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Energas fired up for
Apek-mini launch

Dynamite comes in small
packages and the Apek-mini
is no exception.

Southern Power Products
participates in global
testing of new engines

Southern Power Products has
partnered with Cimco Diesel
marine AB to supply OXE
Diesel S-BPU engines.

D

D

Sea Harvest campaign
to improve business
and product
understanding

The “Savour the Sea”

campaign comes after
a seven yeargap in TV

D

advertising.

Daybrook a ‘big fish’ for Oceana

( jAPE TOWN-based fishing industry
iconOceana—alreadyaseriousexport-
er of seafood - looks set to make much

bigger waves globally.

The company has long hinted at taking
the plunge into international fishing wa-
ters and the recently proposed acquisition
of Louisiana-based Daybrook Fisheries —
which has the strong backing of the com-
pany’s biggest shareholders in form of con-
sumer brands conglomerate Tiger Brands
and Cape-based empowerment company
Brimstone — might just be the first offshore
cast. In fact, Tiger and Brimstone are put-
ting their money where their mouths are by
underpinning Oceana’s recently confirmed
rights issue of R1.2bn — which has been of-
ficially underwritten by Standard Bank.

There’s no doubt the Daybrook deal is
an important juncture for Oceana. The
company has struggled to find South Afri-
can acquisitions that would make a mean-
ingful impact to its bottom line ... and
when it did, the competition authorities or
Fisheries department seemed to take um-
brage. Both the Lusitania and the Food-
corp fishing deals were only landed after
long (and costly) struggles.

The key question now is how aggressively
Oceana will dangle its lines in international
waters in the hope of snagging other global
fishery companies?

Obviously it will take Oceana some time
to bed down Daybrook — which adds a size-
able chunk of new operating assets. The
Daybrook acquisition will cost US$382m —
which is close to R5bn at current exchange
rates. That means the US fishing operation
represents in value around 40% of Oceana’s
market capitalisation.

Fishing industry sources said while it was
understandable Oceana would be look-
ing for offshore and African acquisitions,
the sheer scale of the Daybrook deal was
surprising. One noted, “It is a big, bold
move into a specialist fishing niche ... one
hopes Oceana has not bitten off more
than they can chew.”

But another argued that Oceana although
Oceana was steaming into unchartered wa-
ters, CEO Francois Kuttel did have exten-
sive experience in the US fishing market.

Whatever transpires Oceana will still
hold global scale. A presentation document
issued by the company shows the enlarged
Oceana would rank as the sixth biggest fish-
ing company in the world with gross profits
of some US$142m or nearly R1.3bn. Just
as a point of comparison, Salmar - the big-
gest fishing company in the world - will still

be roughly twice to size of the enlarged
Oceana. Salmar generates profits of around
US$279m. For further context it’s worth
noting fifth biggest China Fishery Group
generates profits of US$226m, while sev-
enth placed Empresa Pesquera Eporva
manages annual profits of US$114m.

Daybrook specialises in deriving fish oil
(rich in Omega 3 oils) and fishmeal from
the Menhaden species found along the Gulf
Coast of America. The company is one of
only two significant operators, accounting
for around 35% to 40% of the annual Men-
haden catch. The beauty of the business is
that Gulf Menhaden fish produce billions
of offspring a year, which allows the popu-
lation to replenish. Oceana has pointed
out that the Gulf States Marine Fisher-
ies Commission completed an updated
stock assessment that concluded that the
Gulf Menhaden is “not overfished nor in
an overfished state.”

The ‘bigger picture’ for Oceana is that it
might be stepping into the fish oil and fish-
meal market at just the right time with an
increasing demand for protein. Fishmeal
and fish oil are high protein ingredients in
‘feed’ for aquaculture, which is recognised
as one of the fastest growing food segments.
But interestingly global output of fishmeal
has declined by 23% over the past de-
cade, which has meant the supply/demand
equation has seen sustained price growth.
Oceana’s presentation document showed
that the World Bank predicted a 90% real
growth in fishmeal prices from 2010 to 2030.

Daybrook then would not only add a sig-
nificant new growth leg to Oceana, but add
additional diversity both in terms of prod-
uct and geographic markets. Oceana cur-
rently earns its keep through three operat-
ing divisions: canned fish business Lucky
Star, fish producer Blue Continent Prod-
ucts and its lobster, squid and French fries’
hub. Oceana also has a fourth ‘division’ in
CCS Logistics, which provides refrigerated
warehouse facilities.

Daybrook, on paper, looks an impressive
operation producing revenue of US$114m
(around R2.4bn) in financial 2014 at a fat
55% margin. The revenue split is 50% Can-
ada/USA, 27% Europe and 22% to the Far
East. The company has been consistently
profitable over the long-term — save for
two years when normal performance was
hit be extraordinary events like Hurricane
Katrina (2205) and the Deepwater Horizon
oil spill (2010.)

In a recently released rights issue cir-
cular to shareholders it is argued that the
acquisition would allow Daybrook Fish-
eries to benefit from Oceana’s procure-
ment programmes as well as group sup-
port functions to save costs and increase
efficiencies. Oceana directors argued that
over the next five years an expansion of
the fleet and an increase in plant capacity
was planned as a result of the recent in-
stallation of innovative dryer technology.

Bowler’s
SoftBev
gets Pepsi

PPING-based plastics packag-
Eing group Bowler Metcalf’s con-

tention that its new soft-drink
bottling venture SoftBev would hit the
ground running is starting to look like
a bankable statement.

Earlier this year Bowcalf merged its
Quality Beverages soft-drink bottling
operations with KwaZulu-Natal-based
Shoreline to form SoftBev. SoftBev,
in which Bowler holds an influential
stake, has production plants in Cape
Town, Durban and Johannesburg that
produce niche brands like Jive and
Coo-ee as well as bottled water, energy
drinks and iced teas.

But production volumes could get
a major boost later this year as CBN
has heard reliably that SoftBev re-
cently clinched the contract to bottle
Pepsi products in South Africa. Aside
from the iconic Pepsi brand, other fla-
vours include Mountain Dew, 7-Up
and Miranda.

The contract was previously held by
Pioneer Foods subsidiary Ceres Bev-
erages. It is understood that Ceres
— dominant in the fruit juice segment
- battled to make meaningful returns
from Pepsi over the years.

Fortunately, SoftBev will not be to-
tally unfamiliar with the Pepsi culture.
The old Quality Beverages business
briefly bottled Pepsi in the run up to
and during the Cricket World Cup that
was hosted in South Africa in 2003.
Pepsi was one of the major sponsors
of the World Cup tournament, which
would have boosted sales at the time.

Continued on P3

Continued on P2

We have received a new shipment of stainless steel Anchors.



http://www.fastenright.co.za

2 CBN September 2015

IN THIS ISSUE

8 Materials Handling
& Equipment

16 Transport Industry
18 Renewable Energy

20 Boilers, Burners
& Combustion Systems

21 Water Engineering

22 Commercial Fishing
Industry

25 Financial Services

26 Instrumentation
& Control

28 On the Contrary
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SoftBev
gets Pepsi

Continued from P1

SoftBev has already
signalled annual sales
of around R1bn. With
Pepsi onboard CBN
suspects annual sales
could touch the R1,2bn
mark in the 2016 finan-
cial year. The big ques-
tion, however, is wheth-
er SoftBev can eke a
meaningful return from
Pepsi’s brands — which
compete with the super
dominant Coca-Cola
suit of soft-drinks.

One industry source
noted, however, that
Softbev’s status as a
dedicated soft-drinks
player could help with
efficiencies in produc-
tion, marketing and
distribution.

“If anyone can make a
go of Pepsi — which has
proved a tough propo-
sition in South Africa -
then surely it has to be
the newly constituted
SoftBev ...”

The months ahead
could be telling — es-
pecially the amount of
capital to be expended
on accommodating
Pepsi into existing pro-
duction lines.

BEE going global?

LAST MONTH two
prominent Cape Town-
based  empowerment
companies Grand Pa-
rade Investments (GPI)
and African Empow-
erment Equity Invest-
ments (AEEI) strongly
signalled their ambitions
to look for cross border
opportunities.

GPI recently an-
nounced that it had ac-
quired a 495% stake
in Australian gaming
company Atlas Gaming
Holdings for R5,6 mil-
lion, while AEEI - via
its Health Systems Tech-
nologies (HST) subsid-
iary — landed a contract
with the Tanzanian Min-
istry of Health to imple-
ment Laboratory Infor-
mation  Management
Systems (LIMS.)

Admittedly both deals
are small in relation to
the respective group’s
investment  portfolios.
GPI holds anchor in-
vestments in the Grand-
West and Worcester
casinos as well as own-
ing the master franchise
agreement for Burger
King in SA. AEEIs
biggest investment is in
Premier Fishing along
with promising strategic
investments in Pioneer
Foods, British Telecoms
and SAAB SA.

But both compa-
nies are likely to look
to developing a more
meaningful ~ presence
outside SA.

In GPI’s case, it is
interesting to note that
although Atlas Gam-
ing develops gam-

bling machines for the
Australian domestic
market, the proposed
transaction was aimed
at opening the African
market via GPI.

The way the deal
works is that GPI will
use its cash reserves
to acquire the initial
stake in Atlas along
with Synot, a Czech-
based gaming company,
also subscribing for a
similar shareholding.

After this initial
subscription both
GPI and Synot will
each subscribe for an-
other 5,05% of Atlas
in 12 months’ time.

GPI CEO Alan Keet
said the deal mad sense
as two additional rev-

enue streams would
be created.
The first, he ex-

plained, was the ability
to sell new gaming ma-
chines into the South
African and African
markets. The second
is that GPI will obtain
the contract to manu-

facture all the gam-
bling machines for the
African market in SA
via Retreat-based joint
venture Grand Tellu-
mat Manufacturing.
AEEI subsidiary
HST also seems likely
to leverage other Afri-
can opportunities from
its roll out of LIMS ser-
vices to multiple labo-
ratories in Tanzania.
Khalid Abdulla,
chairman of HST and
CEO of AEEI said
the contract supported
the company’s strate-
gic drive to grow its
footprint into Africa.
“Due to our success-
ful implementation of

Hospital Information
Systems and National
Health Laboratory

systems within South
Africa, we are excited
to start building our
African footprint.”

He said the Tanzanian
contracts were obtained
in partnership with Max-
com Africa Limited, a
technology  company

based in Dar es Salaam,
Tanzania. Abdullah said
AEEI was delighted at
the prospects of now be-
ing able to deliver simi-
lar laboratory systems to
Tanzanians and further
into Africa.

Gerrit Henning, CEO
of HST said the imple-
mentation project had
already commenced and
the solution should be
operational during next
month (October.)

“The founda-
tion is set for
further expansions.”

He said the contract
would advance the
delivery of laboratory
systems in Tanzania,
assisting them with mi-
grating away from cur-
rent time-consuming
paper-based environ-
ments. “This new sys-
tem will allow them to
provide a more effec-
tive turnaround time
and efficient service
to improve healthcare
in the communities
they serve.”

Marley acquires Gypsum
business of Lafarge

MARLEY  Building
Systems is pleased to
announce the acquisi-
tion of the South Afri-
can Gypsum business
of Lafarge.

This acquisition is
complementary to
our business; being of
equal size, we will team
up to create a unique
and competitive of-
fer that capitalises on
today’s Southern Af-
rican building trends.
This acquisition is in
line with Etex’s vision
of strengthening our
position by investing in
Southern Africa.

Southern Africa, a
driver of growth in
Africa for Etex

Firmly established in

both Europe and Latin
America since 1905
and 1937 respectively,
Etex aims to strengthen
its position in Africa,
with the Southern Afri-
can region and Nigeria
as the company’s main
drivers of growth. In
the region, the demand
for housing has been
on the rise for years.
The growing popula-
tion — from 44 million
in 2000 to 53 million
inhabitants in 2013
— is one of the main
reasons for this trend,
along with an emerging
middle class.

To put this into per-
spective: South Africa
alone already accounts
for 15% of Africa’s
GDP and has an aver-
age annual growth rate

of 2.2%.

In addition, the
Southern African mar-
ket is becoming in-
creasingly  regulated.
Various quality stan-
dards are being ad-
opted, with recent ex-
amples like SANS 204
for Energy Efficiency
in Buildings and SANS
517 for Light Steel
Frame Building. Con-
sequently, alternative
building methods, such
as dry construction, are
gradually replacing tra-
ditional construction.

A transition team
to ensure a smooth
merger

Besides amplify-
ing its presence in
Southern Africa, Mar-

ley Building Systems
will also combine the
expertise of various
support functions,
like marketing, sales
and customer service.
Thus, the company
will achieve higher
operational excellence
and service quality,
and a more stream-
lined structure in the
region. A transition
team will ensure the
smooth merger of both
companies, once the
acquisition has been
finalised. Because, as
always, this transac-
tion will only become
effective upon Regu-
latory and Competi-
tions approval. We will
communicate further
details with you in the
coming weeks.
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Freedom frees up
Stellies property

FREEDOM Property
Fund, a real estate de-
velopment specialist,
has surprisingly sold
off a recently acquired
slab  of  industrial
land in Stellenbosch
for R49m, it was an-
nounced last month.
The Stellenbosch in-
dustrial property - a
sizeable warehous-
ing facility located on
George Blake Street
in the sought after
Plankenburg Industri-
al — was only acquired
by Freedom in 2013
for R49m.

This seems a tough
sale for Freedom — not
only was no capital gain
profit registered on
the sale, but the prop-
erty was independently
valued at R59.5m with
annual rental income
of R4.3m. Freedom
said the disposal would
be used to settle the
existing bond on the
property and the re-

maining proceeds
would be applied to
specific approved

future developments.

The sale of the Stel-
lenbosch industrial
property coincided
with the resignation of
Freedom’s chairman,
Patrick Burton, a well
known and well regard-
ed Western Cape busi-
nessman. CBN wonders
whether the sale of the
industrial property in
Stellenboch is to give
Freedom some breath-
ing room with its resi-
dential developments
— of which a significant
chunk is located in the
Western Cape.

At the release of
Freedom’s financial re-
sults in May this year,

CEO Tyrone Gov-
ender said the com-
pany was moving in
the right direction.

“Even dealing with a
few unexpected dynam-
ics, we are on track with
all our projects.”

He argued Freedom
had made substantial
operational progress,
successfully driving
the implementation of
its strategies and un-
locking value for its
shareholders.

Freedom’s total rev-
enue of R42.8m was
significantly up on its
forecast of R28.3m
due to higher than ex-
pected sales of its stock
of services stands. But
future growth might
hinge on the success
of residential develop-
ments, and at least the
news here looks some-
what encouraging.

Govender contended
Freedom’s mixed-use
Langebaan Beach Re-
sort in the Western
Cape, bordering Sal-
danha, was ideally po-
sitioned to benefit from
Transnet’s  proposed
R10bn harbour expan-
sion. It comprises some
312,000m? of zoned res-
idential land, 427,000m?
of unzoned residential
land, 8,000m? of com-
mercial zoned land and
21,700m? for institu-
tional use.

He said Freedom
was “well progressed”
on plans to develop
7,000m? of commercial
space, pending finali-
sation of leases for the

property.
At Miami Village,
adjacent to  Shelley

Point in the St Helena
Bay area in the Western

Cape, Freedom has also
entered into an agree-
ment to sell 130 stands
for a combined revenue
of R14.2m against a
cost of sales of R5m.

“The balance of 131
stands are expected to
be sold rapidly too.”

At  Gevonden, on
the high-demand ur-
ban edge of Stellen-
bosch (bordering the
successful ~ Welgevon-
den Estate) prepara-
tions by Freedom for
the development of 43
residential units for the
mid-market were pro-
ceeding well.

Govender noted
that although Freedom
had a huge pipeline
to deliver on and de-
velop, raising equity
for these projects was
a challenge.

“While we have suc-
cessfully concluded
our term funding as we
promised the market,
we will continue to raise
funding where we can.
However, we are also
taking an innovative ap-
proach to funding.”

In the case of Gevon-
den, Freedom is final-
ising a deal for a suc-
cessful local developer
to undertake the de-
velopment and finance
it on a turnkey basis.
Govender said that on
completion, owner-
ship of the units would
be split based on input
costs, leaving Freedom
with ungeared, popu-
lar rentable units, and
the option to acquire
more. Plus, he added,
this was a low-risk ap-
proach to funding.

“We don’t speculate;
our developments are
always demand driven.”

Daybrook a ‘big fish’ for Oceana

Continued from P1

What’s more indus-
try catch levels in
Menhaden are below
sustainable levels.
This provides Day-
brook Fisheries with
the opportunity to
increase its annual
catch while maintain-
ing the sustainability
of the resource.

The underlying sug-
gestion is that Oceana’s
new found status as
a significantly larger
group  with  multi-
country exposure will
provide a platform to
explore further initia-

tives globally. Certainly
Oceana looks well ca-
pable of adding more
offshore scale and early
indications are that the
company has identified
cost savings at least
US$3m (R32m) a year
based on an average ex-
change rate of R10,55
to the dollar that can
be extracted from
Daybrook  Fisheries
within two years.
Successful cost sav-
ings are likely to drive
expansion opportuni-
ties for Daybrook given
the sustainability of the

Menhaden fishing re-
source and a planned
increase in processing
capacity at a fairly new
production plant.

Presuming Daybrook
is smoothly shifted
into Oceana’s corpo-
rate machinations and
delivers the expected
profit flows, CBN
would not be surprised
to see Oceana — which
is increasingly looking
to market Lucky star in
more African countries
- baiting its hooks for
a few selected African
fishing assets.

Voltex’s ARK (Acts of Random Kindness) Campaign

VOLTEX prides itself
on making a difference
to the world of energy
and the sustainable use
thereof and undertakes
this through its various
product  development
initiatives. However, the
foundation of a com-
pany’s existence lies
within the communities
in which it operates and
making a positive im-
pact needs to encompass
not only its operational
objectives but also those
of the communities in
which it operates and
who ultimately contrib-
ute to its success.

Voltex therefore
jumped at the opportu-
nity to become involved
with the ARK Cam-
paign (Acts of Random
Kindness) which is
founded on the prin-
ciple that each and every

To kick start the charity drive Voltex will be
placing a few coins into each of the 2,500 arks.

one of us “Can Change
the World for Good.”
There was immediate
synergy with the pur-
pose and intention of
this cause. Furthermore
Voltex was drawn to the
fact that this campaign
inspires  its’ employ-
ees participation and
gives them the free-
dom to select recipients
within their immediate
communities.

Voltex will be dis-
tributing 2,500 ARKs,
which are the yellow
ark-shaped charity box-
es, to its branches na-
tionwide and encourag-
ing the Voltex Group
Employees to assist in
‘Changing the World
for Good’ by filling an
ark and giving it to a
person or group that
could really use an Act
of Random Kindness.

This initiative is not
compulsory, but Voltex
believes that the inher-
ent generous nature of
its staff and their desire
to make a difference
will ensure that each
and every one of the
2,500 arks are filled
and given to someone
to make a positive im-
pact on their lives.

To kick start the
charity drive Voltex will
be placing a few coins
into each of the 2,500
arks before distributing
these to their branches
during August. Voltex
are proud to be associ-
ated with a cause that
aims to remind people
that we all have the
ability and ultimately,
the responsibility to
make the world a better
place through goodness
and kindness.

+27 (0) 21 511 0840
sales@dosetech.co.za
mgf@dosetech.co.za
www.dosetech.co.za
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Accelerated learning for young engineers

Workshops are held at universities to expose students
to the latest in drive and pneumatic technology.

THE South African
engineering industry is
at a challenging cross-
roads. Not only has it
been accepted that our
education system is
not producing enough
graduate engineers to
meet future planned
infrastructure  devel-
opment projects, but
the skills the industry
needs are being trans-

formed by a range of
variables that are often
difficult to incorporate
on an educational de-
sign and curriculum
planning level.

In the 21st century,
the reality of the cur-
riculum plan for engi-
neers is that it under-
standably still focusses
heavily on science and
mathematics skills.

However, an important
challenge that needs
to be acknowledged is
that engineering edu-
cation has not changed
significantly enough to
meet the changes of
our world on a social,
technological, environ-
mental and business
competitive level.

The role of science
and mathematics in
engineering education
obviously needs to be
paramount. However,
the demands of the 21st
century require more
pragmatic, flexible
and experiential op-
portunities to put into
practice what needs to
be learned about an
industry that is actually
fast changing. Coop-
eration and collabora-
tion between students,
universities,  industry
sector bodies and busi-
nesses needing to em-

ploy engineers needs
to take place more than
ever before. And real-
istically it needs to be
accepted that there will
never be one perfect
model or definition
of engineering educa-
tion. All stakeholders
are important and the
education mix that is
required will constantly
change.

Opportunities and
challenges of the new
engineering world

With an emphasis on
improving mathemati-
cal and science knowl-
edge by education de-
partments worldwide,
and access to ever im-
proving computer pow-
er, engineering services
can literally come from
anywhere in the world.
What they may not be
able to provide, howev-

er, is innovation, design
and problem solving
skills. Such skills can-
not be taught through
any single subject, de-
gree or faculty, but in
reality only through ex-
perience and opportu-
nities to learn in a sup-
portive environment.

The ability to inno-
vate, solve problems
across multiple busi-
ness layers and commu-
nicate across cultures
and languages will be
key factors that any-
one competing in the
job market will need
to master.

In the engineering
field, the challenges
to personal ability are
even more intricate.
Not only will the engi-
neer of the future need
to innovate, but they
will need to call on mul-
tiple skills to make the
innovation a reality.

Innovation + hands-
on learning =

opportunity
The PneuDrive
Challenge, a student

mechatronic engineer-
ing design competition
initiated in 2008 and
sponsored by SEW-EU-
RODRIVE and SMC
Pneumatics (South
Africa,) is a practical
example of how busi-
ness, engineering fac-
ulties and students can
collaborate in order to
enhance  engineering
education. This strate-
gic learning experience
annually allows approx-
imately 400 mechani-
cal, electronic and me-
chatronic engineering
students from around
South Africa to anal-
yse, design and experi-
ment with intelligent
automation systems ac-
cording to a structured

learning path, which is
in turn supported by

coaches and subject
matter experts.
Having access to

engineering  products
and subject matter ex-
perts, from SEW-EU-
RODRIVE and SMC
Pneumatics (South Af-
rica,) who can advise
on how to best select
products and test pro-
posed applications is an
important step for en-
gineering students who
need to learn how to
practically bring togeth-
er engineering theory
with real-life engineer-
ing design challenges.
This year’s competi-
tors, who have been
challenged with design-
ing solutions for the
food and beverage in-
dustry, will have the op-
portunity to start step-

‘ Continued on P5 ‘

Four must-have resources
for food processors

FOR any company in-
volved with food safety,
applying coatings to
products and/or equip-
ment, plant sanitation
or spray drying milk,
flavourings or other

ingredients, there are
a number of new tech-
nologies that can help
optimize operations.
Monitor Engineering
offers a wide range of
reference guides that

contain valuable Infor-
mation on how to im-
prove quality, minimize
waste and boost pro-
duction time in dozens
of operations - cooling,
cleaning, coating, lubri-
cating, drying sealing
and more. Some of the
options include:

Learning how to apply
coatings uniformly
without waste

If you need to moist-
en products prior to
further processing, ap-
ply oil on pans or con-
veyors, coat products
with  butter, glazes,

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

A

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.

.AIR LIQUIDE

egg wash or other vis-
cous coatings. AutoJet
Precision Spray Con-
trol Systems ensure
the solution is applied
precisely and uniform-
ly on the target with
minimal waste.

Discovering new food
safety solutions

For companies look-
ing for ways to protect
foods from pathogens,
achieve clean labels,
extend shelf life and for
those needing a better
method to sanitize con-
veyors, the AutoJet An-
timicrobial and Mold
Inhibitor Spray Systems
are extremely effective
for meats, poultry and
baked goods.

Improving spray drying
of ingredients, flavour-
ings, dairy and more

Inconsistent par-
ticle size can result in
both quality and bulk

density problems.
The SprayDry Nozzle
Catalogue showcases

a number of solutions
and includes informa-
tion on a variety of
SprayDry nozzles that
can consistently pro-
duce the exact particle
size required.

New ways to clean and
sanitize

For companies wish-
ing to reduce cleaning
time without compro-
mising cleaning quality,
there is a wide selection
of tank cleaning nozzles
and machines for vats,
mixers, totes, blenders,
barrels and more in
the TankJet line. For
cleaning of equipment
and floors, the GunlJet
spray gun line offers a
wide range of low-me-
dium and high-pressure
spray guns.
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The black swan in sales management

THE only constant is
change but it’s always a
surprise so, when you
least expect it, some Black
Swan event takes place
and alters your life. Often
sweeping changes creep
up on you little by little
and before you know it,
your daily lives function
completely differently.
Hindsight is perfect of
course and you look back
at all that change as being
perfectly logical. When
youre in the midst of
change though, it doesn’t
seem quite so logical or
perfect because it’s posi-
tively unsettling.

It is difficult to imag-
ine that less than forty
years ago, the first
home computer made
its appearance: an 8-bit
computer, barely ca-
pable of saving a recipe
that needed to be me-
ticulously typed in. In
such a comparatively
short time, we have
leaped into a world that
is absolutely surround-
ed by software because
that smartphone in
your pocket has more
computing power than
NASA had when it first
started sending humans
into space.

Interestingly, some sec-
tors develop faster than
others and adopt new
technologies as game-
changers — for example,
gaming itself pioneered
the drive towards greater
performance and more
crisp visuals. The military
also poured billions into
funding research on all
forms of software plan-
ning for use in tracking
scenarios to automation.
People soon realised that
computers are more ef-
ficient than humans at
certain tasks such as ad-
min, data capturing, and
remembering ~ minute
details. The opposite ap-
plies for other functions
at which humans natural-

Accelerated
learning
for young
engineers

Continued from P4

ping across the bridge
that exists between aca-
demic theory and busi-
ness reality. The win-
ners of the competition
will receive a ten day
all expenses paid trip to
Europe where they will
have an opportunity to
present their designs
to the head offices of
the sponsor companies
— another invaluable
learning  opportunity
for young engineers.
SEW-EURODRIVE
and SMC Pneumatics
(South Africa) also of-
fer 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.

ly excel, such as socialis-
ing, making spontaneous
connections and picking
up on non-verbal cues.
This attitude seems
to have also influenced
business processes be-
cause computers were
seen as the perfect way
to simplify how busi-
ness is administered — by
helping to keep track of
stock, keep accounts in
order, and admin up to
date. However, the func-

tions for which comput-
ers were used completely
avoided the more dy-
namic part of businesses:
sales. That is, until now.
The field of sales man-
agement has undergone
a remarkable change
in recent years. Sales
forces are at last being
empowered in the same
way that their colleagues
have been. They have
been given customised
applications that have

revolutionised the way
the whole business then
operates. After all, with-
out sales, a business can-
not operate at all.

Sales management
applications have elimi-
nated the need for
reams of paperwork
and the weekly “admin
day.” Data can be cap-
tured in the field, orders
can be placed while at
the customer and sim-
ple online forms with

sketches, photos and
drop-down menus have
removed the need for a
pen and clipboard.

Sales management is
going through a Black
Swan event and it’s
very positive indeed. If
you run a business, if
you’re in sales, perhaps
you could ensure you
don’t miss out on the
benefits of this change.
I's a game-changer
for everyone.

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

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

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

© 2015 Caterpillar. All Rights Reserved. CAT, CATERPILLAR, BUILT FOR IT™, their respective
logos, “Caterpillar Yellow,” the “Power Edge“trade dress as well as corporate and product
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Pitting repairs in HI/HP process vessels

THE costs of corro-
sion can be colossal,
especially where safety
critical equipment is
concerned, and espe-
cially in the oil, gas and
petrochemical  indus-
tries. There are direct
costs involving equip-
ment and part replace-
ment, while hidden
costs include down-
time, delays, litigation
and other unplanned
overheads.

The most damag-
ing form of corrosion
is localised corrosion,
which does not pro-
ceed uniformly and is
focused at particular
sites on a steel sub-
strate. Crevice and pit-
ting corrosion repre-
sent the main types of
localised corrosion.

In pitting corrosion,
an anode develops and
maintains its electri-
cal potential with re-
spect to the surround-
ing metal, with a large
cathode to anode ratio
that allows the corro-
sion to rapidly form a
pit. Pitting corrosion
is especially prevalent
in steels that have the
ability to passivate -
especially in stagnant
conditions where the
formation of a protec-
tive film is hindered by
the presence of chlo-
ride ions. It is consid-
ered more dangerous
than uniform corrosion
because it is more dif-
ficult to detect, predict
and design against. It is
also difficult to repair.

Pitting can be pre-
vented and controlled
by using corrosion in-
hibitors, cathodic pro-

tection, and protective
coatings, but these pro-
tective systems have
been known to fail.
Once pitting occurs a
solution is needed that
can satisfy three basic
needs: (1) quick repair,
(2) ease of repair, and
(3) rapid return to ser-
vice. Additionally, the
maintenance solution
should withstand ser-
vice conditions for a
considerable time.
Localised corrosion
in the form of deep pits
can be weld repaired
to restore the original
profile, but expertise
and special tools are
required. If either is
lacking, repairs can do
more harm than good
because of the risks of
distortion, weld cracks,
stress corrosion and
health & safety con-
siderations. ~ Welding
repairs carried out on
metal substrates over
30mm thick must also
involve post weld heat
treatment  (PWHT,)
which may result in
the loss of weld metal
strength and tough-
ness. PWHT is also
costly because of the
time that it takes — up
to 40 hours. Further,
welding over a metal-
lic substrate involves
metal being applied
to metal, which does
not remove the origi-
nal problem unless the
metallic substrate is
coated with an organic
protective material.
Another viable op-
tion to repair pitting
corrosion is the use
of cold applied epoxy
materials. These 100%

solids paste grade ma-
terials have been on
the market since the
1960s and have been
continuously improved
to withstand greater
temperature and pres-
sure levels as well as
various in-service con-
ditions. One example
from the UK is that of
an amine reboiler ves-
sel at a gas terminal,
which suffered heavy
pitting corrosion dis-
covered in 2011. The
operator required the
vessel to be back in
service as soon as pos-
sible and was look-
ing for an alternative
solution to hot work.
A paste grade epoxy
material was chosen
to fill the pits and the
wall was protected
with a modified epoxy
novolac coating after-
wards. Both the coat-
ing and paste grade
material were designed
to achieve full curing in
high-temperature im-
mersion service, mini-
mising downtime. The
reboiler was opened
up for inspection in
July 2015. No further
pitting damage or cor-
rosion was identified.
Minor localised re-
pairs were completed
on the coating and the
reboiler was returned
to service.

In order to ensure
fitness for service of
pit-filling epoxy paste
grade materials, the
application should be
carried out in strict
accordance with man-
ufacturer’s  require-
ments. The contract-
ing company must

GENERAL
PURPOSE
STRIP
CURTAINS
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IMPACT
TRAFFIC
DOORS
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SPEED
ROLL UP

AND FOLD
UP DOORS

A network of agents throughout South
Africa ensures excellent technical and
installation support, and quick
delivery times.
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021 551-5076
0861 033303
041 487-2525
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AND
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Crevice and pitting corrosion represent the main types of localised corrosion.

ensure that the surface
is prepared correctly,
that the repair material
is mixed and applied
properly and that it is
allowed to cure in ac-
cordance with manu-
facturer’s instructions.
A typical pit filling pro-
cedure is summarised
as follows.

All work must be
carried out in accor-
dance with the manu-
facturer’s instructions.

The vessel substrate
must be dry and con-
taminant-free.

Sharp edges or irreg-
ular protrusions should
be ground down to a
smooth contour with a
radius of not less than
0.1 inch (3 mm.) All
surfaces must then be
grit blasted using an
angular abrasive to
Swedish Standard SA
2 Y% (near white metal
finish) with a minimum

profile of 3 mils (75 mi-
crons.)

Paste grade epoxy
material must be mixed
in the correct ratio.

The material needs
to be applied onto
the substrate until
original wall thickness
is restored.

The material must
be allowed to solidify
at ambient tempera-
tures before achieving
full cure in service.

One drawback tra-
ditionally  associated
with the use of epoxy
materials for pitting re-
pairs has recently been
overcome, namely
the amine bloom film
which would appear
on the surface dur-
ing cure. The bloom
would manifest in the
form of sticky deposits
that affected overcoat-
ability and intercoat
adhesion. It had to be

removed by first wash-
ing with a hot deter-
gent solution followed
by a fresh water wash,
and then frost blasting
prior to the application
of a protective coating
atop the pitting repair,
leading to extended
application time and
labour costs.

The latest innova-
tion in raw materials
has brought on non-
bloom technology,
where frost blasting of
the applied material
prior to the application
of protective lining is
not required. This fea-
ture was incorporated
into the reformulated
version of the Belzona
1511 (Super HT-Met-
al,) which has been on
the market since 2001.
In addition to incor-

porating  non-bloom
technology, further
evaluation revealed

the following enhanced
features:

Frost blasting of the
Belzona 1511 is no lon-
ger required when a
protective lining is be-
ing applied atop with a
24-hour overcoat win-
dow, thus reducing ap-
plication costs.

Application is also
simplified with mixing
and application pos-
sible at temperatures
as low as 10°C (50°F.)

The rubbery do-
mains used in Belzona
1523 and Belzona 1593,
which were also incor-
porated in the polymer
matrix of Belzona 1511,
have improved the ad-
hesion, flexibility and
toughness of Belzona
1511. Tensile shear ad-
hesion (ASTM D1002)
has increased by 46%
regardless of the cure
temperature. Pull off
adhesion has increased

by 34% (ASTM D4541/
ISO 4624.)
Continuous ad-

vancements in raw
materials make it pos-
sible for coating and
composite manufactur-
ers to produce systems
that are better value
and easier to apply, at
the same time minimis-
ing the risks typically
associated with hot
work. In this way, the
indirect costs of corro-
sion, including down-
time, delays, litigation
and other unplanned
overheads, can be sig-
nificantly reduced.

Solas puts best foot forward

SHAMA Bridgemo-
han, owner of Solas
Industrial ~ Supplies,
says her Athlone-
based company is a
proudly BEE 1 sup-
plier of all safety wear
for businesses such as
safety footwear, glass-
es, ear plugs, gloves,
uniforms, face and
head protection, safe-
ty apparel, respiratory
protection, etc. Solas
Industrial Supplies is
sponsored by Nordex
Energy - a German
wind farm specialist

— and is a verified sup-
plier to Western Cape
government.
Bridgemohan has
tailored her business
to be a one-stop-shop
in safety wear, focused
on customer satisfac-
tion. She believes her
customers should never
have to follow up on
an order or call for
something they need,
because Bridgemohan
will be one step ahead
of them in pre-empting
their needs and re-
quirements.

“l see myself as a
woman in a man’s
world, and I have to be
able to put my best foot
forward as well as im-
prove on my business
skills,”  Bridgemohan
said. “I saw that there
was a need in the busi-
ness industry for sup-
pliers to service their
clients’ needs without
them having to follow
up or call only when
they needed something.
Clients also needed
someone with a good
turnaround time.”

Shama Bridgemohan,
owner of Solas
Industrial Supplies.

Bridgemohan started
her company with no
funding and worked
her way up, saying hard
work and customer
care got her to where
she is today.

“I offer a service that
most suppliers don’t - |
go to customers and do
fittings and measure-
ments to ensure there
is no going back and
forth of wrong order
placing.”

She also makes sure
that if her clients put in
an order, it is delivered
with customer satisfac-
tion.  Bridgemohan’s
services don’t stop at
supplying, she also
advises her clients on
how to create a certain
image for their com-
pany and what needs
to be done in order to
achieve that.



CBN September 2015 7

New dawn for day hospitals?

THE opening of the
Advanced Surgical Cen-
tre in Durbanville by
listed Advance Health
has highlighted the po-
tential for fledgling day
hospital sector to grow
into a potent health
care niche in the West-
ern Cape. The company

also expects a number
of greenfields projects
to be commissioned in
the next few months.
Advanced CEO Carl
Grillenberger said the
opening of the compa-
ny’s first new day hospi-
tal in Cape Town was an
exciting breakthrough.

“The day hospital has
been completed on time
and within budget ...
The Durbanville facility
has been well received
by specialists, many
of whom have com-

mitted to supporting
the facility.”
The new hospital

comprises two theatres,
one procedure room
and 20 beds.

Advance’s develop-
ment might be the sig-
nal that the day hospi-
tals segment is about
to come into its own
with increasing num-
bers of South Africans

looking for accessible
and affordable private
healthcare outside of
the traditional private
hospitals sector.

Day hospitals inter-
nationally have changed
the surgical experience
by offering a more con-
venient alternative to

hospital-based surgery
where both patients and
surgeons benefit from a
simpler admission, sur-
gical and post-operative
procedure in a same-
day-in-and-out facility.
Business Day report-
ed recently that the Day
Hospitals  Association

of SA (DHASA) esti-
mated that in the West-
ern Cape alone 10 new
day clinic facilities are
scheduled for develop-
ment by 2017.

Business Day also
observed that inte-

‘ Continued on P12

Uniforms

WITH security becom-
ing even more of an im-
perative in South Africa,
what role do uniforms
really play? Interest-
ingly, everyone who par-
ticipated in the annual
Sparks & Ellis uniform
survey agrees that se-
curity officers should
wear uniforms. The sur-
vey set out to establish
industry opinions on

the impact of guarding
uniforms on employee
professionalism.

The majority of the
SA Security Association
members who respond-
ed to the 2015 Sparks &
Ellis Uniform Survey say
that even more respon-
dents than last year be-
lieve that uniforms are
critical and that ‘plain
clothed’ security is not

are non-negotiable for security

an option currently.

Other findings reveal
that despite everyone
wanting a uniform, most
believed that more at-
tention (92%) and bud-
get should be allocated
to uniforms, that they
should take seasonal
changes into consider-
ation and that uniforms
should be issued on an
annual basis.

Sparks & Ellis” Sue
de Wet says these find-
ings are invaluable.
“We can help our cli-
ents plan more effec-
tively. Last year, many
of the survey respon-
dents were concerned
about the cleanliness
and smell of uniforms,
and this year 60% of
respondents feel that
uniforms should be
easy to maintain and
keep clean. We made
some improvements in
response to the survey

Contact-free and wear-free
optical communication
simple with Leuze

OPTICAL data trans-
ceivers are the appro-
priate choice for any
application where data
needs to be transmitted
without cables and with-
out interference. The
Leuze DDLS 500 data
transceiver makes con-
tact-free and wear-free
optical communication a
simple task.

Especially  suitable
for applications where
mechanical systems are
pushed to their technical
limitations, this robust
optical data transceiver
has a patented singe
hand adjustment process
making it quick and easy
to achieve precise align-
ment of the data light
beam. Data transmission
of longer distances is just
as simple as the unit has
an integrated laser align-

The Leuze DDLS 500
data transceiver makes
contact-free and wear-

[ree optical communica-
tion a simple task.

ment aid. Four laser
spots on the floor assist
in the accurate align-
ment of the device.
Equipped with Leuze’s
availability control, the
transceiver offers con-
stant monitoring of the
receiving level which
means that in the event of
an impending failure the

user will be alerted.

The Leuze DDLS
500 supports all com-
mon Ethernet proto-
cols including Profinet,
EtherNet IP, EtherCat,
Ethernet TCP/IP and
Ethernet UDP. The
device offers real time
optical data transmis-
sion at 100 Mbit/s over a
distance of up to 120m.

Access to technical
support and informa-
tion is via local Leuze
distributor, Countapulse
Controls. The company
offers a comprehensive
range of sensing, mea-
surement, counting,
switching, = monitoring
and positioning instru-
mentation, and sup-
ports customer through
its technical advisory
service hotline which is
available 24/7.

findings and this is show-
ing in this year’s results.”

As might be expected,
most respondents said
that uniforms provide a
significant financial sav-

ing for employees who
do not have to purchase
their own clothing for
work. They also agree
that the uniform instils
a sense of pride in the

wearer and that, in turn,
uniforms are a reflection
of the level of service
provided by the com-
pany. Most respondents
felt more attention and

budget should be placed
on uniforms (92%) and
that this will in turn con-
tribute to the promotion

Continued on P13 ‘
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High speed doors for freezer applications

The entry door plays a critical role in maintaining
safe storage temperatures for food products.

FOODBORNE illness

remains a foremost
concern for the food
industry. Maintain-

ing strict temperature
controls within food
storage environments
is necessary to extend
the life of perishable
food products, reducing
spoilage and associated
health risks to the con-
sumer. Foods stored
for an extended period
within the recognised
temperature  ‘danger
zone’ — between 5°C
and 60°C — can quickly
become unsafe for hu-
man consumption.

The entry door plays
a critical role in main-
taining safe storage
temperatures for food
products. As the only
opening to and from the
storage unit, tempera-
tures can easily fluc-

tuate when doors are
improperly  installed,
unfit for purpose or
regularly opened. A
well-insulated cold
storage room is neces-
sary to keep tempera-
tures stable and inhibit
the growth of harmful
foodborne pathogens.
Poor insulation, partic-
ularly around entrance
points, remains one of
the most common ways
for heat to infiltrate
the storage environ-
ment; this will not only
result in a decrease in
the consumable life of
cold-stored food prod-
ucts, but will also see
a dramatic increase in
cooling costs and create
marked safety hazards
for workers.

Maxiflex Door Sys-
tems introduces the
high-quality  solution

from Albany ASSA
ABLOY that meets
or exceeds these criti-
cal requirements. The
Albany HS9010PFR,
a high speed door for
freezer environments,
allowing efficient traffic
flow while minimising
temperature variations.

The high operating
speed and excellent
seal optimise the in-
ternal traffic flow and
provide energy savings.
The door can be set to
open every 20-25 min-
utes to avoid buildup of
ice on side guides and
curtain. Heating cables
in the side columns
and motor help pre-
vent this ice-formation.
The unique direct door
drive system eliminates
the need for weighted
bottom bars or tension
system by actively driv-

ing the door curtain.
The robust steel,
IP54 classified, is easy
to operate and to pro-
gram, and the mechani-
cal main switch and
emergency stop make
it fool proof. The clear
display gives a wide
range of information
like an easy to read
cycle counter. To in-
crease the admission of
daylight and visibility,
the door curtain can be
equipped with windows
or vision panels.
Albany High Speed
Doors are equipped
with a break away and
automatic repair sys-
tem. The curtain rein-
troduces itself after a
crash to reduce down-
time and maintenance.
Features that make the
Albany High Speed
Doors completely safe

are that the soft bottom
edge has no rigid parts,
it moulds around any
obstruction  prevent-
ing injury or damage.
When an object hits the
door, the fabric curtain
absorbs the impact and
releases itself from its
side guides without
causing damage or be-
ing damaged itself.

Maxiflex Door Sys-
tems is sole distribu-
tor for Albany ASSA
ABLOY in Southern
Africa. Making these
high-quality, high per-
formance doors avail-
able to our market.
There are High Speed
Doors available for
various specific appli-
cations, including the
food industry, clean
rooms, warehousing
and other manufactur-
ing industries.

Manhand grows into Torre

RECENTLY acquired
by JSE-listed Torre
Industries, Manhand
is proud to offer its
customers a wider
range, rental options
and better lead times
while maintaining the
customer service its
customers know it for.

Last year Manhand
was acquired by Torre
Industries, a JSE listed
industrial group with a

market capitalisation of
approximately R2.5bn.
The group has eight
business units operating
in the three segments of
capital equipment, parts
and components and
analytical services. Its
brands include Gabriel
and WearCheck. Torre
has an extensive African
footprint, with opera-
tions across the South-
ern, West and Central

African markets.
Manhand Managing
Director Denny Red-
dy says that with the
backing and support
of Torre, the compa-
ny is able to manage
stock more efficiently,
increase stock levels
and offer better financ-
ing arrangement. The
company has also in-
vested in a large rental
fleet to service a grow-

ing demand from its
customer base.

“It feels like the
company has changed
completely over the
past year,” says Reddy.
“The team has grown,
increasing our expe-
rience base, but the
Manhand knowledge
of the local markets,
expert knowledge and
strong customer ser-
vice ethic remains.”

The company offers
Forklifts for a wide
spectrum of industrial
and commercial ap-
plications.  Available
in diesel, electric and
LPG  configurations
for moving and lift-
ing loads between 1.8
and 32 tons. Options
include - outright
purchase, rental and
rent to own. New and
used equipment is
available. A two-year
warranty on machines
and full maintenance
plans are offered,
as well as a 24-hour
breakdown service.

“We  back  the
product fully in all
respects,” says na-

tional sales manager
Graham Callanan.

Its warehousing
equipment is suitable
for a wide spectrum of
warehousing, industri-
al and commercial ap-
plications. The range
includes pallet trucks
(manual and electric,)
stackers (manual and
electric,) lift tables,
drum clamps, man-up
cages, loading ramps
and work platforms.
These include a one-
year warranty.

“A forklift is merely
a commodity,” Den-
ny says, “what matters
is who is behind that
product, will they still
be around when I need
them, if it breaks will
they support me. If you
are buying a long-term
asset you need long-
term support. We are
in it for the long haul.”

The Manhand team
are empowered to
make decisions, on the
floor, when it is need-
ed. “There is no Tl
get back to you’,” says
Denny. He believes
that this is the crux of

good customer service,
and insists that he and
his team are always
available, afterhours
and on weekends.
Manhand (former-
ly D&H Engineering)
has been manufactur-
ing pallet trucks since
the 1970s. From small
beginnings it has con-
sistently expanded its
range and grown from
a single site in Johan-
nesburg to include ad-
ditional branches in Jo-
hannesburg, Durban,
Cape Town and Port
Elizabeth; with dealers
in Polokwane, Middle-
burg, Klerksdorp and
Johannesburg.
Manhand will soon
be incorporated under
the Torre Lifting Solu-
tions name, while still

supplying the Man-
hand product, along
with SA French and El-

ephant Lifting Equip-
ment.

SA French is a sin-
gle supply source for
tower cranes, purpose
built overhead cranes,
slings, shackles and
concrete buckets. As

Industries’ umbrella

the sole distributor
in South Africa for
Potain tower cranes
and a recognised elite
dealer by Potain of
France, the company
says all customers can
be assured of the same
service levels they are
used to, as SA French
guarantees 80%
availability of parts
on first call.

Elephant Lifting is
a specialist supplier
of cranes, monorails,
electric chain hoists,
chain and lever blocks,
winches and wire rope
pulling machines,
lifting and spread-
er beams, mechani-
cal grabs and clamps,
slings, shackles and
rigging accessories. It
represents some of the
foremost global brands
and ensures all equip-
ment is supplied with
certificates of tests and
conformance.

Torre Lifting Solu-
tions (distributing the
brand Manhand) will
be at the Bauma expo
from 15th to 18th
September 2015.
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Joest Kwatani imports range of

Aviteq electromagnetic drives

IN addition to import-
ing a range of electro-
magnetic drives exclu-
sively from Aviteq of
Germany,  specialist
vibrating  equipment
supplier Joest Kwatani
also supports its range
of locally, in-house
manufactured SFH
electromagnetic super
feeder drives.

Kim Schoepflin,
managing director, Jo-
est Kwatani, says that
the company has built
its reputation on de-
veloping an in-depth
understanding of its
customers’ specific ap-
plication needs, and
this has ensured that
customised  solutions
which reduce down-
time are provided.

The SFH range of
electromagnetic vibrat-
ing drives is designed
for feeding bulk mate-
rials at a controlled rate
from stockpiles and
hoppers to bulk materi-
als handling equipment
such as belt conveyors,
crushers and screens.
Joest Kwatani attained
this product range
through its acquisition
of Lockers Engineers
over two years ago.

“These are designed
for use in medium to
heavy applications such
as quarries, coal plants,
steel works and the
chemical and food and
beverage industries, as
well as food-processing
plants,” Theresa Wal-
ton, General Manager:
Service, Joest Kwatani,
says.

“The Aviteq range of
electromagnetic drives
is particularly suited
to standard volumes
where a high dosing
accuracy is required,”
Walton adds. Joest
Kwatani has been ap-
pointed the exclusive
distributor for Aviteq,
formerly AEG, prod-
ucts in Africa, includ-
ing  electromagnetic
drives and controllers.

The Aviteq drives
are especially useful for
smoother stop-start op-
erations, as opposed to
using exciter gearboxes
and unbalanced mo-
tors, which have a more
immediate stop action.
“This is extremely use-
ful in the example of a
food processing com-
pany, where precisely
measured ingredients
are required for each
batch. The Aviteq
drives can control these
ingredients down to the
kilogram,” Walton ex-
plains.

Joest Kwatani is a
locally owned OEM
that designs and fabri-
cates vibrating screens
and feeders in-house.
It has a 39-year track
record of developing
and supplying products
for the African mining
bulk materials handling
market.

Joest Kwatani’s

custom-designed  vi-
brating equipment is
engineered for ton-
nage, meaning that the
equipment is charac-
terised by its robust-
ness and longevity in
support of improving
the customer’s uptime.
“We make a differ-
ence to our customers

by means of unique
engineered solutions,
which means the low-
est cost of ownership
for our customers,”
Schoepflin says.

The company is com-
mitted to providing a
fast turnaround time,
with 24/7 customer ser-
vice through its com-

prehensive  network
of service centres and
branches located in all
of the major mining ar-
eas in South Africa, in
addition to a significant
stockholding of OEM
parts, which includes
Joest Kwatani’s unbal-
anced motor and ex-
citer gearbox range.
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The Aviteq range of electromagnetic drives is available from Joest Kwatani.
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Eqstra operating profit rises 10.6% to pass R1bn mark

EQSTRA  Holdings
Limited today report-
ed operating profit of
R1.037m in the year
to end June, a rise
of 10.6% driven pri-
marily by improving
efficiencies, restruc-
turing of operations
and the identifying
and ring fencing of
excess assets.

Egstra is an integrat-
ed leasing and capital
equipment group with

value-added services in
contract mining, pas-
senger and commer-
cial vehicles, industrial
equipment and con-
struction.

The improvement
in operating profit
was achieved in spite
of revenue declining
by 52% to R9.463m.
Cash generated by op-
erations rose by 4.9%
to R3.111m.

Jannie  Serfontein,

recently appointed as
CEO of Egstra, de-
scribed the full-year
performance as en-
couraging in the con-
text of exceptionally
difficult conditions in
the mining and con-
struction sectors.
“Management
has made important
changes to the strat-
egy, structure and op-
erations of the busi-
ness in response to the
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lower demand globally
for mining commodi-
ties and the stalled
condition of the con-
struction sector.

“These  responses
to new circumstances
have born early fruit.
We still have much to
do and the manage-
ment team is focused
and energised. There is
considerable scope to
improve performance
and to grow profit-
ably in certain areas,”
said Serfontein.

The group curtailed
expansionary  capital
expenditure through-
out the year, especially
in the Contract Min-
ing and Plant Rental
divisions, to improve
the group’s overall
liquidity position.

During the financial
year the Fleet Manage-
ment and Logistics and
Industrial Equipment
divisions continued to

demonstrate the resil-
ience of their respec-
tive business models
by recording an in-
crease in profit before
taxation, despite the
past year being char-
acterised by tough eco-
nomic conditions and
slower growth as part
of the short-term cash
preservation strategy.
The Contract Mining
and Plant

Rental division’s
operating profit im-
proved by 28.9%,

showing signs of re-
covery in an industry
that is in general un-
der pressure. The ter-
minations of various
contracts in the past 18
months resulted in ex-
cess assets.

An impairment of
Contract Mining and
Plant Rental leasing
assets was raised to
the value of R97m,
resulting in a loss be-

fore taxation of R38m
(2014:R24m.)

Performance summary

* Revenue decreased
by 5.2% to
R9 463m (2014:
R9,978m,) due to
sub-optimal utilisa-
tion of revenue-
generating assets
and the conclusion
of loss making
contracts in the
Contract Mining
and Plant Rental
division. Fleet
Management and
Logistics closure
of used vehicle
retail branches and
termination of sub-
contractor agree-
ments resulted in
lower revenue,
however profit-
ability increased.
Industrial Equip-
ment division grew
its forklift market

share, but low min-
ing truck unit sales
reduced distribu-
tion revenue.

* Operating prof-
it increased 10.6%
to R1,037m (2014:
R938m) on a strong
performance from
Fleet Management
and Logistics and
Industrial Equip-
ment divisions.
Contract Mining
and Plant Rental
also benefitted by
improved efficien-
cies and cost reduc-
tions.

* Revenue-generat-
ing assets (leasing
assets and finance
lease receivables)
decreased by
R52m or 0.5% to
R9,982m (2014:
R10,034m,) largely
due to a decrease of
R213m in Contract

‘ Continued on P11 ‘

Shrinkage is not a new diet ...

“SHRINKAGE is not a
new and exciting diet,”
say John Valentine Di-
rector at Real Telemat-
ics, “Rather it is some-
thing that really sticks
in your throat when you
look at your company’s
profitability levels.”
Wikipedia  defines
‘Shrinkage’ in financial
terms as “the loss of
products between point
of manufacture or pur-
chase from supplier and
point of sale.”
According to the
Global Retail Barom-
eter, South Africa
ranks in the top five
countries globally with
significant ~ shrinkage
problems. “I believe
this is not news to us,”
says Valentine, “I think
we can see the evidence
of this scourge in the
massive Loss Control/
Prevention  industry
that has sprung up
in our country ... and
this applies to nearly

all industry sectors
not just retail.”
Shrinkage includes

profit losses suffered
through theft, poor
maintenance, damages
etc., and whilst there is
a very big focus on the
theft related controls,
there is not as much
focus on the mainte-
nance and damages
related issues.

“This is where Real
FMX and its periphery
products comes in,”
says Valentine.

Forklifts — and in-
deed all materials
handling equipment
— form a large part of
modern day industry
and can be found in
practically all busi-
ness sectors. They
also form a significant
part of Capex outlay,
monthly maintenance
and related expendi-
ture. Real FMX assists
in pro-actively remind-
ing the Fleet Man-

ager/ Warehouse Con-
troller of important
tasks such as service
intervals, load testing
and driver licences.

It also helps with
controlling costs on ex-
cess run hours, fuel and
electricity bills, parts
wear and tear, as well
as indicating where
significant (and minor)
impacts have occurred
in the operation that
may have resulted in
damages to the ma-
chine, other machines,
racking, product and or
the building itself.

“It is amazing how
often we hear of fork-
lifts that have driven
through walls all by
themselves or wiped
out entire racks, or
pallets of product with
nobody having seen
or heard anything ...
Real FMX will iden-
tify significant events,
the machine used ...
as well as the driver/

FMX

Choose Real FMX - the number one name in Forklift Fleet Management Systems.
A unique, customisable solution, it combines fleet management features, such as driver
identification, immobilisation, gear control and run hour monitoring along with advanced

engine, starter motor and transmission protection and monitoring full battery management.
Real FMX is in service with all major forklift suppliers countrywide.

A product of

Unit 8, Wareing Park, 2 Wareing Rd, Pinetown, 3610

PO Box 1564, Pinetown, 3600 ¢ Tel 0861000 342 « Fax 0865 552 740
www.realtelematics.co.za

operator involved,”
comments Valentine.

“We all tend to be
very concerned about
the high level impacts
and indeed there can
be incredible losses
identified in this part
of the scenario, but too
often we forget that as
much damage can be
caused in low level im-
pacts. Forklifts are very
heavy pieces of ma-
chinery and if you add
a load to the forks, and
couple this with move-
ment or speed you can
create inertia that will
wipe out anything in
its path ... product or
racking ... with barely
any impact registering
at all.”

“Real FMX does a
great job in mitigating
many of these risks.”

The company also of-
fers Real Las — a stand-
alone product which
is used mostly in high
level racking warehous-
es. Real Las is a Fork-
lift Laser Alignment
product that displays a
visible laser beam that
travels up the racking
as the forks lift to the
point where you want
to engage the load.

“This allows you
to clearly see the pal-
let pick up point and
insert the forks safely
without causing dam-
age to the racking and
or product.”

Pickup at high lev-
els can cause not only
damages, but also pose
a health and safety risk
if not handled correctly
and with the correct
machine for that type
of application.

“We find that Real
Las has been welcomed
as a cost effective alter-
native to high reach
cameras, particularly
in these cost sensitive
times,” says Valentine.

“Real FMX cre-
ates accountability
for all...”


http//www.realtelematics.co.za
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Eqstra operating profit rises 10.6% to pass R1bn mark

Mining and Plant
Rental division in
an effort to reduce
the division’s asset
base relative to the
group.

¢ Interest-bear-
ing borrow-
ings decreased by
5.7% to R7.519m
(2014: R7.796m)
mainly due to free
cash generated by
the business on
the back of Eqgstra
tapering of ex-
pansionary capital
expenditure.

* Net asset value per
share increased
by 11.5% to 921.8
cents per share
(2014: 832.5 cents
per share.)

¢ Cash generated by
operations before
changes in working
capital increased by
4.9% to R3.111m
(2014:R2.965m,)
demonstrating
Egstra’s ability to
generate predict-
able cash flows on
the back of annuity
contracts.

* Headline earnings
per share (HEPS)
increased by 2.6%
to 78.7 (2014: 76.7)
cents per share as
overall group per-
formance margin-
ally improved in a
subdued market.
Despite the impair-
ment on leasing
assets, earnings
per share (EPS) in-
creased by 1.2% to
61.3 cents per share
(2014: 60.6.)

The Industrial Equip-
ment Division’s forklift
businesses, both in SA
and the UK, performed
well with SA market
share increasing to 35%.
The Heavy Equipment
and 600SA business
units performed below
expectations largely on
the back of a depressed
order book. Expansion
in the UK is progress-
ing well with the secur-
ing of the Konecrane
distributorship. ~ Sub-
sequent to year end
the distribution agree-
ment with Terex Trucks
was terminated.

The Fleet Manage-
ment and Logistics
Division continued
to perform well. The
successful launch of
its new ERP system in
the African countries,
together with the busi-
ness restructure in SA
contributed to cost
saving, with further
reductions anticipated
following the full inte-
gration of the SA op-
erations. The division
successfully retained
contracts in line with
its focus on retaining
and optimising existing
client relationships.

During the year the
division achieved a
13.3% unit increase
in value-added prod-
ucts (GPS, managed
maintenance, warran-

ties) and developed
a successful supply
chain partnership with
a leading dealership
group. The growth is in
line with the strategic
intent of evolving into
an asset light integrat-
ed services business.
The Contract Min-
ing and Plant Rental
division success-
fully implemented a

turnaround = strategy,
with losses curtailed
through improvement
in efficiencies, ensur-
ing execution accord-
ing to contract terms
and tender, improved
utilisation on projects,
change in personnel on
some projects and en-
gaging with employees.

The division imple-
mented a ring-fencing

Continued from P10

process with strict un-
derlying protocols in
order to accurately as-
sess its excess assets.
Of the approximately
R1.610bn of assets that
came off contract or
that were identified as
underutilised assets on
existing contracts in the
year, R0.868bn was re-
deployed, sold, rented or
leased. This is evidence

of the opportunities still
available for earthmov-
ing plant. Management
further provided for im-
pairments of R97m in
this regard.

The Benga contract
in Mozambique con-
cludes in December
2015. Management is
in negotiations with the
concession holders to
either extend the con-

tract or sell the assets
to them.

Outlook

Serfontein says Eqstra
is confident that its new
2020 strategy of restruc-
turing the balance sheet
to become less capital in-
tensive and more servic-
es orientated will rebase
the platform for growth.

“In addition, through
improved  operational
efficiencies and compli-
mentary diversification,”

“Egstra will be po-
sitioned to sustainably
support our purpose of
moving value globally,
through powerful part-
nerships and creative
solutions and enhancing
shareholder  returns,”
he says.
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Good things come in small packages. Volvo's range of compact equipment is perfectly suited for applications

from general load and carry operations to building construction sites, earth moving, waste handling, recycling,

landscaping or nurseries. With the ideal combination of size, power and comfort, along with a wide range of

attachments, Volvo deliver compact equipment that is big on profitable operation.
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Goscor/Hulamin in Innovative Enterprise Development Initiative

(L to R: Reginald Nyandeni — Hulamin, Ngcebo Mbambo — Omalume Manufacturing
and Projects, Tutu Jali — Multi- Lift, Sandile Nzimande — Wenza- Okuhle Logistics,
Mike Keats — (Director, GLTC -KZN.)

GOSCOR Lift Truck
Company (GLTC,)
part of the Imperial
group, and aluminium
supplier Hulamin, have
jointly devised an in-
novative scheme based
on the revised Broad-
based black Economic
Empowerment (B-
BBEE) Codes of Good
Practice, which oblige
corporates and govern-
ment entities to sup-
port SMMEs through
Enterprise  Develop-
ment (ED.)

ED is defined as a
business to black busi-
ness transaction, which
creates structures and
provides financial and
other contributions
that assist Small Micro
medium  Enterprises
(SMME) entrepre-
neurs to achieve busi-
ness sustainability.

In the Goscor-Hula-
min scheme, they creat-
ed a business model in
which the participating
SMMEs - Multi Lift,
owned by Tutu Jali and
Omalume Manufactur-
ing and Projects, owned
by Ngcebo Mbambo
- supply Hulamin with
forklifts in contracts
that, together, will be
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worth about R11m.

Hulamin group com-
munications manager,
Noma Kanyile, says,
“The basic idea of the
scheme is that, based
on a residual model,
these  entrepreneurs
will own the forklifts
at the end of the lease
period.”

She adds that Gos-
cor’s selling price in-
cludes a 3% discount,
with the cash equiva-
lent being invested for
60 months on behalf of
the entrepreneurs. This
will be used to settle
the residual balance
at the end of the lease
period. “In this way full
ownership of the fork-
lifts will pass to Multi
Lift and Omalume,”
says Kanyile.

“Depending on the

condition of the fork-
lifts at that time, Hula-
min will then contract
the services of the
forklifts directly from
the entrepreneurs for
another two to three
years, or the entrepre-
neurs will be able to
lease them out to oth-
er end users outside
Hulamin. Either way,
through this model,
the entrepreneurs will
have been afforded
an economic empow-
erment  opportunity
to acquire high-value
forklifts at book value
as a solid investment
platform with which to
generate a significant
income stream with
extremely low risk,”
says Kanyile.
She adds that the cher-
ry on the top is that
Goscor will provide
forklift and business
management skills to
the entrepreneurs dur-
ing the lease period.

Reginald Nyandeni,
Hulamin  Enterprise
Development leader,
says that one of the
strengths of this scheme
is Goscor’s and Hula-
min’s “shared common
purpose”. He says that
both companies un-

doubtedly see the long
term economic value
in creating and nurtur-
ing black enterprises
within the equipment
hire business.

He adds that both
Hulamin and Goscor
have faced difficul-
ties at various stages
of this ED process.
“However due to un-
wavering commitment,
both have managed the
risks and have devised
remedial actions to
overcome challenges.
The learning from this
process has enabled
Hulamin/Goscor to
strengthen the develop-
ment model. This show
of commitment stems
from the respective
CEOs embracing of B-
BBEE,” Nyandeni says.

“B-BBEE consider-
ations were one of the
criteria for awarding
the multi-million rand
forklift contract to
Goscor,” says GLTC’s
Michael Keats, “and
it has been a pleasure
working with Hula-

min, Tutu Jali and
Ngcebo Mbambo in
the implementation

of this exciting ED
scheme.

He adds that Gos-
cor has committed to
use this ED model as a
basis for other similar
schemes at other cli-
ent sites country-wide.
“This will provide ma-
jor economic benefits
to SMME entrepre-
neurs in our industry
across the length and
breadth of South Af-
rica,” Keats says.

The final result of
this process is that
Hulamin, after a long
period of being sup-
plied forklifts by an-
other leading company,
awarded Goscor the
contract in January
2013 to supply Hulamin
forklifts. Since then ap-
proximately 60 forklifts
of various sizes -from
2.5 ton to 20 ton have
been acquired by Hula-
min from Goscor.

Goscor has been
the sole distributors of
Doosan forklift trucks
in South Africa for
over 20 years. The ma-
chines are robust, reli-
able and tough for the
most rugged of condi-
tions. It is well-known
how operators love the
equipment and their
ergonomic design.
Also, proven, reliable
engines, transmissions
and other major com-
ponentry with one of
the best fuel consump-
tions on the market - a
fact that has been mea-
sured and proven at
Hulamin - have helped
the Doosan lift trucks
to become a market
leader in South Africa.

Multi Lift is a grow-
ing forklift company
that Tali bought as a
going concern in 2008.
Currently it leases out
five small capacity
forklifts to Hulamin
on a short-term rental
basis. Multi Lift em-
ploys 12 technicians
at its Pietermaritzburg
workshop who ser-
vice Hulamin’s trac-
tor and trailer fleet.
As part of the Gos-
cor-Hulamin forklift
business opportunity,
Multi-Lift has been
earmarked to provide
seven large forklifts
with a contract value
of about R6m.

Mbambo’s  Omal-
ume  Manufacturing
and Projects was es-
tablished in 2009. The
company’s core busi-
ness is logistics ser-
vices. Omalume cur-
rently supplies Hula-
min with cherry pick-
ers and, as part of the
Goscor-Hulamin fork-
lift business oppor-
tunity, Omalume will
provide six large fork-
lifts to Hulamin with
a contract value of
approximately R5m.

Between them, Jali
and Mbambo have
been selected to supply
20% of the total forklift
fleet at Hulamin.

New dawn for
day hospitals?

grated healthcare
provider Intercare re-
cently opened its first
day hospital facility in
Cape Town - the Inter-
care Medical Centre
at Century City. The
group already has three
day surgery hospitals
in Gauteng.

Cape  Town-based
private hospitals group
Mediclinic has also
seen the potential of
day hospitals, having
recently kicked off its
day clinic strategy with
the opening of a facility
in Durbanville.

Meanwhile, Ad-
vanced plans to com-
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plete its new Panorama
day hospital develop-
ment before the end
of this year. The facil-
ity forms part of the
Panorama Healthcare
Centre, which is being
built on the corner of
Rothschild and Hennie
Winterbach Streets in
Panorama.

This day hospital will
comprise three the-
atres, one laser room
and 27 beds. During
June, contractors al-
ready started work-
ing on the interior
construction finishes.

Advanced also start-
ed construction on its

Knysna Surgical Cen-
tre at the end of April,
and had completed
the bulk earthworks
and building by June.
Advanced’s  Worces-
ter Surgical Centre - a
15-bed Worcester day
hospital on the cor-
ner of the centrally
located Fairbain and
Russel Streets - is also
on schedule. Advanced
said refurbishment
of the existing build-
ing had commenced,
the foundations of
the new extension
completed and the
foundation walls were
under construction.



BEING considered as
one of the most attrac-
tive insulated impact
traffic door is simply not
enough for the Apex SR
9000 door. The proven
construction of this lo-
cally manufactured
door will ensure years of
dependable  operation
while still maintaining its
attractive appearance.
The Apex SR 9000 is
a fully gasketed heavy
duty impact swing door
that features a pat-
ented  “honeycomb”
framework and flexible
urethane foam insula-
tion. This is achieved
by injecting high density
non-CFRC  urethane
core into the hollow
shell of the door and

Uniforms
are non-
negotiable
for
security

Continued from P7

of a company’s image.

Nearly 90% of re-
spondents say dura-
bility is critical. While
the technology is avail-
able — and at a price, of
course — more respon-
dents were satisfied
with specifications as
long as the uniforms
are worn with pride.
de Wet adds, “It’s fairly
typical that some of the
findings almost contra-
dict themselves. Every-
one wants a better and
improved product but
often that is not reflect-
ed in their budgets.”

Over three-quarters
of the survey sample
believe that there
should be more dif-
ferentiation in uniform
style and colours in or-
der that the uniform is
more distinct from oth-
ers. However, de Wet
says the situation in the
market often does not
reflect this attitude.

“In the security in-
dustry we often see
alarming levels of
inconsistency. Uni-
formed organisations
should have a few stan-
dard uniforms with
consistent colours and
branding. If companies
buy different items of
uniforms from differ-
ent suppliers this adds
to the “smartie box
appearance.” As much
as a uniforms instils a
sense of pride, it should
also bring a sense of
unity and belonging so
that everyone is seen as
members of one team.
In our next survey, we
will explore this fur-
ther and find out how
security companies feel
about their image being
portrayed in an incon-
sistent way.”

gives the door optimum
stability and superior
soundproofing qualities.

Engineered to with-
stand heavy traffic and
impact, the door panels
are fitted with high bum-
pers to further absorb
impact from forklifts,
golf carts, pallet jacks
and trolleys. In addition,

the perimeter edges on
the door panels are bull
nosed with a minimum
radius of Smm prevent-
ing excessive wear on
the edges.

The rugged 3mm
ABS outer facing of the
Apex SR 9000 door is
available in a variety of
colours and it is imper-

The Apex SR 9000 door is tough,

dependable and attractive

vious to moisture, acid,
petroleum products, salt
solutions, animal fats
and insects. It retains
its physical properties in
temperatures as low as
minus 40°C and it will
not chip dent, peel, pit
or corrode. The door’s
seal which complements
the insulated core re-
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duces energy flow be-
tween environments.

The Apex SR 9000
heavy duty impact swing
door is available from
Apex Strip Curtains &
Doors and its network
of agents throughout
South Africa. Technical
and installation support
is available.
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Masslift Africa recently delivered its

C ashbuild

100™ MITSUBISHI GRENDIA FORKLIFT

to Cashbuild.

Building something special

This milestone was an especially proud moment for the staff and
management of Masslift. Cashbuild is a South African company, who
believe in delivering quality products at reasonable pricing;
a principle that Masslift and Mitsubishi forklifts identify with and try to
emulate in their own business.

» For further information Marco Caverni
on marco@mlift.co.za

Johannesburg

Tel: +27 (11) 786 8524
Email: marco@mlift.co.za

To mark the occasion, Masslift
had the forklift painted in the
Cashbuild corporate colours and
offered Cashbuild a year's worth
of maintenance at no cost. This
was as a token of appreciation
for the support that Cashbuild
has provided to Masslift over the
last few years, naming Masslift its
preferred supplier and putting
Mitsubishi Grendia forklifts in
100 stores all over Southern
Africa.

“| think it was the fuel saving
that we offer that initially got
Cashbuild interested. But |
would like to believe that,
almost 3 years down the line, it
is the relationship that we have

built, based on good service,
transparency and consistent
communication that has
cemented us as a Cashbuild
supplier” says Marco Caverni,
Sales Director of Masslift Africa.

“We are always searching for
ways to reduce our costs while
improving our efficiencies. The
Mitsubishi Forklift provides
Cashbuild with a major fuel
saving, extended service intervals
and a 3 year / 5000 hour
warranty. This coupled with
Masslift's service culture means
our partnership has really added
value to Cashbuild" says Etienne
Prowse, Financial Director of
Cashbuild.

www.mitsubishiforklifts.co.za

or mitsubishi@mlift.co.za

Durban

Tel: +27 (31) 700 8480 Tel:
Email: shaunc@mlift.co.za

Cape Town
+27 (21) 386 2222

Email: deanl@mlift.co.za



http://www.mitsubishiforklifts.co.za
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Torre lifting solutions suited to the African market at Bauma

TORRE Lifting Solu-
tions will use its pres-
ence on the Torre
Industries stand at
Bauma to showcase its
comprehensive  lifting
solutions to the local
and African market. In-
corporating SA French
and Elephant Lifting
Equipment, Torre Lift-
ing Solutions offers a
large and diverse foot-
print of customised lift-
ing and materials han-
dling solutions from re-
spected leading brands.
The company’s quali-
ty-centric business phi-
losophy is underpinned
by its solid base of ap-
plications  knowledge
and experience which
is enhanced by the ex-
tensive distribution
network of Torre In-
dustries. The end result
is a total lifting solution

from consumables to
tower cranes and over-
head cranes.

The company offers
a genuine single supply
source for tower cranes,
purpose built overhead
cranes, slings, shackles,
concrete buckets, pallet
forks and brick baskets.
It is the sole southern
African distributor for
the reputable Potain
range of tower cranes.
According to technical
director of Torre Lift-
ing Solutions Quentin
van Breda, it has been
recognised as an Elite
Dealer by Potain of
France, which means
a guarantee of 80%
availability of spare
parts on first call.

“Access to parts and
consumables is critical
as many of the projects
on which our equip-

Torre Lifting Solutions has been recognised as an Elite Dealer by Potain of
France, which means a guarantee of 80% availability of spare parts on first call.

ment works are of a
fast-track nature. In
addition to the Potain
tower cranes, we also
distribute a hoist range
from Orbit as well as

offer this product on
rental. Dieci telescopic
handlers and self-load-
ing mixers are a new
addition to the prod-
uct line up, and we

Sauce Advertising 33223

Our combination of multi-faceted handling equipment means that
Linde machines are perfectly equipped for big jobs, small jobs and
everything in between. With our comprehensive logistical know-
how, Linde has fast become the industry symbol for superior quality,
seamless functionality and breathtaking innovation. Available to
lease, rent or on hire purchase, invest in Linde machines today and

discover a wealth of business efficiencies.

For more information on Linde dealerships, products and services contact us on
+27 213804600 or visit www.linde-mh.co.za.

Linde Material Handling
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operate a rental fleet
of tower cranes, tele-
scopic handlers, hoists,
slings, concrete buck-
ets, pallet forks and
brick cages, with a very
high utilisation rate,”
van Breda says. The
smallest machine in
the tower crane rental
fleet is a Potain IGO 22
self erecting crane with
a 28m radius, while
the largest is a Potain
MD310 with a 70m jib

and a capacity of three
tons at 70m.

Notably, Torre Lift-
ing Solutions operates
a manufacturing fa-
cility in Pretoria West
where lifting and ma-
terial handling solu-
tions are customised
for specific application
requirements. Products
include EOT cranes,
monorails, electric
chain hoists, chain and
lever blocks, winches
and wire rope pull-
ing machines, lifting
and spreader beams,
mechanical grabs and
clamps, slings (chain,
polyester and steel
wire rope,) shackles
and rigging accessories.
This market offering
was recently extended
with the addition of
30-ton capacity over-
head crane and an ul-
tra-compact steel wire
rope hoist, which is
suitable for lifting in
areas where height re-
strictions or confined
spaces are an issue.

An LME (Lifting
Machinery Entity)
accredited  company,

Torre Lifting Solutions
is a complete single
source solutions pro-
vider supplying cus-
tomers with the design,
fabrication, engineer-
ing, installation, com-
missioning, support
and service, load test-
ing, inspections, repair
and refurbishment of
all lifting equipment.
All equipment is me-
chanically simple with-
out compromising on
the features that are
required to provide re-
liable and safe lifting
capability.

“Torre Lifting Solu-
tions is able to leverage
years of experience in
the harsh operating
conditions of the Af-
rican market to devise
customised  solutions
for every lifting require-
ment across a number
of industries. Access to
a highly knowledgeable
technical team provides
fit-for-purpose solutions
that achieve increased
productivity and safety,
with decreased down-
time and maintenance,”
van Breda concludes.

New angled support pedestal
for Cooper split bearings

A new angled support
pedestal for Cooper
split bearings was un-
veiled at Beltcon 18
International ~Materi-
als Handling Confer-
ence, held in Johan-
nesburg, by Bearings
International, a lead-
ing Southern  Afri-
can  distributor  of
bearings and power
transmission products.

Cooper Roller Bear-
ings is a globally-rec-
ognised expert in the
design, manufacture
and supply of special-
ist bearings since 1907.
It has been distributed
in Southern Africa by
authorised  distributor
Bearings International
since 1937.

The launch of this new
product at Belton 18
marks the latest collabo-
ration between these
two leading companies.
Beltcon is regarded as
one of the foremost
technical  conferences
of its kind in the world,
attracting an array of
international delegates,
together with the display
of the latest products
and developments.

Cooper vice president
of sales, Tom Black, ex-
plains that the new prod-
uct represents the latest

refinement of the initial
development of the ped-
estal in the 1960s. “The
new version saves a
considerable amount of
time and manpower due
to the fact that it slides
directly under the shaft
at an angle, which does
not need to be raised
with a hoist or a jack,”
explains Black.

Available previously
as a bespoke solution,
Cooper is now rolling
out the angled pedestal
across its standard range
of SN and SD equiva-
lent pedestal housings.
Coupled with Cooper
split bearings, customers
and end users now have
a total solution to re-
duce their maintenance
requirements and subse-
quent downtime.

“With a split bearing,
all of the components
are essentially split, in-
cluding the pedestal.
The angled pedestal
from Cooper facilitates
quick insertion of the
pedestal  underneath
the shaft. What Cooper
has developed is a ped-
estal that, instead of be-
ing horizontal with the
base, is angled to allow
it to slide easily in un-
der the shaft,” Matthew
Tyler, Cooper product

manager, Bearings In-
ternational, highlights.

Tyler adds that the
new product was well
received at Beltcon 18,
attracting attention
from major consultan-
cies involved in design-
ing materials handling
systems for the mining
industry. “All the major
project houses who de-
sign conveyor systems
took the time to come
and see us.”

With the mining in-
dustry under pressure
to cut costs due to fall-
ing commodity prices,
the focus is now on
sweating existing as-
sets and increasing the
productivity of current
operations. Reducing
maintenance require-
ments is therefore a key
focus for major compo-
nent suppliers such as
Bearings International.

“Some of the con-
veyor systems deployed
to transport ore in the
mining industry, both
overland and under-
ground, can be up to
20 km long. If these
systems come to a
standstill due to bearing
failure, for example, it
has tremendous impli-
cations on the bottom
line,” Tyler stresses.

Now incorporating gﬁ?f

ELEPHANT

LIFTING EQUIPMENT

APart of P Torre Industries

< Torre
Lifting Solutions

Experience The Support

<safrench

A Part of BTorre Industries

Tel: +27 11 822 8782 | Tel: +27 12 661 6105

000



http://www.beltcon.org.za/
http://www.beltcon.org.za/
http://www.beltcon.org.za/
http://www.linde-mh.co.za

MATERIALS HANDLING & EQUIPMENT

Condra delivers Sinclinorium headgear cranes

CONDRA has com-
pleted load tests on two
25 ton headgear cranes
manufactured at the
company’s Germiston
works for Mopani Cop-
per Mines’ Sinclinori-
um shaft.

The tests were wit-
nessed by a represent-
ative from Mopani
Copper Mines (MCM)
during June ahead of
delivery this month
to the Nkana Mine,
near Kitwe in Zambia,
where the new shaft is
scheduled for commis-
sioning toward the end
of this year.

The two headgear
cranes are part of a big-
ger order that includes
two 70 ton maintenance
cranes for the project’s

winderhouse. ~ Condra
will begin work on these
in August.

MCM’s headgear

cranes were manufac-
tured as identical ma-
chines with very high lifts
of over 80m. They feature
high tensile ropes and in-
corporate materials of
the best possible quality
on critical components.
Gearboxes, for example,
are made of 36B case
hardened stainless steel.
Live axle drives have
been used throughout.

Condra has manufac-
tured several cranes for
Mopani Copper Mines
over the years, including
overhead cranes, high lift
machines and hoists.

Managing  director
Marc Kleiner said that
this customer had named
reliability and rapid ser-
vice response among the
reasons for awarding the
order for Synclinorium’s
headgear and winder-
house cranes to Condra,
which submitted a tender
price higher than those of
two rival bidders.

Rapid response is sup-
plied by company agent
EC Mining, which is
based in the Copperbelt
and able to react quick-
ly to service calls using
spare parts held in stock.

Kleiner said competi-
tor manufacturers in the
northern  hemisphere
generally found it diffi-
cult to respond promptly
to service requirements
in Zambia.

“Last year, we lost the
order for Synclinorium’s
workshop cranes to a
European company, but
there have apparently
been long waits for spare
parts for these cranes
when they were needed,”
Kleiner said.

“Copper mining com-
panies need maximum
production because of
the currently depressed
copper price, but this is
dependent on the reli-
ability of all machinery
installed in the mines.
There is no margin
for excessive machine
downtime.

“It is a fact that the
ability of some of our
competitors to respond
to needs and realities of
African continent lags
behind that of Condra.
I am pleased that we
have been able to add

Synclinorium’s headgear
cranes to our long list of
successful  installations
throughout this conti-
nent,” Kleiner said.

An interesting aspect
of manufacture of the
MCM cranes was the
flexing of factory pro-
duction schedules in or-
der to meet time-to-site
requirements. Accord-
ing to Kleiner, this is
something that Condra
is accustomed to do-
ing, whereas most rival

companies tend not to
be as accommodating.

Africa’s market for
very high-lift cranes such
as those for MCM has for
many years been domi-
nated by Condra, which
designs these machines
around the company’s
durable and robust K-Se-
ries hoist range, proven
to be dependable under
conditions of increased
mechanical strain  as-
sociated with  high-
lift applications.

The modular design of
the K-Series allows rapid
modification to specific
high-lift ~ requirements,
resulting in delivery times
that are usually the short-
est available.

Competitive ~ prices
are the result of long
production  runs  of
standard parts.

Condra uses silumin
rotor cores to enhance
K-Series motor-starting
torque in the high-lift
role, and has developed

variable speed control
levels on the drives to
enable precise load po-
sitioning even on lifts of
100m and more.

Hoist speeds of be-
tween zero and 18m
per minute, and travel
speeds of between zero
and 200m per minute,
are possible.

Condra manufactures
to ISO 9000 standards,
and complies with the
standards of ISO 14000
and ISO 18000.
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TRANSPORT INDUSTRY

Absolute Rigging reaches new peaks with SCHEUER-
LE-KAMAG K25 H modular trailers

IN 2014, South Afri-
can Absolute Rigging
and Transport CC or-
dered its first modular
SCHEUERLE-KA-
MAG K25 H trailers
and wind tower adapt-
ers. Within a year and
a half the company
has purchased a to-
tal of 40 axle lines of
SCHEUERLE K 25 H
modular trailers togeth-
erwith three setsof wind
tower adapters.

In 2014 Absolute
Rigging secured direct
contracts to transport
abnormal loads. Af-
ter that success it de-
cided to strategically
purchase vehicles and
equipment from the
TII Group. Due to this
purchase, Absolute
Rigging secured the
onsite transport of wind
tower sections for Wind

Regardless whether on public roads or in-plant operations, the K25 H is a
reliable and cost-effective transport vehicle with its numerous models and its
comprehensive range of accessories.

Tower Generators.

Mogamat  Armien
Hassiem, owner of
Absolute Rigging, is
more than satisfied
with  his  purchase,
“Absolute  Rigging is
the first 100% black-
owned South African
Company to buy modu-

lar trailers and wind
tower adaptors.

This step proved
to be a success for us,
business is develop-
ing steadily and today
we already have the
second largest fleet of
extendable  steerable
trailers in the country.

Choosing the world-
wide leading TII Group
as our partner was defi-
nitely the right decision
and we are more than
happy about the qual-
ity, the service and the
can-do attitude.”

The SCHEUERLE-
KAMAG K25 H is a

proven modular vehicle
of the TII Group. A
high bending moment,
a large oil volume, free-
ly accessible steering
rods, reinforced lamel-
lar coupling and wear-
resistant  construction
make the K25 H an
incomparable product
setting benchmarks
in the heavy transport
industry. The product
range includes the K25
H SP (Self Propelled,)
SPE (Self Propelled
Electronically Steered,)
PB (Power Booster,)
SL (Split Type,) ES
(Extra Strong) and the
K20 (Light Version.)
The SCHEUERLE-
KAMAG K25 H is
coupleable with cer-
tain competitors’
brands and comes
with a huge variety of
available accessories.

Balancing the new B-BBEE scorecard

WHILE training bud-
gets are some of the
first to be cut when
times are tough and

the bottom line dips,
new legislation will pe-
nalise those companies
quashing spend that

could ultimately support

economic growth.
Introduced on 1 May

2015, the revised B-

with robust business growth

BBEE scorecard stipu-
lates that companies
double their spend on
training — from the cur-

Connecting the
hydraulic industry

HAW, a leader in the local fluid power industry
for over 10 years, offers a comprehensive
range of hydraulic components, accessories

and tie-rod cylinders.

Johannesburg:

28 Spartan Rd, Kempton Park, 1620
Tel: (011) 281 3800 Fax: (011) 281 3812

Cape Town:

49 Auckland Street, Paarden Eiland, 7405
Tel: (021) 511 8004 Fax: (021) 511 8035

Durban:

37 Goodwood Road, Pinetown, 3608
Tel: (031) 780 2100 Fax: (031) 700 5209

e-mail: info@haw.co.za

www.hytecgroup.co.za

A Member of the Hytec Group of Companies

rent 3% to 6% of pay-
roll — in order to meet
the mandatory eight
out of 118 points on
the scorecard. The top-
down enforcement style
of this blanket solution
has many business own-
ers up in arms.

Intake of learner-
ships by South Africa’s
transport and logistics
sector has never been
higher though and de-
mand for Supply Chain
Management  (SCM)
MBAs has likewise
skyrocketed. The sec-
tor, contributing nearly
13% to South Africa’s
GPD, is well positioned
to make a substantial
dent in the country’s
unemployed youths.

“The demands of
the scorecard can be
achieved most cost ef-
fectively by uplifting the
skills of those same un-
employed youngsters,”
explains SCM expert
and training provider
Charles Dey. “By spend-
ing the same rands on
the right people in the
right programmes, 25 B-
BBEE scorecard points
can be attained.”

Dey, alongside in-
dustry training doyens
Tholsia Naidoo and
Dave Walls of the In-
stitute of Quality (IQ),
spoke during the 37th
Annual SAPICS Con-
ference for  supply
chain professionals on
the revised scorecard
and its likely bearing
on business.

While these changes
could bolster SCM tal-
ent development and
are in line with South
Africa’s National De-
velopment Plan to cre-
ate 11 million jobs over
two decades, Dey ad-
mits that from a great-
er economic growth
standpoint the imple-
mentation could have

Continued on P24
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BIDVEST employs
around 137,000 people
worldwide, but says its
roots remain South Af-
rican. In a big business
environment, Bidvest
runs with the determi-
nation and commitment
evident in a small busi-
ness heart.

“Bidvest Van and
Truck Rental is a Fran-
chise of Bidvest Car
Rental and as a result
we can offer you a one-
stop-shop for all your

transport solutions,
namely: Car Rental;
Door2Door; Chauf-
feur Drive, Coach
Charter and Wheel
Chair transport,” the

company said.

The rental company
eplains why businesses
should use Bidvest
Van and Truck Rental,
“Bidvest Van and Truck
Rental Western Cape
can provide your busi-
ness with quality, afford-
able, transport solutions
in the Western Cape
area. We are owner
managed for service
excellence as well as be-
ing a 24 hour, 7 day a
week operation for your
convenience.  Bidvest
Van and Truck Rental
has a national network
of van and truck rental
outlets and our vehicles
are of the highest qual-
ity. Our offices are con-
veniently situated in

“We are proudly Bidvest”

Paarden Eiland.”

When renting, ve-
hicles can be changed
during your rental pe-
riod to suit your needs,
whereasthis is not an
option with purchasing.
Rental vehicles are only
a cost when being used
for specific projects,
purchased vehicles are a
cost even when they are
not being utilised.

“Rental vehicle pay-
ments are 100% tax
deductible and include
maintenance servicing
and tyres. Rental rates
are 100% fixed for the
rental period.”

“We are continually
expanding our fleet to
meet the demands of our

clients. Our fleet ranges
from Y2 ton bakkies to 8
ton closed trucks. We
also have 1 ton bakkies,
single cabs and double
cab 4X4’s, panel vans,
14 seater buses, and 23
seater busses.”

Bidvest says its Van
and Truck Rental can
offer your business a
customised solution to
meet your specific re-
quirements - no matter
what your industry.

“We currently as-
sist businesses in the
event, film, food and
beverage, construction,
logistics, security, agri-
cultural, project man-
agement and engineer-
ing industries.”

ID Logistics expands operations

FOLLOWING the suc-
cessful joint venture
with Danone Southern
Africa, ID Logistics
Fresh SA (Pty) Ltd,
part of the global con-
tract logistics company,
has announced its ex-
pansion to include 3PL
services to other clients
in the region.

The company estab-
lished its presence in
South Africa in 2012,
with the aim of imple-
menting a new chilled
and ambient distribu-
tion network in South
Africa to optimise Da-
none Southern Africa’s
supply chain. Today,
ID Logistics has a fully
operational  national
operational footprint
including regional dis-
tribution centres and
an extensive secondary
distribution  network,
together with manag-
ing the factory ware-
house in Boksburg.

Etienne Juillard,
Managing Director
at ID Logistics South
Africa, comments,
“We have recently
completed the roll out
of our fresh product
distribution  solution
through the opening of
our four regional ware-
houses from April to
June 2015.”

“We have a local
project team and spe-
cialists with skills to
manage and develop
fresh distribution, and
coupled with our global
expertise, we are able
to offer end-to-end
logistics services for
warehousing, primary
transportation and
secondary distribution.
We have the capac-
ity to deliver business
solutions to retailers,
fast moving consumer
goods, fashion, high-
tech, and cosmetics and
fragrance companies.”

ID Logistics manages
warehouses with a total
capacity of 50,000m? in
Port Elizabeth, Cape
Town, Atlas, Boksburg
and Durban. In the
primary transporta-
tion and secondary op-
erations, the company
partners with reputable

ID Logistics Fresh SA (Pty) Ltd has announced it will offer 3PL service

hauliers in deploying
the optimised fleet
contingent to address
secondary distribution
operations. The entire
fleet is equipped with a
tracking system and an

to other clients in the region.

alert system to provide
real-time information
to its transportation
control tower.

The company cur-
rently employs a to-
tal of 575 staff in its

operations across the
country, and with its
commitment to job cre-
ation and the economic
growth of the country,
this number will con-
tinue to grow.
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Solar Panels reducing
truck emissions
for Shoprite

The solar panels eliminate * two to four hours of idling per day for each trailer.

SERCO recently deliv-
ered more than 50 new
trailers and replace-
ment bodies to Shop-
rite all featuring a new
Solar powered system
designed to eliminate
truck idling. Previous-
ly it was necessary to
keep the truck idling
in order provide suf-
ficient power for the
rear mounted tail lift
used for offloading at
multiple stores.

With the solar pan-
els this is no longer
required, eliminating
approximately two to
four hours per day of
idling for each trailer,
thereby saving approxi-
mately 1,600 litres of
fuel per annum. Fur-
ther benefits include
eliminating the electri-
cal cable connecting
the truck and trailer
to power the tail lift
as well as reducing the

workload on the truck
alternator and starter
motor which no longer
have to work exces-
sively to cope with the
required power draw.

The solar powered
system is available
through Serco and is
in line with our objec-
tive to reduce carbon
emissions for trans-
porters and provide
winning solutions to
our customers.

Durban: 031 508 1000 | JHB: 011397 8993 | Cape Town: 021 959 7660

Email: info@serco.co.za

Supported by national manufacturing and after-sales repair service 36-month warranty.

Website: www.serco.co.za

SABS

1ISO 9001
TRAILER DIVISION

Time machines.

With our wide selection of commercial vehicles available

for rent, we'll help you take your business further.

Choose Bidvest Van & Truck Rental to save time and money.

www.bidvestcarrental.co.za
reservations@bidvestcarrental.co.za
Call 086 101 7722
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Van and Truck Rental

Because every minute counts.
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RENEWABLE ENERGY

Engen cements brand leadership with record
Sth straight Sunday Times Top Brands award

ENGEN’s top spot as
South Africa’s most loved
petrol station network
has been reaffirmed, as
the company bagged
a record fifth succes-
sive Sunday Times Top
Brands award. Engen
first won the award out-
right in 2011, after rising
to joint first place in 2010.

“When you see an En-
gen forecourt, chances
are that our promise of
great customer service,
exciting retail partner-
ships and fuels that offer
both performance and
economy come to mind,”
says Joe Mahlo, General
Manager, Engen Sales
& Marketing.

“Io ensure that we
deliver on our promise,
we remain focused on
ensuring that With us
you are Number One,
by developing products
and offering services that
resonate in the hearts of
our customers.”

Engen has, over the
years, delighted the
South African consumer
consistently with a host of
innovative ~convenience
partnerships and excep-
tional customer service.

Mabhlo says the compa-
ny will continue to build
on its winning strategy by
seeking new innovations
and tailoring its offerings
to specific market seg-
ments. “Customer service
remains a key determi-
nant of success in our in-
dustry, so while we’ll con-
tinue to focus on training
our forecourt staff to pro-
vide fantastic service, we
will also continue the roll
out of our signature con-
venience offerings across
our network, including
fast food and restaurant
partnerships, franchise
bakeries, coffee, alternate
payment  partnerships
and a range of other in-
novations, including our
latest Butcher’s Best Bil-

tong Bars,” he adds.

Tasneem  Sulaiman-
Bray, Engen’s General
Manager: Corporate
Affairs, says Engen’s
sustained success shows
the brand is building an
enduring legacy.

“We are constantly
looking for new ways
to remain relevant and
ensure that we retain
our market leading po-
sition”, she says. “We
are honoured by the
enduring endorsements
from motorists and their
excitement for the fan-
tastic innovations that
we continue to bring to
the market.”

Engen has received
many accolades over the
years, with the most re-
cent being ‘The Coolest
Petroleum Brand’ in the
2015 Sunday Times Gen-
eration Next youth sur-
vey, also won for the fifth
consecutive year.

Sulaiman-Bray attri-

butes this success to En-
gen’s endeavour to make
a difference in people’s
lives. “Engen is always
looking to help people
explore new horizons and
new experiences. Wheth-
er it is through our vari-
ous sports sponsorships,
maths and science edu-
cation programmes, Or
the quality products and
services we offer on our
forecourts, as a company
Engen is with you on
your journey.”

“We are excited to
continue building the
Engen brand. We believe
that we provide the best
service, the best value
and the best offerings
to South African mo-
torists and consumers,”
concludes Sulaiman-
Bray.

Sunday Times Top
Brands Awards is com-
missioned by Avusa Me-
dia and conducted by
TNS Research Surveys.

ABB to install microgrid
solution in SA integrating multiple
energy sources

ABB, a leading power
and automation technol-
ogy group, announced
that it will install an in-
tegrated solar-diesel
microgrid at its Long-
meadow premises in
Johannesburg. The
96,000m? facility houses
the company’s country
headquarters as well as
medium voltage switch-
gear manufacturing and
protection panel assem-
bly facilities, with around
1,000 employees. The
innovative solution in-
cludes a rooftop solar
photovoltaic (PV) field
and a PowerStore grid
stabilizer, that will help
to maximize the use of
clean solar energy and
ensure  uninterrupted
power supply to keep the
lights on and the facto-
ries running even in the
event of a power outage
on the main grid supply.
A 750kW roof-

top PV plant and a
1MVA/380kWh battery-
based PowerStore will
be added to the existing
back-up diesel genera-
tors. This will enhance
the use of renewable
energy and provide
continuity of  supply
when power supply is
disrupted and during
transitions from grid to
island operation.

Power shortages, avail-
ability of renewable ener-
gy sources like wind and
solar, fossil fuel price vol-
atility and environmental
concerns are leading to
the search for sustain-
able solutions and there
are thousands of facili-
ties across South Africa
and the continent that
could leverage microgrid
technologies to address
these challenges.

South  Africa  has
the highest electric-
ity consumption in the

FCB CAPE TOWN 10006268CT/E

Electrifying performance
from your transformer.

Inhibited POWEROIL TO 1020 (60 UX) and Uninhibited POWEROIL TO 1020 (60U)

The trusted insulating oils for peak performance and endurance in your transformers.

Contact the Engen Customer Service Centre (CSC): +27 21 403 5090 or visit www.engenoil.com
Extensively available in bulk (Engen only) and in packs (Engen and The Qil Centre). The Qil Centre is an approved distributor of Engen Lubricants.
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sub-Saharan region and
demand continues to
outpace supply. As high-
lighted in a recent report
by McKinsey & Com-
pany, sub-Saharan Af-
rica will consume nearly
1,600TW hours of elec-
tricity by 2040 — four-fold
increase on 2010 con-
sumption. This is based
on assumptions such as a
fivefold increase in GDP,
a doubling of popula-
tion, electricity-access
levels reaching more
than 70% by 2040, and
increased urbanization.
This would imply that by
2040, sub-Saharan Africa
could consume as much
electricity as India and
Latin America combined
did in 2010. “Along-
side traditional and
renewable  generation,
microgrids are increas-
ingly being deployed to
provide electricity to re-
mote or isolated areas”
said Claudio Facchin,
President, Power Sys-
tems division. “They can
also serve as a flexible
backup source for indus-
trial and commercial fa-
cilities and help address
power disruptions.”

ABB has a broad
range of microgrid so-
lutions including auto-
mation and intelligent
control and stabilization
systems. They enable
very high levels of wind
and solar power penetra-
tion in diesel-powered
grids, reducing depen-
dency on fossil fuel sup-
plies and curtailing CO,
emissions. ABB"s com-
prehensive microgrid of-
fering includes a range of
technologies for off-grid
applications like islands,
isolated grids, remote
communities as well as
commercial and indus-
trial facilities, ensuring
utility-grade power quali-
ty and grid stability. ABB
is a global leader in mi-
crogrid technologies with
a proven track record of
more than 30 installa-
tions. ABB is present in
more than 20 countries
in Africa with over 5,000
employees. Penetration
of growth markets like
Africa and supporting
the emergence of power
trends microgrids are key
elements of ABB’s Next
Level strategy.

Create your own masterpiece

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

Power and productivity

for a better world™ " .. I.

www.abb.co.za/lowvoltage

ABB South Africa (Pty) Ltd
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WHEN Harold Mac-
millan made his famous
“Winds of Change”
speech to the South
African parliament in
1960, he wasn’t think-
ing of the enormous
benefit that wind in it-
self could bring to the
African continent. Nor
was Armien Hassiem’s
grandfather, who
started the family busi-
ness Hassiem Trans-
port when he bought
his first truck back in
1924, the forerunner
of today’s specialised
transport and rigging
business Absolute Rig-
ging and Transport.

CEO Armien Has-
siem established Ab-
solute Rigging and
Transport in 2009 as an
offshoot of the original
family owned business.
He joined the family
business in 1997, for-
saking a career in med-
icine when the business
needed new blood and
a new direction to sur-
vive.

“There were plenty
of transport compa-
nies around — and still
are — and we needed to
differentiate ourselves
and become special-
ists and we saw oppor-
tunities in abnormal
transport, rigging and
machine moving and
port services especially
to the oil and gas and
mining industries. This
is where the company
now places its focus,”
says Hassiem.

Absolute  Rigging
and Transport’s aptly
named motto is “Ex-
tending possibilities”
and began with 20 em-
ployees in 2009 and has
grown to more than 100
specialised riggers, op-
erators and drivers who
undergo local and glob-
al training from equip-
ment suppliers who
provide in-house facili-
ties and send trainers
to Absolute’s Airport
Industria premises.

Its fleet of extend-
able steerable trailers,
rigging crews, crane
trucks, semi and low-
bed trailers, forklifts,
telehandlers and spe-
cialized rigging equip-
ment set the company
apart from the com-
petition. It offers a
turn key solution for
all your machine mov-
ing, factory relocation,
container packing and
unpacking and break
bulk transportation
requirements.

And that’s where the
wind comes in —or more
accurately, wind energy
from renewables.

“We saw an oppor-
tunity to specialise in
the transportation and
rigging of wind turbine
generators (WTG)
which require special
trailers to safely move
turbine blades, na-
celles, and towers from
ports to wind farm sites
mainly in the Western,
Northern and Eastern

Cape,” he explained.
Currently all wind
turbines components
are imported except
some of the towers that
are produced locally.
There are real benefits
to bidding companies
to incorporate as much
local content as pos-
sible in their tenders
to the Department of
Energy, which is where

Winds of change blows Absolute success

Absolute Rigging and
Transport cc has a com-
petitive advantage as
it claims to be the only
100% Black South Af-
rican owned company
to offer this specialised
form of transport to the
wind energy market.
“Having been in the
transport business for
so many years, we knew
that local trailer manu-

ABNORMAL

facturers were not yet
able to meet the strin-
gent requirements of
the equipment suppli-
ers to the wind energy
market, so we had to
look further afield to
Europe where special-
ised manufacturers al-
ready produced equip-
ment to meet the exact
standards demanded by
the industry and to give

the WTG suppliers the
confidence and assur-
ance that their equip-
ment would be handled
in the same way as it
would be in Europe.”
“We bought our
first 18m extendable
trailer in 2009 locally,
but when we needed a
steerable  extendable
trailer we imported it
in 2011 from Europe,

CRANE TRUCK
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which has subsequently
grown to a fleet of 14
extendable  steerable
trailers. This is the
largest fleet of extend-
able steerable trail-
ers owned by a 100%
South African owned
company in the coun-
try,” says Hassiem.
The Company’s first
contract in the renew-
ables sector was with

OIL & GAS

Spanish Wind Turbine
Generator  supplier
Accionia Wind Power
South  Africa. The
company successfully
transported 782 ab-
normal loads of con-
crete tower sections
from Concrete Units
in Airport Industria to
the Gouda Wind Farm

Continued on P27

85 Ton/m Crane truck

10 Axle K25 Scheuerie trailer

Turnkey loading, transport & off-loading solutions

Break bulk port handling solutions

9.0m Drameter 18m long stainless steel tank

Pack and unpacking of containers

2/ m Riserpipeior oil and gas industry

Wind tower adaptor trailer

WE OFFER

Truck and lowbed trailer conbinations (up to 75 ton)

Extendable stepdeck trailers (up to 40m length)

Truck and tri-axle semi trailer combinations (14.5m and 30 ton)

Wind Turbine Blade Trailers (55m length)

Modular Trailer Combinations (400 ton)
Wind Turbine Tower Adapters
7-14 ton Dropside Rigids

Crane Trucks with Rigging Crews (up to 85t/m)

Forklift Hire (2.5 - 14 ton)
Large warehouse facility

Section of concrete wind tower

12 Montreal Drive | Airport Industria

Cape Town | 7529

Tel: 086 100 7860 | Fax: 086 100 7861
info@absoluterigging.co.za




20 CBN September 2015

BOILERS, BURNERS & COMBUSTION SYSTEMS

Project Solaris in South Africa earns RSB Certification

PROJECT Solaris in
South Africa, has earned
the Roundtable on Sus-
tainable Biomaterials
(RSB) certification for
the production of the
energy rich tobacco crop
“Solaris” in the Limpopo
region of South Africa.
Solaris is a nicotine-free
and GMO-free crop
variety that yields signif-
icant amounts of sustain-
able oil that can be used
as feedstock for bio jet
fuel. Project Solaris has
involved the RSB from
the start to ensure the in-
corporation of the RSB
Standards into the devel-
opment and up-scaling
protocols and to get the
operations certified.

The project has brought
economic and rural devel-
opment to the Limpopo
province in South Africa
as well as a new regional
bio jet fuel supply chain
that is now RSB certified
for environmental and so-
cial sustainability.

“Project Solaris has
demonstrated that it can
deliver sustainability on
the ground in line with the
RSBs global standard,”
said RSB’s Executive Di-
rector, Rolf Hogan. “This
is the result of a serious
commitment to working
with local stakeholders,
rural development and
reducing greenhouse gas-
es while safeguarding the
Limpopo’s unique natu-

ral environment.”

“The RSB certificate
is a key factor for our
company and develop-
ment process,” said Ser-
gio Tommasini, CEO
of Sunchem Holding.
“With RSB we proved
our Solaris technology
under different aspects
respecting sustainabil-
ity criteria. Thanks to
all partner efforts, we
earned this important
certificate. RSB believed
in our technology and
gave us the right advice
to improve it during our
scale up program. De-
veloping a biofuel crop
in South Africa’s ‘bread-
basket” province has of
course drawn us into the

centre of the food vs fuel
debate,” said Joost van
Lier, Managing Director
of Sunchem South Afri-
ca. “Having to undergo
a systematic process of
evaluating the social and
environmental ramifi-
cations of this develop-
ment as prescribed by
the RSB has allowed
us to feel confident in
promoting Solaris, not
only as a financially vi-
able crop for farmers in
the region, but also one
that will not affect food
security or lead to envi-
ronmental degradation.”

“SkyNRG, as one of
the main founders of
Project Solaris, believes
that the RSB standard

should play a central
role in the aviation sec-
tors’ efforts to develop
truly sustainable jet fuel
supply, meeting envi-
ronmental and social
safeguards. By receiving
RSB certification, Proj-
ect Solaris is achieving
an important milestone
for itself and for the avia-
tion industry as a whole,”
says Maarten van Dijk,
CEO of SkyNRG.
Boeing is a premium
sponsor and promoter
of the Solaris technolo-
gy worldwide. J. Miguel
Santos, Managing Di-
rector for Africa, Boeing
International said, “We
applaud South African
Airways and the South

African Government
for ensuring the sustain-
ability of their emerging
aviation biofuel supply
chain as it is being de-
veloped. This milestone
marks a very significant
step forward in ensuring
positive economic, so-
cial, and environmental
outcomes for aviation
and the planet.”

South African Air-
ways (SAA) is a support-
er of Project Solaris and
the end user of the fuel.
Ian Cruickshank, SAA’s
Group Environmental
Specialist, said “SAA is
a proud member of the
RSB and subscribes to
the environmental and
social sustainability prin-

ciples enshrined in the
RSB standard.”

This certification en-
sures that future fuels
contribute to reductions
in CO[] and are environ-
mentally sustainable and
contribute social and
economic benefits to our
rural economy where it
is needed most.”

RSB is recognized
by NGOs as the “most
comprehensive and am-
bitious” biomaterials
sustainability certification
program in the world.
RSB provides a holistic
approach towards sustain-
ability assurance, covering
social, environmental,
economic and operation-
al aspects in its analysis.

Energas Technologies fired up for Apek-mini launch in SA

ENERGAS Technolo-
gies, supplier of high-
end and specialised
equipment to the oil
and gas industries in
Southern Africa since
2001, has brought to
the local market yet
another great innova-
tion. Dynamite comes
in small packages, they
say, and the much-antic-
ipated Apek-mini bears
no exception.
Manufactured by
HTT, experts in ther-
mal oil, thermal oil
systems, heat recovery
and plant modernisa-
tion, the Apek-mini, a
new product in HTT’s
range, represents a new
efficiency class of heat
generation. Accord-
ing to Laetitia Botha,
Product Engineer for
Energas Technologies,
“The Apek-mini was
developed as a highly
efficient fired heater for
smaller plants. It uses
excess heat generated
during process heating

to preheat combustion
air of the thermal oil
heater, which further
increases the efficiency
of the heater.”

Technology that was,
until now, reserved only
for large plants, can now
be realised in plants with
a capacity of 300kW
with the Apek-mini, and
its advantages are mani-
fold. The Apek-mini re-
covers energy from hot
waste gases and its sys-
tem components have
been optimally harmon-
ised to achieve 100%
waste gas pollutant re-
duction. The system is
easy to retrofit, boasts
short amortisation pe-
riods, and almost all of
the heat generated by
the system is put to use,
resulting in a distinct in-
crease in efficiency, and
a kinder approach to
the environment.

“The Apek-mini is
the perfect optimisation
for HTT thermal oil sys-
tems and is used in var-

Energas Technologies is a member of Southern African Gas Association NPC.

ious industrial sectors,
such as the chemical,
textile, food, metal, rub-
ber, mineral oil, wood
and printing industries,”
comments Botha.

The Apek-mini was
developed in response
to the need for small-
er operations to have
access to adaptable
world-class  heating

technology. Already
successfully installed
in several plants across
the world, the Apek-
mini was developed and
manufactured in-house
through a process of de-
sign and development,
planning and manufac-
turing of measurement,
control and regulating
systems and switchgear

plants, as well as me-
chanical production for
the finished product.
“Preheating  the
combustion air of the
burner of smaller units
represented a chal-
lenge for us. However,
through research and
development, technol-
ogy was engineered to
make the Apek-mini a

one-of-a-kind product
that can do just that,”
remarks Botha.

Three basic princi-
ples guide the unique
workings of the Apek-
mini, including its firing
system, preheating of
air, and air supply. The
firing system uses the
latest burner technology
with coupled electron-
ic control and low NO_
burner tip assembly and
achieves best waste gas
pollutant reduction. Air
is preheated through a
simple design feature
and is precisely con-
trolled by an internal
bypass flap, which is also
available with controlled
drive. A cold air fan is in-
stalled directly at the air
preheater for air supply.
It carries a highly effi-
cient motor and is built
compact to save space.
The system is also avail-
able in vertical or hori-
zontal configurations for
adaptability and further
space saving.

INTRODUCING THE HTT APEK MINI

A HIGH-EFFICIENCY THERMAL OIL HEATER FOR SMALLER PLANTS

BECAUSE HEAT IS VALUABLE!

- Up to 96% energy efficiency

- Energy recovery from hot waste gases

- Reduction of emissions & energy costs

- Thermal oil heating range up to 400°C

- Return on investment within 12-24 months

A new efficiency class of heat generation.
Technology that was, until now, reserved
only for large plants, can nows be rezlised in
plants with a capacity of 300kW ar d highel
wilh the APEK mini, where excess hezl
gonerated by the thermal oil heater is
reused to grehest the combustion air

of the burner.

REPRESENTED IN SQUTH AFRICA BY:

T: +27(0) 11397 68 09
E: sales@energas.co.za
W: www.energas.co.za

Daub Backtechnik, a
Hamburg-based glob-
al supplier of bakery
equipment, had the fol-
lowing to say about the
new Apek-mini, “We
have waited a long time
for such a system as the
Apek-mini. With this
system, our customers
are capable of using
even small amounts of
energy in the best possi-
ble way. In addition, we
now have both an alter-
native and supplemen-
tary system for warm
water generation in our
customers’ enterprises.”

For Energas Technol-
ogies and HTT, safety is
the top priority in every
installation. “The tech-
nical safety outfit of an
HTT thermo oil fired
unit complies with DIN
4754 guidelines accord-
ing to the German Insti-
tute for Standardisation
for preliminary flow
monitoring, minimum
oil level monitoring in
the expansion contain-
er, temperature supervi-
sion of preliminary heat
and flue gas, as well as
of the preliminary heat
temperature regulation.
And of course all boilers
have a CE construction
design licence comply-
ing with Module B of
the EC Pressure Device
Directive 97/23/EG,”
notes Botha.

With the backing of a
global entity like HTT,
Energas Technologies
has expert product sup-
port from a single source,
which it carries through to
its customers. Says Botha,
“The support ranges from
consultation and planning
of novel products, and ex-
tends to customer-specific
engineering and project
finance. Whether it’s a
completely new system,
expansion or modernisa-
tion of inventory or used
systems, Energas Technol-
ogies is well-positioned to
develop customised solu-
tions for its clients,” con-
cluding, “With product
maintenance, after-sales
service, a 24-hour service
helpline, spare parts sup-
ply and training for our
customers’ employees,
we ensure the sustainable
and smooth operation
of our clients’ systems
and equipment.”


http://www.energas.co.za
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Taking account of the trend towards Central Vacuum Solutions

THE trend towards indi-
vidual vacuum solutions
for single processes or
entire production plant
continues to increase.
The driving force behind
this development is the
desire to make processes
as reliable, efficient and
reproducible as possible.
Busch is helping to realise
this objective by conduct-
ing a massive worldwide
expansion of its vacuum
systems operations.
Busch has been manu-
facturing vacuum pumps
in Germany for more
than 40 years, special-
ising exclusively in the

planning, design and
construction of individual
vacuum systems.

The most important
market sector for Busch
products is the chemi-
cal processing industry,
in which Busch vacuum
pumps are used in prac-
tically all applications
requiring vacuum. Bus-
ch specialists can call on
the experience gained
from thousands of vacu-
um system installations
throughout the world.
In recent years Busch
system construction de-
partments in various
countries have been ex-

panded and upgraded,
and competence centres
have been opened spe-
cifically for the chemical
and pharmaceutical pro-
cessing industries. These
competence centres
respond directly to the
main Busch subsidiary of
their country.

One of the centres in
Germany is located in
Maulburg, where — as
in other countries — cus-
tomers are assigned
experienced process
engineers and chemists
as contacts to assist with
consultation, vacuum sys-
tem planning, and design.

Positive growth for
Positively Pumps

CAPE Town market Vi-
king distributor, Posi-
tively Pumps, is pleased
to announce that it is
opening a water divi-
sion in Johannesburg.
Having recently been
appointed the official
distributor of Vesta
Pumps (Europe) for
South / Sub-Saharan
Africa, the Positively
Pumps team look for-
ward to introducing its
high service levels and
inclusive range to the
Johannesburg market.
Gary Sternsdorf, pump
market veteran brings
over 15 years experi-
ence to the Johannes-
burg branch, Brian
Cumming, owner and
director of Positive-
ly Pumps Cape Town
and Sternsdorf worked
together for a number
of years. On a recent
visit to Johannesburg,
and a chance meeting
between the two Cum-
ming asked Sternsdorf
if he would be inter-
ested in a partnership
— thus Positively Pumps
(Water Division) was
born. Cumming could
not be happier with
having Sternsdorf
on board.

“Sternsdorf brings
with him not only

knowledge and experi-
ence, but he has a burn-
ing desire to service and
satisfy all customers,”
says Cumming.
Positively Pumps Wa-
ter Division Johannes-
burg will offer all types
of water/dosing pumps
including:
* Centrifugal
* Split case

Vertical / horizontal

End suction

Submersible

Drainage

Sewage

Borehole pumps
To compliment this,
it will sell / repair all
types of valves.

The new Vesta Pump

range includes:

Diaphragm

Centrifugal

Vertical / horizontal

Split case

Screw

Hot oil pumps

Gear pumps

Supply new pumps,

spare parts and

repairs (to all makes

of pumps)
The company also of-
fers solar pumps, panels
and inverters, and can
retrofit existing water
pumps to run off solar
power.

The detailed planning of
the project is carried out
by a system construc-
tion team. All vacuum
systems are completely
assembled and tested
in-house before delivery,
installation and commis-
sioning at the customer’s
site. The customer has
the advantage of a sin-
gle contact for enquiries,
who will assist through-
out the project — even
after the commissioning
phase. Busch offers ser-
vice agreements provid-
ing a full guarantee for
the vacuum system, all
maintenance tasks, and
an immediate response if
a fault should occur.
Busch process en-
gineers and vacuum
specialists can draw on
a wide range of Busch
vacuum pumps when de-

signing vacuum systems.
The COBRA screw vac-
uum pump series alone
has twelve models, with
pumping speeds of up
to 2,500m’h. These
dry vacuum pumps are
available in a number
of variants.

Liquid ring vacuum
pumps of various Dol-
phin series are also
frequently used as stan-
dard modules in Busch
vacuum systems. The
Busch standard prod-
uct range offers Dol-
phin vacuum pumps
as single-stage or two-
stage versions with
pumping speeds of up
to 4,400m’/h. They may
be operated with pro-
cess-compatible fluids.
The extensive choice of
construction materials,
seals, and sealing mate-

Busch vacuum system for chemical processes with
COBRA screw vacuum pumps

rials allows systems to
be perfectly matched to
process parameters.

A suitable booster
pump model may be
chosen from several se-
ries of rotary lobe vac-
uum pumps. All Busch
vacuum components are
available in ATEX certi-

fied versions. The wide
range of individual com-
ponents allows vacuum
systems to be custom
made to meet customer
requirements: the most
suitable, economical
and reliable solution for
the individual customer
is selected.

Second to none water pump solutions
from Goscor Power Products

GOSCOR Power
Products supplies an
exceptionally wide
range of compact, re-
liable and efficient
water pumps to meet
virtually any pump ap-
plication in the agri-
cultural and construc-
tion industries.

“A farmer’s water
pump  requirements
are as diverse as the
agricultural indus-
try itself,” says Mark
Bester, Managing
Director for Goscor
Power Products.

“Whether a farmer
needs a water pump
to irrigate or fertilize
his crops or to pump

Sales and service branches in Cape Town,
Johannesburg & Durban and a Sales office in

Port Elizabeth.

Busch Tyr Pressure & Vacuum Roots Blowers
available in complete units (with or without
cabinet) or Bare-Shaft Pumps.

water to or from stor-
age tanks, we have
ensured that we stock
a range of petrol and
diesel water pumps
that is wide enough to
meet practically any
water pump require-

ment and budget.”
The comprehensive
water pump offering
from Goscor Pow-
er Products includes
clear water, chemical
(fertilizer and salt wa-
ter,) slurry, semi- and

trash pumps as well
as high volume units.
“To ensure that we
meet our customers’
requirements spot on,
we have gone a step

Continued on P22

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

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

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

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

Positively Pumps (Pty) Ltd

New water
division now open in

Johannesburg

POSITIVELY PUMPING FOR ALLI COVERING A GREENER AFRICA!

Gary Sternsdorf 082 579 2299 | gary@positivelypumpps.co.za
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PTX320 driven by the highly advanced economical easy to maintain Robin EX
engine to deliver up to 1000 | per minute.

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

COMMERCIAL FISHING INDUSTRY

Second to none water pump solutions
from Goscor Power Products

Continued from P21

further; we have ex-
tended our range to
be able to offer high
quality, world lead-
ing premium brand
water pumps to more
affordable options,”
explains Bester.

The PTX320 water
pump is the compa-
ny’s flagship. Driv-
en by the highly ad-
vanced, economical
and easy to maintain
Robin EX engine,
this powerful pump
delivers up to 1000
I/minute and boasts
a 32m pump lift ca-
pacity and a suction
height of 8m, mak-
ing this unit ideal-

ly suited for heavy
duty applications
that require large
pumping capacity.

The LT20XC water
pump is a more af-
fordable solution for
light duty applications.
While lighter on the
pocket, the LT20XC
certainly does not
compromise on qual-
ity, performance and
reliability; with a 20m
pump lift capacity and
a suction height of 7m,
this pumps has a deliv-
ery capacity of up to
360 l/minute.

Goscor Power Prod-
ucts’ water pump
technology boasts a

number of additional
features for econom-
ical and trouble-free
operation:

A durable and tough
construction - the im-
peller and inner-cas-
ing manufactured
from cast iron while
the pumping casing
is manufactured from
aluminium die casting;

Self-priming - no
water is required for
subsequent pumping
operation once initial
pumping is done;

Water-resisting prop-
erties - mechanical seal.

The complete water
pump range is avail-
able and supported by

Goscor Power Prod-
ucts’ dealer network
which is strategically
located across South
and southern Africa
including Botswa-
na, Mozambique,
Namibia, Zambia
and Zimbabwe.
Goscor Power
Products has over 30
years’ experience in
the supply of a holis-
tic spectrum of power
equipment including

pumps, generators,
welders, firefighters,
engines, rammers,

rollers and compac-
tors, backed by qual-
ity parts and reliable
technical teams.

Southern Power Products to participate
in global testing phase of new engines

FOLLOWING an
exclusive agreement
between Southern
Power Products and
Cimco Diesel Marine
AB, South Africa will
join the focused world-
wide pre-series testing
phase of Cimco’s OXE
Diesel S-BPU engines.

Southern Power
Products has partnered
with Cimco Diesel
Marine AB to supply
Sub-Sahara with OXE
Diesel S-BPU engines
— a new outboard mo-
tor conceptualised for
the commercial mar-
ket that powers off
a horizontal instead
of a vertical engine
configuration.

“We are extreme-
ly excited to be part
of the revolutionary
OXE technology and
to introduce a true
diesel outboard solu-
tion to the marine in-
dustry,” says Jacque
Brummer of Southern
Power Products.

The engines will be
fitted to a customised

Southern Power Products (SPP) - CEO, Jacques
Brummer and Cimco Diesel Marine AB - CEO Spe-
cial Projects Account Manager, Andreas Blomdahl.

Nautic Africa vessel
that will be earmarked
to do a long range
trip around parts of

Flexible Couplings
Grid Couplings
Gear Couplings
Drive Shafts
Multiple PTO [Splitter) Gearboxes
PTO Clutches
Qil Coolers {Air Blast)
Coaolant Coolers {Air Blast)
Screw Compressor Coolers (Air Blast)
Plate Heat Exchangers
AntiVibration Mountings
Hydraulic Pump Mounting Plates
Electric Mator Bell Housings

the African continent,
with product demon-
strations at key mar-
kets. Locally, a test
inflatable vessel will be
outfitted with a single
OXE configuration for
customer demonstra-
tions and will be tested
once they arrive in De-
cember. Not currently
in production or avail-
able to the market, the
OXE engines will un-
dergo real world test-
ing internationally via
Cimco’s global distrib-
utorship prior to pro-
duction finalisation.

The engines are due
to enter into production
in the second quarter
of 2016, but the series
is already attracting the
attention of interna-
tional maritime media
who anticipate that the
combination of inboard
diesel type power and
outboard flexibility will
appeal to the commer-
cial market.

“The exclusive agree-

ment between Cimco
and Southern Power
Products will make the
engines available to the
local shipbuilding mar-
ket on their release,”
says James Fisher,
CEO of Nautic Africa.

The patented S-BPU
(self-contained belt
propulsor unit) tech-
nology is the key to
the development of a
unit that answers to the
needs of the commer-
cial sector for contin-
uous daily operation.
With the elimination of
bevel gears and transfer
shafts, the belt technol-
ogy provides increased
torque transfer to
the propeller.

Designed to meet
the needs of US mil-
itary and NATO with
regard to Tier 3 emis-
sions standards as well
as refuelling in terms of
the geographical avail-
ability of diesel, the
OXE Diesel S-BPU -
now in its seventh gen-
eration — has already
undergone rigorous
in-house testing.

The engine will be
further validated over a
variety of different envi-
ronments and applica-
tions as Cimco distrib-
utes approximately 20+
units to collaborative
partners worldwide.

The local industry
will have the added
opportunity to engage
with the innovative out-
board at the Cape Town
Boat Show in October
this year where South-
ern Power Products will
demonstrate the OXE
Diesel S-BPU ahead of
its official commercial
release.

Southern Power
Products is anticipating
the successful introduc-
tion of the engine and
aims to establish sales
and service network
for the Cimco release
in Sub-Sahara.


http://www.volvopenta.com
http://www.entramarccape.co.za

Empowerment
accolade
awarded to the
Oceana Group

FOR a South Afri-
can company focussed
on real and thorough
transformation, there
can be no greater rec-
ognition and reward
than leading the list of
the top 100 empowered
JSE-listed companies
in the Independents
100 Most Empowered
Companies ranking.

The Oceana Group
has retained the sta-
tus it achieved in 2014
when it was recognised
as the Most Empow-
ered JSE listed compa-
ny at a business dinner
held on Thursday 27
August 2015. The re-
search on empowered
companies which un-
derpinned the awards
was undertaken by
Empowerdex, a lead-
ing empowerment
rating agency and the
report was produced
by Intellidex, a capital
markets and finan-
cial services research
house. The survey
is aimed at raising
awareness in society
of Broad-Based Black
Economic ~ Empow-
erment (B-BBEE) in
South Africa. It is re-
vealing about the mas-
sive strides the Oceana
Group has taken since
being ranked 70th in
2004 and 2nd in 2013
on the empowerment
score card.

Oceana is at the
forefront of real and
effective transfor-
mation with a total
B-BBEE score of
98.39 points in 2014
(2013: 95.17 points.)
The company’s score
improved due to tan-
gible  improvements
in management con-
trol, skills develop-
ment, preferential
procurement and
employment equity.

It retained max-
imum points for
ownership, enterprise
development and so-
cio economic devel-
opment. For the first

out and a total of
R7.5m was shared out
amongst 2,555 quali-
fying employee bene-
ficiaries. We truly are
sharing the value the
Oceana Group is cre-
ating and view this as
what our country needs
for socio-economic
stability and the long-
term sustainability of
our business.”

“Maintaining  our
status as a black owned
and controlled fishing
company and ensur-
ing that we retain our
credible empowerment
credentials will assist
with the retention of
our commercial fishing
rights."

"This in turn will
enable Oceana to re-
main Africa’s most
efficient convertor of
global fishing rights
into shared value. We
are proud that we
have turned our fish-
ing rights into human
rights through empow-
ering our workers and
supporting communi-
ties in which we oper-
ate” he concluded.

LOCAL hake fishing
stalwarts, Sea Harvest
and I&J, appear to still
be trawling content-
ly with no real rough
patches threatening
profitability. Although
the local consumers
appear to be sagging
under tough economic
conditions, both com-
panies should benefit
in the months ahead
from the weaker rand
buoying export rev-
enue and the lower
oil price keeping a
lid on fuel costs for
fishing vessels.

Sea Harvest is con-
trolled by empower-
ment company Brim-
stone  Investment
Corporation (which
also owns around 16%
of Oceana,) while I1&J
is owned by consum-
er brands giant AVI.
Both parent companies
seem positive about the
respective fishing com-
panies’ performances.

Brimstone reported
recently that Sea Har-
vest’s operating profit
before interest in-
creased by a solid 35%
to R89.3m in the year
to end June.

Brimstone indicat-
ed that Sea Harvest’s
catch rates were 8%
lower than in the pri-
or period, but that

this was partly offset
by improved vessel
utilisation.

Sea Harvest suc-
cessfully integrated
its new R125m vessel
Atlantic Peace into
the fleet during the
financial year.

Sea Harvest’ sales
volumes increased by
6% with strong growth
in export markets — ob-
viously helped by the
weaker rand against
major international
currencies. The com-
pany’s global footprint
includes Australia, the
USA, the United King-
dom, France, Spain,
Sweden, Switzer-
land, Italy, Germany
and Holland.

But Brimstone
warned that Sea Har-
vest’s local sales were
under pressure in the
period in line with
the current economic
environment.

According to a re-
cent trading update
from AVI, 1&J is set
to increase revenues
by around 8% to
R1.96bn in the year to
end June. AVI noted
that 1&J’s second half
of the financial year
was not as strong as
anticipated because of
unusually inconsistent
fishing catch rates in

BOOK YOUR EXHIBITION
SPACE NOW !

e & Offshore
Marine Africa

Maritime and Offshore Marine Africa
Shipbuild & Repair ¢ Fishing « Mining « Workboats

PUTTING BONES ON OPERATION PHAKISA!

In recognising the need to implement sustainable growth in the
maritime industry the South African government has launched
operation Phakisa. This forms part of government’s commitment to
move the country forward by fast tracking opportunities provided

Hake catches reassuring

the fourth quarter.
This resulted in ad-
ditional fishing costs
as well as the deferral
of sales into the next
financial year.

More detail will
be available around
1&J’s performance
when AVI releases its
year end results later
this month.
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It's in Our Nature

: . by the ocean economy.
time, in the 2015 as-

sessment the compa-
ny scored maximum
points in all scorecard
elements save for
employment equity.
Oceana also came
first among its peers
in the Food and
Beverage sector.
“Where others saw
potential for fishing
rights, we saw poten-
tial for converting
our fishing rights into
human rights,” said
Francois Kuttel, CEO
of the Oceana Group.
“We are not just paying
lip service to transfor-
mation, as evidenced
again last month when
the seventh Oceana
Empowerment  Trust
Distribution was paid
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SEA Harvest has em-
barked on a new ini-
tiative to inform and
educate consumers
and other stakeholders
about the effort and
commitment involved
in sustainably harvest-
ing and producing a
premium seafood prod-
uct from vessel to plate.
The creative “Savour
the sea” campaign
comes after a seven
year period during
which time the com-
pany had no television

advertisement cam-
paigns.
According to Sea

Harvest Sales and Mar-
keting Director, Kon-
rad Geldenhuys, “As a
company operating in
the fishing industry that

catches Cape Hake in
the wild, we often feel
misunderstood and
underappreciated. Our
sustainability creden-
tials are evidence that
we share our stake-
holders’ concern about
the sustainability of
the natural resource
and invest huge effort
in not only responsibly
extracting our fishing
quota from the sea but
in how we manage and
operate our business.
This prompted us to
try and communicate
a particular message
and change our old
brand tagline from ‘We
just do fish’ to ‘Savour
the sea’. We wanted to
show a glimpse of what
it is like for our crew

COMMERCIAL FISHING INDUSTRY

Sea Harvest launches new campaign to improve
understanding of its business and product

hard at work out there
in the deep sea.”

With wild caught
Cape Hake, nets are
cast up to 800m deep,
100 nautical miles out
at sea and vessels and
crew often have to en-

dure very rough sea
conditions with swells
higher than six meters.

Geldenhuys adds
that catching and pro-
cessing deep sea Cape
Hake is highly capital
and labour intensive

and involves expensive
trawling vessels, expe-
rienced crew, highly
skilled staff and expert
product and marketing
strategies to ensure
global competitiveness.
“We operate in highly

engineering for a better world

GEA Refrigeration Africa (Pty) Ltd
19 Chain Avenue, Montague Gardens, 7441, RSA
P.O.Box 36815, Chempet, 7442, RSA
Phone: +27 21 555 9000, Fax: +27 21 551 4036
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FLEXIBLE MAINTENANCE AGREEMENTS FOR OPTIMAL EFFICIENCY

GEA Service and Maintenance Agreements are customised to suit your requirements and
can be altered at any time to suit your changing needs. Designed to detect defects prior to
failure, GEA Refrigeration Africa offers service and maintenance agreements that ensure
optimal efficiency of your refrigeration system.

Our service and maintenance agreements cover both ammonia and F-gas refrigeration
applications and offer minimum downtime and maximum service life, due to our
technicians who are on call 24 hours a day, 365 days a year.

GEA Refrigeration Technologies

competitive  markets,
both in South Africa
and internationally and
continuously need to
innovate and ensure
that our products are
of a premium quality
to satisfy the demands
of our customers and
consumers, not only in
terms of taste, but also
convenience,” he says.

Established in Sal-
danha Bay in 1964, Sea
Harvest has become
synonymous with the
rural West Coast town

Through the
Sea Harvest
Foundation,
we have also
invested
millions of
Rands in
community
empowerment.

over the past 50 years.
Its fishing operations
remain a key source
of livelihood for the
local and surrounding
communities, including
Vredenburg, Velddrif
and Hopefield.
Geldenhuys states,
“Sea  Harvest has
played and still plays a
large role in promoting
the welfare of people in
these communities and

creating positive social
change. We provide
around 2,400 jobs with
maximum local bene-
ficiation. This means
that we don’t take the
raw material and send
it overseas for further
processing; as a result
of our added value
processes, we derive
maximum  economic
benefit in and for the
West Coast and South
Africa. Most of our
employees individual-
ly own 21,000 shares
in the business, which
amounts to a 5% of the
company among all full
time employees, via the
Sea Harvest Employee
Share Trust. Through
the Sea Harvest Foun-
dation, we have also
invested millions of
Rands in community
empowerment  proj-
ects during the last
ten years.”

The TV ad, produced
by Cape Town based
agency CRT create,
was filmed over three
days at sea on one of
the company’s own
vessels, the Harvest
Bounty, and stars the
company’s own sea-go-
ing crew working under
normal operational
conditions as opposed
to professional actors,
to provide an authentic
feel of the conditions
at sea, and to accu-
rately reflect the effort
of the catch.

Balancing the new B-BBEE
scorecard with robust
business growth

Continued from P16

been timed better.

“Where SA business
needs to be extremely
robust, placing such a
huge emphasis on skills
development without
linking it to the capabil-
ities needed in reality,
might be seen by some
as ill-considered, espe-
cially in terms of timing,
as there are so many
variables currently mak-
ing business in SA very
hard,” he explains.

Dey, Naidoo and Walls
points out that undevel-
oped companies could
have it easier than older
companies established
on pre-BEE criteria. “It
is immensely important
for these companies to
remain aware of the
changes in BEE legisla-
tion and match rate of
transformation with rate
of growth. Spend 2.4%
of payroll to avoid being
penalised, or just focus
your training efforts
on learnerships.”

Administering learn-
erships is traditionally
very complex — a fact
that isn’t likely to change

soon. “Until a change
happens, no matter the
size of your payroll,
skills development is
more an imperative now
than it has ever been,”
says Dey.

“SCM undoubtedly
has enough to pay at-
tention to, and should
partner with experts
that can help navigate
current complexities,”
adds Naidoo. “Team up
with training providers
that can develop initia-
tives that will not only
give you all the possible
B-BBEE points and
benefit from all the in-
centives available, such
as those from SETAs,
but also help you to
build a robust business.”

“Businesses should
not relegate training
to an operational lev-
el. It should remain a
strategic imperative
at board level. Skills
development should
change into talent de-
velopment and make
it one of the strategic
pillars of a business,”
closes Walls.



THE costs of insur-
ance is one of the big-
gest bugbears for many
businesses, but those
that under-insure or
purchase inappropri-
ate cover run the risk
of substantial losses,
says Bryan Verpoort,
Head of Corporate and
Business Insurance at
Standard Bank.

Economic conditions
remain extremely tough
and many business-
es are looking to cut
costs. Insurance costs
are being scrutinised as
a result, but a common
mistake is to then be-
come exposed to risks
that can ultimately
destroy a business.

“We see this quite of-
ten with businesses that
rush to take out off the
shelf policies. This fails
to take into account
the environment and
evolving risks for busi-
nesses, like labour un-
rest or political unrest
in a foreign country,”
says Verpoort.

It is in this environ-
ment that the national
adviser networks are
expected to play an in-
creasingly important
role in finding the best
solutions to the insur-
ance needs of compa-
nies. Lower premiums
can be achieved as these
advisers shop around
for the most appro-
priate coverage at the
best price and can also
tailor solutions for spe-
cific needs and localised
business or trading con-
ditions.

“Going direct is not
always what it seems. It
is sometimes better to
avoid general policies as
there is a growing need
for more specialised
coverage,” says Ver-
poort, who runs Stan-
dard Bank’s growing
network of insurance
brokers with expertise
across Africa.

Companies are often
not insuring themselves
for lost revenue when an
unforeseen event like a
fire takes place. “Most
businesses have cover-
age for the fire resulting
in shutdown, but not
what is called business
interruption insurance
for the loss of sales and
income during the pe-
riod of the shut down,”
says Verpoort.

Another common mis-
take is not updating pol-
icies or taking changed
circumstances into
account. “The risk is
that can leave an active
policy null and void,”
says Verpoort.

Businesses are also not
doing enough to take
action themselves to
reduce premiums. “For
example, simply install-
ing an alarm system or
developing a workplace
safety policy to reduce
occupational injuries
and hazards can help
bring premiums down,”
says Verpoort.

Businesses  need
to improve their un-
derstanding of what

is excluded from
policies too.

“We find many busi-
ness owners are not
addressing these risks
at executive level on a
formalised basis and
leaving it to operational
managers to take care
of,” says Verpoort.

The use of a commer-
cial insurance broker
could be a step in the
right direction to identi-
fying and plugging cov-

FINANCIAL SERVICES

Mistakes to avoid when taking out business insurance

erage gaps.

“It is critical that bro-
kers understand the
needs of a business
and walk the risk. They
can only tailor the best
solutions if the risk is
clearly understood. Too
often, only lip service is
paid to this area, leav-
ing little understanding
of the cost implications
and evolving operation-
al and trading risks,”
says Verpoort.

Sometimes having a
high deductible (or ex-
cess) that simply reduc-
es premiums may not
make business sense, for
example. A deductible
is the amount of expens-
es you pay out of your
pocket before the insur-
er pays and insurance
premiums are typically
cheaper when they have
high deductibles.

“Businesses often look
to increase these where

they can, as it can bring
down the pay-away cost
of insurance as an oper-
ating expense. But this
needs to be balanced
against affordability
and the cost benefit
achieved in doing so,”
says Verpoort.
Standard Bank has
seen an increase in po-
tential claims for dam-
ages caused by load
shedding over the past
few months — but this
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is often based on an
inaccurate understand-
ing of the coverage
being provided.
Verpoort says as a
general rule it is not
covered as it will de-
pend on which policy
has been taken out
and the reason for
the power failure.
Business interruption
insurance includes per-
ilous events like wind,
snow, fire, or an explo-

sion as the underlying
cause. “The reality is
in 90% of cases the
policy won’t respond to
load shedding damage.
Businesses should be
careful in rushing out to
buy business interrup-
tion insurance on the
expectation that conse-
quential revenue loss
would be covered. In
most instances this loss
would not be covered,”
concludes Verpoort.
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INSTRUMENTATION & CONTROL

ZEST WEG group introduces the latest advances in electric
motor control and protection systems

ZEST

WEG Group

ZEST Sy

The WEG RW_E electronic overload relay is
designed for increased reliability.

THE continuous pur-

gear manager at Zest

suit for improvement WEG Group.
and cost reduction in The WEG RW_E
industry has seen a electronic overload

rapid evolution in the
development of elec-
tric motor control and
protection systems.

“To ensure that we
meet all the needs of
industry in this regard,
as well as keeping
abreast of the latest
trends and develop-
ments, the Zest WEG
Group has introduced
the WEG range of
RW_E electronic mo-

relay is designed for
increased reliability in
terms of the protection
of low voltage three
phase motors in sinu-
soidal 50/60 Hz net-
works where reliability,
low power dissipation
and ease of mainte-
nance are critical re-
quirements. The WEG
RW_E electronic over-
load relay has been de-
veloped in accordance

BBBEE tor protection over- with the IEC 60947-4-
load relays, to com- 1 and UL 60947-4-1A
www.zest.co.za LEVEL 4 plement the range of (UL 508) international
smart relays,” says standards.
Stephen Cook, switch- RW_E Electronic
MCCBs offer high
performance and durability.
The compact, modular design is simple and safe to y
install, operate and maintain.The superior performance, . Al N\ 5 r
breaking capacity, optimum coordination and extensive D —
applications make our MCCBs the most reliable, energy B
saving products on the market.
Stay switched on. Contact your local branch
to see how we can assist you.
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! Super Solution LS’
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ESAFE“ CapeTown 021 531 2033 S Proudi
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overload relays are
highly reliable devic-
es intended to protect
motors, controllers
and branch circuit con-
ductors against phase
failures and overloads
that can result in over-
heating. These critical
products play a vital
role in overall system
performance and ef-
ficiency and are de-
signed to protect three
phase and single phase
AC motors.

The electronic
overload relay has no
power contacts and
therefore cannot dis-
connect the motor by
itself. Instead, motor
overloads or phase
failures increase the
motor current, which
in turn trips the mech-
anism and switches
the auxiliary contacts.
When wired properly
in series with the coil
of the contactor, these
auxiliary contacts will
de-energise the con-
tactor in the event of
an overload.

This means the con-
tactor itself discon-
nects the power supply
to the motor, halting
its operation. Another
handy feature is that,
once tripped, the re-
lay will only reset once
the motor has cooled
down, preventing cost-
ly damage.

The WEG RW_E
electronic overload
relays are tempera-
ture compensated,
which means that the
trip point is not af-
fected by tempera-
ture and it performs
consistently at the
same current value.

In order to ensure
rapid tripping in the
case of phase loss, and
thereby protecting the
motor and avoiding
costly repairs or addi-
tional  maintenance,
the WEG RW_E relays
include phase failure
sensitivity ~ protection
as a standard feature.
They can be mounted
directly onto the WEG
CWB and CWM con-
tactor ranges which
make for highly reli-
able and flexible motor
starting units.

The Zest WEG
Group’s range of motor
protection and start-
er products includes
modular contactors of
up to 800 A (AC-3,)
compact contactors
of up to 22 A (AC-3,)
control relays, mo-
tor protective circuit
breakers of up to 100
A, enclosed starters
(plastic or metallic,)
customised starters for
OEM applications and
overload relays.

The WEG family of
smart relays includes
the WEG SRW prod-
uct with HMI and
fieldbus capability
and Profibus, Modbus
and Ethernet.
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An unfathomable nostalgia for a defunct German Democtratic Republic

through Berlin. To trap
the rest they laced the
entire western border
with barbed wire, land-
mines, and attack dogs.
And border guards with
permission to shoot.

Brave souls risked es-
cape anyway. Most died.
Those caught spent years
in jail. The irony of build-
ing fences to pen their
citizens inside their com-
munist utopia was lost on
the East German leader-
ship. Instead, they set up
the most comprehensive
surveillance of their citi-
zens that any government
has ever attempted —with
the exception of North
Korea. This surveillance
would have made Hitler
proud. The Stasi (Minis-
terium fur Staatssicherhe-
it; Staatsicherheit) got the
job. It eventually had a
file on almost everyone
and a veritable army of
informers to help com-
pile them.

It is no exaggeration to
say that neighbour spied
and reported on neigh-
bour, friend spied on
friend, and even children
spied on their parents.

The model for the Sta-
si was the Russian KBG.
Its birth was four months
after the establishment of
the GDR, clear evidence
that spying on everyone
was a top priority from
the start. Eventually, the
Stasi’s scope was breath-
takingly large — 2,000,000
informers managed by
100,000 police and files
on 6,000,000 citizens — a
third of the population.

Free and now ecstatic
East German citizens
tore down the Berlin
Wall with pick axes and
chisels. They then turned
their attentions on the
Stasi. They occupied its
headquarters fearing files
were being destroyed.
Their actions spurred the
unified German Govern-

Continued from back page

ment to open the files
to anyone.

Twenty years later two
million people had read
their Stasi files, horrified
by who had informed on
them, and even more
disgusted by the blatant
lies the files contained.

Yet, this does not ex-
plain the nostalgia of
some former East Ger-
mans. Against all the
negatives of the socialist
state — all pervasive, inef-
ficient, and surly bureau-
crats, shoddy goods, plus
the worst motor car ever
built, the cardboard-sid-
ed Trabant — they now
yearn for the safety of a
State where they were al-
ways told what to do and
how to behave.

They miss a country
where everyone had a
job, no matter if it meant
playing cards in the café
attached to the state oil
refinery or spying on
friends and neighbours.

They miss the cheap
rents for houses and
flats, even if they were
shoddily built, often
leaked, and were univer-
sally the same as every-
one else’s.

They miss the free ed-
ucation, and the relent-
less Marxist propaganda
even in the free creches
and kindergartens.

They miss the mo-
tor cars with card-
board doors, even the
years waiting for one
to be available.

Perhaps they also
miss the shoddy and
scare consumer goods,
the queuing for hours
for everything.

Could they miss look-
ing over their shoulders
to check on who might
be listening? Could they
miss the absence of polit-
ical freedom or the fact
that their leaders lived
high on the hog on food
and drink imported from

the West?

It would seem so.

Perhaps these nostal-
gic thoughts are simply
evidence that they have
become the “New So-
cialist Men and women
socialists dream of, and
do not mind the price.
It seems incredible that
they could hanker after
the huge neon signs “So-
cialism will triumph!”
that adorned buildings
still bearing the bullet
holes dating to 1945.
Unbelievable too is
missing the suffocating
inefficient bureaucra-
cy that pervaded their
lives in a remembered
socialist paradise.
GDR socialism was
always about the “peo-
ple.”* The individual
was a threat. The East
German state constant-
ly trumpeted its love for
The People.

Clearly, for some of
“The People”, it worked.

Winds of change blows Absolute success

facility in the Western
Cape between April and
December 2014.

“This was the first
time that a European
Wind Turbine Genera-
tor supplier entered into
a transport contract di-
rectly with a 100% South

African owned transport
company. All previous
contracts in this sector
have been concluded
with European based
transport companies op-
erating in South Africa.
It was a huge accolade
for us to get this contract,

Continued from P19

but more importantly
was that we completed
the project successfully,”
continues Hassiem.
Subsequently, a con-
tract was secured di-
rectly with wind turbine
generator supplier Nor-
dex Energy South Afri-

ca (Pty) Ltd, for on site
movement of 168 steel
tower sections at the
Amakhala Wind Farm
near Bedford in the
Eastern Cape. This proj-
ect started in May this
year and should be com-
pleted early next year.
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Hassiem is currently in
discussions with WTG
suppliers for inclusion
in their upcoming Wind
Farm projects.

“We aim to offer a
one-stop transportation
service to the renewables
market. In April 2015 we
took delivery of our first
wind tower adaptors
and modular multi axle
trailers as well as three
Blade Trailers which
are extendable up to
55m. Together with our
modular trailers, multi
axle stepdeck trailers,
wind tower trailers, wind
tower adaptors, low-bed
and semi trailers we are
now able to offer the
complete specialised
transportation kit for the
transportation of all the
components of a wind
farm project. We have
invested a huge amount
of money into equip-
ment and the training of
our staff to prove to the
renewable energy indus-
try that we are serious
about being a player in
this market,” he says.

“Our rapid expansion
has presented logisti-
cal and administrative
challenges that we are
addressing, particular-
ly as we see substantial
growth in the Western
Cape in the renewable
energy, oil and gas, min-
ing and port operations
businesses — West Coast
and Saldanha — which
will require the services
we can provide in ab-
normal transportation,
rigging and port ser-
vices. The renewables
business is in its infancy
and the outlook already
extends for the next 20
years, so as long as the
wind keeps on blowing
in the Western, North-
ern and Eastern Cape,
there will be many more
wind farms erected and
a need for specialised
transportation for this
important industry”
he concludes.
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Rugby as a beauty contest [eIZ[ e

S is the tradition on a Saturday morning
Ai;l spring, the conversation in the local
ub and grill turned to rugby. This usu-
ally draws everybody out of minding their own
business. Nobody was peaceful any more, either.
“Hal!” said Big Ben in a bellicose manner,
“and what do you say about my captain now,
hey? Hey?” Big Ben is the only Lions supporter
this side of the Vaal River, but he makes up for
it with acoustics and aggro. “Not good enough
for the Boks, was he? What do you say now?”

Big Ben’s catechism about loyalty in rugby is
that you support your home team until the day
you die. It does not matter where you live of
whether you do or don’t have a preference for a
particular style of rugby; everything depends on
where you were born. That’s your home team.
And Big Ben was born in Benoni, so much so
that one of his ancestors is rumoured to have
invented Campari. Or concocted if you prefer;
not everybody has a liking for the gently alco-
holic physic that used to be popular with soda.

As a result, Big Ben changed allegiance only
once in his life and that was when he switched
from Transvaal to The Lions. And then
only reluctantly.

I myself, of course, disagree vehemently with
such a grossly xenophobic philosophy. Many
agree with me and many have argued the topic
ad intoxicatum with Big Ben. Not Jon the Joker
though. He closes the topic with one word, and
that word is “Useless!” Accompanied by glares
of enmity at the source of his annoyance.

For some reason, that causes everybody to
laugh, even Big Ben.

But to get back to the point with the assistance
of Colin the Golfer, who enquired haughtily
from the big man, “What are you on about this
time; Jack chopped down the Beanstalk on you
again, has he? Who is your bloody captain? That
ANC bloke who turned up at the opening of
parliament in a pilot’s uniform? That the one?”

“No man,” bristled Big Ben. “Stupid Stormer.
My captain, the captain of the Lions who thun-
dered the Sharks in 2011 to win the Currie Cup
after many dark years. Josh Strauss, man.”

“Ah yes, his mother came to my pub!” inter-
rupted the Governor proudly.

“Once,” added Luke the Dude factually if
not kindly.

“Never mind that, she lives around the cor-
ner anyway,” extorted Big Ben, by now snorting
more like a Bull than a Lion. “But Josh Strauss,
by far the most inspiring captain in the land, had
to go and play overseas because he was not big
enough for the Boks or some such nonsense! So
what do you say now!”

“Well,” I ventured carefully, this not being
the time for smart-ass jokes, “we say Congrat-
ulations, Ben! May your captain do very well in
the World Cup.”

“What!” exclaimed Jean-J, whose French soul
has been preoccupied with matters of the heart
lately, not to mention, of course, his French
hands, “has he been selected for the Spring-
boks? Is he black?”

“No man,” spoke Luke the Dude from his
high horse. “Josh Strauss plays for Scotland in
the World Cup. Richardt Strauss plays for Ire-

land. And Rory Kockott plays for France.

“What!” said Jean-J, “are they white?”

Which brought us to some introspec-
tion about the Springbok World Cup
team. Okay, extrospection then.

“Some dumb-ass stupid things said
about the skin colour of the players,”
opined Luke the Dude, “and none more
brainless than that Fransman’s Kwe!
Bird mate.”

“Who, me? Whose bird? You’re too
ugly to have a bird, Dude, and moi, I
am not your mate.” Thus was the record
set straight by Jean-J, who was looking
unsettlingly like a French prop forward
on steroids.

The French are funny like that — po-
ets at heart and prop forwards at body.
Except, of course, when attacked by Ger-
mans, but now was neither the time to
mention that.

Luke the Dude, being no German,
took the conciliatory route: “No no,
Mon Ami, I mean that Marius Frans-
man — we toasted him just the other
day, remember?”

“Useless!” interrupted Jon the Joker.

“And his mate, that Kwe! Bird Tony
Ehrenreich,” continued Luke the Dude.

“That German? Useless!” agreed
Jean-J.

“A sound judgment,” contributed The
Prof from his quiet corner. “Ehrenre-
ich started the latest kerfuffle — forgive
me for not using the rude word, but you
know what I mean. He saw a gap for his
brand of racism when the Springboks lost
to Argentina.”

“I remember,” said Luke the Dude,
“he said an all-white Springbok team had
lost. His words: all-white.”

“Quite,” said The Prof. “And when the
next team included four players, ‘of co-
lour’ as the race police say, Mr Ehrenre-
ich claimed the number of black players
had doubled - while repeating that the
previous team had been all-white.”

“Silly bastard,” said Colin the Golf-
er. “All-white means ziltch blacks. And
ziltch doubled is ziltch. Not four. What
a Wally.”

“Indeed so,” said The Prof. “A man of
much noise and little knowledge.”

“That’s why I call him Tony ‘Kwe! Bird’
Ehrenreich,” added Luke the Dude.
“Non-stop Kwe! Kwe! Kwe! And what
he says means exactly Kwe!”

“Very perceptive,” agreed The Prof.
“His fellow ANC apparatchik Mncedisi
Filtane is more eruditely racist. When
teams do not include enough black play-
ers to his liking, he resorts to the descrip-
tion “grossly white”. And this offensive
person lives a life of luxury in parliament,
at the expense of the South African tax-
payers, most of whom are white.”

“Do you hear him complaining about
that,” enquired Luke the Dude. “He
doesn’t say, the racial composition of our

taxpayers is too white, does he? That white
taxpayers should be kicked out of paying tax
to make way for black taxpayers? We should
take the racist comrade to the Human Rights
Commission, shouldn’t we?”

“Useless!” contributed Jon the Joker.

“I wonder what the reaction would be if
I should talk about a ‘grossly black’ soccer
team?” pondered a voice from the back of
the bar. But nobody reacted.

“And then,” remembered the suddenly
talkative Jon the Joker, “there was Tshidi-
so Mokhoanatse, this completely unknown
from a political party nobody had ever heard
of who took SA Rugby and the government
to court to enforce his idea of ‘transforma-
tion’. And that idea is 80% African players
in the Springbok team. End of story.

“End of argument too, as far as the liti-
gative Mr Mokhoanatse is concerned. He
is not interested in whether those 12 out of
15 players are capable of playing any rugby
or not. They have to be there to represent
the composition of our population. ‘T won’t
entertain the debate on skill,” says Mokho-
anatse. Finish and klaar.”

Luke the Dude yelled with laughter. “Now
that will be a game to watch! The All Blacks
against the African Blacks. Or the Samoans!
Heeee ha! Fifteen ambulances in 15 minutes
for 15 players selected without the entertain-
ment of skill!”

ON THE CONTRARY
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“I believe you have hit the proverbial nail
on the head,” nodded The Prof. “It would
probably not even take 15 minutes for a pro-
fessional international team to incapacitate
a team of deployed ANC cadres, substitu-
tions included. Not because ANC cadres are
so useless, although Jon does make a good
point, but because success in sport does in-
deed depend on skill. The fastest runner wins
the race. So does the fastest swimmer. And
the best players make the team. Selected on
ability, not skin colour.

“Sport is a competition where the best player
wins; it is not an election.”

For once, there was silence in the local pub
and grill.

E-mail: noag@macxitec.co.za

An unfathomable
nostalgia for a
defunct German
Democratic Republic

bizarre recent phenomenon is the
A?mergence in Germany of nostalgia
or the old days of the German Dem-
ocratic Republic. To free men and women, it
is unbelievable that slaves should hanker after
slavery, but that is what this weird thinking is —
even if it is restricted to former East Germans
who cannot face a competitive world, and
yearn to be told what to do.

A little history deepens the mystery. Its rel-
evance to South Africans is that many of our
leaders spent their time in exile in East Ger-
many. One hopes they kept their eyes and ears
open.

If there ever was a socialist country with
a command economy socialists, particularly
communists dream of, it was the former East
Germany.

Quite apart from its bizarre claim to be
democratic, the German Democratic Repub-
lic (GDR,) before it collapsed in a heap in
1989, was touted as proof that it was possible
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to create a “new socialist man.”

You have to say the devout communists
who governed the GDR gave it a good try. In
the 40-odd years the unelected East German
communist party governed it sealed off its
citizens from Western Europe, isolated them
from individual freedom, an independent ju-
diciary, the right to make a profit, from private
property, a free vote for the political party of
your choice — not forgetting freedom to wor-
ship in church and mosque. In other words, all
the things that gives it a magnetic attraction to
those who live elsewhere.

East Germans who had experienced such
freedoms before the Nazis removed them,
fled from the Russians in 1945 — thousands
upon thousands of them. They knew what was
in store.

More than two million made it before the
communists built a wall topped with wire

Continued on 27
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