
pointed out that while 

the early benefits from 
the Cape Lime acqui-
sition were already  
accruing, “it will be 
more of a 2018/19 story 
than present”.

He said the Diro iron 
ore acquisition was 
also progressing well 
and is ahead of target. 
But he pointed out that 
Afrimat management 
had cautioned against 
placing too much earn-
ings power on this situ-
ation in the financial 
year ahead.

Van Heerden believed 
that Afrimat’s funda-
mental understanding 
of its various markets 
– coupled with a good 
understanding of own 
abilities and a continu-
ous research of business 
environment – posi-
tioned the company well 
for the tough trading pe-
riod ahead.

He noted that spend-
ing on smaller infra-
structure and services 
projects remained in 
place, and that road 
maintenance and de-
velopment remained a 
focus for government 
and SANRAL (SA Na-
tional Roads Agency).

He added that an in-
creasing environmental 
focus - clean water and 
clean air – could benefit 
Afrimat as well. An up-
tick in mining activity 
(and commodity prices) 
would certainly help 
the new iron ore opera-
tions as well.

Afrimat set for a grind

THE seasonally ad-
justed  Absa Purchas-
ing Managers’ Index 
(PMI) had a tough start 
to 2017Q3, declining 
by 3.8 points to 42.9 
in July. The headline 
PMI was last at such a 
depressed level in the 
second half of 2009, 
a period of very weak 
underlying economic 
performance. All five 
of the major PMI sub-
indices declined in July.

Of the major subcom-
ponents, the season-
ally adjusted  business  
activity index was under 
most pressure, declin-
ing by a large 6.1 index 
points to a depressing 
39.3. The significant 
decline was on the back 
of an even steeper fall 
in June. The actual 
Stats SA manufactur-
ing production data for 
April and May suggest 
that output in the sector 
posted positive quarter-
on-quarter growth in 
2017Q2. Unfortunate-
ly, the July PMI data  
suggests that the im-
proved Q2 perfor-
mance is unlikely to be 
sustained. The weak 
activity levels in July 
were in line with the 
prevailing soft demand 
conditions in South  
Africa. This was re-

flected in the further 
easing of the new sales 
orders index, which fell 
by almost 4 points in 
July to 39.8.

The weak demand 
and output conditions 
spilled over to the fac-
tory sector job mar-
ket. The employment 
index  lost 3 index 
points to 44.1. After a 
sharp downscaling of 
business expectations 
for the next six months 
in June, purchasing 
managers remained 
downbeat about busi-
ness prospects in July, 
albeit slightly less so.

Against the back-
drop of well-above 50 
readings for the PMIs 
in some of SA’s major 
trading partners, in-
cluding the Eurozone 
and the US, the per-
formance of the SA 
manufacturing sector 
remains most disap-
pointing. The marginal 
25bps reduction in the 
repo policy interest 
rate during July may 
provide some boost to 
demand on the mar-
gin. However, the sec-
tor continues to face a 
number of headwinds, 
including the possibil-
ity of an extended strike 
in the metals and engi-
neering industry.

Absa PMI 
starts the third 

quarter on a 
sour note

DESPITE local chal-
lenges and global 
volatility, Africa still 
presents ample oppor-
tunity for growth. The 
digital sphere continues 
to shape and disrupt 
a number of industry 
sectors and, as a re-
sult, organisations are 
continually striving to 
improve and implement 
strategies that not only 
bring about change, but 
sustainable long-term 
growth. 

This was one of the 
key messages from 
Frost & Sullivan’s GIL 
2017: Africa - The 
Global Community of 
Growth, Innovation 
and Leadership an-
nual summit attended 
by over 200 industry 
leaders on Thursday, 17  
August, in Cape Town.

Frost & Sullivan Se-
nior Partner, Dorman 
Followwill, opened the 

day’s proceedings and 
delivered the keynote 
address on ‘Digital 
Disruption at the Hu-
man Level: Impacts on 
the Mind, Body, and 
Soul’ capturing the at-
tention of the audience 
with his presentation. 
The discussion focused 
on leaders of today, 
whether we are creat-
ing those who are open 
or closed-minded to the 
digital transformation 
that is taking place. “We 
have around 25 million 
leaders globally,” noted 
Followwill. “Of these 
leaders, only 15% are 
open to change. Are 
our leaders of today, 
including those in gov-
ernment, ignoring or 
embracing the digital 
transformational shift 
that is taking place?” 

Highlights of the 
summit included the 
‘360 Degree Digital 

Disruption across In-
dustries’ Think Tanks, 
where digital develop-
ments and future pre-
dictions across a vari-
ety of industry sectors 
were discussed, like: 

•	 Chemicals Materi-
als and Food: key 
participant – RCL 
and SABIC

•	 Automotive and 

Transportation: co-
facilitated by Uyilo  

•	 Public Sector: co-
facilitated by City of 
Cape Town

•	 Healthcare: co-facil-
itated by MediClinic 
International and 
Logbox

•	 Power and Water 
sectors: co-facilitat-
ed by Kamstrup and 
LittleSun

Sneha S. Shah, Man-
aging Director for Afri-
ca at Thomson Reuters, 
captivated the audience 
with her presentation 
on ‘Opportunity in Cri-
sis: How Africa Benefits 
from Global Volatility’. 
She emphasised that 
opportunity in Africa is 
most certainly not dead. 
Additionally she noted, 
as an example, that if 

Africa were to apply 
Blockchain to land reg-
istry, it could create an 
immutable, unhackable 
record of land owner-
ship and transfer. As a 
result, we would see a 
significant rise in the 
middle class.

Dr Ryan Noach, 
Deputy CEO of Discov-
ery Health, delivered a 
fascinating presentation 

on how Africa’s largest 
health insurance group 
is using technology to 
drive innovation and 
efficiency. He noted 
that behaviour change 
is fundamental to the 
business model, espe-
cially within the health-
care space, and that 
technology is becom-
ing a very powerful en-
abler of that behaviour 
change.

Adrian Gore, Found-
er and Group Chief 
Executive of Discovery 
Limited, and Nelisiwe 
Masango, Director of 
Bear Run Investments, 
were also the recipients 
of the prestigious 2017 
Growth Innovation 
Leadership awards for 
the day, presented by 
Birgitta Cederstrom, 
Global Commercial 
Director for the GIL 
programme at Frost & 
Sullivan. 

Africa still has ample opportunity for growth
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Formed in the UK, 
Wonga’s South African 
operations are managed 
out of Cape Town and 
revolve mainly around 
offering loans up to 
a maximum value of  
R 8,000 for up to 45 days.

First time borrow-
ers are able to borrow  

R3 000 with interest 
rates capped at 3% per 
month for the duration 
of the loan. 

CEO Brett van Aswe-
gen said that following 
engagement with the 
credit regulator in 2015, 
Wonga went through a 
significant strategic re-
view of its business. This 
saw a strengthening of 
the lending criteria and 
re-approaching the role 
it played in securing its 
clients’ financial well-
being. 

Van Aswegen – pre-
viously employed by  
retailer Edcon, Stan-
dard Bank and furniture 
chain Lewis - joined 
Wonga in 2015 to lead 
the company through 
the strategic review and 
into a new growth phase.

Van Aswegen said 
revamped Wonga is 
now positioned as a 
disruptive fintech busi-
ness. “We think we have 
something special. We 
have a five year plan. 
The first two years have 

been around transition, 
and we are now build-
ing a substantial spring-
board for growth into 
other financial service 
territories.”

He stressed that 
Wonga’s fintech model  
bridges some of the 
challenges faced by 
lenders with a branch 
infrastructure. Branch-
based lenders will sit 
with cost to income ra-
tios of more than 40%. 
We will be much lower, 
probably better than 
30%, which gives us 
the ability to deal with 
pricing challenges.”

Although the com-
pany is now significantly 
smaller that its original 
format, Van Aswegen 
said year on year the new 
look Wonga had seen 
growth of 20%.

“What we are really 
presenting the market 
with is a cash advance ap-
plication – a digital over-
draft for people that don’t 
usually have access to an  
overdraft facility.”

Fintech finds traction
Continued from P1

Unlocking africa’s economic potential through port Development and optimisation

17 - 18 October 2017
Durban International Convention Centre, Durban, South Africa

www.portsevolution.com

WHY ATTEND?

Connect with hundreds of senior decision makers from African 
ports authorities and terminal operators 

Learn about new opportunities in ports expansion as we give 
you insider access to Africa's transport infrastructure development 
pipeline and post-neo-panamax port requirements

Position your company as an expert for African maritime 
development by sharing best practices or thought leadership 

Influence policy and development while engaging with Africa's 
top maritime leaders at the only pan-African forum

100+ 
Exhibiting companies

25+ 
Participating countries

300+ 
Conference delegates

2 000+ 
Visitors

WHAT TO EXPECT?

OvEr 18 AfriCAN 
POrTs AUTHOriTiEs, 

TErmiNAl OPErATOrs 
AND miNisTriEs Of 

TrANsPOrT CONfirmED 
TO ATTEND! 

Supported by Host cityPlatinum sponsor Gold sponsors Silver sponsor Bronze sponsors

REGISTER TODAY AND SAVE!
QUOTE CODE APE002 AND ENJOY 10% OFF THE REGISTRATION RATE!

THE patented Accu-
Jet® Electrostatic Single 
Point Spray System im-
proves chain lubrication 
while greatly reducing oil 
consumption and down-
time. The electrostatic 
nozzles apply chain lube 
to the key lubrication 
points on the chain with 
extremely high transfer 
efficiency, saving oil, re-
ducing chain breaks and 
limiting the downtime 
often associated with  
chain-driven conveyors.
The system’s low-flow 

injector pumps can 
deliver lubricant to as 
many as eight electro-
static spray nozzles  
simultaneously. Pumps 
can be individually 
adjusted to deliver 
the precise volume of  
lubrication required to 
each spray nozzle.

Features and benefits

•	 Nozzles can provide 
constant spray or 
be cycled to spray 
when needed 

•	 Completely uni-
form lubrication of 
critical areas  
between the pin and 
bushings, with high-
transfer efficiency, 

reduces oil usage, 
extends chain life

•	 Pressure sensor in-
puts for monitoring 
nozzle pressure 

•	 Trigger input for 

sensing the pres-
ence of a target

•	 User-friendly 
control panel shows 
system status with 
LED indicators

•	 Reduces system 
downtime, system 
will monitor if oil/
materials are low, if 
air pressure is low, 
pressure sensor is 
off, or an arc oc-
curs, simply clear 
condition and hit 
reset to clear

•	 Low flow rates, 

flow rate con-
trolled, saving costs 
on materials used

•	 Minimal overspray 
creates a safer, 
cleaner, work envi-
ronment

How does electrostatic 
spray coating work?

In electrostatic spray-
ing, a negatively 
charged liquid coating 
is attracted to a neutral, 
grounded target. This 
simple principle has 

powerful implications 
for advanced coating 
technology.

The physical attrac-
tion of the liquid to the 
target pulls the coating 
to an object’s surface, 
providing a very high 
transfer efficiency,  
typically over 90%. 

Due to the attrac-
tion and low flow pre-
cision spray, overspray 
is virtually eliminated, 
reducing clean-up and 
improving the work  
environment.

AccuJet® Spray System improves chain lubrication

THE new VETi 2 
range was designed to 
provide an upmarket 
design, with superior 
quality, at an afford-
able price.

“We launched the 
VETi range a couple of 
years ago. It was a mod-
ular system middle-of-
the-range product and 
it has done exception-
ally well and a lot of 
people like it. VETi 2 
looks different, it works 
differently and one of 
the many things we like 
about this product is 
that it is very modern. 
We always aim to de-
velop the best product 
that customers want 
and that meet South 
African regulations,” 
says Major Tech CEO, 
Pat Shaw.

VETi 2 is not your 
average switch and 
socket range but rath-
er a completely new 
monoblock design and 
concept which is both 
IEC and SANS com-
pliant. VETi 2 is the 
first socket in South  
Africa to accommo-
date a switched socket 
with 1 standard RSA 
socket, 2 V-slim sockets 
and 2 USB ports (2.1 
amp cumulative).

Having partnered 
with Major Tech in the 
launch of VETi 2, the 
Voltex Group is the 
first distributor of elec-
trical products to carry 
the complete VETi 2 
range.

Stanley Green, CEO 
of Voltex (Pty) Ltd, be-
lieves success through 

relationships. “We 
continue to build solid 
foundations and rela-
tionships with our sup-
pliers. For us, that is the 
key in growing our busi-
ness. That we have loyal 
suppliers we are able to 
rely on and in turn they 
are able to rely on us 
and they were able to 
supply decent prices, 
particularly in today’s 
challenging times.”

Available in both 
white and charcoal, 
the ultra slim and flat 
design keeps the VETi 
2 product flush to the 
wall surface. The stylish 
switches, manufactured 
from a polycarbonate 
and ABS blend, boast 
a perfectly flat switch 
whether in an ON or 
OFF position.

Major Tech launches VETi 2 
range of switches and sockets

http://www.apexstrip.co.za
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www.zestweg.comTel: +27 11 723 6000

The Zest WEG Group has been servicing the mining, infrastructure, 
construction and manufacturing sectors for more than 35 years 
and by leveraging best practice engineering and manufacturing 
capabilities, the group is able to offer a range of standard off-the-shelf 
products as well as end-to-end energy solutions.

An in-depth understanding of the operational conditions found  
across all these sectors and years of experience have ensured  
that the Zest WEG Group service offering is fit-for purpose.
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Canon introduces new 4-in-1 printers
CANON Europe has 
released two new 4-in-1 
PIXMA Home Office 
printers to print, copy, 
scan and fax.

PIXMA TR7540 and 
PIXMA TR8540 boast 
new key features to aid 
remote working such as 
the 20 sheet Automatic 
Document Feeder 
(ADF), Auto Duplex 
Printing, Bluetooth 
Low Energy (BLE), 
large touch screens 
and enhanced User 
Interface (UI). The 
new compact size 
means users have more 
space to work without 
compromising on func-
tionality or quality of 
their printing.
 

Working from home 
made simple

PIXMA TR7540 and 
PIXMA TR8540 have 
larger touch screens, 
3.0 inch and 4.3 inch 
screens respectively, 
the front panel can be 
tilted to suit the user’s 
eye line.

The Auto Duplex 
Print feature means 
units automatically 
prints double-sided 
documents at the touch 
of a button saving time 
and paper.

The printers also 
feature two-way pa-
per feeding enabling 
printing from both 
the rear  and front  of 
the printer meaning  
different sized paper 
can be loaded at one 
time. The paper feeds 
hold up to 100 sheets 
of plain paper so with 
a possible 200-page A4 
plain paper capacity, 
large documents can 
be printed without hav-
ing to reload paper.

The Document 
Removal Reminder 
feature notifies the 
user when a scanned 
document is left on the 
scanning unit so us-
ers will never forget an  
important document.

Stay connected at 
home

The new printers 
feature Wi-Fi connec-

tivity giving users more 
choice so they can 
print wirelessly from 
their smartphone, tab-
let or laptop. PIXMA 
Cloud Link is com-
patible with the range 
enabling users to print 
and scan  documents 
from and to online ser-
vices such as Google-
Drive, Evernote and 
Dropbox for increased 
speed and share-abil-
ity. Users can access 
and store files using 
PIXMA Cloud Link 
via the Canon PRINT 
App or the printer 
screen, allowing re-
mote work with ease. 
With the Smartphone 
Capture and Copy 
feature accessed via 
the Canon PRINT 
App users can take a 
photo of a hard copy 
with their smartphone 

in order to convert to a 
soft copy direct to their 
device.
PIXMA TR8540 can 
be connected to an 
Ethernet cable for the 
printer to be wired 
to a whole network  
meaning users can 
print and scan from 
multiple printers at 
any time. It also has 
the added benefit of 
a built-in SD card slot 
which gives users the 
flexibility of scanning 
and printing directly to 
and from the SD card 
so there’s no need to 
connect to any other 
device.

Improved ink car-
tridge system

The new range holds 
five single ink car-
tridges and features 

a Hybrid Ink System 
creating enhanced co-
lour reproduction for 
high quality prints and 
sharp text. Fade resis-
tant inks offer the ben-
efit of simultaneously 
using dye and pigment 
based inks for the best 
quality. 

The printers are com-
patible with three sized 

ink cartridges offering 
users the choice when 
purchasing their car-
tridges; whether bulk 
printing or the odd doc-
ument. The larger ca-
pacity cartridges com-
plement users with the 
need to print in higher 
volumes for cost-effec-
tive printing and fewer 
cartridge replacements. 

THE Western Cape 
(WC) is a province that 
houses an important 
part of the agri-economy 
in South Africa. 

It has seen the worst 
of the drought on re-
cord, dam levels remain 
low and the province 
has gone as far as imple-
menting restrictions on 
water usage throughout 
the region.

Dawie Maree, Head 
of Information and 
Marketing at FNB 
Agri Business takes us 
through four reasons 
why the Western Cape 
Agricultural sector is 
important to the South 
African economy.

 1. Why do we need it 

to rain in the WC? – The 
WC is probably SA’s 
most important export 
province in terms of ag-
ricultural products. The 
deciduous fruit indus-
try, wine industry and 
increasingly the citrus 
industry is also setting 
base in the WC, these 
are all key export pro-
duce that contribute sig-
nificantly to the overall 
agri-economy in South 
Africa. Should any of 
these industries suffer, it 
becomes detrimental to 
the agricultural industry 
as a whole in South Af-
rica and by extension, 
the local economy.

2. What is the per-
centage impact on GDP 

contribution? – The WC 
contributes 24% to total 
GDP in South Africa. 
Agriculture has a total 
contribution to the GDP 
of the WC of roughly 
4%. But what is signifi-
cant to note is that agric 
and agro-processing is 
responsible for 18% of 
employment opportuni-
ties in the province.

3. How has the 
drought impacted em-
ployment numbers in the 
sector? –  The drought 
will have the biggest 
impact on seasonal 
employment in the fruit 
industry. Due to possible 
lower production, less 
seasonal workers might 
be employed, with the 

obvious socio-economic 
consequences related 
to a decreased number 
of those employed. For 
Q1 there were 215  000 
employees in the agric 
sector in the WC. That 
is 14.2% less than in 
Q4 of 2016. A large 
percentage of these are 
due to seasonality - It 
is however 5.9% less 
than the same period in 
2016 (228 000) – clearly 
a consequence of the 
drought. The WC has 
the biggest agricultural 
workforce in South 
Africa at 24.5%.

4. What is the long 
term impact of the 
drought on both WC and 
the country? – The WC 

is a central agricultural 
exports province and 
the drought, if not bro-
ken soon, will definitely 
impact negatively on 
the long term economic 
growth for both the 
province and the coun-
try’s economy.

The WC has recently 
had some rains; how-
ever, the drought has 
not been broken. A ma-
jor contributing factor 
of the drought has had 
a negative impact on 
the wheat industry, seri-
ously hampering sup-
ply, with the knock-on 
effect on wheat prices 
and possibly the bread 
price. Although SA is a 
net importer of wheat, 

this might mean that we 
will have to import even 
more wheat than we nor-
mally do. Some of the 
losses in wheat produc-
tion might be offset by 
increasing production 
in the Free State and 
Northern Cape.

“We must keep in 
mind that although agric 
only makes up around 

4% of the sector when 
compared to other in-
dustries, the majority 
of agric’s production, in 
access of 70%, gets used 
by the manufacturing 
industry and the West-
ern Cape is an key con-
tributor to this. Should 
agric suffer; the whole 
value-chain will suffer” 
concludes Maree.

How WC Agriculture impacts SA GDP

HYDRAULICS FOR MARINE 
& INDUSTRIAL SYSTEMS

SYSTEMS (Pty) Ltd

Distributor & Service Partner for:

Tel: +27 (21) 552 2505
Fax: +27 (21) 552 2624

Email: info@meridiansystems.co.za
www.meridiansystems.co.za

http://www.zestweg.com
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Air Liquide Southern Africa
Tel: +27 87 288 1100, Rolf Schluep (Welding & Cutting Manager) +27 87 288 1332
Or contact us online at www.airliquide.co.za

ENSURE SUPERIOR RESULTS

EXELTOPTM  combines the best of our experience 

and technologies into a advanced built-in regulator 

for shielding gas cylinders.

Innovation is our focus at Air Liquide; we are driven 

to ease your work and assure your safety and earn 

more.

Gas fl ow stability & accuracy for high performance 

gas operation

• A quick and safe connection every time

• Intuitive design, easy to use

• Built to resist with strengthened guard

Trust in Performance
EXELTOPTM

THIS year Rocla, one 
of South Africa’s lead-
ing manufacturers of 
precast concrete prod-
ucts, celebrates 100 
years of excellence in 
the supply of products 
to the infrastructure, 
building and construc-
tion industries.

The Infrastruc-
ture Specialist Group 
(ISG) was formed 
in 2013 when Rocla, 
Technicrete, and Ocon 
Brick were acquired by 
a consortium consist-
ing of private equity 
firm Capitalworks, 
RMB Ventures, Pan  
African Group and se-
nior executives within 
the companies. The 
three iconic South Af-
rican brands were pre-
viously owned by Mur-
ray & Roberts which 
sold them as a result 
of the group focusing 
their growth aspira-
tions in engineering, 
mining and construc-
tion.

ISG Chief Executive 
Officer, Albert Weber 
said “Reaching this 
milestone of 100 years 
of service and techno-
logical excellence is a 
milestone we all feel 
proud of. It is an amaz-
ing achievement. Rocla’s 
technical team offers 
customers a solution re-
liability they can count 
on, particularly with 
customer non-standard 
requirements. Our tech-
nical innovation is sec-
ond to none and enables 
us to continue to build 
upon our rich history of  
excellence, in a market 
where we have become 
the preferred choice for 
precast concrete manu-
facturing”.

Highlights

An example of Rocla’s 
innovation is the recent 
launch of the Rocla 
Thuthukisa Sanita-
tion Initiative (TSI). 
Its ‘Community Cast’ 
system which has been 
established to empower 
local communities, en-
trepreneurs, contrac-
tors and SMME’s to 
become manufacturers 
and suppliers of the 
most innovative and 
highest quality con-
crete toilet structures 
in Africa. 

Thuthukisa means 
‘to share’ and it is 
with this philosophy 
in mind, that Rocla 
developed the ‘Com-
munity Cast’ toilet 
unit that can be simply 
manufactured and be 
ready for use within 
two weeks. The re-
sulting waste material 
can be recycled into 
practical items for  
everyday use.

A recent example 
of innovation through  
collaboration was the 
development of a pre-
cast solution through 
the use of steel com-
ponents for an interna-
tional diamond mine 
based in Gauteng. 
Apart from design-
ing and manufactur-
ing precast compo-
nents the project also  
required the develop-
ment of underground 
installation manual and 
lifting equipment with 
handling equipment 
specialist Manitou. 
Research was conduct-
ed as far away as the 
Codelco Mine in Chile. 
Whilst the project is 
still in the feasibil-

ity stage, it showcased  
Rocla’s ability to de-
velop and manufacture 
a bespoke and unique 
solution to stringent  
client requirements.

In April 2016  
Rocla’s locally manu-
factured concrete cab-
ins for use at photovol-
taic farms located in 
the Northern Cape and 
the Free State, were 
awarded the Concrete 
Manufacturers Asso-
ciation (CMA) Award 
for Excellence for the 
Innovation Category. 
Rocla was praised by 
the CMA Judges for 
their ground break-
ing advancements in 
the use of pre-cast  
concrete in the manu-
facture of these con-
crete cabins which 

proved vandal proof 
and quick to assemble. 
The burgeoning South 
African photovoltaic 
farm sectors needed 
an innovative solution 
to house and safeguard 
the electronic compo-
nents required at these 
installations and Rocla 
provided the solution.

Rocla’s technical 
executive, Gerhard 
Rossouw, an engineer 
with 40 years design 
and application expe-
rience said “We work 
with municipal and 
consulting engineers 
regularly to develop 
solutions for projects  
that are not only cost 
efficient but that are 
safe as well. 

Rocla, for example, 
designed and manu-
factured many of the 
precast poles required 
by Eskom, for their 
electrification proj-
ects across the country 
in the 1990s. A large 
spun concrete pole for 
132 kV distribution 
networks and double 
poles for specific 
power transmission re-
quirements were also 
manufactured and de-
signed by Rocla’.

Weber concluded, 
“With public sector 
infrastructure spend at 
approximately R865,4 
billion over the next 
three years, we believe 
that Rocla has a con-
tinued role to play in 
the supply and manu-
facture of appropriate 
infrastructural prod-
ucts in the sanitation, 
water, roads, trans-
port developments as 
well as for schools and 
healthcare facilities. 
Our 100 years of expe-
rience not only show-
cases our commitment 
to this market, but 
highlights the exper-
tise that ‘Team Rocla’ 
offers to our custom-
ers”.

All of Rocla’s prod-
ucts are ISO 9001/2008 
certified and have the 
applicable SANS rec-
ognition. 

ROCLA - 100 not out

MMQSMace, a lead-
ing South African 
cost consultancy busi-
ness, and Stellenbosch  
University’s Bureau for 
Economic Research 
(BER) have forecast 
a South African con-
struction tender price 
growth of 7,4% in 2017, 
including 5,3% infla-
tion, and an 8,8% in-
crease in 2018, includ-
ing 5,1% inflation.

Analysis shows that 
the construction sector 
in South Africa is suffer-
ing amid the country’s 
wider economic turmoil.

The data has shown 
a sharp rise in con-
struction prices of 
9.5% in the first  
quarter of 2017 – good 
news for construction 
companies but likely 
to be balanced out with 
a restrained perfor-
mance across the rest 
of the year. The strong 
increase in early 2017 
has been driven by 
high national inflation 

pressure and a marked 
increase in input costs.

Optimism in the sec-
tor is low, with industry 
respondents reporting 
negative confidence 
levels not seen since the 
2008/9 economic down-
turn.

Business plan per-
missions – a measure 
of the value of planning 
permissions granted 
in South Africa – fell 
significantly across all 
construction sectors in 
March by 16,3% and 
then more radically in 
April by 41,2%. Over-
all, the value of build-
ing plan permissions 
was down by 21,9% 
year-on-year compared 
to the same period in 
2016.

The economic  
turmoil has had a par-
ticularly serious impact 
on non-residential con-
struction, which has 
seen a significant drop 
in both building plan 
permissions (down by 

67,2%) and comple-
tions (down by 62,5%) 
year-on-year compared 
to 2016.

This is balanced 
out by a more positive 
outlook in the residen-
tial sector, which saw 
a significant upswing 
(52%) in year-on-
year completion value 
compared to 2016.  
However, the fall in the 
construction pipeline 
is beginning to bite 
here as well, meaning 
the sector cannot be 
relied upon to provide 
a steady stream of con-
struction work.

Overall, the sector 
is likely to be looking 
forward to December, 
when there are hopes 
that the appointment of 
a new leader by the ANC 
will bring some political 
and economic stability.

Mandla Mlangeni, 
Director of MMQS-
Mace Cost Consul-
tancy, said: “We’re 
seeing a strong rise in 
tender prices in South  
Africa in 2017 driven by  
significant input price 
growth and general in-
flation here compared 
to other markets. A 
lack of business con-
fidence and an un-
certain political and 
economic outlook has 
led to a stagnation in 
investment across both 
the commercial office 
and residential sectors 
this year, with increas-
ing reliance on the 
planned infrastructure 
pipeline for our fore-
cast of an improved 
outlook in 2018.

Construction prices 
forecast to rise

http://www.airliquide.com
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CELEBRATE
HERITAGE MONTH -

LEADERS IN CLOSING THE SKILLS GAP

        merSETA Social        @mersetasocial        www.merseta.org.zaw

WE CARE:
It’s about caring for people 
we render services to.    

WE BELONG:
It’s about working together 
with colleagues.   

WE SERVE: 
It’s about going beyond the 
call of duty.     

Heritage Day
th24 September 2017

Through training today’s 
workers for tomorrow.

Steel yourself for the merSETA 2017
Western Cape Region 

Annual General Meeting
th20 October 2017

FOLLOWING a re-
cent meeting with the 
forestry and sawmilling 
stakeholders in the fire-
ravaged southern and 
Eastern Cape areas, 
Forestry South Africa 
(FSA) and Sawmilling 
South Africa (SSA) 
have emphasised the 
need for intensive col-
laboration and careful 
coordination between 
government and indus-
try during the recovery 
operations.

The two associations, 
the government depart-
ments of Agriculture, 
Forestry and Fisheries 
(DAFF) and Trade and 
Industry (the dti) and 
the National Disaster 
Management Centre 
are assisting industry 
with plans to mitigate 
the impact of these  
losses, by salvaging  
commercially saleable 
product and re-establish-
ing the affected areas.

The prolonged 
drought, high tempera-

tures, powerful winds 
and fire-adapted fynbos 
combined to exacer-
bate the spread of and  
devastation caused by 
the fires.

At a regional indus-
try level, there has been 
extensive damage to the 
timber plantations and 
one complete saw mill 
was razed to the ground. 
The scale of the disaster 
is the worst that the in-
dustry has experienced 
in the region for many 
years. At this time, it 
is not possible to put a 
monetary value to the 
damage caused by the 
fires but preliminary es-
timates indicate losses 
running into hundreds 
of millions of Rand.

From an employment 
perspective, there may 
be a short-term increase 
in jobs as the industry 
seeks to commence sal-
vage, re-establishment 
and reforestation op-
erations, providing it 
can secure the finance 

necessary for these in-
terventions. However, 
in the medium to longer 
term and until the plan-
tations return to a more 
normalised rotation, 
stakeholders will need 
to explore other em-
ployment interventions, 
as the future sustainable 
supply of timber, will be 
adversely affected.

FSA, SSA as well 
as SAFCA (the South 
African Forestry Con-
tractors Association) 
will mobilise additional 
contractor capacity to 
ensure that the interests 
of local businesses and 
jobs are protected. The 
South African Wood 
Preservers Association 
(SAWPA) will carry 
out research around the 
‘treatability’ of burned 
poles.

FSA and SSA will 
continue to facilitate 
meetings with national, 
provincial, regional and 
local disaster manage-
ment officials.

Call for collaboration after fires 
in southern and Eastern Cape

MANUFACTURER 
of wear-resistant Chro-
mium Carbide (CrC) 
clad liner plates for 
heavy materials-handling  
applications in the  
mining and allied re-
sources industries, Rio-
Carb offers stud welding 
as a standard on OEM 
equipment, unless bolts 
are specified by the cli-
ent. “Stud welding is a 
quick and robust pro-
cess,” Rio-Carb Direc-
tor Colin Maine explains.

Typically, an M16 or 
M20 stud is fitted to a 
gun/chuck, which then 
places the stud in a pre-
determined area. A  
1  200 A DC current is 
applied for about three-
quarters of a second. The 
electrical arc is initiated 
by a match-head size alu-
minium insert in the bot-
tom of the stud, which 
de-oxidises the molten 
weld, shrouded by a ce-
ramic mould. Cooling is 
virtually instantaneous, 
and achieves full strength 
immediately.

“It is most important 
that the stud is placed 
vertically, and in the  
correct position, to within 
0.5 mm,” Maine stresses. 
For this, Rio-Carb has 
developed a mechanised 
jigging system whereby 
the stud gun and stud is 
held precisely at 90°, and 
placed on a pre-deter-
mined point within 1 mm. 
This CAD-etched point 
is taken off the same plas-
ma-cutting programme 
when the liners are made.

With Rio-Carb’s ex-
tensive experience in the 
mining industry, the sup-
ply and application of a 
liner plate is only part of 
the story. The removal 
of conventional liner 
plates poses an addition-
al issue, in that following  
corrosion and weather-
ing, conventional coun-
tersunk bolts are diffi-

cult to remove.
Removing liners that 

have been stud-welded, 
however, is a simple 
‘one-person operation.’  
Also, due to the long-life 
of Rio-Carb’s CrC liners 
with its MaxCS™ alloy, 
this corrosion can be 
excessive. Therefore, all 
studs are supplied in 304 
stainless steel, complete 
with a galvanised washer 
and Nyloc-nut.

Commenting on the 
industry perception 
whereby stud-welded 
liners tend to have a 
bad reputation due to 
stud breakages, Maine  
explains that this is 
caused by studs cracking 
off on 400 and 500 Mar-
tensitic steels, which are 
not welded regularly.  
Rio-Carb liners have 
a weldable mild steel 
backing, which means 
zero breakages under 
normal usage.

“All our stud-welding 
is certifiable according 
to American Welding  
Society (AWS) standards, 
which involve a sacrificial 
15° minimum bend test 
on each batch of 100, as 
well as a torque test,” 
Maine points out. Instal-

lation has to be according 
to the specified torque 
range, denoted by a plas-
tic collar on each liner.

The location of the 
mounting holes in the 
parent chute are repli-
cated from that chute’s 
CAD program directly 
into Rio-Carb’s Plas-
ma-CAD programme. 
“Misfits and breakages 
in assembly are thereby 
zero,” Maine emphasises. 
Stud-welding requires 
simple operator-skill  
levels, and is virtually 
fully automatic with the 
Rio-Carb process, which 
also uses pre-set pa-
rameters. “Once again, 
Rio-Carb is at the fore-
front of innovation in the  
application of efficient 
liner mounting,” he notes.

“For conventional  
applications, we have 
our Rapid Removal Sys-
tem (RRS) of CrC 700 
hard-faced galvanised 
countersunk bolts, with a 
slot at the end to prevent 
rotating, whilst unthread-
ing the nut at the end of 
its lifecycle. This offers a 
simple ‘one-man’ disman-
tling operation, without 
harmful grinding or cut-
ting,” Maine concludes.

Automatic stud welding

THE 6th annual  
African Ports Evolu-
tion Forum takes place  
17 - 18 October in 
Durban.  This high 
level forum unites ports  
authorities, terminal 
operators, investors 
and government from 
more than 29 countries 
to boost intra-African 
trade, reduce port 
congestion, increase 
port connectivity and 
throughput and identify 
new business opportu-
nities to boost expan-
sion and modernisation.

Port expansion 
and upgrade projects  
currently underway 
across Africa are va-lued 
in the billions. The value 
of ports projects under-
way in Tanzania current-
ly total US $13.6 and Mo-
zambique has already 
witnessed investments of 
US $8.3 billion towards 
ports upgrade and ex-
pansion in 2017 alone.  
African Ports Evolu-
tion Forum explores the 

myriad opportunities 
now available for the 
generation of new re- 
venue streams at  
African ports through 
concessions, systems 
upgrades, expansion 
projects and more, 
unlocking qualified  
channels for ports’ re-
spective development 
pipelines in line with 
the 2040 Vision for  
Africa’s transport sec-
tor. The 2040 Vision for 
Africa’s transport sector 
is an integrated African 
continent where trans-
port infrastructure and 
services enable the free 
movement of goods and 
passengers by providing 
efficient, safe, secure, 
reliable and seamless 
transport options.

The forum will host 
two African ministers 
namely The Honour-
able Joe Maswanganyi, 
South Africa’s Minister 
of Transport and The 
Honourable Chibuike 
Rotimi Amaechi, Mi-

nister of Transport, Ni-
geria as well as senior 
representatives from 
over 18 African ports 
authorities, terminal 
operator organisations 
and Ministries of Trans-
port  including Nozipho 
Mdawe, Secretary Ge-
neral of the Ports Ma-
nagement Association 
of Eastern and South-
ern Africa (PMAESA) 
and The Honourable 
Nancy Karigithu, Prin-
cipal Secretary for 
Shipping and Maritime 
Affairs at Kenya’s Mi-
nistry of Transport, In-
frastructure, Housing 
and Urban Develop-
ment, among others.

“This is truly a Pan-
African forum with 
participation from 
countries such as Tu-
nisia, Nigeria, Tanza-
nia, Uganda, Nambia, 
Nigeria. Those want-
ing to accreditation to  

attend the Forum need 
to do so by the end of 
September as access is 
limited…” Says Nevenka 
Ristic, Programme Di-
rector of the Forum

Two co-located 
events take place along-
side the African Ports 
Evolution Forum 2017: 
the African Rail Evo-
lution Forum focussing 
on rail rehabilitation 
and maintenance and 
Trade and Investment 
Kwa-Zulu Natal’s Ex-
port Week promo- 
ting KwaZulu-Natal’s 
export businesses and 
industries. Over 100 
exhibitors will show-
case their products and 
services to a qualified 
audience of hundreds of 
Africa’s leading mari-
time decision makers.   

The African Ports 
Evolution forum takes 
place in Durban on 17 
and 18 October 2017. 

Africa’s ports and harbours  
movers and shakers converge in 

Durban this October

More information is available at 
www.portsevolution.com
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By Marisa Jacobs, 
Director – Head of 
Immigration and 

Mobility at Xpatweb

HOW difficult is it re-
ally to obtain a work 
visa for a foreign skilled 
employee? In truth, 
extremely easy if you 
know what you need 
and how to go about it, 
but near impossible if 
you are inexperienced 
and make school boy 
errors. Here are some 
expert tips to help:

Don’t lie 

When an employee 
comes to render em-
ployment services in 
South Africa, make 
sure they get a valid 
short-term work visa. 
Do not take a chance 

and tell the immigra-
tion official this is only 
a business trip, when 
the purpose is work. It 
is easy to be compliant 
and not worth the risk. 
The process takes ten 
working days and the 
short-term visa is is-
sued for three months, 
while it may be extend-
ed in South Africa for a 
further three months.

New foreign boss? 
Don’t stress

Getting a new boss 
from overseas is stress-
ful enough, let alone 
making them think 
you are not competent 
in sorting out their 
work permit status and 
the family’s residency  
permits. Luckily, the 
intra-company transfer 
work visa is one of the 
quickest and cleanest  
visas to obtain. Just make 
sure you understand the 
rules and requirements 
upfront as one piece of 
incorrect guidance or 
supporting document, 
can put you back to 
square one. These take 
two months to obtain, 
end-to-end and where 
done effectively.

When you need that 
critical and rare 
skilled employee 

What do you do when 
your business fam-
ily just do not have an 
important skill that 
you need? There are 
some in the market, 
but they are rare and 
you just do not have 
the budget to attract 
and retain them?

The critical skill 
work visa route is a 
real game changer, 
mostly misunderstood 
and provides a brilliant 
and certain means to 
building a superior 
work force. You will be 
surprised to know the 
comprehensiveness of 
the qualifying skills. 
We have always been 
able to find a suitable 
category for a genuine-
ly scarce skill in South 
Africa.

This category is also 
very attractive for the 
employer and expa-
triate. The employer 
gains a competitive 
edge on attraction and 
retention, as the visa is 
issued for the employ-
er; whilst this category 
gives the expatriate the 

right to qualify in time 
for permanent residen-
cy in South Africa. One 
can rightly call this a 
win-win.

Do not make this 
crucial mistake

Stay away from the 
general work permit 
categories, except 
where you have a very 
large expatriate pro-
gramme. This category 
has been made subject 
to an initial Depart-
ment of Labour pro-
cess, it has become 
virtually unobtainable. 
You will be promised 
an effective process, 
but after countless 
deadliness missed with 
impunity, you will still 
have no traction.

Waiving like a 
proThe immigration 
laws of South Africa 
are very competently 
drafted legislation.

This means that there 
are numerous special 
provisions which cater 
for situations which 
are unique and failsafe 
clauses, which gives dis-
cretion where you need 
help, but need some-
thing special for your 

organisation. These 
include waiver provi-
sions, which give the 
department the right to 
waive certain legislative 
requirements.

Where you have a 
large project, or need 
to otherwise bring a 
large group of expatri-
ates into South Africa, 
this is crucial for your 
expatriate programme.

Expatriate Wellness 
The work visa process 
should not be an isolat-
ed one. The same way 
that all aspects of your 
family needs looking 
after, the fiscal plan-
ning for an expatriate 
cannot be in isolation 
with the work visa 
process. This includes 
contracting correctly 
as expatriates have 
different terms and 
conditions of employ-
ment, expert tax plan-
ning including inter-
national tax planning, 
exchange control and 
banking planning; and 
even catering for their 
employee benefits, as 
normal South African 
benefit programmes 
are mostly too expen-
sive for them and also 
seldom suitable.

Getting a work visa for a foreign 
skilled employee 

FOLLOWING the 
exit of a Canadian 
producer of key medi-
cal radioisotope mo-
lybdenum-99 (Mo-99), 
South African com-
pany NTP Radioiso-
topes has stepped into 
the supply gap and in-
creased its global mar-
ket share.

The global nuclear 
medicine market, 
which includes radio-
isotopes and medical 
equipment, was valued 
at over US$11-billion 
in 2016, and is now pro-
jected to reach nearly 
US$20-billion by 2021.

Nuclear medicine 
uses tiny amounts of 
radioactive isotopes  
(radioisotopes), mostly 
for medical imaging to 
view the structure and 
function of organs, bone, 
tissue or systems in the 
human body. Imaging 
obtained from nuclear 
medicine often allows 
disease to be identi-
fied at a much earlier 
stage, while therapeutic  
applications of medical 
radioisotopes allow for 
targeted, non-invasive 
treatment.

South Africa cur-
rently has the largest 
body of nuclear medi-
cine practitioners and 
nuclear medicine cen-
tres in sub-Saharan 
Africa, including nu-
clear medicine depart-
ments at 12 tertiary 
state hospitals.

Globally, demand for 
nuclear medicine is be-
ing driven by increases 
in the incidence of 
cancers and cardiovas-
cular disease, and by 
the growing number 
of new applications for 
medical radioisotopes 
including the study 
of neurological and  
psychiatric diseases. 
Medical radioisotopes 
are used in a number of 
branches of medicine 
including oncology, 
cardiology, neurology, 
and endocrinology spe-
cifically thyroid condi-
tions. Around 90% of 
all nuclear medicine 
procedures performed 
each year are for diag-
nosis or evaluation.

Underpinning this 
market is one key medi-
cal radioisotope: mo-
lybdenum-99 (Mo-99). 
The daughter product 
of Mo-99, technetium-
99m (Tc-99m), is used 
in over 40 million nu-
clear medicine proce-
dures every year. 

There are currently 
fewer than five sites 
in the world capable 
of producing commer-
cial volumes of Mo-99. 
Pelindaba-based South 
African company NTP 
Radioisotopes, a sub-
sidiary of Necsa, is one 
of these; and currently, 
with global partner-
ship agreements, sup-
plies between a quar-
ter and a third of the 
entire global demand  
of Mo-99. 

The group’s role has 
become even more sig-
nificant with the 2016 
exit of the Canadian 
NRU reactor from pro-
duction. 

South Africa grows 
share of global 

nuclear medicine 
market

Global nuclear 
medicine 
market...

projected to 
reach nearly 

US$20-billion 
by 2021.

http://www.lvsa.co.za
http://www.voltex.co.za
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THE bad news in the 
SME market in 2016 
was that 67% of small 
businesses that closed 
in South Africa did so 
for financial reasons. 
This is a far more press-
ing problem for local 
entrepreneurs com-
pared to their regional 
counterparts, with 50% 
more South African 
entrepreneurs discon-
tinuing their businesses 
due to a lack of  access 
to finance  compared 
to the average for Af-
rica.  [1]  With this and 
the reality of SA having 
entered an economic 
downturn in June, it’s 
not hard to feel a bit 
bleak. 

Darlene Menzies, 
CEO of  Finfind, South 
Africa’s leading on-
line access to finance 
solution, shares a few 
finance tips on optimiz-
ing your cash flow ma- 
nagement to help en-
sure that your busi-
ness  survives and 
thrives  during rocky 
times.
 
Ask for a deposit from 

your customers

One of the easiest ways 
of ensuring that you 
can cover the cost of 
doing the work for a 
customer is to ask them 
for a deposit before you 
start the work.   This is  
common business prac-
tice so don’t be afraid to 
try it. It’s acceptable to 
ask for up to 50% of the 
total cost as a deposit 
with the balance being 
paid at agreed delivered 
milestones or on final 
completion of the work.

Offer discounts for 
early payments by 

customers

Offering your custom-
ers a discount for pay-
ing earlier than the 
standard 30 day terms 
can help bridge your 
cash flow gaps as well 
as reduce the risk of 
late payments. When 
cash is tight it makes 
sense to get slightly less 
money in immediately 

than to wait to get the 
full amount later. As 
a gauge, you can offer 
between 2.5% to 5% 
discount on payments 
received within  7 days 
from date of invoice.

Ask suppliers for better 
payment terms

Having extra time to 
pay suppliers can make 
a big difference to your 
cash flow – imagine 
paying 45, 60 or even 
90 days from date of in-
voice instead of 30 days. 
If you have established 
a good payment history 
with your suppliers in 
months past and they 
see you as a valued cus-
tomer then you should 
be able to negotiate  
better terms. It never 
hurts to ask!
 

Apply for accounts 
instead of paying cash

Many entrepreneurs pay 
cash for services they may 
be able to get on account 
– for example stationery, 
courier services, IT ser-
vices or maybe car rental 
costs, if you do busi-
ness travel. Paying for 
things monthly instead 
of using immediate cash 
helps with your liqui-
dity and with cash flow  
planning. Some entre-
preneurs use pay-as-you 
go for their airtime and 
data purchases for their 
business – it’s worth 
investigating whether 
paying monthly for 
a contract works out 
cheaper. If you’re a 
new business or don’t 
have a good trading his-
tory it may be better to  
apply for your contract in 
your personal capacity.
 

Barter services

One way to get the ser-
vices you need in your 
business without hav-
ing to outlay hard cash 
is to swap services with 
other businesses. For 
example, if you provide 
accounting services you 
could offer to do the 
books for a small IT 
business in exchange 

for them helping you 
with your IT needs. This 
kind of arrangement 
not only helps with cash 
flow but can also be a 
mutually beneficial way 
of gaining new custom-
ers if you both agree to 
refer each other’s ser-
vices.

Credit cards

When you’re in a cash 
jam an easy way to fund 
urgent business pur-
chases is using a credit 
card, either your per-
sonal or business card. 
The upside of using a 
credit card is that you 
only have to make small 
monthly repayments 
but the downside is the 
additional interest rates 
charged if you don’t pay 
it off quickly.

Apply for an overdraft 
facility

Banks offer overdraft fa-
cilities on your personal 
and business accounts. 
Getting an overdraft  
approved means that the 
bank allows you to con-
tinue withdrawing mo-
ney from your account 
when you balance is 
zero. Apply for an over-
draft even if you don’t 
currently need it as it 
could be a lifeline if you 
suddenly find yourself in 
a tight position cash flow 
wise. Some banks now 
charge a small monthly 
fee for these facilities 
even if you don’t use 
them, but this is a small 
price to pay for the con-
venience of being able to 
meet unexpected finan-
cial challenges.

Get a loan for out-
standing invoices

There are lenders who 
will give you money 
while waiting for cus-
tomers to pay your in-
voices. This is a good 
option if your cash 
crunch is caused by 
customers who take a 
long time to pay. These 
lenders typically only 
consider lending if your 
customer is a corporate 

or Blue Chip company 
and of course the work 
has to be completed and 
invoiced. In this type of 
finance the lender looks 
at your customer’s 
credit history and abi-
lity to pay in deciding 
whether to approve the 
finance. On average you 

can raise between 75% 
and 80% of the value 
of the invoice within a 
day or two of sending 
the invoice to your cus-
tomer. There is usually 
an administrative fee to 
be paid plus interest on 
the loan – it can be an 
expensive way of getting 

finance but it is better 
than waiting 90 or 120 
days for your customer 
to pay you if you have 
cash flow constraints.
As a small business 
owner you will know 
how true the old adage 
is that says ‘revenue 
is vanity, profit is san-

ity but cash flow is real-
ity’. Month end comes 
around fast and they can 
be scary times - manag-
ing your cash flow well 
is not only critical to 
your business’s survival 
and growth but can also 
help to give you better 
peace of mind.

Cash flow tips for small businesses to survive rocky times
Staying afloat when cash is tight in your business

FOLLOWING two 
consecutive declines 
in GDP, sending the 
South African econ-
omy into a technical 
recession in early June 
2017, current senti-
ment about economic 
growth prospects re-
mains strained. Despite 
this negative sentiment, 
there are sectors within 
the economy that pre- 
sent a number of  
opportunities for small 
and medium enter-
prises – and could con-
tribute to the economic 
growth that the country 
is desperately seeking.

This is according 
to Siphethe Dumeko, 

Chief Financial Officer 
at Business Partners, 
who says that the past 
few months have proven 
difficult for many SME 
owners. “We have seen 
evidence of this reflect-
ing in the increase in 
net credit losses in our 
financial results for the 
year ended 31 March 
2017.” 

SMEs play a cru-
cial role, not only in 
job creation, but also 
in enabling diversi-
fication through the  
creation of new sec-
tors and markets that 
play a key role in dri- 
ving growth. Dumeko 
says that, irrespective 

of the prolonged period 
of subdued economic 
growth, it is impera-
tive that South Afri-
can entrepreneurs re-
main optimistic about 
and take advantage of  
opportunities that  
exist to bolster en-
trepreneurship and 
growth. 

Dumeko highlights 
that for its financial 
year ended March 2017, 
Business Partners Li-
mited approved R1 146 
million worth of invest-
ments for SMEs across 
a variety of sectors. He 
adds that not all sec-
tors are affected in the 
same way within a dis-

tressed economy, and it 
is here that zealous en-
trepreneurs should pay 
the most attention – to 
make sure they take ad-
vantage of the sectors 
proposing the best fu-
ture success rates. 

Some of the sectors 
currently providing the 
most opportunities for 
local SMEs include:

Information, 
Communication and 

Technology (ICT)

The ICT sector, and 
in particular the ex-
pansion of national 
fibre and bandwidth 
intensive applications, 

continues to per-
form well, despite the  
sluggish growth of the 
economy it serves. This 
is one sector providing 
a myriad opportunities 
for SMEs – including 
the implementation of 
data fibre cables, Wi-Fi 
masts as well as pro-
ducts and services pro-
viding related technical 
support services.

Agriculture

The agricultural sec-
tor has been one of few 
sectors to show positive 
GDP growth in 2017 
despite South Africa’s 
ailing growth statistics 

and tough environmen-
tal conditions that have 
wreaked havoc on local 
agriculture. SME own-
ers would do well to 
consider opportunities 
in, for example, agro-
processing and supply 
for the local and export 
market.

Commercial and 
industrial property

As tough economic 
times drive more and 
more people to mi-
grate to larger cities 
and business nodes 
within the coun-
try, there is growing  
opportunity for SMEs 

to be creative and meet 
the emerging needs that 
booming urban popula-
tions require. Statistics 
South Africa recently 
released the Mid-Year 
Population Estimates 
for 2017 which show 
that the Gauteng and 
Western Cape provinc-
es are estimated to ex-
perience large inflows 
of migrants of approxi-
mately, 1.5 million and 
485 560 respectively for 
the 2016–2021 period. 
This will mean that 
there will be some long-
term investment op-
portunity in both com-
mercial and industrial 
property.

Which SA sectors are ripe with opportunity for local SMEs?

http://www.fema.co.za
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Babcock International Group
www.babcock.co.za

Authorised dealer for  
Volvo Construction Equipment

It’s the Volvo EC55B Pro, the 5.5-tonne compact excavator built to dig with more of what you 
need: power and productivity. It has a powerful Volvo engine, a large lift cylinder for large ca-
pacity lifts and one of the highest breakout forces in its class. With a large counterweight and 
enhanced design, it’s got more stability and more comfort – for more of what matters most: 
profits.  Contact Babcock and experience the performance for yourself.

Building Tomorrow.

BIG ON POWER

Babcock Branches
Bartlett
+27 (0)11 230 7300
Botswana
+267 390 2869
Bloemfontein
+27 (0)51 432 1226
Cape Town
+27 (0)21 380 4700
Durban
+27 (0)31 700 6009
East London
+27 (0)43 703 0400
George
+27 (0)44 878 1035
Kimberley
+27 (0)53 832 3443
Middelburg
+27 (0)13 001 1234
Mocambique
+258 84 265 2397
Nelspruit
+27 (0)13 001 1280
Port Elizabeth
+27 (0)41 407 5900
Richards Bay
+27 (0)35 751 1180
Rustenburg
+27 (0)14 592 6150
Steelpoort
+27 (0)13 230 9054
Swaziland
+27 (0)11 230 7300
Wolmaransstad
+27 (0)18 596 1514
Windhoek
+264 61 305 560/3
Zambia
Kitwe
+260 212 216 200
Lusaka
+260 211 127 2926/28
Zimbabwe
+27 (0)11 230 7300

Independent Dealers
Polokwane
RGR Services
+27 (0)15 297 6711
Tzaneen
Swaarvoertuie
+27 (0)15 307 5000

THE very first SDLG 
wheel loader, an 
LG958L, to be sold in 
southern Africa by re-
gional dealer Babcock 
International, has now 
amassed some 5 000 op-
erating hours in extreme 
conditions at South Af-
rican Bulk Terminals 
(SABT) in Durban. 
Despite the workload al-
ready under its belt, the 
machine continues to 
front operations around 

the clock at the portside 
facility where some 2.4 
million tons of dry bulk 
is loaded and off-loaded 
per annum. 

At the SABT Diesel 
Workshop - the com-
pany’s in-house repair 
and maintenance opera-
tion - Workshop Fore-
man Wentzel Nel says: 
“SABT’s investment 
in the SDLG LG958L 
wheel loader has proved 
to be a master stroke. In 

all the time we’ve run 
this machine we’ve not 
encountered a single 
leaking hose or cylin-
der. I would say SDLG 
is far and away the best 
Chinese construction 
equipment brand with-
out question and the re-
liability and productivity 
surpasses anything else 
on the market.”

SABT operates twin 
storage facilities with a 
combined capacity of 

120 000 tons, handling 
a mixture of products 
including soya, maize, 
wheat, sunflower seeds 
and pellets, rice, fertil-
isers, sorghum malt for 
beer production and 
fluorspar – the mineral 
form of calcium fluoride. 

“Fluorspar is by far the 
most demanding prod-
uct we handle,” explains 
Wentzel. “It is very ag-
gressive as well as weigh-
ing approximately 1.4 

ton/m3 because it has to 
be stored and handled 
while moist. In this re-
spect, the performance 
of SDLG LG958L really 
comes into its own. With 
the support of Babcock 
International, we extend-
ed the bucket to a capac-
ity of 4.9 m3 and in this 
configuration the single 
SDLG machine matches 
the productivity of two al-
ternative 9.5 ton loaders.”

SABT trialled vari-
ous wheel loaders before 
making its purchase 
decision and the SDLG 
LG958L impressed 
from the outset. “We 
even tested this machine 
in the hull of a ship and 
it outperformed all the 
other machines in the 
trial,” says Wentzel. 
“Unfortunately, at 16 
tons operating weight it 
was just too heavy for the 
ship cranes, so regular 
operations are limited to 
portside.”

Subsequent to the first 
SDLG wheel loader, 
SABT now operates a 
second unit, a 6 ton class 
LG918, at its 9-line rail 
yard where it is used to 
shunt freight wagons. 

While the origi-
nal SDLG LG958L is 
in relatively standard 
specification, Wentzel 
and his team have fit-
ted LED working lights 
and mounted the oil 
cooler on swivels so that 
it can quickly and easily 
be swung out for clean-
ing. “It’s an incredibly 
dusty environment in 
the storage bunkers, so 
regular maintenance 
and cleaning is crucial,” 
says Wentzel. “To this 
end we clean the ra-
diators and filters with 
compressed air very day 
and every 250 hours we 
pressure wash them and 
then blow them out with 
compressed air. With 
fluorspar in particular, 
it is essential to keep 
all critical components 
clean because if this 
material is left to dry it 
becomes rock solid and 
would trash items such 
as a radiator instantly.”

Another key to reli-
ability has been the 
company’s dedicated 
use of original SDLG 
parts, according to 
Wentzel. “I’ve made use 
of the original OEM 
parts standard practice 
here at SABT,” he says. 
“I firmly believe this 
policy helps us to avoid 
problems and prevents a 
snowball effect towards 
greater issues at a later 
date. We run our own 
spares store and while 
spares were originally a 
bit of an issue in relation 
to SDLG, the situation 
has improved greatly 
over the last couple of 
years.”

“Through a combina-
tion of our experience, 
our ownership of the 
entire process and the 
use of highly productive 
equipment such as the 
SDLG LG958L wheel 
loader, we have achieved 
a market leading posi-
tion in this business,” 
enthuses Wentzel.

SDLG wheel loader clocks up 5 000 hours

Workshop foreman Wentzel Nel.
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DURBAN
Tel: +27 (31) 709 2670

PORT ELIZABETH
Tel: +27 (41) 486 2538

JOHANNESBURG
Tel: +27 (11) 483 8541

HEAD OFFICE - CAPE TOWN
Tel: +27 (21) 937 7123

email: ctsales@capegate.co.za

Cape Gate manufactures a wide 
range of quality materials handling 
and shopping trolleys designed to 

move stock with maximum efficiency 
from the distribution centre to the 

shop floor, and finally from the shelf 
to the till point. A complete range 
that meets the needs of today’s 

discerning retailer. 

100% SOUTH AFRICAN

MOVING GOODS 
EFFICIENTLY

from Warehouse to Till Point

C
G
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Mammoth 
Trolley

Rolltainer2-Sided Nesting 
Rolltainer

Merchandising 
Trolley

QUALITY WIRE 
PRODUCTS 

SINCE 1929

Heavy Duty 
Flat-Bed Trolley

BMG is committed to 
ensuring operational 
efficiency of light and 
bulk materials han-
dling systems through 
the supply of a wide 
range of quality com-
ponents, supported by 
technical resources, 
fabrication and field 
service capabilities. 

Key components for 
efficient materials han-
dling include screening 
media, with various 
surfaces, to suit exact 
performance require-
ments. 

“Selection of the  
correct product is 
based on the specific 
application, material 
size, desired through-
put and required effi-
ciency of the screen,” 
explains Chantelle 
Olivier, product spe-
cialist, materials han-
dling, BMG. “Other 
factors to consider 
include operating tem-

perature, vibration and 
weight.”

BMG’s extensive 
range of screening 
products encompasses 
PU and rubber screen 
panels, side liners, 
spray nozzles, screen 
mounts, springs and 
rubber buffers.

Standard PU screen 
panels, with an 85 

Shore hardness, have 
a dynamic load capac-
ity and are designed 
for efficient operation 
in wet and dry appli-
cations. Special PU 
(PolyTuff) screen pan-
els, with a 60 Shore 
hardness, have the 
properties of standard 
PU and rubber and im-
proved flexibility from 

specially engineered 
plastics. These screens 
do not perish in ele-
vated temperature en-
vironments and offer 
extended service life.  

Woven wire mesh 
screens, which are de-
signed for corrosion 
and abrasion resist-
ance, area manufac-
tured from high car-
bon, mild steel, stain-
less steel and spring 
steel. 

These mesh screens 
are available in square, 
slotted, standard harp 
and tri-harp weave 
types, with an ap-
erture range from  
2 mm to 120 mm. Wire 
diameter ranges from 
0,9 mm to 12,50 mm.

All standard over-
hook options are avail-
able in the C shape and 
45˚ hooks. Other screen-
ing products include 
side liners, pins, sleeves 
and spray nozzles.  

Rubber buffers are man-
ufactured from a nat-
ural rubber compound 
that withstands high 
frequency applications 
and prevents deteriora-
tion that would normal 
result from heat build-
up. Also in the range 
are screen mounts, 
side clamps, perforated 
plates and rubber nos-
ings. Wear liners – avail-
able in ultra high molec-
ular weight Polyethylene 
(UHMWPE), rubber 
and Polyurethane (PU) 
– are suitable for chute, 
truck and side liners. 

Included in BMG’s 
range are PU and  
rubber screen panels, 
side liners, spray noz-
zles, screen mounts, 
springs and rubber 
buffers.

Woven wire mesh 
screens are available in 
square, slotted, stand-
ard harp and tri-harp 
weave types.

Screening media to suit exact 
performance requirements

IN yet another first for 
Real Telematics, the 
new Driver Pre-Op 
Display is making an 
impact. As a response 
to industry changes 
and inevitable evolu-
tion within materials 
handling applications, 
we knew that first to 
market with a Display 
transferable across 
any brand and model 
of machine would be a 
major disruptor, states 
John Valentine Direc-
tor at Real Telematics.

“Gone are the Check 
List forms that are of-

ten filled in without 
even having seen the 
machine. 

The FMX Display 
has to be actioned 
whilst on the ma-
chine and will prevent 
start up unless all  
pre- loaded questions 
are answered correct-
ly. First the driver has 
to login with his PIN 
Code, and optionally 
an additional Identi-
fier as well, e.g. an 
employee code. Then 
he needs to answer all 
questions correctly, 
for example, “Do you 

have your licence on 
hand?”, or “Are you 
under the influence of 
any substances?”, etc. 
Then the machine will 
auto- start and display 
Speed/ Battery Voltage 
or Speed/Revs, and 
away you go.

“Although this  
system departs from 
the traditional Tag 
type systems it can also 
be used in conjunction 
with them for an extra 
level of security, all 
still driven via the nor-
mal world class FMX, 
Forklift Management 

System.
“Just as with normal 

FMX, the Displays 
may also be fitted 
after-market which is  
particularly useful for 
customers that have 
mixed brand fleets. 
Because FMX is de-
signed, produced and 
supported in South 
Africa it gives flex-
ibility and superior re-
sponse times. This is 
only one of the reasons 
that 80% of the major 
dealers in South Africa 
chose FMX. 

“We often hear that 

small fleets do not 
need management sys-
tems.  Our response 
is that is a saving of 
R1 on each of 100  
machines not the same 
as a saving of R1 on a 
single machine?

“Increasingly we 
see that in a challeng-
ing market, customers 
choose to sweat their 
assets a little longer, or 
insist on risk mitigation.  
Thus it is no-longer a 
question of whether to 
fit FMX, the question 
is rather how soon” 
concluded  Valentine.

Driver Checklist Display

http://www.ddl.co.za
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CONTITECH employs 
and upskills one of South 
Africa’s largest conveyor 
belt service technician 
teams to lower down-
time for local and inter-
national operations 

With a network of 
seven strategically  
located service branch-
es and over 270 service 
technicians, ContiTech 
South Africa provides 
at-the-mine services 
that lower downtime 
for southern Afri-
ca’s conveyor belting  
operations. This team 
of service techni-
cians, one of the larg-
est in South Africa, 
is trained exclusively 
by ContiTech’s inter-
national specialists. 
Training is conduct-
ed to the company’s 
Global Standards of 
Conveyor Belting  
Excellence and Safety – 
ensuring world-leading 
conveyor belt services 
in the shortest time-
frame possible. This, 
to such an extent that 
the South African ser-
vice teams are often 
contracted to oversee 
conveyor belt services 
at critical mining op-

erations in the Middle 
East and in North and 
South America.

“By positioning our 
branches at southern 
Africa’s major mi-
ning and industrial  
operations, we’re able 
to support our range 
of premium conveyor 
belts with equally high- 
quality services,” says 
Craig Rouhana, Sales 
and Marketing Direc-
tor of the Conveyor 
Belt Group, Conti-
Tech South Africa.  
“In addition, by having 
a 270 member-strong 
team, we are able to 
combine equipment 
resources and the  
required manpower to 
any of our clients facing 
critical breakdowns, 
with two or more ser-
vice branch teams often 
working simultaneously 
to get client operations 
running as quickly as 
possible.”

“It’s not just about  
getting hands on the 
job,” adds Rouhana. 
“It‘s about having a 
team of highly skilled 
professionals who are 
trained to the highest 
standards”. To this 

end, all service techni-
cians receive local and 
onsite training from 
ContiTech’s head ope-
rations in Germany to  
ensure the highest- 
quality workmanship, 
which exceeds local 
SABS conveyor belting 
standards.

Conveyor belting 
services include belt re-
pairs, splicing, pulling, 
winding and disposal as 
well as services to belt 
operation structures 
such as pulleys, idlers 
and frames. ContiTech 
is only one of a few 

companies that is able 
to guarantee a splice 
that can last the service 
life of the belt, a huge 
benefit when compared 
to the industry stan-
dard one-year warranty. 
“We’re able to offer this 
as a direct result of the 
global R&D of Conti-
nental AG that ensures 
the world’s strongest ad-
hesion to a belt’s rubber 
components, creating a 
seamless belt and consi-
derably stronger splices 
that utilise the origi-
nal belting material,”  
comments Rouhana.

ContiTech service 
branches hold stock of 
service materials and 
of popular conveyor 
belt types to service 
clients quickly in the 
case of belt failure. The  
branches are also regu-
larly externally audited 
to ensure compliance 
to ContiTech Global 
Standards of Conveyor 
Belting Excellence and 
Safety.

“Ultimately the 
success of our ser-
vice branches lies wi-
thin the commitment 
to quality and safety 
from our technicians.  
These local service 
teams are upskilled to 
a level where they can 
offer a conveyor belting 
service proven to be 
better than any other on 
the market. By carrying 
out similar services 
every day and often at 
the same mine, they 
have become experts 
in their field, operating  
quicker, smarter and  
safer. It’s also the  
reason why ContiTech 
Germany only calls 
upon South African 
service teams to assist 
with its global opera-
tions.” concludes Rou-
hana.

ContiTech supports 
southern Africa’s ma-
jor industrial and mi-
ning belting operations 
with service branches 
in Kathu, Lephalale, 
Secunda, Welkom, 
West Coast and Wit-
bank and interna- 
tionally in Francis-
town, Botswana. The 
company is also set to 
open two new South 
African service bran-
ches in the next two 
years.

ContiTech provide at-the-mine services

ContiTech is only one of a few companies that is 
able to guarantee a splice that can last the service 

life of the belt.

600SA, a division of 
the EIE Group has  
delivered the first Link-
Belt cranes to South 
African state-owned  
armaments procure-
ment agency, Armscor, 
for use at the Simon’s 
Town dockyard in the 
Western Cape. 

The two Link-Belt 
RTC-8065 Series II mo-
bile rough terrain cranes 
were recently handed 
over by 600SA. Included 
with the cranes was a 
service agreement for 
the life span of the ma-
chines.

Link-Belt RTC-8065 
Series II cranes feature 
a nominal capacity of 60 
tons. The crane features 
an 11,6 m to 35,0 m tele-
scopic greaseless boom 
(no grease required) 
along with an offsettable 
bi-folding fly offering 
four offset positions 2°, 
15°, 30°, and 45° provid-
ing a tip height of 64,5 m.

The crane’s flat deck 
design with integrated 
steps and handholds, 
significantly improves 
operator safety. A next  
generation ergonomi-
cally designed operators 
cab provides for supe-
rior visibility, operator 
comfort, and ease of op-

eration. Large swing-out 
engine hood doors have 
been designed for the 
ease of access and ser-
viceability of the engine. 

Link-Belt’s 4-Link sus-
pension on the rear axle 
produces an optimum 
ride compared to other 
rough terrain cranes. 
The 4-mode steer-
ing improves handling,  
manoeuvrability and im-
proves turning radius.

“600SA and Link-Belt 
Cranes were pleased to 
be able to deliver a su-
perior product at a good 
value to Armscor,” says 
EIE Group CEO, Gary 
Neubert. “This latest 
order is the welcoming 
continuation of our busi-
ness relationship with a 
valued client and testi-
mony to our success in 
building long-term rela-
tionships.”

600SA is the distribu-
tor of Link-Belt Cranes 
offering a wide range of 
cranes to include rough 
terrain cranes, hydraulic 
truck cranes, telescopic 
crawler cranes and  
lattice boom cranes and 
all-terrain cranes to  
fulfill the needs of their 
customers in South  
Africa and 12 other 
countries across Africa. 

Link-belt cranes 
to Armscor 

600SA management at the handover of the Link-Belt 
rough terrain crane to Armscor in Simon’s Town.

http://www.sew-eurodrive.co.za
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Four Kipor forklifts lift 
into Zimbabwe

IN today’s materials 
handling market, be-
ing a supplier that can 
address any problem 
statement optimally 
and service end users’ 
needs across board 
from a reliable prod-
uct, through to af-
termarket support, is 
more critical than ever. 
This was the basis on 
which Smith Power 
Equipment (SPE) re-
cently won a nearly R1-
million order to supply 
a total of four KDF 
25 diesel forklifts to 
Cairns Foods of Zim-
babwe.

Headquartered in 
the capital, Harare, and 
listed on the Zimbabwe 
Stock Exchange’s in-
dustrial index, Cairns 
Foods is a major pro-
ducer of a wide variety 
of groceries and wines. 
Cairns Foods is also a 
manufacturing giant in 
the agro-processing in-
dustry, with Cashel Val-
ley tinned baked beans 
being its flagship prod-
uct in this regard.

Despite the chal-
lenging trading envi-
ronment in its native 
Zimbabwe, Cairns 
Foods recently in-
creased its manufac-
turing capacity utilisa-
tion, and is envisaging 
to further increase of 
an 80% capacity utili-
sation by 2018. Im-
proving business con-
ditions have also seen 
increased activity at 
the company’s distri-
bution centres where 
any form of downtime 
is out of question. In its 
quest to maximise ma-
terials handling uptime 
at its busy distribution 
centres, Cairns Foods 
turned to SPE for four 
Kipor KDF25 diesel 
forklifts.

According to Sunee 
Heyns, Dealer Sales 
Manager for Kipor 
Forklifts at SPE, the 
KDF 25 was a per-
fect fit for the task at 
hand. With its three-
stage container mast 
and a 4,5 m lift height, 
complemented by side 
shift capabilities and 
rated load weight of  
2  500 kg,  the KDF 25 
fit the bill for truck 
loading and offloading 
duties at hand. With 
Kipor’s understand-
ing that a comfortable 
operator is a produc-
tive one, a suspended 
and movable seat, to-
gether with a tilt angle 
of steering column that 
can be adjusted freely, 
the KDF 25 has a spe-
cial design focus on op-
erator comfort, boding 
well for extended work-
ing hours.

With safety in mind, 
the KDF 25 also comes 
with a hoist cylinder 
at the rear of its mast, 
making the opera-
tion view wider. The 
rear  lamps are in-

stalled on the unit’s top 
cover to further ensure 
safety. 

Heyns adds that the 
deal hinged on several 
factors, ranging from 
product reliability, 
competitive pricing, to 
service and parts sup-

port. SPE ticked all the 
boxes with the  Kipor 
forklift range that has 
proved itself in the lo-
cal market, bolstered 
by the local equipment 
supplier’s strong after-
market capabilities. 

“Kipor is a cost-ef-

fective forklift solution 
for companies seeking 
a reliable, yet competi-
tively priced product, 
especially considering 
the tight budgets often 
allocated for materi-
als handling. Apart 
from the reliability 

of our Kipor product 
range and competitive  
pricing, superior ser-
vice and support ability 
were also key in Cairns 
Foods’ decision to opt 
for SPE as its preferred 
forklift supplier,” con-
cludes Heyns. 

http://www.morris.co.za
http://www.craneaid.co.za
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AFRICA’s largest 
branded food service 
franchisor, JSE-listed 
Famous Brands, which 
has several household 
brands in its stable, 
continues its relation-
ship with Goscor Lift 
Truck Company with 
the delivery of Crown 
and Doosan materials 
handling equipment 
(MHE) for its new 
warehouse in Long-
meadow, Edenvale, 
east of Johannesburg.
Gavin Welsh, Famous 
Brands logistics execu-
tive for the Gauteng 
region’s Centre of  
Excellence says that 
the company reduced 
the primary activity at 
their Midrand facility 
and ring-fenced it at 
the new Longmeadow 
warehouse. 

Famous Brands re-
cently took delivery of 10 
units for the new facility 
including: 2 x Doosan 
BR16JW Reach Trucks; 
1 x Crown SC6040 1.8 
three-wheel Electric 
Counter-Balance fork-
lift; 1 x Crown WT3020 
2.0 Ride-on Pow-
ered Pallet Truck and  
6 x Crown PTH-50 Pal-
let Jacks.

Welsh says that it’s 
not only Goscor’s 
product that is world 
class. “Their willing-
ness to be part of the 
preparation of the 
facility’s MHE, their 
general conduct during 

the sale and the qual-
ity of their after sales 
service all match the 
quality of the product,” 
he says.

He adds that the 
Goscor team’s advice 
about which would be 
the best equipment for 
the new warehouse was 
invaluable as was their 
involvement in the de-
sign and construction 
of the battery room, 
which is so crucial to 
the efficiency of the 
entire operation. 

“We expect that the 
new facility will handle a 
throughput in the region 
of 500 pallets per day 
delivering to six depots: 
Cape Town, Bloem-
fontein, Midrand, Nel-
spruit, Pinetown, and 
Port Elizabeth. It is a 
24-hour operation and 
to facilitate this Goscor 
has supplied additional 
batteries to ensure up-
time around the clock! 

Goscor sales man-
ager Ronald Ryan says 
the Famous Brand’s lo-
gistics management and 
its operation is as pro- 
fessional as anything 
anywhere. “Working 
with Gavin is a privi-
lege and the teamwork 
between the two com-
panies is an example 
of how productive the 
client/ supplier relation-
ship can be,” he says. 

From a logistics per-
spective, and taking 
into account Famous 

Brand’s Midrand and 
Longmeadow facilities 
only, the numbers are 
quite staggering:

Longmeadow: Line 
Items: 655; warehouse 
size: 6 500 m²; logistics 
staff: 23; pallets per 
day: 500; operation: 
24-hours a day, six days 
a week.

Midrand Ambient 
Warehouse: Variety of 
vehicles: 1T to 18T with 
a combination of Am-
bient and Refrigerated 
vehicles, drops per 
week: approximately 
1 300; stores serviced: 
1 036 stores via a 6-day 
a week operation

Famous Brands 
is Africa’s largest 
branded food service 
franchisor with icon-
ic brands including: 
Wimpy, Steers, Mugg 
and Bean, Europa, Ta-
shas and many more. 
With only Steers in its 
fold, Famous Brands 
was listed in Novem-
ber 1994 with a market 
capitalisation of R25 
million. Today its mar-
ket capitalisation is in 
excess of R14 billion. 

Famous Brands, 
continues its relation-
ship with Goscor Lift 
Truck Company with 
the recent delivery of 
Crown and Doosan 
materials handling 
equipment for its new 
warehouse in Long-
meadow, Edenvale, 
east of Johannesburg.

All the famous brands

BMG has extended 
its range of Eaton hy-
draulic components to 
now include Eaton’s ad-
vanced conveyor solu-
tions, designed for safe 
and efficient electrical 
power management.

“Under the terms of 
the new distribution 
agreement, which was 
signed in Johannesburg 
recently BMG will 
now distribute Eaton’s 
complete conveyor 
protection and safety 
solutions across sub-
Saharan Africa,” says 
Gavin Pelser, manag-
ing director, BMG, part 
of Invicta Holdings 
Limited. “The addi-
tion of Eaton’s elec-
trical power manage-
ment solutions - which  

include conveyor safety 
switches and accesso-
ries -completes convey-
or systems supplied by 
BMG and enhances the 
company’s comprehen-
sive range of engineer-
ing solutions. 

“This also fits with 
BMG’s ‘Bolt-On’ stra-
tegy to offer customers 
the full basket of prod-
ucts and solutions, in 
line with our commit-
ment of adding value 
and being part of every 
process.”

Through this part-
nership, the market has 
greater accessibility to 
Eaton’s Winner brand 
of hose and hose fittings 
and complete conveyor 
solutions, which are 
available from BMG’s 

distribution network of 
over 130 branches. 

Eaton’s range of con-
veyor solutions encom-
passes safety switches 
which include double 
and single ended  
conveyor trip switch-
es, conveyor rip/torn 
switches and double 
end slack rope switches, 
as well as belt alignment 
and belt trip switches.

These components are 
used extensively in the 
mining industry, as well 
as other sectors, includ-
ing  aggregates, sugar and 
pulp and paper.

BMG provides a 24 
hour customer process 
support service for 
production efficiency 
and reliability centered 
maintenance. 

Eaton conveyors now 
from BMG

ENGAGED by Stefa-
nutti Stocks Oil & Gas 
Division in the con-
struction of the largest 
air separation train ever 
built, Johnson Crane 
Hire has been provid-
ing heavy lift services 
as well as a range of 
smaller lifts at Sasol’s 
Secunda complex.

This milestone plant 
under construction for 
Air Liquide, which is 
the 17th train to be built 
at this site, will have a 
total capacity 5 000 tons 
of oxygen per day. 

The contract for 
the project’s heavy lift 
scope was won by John-
son Crane Hire’s Heavy 
Lifts Project Division 
on a fixed value basis, 
according to Peter Ya-
man, executive – sales, 
while the smaller crane 
work was serviced 
through the company’s 
Trichardt branch near 
the Sasol Secunda site.

At the heart of the 
plant is the argon  
column, which presented 
Johnson Crane Hire 
with its heaviest lifts. Ac-
cording to Grant Parker, 

project ma-nager - 
Heavy Lifts Pro-jects Di-
vision, the lower section 
of this column weighed 
287 tons, and was lifted 
by the company’s main 
lift crane, a Liebherr 
LR1750. This 750 ton lat-
tice boom crawler crane 
was configured initially 
with 84 metre boom 
length, which was later 
in the project extended 
and re-configured at 112 
metres.

“An interesting as-
pect of the contract was 
that most of the large 
components – such as 
the columns – were 
lifted in an almost fully  
assembled state,” says 
Parker. “The upper sec-
tions would then have to 
be accurately positioned 
on the lower sections, 
with tolerances less than 
1 millimetre per metre. 
For the large argon co-
lumn, this meant a tole-
rance of less than 10 
millimetres.”

The tall structures 
meant that vertical-
ity had to be carefully  
addressed in the lift 
planning, with the 

use of tailing cranes 
– mainly the Liebherr 
LTM1500-8.1, a 550 ton 
telescopic mobile unit. 

Close attention to 
planning and safety 
procedures is always 
key to the smooth im-
plementation of lifting 
pro-jects undertaken by 
the company, says Ya-
man, so Johnson Crane 
Hire placed a CAD 
technician permanently 
on site to create two-
dimensional and three-
dimensional plans for 
all lifts over five tons 
– which the customer 
would also sign off be-
fore execution.

“This planning  
allows us to position 
the cranes in exactly 
the right locations to 
facilitate the coordina-
tion between the main 
crane and the tailing 
crane, and to ensure 
the cranes don’t work 
against each other,” 
says Parker. “As the 
column nears the ver-
tical, for instance, the 
weight transfer be-
tween the one crane 
and the other can  

occur very quickly. 
With the HP/LP  
column, another of 
our heavier loads, this 
transfer took place 
over an angle of just 
two degrees.”

A 400 ton lattice 
boom crawler crane 
was also brought to 
site for additional tail-
ing capacity in the big 
package lifts, as well as 
a support crane in the 
form of a 100 ton Lieb-
herr LTR1100 telesco-
pic boom crawler crane.

A particular challenge 
was the wind resistance 
created by the installed 
panelling on the col-
umns, which could delay 
work if the wind strength 
exceeded a certain level. 
Once lifted, the upper 
section would have to 
be held in place for ex-
tended lengths of time 
while being secured to 
the lower section – some-
times overnight. 

“Space is also often at 
a premium on construc-
tion sites like this, and 
it is important that all 
contractors collaborate 
closely,” he said.

Johnson lifts big and small at 
world’s largest air sep plant

http://www.goscorlifttrucks.co.za
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LARGE doorways left 
open to facilitate easy 
access in and out of 
manufacturing and sto-
rage facilities often pre- 
sent problems in terms 
of maintaining a plea-
sant and comfortable 
working environment. 

Wim Dessing, ma-
naging director of Apex 
Strip Curtains & Doors, 
says that during the win-
ter months and incle-
ment weather it becomes 
extremely difficult to 
maintain a constant 
temperature which often 
translates into unplea-
sant working conditions. 

The company, that 
pioneered the use of 
flexible PVC strips in 
a number of industrial  
applications, offers a 
range of solutions includ-
ing impact traffic doors 
and high speed doors.

“Comfortable work-
ing conditions have 
significant bearing on 
a company’s productiv-
ity and customers are 
continuously looking for 
ways to improve both 
working conditions and 
worker comfort,” Dess-
ing says. “Our wide 
range of doors and en-
closures is specifically 
designed for applications 
where the maintenance 
of consistent tempera-
tures on the work floor is 
required.” 

Locally manufactured 
from specially formulat-
ed PVC material, Apex 
General Purpose Strip 
Curtains are ideal to 
cordon off areas within 
a manufacturing facil-
ity, a workshop, storage  
areas or warehouses. 
This highly effective 
product is generally  
fitted on hanging hard-
ware across a door or en-
trance way, and on spe-
cially made framework. 

Each individual PVC 
strip features the pat-
ented Balledge® design 
that ensures an efficient 
thermal seal preventing 
the ingress of cold air 
into the workplace. The 
transparent strips allow 
unimpaired vision into 
enclosed areas, and part 
readily under pressure 
to allow easy access for 
both equipment and 
personnel. 

The company’s range 
of high speed doors of-
fer a viable solution for 
quick and easy access, 
and contribute signifi-
cantly to improved pro-
ductivity. These doors 
are suitable for a wide 
variety of applications, 
including warehousing 
areas as they do not hin-
der personnel, forklift 
or vehicular traffic and, 
depending on the actual 
operation, can be either 
automatically or manu-
ally controlled.

The Sector high speed 
roll-up door, manufac-
tured locally by Apex 
Strip Curtains & Doors, 
delivers both functio-
nality and performance. 
It is robust enough to 
cope with the intensive 
demands of heavy and 
continuous traffic.

The Traffic high speed 

fold-up doors offers a 
sturdy, dependable and 
modular solution for me-
dium and large entrances 
such as shipment and 
warehouse areas, and 
are particularly suited to 
conditions where wind is 
a factor. 

Installation of both is 
quick and easy because 
the support structure 
contains all the elec-
trical drive gear and 
a special mechanical 
counterbalancing sys-

tem. The doors are con-
trolled by an electronic 
unit which complies 
with all IEC regulations 
and can be activated by 
any type of remote con-
trol equipment includ-
ing photocells, pressure 
sensitive mats, move-
ment detectors or induc-
tion loops. To facilitate 
safety, the door is fitted 
with a release lever that 
opens it from either side 
in the event of a power 
failure or malfunction. 

Also locally manu-
factured is the Apex 
SR 9000 high impact  
traffic door which 
complies with all re- 
levant safety, health, 
environment and qual-
ity (SHEQ) standards. 
The door is made from a  
3 mm ABS skin which is 
impervious to moisture, 
acids, petroleum pro- 
ducts, animal fats, 
rodents, insects and  
salt solutions.

Standard vision pan-

els constructed from 3 
mm clear polycarbonate 
sheeting are available 
in a number of custom 
sizes. However, the Apex 
SR 9000 is also available 
without the vision panel 
which allows greater 
flexibility of use. 

Apex Strip Curtains & 
Doors provides a techni-
cal information service 
assisting customers in 
selecting the most appro-
priate door for a particu-
lar application. 

APEX counters cold weather

The Apex SR 9000 high impact traffic door 
which complies with all relevant safety, health, 
environment and quality (SHEQ) standards.
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WE LOVE CRANES
EVEN THE ONES WE DIDN’T MAKE

Durban branch: 031 914 0059  *  082 301 2389  
mark.oconnor@konecranes.com

Richards Bay branch: 035 789 0815  * 072 772 9184  
ferdi.pieterse@konecranes.com

www.konecranes.co.za

We Service, Repair and 
Load Test all Makes of 

Cranes
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K O N E C R A N E S 
has been deliver-
ing Rail Mounted  
Gantry (RMG) cranes 
to intermodal opera-
tors all over the world 
for many years.  This 
year marks the delivery 

of the 1 000th  Kone-
cranes Rubber Tired 
Gantry (RTG) crane 
– a milestone in its 
impressive history.  It 
was installed at the  
Georgia Ports Au-
thority at the Port of  

Savannah in the USA.
In South Africa 

three 350 kg RMG’s 
have been installed at 
Transnet in Gauteng.  
“It is one of the larg-
est scale installations 
of RMG cranes ever 

to be undertaken in 
Southern Africa”, 
said John MacDon-
ald, Service, Sales and 
Marketing Director at 
Konecranes Southern 
Africa. “Weighing over 
350 tons, the cranes 

are each able to move 
a container every three 
minutes”.

Konecranes’ Rubber 
Tired Gantry (RTG) 
crane is an integral 
part of the global com-
pany’s product offer-
ing.   This productive 
and reliable RTG was 
developed more than 
20 years ago and re-
mains the top choice 
for container terminals 
around the globe.  

Konecranes’ RTG 
has three main fea-
tures which were part 

of the design from the 
start. The non-hydrau-
lic design, unique to 
Konecranes’ RTGs in 
the 1990s, has since 
been adopted by com-
petitors. Nonethe-
less, Konecranes was 
among the first to 
realize the immense  
benefits of non-hy-
draulic RTG cranes, 
which are designed 
to provide higher  
reliability, less down-
time, and lower main-
tenance and spare part 
costs, particularly at 
ports that experience 
harsh coastal weather.

Two other main fea-
tures have remained 
part of Konecranes’ 
unique and market-
leading RTG design. 
First is the Direct  
Gantry Drive design 
with 16-wheel mecha-
nism that separated 
Konecranes’ RTG 
crane from its com-
petitors’ 8-wheel RTG 
cranes. The increase in 
the number of wheels 
from 8 to 16 meant 
lower wheel loads, 
less maintenance, and 

reduced wheel wear.  
The extra wheels also 
allowed the crane to 
move sideways, poten-
tially increasing pro-
ductivity. 

The other unique 
patented feature of the 
Konecranes RTG is the 
Active Load Control 
(ALC) system, which 
is designed to prevent 
containers from sway-
ing, and enable the 
fine positioning of 
the spreader. When 
combined, these fea-
tures are intended to 

significantly speed up 
the container handling 
cycle, increasing the 
productivity of yard 
operation.

The benefits like-
wise extend past the 
ease of container han-
dling. With decreased  
unnecessary move-
ments due to the preci-
sion of the ALC system, 
productivity can re-
main kept at its highest 
level and energy-waste 
can be kept to a mini-
mum. The use of AC-
motors and frequency 
converters, instead of 
direct current techno-
logy, can also lead to 
significantly improved 
eco-efficiency. 

Despite the innova-
tive features, Kone-
cranes’ RTG was not 
a straightforward  
success story. Kone-
cranes’ approach to the 
RTG crane was unfa-
miliar to most contain-
er terminal operators, 
who were hesitant to or-
der the slightly more ex-
pensive crane in favour 
of the more affordable 
partly hydraulic-driven 

RTG cranes.
However, after word 

spread of the RTG 
crane’s unique features 
through user references, 
success followed. 

Konecranes’ RTG 
has come a long way 
since the first proto-
type was built in the 
city of Hyvinkää, Fin-
land, over 20 years 
ago. The original idea 
has paved the way for 
new applications and 
features, which in turn 
have enabled new mar-
kets to emerge.

The first Kone-
cranes’ RTGs were 
used solely by sea-
port terminals. The 
1000th  RTG was in-
stalled at the Georgia 
Ports Authority at the 
Port of Savannah in the 
USA. With 22 ship-to-
shore cranes (soon to 
be 26) and 146 RTGs, 
the Savannah Terminal 
is furnished with more 
pieces of Konecranes 
equipment than any 
other container termi-
nal in the world. It is 
the fourth-busiest con-
tainer terminal in the 
United States.

The latest chapter 
in the RTG’s story is 
the BOXHUNTER 
RTG crane. The BOX-
HUNTER is oper-
ated at ground level 
and integrates several  
innovative technolo-
gies that aim to improve 
the user’s experience 
and bring savings for 
the terminal. The new  
addition to Konecranes’ 
RTG portfolio targets 
previously unconquered 
market areas, mainly 
developing countries.

Konecranes delivers 1 000th RTG

Konecrane’s Cape Town team is about to move to 21 Mail Street in Epping, as part 
of the worldwide amalgamation process with Demag Cranes whereby both compa-
nies combine premises. From l.t.r. Henry Ras , Warren Summers, Markus Labus-
chagne (Konecranes Cape Town Branch Manager), Riaan Pretorius, Brandon 
Shaw. South Africa is well ahead in the ‘global pack’ of the process, with head 
office and various branches around the country having moved in already.

Kone on the move

http://www.maxiflex.co.za
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THE construction in-
dustry is diverse, with 
activities ranging from 
demolition to build-
ing, renovation and 
maintenance.  In ad-
dition to this, working 
conditions are difficult 
when one considers 
weather, dust and tight 
deadlines – all while  
ensuring the utmost 
safety of workers.  Pur-
chasing equipment 
specifically designed 
to carry out the dif-
fe-rent tasks can be 
capital intensive and  
affect productivity 
with operators having 
to continuously change 
equipment.  What if 
there was a simple so-
lution whereby one 
machine was capable 
of performing many 
tasks, safely?

Manitou knows that 
safety and compact-
ness are essential ele-
ments to successful 
site operations. Mani-
tou machines, and 
an extensive range of  
attachments, are quick 
to master and the 
quick-hitch attachment 
system is effortless. 

This means that one 
Manitou machine can 
fulfil an array of func-
tions, thus eliminating 
the need for multiple 
capital outlays for a 
fleet of task-specific 
machinery.  Numer-
ous attachments: forks, 
handlers, jibs, buck-
ets, concrete skips,  
personnel cages, 
sweepers and winches 
provide flexibility and 
precision while in-
creasing productivity.

The compactness 
and the manoeuvrabil-
ity of Manitou telehan-
dlers, rotating telehan-
dlers, compact loaders 
and access platforms 
are beneficial on con-
fined sites or in urban 
areas. The machines 
can be used on any ter-
rain, with their high 
ground clearance and 
driving wheels en-
abling development in 
areas that are difficult 
to access.

Demolition work 
requires great preci-
sion and substantial 
capabilities. Manitou’s 
rough terrain capabi-
lity allows the move-
ment of heavy items or 
those which cannot be 
dismantled on uneven 
ground. Complex situa-
tions are accomplished 
with different steering 
modes: 2 or 4-wheel or 
crab steering.

From monument 
restoration to renovat-
ing residential hous-
es, Manitou equip-
ment allows access to  
various heights on ex-
ternal parts such as 
walls and the roof.  

By using rotating tele-
handlers or articulated 
platforms, there is no 
need to move the ma-
chine to change working 
areas as the platform off-
set and rotation capaci-
ties cover a large work-
ing area. Some models 

are sufficiently compact 
to work indoors.

Manitou’s offerings 
expand beyond just 
equipment. Extendable 
warranty offers and 
“tailor made” main-
tenance contacts are 
available to suit cus-
tomer needs ensuring 
that: equipment is al-
ways in an optimal state 
of maintenance; repair 
costs are kept to a mini-

mum; all maintenance 
work is compliant.

Manitou supports its 
comprehensive material-
handling range nation-
ally with a world-class 
service and support net-
work. Its rapid response 
team operates through-
out Southern Africa 
24/7, 365 days a year. All 
parts that are not held lo-
cally are flown in imme-
diately. Manitou holds 

an extensive range and 
volume of parts in stock 
locally to ensure the 
shortest possible turn-
around times.

Manitou makes construction easy

The MRT-X offers all 
the advantages of a 

high-lift telehandler: 
off-road efficiency, 

ease of handling and 
versatility. 
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B A R L O W O R L D 
Equipment crowned its 
90-year anniversary as a 
Caterpillar dealer with 
the official opening of 
a new, state-of-the-art 
distribution warehouse 
that will dramatically re-
duce the time it takes for 
customers to order and  
collect spare parts for 
their machines.

Barloworld Equip-
ment Johannesburg, 
located at the iconic 
Barloworld Equipment’s 
Isando campus, was 
unveiled recently at a 
ceremony attended by 
senior executives of both 
Barloworld Equipment 
and Caterpillar, custom-
ers, government officials, 
and other key stakehold-
ers.

Dominic Sewela, 
CEO of Barloworld 
Limited, the parent 
company of Barloworld 
Equipment, said the in-
vestment in the launch of 
the parts distribution fa-
cility was true testament 
of Barloworld Equip-
ment’s commitment to 
Southern Africa, where 
it is a principal supplier 
of Caterpillar machines 
to customers that mainly 
operate in the mining 

and construction sectors.
“The new parts fa-

cility will dramatically 
improve the turnaround 
time from order to  
collection of parts for our 
customers. The reduc-
tion in the turnaround 
time will bring enormous 
benefits to our custom-
ers as it will quicken re-
pairs and maintenance 
work on the machines we  
supply to them.

“This will help reduce 
downtime and boost pro-
ductivity for our custom-
ers, putting them in an 
ideal position to take ad-
vantage of an anticipated 
recovery in commodity 
markets,” said Sewela.

The access controlled, 
60 000 square meter dis-
tribution facility – which 
will also accommodate 
Caterpillar staff – boasts 
an electronic tracking 
system that will reduce 
queues for customers 
and keep them abreast 
about their order when 
they come to the fa-
cility to collect spare 
parts.  Customers will 
need to have their cus-
tomer numbers handy as 
successful order track-
ing will take place using 
their customer numbers. 

Barloworld Equip-
ment has been invest-
ing significantly in new 
world-class facilities 
to boost capacity and 
improve service to its 
customers. The com-
pany recently launched a 
state-of-the-art compo-
nents rebuild centre in 
Boksburg and a world-
class Caterpillar-accre-
dited training facility at 
Isando to develop a new 
pool of highly proficient 
technicians and help the 
company bring more fe-
male employees into its 
fold in line with its gen-
der diversity targets.

Through an exten-

sive recruitment and 
training programmes, 
Barloworld Equipment 
is on a quest to have 
40% of its workforce 
women by 2020, an ini-
tiative that is strongly 
supported by Cater- 
pillar.

Barloworld Equip-
ment is today one of the 
world’s market-leaders 
in the provision of heavy 
earthmoving machines, 
thanks to its 90-year 
partnership with Cater-
pillar that has been the 
bedrock for Barloworld 
Equipment’s expansion 
beyond South Africa and 
into 10 other southern 

African markets, Iberia, 
Siberia and the Russian 
Far East.

Barloworld Equip-
ment has never looked 
back since 1927 when 
Charles “Punch” Barlow, 
the eldest son of Bar-
loworld’s founder, Billy 
Barlow, sold the first 
Caterpillar tractor to a 
sugarcane farmer after 
he had won a bet against 
the farmer that the trac-
tor could out-plough a 
span of oxen.

After making the his-
toric Caterpillar sale, 
Punch travelled to the 
United States to negoti-
ate with Caterpillar to 

acquire a license to make 
the Barlows the sole and 
official sales and service 
Caterpillar dealer in 
South Africa.

The official agree-
ment between Punch 
and Caterpillar was 
signed on 17th  August 
1927, leading to the 
opening of dealerships 
in Durban and the Free 
State. Since its humble  
beginnings 90 years ago, 
Barloworld Equipment 
has grown from strength 
to strength, employing 
over 5, 000 people. Today 
the Caterpillar machines 
that Barloworld Equip-
ment supplies to its cus-
tomers, can be found at 
mining and construction 
sites in its key markets, 
where they are helping 
to extract minerals from 
the bowels of the earth or 
assisting to build roads, 
dams, power stations, 
airports, harbours, and 
other crucial logistics in-
frastructure that powers 
economies and facilitate 
the transportation of 
goods and people.

The introduction of 
the Caterpillar brand in 
South Africa by Punch 
Barlow nine decades 
ago played a key role in 
the development of our 
country’s mining indus-
try and physical infra-
structure, which today 
is one of the best on the 
African continent.

“Our success as a 
company is rooted in 
our close and long-

standing partnership 
with Caterpillar. As a 
result, we have both 
become global brands 
and  Barloworld Equip-
ment is very proud to be 
one of the world’s lead-
ing Caterpillar dealers.

“We believe that this 
relationship will endure 
for another 90 years 
and it will grow even 
stronger  as Barloworld 
Equipment works to-
wards achieving its vi-
sion of becoming a lead-
ing caterpillar dealer 
operating in more terri-
tories,” said Sewela.

Moving forward, 
Barloworld Equipment 
intends to become a 
centre of excellence for 
other Caterpillar deal-
ers, providing superior 
service to its customers 
and investing heavily in 
training its staff to meet 
the requirements of a 
rapidly changing world 
characterised by the 
unfolding digital revolu-
tion.

“The product quality 
and superior after-sales 
support that Caterpillar 
and Barloworld Equip-
ment deliver is second 
to none in the industry. 
Our people take great 
pride in this shared 
drive for excellence, in-
novation, continuous 
improvement, an in-
tense focus on customer 
needs and a dedication 
to meet those needs 
with a sense of urgency,” 
said Sewela.

90-year anniversary with launch of parts facility

JOHNSON Crane Hire 
has an established repu-
tation for handling small 
lifting on a wide range 
of construction and util-
ity projects sites. This 
skill and experience has 
resulted in the company 
securing a number of 
contracts from solar 
power projects, especial-
ly in the Northern Cape 
region. 

Peter Yaman, sales 
executive at Johnson 
Crane Hire, says that it 
is the ready access to a 
range of mobile cranes 
that positions the com-
pany well to undertake 
lifting in remote regions 
such as this. Signifi-
cantly Johnson Crane 
Hire has an established 
branch in Kathu and 
while actively servicing 
the mining sector it is 
capable of supporting 
the lifting requirements 
of the solar power con-
tractors as well. 

“The power of deal-
ing with the largest 
privately owned mo-
bile crane rental com-
pany in Africa is that 
through our vast branch 
network, we are always 
able to draw additional 
resources from other 
branches, should this 
become necessary,”  
Yaman says. 

“Planning of lift-
ing activities is one of 
our strengths and this 

enables us to dovetail 
the lifting with the in-
dividual construction 
programmes so as to 
ensure optimum pro-
ductivity for the indi-
vidual solar power con-
tractors.”

Lifting the various 
components, including 
handling the imported 
sections which make 
up the composite panel 
structures, needs to be 
done with care, and  
Yaman says this is 
where pre-planning 
and the use of skilled 
and experienced opera-
tors plays a major role. 

Johnson Crane Hire 
has a team of highly 
skilled and trained op-
erators. Not only are the 
operators well versed in 
the actual operation of 
the cranes, but they are 
also completely familia-
rised with the applica-
tion on the solar power 
farms. 

“In addition to this, 
we differentiate our-
selves by providing all 
customers through-
out South Africa and 
neighbouring coun-
tries with a total lift-
ing solution delivered 
through our ‘SMART’ 
— Safety, Mainte-
nance, Availability, 
Reliability and Total 
Cost Effectiveness 
— brand promise,”  
Yaman says. 

Uplifting solar power 
contractors

http://www.jungheinrich.co.za/efg-special
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At John Thompson we design, manufacture, install 
and maintain biomass- and fossil fuel-fired boilers and 
environmental plant for process steam and power 
generation and industrial applications.

AS a source of energy, 
liquid petroleum gas 
(LPG) is hard to beat – 
its excellent properties 
are playing an active 
role in contributing 
towards a gas-powered 
economy.

Furthermore, from 
an LPG supplier  
perspective, the busi-
ness is also evolving in 
a dynamic and exciting 
manner. 

Easigas’s Commer-
cial Technical Mana-
ger, Dave De Wit – who 
has more than three 
decades’ experience 
and understanding of 
gas-fired plant and 
equipment – will be 
leading an innovative 
value-adding initiative 
to Easigas’s customers 
in the commercial and 
industrial sector.

”This will take the 
form of a multi-faceted 
energy   monitoring and 
management service of-
fering; which will   also 
offer assistance to   our 
commercial and indus-
trial customers who 
need to be aligned with 
existing gas-related 
legislation,” De Wit ad-
vises.

In addition, Easi-
gas’s new service will 
assist in the optimisa-
tion of customers’ com-
bustion systems and 
burner management. 
Furthermore, when 
the time comes to alter 
plant or install new gas 
systems, Easigas will 
offer its customers pro-
fessional advice on the 
gas equipment selec-
tion and installation.

This new offering will 
dovetail nicely with the 
energy management 
programmes that many 
of the company’s com-
mercial and industrial 
customers currently 
have in place. For ex-
ample, those in the 
industrial or mining 
sectors which have fully-
fledged energy depart-
ments managing steam, 
water and gas usage.

“This service could 
also be particularly use-
ful to geographically 
remote branches, which 
sometimes do not have 
the full in-house energy 
management resources 
as their main opera-
tions,” De Wit adds.

A further component 
to the energy monitor-
ing and management 
service would be as-
sisting companies with 
statutory compliance.

“The enforcement of 
statutory compliance 
deadlines, as defined in 
the Pressure Equipment 
Regulations (PER), are 
to be revised due to the 
prohibitive costs of up-
grades required to en-
sure compliance,” says 
De Wit.

The Department of 
Labour will require 
that companies draw 
up a risk profile, and 
then schedule mea-
sures to be taken to 
ensure compliance in 
a series of manageable 

and affordable steps.
“This could poten-

tially open up opportu-
nities for industries such 
as glass manufacturing, 
steel manufacturing or 
pyro-metallurgical op-
erations – and many oth-
ers – to get their houses 
in order in a manageable  
progression.

Obviously, during 
this entire process of 
completing compliance, 
we will ensure that 
projects of this nature 
are methodically and 
safely carried out,” says 
De Wit. He adds that 
this will also involve 
the determination of  
priorities to manage the 
expenditure involved in 
the most cost-effective 
manner, and in line with 
operational budgets.

Regarding the ener-
gy monitoring com-
ponent of the service 
– and the need for 
customers to be legally 
compliant – Easigas 
could offer a scheduled 
monitoring capability, 
regardless of whether 
it is linked to a sta-
tutory requirement or 
not.   “If, for example, 
a burner nozzle or reg-
ister should become 
inefficient (and ‘gas 
wasting’), by scheduled 
monitoring, we will 
detect this condition 
early and advise the 
customer accordingly,” 
De Wit continues.

Easigas will also be 
able to assist custom-
ers with burner equip-
ment selection, opti-
misation, management 
and compliance. “With 
our continuous on-site 
monitoring frequency, 
customers would also 
comply more easily 
with emissions legisla-
tion,” he says.

Should a custom-
er be considering  
installing or alter-
ing their combustion 
systems, Easigas will 
be able to supply pro-
jected gas consump-
tion metrics; as well as 
burner installation and 
management advice.

“We would consult 
on best-fit burner prac-
tice and would extend 
this into burner system 

installation and pro-
ject management if re-
quired. When one con-
siders the current cost 
of consulting engineer-
ing, the cost-savings 
our service will offer 
could be very substan-
tial indeed,” De Wit 
points out.

A further incentive 
for Easigas’s commer-
cial and industrial cus-
tomers to grasp this  
opportunity lies in 
South Africa’s chan-
ging environmental 
legislation, which will 
increasingly dictate 
that industries engage 
in environmentally-re-
sponsible energy utili-
sation.

“With this innova-
tion, Easigas is at the 
forefront of the LPG 
supply sector: not only 
in responding to our 
valued commercial 
and industrial custom-
ers’ requirements for 
greater flexibility and 
accessibility to energy 
monitoring, optimisa-
tion and management; 
but also to the impera-
tives of the Industry 4.0 
trend of increasingly 
automated and inte-
grated manufacturing.

Advanced tele- 
metry systems that will 
be used in the ‘smart’ 
factory of tomorrow 
are also compatible 
with the  LPG  indus-
try. Their applications 
range from LPG tank 
level monitoring, auto-
matic meter readings 
and burner fuel con-
sumption metering, to 
monitoring combustion 
efficiency. With these 
systems in place, there 
is added potential for 
greater productivity ho-
rizons,” he adds.

“The drive of the 
Industry 4.0 global 
initiative is towards in-
creased efficiency and 
productivity. With our 
energy monitoring and 
management value-
added service offering, 
we are able to assist 
our customers in im-
proving their produc-
tivity, profitability and 
sustainability through 
optimal energy usage,” 
De Wit concludes.

Easigas innovates

Easigas’s Commercial Technical Manager,  
Dave De Wit.

FLOWAY® vertical 
turbine pumps (VTPs) 
from Weir Flow Con-
trol group company 
Floway have particular 
advantages for conden-
sate extraction pumping 
applications in facilities 
that operate boilers, 
such as power stations 
and petrochemical 
plants.

According to Weir 
Minerals Africa’s de-
watering product ma-
nager, Kevin Roelofse, 
many users of boilers 
experience the prob-
lem of cavitation or 
pitting of impellers in 
the centrifugal pumps 
that extract condensate, 
leading to inconvenient 
and costly downtime for 
repair.

“If there is insuffi-
cient inlet pressure on 
the hot condensate then 
the suction pressure 
at the impeller can be 
less than the conden-
sate’s vapour pressure,”  
Roelofse says. “This 
can create steam bub-
bles that collapse onto 
the impeller vanes caus-

ing considerable erosive 
wear (cavitation); this 
severely undermines 
the longevity of the 
pump.”

With the vertical tur-
bine pump, cavitation 
is avoided because the 
pump’s vertical column 
length can be designed 
in such a way that there 
is sufficient pressure 
on the condensate at 
the pump inlet, so the 
water will not cavi-
tate and damage the  
impeller vanes. To  
create the necessary 
inlet pressure head in 
a horizontal pump, the 
condenser would need 
to be elevated several 
metres; rather than tak-
ing this route, a verti-
cal turbine pump can 
be installed, thereby 
removing many of the 
complexities previously 
experienced in this  
application.

Also, Floway® verti-
cal turbine pumps have 
a low NPSH double 
suction first stage im-
peller design available 
to further reduce the 

pump’s Net Positive 
Suction Head required 
(NPSHr) to avoid the 
above referenced cavi-
tation. Another feature 
is the availability of a 
hardened material such 
as 400 series stainless 
steel for the first stage 
pump impeller to com-
bat the erosive effects of 
cavitation in upset con-
ditions. 

“It is also impor-
tant that each product 
is optimised with the  
appropriate design 
and specifications for 
the customer’s par-
ticular application,” he 
says. “Weir Minerals  
Africa can offer a range 
of choices relating to 
pump sizes, materi-
als used, construction 
modules and other vari-
ables.” 

Designed and built at 
Floway’s state-of-the-
art facility in Fresno, 
California, the pump’s 
quality is controlled 
throughout the manu-
facturing process. A 
high level of in-house 
engineering capability 

includes three-dimen-
sional solid modelling; 
hydraulic design; com-
putational fluid dy-
namics (CFD) analysis; 
stress and deflection 
analysis using finite  
element analysis (FEA) 
and lateral and torsional 
rotor dynamic analysis.

“Pumps are produced 
to customer specifica-
tions, and designed to 
ensure low vibration 
and longer product life,” 
he says. “For instance, 
the design specifies op-
timal spacing between 
line shaft bearings in 
relation to the shaft’s 
diameter, operating 
speed, material and im-
peller specifications.”

Boiler users gain advantage 
from vertical turbine pumps

The Floway engineering 
capabilities include 3D 

modeling, hydraulic 
design and CFD 

analysis.
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JOHN Thompson, 
which is South Africa’s 
largest manufacturer 
of industrial boilers, 
explicitly makes use of 
EN standards in the de-
sign, manufacturing and 
testing of its range of  
pressurised equipment.  
This is because EN stan-
dards, which are har-
monised with the essen-
tial safety requirements 
(ESR’s) listed in the EU’s 
Pressure Equipment 
Directive (PED), are 
considered to be more 
technologically advanced 
and progressive in their 
approach towards health 
and safety concerns relat-
ed to pressurised equip-
ment.  The health and 
safety standards (HSS) 
of choice for the design 
and manufacture John 
Thompson’s range of 
package firetube steam 
boilers is EN 12953.

This article mainly 
focusses on EN 12953 
Parts 2 and Part 3 with 
the aim of highlighting 
advancements made to 
these parts in order to the 
reduce risks associated 
with steam boiler design, 
operation and foresee-
able misuse.

Significant changes to 
EN12593 Part 2

EN 12953 Part 2 speci-
fies allowable materials 
for the pressure bearing 
parts of shell boilers and 
includes valves and other 
forged or cast products. 
The prohibition of EN 
10028-3 (weldable nor-
malised fine grain steels) 
plate for boiler furnace 
tubes was the technical 
change with the most 
substantial impact on 
the design of shell boil-
ers.  Additionally, for 
low pressure boilers 

(LPB) i.e. boilers with 
a maximum saturation 
temperature of 120°C 
and a design pressure 
below 10 bar (g), the use 
of material S235JR ac-
cording to EN 10025-2 
is now permissible.  The 
use of bolting material 
in accordance with EN 
1515 Part 4 and flange 
material to EN 1092 and 
EN 1759 Part 1 was also 
introduced.

Significant changes to 
EN12593 Part 3

Part 3 of EN 12953 en-
compasses requirements 
for the design and cal-
culation of shell boiler 
pressure parts.  As such, 
it could be considered the 
most important part of 
EN 12953 as it dictates 
the dimensions of the 
pressure bearing parts.  
EN 12953 Part 3 was up-
dated as recently as No-
vember 2016 by the CEN 
Technical Committee 
(TC) 269.  The earlier 
version of this part of the 
HSS was introduced 
as far back as 2002 and 
was withdrawn with the 
publication of the 2016 
edition. Updates to EN 
12953 – 3: 2016 brought 
with it major paradigm 
shifts in the design of 
shell boilers.  Of these, 
the requirement for the 
assessment of cyclic ser-
vice and the determina-
tion of boiler fatigue life 
stands out as the most 
significant amendment.  
This addition requires 
that manufacturers of 
shell boilers perform a 
detailed assessment of 
the boiler fatigue life 
should certain prescribed 
load cycle conditions not 
be met during the boiler’s 
normal life.  

The aforementioned 

constraints includes 
amongst others, a re-
quirement that the num-
ber of start-ups and shut-
downs (full load cycles) a 
boiler should be expose 
to during its usable life 
be restricted to a 1 000 
cycles.  This translates to 
a boiler life expectancy of 
approximately 20 years 
for a boiler operating 24 
hours a day, five days a 
week, 52 weeks a year 
and with the boiler being 
shut down over week-
ends.

Another major techni-
cal change in the new EN 
code is the dimensional 
limitations enforced on 
shell boilers incorporat-
ing set-in end plates.  In 
fact, the foreword to this 
part of the HHS states 
that the United Kingdom 
(UK) was concerned that 
this amendment would 
introduce requirements 
which are too restrictive.  
Accordingly, shell boilers 
with set-in plates may not 
have diameters in excess 
of 4.0 m, may not have 
maximum allowable 
pressures greater than  
1 000 kPa and must not 
be longer than 8,8 m.  
This considerably con-
servative approach of 
the latest edition of EN 
12953-3 supports the ar-
gument of UK’s Safety 
Assessment Federation 
(SAFed) and the PER 
in that tee-welds located 
within set-in end plates 
of shell boilers are to be 
considered as critical 
welds due their inherent-
ly high residual stresses, 
susceptibility to weld de-
fects and adverse ability 
to act as crack initiation 
and/or propagation sites.

This rule forces boiler 
manufacturers to use 
flanged end plates on 
larger boilers, which 

typically entail twin fur-
nace or high pressure 
shell boilers.  In order to 
circumvent this require-
ment whilst still negating 
the high residual stresses 
and potential weld de-
fects associated with 
the tee-joint welds used 
on set-in endplates, EN 
12593 Part 3 requires 
that manufacturers de-
monstrate acceptable 
boiler life through de-
tailed fatigue assessment.

Design solutions adopted

In compliance with 
the requirements of 
EN 12953 Part 2, John 
Thompson only utilises 
steel grades conforming 
to EN 10028 Part 2 (non-
alloy and alloy steels 
with specified elevated 
temperature properties).  
These elevated tempera-
ture steel grades are alu-
minium killed to ensure 
high levels of chemical 
homogeneity and pin 
grain boundaries in order 
to eliminate grain growth 
during heat treatment 
and hot forming pro-
cesses.  In addition, EN 
10028 Part 2 steel grades 
are niobium treated to 
improve the fracture 
toughness through grain 
refinement, precipitation 
strengthening and micro-
structure.

John Thompson 
makes use of EN 13445 
in order to meet the 
more stringent require-
ments of EN 12953-3: 
2016.  This was achieved 
through an assessment 
of the cumulative dam-
age caused by the cyclic 
load cases.  Typical load 
cycles evaluated during 
a fatigue life assessment 
included load cases such 
as boiler commissioning, 
cold starts, hot starts, 
hydraulic pressure tests 
and warm starts, to name 
but a few.  A design by 
analysis approach using 
Finite Element Analysis 
(FEA) was adopted by 
John Thompson in order 
to obtain the structural 
or principal stresses re-
quired by EN 13445.  In 
order to achieve this, the 
company employed the 

services of an FEA ex-
pert.  The main objective 
of the fatigue analysis was 
to prove that the cumula-
tive damage to the boiler 
due to cyclic loading was 
below the threshold value 
of unity.

Conclusion

Pressure equipment 
HSS are updated on a 
regular basis in order to 
incorporate the latest 
scientific and technologi-
cal advances.  The aim 
of HSS is to eliminate or  

mitigate the potential 
dangers and risks associ-
ated with pressure equip-
ment through the appli-
cation of lessons learnt 
and technological ad-
vancements.  As such, the 
onus is on manufacturers 
of pressure equipment 
to ensure that they only 
use the latest revisions 
of HSS for the design, 
manufacture and testing 
of their equipment.

The enhancements to 
EN 12953 Parts 1 and 
2 ensure that only ma-
terials with the correct 

metallurgical properties 
and notch toughnesses 
are employed in boiler 
designs.  In the case of 
boiler furnaces, which 
are exposed to high heat 
fluxes, the improper 
use of high strength fine 
grain materials without 
the prerequisite notch 
resistance could lead to 
catastrophic boiler fail-
ure.  In short, a material’s 
ability to withstand high 
structural loads is not the 
only determining factor 
in material selection for 
boiler components.

Significant technical updates to boiler design code

SAGA (SA Gas  
Association) report that 
South African Brewer-
ies (SAB) between 2012 
and 2013 commenced 
a programme to reduce 
its carbon footprint and 
emissions. The main ob-
jective was to cease the 
use of coal fired boilers. 
SAB substituted its coal 
fired boilers by installing 
two new natural gas fired 
boilers and converting 
two coal fired boilers to 
natural gas with energy 
savings of 13-32%.

Why natural gas?
Natural Gas is one of 

the least contaminated 
fuels used for boiler op-
eration. It does not gen-
erate any dirty emission 
or cause any unpleasant 
odours when burning. 
It is an eco-friendly al-
ternative. This type of 
gas is steady and reli-
able, supply is seldom 
disturbed, even when 
demand is high, unlike 
electricity or oil that can 
be out-used. Natural 
gas is a convenient fuel 
for boiler purposes, it 
needs no storage tank 
on premises for reserve 
gas supplies.

It is not only friendly 
to the atmosphere, it is 
also economy friendly. 
It is one of the least in-
expensive fuels avail-
able; alternative fuels 
such as oil are subject to 

market fluctuations. 
The Twin Furnace 

Boiler is the installed 
boiler type at the SAB 
plant which is ideally 
suited for large applica-
tions. This range can be 
equipped with super-
heaters to produce very 
high quality energy. The 
boiler was supplied by 
Combustion Technol-
ogy and the Burners by 
Limpsfield Combustion 
Engineering, an indus-
trial burner manufac-
ture supplying bespoke 
high efficiency burners 
for a range of applica-
tions, varying from in-
dustrial to water tube 
boilers, commercial fire 
tube boilers to ovens 
and furnaces. Efficien-
cy, performance, low 
emission and fuel sav-
ing are what makes their 
range of burners stand 
out in combustion field. 

Limpsfield Combustion 
Engineering designs 

and supplied:

•	 LC44 burner to 
produce 5 t/h 
steam with multi-
fuel burner – firing 
Natural Gas and 
Biogas (produced in 
brewery) (simultane-
ous firing)

•	 LC88X2 – Twin 
furnace boiler topro-
duce 20t/h of steam

•	 LC200 burner – to 
produce 25t/h steam

•	 Autoflame MK7 
touchscreen Micro 
Modulation burner 
and boiler control

•	 Autoflame DTI 
(Data Transfer 
Interface) control 
panel for complete 
integration with site 
BMS via Modbus 
and Ethernet

•	 Autoflame EGA 
Exhaust Gas Ana-
lyzer and trimming 
system.

•	 Three param-
eter (O2, CO, CO2) 
combustion trim for 
improving efficiency 
and to in increase 
plant safety.

•	 CEMS software for 
Continuous  
Emissions Monitor-
ing System and data 
logging

Benefits of installing 
a Natural Gas fuelled 

boiler

The brewery has im-
proved from 175-154 MJ/
HI to 105-99 MJ/HI – 
approximately 32% with 
an increase in boiler effi-
ciency by approximately 
13%. Sub 3% O2 levels 
through the complete 
firing range and CO less 
than 10ppm with signifi-
cant reduction in main-
tenance costs. 

Natural gas fired boiler 
installed in SAB plant

Finite element analysis of boiler pressure part.

http://www.easigas.com
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BOILER
MANAGEMENT 
SERVICE
Our management will assist with:
• Maintenance and performance issues on all  
 your boilers
• Monitor fuel usage and emissions
• Ensure security via access control (if present)
• Expert opinion available 24/7 when 
 Combustion Technology is signed as your  
 service provider with a DTI SLA
•  Monthly report on state of the boilers 
 and burners
•  Standard call out rates when requested to 
 attend to site
• 25% discount on all spare parts purchased   
 under the SLA
• Any boiler location in South Africa up to 10 
 boilers per location
• All critical alarm and boiler/burner settings
• Even if a boiler room door is open or a light is  
	 on	or	any	other	first	out	signal	
 e.g. Overload trips
• Record 2 years of data history, fuel, water etc
• Boiler performance (steam/heat production)
•	 Complete	boiler	alterations	(fuel	flow/water		
 levels/temperature pressure etc)

•  Trailer Mounted up to 5 tons per hour
•  Containerized up to 2,5 tons per hour

Combustion Technology sells only the highest quality equipment. 
All Combustion Technology boilers come with a written warranty.
•  In Stock Fire-tube Boilers up to 5 tons per Hour

CUSTOM BUILT CONTAINERIZED SYSTEMS
Combustion Technology can design any steam system required by 
utilizing multiple containers.

Combustion Technology is a solution and service based company. Any company can rent equipment, 
but Combustion Technology goes the extra step to anticipate exactly what the customer needs.

Combustion	Technology	then	develops	a	solution	to	fit	that	need	and	follows	through	with	first	class	service	and	
equipment. This customer focus is what sets Combustion Technology apart from our competitors.

http://www.combustiontechnology.co.za
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THE MAN Bus Modi-
fication Center has  
fitted out the new team 
bus for the FCPorto 
soccer team. In the 
NEOPLAN Skyliner, 
the talented players 
and team can not only 
travel to their matches 
in comfort, but also re-
lax before and after the 
matches.

•	 The MAN Bus 
Modification 
Center (BMC) 
converts a NEO-
PLAN Skyliner into 
a luxurious bus with 
individual seats for 
the players of FC 
Porto and technical 
team

•	 The new team bus 
is in operation 
from the start of 
the soccer season 
2017/2018

•	 Travelling safely 
and comfortably 
thanks to the pow-
erful 370 kW engine 
with automatic 
gearbox and state 
of the art assistance 
systems

From the outside, 
the double-decker bus 
looks just like a per-
fectly normal NEO-
PLAN Skyliner, with 
the exception of the 
LED lighting around 
the edges. Appearanc-
es can be deceiving, as 
you discover when you 
step inside the latest 
addition to FC Porto 
team main team tech-
nical team: on the low-
er deck, a state of the 
art kitchen provides a 
pleasant cosiness dur-
ing the journey, while 
the galley and its ce-
ramic hob as well as a 
fridge freezer offer the 
very best catering fa-
cilities. The do-a-dos 
tables allow comfort-
able meetings for the 
coaches, technical staff 
and players. 

The special features 
on the upper deck are 
even more obvious: 
anyone who climbs the 
stairs of the double-
decker bus will find 
themselves amongst 
top of the range indi-
vidual seats mounted 
on each side for the 

players, allowing up to 
20 players to rest com-
fortably with plenty of 
space. 

The integrated hi-fi 
equipment and mul-
timedia system with 
various monitors cre-
ate the appropriate 
atmosphere on board. 
It goes without say-
ing that power sockets 
next to the all seats are 
indispensable, as are 
refrigerators on the up-
per and lower decks. 
A dual-zone rear air 
conditioning system 
that can regulate the 
upper and lower decks 
individually, a convec-
tor heater and two step 
unit heaters all main-
tain the perfect climate 
while on the road.  
Once at the matches, 
this task is assumed by 
a stationary air condi-
tioning system with an 
electric air condition-
ing compressor in the 
luggage compartment.

To ensure the high-
est safety on the road 
while travelling, the 
bus is equipped with 
the latest and state of 

the art assistance sys-
tems, including emer-
gency braking assis-
tance (EBA), adaptive 
cruise control (ACC) 
and a lane guard sys-
tem (LGS), not to 
mention the electroni-
cally controlled shock 
absorbers of the MAN 
ComfortDriveSuspen-
sion (CDS). These all 
make sure that this 
very special double-
decker is perfectly 
equipped for its tours 
throughout Europe.

Together with all this 
equipment to ensure a 
fast and smooth travel-
ing the bus depends on 
a powerful and envi-
ronmental friendly en-
gine that complies with 
the latest law require-
ments of Euro 6. The 6 
cylinder Common-Rail 
Diesel Engine with 
12.5 litres and 370 kW, 
ensures that any road 
is easily travelled, to-
gether with the engine 
there is an automatic 
gearbox with topo-
graphic cruise control 
to make the work of the 
driver also relaxing.

FC Porto enjoys the comfort 
on a double-decker 

Up to 20 players find a lot of space and relaxing comfort on the single seats in 
the upper deck of the NEOPLAN Skyliner.

DIESEL engine com-
ponent remanufac-
turer Metric Automo-
tive Engineering has 
installed the largest 
crankshaft polishing 
machine in Africa.

“This custom engi-
neered, one-of-a-kind 

machine is capable of 
accommodating crank-
shafts with lengths of 
over six metres,” says 
Andrew Yorke, opera-
tions director at Metric 
Automotive Engineer-
ing. “It represents our 
philosophy of investing 
in the latest bespoke 
and best practice tech-
nology, so that we can 
offer our customers 
around Africa a world-
class standard of ser-
vice.”

Yorke says that while 
crankshafts have tra-
ditionally been ground 
and then polished on 
grinding machines, 
this is certainly not the 
ideal solution.

“Polishing debris 
contaminates the 
crank grinding ma-
chine and this can lead 
to accelerated wear 
on critical areas of 
the machine,” he says. 
“Moreover, not all 
crankshafts need to be 
both ground and pol-
ished; some only need 
polishing, and doing 
this on a grinding ma-
chine is not the best 
use of this asset.” 

Metric Automotive 
Engineering’s dedi-
cated polishing ma-
chine will significantly 
raise the company’s 
productivity, enabling 
even more rapid turn-
arounds on those 
crankshafts that re-
quire only polishing 
and not grinding.

“We will also em-
ploy this machine to 
polish camshafts af-
ter the re-profiling of 

the component, or if 
the journals and lobes 
only require a polish 
and not a re-profile,” 
says Yorke. “Polishing 
of these components 
after grinding is vital, 
as it removes grinding 
burrs and ensures that 
the surface finish is 
ideally matched to the 
requirements of the 
bearing materials they 
run on.”

He emphasises that, 
in the case of crank-
shafts and camshafts, 
there are journals which 
run on the bearings and 
lobes which have roller 
followers carrying high 
loads. These require 
the best possible surface 
finish in order to prevent  
roller skidding or sei-
zure.

“By polishing these 
journals and lobes to 
the correct surface fin-
ish, we can return them 
to OEM specification 
or better,” he says. 
“In turn, this leads 
to improved compo-
nent performance and  

longer engine life.” 
The company re-

manufactures heavy 
diesel engine com-
ponents for a range 
of different end-user 
industries, and has de-
veloped a long and im-
pressive track record 
over almost 50 years. 
It has generated its ex-
tensive capabilities by 
staying abreast of the 
latest global develop-
ments in diesel engine 
technology. To ensure 
the highest standards 
and expertise, it also 
maintains close af-
filiations to the leading 
diesel engine OEMs. 

Repairing and re-
manufacturing mod-
ern diesel engine 
components to their 
original OEM speci-
fication is an exacting 
science, says Yorke, 
and requires long-term 
development of expert 
skills and ongoing in-
vestment in specialised 
equipment like this 
state-of-the-art polish-
ing unit.

Africa’s largest crankshaft polisher

Metric Automotive Engineering can accommodate 
crankshafts with lengths of over six metres.

http://www.realtelematics.com
http://www.wabco.co.za
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ACCORDING to 
Transport Minister Joe 
Maswanganyi,  there 
were 235 accident re-
lated deaths on South 
African roads over the 
2017 Easter holidays, a 
staggering 51% increase 
on 2016’s 156. Despite 
these figures being low-
er than those of 2015, 
the ongoing trend of 
high fatalities on South 
Africa roads over fes-
tive periods seems set to 
remain a problem.

Professional drivers 
are no less susceptible 
and transport and lo-
gistics companies often 
find themselves com-
ing under fire when 
their drivers are in-
volved in reckless driv-
ing incidents – particu-
larly when substance 
abuse is involved.

Boredom, tiredness 
and loneliness the 

main culprits

Commercial drivers 
typically drive cross 
country, often cover-

ing great distances at 
all hours, including at 
the dead of night. Bore-
dom, solitude and ex-
haustion are just some 
of the troubles that they 
are plagued with and, 
sadly, many turn to the 
likes of alcohol and 
drugs to combat them.

What many drivers 
don’t realise, however, 
is the negative impact 
of these substances in 
both the short term and 
long term.

Further compound-
ing the dangers, we 
are finding that there 
are many cases where 
commercial drivers 
are drinking even on 
short stops, and some-
times even while oper-
ating their vehicles. It 
is for this reason, and 
the fact that commer-
cial drivers transport  
valuable goods and even 
people, that the limit for 
commercial drivers is 
far lower than that for 
private drivers, at 0.1%.

Drug use is another 
ongoing concern in the 
commercial vehicle sec-
tor, with tiredness and 
lack of sleep being a key 
driver for the uptake 
of illegal substances. 

Methamphetamine is 
a particular favourite, 
given its stimulating 
ability to “wake a per-
son up” and sharpen 
their response times.

However, drivers who 
take such substances 
often end up with addic-
tions, as they become 
dependent on the drugs 
to keep them awake, 
and turn to yet more 
substances to counter 
the effects and bring 
on sleep when needed. 
As they become more 
addicted, they build up 
a higher tolerance to 
the effects of the drugs 
and they take higher 
amounts, perpetuating 
the cycle of abuse.
 

What can  
commercial transport 

companies do?

Transport companies 
are not subject to ran-
dom audits to confirm 
adherence to the Oc-
cupational Health 
and Safety Act, nor 
are they under obliga-
tion to conduct alco-
hol testing on site. So, 
many turn a blind eye 
to the problem and 
allow their drivers to 

continue doing their 
jobs despite alcohol 
and substance abuse.

There are many 
tests available in the 
market today includ-
ing breathalyser and 
saliva tests that can be 
done to check alcohol 
limits before a driver 
operates a vehicle, 
and again on arrival at 
their destination.

Products such as the 
Lion DS-25 Vehicle 
Interlock allow drivers 
to only start the vehicle 
once they test negative 
for alcohol or drugs, 
and can be fitted easily 
into any vehicle. There 
are also automated 
cabinet systems that 
only releases a driver’s 
keys to them once they 

pass a breathalyser test 
and these can be fitted 
at all weigh points for 
regular checks.
 

Creating alcohol and 
drug free roads

However, testing is only 
one component of an 
effective alcohol and 
drug abuse prevention 
programme. Organisa-
tions can already mini-
mise the risk of alcohol 
and drug abuse merely 
by educating their staff 
on the real effects of al-
cohol and drugs. These 
programmes need to 
be targeted, interac-
tive and interesting, 
though, and should not 
be a lecture on the ill 
effects of alcohol.

 OPINION
Keeping everyone safe on SA’s roads
By Rhys Evans, 

Director at 
ALCO-Safe

F E DE R A L - Mo g u l 
Motorparts offers a 
full range of oil, air 
and fuel filters for a 
large percentage of the 
vehicle park in South 
Africa, packed under 
the Champion brand. 
It is also currently busy 
extending its filtration 
range to cater for truck 
and bus fleets.

Albertus Steyn, Se-
nior Technical Advisor, 
reveals that Champion 
filters have been devel-
oped specifically for  
African operating con-
ditions, which differ 
markedly to those in Eu-
rope, for example.

“Fleet owners 
should realise that 
preventative mainte-
nance assists in reduc-
ing breakdowns. The 

filtration system on 
any vehicle is the first 
line of defence against 
foreign particles and 
debris. By removing 
abrasive debris from 
the air entering the 
induction system, and 
entrapping particles in 
oil filters, the lifespan 
of the engine is pro-
longed significantly,” 

Steyn comments.
The latest-generation 

diesel engines depend 
on a good filtration sys-
tem as the main founda-
tion for life expectancy. 
They are much more 
efficient compared to 
some of the older gene- 
ration engines in op-
eration in Africa due 
to lighter materials 

and smaller tolerances 
between dynamic com-
ponents, with higher 
compression ratios 
and high pressure  
fuelling systems.

Thus filter media 
have also had to evolve. 
Some new filters offer 
a resin-impregnated 
filter media to reduce 
the entrapment size 

of particles that could 
damage fuelling sys-
tems and engine com-
ponents which could 
lead to damage if the 
wrong technology fil-
ter is fitted to these 
engines.

Steyn adds that 
these latest-generation 
engines are expected 
to arrive on the South 
African market in five 
to seven years, which 
means they will have 
to be maintained prop-
erly. “We are already 
preparing for this, 
undertaking constant 
research and develop-
ment on engine com-
ponents and filtration 
media to assist us in 
offering the best solu-
tions to our custom-
ers,” he concludes.

SKF has introduced a 
newly developed inboard 
seal for hub bearing units 
that leads to a 50 per cent 
cut in friction when com-
pared with other com-
peting seals – the lowest 
level witnessed yet in an 
SKF seal of this kind. 
Specifically designed 
for the application, the 
innovative technology 
combines outstanding 
sealing capabilities over 
a long service life in even 
the most challenging 
environments with the 
power to boost overall 
vehicle efficiency and a 
substantial drop in CO2 
emissions. 

The robust cassette 

seal accommodates 
current ABS encod-
ers and features an 
external lip and an 
optimised labyrinth 
design that collects 
and redirects con-
tamination flow 
away from a main 
radial lip. This ra-
dial lip, along with 
low friction grease, 
ensures even inter-
ference and contact 
pressure distribu-
tion, as well as pro-
tection in static 
conditions. With just 
one lip in contact, the 
configuration ensures 
minimum friction and 
maximum protection 

that does not degrade 
over time. 

Indeed, the level of 
sealing performance 
exceeds customers’ re-
quirements, such as 

those specified by major 
automotive firms. 

Ronnie Spolidoro, 
Business Development 
Manager SKF Sealing 
Solution, said: “With 

this sophisticated, yet 
robust design we have 
been able to realise the 
lowest level of friction 
ever achieved in an SKF 
hub bearing unit seal, 
typically a 0.1 Nm con-
tribution to bearing fric-
tion under load. 

This outstanding 
reduction in friction 
along with the superior 
sealing performance in 
contaminated environ-
ments that comes with 
this product is going to 
play a significant role in 
helping manufacturers 
to create ultra-reliable 
vehicles that emit far less 
CO2 than models using 
conventional seals.” 

New SKF hub bearing unit seal halves friction

Filtration range for truck and bus fleets

http://www..hulamin.com
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PVC FABRIC Velcro tape at 
hood chin

Full storm 
flap

Inner elastic 
hand cuff

All seams 
are sealed

Fishermen’s Jackets and trousers
Fishermen’s Jackets and Trousers have a 0,35mm double 
PVC coating on the inside of the fabric to make it 100%  
waterproof and on the outside to provide extra durability. 
Even fish blood and grease are fairly easy to clean.

Instead of seam stitching, the different garment parts are 
“glued” as a second  security to make it 100% waterproof. 
The Lalizas Fishermen gear is designed to minimize the 
possibilities for nets to get caught while working. They fea-
ture full front flapped zipper and inner hand cuffs. The pants 
have a high bib at the front and back with elastic adjustable 
belt straps with buckle closure. 

5 Gray Street, Paarden eiland, 7405, Cape Town, South Africa, Tel: +27 21 510 4021, Fax: +27 21 510 4114, Website: www.lalizas.com

Inside 
trouser pocket

authorised distributor

Contact Us: 021 511 0653 
e: sales@southernpower.co.za 
w: www.southernpower.co.za

a: 76 Marine Dr, Paarden Eiland, Cape Town, 7405

ROBUST, EFFICIENT 
TECHNOLOGY

DESIGNED TO MEET 
THE  TOUGH DEMANDS 
OF COMMERCIAL FISHING

SINCE 1985 OCEAN 
has manufactured a 
unique range of  solid 
fenders, bow and stern 
fenders that  are made 
of flexible integral 
PU skin foam. The 
company says that 
OCEAN boat fenders 
are renowned for their 
superior quality,  life-
time performance and 
their exclusive and 
modern design. With a 
history of over 30 
years in producing and 
introducing  unique 

and high technology 
boat fenders.

In 2014 the com-
pany rolled out a de-
velopment project that 
concluded last year 
with the acquisition 
of  a 13 000m²  facility 
in Pernik, Bulgaria. 
Ocean has launched 
two new product lines, 
the R series marker 
buoys and the Jetty 
/ Dock fenders.  The  
R Series are heavy duty 
Buoys in which the rib-
reinforced rock solid 
ropehold is made in 
such way, in order to 
provide extra strength 
and durability. 

A versatile buoy for 
the most adverse con-
ditions. 

Marking gear for 
ocean, sea, river or lake, 
it is becoming widely 
popular among com-
mercial fishermen for 
its durability but also 
among the recreational 
boats too. The Ocean 
inflatable Jetty / Dock 
fender is the most con-
venient solution when it 
comes to bumpers, pro-
viding exceptional dock 
and boat protection. It 
is the ideal fender for 
dock fending, fitting 
perfectly in every dock 
with easy and safe in-
stallation.

Buoyed over 30 years

FORTUNES have fluc-
tuated in Cape Town’s 
hake sector with the 
two iconic fishing com-
panies likely to show a 
marked variation in the 
respective profit haul.

The sector’s biggest 
player Irvin & Johnson 
(I&J) – which is con-
trolled by consumer 
brands conglomerate 
AVI – has not yet issued 

full detail of its perfor-
mance in the full year 
to end June. But a trad-
ing statement issued by 
AVI seems to indicate 
that I&J’s strong profit 
momentum over the 
past few years might 
have been unceremo-
niously halted by an 
unprotected strike that 
lasted three weeks dur-
ing August last year.

Indications are that 
this event reduced op-
erating profit by around 
R25 million and (to 
quote the trading up-
date) “constrained the 
group’s operating profit 
growth for the full 
year”.

More detail should 
be available later this 
month when AVI re-
leases its audited year 

to end June numbers, 
but CBN expects that 
the well managed 
I&J has probably per-
formed soundly if the 
effect of the strike is 
stripped out.

At the interim stage 
to end December 2016, 
I&J reported revenue 
up 14% to R1.1 billion 
with operating profit 
up 5% to R167 million. 
The operating margin, 
however, was squeezed 
to 14.6% (previously 
16%), and hopefully 
this will be fattened in 
second half trading.

Judging by the finan-
cial statements released 
by rival hake fishing en-
terprise Sea Harvest for 
the six months to end 
June, the conditions in 
the local hake sector are 
fairly challenging with 
the Rand strengthening 
by 16%.

The effect of the 
Rand is clearly seem 
in Sea Harvest’s South  
African operations’ rev-
enue – which slipped 
from R845 million 
to R830 million. Sea  
Harvest also had its hake 
allocation cut by 5%.

But Sea Harvest 
CEO Felix Ratheb said 
the Rand strength was 
offset by firm hake pri-
cing and strong demand 
across all channels and 
markets. He added that 
sales volumes were in 
line with the same pe-
riod last year.

Encouragingly, the 
South African opera-
tions’ export volumes 

increased by 11% and 
the export volume mix 
grew to 43% from 39% 
as Sea Harvest contin-
ued to focus on higher 
margin sales.

Overall, export rev-
enue increased by 3% 
- a notable achieve-
ment after the marked 
strengthening in the 
Rand.

Looking ahead 
Ratheb said there was 

consistent demand and 
firm pricing for hake 
– adding that Sea Har-
vest traditionally en-
joyed a better trading 
in the second half of 
the financial year. That 
suggests the company 
could add considerably 
to the R170m (up more 
than double on the in-
terim period in 2016) 
notched up in operating 
profits by the local hake 
operations in the first 
half of the year. Inter-
estingly, Sea Harvest’s 
interim operating mar-
gin of 20% was mark-
edly higher than I&J’s 
interim margin for the 
six months to end De-
cember.

There is also a pos-
sibility for corporate 
action. Sea Harvest, 
which is well capitalised 
after its listing on the 
JSE, noted that there 
was a pipeline of acqui-
sition opportunities un-

der consideration. The 
company specifically 
mentioned aquaculture 
– field that its rivals 
I&J and Premier Fish-
ing have successfully 
ventured into in form of 
abalone farming.

In the meantime, Sea 
Harvest has spent a 
not insubstantial R250 
million on a new hake 
freezer trawler – the 
MV Therney. This ves-
sel was acquired for 
$13.5 million (exclud-
ing new fit out costs) 
from Icelandic Fishing

Company HB Gran-
di, and will bring the 
number of vessels built 
in the famous Sterkod-
er yard in Norway to 
four.

At the moment there 
are three “Sterkoder” 
class vessels in South 
Africa - two owned by 
I&J and another one 
that was acquired by 
Sea Harvest in 2014.

Hake: Some haul and some stall

(Unprotected 
Strike)...
reduced 
profit by 
around  

R25 million...
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CUMMINS Inc. the 
largest independent 
diesel engine manu-
facturer globally pro-
duces both diesel and 
alternative fuel engines 
used extensively in 
transport, mining, con-
struction and as elec-
trical generator sets, 
are now aggressively 
targeting an increase 
in market share of the 
trawler and fishing  
vessel market with a 
range of diesel engines 
from 2.8 to 95 litres.

“Many of South Af-
rica’s and neighbour-
ing countries fishing 
fleets operate aging 
vessels which will ben-
efit from repowering 
with Cummins ad-
vanced diesel engines 
- both as main propul-
sion units and on board 
electrical generator 
sets” said Mark Sylves-
ter, Cummins Marine 
Sales Manager, whose 
responsibilities cover 
the African coastline.

The company has an 
enviable reputation of 
producing robust and 
reliable prime movers 
and gen sets since its 
establishment in 1919, 
with a focus on quality, 
dependability and the 
community.

“Outputs range from 
2,5 to 3,500 kW, mak-
ing them ideal for the 
large number of smaller 
fishing and support 
vessels that operate in 
our waters” explained 
Mark. “Units are fully 
marinised and con-
form to international 
class types required by 
maritime authorities” 
he said, explaining that 
it already supplies a 
range of engines and 
equipment to local boat 
yards and ship builders.

The Cummins Ma-
rine range also includes 
the Onan product from 
4kW through to 80kW in 
both 50 and 60Hz with 
functionality to meet 
customised solutions. 

The Cummins ser-
vice network serves 
customers through 600 
company owned and in-
dependent distributor 
facilities and more than 
7 400 dealer locations 
in more than 190 coun-
tries and territories. 
Facilities that ensure 
immediate parts avail-
ability for service items 
as well as highly trained 
technicians that can 
be despatched to solve 
customer problems at 
any operation whether 
land or sea based.

“In addition to  
supplying new engines 
and associated ancil-
laries, our Cape Town, 
Durban, Port Eliza-
beth and Johannesburg 
facilities have fully 
equipped servicing, 
workshop, field ser-
vice and maintenance 
facilities and offer ser-
vice exchange units at 
a fraction of the cost 

of a brand new engine, 
when customers are 
really getting a new 
engine, as all internal 
components are refur-
bished or replaced to 
factory specifications 
and carry new engine 
warranties. Service 
exchange makes real 
sense as vessel down-
time is drastically re-
duced compared with 

overhauling a custom-
er’s original unit, a cru-
cial factor in the fishing 
industry where vessels 
need to be at sea 24/7.”

Expansion into the 
fishing industry is but 
one part of Cummins 
Africa strategy. “We 
see enormous poten-
tial on this continent 
and have Cummins dis-
tributors and facilities 

for aftermarket support 
across the continent in-
cluding Lagos and Port 
Hardcourt in Nigeria, 
Luanda, Angola and in 
Walvis Bay, Namibia. 

Expansion of our 
operations continue 
in Angola to provide 
services to the off-
shore mining and oil 
and gas industries”  
he concluded.  

Cummins eyes fishing sector

“Service 
exchange 

makes real 
sense as vessel 

downtime is 
drastically 
reduced...:

http://www.africa.cummins.com
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Mpact is a leading producer of rigid plastic packaging, producing a range of packaging and serving a 
multitude of blue-chip customers within various industries, including products for the food, beverage, 
personal care, homecare, pharmaceutical, agricultural and retail markets.  Products produced from its 
eight manufacturing sites include:  PET preforms, bottles, jars, closures; FMCG containers; plastic  
containers; styrene, PET trays, and cling film.  Our promise to you:  smarter, sustainable solutions.

Contact: Mpact Plastics | Tel: 021 577 1200 | info@mpact.co.za | www.mpact.co.za

Innovation 
where it 
matters.

Achieve flexible production 
 with integrated robotics solutions

The new Omron Robotic Automation enhances the most demanding manufacturing 
lines. Realize faster line start-up & change-over, implement easier to use technology & 
vertical line integration, and facilitate faster data capture & analysis to increase your in-line 
efficiency.

Our industrial robotics range from articulated, SCARA, and DELTA to collaborative (mobile) 
robots that optimize the handling of varying lot sizes and diverse products, formats and 
qualities. Achieve flexible production with integrated robotics solutions that give you a 
competitive edge!

Discover how to improve your � exible production, contact us:
  +27 (0)11 579 2600
  info.sa@eu.omron.com

industrial.omron.co.za

Delta Parallel robot 
Quattro and Hornet

SCARA robot 
eCobra

Mobile robot 
LD Series

Articulated robot 
Viper

robot_104x120_cape_industrial_ad_enza_01.indd   1 20-07-17   12:48

Mpact does its rounds for the medical industry
THE Atlantis, West-
ern Cape, plant of the 
Mpact Plastics divi-
sion is well-positioned 
to supply PVC and 
PET medical round 
bottles together with 
accompanying child-
proof and tamper-evi-
dent closures. 

MPACT PLASTICS 
produces a range of 
high-clarity PET medi-
cal round bottles aimed 
at the pharmaceutical 
industry. Available in 
clear and amber 50ml, 
100ml and 200ml sizes, 
these bottles constitute 

a holistic offering for 
specific market needs.  
Whilst both PVC and 

PET bottles offers  
appropriate barrier 
properties, PET offers 

the added benefit of 
higher pack clarity. 

Mpact offers three 
closure options, all 
taking functional and 
cost requirements into 
account. The snap-on 
3 and 28mm 1810 clo-
sures offer a tamper-
evident and cost-effec-
tive solution, while the 
childproof closure has 
added safety benefits.  

Across these ranges, 
Mpact has enjoyed 
stable growth with the 
medical round product 
lines. The company’s 
innovative approach to 
improving on product 
offerings is both mate-
rial and design-based. 

About Mpact

Mpact is a leading pro-
ducer of rigid plastics 
packaging and cling 
film, producing a wide 
array of packaging and 
serving a multitude 
of blue-chip custom-
ers in various markets, 
including the food, be- 
verage, personal care, 
homecare, pharma-
ceutical, agricultural, 
industrial and retail 
markets.  

There are eight pro-
duction centres, lo-
cated nationally, and 
four distinct business 
clusters. 

The first, speciali-
sing in PET preforms, 
bottles, wide mouth 
jars and closures, is 
situated in Wadeville 
(Gauteng).  

The second, broad-
ly designated as our 
FMCG (fast moving 
consumer goods) busi-
ness, operates from two 
sites – Pinetown (Kwa-
Zulu-Natal) and Atlan-
tis (Western Cape). 

The third cluster is 
Mpact Plastic Con-
tainers, which has  
operations in Atlantis 
(Western Cape) and 
Brits (North West) 
supplying Returnable 
Transit Packaging 
(RTP) to the agri-
cultural, automotive, 
baking, food process-
ing, logistics, phar-
maceutical, poultry, 
retail, waste collection 
and wine sectors.  

Lastly, Mpact Ver-
sapak, with plants in 
the Western Cape and 
Gauteng, supplies ex-
panded polystyrene 
packaging, PET and 
polystyrene trays and 
PVC cling film to the 
FMCG, fast food, be- 
verage and agricultural 
sectors.  

http://www.industrial.omron.co.za
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COMMODITY cycles 
come and go - although 
the Western Cape, 
not known as a major 
producer of mineral 
resources, usually re-
mains largely oblivious 
to these shifts.

Of course, older 
readers might re-
member that the one  
commodity cycle that 
appeals to local inves-
tors is the marine dia-
mond market. Lately 
it’s been awfully quiet 
on that front, and per-
haps the colourful gem 
hunting sector is due to 
rear its head again.

F u n d a m e n t a l l y 
speaking, marine gem 
efforts should increase 
over the longer term. 
Viable land based 
diamond deposits get 
scarcer and scarcer, 
and the ocean remains 
an under-harnessed 
source of gems. The 
high quality of marine 
diamonds is also not 
open to dispute.

Perhaps a more  
immediate trigger is 
that diamond giant De 
Beers had – via is Deb-
Marine subsidiary – just 
made the largest ever 
capital investment in 
underwater diamond 
mining. More on this 
later in the story – but 
this event does cast a 
huge vote of confidence 
in the sustainability of 
marine diamond mi-
ning efforts.

While there has 
been scant news on 
marine diamond min-
ing ventures of late, it is  
difficult to forget such 
colourful characters 
as Sam Collins – who 
probably personified 
the marine diamond 
sector in the sixties and 
seventies. Collins, it 
must be said, was one of 
the few participants that 
– aside from De Beers 
– made a viable proposi-
tion of marine diamond 
mining efforts.

The late eighties 
through to late nineties 
was also an interest-
ing time for adventur-
ous Cape Town mining 
companies with Ocean 
Diamond Mining Hold-
ings (ODM) – spear-
headed by Ivan Prinsep 
and Andre Louw – and 
Benguela Concessions 
(Benco) capturing the 
public’s imagination.

In the end it was not 
only a bunch of imagina-
tive small shareholders 
that was paying atten-
tion – particularly in the 
case of the productive 

ODM. In the late nine-
ties Remgro controlled 
diamond group Trans 
Hex Group pitched an 
offer to buyout ODM. 
No sooner had Trans 
Hex advanced on ODM 
than retail tycoon 
started accumulat-
ing a sizeable stake in 
ODM – much to Rem-
gro chairman Johann  
Rupert’s chagrin. Wiese 
built enough of a stake 
in ODM to emerge as 
the ‘kingmaker’. With 
Trans Hex reluctant 
to up their offer price,  
Wiese mobilised his 
stake to ensure ODM 
was sold to rival marine 
diamond miner Namco 
at a much higher price.

Wiese – who has a 
penchant for diamonds 
(and is now ironically 
the biggest shareholder 
in new look Trans Hex) – 
made a sparkling return 
on his ODM shares. On 
the other hand, Namco’s 
fortunes did not endure 
very long. After some 
promising production 
periods, Namco ulti-
mately sank in 2001 
after seemingly over-
mining its marine con-
cessions. Most of the 
company was bought 

out of liquidation by 
Israeli-diamond entre-
preneur Lev Leviev in 
2003. De Beers Marine 
Namibia (DebMarine) 
also bought some of 
Namco’s assets – most 
notably the NamSSol 2 
seabed crawler.

Trans Hex eventu-
ally acquired most of the  
assets owned by Benco – 
whose production record 
was flawed compared 
with ODM. This turned 
out to be a less-than-
inspiring deal, and Trans 
Hex’s marine assets were 
gradually wound-down 
over the years.

As far as CBN can 
ascertain Diamond 
Fields International) 
(DFI) is still scouring 
the seabed for gems. 
At last count DFI’s off-
shore marine bulk sam-
pling operations con-
ducted by International 
Mining and Dredging 
Holding recovered al-
most 27 000 carats from 
its ML 111 concession 
off the Namibian coast.

While that is encou-
raging, there have also 
been two notable ca- 
sualties. Afri-Can 
Marine Minerals Cor-
poration – which was 

exploring its J-Block 
concession close to 
where DebMarine en-
joyed huge successes 
– seems to have slunk 
off after initially indi-
cating the potential for 
positive gem pickings. 
Wealth4U, a fanciful 
scheme operated by 
Louis Liebenberg, also 
run a ground after ini-
tial promises that its Na-
maqualand concessions 
could yield great wealth. 
These ‘fizzles’ certainly 
a stark reminder that 
the allure of high qual-
ity marine gems are 
fraught with complica-
tions and risks.

The news from state 
owned diamond miner 
Alexkor is more en-
couraging, though. 
Alexkor’s 2016 annual 
report noted that the 
performance of the 
shallow water marine 
operations along the 
Namaqualand coast 
has been extremely en-
couraging with both the 
boat and shore units 
yielding “some unusu-
ally rare diamonds of 
high value”.

Alexkor’s annual re-
port added that further 
consideration was been 

given to mining the high 
potential mid-water 
concessions indepen-
dently or via joint ven-
tures with new or exist-
ing marine contractors.

While Alexkor’s 
2017 annual report will 
no doubt be enlighten-
ing it’s worth repeat-
ing acting CEO Vimal 
Bansi’s contention: “I 
have confidence that 
marine diamond min-
ing presents a big op-
portunity for Alexkor, 
and we will therefore 
continue with our ef-
forts to access the valu-
able mid–water assets”.

Perhaps what might 
really underline the 
potential of the marine 
concessions off the Na-
maqualand and Namib-
ian coast is that in June 
DebMarine Namibia 
unveiled the world’s 
largest and most ad-
vanced diamond explo-
ration and sampling ves-
sel - the mv SS Nujoma.

The SS Nujoma 
is already exploring 
for diamond deposits 
in Namibian waters  
following its official in-
auguration recently.

The vessel costs a 
whopping $157 million – 

which at a Rand equiva-
lent price of more than 
R2.3 billion is probably 
worth more than the 
value of all the small 
marine diamond miners 
put together.

Debmarine Namibia 
is the only company 
in the world to have 
sustainably mined dia-
monds offshore, having 
started in 2002. The 
company produced an 
astounding 1.2 million 
carats last year.

According to a press 
statement, the mv SS 
Nujoma incorporates a 
range of technologies 
that allow it to sample 
faster, take larger sam-
ples and collect more 
information per sample 
than any other diamond 
sampling vessel. In fact, 
it is capable of sampling 
at more than double the 
speed of its predecessor.
The vessel is impressive 
- a 12 000 ton, diesel-
electric powered vessel 
that is 113 metres long 
and able to accommo-
date a crew of 80. The 
vessel also has a heli-
copter deck suitable for 
Sikorsky S61s.

The vessel was con-
structed in Ulsteinvik, 

Norway and fitted with 
its subsea sampling sys-
tem - designed by De 
Beers Group - in Cape 
Town.

“Today marks an im-
portant milestone for off-
shore diamond mining 
in Namibia” De Beers 
Group CEO Bruce 
Cleaver said adding that 
offshore diamond mining 
was becoming increas-
ingly important in meet-
ing global demand for 
diamonds as many of the 
major onshore deposits 
had already been discov-
ered. “The mv SS Nujo-
ma will allow even more 
of Namibia’s high quality 
offshore diamonds to be 
discovered and mined, 
ensuring a strong future 
for Namibia’s diamond 
industry, as well as the 
global diamond market.”

Aside from the mv SS 
Nujoma, DebMarine 
operates five diamond 
mining vessels.

Whether the new 
thrust by De Beers will 
spur other marine dia-
mond ventures remains 
to be seen. But if history 
is something to go by, 
then expect a few new 
operators to start making 
waves again.

When will marine gems shine again?

http://www.ttvfluval.com
http://www.petrel.co.za


28   CBN September 2017
WATER ENGINEERING

THE merging of two 
ocean currents near 
Cape Town offers 
many unexplored fu-
ture benefits that can 
provide climate control 
inside large buildings 
as well as provide an 
alternative source of 
potable water. 

Overseas Precedents

Many overseas regions 
experience the com-
bination of cold win-
ters and oppressively 
hot, humid summers. 
Many owners of homes 
and buildings use heat 
pumps connected to 
groundwater to pro-
vide interior climate 
control. A weight unit 
of water provides over 
four times the heat ca-
pacity of the equivalent 
weight unit of air. Small 
water pumps operate 
at double the pumping 
efficiency as air con-
ditioner cooling fans. 
A cubic unit of water  
offers over 3 500-times 
the heat capacity of the 
equivalent cubic unit 
of air. Water heated 
heat pumps and water-
cooled air conditioners 
use energy more effi-
ciently than air-heated 
or air-cooled units.

During the hot and 
humid northern sum-
mer, the water depart-
ment of the City of 
Toronto in Canada 
draws ice cold potable 
water from the bottom 
of Lake Ontario. Prior 
to arriving at the water 
treatment plant, flows 
through heat exchang-
ers to provide district 
cooling to office tow-
ers located in the city’s 
central business dis-
trict, eliminating the 
energy consumed by air-
cooled air conditioners. 
In Hawaii, a technology 
called OTEC (Ocean 
Thermal Energy Con-
version) generates elec-
tric power from the 
warm surface seawater 
at 25ºC and seawater at 
5ºC found offshore at 
1 000 m depth.

The Precedents at 
Cape Town

Some 100 km offshore 
from Cape Town, 
the seafloor drops to  
1 000m depth and 5ºC 
temperature while sur-
face water at Table Bay 
remains at 15ºC. False 
Bay seawater tempera-
tures remain at near 
23ºC. It is possible to 
extend a corrosion-re-
sistant, heat-insulated 
pipe from near Table 
Bay to the 1  000 m 
depth. It is also possible 
to install corrosion-
resistant, closed-loop 
pipes on the coastal 
seafloor of False Bay 
and also offshore near 
Table Bay. The water-
carrying, closed-loop 
pipelines would be con-
nected to combination 
heat pump - air condi-
tioner units that would 
provide interior climate 
control inside large 
buildings.

During winter, these 
units will operate as 
heat pumps to provide 
interior heating into 
large buildings across 
the central business 
district, transferring 4 
to 5-units of heat en-
ergy for every 1- unit of 
electrical energy con-
sumed. Each cubic unit 
of seawater will provide 
3 600-times the heat ca-
pacity of the equivalent 
cubic unit of air, allow-
ing a closed-loop pipe-
line on the seafloor to 
connect to and sustain 
the requirements of a 
district-wide heating or 
cooling system. During 
summer, Cape Town 
could save energy by 
using naturally cold wa-
ter to cool the interior 
of an entire district of 
large buildings. 

Summer Cooling and 
Potable Water

Cold seawater at 5ºC 
piped in from 1  000 
m depth would pass 
through a submerged, 
counter-flow heat ex-
changer to transfer the 

cold temperature to a wa-
ter-carrying closed-loop 
pipeline. That pipeline 
would sustain district-
wide, summertime inte-
rior cooling across Cape 
Town’s central business 
district, reducing sum-
mertime building cool-
ing energy consumption 
by some 90% over air-
cooled air-conditioners 
that would otherwise 
draw in warm summer 
air at 30ºC, consuming  
massive amounts of  
energy to provide cool-
ing. Indirectly, cold 
seawater could also sus-
tain the operation of  
commercial refrigeration 
units as well as commer-
cial size water-from-air 
extraction technology.

Cold water flow-
ing inside a radiator 
could allow for extrac-
tion of potable water 
from humid air. In 
some regions, humid  
summer air can hold 
over 1-million litres 
of potable water per 
capita. Water extracted 
from humid air can be 
sterilized using intense 
UV-light before being 
added to the munici-
pal water distribution 
system or be bottled 
for commercial distri-
bution. The cold water 
could sustain operation 
of dehumidifier-based, 
water-from-air extrac-
tion machines located 
inside large buildings 
that are connected to a 
future district cooling 
system. Such machines 
sterilize the water  
using UV-light and add 
minerals to enhance its 
drinking quality.

False Bay Pipeline

A closed-loop water-
carrying pipeline placed 
on the sea floor of False 
Bay would connect to a 
district pipeline system 
to sustain operation of 
heat pumps located in-
side large buildings and 
inside multi-level green-
houses. While outside 
winter air temperature 
air at 15ºC, air temper-

ature inside the heat-
pumped greenhouses 
could remain at or 
above 25ºC to grow veg-
etables. The heat pumps 
would use minimal  
energy while indirectly 
drawing heat from the 
over-20ºC seawater 
temperature in False 
Bay, allowing green-
houses to grow vegeta-
bles that may be sold at 
competitive prices in lo-
cal supermarkets.

Depending on the ex-
tent of the closed-loop 
pipeline in and around 
Cape Town’s cen-
tral business district, 
there may be scope to  
connect that district 
pipeline via an insu-
lated pipeline to a sub-
merged closed-loop 
pipeline placed on 
the seafloor of False 
Bay. During winter, 
the warmer seawater 
in False Bay would re-
duce energy consump-
tion of heat pumps 
located across central 
Cape Town. At pres-
ent, direct electric heat 
provides interior heat-
ing of buildings and a 
future changeover to 
heat pumps connected 
to a water-carrying 
pipeline could reduce 
winter heating related 
electrical consumption 
by over 80%. 

Conclusions:
•	 The seawater 

around the Greater 
Cape Town area 
can greatly reduce 
energy consumption 
related to winter 
heating and summer 
cooling of building 
interiors 

•	 The cold deep 
level seawater off the 
coast of Cape Town 
can assist in extract-
ing massive amounts 
of water from the 
humid air blown in 
by prevailing winds. 
Such water-from-air 
extraction would 
have to occur at 
locations where air 
pollution is minimal.

Seawater thermal energy in Cape 
Town’s economic future?
Thought provoking suggestions from Harry Valentine

WITH climate change 
threatening our wa-
ter supply around the 
world, finding the right 
water storage solution is 
paramount to all indus-
trial strategy; whether 
in town planning,  
commercial construc-
tion, mining, or even 
in existing commercial 
setups. The CEO of 
WaterAid in Canada, 
Nicole Hurtubise, re-
cently said in a state-
ment, “Extreme weath-
er events resulting 
from climate change 
can mean more storm  
surges, flooding, 
droughts and contami-
nated water sources. 
They can wipe out frag-
ile infrastructure, dry 
up rivers, ponds and 
springs, and contribute 
to the spread of water-
borne diseases, mak-
ing it more and more  
difficult to provide 
clean water to those 
who need it.” 
The MD of SBS 

Tanks® was recently 
quoted as saying that 
he is passionate about 
providing part of a so-
lution to this global cri-
sis, “When we started 
SBS Tanks® almost 20 
years ago, we saw the 
need in this country, 
and wanted to be part 
of a sustainable solu-
tion. As the years have 
progressed, we have 
engineered a unique 
and world class Zincal-
ume® panel tank that 
can be constructed in 
as fast as 4 weeks, and 
can store anything 
from 30 000 litres to 
3,1 million litres of  
liquid. Be it potable 
water or even certain 
chemical compounds.”
This kind of speed 
can fill major gaps 
in communities that 
have been impacted 
by spoiled water, or 
even fast-growing com-
munities where the in- 
stallation of a tradi-
tional concrete reser-

voir takes too long.
SBS Tanks® con-
firmed their speed of 
erection in December 
2016 when they com-
pleted the installation 
of sixteen 100 000 litre 
potable water tanks in 
the Joe Gqabi District 
in the Eastern Cape. 
Having started the 
projected in October 
2016, all 16 tanks were 
completed in Decem-
ber, allowing the local 
communities access 
to clean, potable wa-
ter without the risk of  
running out during 
high-demand periods.
Projects like these 
confirm SBS Tanks® 
as significant players 
in the water storage 
industry, not only in 
sub-Saharan Africa, 
but on the rest of the 
continent as well. As a 
proudly ISO 9001:2008 
accredited company, 
SBS Tanks® are lead-
ers in liquid storage in 
South Africa.

Water storage in 
record time
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Compact VRV IV heat pumps for residential 
and light commercial applications. 

For more information visit www.daikin.co.za 
and � nd your nearest installer via our dealer locator.

Keep looking
you’ll never find me

Keep a low profile

Less than 1m high, including feet, our new VRV IV S-series compact 
is the lowest pro� le VRV unit in the market today. So it’s perfect 
for all kinds of tight spots and urban spaces. Available in 4 & 5 HP, 
this lightweight single-fan unit joins our newly extended range of 
double-fan VRV IV S-series, now available from 4-12 HP. Every unit 
in the range now features VRV IV technology so you can get all the 
power of a VRV, in the smallest of spaces.

A I R  C O N D I T I O N I N G

STANDING at just 
under one metre high, 
including the installa-
tion feet, the VRV IV 
S-series compact has 
the lowest profile on 
the market. Suitable 
for both residential and 
commercial applica-
tions, its small footprint 
offers maximum flex-
ibility for installers and 
designers, providing a 
discreet, go-anywhere 
solution that can be hid-
den behind low walls, 
hedges or concealed on 
balconies, successfully 
blending in with its sur-
roundings to become 
virtually invisible, what 
every architect aspires 
to achieve in offering 
a flexible, out of sight 
solution.

A low noise solution, 
the S-Series is perfect 
for urban or built-up 
areas, offering full 
compliance with build-
ing regulations and low 
sound impact.

Outstanding versatility

The introduction of 
the new mini-VRV IV 
S-Series extends the 
capability of Daikin’s 
mini-VRV range, of-
fering more choice for 
installers for all types 
of buildings than ever 
before. As well as the 
new, compact, single-
phase 4 and 5 HP units 
(12.1 kW, 14 kW), the 
standard range of 4-5-6 
HP units (12.1 kW, 14 
kW, 15,5 kW) - avail-
able in either single 
and three phase - have 
also been updated from 
VRV III to VRV IV 
models. Furthermore, 
a new range of 8-10-12 
(22,4 kW, 28 kW, 33,5 
kW) three phase VRV 
IV S-series units have 
been added to meet the 
requirement for larger 
capacities. 

Longer piping 
lengths allow units to 
be positioned away 
from the building for 
complete discretion 
and convenience, while 
front blow units remove 
the need for ducting, 
saving on installation 
costs and allowing units 
to be fitted in tight 
spaces previously un-
suitable for an outdoor 
unit. Up to nine indoor 
units can be connected 
to a single outdoor unit 
to meet the needs of 
larger buildings of up to 
200 m2. 

Uncompromising 
performance

Based on the market-
leading VRV IV tech-
nology from Daikin, the 
new VRV IV S-series is 
small yet powerful and 
offering high seasonal 
energy efficiency.  

VRV IV’s unique 
Variable Refrigerant 
Temperature control 
automatically adapts 
to the unique require-

ments of the building 
and climate, signifi-
cantly reducing sea-
sonal operational cost 
by up to 28% compared 
with previous series.  

Easy to use central-
ised controls optimize 
energy efficiency and 
mean the system can 
be set precisely to suit 

individual needs, while 
providing the potential 
to monitor energy us-
age across a range of 
different properties.

The VRV IV tech-
nology extends the ca-
pabilities of the system, 
allowing units to be 
connected to air han-
dling units, air curtains 

and residential indoor 
units to provide a com-
plete air conditioning 
system. 

Designed with 
installers in mind

In addition to the flex-
ibility of its design, the 
compact size, light-

weight and short profile 
of the new mini VRV 
IV S-Series makes it 
easy to move and in-
stall. Professional selec-
tion tools are available 
to assist installers in 
specification together 
with the backup of ex-
pert technical support 
from Daikin.

Daikin launches low profile 
mini VRV solution
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PPE (PERSONAL PROTECTIVE EQUIPMENT)

WITH the introduc-
tion of the Maxi-
mus boot and the  
Spartacus shoe,  
Lemaitre sets a new 
standard in general 
purpose safety foot-
wear by bringing cus-
tomers more of the 
things that matter to 
them. More comfort. 

More innovation. 
More durability. More 
quality. 
  

Maxeco – and more 

With product design 
guided and inspired by 
Lemaitre’s top-selling 
Maxeco safety boot 
and Robust shoe, Max-

imus and Spartacus 
sport the features that 
made Maxeco a house-
hold name in general 
purpose safety foot-
wear – as well as vari-
ous product enhance-
ments and innovations.  
Lemaitre has taken 
the best of Maxeco, a 
product that has sold 

over 8,7 million pairs 
since its inception in 
1991, and added more 
of the features that  
address the needs of 
today’s customers. 
These include updat-
ed stylings, an added 
leather collar, reflec-
tive strips, a wider sole 
unit and a host of other 

enhancements for im-
proved wearer comfort 
and safety. 

Maximus and 
Spartacus

 
The Maximus safety 
boot and Spartacus 
safety shoe provide 
an ideal solution for 
clients who require 
protection for an  
array of environments 
and applications. Key 
features of the newly 
launched products  
include: 
•	 Comfort: Maximus 

and Spartacus 
feature several 
enhanced wearer 
comfort features. 
These include a 
lighter sole unit, 
a padded leather 
collar that provides 
ankle support and 
a heel grip counter 
lining to prevent the 
shoe slipping off. 

•	 Durability: Full 
leather uppers 
allow the wearer’s 
feet to breathe and 
increases the dura-
bility and longev-
ity of the product. 
This enables the 
employer to extract 
maximum value 
from his workplace 
safety footwear 
investment.    

•	 Quality: Maximus 
and Spartacus are 
locally manufac-
tured in an ISO 
9001 factory and 
bear the SANS 
20345 quality mark.  

•	 Safety: A 3mm 
wider sole design 
not only provides 
increased wearer 
comfort, but 
provides improved 
slip resistance, 
better stability 
and reduced shock 
impact. In addition, 
a bellows tongue 
prevents dirt, liquid 
and foreign objects 
from entering the 
shoe and D-rings 
allow for quick and 
easy lacing and 
unlacing. The inclu-
sion of a reflective 
insert further en-
hances the wearers 
visibility evening 
conditions.

More than you expect

Maximus and Spartacus are available in sizes 3 
– 13 and can be purchased from authorised BBF 

Safety Group distributors nationwide. 

We value 
your input

Only through 
your input can 
we continue to 

improve.

•	 Comments
•	 Suggestions 
•	 �What would 

you like to 
hear about

editor@cbn.co.za

http://www.lemaitre.co.za
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Cape Business News is always on the lookout for 
stories of companies that are shaping the Cape 
business landscape. If your company has a story to 
share, in these, or any other business sector, send 
your story to editor@cbn.co.za for consideration.  
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Trade: Clearing Agents, 
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•	 Maritime & Ports Operations & 

infrastructure
•	 Plant & Equipment - Generators, 

Compressors, Building 
Machinery, Plant hire

•	 Power Industry: Generation, 
Renewables, Transmission, 
Distribution, Microgrids VOP

•	 Property Development: 
Commercial, Industrial, Retail

•	 Pumps & Valves
•	 Short course / Skills 

Development & Training
•	 Stainless steel / Steel /
•	 Aluminium / Copper
•	 Sustainable Business
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IN THE NEXT ISSUE:

SOUTH African Air-
ways has become a 
black hole that is sim-
ply consuming the 
resources of the coun-
try and it would be  
irresponsible to pour 
any more good money 
into the failing airline, 
says the Cape Cham-
ber of Commerce and  
Industry.

The Chamber was 
commenting on the 
government’s plan to 
sell its shares in Tel-
kom to finance yet 
another bail-out for 
SAA.

“SAA has had 
more than enough 
time to turn its for-
tunes around and the  
chances of doing so 
now must be close to 
zero,” said Ms Janine 
Myburgh, President of 
the Chamber.

“We must remember 
that SAA’s main com-
petitor, Comair, is do-
ing well and making a 
profit in the same mar-
ket. This tells us that 
SAA is badly managed 
and unable to com-
pete, despite the re-

sources that have been 
poured into it. SAA 
needs drastic surgery 
not bail-outs.”

Ms Myburgh said the 
new danger was that 
SAA would start los-
ing customers because 
people did not like los-
ers and that would fur-
ther reduce its chances 
of any kind of recovery.

“To sell a good  
asset like Telkom 

shares and use the 
money to prop up a 
bankrupt airline with 
a bleak future does 
not make any sense. 
The only thing that 
we can learn from this 
sorry story is that the 
government does not 
understand business 
and, for the sake of the 
country, it should get 
out of the commercial 
space. It simply does 

not have the manage-
ment skill to compete 
in the market place,” 
Ms Myburgh said.

Since 1999, it is es-
timated that SAA has 
received more than 
R30 billion in tax 
payer bailouts to stay 
afloat. According to 
Free Market Founda-
tion calculations, that 
amount would have 
been sufficient to build 

more the 500 000 RDP 
homes, thereby impro- 
ving the lives of hun-
dreds of thousands of 
poor South Africans who 
still have no adequate 
shelter. Readers are also 
reminded that in 2005, 
SAA were given a R45 
million fine for “abusing 
its dominant position in 
the domestic airline mar-
ket”, the largest ever fine 
imposed in the history of 
the Competition Act – 
for behaviour which with 
its subsidiary Mango, 
helped drive competitors 
Flitestar. SunAir, Na-
tionwide, Velvet Sky and 
1 Time out of business. 

That SAA is a bas-
ket case is surely undis-
puted. But it gets worse. 
Had SAA been making 
a profit it would have 
contributed to the fis-
cus instead of drain-
ing it and at least one 
other competitor would 
have been successful 
thereby contributing to 
tax revenue and creat-
ing employment. Logic 
and common sense says 
“Sell it, now and stop 
the bleeding”. Ed.

South Africa’s worst black hole?

This Zapiro cartoon first appeared in Sunday Times of 27 August 2017.

Another Stella 
Award winner -- also 
a thief -- hit a bigger 
jackpot when he could 
not get out of the house 
he was stealing from. 
He was locked into 
the garage and stayed 
there for eight days 
until the owner came 
back from a holiday. 

He lived on dry 
dog food and a case 
of Pepsi Cola. He got  
USD 500 000 (R6,5 
million for his pain and 
anguish). Poor fellow.

When another man 
was bitten on his back-
side by a neighbour’s 
Beagle dog, a jury 
in Arkansas award-
ed him USD 15 500  
(R200 000) plus his 
medical expenses. 

He was repeatedly 
shooting at the Beagle 

with his pellet gun at 
the time. He had also 
climbed over a fence 
into his neighbour’s 
garden to do it.

A restaurant was 
made to pay a woman 
USD113 500 (R1,5 
million) when she 
slipped on spilled cool 
drink and broke her 
coccyx.

The reason the floor 
was slippery was that 
she had thrown her 
drink at her boyfriend.

None of the above 
prize winning idiotic 
situations came close 
to the overall 2017 win-
ner who collared a cool    
USD 1,75 million (R23 
million).

She had bought a 
brand new Winnebago 
motor home. On her 
first trip on a freeway 

she set the cruise con-
trol at 120 km/h and 
retired to the kitchen 
in the back to make 
herself a sandwich.

The 10 metre vehicle 
soon left the motor-
way and ended upside 
down in a ditch. 

Winnebago was sued 
for not saying in the 
owner’s manual that 
you cannot leave the 
driver’s seat once the 
cruise control is set. 
Oh, as well as the cash, 
she got a new motor 
home.

Winnebago changed 
its manual.

Truly the law is 
(sometimes) an ass.

Of course, the US 
has long been known 
as a litigious society 
with everyone taking 
any excuse to go to 

law, but in the last 40 
years the infection has 
spread to the rest of the 
developed world, prob-
ably because of the 
thousands of aspirant 
ambulance chasers  
university law de-
partments have been 
churning out.

This in turn has 
created terror among 
insurance companies 
and large corporations 
and spawned the nox-
ious health-and safety-
culture that bedevils 
all of our lives. It has 
given birth in turn to 
an entire generation of 
cry babies blaming ev-
eryone and everything 
for their own mistakes 
and demanding to be 
“kept once safe”.

It has got so bad in 
Britain that it seems as 

if every spare wall has a 
health warning poster 
stating the blindingly 
obvious like, “Slippery 
When Wet”.

One irritated staff 
member of a large 
corporation in Cape 
Town once replaced 
the geriatric warnings 
to “Please Hold the 
Handrail when As-
cending the Stairs” on 
each landing, and an-
other ordering staff to 
“Please hold the hand-
rail when Descending 
the Stairs,” with his 
own posters (in identi-
cal typeface).

They read, “Please 
do not go Up the Down 
staircase”.

It took nine months 
for someone in the 
health and safety de-
partment to notice.

When the law is an ass
Continued from back page

FOLLOWING a re-
cent increase in frau-
dulent job advertise-
ments, Life Healthcare 
is once again warning 
the public to be wary of 
numerous scams that 
use  Life Healthcare 
hospital names with 
the aim of soliciting 
money from potential 
job-seekers. 

  The fraudulent ad-
vertisements are pre-
dominantly placed on 
recruitment websites 
or job portals  where 
Life Healthcare hospi-
tal names are used to 
advertise both genuine 
and fictitious vacancies 
at Life Healthcare.  In 
some instances appli-

cants are requested to 
make an upfront pay-
ment as part of their 
application,  often as 
much as R4,000. Once 
applicants have paid 
the fee, they receive no 
further feedback and 
are unable to contact 
the person who posted 
the job advertisement.

“Over the past 12 
months the hospital 
industry has become 
aware of fraudulent 
job offers, but we have 
seen a marked increase 
in these postings over 
the past few weeks. 
Job seekers who apply 
for hospital positions 
and are subsequently 
requested to make 

a payment upfront 
should not part with 
any money as this is 
not how we recruit new 
employees,” says  Life 
Healthcare HR Execu-
tive, Juliet Mhango. 

Mhango urged job 
seekers to report these 
fraudulent adverts to 
the webmaster of the 
online portals where 
the advertisements 
were posted.

“We encourage job 
seekers to rather visit 
the Life Healthcare ca-
reers page and follow 
the application process 
from there”, she con-
cluded.

What to look out for 
in a potentially fraud-

ulent job advertise-
ments:

•	 The enquiry contact 
number is a cell 
number since land-
line numbers are 
“out of order”

•	 A fax number is 
provided as the only 
contact method

•	 The application 
form requests bank-
ing details

•	 Payment may 
well be requested 
“upfront” for admi-
nistration purposes 
and uniforms

•	 No face-to-face 
interviews are 
requested

•	 Posts do not use 

the hospital name 
in full. i.e.Bedford 
Gardens Hospital 
as opposed to Life 
Bedford Gardens 
Hospital

•	 While the position 
itself may well be 
an existing vacant 
position at Life 
Healthcare, the  
application process 
is not legitimate.

If in doubt, job  
applicants should con-
tact the HR admini-
strator of the hospital 
in question to clarify 
whether the hospital 
has advertised posts on 
a particular career or 
recruitment website.

Fraudulent job adverts using the Life Healthcare brand
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There was no time for minding one’s 
own business – or for introspection, 
as The Prof calls it – in the local 
Pub & Grill. The Learned Order 

of Conversationalists had a specific purpose 
in mind on this particular spring evening. In 
addition to the usual appreciation of the brew 
master’s art and the distiller’s magic, of course. 
We were here to save the country.

The cause of this endeavour was the current 
leadership struggle in the ANC, our lords and 
masters. The assumption was that the winner 
of the leadership contest would become Jacob 
Zuma’s successor as our president and father 
or mother of the nation. Nkosazana Dlamini-
Zuma had an advantage here, we agreed, as 
she had already been one of the several Mrs 
Zumas and had thus become the mother or at 
least stepmother of the nation and Zuma’s 20 
to 30 children. We were not sure that anybody 
was counting.

“But remember,” reminded Luke the Dude 
in an attempt at fair and objective reporting, 
“that Cyril Ramaphosa also has unique 
advantages. As a former union boss, he has 
most of the unions behind him. And the 
unions, let’s face it, are the election engine of 
the ANC.”

“That one, Cyril the Buffalo Breeder,” 
nodded Jean-Jay in his Gaelic manner, “that 
one was on his way to become president once 
before.”

“No man,” frowned Luke the Dude, “he 
was just raking in lots and lots of other people’s 
money and pretending he made his millions by 
being as good as Trump.”

“Useless!” retorted Jon the Joker.
“Ha!” triumphed Jean-Jay. “Maybe 

Monsieur Luc, that one, he is suffering from 
the serious loss of his memory, non? Back in the 
nineties is a long time ago to remember, I know, 
for some people, but that was when Mandela 
was going to be president. Not president yet, 
but going to be. And who did he want to be his 
deputy? Ah oui, Cyril the Sneaky Negotiator 
before he became the Buffalo Breeder, that 
was Mandela’s choice.”

“Indeed so,” confirmed the Prof, “but the 
scheming Thabo Mbeki soon put a stop to 
that. Even as Mandela was still thinking his 
opinions meant something in the ANC, he had 
to face reality and anoint young Thabo, his old 
comrade Govan Mbeki’s boy. 

“Is that really the only choice we’ve got,” 
wondered Stevie the Poet. “I know the DA is 
racing fast along its chosen path of being ANC 
Light, so fast in fact that it has now become 
ANC Lightweight, with Aloysius Maimane 
doing a credible imitation of Conor ‘Notorious’ 
McGregor. But isn’t there another party? 
Maybe the new slimline Julius Malema and his 
ANC Heavy, the EFF?”

“Or maybe,” ventured Big Ben, “a split in 
the ANC if the factions won’t unite behind the 
new leader? Then another black majority party 
could become the government?”

“Not a chance,” declared Bob the Book 
firmly. “Not for any of the above. The ANC did 
not grab the levers of power and the coffers of 

wealth just to give them up again. We will go 
back to the days of the People’s War before that 
happens.”

“Harrumph,” exclaimed Luke the Dude, 
“and what makes you so sure?”

“Well,” pretended Bob the Book, “loath as 
I am to hog the conversation, let me remind 
you of the ANC’s bloody campaign for power 
– after living on propaganda and charity until 
1976. And for this I rely heavily on Dr Anthea 
Jeffery’s research.

“It took them two years to get there, but 
after the Soweto uprising the ANC and SA 
Communist Party sent a group of senior leaders 
to Vietnam in 1978, to learn how to fight and 
win a people’s war.

“Aided by widespread condemnation of the 
ruling National Party and the launch of an 
internal surrogate in the guise of the United 
Democratic Front, the UDF, the South African 
people’s war was launched on 3 September 
1984.

“Roads in five townships of the Vaal Triangle 
were barricaded in advance. Rocks, bricks and 
some containers with petrol were stockpiled 
near the homes of councillors.  At about 8 a.m. 
the attacks began. Some leaders wore UDF 
T-shirts, but these later disappeared. When the 
violence ended a month later, four councillors 
and 60 other people were dead. 

“At its congress later that year, the SACP 
was filled with a sense of urgency. The Vaal 
uprisings meant the end of white rule, they 
believed, so the time had come to consolidate 
SACP control over the ANC. At the ANC 
conference in June 1985 in Zambia, its National 
Executive Committee became non-racial, 
allowing Joe Slovo and other communists to 
gain a dominant role. 

“Jeffery quotes then SACP general 
secretary Chris Hani, saying in 1991: ‘We in 
the Communist Party have ... built the ANC. 
We have made the ANC what it is today and 
the ANC is our organisation.’

“Meanwhile one of the most barbaric forms 
of murder in the history of human conflict 
was introduced to intimidate and terrorize 
black people into total obedience to the ANC: 
the so-called necklace murder. Victims were 
forced to drink petrol, while a petrol-filled 
tire was placed around their necks and set 
alight. By the end of 1989 an estimated 700 
people guilty of no crime other than being in 
the wrong place or crossing the wrong person 
were murdered in this manner. 

“During the same period the total number 
of people killed in political violence reached 
about 5 500. 

“The death toll was particularly high in 
Kwazulu-Natal, where the Inkatha movement 
fought back, sometimes as brutally as the 
ANC. And so the propagandists got to work, 
demonizing Inkatha as “war lords” and 
“vigilantes” in cahoots with the apartheid 
government. 

“Realizing that apartheid would not 
endure − and encouraged by the collapse of 
communism and the fall of the Berlin wall − 
then President FW de Klerk made his famous 

speech of February 1990, announcing the 
release of Mandela and beginning the process 
of negotiations. 

“So, no more need for violence, right? On 
the contrary. 

“Having failed to infiltrate its MK fighters 
into the country in any significant numbers, 
the ANC now simply negotiated the return of 
13 000 combatants and, once inside, refused 
to disband or disarm them. Violence would be 
much easier now. 

“And its propagandists were as busy as 
ever. As the unrest and killings increased, 
the escalating people’s war was blamed on a 
sinister ‘third force’, supposedly consisting of 
murderous elements in the police and Inkatha. 
And De Klerk was gravely accused of doing 
what, in fact, the ANC itself was doing: talking 
peace while making war.

“Journalists who should have known better 
fell for it. Peace monitors who professed 
independence fell for it. And worst of all, as 
witnessed by his scandalous capitulation in 
the face of relentless atrocity propaganda after 
Boipatong, De Klerk himself fell for it. 

“It has to be said though; he had a very 
capable adversary: Nelson Mandela himself 
was brought out as the biggest gun in the 
ANC’s armoury. Time and again he used his 
international standing to create suspicion 
about De Klerk (by accusing him of killing 
innocent people) and to rubbish Buthelezi (by 
projecting him as De Klerk’s puppet). Mandela 
said so and so it was, in the eyes of the media 
and of the world at large.

“Meanwhile the heartless killing of the 
innocents continued. Two examples from 
Kwazulu-Natal:

“In August 1992 a headman at Patheni was 
approached by five black men in uniforms 
and balaclavas, claiming to be from the police 
and asking for the two rifles he was given for 
protection. He handed them over. Then he and 
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his family were lined up against a wall and shot. 
But for two badly injured girls, all were killed.

“In October, at the Folweni home of an IFP 
supporter where an initiation ceremony was in 
progress, gunmen surrounded the place and 
opened up with AK-47 rifles. Here, 55 people 
were shot, 22 of them fatally.

“And so the violence of the people’s war 
neutralized black opposition to the ANC. 
While at the negotiation table, the same result 
was achieved by a mixture of violence and 
relentless propaganda.

“Our political masters in the ANC are no 
strangers to atrocity and murder. Human life 
was cheap to them when political opponents 
were killed by the thousands and it was cheap 
to them when AIDS sufferers were refused 
treatment. Also when they aided and abetted 
the genocidal Robert Mugabe as he stole one 
election after the other.

“And then there is the matter of the 
hundreds of criminal charges that may kick 
in against Zuma if he or his cronies are not in 
charge.

“So who believes the Zuma ANC/SACP will 
simply hand over power?”

For a while only the sound of sipping could 
be heard. 
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The law is an ass” is usually attributed to 
Charles Dickens although he was not 
the first to use it. “Ass” meaning in this 

case, “donkey”.
The phrase refers to a situation when the 

law does something that is clearly an affront 
to common sense (which we all know is not  
common at all).

Indeed, given the essential stupidity of the 
human race, common sense is a contradiction.

These days, thanks to the Internet, stupid 
human behaviour can be tracked. One way 
to see how lunatic people can be is to look up 
the Darwin Awards which are allegedly given 
(posthumously) to people who remove them-
selves from the human gene pool in the most 
brainless manner. 

But there is another award which equally 
demonstrates human idiocy and adds the silli-
ness of law, especially in the US, a country that 
should know better.

It is called the Stella Award. It is named 
after a woman who successfully sued  
McDonald’s for selling her coffee that was 
hot. Having bought it, she drove off with the 
cardboard cup clenched safely (she thought) 
between her thighs. She took the lid off first.

When the inevitable happened she was, 
well, burnt.

Who would have guessed?
Anyway, she sued the restaurant and, 

such are the vagaries of the US legal system,  
she won.

Our Stella is not the first person to 
blame someone else for her own stupidity. 
There are many other Stella Award win-
ners who made money (lots of it) out of 
their lack of common sense. 

Seven idiots made it last year and 
thanks to the Internet, here they are for 
those who do not have time to wander 
through cyberspace.  On second thoughts, 
maybe they are not idiots. It is the law that  
is the ass.

Netting a cool USD 80,000 (R1 mil-
lion, minus the lawyer’s cut) was what an 
American jury awarded a woman because 
she broke her ankle in a furniture shop 
when she tripped over a toddler who was 
running around.

The toddler was her son.
Next for the jackpot was a man in Cali-

fornia (of course) who got damages of 
USD 74 000 (R880 000) because a car ran 
over his hand.

He was trying to steal the hubcaps when 
it happened.

When the law 
is an ass
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