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Golden Era for Cape
Kraft?

Sappi has sold its Cape
Town- based Cape Kraft
recycled packaging mill to
Golden Era Group.
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commences on SKA

NMC Civils has started
to work on 80 kms of
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Ka-ching, ka-ching (for now)

espite the increasingly tough con-
Dditions for already hard pressed

consumers, Cape-based retailers
appear to have come through the first half
of 2015 in fairly good fettle. This is accord-
ing to the various trading updates released
recently as well as the latest annual reports.

One common denominator is that most
retail companies are remaining firmly on
the front foot — either increasing retail
space or investing in new innovations and
trading platforms. This suggests some con-
fidence that the respective retail offering
from Cape-based retailers will hold up in
tough trading conditions — especially with
news (at the time of going to press) of an-
other (small) interest rate hike and persis-
tent talk of the VAT (value added tax) rate
increasing next year.

Woolworths — a hybrid of grocery and
fashion retailer, said sales had increased
55% for the 52 weeks of the 2015 financial
year to end June. This figure, though, is
misleading as it includes recently acquired
Australian operation David Jones. If the
David Jones contribution is stripped out,
then group sales grew 12%. In a further
breakdown, Woolies showed food sales in-
creasing 13,5%, with a price movement of
almost 8% and sales in comparable stores
growing around 7%.

Retail space, including stores in the rest
of Africa, grew 10% (net of closures and
excluding franchise conversions.) Wool-
worths clothing sales in South Africa in-
creased 9,6% and by 4% in comparable
stores. Retail space in the clothing seg-
ment - including stores in the rest of Africa

- grew 7,1% (net of closures and excluding
franchise conversions.) General merchan-
dise sales increased by 7,7% and by 5,6%
in comparable stores.

Woolies’ longer-term prospects appear
still to be held in high regard by the market
after the company’s accelerated book-build
exercise — offering staff share incentive
schemes for sale — was sold out in double
quick time. Woolies advised last month that
the book-build was “substantially oversub-
scribed” and just over 20 million shares
were placed with qualifying institutional
investors at a premium price.

Kenilworth-based supermarket giant
Pick n Pay — which intends spending R5bn
on stores and other activities in the next two
years — appears to be shifting from a period
of introspection into a period of growth. As
at March this year Pick n Pay’s store port-
folio comprised 1,189 stores and 2,2 million
square metres of trading area.

CEO Richard Brasher said Pick n Pay
opened 127 stores during the year across all
Pick n Pay and Boxer formats — including 36
new supermarkets. With 14 under-perform-
ing stores closed, the 113 net new stores
added 5,2% to total trading space.

He stressed, “We are determined only
to grow new space where we are con-
fident that doing so will deliver strong
and sustainable returns.”

To this end, Brasher said the group had
developed a plan for future space growth
that took advantage of an improved operat-
ing model - including leveraging improved
store efficiencies and an increasingly cen-
tralised supply chain. He explained that the

lowered cost of operations enabled Pick n
Pay to make more efficient use of existing
space.

Pick n Pay’s hypermarkets division might
also play a key role in driving growth in the
years ahead.

Brasher noted, “We have 20 Hypermar-
kets that contribute meaningfully to turn-
over and have embarked on a plan to mod-
ernise each of these for customers.”

He disclosed that four Hypermarkets had
undergone refurbishment — adding that
these were inevitably subject to a negative
turnover impact during refurbishment, but
showed strong sales growth and improved
trading densities afterwards.

“As an example, our new and improved
Brackenfell Hypermarket in the Western
Cape has halved in size, now houses both
the liquor store and pharmacy on-site, en-
joys a refreshed range of clothing and gen-
eral merchandise and delivers a significant-
ly improved turnover per square metre at a
materially reduced occupancy cost.”

Fashion retailer Truworths expected only
a slender increase in profits of between 2%
and 4% for the 52 weeks ending June 2015.
Group retail sales should increase by 8,2%
to R11,6bn compared to a 6,8% increase in
the prior period. Most encouraging was that
retail sales in the second half of the period
increased 12% - which is markedly higher
than the first half increase of 5,2%.

Truworths directors said that excluding
the retail sales recorded by the recently ac-
quired Cape Town-based retail boutiques
Earthchild and Naartjie, group retail sales
were up 7,2% to R11,5bn.

Credit sales comprised 70% of retail sales
compared with 71% last year. Truworths di-
rectors said credit sales increased 10,6% in
the second half and 5,4% in the first half.
On a like-for-like basis, Truworths store re-
tail sales increased only 4,2% in the second
half of the period. Although slightly pedes-
trian, the second half growth is a marked
improvement on the first half when sales
decreased by 0,8%.

Still, Truworths reported that its trading
space increased by 7,7% (6,1% last year)
— which is a fairly confident investment
considering the space growth excluded the
space increase attributable to the recently
acquired Earthchild and Naartjie.

Sportsware and outdoors equipment re-
tailer Holdsport — which trades through the
large Sportsmans Warehouse and Outdoor

State-of-the-art
hospital for
Tokai

Murray & Roberts Western Cape is
building the Melomed Hospital in Tokai
Jor the Melomed Group.

new state-of the-art, 148 bed
Ahospital is being constructed

by Murray & Roberts Western
Cape in the southern suburbs of Cape
Town. The Melomed Tokai Private
Hospital, estimated to cost R350m and
create over 1,000 new jobs, is sched-
uled to be completed later this year.
The project marks a significant vote of
confidence in the Western Cape econ-
omy and healthcare sector.

Melomed Hospital Holdings is the
largest, wholly black-owned and man-
aged private hospital group in the
Western Cape. The Melomed Group
had its humble beginnings in 1989,
with the Melomed Gatesville Pri-
vate Hospital (also built by Murray &
Roberts) being the first private hospi-
tal on the Cape Flats. Melomed then
went on to acquire Melomed Mitchells
Plain and Melomed Bellville hospi-
tals and in 2014 the group established
Melomed Claremont Private Clinic,
which is a standalone psychiatric
clinic in Claremont.

The 17,000m2 Melomed Tokai Pri-
vate Clinic is situated on the corners
of Main and Keyser roads, and will
be the only fully fledged acute medi-
cal facility in the immediate and sur-
rounding community, which, accord-
ing to the hospital group, is currently
underserviced with private hospital
beds. This will be ably backed by Me-
lomed24, the Melomed Hospital Hold-
ings Group’s dedicated emergency
response ambulance service.

Continued on P3

Continued on P2
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On the Contrary

All fired up

THE new owners of
engine casting power-
house Atlantis Found-
ries (AF) endured a
warm reception last
month after receiving
the keys to the Atlantis-
based production plant.
Instead of taking over a
humming production
facility on July 1, Neue
Halberg-Guss (NHG)
found the AF plant in-
capacitated and badly
damaged after a freak
fire a few days earlier.
CBN reported ear-
lier this year that auto-
motive giant Mercedes
Benz had sold AF -
formerly known as At-

lantis Diesel Engines
(ADE) to German
foundry business NHG
for an undisclosed sum.

As a supplier to the
competitive global au-
tomotive industry NHG
could hardly afford to
morbidly sift through
the ashes at the newly
acquired AF plant.
Unbelievably, it took
just eight days for AF
to restore production
— with the new owners
seemingly pulling out
all stops to preclude a
damaging  disruption
to production.

According to a press
statement, AF man-
aged to re-commence
production in record
time after mobilising
more than 400 employ-
ees and contractors to
work together around
the clock to repair the
damage. This included
the laying of more than
14km of new electrical
cables and the manu-
facture and installation
of 12 new conveyor
systems. AF noted that
six engineers were also
flown in from Europe.

The fire, CBN un-
derstands, was caused
a by technical failure
when hot metal fell
onto conveyors in the
basement of AF’s pro-
duction facilities. The
fire was extinguished in
two hours and no-one
was injured.

AF casts more than
69,000 tons of heavy
duty engine blocks per
year with onsite ma-
chining facilities, and

positive spirit of the
whole recovery proj-
ect team and how they
worked together to get
us back-up and running

AF managed to re-commence
production in record time after
mobilising more than 400
employees and contractors to work
together around the clock to
repair the damage.

has recently secured
long-term contracts
to supply Daimler
Benz in German and
the US markets.

Pieter du  Ples-
sis, CEO of Atlantis
Foundries, said he was
“truly amazed by the

so soon.”

Aside from staff and
the fire teams, he cited
great support from Hy-
flo, Kooltron, Hytec,
APL Construction,
F&B Electrical, Grace
Staffing, MSG Engi-
neering, Breakthrough

Engineering,
Hydraulics, Rema-Top-
Tip, and Technoserve.

Optima

CBN reckons it
must be a great relief
to Saarbriicken-based
NHG, which is the
European market and
technology leader for
the development and
production of high-
quality engine blocks
and single compo-
nents like cast-iron
cylinder heads and
crankshafts to Volk-
swagen and Daimler.

NHG has estimated
global sales in excess
of EUR500m, and AF
appears to be a key
component in ensur-
ing revenue and profit
lines accelerate over
the longer-term.

State-of-the-art hospital for Tokai

Continued from frontpage

The services pro-
vided by the hospital
will encompass the full
spectrum of medical
and surgical specialisa-
tions and will have 35
adult medical beds and
22 surgical beds. Facili-
ties for babies and chil-
dren will comprise five
neonatal ICU beds and
10 cots. There will also
be 15 beds for psychiat-
ric patients and anoth-
er 15 beds will be avail-
able for day patients.
The facility will also
offer speciality services
such as renal dialysis,
oncology units that ca-
ter for chemotherapy
and radiotherapy,
nuclear medicine, spe-
cialised radiology in-
clusive of MRI and CT
scanning facilities and a
pathology laboratory.

The Murray & Rob-

erts Western Cape
team on the project
have recently com-

pleted extensions to
the New Kingsbury
Hospital, and their
acquired  knowledge
is being shared with
the professional team
in a proactive man-
ner in order to ensure
that lessons learned

are passed on and in-
corporated into the
construction process.
As with any devel-
opment of this nature,
scope changes dur-
ing the construction
process are part of
the reality, and Mur-
ray & Roberts West-
ern Cape has worked
closely with the cli-

ent and professional
team throughout the
project in order to mi-
nimise the impact of
such changes through
innovative procedures
and careful planning.

The client is also ap-
preciative of Murray
& Roberts Western
Cape’s commitment to
health and safety on
the project, and site
agent Wesley Kent
champions the ZERO
HARM culture, which
has been inculcated
in all stakeholders as-
sociated with the con-
struction works. The
project has run for 15
months without a lost
time incident and all
workers  understand
their individual and
collective responsibili-
ties to maintaining a
safe environment.
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Strip curtains minimise dust in production and packaging facilities

THE quality, maxi-
mised shelf life and
saleability of consum-
ables are dependent
on a number of fac-
tors, including their
freshness. Linked to
this is the absence of
pollutants and unsafe
micro-organisms. Cre-
ating favourable envi-
ronmental conditions
with temporary cli-
mate control solutions
helps keep products
healthy and whole-
some for as long as
possible, and promotes
worker productivity.

There are a number
of dangers associated
with not using tempo-
rary climate control
measures in food pro-
cessing, packaging and
storage facilities. These
include the growth and
spread of micro-or-
ganisms, even in areas
considered clean, due
to excessive moisture.
A lack of proper air-
flow may allow con-
taminants and dust
particles to reach food
production areas.

If dry foods are ex-
posed to moisture, the
resultant mould and
bacterial growth can
lead to spoilage and
food borne illnesses.
Without the proper
temperature  regula-
tion, the shelf life of
some foods may de-
crease. In addition,
higher  environmen-
tal temperatures may
lead to the breakdown
of vitamins in food,

thus decreasing their
nutritional value.

In general, the design
of food packaging keeps
consumable goods from
spoiling and prolongs
its shelf life. However,
the presence of mois-
ture in a warehouse,
for example, may cause
metal cans to corrode
and paper packaging
to break down. This
package deterioration
could cause food con-
tamination or spoilage.
Heat can further dete-
riorate food packaging,
particularly if it comes
from sunlight.

Naturally, one of
the top priorities in
the food processing
industry is food safety.
Even in the most tightly
controlled, sanitised
environments,  excess
moisture and incorrect
environmental temper-
atures can make it dif-
ficult to maintain safety
standards. = However,
the incorporation of
temporary climate con-
trol solutions can assist
in maintaining sanitary
conditions and ideal
temperatures by elimi-
nating excess moisture.

According to Wim
Dessing, managing di-
rector of Apex Strip
Curtains and Doors,
there are a number of
elements that assist in
providing  temporary
climate control within
food processing and
other  manufacturing
facilities. These include
HVAC systems, vacu-

um/exhaust systems and
barrier control systems.
The latter could in-
clude customised strip
curtains, which allow
facilities to create zones
that reduce the influx of
dust and other pollut-
ants as well as minimise
variations in humidity
and temperature.

Dessing explains that
the ideal would be to
include barrier zones
at the onset of building
design, but that strip
curtains can be read-
ily incorporated into
brownfield  projects.
The layout and design
of the food process-
ing or manufactur-
ing facility should be
adapted to the hygien-
ic requirements of a
given process, packag-
ing or storage area. It
should allow the flow
of material, personnel,
air and waste in the
right direction.

Dust control is criti-
cal in a wide spectrum
of industries from
manufacturing to food
packaging. Woodwork-
ing, painting, powdered
ingredients/spice  mix-
ing and packaging, ce-
ramic cutting/grinding,
powdered chemical
processing and packag-
ing are just a few of the
applications for which it
is important.

At the nuisance level,
particulate  generated
from cutting, grinding
and mixing can settle
on surfaces significant
distances from the

operation if contain-
ment equipment is not
in place. In terms of
product quality, uncon-
trolled particulate mat-
ter can spoil or degrade
batches of critical mate-
rials, whether in chemi-
cal or food processing.
In addition, there are
many instances where
high enough concen-
trations of airborne
dust-sized particu-
late in a closed space
can become explosive
or flammable.

On a personnel level,
airborne dust can be a
health hazard to em-
ployees, ranging from
skin, eye, or bronchial
irritation to more seri-
ous issues for people
with  asthma. Most
serious can be the po-
tential for particulates
to cause lung diseases
like cancer.

Apex General Pur-
pose Strip Curtains are
designed to mitigate
dust and pollutant in-
gress and can signifi-
cantly improve the ef-
fectiveness of vacuum/
extraction systems
while offering the op-
portunity for cost sav-
ings, both in the initial
cost of the equipment
and in direct operat-
ing cost. By minimis-
ing the area to be ex-
hausted, smaller fans
can be used, with less
total air movement be-
ing required. Lower air
velocity through filter
media increases the
effective particle sepa-

Ka-ching, ka-ching (for now)

Continued from frontpage

Warehouse outlets —
looks up for a good
profit game this year.
CEO Kevin Hodgson
said in his recent an-
nual review that Hold-
sport was entering the
new financial year in a
very strong position. He
pointed out that cash
resources Wwere sub-
stantial and the ongo-
ing positive cash flow of
the business remained
a key strength.

“Even more impor-
tant, our design and
procurement skills are
better than ever and
bear the fruit of the sig-
nificant steps taken to
upgrade these over the
past few years.”

Hodgson  pointed
out that the company
had signed lease agree-
ments for a further
four new stores to be
opened in the next fi-

nancial year. There are
also plans to relocate
two stores. He dis-
closed that Holdsport’s
time weighted trading
space would increase
by at least 6% for the
next financial year —
well above the cautious
2,1% seen in 2014.
Catalogue  retail-
er HomeChoice is
also investing heav-
ily for future growth
with plans to build a
new 1,000-seater call
centre at a cost of
R110m adjacent to
the company’s Cape
Town head office. This
new centre is aimed
at servicing the call
centre growth for the
next decade. Then
HomeChoice will also
invest around R65m
in systems - including
digital platforms, the
ERP system, telepho-

ny and infrastructure
investments.

HomeChouce di-
rectors also noted the
“breadth and depth”
of retail merchan-
dise ranges would
be expanded and ex-
tended into new cat-
egories. Interestingly,
HomeChoice will also
focus on developing a
new ‘bricks and mor-
tar retail store’ with
the launch of its first
large-format store
in Cape Town.

Parow-headquar-
tered Supermarket gi-
ant Shoprite reported
it had increased total
turnover by 11,2% to
about R114bn in the
12 months to end June.
CEO Whitey Basson
growth on a like-for-
like basis was 4,3%.

He said sales growth
was especially strong

in the first half of the
year due to Shoprite
having an extra trad-
ing day (remembering
the company had stores
closed last year for for-
mer struggle icon Nel-
son Mandela’s funeral
in December 2013.)
Basson said the
South African super-
market division grew
sales by 10,5% - up
from 8,7% in the 2014
financial year. “This is
a strong performance
considering the prevail-
ing economic condi-
tions and has led to fur-
ther market share gains

for the period.”
Basson said Shop-
rite’s furniture divi-

sion — mainly the old
OK furniture outlets
- grew turnover by
13% despite the highly
competitive market
conditions persisting.

Apex General Purpose Strip Curtains are designed to mitigate dust
and pollutant ingress and can significantly improve the effectiveness

ration of the device.
Additionally, lower air
flow through the filter
reduces the frequency
required for changeout
or cleaning.

“In addition to re-
ducing the volume of
space to be exhausted,
Apex General Purpose
Strip Curtains act as a
very effective physical
barrier on their own,
blocking transfer of
dust particles from one
area to another. We

of vacuum/extraction systems.

employ stringent qual-
ity systems in the man-
ufacture of our strip
curtains, using only a
specially  formulated
PVC material, which
does not become brittle
with use and age. Apex
General Purpose Strip
Curtains are transpar-
ent for optimum vis-
ibility and safety, and
incorporate the spe-
cially designed and
patented Balledge fea-
ture, which ensures an

effective thermal seal
at all times,” Dessing
points out.

In spite of this effi-
cient seal, the strips are
designed to part easily
under pressure to allow
people and goods to
move through unhin-
dered. In addition, the
rounded edge on the
strips ensures that they
do not snag or scratch
goods or people as they
move from one area
to another.
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IMPACT

TRAFFIC
DOORS

HIGH
SPEED
ROLL UP

AND FOLD
UP DOORS

A network of agents throughout South
Africa ensures excellent technical and
installation support, and quick

delivery times.

Coralynne & Associates +27 (011) 849 3142

011 452-8723
021 551-5076
0861 033303
041 487-2525

www.apexstrip.co.za

2
4
\J

+27 (0) 21 511 0840

sales@dosetech.co.za
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Seen here representing Voltex are: (L-R) Pieter Groenewald — Impact Energy,
Nicholas Strydom - Voltex Witbank, Johan Hattingh — Voltex LSIS, Denzil
Iyavoo - Voltex Witbank, Steve Lea — Phambili Interface.

Voltex showcases solutions
at MTE Witbank

MTE - the travelling
Mining and Techni-
cal Exhibitions aims
to bring innovative
products and energy
solutions closer to the
mining and industrial
sector. Voltex exhib-
ited at the most recent
shows held on 12 May
at the Tweefontein Golf
Club and 14 May at

the Landau Recreation
Centre. Both shows at-
tracted between 100 to
200 industry profession-
als as well as commer-
cial contractors.

Energy efficiency was
high on visitors’ agendas
with a good deal of inter-
est being shown in LED
products. Contingency
measures for alternative

energy also drew many
visitors to the Voltex
stand which showcased
their commercial gen-
erators amongst other
innovative power gen-
eration solutions. Also
on exhibit were Voltex’s
LS  breakers and
contacts range.

With its broad range
of innovative energy

efficient products and
various divisions Voltex
was well positioned to
meet the attendees’
expectations. The tech-
nical expertise of the
Voltex team also im-
pressed visitors and con-
tributed to the positive
leads generated at the
show and strengthened
existing relationships.
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for the sectors that the IDC supports.

For 75 years, the IDC has been committed to leading industrial development in South Africa.
It is this commitment that has enabled us to grow key industries and facilitate job creation,
ensuring a positive contribution to the growth of our economy. If you're an entrepreneur and
have a business plan that is relevant to an industry that the IDC supports and require funding of
R1 million or more, take the lead and make history. Call the Cape Town office on 021 421 4794,
the George office on 0860 693 888 or visit idc.co.za to learn more about the funding criteria
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Serco
offers
side
roll-up
door for

truck
bodies

THE Robinson Shut-
ter, an aluminium side
roll up door, has re-
cently been introduced
by Serco for local dry
freight customers.
Unlike barn doors
that require an unob-
structed swing clear-
ance to open and
close, the ‘roll up
door’ can be easily ac-
cessed from the side,
which offers an im-
proved access to load
vehicles. The shutters
bail up above the door
aperture eliminating
the need for internal
roof mounted rails re-
quired by traditional
‘roll over’ doors that
are sometimes used.

The door is

easy to oper-

ate, offering
customers
improved
access to
the load.

The slim alumini-
um extruded profile
makes the Robinson
Shutter a lightweight,
rattle-free option
that is simple to use
and available with
a variety of durable
locking options.

The door is easy
to operate, offering
customers improved

access to the load.
Bakers SA Ltd. have
opted for the side
mounted roll up doors
on seven new vehicle
bodies recently manu-
factured by Serco.
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Success should be a

By Duaan Dekker,
Marketing Manager of
Field Office

SUCCESS is too often
seen as a hopeful, po-
tential outcome. It is
human nature to idol-
ise the few incredible
“rags to riches” stories,
to dream about win-
ning the lotto, or for
some incredible oppor-
tunity to waltz along
and catapult us into
riches beyond our wild-
est imaginings. Too of-
ten we place too much
faith in that vile four
letter word: luck.

Admittedly,  there
is something alluring
about not having to
do anything for good
things to happen to
you. It is wonderful to
imagine how no mat-
ter what you do, what
choices you make, that
good fortune will con-
tinually befall you and
that there will be no
end to the money that
surrounds you. But
that’s the exact kind of
thinking that will forev-
er keep you away from
your ultimate success.

In our business we
apply a simple philoso-
phy, that our success
should be an inevitable
outcome. If it is not,
there is clearly a flaw
in our process. This
may seem obvious,
but let’s look a little
closer at the following
key points.

The objective has
to be clear

You cannot even
think of implementing
a new process, if you
are not crystal clear on
what your goals and
objectives are. Wheth-
er it is a financial KPI,
specifics in a SLA, or
growth targets; you
need to have something
clear and measurable
to achieve.

You need to map out
the process, in detail

If you want to imple-
ment a new system, you
have to physically map
it out. Whether it is on
a simple piece of paper
or a flow chart on Pub-
lisher, you have to map
out each interaction,
and variation thereof.
This will not only help
identify what needs to
be done by everyone
involved, but where
bottlenecks may lie.

Don’t try to squeeze
water from a rock

Many companies are
convinced that they
have the right process
in place, even if it is
not yielding the desired
result. They invest
heavily in analytics,
optimisation software
and consultants, hop-
ing that the answer
lies in the mountains
of data at their dis-

posal. However, Oc-
cam’s Razor holds true:
the simplest answer is
usually correct.

Make sure you put the
right process in place

The fact of the matter
is, if you are still using
a clipboard and paper
to visit clients, and if
you manually maintain

Is your business, mine, factory or
shop losing revenue as a result of a

result, not luck

your databases by typ-
ing it into Excel, your
process is definitely
outdated. The advent
of sales management
applications, = means
that now you can place
orders, capture data,
stay in touch with your
workforce and draw de-
tailed reports that will
help you analyse ev-
ery small step towards

power outage?

Contact us today and we will assess your needs and determine the optimum
generator or Uninterrupted Power Supply (UPS) solution for your business,

factory, mine or shop.

Visit www.barloworldpower.com or contact 0860 898 000 and we will
determine a generator solution for you.

reaching your goals.
And all of this can
be done in the field,
where the interaction
is taking place.

It is time to stop re-
lying on chance, but to
implement the right
sales system so that
your business success
becomes an inevitable
outcome, and not a
wishful stroke of luck.

© 2015 Caterpillar. All Rights Reserved. CAT, CATERPILLAR, BUILT FOR IT™, their respective
logos, “Caterpillar Yellow,” the “Power Edge”trade dress as well as corporate and product
identity used herein, are trademarks of Caterpillar and may not be used without permission.
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Cape casino capers

THE cards in lucrative
Cape casino industry
will not be re-shuffled
as planned by gaming gi-
ants Tsogo Sun and Sun
International. Sun and
Tsogo — with the help of
Grand Parade Invest-
ments (GPI) — last year
proposed a deal that
would have diplomati-
cally spread the owner-
ship of the Western Cape
casino segment — pur-
portedly to preclude any

hostilities ~ developing
around a much mooted
second casino licence for
Cape Town.

What was envisaged
was that Sun would buy
back GPI's empower-
ment stake in SunWest
— the company that
operates the cash spin-
ning GrandWest casino
in Goodwood and the
smaller Worcester casino.
Sun would then offer
a 40% stake in Grand-

West and Worcester to
Tsogo — which already
controls the other three
provincial licences in the
Mykonos, Garden Route
and Caledon casinos. The
arrangement would have
meant Tsogo having influ-
ence over all five Western
Cape casino licences.

The proposed arrange-
ment was smart, because
it effectively removed any
incentive to either Sun or
Tsogo to compete for a

CREDIT
GUARANTEE

Why risk it without us ?

second casino licence in
Cape Town. The mooted
second casino licence
would not be a new li-
cence, but allow for the
transfer of the existing li-
cence of either one of the
Mykonos, Garden Route,
Caledon or Worcester ca-
sinos to Cape Town.

Gaming industry
sources argued that nei-
ther Sun or Tsogo really
relished building another
casino in Cape Town —
especially since casino
spending has been flat of
late. If a licence needed
to be transferred at some
stage, the proposed ar-
rangement would at least
hedge the vulnerable
Sun, as Tsogo would not
really want to diminish
its investment in Grand-
West by supporting a
new casino development
in Cape Town.

And if a second licence
for Cape Town became a
reality then presumably
the ‘shared” Worcester
licence would have been
the obvious candidate to
transfer to Cape Town
— allowing both Sun and
Tsogo to benefit from
profit flows (and to share
the not insubstantial
development costs.)

Unfortunately this
rather convenient ar-
rangement fell afoul of
the competition authori-
ties, and before the Com-
petition Tribunal could
make a final ruling the
companies called off the
proposed deal.

What happens now
depends on the provin-
cial government decision
around allowing a second
casino licence. There has
been no official word on
the matter, and CBN
suspects any progress on
a second licence will be
driven by the merits of
whether a second Cape
Town casino will actu-
ally increase tax revenues
for the provincial (and
national) government.

There is an argument
that the Cape Town ca-
sino market will not grow
with a second casino, but
rather the existing gam-
bling pie will merely be
split between GrandWest
and the new casino. Oth-
ers believe if a second
casino is pitched at an
upmarket boutique ca-
sino, then a new devel-
opment would harness
a new gaming segment
rather than cannibalise
the existing gaming and
entertainment spend
at GrandWest.

What will be fascinat-
ing to gauge in the inter-
im is whether Sun —which
is increasingly looking
offshore for growth op-
portunities - and Tsogo
can revisit their proposed
deal in a different form.

Currently it seems
like Sun will have to re-
turn GPI's significant
minority shareholding in
SunWest. Would there
then be a possibility that
Tsogo could buy GPI’s
valuable stake in Sun-
West directly without the
competition authorities
raising red flags?


http://www.creditguarantee.co.za
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Stellar performer

STELLAR Capital Part-
ners, the newly consti-
tuted Cape Town-based
investment  company
aligned to retail tycoon
Christo Wiese, is already
making waves. In recent
weeks Stellar has trig-
gered a handful of trans-
actions aimed at shap-
ing the business into a
vibrant investment ve-
hicle. The spark appears
to have been provided
by Stellar accepting an
offer to buy its 20%
stake in vehicle tracking
and fleet management
firm Digicore. Digicore
is being wooed by an
American rival Novatel
Wireless, and when the
mooted takeover deal
goes through Stellar
will receive proceeds of
around R200m.

The prospect of hav-
ing additional capital
on the balance sheet
has probably prompted
Stellar to execute on two
key acquisitions. The
first involves buying the
minority shareholders in
struggling asset manage-
ment and financing firm
Cadiz, which is based in
Claremont. Stellar will
use its shares as settle-
ment, offering five new
Stellar at price of 200c/
share for every eight
shares held in Cadiz.
The chances of Stellar
successfully  snagging
Cadiz — which has an
asset management busi-
ness with R30bn under
management — have
been greatly enhanced
by the company’s shares
price trading at around
275c/share.

Stellar already owns
around 17% of Cadiz,
and has received sup-
port from shareholders
representing nearly half
Cadiz’s issued shares.
Stellar directors contend
Stellar — which will be
delisted from the JSE
- would benefit from
the “focus and flexibil-
ity” of operating in the
unlisted environment.
They argued that sup-
port from Stellar would
help Cadiz’s future cor-
porate activity as well
as enhance its ability
to respond swiftly and
decisively to market
opportunities.  Stellar
added that there would
also be a consolidation
of head office functions
and costs as well as
greater clarity and flex-
ibility in the turnaround
effort with a strong an-
chor shareholder driving
the process.

So far investors seem
to like the Stellar ap-
proach with Cadiz’s mar-
ket value moving from
R287m at the time of the
offer proposal to nearly
R400m at the time of
going to press.

Stellar’s second sig-
nificant transaction
has seen the company
snagging an influen-
tial 3,46% stake in fast
growing Cape Town-
based industrial servic-
es and products com-
pany Torre. Torre is an
industrial group that

is well known to read-
ers after CBN detailed
some of its shrewd in-
vestments over the last
three years. The com-
pany currently holds an
array of specialised in-
dustrial assets like Trac-
tor & Grader Supplies,
Retreat-based  auto-
motive group Control
Instruments and Set
Points Technologies.
Torre services the au-

tomotive, mining, con-
struction, manufacturing
and agricultural sectors
in South Africa and 11
African countries. Its
endeavours have paid
off handsomely with
the December 2014
interim results show-
ing a 118% increase in
headline earnings.
While the Cadiz and
Torre investments will
form beach-heads for

Stellar’s financial and
industrial hub, the big
question now is what
plans are afoot to
build on its technology
pillar. The company
also holds control of
Retreat-based elec-
tronics manufacturer
Tellumat — a business
that could conceiv-
ably be scaled up with
selected acquisitions.
Watch this space...
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Siemens variable speed drives on your doorstep

HB Systems carries stock of the SINAMICS V20 at
its Somerset West branch.

H B Systems — as Sie-
mens Solution Partner
for Automation Sys-
tems and Drive Tech-
nology — has been ap-
pointed as agent for
its range of entry level
variable speed drives,
the SINAMICS V20
range. H B Systems
carries stock of these
drives at its premises in
Somerset West.
According to H B
Systems, the V20 drives
offer many advantages

over other products,
including increased reli-
ability, ease-of-use, low
cost-of-use and high
energy efficiency.

The SINAMICS V20
VSD is widely adapt-
able and suitable for use
in many applications,
including pumping,
moving, compressing,
processing etc.

These drives have
built-in macros for PID
control, high torque
start for easy breakaway

and a “Quick Commis-
sioning” function.

The SINAMICS V20
is also extremely en-
ergy efficient. The inte-
grated ECO mode for
V/f and V2/f charac-
teristic loads automati-
cally adapts the motor
flux to save energy. En-
ergy consumption can
be displayed in kWh,
CO, emission or even
in local currency. Dur-
ing periods where the
drive is not in use it can

be set to “hibernate,”
thus lowering energy
consumption. The V20
can exchange regener-
ated energy via DC-
link coupling between
drives, thereby saving
more energy and obvi-
ating the use of resistive
braking components.

The H B Systems
team is happy to help
with the commission-
ing and any further
support needed for
these drives.
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New report
reveals
food price
burden on
households

A NEW sector re-
port shows that fo-
cusing on growing
the production of
agri-processed goods
is necessary to de-
crease South Africa’s
R21bn trade deficit
in this area.

Alan Winde, Minis-
ter of Economic Op-
portunities, said the
figures contained in
the 2015 Bureau for
Food and Agricul-
tural Policy (BFAP)

Baseline empha-
sized the need to
prioritise the agri-

processing sector.

“When researchers
studied the National
Department of Agri-
culture, Forestry and
Fisheries figures of the
average import versus
export values between
2006 and 2010, they
noted a major deficit.
South Africa tradi-
tionally uses foreign
suppliers to process
our own produce,
which adds a cost to
the final product for
local consumers.

“Part of our strat-
egy to grow the size
of the agri-processing
sector is looking at
how we can reduce
imports, where pos-
sible, by promoting
local products. With
the cost of healthy
eating increasing, opt-
ing for local produce

will give consum-
ers welcome relief,”
said Winde.

The Western Cape
Department of Agri-
culture has developed
an agri-processing
index, which ranks
the best products in
terms of employment
potential and perfor-
mance in local and
global markets.

“Project Khulisa
has identified agri-
processing as a key
growth sector, pre-
senting a significant
opportunity to in-
crease jobs in rural
areas. Under a high-
growth scenario, this
sector could add up to
100,000 jobs to the lo-
cal economy over the
next five years.”

Winde said the
BFAP Baseline
2015 was an excel-
lent tool for both
the  private and
public sector.

“The report clearly
shows the importance
of trade with the rest
of Africa. In 2014,
South  Africa’s ex-
ports of agricultural
products were worth
R104bn. African mar-
kets are a key driver
of this growth. Over
the past 13 years, our
exports to Africa grew
by 14%, compared to

Continued on P10
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Bearing Man
Group
distributes
Festo

BEARING Man
Group has announced
that it would become
an official distribu-
tor for Festo, thereby
expanding its range
of network dealers
even further. Bear-
ing Man Group has a
very impressive foot-
print in South Africa
and Africa, with over
100 outlets in South
Africa and 10 outlets
outside its borders.
“What they believe
in, where they are go-
ing and how they do
things are perfectly
aligned to us,” says
Warren Harvard, Na-
tional Sales Manager

quality components,
technical  expertise
and superior service
that exceed its cus-
tomers’ expectations.

Festo, is all about
delighting our cus-
tomers with superior
service, technical sup-
port and logistics pro-
cesses to match and in
order to keep up with
the demand for their
products and services,
Festo has sought out
a distributor whose
ideals matches theirs,
“and we have found
this in the Bear-
ing Man Group,”
says Warren Harvard.

Bearing Man

“Our customers now have
an even greater choice
of where they can
purchase our products.”

at Festo, “and this is
why we approached
them and invited
them to become an
official distributor
for Festo. Despite the
fact that we are con-
tinuously expanding
and investing into our
resources, we simply
can’t keep up with the
growth that we are ex-
periencing,” he adds.
Established in 1974
— and through con-
tinuous expansion —
Bearing Man Group
have become the larg-
est distributor of en-
gineering components
in Africa, according
to the company.
“Bearing Man
Group is strongly in-
vested in service ex-
cellence and invests
a lot of time into
continually train-
ing their employees
to ensure that every
customer’s experi-
ence is of the high-
est level of support
and professionalism.”
Bearing Man Group
also have a ISO 9001:
2008 accreditation
that underpins one
of the core values of
the brand: To deliver

Group has already
invested in a substan-
tial amount of Festo
products, which they
intends to distribute
through its various
outlets.  Customers
are now able to make
purchase of their fa-
vourite Festo prod-
ucts at any one of the
various Bearing Man
Group outlets and en-
joy the same quality
and warranties that
they would, if they
were purchasing it di-
rectly from Festo.

“It is all about
convenience,” states
Harvard. “Our cus-

tomers now have an
even greater choice of
where they can pur-
chase our products.”
The next couple of
months marks a very
busy, yet exciting time
for both companies
and it’s expected that
their customers are
going to be delighted
with the extended
product range of the
Bearing Man Group
and the convenience
of being able to pur-
chase their Festo
products through yet
another channel.

Pitching is like dating

YOU'RE on your first
date: you must make the
initial impression the
best one in order to lock
in a second date: you
employ all the skills you
have at your fingertips;
and voila!

Success:

e Short-term goal
for a second date:
secured

e Long-term goal
for a relation-
ship that lasts: in
progress

Like dating, pitching
your business or busi-
ness idea to potential
investors or possible
partners also relies on
a number of basic fun-
damental truths: being
confident without being
cocky; being approach-
able without seeming
desperate; being pas-
sionate without being
immoderate; and hav-
ing the facts and num-
bers at your fingertips;
and voila!

Success:

* Short-term goal for
a second meeting:
secured

* Long-term goal for
a mutually benefi-
cial relationship: in
progress

When dating, certain
fundamentals should be
avoided, such as answer-
ing your phone, belching
or arriving dirty. Like-
wise, when pitching your
business to a prospective
investor, below are the
basics of what NOT to
do:

Avoid buzz words
and jargon

These can sound
the death knell of any
new interaction. Use
easy-to-understand lan-
guage, crisp, concise and
simple. Include actual
anecdotes and humour;
be witty without being
corny or sarcastic; and
never ever talk down
to anyone because you
think they won’t un-
derstand your ideas.
Be genuine, be real,
be sincere.

Go easy with
the PowerPoint
presentation

Yes, we all know that
it looks good, sounds
good, is professional
and pleasing to the eye.

But it’s you they want
more of, rather than the
accoutrements, just as
when on a first date it’s
the impression you make
as a person rather than
the clothes you wear,
the car you drive, the
art you own, that capti-
vates the heart. Rather
ensure that the initial at-
tention is focused on you
and your ability to share
your exciting venture;
and only then bring on
the PowerPoint, as the
dessert rather than the
main course.

Don’t ignore advice from
those around you

You sound out your
best friend about what
you should wear, which
restaurant you should
visit — and even if you
don’t take all the advice,
it’s comforting to know
that two heads are bet-
ter than one and could
work in your favour dur-
ing the date. So too when
preparing your pitching
message, play it first to a
captive (but honest) au-
dience — family, friends,
colleagues — that will
criticise positively and
help you see the errors
that you missed because
you’re too close. In this
way you will gain per-
spective, confidence
and practice.

From first base to
home run

* First base: you
approach the date
with a mixture of
trepidation and
anticipation, hop-
ing there will be a
connection. The
initial pitch too, is
nerve-wrecking, as
you want to come
across polished and
succinct, listen

and connect.

* Getting to second
base: will she/
he be responsive
enough for you to
push ahead? Will
the company show
increased interest
and commitment
to invest, or at
least want to know
more, more detail,

more faces?

e Third base: will the
connection deepen
or is rejection im-
minent? Patience is
the key ingredient
during this stage.
Hopefully there

The 2015 Engen Pitch and polish workshop and competition teaches local entre-

have been indica-
tions of joint mov-
ing forward — great
excitement but
muted till there is
more confirmation.

Fourth base: You
scored! Birds of

a feather, shared
interests, common
path —it’s working!
You receive positive
input and construc-
tive feedback;
introductions to
other partners /
stakeholders; sup-
plying necessary and
additional informa-
tion; ready to forge
ahead.

Home run: Mar-
riage? Strong busi-
ness relationship;

preneurs to polish their pitch.

contracts signed for
commitment from
both sides; agree-
ment on necessary
financing needed;
both parties fired
up with enthusiasm
and ready to

move forward.

You deserve to win. It
all begins with the first
pitch!

Youve read all the
above - youre eager to
start—so now the best way
is to register for the 2015
ENGEN Pitch and Polish
workshop and competi-
tion, which is looking to
discover the nation’s most
promising local entrepre-
neurs by teaching them
to polish their pitch. This

annual programme, in
association with Engen
Petroleum Ltd and long-
standing media partner,
SAfm, has impacted
thousands of entrepre-
neurs and continues to
reach and teach eager
entrepreneurs. While on
the course you will learn
business  fundamentals
and be shown how best
to access funding through
your ability to share your
vision effectively. Then,
at the close, your polished
pitch is ready to go. You
will also stand a chance to
win prizes and money.
Register now to at-
tend or  compete.
Sms PITCH to 45901
(charged at R1.50 per
sms) or register online at
www.pitchandpolish.com



http://www.pitchandpolish.com/
http://www.festo.co.za
http://www.hbsystems-electrical.com
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On a Knife’s edge

THE best laid plans
appear to have gone
awry at African Dawn
Capital (Afdawn) — the
listed vehicle accom-
modating Cape Town
venture capital special-
ists Knife Capital. The
share was suspended
on the JSE last month
as Afdawn could not
publish audited finan-
cial statements time-
ously. The delay was
not caused by Knife,
but by a legacy issue
relating to the old Af-
dawn (initially a micro-
lending business.)

If there is a silver lin-
ing, it might be that the
unexpected setback has
seemingly reinforced
Knife’s determina-
tion to press on with
its ambitious venture
capital endeavours.

The hitch in publish-
ing audited financials
dates back to late 2013
when Afdawn acquired
Knife Capital in a R10m
reverse takeover deal.
One of the businesses
that remained behind
from the old Afdawn
was the Elite Group —
a lending business that
was initially slated for
sale (but these negotia-
tions fell through.)

An “accounting er-
ror” in Elite has been
cited as the main reason
why Afdawn sharehold-
ers have not yet seen
the company’s results
to end February 2015.
At the time of writing
the quantum of the er-
ror at Elite was still
being assessed.

Once the Elite mat-
ter is cleared up, Af-
dawn directors reiter-
ated that Knife Capital
would remain a 100%
held subsidiary, “as it
is vital to capacitate
the group to execute
its vision of investing in
innovative entrepren-
eurial businesses.”

Some of the main
players at Knife include
Keet van Zyl — a re-

nowned venture capi-
tal specialist formerly
linked to technology
billionaire Mark Shut-
tleworth, and Andrea
Bohmert, who worked
with software icon Has-
so Plattner’s venture
capital fund.

Probably the best
news is that Knife is
in the process of rais-
ing a R50m venture
capital fund with an
initial minimum size
of R25m. The fund
will be managed by
Knife, and Afdawn
has committed to con-
tribute at least 10% of
the initial R25m.

But before things can
really get going at Af-
dawn there are a number
of ‘housekeeping issues’

that need to be sorted
out. These include the
SARS settlement of
tax obligations; divest-
ment of non-core assets
and the finalisation of
additional ~ provisions
and write-offs on Elite.
Hopefully these mat-
ters can be swiftly dealt
with as Afdawn direc-
tors reckon the company
is in a position to take
advantage of imminent
investment opportuni-
ties presented to Knife
Capital and its entrepre-
neurship development
programme, Grindstone
Accelerator.

Clearly the next few
months will be critical
in determining whether
new look Afdawn can
cut to the chase ...

New report reveals food
price burden on

households

the EU which saw an
8% increase.”

“This study allows
us to map patterns
like these and assess
whether our pro-
grammes are respon-
sive to global trends. I
would like to encour-
age the private sector
to consider this re-
port in making their
own plans.”

This year, the re-
port also illustrated
the impact of the
hike in electricity
costs on households’
food choices.

“Researchers
looked at the results
of focus groups held
by the Pietermaritz-
burg Agency for Com-
munity Social Action,
which revealed that
electricity cost in-
creases were chang-
ing the eating habits
of residents in lower
income  households.
More consumers were
moving away from

Continued from P8

maize meal to rice,
because rice has a
shorter cooking time.
Maize meal is fortified
and has greater nutri-
tional value compared
to rice. In addition, the
price of rice is likely to
increase as the rand
depreciates, which will
put additional pres-
sure on lower income
families,” said Winde.

The BFAP Baseline
2015 provides projec-
tions for key sectors,
including meat, milk
and dairy products,
wine, sugar and grains.

Trends in the report

include:

* The cost of healthy
eating is climb-
ing faster than
inflation in South
Africa. Between
January 2011 and
April 2015, the cost
of a healthy eating
plan for a family of
four rose by 36%.

* Household income

is rising, but so are
debt levels. The
average household
income increased
from R6,928 in
2009 to R10,525

in 2014.

* The highest ever
real net farm in-
come was recorded
in 2014.

* The number of
credit accounts
increased by 18.5%
over the same pe-
riod. At the same
time, the number
of rejected credit
applications rose
to 53.5% in 2014,
compared to 43.9%
in 2009.

* Keeping in line
with global trends,
urbanization is on
the rise. The rural
population size
increased by 9%
between 2007 and
2014, while the
urban population
grew by 29% over
the same time.
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Light curtains that
measure at low
temperatures

The Leuze CML 700i light curtains have been engineered to be used in applica-
tions with temperatures as low as minus 30°C.

ACCURATE measur-
ing and sensing at low
temperatures offers its
own challenges. The
Leuze CML 700i light
curtains have been en-
gineered to be wused
in applications with
temperatures as low
as minus 30°C. An im-
portant bonus is that
this high-tech sensor
offers and integrated
Profibus interface.

With its intelligent
fastening concept in-
cluding an optional
plug outlet at the rear,
the Leuze CML 700i
light curtains can be
very flexibly integrated
into an operation. Use
of these specially de-
veloped light curtains
allows mounting with-
out detection gaps very
close to the operational
(transport) system.

The plug design fa-
cilitates use of the light
curtains in a cascaded

configuration, and this
is especially useful if
measurement  lengths
of greater than three
meters are required.
An integrated align-
ment mode and visible
display of the received
signal level simplify and
accelerate alignment.
With the extremely
rapid response time of
as fast as 10 microsec-
onds per beam, even
very fast processes can
be reliably detected and
the measurement data
recorded. In addition,
the possibility to reli-
ably detect transparent

media increases the
process reliability in
many cases.

Together with inte-
grated interfaces for
Profibus, the Leuze
CML 700i light curtains
also interface with CAN
bus, RS485 and I/O-
Link. The data can also
be transmitted via ana-

logue outputs, whereby
both the control unit
as well as the interfaces
are housed in the re-
ceiver unit which means
that additional devices
such as gateways do not
need to be mounted.
Configuration can be
performed directly via
the control where all
settings remain stored.
This also means that it
is possible to exchange
a device without recon-
figuring it.

The full range of
Leuze CML light cur-
tains is available from
leading sensing solu-
tions specialist compa-
ny, Countapulse Con-
trols. With more than
35 years of experience
in providing appropri-
ate sensors across of
wide range of industries
in southern Africa, the
company also offers
a technical hotline to
assist customers.
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Summit Crane Hire’s new addition opens doors in the Western Cape

CAPE TOWN-based
Summit Crane Hire
has a new addition to
its family of cranes.
The new 400ton mo-
bile crane can reach
up to 130m and can
pick up to five tons at
a distance of 80m. This
is very exciting and a
welcome addition to
the smaller cranes that
Summit Crane Hire has
on its fleet and within
the growing marine in-
dustry and renewable
energy industries.

This new crane has
a longer reach and
its heavy lifting ca-
pacity offers more
versatility on site.

“The beauty of hav-
ing the bigger crane
is that it can also do
the work of a smaller
crane when need be,
yet the client still has
the option of the longer
reach and to lift heavier
loads,” says Leonard
Openshaw,  General
Manager of Operation
and Sales at Summit
Crane Hire.

The crane can be
built into a variety
of configurations,
depending on what

needs to be lifted, at
what distance and to
what height.

“We can custom
build the crane accord-
ing to the client’s needs
and requirements.
From an operational
perspective it means
that in one day you can
manoeuvre the crane
to different angles
and work at different
heights at the same
time.”

With developments
in the Saldahna re-
gion, Cape Town, Port
Elizabeth and Coega,
there is an increasing
need for cranes that
can do heavy lifts. By
focusing on filling this
need, Summit Cranes
is now able to provide
its clients with a range
of lifting solutions,
from small to very
large cranes.

“This crane will help
save time depending on
what the client wishes
to do on any specific
site. For example, on a
wind turbine site, you
can use this crane to do
three or four construc-
tions in the same area
without having to move

the crane. Whereas if
you use a smaller ca-
pacity crane, you might
need to move it more.”

“We have a lot of oil
rigs that come into the
Cape Town, Coega and
Saldanha region and
the new crane is ideal to
service them in terms of
the height of the oil rig
and to be able to reach
the other side of the
rig. A normal mobile
crane simply doesn’t
have that -capacity,”
Openshaw says.

“The value for the
customer that he is
able to do tasks that he
might not have been
able to do with other
cranes. It crane is locat-
ed in Cape Town and
provides more options
to clients. In the long
run our clients can save
a lot of money.”

“Until now if a cli-
ent needed a crane of
this size it would have
had to be mobilised
from Johannesburg
or Durban. This takes
up to 13 trucks to
move, at considerably
higher cost than if it is
available locally.”

To set the crane up at

full capacity takes a full
day (with another full
day to break it down
once the job is done.
It needs around 130m
in length to set it up in

this configuration.

“The crane is set up
in the lay-down con-
figuration then lifted
up some degrees to
put the hook block on.
Once that is completed,
the luffing jib is lifted
up to 90° and the main
boom is pushed out,”

explains Openshaw.

HELPING TO L

AFRICA HAD 147 GW
OF INSTALLED CAPACITY
IN 2014

REGULAR ELECTRICITY BLACKOUTS
IN MANY AFRICAN COUNTRIES, COST
THEIR ECONOMIES 1 - 5%

GDP ANNUALLY

CURRENT RATES OF

ELECTRIFIGATION IN AFRICA
seTWeeN 10-20%

%)

ELECTRICITY GENERATING CAPACITY

the crane.

main boom.

as well.

— CCOMPARABLE TO THE
- CAPACITY CHINA INSTALLS
't IN ONE - TWO YEARS

X1

SUB-SAHARAN AFRICA NEEDS
ATEN FOLD INcREASE IN
INSTALLATION CAPACITY TO BRING
EVERYONE POWER BY 2030

It takes a four-man
rigging crew and has
144 tons of counter-
) weights that has to get
placed on the back of
It comes
with 70m of luffing
jib and it has a 60m

The crane can oper-
ate without the luff-
ing jib section, which
means it can operate
to the 60m main boom

A Summit Cranes
manager is onsite at

GHT

CONTINENT NEEDS TO ADD
+250 GW BETWEEN

every project it is in-
volved in, regardless
of the size, ensuring
that the client has one
contact person that will
manage its part of the
project on the day.

It also offers tech-
nical insight to its
clients in the negotia-
tion phase of any proj-
ect, ensuring that the
customer quotes for
the right equipment
upfront. This saves
time and potential un-
foreseen costs later

AFRICA HAS YET TO BUILD

%2/3 OF THE ADDITIONAL

J CAPACITY NEEDED BY 2030

.-

AFRICA LACKS POWER ON A GLOBAL SCALE

in the project.

“We offer a full
turn-key service to our
clients if they have a
requirement for a spe-
cific project. Summit
Crane Hire also does
the sight inspection
with them and gives
advice on what cranes
they believe should be
utilised on the project
- thus enhancing the
efficiency on the proj-
ect in order to meet
deadlines and budget,”
Openshaw concludes.

UP AFRICA

RENEWABLE POWER GENERATION
TECHNOLOGIES ALONE WILL
NOT MEET AFRICA'S ENERGY
CHALLENGES

BRING ENERGY ACCESS TO EVERYONE BY 2030
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Summit Cranes new addition can reach up to 130m and lift up to
five tons at a distance of 80m.
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Summit Cranes new 400 ton crane’s longer reach and heavier lifting capacity
offers more versatility on site.
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CAPE Metal Pressings
(CMP) is celebrating
its 20th year in busi-
ness and Cape Business
News met up with Ger-
ald Stark, owner and
founder, to share the
company’s journey.
The Cape Metal
Pressings journey be-
gan in a shared build-
ing in the Retreat in-
dustrial area in 1995
where it rented 80m?2,
and as with most start-
up businesses the own-
er wears many hats and
learns to do a bit of
everything from sales,
design,  manufactur-
ing, operating, invoic-

ing, banking, deliveries
and bookkeeping.

“It’s a steep learning
curve,” assures Stark.
“There were many ups
and downs to get the
company to where it is
today and many times
that I felt like throwing
in the towel and go-
ing back to work as an
employee. As a quali-
fied press toolmaker it
would have been easy
to get another job, but
pride, passion and per-
sistence forced me to
keep going; to try again.
More importantly I had
a young family that I
had to provide for, and

Cape Metal Pressings’ 20 years in business

my wife and I wanted
our kids to have a good
education and the op-
portunity to attend uni-
versity — something we
never had.”

With hard work and
the ongoing support of
its long-standing cus-
tomer Gabriel Shock
Absorbers, Cape Metal
Pressings grew slowly
but surely, and pro-
gressed first to a 250m?
factory unit then to a
400m? unit. By now the
company had around
fifteen employees and a
few more machines and
more importantly its
customer base had also

IMPORTERS OF NEW
AND USED METALWORKING

MACHINERY. WE ALSO STOCK

TOOL AND WORKHOLDING
ACCESSORIES

Proud to be associated
with Cape Metal Pressings

Tel: +27 21 552 6063

Fax: +27 21 551 1998
info@coastalengineering.co.za
www.coastalengineering.co.za

grown. Stark was able
to employ toolmakers,
press setters and admin
staff giving him more
time to manage the
growing business.

Also at this time —
and with pressure from
the motor industry —
CMP recognised the
need to become ISO
9001 compliant. Being
ISO 9001 compliant
from 2000 opened new
doors for CMP, and
through Gabriel Shock
Absorbers it ventured
into the export market
and started export-
ing metal pressings
to Mexico, Colombia
and Venezuela and
importing  specialised
shock absorber steel
from Germany.

In 2005 - once again
needing more space —
Stark took the plunge
and re-mortgaging
his family home, pur-
chased two plots of
industrial land at the
newly developing Cap-
ricorn Business Park
near Muizenberg. Af-
ter negotiation with
the bank the company
received a loan and
built its first factory in
June 2006, when the
CMP team moved into
its brand new 750m?
factory. The company
continued to grow
steadily and weath-
ered the 2008 down-
turn. With more work
from the motor indus-
try CMP upgraded its
Quality Management
System to ISO9000 /
TS16949 2009.

The internet helped
to bring in more cus-
tomers for CMP and it
was fortunate that the
company was named
‘Cape Metal Pressings’
as this, combined with
an up to date web-
site put it at or near
the top of Google and
Yahoo when search-
ing for metal pressings
in the Cape.

CMP took a hit when
it lost its second biggest
customer Ziton when
it was taken over by a
multinational company
and later split up and
absorbed by subsid-
iaries in Poland and
USA. Although the
company still supplies
to the new enterprises,
the bulk of the work
went to China.

However, CMP
gained new customers
like Bergvik Flooring -

The Cape Metal Pressings factory floor.

Quality controller doing her pre-delivery check for defects.

Various, typical mass produced components.

which it supplies locally
as well as to its US and
Swedish plants — as well
as Stellenbosch-based
Resulta, Lesotho-
based African Clean

Energy and Paarl-
based Betafence — all
new enquiries coming
via its website.

“We can truly say
we are a customer fo-

cussed company as we
have achieved Supplier
of the Year on many
occasions from our

Continued on P13
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Cape Metal Pressings’ 20 years in business

main customer Gabriel
Shock Absorbers and
we have glowing Cus-
tomer Reports from
all our customers ev-
ery year. We strive for

long-term sustainable
business relationships
with our customers

and certainly not in it
for the ‘Quick Buck,”
says Stark.

In the last few years
it received awards
from Cape Chamber
of Commerce and Pro-
ductivity SA.

“We were bench-
marked through Pro-
ductivity SA as being
just outside a “World
Class Supplier.” Areas
of concern were sales
and financial aware-
ness. To this end we up-
graded our website and
I attended a nine week
course on the basics
of Financial Manage-
ment at UCT scoring
an average of 71%,”
continues Stark.

The company was
involved with Produc-
tivity SA in a two year
“Workplace Chal-
lenge” course that has
seen its factory floor
split up into mini busi-
ness units where the
employees are empow-
ered to manage their
mini business units
and interact with their
internal ~ “upstream”
and “downstream”
customers.

Components stacked in staging area.

main award is the 5S
award that takes place
every quarter and also
carries a monetary
prize for the best per-
forming mini business.
The 5S discipline is a
Japanese methodology
which describes how to
organize a work space
for efficiency and ef-
fectiveness by identi-
fying and storing the

“I would like to thank all our
suppliers and our customers for
their support over the last twenty
years, and also my staff without
whom CMP would never survive.”

CMP is a member
of the Western Cape
Tooling Initiative that
supports SMME’s, and
whose primary task
is to rehabilitate and
grow the Tool, Die and
Mould making (TDM)
industry in the Western
Cape, ultimately grow-
ing the manufacturing
sector as a whole.

The company has

weekly production
meetings, a monthly
management meet-

ing and a monthly
staff meeting. At the
monthly staff meeting
the staff are updated
on all that is happen-
ing at CMP. Employee
involvement is an inte-
gral part of the compa-
ny and it is very “team”
orientated. It achieved
its level 3 BBBEE sta-
tus in 2010.

“We have a sugges-
tion scheme where em-
ployees are encouraged
to put in suggestions for
improvements in their
areas, an employee of
the month for those
who go the extra mile
and 100% attendance
awards — all carrying a
monetary reward. The

items used. We have
also adapted the 5S
methodology to include
many other qualities
that we want to pro-
mote like timekeep-
ing, document control
and many others,”
explains Stark.
Running out of space
again in 2013, CMP
completed a second
+700m? factory in Jan
2014, directly behind
the first one. These are
linked for easy access.
CMP also made use of
the DTI's Manufac-

turing  Competitive-
ness Enhancement
Programme to pur-

chase and install four
brand new press lines
along with new com-
pressor and projection
welder to keep up with
the demand from its
new customers.

“We have a few com-
petitors in Cape Town,
however we don’t see
them as competitors
and in some cases we
actually share work
with them and we tend
to help each other out
by passing on jobs best
suited to each,” says
Stark. “I won’t take on

a job if I don’t think I
can supply — one of my
biggest fears is to let
a client down and af-
fect his business. We
are committed to long
and sustainable busi-
ness relationships with
our customers.”

“Times are tough
in the manufacturing
sector, but there are
opportunities - we just
have to work harder
to find them. Inter-
estingly we have seen
an increase in enqui-
ries from the solar,
motor, fencing and
security industries.”

“We are a company
that is are proud of
our achievements and
quality standards. Cape
Metal pressings man-
agement team is a dy-
namic team with a com-
bined total of 125 years
of experience in the
tool making and metal
pressings industries. We
are customer focussed,
as our customer reports
and supplier awards can
testify. Going beyond
our customers’ expec-
tations is what we aim
for with each of our cus-
tomers. We enjoy the
challenge of a new proj-
ect and take pleasure in
seeing it through from
enquiry to delivery. To-
gether with our work-
force we aim to make
Cape Metal Pressing
a “World Class” metal
pressings supplier.”

“I would like to
thank all our suppli-
ers and our custom-
ers for their support
over the last twenty
years, and also my staff
without whom CMP
would never survive,”
concludes Stark.

Investing in skills

Stark has involved
his company with
many projects to bet-
ter the skills develop-

Continued from P12

ment in his company
and the surrounding
community of Capri-
corn — formerly known
as Vrygrond.

“We have enabled a
number of students
to qualify as press
toolmakers in a four
year tool making ap-
prenticeship. We also
take students from the
Western Cape Tooling
Initiative for on-the-
job training for periods
of three months, and
we currently have em-
ployed a trainee tool
designer who received
six months training at
the Advanced Institute
of Tooling in Stellen-
bosch. We make use
of any training oppor-
tunities that arise from
first aid, forklift driver
training to computer
training in MS Word
and Excel.”

Q - What are the re-
wards of this job?

A - “The biggest re-
ward is to be able to
give jobs and the prop-
er training to unem-
ployed people and see
them grow and pros-
per. It’s great to see
people choose to move
up in life and take ad-
vantage of what perma-
nent employment can
offer them.”

Q - What have you
learned over the years?

A - “You can have the
best equipment and
machines that money
can buy, but if you
don’t have motivated
and trained staff be-
hind you it will always
be a struggle. What
you invest in your staff
in terms of time, effort
and caring is what you
will get back.”

Investing in the
community

Through African
Clean Energy (A.CEE)
Cape Metal Pressings
was involved in a good-
will project that saw it
manufacturing  parts
to build small wood
burning stoves that are
shipped to Maseru for
assembly and then dis-
tributed into Lesotho,
southern Africa and
beyond.

“The stoves are very
efficient and will re-
duce the effect that
traditional cooking
fires have on the envi-
ronment. It is hoped
that these stoves will
help prevent the use
of paraffin for cook-
ing and heating in the
townships which often
end in spills and fires,”
says Stark.

CMP is involved
closely  with the
Vrygrond community
and make use of the
“The Link” to employ
people from the lo-

cal community. The
link is an NPO set up
by residents of the
local community of
Marina da Gamma
to help the people of

Vrygrond find employ-
ment in Capricorn
Business Park.

Stark is also a mem-
ber of the Vrygrond
Community Develop-

ment Trust whose main
aim is to uplift the com-
munity by means of
education through early
childhood development
centres to grade 10.

Proud supplier to
Cape Metal Pressings.
Congratulations on
20 years in business

HERMS TOOLS

Superb
Toolmaking
Accessories

Congratulates Cape Metal
Pressings on 20 years
of business

P.0. Box 13030,
Knights 1413

Tel: +27 11 828 0100
Fax: +27 11 828 6021
hermstools@mweb.co.za
www.hermstools.com

ISO FLOOR

The only dynamic Raised

floor on the market.
Bergvik is a Global Leader and
trusted supplier of Raised Access
Flooring Systems and Seismic
Bracing solutions for World Class
Mission Critical Data Center and
Telecom Operators in more than
100 countries around the world.
Bergvik's Dynamic Iso Floor
System's unique design allows it to
easily adjust to ever-changing
technologies , equipment densities
and increased cooling demands.

Bergvik Flooring (Pty) Ltd
Cape Town - 15t Floor, Building 3, Tre Mondi Office

Park, 2 Niblick Way, Somerset West, 7130
Tel: +27 (0)21 851 1966 Fax: +27 (0)21 852 7662

Congratulations to
Cape Metal Pressing
on celebrating 20 years
in business

Johannesburg - Unit 17, Gallagher Place, Suttie
Avenue, Midrand, 1685

www.bergvik.com



14 CBN August 2015

PENINSULA PNEUMATICS

Family values endure in
25 years of business

Peninsula ~ Pneumatics / Hydraulics &
Engineering Supplies celebrate their silver
anniversary this month, completing 25 years’
service to Western Cape industry.

Those with a good memory will remember a special
occasion in a particular year, say 1990, others will
identify events, songs or movies perhaps.

Home Alone, Total Recall and Pretty Woman were
the some of that year’s popular movies, songs that
made it include Sacrifice, Ice Ice Baby, Unchained
Melody and Nothing Compares 2 U.

On a more serious note East and West Germany
were reunified, Iraqg’s invasion of Kuwait, began
the Gulf War, Nelson Mandela was released after
27 vyears behind bars and Namibia gained its
independence from South Africa.

While Josh and Joyce Jooste remember these
events their most vivid memory of 1990 was the
day when they set up shop in Paarden Eiland and
Peninsula Pneumatics / Hydraulics & Engineering
Supplies (PPH) opened its doors for the first time.
Fast forward to July 2015 and they celebrate the
firm’s 25th anniversary — no mean feat for a small,
family owned and managed business that operates
in the cut and thrust of highly competitive world of
industrial pneumatics and hydraulics.

Honesty and integrity are guiding principles

A modest man, Josh needs to be coaxed to reveal his
successful formula of how the business flourished
when statistics dictate that most small businesses
don’t make it past the first five years.

“l guess it's really a question of one’s attitude,
values and approach to life” says Josh and having a
good woman behind you to keep you on the straight
and narrow!”

“We've always operated with honesty and
integrity and most importantly, viewed the business’
bank account as belonging to the business, and not
to be dipped into by its owners. From the start, we
paid ourselves a modest salary and any surplus was
invested in stock” said Josh.

Joyce echoes the sentiment and as the business’
financial manager said that they have always
operated without bank support and they own their
own 1,000m? premises in Paarden Eiland. “We
wanted to create a sustainable business with reliable
suppliers who shared our values. This rubs off onto
the customers who receive high quality, reliable
equipment at a fair price. We like to think that our
extensive experience which translates into friendly
advice, problem solving abilities and reliable service
is why our customers keep coming back” she added.

PPH has long standing agency agreements with
predominantly Italian suppliers having found them
to be amongst the most competitive and manufacture
to European ISO and DIN industry standards. This
ensures customers of a wide range of reliable,
quality products at a fair price. Also having suppliers
from one country of origin simplifies transport costs
and import logistics.

Knowing the business

Strong family values permeate the PPH business
which is hardly surprising as Josh & Joyce’s children
have also added to the firm’s success over the years.
Whilst all three have made a contribution, son Algie
has taken the reins allowing mum and dad to take
things a little easier.

Says Algie “The success of the business has been
down to a steady growth over the years and although
only 13 members strong our reputation and
relationship with other players in the industry has
stood us in good stead. We understand the dynamics
of the industry and while we are competitive and
protect our market share, our business model has
proved to be the right ‘fit’ in the field we operate.

“We have a fully equipped workshop and mobile
service crews to provide on-site service and design
systems or sub-systems for end user applications.
Often we see customers who just need advice as to
how to overcome a particular fault or problem, and we
are happy to advise then and suggest an economical
solution. Many of them have been elsewhere first or
been sold cheap components from the East which
failed. We don’t handle those kinds of imports which
are unfortunately flooding the market and creating very
unhappy customers while damaging the reputation of
agents and distributors. Those who buy on price alone
usually get what they paid for!

“Many of our staff members have been with
us since the beginning and are loyal and trusted
individuals who care for the business as much as
they care for themselves. This attitude is very unusual
to find in today’s climate of making a fast buck and
expecting something for nothing” said Algie. “We
are very customer centric and always endeavour to
uphold the company’s motto; ‘We are there for you'.

And the next 25 years?
Asked about the next 25 years, they all laughed! Josh
and Joyce, as they had done their bit, and Algie as he

contemplated future business conditions.

“l don't see us deviating too much from a trusted
formula of steady growth and our current business
model. Providing we keep a finger on the pulse, our
growth will follow that of the industries we serve.
We have excellent agency agreements and satisfied
principals who provide us access with their latest
technology and cutting edge products, which keeps
our customers happy” he said.

“To maintain our biggest asset — service — we
need to ensure we have the people to provide it.
That's why we look for people with an interest and
a passion for pneumatics and hydraulics, train them
and enhance their skills” he explained.

Top agencies provide quality products
PPH represent some of the top agencies in the world
of pneumatics including Metal Work Pneumatic who
specialise in components for automation systems,
ODE Solenoid Valves, Eurofit fittings and adaptors
and Castello Italia tubing.

PPH are also the agents for Goyen Mecair Dust
Filter Cleaning systems and also supply Automa
Pneumatic & Electric Y turn actuators.

Workshop & on-site services

Its workshop services provide cylinder assembly,
repairs and testing, building pneumatic and electro-
pneumatic control panels to customer specifications,
building hydraulic power packs, servicing and
repairs to all types of pneumatic and hydraulic
equipment and testing. On site services include
pipe installations, whether pneumatic or hydraulic
including testing, servicing and fault finding.

So whether Home alone or Edward Scissorhands
conjure up memories of 1990, those in the know
will also remember that PPH started small and are
still around providing quality and friendly service
to the hydraulics and pneumatics industries of the
Western Cape.

15 Auckland Street, Paarden Eiland
Western Cape 7405

Tel: +27 21 511-5604

Fax: +27 21 510-3236

E-mail: pph_@mweb.co.za

www.peninsulapneumatics.co.za
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Manuli Fluiconnecto finds its place in SA

MANULI Fluiconnec-
to is an international
distribution organisa-
tion, offering a com-
plete range of high
quality hydraulic com-
ponents and technical
services to a range of
industries. Its hydraulic
products are distribut-
ed to the mining, agri-
culture, marine, earth-
moving, transport, ma-
terial handling, lifting,
industrial cleaning and
general market sectors.
Manuli  Fluiconnecto
is a division of Man-
uli Rubber Industries
(MRL) a group of
companies dating back
to 1935. The origin of
Manuli  Fluiconnecto
dates back 30 years
with the establishment
of Sonatra (Society
Nantese de Transmis-
sion.) The company
was based in France
with the aim of provid-
ing hydraulic services
and technical expertise
to the global market.

In the early nineties,
the Manuli product
was available through
distribution in South
Africa. In 2008, a deci-
sion was made to open
direct in South Africa
and Powerforce, a well-
established  distribu-
tor based in Witbank,
Mpumalanga, in the
heart of the coal min-
ing sector, was the first
company to be pur-
chased, and the first
Hydroshop in South
Africa was opened
there. This enabled
Manuli  Fluiconnecto
to capture the already
existing market with
the continuous sup-
ply of their product to
the mines, and in ad-
dition, being able to
provide an added value
service to their cus-
tomer in the form of
an extensive global net-
work representation of
the company.

The success of the
acquisition sped up
the process of setting
up a Head Office in
Johannesburg. The
Head Office forms a
vital function in the ad-
ministration, finance,
training and support
of staff and the dis-
tribution of product.
Manuli  Fluiconnecto
now boasts eight Hy-
droshops, strategically
situated to service the
industry nationally.

Manuli Fluicon-
necto SA is currently
25.5% Black Owned
and a 100% BEE pro-
curement recognition
level; 100%  Enter-
prise Development
contributor and 100%
Socio Economic De-
velopment  contribu-
tor. The company has
implemented a qual-
ity management system
compliant to ISO9001:
2008 and OHSAS
18001: 2007 certified

“Our fundamental
business principles and
core values encompass
placing the customer

first by understanding
their needs and exceed-
ing their expectations,”
says Colin  Hood,
general manager
at Fluiconnecto.

“When we opened
up in Cape Town, we
initially found it dif-
ficult to penetrate the
local market but rela-
tionships were quickly
established and Flui-
connecto Cape Town is
now well known in the
local market and doing
very well.”

Manuli Fluicon-
necto carries a range
of over 1,400 standard
line items as well as di-
verse range of special-
ised products for all in-
dustries. All products
are tried and tested to
meet stringent local
and international stan-
dards and the company
is committed to pro-
ducing products of the
highest quality.

Hoses

Manuli Fluicon-
necto’s hose product
range offer a wide vari-
ety of solutions for all
industry sectors.

It has a standard
universal range of
braided and spiral hos-
es available, as well as
an extreme hose range
for high impulse, high
pressure and high tem-
perature applications.
It now also has the
complete range of mo-
bile air-conditioning
hoses as used in most
OEM (Original Equip-
ment Manufacturer)
vehicles.

“Our comprehensive
range of specialised
hose assembly ma-
chinery supports our
product line.”

These range from
small mobile hand
crimpers to those ca-
pable of crimping 3” 6
spiral hose assemblies
and a complete range
of cutting and skiving
machines, to comple-
ment the company’s
already vast range
even further.

Fittings

The fully compre-
hensive range of fit-
tings cover all end
terminations for all
industries. ~ MF2000

is  available  with
skive and non-skive
technology for both
braided and standard
spiral range hoses, as
well as the interlock
plus and Xtralock se-
ries, which includes
the Xtraflange range
where internal and
external skiving
are required on ex-
treme impulse and
pressure applications.

Adaptors

MF4000 is a qual-
ity range of adaptors
covering a wide spec-
trum of end termina-
tions i.e. BSP, Metric,
JIC, ORFS, NPT and
SAE specifications.

TECHNICAL EQUIPMENT SUPPLIERS & AGENTS

Congratulations from all of us on your
25 years of success, we wish you all
the best for the future.

158 Lower Main Rd
Observatory, Cape Town
Tel: 021 447 7203
Fax 021 447 6981

Quick release
couplings

The Q-Safe range of
quick couplings enlarg-
es the company’s prod-
uct offering to clients
and is available in:

* Pin Type

* Ball Type

* Flat face

* High pressure,
screw together for
jacking equipment

This Q-Safe
meets with
quired ISO  speci-
fications, and are
fully interchangeable
with other brands in
the industry.

range
the re-

Thermoplastic and
PTFE

Manuli  Fluiconnecto
offers a wide range of
quality thermoplastic
and PTFE hose prod-
ucts to compliment the
Manuli product range.

Continued on P20

Congratulating Peninsula Pneumatics on 25 years in business.

Tel (011) 4502230
highveld@baars.co.za

Tel (011) 450 2233
info@baars.coza

Tel {031) 5791347
valvecraft@baars.coza

Tel (035) 787 3958
valvecraftrbay@baars.co za

Tel (041) 484 1424
valvecraftecape@baars.coza

Tel (021) 556 1100
valvetech@baars.co.za

Proval Actuation SA supplies and services a complete
range of valve automation products and control valves.
Proval Actuation SA {Pty] Ltd commenced trading in March 2003.

We have a facility in Jet Park and a branch in Rustenburg. The Jet Park
facility includes a machine shop where actuator manufacture, fitment
and assembly takes place. We have qualified and factory trained
staff in manufacturing, service and sales.

Congratulations on 25 years in business.
Tel: +27(11)397 8850/ 53/ 63 «Fax +27(11) 397 8873
ray@proval.co.za * wesley@proval.co.za * www.proval.co.za
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D
UMATICS (sOuUTH AFRICA) PTY LT

568 2407
cworld.com

sMC PNE

Phone +27 11
http:l/www.sm

If you have a taste for high
standards in pneumatic
technology, we invite you
to talk to us...

SMC Corporation Japan, world leaders

in pneumatics and industrial automation
component technology, announced a
significant expansion of its global
operations with the opening of a new
subsidiary in Johannesburg, South Africa.

Did you know?

¢ As the global leaders in pneumatics and
industrial automation with a 30% market
share, SMC Pneumatics offers a range of
over 12 000 basic components available in
over 700 000 variant forms.

e We have been voted one of the top 100
most innovative companies in the world by
leading business magazine, Forbes for three
consecutive years.

e We offer state-of-the-art production with
factories and local subsidiaries in 50 countries,
plus 400 sales offices and a distribution
network in a further 32 countries.

Contact us for a consultation on
+27 11 568 2407

& SNC

www.smcworld.com

®

HYDRAULICS, PNEUMATICS & COMPRESSED AIR

Japanese multi-national makes
major investment in South Africa

SMC Corporation Ja-
pan, global distribu-
tors of pneumatics and
industrial ~ automation
component technology,
announced a significant
expansion of its global
operations with the
opening of a new subsid-
iary in Johannesburg.
The creation of SMC
Pneumatics (South Af-
rica) Pty Ltd will enable
companies in both South
Africa and neighbouring
countries to have easier
access to SMC’s range
of over 12,000 basic
components, which are
available in over 700,000
variant forms. Machine
builders and end users
will also benefit from
increased technical
support and the avail-
ability of customised
products and local as-
semblies produced in
the company’s Johan-
nesburg factory.
Established in 1959,
the Tokyo based SMC
Corporation has
steadily expanded into
international markets
worldwide and now

Adrian Buddingh, General Manager SMC
Pneumatics (South Africa) Pty Ltd.

has global production
with factories and local
subsidiaries in 50 coun-
tries, plus 400 sales of-
fices and a distribution
network in a further
32 countries.

This expansion has
been supported by a
team of more than
1,400 Research and De-
velopment engineers at
SMC Technical Centres
in Japan, China, USA
and Europe.

Globally, SMC now

employ around 22,000
people and in line with
its focus on face to face
customer communica-
tion, 5,000 of these are
highly trained technical
sales engineers who de-
liver high levels of cus-
tomer support. This ap-
proach has helped SMC
achieve a global market
share exceeding 30%.
Adrian  Buddingh,
recently appointed as
General Manager of
SMC South Africa said,

“I’'m thrilled to be join-
ing SMC. We have a
brand new 4,000m? of-
fice, with trade counter,
showroom, warehouse
and manufacturing fa-
cility under construc-
tion. It is a very exciting
time.” The company’s
planned investment not
only includes some of
the most experienced
people in the pneumat-
ics industry, but also an
extensive stock inven-
tory plus state-of-the-
art machinery to make
both local specials and
assemblies possible.

Following this expan-
sion into South Africa,
it is likely that over the
coming months SMC
will announce addi-
tional distribution and
supply chain partner-
ships together with di-
rect purchase options,
which adopts their
same approach in other
countries of focusing
on establishing a strong
brand in South Africa
and market leadership
through customer cen-
tric activities.

/A

TECTRA

AUTOMATION
A Joint Venture with Bosch Rexroth

SHAHBS

1 s o 9 001

High-quality

The Hytec Group of Companies, through Tectra Automation, is
Africa’s leader in automation technology. We are committed to the
supply of quality, single-source fluid power and automation solutions
throughout the continent.

Rely on us for a solution no matter where in Africa you are, or what
your application involves. With experience spanning all industries,

from marine and mining to automotive and industrial plants, Tectra
Automation brings you world-class products and reliable service.

automation technology
from a single source

Head Office: (011) 971 9400
Cape Town: (021) 510 7802
Durban: (031) 780 2130

Port Elizabeth: (041) 487 0900

Web: www.hytecgroup.co.za
E-mail: info@tectra.co.za

A Member of the Hytec Group of Companies
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New
branch
manager
for
Tectra
Cape
Town

Wayne Neethling
— newly appointed
branch manager at
Tectra Automation
Cape Town

TECTRA Automa-
tion has appointed
Wayne  Neethling
as branch manager
for its Cape Town
office.

Neethling has
over 25 years’ expe-
rience in pneumatic
and hydraulic tech-
nology across the
mining, packaging,
dairy and automo-
tive industries. As
a Branch Manager,
Wayne has managed
sales and services
outlets in Welkom,
Klerksdorp and Port
Elizabeth.

Tectra Automa-
tion is a member of
the Hytec Group of
Companies.

HYDRAULICS, PNEUMATICS & COMPRESSED AIR

Becker Mining South
Africa Simplex air
powered hydraulic pumps

BECKER Mining
South Africa’s range
of Simplex air pow-
ered hydraulic pumps
have been designed for
easy use in harsh op-
erating conditions in
diverse industries.
“This  robust air
powered hydraulic
pump is fitted with a
hand or foot control
for efficient perfor-
mance and reduced
operator fatigue,”
says Eugene Davids,
product manager for

Becker Mining South
Africa. “This pump,
which runs on standard
shop air, has a three
position treadle that
enables advance, hold
and retract position-
ing. A pressure relief
valve protects the hy-
draulic circuit.”
Simplex air powered
hydraulic pumps en-
sure high performance
and fast operation and
are designed for re-
duced noise during in-
house production — an

important feature in
any environment.

These units have a
rugged all metal con-
struction for optimum
durability and are
designed to power a
wide range of single
acting tools.

The Simplex range of
hand and power pumps
is available from Becker
Mining South Africa’s
national branch net-
work, which offers a
technical advisory and
support service.
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The Simplex PA91 air powered hydraulic pump, which runs on standard shop
air, provides 700 bar power needed to run this production line fixture. These units
have a three position treadle and are easy to use.

Eaton braided hydraulic hose and fittings

New to BMG’s portfolio of components for fluid power systems and general industrial applications, are Eaton Winner braided hydraulic hose and fittings.

NEW to BMG’s port-
folio of components
for fluid power systems
and general indus-
trial applications, are
Eaton Winner braided
hydraulic hose and fit-
tings. These perfectly
matched hydraulic
hoses and fittings en-
sure safe and reliable
conveying of petro-
leum and water based
hydraulic fluids at high
pressure, even in the
most demanding envi-
ronments.

“Currently,  Eaton
Winner hose ENS853

1SN (EC110) and 2SN
(EC210) and a wide
selection of two piece,
non-skive fittings are
available nationally
from BMG’s extensive
network,” says Joanne
Tarr, BMG’s national
product manager - hose
and fittings.

“This range, which
is complimented by
adaptors, steel tube
fittings and high pres-
sure hoses, will be ex-
tended to include oth-
er hoses in the Eaton
range, according to
market demand.

“Extreme care must
be taken in the cor-
rect selection, installa-
tion and maintenance
of matched, quality
components in any hy-
draulic system because
hose assemblies can
be highly dangerous if
misapplied and if in-
adequate attention is
given to maintenance
of the hose and relat-
ed equipment.”

Winner hose EN853
1SN (EC110) with a
synthetic rubber tube
and cover, as well as
single wire braid rein-

forcement and a white
ink transfer layline, is
designed for petroleum
and water based fluids,
at operating tempera-
tures between -40°C
and +100°C. This
range has a maximum
working pressure of
225bar (3,250psi) and a
minimum bend radius
of 100mm.

Winner hose EN853
1SN (EC210) has a
double wire braid rein-
forcement, with a syn-
thetic rubber tube and
cover and a green ink
transfer layline. This

hose has a maximum
working pressure of
400bar (5,800psi) and
a bend radius up to
630mm.

BMG’s compre-
hensive catalogue of
hydraulics hoses and
fittings includes an
easy to follow refer-
ence fluid compatibility
and resistance chart,
technical information
on BMG’s extensive
range of hoses, fittings
and adapters, as well as
critical information on
correct product selec-
tion, installation and

safety guidelines.

Other products avail-
able from BMG’s fluid
technology division in-
clude valves, accumu-
lators, cylinders, heat
exchangers, hydraulic
motors and hydraulic
plumbing, pumps and
reservoir accessories.

The company’s fluid
technology services
encompass project en-
gineering and consult-
ing, cylinder design and
manufacture, hydraulic
training, repair and
testing and onsite con-
tainer services.

CAPE
BUSINESS
NEWS

Cape Business
News, founded in
1980, is primar-
ily a promotional
vehicle for com-
panies that have
the Cape Busi-
ness community
as a primary tar-
get market.

ADVERTISING
For all your ad-
vertising require-
ments, contact
our Sales Team
on 021 250 0400

Heather Ferreira
heather.fereira@cbn.co.za

Claudia Moult
claudia.moult@cbn.co.za

Robin Dunbar
robin.dunbar@cbn.co.za

Energy efficiency

so your machines
can do more

Save up to 11% on your electricity consumption by switching to Engen Hydrokin ESF hydraulic fluid.

With excellent anti-wear properties, it's specially designed and formulated to have superior lubricating ability and lower
frictional coefficiency to reduce energy consumption and so save you money.

Contact one of our technical advisors today on +27 21 403 5090, email us at 1call@engenoil.com or visit www.engenoil.com
for more information.

FCB CAPE TOWN 10006838CT/E

<

With us you are Number One ‘ ENGEN
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The Ingersoll Rand Centac C400 centrifugal air
compressors supplied to BMW will streamline their
production, and potentially lower their annual elec-

tricity consumption by up to R1m.

HYDRAULICS, PNEUMATICS & COMPRESSED AIR

Ingersoll Rand streamlines BMW’s
production line efficiency

BY replacing their old-
er and larger plant air
compressors with two
smaller Ingersoll Rand
Centac C400 Centrif-
ugal Air Compres-
sors at their Rosslyn
manufacturing  plant,
BMW South Africa
will potentially save

over RIm per year in
reduced electricity con-
sumption, according
to Ingersoll Rand. The
COmMPressors were com-
missioned during the
first week of January
in time for the resump-
tion of plant’s 2015
production schedule.

The new Ingersoll
Rand Centac C400
compressors will pro-
vide 7 bar of oil-free
air at a flow rate of
60m*/min in order to
power the facility’s
line  instrumentation
— including actuators,
operating valves, cyl-

inders, and so forth —
used in advancing the
vehicles and various
workpieces along the
production line.

The original com-
pressors, also provided
by Ingersoll Rand more
than 10 years ago, had
been procured in line

A Tradition of Proven
Mallawiliyy, Errldleney ankl

o <
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PROUNG

Type 30
Reciprocating
Air Compressors

+ 34 models
+ 6.9 - 345 bar
+ 1.5-30 kw

Wity s

-

NICC

The workhorse of
Reciprocating Air Compressors

For the past 85 years, our two-stage Type 30 Reciprocating Compressors have driven value to Africa’s heavy shop and

1929

industrial environments through reliable, responsive compressed air solutions.

Featuring the latest in quality control instrumentation housed within a durable, 100% cast iron casing, the Type 30

range provides precise air delivery within Africa’s most demanding environments.

= A compressor for all applications! The Type 30 range delivers compressed air from 6.9 to 345 bar, and
includes non-lubricated compressors that supply ISO: Class O oil-free air.

= Air as you need it! Three control modes deliver air as demanded by your site equipment: automatic start/stop;
constant speed control; and dual (combination) control.

= Keeps you going 4x longer! Specialised synthetic lubricants provide 2 000 hours of service
(over the usual 500), enhancing your operation’s overall efficiency.

Combining innovation and tradition for
maximum pneumatic efficiency.

Ingersoll Rand

+27 11 545 8600 | www.ingersollrand.co.za

info_sa@irco.com

with requirements that
have since changed,
and were thus provid-
ing a surplus of pneu-
matic potential that
could not be harvest-
ed. Despite the com-
pressors continuing
to function according
to their performance
rating, the fitment of a
more accurately-spec-
ified compressor solu-
tion is an important
cornerstone of a more
streamlined, efficient
production line. The
C400s provide around
33% less compressed
air capacity.

“The C400s were
designed, configured,
installed and commis-
sioned along a very
tight deadline, having
received the order at
the end of September to
be ready for the plant’s
commencing of its 2015
operations,”  explains
Paul Horwell, Key Ac-
count Leader, Ingersoll
Rand. For a centrifugal
compressor, whereby
dynamic  parameters
such as motor size and
compressor  internals
are configured accord-
ing to the atmospheric
pressure of the unit’s
operation, this was a
considerable logistical
and  implementation
achievement.

The two machines
are automatically regu-
lated through Ingersoll
Rand’s Integrated Mul-
tiple Machine Control
(IMMC) intelligent
controller. The IMMC
automatically collabo-
rates the performance
of each compressor,
providing a seamless
air supply in the event
of a unit changeover,
for performance and
maintenance purpos-
es, and balancing the
machines when they
run in tandem.

The C400 provides a
flexible compressed air
solution that supplies
oil-free air in a diverse
array of industries
and applications. The
absence of vaporised
lubricant in the pneu-
matic supply eliminates
the related contami-
nation of instruments,
preventing them from
sticking, which ulti-
mately reduces main-
tenance. Additionally,
intervals for lubricant
change are increased
exponentially.

As part of the pack-
age deal, Ingersoll
Rand has offered to
buy the existing old
compressors.

Ingersoll Rand han-
dled the transporta-
tion and delivery of
the units, and super-
vised the installation,
which was done by an
independent Ingersoll
Rand distributor. In-
gersoll Rand will main-
tain the machine over
its service life.
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Project management mantra holds good for construction entrepreneur

THE simply stated
but often difficult to
achieve pillars of any
form of successful
project  management
are: delivery on-time,
on budget and to rec-
ognised standards.
Basing one’s busi-
ness ethos on those
three pillars and adding
ethical and responsible
rubrics are a combina-
tion that has brought
hard won success to the
Rémey Group who has
built an enviable repu-
tation as quality build-
ing contractors and
property developers
over the past 21 years.
Anyone deciding to
start a business in the
turbulent year of 1994
- reeling from political
instability, uncertainty
and unrest, a new rul-
ing party in power and
questions over the fu-
ture of cultural identi-
ty, was either crazy or
had the foresight and
self-belief to set aside

the trauma that was
South Africa at
that time.

Enter Johan Meyer,
a young and ambitious
entrepreneur from the
Boland town of Stel-
lenbosch, who decided
that 1994 was the ideal
time to start a
con-struction company.

A win-win attitude

“What started as
providing a project
management  service

soon turned into a
fully-fledged construc-
tion concern. In addi-
tion to charging a fee
for my services, my
contract added an in-
centive clause: If we
complete the project
within  budget, any
savings would be split
50/50 between our-
selves and the client.
If we ran over budget,
then we were liable for
50% of the extra cost.
This arrangement ap-
pealed to clients and
certainly focused the
mind,” said Meyer.
“Contractors  don’t
enjoy the best of repu-
tations and probably
for good reason. Cli-
ents are wary about be-
ing ripped off or facing
extra costs, traditional
professionals often re-
gard the contractor as

being outside the pro-
fessional team, and es-
sential  sub-contractors
are often vocal about
‘hard  bargains’ and
bullying on site, espe-
cially when a contract is
running behind.

“lT set out to make
Rémey a different con-

tractor — undertaking
projects where we all win
— the client, pro-

fessionals, suppliers, the
sub-contractors and
ourselves. It’s a formula
that works and has
contributed in no small
part to our reputation as
“ethical partners,”
he emphasised.

Keeping the client
informed, ensuring
no surprises

The Rémey formula
has been further en-
hanced by sustained on-
site supervision and strict
quality  man-agement.
Addition-ally, employing
su-perior  management
programmes that ac-
curately track costs for its
own Quantity Surveyors
QS) and more
importantly for the cli-
ent’s independent QS,
ensure that at any time
during the contract the
client is aware of the
financial position.

“If the project looks as
though we need
additional funding or
savings can be made due
to changed cir-
cumstances, we know
well in advance and there
are no surprises for the

client, which they
appreciate,”  explained
Dawid Adendorff,
Rémey’s long-time

contracts director. “Our
approach to our
professionals and sub-
contractors also breaks
the traditional mould,”
says Adendorff. “We
treat everyone  with
respect and see them all
as an essential part of the
professional team — not
just the architects, en-
gineers and QS’s, but
traditional and special-ist
trades also. Before we
start a project, we get the

buy-in of all in-volved to
achieve a  su-perior
quality  product by

getting everyone around
the table and discuss the
contract, ironing out any
areas,
misunderstandings

or accessing how best
to tackle more
demanding aspects of
the design. Everyone
is fully apprised of the
job ahead, the timeta-
ble and techniques and
skills required for suc-
cessful completion.

Rémey is commit-
ted to maintaining the
highest levels of integ-
rity and honesty in all
its dealings with sup-
pliers, subcontractors,
associates, customers,
consultants and
employees.

“The proof of the
pudding is in the eating
they say, and we have
found that profession-
als and sub-contractors
alike are keen to work
with us. This approach
can be a double edged
sword though, as our
experienced staff are
constantly in demand
from our competitors.”

“We never deviate
from the three pillar
approach of on time,
on budget and high
standards, and we
seldom if ever, have
incurred penalties for
being late or penalised
for cost overruns,” he
commented. This ap-
proach has endeared
Rémey to major clients
and some of the coun-
try’s largest property
developers who view
the company with con-
fidence in getting the
job done as a reliable,
professional partner.

Rémey Group has
grown from a handful
of members to a medi-
um-sized company and
is regarded by its peers
as a respected compet-
itor having established
an enviable reputation
for outstanding quality
work and a profession-
al approach with cli-
ents and consultants.
This business method-
ology also forms the
backbone of Rémey’s
Property Development
arm where industrial,
residential, commer-
cial and retail projects
have been undertaken,
including the develop-
ment of an alpine ski
resort in Switzerland.

“We initially con-
centrated on working
within the residential
sector,” said Johan,
“yet quickly expanded

to include the retail,
academic, commercial
and industrial sectors.
Projects include up-
grading and rehabili-
tation of commercial
and shopping centres,
schools, golf course
developments and spe-
cial buildings for the
wine industry for ex-
ample.”

“Since 1994 we have
successfully complet-
ed numerous construc-
tion projects focussing
mainly in the Boland
and Cape Metropole,
but also on the West
Coast and the southern
Cape.”

“With this experi-
ence and proven track
record, we are com-
fortable in undertaking
projects to the value
of up to R250m and
we have recently
finalised a R215m
project with a listed
property group, one of
the largest secured to
date.”

Johan explained that
the ongoing training of
the Rémey workforce
has been a cornerstone
of the company’s suc-
cess, and a strong
health and safety focus
has resulted in several
awards from the Mas-
ter Builders Associa-
tion.

Rémey’s areas of
specialisation include:
* Land value genera-

tion
* Re-generation of

property and place
* New project
initialisation
Feasibility studies
Elemental estimates
Competitive tenders
Lump sum contracts
Project management
services
¢ Turnkey contracts

Rémey is a member
of the Master Builders
Association on which
Meyer  served  as
President for a two
year term 2006-2007.

The firm is also reg-
istered with the Na-
tional Home Building
Registration ~ Council
and with the Construc-
tion Industry Develop-
ment Board (CIDB.)

A final word from
Johan Meyer, Rémey
Group’s chairman and
CEO, “Above all else
we are committed to

76 On Beach Road, Blouberg

Vinimark Distribution Centre

Papegaai Street, Stellenbosch

Key West Apartments - Milnerton

Reddam Private School, Somerset West

Laborie Centre Renovations, Paarl

construct a product of

outstanding  quality

embodying the objec-

tives of:

¢ conducting every
project in a way that
all involved parties
benefit,

e complete the project
on time,

* maintain a high
standard of quality,

e completing the pro
ject within budget
and

* building lasting
relationships.

Rémey Construction
— A selection of
Current Projects

76 on Beach Road
Five level build-
ing, which will create
five open plan, luxury
apartments. High qual-
ity finishes and the
world renowned view
of Table Mountain
over Blouberg beach.

Vinimark Distribu-
tion Centre

This distribution
centre of 10, 000m2
comprises of large
warehouses,  offices
and others. It is a ma-
jor addition to the ef-
ficient functioning of
the Vinimark Group.

Papegaai Street,
Stellenbosch

One of our own of-
fice developments, sit-
uated in Stellenbosch

Key West Apart-
ments, Milnerton

This  construction
project entails 114
apartments

Reddam Private
School, Somerset
West

Somerset Lakes is
a Lifestyle Estate in
Somerset West. Remey
Construction is respon-
sible for the building
of the new Reddam
Private School on the
estate.

Laborie Centre Ren-
ovations, Paarl

One of our own de-
velopments is the reno-
vation and expansion
of the Laborie Centre in
Paarl, which includes

‘Woolworths Food,
Clicks and a multi level
parking garage.
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Atlas Copco expands
predictable light offer

ATLAS Copco has
launched its compact
and cost saving QLB
60 light tower for the
event and construc-
tion industries. The
unit’s innovative LED
light uses special op-
tics to deliver high lu-
minosity and a small
footprint for improved
on-site productivity.

The QLB 60’s
4x350W LED lights
give more luminous

coverage than typically
delivered by 4x1,000W
metal halide lights. The
light tower is also en-
vironmentally friendly,
producing up to 75%
less CO, than a tra-
ditional light tower
with 4x1,000W metal

halide lamps.
The QLB 60 gener-
ates significant sav-

ings with operational
costs reduced by up
to 95% thanks to the
different remote start
modes available via
the photocell and the
weekly timer. Reduced
fuel consumption (0.5
I/h for 260 hours fuel
autonomy,) easy op-
eration with the intui-
tive Lc 1003 controller
and  straightforward
installation due to
its compact dimen-

Compact and cost saving QLB 60 light tower
Atlas Copco for the events and road construction
industries delivers high luminosity with reliable
and efficient light pack.

sions, all help to lower
running costs.
Contributing to a
minimal total cost of
ownership, mainte-
nance costs of the QLB
60 are up to 34% lower.
This is due to the unit’s
serviceability with four
easy-access panels, cost
efficient consumables

and a long service in-
terval of 500 hours.
The QLB 60 has
the smallest footprint
on the market to mi-
nimise transportation
and installation costs.
Thanks to its compact
dimensions, 22 units
can be loaded on a 13m
truck. Galvanized fork-

lift pockets and a lifting
beam facilitate on-site
placement.  Position-
ing the light where it
is needed is quick and
easy with the stable
hydraulic vertical mast
that extends to a maxi-
mum height of 8m and
rotates 340°.

“The QLB 60 incor-
porates all the benefits
of the latest innova-
tions in LED lighting,”
says Sergio Salvador,
Product Marketing
Manager, Atlas Copco
Portable Energy. “The
lights may only be
350W each, but they
are more than equal
to a typical 1,000W
metal halide light. Plus,
the long service inter-
vals and robust, qual-
ity components ensure
high performance day
after day.”

The QLB 60 is suit-
able for a wide range
of applications includ-
ing music and sport-
ing events, residential
construction, road con-
struction,  temporary
public lighting and oil
and gas requirements.

The Atlas Copco
QLB 60 light tower is
available to order now
worldwide, excluding
the US and Canada.

Manuli Fluiconnecto finds
its place in SA

Compression fittings
and tubing

To add to the flexible
hoses and fittings on
offer, there is a range
of steel tube and com-
pression fittings avail-
able ex. stock.

Hose protection

This is a hi-tech
range of products
dedicated to heavy
demanding  applica-
tions. The product
range includes spiral
guard (standard and
FRAS,) textile and fire
sleeving.

Continued from P15
Services bly should be changed,
ultimately saving the
Fluiconnecto  have customer downtime

developed a state of
the art Hose Manage-
ment System called
fluid.

This system involves,
a survey of a plant or

vessel with existing
hydraulic hose assem-
blies, while trained

technicians capture the
relevant data and then
tag the assembly with a
unique number, this is
then uploaded onto the
company’s unique soft-
ware programme that
will alert the customer
when the hose assem-

and money, as well has
decreasing safety risks
and environmental
damages.

Manuli Fluiconnecto
has also recently added
a brand new Service on
Site (SOS) van solution
for its customers. This
service allows the com-
pany to make assemblies
on site to the customer’s
requirement’s saving the
customer down time on
his machines. This ser-
vice also includes Proto-
type installations as well
as removing and install-

ing of hose assemblies
on site.

Hood concludes by
saying “Our Hydro-
shops offer 24-hour
support and assistance
to all our clients. Not
only does this allow
Manuli  Fluiconnecto
to provide a prompt
and flexible technical
service at all times, it
also ensures the client
is never left without the
necessary technical sup-
port. Manuli Fluicon-
necto are continuously
developing and adding
products and services
in order to satisfy our
customer’s needs.”
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Boosting a
hurricane

The Hurricane Booster can operate at various pressures.

AT a time when the
Southern and pan-
African mining and
engineering sectors are
facing many challenges,
companies are looking
for suppliers that can of-
fer them a wide and ro-
bust range of products to
assist them in addressing
these challenges.

Rand-Air, a locally-
based equipment hire
company with parent
company Atlas Copco,
has embraced this task,
offering a wide product
range to the market.
This has grown steadi-
ly over the years and
continues to expand.
The latest addition to
the mining and con-
struction industries is
no exception.

In response to in-
creasing demand,
Rand-Air Fleet Man-
ager Craig Swart points
out that the company is
introducing a booster
that is very versatile,
and can be used in a
number of applications.

“We have had numer-
ous enquiries from cus-
tomers for higher pres-
sure equipment. This
has emanated mainly
from the drilling indus-
try, and the natural gas
drilling sector in particu-
lar. Currently, we have
a hire in place with a
drilling company in Bo-
tswana. We are investing
in these boosters both as
back up and to service
any additional customer
requirements,  should
they arise,” says Swart.

He adds that the Hur-
ricane Booster offers

clients a number of ad-
vantages. The main one
is that the booster can
operate at various pres-
sures and is not limited
to one pre-set pressure.

The Hurricane
Booster comes with a
diesel engine and re-
quires a compressor for
feed air.

Craig points out that
most of their competi-
tors focus on provid-
ing a booster block
only. The Hurricane
Booster also has a rela-
tively small physical
footprint, because of
its vertical set-up and
valve design, and weighs
less — with the same ca-
pacity - which makes it
extremely mobile.

The hallmark of a
great product is the
number of industries
that it can be used in.
While there are prod-
ucts that are specifi-
cally designed for one
industry, the Hurricane
Booster can be used

effectively across a
number of industries.
“The Hurricane

Booster can be used
in mineral exploration
drilling, water well drill-
ing, nitrogen boosting,
pipeline cleaning, oil
drilling and natural gas
drilling. At this stage,
we are still deciding
where the biggest mar-
ket lies for us. This will
probably be the exten-
sive oil and gas markets
across Africa.

This is significant,
particularly considering
the discovery of oil and
gas off the east coast

of Africa, which offers
mineral exploration
companies quick wins
that will no doubt be de-
veloped over the coming
years,” explains Swart.
Two of the most im-
portant aspects that
companies within the in-
dustry look for in a prod-
uct are fuel efficiency
and safety aspects. As
an Atlas Copco group
product, the Hurricane
Booster is being de-
signed and perfected
according to exacting in-
ternational fuel efficien-
cy and safety standards.
“This is particularly
important in Africa,
where the national grids
are under pressure to
supply energy and often
request that companies
to reduce consumption
by as much as 10%. En-
ergy-efficient products
such as the Hurricane
booster are a perfect way
for companies to remain
optimally operational on
site, and yet also reduce
their energy consump-
tion,” Swart adds.
“Demand for this
product has been sig-
nificant enough for
Rand-Air to invest in
another booster. There
is no doubt that this
will make a lasting im-
pact on the local and
sub-Saharan  African
market. This product
is robust and is specifi-
cally designed accord-
ing to high standards
for demanding operat-
ing conditions, and is
the perfect ‘boost’ to
offer our customers,”
concludes Swart.

011 345-0700

We hire air & power
Exceeding Customer

expectation is our passion

Part of the Atlas Copco group

www.randair.co.za



http://www.randair.co.za

Cutting edge floors
that save on
the bills

The Bergvik ISO floor panels can be removed with-
out the floor shifting.

SINCE 1970, global
raised access floor sup-
plier Bergvik Flooring
has strived to supply
“the raised floor sys-
tem of the future” -
a floor that provides
flexibility, lateral sta-
bility, high mechanical
strength and personal
safety. Its Iso floor

solution embodies
this philosophy, while
offering data and

telecom centres sav-
ings of up to 40% in
energy bills.

The Bergvik Iso
Floor system 1is a
raised floor, specially
designed for data and
telecom centers, al-
though it is also ide-
ally suited for sub-
stations, transformer
stations and control
rooms. The com-
pany is ISO 9001 and
14001 accredited.

The Iso solution con-
sists of floor panels rest-
ing on a sturdy mechani-
cal frame and pedestals
system. The mechanical
frame system consists
of rectangular steel sec-
tions, primary and sec-
ondary. The finished
floor height ranges from
300 — 2,400mm, and of-
fers a high load capacity
of between 10-50kN/m?.

The pedestals are
made from the same
type of steel section
and are adjustable *
25mm. The Bergvik
Iso flooring solution
uses up to 70% fewer

pedestals than other
flooring solutions, yet
the structure remains
stable even when all
the floor panels are
removed — without the
floor shifting.

Bergvik produces
custom sized panels
to the client’s specifi-
cations and require-
ments to provide the
optimal layout which
means that there is
no wasted space. The
flexible design ensures
quick installation, and
allows for up to 25%
more room for equip-
ment, maximizing
on the clients return
on investment.

The Iso floor doesn’t
need walls for support,
allowing clients to plan
for only the floor space
needed today, with
room to expand as their
business grows.

Open bottom access
and/or perforated aisle
panels allows for maxi-
mum cooling of server
racks. Airflow grilles
with built-in fans direct-
ly in front of server racks
can also be provided as
an option. The floor sys-
tem can be combined
with optional equipment
such as borders; stairs;
guard rails and ramps,

and is available in
different finishes.
Bergvik is also a

member of the Green
Building Council and
has a zero waste to
landfill policy.
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Dura-Bump: easy, safe, secure

DURA-BUMP is a
new, innovative, poly-
urethane design traffic
calming speed bump,
devised to address the
current shortfalls in
road safety.

Konrad de Waal,
Director of Dura-
Bump, says, “Because
of the polyurethane
patented design, Du-
ra-Bump has success-
fully been approved
by a growing number
of municipalities in
South  Africa. The
reason our product
is so sought after in
the municipal market
is that the polyure-
thane design allows
zero slip, minimal im-
pact on vehicle wheel
alignment and is safe
enough to drive over
with low profile ve-
hicles. This is why we
are seeing municipali-
ties implementing Du-
ra-Bumps to replace
the more resource in-
tensive tar humps on
residential roads.”

“The feedback we
often receive from
communities and
Ward Councillors is
that we have posi-
tively contributed to
road safety and, be-
cause of our job cre-
ation program roll
out, we manage to
get the communities
personally involved in
the implementation
of the Dura-Bump
installations.”

“It is also the only
traffic calming solu-
tion supplied by the
private sector that
is fully attached to
the road surface only
with epoxy (paving,
cobblestone and tar
surface) which means
the Dura-Bump in-
stallation team can
open a municipal
road just 30 minutes
after installation,”
de Waal adds.

The speed bumps
are placed in a stag-
gered formation and,
to enhance night vis-
ibility, cat eyes are
positioned on both
sides of the instal-
lation. With the in-
stallation of Dura-
Bumps, it can easily
reduce the speed of
drivers on a residen-
tial road to 30km/h.
However, due to the
skid resistance of the
polyurethane  blend
it is still safe enough
to drive over the
bumps at a maximum

speed limit of 60km/h
— as stipulated on
residential roads.

For the price of in-
stalling one tar hump,
three complete Dura-
bump sites can be
installed, with less
resources and with a
lower impact on traf-
fic flow due to the
fast installation.

Dura-Bump’s pat-
ented design improves
the effectiveness as
well as minimising the
destructive effects of
current speed caution-
ing devises. As part
of its drive towards a
greener product, the
company makes use of
recycled rubber in the
Dura-Bump manufac-
turing process. This
proprietary poly-car-
bon blend with rubber
increases the prod-
uct’s ability to absorb
impact and reduces
the noise levels, nor-
mally associated with
other traffic calming
solutions available on
the market.

“As part of our
Community  Service
Initiatives, our instal-
lation team trains lo-

By training youth and women to install the system, Dura Bump supports

cal contractors to in-
stall the Dura-Bump
system, thus empow-
ering these contrac-
tors to continue in-
stallations in the com-
munities and private
sector. This supports
the municipalities Ex-
panded Public Works
Programme (EPWP)
by driving local em-
ployment — with spe-
cial focus on youth
and women - and we
provide certification
upon completion of
training by our in-

municipal EPW programmes.

stallation
de Waal says.
Once a contractor
is identified, Dura-
Bump assists them by
providing the neces-
sary equipment need-
ed to installation its
product, along with
financial support to
start the installations.

team,”

“Once this rela-
tionship is forged
with a contractor,

we continuously pro-
vide them with more
business opportuni-
ties as part of the

Dura-Bump Team,”
continues de Waal.

“Both  municipali-
ties — to the level of
HOD of Traffic — and
the private sector tes-
tify to the overwhelm-
ing impact that the
Dura-Bump solution
has in reducing the
number of accidents
in areas where it has
been installed. This,
coupled with the
cost savings achieved
makes for very happy
customers,” concludes
de Waal.

www.smfdesigns.co.za
smfdesigns@gmail.com
28 Stella Cove, Stella Road
Montague Gardens, 7442

Proud designers and installers of the mezzanine floor at Piketko
We design, manufacture and install steel and timber mezzanine floors, staircases and hand rails

WORLDS MOST ADVANCED

TRAFFIC CALMING SOLUTION

Dura-Bump® technology revolutionizes traffic calming, being the only solution approved to replace tar humps — they are safe and
durable enough for public municipal residential roads. Unique features include zero slipping in wet conditions, highly
cost-effective,durable but maintenance free and the high impact absorbency of the polyurethane will not affect wheel alignment.
Dura-Bumps are easily attached to multiple surfaces with epoxy (no bolted system), which allows the road to be used 30 minutes
after installation. Dura-Bump?® also runs a successful job creation program & is proudly SA!
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Recyclable packaging and practices

LIVING in an era
where consumers are
bombarded with a riot
of colour, shapes and
slogans shouting for
their attention every
time they enter a gro-
cery aisle or wish to
buy take-away meal,
the role of packaging
has undoubtedly be-
come a crucial factor
that drives consumer
spend and behaviour
in South Africa’s very
competitive food and
beverage industry.
Brand owners realise
that their retail pack-
age is the last and best
chance they have to
convince consumers to
make a sale. Because
the majority of purchas-
es made are based on
emotion, package de-
sign has become a vital
component of a brand’s
marketing strategy and
success. Apart from
enticing consumers to
buy, the role, form and
function of packaging in
the food and beverage
industry in particular,
has undergone signifi-
cant changes in order
to meet the changing
needs of the South

African  demograph-
ics, while at the same
time having to tick
the box when it comes
to sustainability and
being recyclable.
According to the
South African Plastics
Recyclers  Organisa-
tion (SAPRO,) South
Africa is seeing a grow-
ing concern over the
amount of packaging
waste being sent to
landfill. The modern
day consumer is engag-
ing both his head and
his heart when deciding
which brand to support,
and will resist brands
that are guilty of over-
packaging or taxing the
environment. Although
environmental cre-
dentials are becoming
increasingly important
to consumers, brand
owners and retailers op-
erating in the food and
beverage industries, the
process is still far from
easy or streamlined.
“Time, or in many
cases the lack of it,
has created a major
demand for conve-
nience or “on-the-go”
packaging,” says the
Polystyrene ~ Council’s

Adri Spangenberg. She
says that in South Af-
rica, polystyrene still
remains one of the most
convenient, affordable
and effective solutions
for the fast food and
take-away industries.

“The fact that this
material is widely be-
ing used and readily
available, makes it ideal
for recycling,” she says.
End markets that have
been developed for re-
cycled polystyrene in-
clude picture frames,
beads (such as used for
filling in bean bags, ) sta-
tionery and applications
in construction.”

“The local plastics
recycling industry has
to overcome numer-
ous obstacles in order
just to survive, the ma-
jor one being working
capital constraints. We
encounter fantastic in-
dividuals who are pas-
sionate about their re-
cycling operations and
they do the best they
can with very limited
funding and support.
The lack of availabil-
ity of clean recyclable
materials is also hin-
dering their growth as

these recyclers have
very limited access to
the municipal solid
waste streams,” con-
firms POLYCO CEO,
Mandy Naudé.

Despite a growing
awareness about recy-
cling and a burgeoning
demand for recycled
material, the majority
of South Africans still
do not recycle.

“South Africans are
generally uneducated
about the importance of
domestic recycling. The
lack of collection and
sorting infrastructure in
their communities also
does not support their
participation in sepa-
rating the recyclable
materials in the home,”
says Annabé Pretorius
of SAPRO.

As a result, waste
collectors are taking
the risk to source large
quantities of recyclables
from landfills and other
post-consumer sources
as there is not enough
good quality material
readily available for col-
lection from households
or businesses.

“Many  municipali-
ties have prohibited

and banned waste pick-
ers from entering their
landfill sites due to
health and safety con-
cerns. However, the
waste pickers enter
these sites at great dan-
ger to themselves and at
their own risk, because
they realise that landfills
are overflowing with
material that have value
and that somebody else
is willing to pay good
money for. Of course,
the material that is re-
covered from landfills
in this way is contami-
nated, which again has a
direct impact on the val-
ue of the recyclate and
ultimately our coun-
try’s recycling success
rate,” says Plastics|SA
Executive Officer,

Anton Hanekom.

“To this end, we are
involved in various dis-
cussions with policy
makers about our initia-
tives that are aimed at
assisting local munici-
palities with the collec-
tion of post-consumer
material as part of our
“Zero Plastics to Land-
fill” drive. We are push-
ing for the implementa-
tion of either separation
at source initiatives, or
at least in allowing har-
vesting (picking) from
their landfills,” he says.

The residual contents
left over in food and
beverage packaging
continues to pose a chal-
lenge, as these prod-
ucts are often oily or
severely contaminated.

“The public will be a
great help to the indus-
try if they can be educat-
ed to rinse the contents
from their packaging
in their used dishwash-
ing water before re-
cycling or throwing
the packaging away,”
Pretorius says.

Another problem that
packaging recyclers also
have to deal with, is that
of labels and on-prod-
uct printing. Although
most post-consumer
packaging recyclers are
geared to deal with the
packaging components
being made from vary-
ing polymer types, the
labels and inks caps,
closures and wraps

‘ Continued on P24 ‘

40 years of manufacturing
aluminium foil containers

IN 2015 Hulamin Con-
tainers celebrates 40
years of manufacturing
aluminium foil contain-
ers in Pietermaritz-
burg. The first produc-
tion took place in 1975
at the present Hulamin
Rolled Products site in
Moses Mabhida Road,
Pietermaritzburg. Two
years later on 1 April
1977, production was
moved to the present
Hulamin  Containers
factory site in Birming-
ham Road, Willowton,
Pietermaritzburg.

Through providing a
valuable and depend-
able service to the
South  African food
manufacturing industry,
the Hulamin Contain-
ers business has expe-
rienced steady growth
over four decades. Ad-
ditionally, it now also
services customers in
several countries in
southern Africa, and
supplies its products to
more distant destina-
tions including the In-
dian Ocean Islands, the
United Kingdom and
the Far East.

Hulamin Containers
has recently invested in
additional capacity and
capability to help en-
hance service levels for
its customers. A num-
ber of new specialized
foil container presses
have been acquired, to-
gether with several new
multiple-impression die
sets. This will enhance
productivity by enabling
a greater number of
aluminium foil contain-
ers to be produced in
less time, and will assist
the business to com-
pete profitably against
subsidized low cost
producers in China.

The Department
of Trade and Industry
(DTI) has supported
the investments through
their Enterprise Invest-
ment Program (EIP)

and their Manufac-
turing Competitive-
ness Enhancement

Program (MCEP)

Providing peace of
mind for customers,
Hulamin  Containers
has certification for
ISO 14001 Environ-
mental Management,
OHSAS Health and
Safety Management,
ISO 22000 Food Safety
Management and PAS
223 Food Packaging
Safety Management.

Together with Hula-
min Rolled Products,
Hulamin  Containers
has a verified BBBEE
Status of a Level
Three Contributor.

Arising  from  in-
creased local and export
interest in heat sealed
smooth wall aluminium
foil containers, invest-
ments have also been
made in new smooth

wall container dies.
These are state of the
art, high technology,

precision dies, and the
smooth wall containers
are the first to be manu-
factured in Africa. A
complete aluminium foil
container, incorporating
a smooth edge for heat
sealing by the incorpo-
ration of a reverse curl,
is produced on a single
stroke of the press.
Aluminium foil to
manufacture  alumin-
ium foil containers is
sourced from Hulamin
Rolled Products.
Lacquering and coat-
ing services, where re-
quired, are provided
in-house or sourced
from specialized alu-
minium coating com-
panies nearby which
form part of the local
aluminium cluster. All
process scrap is fully
recycled, making the
manufacturing process
highly efficient.
Customers  include
well known food manu-
facturers and retailers,
airlines, and specialized
food packaging distribu-
tors. Customised print-
ing is offered to custom-
ers requiring product
identification and inde-
pendent branding.
A range of standard

and customised pack-
aging solutions is avail-
able, including heat
sealing machines and
various films specially
designed for use with
aluminium; and alumin-
ium, board and plastic
lids for the aluminium
foil containers. Addi-
tional services include
the provision of custom-
ised lidding machines
and pastry blocking
dies to suit all scales of
food production from
start-up enterprises to
fully automated food
production lines. Cus-

tomers are advised
to consult Hulamin
Containers from the

very beginning of their
design process.

As an aid to its cus-
tomers, languages spo-
ken by members of the
Hulamin sales team
include Xhosa, Zulu,
Afrikaans, French,
German, Portuguese,
Swahili and English.

Hulamin  Contain-
ers has a qualified food
technologist available to
advise product develop-
ers on the best form of
packaging for their food
products. Food pack-
aged in aluminium foil
containers can be fro-
zen, and can be re-heat-
ed in conventional and
microwave ovens and on
grills. Assistance can be
provided in helping to
choose the best alumini-
um foil container design
for each application.

Registered  brands
for aluminium foil con-
tainers include ‘Hula-
min Containers’, the
‘Hulett’ retail brand,
and ‘Sapphire’ — under
which a range of qual-
ity catering foil and alu-
minium foil containers
products are supplied.

Regional sales offices
are located in Mon-
tague Gardens, Cape
Town and in Electron,
Gauteng. Warehouses
are situated in Pieter-
maritzburg, Cape Town,
Gauteng, Port Eliza-
beth and East London.


http://www.hulamincontainers.co.za

Mpact employees
g0 back to school
for a day

Mpact team, Ms Thandi Gumede (Principal
Zenzeleni Primary School.)

MPACT employees
went back to school
for a day to establish a
vegetable garden and
worm farm to promote
sustainable livelihoods
at Zenzeleni School.
This event was in cel-
ebration of the 2015
Back to School for a
Day for Mandela Day
initiative, initiated by
Adopt-a-School Foun-
dation, which has taken
place in disadvantaged
schools country wide.

Mpact  employees
teamed up with envi-
ronmental NGO Green
Beings, to build an or-
ganic vegetable garden,
install a worm farm
for soil conditioning
and for optimum plant
growth as well as a drip-
line irrigation system
to support the school’s
feeding scheme. They
worked together with
Zenzeleni Primary
School grounds men,
who will be respon-
sible for the garden
maintenance, further
ensuring that owner-
ship of the vegetable
garden project is es-
tablished. The grounds
men and learners will
receive regular train-
ing from Green Beings
on the care of the gar-
den, further ensuring
sustainability. ~ Mpact
employees will also
have the opportunity to
get involved with Ze-
nzeleni Primary during
this training.

Commenting  from

Zenzeleni
School, Mpact CEO
Bruce Strong said,
“Mpact is deliberate
about truly making a
difference to the lives
of the communities it
touches,  recognising
community  engage-
ment as a business im-
perative and the cor-
nerstone of sustainable
investment. We hope
that our involvement,
today and in the future,
will make a signifi-
cant difference in the
lives of the learners,
the community, and
their educators.”

A few learners also
joined in the day’s
events, helping plant
five indigenous trees
on the school grounds.

An emotional Princi-
pal Gumede from Ze-
nzeleni Primary School
said, “Mpact thank you
so much. This is more
than we expected. I
have made undertaking
that there is no other
person that will benefit
from this vegetable gar-
den except an African
child and the learners. I
have also made an un-
dertaking that to build
a sustainable relation-
ship with our partners
such as Mpact.”

The Back to School
for a Day initia-
tive was launched by
Adopt-a-School Foun-
dation at  Tshilidzi
Primary in 2012, as

Primary

Continued on P24
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Improved productivity, secured traceability

TWO new products
from Markem-Imaje,
locally represented by
Pyrotec PackMark, not
only help customers
to improve their total
cost of ownership, but
also increase produc-
tivity and secure trace-
ability from the factory
floor to customers’
doors, according to
the company.

“For the beverage
sector, the 9450 S, is
more than just fast — it
combines state-of-the-
art technology with ex-
cellent hygiene expec-
tations and optimised
efficiency,” says a com-
pany spokesperson.

Using the 9450 S,

customers can wash
down as often as
required.

This coding ma-
chine, with its full
stainless steel design
(IP56/IP66) and no

retention zones, is hy-
gienic and will keep
running, regardless of
intensive cleaning and
humid environmental
conditions.

What’s more, only
one ink is required for
any application — met-
al cans, glass and PET
bottles, pouches or
liquid brick packs — at
speeds of 120,000/hour
for two-line codes.
Its high-performance
MEK-free ink is suit-
able for one-way, re-
turnable glass or dark
glass, and is permanent
and non-erasable — to
prevent counterfeiting.

The 9450 S saves
time by coding all
products at high speed
with the same printer,
regardless of the pack
size, print area, sub-
strate type, product
treatment  (pasteuri-
sation) and speed. It
also reduces total cost
of ownership (up to
30%) and offers op-
timised additive and
energy consumption.

Another new cod-
ing machine from
Markem-Imaje,  the
9450 E, is dedicated
to the pipe, cable, tube
and profile industries.

This unit combines a
premium ink circuit
with a new generation
printhead design that
ensures code quality
and contrast, even on
dark and difficult sub-
strates such as PE.
Key features of the
9450 E ensure opti-
mised operating time
and expenses. It is
precise, even on the
smallest wires (1mm)
and when using the
embedded metering
function (2mm toler-
ance.) It prints up to
1,000m/min for wire
harnessing and opti-
cal fibre options, and
codes up to 3,000km
of cable without the
printhead  requiring
cleaning. The 9450 E
also reduces total cost
of ownership with a

The 9450 S saves time by coding all products at high
speed with the same printer.

20% ink saving with-
out compromising on
contrast. For ease of
use, the 9450 E smart
consumable  system
doesn’t require setup,
and offers a mistake-
proof user interface,
even when entering

long messages.

Inks for the 9450 E
are suitable for many
environments and are
fast drying and non-
migrating. They of-
fer resistance to UV
and automotive fluids,
and can be used for

underwater  environ-
ments and vulcanisa-
tion. These inks are
specially  formulated
and tested for impec-
cable contrast and
perfect adhesion on
an array of substrates,
including the most dif-
ficult (PVC, PE, LSZH
and PP)

Another exciting de-
velopment for Pyrotec
PackMark’s customers
is a new office opened
in White River, adding
to Pyrotec’s national
footprint of centres in
all major cities across
the country.

The White River
PackMark office is run
by Njabulo Mpofu,
who is responsible for
sales and technical as-
sistance in the Mpum-
alanga area.



http://www.packmark.co.za
http://www.hulamincontainers.co.za
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Mpact employees go back
to school for a day

a call to South Afri-
cans to make a mean-
ingful difference in
disadvantaged schools.

Cyril Ramaphosa is
Adopt-a-School Foun-
dation’s  chairperson.
“Going Back to School
for a Day is a mean-
ingful way to offer our
youth recognition and
encouragement, and
to propel active citi-
zenship,” Ramaphosa
commented.

Since 2012 over 120
companies and thou-
sands of individuals

Continued from P23

have joined the initia-
tive and gone back to
school for a day. Close
on 200 schools and tens
of thousands of school
children have ben-
efitted through career
guidance programmes,
debating  workshops,
literacy activities, mo-
tivational talks and a
variety of school make-
over projects.

Green Beings is a
non-profit organisation
that develops models
for schools to demon-
strate sustainable living

and act as vehicles to in-
tegrate knowledge and
skills into communities.
“We pride ourselves in
identifying projects that
are sustainable and re-
flect the values of our
organisation. Our team
has the sector knowl-
edge and expertise to
deliver high-impact
solutions to make a
lasting and meaning-
ful difference to Jo-
hannesburg schools,”
commented  Marloes
Dijkema, co-founder of
Green Beings.

PRINTING, PACKAGING & CONVERTING

Recyclable packaging and practices
Continued from P22

made from a differ-
ent polymer than the
pack itself, continue to
create problems.

“Consumers can
greatly aid the recy-
cling industry by sepa-
rating the component
before they throw their
products into the bin
or the recycling bag,”
says Naudé.

Although adhe-
sives were traditionally
problematic due to the
fact that they contain
silicon, the use of water
soluble adhesives seems

to have overcome
this problem.
“On-product  print-

ing is fortunately not a
problem for polystyrene
packaging, as the prod-

uct is readily recycled
regardless of colour.
Labels are easily re-
moved from expanded
polystyrene  products
such as clamshells or
cups, due to the porous
nature of the material.
Brand owners often
use film in combination
with polystyrene pack-
aging such as meat and
vegetable  packaging.
Apart from increasing
its aesthetic appeal, it
also increases the shelf
and prevents wast-
age of fresh produce,”
Spangenberg adds.
Recyclers agree
that they have seen a
growing commitment
from brand owners
and product designers

to come up with food
and beverage packag-
ing solutions that have
been designed with the
product’s end of life in
mind and with a view to
facilitating the recycling
process. “We are still
encountering a certain
level of ignorance and
lack of information in
certain stages of the
design chain, Pretorius
says. “Take PET trays as
an example, where we
find designers spend-
ing countless hours in
coming up with a thin,
but still sturdy tray for
their fresh produce and
they are under the im-
pression that it can be
recycled with PET bot-
tles, but which in fact is

not the case.”

Apart from limited
access to the solid
waste stream and lack
of materials, high costs
continue to be an-
other major challenge
that brand owners
and packaging devel-
opers face when they
try to implement the
principals of “Design
for Recycling” during
the development of
food packaging. The
proper label or closure
would often be a cent
or two more expensive
than the less-suitable
one, but in the large
volumes, it is chal-
lenging to defend the
increased cost to the
financial manager.

Specialist Suppliers of Precision Spray Nozzles and Spraying Systems

www.atlascopco.co.za

OIL FREE AIR? NO COMPROMISE!

Atlas Copco’s certified, reliable, constant air flow solutions set a new
standard for compressed air purity. Qil-free compressed air and constant air
flow at minimal energy costs are critical to efficient, uninterrupted
production and the elimination of oil contamination risk.

Air compressors that are TUV-certified as "oil-free"
(ISO 8573-7 CLASS 0)

Atlas Copco

Golden Era for
Cape Kraft?

SAPPI, the R30bn a
year paper and pulp
giant, has sold its Cape
Town-based Cape
Kraft recycled pack-
aging mill to Golden
Era Group, it was an-
nounced recently. The
sale follows hard on
the heels of Sappi’s
recent decision to sell
off its Enstra Mill and
recycled  packaging
business. The sale fol-
lows Sappi initiating a
closed tender process
in March this year af-
ter receiving “many
expressions of inter-
est” to buy the mill.
It is expected that the
transaction will close
in September 2015.
Sappi Southern Af-
rica. CEO Alex Thiel
said the sale of the
Cape Kraft and Enstra
mills and the recycled
packaging paper busi-
ness is in line with
Sappi Southern Af-
rica’s strategy to un-
lock value from non-
core assets. He said
this strategy would
free up resources for
investment in dissolv-
ing wood pulp, virgin
containerboard and
other new business
as well as strengthen

Sappi’s balance sheet
to focus on high-
growth opportunities.

While the Cape
Kraft operations
are minuscule in

the sprawling Sappi
structure, these Cape
Town-based assets
could make a valu-
able contribution
to a smaller entity’s
bottom line. So it
will be most interest-
ing to watch Golden
Era’s plans for Cape
Kraft. Gauteng-
based Golden Era
has been in operation
since the early 1940,
but has grown rap-
idly in recent years
by making smart ac-
quisitions — including
successful  ‘coastal’
forayslike EH Waltons
(Port Elizabeth.)
And it’s not like
Golden Era is a small
operation either. The
company is now rec-
ognised as the third
largest printing and
packaging company in
Southern Africa after
Nampak and Mondip-
ak. Golden Era Group
CEO Kishor Chhi-
ta said he was very
pleased to be able to
acquire a top quality

asset from Sappi.

“It will strengthen
our position in the
market as a service-
oriented company
that offers packaging
solutions and will fur-
ther help us to achieve
our goal of creating
lasting  team-based
partnerships with
our customers.”

The Cape Kraft Mill
uses  approximately
67,000 tons per year
of waste paper to pro-
duce 60,000 tons of
paper per year. Ac-
cording to Sappi’s
website, the fact that
the mill’s product
is produced from
100% recycled paper
provides a competi-
tive edge in markets
which are becoming
increasingly environ-
mentally aware.

Sappi said another
competitive edge is
the flexibility offered
by the offline coater,
which can coat pa-
pers from as light as
46g/m? to as heavy as
350g/m?. The coater
offers corrugators,
carton and bag/sack
manufacturers a se-
lection of barrier and
clay-coated papers.


http://www.industrialnozzles.co.za
http://www.atlascopco.co.za
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Drake and Scull excels in the facilities management industry

DRAKE and Scull,
as part of the Tsebo
Outsourcing  Group
(Tsebo) is one of Af-
rica’s leading facilities
management compa-
nies. Tsebo recently
merged with Allterrain
Services Incorporated
and this business trans-
action has seen Tsebo
growing the company’s
footprint to 21 African
countries. This has en-
abled Tsebo to boost
their capacity to service
customers across the
continent and in the
Middle East.

Drake and Scull
has clients across
a number of
sectors including
financial services,
manufacturing,
mining, enter-
tainment and
leisure, retail and
government.

The business has
clients across a num-
ber of sectors includ-
ing Financial Services,
Manufacturing, Min-
ing, Entertainment &
Leisure, Retail and
Government (Nation-
al, Provincial and Lo-
cal). They understand
their clients’ operating
worlds and have tailor
made their services
to suit the unique re-
quirements of their
clients. The facilities
management champion
uses tried and tested
systems and processes
and has the backing of
over 32,000 colleagues,
across the continent.
The company has been
able to provide services
to clients, with long-
term contracts ranging
from 3 to 30 years.

Dr. John Wentzel,
CEO of Drake and
Scull says, “We are
proud of our high ser-
vice standards and we
believe that successful
long-term relationships
are built on trust. Our
integrity is evident in

all our business deal-
ings and in the behaviour
of our staff.”

In 2013, Drake and
Scull was selected as one
of 3471 Top Performing
Companies. The rank-
ing is developed and in-
stituted by Topco Africa
Research Campus along
with University of Cape
Town Research Profes-
sor Morne Oosthuizen.
There are a number of
criterion used to measure
the companies and some
of the most important
bench marks include the
peer consensus measure-
ment as well as quality
of operations in terms of
ISO  90001:2000, ISO
14001:2004 and OHSAS
18001:2007, health and
safety accreditations.

In addition, Drake and
Scull has been awarded

the Diamond Arrow
Award in the External
Facilities Management
Companies survey since
2008. The company is
the first facilities man-
agement company to be
given this award.

“The purpose of the
awards is to celebrate
excellence to set a bench
mark in the industry and
as such, we are incredibly
honored to have won the

Diamond Arrow Award 3
times in a row. This award
recognises the hard work
and dedication of all
the employees at Drake
& Scull South Africa,”
Wentzel explains.

The survey is con-
ducted by PMR.africa
which is a consult-
ing, research and risk
management services
company. The survey
is based on the per-

ceptions of respon-
dents regarding the
perceived  strengths
and weaknesses of ex-
ternal facilities man-
agement companies.
The awards are the
culmination of a re-
search process where-
by companies and
institutions are rated
based on respondents
perceptions with a
strong focus on evalu-

ating and measuring
customer service and
customer satisfaction.

The company has a
deep understanding of
the environment in which
it operates, its clients’
cost effective solutions
requirements as well as
how to align the com-
pany’s human resources
to the services offered by
the business. The people
at Drake and Scull are

expertly trained by Gor-
don Institute of Business
Science (GIBS) and this
has allowed them to be
the first organisation to
develop  Public-Private
Partnerships for the fa-
cilities management in-
dustry in South Africa.
Furthermore, the quality
training and experience
has enabled them to spe-
cialise in risk manage-
ment and maintenance

in complex and widely
distributed environments.
“We pride ourselves
with the work that we
do and the services we
provide our clients. We
keep on winning repeat
business with top per-
forming multinationals
such ABSA and Bar-
clays. We are the com-
pany behind the best
companies in Africa,”
Wentzel concludes.

Drake & Scull

People with whom you can build your future

www.drake-scull.co.za \ﬁ m

Johannesburg
Cape Town
Durban
Bloemfontein

+27 11 577-8600
+27 21 595-4355
+27 31 571-6300
+27 51 403-7960

tsebo

facilities solutions

F-------------------------ﬁ
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Facilities Management in a rapidly changing

environment — people,

FACILITIES Manage-
ment (FM) is a grow-
ing industry. Today
more than ever, the
efficient running of
a company’s internal
services and its prem-
ises is of paramount
importance in terms
of the efficiencies and
cost-savings that can
be gained.

Natural resources
are at an all-time low.
With load shedding
an inescapable real-
ity, the threat of water
shedding looming and
the rising cost of elec-
tricity just some of the
concerns facing com-
panies today, effective

Facilities Management
is crucial for creating
more efficient, sus-
tainable businesses.
The theme of this
year’s SAFMA (South
African Facilities
Management Associa-
tion) Regional Con-
ference in Cape Town
slated for the 3 Sep-
tember 2015 is “FM in
a rapidly changing en-
vironment.” Speakers
will include industry
leaders and Facilities
Management special-
ists and discussions
will cover topics like
education in FM, the
electricity crisis in SA
and how it will affect

business, and sustain-
ability. Delegates will
learn how to make a
positive contribution
to the knowledge,
practical  application
and communication of
strategies to improve
the workplace envi-
ronment and sustain-
able performance of
their facilities, as well
as promote and en-
hance best practice in
the industry.

Today, FM places
a great emphasis on
People, Planet and
Profit. FM profession-
als can and do impact
a corporate’s bottom
line. They understand

planet, profit

how to balance short-
term maintenance
costs against long-term
replacement costs, re-
sulting in substantial
savings. But FM is not
only about economics.
Good FM can also as-
sist in attracting and
retaining staff as there
is an undeniable link
between maintaining
a top quality work-
ing environment and
the wellbeing of the
workforce. Research
has shown that a hap-
pier, healthier work-
force is a more pro-
ductive workforce.
This fourth bottom
line is becoming an

increasing reality.
“Companies are
only now starting to
truly recognise and
understand the enor-
mous contribution that
Facilities Management
can make not just to
their bottom line, but
to vast improvements
in operational effi-
ciencies as well. We
think the time is right
to start elevating the
profile of Facilities
Management in South
Africa and to recog-
nise those companies
and practitioners who
are leading the way,”
says Paul M’Crystal,
Chairman of SAFMA.

Preventative maintenance by the Boss

WESTERN Cape-
based Boss Industrial
Maintenance provides
a dedicated, skilled
and professional in-
dustrial maintenance
service to factories
and warehouses
across the region, ac-
cording to founder
Allan Dunbar.
Dunbar brings 24
years of project man-

agement, building and
construction  experi-
ence to the business,
which he built after
extensive market re-
search and on a sound
foundation of existing
maintenance practices.

“If we can foresee a
developing  problem,
and inform our client
before it gets serious,
then we can save our

clients not only money,
but more importantly
the risk of lengthy and
costly downtime, while
these problems are ad-
dressed,” says Dunbar.

Boss Industrial
Maintenance of-
fers clients a holistic
service, focusing in-
tensely on preventa-
tive maintenance, in
order to avoid reactive

repairs. To achieve
this, Dunbar and his
team use a unique
“photographic report
survey system,” which
offers clients a “birds-
eye view” of the ex-
tent and nature of
any potential problem
areas. Although the
company focuses on
warehouse and factory
roofing, its services go

beyond that.

“We offer a suite of
services, which enable
our clients to deal with
one supplier for all their
maintenance issues,”
concludes Dunbar.

Although Boss In-
dustrial Maintenance is
currently based in the
Western Cape, it will be
expanding to Gauteng
by the end of 2015.

Repairing damaged or rusted box gutters is a very arduous and expensive process. High cost outlay due to the degree of
difficulty associated with the removal and the insertion of the new gutter involving the necessary removal of the roof sheets,
in order to remove the old gutter and insert the new one.

The cost per running meter for a new box gutter varies anywhere between R1200 - R1500.
Not including loss of income during the down time for removing the roof sheets & installing new gutters.

Alternatives to this process include the repair of the gutter by inserting sections.
Thin manthad in fla

Do your gutters look like this?

Before

After

Fitting of Whirlybird Turbine Ventalators
Cleaning out gutters at a cost of R25 p/r/meter including a full photo survey of the existing condition of the roof.

Seamless inserts, any shape, size or length

www.bossindustrial.co.za

Installed seamless insert

Mistral blows
into southern
Africa

THE Mistral is de-
scribed by the Medi-
terranean sailing com-
munity as “a strong
northerly wind in the
Gulf of Lions and
Rhone Valley. The air
is usually dry, bring-
ing bright and clear
weather with freezing
temperatures to the
south of France. The
Mistral often reaches
gale force, especially in
winter and is capable of
raising a heavy sea in a
short space of time.”
The introduction of
ABB’s System pro E
range of consumer en-
closures aptly named
‘Mistral’ is set to change
the local enclosure
marketplace. Imagine
a consumer enclosure
that provides the flex-
ibility to allow its use in
most every kind of elec-
trical distribution envi-
ronment, whether it be
commercial, domestic
or industrial. Mistral
offers a versatile, ef-
ficient and safe solu-
tion to electrical engi-
neers, contractors and
installation owners.
System pro E Mistral
offers fast and easy in-
stallation due to fea-
tures such as ample in-
ternal space to allowing
fast and easy cabling
enhanced the by provi-
sion of cable ties an-
chor eyeholes. Further-
more, various snap-op

Continued on P27
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Mistral blows into southern Africa
Continued from P26

terminal blocks that are
separately colour-
coded can be installed
in both the upper and
lower sections of the
unit. These termi-
nal blocks form part
of an extensive range
of accessories.
Elegance, form and
function are all integral
to the Mistral’s design
philosophy. This is evi-
dent in features such

as perfect symmetry,
allowing for the rota-
tion of either the front
panel or the entire
unit allowing for door
opening to be from ei-
ther left or right. To fa-
cilitate use and service
the door opens a full
180 degrees and can
be opaque or transpar-
ent, you choose. The
enclosures are offered
as flush, in-wall or wall-

mounted products and
all share recyclable
thermoplastic construc-
tion. Coupled with this
installation  flexibility
the series offers either
IP41 or IP66 ratings,
determined by the
selected configuration.

Mistral reflects ABB’s
approach to innova-
tion, where we embrace
a long-term perspec-
tive through the use of

eco-compatible mate-
rials for our products,
from manufacture to
disposal the environ-
ment’s protection is
considered. The Sys-
tem pro E range and
been assessed for envi-
ronmental compatibil-
ity using the life cycle
assessment (LCA)
methodology and has
shown to comply with
best practice.
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The image shows elements of the System Pro E Comfort Mistral Range.

New generation WEG
contactors save energy
and space

The new generation of WEG contactors has been
engineered to facilitate energy savings as well as the
optimisation of space within electric panels.

THE new generation
of WEG contactors
has been engineered
to facilitate energy
savings as well as the
optimisation of space
within electric panels.
These environmentally
friendly devices use
only non-toxic and eco-
friendly materials.
Designed using
WEG technology and
in-house software mod-
elling programmes, the
WEG CWB range of
contactors has been
engineered to accom-
modate surge suppres-
sors directly in the de-
vice. This is not only a
space saving feature,
but also allows easy

access for mainte-
nance or replacement.
Another important
feature is that coil re-
placement can be ac-
complished without the
need for any tools mak-
ing this a simple and
time saving task.
Energy savings are
achieved through the
low consumption of the
coils used in the WEG
CWB contactors and
these also allow direct
switching from PLCs
without the need for
interface relays. This
facilitates both space
and cost savings for
the end-user.
Developed by
WEG’s R&D depart-

ment in Brazil, all
devices in the WEG
CWB contactor range
meet the IEC 60947
and UL 508 interna-
tional specifications.

The range has been
specifically  designed
to accommodation
electric motors up to
18.5 kW at 380/415 V
(AC-3))

These contactors are
ideal for applications
where the majority of
the motor starters in
an electrical panel are
direct online, forward
reverse or star delta.
The seamless integra-
tion between the WEG
CWB range of contac-
tors, overload relays
and motor protection
circuit breakers allows
fast and easy assembly
of compact starters and
protection sets for low
voltage motors.

These modular de-
vices offer a wide
variety of combina-
tions allowing greater
flexibility.

Available at com-
petitive pricing from
Zest WEG Group, the
WEG CWB range of
contactors affords cus-
tomer a high level of
flexibility owing to the
modular design which
will also reduce manu-
facturing time. It is
complemented by a full
range of accessories
including auxiliary con-
tacts, spare coils and
wiring Kkits.

ZEST

WEG Group

Create your own masterpiece

ZEST ES]SHAW
BBBEE
www.zest.co.za
A\ 1D D

Power and productivity

for a better world™ " I. I'

Freedom is an essential factor for innovation,
modernization and unlimited possibilities. The new
System pro E comfort MISTRAL® series of
consumer units offers you freedom These inno-
vative units incorporate all you expect from ABB:
Ample internal space, flexible configuration and a
unified range of accessories. IP41 and IP65 ratings
allow for installation in industrial, commercial and
residential environments. For additional information:
www.abb.co.za/lowvoltage

ABB South Africa (Pty) Ltd
Tel. +27 10 202 5880
E-mail: LP@za.abb.com
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The Ferrari 488 Spider for maximum drop-top fun

FERRARI announc-
es the launch of the
488 Spider, its most
powerful ever mid-
rear-engined V8 car to
feature the patented
retractable hard top
along with the highest
level of technological
innovation and with
cutting-edge design.
Ferrari was the first
manufacturer to intro-
duce the RHT (Re-
tractable Hard Top)
on a car of this partic-
ular architecture. This
solution ensures low-
er weight (-25kg) and
better cockpit comfort
compared to the classic
fabric soft-top. Just like
all previous spider ver-
sions of Ferrari’s mod-
els, this is a car that is

aimed squarely at cli-
ents seeking open-air
motoring pleasure in
a high-performance
sports car with an
unmistakable Ferrari
engine sound.

Every area of the
car has been designed
to set new technolog-
ical benchmarks for
the sector: from the
aluminium space-
frame chassis and
bodyshell to the new
turbo-charged VS8,
aerodynamics that

reconcile the need
for greater down-
force with reduced drag
along with the specific
cabin air flow demands
of an open-top car, and
vehicle dynamics that
render it fast, agile and

instantly responsive.
The world premiere
of the 488 Spider will
be at the Frankfurt
International Motor
Show in September,
but can be seen from

today finished in the
new Blu Corsa livery
at www.ferrari.com.
Beneath the en-
gine cover throbs the
3902cc turbo-charged
V8 that debuted just a

few months ago on the
488GTB. Its perfor-
mance levels are noth-
ing short of extraordi-
nary: a maximum power
output of 670CV com-
bined with maximum

torque of 760Nm at
3,000rpm send the 488
Spider sprinting from 0
to 100km/h in three sec-
onds flat and from 0 to
200km/h in 8.7 seconds.
This is also an excep-
tionally efficient engine
as it is not only 100CV
more powerful than the
previous naturally-as-
pirated V8§, but also has
lower CO, emissions.
The turbo V8 has a
unique character, deliv-
ering increasing levels
of power right across
the rev range, and com-
pletely eliminating the
traditional turbo lag
with a throttle response
time of just 0.8 seconds.
This is thanks not mere-
ly to components such
as the turbos, but also

to a sophisticated pro-
duction process only
made possible by Ma-
ranello’s leading-edge
facilities which are
shared with the Scuder-
ia to foster the transfer
of racing technologies
to the road cars.

In line with Ferrari
tradition, this model
has its own absolutely
distinctive soundtrack
created using solutions
such as exhaust head-
ers with longer, equal-
length piping and a flat-
plane crankshaft. It was
also further enhanced
by an in-depth study of
harmonics and tonal-
ity at different engine
speeds. The sound is
seductive, but never
invasive when the top
is dropped, with both
volume and clarity in-
creasing as the engine
instantly responds to
the accelerator pedal
and revs rise, reinforc-
ing the sensation of
massive performance.

This is also the most
aerodynamically ef-
ficient Ferrari spider
ever built, thanks to a
series of complex aero
solutions designed
to guarantee optimal
downforce whilst reduc-
ing drag, two normally
mutually-exclusive ob-
jectives. Maranello’s
engineers managed to
achieve both goals si-
multaneously by intro-
ducing several innova-
tive devices, including
a blown spoiler and
an aerodynamic un-
derbody incorporating
vortex generators.

The air flow studies
also took into account
factors relating to in-
car comfort. The elec-
tric glass rear wind stop
can be adjusted to one
of three positions to
guarantee maximum
comfort when the top is
lowered. Fully lowering
the wind stop allows the
occupants to enjoy the
engine soundtrack even
with the roof raised re-
gardless of the weather
or driving conditions.

LIVE A UNIQUE
ADVENTURE EVERY DAY

CREATIVE TECHNOLOGIe

NEW C4
CACTUS

From

R224 900

Including 5 year/100 000 km Service Plan
Innovative Airbump® technology

7" touch screen

Experience our new PureTech Turbo engines

The Puretech Turbo engine - International Engine of the Year -
is available in both the Feel and Shine 8 1kW versions

CITROI}jN CAPE TOWN 021 426 2000 * 125 BUITENGRACHT ROAD, CAPE TOWN. CONTACT PERSON - DONOVAN 078 755 5507
CITROEN TYGERVALLEY 021 910 7272 + 288 DURBAN ROAD, TYGERVALLEY. CONTACT PERSON - ANDREW 084 524 6683

Ngine
@of the year
~__awards 2015

1.2l PureTech Turbo

A

CITROEN

If you can’t come to us...

WE COME
TO YOU

TEST DRIVE MADE EASY!
www.wecometoyou.co.za

www.cdcactus.co.za


http://www.ferrari.com/
http://www.imperialford.co.za
http://www.c4cactus.co.za

Full of bounce

THE C4 Cactus merg-
es style with innovative
usability through its
Airbump technology.
Air capsules under a
soft TPU (thermoplas-
tic polyurethane) skin
make sure that objects
causing dings and dents,
bounce right off it.

Well-deserved
applause

It’s been recognised
for its stylish design —
having won this year’s
World Car Design of
the Year Award — but
it’s not just a pretty
face; it’s also got a con-
science. Which is why
it’s fitted with Citroen’s
award winning Pure-
Tech Engine — with its
significantly improved
fuel consumption and
low CO, emissions.

Personality and
practicality

Combining quirky
features like slim LED
headlights, unusual
exterior colour combi-
nations and innovative
interior design, with
sensible elements like
roof bars, extra storage
space and a stream-
lined profile, the Cac-
tus is more fun and
all function.

The Cactus isn’t just a
soldier against scratch-
es; it’s also a compact
and spacious compan-
ion. The clutter free
interior — with its so-
fa-effect seats — has
been designed to be as
comfortable as your liv-
ing room.

It also comes with
record beating space:
A boot of 358 litres,
smart storage compart-
ments and an 8.5 litre
glove compartment.

Abracadabra! Clean.

Another innovative
feature from Citroen is
Magic Wash, where jets
are incorporated into
the ends of the wiper
blades so that you use
the right amount of

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

fluid needed to clean
your windscreen and
improve visibility.

Light on its feet

Because the Cactus
has a 2.60m wheelbase,
it’s compact, nimble and
responsive. Its suspen-
sion is designed to ab-
sorb bumps in the road

to ensure that your ride
is as smooth as its interi-
or is comfortable.

Technology made
simple

With the Cactus, Cit-
roen have streamlined
the controls to focus
on your priorities by
putting all functions

at your fingertips. The
seven-inch touch screen
features seven short cut
buttons — making it easy
for you to access the
settings for air-condi-
tions, Bluetooth, digital
radio and more.
There’s no doubt
that the C4 Cactus is
a masterful piece of
Créative Technologie.
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R3 299 995

Extra’s available
like lifting
suspension

Red leather
interior, carbon
fibre finishing,

LED steering etc

2011 Ferrari 458 ltalia
18 800 kms

R1 195 000

2010 Audi R8
54 000 kms

R2 299 995

2009 Lamborghini
SuperLeggera 15 000 kms

R1 850 000

2010 Ferrari California
25 600kms

R699 995

2010 BMW M3
Frozen Edition 69 900 kms

RS589 995

1o0f2
in the
country

half leather and
suede with red
stitching finish
2009 Maserati Quattro-
Porte Sport GTS LE

R259 995

2013 VW Polo GTI
41 100kms

R699 995

2013 Mercedes Benz
E500 AMG 15 600kms

R269 995

2009 VW Scirocco 2.0 TSI
68 000 kms

R659 995

2011 BMW 1M
19 900 kms

R659 995

21 200 kms

2014 Range Rover
Evoque Si4 Dynamic

R549 995

2014 Mercedes Benz
C 180 AMG 8 500 kms

R1 029 995

Cheapest in
the country.

2012 BMW M6
42 200 kms

R449 995

2010 Toyota Prado VX 4.0
V6 auto 84 400 kms

R289 995

2010 Jeep Grand
Cherokee SRT8 132 500 kms

R769 995

2008 Aston Martin Vantage
33 800 kms

R699 995

2008 Porsche Carrera 4S
Cabriolet 65 800 kms

R839 995

2008 Audi R8
60 100 kms

R729 995

2005 Aston Martin
DB9 Volante

R1 095 000

2008 Aston Martin
DB9 Volante 173 000 kms
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World preview of the Alfa Romeo Giulia

THE Giulia, the top-
of-the-range model
sporting the legendary
Quadrifoglio badge, was
introduced to the in-
ternational press at the
Alfa Romeo Museum in
Arese, near Milan.

It was a special event
and a celebration of
Alfa Romeo’s over
one century of history:

in fact, the brand cel-
ebrates its 105th year
of auto making, a goal
which it shares with a
very select club of man-
ufacturers, which is even
smaller when consider-
ing the brand’s world-
wide sales successes and
its racing victories.

Just sitting in the new
Alfa Romeo is like en-

tering a new dimension,
which centers around
the driver, firing emo-
tions and the promise
of exhilarating driving
experiences. Merit goes
to the sensitive steering,
the responsive acceler-
ation and the prompt
shifting and braking.
Additionally, rear or
four-wheel drive is more

than just a tribute to the
most authentic roots
of the Alfa Romeo leg-
end: it is also a techni-
cal solution that offers
high performance and
astounding enjoyment.

An Alfa Romeo
springs from the per-
fect balance of heritage,
speed and beauty that
makes it the highest
expression of Italian
style in the automo-
tive world. The new
Giulia is no exception
because it encapsulates
three particularities of
Italian design: sense of
proportions, simplici-
ty and care for surface
quality. This is the ‘skin’
that Alfa Romeo styl-
ists have modelled with
painstaking care on the
mechanical parts.

In particular, the pro-
portions are based on
the technical architec-
ture of the entire car:
for Alfa Romeo the key
elements were the 50/50
weight balance and rear

wheel drive. In order
to balance the weights
perfectly, the engine and
the mechanical parts
are arranged between
the two axles. This is
why the Giulia has very
short overhangs, a long
bonnet and front wings,
a retracted passenger
compartment ‘settled’
on the drive wheels and
muscular rear wings,
which visually mark the
point where power is un-
leashed onto the road.
All this translates into a
very generous wheelbase
- the longest in its cate-
gory - but contained in
one of the most compact
bodies. These propor-
tions draw the dynamic
shape of an ellipsis in
plan view. Furthermore,
the rounded angles and
the enveloping pillars
convey momentum to
the car creating a ‘tear-
drop-shaped’ profile
which is reminiscent of
the Giulietta Sprint, one
of the most beautiful

cars ever made.

A second aspect of the
Italian style is ‘simplicity’,
which enshrouds what is
in fact the most complex
creative processes in in-
dustry: designing a car. It
is up to style to conceal
the long, complex work
behind a simple, natu-
ral line, which enhances
elegant shapes and so-
phisticated Italian taste.
This approach perme-
ates the entire history of
Alfa Romeo expressed
by means of clean, taut
lines. For this reason,
the new Alfa Romeo
boasts a strong identi-
ty drawn in few simple
strokes: a line gouged
along the sides, which
marks the doors and en-
velops the handles and,
naturally, the legendary
trefoil nose, possibly the
most famous and recog-
nisable style element in
automotive history.

Finally, Italian style is
characterised by a high
quality surface finish

which means creating
rich, harmonious re-
flections across the vol-
umes. The end result is
the new Giulia, a sculp-
tured shape reminiscent
of a big cat just about
to pounce. The same
inspiration is found in-
side the car. Everything
is clean, essential and
centers around the driv-
er, such as the controls
grouped on the small
steering wheel designed
to adapt to all driving
styles. And more. The
driver’s position was
‘cut’ as a fabric with a di-
agonal tunnel, a slightly
undulated dashboard
and cleverly oriented
instruments which con-
vey the impression of
a tailor-made suit with
hand-crafted care and
premium materials: car-
bon fibre, wood and fab-
rics are chosen for their
visual and tactile pleas-
antness and assembled
in such a way to make
the human touch visible.

DIEP RIVER
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Sandown
Motors
Century City

SANDOWN Motors

Dodge, Chrysler, Fiat

Century Cityisthelarg- (Fiat commercial)
est dealer in the West- and/or Alfa,” says
ern Cape for Chrysler, Lindeque Veldsman,
Jeep, Dodge, spokesperson
Fiat, Fiat for the deal-
Profession- The Sandown  ership.

al and Alfa. Motors team “You will
The Sandown prides itself on receive ser-
Motors team delivering vice that is
prides itself . ... qervice Profession-

on deliver-
ing excellent
service and

and believes in
building long-

al and built
around your
company oOr

believes in term yourself. I
buildinglong-  relationships  am here to
term rela- with all its build long-
tionships with clients. term rela-
all its clients. tionships with

“I will as- you and to
sist any enterprise be the face and voice

or individual that is
interested in a Jeep,

of Sandown Motors,”
she concludes.




ETHICS watchdog
TRACE International
has re-certified AES-
SEAL South Africa as
complying fully with the
association’s stringent
code of ethical conduct.
The mechanical seals
company was first certi-
fied two years ago, join-
ing an exclusive club
of between 200 and
300 firms worldwide
certified by TRACE
as corruption-free in
all aspects of their
business conduct.
Certification has
since served AESSEAL
well in competitive sales
situations, reinforcing
the product offering by
guaranteeing transpar-
ency and ethicality.
TRACE Internation-
al is a globally recog-

Tsunami
warning
system
uses
ToughSonic
sensors to
detect sea
level

SPECIALIST distance
measurement man-
ufacturers, SENIX -
represented in South
Africa by Instrotech
- has its ToughSon-
ic sensors playing a
critical role detecting
sea level changes as
part of a sophisticated
Tsunami Early Warn-
ing System (TeWS) in
the Philippines.

Senix engineers col-
laborated with the Phil-
ippines Advanced Sci-
ence and Technology
Institute (ASTI) to cus-
tomize ToughSonic 50
ultrasonic sensors for
this first-of-its-kind sys-
tem. Each ToughSonic
50 sensor is integrated
into a tide gauge plat-
form that also includes
ASTI-designed wet
and dry sensors, a solar
power system and wire-
less communications
equipment. Hundreds
of these tide gauge plat-
forms are integrated to
create the largest and
most sophisticated Tsu-
nami warning system
in the world.

The impetus for
the TeWS system is
the Manila Trench,
an earthquake-prone
zone west of the Phil-
ippine island of Luzon,
that reaches depths of
17,700 feet and is prone
to earthquakes. The
Philippines Institute of
Volcanology and Seis-
mology (PHIVOLCS)
has forecast that a
strong earthquake in
the Manila Trench
could trigger tsunamis

Continued on P32

nised association that
works to raise the an-
ti-bribery compliance
standards of members.

Founded to set a
common  standard
for due diligence re-
views and anti-brib-
ery training, the or-
ganisation provides a
practical and cost-ef-
fective alternative to
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Certifiably corruption-free

increasingly expensive
and time consuming
corporate compliance.
Compliance certifi-
cation includes com-
prehensive background
checks undertaken
on all key employees
driving growth.
Detailed curricula vi-
tae on directors, share-
holders and sales staff

are scrutinised by inter-
net search engine cross-
checks seeking evi-
dence of susceptibility
to corruption through
positional power, mul-
tiple directorships or
political dynamics cre-
ated during previous
employment or gaps
in employment.
Questions  aris-

ing from the checks
are clarified and fur-
ther checked before
certification is awarded.

Re-certification takes
place annually.

AESSEAL'S certificate
Jfrom TRACE
International.

THRUSH INDUSTRIAL - AESSEAL A/04/11/4/B

To find out more, please visit www.aesseal.co.za

AESSEAL (Pty) Ltd: 67 Loper Street, Spartan, Kempton Park, Gauteng. P O Box 5467, Halfway House 1685. Tel 27 11 466-6500, Fax 27 11 466 6588

WORLD LEADING TECHNOLOGY. NOW.

How do we protect our environment as the world’s population passes 7 billion?

Reduced production is not an option. The clamour will be for more.

At AESSEAL, we are ready for this challenge, manufacturing to environmental
management system 1ISO14001:2004, and delivering mechanical seals that
meet stringent environmental criteria such as API682, the petroleum industry
standard governing safety, reliability and the prevention of fugitive emissions.

Our patented modular expertise, our knowledge, technology and processes

allow us to respond to the most exacting technical challenge or delivery deadline,

re-defining what the world expects from its mechanical seals partner.

At AESSEAL, we are prepared to protect our environment into the future. We

are ready.

-t
—"
AESSEAL

EXPERIENCE THE EXCEPTIONAL
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Reimer expo success

The latest RA 950 (owned by Precision Concrete Works) at the Reimer's Expo.

GAUTENG-based
Reimer SA held a
successful expo at
its Lyttleton offices
on 10 July. The at-
tendance went be-
yond expectation and
clients and guests
were welcomed by
Dirk Moolman, Re-
imer Director after
which were shown
a video unpacking
the applications and
benefits of a ProAll
Reimer Mixer.
Jacques Smith
from Go  Consult
then chaired a tech-
nical discussion and
demonstration re-
garding mix designs
and Johan van Wyk
from SARMA (South
African Readymix
Association) detailed
the associations’ the
accreditation process.

Scania South Afri-
ca proudly expanded
on its relationship
with Reimer and has
agreed to finance
all ProAll Riemer
Mixers mounted on
Scania trucks for ap-
proved  applicants,
thus lifting the buy-
er’'s CapEx burden.
The Scania finance
deal is available over
36 months with the
option to purchase
at anytime.

The day includ-
ed a live pour at the
Klipdrift water pu-
rification works in
Hammanskraal, high-
lighting the advantag-
es of its mixer.

Reimer’s new RA
950 model was also

present. The unit
is owned by Pre-
cision Concrete

Works, Botswana, but
was on display for
clients to see.

Scania South Afri-
ca’s representatives
Jean Groenewaldt and
Theuns Naudé bought
two ProAll Reimer
Mixers for the Sca-
nia rental fleet at the

event, however, the
client has since sold
both units.

The Reimer team
are pleased with the
results of the day,
saying that it has con-
firmed a few orders
and fielded numerous
enquiries from clients
present on the day.

Reimer describes its
ProAll Reimer Mixer
as a continuous pro-
duction plant, and
claims that it could
save clients both time
and money.

CIVIL ENGINEERING & INFRASTRUCTURE DEVELOPMENT

Chryso expands into Africa

KENYA is one of
sub-Saharan  Africa’s
fastest growing econ-
omies, with a huge fo-
cus on infrastructure
development in roads,
railways, seaports, air-
ports, water and sani-
tation. Cement sales in
the East African region
are equal to South Af-
rica’s cement sales and
are currently growing
at double digit rates an-
nually. In a concerted
effort to remain close
to its customer base, the
Chryso Southern Africa
Group has established
a subsidiary that will be
headquartered in Nai-
robi, Kenya. The facili-
ties will also be used as
a base to supply prod-
ucts to Tanzania, Ugan-
da, Rwanda, Burundi
and Ethiopia.

“Servicing customer
needs is our primary
driver and the estab-
lishment of Chryso
Eastern Africa further
underlines our strategy

to further expand our
footprint in Africa,”
says Trevor Sawyer,

country manager of
the new company.

As a leading construc-
tion chemicals specialist,
the Chryso Southern
Africa Group continues

to implement plans that
will see customers in
Eastern Africa having
direct and immediate
access to both the entire
product range as well as
a team of technical prod-
uct specialists. Compris-
ing Chryso Southern
Africa and ab.e. Con-
struction Chemicals, the
Chryso Southern Africa
Group has established
a distributor network
and distribution out-
lets across the African
continent and Indian
Ocean Islands.

“Kenya has shown im-
pressive sales growth for
the Group over the past
nine years, so it made
good business sense to
solidify our presence in

the country."
With logistic net-
works, warehousing

facilities and clearing
agents already estab-
lished, Chryso Eastern
Africa will now focus
on building a manufac-
turing plant in the next

year.  “Entrepreneur-
ship, empowerment
and  decentralisation

are a part of the Chryso
Group’s core values. We
therefore do not want
to establish a French or
South African business
in Kenya."

Tsunami warning system uses
ToughSonic sensors to

detect sea level

Continued from P31

The Senix sensors detect any significant rise and
Jall in the sea level.

with waves up to 32 feet
high that could reach
the populous Manila
metropolitan area in
less than an hour.

The Senix sensors de-
tect any significant rise
and fall in the sea lev-
el. The data is logged
on each platform and
then sent in real time
to a data receiving cen-
ter operated by PHI-
VOLCS where data
from all the sensors are
consolidated and ana-
lyzed using data visual-
ization, interpretation
and decision software.
The analysis results can
be sent to local govern-
ment agencies in near
real-time where offi-
cials can sound off si-
rens to warn people in

high risk areas to move
to higher ground.

The company says
the ASTI chose the
Senix ToughSonic 50
ultrasonic sensor be-
cause of ToughSonic’s
unique  combination
of durability and flex-
ibility, and because of
the personal service
provided by Senix en-
gineers through the re-
search and design pro-
cess. ToughSonic 316
stainless steel housings,
epoxy potting and IP68
immersion rating are
ideal for harsh marine
environments.  Senix
worked with ASTI to
customize the Tough-
Sonic 50 to meet its
unique interface and
cabling requirements.

Construction commences
on SKA road project

NMC Civils has started work on 80 kms of road infrastructure for the SKA site.

THE NMC Construc-
tion Group’s civils di-
vision, NMC Civils,
has commenced work
on the construction
of the access road to
the Square Kilometre
Array (SKA) site. The
scope of work compris-
es of the design and
construction of 80kms
of road as part of the
infrastructure build-up
for the SKA site.
Construction traffic
from the earlier phases
of the project has left
the gravel access road
severely deteriorated,
necessitating the de-
cision to upgrade the
road to a bituminous
surfaced road. This
phase of the project is

a continuation of the
construction and up-
grades for the initial
infrastructure build-
up also managed by
NMC Civils.

NMC Civils have
also been appointed to
the Tarkastad project,
currently in phase one,
the project involves the
special maintenance of
the R61, section three
from Cradock to Tar-
kastad. The award of
the Tarkastad project,
which kicks off on the
back of the recently
completed Colchester
road maintenance proj-
ect covering 48 km of
the N2 and N10 from
Colchester to Paterson
and Grahamstown,

strengthens the group’s
footprint in the Eastern
Cape. In addition, the
team have commenced
with civil works on The
Vines, located on the
picturesque Val de Vie
Estate in the Paarl-
Franschhoek Valley.

The project will
be completed in two
phases, comprising of
bulk earthworks, con-
struction of a 920m
retaining wall in the
existing dam, as well
as roads and services
on erf 144.The NMC
Construction Group
has positioned itself as a
serious contender in the
civils sector, consistent-
ly delivering products of
the highest quality.

A

AFRIMAT’

Investing in
diversified growth

Mining & Aggregates

Industrial Minerals

B Contracting International

B Concrete Products

Readymix

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

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

readymix concrete.

Afrimat has established a strong foothold in contracting
services comprising mobile crushing, screening,

drilling and blasting.

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

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

the group is

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

www.afrimat.co.za




Maintain plant during tough times

WHEN money is tight,
vehicle owners still
usually continue with
scheduled services,
knowing that to skip
them and drive a car
until it breaks down will
cost more in repair bills
than they would have
spent on the services.

The same logic
should apply to process
plant, yet there are plant
managers who skimp on
maintenance, waiting
for more favourable
economic conditions
and hoping that the ma-
chine will keep going
until then.

Neil Britz, sales
and marketing direc-
tor at specialist pump
company AESPUMP,
believes that more
should be done to per-
suade management to
treat process plant as
they would their own
motor vehicles.

“It’s important for
plant owners to realise
that if they don’t invest
in machine maintenance
and condition monitor-
ing, then they should
prepare for expensive
machine failures and

even more expen-
sive plant downtime,”
says Britz.

Even before the eco-
nomic downturn began,
AESPUMP had begun
to phase in a programme
of working closely with

its customers to help
minimise maintenance
costs on the Sundyne
pumps and compressors
that this company sup-
plies. The programme
has been accelerated in
recent months.

With each custom-
er, the first part of the
process is to check that
the machine is being
operated correctly:
how it is being started
and stopped and how
valves are being opened
and closed.

Next, an assessment is
made of the operators’
knowledge of machine
capabilities, limitations,
operating parameters,
best efficiency points,
design flows and design
discharge pressures.

“This is because the
probability of a ma-
chine failure obviously
increases if the pump
is being operated out-
side its parameters,”
Britz explained.

Simple changes such
as raising the level of
liquid in a suction tank
to ensure positive pres-
sure into the pump will
often eliminate cavita-
tion that the operator
knew was present, but
did not know how to
prevent. Cavitation is a
major cause of bearing
and sealing failures in
pumps, because of the
vibration that it causes.

Metal-seated ball valves protect

critical assets in severe

service applications

FISHER 7500 ball
valves provide tight shut-
off for improved process
efficiency and uptime,
according to the com-
pany. Emerson Process
Management has intro-
duced the Fisher Z500
line of metal-seated
ball valves to its severe
service portfolio.

Fisher 7500 met-
al-seated valves are en-
gineered to withstand
higher temperatures,
pressures, and more
erosive conditions than
a standard on/off ball
valve, providing “in-
creased reliability and
protection of critical
assets in demanding
applications.” A bi-di-
rectional sealing design
offers a unique solu-
tion to process back
pressure and shutoff
requirements in both
flow directions, safe-
guarding control valves
and other equipment
in the line.

Fisher 7500 valves
are designed with an
integral metal seat and
self-energized metal
body gasket to help
eliminate leak paths
and withstand extreme
temperature changes.
Live-loaded packing,
side-mounted brackets,
and fixed centerlines
help reduce side loads
on the packing and de-

crease overall wear for a
longer service life. This
addition of on/off valves
to the Fisher portfolio
complements the ex-
isting control valve of-
fering and helps ensure
seamless integration
between products.
“The combination
of isolation valves and
control valves gives our
customers the opportu-
nity to work with a sin-
gle solution-provider
to achieve the process
protection and reliabil-
ity they need for their
critical applications,”
said Kevin Meyer,
President of Emerson’s
Fisher Valves and In-
struments business.
“We feel that adding
another quality prod-
uct to our wide-reach-
ing network of Emer-
son sales offices and
service centers around
the world will not only
give our customers a
comprehensive valve
assembly, but the local
support to go with it.”

Neil Britz, sales and marketing director at
AESPUMP.

“We find that we can
achieve a longer MTBF
(Mean Time Between
Failures) by ensuring
the correct operation
of installed equipment,
saving the customer
hundreds of thousands
of rands,” said Britz.

AESPUMP also has
a focus on preventative
maintenance.

“We ask how long
the machine will be
allowed to operate be-
fore switching over to a
standby unit, if there is
one, and we check on
things such as whether
gearbox oil changes are

being made regularly,”
Britz continued.

He said that one pre-
ventative maintenance
measure widely carried
out without prompting
is that of vibration mon-
itoring, indicating that
most plant operators are
well aware that excessive
vibration in a machine
running at high speed
can damage it within
two days, necessitat-
ing repairs and causing
expensive downtime.

Of course, the
counter argument to
AESPUMP’s presenta-
tion is that to run the

pump until it fails, and
then replace it, will cost
less than would main-
tenance and condition
monitoring because of
the very high potential
costs of loss production
in cases where there is
no standby machine to
permit maintenance.

Not so, says Britz,
because in such cases
condition monitoring
becomes more than
important — it be-
comes essential — and
continuous, real time
condition monitoring
should replace periodic
checks, with the neces-
sary instrumentation
installed and connect-
ed to the control room
to ensure maximum
machine uptime.

“AESPUMP offers
all the necessary in-
strumentation, either
fitted to the machine
at the time of its manu-
facture in the factory in
France, or as a retrofit
here in South Africa,”
noted Britz.

Although most of
AESPUMP’s custom-
ers have condition
monitoring teams as
part of their reliabili-
ty departments, many
of them admit to grey
areas. For example,
monitoring the level in
a suction tank does not
guarantee that liquid
is actually entering the

FISHER 7500 ball valve from Emerson.

Head Office JHB Tel: +27 (0) 11 393 7177 / 7181
E-mail: sales@spppumps.co.za * www.spppumps.com

PE Branch
Tel: +27 (0) 41 364 0204
ft@spppumps.co.za

KZN Branch
Tel: +27 (0) 31 700 3773
saleskzn@spppumps.co.za

Cape Town Branch
Tel: +27 (0) 21 852 3962
th@spppumps.co.za

pump, because liquid
flow may be impeded
by strainers, pipe bends
or blocked valves.

“In one installation
that we examined, we
found that even when
a brand new pump
was installed together
with an even deeper
suction tank, the flow
medium was still not
able to reach the pump
in the correct vol-
umes. The cause was a
blocked pipe.”

Britz says that by
helping customers to
focus on keeping ex-
isting equipment run-
ning, AESPUMP aims
to build relationships
that will stand the
company in good stead
into the future.

The company is also
using this interface
time with customers to
explain the dangers of

using pirate parts on
Sundyne equipment.

“While we under-
stand that customers
are being forced to
look at alternative,
cheaper spare parts,
the use of non-OEM
parts can complicate
repair work when it
becomes necessary.

“And that wusual-
ly happens when the
customer stops using
pirate parts because
of premature failure,
and makes the decision
to revert to Sundyne
spares designed for
these very high quality,
very high speed turbine
machines.

“The result is that he
spends more money on
spares than he would
have done had he re-
mained with Sundyne
parts in the first place,”
Britz concluded.

Now sold,
serviced
and
supported

hy
AESPUMP

SUNDYNE PUMPS & COMPRESSORS

ALSO

—
—"
AESPUMP

ASSET MANAGEMENT
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PUMPS, VALVES & SEALS

Industrial and Designer Valves for local chemical industry

INDUSTRIAL and
Designer Valves (IDV)
was formed in 1996 to

the sole distributors in
Southern Africa of the
Mecair product range

Its valve brands, FZV
and NEWAY, are ap-
proved by local and in-

Lightning Master
— API 545 light-
ning protection

All equipment and
services supplied by
IDV are guaranteed

Pumps for
farmers

service the petroleum, to service the air filtra- ternational petroleum, systems (earthing  and supported by the | COMMERCIALISA- and Valves, this is espe-
gas and chemical indus-  tion/pollution control gas and chemical com- systems and light-  relevant standards and | TION of the southern Af-  cially true of agricultural
tries in Southern Afri- industry, and in Febru- panies and carry all the ning dissipation documentation. IDV | ricanagricultural industry ~pumps that are at the
ca. It has established ary 2011, IDV acquired necessary certifications. systems) have experience in | has changed the equip- heart of farming opera-

partnerships with qual-
ity companies in order
to stock, supply and

the Goyen product
range to further ser-
vice this industry. The

More recently it has
also become a reseller of:

Protego - Float-
ing suction units,
roof drainage

successfully handling
large projects and
contracts and prefer to

ment supplier landscape,
with farmers nowadays
requiring products of an

tions, as farmers can not
afford to have a pump
break down at a critical

support superior prod- GOYEN and ME- e Leser—PRVs/ systems, flame use local technology, | industrial quality that are  time, when lack of irri-
ucts to this very specific =~ CAIR Valves and Con- SRVs arrestors and but draw on the expe- | able to perform efficient-  gation may lead to crop
industry, and has offic- trols offer a complete e Atreus - Geodesic vacuum relief rience of overseas en- | lyandreliablywithoutun- damage or empty reser-
es in both Johannes- solution for Reverse dome roofs and systems for tanks ~ gineering consultants | necessary downtime. voirs and livestock losses.

burg and Cape Town.
In 1999 IDV became

Pulse Jet Dust Collec-
tor applications.

internal floating
roofs (decks)

Zeeco - Vapour
recovery units.

and manufacturers
as needed.

According to Louis Op-
perman of KSB Pumps

Tel: +27 11 475 1024 or Tel: +27 21 554 2421

Tel: +27 11 475 1024 or Tel: +27 21 554 2421
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“Farming has changed
and the same rules now
apply to farms as any in-
dustrial company where
productivity, availability
and after sales service
have become critical to
ensuring the success of
an operation. As a re-
sult, farmers are increas-
ingly turning to us to
provide full solutions to
their pumping and fluid
transfer requirements.”

“We have a hard-
earned reputation in
the farming industry for
supporting our products
to ensure they operate
reliably over many years
and even decades in a
wide range of challenging
conditions. In addition,
our technical support is
well respected and farm-
ers have been turning to
us to provide pumping
solutions for their specific
requirements for over 100
years,” says Louis.

He continues that
rather than chop-
ping-and-changing be-
tween cheaper brands
to save money, modern
farmers value the kind
of experience and exper-
tise that KSB Pumps and
Valves brings to the table.

“They would rather
have a pumping solu-
tion that that they can
rely on with service to
match, than have a mix-
and-match of pumps and
valves that may or may
not be supported in a few
years time.”

“The brand is trust-
ed and products such as
the company’s legendary
Etanorm range of pumps
have been in the market-
place for long enough to
be recognised by several
generations of farmers;
and have constantly been

adapted to meet changing

requirements.”
Verfical indusftrial turbine pumps The latest fourth gen-
. . eration Etanorm end-suc-
Mulfi-stoge high pressure pumps tion pumps are also 100%
n . made in South Africa for
Splif cosing pumps SA conditions. “In its lat-
&nd sucrion Dumps estgujsetheEtanormhas

Vertical sump pumps
API 610 pumps

26 Nagington Road, Wadeville, Germiston 1400, South Africa * Tel +27 11 824 4810
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been adapted to make it
easy for farmers to ret-
rofit our pumps across
in all applications where
other brands have been
used. We have added a
bearing bracket design
to allow farmers to sim-
ply bolt-on our pumps as
replacements to their ex-
isting pumps as they now
have the same specifica-
tions and pipe fittings as
comparable pumps from
overseas. Our range now
also conforms to EN733
international standard di-
mensions and flow ranges

D

1ISO9001:2008 SHABS

for easier specification,
as well as fitting and ret-

Continued on P35
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Increasing plant availability with expanded
Warman WBH slurry pump range

PLANT availability is
paramount in all com-
modity sectors and
there is an increasing
emphasis on optimis-
ation of pumping sys-
tems from end users as
part of their cost sav-
ings drive.

“One of the options
in terms of reducing
operating cost is to re-
place older technology
with new,” says Rui
Gomes, product man-
ager slurry pumps for
Weir Minerals Africa
and Middle East.

Gomes points out
that Weir Minerals Af-
rica has a depth of ex-
perience and expertise
in terms of assessing
pumping systems. This
allows the company
to provide solutions
aimed at assisting cus-
tomers in reducing to-
tal cost of ownership on
pumping systems.

“The recent expan-
sion of the Warman
WBH range of pumps
now gives our customers
access to the latest tech-

nology across a range of
pumping applications.”

The Warman WBH
slurry pump is typical-
ly used in heavy duty
applications such as
mill discharge, slurry
transfer and process
pumping applica-
tions and is ideal for
both greenfields and
brownfields projects.

“During its devel-
opment we extrapolat-
ed the best attributes
of our existing heavy
duty slurry pumps and
incorporated these
into the new range,”
Gomes continues.

In 2010 the Warman
WBH 75 and Warman
WBH 100 were
launched to the Afri-
can market through a
trial programme. The
twofold objective was to
obtain field and verifi-
cation data and to gain
market acceptance.

The Warman WBH
pump has proven so
popular with customers
that the range has been
expanded upwards and

downwards, and covers
from 50mm discharge
diameter up to 300mm
discharge diameter with
flow rates of between 5
litres per second and
800 litres per second.

The Warman WBH
range is available with
both metal volute or
rubber liners, depend-
ing on the application.
For instance, rubber
would be suited to gold,
copper and platinum
pumping applications
whereas a metal volute
is used predominantly
in diamond and coal
processing plants while
in iron ore processing, a
mix of metal and rubber
is used.

Furthermore, the
Warman WBH pump
features a streamlined
impeller and volute
design, enabling flow
paths within the pump
that enhance the over-
all performance and
combine high efficiency
and long life.

The pump is designed
with a throatbush or

front liner adjustment
mechanism, which
continuously minimis-
es the impeller gap as
recirculation increases.

“Recirculation of
the slurry within the
pump will significant-
ly increase the wear,
which in turn decreases
the component life. To
counter this and pro-
vide a significantly im-
proved life on the im-
peller and throatbush,
the gap between these
two components can be
mechanically adjusted
from a single point on
the pump exterior. This
makes ongoing adjust-
ment, as normal wear
occurs, a simple task,”
Gomes explains.

The front liner ad-
justment mechanism
also rotates the throat-
bush for a more even
wear pattern and elimi-
nates premature failure
due to localised wear
which would occur
without this feature.

The new bearing as-
sembly has been engi-

Design engineers at Weir Minerals Africa working on a CFD

neered to handle higher
capacity motors and the
bearing assembly shaft
has a shorter overhang,
which minimises deflec-
tion during operation
and will increase the
expected bearing life.

model during research phase.

“The final design
was based on a com-
bination of wear com-
ponent data gained
through years of expe-
rience and the use of
sophisticated software,
including Computa-

tional Fluid Dynamics
(CFD.) From a wear
life perspective this in-
crease in volute life has
translated into a de-
crease in maintenance
costs for pumps users,”
Gomes concludes.

Pumps for
farmers

Continued from P34

rofitting. We have also
designed a bearing pedes-
tal with same footprint as
existing KSB pumps for
ease of replacement.”

Other benefits for
farmers include higher ef-
ficiencies and lower (net
positive suction head)
NPSH for improved
pumping abilities, while
the new Etanorm range
also comes standard with
replaceable wear rings
with various options avail-
able for oil or grease lubri-
cation. Options are also
available with cast iron or
bronze impellers, as well
as all-stainless steel op-
tions and other variations
to suit different applica-
tions. Mechanical seals or
packed gland design are
available across the range
at the same price.

Louis says that the new
Etanorm range is special-
ly made to meet modern
requirements and has bet-
ter efficiency and perfor-

mance than ever before.
Easily replaceable parts
and improved serviceabil-
ity makes it ideal for trou-
ble-free usage on farms
and processing plants.

Other useful pumps for
agricultural use include
the range offers ETA C
+ D pumps for higher
volumes as well as multi-
stage high pressure water
pumps for heads up to
300m (30bar) as well as
submersible solid han-
dling pumps and other
pumps that are ideal for
farming application.

“To support our mas-
sive range of pumps we
have sales and service out-
lets in every major city in
southern Africa and have
a full distributor network
that reaches nearly every
town to bring farmers the
pumps they need and pro-
vide them with the best
service possible no mat-
ter where they may be,”
Louis concludes.

Modern agricultural pumps from KSB Pumps and
Valves are able to operate efficiently and reliably in
any farming conditions.
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Air-based solutions for pneumatic conveying

PNEUMATIC convey-
ing involves the
moving of powdered,
granulated or pelleted
goods through a closed
piping system. It is
commonly applied in
cement plants, flour
mills and the food
processing industry to
move material from
one side of the plant
to another, to mix
products or to fill into
cyclone feeders, silo or
bins — writes Aerzen
Airgas marketing co-
ordinator Andreas
Stubel.

Air is used to lift a
product, provided that

it moves faster than
the terminal velocity
of the material.

The process air
can be supplied by
fans, roots blowers or
SCrew Ccompressors.
The type of machine
used depends on
the density of the
product, the length
of the piping system
and the pressure
required to convey the
material. A product’s
resistance to air also
determines the speed
at which air needs to
move to overcome the
resistance, therefore
air volume flow is of

utmost importance.
Resistance within
pneumatic conveying
pipelines is made up
of two factors, air flow
and material flow.
Air flow resistance is
comprised of the force
needed to accelerate
the air, friction
between the air and
the pipe wall, and the
dynamic losses due to
changes in direction of
the piping system.
Material flow
resistance includes
the force needed to
accelerate the material,
the energy needed to
lift the material, and the

loss of energy caused
by particles impacting
each other and the
pipeline wall. The total
resistance calculated in
a pneumatic conveying
system also includes the
resistance from other
machinery attached
to the system, such as
receivers, filters, rotary
feeders and cyclones.
Pneumatic convey-
ing systems come in
two forms, positive
pressure and negative
pressure. The major
difference between
the two is the static
pressure available
to the systems. As a

Matching the quality of the Linde R14 reach truck is a tall order.
The Active ‘C" range offers nifty manoeuvrability in narrow aisle
storage and an ergonomic operating compartment built for
high-level efficiency. Twin accelerator pedals combine with a
high-torque AC drive motor to deliver impressive performance
and handling. And with up to 1000 operating hours between
services and lower handling costs, the Linde R14 reach truck

is sure to take your business to the next level.

For more information on Linde dealerships, products and services contact us on
Tel:+27 21380 4600 or visit www.linde-mh.co.za

consequence of the
greater static pressure
available to overcome
resistance, a positive
pressure system is
used where long
horizontal pipeline
runs with many bends
are present.

Air is blown in
from the feed end
and pushes the

product forward. In
a negative pressure
system, air is sucked
from the receiving
end, effectively
pulling the product
along. Negative
pressure conveying
is limited to systems
where the conveying
is vertical with few
bends and short
horizontal runs.

In the majority
of positive pressure
systems, the pressure
differences required
is below 1 bar. In this
case, an Aerzen Delta
Blower Generation
5 unit is commonly
used to deliver air
to the blowline. In
very long systems,
where the pressure
differences are larger
than 1 bar, an oil-
free Aerzen Delta
Screw Generation
5 compressor
is ideally-suited.

For the energy-
conscious market, the
highly-efficient Aerzen
Delta Hybrid rotary
lobe compressor can
be applied, with energy
savings of up to 14%
when compared to
standard equipment.
The Delta Hybrid
bridges the gap
between a roots blower
and screw compressor,
providing  positive
pressures up to 1.5
bar. All three machine
types are also available
as vacuum units.

All Aerzen machines
come standard with
non-return valves on
the discharge side. If
a motor fails, the non-
return valve shuts and
prevents any product
from entering the
machine due to the
back-pressure from the
system. In the case of a
blockage in the piping
system, a safety relief
valve on the discharge
silencer relieves excess
pressure build-up and
protects the unit from
over-pressurising.

‘Fit for performance’
versus ‘fit for

purpose’
How ‘equivalent’ is your
product, really?

WHAT are the limita-
tions and restrictions of
a product supplied as
an ‘equivalent’ or ‘oth-
erwise approved’, and
how do we interpret
the term ‘equivalent’?
Is it related to visual el-
ements, performance,
function or quality?
These are questions
that Vital Engineer-
ing’s Managing Di-
rector Dodds Pringle
considers pivotal in
today’s market, where
imitations abound.

As a strong advocate
of the importance of
making an informed
choice when it comes to
safety products, Pringle
is wary of the number
of sub-standard prod-
ucts that are ‘passed
off’ as being equiva-
lent to specified prod-
ucts by engineers or
quantity surveyors.

“How often do the
words 'or equivalent’,
or 'otherwise approved’
appear in descriptions
of products, or on draw-
ings and bills of quan-
tity? What do these
terms actually mean?
The interpretations can
open the door to a mul-
titude of variations and
specifications, as well
as the grey area of per-
sonal preferences,” says
Pringle.

Vital Engineering is a
long-established manu-
facturer of gratings,
stair treads, expanded
metals, pressed floors
and safety handrail,
and supplies to a num-
ber of South African
industries, including
mining, power and
structural engineering.

The dangers of a
visual equivalent

“In the gratings, hand
railings and expand-
ed metal industries,
is there is plethora of
sub-standard prod-
ucts on offer at good
prices, both local and
imported. These prod-
ucts might appear to
be the same, but per-
form completely dif-
ferently to recognised

specifications and
standards,” says Prin-
gle. “Hand rails, for
example, might look
the same and would
therefore be viewed
as being functional for
the purpose for which
they were intended,
but not necessarily the
performance they were
intended for.”

The Oxford dictio-
nary defines ‘equiva-
lent’, as a noun, as ‘a
thing that is equal to or
corresponds with an-
other in value, amount,
function and meaning.
However, each of these
terms has its own mean-
ing(s) and implications,
Pringle points out.

“It follows that, be-
cause of the various in-
terpretations inherent
in ‘equivalent’, function
does not necessarily
imply performance."

"All these variables
are a minefield in the
safety industry, where
products that look sim-
ilar, but do not corre-
spondingly perform the
same, nor even have
the same mass, are con-
strued to have met most
of the criteria in terms
of ‘equivalent’. The ex-
pectation generally, is
that there will be some
differences between the
specified product and
an equivalent. The dif-
ficulty is the measure of
the limitation or differ-
ence,” Pringle advises.

Beware of short cuts

Pringle notes a wor-
rying trend regarding
the increasing accep-
tance of ‘equivalent’
products, including
those intended for
safety purposes (such as
supporting resources at
height), which can have
disastrous results.

“Lost time injuries
(LTT’s) occur - and in
some cases fatalities
happen - as a result
of non-conforming
equivalents which look
the same, but per-
form nowhere near

Continued on P38
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Goscor upgrades in the Western Cape

IN line with recent
upgrades at its head
office in Johannesburg,
the Western Cape
branch of Goscor
Lift Truck Company
(GLTC,) moved to new
improved premises in
Brackenfell towards the
end of last year. GLTC
Western Cape director,
Anthony Fouché, says
that the move has been
a great success.

“Our goal is simple,”
says Fouché. “We do
whatever it takes to
constantly improve
the world-class service
levels that we insist our
customers receive. Due
to our phenomenal
growth in the Western
Cape in recent years,
the previous premises
were not conducive
to our achieving this
goal so we decided
to upgrade.”

Fouché adds that
much research and
effort went into finding
premises that were
structurally suitable
and that would
last for some time
into the future.

“We found an
excellent location

and the structure
enabled renovations
that modernised the
offices and changed the
workshop into a world
class facility,” he says.

The main benefits
of the new 8,200m?
premises are a new yard
that is now large enough
to accommodate the
biggest container and
interlink trucks to
off-load high volume
deliveries. There is
also a much bigger
parts store inside the
warehouse enabling the
company to carry more
stock of high moving
parts and in so doing
provide customers
with a higher level of
service support.

Another very
important benefit is
that there is more than
enough customer and
staff parking available.

Fouché says that
construction of new,
state-of-the-art spray
and wash bays will
commence shortly.

The Western Cape
branch of GLTC has
been a star performer
over the years and the
company is confident

New system ensures
rise in operational
efficiency

SEW-EURODRIVE
Johannesburg has im-
proved its operational
efficiency by as much as
40%, after rolling out its
new standardisation of
logistics and assembly
processes (SLAP) sys-
tem earlier this year.

SLAP specifically fo-
cuses on the goods re-
ceipt process, assembly
and capacity planning,
commissioning assem-
bly, and packing and
shipping. SLAP was
initially implemented at
SEW-EURODRIVE
Germany, with South
Africa being the sixth
country to roll out the
efficient new system.

According to
SEW-EURODRIVE
General Manager Fi-
nance Gerd Seuffert,
it took eight months to
implement SLAP due
to the large-scale facto-
ry refitting, re-orienta-
tion and training nec-
essary to accommodate
the system.

“Now that the system
is up and running, it has
become apparent that
all the hard work and
investment was worth
it. Conservatively, it’s
safe to say we have seen
an operations improve-
ment of between 30% to
40%,” he states.

Since the implemen-
tation of SLAP, Seuf-
fert admits that there
has been a marked
improvement at the
Johannesburg branch
on the goods receiving
side. “One of the major
benefits is that SLAP
barcodes enable local

warehouse staff to iden-
tify exactly what parts
are in a fully-loaded con-
tainer from Germany,
for instance.”

He adds that each
part can be quickly
matched up with the

‘ Continued on P42 ‘

that the new move
will go a long way to
enabling the growth
predicted for the region
in the near future.

“This is an excellent
team and a new location
was required for it to
fulfil its potential to the
maximum,” says GLTC
MD Darryl Shafto.
“I look forward to
seeing the Cape Town
branch growing from
strength to strength,”
he concluded.

Goscor Lift Truck

Company has been
providing best practice
industrial warehousing
equipment solutions to
the market for the past
29 years. Goscor carries
a range of world-
renowned products
such as Crown, Doosan
and Bendi forklifts,
and has become
one of the leading
industrial warehousing
equipment suppliers in
the materials handling
industry in southern
Africa.
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Goscor's new Cape Town premises.
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‘Fit for performance’ versus ‘fit for purpose’
How ‘equivalent’ is your product, really?

Vital Engineering’s Managing Director
Dodds Pringle.

the levels or standards
of the specified prod-
ucts. This can lead to
a multitude of failures,
disputes and potentially
even litigation.”

Economic downturns
and their effect on the
manufacturing indus-
try result in ‘short cuts’
being taken, due to
the number of ‘equiv-
alent’ products on the
market, which are of-
fered at cheaper prices,
Pringle notes.

“In the end, they can
cause greater costs to

Continued from P36

contractors, designers
and quantity surveyors,
when failures occur, re-
sulting in massive legal
costs, time and effort
— just for the sake of
saving a few rands."

"It is not to say that
some equivalents are
not in fact far better
than the specified item
in performance; but it is
crucial to be aware that
some of them certainly
are not — and the accep-
tance of these products
can lead to new, signifi-
cantly lower standards

that are then accepted as
the new industry norm,”
Pringle warns.

A way of overcoming
this, he proposes, would
be to not specify a cer-
tain brand, which might
be obsolete, outdated,
or modified in shape
or form — but rather a
performance level to
which the product must
conform. “There can
therefore be no equiv-
alents in this scenario,
as either the products
offered conform to the
performance criteria,

or they do not.”

‘Fit for performance’
versus ‘fit for purpose’

“It is becoming more
and more important to
specify performance
over brand name. This
would give the designer
or engineer a more rel-
evant and professional
range of suppliers to
choose from.

At the same time, it
would ensure that sup-
pliers take full responsi-
bility for their products

in the event of failure or
safety issues.

Suppliers who of-
fer non-conforming,
sub-standard products
to the market - which
put the lives of people
at risk - should face the
highest possible penal-
ties. This will help pro-
tect the industry from
fraudulent practices
and prevent contrac-
tors and business own-
ers from having to face
prosecution and other
major repercussions,”
Pringle concludes.

Complete entrance solutions for the manufacturing industry

FOR the convenience,
security and safety of
manufacturing and ware-
house facilities, Maxiflex
Door Systems brings
together a combined
offering of automated
door products from in-
dustry leading brands -
Crawford and Albany.
The use of automatic
entrances to separate

out a facility helps to
minimise contamination
risks, maintain tempera-
tures and safeguard food
products in cold storage
areas and protect work-
ers and equipment in
busy, high traffic areas.
The Maxiflex Door
Systems product range
includes specialised
options to meet the en-

back and interior of any
manufacturing facility.
The industrial doors and
loading dock equipment
from Crawford ASSA
ABLOY features supe-
rior docking shelters and
automated levellers for
the utmost convenience.
The high-performance
doors from Albany ASSA
ABLQOY provide light-

closing speed that provide
a smooth flow of goods.
Maxiflex Door Sys-
tems latest addition to
the high speed door
range is the Albany
HS9010PFR, a high
speed door specific for
freezer environments,
allowing efficient traffic
flow, while minimising
temperature variations.

environments through- trance needs for the ning-fast opening and The high operating
Y Barloworld
N mm Handling
 l
" TOUGH TRUCKS:

HYSTER FORTENS 2.5T DIESEL

4950 mm
3-stage mast
High usage.

HYSTER CT 2.5T DIESEL

4765 mm
3-stage mast
Medium usage.

Offer valid while stocks last. Free generator offer applies to outright purchase or long-term rental of Hyster Fortens 2.5 Ton
Diesel Forklift or Hyster CT 2.5 Ton Diesel Forklift only and may not be exchanged for cash, goods or discounts. Errors and
omissions excepted. Terms and conditions apply.

Nlpm =

BUY OR RENT

A2.5T HYSTER DIESEL FORKLIFT

1.5KVA 230V POWER MASTER
PETROL GENERATOR

speed and excellent seal
optimize the internal
traffic flow and provide
energy savings. The
door can be set to open
every 20-25 minutes to
avoid build-up of ice on
side guides and curtain.
Heating cables in the
side columns and mo-
tor also help prevent
this ice-formation.
These quality products
offer significant energy
savings. Tight sealing re-
duces air infiltration and
the option for insulation
further controls environ-
ments. The benefits of
automation, including
safe and effortless flow of
vehicles, goods and peo-
ple, make Maxiflex’ en-
trance solutions ideal for
reducing the high energy
costs associated with large
manufacturing facilities.
Maxiflex Door Sys-
tems offers service and
preventative mainte-

The Albany HS9010PFR is a high speed door
specifically designed for freezer environments.

nance programs on
industrial doors and
docking systems. Its pro-
fessional organisation
and skilled technicians
can assist you quickly
with the right expertise.

“With branches
throughout South Af-
rica, Maxiflex is able to
provide customers with
excellent service, instal-
lation and maintenance,”
says the company.

Door and Docking Solutions

Crawford Docking Solutions

Making docking quick and easy

Crawford Sectional Doors | Albany High Speed Doors ' Thermoteck Insulated Roller Doors
Hinge Doors ' Rigid & Flexible Impact Doors ! Strip Curtains

Jhb: 011 392 1709 ' Dbn: 031 705 4044 ' PE: 041 585 0690 ' (T: 021 982 0570
0861 MAXIFLEX ' www.maxiflex.co.za

_
maxiflex

Protection Screens

EECrawford E=imecannon  ALBANY E

door systems

ASSAABLOY ASSAABLOY ASSAABLOY
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Toyota Forklift wins Shoprite/
Freshmark’s warehousing

TOYOTA Forklift — a
division of Eqstra In-
dustrial Equipment
(“EIE”) - has been
awarded a major order
for a comprehensive
range of warehous-
ing equipment for the
Shoprite and Fresh-
mark operations of
the Shoprite Group of
Companies, Africa’s
largest food retailer.
Eqgstra says that the
order sees one of the
first deliveries of the
zero-emission and ex-
ceptionally efficient
Toyota Traigo electric
counterbalanced fork-
lift trucks to an opera-
tion in South Africa.
The equipment sup-

ply and on-site main-
tenance contract was
awarded to Toyota
Forklift towards the
end of last year, with
delivery rolled out from
late 2014 into 2015. The
order, comprising a to-
tal of over 400 trucks,
predominantly from
the BT range of ware-
housing equipment,
is mainly for Shoprite
and Freshmark distri-
bution centres in Cape
Town and Centurion,
where the equipment
will be used for both
replacement and ex-
pansion purposes. The
Centurion distribution
centre is reportedly the
largest of its kind in

equipment order

southern Africa.

The equipment
being supplied in-
cludes award-win-
ning products from
Toyota Material

Handling Europe,
including the Toyota
Traigo forklift truck
and Toyota I_Site,
recipients of Interna-
tional Forklift Truck of
the Year 2014 awards.
The powerful fork-
liftt fleet management
solution, the Toyota
1_Site, now offers web-
based control, provid-
ing convenient access
and easy and effective
fleet management.

Also part of the or-
der are 200 BT Optio

low-level order pick-
ers, designed to meet
a variety of demands
for picking height,
manageability and
load capacity.

“This major order is
a proud addition to our
long working relation-
ship with the Shoprite
group of more than 15
years. It is fully in line
with our philosophy of
forming partnerships
with our clients for
life, not only through
the delivery of world
class products, but also
based on our custom-
er-focused service,”
says Gary Neubert,
Egstra Divisional CEO:
Industrial Equipment.

Lifting the warehousing, logistics
and retail industries

JOHN Valentine Direc-
tor at Real Telematics
chatted to Cape Busi-
ness News about the
changes in the materi-
als handling industry,
and business in general,
and what Real Telemat-
ics is doing to not only
keep up, but to set new
trends. These include
simplifying reports and
delivery of information
to clients, battery solu-
tions and equipment
that offers clients the
flexibility to upgrade at
any time.

Valentine says that
by focusing on the
clients and their life-
styles, the company
can clearly determine
how to supply true
solutions to the mar-
ket, not just materials
handling equipment.

“For me it started by
noticing how many pre-
booked meetings were
being postponed, or
during those meetings
how many calls or inter-
ruptions my customers
were fielding. We saw
that these same cus-
tomers also had sched-
ules for meetings from
early morning until late
at night, it not being un-
common for them to be
working 12 to 16 hour
days. Taking from this
we knew that we had to
shake up things in our
operation. As a result,
we have changed our
offering from ‘self ser-
vice,” ‘fire and forget,’
to ‘How can we make
your life easier?” We
now actively try to take
as many forklift asso-
ciated headaches away
as we can, so that our
customers can focus on
their core business.”

This was key when
the company saw that
PC-based software was
fast becoming outdated
and difficult to support.

“We moved our soft-

ware online about five
years ago and made ac-
cess to our systems and
reporting web-based.”

However, in the pro-
cess, Real Telematix
realised that although
clients had access to
reports with vital infor-
mation on their fork-
lifts, they were simply
not logging on and so
this information was
being lost.

“We realised at that
point that we had to
make things easier for
the customers by put-
ting the information in
a simpler format and
sending it to them au-
tomatically via email
each day. This worked
beautifully and now
we are surprised if a
customer actually logs
in to the system twice

a year as all they need
is delivered live or on
pre-scheduled days.”
According to Valen-
tine, one of the biggest
changes in materials
handling has been the
gradual shift from gas/
diesel machines to bat-
tery electric machines
in enclosed spaces
such as warehouses
and retail applications,
as well as in phar-
maceutical and food
production areas.
“Gas/diesel  ma-
chines still appear to
be favoured outdoors
or in operations with-
out stringent emissions
concerns, and in this
area Real FMX un-
doubtedly dominates
with sheer volume of
quality features, partic-
ularly those that show

immediate tangible
benefits such as ‘excess
idle cut out’ and ‘trans-
mission protection’
(Gear Control and
Tyre Wear reduction,)”
continues Valentine.
The company had
a look at its electric
equipment and real-
ised that although they
have fewer monitoring
points, the machines
still have significant
costs, most of these are
related to the batteries.
“This is where Real
Telematics  started
changing from simply
monitoring the battery
to providing a range of
battery management
features. The latest
development in this is
our ‘battery cut-out’

Continued on P42

FMX

Choose Real FMX - the number one name in Forklift Fleet Management Systems.
A unique, customisable solution, it combines fleet management features, such as driver
identification, immobilisation, gear control and run hour monitoring along with advanced

engine, starter motor and transmission protection and monitoring full battery management.
Real FMX is in service with all major forklift suppliers countrywide.

A product of Unit 8, Wareing Park, 2 Wareing Rd, Pinetown, 3610
PO Box 1564, Pinetown, 3600 « Tel 0861000 342 « Fax 0865 552 740

www.realtelematics.co.za
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The Toyota Forklift team handing over to the customer at the
Centurion Distribution Centre.

@& TOYOTA
FORKLFT

Q

EQSTRA

Partnerships

for life.

Toyota Forklift is
totally
committed

to our suppliers,
customers and staff.

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

RAYMOND

Above.And beyond.
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Load testing on one of the two 25 ton headgear
cranes manufactured by Condra for Mopani Copper
Mlnes' Sinclinorium shaft.

HEAVY LIFTING & SPECIALISED TRANSPORTATION

Condra delivers Sinclinorium headgear cranes

CONDRA has complet-
ed load tests on two 25-
ton headgear cranes man-
ufactured at the compa-
ny’s Germiston works for
Mopani Copper Mines’
Sinclinorium shaft.

The tests were wit-
nessed by a representa-
tive from Mopani Copper
Mines (MCM) in June —
ahead of delivery to the
Nkana Mine, near Kitwe
in Zambia, where the
new shaft is scheduled for

commissioning toward
the end of this year.

The two headgear
cranes are part of a bigger
order that includes two 70
ton maintenance cranes
for the project’s winder-
house. Condra will begin
work on these in August.

MCM’s headgear
cranes were manufac-
tured as identical ma-
chines with very high
lifts of over 80m. They
feature high tensile ropes

and incorporate materials
of the best possible quali-
ty on critical components.
Gearboxes, for example,
are made of 36B case
hardened stainless steel.
Live axle drives have
been used throughout.
Condra has manufac-
tured several cranes for
Mopani Copper Mines
over the years, including
overhead cranes, high lift
machines and hoists.
Managing director

Marc Kleiner said that
this customer had named
reliability and rapid ser-
vice response among the
reasons for awarding the
order for Synclinorium’s
headgear and winder-
house cranes to Condra,
which submitted a tender
price higher than those of
two rival bidders.

Rapid response is sup-
plied by company agent
EC Mining, which is
based in the Copperbelt

and able to react quickly
to service calls using spare
parts held in stock.

Kleiner said competi-
tor manufacturers in the
northern hemisphere
generally found it diffi-
cult to respond promptly
to service requirements
in Zambia.

“Last year, we lost the
order for Synclinorium’s
workshop cranes to a
European company, but
there have apparently
been long waits for spare
parts for these cranes
when they were needed,”
Kleiner said.

“Copper mining com-
panies need maximum
production because of the
currently depressed cop-
per price, but this is de-
pendent on the reliability
of all machinery installed
in the mines. There is
no margin for excessive
machine downtime.

“It is a fact that the
ability of some of our
competitors to respond
to needs and realities of
African continent lags
behind that of Condra.
I am pleased that we
have been able to add
Synclinorium’s  head-
gear cranes to our long
list of successful instal-
lations throughout this
continent,” Kleiner said.

An interesting aspect
of manufacture of the
MCM cranes was the
flexing of factory pro-
duction schedules in or-
der to meet time-to-site
requirements. Accord-
ing to Kleiner, this is
something that Condra
is accustomed to doing,
whereas most rival com-
panies tend not to be
as accommodating.

Africa’s market for
very high-lift cranes such
as those for MCM has for
many years been domi-
nated by Condra, which
designs these machines
around the company’s du-
rable and robust K-Series
hoist range, proven to be
dependable under condi-
tions of increased me-
chanical strain associated
with high-lift applications.

The modular design
of the K-Series allows
rapid modification to
specific high-lift re-
quirements, result-
ing in delivery times
that are usually the
shortest available.

Competitive prices
are the result of long
production runs of
standard parts.

Condra uses silumin
rotor cores to enhance
K-Series motor-starting
torque in the high-lift
role, and has developed
variable speed control
levels on the drives to
enable precise load po-
sitioning even on lifts of
100m and more.

Hoist speeds of be-

tween zero and 18m
per minute, and travel
speeds of between zero
and 200m per minute,
are possible.
Condra manufactures
to ISO 9000 standards,
and complies with the
standards of ISO 14000
and ISO 18000.
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Better in Bloem

RENTTECH South
Africa’s growth trajec-
tory is continuing with
the recent opening of a
new branch in Bloem-
fontein. The move is
in response to a grow-
ing demand in the Free
State and Lesotho,
particularly in the agri-
cultural sector, for the
sales and rental of qual-
ity industrial equipment
at affordable prices.
“Renttech identified
the need to provide
higher levels of per-
sonal service, as well as
the benefits of a large
stockholding and fast-
er turnaround times to
our customers in the
Free State,” says Eti-
enne Gouws, Branch
Manager of Renttech
South Africa in Bloem-
fontein. “Our new
400m? facility is ideally
located between two
busy industrial areas,
and we are fully geared
to service our clients
in the Free State, as

well as Lesotho, and
to meet the industrial
and agricultural activity
in the region.”

With a large fleet of
rental welding equip-
ment, a large portion
of Renttech’s value
proposition to its cus-
tomers is its specialist
knowledge and ex-
pertise in all aspects
of welding processes
and equipment. The
company’s distribution
agreements with Lin-
coln Electric for weld-
ing equipment, and Air
Liquide for welding
gases, place Renttech
in a strong position to
offer ‘across the board,’
high-quality welding
solutions to its Free
State customers. As the
largest global supplier
of welding solutions
and equipment to trac-
tor manufacturer John
Deere among others,
Lincoln is an import-
ant brand name in the
agricultural sector.

“We identified a defi-
nite gap when it came
to offering an optimum
welding service to our
customers in the agri-
cultural sector in the
Free State,” notes Gou-
ws. “Our range of weld-
ing equipment, con-
sumables and specialist
welding gases, coupled
with Renttech’s own in-
house technical exper-
tise, are now providing
new levels of conve-
nience and accessibility
for our welding clients
in the region.”

“Our clients value
the convenience of a
dependable a ‘one-stop’
shop,” says Gerrit van
Zyl, Managing Direc-
tor of Renttech South
Africa. “We realise
how important it is for
them to know that they
are renting the best in
the business, backed by
knowledgeable service.
Our distributorship
of Lincoln Electric, as
well as Harris — among

other global brands -
allows for this, further
underscoring our vision
of becoming the leading
supplier of welding and
industrial equipment in
South Africa.”

The company’s
portfolio of industrial
equipment includes a
wide range of genera-
tors, which, given the
current power Crisis,
are becoming increas-
ingly sought-after, ac-
cording to van Zyl. This
is particularly true of
Renttech’s new range
of diesel-driven gener-
ators, which meet both
domestic and commer-
cial/industrial demands.

“There has been a
very positive response
to our new diesel gener-
ators, both the smaller
units — for domestic and
small business use - and
the larger, heavy-duty
range. We are therefore
all set for a spike in de-
mand for our generator
sets as our agricultural
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Renttech has seen a positive response to its new diesel generators, both the small-
er units — for domestic and small business use - and the larger, heavy-duty range.

customers encoun-
ter and have to plan
around load-shedding
this winter.”
Renttech’s  die-
sel-driven generators
range from 10kva up
to 250kva, and include
an extra heavy-duty
‘rental spec’ series for
extreme conditions.
“Our agricultural
customers in the Free
State are also reap-
ing the benefits of our
range of water pumps
and machine tool solu-
tions,” says Gouws,

Johnson Crane Hire crawler crane
fleet provides heavier lifts

UNDERTAKING a
heavy lift is not a case
of ‘one size fits all’ but
rather about selecting
the most appropriate
lifting solution for a given
project or contract. This
is according to Johnson
Crane Hire that has one
of the highest capacities
for heavy lifting in

the continent.
“Ultimately, a
successful heavy lift

is determined by the
technical expertise of
the heavy lift supplier.
Johnson Crane Hire has
a breadth of resident
knowledge that enables
it to provide best practice
heavy lift solutions in a
turnkey project approach
that includes rigging
and transportation,”
says James Robinson,
heavy lift manager for
the crawler cranes and
projects division at
Johnson Crane Hire.
“We are able to offer
flexibility in terms of
heavy lifting solutions
because we operate a
crawler crane fleet and
a hydraulic mobile crane
fleet as well as alternative
lifting solutions.”
Robinson points out
that the three largest
cranes in the Johnson
Crane Hire fleet are
its 750 ton and 600 ton
lattice crawlers and its
most recent addition — a
750 ton truck mounted
lattice mobile unit.
Robinson cautions
that there is a critical
need to recognise that
a lattice boom crawler
crane offers a vastly
greater lifting capacity
when compared to
mobile hydraulic crane
lifting capacities. It is
not uncommon to find
people making the

mistake of comparing
one with the other as
the nomenclature can be
very misleading.

As an example,
Robinson points out
that the 250 ton lattice
boom crawler competes
against a heavy lift 400
ton hydraulic mobile
crane. These machines
have equivalent lifting
capacity, but this not
obvious to those that

do not understand the
differences between
lattice boom machines
and mobile cranes. The
nomenclature should not
be used as the manner
in which to differentiate
between  capacities
and capabilities.

“In explanation, a
hydraulically operated
mobile crane’s lift
capacity is rated on what
is referred to as the load

moment. Most hydraulic
cranes are rated at their
capacity at 3m, whereas
the rating for a lattice
boom crane is based on
a larger load moment,
which can be anywhere
between 7m to 14m and
this capacity is based on
its structural integrity. In
essence, a lattice boom
crawler crane is capable
of performing far heavier
lifts and offers greater

flexibility in terms of
its application because
of its pick and carry
capability,” he says.
There are distinct
limits with regard
to the amount of
counterweight that can
be placed on a hydraulic
mobile crane and this is
where a crawler crane
excels. The lattice boom

Continued on P42 ‘

adding that, thanks to
rigorous ongoing prod-
uct and technical train-
ing, the Bloemfontein
branch will ensure con-
sistent and up-to-date
‘Renttech-style’ service.

“We are excited to
be filling a gap through
Renttech Bloemfon-
tein. Having a presence

in the region will enable
us to offer a more ‘im-
mediate’ service for our
Free State customers,
and key industries in the
region, notably agricul-
ture, will benefit from
having a high-quality
product offering - right
on their doorstep,”
van Zyl concludes.

RENTTECH®

SOUTH AFRICA (PTY) LTD

www.renttechsa.co.za

§ FLAT WEBBING
ENDLESS ROUND SLINGS

Built to customer’s specifications

UNILIFT K5
Ratchet Leverhoist
with O/L 1.5 Ton
3m Lift

UNILIFT K
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Chainblock
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3M Lift

Hardware
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WIRE ROPE SLINGS
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SAWELDING

AND INDUSTRIAL SUPPLIES

WIRE ROPE WINCH
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CHAIN SLINGS
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10mm-56mm Rope Diameter
All rope types and sizes available
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SAFETY FACTOR 4:1

RENTAL OPTIONS AVAILABLE

Bow and Anchor Shackles, Rope Blocks, Rope Clamps, Eyebolts,

Turnbuckles, Rope Thimbles, Lifting Points, Fall Arrestors,

Full Body Harnesses.
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HEAD OFFICE: 011 824 0410
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Greenr®in
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South African Institute of
Lighting sets SAIL

THE South African
Institute of Lighting
(SAIL) represents all
that is new and at the
forefront of lighting in
the built environment
in South Africa.

The initiative was
formed when patrons
of the lighting industry
recognised a need for
an organisation that
provided a variety of
both tangible and intan-
gible benefits including:
* Up-to-date legis-

lative information
from SABS, the
NRCS and govern-
ment that was rele-
vant to a variety of
areas of focus in the
lighting industry.

* Focus on individual
lighting career path
development.

* Access to online
lighting courses
based on a building
block principle to
advance lighting
knowledge and
proficiency.

o Online courses
without time away
from the office.

o Courses regis-
tered with profes-
sional bodies for
CPD accredita-
tion.

o Practical photom-
etry course.

o Workshops.

Masterclasses.

o Course qualifi-
cations will be
recognised within
the built environ-
ment and this in-
cludes a Diploma
of Illumination

o

Engineering.

o All this will be
available at af-
fordable prices.

* Membership status
and qualifications
will be recorded on
the membership
card which can be
presented out in the
field where
it matters.

e Access to an array
of industry events
including: Monthly
meetings, monthly
breakfasts, Q & A
sessions, Education-
al panels sessions,
professional speak-
ers, satellite events,
golf days, network
events, online
seminars, showcase
events as well as af-
filiate organisations
events. This will
provide valuable ex-
posure to a variety
professionals within
the built
environment.

» This will all be
achieved through a
modern framework
making use of a va-
riety of digital touch
points including a
members’ portal
on the website,
peer-to-peer social
media (Facebook
and LinkedIn,) ac-
cess to downloads,
email notifications,
meeting invitations,
access to current
information and in-
ternational happen-
ings in the lighting
industry.

* Members will have

access to a variety

of free relevant

built environment
publications.

Phil Hammond,
Chairman of SAIL,
said, “Having this dy-
namic organisation
seated in the heart of
the Cape sees it amidst
some  exciting new
projects attracting in-
ternational minds and
knowledge into the
built environment. We
are all about promot-
ing great execution and
use of lighting prac-
tices and we will en-
deavour to contribute
to the success of local
collaborations in the
built environment.”

SAILs goal is to pro-
vide real benefits to the
members. Membership
is open to all profes-
sionals working in the
built environment in-
cluding lighting pro-
fessionals, contractors,
architects, electrical
engineers, interior de-
signers, facility manag-
ers, students, artists and
more. The primary fo-
cus of the organisation
is to provide current
information from a va-
riety of areas including,
but not limited to, ex-
terior lighting, interior
lighting, décor lighting,
artistic lighting, stage
lighting, commercial
lighting, retail lighting,
industrial lighting, haz-
ardous area lighting,
and street lighting.

“The main objective
of its committee is to
provide transparent

objective comment
and information that
adds benefit to their
members’ career paths.
At only R500 per year
for membership, the
free publications alone
more than make up the
expense. Group mem-
bership is recognised
for companies when
three or more individ-
ual members apply for
membership, each indi-
vidual member would
then receive a R20 dis-
count,” Hammond said.

“We believe that
rather than network-
ing within our lighting
industry, success is
born from networking
within the greater built
environment. What
we see from our initial
efforts is that SAIL is
set to transform the
way professionals see
lighting in the built en-
vironment and indeed
how lighting practi-
tioners execute profes-
sional lighting projects
and designs.”

Growth in the light-
ing industry will come
from energy efficient
projects executed with
international standards,
prospecting  forward
thinking and energy
conscious markets.

“Low quality and
substandard cheap im-
ports do nothing, but
dent consumer confi-
dence and tarnish the
evolving technologies
in a market where
consumer  knowledge
is at an all-time low,”
Hammond concludes.

Johnson

configuration allows for
the attachment of an
additional counterweight
most often referred to
as the super-lift ballast.
Crawler cranes are able
to increase their load
movent by balancing the
load to be lifted against
the super lift ballast.

Johnson Crane Hire
has a ten year history
in the crawler crane
market and has amassed
a number of impressive
lifts, including a recent
heavy lift at Zimplats.

“We were contracted
to remove an old mill
weighing 225 tons, with
a radius of 31m, and to
replace it with a new one
weighing 170 tons. We
then brought in an LR
1600-2 (600 ton) crawler
crane from Europe to
perform this work. The
crane is now part of
our permanent fleet,”
Robinson says.

Johnson Crane Hire
also used the LR 1750
(750 ton) crawler crane
to lift a 280 ton tippler
in Mozambique for the
Nacala port upgrade
project. A notable feat
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Crane Hire crawler crane fleet
provides heavier lifts

This Johnson Crane Hire 750 t Liebherr crawler is configured with
super lift for a lifting project at Waterval Smelter.

achieved by the team
was the lifting of the
280 ton assembly in one
execution. The company
is also actively involved in
heavy lifts for the major
expansion underway at a
diamond mine in South
Africa. A recent lift at this
mine required the lifting
of a 110 ton structure
with luffer and full super
lift configuration at a
55m radius. There are

additional lifts planned
for equipment of 200
tons at 35m in the
same configuration.

On all lifts, the
company provides a full
pre-lift feasibility study
that includes computer
simulated drawings,
generating method
statements, full risk
assessments and load
studies. Operation of the
well maintained crawler

fleet is supported
by an experienced
technical team with
in-depth knowledge.
Johnson Crane Hire
has an acknowledged
track record in delivering
fit for purpose heavy
lift solutions for the
power, petrochemical,
refinery, industrial,
mining and civil
infrastructure industries,
throughout Africa.

New system ensures rise in
operational efficiency

Continued from P37

Michael Meregi, Nomaswazi Kubheka
and Gilbert Ndlovu.

corresponding job via
the SLAP interface, be-
fore being sent for as-
sembly. Prior to the im-
plementation of SLAP,
Seuffert reveals that it
would have taken a sig-
nificant time to perform
this task. “Now it takes a
matter of hours, which
has resulted in signifi-
cant time and cost sav-
ings,” he continues.
Seuffert indicates
that efficiencies have
also been greatly im-
proved on the assembly
line. Once the assembly
department receives
the parts, job sheets
are printed and allo-
cated for assembly by
SLAP according to a
work cell’s availability,
capacity and skill set.
“The SLAP system
also tracks how long it
takes each particular
cell or worker to retrieve
the necessary parts,
assemble and pack a
unit. This not only en-
hances productivity, but
also enables the branch
to accurately predict
when an item will be
ready for dispatch,”
Seuffert asserts.
“Dispatch matters had
to be handled manually
in the past. Now all dis-
patch items are electron-
ically logged, located and
invoiced via the SLAP
system, which can also
automatically transfer
data to a courier’s system
via standardised message

formatting. Depending
on the requirements, this
in turn triggers a carrier
sticker or list, and opens
up the opportunity for
multiple deliveries via
one transport or delivery
group,” he says.

Seuffert indicates
that that the SLAP sys-
tem has also enabled
SEW-EURODRIVE
Johannesburg to better
manage and control its
stock. “In addition to
preventing loss, it allows
for better planning and
curtails the incidence
of parts ‘borrowing’ for
other jobs, which tends
to occur when orders
need to be filled in a
hurry. Several confir-
mation points along the
line also allow users to
pinpoint exactly where
an item is.”

The training benefits
derived from the new
system are particularly
noteworthy. Seuffert
reveals that a number
of the staff working
on the assembly line
had never worked on a
computer until SLAP
was introduced. “Now,
in addition to a num-
ber of other new skills,
these staff members are
computer literate, a fact
which they take great
pride in and which
will undoubtedly stand
them in good stead in
the future.”

Seuffert says that
SEW-EURODRIVE

Johannesburg is already
receiving better cus-
tomer feedback. “This
is thanks to the fact
that the new layout al-
lows the factory to run
faster, while reducing
paperwork, mess and
confusion. Efficiency
is up across the board.
Importantly, we are no
longer operating accord-
ing to a ‘push’ strategy
which is based on fore-
cast demand, we are
now operating accord-
ing to a ‘pull’ strategy,
which caters to actual
customer demand.”

The rollout of SLAP
at SEW-EURODRIVE
Johannesburg rep-
resents the first step in
SEW-EURODRIVE
South Africa’s nation-
wide rollout of the
system. A further four
branches will imple-
ment the system in the
near future, taking into
consideration the les-
sons learned during the
rollout in Johannes-
burg. This is in line with
SEW-EURODRIVE’s
global ‘Standardisa-
tion of Services’ plan to
mechanise and eventual-
ly link all branches, in or-
der to provide uniform,
integrated products
and services.

“SEW-EURO-
DRIVE has embarked
on this initiative and is
investing heavily world-
wide so that no matter
where in the world a
SEW-EURODRIVE
branch is, it will offer
a uniform high level of
service and produce top
quality products. We
are proud to have taken
the first steps towards
making this a reality in
South Africa and look
forward to bolstering
our international ties
through this initiative,”
Seuffert concludes.

Lifting the warehousing,
logistics and retail

feature that allows us
to simply remove pow-
er from the battery at
a pre-configured lev-
el (normally 25%,)”
states Valentine.

This protects the last
bit of charge and pre-
vents total drainage of
the battery, which can
be detrimental to the
battery’s life-span.

“Considering this fea-
ture was only launched
in December 2014, it is
pleasing to note that it’s
now a standard feature
on all Electric machines
we have since fitted.”
“We also looked into
the other needs of
an indoor operation
and launched prod-
ucts such as Real Las
(Laser Alignment Hi
Lift,) Real Blue (Blue

industries
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Light Movement Ear-
ly Warning) and Real
Load (Weight Mea-
surement,) all within
the last three months,”
informs Valentine.
Valentine ends by
saying that flexibility is
key to Real Telematics.
“This is demonstrat-
ed by our response
to industry in mak-
ing our product range
totally modular.”
Clients can there-
fore pick and choose
from its range of fea-
tures and only pay for
what they want. This
also allows customers
to upgrade units with
new features as the
needs of their company
changes/evolves.
“Many customers
might not even be aware

that because we locally
produce and support
the product that it can
also be refurbished and
refitted into anoth-
er machine. We also
have all these features
available in standalone
units with no report-
ing, which works for
areas with no coverage
or for customers with
limited requirements.”
“We feel that although
there are probably other
suppliers that can do
some of the features
we offer, there is no-
body currently that can
do all of our features
within a single control
unit like we can. This
makes the choice to go
with Real FMX on your
forklift the logical one,”
concludes Valentine.
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Green predictions have cried wolf too often

When Australia suf-
fered a severe drought
(not for the first time
in its long history) be-
tween 2003 and 2005,
scientists predicted
drought would hence-
forth be permanent and
Sydney would run out
of water. The drought
was broken by floods.
Sydney residents still
have their beer.

In 2006, unprec-
edented storms and
hurricanes. There were
some, but they were
not larger than some in
the records.

Two years later, scien-
tists stated as a fact that
by 2013 the North Pole
would be so warm that
the ice cap would be no
more. It is still there.

To be fair to the sci-
entific community, not
all its members make

these scary predictions.

It is claimed that 97%
of all climate scientists
agree with global warm-
ing predictions. Greens
find it irritating that
3% by their reckoning
are holding out. They
call these followers of
Galileo “denialists,”
thus adding a new word
to English that suggests
they are on a par with
modern Nazis who
claim the Holocaust
never happened.

These scientists con-
demned by the green
movement are not a few
crazies refusing to face
the truth. There are at
least 114 of them who
attended a conference
in New York to regis-
ter their objections to
a climate change scien-
tific “consensus.” They
all signed a declaration

Continued from back page

listing their problems
with the science of glob-
al warming. It is too long
to give here, but the
highlights are revealing.

Among them are the
following:

“.... the causes and
extent of recently-ob-
served climatic change
are the subject of in-
tense debates in the cli-
mate science communi-
ty and that oft-repeated
assertions of a supposed
‘consensus’ among cli-
mate experts are false”
“... attempts by gov-
ernments to legislate
costly regulations on
industry and individual
citizens to encourage
CO, emission reduction
will slow development,
while having no appre-
ciable impact on the fu-
ture trajectory of global
climate change. Such

policies will markedly
diminish future pros-
perity and so reduce
the ability of societies
to adapt to inevitable
climate change, thereby
increasing, not decreas-
ing human suffering”
“ warmer weath-
er is generally less
harmful to life on
Earth than colder”
“.... That there is no
convincing evidence
that CO, emissions
from modern industrial
activity has in the past,
is now, or will in the fu-
ture cause catastrophic
climate change”

What these scientists
are not saying is that the
climate is not changing.
It always does. They
are saying that science
is not about consensus.
Claiming that natural
disasters such as floods,

droughts, heat waves,
heavy snow, storms,
mudslides, crop fail-
ures (the list is almost
infinite) is as evidence
of climate change, is
not science.

Too many climate
scientists have become
politicians. The debate
is not over, nor is the
science settled. Any cli-
mate scientist claiming
this should stop work
immediately and not
accept any grant money.

As the dissenting
scientists put it so el-
oquently in their dec-
laration, “.... plans to
restrict anthropogenic
CO, emissions are a
dangerous misalloca-
tion of intellectual cap-
ital and resources that
should be dedicated to
solving humanity’s real
and serious problems.
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Winter chill creeping

UTSIDE an evil winter’s wind was about,
Odeceitfully usurping every niche of the

land. Warmth was tricked into little
corners from where it could not survive. Thus
it was a quiet evening in the local pub and grill,
where even Luke the Dude was minding his
own business.

The Prof crept in slowly, hunched over like a
soldier defeated after a long and brave battle. I
nodded. He nodded our bartender towards the
Jagermeister and proceeded with the manifold
ministrations of his long-serving pipe. Of course
he's not going to smoke it, Herr Oberst Doktor
Rauchenmeister Aaron Motsoaledi, it’s just a
lingering habit. Like turning on the wall switch
and expecting light.

And so it was. Even Jean-J was morosely Gallic.

Of course, Big Ben was having none of this.
The local pub and grill has always prided itself
in its reputation for good beer, good food and,
above all, good company — albeit somewhat sab-
otaged in recent times by loud music, but what
can you do, noise will conquer meaning — and Big
Ben knew his rights. It was his money paying for
the beer after all, and if it was not presented with
an ample serving of good company, he would
take his custom elsewhere. And the Governor
knew in which patch of shade he could then insert
his beer. (Or words to that effect admittedly not
quite so delicate, My Lord.)

“What ails thou?” Big Ben enquired jovially
from Luke the frowning Dude.

“Arrumph!” announced The Prof, gaining
time to ratchet down his thoughts from their
no doubt loftier wanderings. “It’s ‘thee’, Double
E, not ‘thou’. Please do not assault the Queen’s
language in her more classical forms. Thy at-
tempts at current colloquial abuse are painful
enough to the ear.”

This would have rendered more sensitive souls
perpetually silent, well, at least until the next
round, but not Big Ben. He knew his rights and
being jovial was one of them. “Thank you, Prof,”
he laughed, “what ails thee, LD?”

By now none of us was peacefully minding our
own business, least of all Luke the Dude, who had
just been slapped between the shoulders by a jol-
ly large man. Getting back on the bar stool, he
started expressing his evidently troubled thoughts
slowly. “It’s this minister, he said, the one running
the police, Auntie Ria Phiyega.”

“She’s not the minister,” lectured Colin the Golf-
er, “she’s the bloody commissioner. And careful
how you spell Riah or, for that matter, Riyah.”

“Spelling Shmelling Ha!” opined Luke the
Dude. “Who asked you? You know who I mean:
Auntie General Ria. But I'll give you that she’s
bloody alright, isn’t she? After that business
at Marikana.”

“Well, speaking of spelling,” said The Prof in
his enlightening way. “I, too, was intrigued by
the lady’s first name. Could it be, I asked myself,
an Africanizatian of Ria? Such as we have seen,
thanks to the learned Mr Graham Mclntosh — I
don’t mind saying a UCT man like myself — with
Mundell and Mandela, Holmes and Holomisa?

“So, I decided to do some research. And

there it was, lo and behold, General Phi-
yega was christened Mangwashi Victo-
ria. Of course the Ria came from Victo-
ria. And if you look on the government’s
own website, you’ll find that this spelling
is indeed correct.”

“Ha! I told you spelling shmelling,
didn’t 1?” Luke the Dude exclaimed
modestly. “So I'm right and that scratch
golfer is wrong! More scratching than
golfing, isn’t he?”

“Oh, sod off,” said Colin the Golfer.

“So why is she worrying you, Luke?”
Big Ben was uncharacteristically bringing
us back to the point.

“That one,” reminded Jean-J. “You
have forgotten. As is often the case.”

In-between dirty looks at all and sundry,
Luke the Dude remembered. “It’s this
Marikana mess. Ten people dead before;
another 34 dead on the day. A massacre
of striking mineworkers last seen in the
days of General bloody Jan Smuts, isn’t
it?” Luke is a refugee from Gauteng. He
still supports the Lions rugby team. But we
suspect he does that mostly to provoke the
more vocal Province militants.

“All a bit long ago; why are you still pon-
dering it,” enquired the Prof.

“That’s part of it, isn’t it?” said Luke.
“She was the general all that time ago and
she still is the general today. I should think
someone has to take the blame. Someone
has to take responsibility. Fall on the old
sword and all that. Say sorry to the nation
and offer a decent resignation. Piddle off.
And the one doing the piddling off must
be the minister or, if you must split hairs,
the commissioner. Even better, both of
them. They’re the ones responsible, ar-
en’t they?”

“And if they don’t have the decency to
go, fat chance, they should bloody well
be fired. That’s what I say,” said Colin
the Golfer.

“Whoa! Whoa! Whoa!” protested Big
Ben. “You can’t just run around here like
some Donald Trump on a bad-hair day fir-
ing people. They've got rights, you know.
It’s not like the old South Africawhen FW
could just fire generals to keep Mandela
quiet. Innocent until proven guilty, that’s
what my party teaches us!”

“Unless that Marius Fransman, that
one, concocts some slander against the
DA, then your party propagates ‘guilty
until proven innocent’!” countered Jean-J.
“Worse when the target is Israel; they are
called Zionists and Apartheid Israel and
remain guilty even after proven innocent!”

“Maybe we should not wander too far
from the issue,” soothed the Prof. “Big
Ben does have a point, although in a, shall
we say, more mature democracy, someone
would certainly have taken responsibility.
But the government did appoint the Far-
lam Commission to investigate the massa-

[

cre and to identify the guilty. As it turned out,
the police and police management in particu-
lar, were held responsible. The minister is off
the hook, for reasons not clear to me, but the
commissioner may well get fired.”

“Quite right,” approved Colin the Golfer.

“And how does Auntie Ria react?”’persist-
ed Luke the Dude. “Not me, she says, doesn’t
she? I can’t help it, nothing to do with me, she
says. Fire someone else. And you know what
upsets her most of all? Wait, here, I've got it,
my boy made me a print-out from eNCA; I'll
read it to you:

“The Marikana Commission of Inquiry
blamed the massacre on the police. Phiye-
ga’s statement comes amid media reports
that she’s digging in her heels ahead of an
inquiry into her fitness to hold office. She’s
said to be particularly aggrieved because
she’d only been in her post for two months
at the time of the massacre.”

“I think she has a point,” said Big Ben.
“How much can she learn in two months?”

“Now that’s just it,” exasperated Luke the
Dude. “Commissioner of Police is a very re-
sponsible job. You should only be appointed
to it after you have already proven, repeated-
ly and over time, that you can do it. Already.
From the first day. On-the-job training is
for apprentices and waiters. Not for people

ON THE CONTRARY
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earning multi-million-rand salaries to take
life-and-death decisions. How does her head
work? Why does she think she deserves a job
she cannot do?”

The silence was broken by the Prof, “The
Nats helped Afrikaners by giving them jobs
as stokers and wheel-tappers. Those who
excelled, advanced. Our present masters ap-
point their cronies, cadres and comrades to
the top jobs in the country. And now they are
forcing business to do the same. The results
will be the same. Lights out.”

The chill was creeping in. Outside an evil
winter’s wind was about, deceitfully usurping
every niche of the land.

E-mail: noag@maxitec.co.za

Green predictions have
cried wolf too often

NYONE alive and literate in the
A1960s — and who were sober at the

time — can recall scientists’ earlier
warnings of imminent doom before glob-
al warming became the daddy of them all.
Those born later will not know them. They
are lost in the storm of warnings about
climate change.

The only difference since those early
days is that the new High Priests of the
Green Movement now tell humans they
are responsible and must mend their
wicked ways.

All these predictions of doom have had
one thing in common. They have all been
proved wrong except one — global warming.
But this is a threat so far in the future that
it cannot be tested.

All we can do about climate change so
we are told is to throw money at the prob-
lem and destroy an economic system that
has pulled millions out of poverty. That is
why the world’s private sector should not
ignore the climate warming allegations of
the Green Movement. At its extremes, and
some would say at its heart, it is profound-
ly anti-business. That millions will starve if
economic growth is stifled is not considered

by the economi-
cally illiterate.

Here is a list of
Earth-doom pre-
dictions. Have
they stood the
test of time?

In the 1960s,
scientists predict-
ed anew Ice Age.
We all know they
changed their
minds when it
did not happen.

Australia’s Great Barrier Reef was going
to be a sterile desert in 1999. It was not. It
is still there. Fish cannot read.

Britain would never see snow again was
predicted by scientists in 2000. In the first
decade of the 21* century, it had so much
snow one winter that usually snow-free
London was half a meter deep in the stuff.

In 2001, Indians would be starv-
ing because of a change in the climate.
Drought-tolerant wheat, and nothing un-
usual in the weather, sank this prediction.
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