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Eskom Crisis -
Disaster or
opportunity?

CBN speaks to the Cape
Business leaders on the
Eskom issue.

Redefine grows
WC portfolio by
R4.1bn

Redefine Properties an-
nounced the acquisition of
the Leaf Property portfolio.

®

Saldanha Bay oil and
gas to be built by

TNPA has announced that
it is looking for investors to
develop the oil and gas fa-
cility in Saldanha by 2018.

2018

D

Jingling tills for local retailers
(and some ring changes in the boardroom too)

estern Cape-based retail sector
stalwarts appear to have trad-
ed cheerily through the festive

season — despite initial worries that the
hard-pressed consumer would shop less
enthusiastically over the Christmas period.

Perhaps most heartening is that the two
‘big league’ fashion retailers — The Fos-
chini Group and Truworths International
(see box for both companies’ latest acqui-
sitions) — traded rather smartly.

For the trading period covering the
26 weeks to end December 28 last year
Truworths confirmed a 5,2% increase
in sales to R6,2bn compared with the
same period in 2013.

Breaking down the sales numbers fur-
ther, Truworths disclosed that credit sales
grew a brisk 5,4% and cash sales increased
4,7%.

It’'s worth remembering that credit
sales comprise over 70% of Truworths’
retail sales. For the period under review
Truworths directors noted that prod-
uct inflation averaged 5,8% and trading
space increased by 6,9% relative to the
prior corresponding period. Like-for-like
retail sales declined by 0,8%.

Foschini — headquartered in unfashion-
able Parow — said Christmas trading was
above expectation with group sales growth
for December (30 November 2014 to 27
December 2014) of 12,5% and same store
growth of 7,3%.

Foschini directors noted growth in the
various merchandise categories — the core
clothing hub up 13,2% (7,5% on same

store basis); homewares 13,3% (same
store: 8,9%); cosmetics 11,2% (same
store: 7,4%); jewellery 4,4% (same store
0,5%) and cellphones 18,6% (same store
14,5%.) Foschini also reported promising
sales for the nine months to 27 December
2014 increased by 10,5% with same store
sales growth of 5,1%.

The clothing segment grew nearly 10%
with homewares and cosmetics up 13%
and 10% respectively. Jewellery was rela-
tively sluggish at just under 5%, but cell
phone sales rung up an impressive 22%
increase over the nine-month period. Mer-
chandise price increases for Foschini came
in slightly higher than Truworths - averag-
ing 6,5%.

Foschini seems fairly confident of a
strong finish to its financial year with di-
rectors adding that sales post the Christ-
mas period had been strong across all
merchandise categories with group sales
increasing by 16,2% and same store growth
of around 11%.

Foshini’s performance is commend-
able, especially since the apparel divi-
sion of the JSE’s top fashion retailing
stock Mr Price, which managed a simi-
lar sales growth (16,1% and 11,1% on a
comparable stores basis.)

The performance of the local fashion
retailers will, of course, intensify the fo-
cus on struggling Salt River-based fashion
retailer, Rex Trueform, which owns the 50
strong Queenspark chain.

Rextru’s trading statement covering the
six months to end December should be

published by the middle of this month,
and will hopefully show that Queenspark
is again trading in the black.

In the meantime a new director — well-
known stockbroker Humphrey Borkum
— was appointed as an independent non-
executive director. Borkum’s appointment
was triggered by the resignation of Mal-
colm Segal only days after a stormy Annual
General Meeting where Rextru directors
clashed with certain shareholders unhappy
at the company’s performance in recent
years.

Shifting away from fashion retailing,
Woolworths — which offers a mix of cloth-
ing, homewares mixed with upper end
grocery ranges — reported group sales up
55% for the first 26 weeks of its 2015 fi-
nancial year. Although the growth will
raise eyebrows, it must be pointed out
that the jump in sales relates to the re-
cent acquisition of Australian department
store, David Jones. If the contribution
from David Jones is stripped out then
Woolworths’ sales were up 12,5%.

The company’s directors said food
sales increased by 14% with a price
movement of 9,5%.

They said sales in comparable stores grew
by 8,2% with retail space (including stores
in the rest of Africa) increasing by almost
11%. Directors pointed out that clothing
sales in South Africa increased by 9,4%
and by 3,4% in comparable stores — which

Continued on P2

Christmas
shopping

CAPE-BASED fashion retail-
ers Foschini and Truworths man-
aged to squeeze in some inter-
esting Christmas shopping of
their own. Foschini was the big
spender, forking out R4,35bn
to acquire 85% of Poppy Hold-
co, which trades as UK-based
fashion retailing and design
concept Phase Eight.

Phase Eight has 107 stores
and 203 concessions throughout
the UK, as well as 15 stores and
113 concessions in 16 interna-
tional markets (including Ger-
many, Switzerland, Sweden, the
Netherlands, the Middle East,
Hong Kong, Singapore, Malaysia
and Australia.)

Foschini directors believe the
deal offers an opportunity to
take certain Foschini brands out-
side Africa using Phase Eight’s
expansion methodology.

Truworths was a tad more frugal
in its Christmas shopping, snap-
ping up the well-known Naartjie
Kidswear business for an undis-
closed sum. Naartjie was founded
in Cape Town in 1989, its popular
brand characterised by bright, co-
lourful, ‘kid-friendly’ designs. The
company retails through a chain
of 26 stores in shopping centres
throughout SA.

Truworths CEO Michael Mark
said Naartjie would add scale
to Truworths’ kidswear offer-
ing — reminding that this seg-
ment had already been enhanced
by the proposed acquisition of
another Cape Town-based Kkids
clothing niche, Earthchild.

“I believe Naartjie has excel-
lent growth potential after an
initial consolidation phase and
will reinforce our growth pros-
pects in the kidswear market.
Earthchild and Naartjie to-
gether with our highly successful
L.TD Kids range enhance the
Truworths children’s emporium
brand appeal.”
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Growing the red vine?

ARE Chinese investors
fast cultivating a strong
taste for the Western
Cape wine lands?

In December Chinese
technology entrepreneur
William Wu uncorked a
deal that saw him taking a
controlling 51% stake in
the iconic Swartland Win-
ery in Malmesbury. Wine
industry experts believe
further investments by
Chinese entities in estab-
lished farms are almost
certainly on the cards.
There is a contention
that SA wine farms of-
fer great value compared
with similar operations
in France, Australia and

New Zealand.
The Wu deal is no
boutique wine farm

purchase. The 67-year-
old Swartland Winery
crushes 25,000 tons of
grapes annually, supply-
ing a diverse selection of
packaged and bulk wine
to local and international

clients. Wu - who has
operated in SA since the
early eighties - has clearly
developed a taste for the
local wine business, and
has previously invested
(on a smaller scale)
in Paarl-based winery
Veenwouden.

The value of Wu’s in-
vestment in Swartland
Winerywas not disclosed,
but the businessman’s in-
volvement seems to have
strong support, with the
majority of Swartland
Winery’s 70 shareholder

members voting in fa-
vour of the transaction.
In a press statement Wu
said his decision to invest
in Swartland Winery was
driven by the fact that he
already had a market for
the product.

“The market is in
China where I have a
ready demand for the
quality and volume of
wine Swartland pro-
duces. Swartland Winery
is a great investment.
It has access to good,
well-farmed grapes and

is one of the few South
African wineries of this
size where the majority
of grapes planted are red
varieties — in which the
Chinese market is most
interested.”

Wu added that Swart-
land Winery’s infrastruc-
ture - including bot-
tling, warehousing and
distribution - offered
total control of supply
and a one-stop shop
for exporting to the Far
East, as well as continu-
ing to service global and
local markets.

“Due to recent de-
velopments, which has
led to the wine world’s
overwhelming  interest
in the Swartland region,
the marketing oppor-
tunities for this winery
in the developing Asian
markets are limitless and
we will most definitely
tap into the excitement
surrounding this region,
which some internation-

al wine critics are calling
the most exciting wine
region in the world.”

Wu will serve as
chairman of Swart-
land  Winery, and
be directly involved in
the operations.

Outgoing  chairman
Frans Maritz reckoned
the deal heralded a
new chapter in the his-
tory of the Swartland
wine region.

“The investment will
allow Swartland to unlock
value for our member-
farmers with new markets
in China, which comes at
a time when the Swart-
land brand is also making
inroads in the European
and African market.”

He believed the new
Chinese partner and his
associates in Chinawould
rejuvenate the Swartland
brand and gear the wine
business for exciting new
markets and a different
business ethos.

Jingling tills for local retailers

(and some ring changes in the boardroom too)

is less than Foschini by
more than Truworths.
The retail space for
Woolworths’ clothing
offering grew by al-
most 6%.

Moving to the super-
markets, SA’s largest
grocery retailer Shop-
rite increased turnover
by about 12,5% from
R51,1bn to R57,5bn in
the six months to end
December.  Shoprite
directors revealed that
growth on a like-for-
like basis was 5,1%.

The South African
supermarket ~ opera-
tion increased sales

Continued from p1

by 12,0% with inter-
nal food inflation av-
eraging only 52%
(compared with the
estimated official food
inflation figure of 8,4%
during the period.) The
directors said the su-
permarket  operation
benefited from strong
sales in December —
which were 13% higher
than in the sales figure
reported in 2013.
Interestingly, Shop-
rite’s furniture division
experienced a buoy-
ant December, during
which sales jumped
12,2% on the back of

Please contact us for more
Information, video DVD or
test runs on your products

Short Mixing Time

In many cases, as low as 10

seconds and an average mixing

fime of less than 1 minute

Small or Large Bafches

Mixers are manufactured in 14
sizes from 7 litre to 7000 litre
batch capacity. Batch levels

from 30% to 100% of nominal

Versatile For Liquid Addition

Small or large amounts of liquids with
high or low viscosity can be added to

powders, granules or pellets

GRAMEC-FORBERG MIXER

THE TWIN SHAFT MIXER WITH WEIGHTLESS ZONE GIVES YOU:

Complete Homogeneity
High precision blending with a
coefficient of variation regularly
below 5%

Electricity Savings

Up to 60% saving because of low
power input and extremely short

mixing times

Gentle Product Handling

It even mixes breakfast
cereals without breakage

GRAMEC (Pty) Ltd  Po. Box 89380, Lyndhurst, 2106.

7 Brighton Road, Bramley View Ext.6, Johannesburg, South Africa.
T:++27 11882 1914, E++27 86 615 1547, http://www.gramec.com
E: gramec@gramec.com or torb@gramec.com

a strong performance
from the OK Furniture
brand. A point of com-
parison for Shoprite’s
performance is not
readily available. Cape
Town-based Pick n Pay
does not issue a trad-
ing statement coincid-
ing with the Christmas
sales period as it has
a February financial
year end, which means
a trading update is
probably only likely
in early April.

The Woodstock-
based Clicks Group
increased sales by
around 14% to R8,2bn
in the 20 weeks to 18
January this year. Di-
rectors said the Clicks
chain grew turnover
by 10,3%, driven by
a well planned pro-
motional programme
that appealed to value
CONSCiOuS Consumers.
They indicated that
Clicks showed real vol-
ume growth of 3,6% as
sales growing almost
8% with selling price
inflation of 4%.

Musica increased
sales by 2% with same
stores sales growth of
1%, while The Body
Shop grew sales by
nearly 11% and in
comparable stores by
9%. Total retail sales -
including Clicks, The
Body Shop and Musica,
increased by almost
10% and by 7% on a
comparable store basis.

Clicks CE David
Kneale said customer
behaviour continued to
reflect a shift to shop-
ping later in the festive
season with the group
experiencing  record
trading in the three
days before Christmas.

“We have also con-
tinued to see buoy-
ant trading in the
period after Christ-
mas and into the new

year, again driven by
promotions activity.”
Despite this sound
trading statement CBN
was a tad surprised to
note that Keith War-
burton has opted to
step down as an ex-
ecutive director of the
company and as chief
operating officer of the
Clicks brand after just
two years at the helm.
The decision, in CBN’s
mind, is rather sudden,
noting that Warburton
was up for re-election

at the Clicks AGM held
on January 16.
Kneale said that

since Warburton’s re-
turn to the group in
2013, he had achieved
the objectives set to
reposition the Clicks
brand for growth. This
entailed improving
the value offering, ex-
panding the stores and
pharmacy  footprint,
improving the contri-
bution of private label,
growing our customer
loyalty and stemming
the labour turnover in
our pharmacies.
“Keith’s strong fi-
nancial acumen and
in-depth knowledge of
the group enabled him
to focus on further im-
proving our business
processes and reducing
the brand’s cost base.”
Vikesh Ramsunder,
the current manag-
ing director of Clicks
pharmaceutical subsid-
iary UPD, will succeed
Warburton as the chief
operating officer of the
Clicks brand with effect
from April this year.
Kneale said Ramsun-
der had grown the
UPD bulk distribution
business into a signifi-
cant player in the mar-
ket, while maintaining
the company’s market
leadership in pharma-
ceutical wholesaling.
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Four myths of modern sales management software

Written by Duaan Dekker, Marketing Manager at Field Office, known for its sales management system, Honeybee.

AS often happens when
big changes occur, mis-
conceptions and myths
can prevail. Allow me
the opportunity to dispel
a few which have crept
into the field of sales
management.

Software applications
have become a ubiqui-
tous part of our daily
lives. Not only do we use
them for activities as di-
verse as playing games,
controlling our comput-
ers, and taking funny
pictures, but we also use
them to help manage
our businesses. Apps
have become such an
everyday part of normal
business activity, that
they are now a necessity
to remain competitive
in the modern busi-
ness environment. Yet,
there are still those wary
of technology and the
benefits that an excel-
lent sales management
system has to offers. So
let’s have a look at the
top four misconcep-
tions standing between
you and the next level of
conducting business.

Myth #1:
The new technology is
too complex to master

Many people have be-
come sceptical of tech-
nology, afraid of com-
plex new features that
are difficult to learn
and impossible to mas-
ter. There is a marked
resistance to adopting
new technology in the
workplace for fear of the
massive challenge that
such an undertaking will
imply, and to avoid com-
plexity at all costs.

The fact is, however,
that sales management
systems such as Field
Office’s Honeybee is
designed to be very
simple to use. Modern
sales software also uses
standard user interfaces,
which means that if you
can effectively use What-
sapp, Skype or Dropbox,
then mastering the new
sales app should not be
too difficult at alll Mod-
ern sales management
software can actually be
easier to use than a pen
and paper, when masses
of details that need to be
filled in.

Myth #2:
It will be like having a
policeman on my device

One of the major bar-
riers to using apps is
the fear of having pri-
vacy compromised.

Some sales forces do
not want to be tracked
and prefer to be left
alone completely while
they’re out in the field,
sometimes feeling that
their freedom is being
limited, and that they
are being policed. This
fear is understandable
and also encouraged by
“time tracking” apps,
specifically designed to
monitor sales forces in
minute detail, portray-
ing managers as hawks
ready to strike if the

smallest deviation is
made from a route.
The reality of the mat-

ter is that a new sales
management system will
not change the personal-
ity or management style
of a sales manager, and
although GPS location
tracking is a necessary
part of sales manage-
ment systems (to simpli-
fy time and attendance
reporting and to plot
routes to customers,)
it is far more benefi-
cial to sales forces than
not having it. The key
is to take a bird’s eye
perspective, and while
the GPS functionality
is only a tiny fraction of
an effective sales man-
agement solution, it still
adds significant value

to sales forces. It stores
client locations and also
logs kilometres trav-
elled, which simplifies
a sales executive’s daily
activities by automating
a mundane function,
and being able to auto-
matically navigate to ac-
curate client locations,
without having to go
through difficult search
processes. In addition,
managers now have a
valuable tool that en-
ables them to see where
their sales forces are in
real time, and there-
fore which rep should
be assigned to specific
tasks, based upon their
current location. It sim-

plifies daily time and
attendance  reporting,
and gives valuable data
to both sales forces and
managers, it is definitely
not a mobile policeman.

Myth #3:
Our systems are
working just fine

as they are

“If it isn’t broken, don’t
fix it.” Human beings
have a natural resistance
to change, coupled with
a strong fear of the un-
known. Adopting a new
system is often seen
as an insurmountable
obstacle with new and
difficult processes to

master. People also feel
that they want to deal as
little with technology as
humanly possible.
However big the fear
though, technology is
here to stay, and if you
are unwilling to change
with the environment,
you will be left behind
in the wake of progress.
Luckily, getting to the
next level is not that
difficult! Modern sales
management  systems
can be adapted to suit
individual  businesses.
These systems can also
be quickly implemented
which means with a min-
imal amount of time and
effort, your business can

be ‘upgraded’ and shift-
ed into the 21st Century.
After that, it’s business
as usual but with huge
competitive advantages
and without mountains
of paperwork.

Myth #4:
Technology eliminates
human contact

A big counter-force to
integration with tech-
nology, is the fear of
people being made re-
dundant by technology
and that their individu-
ality will be lost. People
often cite phrases simi-
lar to “we are humans,
not robots.” Although
this fear is fanned by
sci-fi movies exploiting
fears of being domi-
nated by machines, it’s
simply not true.
Technology is essen-
tially designed to make
processes simpler. A
sales management sys-
tem can never replace
your sales force, but it
can empower them to
perform better and de-
liver better results. Hu-
man contact will always
be crucial to making the
sale, but how much more
effective is your sales
force if it’s not restricted
by time-consuming and

mind-numbing  admin-
istration? Imagine how
much more productive
your sales reps would be
if they are freed from this
but empowered by in-
stant access to customer
histories and by being
able to do anything from
placing orders, quotes,
etc, while they’re on the
move and which they
can share instantly with
the client and head of-
fice. Computers cannot
build relationships, or
turn a “no” into a “yes”,
but they can do admin (a
lot of it!), and they can do
all the really nitty-gritty
work that sales forces
prefer not to.

Technology has com-
pletely changed the busi-
ness environment, and it
needs to be adopted to
remain competitive and
relevant. However, soft-
ware developers should
also be mindful of mak-
ing a product too com-
plex, and remember that
a sales management sys-
tem needs to be as simple
as possible to use in order
that the organisation may
be empowered from the
ground up. Luckily, such
solutions do exist, and
will continue to drive
growth and development
in the business landscape.
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What to expect

2000 attendees
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350 conference delegates
30+ visionary speakers
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Special offer for CBN readers!

Register online before 6 March 2015 and get 10%
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Petroleum body backs Petro.t.ex Africa

TWENTY petroleum
corporations comprise
membership of the
South African Petro-
leum Industry Asso-
ciation (SAPIA,) which
will ‘fuel’ the impetus
of this year’s Petro.t.ex
Africa event. Petro.t.ex,
a major mid- and down-
stream Exhibition and
Conference aimed at
the African petroleum
and petrochemical
industry, focuses on
promoting  products,
services and business
opportunities  within
Sub-Saharan  Africa.
Petro.t.ex Africa, which
forms part of SA Indus-
try and Technology Fair,
takes place at Gallagher
Convention Centre,
Midrand from 20-22
May 2015.

“There are few fo-
rums that focus on our
industry to the extent
that Petro.t.ex does,”
says SAPIA Execu-
tive Director Avhap-
fani Tshifularo. “This
fact made our decision
to support the event
an easy one. SAPIA
has participated in
Petro.t.ex in the past,
with great benefits to
its members through
networking opportuni-
ties, exposure to the
latest technologies,
and a favourable deal-
making environment.”

Tshifularo describes
the current state of the
oil industry as resilient,
but with a constant
need to adapt.

“Oil is a strategic as-
set and key to South
Africa’s growth; the
rapid fall of the oil price
— from over US$100 to
under US$50 per barrel
— does affect the indus-
try, but we need to be
flexible to continue to
function. The Petro.t.ex
conference will play a
major role in inform-
ing our industry about
these changes and pro-

vide a vital platform
for discussion.”

“Current chal-
lenges are changing
the way the industry
must do business. It
needs fresh ideas and
new technologies — the
Petro.t.ex  conference
facilitates this,” adds
Bette McNaughton,
the conference organ-
iser. The conference is
aimed at refinery plant
managers and petrol
station owners.

“Massive growth in
the African petroleum
sector, coupled with
volatile crude oil pric-
ing, is opening up new
opportunities and strat-
egies for stakeholders in
the market,” says John
Thomson of Exhibition
Management Services,
organisers of the event.

“This year’s Petro.t.ex
exhibition and confer-
ence provides a unique
platform to discuss fac-
tors affecting the re-
gion’s markets, connect
with potential partners
from the rest of the
continent and explore
the many opportunities
arising from current
events, all in one place
at the same time.”

One company taking
advantage of Petro.t.ex
is first-time exhibitor
Franklin Fuelling Sys-
tems Limited, a world
leading supplier of com-
plete fuelling systems.

“We decided to ex-
hibit at Petro.t.ex be-
cause it has synergy with
our allied industries,”
says Marketing Execu-
tive Natasha Pratley.
“We will be launching
our new storage tank
overfill protection de-
vice and showcase our
UPP brand of semi-

rigid electro  fusion
pipe-work systems,
submersible pump-

ing systems and fuel
management systems.”
The product range

Topics include:

The one day conference features
industry experts in a variety of fields.

* Broad-Based Black Economic
Empowerment (BBBEE)

» Health, Safety,
Environment (HSSE)

e Overall status of the liquid fuel
industry in South Africa

e Crime and hi-jacking of Tankers

* Adjustment to the economy due
to the falling oil prices

» Security of supply

* Infrastructure

Security and

includes sensors, probes
and consoles which
provide continuous
inventory  monitoring
and tank testing using
the company’s prov-
en magnetostrictive
probe technology.
Petro.t.ex showcases
new developments, pro-

trends and challenges
facing the petroleum
industry in Southern
Africa. This biennial
event provides a power-
ful networking platform
for the ‘Who’s Who’
of the downstream
petroleum industry.
The event attracts a

gates including senior
management from
leading oil companies,
refinery operators,
government repre-
sentatives, NGOs, fuel
wholesalers and retail-
ers, consultants, indus-
try associations, engi-
neers, project leaders,

jects, technologies and
innovations,

financiers and other
industry role players.

wide range of exhibi-
tors, visitors and dele-

Natasha Pratley, Marketing Executive at

market Franklin Fuelling Systems.

World class events cater for African
Petrochemical Industry
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Pumps,
Valves & Pipes

The 5th Definitive African
Petrochemical Industry
Exhibition and Conference

9th International
Trade Exhibition

Trade Fair for
suppliers to:
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Water utilities
Water extraction
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Civil & Industrial engineering
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Manufacturing
Pulp and Paper
National & local government
Agriculture & horticulture

Event Profile: Equipment and
Services associated with

The mid and downstream
sectors of the petroleum and
petrochemical industries. Attracting
visitors from Major oil companies,
refinery operators, government
departments, fuel wholesalers and
retailers, industry associations,
engineering companies,
consultancies and other relevant
organisations.

now both part of
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Afriplast Expo
e.greentec Africa

International Plastics & Rubber
Industry Exhibition

6th International Water
Technology Exhibition

Industrial Technology, Machinery
and Engineering Supplies

International Expo for Sustainable Resource
Solutions for the Energy, Water and Waste sectors
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Small Business Opportunities Showcase
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Manufacturing Technologies Expo 4th International Exhibition Process Automation Exhibition

Supported and Endorsed by the South African Petroleum Industry Association

-
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SAPId it 20
PL‘A@ Association of Steel Tube and Pipe Manufacturers of South Africa ASTPM « South African Institution of Chemical Engineers

/ SAICHE - South African Pump Cluster + Southern African Stainless Steel Development Association SASSDA - South African
Valve and Actuator Manufacturers Association SAVAMA - The Valve and Actuator Manufacturers Cluster of South Africa

About SAPIA and many more!

The South African Petroleum Industry Association (SAPIA) is the voice of the petroleum industry in South Africa. It represents the collectives interests of
its members which are AEMCOR, Afric Oil, Altivex 529 t/a Elegant Fuel, Bahlaloga Technology’s, BP Southern Africa, Brent Oil, Camel Fuels, Chevron
SA, Easigas, Energy Oil, Engen Petroleum, Gulfstream Energy, Imbizo Petroleum Traders, Khulaco, KZN Oils, Mabele Fuels, Makwande Energy Trading,
MBT Petroleum, Omphileis Trading t/a Siyanda Petroleum, Oryx Oil SA, PetroSA, Royale Energy, Sasol Oil, Shell South Africa, Total South Africa, Totalgaz
Southern Africa.

The Association plays a strategic role in addressing a range of common issues relating to the refining, distribution and marketing of petroleum products,
as well as promoting the industry’s environmental and socio-economic progress. SAPIA fulfills this role by proactively engaging with key stakeholders,
providing research information, expert advice and communicating the industry’s to government, members of the public and media.
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Solving gas cooling,
dust removal and
build-up problems

A new series of case
studies published by
Spraying Systems Co.
details how the com-
pany’s spray injectors
resolved challenging
problems for a variety of
petrochemical  proces-
sors and oil refineries.
The case studies docu-
ment how unique injec-
tor designs helped abate
ammonia, reduce build-
up in ducts, cool hot gas-
es and eliminate leaks in
a variety of applications
and enabled processors
to boost production.
Each case study is
set up in a problem/
solution format and
provides valuable in-
formation on injector
design, placement and
nozzle selection. Draw-
ings are included to
help illustrate injector
placement in the pro-
cess stream. The cases
studies are available at
WWW.Spray.com.
Spraying Systems
Co. offers a wide range
of built-to-order injec-
tors, quills and spool
pieces in accordance

with Canadian Reg-
istration Number re-
quirements and ASME
B31.1, B31.3, welding,
and boiler and pres-
sure vessel codes. The
company also offers
process-modeling ser-
vices to verify injector
performance under
specific operating con-
ditions. Computational
Fluid Dynamics, Finite
Element Methods and
Fluid = Structure In-
teraction are used to
analyze injector design
and uncover potential
problems caused by
process conditions.

In addition to manu-
facturing spray injec-
tors, Spraying Systems
Co. is specialised in
spray technology.

It has a broad prod-
uct range, ten manu-
facturing facilities and
sales offices in more
than 85 countries.
Spray nozzles, turnkey
spray systems, custom
fabrication and re-
search/testing services
comprise the 70-year-
old company’s offering.

(GQSTOR

Cullinan’s holiday
cruise

TOURISM and travel
specialist, Cullinan
Holdings — which is
headquartered in
Salt River — appears
to have enjoyed a
particularly good fi-
nancial year in 2014
despite consumer
spending coming un-

der sustained pres-
sure. Cullinan owns
some of the best

known travel and tour-
ism brands in South
Africa - including
iKapa Tours, Thomp-
son Tours, Springbok
Atlas, Hylton Ross
and Pentravel.

In his annual re-
view CEO Michael
Tollman said it was
particularly pleasing
to see that both Pen-
travel and Thompsons
Leisure Travel con-
tinue to show excel-
lent growth. He said
Pentravel continued
to increase its market
share. This seems to
justify Cullinan’s de-
cision last year to in-
crease the number of
outlets over the next
three years as well as
to focus on the online
travel space. Tollman

said this strategy was
expected to contribute
to further growth in
the years ahead — add-
ing that a minimum
of three new branch-
es were planned for
2015. He said Thomp-
sons Corporate Travel
had another suc-
cessful year with a
significant  increase
in market share.
Cullinan’s out-
bound tour operators
performed stoutly in
2014. Tollman said
Thompsons Holi-
days maintained sales
levels, but did not
achieve the same suc-
cess in growing the
business as the other
divisions had done. He
indicated, though, that
the recent roll-out of
the new reservations
system had impacted
service levels with ini-
tial teething problems.
“But this has now
largely been resolved

and we should see
a  significant  im-
provement in the

year ahead in these
service levels.”

Continued on P7
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Juicy R165m deal for Rhodes

ONLY months af-
ter listing on the JSE,
Cape Town-based
food conglomerate
Rhodes has forked

out R165m to acquire
Pacmar Proprietary.
Wellington based Pac-
mar started up in 1997,
specialising in the manu-
facture and distribution
of fruit juice products
in the local, regional
and international mar-
kets. The fruit juices are
marketed under vari-
ous, well-known, third
party brands, private
label programmes and
its own brands. It’s most
popular brands include
Wilde, Amazing, Zing
and Crystal Falls.
Rhodes directors
reckon Pacmar repre-
sents an attractive in-
vestment  opportunity
that is aligned with the
company’s current strat-
egy of expanding its
business through lateral
extensions into prod-
uct categories adjacent
to its current ranges.
Rhodes eponymous
brand covers canned
fruit and vegetables and
jams, while the com-
pany also owns Porta-
bello (cheese,) Trout
Hall (fruit,) Speckeham
(viennas,) Bull Brand
(canned meat,) Magpie
(pies,) Apex (meat) and
Hazeldene (jams.)
Importantly Rhodes
already has two fruit
plants situated in the

GENERAL
PURPOSE
STRIP
CURTAINS

Western Cape and Swa-
ziland, which produce
an extensive range of
fruit purees and juice
concentrates which is
peddled to the interna-
tional beverage industry.
Rhodes directors point-
ed out the acquisition
offered a significant op-
portunity to add further
value to these products
— adding that the com-
pany was well placed
to add value to the
Pacmar business.
Rhodes appears to
have paid a premium
price for Pacmar, at
least judging by the
most recent value and
profits attributed to the
business. The statement
outlining the terms of
the acquisition reflects
Pacmar’s total net as-
set value at the end of
its last financial year
(31 July 2014) at just
R38,6m with total op-
erating profits of R22m
garnered from revenue
flows of R369m.
Interestingly ~ Pieter
Hanekom, the executive
who previously headed
up Pioneer Foods’ Ce-
res Beverage Company,
recently joined the
Rhodes Food executive
team. Hanekom - with
13 years’ experience at
Ceres Beverage Com-
pany — will head-up
the Rhodes’ new look
juice operation.
Speaking of Ceres
Beverage Company,

HIGH

there is still no further
news of Pioneer’s recent
decision not to renew
the license agreement
to bottle Pepsi soft-
drink products. The
non-renewal was appar-
ently by mutual agree-
ment, but leaves the
question of who would
take up the bottling
services now that it has
been confirmed that the
Pepsi brand will remain
in South Africa.

Pioneer recognised a
fairly large impairment
on the Pepsi assets sug-
gesting Ceres Beverage
Company was incur-
ring a substantial loss
on these bottling op-
erations. It seems highly
unlikely that acquisitive
Rhodes will be at all in-
terested in the Pepsi bot-
tling operations. There
has been some talk that
SoftBev — the recent
amalgamation of Ep-
ping-based Bowler Met-
calf’s Quality Beverages
with a Durban-based
soft-drink bottling spe-
cialist — might be a candi-

date to take on the Pepsi
bottling function.
But SoftBev might

not want to push into
the tough cola mar-
ket, dominated by the
imposing  Coca-Cola.
Pioneer has already in-
dicated that Ceres Bev-
erage Company’s con-
trolled exit from Pepsi
should be completed
by mid-year.

IMPACT
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DOORS
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Paving with CAT e-book

CATERPILLAR’s e-
book versions of the
144 page ‘Guide to As-
phalt Compaction’ and
the 124 page ‘Guide
to Soil Compaction’
are now available and
can be downloaded
for free.

“These e-books take
a practical approach
to the complex top-
ics of compaction and

provide examples of
how to use their prin-
ciples to maximum
effect,” explains Jo-
han Hartman, indus-
try manager: global
paving at Barloworld
Equipment. (Barlo-
world Equipment is
the Cat dealer for
southern Africa.)
Each guide covers
the basics of compac-

tion and then dis-
cusses the science and
techniques involved.

Android calculator
app

The popular Paving
Production Calcula-
tor app is now also
available for Android
devices. (An IOS ver-
sion of the app was

previously released.)
This app helps esti-
mate trucking needs,
paving speeds, com-
paction and other fac-
tors. Other features
include the ability
to build a library of
specs from prior jobs
for later reference,
as well as e-mailing
job summaries from
your device.

Cullinan’s
holiday
cruise

Continued from P6

Cullinan’s inbound
tour operators, on the
other hand, enjoyed a
strong year — thanks to
a weaker currency and
strong demand for
Southern Africa. Toll-
man said Cullinan’s
inbound business
from China performed
above  expectations,
taking market share
and setting a founda-
tion for continued
significant growth in
2015. But he warned
that this expectation
had, however, been
severely hindered by
new South African
visa regulations for
China in October 2014
(which are perceived
by Chinese tourists
and tour operators
as unfriendly and im-
practical.) He added
that the business had
also been impacted
by Ebola — which he
hoped would be re-
solved in due course.

Encouragingly Cul-
linan’s investment in
its Cape Town-based
coaching and tour-
ing operations (as
previously  reported
by CBN) has started
to pay off. Invest-
ments included ex-
panding the coach
depot in Cape Town.

“The combina-
tion of this invest-
ment, strong demand
and the new Spring-
bok Atlas fleet has
seen excellent results
for this division for
the 2014 year.”

Overall, Tollman
looked optimistically
at the 2015 financial
year with the likeli-
hood of continued
strong demand, a
lower oil price and
a weaker exchange
rate. He reiterated
that  Cullinan re-
mained committed to
investing in its vari-
ous business units to
ensure they main-
tained their position
as market leaders in
the travel sector.

“We have approved
a robust capital ex-
penditure programme
for 2015, continu-
ing the programme
started in 2014.”

EASY CHOICE FOR

TOUGH JOBS
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For more information call Barloworld Power on 0860 838 000 or visit www.harloworldpower.com

MK

]
“" Power
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Empowering the concrete and construction business in 2015

THE World Popula-
tion Bureau estimates
that the population of
Africa will rise from
1.1 billion in 2013 to
24  billion in 2050.
‘What this means is, that
most of the continent’s
economies will have to
double in size in the next
36 years. If that is to hap-

and power, transport and
sanitation systems, will
have to double in size. In
other words Africa will
have to be built again
in a single generation.
This will require un-
thinkable amounts of ce-
ment, building materials,
construction  planning,
manpower, products and

strong economic growth
trends that will pave the
way for businesses, to
explore a number of ex-
citing commercial and
business  development
opportunities in Africa’s
construction sector.
The African Construc-
tion and Totally Con-
crete Conferences and

tate open dialogue, but
also provide a unique
opportunity for a diverse
group of professionals
and stakeholders in-
volved in the transforma-
tion and development of
the African construction,
cement and concrete in-
dustries to  network
and share knowledge,

Africa’s  construction,
cement and concrete in-
dustries that attend the
conference; and over
6,000 mid-to-senior level
executives who visit the
expo. Over 200 compa-
nies will display their
products and services in
the first ever three-storey
expo in Africa.

and sellers for the entire
cement, concrete and
construction industry val-
ue chain, which includes
African  Construction
Expo, Totally Concrete
Expo, Coatings for Af-
rica, Housing for Africa
and African Roads Evo-
lution, together all fove
conferences and expos

to Soren du Preez, 2015
Programme Director.
Over 170 speakers will
present contents in a va-
riety of formats and cov-
er topics as diverse as 3D
printing, mega-project
development, self-heal-
ing concrete, pavement
design, enterprise devel-
opment and investment

pen, then the stock of services to accomplish Expos will be returning best  practices  and “For 2015, we’re cre-  will tell the story of shap-  in infrastructure.
Africa’s  infrastructure  such a momentous task. to the Sandton Conven- the latest thinking. ating five unique experi- ing the future of Africa’s “Our stimulating
assets, including all of its ~ Therefore, infrastructure  tion Centre, between 12 The audience com- ences to culminate into cement, concrete and conference programme

construction industries
value chain,” according

residential, industrial and
commercial  buildings

investment is provid-
ing the platform for the

and 14 May 2015. These
platforms not only facili-

prises over 600 — 700 key
decision-makers ~ from

Africa’s biggest gather-
ing of qualified buyers

pushes innovation in for-
mat delivery. We have
reliably built an interac-
tive, participant-led ex-
perience leveraging ex-
pertise and experience to
create a conference that
you want to be at and
actively participate in!”
says du Preez.

The event has already
secured unprecedented
industry support from
over 75 media and as-
sociation partners (in-
cluding Master Build-
ers Association, South
African  Institute  of
Architects, Engineering
News, The Star to name
a few) and PPC, Mota-
Engil, PMSA Concrete
Equipment,  Afrisam,
Builders Warehouse,
Weza Afrika Construc-
tion and over 120 exhibi-
tors are supporting the

* CEMENT ¢ CONSTRUCTION ¢ CONCRETE ¢ HOUSING  ROADS

AFRICA.:
HUGE

opportunities in
commercial and
residential property

AFRICAN
CONSTRUCTION EXPO
'

g Africa Together
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12 - 14 May 2015 - Sandton Convention Centre

event commercially.
ECONOMIES DOUBLE IN SIZE: This is your one-stop-shop to Limited exhibition
Economies will have to double in R space and sponsorship
size in the next 36 years REBUILT: learn about the latest construction opportunities remain
Africa will have to be built again - - - - and are available on
B ol gonerat ol innovations, technologies, drivers a first come first

served basis contact
daniel.bloch@hypenica.com
for additional info.
Registration and
additional information
can be found at
wwwitotallyconcrete.coza and
¢ www.construction-week.com
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networking with 600
top decision-makers
who will be attending
as conference del-
egates, and over 6,000
key expo visitors.

e Understand the

YEAR

ASSETS DOUBLE IN SIZE:
Infrastructure assets, including
all buildings, power, transport

and sanitation systems will have

Gita Goven William Jiyana Ben Pierre Malherbe
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planning, manpower, products South Africa able you to identify

and services will be required to and evaluate market

accomplish such a momentous task opportunities across

the entire continent to

Infrastructure investment is providing the platform for the strong help you to formu-

economic growth trends that will pave the way for businesses late  and validate
to explore a number of exciting commercial and business business strategies.

development opportunities in Africa’s construction sector. e Get better insight

into the cement, con-

The African Construction and Totally Concrete ARCHITECT crete and  construc-

tion market growth

Conferences and Expos take place at Sandton Convention
Centre between 12 and 14 May 2015.

Joe Osae-Addo
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Constructs LLC
Ghana

Boni Muvevi
Chief Executive Officer
Gauteng Partnership Fund
South Africa

Daniel van der Merwe

President

Gauteng institute

of Architecture

potential in the conti-
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ness risks, including

- g 2 South Africa
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A R31m, fully-integrated
7,500k VA standby power
solution is currently be-
ing transported to the
Democratic Republic of
Congo (DRC,) follow-
ing the successful design,
assembly and testing of
the modular plant by
Johannesburg-based
Amalgamated  Power
Solutions (APS) — a an
electrical and mechani-
cal engineering solutions
company.

APS specialises in the
provision of compre-
hensive turnkey power
generation solutions for
industries across Sub-Sa-
haran Africa. The com-
pany’s flagship achieve-
ment is the completion
of the Kinsenda Copper
Mine standby power
generation solution,
which is capable of pro-
viding a reliable alterna-

tive power source in the
event of an outage within
just 20 seconds —a world-
class response time.

According to APS’
technical director, An-
drew Strombeck, this
cradle-to-grave solution
boasts unrivalled techni-
cal efficiency on a global
scale, and will enable
the mine to run its ore
processing plant at full
capacity without expe-
riencing any stoppages
whatsoever, regardless of
power outages.

“Ore processing plants
run 24 hours a day, 365
days a year. Just 30 sec-
onds of stoppage can
result in up to two days
of costly downtime. APS
has therefore provided
the client with the peace
of mind that, even in the
event of power failure, no
downtime will be experi-
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Powering African mines amidst a local energy crisis

enced, thanks to a highly
sophisticated ~ solution
that few companies in the
world are able to match,”
Strémbeck explains.
Strombeckadds  that
the Kinsenda Copper
Mine standby power gen-
eration solution is com-
prised of three fully inte-
grated 2,500kVA diesel
generator  sets(gensets)
manufactured by Cum-
mins — a manufacture,
sales and servicing of die-
sel engines and related
technology company.
“Part of our success
lies in the fact that we are
flexible with component
suppliers to ensure that
we provide turnkey solu-
tions to our clients. It is,
however, important to be
entirely aligned with cer-
tain original equipment
manufacturers (OEMs)
to ensure the highest

standards of quality, reli-
ability and effective after-
sales service, and this is
certainly the case with
Cummins,” he continues.

In addition to the
Cummins gensets, which
weigh 32 tons each, the

standby solution also
consists of three 9,000-li-
tre diesel tanks that

are being transported
in 12m-highcube con-
tainers in nine trucks,
expected to reach their
final destination in the
Katanga province of the
DRC by end-November.

Although the challenge
of unpredictable and un-
reliable power supply in
the African mining sector
is further compounded
by bureaucratic business
regulations, APS manag-
ing director Rob Pellizzer
indicates that the compa-
ny assists its customers in

overcoming these lengthy
and costly issues through
its value-added holistic
solutions offering.

“Many African coun-
tries require foreigners
who have been in the
country for more than
21 days to obtain a work
permit, which makes it
challenging for compa-
nies to enter the market
effectively. APS experts
assemble and test all
components at our Jo-
hannesburg facility, be-
fore completing relevant
paperwork to ensure
that they can reassemble
equipment onsite any-
where in Africa,” he says.

Pellizzer believes
that this service deliv-
ery excellence places
APS ahead of the com-
petition. “The backup
power generator at Kin-
senda Copper Mine will

~“ower Cr

Cummins diesel generator sets are designed to give you unequalled reliability, power quality, superior performance and efficient
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be fully operational by
January 2015. Few com-
petitors are able to boast
this combination of high-
quality solutions that are
available in quick turn-
around times, and this
bodes well for our future
business dealings.”

APS was established
in early 2013 by Strom-
beck, who boasts over 45
years of industry experi-
ence. “We are a stream-
lined operation, with a
team of 36 factory work-
ers and engineers that
undertake all compo-
nent assembly and me-
chanical engineering at
the company’s 1,600m?
under-roof facility.

Although the compa-
ny is new, many employ-
ees have vast experience
working alongside each
other in the corporate
environment. This has
enabled us to obtain such
a large contract despite
our generally small foot-
print,” he states.

APS sales manager
Kirsten Knoxis confident

that the company’s early
success looks set to con-
tinue in the foreseeable
future. “Part of our busi-
ness strategy has been
to target larger projects
such as the Kinsenda
Copper Mine. As invest-
ment in Africa continues
to become more lucra-
tive, while inconsistent
power supply remains a
real threat, APS holds
the potential for mea-
surable growth through
its comprehensive and
turnkey backup power
generation offering.”

Knox believes that po-
tential for growth extends
across NUMErous sectors,
including: mining; indus-
trial; retail, healthcare;
and food and beverage
industries. “We have
been awarded a second
high-profile mining con-
tract in Ghana, having
been selected ahead of
multinationals and global
competitors. I believe this
will serve as a catalyst
for growth across other
sectors too.”

Eskom crisis — disaster
or opportunity?

SINCE Eskom has
implemented load shed-
ding — once again, Cape
Business News met
up with some of Cape
Town’s top decision mak-
ers to discuss the impact
of load shedding, and
how businesses can pre-
vent down time.

Chris Whelan, CEO
of Accelerate Cape
Town said that various
estimates have put a
loss to the economy in
the region of R3bn, due
to this crisis.

“The truth is that Es-
kom is going backwards,”
says Peter Haylett, Chair
of Industrial Focus port-
folio, Cape Chamber of
Commerce and Industry.
“People are taking mat-
ters into their own hands
now - they cannot wait
for Eskom.”

Muneera Salie, Indus-
try analyst: Energy and
Power systems, at Frost
and Sullivan said, “Many
of the challenges that Es-
kom is facing could have
been prevented if they
had put better planning
in place in the past. This
issue is definitely going to
come under the spotlight
in the near future.”

Cape Business News
asked what potential op-
portunities can come out
of the crisis.

“Energy is referred
to as a game-changer in
the economy,” said An-
drew Boraine, CEO of
Western Cape Economic
Development  Partner-
ship. “This is not just
in relation to the nega-
tives aspects, but rather
transforming the nega-
tives into the positives
in the future.

“We need to look at
this crisis as an opportu-
nity and ask ourselves:
How do we develop
some renewable capa-
bilities and how do we

export them across Af-
rica?” said Whelan.

“In the Western Cape,
we have a number of
multi-nationals that are
based here and have
progressed around re-
newable energy research
which can bring in figures
of around R100bn to the
economy. This is a huge
sum for the country, but
it is not just about the
money — it is also about
the innovation this re-
search can bring about.”

“We've been on this
power-shortage  wagon
for a while now,” Winde
says. “Be efficient in your
power usage, make sure
you are responsible in
your usage, because it’s
not only about you, it’s
about all of us.”

“As the cost of electric-
ity goes up, you will see
companies investing in
ensuring they are more
economical within their
power supply. House-
holds are also changing
- the average man and
woman is sick and tired
of load shedding and it
will be with us for a while,
SO many are investing in
getting off the city’s pow-
er grid. Eventually every
square roof in a factory,
shop or house will be-
come a potential solar
strategy,” Winde adds.

“I would look at using
photovoltaics, hydrogen
fuel cells and gas,” Whel-
an suggested. “We have
many businesses in the
Western Cape providing
this, so let’s get distribu-
tion generation going.

“We must preserve
electricity and use it
only where necessary,”
Masina explains. “With
the energy crisis at the
moment, Eskom is do-
ing its bit, but it would
be useful if the industries
will help contribute in
saving power.”


http://www.cumminspower.com
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Protection no drag with EKD Kolibri Energy Chain

Powermite, a division of
Hudaco, says it is the offi-
cial, sole distributor of the
affordable range of qual-
ity EKD Kolibri energy
(drag) chain to Southern
African industry, and has
been for over 30 years.

Powermite was estab-
lished in the late ‘60’s with

EKD Kolibri energy (drag) chain.  the objective to serve the

local market as a ‘one
stop’ supplier of electrical
crane materials and flexi-
ble cables. Since then the
company has gone on to
become a specialist sup-
plier of a comprehensive
range of industrial and
mining cables, industri-
al and mining plugs and
sockets, cable reeling

Our combination of multi-faccled handling equipment means that Linde
machines are perfectly equipped for big jobs, small jabs and everything
in between. With our comprehensive logistical knows how, Linde has fast
become the industry symbol for superior quality, seamiess functionality
and innovation. Available to lease, rent or on hire purchase, investing in
Linde machines ensures the remarkable efficiency of each member of
our family.

For more information on Linde dealerships, products and services
contactuson Tel:+27 21 380 4600 or visit www.linde-mh.co.za

Linde Material Handling

Lintle

equipment and energy
supply systems such as
downshop lead systems,

insulated conductor
rails etc.

EKD is a Ger-
man-based company

with facilities in Germa-
ny, Bosnia and China
(through a joint venture)
and has 45 years experi-
ence in the manufacture
of energy chains.

“Powermite is an ISO
9001:2000 certified com-
pany and our portfolio
comprises only best-in-
class products. The high
quality EKD Kolibri
range seamlessly com-
plements our energy
supply systems offering,”
says Powermite Direc-
tor, Donovan Marks.
“Together with EKD we
have a combined knowl-
edge of over 50 years of
drag chain application
within industry.”

Energy chain ensures a
neat, hassle-free and cost
effective solution to mo-
bile equipment, prevent-
ing snags and premature
breakdowns. As a result
it is widely used within
many industries such as
ports, harbours and in-
dustrial and water treat-
ment plants that require
the protection of cable,
hose or hydraulic supply
on a fixed plane over a re-
quired distance at a fixed
or variable speed.

The  comprehensive
EKD energy chain range
from Powermite includes
galvanised steel, stain-
less steel and carburised
(hardened) steel as well
as a plastic range which
consists of self-extinguish-
ing, ATEX, anti-static,
steel-coated and robotic
bi-directional chain.

“Our product portfo-
lio also extends to chains
designed for ultra-long
distances,” adds Marks.
“Known as the Marathon

System, these chains use
roller sets and are capa-
ble of maintaining speeds
of up to 200m/minute.”

There are three dif-
ferent types of EKD
Kolibri available to the
African market; the one
part link or flap-open
link range, various bend-
ing radii and chain with
separate end-connectors
or each link used as an
end connector. While
EKD Kolibri ranges
from external sizes of
15mmx15mm through to
65Smmx225mm,  Marks
says that the EKD
PKK range can han-
dle external sizes up to
100mmX340mm.  He
adds that steel external
sizes start from S50mm
high x up to 1,500mm
wide. The wide range of
bending radii facilitate
larger cables.

A number of unique
design features ensure
numerous important cost
saving benefits that make
EKD Kolibri drag chain
suited for use across a
wide range of applica-
tions (robotics, materials
handling, etc.) and equip-
ment (cranes, milling and
boring machines.)

“The patented open-
ing delivers superior rigid
torsion behaviour and
handling while the flap-
open bars ensure easy
access for on-site instal-
lation of hoses or cables,”
explains Marks.

The chain can cope
long-term in tempera-
tures of between -20°C
and +100°C and is ex-
tremely wear resistant.
This extends the com-
ponents life and keeps
costs down by reducing
the need for spares. Fur-
thermore, minimal spare
parts are required for
plastic energy chains as
they are all equipped with
integrated  connectors.

Marks points out that the
chain normally requires
very little maintenance
due to the superiority of
this product.

“But we have the nec-
essary infrastructure to
carry a full range of spares
for the entire range at our
branches in Cape Town,
Durban, Witbank, Rich-
ards Bay and Rusten-
burg as well as on the
Johannesburg East Rand
and in the Carletonville

mining area.”
According to Marks,
there is  perceptible

growth at various stages
within all market sectors
that have need for drag
chain, but he points out
that customer education
in terms of product appli-
cation remains one of the
biggest challenges.

“It is vital that we rec-
ommend the best, most
optimum solution for
our customers but in
order to do so, we rely
on the information that
customers provide.”

We often find that
the information is not
sufficient for us to be
able to advise customers
correctly. For example,
a simple issue for bend-
ing radii, which is critical
in the correct selection
of the chain required,
is often forgotten. We
continue to educate our
customers through reg-
ular interaction. This is
a fundamental part of
establishing and main-
taining strong, long-term
customer relationships.”

“We have a wide Af-
rican footprint spanning
approximately 15 coun-
tries outside South Afri-
ca, including Mauritius.
Our route to market with
EKD Kolibri drag chain
is both directly to end-
users and wholesalers via
our country-wide branch
and distribution network.

PPC De Hoek extends partner-
ship with Linde Forklifts

FIVE years have passed
since the Linde H70D
were delivered to the
PPC de Hoek site and
in this time, combined
with what Linde says
is its “virtually mainte-
nance-free direct hy-
drostatic drive,” which
played a major part in
the reduction of tyre
wear, resulted in the
first tyres only being re-
placed after an impres-
sive 8,000hrs of use.

Linde Material Han-
dling says its “virtu-
ally maintenance-free

direct hydrostatic
drive” delivers seam-
less acceleration, re-

versing and precision
load handling.

“In fact, there sim-
ply isn’t a better alter-
native to Linde fork-
lifts’ unique engine
and transmission com-
bination. Others have
tried, but after 50 years
of continual improve-
ment, Linde engineers
have elevated their hy-
drostatic drive system

4 x 7-D’s that were recently delivered to PPC de
Hoek - testament to the partnership between PPC and

Linde.

(L to R) Shelldon Uys | Branch Manager:

Linde CT; Elzet van Jaarsveld | Area Sales Manager:
Linde CT; Rodney Campher | Despatch Manager:
PPC and Frank Scheun | Operations Trainer: PPC.

to a level of perfor-
mance, which puts it in
a class of its own,” says
the company.

Linde goes on to say
the cost efficiency of
Linde forklifts is also
enhanced by many fea-
tures built into every
model, including excep-

tional ergonomics that
minimise operator fa-
tigue and hence the risk
of accidental damage.

Linde is proud to be
a supplier of PPC de
Hoek and congratulate
them on receiving their
4 x H70D 396 Series
fork trucks.


http://www.krostshelving.co.za

Market blind spot for Visual

PROPERTY develop-
er Visual International,
which is in the throes of
developing the Stellen-
dale residential prop-
erty near Stellenbosch,
has seen R100m wiped
off its value since listing
on the JSE in May last
year. At listing Visual
carried a market cap-
italisation of R167m,
but this has been whit-
tled down to just R62m.

Recently  released
financial results cover-
ing the half-year to end
August showed Visual
generating revenues of

less than R1,4m and
racking up an operat-
ing loss of nearly RSm.
In the interim report
directors noted that to
date around 440 homes
had been developed
at Stellendale with a
further 63 units under
construction in a joint
venture vehicle called

Clidet. The compa-
ny said some 63 units
under development

would be acquired and
held for rental income
by Visual.

Directors remind-
ed that the original

intention was to also
acquire the other
50% shareholding in
joint venture Clidet
from My Place Trust.
But shareholder ap-
proval from the other
50% shareholder in
Clidet could not be
secured. This means
Visual will have to
continue  managing
this development for
Clidet in terms of the
existing management
agreement. Directors
reassured that going
forward most of the
property development

projects would take
place in Visual.

It seems, though,
that the Stellendale
Lifestyle Retirement
development is pro-
gressing well. Di-
rectors pointed that
when the project com-
menced 88 units of
840 units to be devel-
oped had already been
sold and contractors
had been appointed
to install the services
for construction of the
units at Northbank 1
and Northbank 2 with-
in this development.

Ibis House

— The benefits of tenanting a Green Building

Ibis House, a 4 star Green Star SA Premium-grade

HORIZON  Capital
recently completed
the construction of
Ibis House, a 4 star
Green Star SA Pre-
mium-grade commer-
cial development. Ibis
House provides green
office space for small
to medium-sized busi-
nesses interested in
realising maximum re-
turn from their rental.
Ibis House is situated
in the prestigious Estu-
aries precinct of Centu-
ry City and is currently
available to let with
flexible leasing options
ranging in size from
126m>

The development’s
green consultant, Ter-
ramanzi,  anticipates
an electricity saving of
36%, which translates
to a saving of approx-
imately R10/m?> when
compared to a tradi-
tional building of a sim-
ilar size.

The building also
boasts inspiring views,
ample natural light,

commercial development.

generous balconies
and a number of near-
by amenities to en-
hance the experience
of its occupants.
Literature on green

financial burden.

With the price of
energy on the rise,
green buildings pro-
vide more attractive
financial returns due to

There is now also an increased
pressure on businesses to make
socially responsible decisions.

building has tradition-
ally focused on the
benefits to investors,
however the real ben-
efits are realised by
the tenants occupy-
ing the greener space.
Generally,  buildings
have been designed
to  primarily satis-
fy a client’s aesthetic
and functional needs.
However, there is
now also an increased
pressure on business-
es to make socially
responsible decisions.

This shift in fo-
cus is now seen as
a  business  oppor-
tunity rather than a

decreased operational
costs. This benefit is
particularly realised in
the long term.
Tenanting a green
building also provides
a business with a com-
petitive advantage
in terms of market-
ability and branding
opportunities.
According to the
World Green Building
Council, staff costs ac-
count for approximate-
ly 90% of a business’s
operating costs. With
businesses under con-
tinuous pressure to im-
prove profitability, cou-
pled with the constant

rise of operating costs,
the most sustainable
way to achieve this is to
increase  productivity.
For this reason, Hori-
zon Capital believes it
is in the best interest
of all parties, including
both owners and ten-
ants, to ensure that a
comfortable workspace
is provided and that this
space translates direct-
ly to the wellbeing of
employees and hence
productivity.  Happy
employees are a vital
component of long-
term business success.
Green buildings have
proven to increase the
productivity of staff in
a number of ways. The
indoor air quality, ther-
mal comfort and scenic
views at Ibis House en-
courage occupant well-
being and stimulate
productivity. Knowing
the impact of staff well-
being on a business’s
bottom line, the pri-
mary focus when de-
signing Ibis House was
to create an inspiring
work environment.
Horizon Capital is a
boutique commercial
property  investment,
development and asset
management  house,
based in Cape Town.
Horizon Capital offers
its clients a complete,
integrated and person-
alised service including
acquisition, raising fi-
nance, refurbishment,
letting, management,
accounting and dispos-
al. Our objective is to
maximize value for our
clients in every transac-
tion and to achieve re-
turns in excess of those
achieved by the listed
property funds.
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Tower in the sun while Trematon gears up

CAPE TOWN-based
property groups started
the year with a bang,
with Tower Property
Group continued its
acquisition spree by
buying up chunks of
the well-known south-
ern suburbs commer-
cial node, Sanclare
in Claremont.

Last month Tower
confirmed it had paid
R193m for the prop-
erty letting enterprise,
comprising sections 1,
2,3,4,7,8, 9 and 10
of the Sanclare Office
Block. The Sunclare
Office Block has a di-
verse mix of tenants
and has traditionally
enjoyed extremely low
vacancy levels since it
was launched in the
nineties. Tower direc-
tors said the acquisi-
tion would provide a
solid office building
in one of Cape Town’s
premier office nodes
where vacancies are
currently below 1%.
They stressed the ac-
quisition would also

be yield-enhancing
for Tower.
The secller, HBW,

has also agreed to a

Club Mykonos Langebaan

guarantee that indem-
nifies Tower against
any shortfall in actual
rental income for 24
months after the trans-
fer date. Sanclare, on
paper, looks a tidy deal.
The property boasts
a rentable area of al-
most  16,000m?> with
a weighted average
rental of R105/m?2.

The Sanclare acqui-
sition follows Tower’s
acquisitions last year
of the De Ville Shop-
ping Centre (Dur-
banville) for R226m
and 19 Section Street,
an industrial proper-
ty in Paarden Eiland,
for R22m.

Tower’s flagship prop-
erty is the Cape Quarter
in Green Point, which
the company recently
reported is fully let.

Meanwhile  Trem-
aton Capital Invest-
ments looks like it is
gearing up for a busy
year. In December
the company — which
owns Club Mykonos
Langebaan and sever-
al other Cape-based
property ventures —
raised R120m by is-
suing new shares to a

handful of existing and
new investors.

Trematon executive
director Allan Groll
said the shares issue
represented an oppor-
tunity to raise equity
capital to capitalise on
a substantial pipeline
of investments in all
the main areas of op-
eration - commercial
property,  residential
property, leisure prop-
erty (mainly at Club
Mykonos) and special
investment  opportu-
nities for investment
in both listed and
unlisted companies.

He said Trematon’s
current level of avail-
able cash resources
was not sufficient to
capitalise on all of
these opportunities
without a  substan-
tial increase in the
level of gearing.

Groll stressed the
amount of cash to be
raised would be more
than sufficient to fund
Trematon’s existing in-
vestment pipeline over
the next 12-18 months
without taking on ex-
cessive levels of debt.

Watch this space!



http://www.horizoncapital.co.za
http://www.cbn.co.za
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Major new developments reaffirm City Centre’s relevance

OVER the past few
years Cape Town’s cen-
tral city has attracted
huge investment with
numerous major new
developments, reno-
vations and additions
completed, says Selwyn
Sharon, commercial
broker for Pam Gold-
ing Properties in the
Cape Peninsula.
“Further new com-
mercial and mixed-use
developments planned
for initiation in 2015
are a positive re-en-
forcement of the city’s
vibrant business district,
which has successfully
evolved over the past
decade to incorporate a
strong ‘live, work, play’
ethos and in so doing,
attract a burgeoning
and complementary
residential component.
He says in the com-
mercial property mar-
ket, where ever-increas-
ing operating (utilities)
and rental costs impact
on tenants and land-
lords, the majority of of-
fice layouts now favour
an open plan environ-
ment with boardrooms
or small meeting rooms
utilised to meet clients
and a strong focus on
kitchen and staff rec-
reational areas — with
some offices even in-
stalling showers for
cyclists and runners.
“Security of premises
and parking facilities
also plays an important
role, particularly as us-
ers in the IT industry,
designers, marketing
and creative businesses

need to cater for being
open longer hours.”

Last year (2014) saw
considerable progress in
projects undertaken and
completed. Notable new
commercial properties —
comprising office space
with ground floor retail
such as restaurants and
coffee bars, include
the new landmark sky-
scraper, Portside, which
is almost fully occupied
by Old Mutual and First
National Bank as well
as subsidiaries such as
Wesbank, and some
smaller tenants.

The new 22 Bree
Street, anchored by
Bowman Gilfillan, is
almost fully tenanted,
while the top end of
Bree Street has become
extremely popular, with
landlords receiving fre-
quent requests for res-
taurant, retail and office
spaces. A small owner-
occupied property in
this same street has
been modernised with
new finishes and park-
ing added, making it
impactful and instantly
recognisable. A major
renovation is under way
and nearing completion
at 130 Strand Street - to
accommodate a college.

Touchstone House,
near Portside, where
commercial, namely
office and ground

floor retail units, have
been sold via sec-
tional title, is also well
under construction.

On Foreshore, a new
parking garage has been
added to the Standard

The Hudson Building in the trendy De Waterkant area.

Bank building, enabling
it to offer tenants a rea-
sonable parking ratio,
while Roggebaai Place,
situated behind SARS
and comprising a gross
lettable area (GLA) of
12,500, has just been
completed with some
space still available.
In addition, an eight-
storey office block at 19
Louis Gradner Street
has been refurbished
and now incorporates
on-site, secure parking.

In the trendy De
Waterkant area, in the
sought after Hudson
building, where Sha-
ron has concluded 90%
of the leases, a new
triple-storey loft has
been added. Available
to let at a rental rate
of R185/m?, this mod-
ern unit of 420m? has
high end finishes and a
large terrace. Opposite

The Hudson, the newly
completed, mainly
residential mixed-use
development, The Mi-
rage, incorporates a re-
tail component with a
boutique hotel planned.

“On the fringe of the
central city, on Somerset
Road in Green Point,
new residential devel-
opments have trans-
formed the area, where
any small building is
being sold, demolished
and sectional-titled into
predominantly residen-
tial units. A new devel-
opment, 22 Somerset
Road, is now complete
with tenants moving
into this small, modern
building with two strik-
ing, glass facades. Also
on the fringe, the Kloof
Street area remains
very popular among
restaurateurs and small
businesses, however

very few new buildings
are constructed due to
heritage issues, high ac-
quisition costs and the
absence of large prop-
erties to redevelop.”
Sharon says Sea Point
is also being upgraded
at a rapid pace. The
refurbished ‘Galleria’
which is now renamed
‘The Point’ is an excit-
ing new development
with multi-tier retail
and P-Grade offices.
The building is almost
fully tenanted and of-
fers generous, secure
parking for both ten-
ants and customers.
An apartment building
is being built on the
corner of Main and
Glen Roads, where a
McDonald’s outlet has
already opened.
“Other major proj-
ects are currently under
construction in the city

centre and immediate
vicinity, with special at-
tention given to parking
ratios, green or energy
saving technology, P-
Grade modern finishes
and the latest office
design, with emphasis
open plan and maxi-
mising spaces. In this
upper end — P-Grade
buildings, office rentals
in De Waterkant and
new city office devel-
opments are approach-
ing the R200/m? mark.
However, compared
to other city centres in
cities in Europe or the
USA, this is still ex-
tremely inexpensive.”
This year a large
city block, bounded by
Strand, Buitengracht,
Bree and Castle Streets,
is to be demolished —
with heritage proper-
ties being retained, and
with a new twin-tower
hotel development
comprising two hotels
to be constructed. A
further Strand Street
development, also en-
compassing a city block
on Rose, Strand and
Chiappini Streets, is
planned, which will al-
low for the older, in-
dustrial type buildings
to be demolished, exist-
ing heritage sites to be
completely restored and
new retail and office
accommodation to be
developed. Just off Ro-
eland Street new prem-
ises for eTV are well
under construction.
The Netcare Chris-
tiaan Barnard Hospital
is making good progress

and when completed
will be an impressive,
high-technology pri-
vate hospital of note.
Earthworks for expan-
sion of Cape Town In-
ternational Convention
Centre have begun,
with the increase in
space set to yield con-
siderable spin-offs and
rewards for Cape Town
and surrounds.

Sharon adds that the
site opposite Portside,
spanning Bree, Loop
and old Hans Strydom
Roads is undergoing
planning and could
be developed during
2015, while a new de-
velopment on Erf 156
in Roggebaai will leave
no open sites vacant on
Foreshore. “Planned to
commence in March
this year, this will be
sold via sectional title
with demand antici-
pated from Cape Town
buyers as the city centre
has very little saleable
office accommodation.

“In Sea Point, several
new developments — to
date mostly offices, are
planned along Main
and Regent Roads,
which demonstrates
that developers see
great future potential
in the area. In the V&A
Waterfront, the newly
constructed Watershed,
Allan Gray building
and the new converted
Silo’s will be notable
additions to Cape
Town. A new residen-
tial complex, with units
available to rent, is also
almost complete.”

De La Porte awarded management
contract for Blackheath Park

DE LA PORTE
Property Group has
been awarded the
management con-
tract for Blackheath
Park in Blackheath,
Cape Town.

“This industrial
park has a bulk of
over 30,000m? and
the awarding of the
management contract
to De La Porte Prop-
erty Group proves our

* Property Management

Freehold Properties
Sectional Title Schemes
Property Owners Associations

+ Sales & Leasing

Warehouses
Factories
Offices

Business Parks

strategy of concen-
trating primarily on
private landlords and
unlisted property funds
requiring a more flex-
ible and personalised

service is  bearing
fruit,” says director
Jonty de la Porte.

Recently the group
also was awarded the
management contract
for a 10,000m? state-of-
the-art warehousing fa-
cility in Epping.

DLP has the infra-
structure and resources
to provide a profession-
al and expert service to
clients, and the sales
and leasing division
provides the company
with the necessary mar-
ket intelligence in re-
spect of vacancy rates,
market rentals and
escalation rates.

Blackheath Park
consists of warehouses,
factories, = workshops
and a few office units.
It is one of the only
industrial parks in the
area to offer 24-hour
security with guards
and access control. This

is a major attraction
for tenants.

Located on Range
Road, Blackheath Park
is within walking dis-
tance of the train sta-
tion and a taxi rank,

heath is a good place
to locate a business. It
is particularly suited
to transport, logistics
and warehousing com-
panies, because most
of the commercial and

of Cape Town’s north-
ern industrial areas.
It has become more
sought after by ten-
ants and commercial
and industrial prop-
erty investors because

De La Porte Property has the infrastructure
and resources to provide a professional and
expert service to clients

making it very conve-
nient for staff who rely
on public transport.
“Tenants are becom-
ing aware that Black-

industrial areas in the
Cape Peninsula are easy
to access from here,”
continues de la Porte.
The area forms part

the residential, com-
mercial and industrial
development and eco-
nomic activity in the
greater Cape Town

metropolis is rapidly
moving northwards.

Also, Blackheath is
near to Stellenbosch,
Paarl and the agricul-
tural businesses sur-
rounding them. Locat-
ed on the Stellenbosch
arterial road — other-
wise known as the M12
— it is well positioned
within the regional and
national road network.
This road links Black-
heath to the R300,
the N1 highway and
Cape Town Interna-
tional Airport. Both
the M12 and the R300
give easy access to the
N2 highway, the South-
ern Suburbs and the
north-western areas
of Montague Gardens
and Killarney Gardens,
while the R102 gives di-
rect access to Somerset
West and Strand.

De La Porte Property
Group provides proper-
ty management services
for freehold properties,
sectional title schemes
and property own-
ers’ associations in the
Western Cape.


http://www.delaporte.co.za
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Redefine grows Western Cape
portfolio by R4.1bn

REDEFINE Proper-
ties announced the
acquisition of the Leaf
Capital portfolio of
properties for R4.1bn
equating to an initial
income yield of 8%,
substantially enhanc-
ing Redefine’s of-
fice portfolio in the
Western Cape.

Marc Wainer, Ex-
ecutive Chairman of
Redefine  Properties
comments, “Acquiring
this trophy portfolio is
a strategic triumph for
Redefine. It is under-
pinned by high-quality
income streams from
its large, excellently lo-
cated, premium grade
office precinct assets.

“The transaction
includes a number of
significant ~ properties
such as Black River
Park and the Wembly
Square Development.
These assets change
the face of our Western
Cape portfolio, which
will now include the
top 5% of quality office
blocks in Cape Town.”

“Acquiring this
trophy portfolio
1s a strategic
triumph for
Redefine.

In Gauteng, the ac-
quired assets include
Bryanston properties
Silver Stream Busi-
ness Park, Silver Point
Office Park, Crawford
House and Hampton
Park. It also compris-
es Clearwater Office
Park in Stubens Valley
and Centurion Gate
in Centurion.

Leaf Capital is an
unlisted company with
nine substantial prop-
erty assets in Gauteng
and the Western Cape.
The properties are
well-located in major
metropoles and benefit
from strong lease cov-
enants and quality ten-
ants, such as Amazon,
Medscheme, Kumba
Iron Ore, Dimension
Data, and the Green
Building Council of SA.

The portfolio is un-
derpinned by strong
lease covenants with
37% of the portfolio
expiring in more than
five years. The fund has
maintained a tenant
retention ratio of 82%
(94% excluding build-
ings earmarked for
refurbishment) as well
as delivering growth
in lease renewals of
1.51% at a weighted
average escalation rate
of 8.1%.

In addition, the port-
folio offers future ad-
ditional development
potential as it includes
developable bulk at

Black River Park,
The Boulevard, Silver
Stream Business Park
and Centurion Gate.
Redefine will pay the
purchase consideration
through assumed third
party debt of approxi-
mately R1.9bn, 80%
of the balance will be

settled through a place-
ment of shares and
20% funded from exist-
ing cash resources.
While subject to
Competition Com-
mission approval and
other conditions, the
deal is expected to take
commercial effect from

1 March 2015.

Wainer notes, “This
strategic  transaction
advances our strategy
to grow a quality, di-
versified portfolio of
properties that support
sustainable and grow-
ing performance for
our investors.”
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Redefine Chairman, Marc Wainer.

NEED BETTER SPACE?

If you need less space, more space or just better
space, contact Redefine Properties today. We have the
place you need to work smarter. To view our portfolio,

go to www.redefine.co.za or call 0860DEFINE.
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A ReperFine

PROPERTIES

We’re not landlords. We're people.

CHARLIE BRAVO #419-15




A simple guide to pumping deli salads

EVERYONE enjoys a
delicious deli salad.

However, produc-
ing all the appetising
variations that line the
supermarket shelves
in the necessary vol-
umes and short de-
livery times, requires
correctly applied
pump technology.

A smooth, trouble-
free manufacturing

process is a must as
downtime can have
costly implications
both to the end prod-
uct and production.
Deli salad manufac-
turers should therefore
be sure that they are
investing in the correct
technology when look-
ing to optimise their
operations and ask the
following questions:

Now sold,
serviced
and
supported

hy
AESPUMP

SUNDYNE PUMPS & COMPRESSORS

ALSO

—
—
AESPUMP

ASSET MANAGEMENT
Member of the Aesseal Group of Companies

t+2717 6311003, f+2717 6311002
www.aespump.co.za

THRUSH INDUSTRIAL - AESPUMP A/07/13/B

What type of pump
is best suited to deli
salad production?

MasoSine pumps
have been supplied to
deli salad manufac-
turers worldwide for
many years.

They have become
the de facto standard
for handling the deli-
cate ingredients used
in deli salads - prod-
ucts such as chicken,
egg and tuna - offer-
ing a low shear, gentle
pumping action.

Will a MasoSine pump
damage food solids
or dressings?

Benefiting from large
pumping chambers

and the gentle wave ac-
tion of the sinusoidal
rotor, the low shear
and gentle action of
a MasoSine Pump is
able to preserve and
maintain the integrity
of solids such as diced
vegetables, fruit, nuts,
coleslaw and eggs, as
well as bases like may-
onnaise and dressings.
Specific pump model
selection is dependent
on the maximum size
of the solids.

What about handling
different viscosities?

MasoSine pumps are
able to cope with vis-
cosities that vary by
up to 8 million centi-
poise, ensuring there

is no impact on end
product integrity and
that the packaged
product looks appeal-
ing. What’s more, the
superior viscous han-
dling of deli salads
mean these ingredients
are no problem for
MasoSine pumps.

What are the differ-
entiating features of
MasoSine pumps?

The MasoSine exclusive
single shaft and sinusoi-
dal rotor are the center-
pieces of an innovative,
simple design.

With the shaft and
rotor there is no need
for the complex timing
gears and multiple seals
found on conventional

rotary lobe pumps,
for example.
MasoSine pumps
produce powerful
suction (up to 0.85
bar,) but with with
low shear and gentle
transfer capabilities.

What are the benefits
of low shear?

The smooth, undu-
lating contour of the
unique MasoSine
pump rotor trans-
ports deli salad blends
through the pump
without product com-
pression, thus main-
taining the product’s
integrity, viscosity pro-
file, texture, coloura-
tion and value — even
at high flows.

Powerful, low shear
food pumps

Our MasoSine pumps combine virtually
no shear with powerful suction lift and
are ideal for food processing applications.

* Hygienic and pulse-free flows

* One shaft, one seal and one rotor — very low
maintenance, easily cleaned and fully ClPable

* Unique sine pump design provides minimal
product damage and higher yields

a’masosine

CAPE TOWN: Tel: + 27 21 852-3649
JOHANNESBURG: Tel: +27 11 796-2960
RUSTENBURG: Tel: + 27 14 596-6695
DURBAN: Tel: + 27 31 512-5122

wmpg.com/masosine
info@wmbpumps.co.za

The BAARS Group specialises in the marketing
and distribution of industrial valves

and allied equipment

Tel (011) 450 2230
highveld@baars.co.za

Tel (011) 450 2233
info@baars.co.za

Tel (031) 579 1347
valvecraft@baars.co.za

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

MARLOW

Is pulsation an issue
with MasoSine
technology?

The single rotor design
of MasoSine pumps
maintains constant vol-
umetric displacement
throughout the pump-
ing cycle, providing a
smooth and consistent
flow profile without
the pulsation spikes
associated typically
with rotary pumps.

How do MasoSine
pumps compare to
other PD pumps?

Other positive displace-
ment pumps, such as
piston pumps, are prone
to damaging solids,
while AODD (air oper-
ated double diaphragm)
pumps have a pumping
action that frequently
‘splits’ bases such as
mayonnaise. MasoSine
pumps offer far-im-
proved performance and
reduced costs against
pumps such as these.

Can energy bills be
reduced by using a
MasoSine pump?

Yes, MasoSine pump
use up to 50% less en-
ergy for the same flow
in comparison with
other pump types.

Are they noisy?

Noise levels are reduced
dramatically when us-
ing MasoSine pumps,
as many users can tes-
tify. In fact, superior
suction means that any
noise from cavitation is
virtually eliminated.

How quick are
MasoSine pumps?

Popular products like
deli salads need to be
manufactured in high
volumes, and due to
the nature of the ingre-
dients, shelf life is often
less than a week.

The success of Maso-
Sine pumps has come
about as a result of over
25 years of product in-
novation and develop-
ment, and food plants
will immediately see
more speed and higher
efficiency when using
this technology.

Another great feature
of MasoSine pumps
is variable flow rates,
which can be adjusted to
suit specific production
requirements.

Continued on P15
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valvecraftecape@baars.co.za

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


http://www.aespump.co.za
http://www.wmpg.com/masonine

PUMPS, VALVES & SEALS

Merger heralds arrival of reputable
new cCOompressors

THE PPI range of se-
alless  reciprocating
diaphragm compres-
sors has launched in
South  Africa. Well
known worldwide, and
with a reputation for
service and support,
the PPI  machines
become available lo-
cally through the re-
cent acquisition by
Sundyne Corporation
of Pressure Products
Industries (PPL.)

Sundyne  products
are marketed, serviced
and supported in South
Africa by AESPUMP.

PPI’s pedigree in
the manufacture of
sealless reciprocat-
ing diaphragm com-
pressors goes back 60
years, and the com-
pany’s installed base
in the refining, petro-
chemical, chemical,
LNG and semiconduc-
tor markets exceeds
3,500 machines.

Built to comply with
modified API 618
standards, PPI com-
pressors are excep-
tionally durable and
reliable, with each
unit being load tested
at the USA-based fac-
tory to ensure that it
meets stringent perfor-
mance benchmarks for
leak free performance
in the non-contami-
nating  compression
of critical gases.

PPI sealless dia-

phragm compressors
are available in single-
and multi-stage pack-
ages with displace-
ments up to 255m’/h,
pressures to 1,170bar
and up to 187kW of
power. They are ide-
al for cylinder filling,
fuel cell technology,
handling dangerous or
corrosive gases under
pressure, and trans-
fer applications that
require high purity.

In South Africa, tar-
get markets will com-
prise the petrochem-
ical, oil and gas mar-
kets, where machine
modularity will allow
customisation to the
unique needs of each
application. Crank-
case and motor size will
be determined by duty,
while instrumentation,
protective equipment,
gasket materials and
materials for O-rings
and other components
will be determined
by the details of the
customer specification.

“Users of other
makes of sealless di-
aphragm compressor
have become accus-
tomed to an expensive,
non-PPI product with
very poor after sales
service, and that is
where I see the mar-
ket gap,” commented
AESPUMP sales and
marketing director,
Neil Britz.

A simple guide to pumping
deli salads
Continued from P14

Can mobile containers
and Pallecon
containers be used?

Yes, high suction ca-
pability and no puls-
ing means that mobile
containers present no
problem for MasoSine
technology. High suc-
tion also means that
Pallecon containers can
be used.

Is it possible to
reduce
maintenance?

MasoSine pumps
are simple, fast and
economic to main-
tain thanks to their
one rotor, one shaft,
one seal concept.

They have been
designed to be fully

maintainable in the
field without the need
for skilled labour.
What’s more, parts
are fully interchange-
able between pumps,
and overhauls can
be performed inline
within minutes, bring-
ing the pump back to
‘as new’ condition.
Gone are the costly
repairs associated
with sending pumps
back to the factory
for rebuild.

What about cleaning?

MasoSine  pumps,
which offer 3A certi-
fication, provide full
CIP (clean-in-place)
ability and are com-
patible with strip-
clean regimes.

“The Sundyne PPI
machines are support-
ed by an established
service network staffed
by fully trained tech-
nicians. These com-
pressors are designed
to safely operate in
the most demand-
ing applications,”
Britz said.

Sundyne says its
PPI  sealless dia-
phragm compressors
deliver total assur-
ance of non-contam-
inating gas compres-
sion. Boasting a leak
tight mechanism that

features static seals
that don’t need to
be purged or vent-
ed, they present zero
leakage threat to the
atmosphere, provid-
ing an ideal solution
for safely handling
ultra-pure, corrosive
and volatile gases.
Additionally, a
set of metallic di-
aphragms in each
machine isolates the
process media from
the piston or piston
rings, completely
eliminating the risk of
cross contamination.
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The Series 7000 PPI compressor.
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Water pumps for Africa

The five APE split-case pumps for Roman Bay Sea Farm, South Africa.

APE Pumps designs
and manufactures
pumps and auxilia-
ry equipment, offer-
ing supply and pro-
ject management
as a turnkey service
throughout central and
southern Africa.

Founded some 60
years ago, the compa-
ny is today a subsidi-
ary of Indian multina-
tional WPIL, and in
mid-2012 became the
umbrella company,
into which project spe-
cialists PSV  Services
was folded together
with Mather+Platt af-
ter WPIL acquired all
three companies.

Main product lines
include vertical turbine
pumps, multi-stage
high-pressure  pumps,
split-casing pumps, end
suction pumps and ver-
tical sump pumps.

The majority of
APE’s orders come
from applications re-
lated to water transfer,
with the largest recent
contract, secured late
in 2013, involving the
completion of a major
engineering project
abandoned by a com-
pany based outside
Africa. This contract
was associated with
water supply to the
city of Blantyre, Mala-
wi, where the Blantyre
Water Board award-
ed APE Pumps the
EUR4,Im (=R55m)
rectifying order to
complete the upgrade
of the Walker’s Ferry
raw water and high-lift
pumping stations.

Walker’s Ferry is
located some 40km
northwest of Blan-
tyre on the Shire Riv-
er. The raw water
pumping station there
transfers water from
the river, through the
water treatment plant,

to the high-lift station
that pumps it 26km to
Chileka, where a fur-
ther pumping station
boosts the water flow
all the way to storage
tanks in Blantyre.
Chileka was itself
a separate EURG6,9m

(xR100m)  contract
that APE Pumps was
already managing.

Awarded to the com-
pany in April 2013,
work on that part of
Blantyre’s water supply
comprised the man-
ufacture, installation
and commissioning of
eight multi-stage pumps
with electric motors,
all motor controls and
associated valves, and
civil work that includ-
ed demolishing and
re-building all concrete
plinths and bases in the
pump house.

To complete the work
at Walker’s Ferry, APE
Pumps made use of
contract components
already delivered to site
by the defaulting con-
tractor, combining them
with key equipment to
be manufactured by
APE Pumps itself, and
establishing an on-site
workshop with fabrica-
tion facilities to support
the work involved.

APE has repaired
or replaced non-func-
tional valves and as-
sociated actuators;
fittings; couplings and
pipes, together with all
pump sets and related
electrical  equipment;
instrumentation;  suc-
tion and delivery pipe
work and fittings.

New high voltage de-
vices including the pow-
er feeder; transform-
er; main distribution
boards and all cable
connection and control
cabinets are being in-
stalled after manufac-
ture in India by parent

APE pumps - the pumps ot the heart of Africa

PUMPS | SERVICES | PROJECTS

Vertical indusfrial turbine pumps
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Multi-stage high pressure pumps
Split casing pumps

End suction pumps

Vertical sump pumps

API B6I0 pumps
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company WPIL.

By the time the pro-
ject is completed later
this year, all aspects
of the existing water
intake works and high-
lift pumping station
at Walker’s Ferry will
have been rehabilitat-
ed, renewed and com-

missioned to ensure
Chileka’s continued
water supply.

Being Johannes-
burg-based, APE

Pumps is naturally in-
volved with potable wa-
ter contracts in South
Africa, too. In Octo-
ber 2014, five vertical
turbine pumps were
ordered for Lekwa
Municipality by Viva
Engineering Projects,
a leading project man-
agement company with
countrywide capabili-
ties in mechanical, elec-
trical and chemical en-
gineering. Four of the
pumps were installed at
the Vaal pump station
to extract water for the
towns of Standerton
and Sakhile. The fifth
pump was ordered for
the water filter plant as
a replacement unit.
The Lekwa Munici-
pality pumps will deliv-
er improved efficien-
cies and longer useful
lives, achieved through
the use of high quality
castings and improved
machining techniques
during  manufacture.
The four APE mod-
el 250VTC480-30/1
pumps have stainless
steel impellers and ca-
pacities of 500m3h at
a 30m head, while the
APE model 18HC sin-
gle stage machine has a

capacity of 720m%h at a
10m head.

All  five  pumps
have  been  deliv-

ered to site, installed
and commissioned.

APE pumps transfer
seawater too. When a
large abalone farm near
Gansbaai, South Africa,
experienced continuous
and expensive corrosion
and abrasion in the cast
iron pumps installed to
transfer seawater to its
growing blocks, they
turned to APE Pumps
for help.

The original pumps,
supplied by another
manufacturer, were in-
stalled at Roman Bay
Sea Farm in 2009 as
part of an expansion
programme to provide
additional capacity for
abalone  production.
However, low temper-
atures and the salinity
of the seawater resulted
in rapid and continuous
pump corrosion.

As a solution to the
problem, APE Pumps
proposed five identi-
cal split-case machines
cast entirely in super
duplex stainless steel,
which is characterised
by exceptional strength
and very high resistance
to corrosion.

The pumps, each
with a duty of 1,250m’/h

(347 1/s,) were deliv-
ered to Gansbaai and
installed in May last
year to draw seawater
under negative suction
head from the sea-
water intake gully.

They have proved
more efficient than
the machines replaced,
consuming less power
while they transfer sea-
water from the ocean
into holding tanks from
where it is fed by gravity
through the farm and
then back into the sea.
This seawater accurate-
ly simulates the natural
environment  needed
by the various abalone
life cycles of breeding
and hatching, larvae
development, settling,
weaning and maturing.
Passing  continuously
through Roman Bay’s
rearing tanks, most of
it is directed to growing
blocks where the ma-
turing phase demands
millions of litres of
seawater each day.

In South Africa’s
power generation sec-
tor, APE Pumps in Au-
gust 2014 secured the
order for a new concrete
volute vertical turbine
pump to be used as the
standby unit for cool-
ing water recirculation
at Eskom’s Grootvlei
power station.

The contract, valued
at R4,2m, followed
APE’s overhaul of the
first of this power sta-
tion’s eight cooling
water recirculation
pumps as part of a
scheduled maintenance
programme.

The orders are
connected in that
the two machines,
new and refurbished,
are identical.

All eight cooling wa-
ter pumps at Grootvlei
were manufactured by
APE Pumps when this
power station was built
in the late 1960s, and
the company is tender-
ing for similar service
and repair work sched-
uled for the power sta-
tion’s sister machines.

The pumps have run
without problems for
more than 40 years.

Grootvlei’s new
single-stage con-
crete volute pump

will have a flow of
6,243 litres per second
at a head of 18,6m.
Delivery is imminent.
APFE’s vertical tur-
bine pump family can
be designed for any
type of drive, and can
be used in most indus-
trial and agricultural
applications. Materials
and assembly may be
selected from a num-
ber of standard op-
tions. Benefits of the
vertical turbine design
include lower cost civil
works, easy installation,
excellent efficiencies,
no NPSH problems,
space savings and low
maintenance costs.

Continued on P17
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International vacuum pumps and systems in Cape Town

Installation of twelve Busch Cobra NT0400 Atex rotary screw
vacuum pumps with PLC control panels.

BUSCH South Africa
can reflect on 2014 as a
year where new, bold,
strategic measures were
put in place to expand
its South African and
African market share. A
major focus was to bring
awareness to the African
market of Busch Vacu-
um Pump and System’s
globally recognised
product range.

Locally, Busch South
Africa says it’s been
very successful  with
the oil rotary vane and

claw pumps - with these
pumps being recognised
as the workhorse prod-
uct in the market. By
building on this success,
Busch will create more
awareness of its high
quality pumps in the
rest of its product range.
This includes liquid
rings, side channel blow-
ers, screw pumps as well
as its roots blowers. Be-
ing one of the only ma-
jor vacuum pump man-
ufacturer directly rep-
resented on the African

continent, Busch says
it gives South African
companies the chance
to deal with the OEM
(Original  Equipment
Manufacturer,) thus giv-
ing them direct access to
the latest market trends
and globally competitive
pricing.

Over the last few years
the Busch Cape Town
Office has installed and
commissioned central-
ized systems of Hi-tech
Atex specification ro-
tary screw pumps at a

major pharmaceutical
company in the city.
In the South African
market only liquid ring
systems have been used
for vacuum in the re-
actors  manufacturing
high-end, core pharma-
ceutical products says
Busch. With the old lig-
uid ring pumps at the
end of their service life,
Busch was approached
to suggest either the
equivalent replacement
Busch liquid ring sys-
tem or introduce an al-
ternative option more
in line with the latest
international trends.
The challenge was
that over 60 different
chemical products are
produced by the client in
batch format. Thus the
pumps need to be re-
sistant to a vast amount
of different chemicals
passing through the
units. The Busch team
also had to match the
appropriate Atex rating
for each system and the
inside of each pump had
to be coated for chem-
ical resistance with a
special Tantal coating.
While consulting with
Busch’s global medi-

cal experts it was clear
the Busch cobra screw
vacuum pumps were
the ideal solution for
this process. The screw
pumps offered advan-
tages in reduced power
consumption,  deeper
vacuum and no service
liquid requirements.

With the initial 15
Atex  Cobra  screw
pumps already installed,
the next 12 units will be
installed shortly.

The Cape Town Busch
Branch has a service de-
partment that caters for
on-site services and re-
pair of Busch and vari-
ous competitor pressure
pumps, vacuum pumps
and blowers like Beck-
er, Elmo-Rietschle, Ed-
wards, PVR, Robuschi,
Nash, etc. At the same
time loan units are avail-
able while a pump is be-
ing repaired. Requests
for centralized systems
or special applications
can also be catered for.

Busch also has a dedi-
cated Sales Engineer for
the Eastern Cape sta-
tioned in Port Elizabeth,
a branch in Durban and
its Head Office is located
in Johannesburg.

Water pumps for
Africa

Continued from P16
APE Pumps also Maniema province
supplies to mines out- approximately 225km
side South Africa. In southwest of Buka-
August 2013 the com- vu. Commercial pro-
pany completed man- duction there began

ufacture of two verti- last year.
cal turbine pumps for APE’s two verti-

return water duty at
Namoya gold mine,
Democratic Republic

of Congo.
Ordered by MDM
Engineering, these

pumps were installed
to transfer water for
re-use  within  the
mine’s gravity circuit,
a pre-leaching process
that recovers coarse
gold by making use
of its relatively high
specific gravity.  Af-
ter use, process wa-
ter passes into a large
polyurethane lined
dam for transfer by the
APE vertical turbine
pumps back to the start
of the circuit.

Namoya is a new
mine situated at the
southern end of the
Twangiza-Namoya
gold belt in the DRC’s

cal turbine pumps for
Namoya are identical
machines, each eight
metres in length from
mounting plate to suc-
tion bell, and incor-
porating a water flush
to lubricate the bear-
ings. The pumps are
designed to transfer
water at a flow rate of
100m*h and a pres-
sure of 120m. Power is
supplied by 55kW Weg
electric motors.

Namoya’s twin ma-
chines brought to 18
the number of pumps
of various design sup-
plied by APE Pumps
to MDM Engineering
since January 2012.
Competition for the
Namoya order came
from manufacturers in
China and India and
South Africa.

Smart about energy technologies
— applications — solutions

EMS Invirotel Energy
Management (Pty)
Ltd. is an integrated
smart electricity, water
metering and propriety
software company. In-
virotel provides smart
metering, monitoring
and evaluation tools
for public, private and
residential sectors. In-
virotel is a subsidiary of
Voltex (Pty) Ltd. which
is one of the largest dis-
tribution companies for
electrical products and
all associated accesso-
ries in South Africa.

The company pro-
vides a wealth of tools
for analysis, reports,
alerts and control to
both the utility and
the end-user customer.
Utilities can receive
real-time data from cir-
cuit level right up to an
entire region or coun-
try. End-user custom-
ers can now view their
consumption and bills
in real time and at all
times. Internet and all
smart mobile devices
are supported. Invi-
rotel also supplies the
Professional Develop-
ment Institute (PDEV,)
which provides en-
terprise software de-
velopment.  Invirotel
was established for
the setting up of new
standards in the Green
technology sector.

Its smart metering
solutions give both
service provider and
end-user an automat-
ed meter reading at a
rate of up to every ten
minutes. Utilities can
therefore  customize
tariff to time-of-day us-
age and also control the

load on the system and,
if needs be, remotely
cut off supply.

The real-time and
historic  consumption
data helps identify
fraud and gives tech-
nical teams unprec-
edented turn around
times on fault detec-
tion, and therefore
correction. It also au-
tomates the entire bill-

ing cycle, from record-
ing, to generating and
dispatching invoices.
The concentrator
is a Central Process-
ing Unit (CPU) for
the remote reading of
electricity and water
meters. The CPU com-
municates via Power
Line Communication
(PLC) to the electricity
meters and via Radio

Frequency (RF) to the
water meters. The con-
centrator allows two-
way  communication
access to all meters and
can have up to 400 me-
ters connected to it.
Benefits of Smart
Metering include
a two-way com-
munication system,

Continued on P19

Oil Rotary vane vacuum pump. 2.5 millian
of these vacuum pumps are in operation

throughout the world.

m Roots Blowers
m Oil Rotary Vane Pumps

m Side Channel Blowers (or Suction)

m Carbon Vane Pumps
u Screw Pumps
u Claw Pumps

Sales and service branches in Cape Town, Johannes-
burg & Durban and a Sales office in Port Elizabeth.

We offer service repairs on Busch pumps as well as any
Rietschle, Becker, Edwards, Leybold etc. products.

OPTIMISE YOUR ELECTRICITY COST with our superior POWER QUALITY systems

Establishing a Power Quality (PQ) consequence for any site is the key step in
driving reliability back into your power network; this is made easy by the power

quality solution series.

As an authorised distribution partner for Impact Energy, we provide leading edge technologies
that identify PQ related consequences; reduce losses and sustain real savings for all sectors of
power users and power suppliers.

Power Factor Correction for Stable Loads

Real-Time Dynamic Motor

Startup Solution

Real-Time Power Factor

Correction System

Elspec Power Quality Measurement and Solutions Technologies offer ideal, integrated automation
systems fo optimise power consumption. Providing ultimate power factor control, network
stabilisation and energy savings.

suits your requirements.

Martch 021 531 2033
d Wilson 021 440 7100

E] facebook.com/VoltexSA | twitter.com/voltexsa

www.voltex.co.za
info@voltex.co.za

V voltex

N Proudly
e Bidvest
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ROPE CONSTRUCTION

Minimum Drum &
Sheave Diameter

6x 19 (9/9/1) F or IWNRC

28 x Rope Diameter

6 x 25 (12/6 F+6/1) F or INRC

23 x Rope Diameter

19 x Rope Diameter

6 x 41 (16/8+8/8/1) F or INRC

18 x Rope Diameter

(
(
6 x 36 (14/7+7/7/1) F or INRC
(
(

6 x 43 (14/14/7F+7/1) or INRC

18 x Rope Diameter

6 x 49 (16/8+8/8/8/1) IWRC

18 x Rope Diameter

15 Strand N/S 9 x 6/6x19(9/9/1) IWRC

26 x Rope Diameter

18 Strand N/S 12x7(6/1)/6x7(6/1) F or IWNRC

26 x Rope Diameter

18 Strand N/S 12x9(9/9/1)/6x19(9/9/1) F or INRC

24 x Rope Diameter

8x25 (12/6F+6/1) IWRC Spin Reduced

19 x Rope Diameter

Bx13(7/6A)F

42 x Rope Diameter

6x30(12/2/6A)F

42 x Rope Diameter

TABLE 1: The minimum recommended ratio of rope to drum

and sheave diameters at > 1m/s.

HEAVY LIFTING & SPECIALISED TRANSPORTATION

Useful information for winching applications

Figure 1: D/d Sheave Root DIA to Rope DIA

ROOT @D

THERE are several
factors that need to
be taken into account
to achieve proper
rope lay on a winch
drum and rope life.
Of these factors the
most important is the
magnitude of the D/d
ratio  (Drum/Sheave
to Rope Diameter)
and the fleet angle.
When the wire is
bent over a winch drum

a tensile load is subject-
ed to the outer fibres
of the rope.

The magnitude of
these tensile stresses is
inversely proportional
to the radius of the
bend. Thus the larger
the radius is the lesser
the stresses will be.

TABLE 1 depicts the
recommended  mini-
mum drum and sheave
diameters in terms of

the rope diameters for
various rope construc-
tions. These values are
the minimum values
when working on a sin-
gle layer of rope and for
speeds below 1m/s. An
addition of 5% should
be added to the recom-
mended diameter with
every 0.5m/s increase in
speed above 1m/s.

In situations where
the rope will only work
intermittently the drum
and sheave diameters
can be reduced by as
much as 25% from the
recommended  mini-
mum values as listed in
TABLE 1. Further re-
duction from this is not
recommended under
any circumstances as
this will result in severe
increase in bending
stresses and will result
in rapid rope fatigue.
Please see FIGURE 1
for Illustration of D/d.

Dymot is involved
with  many mining
projects and  have

products in more than
40 countries.

Alternative
lifting
technologies

JOHNSON Crane Hire
is positioning itself as a
heavy lifting solutions
provider rather than a
crane hire company as
it focuses on alternative
lifting technologies as
being complementary
to cranes. “Adopting
alternative lifting tech-
nologies has definitely
given us an edge in the
marketplace. This falls
within the ambit of our
brand promise, which
is total cost effective
solutions,” James Rob-
inson, Heavy Lift Man-
ager for the Crawler
Cranes and Projects
division of Johnson
Crane Hire, says.

“We have the equip-
ment, but more im-
portantly, we have the
expertise to apply to so-
lutions. This is a highly
specialised and niche
sector of the market.
What sets us apart is
that our experience and
intellectual property
reside within Johnson
Crane Hire; we are very
much hands-on and in-
house.” Robinson says
that while “sometimes
there is no getting away
from using a crane,”
alternative lifting tech-
nologies come into
their own in terms of
expanding into the Af-
rican market, or where
the need arises.

“We love cranes, but
know it is not always
practical to send a crane
into Africa. When it is
there it does the best job
possible, but the logistics
of getting it there is al-
most a project in and of
itself. Alternative lifting
technologies are a lot
easier to mobilise and
therefore represent a
much more cost effec-
tive solution in some in-
stances,” Robinson says.


http://www.craneaid.co.za

Lighting the way for young learners

ATHLONE School for
the Blind, in Bellville
South, was recently
selected as a benefi-
ciary by Air Products’
Cape Town branch.

As part of its overall
corporate social invest-
ment (CSI) drive, Air
Products  distributes
funds to each of its
nine facilities around
the country every year,
to be spent on com-
munity projects within
the regions in which
the company operates.

“Education is the
foundation of a healthy
future, and we are
proud to assist where
possible with projects
that empower young
people to operate more
effectively in their
world,” says Sugene
Vickernand, Region-
al Sales Manager at
Air Products.

Vickernand, along
with colleague Nita
Muller, Facility Super-
visor at Air Products
Cape Town, presented
a cheque at an as-
sembly at the school,
with students, teach-
ers and community
members present.

“The school was

elated, but for us it was
a very humbling experi-
ence. Witnessing a typi-
cal morning in the life
of the school confirmed
for us the amazing work
Athlone School does in
educating disabled and
mentally  challenged
children. The school
teaches children from
pre-school all the way
to Grade 12, and is also
very involved in local,
national and interna-
tional sporting events.
The fact that the school
also provides free adult
learning to the local
community is another
reason why we chose
to offer our support,”
says Vickernand.

As an institution
which is only partially
subsidised by govern-
ment, Athlone School
relies on the involve-
ment of the community
and the support of the
local business sector
to a large extent. Air
Products’ donation will
be channelled into buy-
ing new tutorial and
sporting  equipment,
and the maintenance
of the school’s vehicles.
A portion will also go
towards the school

kitchen, where meals
are  provided daily
for hostel students.

“We are very grateful
to Air Products for this
financial boost, and we
will allocate the funds
in ways in which the
company will be able to
see the direct benefit in
terms of learning and
teaching tools,” says
Theodore Klink, Depu-
ty Principal of Athlone
School for the Blind.

She adds that a
large portion of the
money received will
be used to purchase
scanning and PDF
transforming software.

“The purpose of the
software is to convert
PDF documents into
MS Word documents
which can be edited
for Braille production;
as well as the prepa-
ration of audio docu-
ments for our blind
learners. The children
do not have their own
Braille and large print
books, and our school
has to prepare our own
Braille print resources.
Air Products’ donation
will be instrumental in
helping us to do this,”
Klink says.
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Terminal automation solution
solves logistical challenges

END-USERS in the oil
and gas, LNG, LPG,
chemical, fuels and
bulk storage industries
face many logistical
challenges, including
quicker product deliv-
ery processes, improv-
ing loading efficiency,
flexibility to change,
improving safety, in-
creasing efficiency of
administrative  work,
cost reduction of per-
sonnel, data integra-
tion, visualization of
operations and traffic
management. Yok-
ogawa’s Terminal Lo-
gistic Suite (TLS) VP
has been developed to
overcome these chal-
lenges. The enhanced
features of the TLS-
VP, together with Yok-
ogawa’s more than 40
years of accumulated
knowledge in termi-
nal automation, will
deliver profits to the
customer’s bottom line,
typically achieving a
return of investment
(ROI) in less than
a year, according to
the company.

Smart about energy technologies

to and from the control
room from the meter
that allows for remote
disconnection and con-
nection. This allows the
utility to limit power
supply, bill dynami-
cally based on Time of
Use (TOU) while it’s
anti-tamper and anti-
bypass features pro-
tect both the supplier
and the consumer.

It ensures optimized
customer service as
well, with credit or
prepayment meters
remotely changed and
a Customer Interface
Unit (CIU) offering the
consumer an in-house
display. This allows the
utility to trouble-shoot
when a client reports a
problem remotely and
read and program the
meter immediately. It
also allows for a two-
way instant messaging
facility between both
the customer and the
distribution company.

Easy payment op-
tions are available to
the end-user as well,
including credit cards,
internet purchases
(EFT,) mobile purchas-
es (E-Wallet,) vouch-
ers (STS) and over the
counter (cash) options.

Invirotel owns pro-
prietary technology for
monitoring each and
every circuit or appli-
ance in a building. The
hardware comprises
multi-clampers (a set
of eight or 12 Current
Transformers (CTs,)
which clip onto the cir-
cuit or appliance being

— applications — solutions

Continued from P17

measured) as well as
the Enerhub. The Ener-
hub is the communica-
tion gateway (wireless
Zigby) from the multi
clampers and through to
the software portal.
This circuit and ap-
pliance monitoring

capability means that
measurements are tak-
en every five seconds,
measuring power, con-
sumption, power fac-
tor, reactive energy,
carbon emissions and
frequency voltage, al-
lowing the user to find

out what each and
every circuit or appli-
ance consumes and

budget and plan their
electrical consumption
going forward while
accurately identify
energy-wasting circuits
and appliances.

Yokogawa’s ~ TLS-
VP provides the ca-
pability of combining
real-time control and
data storage to offer
fast and reliable data
management. It is de-
signed and developed
to meet the operational
demands of main oil,
fuel and chemical dis-
tribution terminals.
The system configu-
ration tool enables
simple and convenient
system customization
to satisfy diverse busi-
ness needs. Addition-
ally, the report func-
tion provides tailored
operator’s reports with-
out re-designing the
report layout.

A true level three
(Production/MES lay-
er) solution, the TLS-
VP is scalable and
modular in design for
application in simple
or complex multi-own-
er, multi-user busi-
ness  environments.

TLS-VP has been de-
veloped for the auto-
mation of operations
at terminals where
oil, gas, LNG, LPG,
chemicals, petroleum,
and other bulk materi-
als are loaded/unload-
ed from road tankers,
rail cars, and marine
vessels. In addition to
having a direct link to
the operating environ-
ment and an ERP in-
terface with the office
environment, TLS-
VP provides separate
modules for loading/
unloading, blending,
movement operations,
path selection, jetty
scheduling, nomi-
nation, data man-
agement, inventory
management, order
management, security
control and audit trail,
system maintenance,
stock control, quality
control and reporting.

In addition to the
level four ERP layer,

TLS-VP enables seam-
less integration with
the level two control
and level one field/sen-
sor layers, including
Yokogawa’s own PLC
or DCS controllers,
and Prosafe-RS Safety
Instrumented  System
(SIS) and Fire and Gas
System (FGS) func-
tions, as well as various
interfaces for third-
party and sub systems
such as tank gauging,
MOV controller, access
control, weigh scale
and preset.
Yokogawa’s state of
the art terminal au-
tomation solution re-
sults in quicker prod-
uct delivery processes,
improved loading ef-
ficiencies,  flexibility
for change, improved
safety, reduced admin-
istrative work, data
integration, enhanced
visualization of opera-
tions, and improved
traffic management.

GAS AND WELDING SUPPLIERS
Tel: 021 552 2185 o Cell: 082 563 4619
WWW.SUPragas.co.za

Suppliers of Industrial Gas, LPG,
Welding Equipment & Consumables, Abrasives,
Safety Wear and Gas Equipment.
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Air Products South Africa (Pty) Limited manufactures,
supplies and distributes a diverse portfolio of atmospheric
gases, specialty gases, performance materials, equipment
and services to the Southern African region.

Air Products touches the lives of consumers in positive ways
every day, and serves customers across a wide range of
industries from food and beverage, mining and
petrochemicals, primary metal and steel manufacturers,
chemical applications, welding and cutting

applications to laboratory applications.

Founded in 1969, Air Products South Africa has
built a reputation for its innovative culture,
operational excellence and commitment to
safety, quality and the environment.

In addition the company aims to continue
its growth and market leadership position
in the Southern African region.

Difference

www.airproducts.co.za
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Parker will provide Bloodhound’s airbrake backup

A composite piston ac-
cumulator designed by
engineering firm Park-
er is set to form a vital
part of Bloodhound
SSC’s attempt to break
the world land speed

record in 2016.
Powered by a jet
engine and rocket,

the Bloodhound SSC
(supersonic car) will
begin high-speed test-
ing at Hakskeen Pan
in South Africa later
this year with a target
of reaching 800mph.
Parker’s energy storage
system will provide fast
access to a big energy
boost if this is needed,
for instance, during
rapid braking after

the record attempt is
complete.  Although
the vehicle will rely on
powerful air brakes to
slow the vehicle from
800mph and below, if a
loss of hydraulic power
occurs, Parker’s two
composite piston accu-
mulators will be ready
to release energy stored
within them and de-
ploy the air brakes at a
controlled speed.

Engineers work-
ing on the 1,000mph
Bloodhound  Super-

sonic Car (SSC) and
motion control ex-
perts, Parker Hanni-
fin unveil a closer
look at the vehicles
airbrake system.

Compared to the
steel bladder accumu-
lators that might nor-
mally be used on such
a vehicle, the compos-
ite accumulators are
more compact and are
60% lighter, while be-
ing stronger and less
susceptible to fatigue.

Traditionally, com-
posite  accumulators
have used metal liners
with an outer com-
posite reinforcing
structure, owing to the
high-stresses involved.
However, Parker’s
engineers have been
working for over a de-
cade to develop a high-
performance hydraulic
product that is almost

entirely made of com-
posites. Their piston
accumulator therefore
uses a novel plastic
liner, integrated into
the carbon fibre rein-
forced epoxy compos-
ite product. The barrel
design consists of two
parts — an inner liner
and outer barrel. The
fully composite inner
liner carries the hoop
loads of the internal
pressure, while a fully
composite outer barrel
is responsible for sup-
porting the axial loads,
allowing it to perform
under high stress.

The  development
phase has included fa-
tigue testing up to ap-

proaching six million
cycles, while the accu-
mulator also features
a safe failure mode
where it can leak in the
event of over-pressuri-
sation. Although more
expensive than a steel
bladder accumulator,
the technology has
applications elsewhere.

‘We think there will
be a big interest in
the technology from
the offshore market,
where corrosion is a
big issue in the envi-
ronment,” said Mark
Cattermole, product
manager for industrial
systems at Parker UK.
‘It’s a fantastic product
for Bloodhound. It has

The 1,000mph Bloodhound Supersonic car.

to be positioned rela-
tively high on the ve-
hicle, so the low weight
means it has less effect
on the car’s centre of
gravity - the car must
be very stable at such
high speeds.’

Following trials at
Hakskeen Pan, the
Bloodhound team will
return to Britain to re-
view test data before re-
turning to South Africa
in 2016 with the aim of
reaching 1,000mph.

Pneumatic or Electric? The answer is a hybrid

THERE are many
schools of thought
when considering using
pneumatic versus elec-
tric technology for your
automation  require-
ment. Russell Schwulst,
Business Development
Manager at Festo,
takes a look at current
opinions and suggests

a sensible mixture of
the two technologies,
focused on the appli-
cation in question and
energy efficiency.
Electric or pneu-
matic - which approach
is the more efficient?
According to Schwulst,
it is not possible to give
a generalised answer.

The right approach
always depends on
individual cases. The
strength of Festo is
that the company can
offer both technolo-
gies. Schwulst explains,
“We can provide expert
technology-neutral ad-
vice which gives users
a view of both alterna-

tives, thanks to the fact
that we have knowl-
edge and experience
of both electrical and
pneumatic solutions.”

According to
Schwulst, hybrid so-
lutions are often an
efficient alternative,
combining the best
features of both tech-
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nologies. Consider a
typical application of
a packaging machine.
A conveyor belt ac-
cepts a product and
sets it down on a sec-
ond conveyor belt with
an outer packaging.
This requires two mo-
tions: an X axis with
a maximum stroke of
about 1,000mm and a
Z axis with a stroke of
around 100mm. “Now
consider the three
options:  pneumatic,
electric or pneumatic-
electric drives,” says
Schwulst. “A mix of
technologies with an
electric X axis and a
pneumatic Z axis of-

fers an optimal com-
bination of efficiency,
cost, flexibility and
performance, since it
allows both types of
drive to play to their
strengths.” For exam-
ple, the electric axis
offers highly dynamic
operation and flex-
ibility, while the pneu-
matic axis is distin-
guished by its compact
size and low weight.
In recent years, eco-
logical factors have be-
come more and more
important for many ap-
plications and custom-
ers. At the same time,
the question of costs
cannot be ignored.

Schwulst feels that it
is advisable to keep an
eye on both these as-
pects. It is important
to not only focus on
the initial purchasing
costs, but also over-
all and environmental
costs. Product devel-
opers need to consider
a large number of cri-
teria in almost every
technological decision.
“Ultimately, this deci-
sion involves a process
in which an optimal
solution must be found
on the basis of specific
parameters  without
falling back on gen-
eralised statements,”
concludes Schwulst.

Students explore food and
beverage industry in 2015

WITH the 2014 Pneu-
Drive Challenge En-
gineering Design
Competition con-
cluded, competition
CO-SpONSors SEW-
EURODRIVE and
Pneumax, have an-
nounced that students
will need to design a
‘game changer’ for the
food and Dbeverage
industry in 2015.

DTI statistics for
commodities associated
with the food and bev-
erage industry report
that the industry was
valued at more than
R132bn in 2013. It is
also an industry that
the South African gov-
ernment has identified
as one of the top three
priority areas for cre-
ating jobs, with a plan
to see the creation of
145,000 jobs in the agro-
processing by 2020.

By challenging young
mechanical, electronic
and mechatronic en-
gineering students to
design applications that
can improve productiv-
ity, reduce wastage and
ultimately improve the
bottom line for busi-
nesses in this industry,
SEW-EURODRIVE
and Pneumax have cre-
ated a valuable plat-

form that brings aca-
demic potential and the
real needs of business
closer together.

Food and beverage
companies are under
pressure  worldwide.
Small, medium and
large businesses in this
constantly changing
and competitive indus-
try face a myriad of es-
sentially unpredictable
challenges. These in-
clude; adverse weather
conditions, legislation
changes, rising com-
modity prices, higher
transportation costs and
consumers becoming in-
creasingly conscious of
what they purchase.

Large companies
have more resources
and better access to
capital to address chal-
lenges. However, it is
the  small-to-medium
size processors and
manufacturers that
have to proactively
find solutions to these
pressures  if  they
want to maintain or
grow market share.

Small-to-medium
size businesses, who
often lack easy access
to finance, need to un-
lock potential growth
opportunities by imple-
menting efficient and

well-managed systems.
It is here where in-
novative ideas from
talented  engineering
students could play an
important role.

The importance of
offering students access
to the latest in drive and
pneumatic technology,
and how these can be
used practically in busi-
ness, cannot be stressed
enough. With the roll-
out of the competition
to universities around
the country at the be-
ginning of each year,
the co-sponsors typi-
cally find that students
have limited knowledge
on the latest drive and
pneumatic technology.

This suggests not only
a lack of technology
awareness that univer-
sities obviously cannot
keep up-to-pace with,
but a serious gap in stu-
dent understanding of
how the technology can
be used to improve busi-
ness and manufacturing
processes.

Started in 2008, the
PneuDrive  Challenge
has proven itself as a
successful model that
can accelerate the in-
troduction of young

Continued on P21
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BMG acquires Klep Valves

BMG - Bearing Man
Group - part of Invicta
Holdings Limited, has
extended its opera-
tions in the fluid tech-

nology sector, with
the recent acquisition
of Klep Valves.

“This strategic acqui-
sition follows an 18
month period where
Klep Valves supported
BMG in our expan-
sion into the dynamic

valves sector,” says
Gavin Pelser, manag-
ing director, BMG.
“Klep Valves, which
forms part of BMG’s
Fluid Technology di-
vision, will retain its
manufacturing facility
in Krugersdorp under
the BMG banner.”

“This development
augers well for both
companies. BMG will
broaden its product

range and service offer-
ing and, with the com-
bination of its position-
ing as a respected man-
ufacturer and BMG’s
extensive  distribution
reach, Klep Valves is
set to significantly ex-
tend its market share.”
Klep Valves specialises
in the manufacture of
diaphragm, pinch and
wedge gate valves,
which are designed for

enhanced operating ef-
ficiency and extended
service life in diverse
sectors. The company’s
offering includes soft
natural rubber lined di-
aphragm valves, which
are widely used in min-
eral processing and
mining and slurry ap-
plications. Other lining
materials include butyl,
nitrile, jumbo (NAX,)
halar and hard rubber.

BMG’s national branch
network of over 130
branches supports this
range with a technical
advisory and support
service, to ensure Op-
timum efficiency and
extended service life
of every valve. The
company also offers
a total process and
lubrication =~ manage-
ment service, to meet
exact market demand.

The full range of KLEP valves is now
available from BMG.

Students explore food and beverage industry in 2015
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With more than 2 billion can ends being produced
annually by Nampak DivFood alone, engineering
students who take part in this year’s competition are
going to need to jump into the deep end of the food
processing and manufacturing industry if they want
to compete well.

engineers into industry.
In 2015, the competi-
tion organisers Wwill
be on the lookout for
talented young engi-
neers brave enough to
think out of the box,
and with the potential
to design applications
that could make a big
impact in the food and
beverage industry.
Roadshows, tech-
nology workshops and
coaching interventions
through the year will
aim to introduce, sup-
port and nurture stu-
dents so that they can
take a step into industry
with confidence. The

winners of the compe-
tition will receive a ten
day all expenses paid
trip to Germany and
Italy where they will
have an opportunity to
present their designs to
the head offices of the
sponsor companies.
SEW-EURO -
DRIVE and Pneu-
max also offer more
than R300,000 worth
of equipment to com-
peting universities to
ensure that future stu-
dents are afforded the
opportunity to experi-
ment with the latest in
drive engineering and
pneumatic technology.

k Quality Components  Technical Expertise  Superior Service PART OF THE PROCESS

With the recent acquisition of local valve manufacturer,
KLEP Valves, BMG is well positioned to offer a full range of
valve solutions to industry backed by comprehensive service
and technical support both on and off site.
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Tailor-made fire safety in
the Western Cape

FIRESAFE Fire Engi-
neering, with its head-
quarters in Strand, was
established in 1987 and
says it’s considered
to be a leading SABS
approved fire preven-
tion and protection
service provider in the
Western Cape.

The Company is
under new ownership
since 2013, when it was
acquired by Jan Fritz
who brings with him a
wealth of knowledge
within the commercial
services sector.

“Turnaround inter-
ventions since 2013 in-
cluded a complete new
approach to how we
package our services.
We offer a world-class,
ethical service under-
pinned trusted prod-
uct lines. We hold our
SANS 1475 mark with

a very high-degree
of responsibility.”

“We have well de-
veloped and strong
technical resources.
Our extensive team of
SAQCC certified Ser-
vice Technicians are
fully-equipped and
trained in all aspects of
fire risk analysis as well
as the installation and
maintenance of a wide
array of fire fighting ap-

pliances, ranging from
traditional ~ portable
fire fighting appliances
to specialised solutions
including fire suppres-
sion systems, sprinkler
systems, early warning
systems and evacuation
interventions

In addition to supply-
ing fire fighting equip-
ment and risk related
services, we also pro-
vide Seta approved first

aid and fire training
to commerce and in-
dustry, thereby equip-
ping our clients to act
pro actively in case
of emergency.”

Firesafe is commit-
ted and able to meet the
stringent quality stan-
dards within commerce
and industry through
superior and trusted
service solutions.

The company’s strat-
egy is to offer flexible,
tailor-made and afford-
able solutions in fur-
therance of legal com-
pliance and enhancing
safety and protection
of property and lives.
Most of all, the Fire-
safe team believe that
its future success has
everything to do with
its focus on customer
service excellence and
communication.

Air Products celebrates
completion of safe
construction project

AIR  Products South
Africa celebrated the
delivery of a safe and
injury-free construction
project when the con-
tractors handed over the
keys to the company’s
R300m air separation
unit (ASU) in the Coega
Industrial Develop-
ment Zone (IDZ) in
November 2014.

“In meeting our de-
livery commitment, we
have worked hand-in-
hand with the contrac-
tors to ensure stringent
application of health and
safety rules. As a result,
we see a project deliv-
ered within its 18-month
allotted timeframe, with-
out injury or incident, en-
abling us to deliver both
to our customer service
promise and our health
and safety commitment
to sending every one
home safely, every day,”
Air Products Corporate
Risk Manager Sue Janse
van Vuuren said.

Air Products broke
ground on its site in the
Coega IDZ in May 2013,
and met its commitment
to have the plant com-
missioned and complet-
ed — with gas flowing to
customers — before the
end of 2014. The ASU is
the sixteenth such plant
to be built in this country
by Air Products South
Africa, and the second
to be completed and
launched this year.

Van Vuuren said the in-
cident-free delivery of the
plant in the Coega IDZ
was a direct result of Air
Products’ integrated safe-
ty, health, environment
and quality (SHEQ)
management system.

Air Products South Africa achieved its goal of ‘Every one home safely, every day’

in the recently completed construction and commissioning of its R300m
air separation unit in the Coega IDZ.

“The system integrates
a number of elements,
including Air Products’
global standards, local
legislation, certification
system requirements
and best practices, with
compliance monitored
through various auditing
and reporting process-
es,” she said.

The ASU brings se-
curity of industrial gas
supply to Eastern Cape
industry for the first time,
but this depends on the
consistent  application
of stringent quality and
safety standards, Van
Vuuren said.

She said Air Products’
existing Deal Party facil-
ity in Port Elizabeth was
an excellent example of
consistent application of
health and safety stan-
dards. The plant, which
blends gas and welding
mixtures, fills cylinders
and supplies various in-
dustrial and specialty

gases, has maintained an
incident-free safety track
record for more than 30
years. “We hope to con-
tinue this incredible feat
at the new ASU,” Van
Vuuren added.

The launch of the
Coega ASU followed
the company’s recent
starring role in the an-
nual “Oscars of occupa-
tional health and safety”
where it took home three
platinum NOSCAR
awards from the Nation-
al Occupational Safety
Association (NOSA.)

“The awards con-
firm that we are in the
top echelon within our
industry sector across
South Africa; and our
repeated success dem-
onstrates our consis-
tency. In our industry,
where safety is of the
utmost importance,
recognition such as this
confirms to our custom-
ers our world-class ap-

proach to safety,” Van
Vuuren said.

Along with 26 regional
NOSA awards for Air
Products over the past
year (subs: 2014,) na-
tional platinum NOS-
CAR awards went to Air
Products’ head office fa-
cility for the eighth time,
to the Springs facility for
the fourth time, and the
Pinetown facility won
its first platinum trophy.
The awards recognise ex-
cellence in implementing
the NOSA ‘5 Star’ envi-
ronmental, health and
safety system.

“NOSAs 5 Star’ sys-
tem enables us to bench-
mark ourselves against
environmental, health
and safety legislation
and best practices. It
also gives our existing
and potential customers
a measure of our com-
mitment and perfor-
mance in this field,” Van
Vuuren concludes.

Deadline looming for PVC

pipes to be heavy metal free

All PVC pipe manufactured by SAPPMA members are lead-free and are stabi-
lised with environmentally friendly materials such as Calcium Zinc or organics

MANUFACTURERS
of PVC pipes in South
Africa have less than six
months left to ensure
products are compliant
with the Southern Afri-
can Bureau of Standards’
(SABS) ruling that all
locally manufactured be
free of heavy metals by
July 2015.

This announcement
was made for the first time
on the 30th October 2013
by Sibongile Dhlamini,
General Manager at
the SABS Certification
(Gauteng,) following an
amendment of a series of
standards by the technical
committee of the SABS
Standard Division.

The Southern Afri-
can Plastics Pipe Manu-
facturers  Association
(SAPPMA,) represent-
ing more than 80% of
the country’s pipe man-
ufacturers,  welcomed
the announcement.
“SAPPMAS aim is to
support the industry in
promoting quality prod-
ucts. To this end, we work
closely with the SABS in
matters of standards and
quality through imple-
menting various quality-
assurance measures and
initiatives, as well as
demanding additional
good practice measures
from its members,”
explains SAPPMA

based stabilisers instead.

Chairman Jan Venter.
According to Venter,
SAPPMA members had
already embarked on
a voluntary removal of
heavy metal stabilizers
from their PVC pipes
as early as 2006. The
policy was fully imple-
mented by SAPPMA in
July 2009 and applied to
drinking water systems
as well as sewer, drain-
age and mine pipes.
“Removing heavy met-
als from their PVC pipes
was done at consider-
able cost to our mem-
bers, but was wholly sup-
ported because it was in
line with SAPPMAs life
cycle thinking. It took
into account end-of-life
issues and waste man-
agement options and it
was based on health and
environmental consid-
erations,” Venter said.
“Although lead does not
leach from the plastic
pipes and does not pose
any danger to people
once installed, we felt
compelled to create a
safer environment for
the manufacturers where
lead poisoning does pose
a risk for their work-
ers. Asaresult, all PVC
pipe manufactured by
SAPPMA members are
lead-free and are stabi-
lised with environmen-
tally friendly materials

such as Calcium Zinc
or organics based sta-
bilisers instead. Adher-
ence to the policy has
been a requirement for
SAPPMA Member-
ship over the past eight
years, and as such has
formed part of the regu-
lar SAPPMA factory au-
dits,” Venter said.

The SABS gave local
manufacturers of PVC
pipes who are SABS
certified a window pe-
riod of 24 months to
get their house in order
and to comply with the
new relevant standard
requirements. However,
this grace period ends
on the 1July 2015. Pipes
bearing the SABS mark
of quality will also have
to be resubmitted for
testing in order to be is-
sued with new permits.
“In the interest of the
consumer and good busi-
ness practice, the SABS
strongly promotes the
highest possible prod-
uct quality standards as
well as environmentally
friendly manufacturing
processes and materi-
als. We therefore urge
companies to ensure they
comply with the standards
and that all heavy metals
are removed from their
manufacturing  process
in time for the deadline,”
concludes Venter.

Firesafe Fire Engineering, with branches in Paarl and Strand was established in
1987 and is today considered to be a leading SABS approved fire prevention and
protection service provider in the Western Cape. The company, with its’ head
office in Strand, is renowned for its association with trusted service and quality
product lines and carries the SANS 1475 mark with a very high degree of

responsibility.

We have well developed and strong technical resources. Our extensive team of
SAQCC certified Service Technicians are fully equipped and trained in all aspects
of fire risk analysis as well as the installation and maintenance of a wide array of
fire fighting appliances, ranging from traditional portable fire fighting appliances to
specialised solutions including fire supression systems, sprinkler systems, early
warning systems and evacuation interventions In addition to supplying fire fighting
equipment and risk related services, we also provide Seta approved first aid and
fire training to commerce and industry, thereby equipping our clients to act pro

actively in case of emergency.

FIRESAFE: STRAND -Tel: 02| 853 8298

83 George Street, Strand 7139
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Logistics and supply chain management that allows
you to focus on the business at hand

Meagan Rabe, Strategy and Solutions Manager:
Business Banking at Sasfin.

COMPANIES involved
in imports are increas-
ingly relying on out-
sourcing. This allows
them to focus their re-
sources on their core
business with the as-
surance that their lo-
gistics processes are
being managed by a
team of experts.

“We previously of-
fered importing com-
panies many solutions
in the supply chain pro-
cess, but we are now
also able to offer a full,
end-to-end solution,
from order placement to

delivery in South Africa,
and provide customers
with one single, rand-
based invoice, which
has been termed our
Start To Finish prod-
uct,” says Meagan Rabe,
Strategy and Solutions
Manager: Business
Banking at Sasfin.

Sasfin acts as a part-
ner to clients manag-
ing the confirmation
and tracking orders to
financing both foreign
and local payments to
suppliers, hedging of
foreign exchange risk,
providing insurance

cover, logistics services
as well as final delivery
and payment.

“We work closely
with our clients, provid-
ing hands-on service,
which differentiates us
from other commercial
banks,” explains Rabe.
It is through these close
relationships that Sas-
fin gains an in-depth
understanding of their
clients’ financial and
cash flow requirements
as well as their logisti-
cal needs. Sasfin places
value against its clients’
stock - something com-
mercial banks rarely
provide. The working
capital solution is also
not an overdraft facil-
ity. It is designed to
get the most out of the
working capital cycle —
by giving clients the fi-
nancial breathing space
between the cash-out
and cash-in process
of the cycle.

The depreciation of
the rand has put major
strain on companies in
South Africa. Import-
ers have become more
cautious with what they
import, the quantity
imported and the price
they are paying per unit.
Hedging has become

more popular to allevi-
ate these financial con-
straints. Rabe explains
that “Sasfin Forex of-
fers a complete forex
service for a forward
contract to assist in the
end-to-end process.”
Sasfin clients only get
invoiced on the stock
that they draw. Rabe
explains that custom-
ers “are committed to
taking the stock, but
we only charge them
as and when the stock
is drawn, with a single
rand-based  invoice.”
As a result of the 180-
day facility, the client
receives the benefit of
stock purchased on a
bulk order, at a lower
price and this is not
on their balance sheet.
“In addition we have
a relatively-high BEE
rating that is a signifi-
cant advantage to our
customers,” she says.
Sasfin also has 100%
share in Sasfin Premier
Logistics (SPL) which,
in the last year, opened
a state-of-the-art ware-
house facility in Po-
mona. This facility was
the final component to
the start-to-finish solu-
tion, providing Sasfin
with the ability to store

their clients’ stock in
addition to the rest
of the offerings in the
import process.

The warehouse, con-
veniently located near
OR Tambo Internation-
al, is complemented by
a second warehouse in
Cape Town. The ware-
houses ensure that stock
is safely stored with 24-
hour surveillance, access
control and security sys-
tems providing world-
class security. Stock can
be monitored via an on-
line monitoring system
that allows the client
to view stock levels re-
motely. “Our warehouse
in Cape Town is used
as a staging area for
sea consolidation and
airfreight  shipments.
Further to this we use
the warehouse as a tran-
sit shed for the import
consolidations for Cape
Town and Johannesburg
cargo,” says Paul Beau-
mont Thomas, Regional
Manager for SPL in the
Western Cape. Through
SPL, Sasfin is the only
trade finance house
with its own forward-
ing agent and office in
Hong Kong. Thomas
adds, “We pride our-
selves on our flexibility,

Paul Beaumont Thomas, Regional Manager for
Sasfin Premier Logistics in the Western Cape.

safety and output.”

Sasfin’s expertise in
the realm of imports,
exports and logistics
takes the burden of
companies needing to
commit precious re-
sources and capital into
processes that are often
complex and difficult to
execute. Through an
in-depth understanding
of its clients’ logistics
and financial require-
ments, the Group cre-
ates a tailored solution
that delivers on all its
clients’ needs from
start to finish.

CONTACT:

Trade Finance and
Start to Finish
Import Solution

Meagan Rabe
+27 11 809 7818
Meagan.rabe@
sasfin.com

Arno van Niekerk
+27 823753313
Arno.vanNiekerk@

sasfin.com

Logistics and
Warehousing solutions

Paul Beaumont Thomas
+27 21 421 5836
Paul. Thomas@
Sasfinlogistics.com
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From source to consumption

WHAT if there were
significant opportunities
to maximise your sup-
ply chain that could mi-
nimise your risk and save
you money? In our thirty
plus years of experience
at Value Logistics, we
have enabled countless
businesses to do just that.

In our experience,
most businesses have a
distribution model that
scales anywhere from
fully owned to fully out-
sourced. As your busi-
ness has grown and
adapted to the market,
your choice of distribu-
tion model is likely to
have been shaped more
by default than by design;
as aresult there are likely
to be aspects of your
distribution model that
you have always ‘done
that way,” but may not be
optimum to where your

business is or where it’s

going.
Through this rapid
change, outsourcing

across all industries has
grown significantly for
three fundamental rea-
sons:

e Businesses want to
focus on their core. Busi-
nesses are looking to out-
source operations that
don’t form part of their
core business — thereby
allowing them the time
and energy to focus on
their core expertise and
leave non-core functions
to the experts.

e Businesses want
to leverage resources:
In outsourced environ-
ments, businesses benefit
from shared resources
with the added benefit
of not having to manage
the complex human re-
sources challenges.

e Businesses can’t
afford the cost of learn-
ing: Companies in an
outsourced relationship
benefit from the specific
expertise that a dedi-
cated outsource partner
can bring to their busi-
ness, thereby reducing
the learning curve and
maximising effectiveness
through best practice.

However, although
attractive for many rea-
sons, few businesses are
aware of, or have consid-
ered, some of the unique
challenges of outsourc-
ing any aspect of their
supply chain. Some of
these include:

e What to do with
their current infrastruc-
ture,

e What to do with
their current staffing and

e What to do with
their legacy systems.

Any one of these could
prevent businesses from
even considering the
idea of outsourcing and
its benefits — at the cost
of some major opportu-
nities to reduce overall
costs and risks.

But where do these
costs and risks actu-
ally hide? Well, a sup-
ply chain, like any other
chain, is only as strong
as its weakest link. Each
link either creates fric-
tion or flow — and fric-
tion costs money and
escalates risk. Challenges
range from staff issues
to overstocked ware-
housing to underutilised
resources to aging sys-
tems and so on. These
problems manifest them-
selves everywhere along
the supply chain, and
their knock-on effect
and cost implications
are more significant than
most business leaders re-

alise.

Perhaps the question
you need to be asking
is “Is this happening in
my business?” We don’t
profess to know enough
about your business to
answer that question
and to make sweeping
statements about if or
by how much we can
reduce your cost to risk
ratio. For that reason,
we offer a robust opti-
misation assessment at
our cost. This will give
you an indication of
what possible advances
you could design into
your distribution mod-
el, as well as highlight
how or if we can assist
in enabling this.

Because Value Logis-
tics has the infrastructure
to offer end-to-end sup-
ply chain solutions under
one roof as one business;
we are able to not only
understand the friction
points in your supply
chain, we also have the
expertise to shape solu-
tions that minimise these
friction points. All of this
is backed by state-of-the-
art facilities, leading edge
technology and smart
people who care.

The newest addi-
tion to this, is the cut-
ting edge warehouse
and transport facility
in Joostenbergvlakte in
the Western Cape re-
gion. This facility is part
of the Group’s planned
expansion strategy, led
by the fact that Cape
Town is destined to be-
come South Africa’s
second largest city,
and hence the Western
Cape is seen as a rapid
growth node. We are
scaling up to take ad-
vantage of this so that
our customers can too.

A first for FAW as it kicks off 2015

FAW trucks are easy to maintain and service, with
excellent accessibility to spare parts if needed.

FAW Vehicle Manufac-
turers SA (Pty) Ltd has
started the New Year
with another “first.”
A mere six months af-
ter opening its plant
in Coega to assemble
FAW trucks locally,
the company has dis-
patched its first five ex-
port units to the FAW
dealership in Kenya.
On 16 January the
five FAW J5P truck
tractor units headed
off to Transafrica Mo-
tors Limited based in
Mombasa, Kenya.
Yusheng Zhang,
CEO of FAW Vehicle
Manufacturers SA,
said:,“Once again FAW
is setting a benchmark
for  Chinese truck
manufacturing locally.”
“Not only have we
managed to produce
the best quality lev-
els, comparable - if
not better - than our
FAW parent company
in China, but we've
been able to do so in
a very short run-in pe-
riod for a plant that
only came on stream
six months ago.”
The Africa deal-
ers who traditionally

placed their orders on
FAW China are mov-
ing their shipments to
originate out of South
Africa owing to the
shorter lead time for
delivery, the high lev-
els of quality that some
have come to verify
personally at Coega in
South Africa, and the
reduced cost of sourc-
ing FAW vehicles on
the same continent.”

Says Zhang, “We are
already working on a
special order for the
FAW Tanzania dealer-
ship. What is signifi-
cant is that the export
destinations can more
readily adjust some
specifications to ac-
commodate customers’
requirements specific
to their markets.”

“In this way we an-
ticipate providing
FAW trucks to Africa
customers which will

delight them with
personalised  modi-
fications, as well as
provide them with
our renowned robust
and durable FAW
trucks, tipper and

mixer ranges.”
The FAW J5P 6X4

COMPLETE TRANSPORT & LOGISTIGS SOLUTIONS
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380hp truck tractor is
a stalwart product for
Africa road conditions.
The 55 ton GCM vehi-
cle can cope easily with
the region’s dust and
dirt challenges, as well
as rough roads and slip-
pery conditions. With its
high payload capacity it
will provide good return
on investment for most
any operation, such
as mining, long haul,
logging or the like.

The quality built
from the Coega-based
plant ensure that the
solid chassis and frame
continue to give trans-
port owners the ease of
driveability they have
come to expect from
FAW trucks.

The Kenya-based
dealer, who has been
a firm believer in the
FAW brand for over,
30 years indicated that
they were delighted
that the products were
so easy to source. They
continue to provide ser-
vice and parts back up
throughout the region.

Another advantage
of the running FAW
trucks is that they are
easy to maintain and
service, with excellent
accessibility to spare
parts if needed.

“The FAW Coega
plant team have out-
done themselves, prov-
ing that the ‘Made in
South Africa’ badge
can be worn with pride.

The original deci-
sion to build the FAW
plant in South Africa
was very significant
from a global per-
spective, as it is one
of the most important
and largest invest-
ments made by a Chi-
nese entity in South
Africa to date. The
US$60m investment
needed for the Coega
plant was financed
by the China FAW
Group Corporation,
the China-Africa
Development  Fund
(CAD-Fund) togeth-
er with FAW Africa
Investment Company
LTD. This collabo-
ration speaks vol-
umes to the growing
interest from global
Chinese Industry in
unlocking the true
Africa potential.

“This export mile-
stone, so soon after
our inauguration, fur-
ther cements our pres-
ence in South Africa,”
says Zhang proudly.
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Renttech SA launches
two new diesel-driven
generator ranges

The new ranges of diesel-driven generators
include a heavy-duty range covering 10 to
30kva in both single and three phase sound-
attenuated models, and an extra heavy-duty
‘rental spec’ series for extreme conditions.

RENTTECH  South
Africa says that its
growing portfolio of in-
dustrial sales and rental
equipment shows that
the company is com-
mitted to providing
new products and tech-
nologies that align with
changing times and
market demand.

The company, which
boasts 22 recognised
brands of welding, pow-
er generation, lifting,
rigging and construc-
tion-related equipment,
has recently launched
two new ranges of die-
sel-driven  generators,
and has plans for intro-
ducing gas-driven gen-
erators early in 2015.

The new ranges of
diesel-driven  genera-
tors include a heavy-
duty range covering 10
to 30kva in both single
and three phase sound-
attenuated models, and
an extra heavy-duty
‘rental spec’ series for
extreme conditions.

“The smaller units
are popular for domes-
tic and small business
use, whereas our stan-
dard units are popular
with larger businesses
and site use. The ‘Rent-
al spec’ units are aimed
at heavy-duty on-site
applications,” explains
Martiens  Opperman,
Renttech South Africa’s
Operations Manager.

Opperman empha-
sises that the company
is constantly striving
to improve the qual-
ity and efficiency of
its products, many of
which are sourced in-
ternationally, with the
overall aim of sup-
plying top-quality,
versatile products at
affordable prices.

“The 10-30kva range
is small and compact,
1,500rpm, sound-atten-
uated and fitted with a
Kubota/Newage Stam-
ford power pack and
offered at extremely
competitive prices.

The heavy-duty
‘Rental spec’ units can
be double-stacked,
painted to marine con-
tainer  specifications
and come with a stan-
dard five year rust proof
warranty. These can be
supplied as duel fre-
quency units (50/60Hz.)
These units are fitted
with either Perkins/
Newage Stamford or
Cummins/Newage
Stamford power packs
and handle ambient
temperatures of up to

50°C. The units 800kva
and above are fitted in
converted soundproof
marine containers,
which are ideal for site
use,” says Opperman.

The two new gen-
erator ranges form part
of Renttech’s existing
range of power genera-
tion equipment which is
used across a number of
industries in South Afri-
ca and Africa, including
the mining, construc-
tion, ship-building and
petrochemical  indus-
tries. Opperman notes
that the diesel ranges
are proving popular
within its rental fleet,
with follow-up orders
currently in production.

When it comes to
installation, it is vitally
important to get the
sizing right, says Opper-
man. “Correctly sizing
a generator is essential
in the supply of standby
power equipment, as
running a unit under
capacity will cause it
to ‘glaze’ or get dam-
aged owing to under-
supply of power,” he
says. “There can be
major cost implica-
tions if a unit is either
too big or too small
for purpose. Renttech
South Africa’s in-house
technical expertise, as
well as the strength
of our after-sales sup-
port, helps to prevent
costly errors.”

Renttech South
Africa has enjoyed a
strong growth trajec-
tory in recent years
due to a number of ac-
quisitions of welding
businesses around the
country. The company
is looking forward to a
number of new projects
that are in the pipe-
line for 2015, both in
South Africa and other
African countries.

In addition to new
gas-fuelled generators,
Renttech will also be dis-
tributing to the South Af-
rican market new hybrid-
type light-emitting diode
(LED) towers. These are
currently in the produc-
tion development phase
and will be available in
the first quarter of 2015.

“The field of power
generation and stand-
by power is a dynamic
one, and Renttech
is proud to be at the
forefront of a number
of exciting new prod-
uct ranges which are
both cost-effective
and energy-efficient,”
Opperman concludes.
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Increasing safety with Apex in welding screens

EMPLOYEE  safety
and wellbeing remains
a pressing concern for
South African busi-
nesses. Non-compli-
ance with the Occu-
pational Health and
Safety (OHS) Act can
result in legal action,
as well as reputation-
al and financial loss.
One of the areas that
is potentially hazard-
ous in a number of
ways is welding. While
welders are equipped
with personal protec-
tive equipment (PPE)
such as welding hel-
mets, hand shields,
or goggles, fire/flame
resistant clothing,
aprons, boots and
gloves, other employ-
ees in the working en-
vironment may be sub-
jected to accidental
harm inflicted by the
welding process.

According to Wim
Dessing, manag-
ing director of Apex
Strip Curtains and
Doors, the UV radia-
tion and risk of burns
from welding spatter
can be contained to
ensure minimal ex-
posure to the welding
process for non-weld-
ing employees. Apex
Welding and Safety
Screens have signifi-
cantly contributed to
improved safety in
many manufacturing
facilities throughout
southern Africa. This
innovative, locally
manufactured P.V.C.
screening material is
most often used to
cordon off welding
and grinding bays.

Dessing explains
that the welding arc
creates extreme tem-
peratures and may
pose a significant fire
and explosion hazard
if safe practices are
not followed. While
the welding arc may
reach temperatures of

5,538°C, the real
danger is not from the
arc itself, but rather
the intense heat near
the arc and the heat,
sparks, and spatter
created by the arc.
This spatter can reach
up to 10.7m away from
the welding space.

In addition to prob-
lems created by the
spatter, there is the
added risk of exposure
to ultraviolet light
(UV,) visible and in-
frared (IR) radiation.
Radiation generated
during electric weld-
ing can cause serious
medical problems,
for example cataracts
(because the eye is
overheated,) inflam-
mation of the cornea
and conjuctiva, and
changes in the retina
and fundus of the eye.
Ultraviolet radiation
also affects skin, caus-
ing severe burning.
Long-term  exposure
of the skin to UV may
induce skin cancers.

The specially for-
mulated material used

Apex Welding and Safety Screens have contributed significantly to improved
safety in many manufacturing facilities throughout southern Africa.

for Apex Welding and
Safety Screens incor-

sorber that
dangerous

ensures
U.V. ra-

off area, protecting
workers in the close

The UV radiation and risk of burns
from welding spatter can be contained
to ensure minimal exposure to the welding
process for non-welding employees.

porates a heavy duty
light

ultraviolet ab-

diation is safely con-
tained in the curtained

vicinity. Apex Weld-
ing and Safety Screens

are also impervious to
burning, and this is of
particular importance
should the material
come into contact with
welding splatter.
SABS U.V trans-
mittance tests re-
vealed that the Apex
Welding and Safety
Screen achieved read-
ings of 0.005%, 0.001
and 0.005%, which
are clearly superior
to conventional ma-
terial readings of
0.005%, 0.008% and
5.0%. Total visible
light transmittance
tests were equally
conclusive — the con-
ventional material
allowed 78% while
the Apex material
allowed only 15.5%
light transmittance.
Apex Welding and
Safety Screens are
available in several
configurations, in-
cluding a free-stand-
ing frame made up
of 13 overlapping
strips. The screens’
angled feet allow op-
timum utilisation of
the floor space as the
screens can be butted
together at 90°.
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Young Welder of the Year 2015 announced

JACOBUS van Deven-
ter has won the Young
Welder of the Year
2015 competition and
will go on to represent
South Africa at the
WorldSkills  competi-
tion to be held in Sao
Paulo, Brazil, from 11-
16 August 2015.

The 2015 Young
Welder of the Year

competition was held
from 26-30 January
2015 at the Southern
African Institute of
Welding (SAIW) prem-
ises in Johannesburg.
“Jaco is only 20, but
the quality of his work
is beyond his years,”
says SAIW’s Etienne
Nell, the Young Welder
of the Year convenor.

“He also has an excel-
lent work ethic and is
willing to learn. We are
hoping for a competi-
tive showing by him in
Sao Paolo,” says Nell.
Jaco, who is appren-
ticed at Steinmiiller - a
multi-service provider
to the power genera-
tion and petrochemi-
cal industries — faced

tough competition this
year, and only beat
overall runner-up Ro-
mario Arendse from
West Coast College by
1.25 points.

The win boiled down
to the stainless steel
section of the compe-
tition, which required
the young welders to
weld a box without ro-

Changing the Face of Welding Education in the Cape

The Southern African Institute of Welding (SAIW) Cape Town branch is helping to empower the youth of the Western Cape

through its comprehensive training programmes.

And not just the youth! Those with experience in the welding industry are furthering their education through SAIW training

courses and increasing their career opportunities.

Courses currently offered by SAIW Western Cape include:
Welding Inspector; Senior Welding Inspector; Appreciation of Welding for Engineers; AWS D1.1 Codes training;
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Competent Persons — Foundation Week; Competent Persons — Steam Generators; Competent Persons — Pressure
Vessels; RT Interpreters; Appreciation of NDT for Engineers; ASME Codes of Construction for the Inspection of Pressure
Vessels & Steam Generators

For further information contact:

Western Cape Representative: Liz Berry

Tel: +27 (0)21 555-2535, Mobile: +27 (0)84 446 0629, E-mail: berryl@saiw.co.za

Www.saiw.co.za
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tating or moving it in
any way. Jaco scored
an impressive 9.3/10
for this project, push-
ing him to the front of
the competition. “Jaco
demonstrated a high-
skill level from day
one,” says Nell.

Meanwhile Nell
says that interest in
the Young Welder of
the Year competition
is growing.

“The  competition
has generated a great
deal of interest from
all over the country.
With 20 finalists, we
had a record number
of participants this year
and as this has become
the foremost skills test
for young welders in
South Africa, we ex-
pect participation to
continue growing.”

Jim Guild, SAIW
executive director says
that the competition is
an industry initiative
and would not survive
without its sponsors.
“We are grateful for
our sponsors who un-
derstand the growing

Morris Maroga SAIW President and Young Welder of
the Year 2015 Jaco van Deventer.

importance of this com-
petition in terms of en-
couraging welding as an
exciting and sustainable
career for the youth.”
The 2015 competi-
tion was sponsored by:
Abicor Binzel, Afrox,
AFSA, Air Products
South Africa, Arce-
lorMittal,  Columbus
Stainless, ESAB, Hu-
lamin, Laser Cut Vari-
os, Macsteel VRN, San-
gari, Sassda, Thuthu-
ka Welding Products
and Welding Alloys

South Africa.

Meanwhile the
SAIW branch in Cape
Town is moving ahead
strongly, offering a
wide range of welding
courses. These include:
Welding Inspector,
Senior Welding Inspec-
tor, Appreciation of
Welding for Engineers,
Foundation Week and
Competent Persons —
Steam Generators and
Pressure Vessels, AWS
D1.1 Codes Training
and more.

Finding a

AIR  Products South
Africa, a leader in the
Southern African bulk,
cylinder and specialty gas
supply markets, prides
itself on its capacity to
identify innovative solu-
tions to meet its custom-
ers’ needs. Central to
the company’s customer
service ethos is the abil-
ity to provide long-term
security of supply, relia-
bility and flexibility that
matches their customers’

solution that works

changing requirements.
Nowhere is this philos-
ophy more evident than
in Air Products’ Cry-
oEase mode of supply,
an innovative and flexi-
ble solution that provides
‘total gas management.’
Gary Lombard, Cry-
oEase Business Manag-
er at Air Products, ex-
plains, “When it comes
to their industrial gas
requirements, we en-
sure total peace of mind

Air Liquide Southern Africa
Tel: +2711 389 7000, Rolf Schluep (Welding & Cutting Manager) +2711 389 7095
Or contact us online at www.airliquide.co.za

Air Liquide - Leading the way in shielding gas innovation

| AIR LIQUIDE

ARCAL'

Simply High Performance

ARCAL™ NEW GENERATION
A premium welding solution developed for
quality welding applications.

There is an Air Liquide
solution that is right for you.

Creatie Orygen

for our customers. This
means assuring them
of the highest levels of
long-term  security of
supply, in such a way that
they do not ever need to
worry about gas avail-
ability. This frees them
up to concentrate on
their own core business,
thereby epitomising our
company’s commitment
to ‘service that delivers
the difference’.”

One of Air Prod-
ucts’ long-term custom-
ers recently made the
‘switch’ from a cylin-
der-based mode of sup-
ply to CryoEase, and
is reaping the multiple
benefits thereof.

Budget Sheet Metal
Engineering, a fam-
ily-run  business that
specialises in the man-
ufacture of sheet metal
parts and finished prod-
ucts has used cylinder
gas supply from Air
Products for more than
a decade. The nature of
the business is such that
demand is erratic, and
based on ‘ad hoc’ jobs of
varying sizes.

“Depending on the
job, consumption of gas
can be quite significant,
and we found that the
cylinder method was
becoming increasingly
challenging,” says Clau-
dio Ferrari, Managing
Director of Budget
Sheet Metal. “There are
various difficulties inher-
ent in managing cylinder
turnover, such as doing
cylinder stock reconcili-
ations and dealing with
product loss.”

When Budget Sheet
Metal up-scaled its op-
erational footprint from
two smaller premises to
one large, 2 600m? space

Continued on P30



Polymeric coating solutions
for local foundry industry

New Diamant polymeric metal product solutions from
Thermaspray restore original function of castings.

THERMAL spray and
plasma coating spe-
cialist, Thermaspray,
together with Ger-
man partner, Diamant
Metallplastic, proud-
ly introduces a new
range of coatings and
treatments specifical-
ly developed for the
foundry industry.

Scrap can be the most
expensive part of a pro-
duction process and is
caused by numerous
factors including poros-
ity, blow holes, surface
defects, metal fatigue,
erosion and corrosion.
The new Diamant pol-
ymeric metal product
solutions available
from Thermaspray re-
store the original func-
tion of castings which
significantly ~ reduces
scrap and leads to sub-
stantial cost savings.

Thermaspray’s stra-
tegic partnership with
specialist polymeric
metal systems suppli-
er, Diamant Metall-
plastic GmbH, was
forged in June 2014.
“Thermaspray is a spe-
cialist in the supply
and application of a
range of high technol-
ogy coatings and the
Diamant range fits in
very well with our cur-
rent offerings,” com-
ments Dr. Jan Lourens,
Managing Director
of Thermaspray.

The outstanding
properties of the Dia-
mant polymeric coating
products meet the ex-
treme conditions in the
foundry environment
head on with solu-
tions that range from
the sealing of porosity
and the repair of blow
holes to the aesthetic
correction of surface
defects. “Our Diamant
product range also in-
cludes coatings for pro-
tection against thermal,
abrasive and chemical
wear, which are lead-
ing causes of corrosion
and metal fatigue,”
adds Lourens.

Porosity in castings is
one of the major caus-
es of parts having to
be scrapped. Dichtol is
a proven capillary-ac-
tive impregnation pol-

ymer from Diamant
that has been special-
ly formulated to ad-
dress the needs of the
foundry industry.

Dichtol’s  excellent
capillary action ensures
that the polymer im-
mediately impregnates
thermal spray coatings,
penetrating deeply
(up to 20mm) into the
casting, reliably sealing
micro-pores and cracks
and protecting the me-
tallic surfaces of even
the most complex struc-
tures against corrosion.
The capillary sealer
is able to impregnate
form-locking and re-
store pressure tightness
of castings.

The capability of Di-
chtol to enhance the
surface and varnish
properties of castings
with a perfect, trans-
parent and invisible
finish makes the appli-
cation of this Diamant
coating ideal for the

repair of blowholes
(contraction cavities)
and surface defects.
Furthermore, Dichtol

is gentle to castings
and presents a proven
alternative to complex
restricted welding.

The highly flexible
Diamant coating sys-

tems are extremely
resistant to abrasive
wear, chemical wear

(oils fuels, acids, etc.)
as well as thermal deg-
radation and wear (up
to 1600°C). Lourens
adds that the polymer
can permanently resist
temperatures of up to
500°C and is heat re-
sistant to 250°C after
approximately only one
hour after application.

The versatile, ready-
for-use Diamant pol-
ymeric protective and
repair coatings from
Thermaspray offer nu-
merous cost and time
saving benefits to the
production process.
The easy application
of the products onto a
porous surface through
dipping, brushing, in-
jecting or spraying
makes them ideal for
on-the-spot repairs and
eliminates the need for
high investment costs

such as an in-house vac-
uum impregnating line.

Convenient in-house
application also means
short lead times, low
maintenance and re-
duced downtime. “In
short, the application
of Dichtol will mini-
mise costs and increase
production profitability
by extending the life
and machinability of
thermal coatings result-
ing in a significant in-
crease in the lifetime of
equipment and plants,”
concludes Lourens.

In addition to the
foundry industry, other
markets that will bene-
fit from the cost saving
advantages offered by
Dichtol capillary sealer
include the pulp & pa-
per, printing & packag-
ing, power generation
as well as the pump and
automotive industries.

Thermaspray  was
established in 1998
following the com-
mercialisation of the
Council for Scien-
tific and Industrial
Research’s  (CSIR’s)
Thermaspray and
Repair Group. From
its Olifantsfontein,
Johannesburg head-
quarters, the com-
pany offers a full
range of wear- and
corrosion-resistant
thermal spray coat-
ings, plasma coatings,
Plasma  Transferred
Arc (PTA) cladding
and a host of special-
ised allied services to
OEM customers and
end-users throughout
South Africa. In ad-
dition to providing a
comprehensive range
of support coating
finishing technologies
including machining,
grinding and burnish-
ing, the company also
refurbishes industrial
components damaged
by friction, erosion,
corrosion or cavita-
tion. Thermaspray
works closely with
customers to identify
problems and recom-
mend the best product
solutions which can be
implemented at Ther-
maspray or onsite at
customers’ premises.
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Advanced ESAB technologies
for new wind tower plant

ESAB Africa Welding
and Cutting has won
the DCD Wind Tow-
ers contract to sup-
ply a turnkey welding
and cutting system for
South Africa’s first wind
tower plant, at Coega in
the Eastern Cape.

The supply contract,
comprising a turnkey
welding and cutting solu-
tion, including a growing
line capable of producing
towers 120m long, will
be completed through
ESAB’s BBBEE chan-
nel partner, Xeon Gas
and Welding.

ESAB Africa market-
ing director, Kim Bright-
well, says the company is
one of the only original
equipment manufacturer
capable of supplying the
total solution to fabricate
wind towers.

“Wind tower fabrica-
tion is a technology in
which ESAB has special-
ised internationally, and
we have success stories
all over the world. The
Coega plant is backed
by all this knowledge
and experience in a

state-of-the-art total
solution,” he says.

The system will en-
able the new R300m
operation to cut plate,
roll it into “cans” and
then weld the cans un-
til the required section
length is achieved.

“ESAB-design  roll
beds with built-in manip-
ulators are used to ‘grow’
the line.”

“A set of hydraulically-
driven transfer rollers lift
the ‘can’ clear of the ro-
tating rollers and shuffle
it along and onto a roll-
erbed further down the
line,” Mr Brightwell says.

A new can is loaded
and welded, before the
whole weldment is shuf-
fled up another 3m. In
the end the line produces
a complete tower section
of up to 38m in length
on a single growing line
— DCD Wind Towers will
have four of these lines.

“This new ESAB
method has completely
replaced the outdated
approach to making wind
towers using cranes. No
cranes are used in the

ESAB process.”

ESAB and XEON Gas
and Welding have devel-
oped process handling
solutions from the mo-
ment steel plate arrives at
the factory, until the final
shot blasting and painting
of the completed tower.

The plate is cut using
two ESAB SUPRAREX
HD 6000 CNC-con-
trolled flame cutting ma-
chines. Once profiled, the
plate is rolled to form the
‘can’, and the longitudinal
seam is closed at the first
welding station.

“The root runs are
completed from the in-

side at ground level, and
the ‘can’ is the rotated
through 180°, with the
root weld completed with
no back gouging.

“ESAB Aristo 1000
AC/DC submerged arc
power sources are used
for the welding opera-
tion, for more welding
per kilowatt hour,” Mr
Brightwell says.

The ESAB PEK con-
troller, capable of stor-
ing up to 255 pre-pro-
grammed  procedures,
is used to manage the
different welding proce-
dures and parameters for
each welding seam.
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See The Light
Green Materials
For Green

Think Future
Think Aluminium
Think Hulamin
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Durable | Corrosion Resistant

Design Flexibility
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www.hulamin.co.za or
email hulamin(@hulamin.co.za
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SUSTAINABILITY

Strip curtains increase
energy efficiency

WITH a dwindling
supply of natural re-
sources, it is incum-
bent upon all busi-
nesses to adopt more
energy efficient ways
of operating. De-
creasing reliance on
air conditioning and
other energy-hungry
forms of control-
ling temperature is a
good starting point.

Wim Dessing, Man-
aging  Director of
Apex Strip Curtains
and Doors, points out
that the use of general
purpose strip curtains
provides a cost effec-
tive alternative to tra-
ditional environmental
control methods.

“Not only does the
installation of Apex
General Purpose Strip
Curtains result in a
decreased energy de-
mand, but they also
contribute to a cleaner
working environment,
with a reduced quan-
tity of dust, insects and
other airborne con-
taminants. In addition
to being quick and easy
to install, the strip cur-
tains are also easy to
clean and allow unim-

The use of general purpose strip curtains provides a cost effective
alternative to traditional environmental control methods.

peded access by both
people and vehicles,”
says Dessing.
Customisation  of
the Apex General Pur-
pose Strip Curtains
results in a perfect fit
no matter what size
the opening is. This
made to purpose fea-

ture means that there
are no gaps between

superior seal.
Apex Strip Curtains

PVC material for its
strip curtains that re-
tains its flexibility even
after years of use. This
adds further integrity
to the ability of the
strip curtains to de-
crease the possibility
of airborne material
ingress or the influx of
warm or cold air from
another area.

PVC is rustproof,
durable, heat resistant
and chemical resistant.
It also provides a pow-
erful sound barrier,
blocking the diffu-
sion of noise from one
place to the other. The
very low thermal con-
ductivity of PVC strips
makes them a key
component in locking
cold or warm air in a
room, compartment,
or enclosed area.

Dessing points out a
special feature of the
Apex General Purpose
Strip Curtains that pro-

It is incumbent upon all businesses to adopt
more energy efficient ways of operating.

the strips and the
frame, resulting in a

and Doors has devised
a specially formulated
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vides even further cre-
dence to the company’s
claims to controlling
internal environments.
“The patented Balledge
design provides an ef-
fective thermal seal
that parts easily under
pressure, to allow peo-
ple and goods to move
through  unhindered.
The Balledge design is
a reinforced edge on
the border of each strip
that not only prevents
snagging or scratching
of goods or people, but
also provides extended
strip life irrespective
of the application.

“Apex General Pur-
pose Strip Curtains
are the first choice
for a number of rea-
sons. Sensitive areas
such as food prepara-
tion are governed by
the Hazard Analysis
and Critical Control
Point (HACCP) an
internationally recog-
nised food safety sys-
tem that assists with
the manufacture of
safe food products,”
says Dessing.

“They can also be
used to ensure that the
ambient temperature
around heat-sensitive
machinery is finitely
controlled, for more
efficient processes and
increased equipment
longevity. Being able
to control the envi-
ronmental conditions
in terms of heat and
humidity additionally
plays a large role in
ensuring that employ-
ees are comfortable
and thus more pro-
ductive. All these ben-
efits will add substan-
tially to the bottom
line of businesses,”
he concludes.
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Bashneft and Yokogawa sign partnership

RECENTLY, JSOC
Bashneft and Yok-
ogawa Electric Cor-
poration signed a
long-term partner-
ship agreement in the
area of support of Ufa
Refining Complex
production facilities
with Automatic Pro-
cess Control Systems
(APCS) and Field In-

strumentation/Process
Control Instruments
(FI/PCIL.) Alexander
Korsik, President,
JSOC Bashneft
and Shuzo Kaihori,
Chairman and Chief
Executive Officer,
Yokogawa Electric
Corporation  signed
the document.

The companies

agreed to broaden
cooperation in de-
velopment and sup-
ply of APCS systems
and FI/PCI equip-
ment; the design,
start-up commission-
ing, and provision
of technical support
for Yokogawa equip-
ment; and the provi-
sion of consulting to

Bashneft specialists.
“Bashneft is consis-
tent in its policy for
implementation of in-
novative technologies
and support of produc-
tion facilities with mod-
ern automatic process
control systems,” not-
ed Alexander Korsik,
President of Bashneft.
“This agreement is a

result of many years of
successful cooperation
between Ufa refiner-
ies and Yokogawa, the
company that has sig-
nificantly contributed
to improvement of
production efficiency
and safety.”

“We appreciate
our long-term, suc-
cessful  partnership

with Bashneft and
would like to empha-
size that Yokogawa

will  fully support
Bashneft’s  sustain-
able development,”

noted Shuzo Kaihori,
Chairman and Chief
Executive Officer
of Yokogawa Elec-
tric Corporation. He
stated that Yokogawa

wishes to jointly ad-
dress all problems
and challenges with
Bashneft, and will
contribute by provid-
ing services and solu-
tions that strengthen
safety management,
increase avail-
ability and im-
prove efficiency at
Bashneft’s plants.

Saldanha Bay
oil and gas
facilities to be
built by 2018

TRANSNET Na-
tional Ports Authority
(TNPA) will develop an
oil and gas service fa-
cility at the Saldanha
Bay port (the deep-
est natural port in the
southern hemisphere.)

This is the first time
the TNPA is inviting
private-sector partici-
pation in the project,
and Requests for Pro-
posals (RFPs) will be
issued for a 380m-long,
21m-deep  rig-repair
berth (called Berth 205)
to service deep-water
rigs, and a 500m jetty
and repair facility to
service support vessels.

Berth 205 will be
able to serve modern
rigs, which require
the extra depth and
be able to serve two
rigs simultaneously.

In addition, TNPA
will be moving ahead
with work on an offshore
supply base in the com-
ing months, to supply
rigs with food, materials
and waste-collection ser-
vices.

Timeline

Port manager Willem
Roux says even though
the RFPs have yet to be
issued, the planistoiden-
tify preferred bidders by
September this year, giv-
ing sufficient construc-
tion time to meet the
2018 project deadline.

Operation Phakisa

President Jacob Zuma
launched Operation
Phakisa (or Operation
Hurry Up) last year, aim-
ing to clear bottle-necks
and grease the wheels of
the “blue economy.” As
a part of this plan, Sal-
danha Bay will become
a “one-stop” rig repair
and oil services hub.

Investment

The marine infra-
structure associated
with Berth 205 and the
jetty is currently ex-
pected to cost around
R6.5bn  while  the
landslide  infrastruc-
ture (including cranes,
workshops and ware-
houses) could cost
a further R3bn.

Continued on P32
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in Randburg, the
company decided to
review its gas supply
contract with Air Prod-
ucts, and looked at
various options.

“We did our industry
research, and this ex-
ercise confirmed for us
that Air Products has
similar organisational
values and ethics; as well
as an equally high regard
for customer service ex-
cellence. In addition,
they provided us with a
practical solution to our
supply needs. Thanks to
their recommendation
regarding CryoEase, we
have not looked back,”
Ferrari says.

Air Products, in turn,
aims to build strong,
long-term relationships
with customers built on
open communication
and trust. “We were
there when Budget
Sheet Metal needed
us and, armed with the
correct and relevant
information, we were

PETROCHEMICALS, OIL & GAS

Finding a solution that works

able to work together
to find a suitable solu-
tion,” says Lombard.
CryoEase is a method
of liquid gas delivery that
suits a manufacturing or
fabrication facility where
gas requirements have
outstripped cylinder
volume capability, and
where the premises are
large enough to house a
large storage tank. These
criteria were all perfectly
aligned to Budget Sheet
Metal’s requirements.
“The beauty of Cry-
oEase is that we can
manage supply on a
long-term basis without
our customer needing
to be involved in the
ordering process,” says
Lombard. “Our telem-
etry system alerts us
well before levels run
critically low — thereby
eliminating the risk of
an unplanned down-
time due to an interrup-
tion in supply - which
can potentially be dis-
astrous for any manu-

Continued from P26

Air Products aims to build strong, long-term relationships with
customers built on open communication and trust.
L-R: Gary Lombard (Cryoease Business Manager at Air Products)
and Claudio Ferrari (Managing Director of Budget Sheet Metal.)

facturing operation.”
Air Products supplies

Budget Sheet Metal

with high purity (HP)

specialty gas mixtures
for various fabrication
applications, notably as
a coolant for use on its

laser machinery. The
company, specialising
in stainless steel, mild
steel and aluminium,

offers CNC punching,
laser profiling, bending,
jigging, Quality Assur-
ance (QA), welding (in-
cluding robotic welding),
grinding, de-burring and
finishing. Its diverse
product and service
offering is bolstered
by its use of a 3D com-
puter-aided draughting
(CAD) system, which
gives enhanced accuracy
and efficiency to the pro-
totype design process.
For Budget Sheet
Metal, which has en-
joyed steady growth
in recent years, it was
critical to find an in-
dustrial gas supplier
that could efficiently
match its increased
volume requirements.
“With Air Products’
CyroEase system, we
can meet high demand
without interruptions
in production. This is
thanks to the size of
the tank, which is based
permanently at our
premises, and to the

fact that Air Products is
consistently monitoring
volume levels. We are
furthermore impressed
with the quality of the
gas itself, and the mode
of supply and delivery
is a practical and ef-
fective solution which
really suits our needs,”
Ferrari comments.
“With CryoEase,
Budget Sheet Metal
can focus on its opera-
tions without worrying
about managing their
gas, and without the
fear of down-time or
damage to materials
in the event of an in-
terruption in supply.
Continuous flow means
enhanced productivity,
and enables the com-
pany to focus on grow-
ing the business. And
as the business grows,
Air Products will be
there, managing our
customer’s supply and
demand proactively,
every step of the way,”
Lombard concludes.

Smit Amandla

2015 marks ten years
since black empowered
marine solutions pro-
vider SMIT Amandla
Marine was established
in South Africa. Today,
the company partners
with clients that in-
clude De Beers Marine,
SAPREF, PetroSA,
South African Mari-
time Safety Authority,
Department of Trans-
port, Department of
Environmental Affairs,

FT Marine, BP, Engen
and Shell to remain a
key, local employer of
South African seafarers
and a market leader in
the field.

Whilst the compet-
itive landscape has
changed considerably
over the years, it is the
employees of SMIT
Amandla Marine, who
own 12% of the com-
pany, who are driving
consistent growth, a

Marine

progressive safety cul-
ture and peak produc-
tivity across the board.

Successfully charting
a course for the future
is Managing Director,
Paul Maclons, who
took up this role in
2005, and together with
the Board of Directors,
has ensured that the
organisation remains
focused on effective
service delivery, share-
holder returns and

celebrates a decade of growth

stakeholder partnering.

“Looking back over
the past decade, there
have been many high-
lights for SMIT Aman-
dla Marine. These have
included several new-
build projects in South
Africa, supporting the
local ship building in-
dustry, as well as rec-
ognition for the com-
pany’s investment in
people through numer-
ous awards. The intro-

duction of new tonnage
over the years as part
of our fleet renewal
strategy has also been
particularly rewarding,”
says Maclons.
Remaining relevant
in its chosen markets
is a priority as the com-
pany strives to offer a
safe, risk managed and
cost effective service
to its clients, whilst in
compliance with all
regulatory require-

ments. With a fleet of
19 vessels operating
across six locations in
Southern Africa, effec-
tive fleet management
ensures continuity of
service to clients in
the energy, ports and
ship owner segments.
In recent years, it is
the company’s expan-
sion into Mozambique
and the establishment
of a local operating en-
tity in this new market
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that remains a key driv-
er of its growth strategy.

“In 2013 we estab-
lished SMIT Servicos
Maritimos de Mogam-
bique and are focused
on expanding our foot-
print in the region,”
notes Maclons, citing
the company’s pro-
vision of a tailored,
offshore solution for
mining company Vale
out of Beira as unique
in the region.

In this niché, special-
ised industry, the expe-
rience and competence
of the professionals the
company employs at
sea and ashore under-
pins its success. The
transformation of the
company’s workforce
has been a key driver of
training and develop-
ment efforts and whilst
retention of skills re-
mains a challenge in
the competitive mar-
itime industry, SMIT
Amandla Marine’s
reputation rests on the
skill and track record
of its workforce.

The 10 year mile-
stone is a good reason
to celebrate achieve-
ments of the past, but
for the team at SMIT
Amandla Marine it is
the opportunities of
the next decade that
are driving their con-
tinued focus on ser-
vice excellence and
safe operations.

Paul Maclons con-
cludes, “We remain
challenged as always
to position ourselves
as a trusted partner to
our clients, suppliers
and service providers,
offer rewarding work
to our employees and
continue to achieve
good returns for
our shareholders.”
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a disc spring stack

that is often too long
for the available bolt
length. As a result,
valve bolts usually
need replacing.

Now, British mul-
tinational AESSEAL
has launched Live-
Star, a new-generation
live loading system
designed to be com-
pact without requir-
ing extra bolt length
to accommodate the
uncompressed disc
spring stack.

LiveStar has been
designed as an encap-
sulated disc spring
configuration with
defined compression
length to automati-
cally adjust the gland
and maintain constant
pressure on the valve
packing set.

It is likely to find a
major market in con-
trol valves installed
in environmentally
sensitive applications
such as those found
in petrochemical
refineries.

The system fits on
existing gland bolts
and is tightened on in-
stallation until the vis-
ible assembly gap clos-
es. During operation,
this closed gap serves
as an indicator of
valve packing wear or
consolidation, either
or which will cause
the gap to reappear,
whereupon the assem-
bly is simply retight-
ened to its optimal
set point. No torque
wrench is required.

A major advantage
of the AESSEAL
design over other
live-loading systems
is that the disc spring,
which is encapsulated
against environmen-
tal impact by an outer
cylinder, slides on an
even, machined sur-
face rather than on
a bolt thread. The
disc spring can there-
fore never become
over-compressed,
hang up on threads or
shift asymmetrically
on the bolt.

Further, LiveStar
needs no new bolts
fitted to the valve to
accommodate the sys-
tem. The extended
nut is screwed onto the
existing valve bolt.

Other features in-
clude compensation
for thermal expansion
of the valve and flange
parts, optimum and
pre-determined com-
pression set by the di-
mension of the spring
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How do we protect our environment as the world’s population passes 7 billion?
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Saldanha Bay oil and gas facilities to be built by 2018

Continued from P29

An artist’s impression of the proposed Berth 205.

The SBIDZ is prepat-
ing to ease the way for in-
vestors, including through
establishing the zone as a
‘free port’ - a customs
control area that offers
duty-free, value-added-
tax-free  conditions
for operators.

TNPA’s role

The TNPA itself plans
to invest around R3.9bn
across the South African
port system in 2015/2016,
but has not set aside any
specific budget alloca-
tions for the infrastruc-
ture being put out to
tender. It does plan to
be involved in the de-
sign of the project and
says it will help facilitate
environmental approvals.

Roux says it will in-
sist that the facilities are
operated on an ‘open
access’ basis and that
there is both black-eco-
nomic empowerment
and local community
involvement.

Saldanha Bay

Situated along the west
coast, about 120 km (72
miles) from Cape Town,
Saldanha is a natural,
deep water port and is
able to accommodate
vessels with a draft of up
to 21.5m. The port covers

a land and sea surface
of just over 19,300ha
within a circumference
of 91km with maxi-
mum water depths of
23.7m.

Its geographical prox-
imity to a slew of new oil
and gas finds on either
side of the continent is
seen giving it an edge
over other repair hubs
in Europe, Singapore
and Dubai.

“Currently, 80 to 100
oil rigs are operating off
the west coast of Afri-
ca, creating a sizeable
captive market for Sal-
danha,” Transnet said. “A
further 120 oil rigs pass
the southern tip of South
Africa,” making this a
potential market.

Saldanha has a pur-
pose-built rail link di-
rectly connected to a
jetty bulk-loading facil-
ity for the shipment of
iron ore. Currently the
port facilitates the ex-
port of iron-ore mined
in South Africa’s North-
ern Cape province, and
there are parallel plans
to increase the export
of iron-ore from around
57-million tons to over
70-million tons a year.

South Africa imports
its crude oil through the
Saldanha port.

Oil price concerns

SBIDZ business de-
velopment executive
Laura Peinke believes
the projects are seen as
long-term and unlikely
to be affected by the ta-
pering-off in new oil ex-
ploration brought about
by the recent dramatic
drop in the oil price,
which has put a question
mark over some oil and
gas projects.

Pienke went on to
say companies such as
Kepple and Sembcorp
Marine had placed their
bids for the construc-
tion of the oil and gas
development facilities.

However, TNPA CEO
Tau Morwe is more cir-
cumspect, indicating that
the fall in the oil price
may dampen the appetite
of investors and could,
thus, have an impact on
the timing of the projects.

South African Oil and
Gas Alliance executive
director Ebrahim Tako-
lia argues that a number
of international service
providers are likely to
be attracted by the long-
term economic rationale
of locating a hub in close
proximity to the expand-
ing African market.

The business case

Oil exploration firms
could make significant
savings by having their
rigs repaired in South
Africa, rather than tow-
ing them to Singapore,
which could take up to
100 days for a rig that
rents out for around
US$500,000 a day,
Peinke said.

Rouxsays the intention
is to transform Saldanha
Bay from being a “port of
last resort” for rig repair
to a “port of first choice.”
He also stressed the im-
portance of the TNPA
seizing the opportunity to
serve the oil rigs operat-
ing on the west and east
coasts of Africa.

He said about 120 oil
rigs passed SAs coast-
line annually. Most
were unable to obtain
services in Saldanha
as the port was not
equipped to meet the
demands from the sec-
tor. “We know if we do
not use this opportunity
now to capture this mar-
ket, other ports in the
southern hemisphere
will gear themselves
to capture it.”

Entering the offshore
oil and gas industry may
create 6,300 direct new
jobs and a further 25,200
indirect employment op-
portunities, Transnet said.
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THE fishing industry
represents a danger-
ous environment -
both from a physical
peril point of view
as well as a commer-
cial operation point
of view. Life out at
sea carries with it in-
herent risks — it’s no
wonder therefore that
commercial fishing is
regarded as one of the
most dangerous indus-
tries in which to work.

Commercial fish-
ing is also a volatile
business with profit
margins often at the
mercy of a sometimes
very unpredictable
resource (namely the
fish itself.) Despite
significant advances
in fishing technolo-
gy, Marsh Africa still
often encounters per-
sonalities who have
been involved in the
industry for decades
who can’t explain why
the resource is ‘acting’
in the way it is between
one year and the next.
To that degree fish-
ing remains to a large
degree a dynamic un-
predictable industry
— and that’s just the

COMMERCIAL FISHING
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Insurance in the fishing industry
— the argument for a professional broker and risk advisor

“procurement side of
the business.” On the
sales side there are lo-
cal and international
factors to consider — a
change in the rate of
exchange could turn
a poor season into a
good one (despite the
fact that the product
base hasn’t altered.)
Supply and demand
can often dictate
success or failure.

Of the risks touched
on above, some are in-
surable whilst others
— generally speaking
— are not. The risks
that you will generally
not be able to insure
against would be rate
of exchange fluctua-
tions, loss of fishing
time, poor catch rates
—leading to other con-
sequential losses.

On the insurable
side, a typical fishing
company will possess
assets that require in-
surance — vessels, a
factory, a workshop
possibly, a cold store,
motor vehicles, ma-
chinery, product, loss
of profits / business in-
terruption following a
loss, etc. They will also

have employees that
they would need to
consider cover for (be-
sides COID) - group
personal accident, em-
ployee benefits, etc.
The company will be
exposed to potential
liabilities that they
should insure against
—for the vessels (P&I,)
for motor, for gener-
al liabilities at their
premises, for product
sold and distributed
internationally, etc.
On the sales side -
trade credit insurance
may be a requirement
(both domestically
and internationally.)
Then there would be
certain more ‘exotic’
risks to consider from
an insurance perspec-
tive — product recall,
brand protection, fi-
delity guarantee (i.e.
insuring against the
infidelity of your own
staff,) kidnap and
ransom (if you have
employees travelling
to high risk parts of
the world on compa-
ny business,) environ-
mental risks, mergers
and acquisitions, etc.
The basic cover re-

quired and the need
to consider some of
the more ‘exotic’ In-
surance products will
very much depend on
the size and complexi-
ty of the company — as
well as their exposure
to risk and how they
go about eliminating
or restricting it. How
strong are their inter-
nal risk management
processes and proce-
dures? Is risk man-
agement an ingrained
function of the com-
pany or is it more of a
catch-phrase with little
real substance?

All of the above
highlights the need for
the fishing company
outlined above to con-
sult with a professional
insurance broker and
risk advisor in order to
review (in conjunction
with senior managers
within the fishing com-
pany) the fishing com-
pany’s risk exposures
and how best these can
be addressed. In order
to derive the best ben-
efit from your broking
house your broker
needs to fully under-
stand your business,

they need to know
what your needs are
and they then need to
bring the full weight of
their in-depth knowl-
edge of Insurance to
bear on your business.

There may well be a
number of insurance
products that you
don’t feel you need —
and you may be quite
correct in this assess-
ment. The important
thing is to identify
whether there is a risk
in the first place (no
matter how small it
is) and to then decide
how to deal with it. If
there’s an opportunity
available whereby the
risk could be trans-
ferred to an insurer
then that should be
one of the options
considered. If such an
option exists and it is
then decided not to
take up the insurance
option for whatever
reason (e.g. price, not
enough value for mon-
ey, not wide enough
cover, etc.) then at
least the risk has been
considered and an in-
formed decision made
not to insure it. A

professional insurance
broker and risk advisor
can provide you with
valuable assistance
in working through
this process.

More and more
(certainly at a corpo-
rate level) company
boards of directors are
obliged to have risk
committees in place
to identify and evalu-
ate the potential risks
faced by the business
(and not necessarily
just insurable risks,
but all risks) and to
mitigate these to the
best of their ability.
This talks to the estab-
lishment of risk man-
agement programmes
coupled with risk
transfer (insurance.)
Once again, a profes-
sional insurance bro-
ker and risk advisor
can assist you with this
process and should be
able to add value.

The above men-
tions a corporate en-
vironment — but even
the smaller SMME
operators — require
professional advice in
relation to insurance
and risk management.

Many of the funda-
mental risks faced by
the smaller operator
are the same or at the
very least similar to
those faced by the cor-
porates. There are still
vessels that need to be
insured and liability
exposures that require
cover. Product still
needs to be insured
(possibly even as ear-
ly as the “catch” stage
just after it’s taken on
board.) Fishermen are
still subject to danger
and the peril of being
injured on board or
lost overboard — their
dependents will (in all
likelihood) seek some
form of compensation
for the vessel owners.
Probably the most
import aspect of any
insurance you purchase
is that it responds (the
way you expect) when
you suffer a loss. There
should be no surpris-
es in relation to your
insurance coverage
when a loss occurs. To
ensure that this is the
case it is vital that your

Continued on P34
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Partnership takes portion cutting to the next level

BY working closely with
Marine Harvest on the
I-Cut 130 PortionCutter,
Marel has developed a
machine boasting accura-
cy levels that the company
claims has become the in-
dustry benchmark.
Marine Harvest ASA
is one of the largest sea-
food companies in the
world and the one of the
world’s largest produc-
ers of Atlantic salmon.
The company employs
more than 10,000 people
and is represented in 22

countries. It supplies sus-
tainably farmed salmon
and processed seafood
to more than 50 markets
worldwide. The company
recently updated its port-
folio of portion cutters
by purchasing five new
Marel I-Cut 130 portion
cutters for processing fa-
cilities in France, Belgium
and Poland.

Guy Vandenbroucke,
senior Project Manager
in Europe at Marine Har-
vest, saw a demonstration
of the I-Cut 130 at the

Seafood Expo in Brux-
elles in 2013. He was im-
pressed by the innovative
features and shortly after
Marine Harvest decided
to buy five machines.
“The I-Cut 130 is the
only portion cutter that
can meet all our require-
ments and enable us to
deliver the new products
our customers are asking

for,” he says.
Marel enjoys a
long-standing partnership

with Marine Harvest,
and during the months

Southern Power Products (Pty) Ltd - 76 Marine Drive, Paarden Eiland 7420
Tel: 021 511 0653 | Fax: 021 510 3049 | sales@southernpower.co.za

that followed, the team
worked closely with them
to further develop the
[-Cut 130’s innovative fea-
tures. The partnership has
resulted in a market-lead-
ing portion cutter that
goes beyond expectation
and takes portioning to
the next level, according
to Marel.

“By listening to our cus-
tomers and responding
to their feedback we aim
to continuously extend
the boundaries of food
processing performance.
Our goal is to provide cus-
tomers with solutions that
give them an edge over
their competitors.”

In many countries, re-
tailers and food service
companies are moving
away from selling prod-
ucts of variable weight.
The demand for products
of consistent weight and
dimensions is increasing.
To respond to this grow-
ing trend, Marine Har-
vest decided to invest in
this new, advanced equip-
ment. “Accuracy is key to
meeting our customers’
needs for products of
consistent weight and di-
mensions, and we found

that the I-Cut 130 pro-
vides the best technology
to do this. The portion
cutter is more accurate
than anything Marine
Harvest has seen before.
So investing in this has
opened doors to produc-
ing fixed-weight products,
where accuracy is the key
selling point,” Guy Van-
denbroucke says.

The new 200Hz camera
technology on the I-Cut
130 has given impres-
sively accurate results for
Marine Harvest.

Vandenbroucke ex-
plains, “We have experi-
enced a much lower stan-
dard deviation between
portions. It’s as accurate
as it can get now. Any
deviation detected seems
to be related more to
imperfections in the tex-
ture or density of the raw
material rather than the
portion cutter. And not
only is it accurate, it is
also very reliable.”

Marine Harvest consid-
ered many factors to en-
sure optimal performance
of their equipment and
premium quality of the
products produced. One
of the most important

areas for them, as for all
processing companies, is
to constantly optimize the
use of raw materials to
increase yields and mini-
mize waste.

“It’s about making the
right cut and using the
optimal portion of the
raw material in the most
valuable pack. The in-
novative cutting patterns
of the I-Cut 130 mean
that we are very close
to the theoretical opti-
mal product utilization,”
Vandenbroucke says.

The built-in TrimSort
on the I-Cut 130 helps
improve processing ef-
ficiency. He continues
to explain, “This is truly
innovative. The Trim-
Sort effectively separates
the tiniest pieces of trim
from the product. Trim
portions are normally dif-
ficult to separate with a
classical air-reject system
or a grader, but are now
easily removed from the
ready-to pack products
via a separate conveyor.
We run high volumes,
so this type of process-
ing improvement is very
valuable to us.”

The intuitive software

and user-friendly touch-
screen makes daily op-
eration easier than ever
before, and there is no
need to have a super-user
for day-to-day operation.
Another huge advan-
tage for a multinational
company such as Ma-
rine Harvest is that the
software is available in
18 languages.

Marine Harvest is aim-

ing to become a global
leader in sustainable sea-
food production. They
have therefore benefit-
ted greatly from a wa-
ter-reducing feature on
the I-Cut 130.
“We are using 50% less
water during operation
of the machine. It adds
up to huge savings for our
large production facilities
and has obvious benefits
for the environment,”

Marel is committed
to providing sustainable
value for customers by re-
ducing waste by-products
and increasing processing
efficiency. The innova-
tive software with new
cutting patterns allows
for almost 100% utiliza-
tion of raw material, thus
reducing waste.

Insurance in the fishing industry

— the argument for a professional broker and risk advisor
Continued from P33

broker has explained
the full scope of cov-
er to you (including
policy extensions and
exclusions; excesses
and conditions.)

So whether you’re a
big corporate fishing
company or a small
one-vessel operator
there is a need to seek
sound advice from a
reputable and well-es-
tablished professional
insurance broker and
risk advisor.

Marsh Africa (fol-
lowing the acquisi-
tion in 2012 of the
Alexander Forbes -
Short-term Insurance
Broking business) is a
pre-eminent, African
insurance broker and
risk advisor. Marsh is
proud to be intimately

involved in the South
African and Namib-
ian fishing industries,
servicing numerous
clients from major
corporates through to
SMME operations and
singleton owners. In
addition Marsh prides
itself on having a ded-
icated marine team in
Cape Town that has
significant experience
in arranging insurance
placements for hull,
Protection & Indem-
nity (P&I,) cargo (incl.
catch,) inland transit,
ship repairers liabil-
ity and other classes
of marine insurance.
Complimenting the
marine team are
non-marine colleagues
handling the assets, li-
ability, motor, product

recall and other risks
requiring cover.
Besides its African
footprint, Marsh (part
of the Marsh & Mc-
Lennan Group of Com-
panies) is a truly global
company with opera-
tions based in 130 coun-
tries around the world.
This gives it access to
an extensive range of
expertise within just
about any industry sec-
tor — fishing being one
of them. The company
leverages these connec-
tions to ensure that it
remains in touch with
developments taking
place internationally
that may have an im-
pact on its local client
base — or these clients’
global operations. It
also helps Marsh keep

up to date with trends
within the insurance
market globally.

In addition to con-
ventional insurance
broking expertise,
Marsh also has a ded-
icated division fo-
cused solely on risk
management — Marsh
Risk Consulting
(MRC.) MRC’s role
is to provide clients
in all industries with
strategic advice and
innovative solutions
across a comprehensive
range of insurable and
non-insurable risks.

The Marsh team
puts client’s needs first
and prides itself on the
long-standing relation-
ships it has established
with its clients in the
fishing industry.

Marel is the leading global provider of
advanced equipment and fully integrated
systems for every stage of the fish processing

value chain.

Our products are designed to optimise yield,
throughput and overall product quality.

Let us put our know-how to

work for you
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the scalpel was seen as
a medical magic wand
- and the more em-
phatically the wand was
waved, the better the
result. Key-hole surgery
and fussing over details
such as excessive bleed-
ing was seen as the mark
of the inexperienced.
Once the bone was set
or the guilty tumour
boldly excised, the great
men stood back to enjoy
the looks of admiration
from scrub nurses and
junior doctors, leaving
the assistant to see to
the mundane tasks of
staunching the blood
flow and closing up of
the patient.

I can still remember
how, in my student days
at Groote Schuur Hos-
pital, the Chief of Sur-
gery was met in the car
park every morning by
the head matron and a
senior registrar before
being escorted to the
wards, where patients
and students waited
nervously. He was the
boss, and we all knew it
very well.

Those, too, were the
days of Prof. Chris Bar-
nard — and who could
ask for a more colour-
ful, charismatic charac-
ter! He brought some
much needed glamour
and movie star zest to
the South African med-
ical world. As medical
students we bathed in
this shared glow, and we
made certain that our
newly purchased steth-
oscopes were highly vis-
ible, often casually laid
out on the front seat of
our Beetles or Mini Mi-
nors. Remember how
often famous surgeons
appeared on talk shows
or at celebrity events, and
when their names were
often romantically linked
with Hollywood stars?

Even our lecturers
were characters. I re-
call our Psychiatry tu-
tor (who started my
life long affair with red
wine) who, for reasons
best known to himself,
chose always to wear
two wristwatches! And
none of us ever dared
asking him if there was

a reason behind this
sartorial oddity.

And the professor of
pathology who had won
world fame for his pi-
oneering work on that
dreaded form of lung
cancer caused by asbes-
tos fibres. The condition
is known as mesotheli-
oma, and his claim to
fame — at our level — was
that he would, somehow,
bring up the subject of
mesothelioma at every
lecture — no matter what
the topic. Looking back
now, I can see it was a
successful ploy to get
us to attend his lectures
and to pay attention. We
always hoped to catch
him out, but never did.
Whenever the word
‘mesothelioma’ popped
up — sometimes totally
out of context — the class
would applaud loudly;
applause which he ac-
knowledged with a rise
of his astonishingly thick
and unkempt eyebrows
and just a hint of a bow.

Somehow I suspect
these were men who
would have applauded

the flamboyant gesture
of signing a transplanted
liver. Oh, I'm sure they
would have known that
it was not, strictly speak-
ing, the right thing to do,
but they would have qui-
etly approved.

Today the world of
medicine is a place of
startling new develop-
ments and progress, ad-
vances in diagnostics and
treatments appearing
with such rapidity that it
is becoming increasingly
difficult to keep pace.
But like a Boeing pilot
who misses the days of
‘flying by the seat of your
pants’ in a Gypsy Moth
or Harvard, I just cannot
help missing those days
when medicine seemed
that little more human
and colourful.

Possibly it’s just the
politically correct era we
live in, perhaps doctors
find safety from litiga-
tion in grey anonymity
— who knows. Perhaps
advancing age and the
bifocals of nostalgia are
distorting my views.

And now, it seems, pa-

tients are not only deal-
ing with a grey, sterile
medical world, but also
with faceless doctors!
Apps such as Doctor on
Demand, HeathTap and
AskMD makes it possi-
ble to get medical advice
by sending text-based
questions to medical
panels —well, in the USA
anyway. Some of these
on-line consultations
are free, while some cost
up to $40 a consultation.
Mind you, with the aver-
age Doctor on Demand
consultation lasting just
eight minutes, it would
appear that on-line doc-
tors are just as much in a
hurry as real time mod-
ern doctors. No time for
on-line chit chat.

No, blame it on dod-
dering old nostalgia or
whatever, but I would
rather have a mono-
grammed liver than
face the faceless new
world of medicine. A
little bit of style goes a
long way — and we could
do with some more!
E-mail:
preinder@mweb.co.za

Oceana beats the competition

A FEW old salts on the
Cape Town docks were
knocked of their bol-
lards when fishing con-
glomerate successfully
appealed a judgement
by the competition au-
thorities that imposed
unworkable (and unvi-
able) conditions on the
proposed acquisition
of Foodcorp’s fishing
assets. On Decem-
ber 19 Oceana con-
firmed a decision by
the Competition Ap-
peal Court to uphold
the company’s appeal.
This effectively con-
firmed Oceana’s enti-
tlement to include the
pelagic fishing rights
in its proposed acqui-
sition of Foodcorp’s
fishing assets.

The development
was most surprising.
Between July and late
November most fishing
industry pundits would
have bet confidently
that Oceana would not
win the right to snag
the valuable pelagic
rights, and many were
already speculating

who the ‘replacement’
buyer for these assets
might be.

Oceana acquiring
Foodcorp’s fishing busi-
ness — most notably the
business of catching,
processing and selling
deep-sea trawl hake,
south coast lobster and
pelagic fish. The only
portion excluded from
the acquisition is Food-
corp’s west coast lob-
ster and hake long-line
fishing rights. Food-
corp’s Glenryck canned
pilchards brand was
sold to industrial con-
glomerate Bidvest,
which holds a variety
of fishing operations
in Namibia.

Oceana CEO Fran-
cois Kuttel said that in
the absence of secur-
ing the pelagic fishing
rights, the company
could have not gone
ahead with the deal.
He explained that the
pelagic fishing rights
were a commercial im-
perative for the acqui-
sition to proceed.

Oceana owns the

bestselling Lucky Star
canned pilchard brand,
and has in recent years

resorted to importing
a substantial portion
of pilchard stocks to
fulfil canning capac-
ity. [Essentially the
R400m deal involves
Kuttel said over half of
Oceana’s canned pil-
chards were currently
imported from 12 can-
neries that the com-
pany had established
internationally.

“We now want to
look at replacing some
of these imports by us-
ing Foodcorp’s pelagic
fishing rights.”

He stressed that
Oceana had argued
from the start that
it was best placed to
secure Foodcorp’s
long-term future.

“This has been a very
long and arduous pro-
cess. What is critical
is the sense of security
and certainty this now
brings to the approxi-
mately 1,000 employ-
ees of Foodcorp. They
have been in a state of
limbo since the pro-
cess first started, which
must have been very
unsettling for them.”

The importance of
the Foodcorp deal is
underlined by recent
strong moves in Ocea-
na’s share price on the
JSE. In mid-October
Oceana held a market
value of R7,8bn, but
at the time of writ-
ing this had grown to
over R13bn.
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YOU know, it’s not easy being a South Afri-
can columnist these days, now that the end
is nigh and every intelligent South African
agrees that President Zuma cannot run a
spaza shop, never mind a country. And as for
the ANC, even Supreme Commander Julius
Malema agrees that they steal from the poor
to give to themselves.

Way back when, when we still gave the
ANC the benefit of the doubt, because we re-
ally had no other choice, we listened to them
boast about how they would bring light to
every dark look and heat to every cold heart
in the country. Fact is, the Bad Guy Govern-
ment who preceded them was already doing
a passable job with that, except that they were
somewhat hamstrung by the ANC’s instruc-
tions (accompanied by threats of violence)
that consumers were not to pay for the ser-
vices they received.

And then, even while they were boasting
about how they were going to spread electric-
ity to every household, the ANC announced
that they were closing down (“mothball” was
the politically correct term they used) power
stations. Those silly Nats were producing too
much electricity. ANC cadres knew better. So
they provided more electricity while produc-
ing less. That solved the problem.

It was easy to say ‘on the contrary’ to that.

Only one step remained: replacing expe-
rienced corporate leaders and electrical en-
gineers with well-placed ANC cadres who
received higher salaries and unheard-of bo-
nuses for their loyalty to the leader. So, Es-
kom was fixed forever and the ANC could
move on to other institutions broken by
apartheid and Jan van Riebeeck, such as ed-
ucation, the police, the armed forces ...

After a few years of such power-supply
bliss, the ANC was rudely awoken from last
night’s Johnny Walker Black with noises of,
hey, we need to do some maintenance here.
The treacherous apartheid regime left us ma-
chinery that needs to be serviced, repaired
and replaced every now and again. So the
ANC said, no problem, blamed it on apart-
heid and did nothing.

Even when they were warned that South
Africa would run out of sufficient power
by around 2007 or 2008, the ANC said, ah,
someone else’s problem by then, we’ll blame
it on apartheid and do nothing.

So in 2008 the lights started going out.
What has the ANC done since then? It is
now 2015. Have they done anything useful
to fix the problem? On the contrary. Zuma
still blames apartheid (“The energy problem
is not our problem today. It is a problem of
apartheid which we are resolving,” he said at
last month’s ANC birthday bash) and ANC
Secretary General Gwede Mantashe says it’s
a good thing, caused by all the growth and
development in South Africa.

As for the new capacity they are building,
the deadlines come and go. No new capacity.
Instead, existing capacity is regularly com-
promised. And maintenance is an exercise in
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damage control, one step ahead of disaster.

And disaster is what we are facing if
load-shedding cannot keep up with our crim-
inally neglected power grid, and the system
shuts down completely.

This is not scare-mongering. Eskom has
briefed Cabinet in December about the se-
riousness of the implications, City Press re-
ports. When the US state of California had
a total collapse in 2011, it took two weeks to
restore power — in a first-world country. Two
weeks without lights, hot water, cold water
(depending on the pumps,) cooking, electri-
cal security fences, alarm systems, petrol from
electric pumps, you name it.

Many businesses have generators now, run-
ning on diesel. How much diesel are they go-
ing to store? And how will they pump more?
There goes the cold beer at your local pub;
you’re in a disaster movie.

Should the same thing happen here, South
Africa is likely to be in the dark longer than
California. The problem is that you need
enough power from outside to re-start the
grid. Think of it as jump-starting your car,
an official explained, where you need a good
battery to assist the flat battery: “We don’t
want to go there, because all our neighbours
are buying from us. No one in Africa has
42,000MW of power.”

Reuters reported that Government was
taking precautions. Pres. Zuma and the
members of his Cabinet would be brought to
a safe, guarded place and soldiers would be
deployed to national key points such as the
Reserve Bank buildings. The United States
embassy has a contingency plan in place; oth-
er organisations and businesses are sure to do
the same.

A company CEO was quoted as saying,
“We certainly have had meetings on the issue
and God help us all if it does happen, but we
can’t sit around doing nothing if the Eskom
head himself has warned us.”

In the event, Eskom had to convince gov-
ernment that load shedding was not nego-
tiable. This became necessary because, as
reported, an official said senior ANC and
Government leaders were unhappy about the
repeated blackouts.

Think about it. They are unhappy. Some-
one else is inconveniencing them. Stop this
load-shedding nonsense. No responsibility
taken or even noticed. And who do they think
caused the problem and allowed it to ulcerate
towards bursting point over the past 20 years?
The oblivious, over-relaxed apparatchiks of
the African National Congress?

On the contrary. Jan van Riebeeck did it.

DA leader Helen Zille has dutifully put
forward a few proposals to prevent catastro-
phe. Regrettably Mr Jacob Zuma, following
the lead of his predecessor, Mr Thabo Mbeki,
is not likely to lower himself to the level of
accepting sound advice.

Nevertheless, if disaster is to be prevent-
ed, one should start somewhere. And, just
so you know there are alternative solutions
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to blaming apartheid, here are three of
Zille’s proposals:

¢ Terminate Eskom’s monopoly and open
up the grid to independent power producers.

There is no shortage of proposals from
independent producers and these projects
typically reach the production stage much
quicker. Many can come online in 18 months
to two years —as opposed to decades and hun-
dreds of billions of rands for coal and nuclear.

* A huge mind shift towards renewable en-
ergy —solar and wind.

The program to procure private invest-
ment for renewable energy has produced 64
projects to date, totalling R120bn. Since 2011
the price of wind power has dropped by 42%
and that of solar power by 68%. Bio-gas looks
even more promising.

Energy from the first wind and solar proj-
ectsis estimated to have saved diesel and coal
to the value of R3.7bn so far.

* Dump the R1tn nuclear power deal.

It will take way too long to produce any-
thing useful. Also, it is vastly expensive and
in the end the user will have to pay. Further
skyrocketing electricity prices for decades
to come will finally choke the SA economy
to death.

The deal also has every likelihood of trans-
mogrifying into a second Arms Deal — bribery
and corruption on a scale not indulged before.

m Blame it on Jan Van Riebeeck

ON THE CONTRARY
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Pieter Schoombee
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And here is a PS: To be fair to ousted
president Mbeki, he did later admit that the
ANC got it wrong and was quoted as saying:
“When Eskom said to the government, “‘We
think we need to invest more in terms of
electricity generation,” we said no, not now,
later. We were wrong; Eskom was right. We
were wrong.”

As for Zuma, maybe you have seen the
Peanuts cartoon of Charlie Brown talking to a
black kid. Black kid says, “I like being black.”
Charlie replies, “That’s nice.” In the second
panel Charlie says, “I like being white.” In the
last panel the black kid replies, “Racist.”
Blame it on Van Riebeeck.

E-mail: noag@maxitec.co.za

Colourful
quacks

Nostalgia for blood, guts and glory

kyNews reported the suspension of an
experienced British liver transplant

surgeon. I assume he must have been
quite senior considering that the news re-
port mentioned that he had successfully
transplanted some two to three hundred
livers! Unfortunately, for him, one of his
patients later needed some unrelated ab-
dominal surgery, where, to the amazement
of the operating team, it was noted that the
patient’s ‘new’ liver carried the bold signa-
ture — literally burnt into the surface of the
organ — of the original transplant surgeon.
This caused a furore and when further en-
quiries revealed that the signing — done
with argon gas, normally used to cauterize
bleeding vessels — had long been the eccen-
tric little quirk of the surgeon, well, all hell
broke loose.
Neither the hospital authorities nor many
of the liver recipients were impressed. A
board of enquiry has been set up and the
surgeon suspended, pending further inves-
tigation. I suppose I can understand the
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fuss, but it does sort of illustrate the point
that the medical world has become very
dry and colourless. No sense of humour;
everything politically correct and sterile, so
to speak.

Where are the great, colourful, larger than
life doctors as embodied by the great Sir
Lancelot Spratt (played to perfection by
James Robertson Justice) in the Doctor
in the House series. Those were the days
when successful surgeons were respectfully
called ‘Sir’ and were treated as movie star
celebrities. What they said was law and pa-
tient opinion did not even vaguely enter
into the equation. Medical students turned
to jelly in their presence and lived in mor-
tal fear of being singled out by these great
medical men at teaching ward rounds. That
was the era of bold, incisive surgery, when

Continued on P35
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