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The Export Directory is a bi-annual publication with an aim of 
exposing South African products to the African Markets through 

partnerships with the local business chambers of commerce in the 
various African Countries. The first issue of the year comes out in

 mid-June, followed by the final issue in November of the same year.
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Manufacturers of quality plastic timber profiles for:
*DIY Market
*Outdoor Furniture
*Decking
*Fencing 
*Droppers
*Sole Boards
*Landscaping Accessories

Innovative Plastic Recycling

011 873 5486      
www.tufflex.co.za

“Turning plastic waste into useful products   - caring for our environment”



 Advanced panel

FREE!
with

 internet control.*

*Free subscription included for the first 12 months.

Order a new Agrico centre pivot
with a Premium control panel and get an upgrade.

More than 100 years’ serviceContact details:  Alfred Andrag | c: +27 82 824 1214
t: +27 21 950 4111 | f: +27 21 950 4208 | alfred.andrag@agrico.co.za

Aliwal North | Bellville | Bethlehem | Bloemfontein | Brits | Caledon | Ceres | Christiana | Cradock | De Doorns | Douglas | Ermelo | George | Hartswater | Humansdorp 
Kakamas | Kimberley | Kokstad | Kroonstad | Lichtenburg | Lusaka | Mkushi | Nelspruit | Nigel | Nylstroom | Pietermaritzburg | Piketberg | Rawsonville | Tzaneen
Upington | Vredendal | Wellington| Winterton

Sales and Service with branches across Southern Africa:
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 AGRICOL
Tel:+27 21 981 1126
www.agricol.co.za

AGT FOODS AFRICA
Tel: +27 011 762 5261
Fax: +27 011 762 4111

www.agtfoods.com

AMGRO-AFRICA TRADING SOLUTION
Tel: +27 82 909 3591

+27 84 593 1403
enquiries@amgroagric.com

BAYER
Tel:+27 11 921 5673

www.bayeranimalhealth.co.za

BETTER FRESH (PTY) LTD 
www.betterfresh.com 

sales@bmfoodsct.co.za 
Tel: +27 21 551 3733

BIDFOOD SOUTH AFRICA
Email info@bidfood.co.za

Website: www.bidfood.co.za

BLUE MARINE SEAFOODS (PTY) LTD
Tel: 011 824 2014

BM FOOD MANUFACTURERS (PTY) LTD
Tel: 011 659 2466 / 0861 114 478

Website: www.bmfoods.co.za

BONAIRE FRUIT
Tel: +27 21 876 2250
Fax: +27 21 876 2945

www.bonaire.co.za

DAS COMMODITIES
Tel: +27 21 880 2286
Fax: +27 21 880 2784

www.dascom.co.za

DURSOTS (PTY) LTD 
www.dursots.com 

Tel: +27 11 948 9949
Fax to Email 0865628372

FRUITS DU SUID (PTY) LTD
Tel:+27 54 491 1041
Fax:+27 54 491 1042
www.fruitsdusuid.com

GAVILON SOUTH AFRICA (PTY) LTD
Email: pieter.bekker@gavilon.com

Mobile: +27 72 626 0419

GSI GROUP AFRICA
Tel:+27 921 5673
Fax:+27 794 4515

www.gsiafrica.co.za

HORTEC
Tel: +27 23 316 1530

www.hortec.co.za

IRENE GOURMET
Tel: 082 587 4832

Website: irenesgourmet.co.za/contact/

JOOSTE CYLINDERS & PUMPS
Tel:+27 21 854 6518

www.joostecylinders.com

JSE
Tel:+27 11 520 7299

KELLOGG’S COMPANY
Tel: 0860 200 601

www.kelloggs.co.za

KYNOCK FERTILIZERS
Website: www.kynoch.co.za

 +27 (0) 82 779 5819

LA MARINA FOODS
Tel:011 608 3277/010 010 7220

Website:www.lamarinafoods.co.za

MAGNETIC ELECTRICAL
Tel:+27 11 422 4675
Fax:+27 11 845 4043

www.magneticelectrical.co.za

MEADOW FEEDS
Tel:+27 33387 2403
Fax:+27 333873115

www.meadowfeeds.co.za

MERLOG FOODS
Tel: +27 31 782 6100

www.merlogfoods.co.za

 MONSANTO SOUTH AFRICA 
Tel: 27 11 7908200
Fax: 27 11 7908350

NETAFIM
Tel: +27 21 987 0477

www.netafim.com

NORTHMEC
Phone: +27 11 922 2300

Website: info@northmec.co.za
Fax: +27 11 922 2357/8

OCEANA GROUP (PTY) LTD
www.oceana.co.za 

Tel: +27 21 410 1455 or +27 21 410 1453

OMNIA FERTILISERS
Tel:+27 11 709 8899
Fax:+27 11 463 3020

www.omnia.co.za

ORIGINAL FOODS (PTY) LTD 
www.originalfoods.co.za 

orders@originalfoods.co.za Tel: +27 12 653 2336

PATISA SOUTH AFRICA
Website: www.phatisa.com

Telephone +27 (0) 11 463 1920

PIONEER FOODS 
Tel: +27 21 974 4000 
Fax: 086 407 0044

www.pioneerfoods.co.za

PREMIER FISHING & BRANDS LTD
www.premierfishing.co.za

Tel: +27 21 427 1400

PREMIER FISHING SA
Tel: +27 21 427 1400

www.premierfishing.co.za

REBELO GROUP AGRICULTURE 
PRODUCTS 

Telephone: (011) 613 7438 / 7812 / 7945
Office Fax Line: 086 758 7946

E-mail: info@rebelo.co.za
www.rebelo.co.za

ROCOL LUBRICANTS SOUTH AFRICA
Tel: +27 (0) 11 462 17-30

www.rocol.co.za

Agriculture, Canned & Marine 
Foods Industry 

ROTRIX RAINMAKER
Tel:+27 23 342 3438
Fax:+27 23 342 8469

www.rotrix.co.za

ROVIC LEERS
Tel: +27 21 907 1719
Fax: +27 21 907 1760
www.rovicleers.co.za

SENTER 360
Tel:+27 18 469 1331
www.senter360.co.za

SIYANDA OIL HOLDINGS
Tel:+27 11 445 2450
Fax:+27 11 445 2452

www.siyanda.com

SOYA FOODS SOUTH AFRICA
Fax: +27(0) 866 011 888

www.soya-food.com/contact.php
Phone +27(0)824908000

SPAN AFRICA
Tel: +27 33 346 2555
Fax: +27 33 346 1242
www.spanafrica.co.za

SUPREME FLOUR (PTY) LTD 
www.supremeflour.co.za 
info@supremeflour.co.za 

Tel: +27 12 308 3000

SUNSPRAY FOOD INGREDIENTS
Tel: +27 11 473 6800
Fax: +27 11 474 6533

SYNGETA
Tel:+27 11 541 4000

Fax: +27 11 541 4022
www.syngeta.co.za

TIMAC AGRO SOUTH AFRICA
info@timacagro.co.za
www.timacagro.co.za/

TOC DU CAP
Tel:+27 21 957 2430
Fax:+27 975 2450

TONGAAT HULETT LTD
Tel:+27 32 439 4019
Fax:+27 32 945 3333
www.tongaat.co.za

UCL COMPANY LIMITED
Tel:+27 33 501 1600

Fax: +27 33 501 1187
www.uclweb.co.za

VIPA HOLDINGS PTY LTD
Tel:+27 31 564 9948

www.vipaholdings.co.za

WETEC
Tel:+27 11 708 7950
Fax:+27 11 708 4780

www.wetec.co.za

YARA
Tel: +27 11 011 9230

www.yara.com
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South African company providing agritech 
solution to combat yield loss

	 					ith	farmers	losing	20%	to	
	 					40%	of	their	yield	yearly	to	
	 					pests	and	diseases,	new	
ways	to	combat	these	losses	are	required	
and	South	African	company	Aerobotics	is	
providing	one	such	solution.

Aerobotics	 CEO	 Timothy	 Willis	 present-
ed	 the	 company’s	 solution	 during	 Agri	
SA’s	Commodity	and	Corporate	Chamber	
Conference,	in	Pretoria	recently.

The	 company	 provides	 early	 pest	 and	
disease	 detection	 for	 fruit	 tree	 farmers	
through	drone	imagery	and	artificial	intel-
ligence.

The	company	 tracks	 the	health	and	size	
of	 farmers’	 trees	 using	 multispectral,	
high-resolution	drone	imagery.

The	 drone	 identifies	 individual	 trees	 and	
the	company	creates	a	three-dimension-
al	model	of	the	tree,	overlaying	data	with	
the	health	metrics	of	the	tree,	such	as	its	
growth	 and	 height,	 and	 the	 progress	 of	
this	can	then	be	tracked	over	time.

Willis	 noted	 that	 the	 biggest	 challenge	
was	 identifying	 individual	 trees	 with	 the	
drone,	as	they	are	all	very	similar.	Here,	he	
enthused	that	the	company	has	a	global	
strategic	advantage,	as	it	has	developed	
the	ability	to	find	the	outline	contour	of	a	
tree	from	an	aerial	view.

This	enables	it	to	view	the	tree,	cutting	out	
weeds	and	other	elements,	to	provide	the	
health	metrics	 to	 the	 farmer	 in	a	simple,	
easy	to	understand	output.

The	company’s	approach	is	built	on	an	in-
field,	client-driven	data	collection	model.	
Once	the	unhealthy	trees	have	been	cap-
tured	and	loaded	into	the	company’s	da-
tabase,	these	are	then	communicated	to	
the	farmer,	and	the	company	encourages	
the	 farmer	 to	 go	 into	 the	 field	 and	 deal	
with	the	problem	first	hand.

Moreover,	the	data	from	the	farmer	is	then	
input	into	the	company’s	database,	which	
can	then	start	to	learn	more	about	differ-
ent	types	of	diseases	and	pests	affecting	
trees.

Willis	acclaimed	that	the	company’s	cus-
tomers	are	using	the	solution	daily	to	save	
trees	in	their	orchards.

He	 also	 noted	 that	 the	 company’s	 solu-
tion	 is	 affordable	 for	 farmers,	 with	 the	
company	aiming	to	continuously	grow	its	

W	 consumer	base	–	the	system	relies	on	the	
volume	of	data	brought	in,	with	more	data	
engendering	 more	 opportunities	 in	 the	
agritech	space.

The	company	is	constantly	seeking	to	im-
prove	all	elements	of	its	solution.

Further,	 the	 company	 plans	 to	 diversify	
into	other	crops.	The	algorithm	will	need	
to	 learn	 to	 deal	 with	 different	 datasets	
over	 time	and	provide	 the	same	 level	of	
quality	over	time.

Moreover,	 the	 company	 is	 expanding	
across	 the	 globe.	 Willis	 indicated	 that	
there	 is	 surprising	 uptake	 of	 the	 tech-
nology	 in	 the	US	–	 the	company	 initially	
thought	the	market	would	be	competitive,	
but	instead,	found	that	it	was	a	niche	mar-
ket	that	was	underserviced.

The	 company’s	 staff	 complement	 has	
also	seen	exponential	growth.	Willis	high-
lighted	that	it	is	particularly	pleasing	that	
the	 company	 has	 been	 able	 to	 create	
“exciting”	opportunities	for	young	people	
across	a	number	of	fields.

He	enthused	that	the	company’s	success	
and	 its	 ambitions	 to	 continue	 growing	
showcases	 that	 the	 country	 can	 build	
great	technology	and	can	be	the	catalyst	
for	further	innovation.

- Engineering News 
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Standard Bank on Africa’s need for Agritech
	 					hy	data	and	digital	
	 					technologies	are	the	key	to	
	 					unlocking	the	continent’s	
enormous	potential	to	increase	agricultur-
al	yields.	With	almost	all	available	arable	
land	in	the	Americas,	Europe	and	Asia	al-
ready	productively	farmed	using	the	most	
developed	agricultural	techniques,	Africa,	
with	60	per	cent	of	the	world’s	uncultivat-
ed	arable	 land,	presents	 a	major	 oppor-
tunity	to	meet	the	70	per	cent	increase	in	
global	food	demand	expected	by	2050.

Land	 aside,	 however,	 Africa	 presents	 a	
further	 opportunity	 for	 growth	 –	 by	 dra-
matically	increasing	yield.

Currently,	the	continent’s	use	of	tradition-
al	small-scale	farming	techniques	returns	
the	 lowest	yield	per	hectare	globally,	es-
pecially	amongst	 the	cereals	and	pulses	
that	 underpin	 the	 foundations	 of	 global	
food	security.

While	fertiliser,	improved	agricultural	culti-
vation	and	livestock	practices,	as	well	as	
better	 seed	 (biotech),	 can	 help	 improve	
yields,	 by	 far	 the	 biggest	 opportunity	
within	the	grasp	of	African	agriculture	lies	
in	‘agritech’,	the	intelligent	use	of	data	en-
abled	by	new	digital	technologies.

In	short,	the	excitement	and	the	opportu-
nity	 for	African	agriculture	 is	 in	 the	data.	
Information	is	the	key	to	realising	Africa’s	
vast	 agricultural	 potential,	 and	 digital	
technologies	are	merely	the	tools	that	will	
deliver	the	information.

Given	that	 information	is	key,	what	tech-
nologies	 are	most	 appropriate	 to	 supply	

W	 Africa’s	 largely	 small-scale,	 poorly-capi-
talised,	 infrastructurally-underdeveloped	
and	 climatically-challenged	 farmers	 with	
the	 information	 they	 need	 to	 transform	
yields?

Standard	 Bank’s	 satellite	 hosted-remote	
sensing	 innovation,	 delivered	 in	 partner-
ship	with	Origin	Enterprises	PLC	and	the	
European	 Space	 Agency,	 AgSpace	 Ag-
riculture,	 is	 an	 aggregated	 remote	 sens-
ing	information	platform	with	a	complete	
suite	of	farm	monitoring	tools.

Using	algorithms	to	analyse	and	interpret	
images,	Contour/Grid	shares	data	on	local	
weather,	 soil	moisture,	 field	 accessibility	
and	leaf	wetness,	while	also	providing	op-
tical	 satellite	monitoring	of	 area	planted,	
germination	 and	 growth	 progress.	 This	
enables	growth	stage	assessments,	yield	
prediction	 and	 ultimately	 yield-enhance-
ment	through	an	easy-to-use	three	colour	
rating	code	–	green	 for	good,	amber	 for	
middling	and	red	for	challenged,	depend-
ing	on	the	factor	being	measured.

This	agritech	 innovation	allows	Standard	
Bank	to	monitor	crop	performance	on	all	
sizes	of	farms	and	fields	in	all	geographic	
regions.	Contour/Grid	also	provides	mon-
itoring	on	an	aggregated	basis	across	re-
gions,	enabling	portfolio	tracking	on	total	
hectares	under	a	specific	crop	and	 total	
tonnes	of	inputs	used.

While	 this	 information	 is	 of	 huge	 value	
in	 driving	 the	 efficiency	 and	productivity	
of	 individual	 farmers,	 Contour/Grid	 also	
enables	Standard	Bank	to	 identify	which	
fields	 in	a	farming	area	are	the	best	per-

forming.	 This	 allows	 the	 bank	 to	 assess	
budgets	 against	 actual	 yield	 predictions	
and	also	enables	 the	bank	 to	 aggregate	
this	 information	 across	 wide	 areas	 and	
work	 this	back	 to	 the	portfolio	of	clients	
that	we	are	supporting.

Contour/Grid	 further	 enables	 Standard	
Bank	to	manage	the	financial	risks	asso-
ciated	with	delivering	agricultural	finance.	
Real-time	 visibility	 of	 crop	 performance	
affords	constant	updates	of	all	Standard	
Bank	 agricultural	 clients	 and	 potential	
clients,	 including	detailed	 information	on	
crop	development.	 This	 builds	 trust	 and	
transparency	between	the	bank	and	cus-
tomers,	enabling	the	bank	to	correctly	as-
sess	 risk	 and	 accurately	 allocate	 capital	
and	cover.

Origin	Enterprises	PLC	is	also	developing	
an	 African	 crop	 growth	 index	 for	maize,	
soya	 wheat	 and	 other	 crops	 to	 provide	
greater	 performance	 predictability	 over	
time.	

Another	 Standard	 Bank	 agritech	 inno-
vation	 is	Contour	and	Contour	Mobile,	a	
digital	customer	platform	and	mobile	app	
providing	precision	farming	tools	facilitat-
ing	customer	creation,	field	mapping,	ag-
ronomic	planning	and	recording,	and	crop	
and	 input	allocation.	Clients	can	use	the	
information	 to	 understand	 the	 health	 of	
a	crop,	do	water	and	spray	planning,	de-
termine	 flood	 areas,	 understand	 ground	
conditions	–	such	as	soil	health	and	mois-
ture	 levels	 –	 and	 also	 monitor	 weather.	
The	 data	 that	 Contour	 provides	 clients	
enables	farmers	to	make	better	decisions	
while	mitigating	risks	and	improving	yield	
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through	optimised	operations.

It	is	important	for	Standard	Bank	to	be	able	to	assist	
farmers	 in	 improving	 yield	 through	 relevant	 informa-
tion	 that	 can	 provide	 a	 view	 on	 plant	 health	 or	 de-
velopment	 issues	with	 a	 specific	 crop.	 The	weather	
module,	 able	 to	 predict	 the	 next	 10	 days’	 weather,	
for	example,	is	invaluable	for	making	crop-enhancing	
decisions	 around	 planting	 time.	 These	 technologies	
ensure	 that	 the	crop	 is	protected	and,	 from	a	bank-
ing	 perspective,	 allows	 any	 yield	 (and	 thus	 income)	
increases	 to	 be	 used	 for	 either	 credit	 repayment	 or	
expansion	of	the	agricultural	business.

Similarly,	if	agronomists	or	the	extension	officers	of	ag-
ricultural	aggregators	dealing	with	small	scale	farmers	
are	able	to	receive	digital	information	on	soil	moisture,	
fertility	and	type,	historical	rainfall	patterns	and	yield	
per	hectare,	or	 if	 they	are	able	 to	 identify	pests	and	
diseases	remotely,	they	can	help	small	scale	farmers	
to	increase	yield,	boost	income,	access	more	capital	
and	equipment,	expand	the	area	under	cultivation	or	
even	identify	new	markets.

Beyond	this,	however,	information	can	also	inform	ap-
petite.	For	example,	 if	banks	and	agricultural	equip-
ment	 sellers	 know	 what	 and	 how	 much	 is	 planted	
when	 and	 where,	 banks	 can	 extend	 loans,	 predict	
income,	 manage	 risk	 and	 insurance.	 Similarly,	 agri-
cultural	 suppliers	 can	 target	 informed	 equipment	 or	
irrigation	product	offerings,	at	the	correct	time,	to	the	
right	farmers	at	the	right	price.

While	 the	current	 technology	appears	sophisticated,	
it	is	very	easy	to	use.	As	our	experience	in	Africa	has	
shown,	there	is	a	big	opportunity	for	small	scale	farm-
ers	in	outgrower	programmes	supplying	large	corpo-
rates.	The	corporate	that	has	signed	up	for	the	service	
simply	opens	the	service	to	all	its	small-scale	suppli-
ers	who	are	then	easily	able	to	access	all	the	informa-
tion	required	via	their	mobile	phones.

Even	without	changing	existing	value	chains	in	Africa,	
merely	having	more	and	accurate	information	on	what	
is	going	on	in	these	chains	presents	an	immediate	op-
portunity	 to	service,	 fund,	support,	 risk-manage	and	
supply	 Africa’s	 small-scale	 farmers	 with	 a	 range	 of	
services,	insights	and	networking	opportunities.

From	the	farmer’s	perspective,	the	data	will	dramati-
cally	increase	yield	and	boost	offtake	while	enriching	
the	efficiency	and	relevance	of	Africa’s	entire	agricul-
tural	supply	and	value	chains.

About the author

Abrie Rautenbach joined Standard Bank in 1996 and 
is responsible for all AgriBusiness on the continent 
outside of South Africa (14 Countries). He has 23 years 
in banking and financial services including long-term 
assignments outside of South Africa in West and East 
Africa, including heading up Business Banking in Gha-
na at Standard Bank.

Rautenbach started his career in the bank as an Ag-
ricultural Advisor for the Free State Province. Prior to 
joining Standard Bank, he was an Agricultural Econo-
mist, for both the Meat Board, looking after the pork 
industry, and then moving to the Wheat Board in South 
Africa. 
	

 

 

 

MANUFACTURING FACILITY 
PRODUCT RANGE:  

• INSULATED PANELS (POLYURETHANE (PUR) / POLYSTYRENE) 

• COLD AND FREEZER ROOMS 

• IBR INSULATED ROOF PANELS 

• MORTUARY CABINETS AND ROOMS 

• TELECOMMUNICATION SHELTERS 

• MODULAR BUILDINGS 

DALUCON’S LATEST ADDITION!! 
With a monthly capacity of 40 000m², manufacture panels 

of 16.5 meter, with no joints, making this the longest and the 

ulLmate in the latest EU Technology, in South Africa! 

  

EMAIL: INFO@DALUCON.CO.ZA 
TEL: 012 661 8480 / 1 /2 

WEB: WWW.DALUCON.CO.ZA 

CLIENT SATISFACTION THROUGH PRODUCT EXCELLENCE!
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AFRICAN RAINBOW MINERALS 
Tel: +27 11 779 1300 
Fax: +27 11 779 1312 

www.arm.co.za

AFRICAN ELECTROPLATING
Home: (011) 474 8767
Fax: (011) 474 8177

www.africanelectro.co.za

ALUMINIUM TRADING PVT LTD
Phone: (011) 457-7200

Email: info@aluminiumtrading.co.za
 

ALLIED STEELRODE 
Tel: +27 86 177 7777 

www.alliedsteelrode.com 

ANGLO PLATINUM LIMITED 
Tel: +27 11 373 6111 
Fax: +27 11 373 5111 

www.angloplatinum.com 

ASAP STEEL & PIPE 
+27 (0) 86 123 2727 

www.albertonsp.co.za 

ASSORE LIMITED 
Tel: +27 11 770 6800 
Fax: +27 11 268 6040 

www.assore.com

AVENG TRIDENT STEEL 
Tel: +27 11 861 7111 

www.avengtridentsteel.co.za

BT STEEL (PTY) LTD 
www.btsteel.co.za
info@btsteel.co.za 

Tel: +27 13 665 1914

CAPE METAL PRESSINGS
+27 (0)21 709 0512
+27 (0)217 09 0513

www.capemetalpressings.co.za

CONBRAKO (PTY) LTD 
www.conbrako.co.za 

Richard@conbrako.co.za 
Tel: +27 11 762 2421 

ELECTRICAL TURNKEY (PTY) LTD 
www.electricalturnkey.co.za 
electricturnkey@gmail.com 

Tel: +27 11 865 5326 

EMVAFRICA
Phone: 011 466 1926

Phone: +27 (0)11 466 1926
Phone: +27 (0)87 985 2426

Fax: +27 (0)11 466 1692

EXCLUSIVE STEEL (PTY) LTD 
www.exlusivesteel.co.za 
jmeyer@vodamail.co.za 
Mob: +27 82 930 3215 

FRY’S METALS
Tel: 011 827 5413 

www.frys.co.za

GENREC (PTY) LTD 
www.genrec.co.za 
info@genrec.co.za 
+27 11 876 2300

 

GEO GROUP (PTY) LTD 
www.geogroup.co.za 
info@geogroup.co.za 
Tel: +27 11 966 7760

GOLD CIRCLE METALS (PTY) LTD
Tel: +27 (11) 620 8900
Fax: +27 (11) 622 1596

HULAMIN ROLLED PRODUCTS (PTY) LTD
Tel: +27 (0)33 395 6911

Email: hulamin@hulamin.co.za

INPROFILE 2000 
Tel: +27 11 908 – 1903 

www.inprofile2000.co.za
 INTERFAB (PTY) LTD 

www.interfab.co.za 
info@interfab.co.za 

Tel: +27 11 477 1060/1-3 

INSO ALUMINIUM WINDOWS AND DOORS
Tel: 011 708 4443
Fax: 011 708 4442

Emai: web@inso.co.z

ISF 
www.isf.co.za 

director@isf.co.za 
Tel: +27 11 726 2421 

LEITA STEEL (PTY) LTD
Tel: +27 12 803 7520/1/2/3

admin@leitasteel.co.za
Fax: +27 12 803 4360

MANGANESE METAL COMPANY (PTY) LTD
Tel: +27 (0)13 759 4632

METALS CENTRE 
Tel: +27 (0)11 493-4930 
Fax: +27 (0)11 493-4941 
www.metalscentre.co.za 

MEYERTON ENGINEERING (PTY) LTD 
www.meyertoneng.co.za 

h.cameron@meyertoneng.co.za 
Tel: +27 16 362 0449 

NON-FERROUS METAL WORKS (SA) 
(PTY) LTD

Tel: 031-480 7389 
Fax: 031 – 461 3662

www.nfm.co.za

P. BEULICH SHEET METAL 
MANUFACTURERS (PTY) LTD.

Tel: +27 11 626 3967 / +27 11 626 1033
Email: sales@pbeulich.co.za

 
PG ALUMINIUM JHB NORTH & SOUTH

Telephone: +27 11 027 9000
Email: jhbnorth@pgaluminium.co.za

ROBOR 
Tel: +27 11 971 1600 

Fax: +27 +27 (0)86 574 9438 
www.robor.co.za

SABLE METALS & MINERALS
james@sablemetals.co.za

www.sablemetals.co.za

SA METAL GROUP
Tel: 021 590 3900

www.sametal.co.za
 

Aluminium, Metals & Steel 
Fabrication Industry

SE STEEL (PTY) LTD 
www.sesteel.co.za 
sesteel@icon.co.za 

Tel: +27 11 953 4584/5 

SM STRUCTURES (PTY) LTD 
www.smstructures.com 
info@smstructures.com 

Tel: +27 11 786 1043 

SMOOTHEDGE (PTY) LTD 
www.smoothedge.co.za 
info@smoothedge.co.za 

+27 11 555 5360 

SPECIAL STEELS 
Tel: +27 11 865 4939 

www.specialsteel.co.za 

SPIRAL ENGINEERING (PTY) LTD 
www.spiralengineering.co.za 

admin@spiralengineering.co.za 
Tel: +27 11 474 9115 

SPRAYING SYSTEMS 
Tel: +27 11 618 3860 
Fax: +27 11 614 0021 

www.spray.co.za 

STAINLESS UNLIMITED 
Tel: +27 11 900 2729 
Fax: +27 11 900 2734 

www.stainlessunlimited.co.za 

STEEL MATE 
Tel: +27 (0)11 897 8960 
Fax: +27 (0)11 918 2836 

www.steelmate.co.za 

THARIMART ALUMINIUM 
MANUFACTURERS

Tel: 011 493 6836
Cell: 072 060 9118

tharimart@vodamail.co.za

UNION STEEL (PTY) LTD 
www.unionsteel.co.za 
info@unionsteel.co.za 
Tel: +27 21 534 2251 

VOLARD BEARING 
Tel: +27 11 397 3450 
Fax: +27 11 3974202 

www.volardbearings.co.za 

VOMAK (PTY) LTD 
www.vomak.co.za 
info@vomak.co.za 

Tel: +27 11 828 9630 

VR STEEL 
Tel: +27 11 864 7630 
Fax: +27 11 864 7629 

www.vrsteel.co.za

ZIMCO ALUMINIUM COMPANY
Tel: +27 11 914 4300
Fax: +27 11 914 4784

Email: info@zimalco.co.za
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South Africa is one step closer to processed 
titanium alloys

	 					illiam	Gregor,	an	amateur	
	 					mineralogist	and	chemist,	first	
	 				discovered	ilmenite	–	some	
black	sand	containing	one	of	the	world’s	
lightest	metals	–	in	the	UK	in	1791.	Four	
years	 later,	 this	 light	 metal	 was	 isolat-
ed	 and	 named	 “titanium”	 by	 a	 German	
chemist	Martin	Heinrich	Klaproth.

Titanium	 has	 comparable	 strength	 to	
steel,	 the	 world’s	 most	 used	 metal,	 but	
is	about	56%	as	dense	and	45%	lighter.	
Pure	 titanium	 is	 very	 difficult	 to	 extract	
from	 ilmenite	 and	 so	 it	 took	 about	 145	
years	before	the	metal	became	generally	
useful.

Titanium	alloys	are	made	when	controlled	
amounts	 of	 other	 elements	 –	 such	 as	
chromium,	iron,	vanadium,	aluminium,	ni-
trogen,	niobium,	molybdenum,	ruthenium	
–	are	added	to	titanium.

Adding	 other	 elements	 to	 titanium	 can	
make	it	stronger	or	more	resistant	to	cor-
rosion.	 This,	 alongside	 other	 qualities,	
makes	titanium	alloys	sought	after	in	the	
aerospace,	 automotive,	 chemical,	 jewel-
lery,	 biomedical,	 construction	 and	 other	
industries.

But	titanium	and	its	alloys	are	very	expen-
sive.	 Because	 titanium	 is	 difficult	 to	 ex-
tract	from	its	ore,	creating	finished	prod-
ucts	involves	many	complex	steps	which	
demand	a	lot	of	energy	and	generate	a	lot	
of	waste.	For	 instance,	 in	 the	aerospace	
industry,	where	it	is	most	commonly	used,	
11kg	of	titanium	only	makes	1kg	of	a	fin-
ished	product.

My	colleagues	and	I	are	looking	into	how	
we	 can	 develop	 new	 low-cost	 titanium	
alloys	in	South	Africa	that	could	be	used	
in	 non-aerospace	 sectors.	Research	 like	
this	 is	happening	elsewhere	 in	 the	world	

W as	scientists	work	 to	 reduce	 the	cost	of	
titanium	alloys.	

If	 our	 work	 is	 successful,	 to	 my	 knowl-
edge,	 these	may	 be	 the	 first	 locally	 de-
signed	 low-cost	 titanium	alloys	 in	South	
Africa.	 Low-cost	 alloys	 would	 pave	 the	
way	for	affordable	 fuel-efficient	cars	and	
affordable	 medical	 implants	 and	 pros-
thetics.	 The	 industry	 would	 also	 create	
job	 opportunities	 and	 generate	 revenue	
from	sales.

Types of alloy

Titanium	 alloys	 can	 exist	 in	 three	 basic	
forms	 –	 alpha,	 beta	 and	 a	 combination	
of	 alpha	 and	 beta	 –	 depending	 on	 the	
amount	and	type	of	metal	that	is	added.

Alpha	 titanium	 alloys	 are	 created	 when	
elements	like	aluminium,	tin,	oxygen	and	
nitrogen	 are	 added	 to	 titanium.	 This	 al-
lows	the	alloy	to	keep	its	structure	in	tem-
peratures	of	up	to	882°C	and	improves	its	
strength.	 It’s	 also	 resistant	 to	 corrosion	
and	creep	–	meaning	it’s	slow	to	deform	
over	a	long	period	of	exposure	to	high	lev-
els	of	stress.

But	 alpha	 titanium	 alloys	 are	more	 diffi-
cult	 to	 form	 into	 shapes	 and,	 compared	
to	other	alloys,	don’t	improve	when	heat-
ed	or	cooled.	They	are	typically	used	for	
aerospace	 structures,	 engines	 and	 ves-
sels	that	have	to	endure	pressure.

Beta	titanium	alloys	are	made	when	large	
amounts	of	elements	–	 like	 iron,	vanadi-
um,	 chromium	 and	 molybdenum	 –	 are	
added.	 The	 room	 temperature	 strength	
of	 this	 alloy	 is	 high,	 while	 its	 high-tem-
perature	 strength	 is	 poor.	 These	 alloys	
can	easily	be	formed	into	shapes,	even	at	
room	 temperatures,	making	 them	an	 at-
tractive	material	for	orthopaedic	implants.

The	third	type	of	alloy	combines	alpha	and	
beta.	 This	means	 considerable	 amounts	
of	 both	 alpha	 and	 beta	 stabilising	 ele-
ments	–	like	iron	and	aluminium	–	are	add-
ed.	This	gives	the	alloys	a	good	combina-
tion	of	strength	and	ductility.	They	are	by	
far	the	most	developed	and	most	utilised	
alloy.	They	are	suitable	for	a	wide	range	of	
applications	 from	aerospace	 to	 automo-
tive	and	biomedical	industries.

Cheaper alloys

Our	focus	is	on	making	a	cheaper	type	of	
the	third	alloy:	a	combination	of	alpha	and	
beta.

We	 are	 doing	 this	 by	 changing	 the	
amounts	of	elements	that	are	in	the	com-
mercial	alloy,	known	as	Ti-6Al-4V.	For	in-
stance,	we	replace	most	of	the	vanadium	
with	 iron,	because	vanadium	 is	 rare	and	
expensive,	about	150	times	more	expen-
sive	 than	 iron.	We	 have	 to	 be	 careful	 in	
our	 proportions	 because,	 for	 instance,	
iron	 could	 segregate	 during	melting	 and	
form	different	compounds.

We	also	 reduced	 the	amount	of	alumini-
um	in	the	alloy.	This	is	because	previous	
studies	reported	that	titanium	alloys	con-
taining	 aluminium	were	 difficult	 to	 form,	
and	 so	 resulted	 in	 the	wear	 and	 tear	 of	
tools.

The	next	step	was	to	reduce	waste	mate-
rial	when	the	alloys	are	being	formed	into	
shapes.	Forming	 titanium	alloys	 into	dif-
ferent	 shapes	 usually	 accounts	 for	 30%	
of	 the	 total	 cost	 of	 producing	 titanium	
products,	and	up	to	20%	waste	generat-
ed.

To	 do	 this	 we	 looked	 at	 how	 far	micro-
structures	 (internal	 structure	 than	 can	
only	 be	 seen	 with	microscopes)	 can	 be	
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manipulated	to	get	the	desired	properties	
in	the	alloys.	This	would	reduce	the	cost	
during	 commercial	 production	 because	
we	know	how	far	we	can	stretch	or	press	
the	alloy	without	it	breaking.

Producing alloys

We	produced	the	alloys	by	a	conventional	
technique	called	vacuum	arc	melting.	The	
vacuum	arc	melting	furnace	is	located	at	
Mintek	–	South	Africa’s	national	research	
and	development	organisation.

The	 limitation	 with	 this	 is	 that	 only	 but-
ton-sized	samples	were	produced.	So	we	
could	not	make	samples	for	a	wide	variety	
of	tests.

We	compared	the	hardness	of	the	alloys	
and	 found	 that	 the	 newly-made	 alloys	
had	 higher	 hardness	 values	 compared	
to	 commercial	 alpha	 and	 beta	 alloys.	 In	
some	cases	they	were	comparable.

We	 also	 examined	how	 the	 newly-made	
alloys	 corrode	 in	 salt	 and	 acid	 solutions	
and	found	they	had	better	corrosion	resis-
tance	in	both	solutions.

We	were	able	 to	 test	 samples	of	 the	al-
loys	 at	 different	 temperatures	 and	 form-

ing	 speed	 to	 find	 the	 best	 combination	
for	 forming	 the	 alloys	 into	 shapes	 with-
out	defects.	We	saw	that	the	alloys	had	a	
wide	processing	window.	Only	a	small	set	
of	temperatures	and	deformation	speeds	
had	to	be	avoided.

More to be done

There’s	 more	 to	 be	 done.	 We	 couldn’t	
measure	 the	 room	 temperature	 strength	
of	 these	alloys	because	we	needed	big-
ger	samples.

We	have	also	not	studied	the	weldability	
of	 these	 alloys	 or	 how	easy	 it	 is	 to	ma-
chine	cut	them	into	different	shapes	and	
sizes.	 Machining	 of	 titanium	 alloys	 ac-
counts	 for	 about	 30%-40%	 of	 the	 total	
cost	of	making	them.	Through	the	support	
of	 a	 postdoctoral	 fellowship	 programme	
of	 the	African	Academy	of	Sciences,	we	

received	 funding	 to	continue	our	studies	
on	 the	 newly	 developed	 alloys.	 We	 are	
now	able	to	produce	bigger	samples	us-
ing	the	vacuum	induction	melting	furnace	
at	the	Council	for	Scientific	and	Industrial	
Research.

The	major	challenge	when	making	bigger	
alloys	 is	 that	 we	 had	 to	 improvise.	 We	
used	 a	 vacuum	 melting	 furnace	 that	 is	
not	designed	for	making	new	alloys.	The	
correct	furnace	is	available	in	South	Africa	
but	needs	repair.

However,	our	results	so	far	are	encourag-
ing.

Michael	 Oluwatosin	 Bodunrin	 is	 AE-
SA-RISE	 Postdoctoral	 fellow,	 University	
of	the	Witwatersrand

Source- The Conversation
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ALERT ENGINES PART
Tel: +27 21 590 8250
Fax: +27 21 592 2919

www.alertenginesparts.com

ATON ENGINEERING (PTY) LTD
www.atonengineering.co.za
info@atonengineering.co.za

Tel: +27 10 534 6054

AUTOMOTIVE SUPPLIER PARK
Tel:+27 12 564 5000

Fax: +27 12 564 5142
www.supplierpark.co.za

BOSCH (PTY) LTD
www.bosch.co.za

Tel: +27 12 381 3552

BRADSHAW AIR BRAKE KIT
Tel: +27 31 207 2100

CAPE PARTS DISTRIBUTORS
Tel: +27 41 487 1471
Fax: +27 41 487 1474
www.capeparts.com

COHAMET ENGINEERING (PTY) LTD
Tel: +27 11 474 8898

www.cohametengineering.co.za

COVERWORX
Tel: +27 73 151 7011

Fax: +27 (0)86 541 0399
www.coverwox.co.za

FELTEX AUTOMOTIVE
Tel: +27 (0) 31 460 4200
Fax: +27 (0) 31 460 4290

www.feltex.co.za

FORKLIFT-SA (PTY) LTD
www.forklift-sa.com
info@forklift-sa.com
Tel: +27 11 609 1726

GIC AUTOS
Tel: +27 12 323 1163
www.gicautos.co.za

GOSCOR (PTY) LTD
www.goscorlifttrucks.co.za

lifttrucks@goscor.co.za
Tel: +27 10 594 4339

GRANDMARK (PTY) LTD
www.grandmark.co.za
info@grandmark.co.za
Tel: +27 11 226 9111

HYUNDAI (PTY) LTD
www.hyundai.co.za

Tel: +27 10 248 8000

IMFUYO AIR PRODUCTS (PTY) LTD
Tel: +27 11 914 5144
Fax: +27 11 914 5380

www.imfuyo.co.za

ISUZU TRUCK WORLD (PTY) LTD
www.isuzutrucks.co.za
Tel: +27 11 296 5000

KD AUTOMOTIVE COMPONENT
Tel: +27 11 739 7526

KILBER PRODUCTS
Tel: +27 11 389 8800
Fax: +27 11 864 8322

MAROUNS GROUP
Tel: +27 31 208-3221
Fax: +27 31 208-9228

www.marounsgroup.co.za

METRIC AUTO (PTY) LTD
www.metricauto.co.za

Andrew@metricauto.co.za
Tel: +27 11 873 2350

MONROE/TENNECO
Tel: +27 11 547 5601
Fax: +27 11 547 5618

www.monroe.co.za

Automotive and Component Industry

PASDEC (PTY) LTD
www.pasdec.co.za

kpather@pasdec.co.za
Tel: +27 12 250 8970
PHILTON AUTOTRIM
Tel: +27 12 803 8829
www.autotrim.co.za

PHOENIX SIGNAGE (PTY) LTD
www.phoenixsp.co.za
info@phoenixsp.co.za
Tel: +27 11 894 4225

PROAUTO RUBBER
Tel: +27 11 823 5541
Fax: +27 11 823-5542

www.proautorubber.co.za

R&R DEVELOPMENTS
Tel: +27 12 546 7781

www.spitronicsengineconversions.co.za

SMITHS (PTY) LTD
www.smiths.co.za
info@smiths.co.za

Tel: +27 31 719 4911

SNAP-ON INDUSTRIAL SOUTH AFRICA
6 Hippo Park, 12 Kubu Avenue, 

Riverhorse Valley, Durban
A division of Snap-on Africa (Pty) Ltd

Tel: 031-569 7643 | Fax: 031-569 6157
Website : www.snapon.co.za

E-mail: nls@snapon.co.za

WABCO
www.wabco.co.za

Tel: +27 11 450 2052

WROFF ROAD
Tel: +27 12 941 2900

Fax: +27(0)86 574 5841
www.wroffroad.co.za

ZF SERVICES
Tel: +27 11 457 0000

marketing@zfsa.co.za
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Isuzu confirms R1.2 billion investment into the 
next generation bakkie programme in 

South Africa
						n	a	gesture	which	gives	South	Africa	economy	growth	a	
						thumbs	up,	Isuzu	Motors	has	poured	R1.2	billion	into	their
					next-generation	bakkie	programme,	this	is	according	to	the	
Minister	of	Trade	and	Industry,	Ebrahim	Patel.

Patel	welcomed	the	announcement	saying	it	will	contribute	im-
mensely	towards	President	Cyril	Ramaphosa’s	investment	drive.

“This	 investment	shows	confidence	in	the	South	African	econ-
omy’s	growth	potential	and	will	help	to	secure	more	than	1000	
direct	 jobs	at	 the	plant.	 The	South	African	Automotive	Master	
Plan,	developed	in	partnership	between	government	and	indus-
try,	provides	a	good	basis	for	companies	to	plan	and	gives	pol-
icy	certainty	on	which	investment	decisions	can	be	made,”	said	
Patel.

This	milestone	development	follows	Isuzu’s	take	over	last	year	of	
the	company’s	light	commercial	vehicle	operations	as	well	as	the	
balance	of	shareholding	in	the	trucks	business.

It	was	 also	 revealed	 that	 the	 total	 local	 content	 value	 of	R2.8	
billion	will	be	generated	through	the	lifecycle	of	the	programme.	
Senior	executive	for	Isuzu	Motors	and	chairperson	of	the	Isuzu	
Motors	South	Africa	Board	Yoichi	Masuda	said	the	decision	to	
invest	 demonstrates	 their	 confidence	 and	 commitment	 to	 the	
market.

“Our	decision	to	invest	in	the	production	of	the	next	generation	
bakkie	 in	 South	 Africa	 demonstrates	 our	 commitment	 to	 this	
market.	This	is	further	reinforced	by	the	fact	that	this	operation	
is	the	bakkie	and	truck	manufacturing	and	distribution	operation	
which	is	100	per	cent	owned	Isuzu	operation	outside	of	Japan,”	
said	Masuda.

Masuda	 emphasised	 the	 important	 role	 the	 government’s	 Au-
tomotive	 Production	 and	 Development	 Programme	 played	 in	
providing	predictability	and	stability	 for	 investors	when	making	
long-term	business	decisions.	

“We	fully	support	 the	requirements	of	 the	extended	APDP	and	
are	working	on	various	initiatives	to	ensure	that	we	contribute	to	
the	achievement	of	 the	South	African	Automotive	Master	Plan	
aspirational	targets	over	the	coming	years.	Furthermore,	I	would	
like	to	acknowledge	the	instrumental	role	the	South	African	gov-
ernment	has	played	in	enabling	us	to	successfully	operate	in	this	
market	since	January	2018,”	he	said.

Norio	Maruyama,	 Japan’s	Ambassador	 to	South	Africa,	 hailed	
Isuzu’s	investment	decision	as	a	concrete	follow	up	action	to	the	
South	Africa	Investment	Conference	which	was	held	recently.

“This	 is	also	an	encouraging	step	 towards	 the	achievement	of	
the	objectives	which	were	announced	earlier	this	year	at	the	TI-
CAD	7	in	Yokohama,	Japan.”

The	company	said	South	Africa	would	initially	serve	as	the	main	
market	for	the	next	generation	bakkies	but	with	growing	volumes	
expected	 to	be	generated	 from	the	 roll-out	of	 its	sub-Saharan	
Africa	growth	strategy,	which	will	be	geared	at	further	strength-
ening	its	position	in	key	markets	as	well	as	its	overall	distribution	
footprint.

I “The	next	generation	bakkie	will	be	 locally	engineered	to	meet	
the	requirements	of	the	South	African	and	key	sub-Saharan	Af-
rica	markets,”	said	Michael	Sacke,	chief	executive	and	manag-
ing	director	of	Isuzu	Motors	South	Africa.	“Our	customers	have	
come	to	know	our	vehicles	for	their	reliability,	durability	and	flexi-
bility	and	we	must	continue	to	build	on	these	strengths.”

Isuzu’s	biggest	markets	in	Sub-Saharan	Africa	currently	include	
Kenya,	 Zimbabwe,	 Zambia,	 Mozambique,	 Mauritius,	 Senegal,	
Ghana	and	Ivory	Coast.
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RHEINTACHO
	 HEINTACHO	UK,	a	subsidiary	of
	 RHEINTACHO	Messtechnik	in
	 Freiburg,	 Germany,	 has	 a	 com-
bined	 tradition	 and	 history	 of	 over	 300	
years	combining	the	expertise	and	expe-
rience	of	Foundrometers	Instrumentation,	
Harding	of	Leeds	and	Rheintacho	Mess-
technik.	 This	 combination	 of	 know-how	
and	 application	 experience	 defines	 our	
commitment	 to	 both	 satisfying	 our	 cus-
tomers’	requirements	and	providing	solu-
tions	which	are	both	 technically	 suitable	
as	well	as	economically	sensible.

Over	the	last	five	years,	RHEINTACHO	UK	
has	 grown	 by	more	 than	 250%	 in	 sales	
and	both	efficiency	and	profitability	have	
strongly	improved.	Several	product	trans-
fers	from	Germany	to	the	English	subsid-
iary	 have	 proven	 to	 be	 good	 decisions,	
without	 compromising	 delivery	 reliability	
or	quality.

Finally,	the	name	change	from	Foundrom-

R eters	 Instrumentation	 to	 RHEINTACHO	
UK	has	underlined	 the	 full	 integration	of	
the	English	 company	 into	 the	RHEINTA-
CHO	Group.	However,	the	name	RHEIN-
TACHO	 was	 practically	 unknown	 in	 the	
UK	and	decisions	were	made	to	change	
that.	 Advertising	 and	 Marketing	 in	 both	
the	internet	as	well	as	in	print	media	were	
started.	

RHEINTACHO	 UK	 named	 competence	
center	 for	 ATEX	 products	 and	 applica-
tions	in	the	group

RHEINTACHO	 UK	 is	 presently	 enlarging	
its	own	product	portfolio	after	many	years	
of	 stagnation	 and	 consolidation.	We	 are	
now	the	official	competence	center	in	the	
RHEINTACHO	Group	for	intrinsically	safe	
products,	 which	 are	 ATEX	 certified	 and	
this	 range	 of	 products	 is	 growing	 con-
tinuously.	We	 just	 had	 a	whole	 range	 of	
eddy	current	 tachometers	and	the	asso-
ciated	gearboxes	certified	offering	many	

customers	 new	 areas	 of	 application	 in	
hazardous	areas.	The	innovation	for	these	
developments	 has	 only	 been	 possible	
due	 to	 the	 ability	 of	 RHEINTACHO	 UK	
staff’s	to	adapt	to	the	necessary	changes.	

The	 newest	 project	 leading	 to	 a	 new	
product	family	in	ATEX	versions,	will	offer	
products	which	are	unique	worldwide	and	
finally	 provide	 companies	 with	 the	 pos-
sibility	 to	 carry	 out	 safe	 inspection	 and	
maintenance	processes,	even	 in	hazard-
ous	 areas.	We	will	 see	market	 introduc-
tion	by	the	end	of	2019.

RHEINTACHO	is	your	partner	in	monitor-
ing,	 recording	 and	 controlling	 rotational	
speed.	

Contact us for more information and 
innovative application ideas at: 
sales@rheintacho.co.uk or 
call us at +44(0)113 287 4411.
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Vehicle manufacturers to launch R6bn auto 
industry empowerment fund

	 he	National	Association	of	
	 Automobile	Manufacturers	
	 of	 South	 Africa	 (Naamsa)	 will	
launch	 a	 R6-billion	 Automotive	 Industry	
Transformation	 Fund	 (AITF)	 to	 support	
black	 participation	 in	 the	 automotive	 in-
dustry	supply	chain.

The	fund	was	announced	recently	at	 the	
South	 African	 Investment	 Conference,	
held	in	Johannesburg.

Naamsa	 said	 in	 a	 statement	 that	 the	
launch	 of	 the	 AITF	 marked	 the	 start	 of	
a	 sector-wide	 initiative	 to	 transform	 the	
automotive	 industry	 by	 broadening	 and	
deepening	the	participation	of	black	and	
historically	 disadvantaged	 entrepreneurs	
in	 the	 sustainable	 growth	 and	 develop-
ment	of	the	industry.		

The	 fund’s	mission	will	 be	 to	 accelerate	
the	empowerment	of	black	South	Africans	
within	 the	 auto	 sector;	 the	 upskilling	 of	
black	employees	and	aspirant	auto	entre-
preneurs;	 the	expansion	of	black-owned	
dealerships,	 authorised	 repair	 facilities	
and	workshops;	a	substantial	increase	in	
the	contribution	of	black-owned	automo-
tive	component	manufacturers	within	the	
automotive	 supply	 chain;	 and	 creating	
sustainable	employment	opportunities	for	
young	and	female	black	South	Africans.

The	fund	meant	that	South	Africa’s	big	ve-
hicle	manufacturers	–	BMW,	Ford,	 Isuzu,	
Nissan,	Toyota,	Mercedes-Benz	and	Volk-
swagen	–	would,	for	the	first	time,	mean-
ingfully	 participate	 and	 comply	 with	 all	
five	elements	of	the	generic	broad-based	
black	 economic	 empowerment	 (BBBEE)	
scorecard,	 including	 the	 ownership	 ele-
ment,	said	Naamsa.

Until	 now,	 the	 ownership	 element	 has	
been	out	of	reach	for	these	multinational	
manufacturers,	 since	 the	first	enactment	
of	the	BBBEE	Codes	of	Good	Practice	in	
July,	2007.		

After	 extensive	 consultations	 and	 dis-
cussions	 with	 the	 Department	 of	 Trade,	
Industry	 and	 Competition,	 provision	 for	
the	recognition	of	contributions	in	lieu	of	a	
direct	sale	of	equity	through	equity	equiv-
alent	contributions	has	been	agreed	to	–	
hence	the	launch	of	the	AITF.

The	AITF	will	 be	 independently	 incorpo-
rated	and	registered	as	a	non-profit	com-
pany	and	will	have	its	own	board	of	direc-
tors	and	executive	management	team,	in	
line	with	 the	Companies	Act,	 in	order	 to	

T enhance	 transparency	 and	 good	 corpo-
rate	citizenry.

South	 Africa’s	 automotive	 sector	 con-
tributes	 about	 6.9%	 to	 the	 country’s	
gross	domestic	product	and	accounts	for	
30.1%	of	overall	manufacturing	output.

Naamsa	 CEO	 Michael	 Mabasa	 said	 on	
Wednesday	 that	 the	 launch	 of	 the	 AITF	
was	 a	 game-changer	 that	 would	 mod-
ernise	 the	 automotive	 industry’s	 social	
contract	with	South	Africa.		

“Big	 business’	 desire	 to	 empower	 and	
invest	 in	 black	 people	 should	 be	 natu-
ral.	This	fund	is	not	a	nice	to	have,	but	a	
business	imperative	that	makes	business	
sense	 for	 the	 success	 and	 sustainability	
of	the	industry.

“We	need	to	systemically	and	unasham-
edly	address	barriers	 to	entry,	which	 re-
mains	very	high	in	the	motor	industry	for	
many	new	and	aspiring	entrants,”	he	said.
“This	 fund	 should	 attract	 and	 make	 it	
fashionable	for	young	people	and	for	fe-
males	to	want	to	manufacture	the	cars	of	
the	future,	either	directly	within	our	vehicle	
assembly	plants,	or	to	drive	black	indus-
trialist	participation	in	the	portions	of	the	
value-chain	open	to	national	capital		–	tier	

2	 to	3	of	 the	manufacturing	value-chain,	
[as	 well	 as]	 dealerships	 and	 authorised	
repair	facilities.”

“This	is	an	industry-wide	initiative,	bring-
ing	together	suppliers	and	[vehicle	manu-
facturers]	 to	collaborate	for	 the	common	
good,”	 added	BMW	Group	South	Africa	
and	sub-Saharan	Africa	CEO,	as	well	as	
Naamsa	VP,	Tim	Abbott.

“It’s	my	belief	that	real	meaningful	growth	
in	 our	 industry	 must	 by	 its	 nature	 be	
transformative.

“Opportunities	exist	for	new	entrants,	for	
private	capital,	and	for	other	government	
initiatives	to	tie	in	with	the	fund.”

Abbott	 emphasised	 that	 the	 capital	 in-
vestments	made	 by	 vehicle	manufactur-
ers	 to	 the	 fund	 would	 not	 revert	 to	 the	
manufacturers,	 but	 would	 be	 used	 to	
self-sustain	 the	 fund	 and	 its	 operations	
after	its	formation.

“We	 consider	 having	 great	 black-owned	
companies	 supplying	 our	 manufacturing	
operations	 as	 the	 best	 return	 on	 invest-
ment	we	could	ever	ask	for,”	he	said.
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360 DEGREE SHADE SOLUTIONS
Tel: +27 21 853 3068
Cell: +27 83 337 4578

Web: www.360degreesshade.coza

ABC CONSTRUCTION
Tel: +27 11 970 35 49

Web: www.abcconstruction.co.za

AFRICOTE
Tel: +27 11 663 2000
Fax: +27 86 554 8769

Web: www.africote.com

AFRISAM
Tel: 0860 141 141/ (011) 670 5500

www.afrisam.co.za

AFRICAN FORRESTER DEVELOPERS
Tel: 011 886 1468

AFRICA ROAD MARKINGS (PTY) LTD
Tel: +27 (11) 462-9522 / +27 (83) 456-6131

https://www.roadmarkings.co.za

ALTITUDE SCAFFOLDING
Tel: +27 21 556b1954
Fax: +27 21 556 5082

Web: www.altitudescaffolding.co.za

AWETHU SCAFFOLD
Tell/Fax: +27 14 596 5424

Web: www.awethu@xsinet.co.za

BABY STEP FLOORING
Tel: +27 11 474 9000

Fax: +27 11 473 35555

BRICK SUPPLIERS
Tel: +27 11 882 3357

Web: www.bricksuppliers.co.za

BOPHELONG CONSTRUCTION (PTY) LTD
Tel: +27 11 793 3619
Fax: +27 11 793 4811
www.bopcons.co.za

BUILDERS
Tel: +27 11 797 0400

Web: www.builders.co.za

BUILD IT
Tel: (031) 719 1759
www.buildit.co.za

BUILDING SUPPLIERS
Tel: +27 11 797 0400

Web: www.building suppliers.co.za

CIVILAB
Tel: 011 835 3117
www.civilab.co.za

COSTRUIRLO PROPERTY SERVICES CC
Tel: 011 822 7162

www.costruirlo.co.za

DEFENDOOR
Tel: +27 11 786 8832/9

Fax: +27 860 DEFEND (333363)
Web: www.defendoor.co.za

DIAMOND DOORS
Tel: +27 11 740 9453/6597

Fax: 086 623 5997
Web: www.diamonddoors.co.za

DONASA HARDWARE AND BUILDERS
Tel: +27 76 341 9350
Fax: +27 27 712 1430

ECOTECH HOUSING
Tel: +27 83 276 9658

Web: www.ecotechousing.co.za

ENZA CONSTRUCTION (PTY) LTD
Tel: 011 803 7000
Fax: 011 803 7111

www.enzacon.co.za

GAUTENG PILING
Tel: 011 465 7751
Tel: 011 705 3044

gautengpiling.co.za

G H C AFRICA
Tel: +27 (0) 11 706 0615
Fax: +27 (0) 11 706 0625

www.ghcafrica.co.za

IVECON PROJECTS
Tel: 011 472 3154

Fax: 011 472 4153 / 086 516 0726
www.iveconprojects.co.za

KOOLCON CONSTRUCTION PTY LTD
Tel: 011 465 6947
Fax: 086 600 2947
www.koolcon.co.za

KTB PROJECTS
Tel: +27 11 452 6422

Web: www.ktbprojects.co.za

KWIKBUILD CEMENT
Tel: (012) 804 8337 / (087) 745 6162

Fax:  (012) 804 1996
www.kwikbuildcement.co.za

LAFARGE SOUTH AFRICA WYNBERG READYMIX
Call +27 (0) 11 657 0000 / 1000

Fax +27 (0) 11 657 1092
www.lafarge.co.za

LASKO CIVIL AND CONSTRUCTION 
Tel/Fax: 27 15 483 0194 
Web: www.laskoproducts

LIVIERO GROUP (PTY) LTD
Tel: +27 (0) 11 466 2644
Fax: +27 (0) 11 466 2885

www.liviero.com

LOUANI DEVELOPMENTS
Tel: +27 82 805 9998
Fax: +27 86 501 0813

Web: www.louanidev.co.za

MARCHITEC BUILDING CONSTRUCTION
Phone: 074 4280898
www.marchitec.co.za

MANN CONSTRUCTION
Tel: +27 11 234 2966
Fax: +27 83 574 4500

Web: www.mannconstruction.net

Building and Construction 
Material Industry

MANDOVAL
Tel: +27 11 864 5206
Fax: +27 11 908 3049

Web: www.mandoval.co.za

MR MAKE IT
Tel: +27 11 039 1939
Fax: +27 86 653 8956

Web: www.mrmakeit.co.za

MURRAY AND ROBERTS (PTY) LTD
Tel: +27 11 456 6200
Fax: +27 11 455 1322

www.murrob.com

NEFERTITI
Tel: +27 11 784 9601
Fax: +27 86 657 3898

Web: www.nefertitidesigns.co.za

PMSA GROUP OF COMPANIES
Tel: +27 11 578 8600
Fax: +27 11 397 4721

www.pmsa.com

PROFICA (PTY) LTD
Tel: +27 11 234 5828
Fax: +27 11 234 4460

www.profica.com

PYRO-COTE
Tel: +27 11 864 5205
Fax: +27 31 464 7893

Web: www.pyrocole.co.za

SMITH POWER EQUIPMENT
Phone: +27 11 284 2000
www.smithpower.co.za

STEFANUTTI STOCKS HOUSING
Tel: +27 11 820 4600
Fax: +27 86 675 2094
www.stefstocks.com

TRENCHELESS TECHNOLOGIES
Tel: +27 86000 66 344

Email: info@trenchless.co.za 
Web: www.trenchless.co.za

UNLIMITED BUILDING SUPPLIES
Phone: 021 510 6961

Fax: 021 510 0328
www.ubssa.co.za

VAAL SANITARY WARE
Tel: +27 16 360b600

Fax: +27 16 362 11 67
Web: www.librabath.co.za

VHARANANI GROUP
+27 11 656 1418

www.vharanani.co.za

WBHO
Tel: +27 11 321 7200
Fax: +27 11 887 4364
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OPINION: Africa needs busy engineers not just 
busy lawyers

						t’s	hard	for	a	country	to	progress	
						when	its	busiest	professionals	are	
						lawyers	and	politicians,	not	engineers.	
That	could	be	holding	all	of	Africa	back.

The	 realisation	 hit	 home	at	 the	 80th	 na-
tional	annual	conference	of	the	South	Af-
rican	Forum	of	Civil	Engineering	Contrac-
tors	last	week.

A	typical	Safcec	member,	and	it	has	more	
than	400,	is	a	“civil	engineering	contractor	
that	has	a	Construction	Industry	Develop-
ment	Board	(cidb)	grading	of	6	and	above	
and	 an	 annual	 turnover	 of	 more	 than	
R10	million”.	 There	 are	 those	 below	 the	
threshold,	 emerging	members,	 graded	5	
or	below	and	generating	less	than	R10m.

While	 they	were	busy	at	 their	sadly	 low-
key	conference	and	annual	general	meet-
ing	 in	 the	 east	 of	 Johannesburg,	 Park-
town	 was	 buzzing.	 The	 latter	 has	 been	
the	scene	of	the	Zondo	Commission	into	
State	Capture	for	what	seems	like	forever,	
and	will	be	for	a	while.

Engineers	 were	 preoccupied	 with	 what	
is	 holding	 the	 economy	 back	 and	 law-
yers	 were	 talking	 about	 who	 stole	 state	
resources.	One	 has	 no	media	 exposure,	
while	 the	 other	 is	 being	 broadcast,	 or	
streamed,	live.

An	extraordinary	statistic	about	the	60%	
or	so	drop	 in	employment	 in	10	years	 in	
the	construction	industry,	says	chief	exec-
utive	Webster	Mfebe,	went	by	unnoticed;	
while	 the	 dramatics	 of	 every	 witness	 or	
what	 they	 did	 at	 Bosasa	 or	 goodness-
knows-where	never	escapes	coverage.

Members	 bemoaned	 stalled	 roads	 and	
critical	 infrastructure	 projects	 at	 their	
meeting	 in	 Boksburg.	 Reasons	 included	
the	work	 of	what	 are	 termed	 “construc-
tion	mafia”.

Although	 sometimes	 community	 mem-
bers	stop	projects	because	they	feel	un-
fairly	excluded	 from	economic	action	on	
their	 doorstep,	 much-needed	 infrastruc-
ture	 is	 commonly	derailed	by	gun-toting	
gangsters	who	barge	 into	briefings,	will-
ing	to	kill	for	the	tender.

Why	do	Africa’s	engineers	need	to	be	fêt-
ed	more	than	lawyers	and	politicians?	An	
engineer	working	for	six	months	produces	
a	plan	to	build	a	road,	bridge	or	school.	A	
lawyer	works	to	produce	an	order	shifting	
blame	from	their	client	 to	someone	else.	
This	 could	 be	 taken	 on	 review	 or	 chal-

I lenged	in	a	higher	court.	Once	approved,	
an	engineer’s	plan	creates	something	that	
did	not	 exist;	 enabling	 the	movement	of	
vehicles	 ferrying	 people	 between	 work	
and	home	or	ambulances	saving	lives.

Roads	are	the	blood	vessels	of	any	econ-
omy.	They	are	the	catalysts	of	intra-Africa	
trade.	 Filling	 stations,	 restaurants,	 ho-
tels	 and	 other	 construction	 projects	 go	
up	 alongside	 them,	 creating	more	 liveli-
hoods.

These	 could	 be	 minor,	 like	 the	 by-pass	
connecting	 Mashite	 in	 Limpopo	 to	 the	
Polokwane-Groblersdal	 road,	 or	 major	
such	 as	 the	 Maputo	 Corridor	 Logistics	
Initiative	 joining	 Mozambique	 and	 Bo-
tswana,	via	South	Africa,	or	the	Gautrain.	
Either	way,	civil	engineering	projects	add	
value.

There	 is	 nothing	 wrong	 with	 lawyers.	
However,	 when	 they	 are	 done	 working,	
after	 even	 six	 years,	 they	 rarely	 contrib-
ute	 capital	 formation.	 Good	 lawyers	 are	
necessary,	but	probably	at	a	ratio	of	one	
litigator	to	10	engineers,	if	Thuma	Mina	or	
the	African	Continental	Free	Trade	Agree-
ment	is	to	materialise.

Unless	they	help	us	recover	all	that	stolen	

money,	our	commissions	of	 inquiry	must	
give	way	to	our	Safcecs	to	rebuild	Africa.

* Victor Kgomoeswana is author of Af-
rica is Open for Business, media com-
mentator and public speaker on African 
business affairs.
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Investing well in times of abundance and 
scarcity. By Old Mutual Investment Group

	 oseph	advised	the	Pharaoh	to	be	prudent	during	the	
	 years	of	abundance	and	save	a	portion	to	have	
	 something	in	the	years	of	famine.	In	the	South	African	
construction	industry,	there’s	only	one	company	that	follows	this	
advice	–	Wilson	Bayly	Holmes-Ovcon	(WBHO).

The	South	African	construction	sector	has	 indeed	experienced	
some	untouchable	highs	(fat	years)	and,	more	recently,	business	
rescue	lows	(lean	years).	South	African	construction	boomed	in	
the	1970s	when	the	power	producers	were	building	new	power	
stations	and	the	Johannesburg	Central	Business	District	(CBD)	
was	growing	on	the	back	of	consistent	7%	gross	domestic	prod-
uct	(GDP)	growth.	It	marked	the	South	African	adoption	of	high-
rise	towers	after	the	Johannesburg	city	council	approved	addi-
tional	height	on	qualifying	buildings.	This	 is	a	period	that	gave	
birth	 to	many	construction	companies,	 one	of	which	was	Wil-
son-Holmes	in	1970	by	John	Wilson	and	Brian	Holmes.	The	lean	
years	then	followed	as	the	country	transitioned	from	apartheid	to	
a	democratic	South	Africa.	A	reduction	in	government	spending	
and	the	suspension	of	building	new	power	stations	saw	limited	
growth	in	the	industry,	and	capacity	reduction.

The	next	boom,	over	the	period	of	2003	to	2010,	was	driven	by	
the	mining	super-cycle;	World	Cup	stadia	building	projects;	im-
proving	transport	systems;	and	the	construction	of	Medupi	and	
Kusile	power	stations.	Given	 the	 limited	capacity,	construction	
businesses	 enjoyed	 high	 margins	 and	 volumes	 with	 sizeable	
order	books.	Then	the	economically	stunted	years	that	charac-
terised	the	Jacob	Zuma	administration	followed	and	had	an	ad-
verse	influence	on	the	abundance	the	sector	previously	enjoyed.	
Subsequently,	the	larger	companies	went	on	a	quest	for	growth	

and	opportunities	beyond	the	borders	of	South	Africa.

	

In	the	same	vain,	listed	construction	companies	have	since	sold	
building	and	infrastructure	businesses,	like	Murray	&	Roberts,	or	
gone	into	business	rescue	much	like	Group	Five	and	Basil	Read.	
At	the	end	of	it	all	–	the	peaks	and	troughs	in	the	sector	–	the	net	
beneficiary	 of	 these	 exits	 has	 evidently	 been	WBHO,	who	we	
see	as	the	last	man	standing.	The	biggest	winner	in	a	tough	op-
erating	environment	that	is	beginning	to	show	light	of	a	brighter	
economic	future.

We	believe	in	cycles	but	seeing	the	turnaround	point	of	a	cycle	
during	 the	 lean	 years	 is	 difficult.	Our	 in-house	 economic	 view	
is	 that	 the	South	African	construction	 industry	has	been	mov-
ing	backwards	for	the	last	few	years	and	that	there	will	be	more	
investment	 over	 the	 next	 three	 years.	 The	 outlook	 of	 a	 better	
future,	supported	by	a	marginal	improvement	in	GDP,	suggests	
that	we’re	moving	out	of	the	years	of	famine.	We	built	our	posi-
tion	in	WBHO	after	the	sell-off,	with	the	view	that	there	are	no-
ticeably	few	competitors	in	the	league	of	WBHO	who	have	a	pru-
dent	management	culture	and	a	strong	balance	sheet	and	this	
encourages	our	 view	 to	 remain	 invested	 in	 this	 company.	 The	
attractive	absolute	and	relative	valuation	made	WBHO	a	glaring	
buy	from	our	perspective.	We	look	forward	to	“abundant”	returns	
for	our	clients.

Article first appeared in Business 
Maverick

J
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More support needed for SMMEs 
in construction

	 mid	the	downturn	in	the	construction	sector	during	the	
	 past	five	years,	it	has	been	difficult	for	small,	
	 medium-sized	 and	 microenterprises	 (SMMEs)	 in	 the	
sector	to	keep	afloat,	says	construction	company	Sinopa	Con-
struction	&	Property	founder	and	MD	Simpiwe	Msibi.

“We	were	hopeful	that,	following	the	election	of	Cyril	Ramapho-
sa	as	President,	things	would	settle;	however,	we	are	yet	to	see	
that	happen.	In	terms	of	projects,	there	have	been	some	tenders	
advertised,	 especially	 for	 the	 sectors	 that	 need	 improvement	
mainly	schools’	and	clinics’	ablution	facilities.	However,	the	ac-
tual	appointment	of	companies	takes	too	 long	or	the	projects	
do	not	materialise	at	all.”	On	 the	other	hand,	 this	also	 forced	
businesses	to	cut	back	on	their	spending,	she	adds.

She	also	notes	that	the	open	tender	process	 is	costly,	partic-
ularly	 for	 SMMEs,	 especially	 when	 considering	 the	 high	 lev-
els	of	uncertainty	of	when	projects	will	be	awarded.	As	such,	
many	companies	have	had	to	shut	down	amid	these	difficulties.	
Such	difficulties	are	particularly	acute	 for	a	100%	black-	and	
female-owned	business,	such	as	Sinopa,	which	is	operating	in	
a	male-dominated	sector.

“At	boardroom	level,	there	are	subtle	negative	messages	on	the	
basis	of	gender,	but	they	do	not	deter	me.	Similarly,	when	get-
ting	to	site,	male	workers	often	do	not	acknowledge	you	as	their	
superior	–	they	see	you	as	a	woman	before	they	see	you	as	their	
employer.	A	 lot	of	patience	and	respectful	communication	are	
required	to	get	them	to	the	level	where	they	respect	you,”	Msibi	
tells	Engineering	News.

She	advances	 that,	as	South	Africa	and	 the	world	are	 largely	
patriarchal,	there	is	a	need	to	correct	the	way	in	which	society	
views	the	role	of	women	before	industries	can	follow	suite.

“It	is	not	rocket	science	–	just	like	any	other	business,	it	requires	
passion.	We	do	 not	want	women	 to	 just	 fill	 up	 the	 numbers.	
There	has	been	a	huge	shift	in	terms	of	the	number	of	women	
offering	professional	services	to	the	sector;	however,	more	can	
still	be	done.

“There	is	a	serious	need	for	more	women	in	construction	and	
this	type	of	inclusion	needs	to	be	in	place	so	that,	by	the	time	
the	industry	picks	up,	there	is	a	reasonable	way	forward,”	Msibi	
underscores.

Meanwhile,	 Sinopa	Construction	 &	 Property	 has	managed	 to	
stay	afloat	through	offering	maintenance	services	to	companies	
in	the	public	and	private	sectors.

Msibi	says	there	must	be	a	concerted	effort	from	government	
financial	agencies	and	banks	to	understand	the	level	of	urgen-
cy	that	is	required	for	projects	awarded	to	small	businesses	in	
the	construction	sector,	especially	for	SMMEs.	“The	allocated	
funds	are	not	benefiting	the	people	it	is	actually	meant	for	be-
cause	of	the	nature	of	the	lengthy	processes,	and	to	top	it	off,	
there	is	lack	of	coordination	and	unwillingness	to	share	informa-
tion	 between	 government	 departments	 and	 funding	 agencies	
on	awarded	projects	when	the	contractor	applies	for	funding,”	
she	explains.

The	company,	however,	remains	hopeful	for	the	future,	as	there	
is	a	social	call	for	projects	to	pick	up,	especially	in	crucial	sec-
tors,	such	as	healthcare	and	education	in	general.

A
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AFRIC OIL (PTY) LTD
Tel: +27 11 911 4284/4280

Tel: +27 11 784 5588
http://www.africoil.co.za

BLENDWELL CHEMICALS (PTY) LTD
Telephone: 011 805 9940

Fax: 011 805 9945
www.blendwell.co.za

BLUE CHIP LUBRICANTS (PTY) LTD
011 462 1829

http://www.bcl.co.za

BRAGAN CHEMICALS
Tel: 011 708 0007

www.braganchemicals.co.za

FUEL RETAILERS ASSOCIATION
Tel: (011) 886-2664
 Tel: 011 787 8719

KEVALI CHEMICALS GROUP
Tel: 011 326 5019

www.kevalichemicals.co.za

MARALCO PLANT SERVICES
Tel: 076 482 2303
Fax: 086 666 2566
www.maralco.co.za

MBT PETROLEUM TRIOMF
Phone: 012 991 3093

www.mbtpetroleum.co.za

Chemicals & Petroleum Industry Listing

REFINEX
Phone: 011 824 0473

SANCRYL CHEMICALS
Phone: +27 31 902 1422 

www.sunchem.co.za

SNAP-ON INDUSTRIAL SOUTH AFRICA
6 Hippo Park, 12 Kubu Avenue, 

Riverhorse Valley, Durban
A division of Snap-on Africa (Pty) Ltd

Tel: 031-569 7643 | Fax: 031-569 6157
Website : www.snapon.co.za

E-mail: nls@snapon.co.za

SOUTH AFRICAN CHEMICAL INSTITUTE
Cel: 061 282 3477
Tel: 011 717 6705
Fax: 086 766 9041

http://www.saci.co.za
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South Africa calls for investors in the 
Gas industry

	 outh	African	Minister	of	Mineral
	 Resources	and	Energy	Gwede	
	 Mantashe	has	urged	investors	to	
invest	in	and	help	develop	South	Africa’s	
gas	industry.

Addressing	delegates	of	Africa	Oil	Week	
in	Cape	Town	recently,	Mantashe	referred	
to	 South	 Africa’s	 Integrated	 Resource	
Plan	 (IRP2019)	 recently	 approved	 by	
Cabinet	and	flagged	its	provision	for	gas-
to-power	projects	from	2024.

“We	intend	to	establish	the	first	LNG	hub	
in	 the	 Coega	 Industrial	 Development	
Zone	in	the	Eastern	Cape	province,”	said	
Mantashe.

The	framework	for	supporting	the	gas	to	
power	 programme	would	be	 announced	
by	 his	 department	 in	 the	 near	 term	 and	
linked	to	this	would	be	an	amendment	to	
the	Gas	Act	of	2001,	to	be	tabled	in	Cab-
inet	soon.

On	the	upstream,	work	is	underway	on	a	
Petroleum	 Resources	 Development	 Bill,	

S which	will	also	be	before	Cabinet	soon.
“Gas	 to	 power	 technologies	will	 provide	
the	flexibility	 required	to	complement	 in-
termittent	renewable	energy	and	meet	de-
mand	during	 peaking	 hours,”	 said	Man-
tashe.

He	 added:	 “While	 in	 the	 short	 term	 the	
opportunity	 is	 to	 pursue	 gas	 import	 op-
tions,	 local	 and	 regional	 gas	 resources	
will	 allow	 for	 scaling	 up	within	manage-
able	risk	levels.

“Indigenous	 gas	 like	 coal-bed	 methane	
and,	 ultimately,	 recoverable	 shale	 and	
coastal	gas	are	options	we	are	consider-
ing.”

Gas	discoveries	in	neighbouring	countries
Mantashe	made	specific	mention	of	major	
gas	discoveries	in	Mozambique	and	Tan-
zania,	noting	“we	remain	ready	to	contrib-
ute	 to	 the	 development	 of	 these	 recent	
finds”.	

Referring	 to	 the	 hydrocarbon	 discovery	
by	 Total	 and	 partners	 of	 South	 Africa	

southeastern	 coast	 earlier	 this	 year,	 he	
said:	“We	are	confident	that	this	find	will	
spur	 further	 interest	 in	 the	upstream	po-
tential	of	South	Africa.”

Africa	remains	 the	most	energy-deficient	
continent	globally	with	more	than	500	mil-
lion	 Africans	 lacking	 access	 to	 modern	
forms	 of	 energy	 and	 affliction	 by	 indoor	
pollution	and	environmental	degradation,	
said	the	minister.

In	conclusion,	he	said:	 “Agenda	2063	of	
the	 African	 union	 enjoins	 us	 to	 develop	
Africa’s	 energy	 infrastructure,	 where	 all	
our	countries	are	connected.
	
“Our	 oil	 and	 gas	must	 be	 harnessed	 to	
deliver	energy	services	to	all	households	
and	 businesses.	 Our	 gas	 must	 power	
plants	 and	 other	 petrochemical	 facilities	
in	 our	 countries	 as	 it	 reaches	 for	 export	
markets.	This	will	ensure	 that	we	do	not	
always	 import	 beneficiated	 hydrocar-
bons.”
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South Africa eyes industrial boost and regional 
co-operation through IRP

	 he	South	African	government	is
	 seeking	a	range	of	benefits	from
	 its	 IRP	2019	 including	 industrial	
development,	self-sufficiency	and	region-
al	co-operation

Energy	 minister	 Gwede	 Mantashe	 out-
lined	 the	 benefits	 expected	 from	 the	
country’s	 Integrated	Resource	Plan	 (IRP)	
2019	beyond	energy	security	on	the	side-
lines	of	the	Africa	Oil	Week	conference	in	
Cape	Town	recently.	

South	 Africa	 updated	 its	 electricity	 sup-
ply	 blueprint	 in	 mid-October	 with	 the	
cabinet-approved	 IRP,	which	sets	out	 its	
preferred	generation	mix	to	meet	expect-
ed	electricity	demand	to	2030.	The	IRP’s	
purpose	 is	 to	 reconcile	 its	 three	aims	of	
ensuring	 energy	 security,	 minimising	
costs	 and	 meeting	 environmental	 com-
mitments.	

While	the	future	of	gas	production	 in	Af-
rica	 “looks	 positive”,	 Mantashe	 appeals	
to	other	governments	on	the	continent	to	
make	the	most	of	the	recent	discoveries.	
“I	 encourage	 fellow	 African	 countries	 to	
invest	massively	in	this	space,”	he	says.	

“Most	 of	 our	 gas	 and	 petroleum	 on	 the	
continent	 is	not	consumed	on	 the	conti-
nent.	It	is	exported	to	all	other	continents	
except	Africa.	

“We	 must	 consume	 sizable	 amounts	 of	
what	we	produce,	and	export	what	is	left.	
It	 cannot	 be	 the	 case	 that	massive	pro-
duction	 goes	 everywhere	 else—that	 is	
called	a	‘pit	to	port’	economy.	That	must	
change	on	the	continent—we	must	agree	
to	make	that	happen.”	

T The	government	of	South	Africa	“remains	
unwavering	in	its	mission”	of	securing	se-
curity	of	supply	and	access	to	clean	and	
affordable	energy	to	all	South	Africans	by	
2030,	says	Mantashe.	Beleaguered	South	
African	utility	Eskom	remains	heavily	de-
pendent	 on	 aging	 coal-fired	 plants	 for	
power	 generation.	 Both	 more	 gas	 from	
neighbouring	 Mozambique,	 as	 it	 comes	
on	stream,	and	 the	expansion	of	 renew-
ables	would	reduce	its	carbon	emissions	
substantially—as	well	as	provide	the	state	
enterprise	with	 relatively	 low-cost	sourc-
es	of	fuel.

Eskom	 operates	 16	 coal-fired	 power	
stations	 and	 “many	 of	 them	 are	 coming	
to	 the	 end	 of	 their	 lives	 and	will	 be	 de-
commissioned	 or	 [receive	 an]	 extension	
of	 life”.	 That	 lifespan	 extension	 could	
involve	 replacing	 coal	 turbines	 with	 gas	
turbines—“that	 we	 would	 welcome,	 be-
cause	 that	 extends	 energy	 availability	 in	
an	area	where	a	 lot	of	 capacity	 is	being	
turned	off,”	says	the	minister.	

In	 South	 Africa’s	 previous	 renewable	
energy	 independent	 power	 producer	
(REIPP)	agreements	for	solar	PV—in	win-
dows	 one,	 two	 and	 three—the	 govern-
ment	accepted	“a	lot	of	the	funding	risk”.	
But,	 as	 the	 technology	 develops,	 Man-
tashe	expects	private	sector	 renewables	
companies	 to	 progressively	 take	 over	
this	 liability.	 There	 is	 also	 the	 possibility	
of	renegotiating	the	cost	of	solar	PV	from	
window	one,	“which	 is	quite	expensive”,	
while	 the	 government	 anticipates	 that	
cost	will	 decline	 further	 for	window	five.	
“Renewables	 is	 an	 interesting	 space,	 I	
must	say,”	Mantashe	adds.	

“Government	 is	 funding	 the	 risk	 of	 in-
troducing	the	technology.	 I	 think	 it	 is	the	
correct	 response	 for	 any	 government	
wanting	to	 introduce	a	new	technology.”	
But,	for	the	next	window	of	REIPP	agree-
ments,	 as	 the	 technology	 becomes	 es-
tablished	in	the	economy,	“it	is	important	
for	the	government	to	say,	‘now,	produc-
ers,	take	your	own	risk’”.	

The	IRP	is	built	on	top	of	plans	for	Eskom	
to	be	restructured	into	its	separate	func-
tions,	 including	 a	 split	 of	 its	 generation	
and	 transmission	 and	 distribution	 arms.	
But	Mantashe	scotches	rumours	that	the	
unbundling	 of	 functions	 may	 be	 a	 pre-
cursor	 to	 privitisation.	 “There	 has	 never	
been	 a	 decision	 to	 sell	 Eskom’s	 power	
stations,”	he	says,	suggesting	that	spec-
ulation	has	arisen	 from	suggestions	 in	 a	
previous	 economic	 paper	 that	 were	 not	
enacted.	

“Eskom	remains	a	state-owned	company,	
100pc	owned.	It	is	going	to	be	unbundled	
and	 re-define	 the	 role	 of	 transmission…	
and	the	buying	and	selling	of	energy.	The	
objective	 is	 not	 private	 ownership—the	
objective	is	for	Eskom	to	provide	reliability	
and	security	of	energy	supply…	Security	
of	supply	is	what	we	need	in	the	econo-
my.”	

Core objectives

Mantashe	opened	Africa	Oil	Week	with	a	
speech	on	the	IRP.	“Energy	infrastructure	
is	 key	 to	 economic	 activity	 and	 growth,	
and	must	be	robust	and	extensive	to	meet	
industrial,	 commercial	 and	 household	
needs,”	he	told	delegates.	“The	planning	
framework	must	be	dynamic	and	updated	
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regularly	to	keep	abreast	of	new	develop-
ments	in	the	energy	sector.”	

South	 Africa’s	 energy	 generation	 land-
scape	 is	 evolving,	 he	 says.	 “Demand	 is	
not	 captive	 to	 the	 national	 grid,	 [while]	
costs	are	declining	as	a	result	of	technol-
ogy	advancements.”					
						
The	 IRP	makes	clear	South	Africa’s	coal	
plants,	 with	 over	 30GW	 of	 installed	 ca-
pacity,	 and	 abundant	 coal	 resources	
will	 “continue	 to	 play	 a	 significant	 role”,	
says	 Mantashe.	 “New	 investments	 will	
be	 directed	 towards	 [high-efficiency,	
low-emission]	 coal	 technologies,	 includ-
ing	 underground	 coal	 gasification	 [and]	
carbon	capture	and	storage	to	enable	us	
to	continue	using	our	coal	resources	in	an	
environmentally	responsible	way.”	

The	 IRP	2019	extends	 the	design	 life	 of	
the	 country’s	 Koeberg	 nuclear	 power	
plant,	as	well	as	plans	to	increase	nuclear	
capacity	 in	 the	 form	of	smaller	and	 low-
er-cost	modular	 reactors.	 “In	 the	 light	of	
intended	 decommissioning,	 urgent	 plan-
ning	for	additional	nuclear	capacity	will	be	
done	at	a	pace,	scale	and	cost	affordable	
to	the	country,”	he	says.	

The	IRP	includes	rollout	of	renewable	en-

ergy	 and	 storage,	 particularly	 to	 provide	
off-grid	electricity	to	far-flung	areas.	South	
Africa	possesses	high-grade	resources	in	
vanadium,	 platinum,	 palladium,	 nickel,	
manganese,	rare	earths,	copper	and	co-
balt	that	are	“critical	in	the	global	energy	
storage	sector”,	he	says.	“These	resourc-
es	 present	 a	 huge	 potential	 for	 the	 cre-
ation	 of	 new	 industries	 and	 localisation	
across	the	value	chain.”	

The	IRP	2019	makes	provision	for	gas-to-
power	projects	from	2024.	“We	intend	to	
establish	the	first	LNG	hub	in	the	Coega	
IDZ,	in	the	Eastern	Cape	Province...	Here-
in	is	an	opportunity	not	only	to	invest,	but	
to	 also	help	develop	 the	gas	 industry	 in	
this	country,”	Mantashe	adds.	

The	Coega	Special	Economic	Zone	(SEZ)	
site	will	“lay	the	foundation”	for	new	gas-
to-power	plants	and	 include	 the	conver-
sion	 of	 diesel	 plants	 to	 gas—as	well	 as	
importing	feedstock	for	the	gas-to-liquids	
refinery	 in	 Mossel	 Bay.	 “The	 framework	
for	supporting	this	major	programme	will	
be	 announced	by	my	department	 in	 the	
near	term.	Linked	to	this	is	an	amendment	
to	the	Gas	Act	of	2001,	which	will	be	ta-
bled	 in	cabinet	soon,”	says	 the	minister.	
An	upstream-focused	petroleum	resourc-
es	 development	 bill	 will	 soon	 be	 before	

cabinet,	he	continues.	

“Gas-to-power	 technologies	 will	 provide	
the	flexibility	 required	to	complement	 in-
termittent	renewable	energy	and	meet	de-
mand	during	peaking	hours.	While,	in	the	
short	 term,	 the	 opportunity	 is	 to	 pursue	
gas	import	options,	local	and	regional	gas	
resources	will	allow	for	scaling	up	within	
manageable	 risk	 levels.	 Indigenous	 gas	
like	coal-bed	methane	and,	ultimately,	lo-
cal	 recoverable	 shale	 and	 [offshore]	 gas	
are	options	we	are	considering.”	

South	 Africa	 saw	 the	 substantial	 Brul-
padda	gas	finds	by	Total	and	its	partners	
off	the	Mossel	Bay	coast	earlier	this	year.	
“We	are	confident	 that	 this	find	will	spur	
further	 interest	 in	 the	upstream	potential	
of	South	Africa,”	says	Mantashe.	“We	re-
main	resolute	in	our	conviction	about	the	
importance	 of	 all	 energy	 carriers	 in	 our	
energy	mix.	We	intend	to	exploit	our	nat-
ural	resource	endowment	to	our	benefit.”	

Mantashe	notes	 “with	great	 interest	 and	
a	sense	of	admiration”	 recent	major	gas	
finds	 in	Mozambique	and	Tanzania.	 “We	
remain	 ready	 to	 contribute	 to	 the	devel-
opment	 of	 the	 recent	 finds	 [including]	
through	the	importation	of	gas.”
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The Role Of Gas In Powering Africa’s Future
						It	is	well-known	that	Sub-Saharan	
						Africa	suffers	from	a	lack	of	access	to
						electricity.	There	are	22	African	coun-
tries	with	proven	gas	reserves	which	sug-
gests	that	gas	should	play	an	 increasing	
role	in	meeting	Sub-Saharan	Africa’s	de-
mand	for	power:	but	is	it	that	straightfor-
ward?	There	are	13	countries	in	Sub-Sa-
haran	Africa	currently	consuming	gas	for	
power	generation	and	ten	of	those	coun-
tries	 generate	 power	 from	 their	 domes-
tic	 gas	 production,	 two	 rely	 on	 pipeline	
imports	 (Togo	 and	 Benin)	 and	 one	 uses	
a	 combination	 of	 domestic	 supply	 and	
pipeline	imports	(Ghana).	At	the	moment	
there	 are	 no	 LNG	 imports	 in	 the	 region,	
but	that	could	soon	change.
	
There	 is	 an	 opportunity	 to	 expand	 gas-
fired	power	generation	from	domestic	gas	
production	in	Sub-Saharan	Africa	and	the	
demand	will	arise	not	only	from	the	need	
for	more	power	in	Sub-Saharan	Africa	but	
also	from	the	opportunity	to	displace	oil-
fired	power	generation	with	cheaper	and	
cleaner	gas.	Angola	and	Tanzania	are	all	
examples	 of	 countries	 with	 significant	
gas	 reserves	 currently	 using	 oil	 to	 gen-
erate	 power.	 Until	 recently,	 Angola	 was	
an	 outlier	 among	 gas-producing	 states	
in	Sub-Saharan	Africa	as	 it	 had	no	gas-
fired	 power	 generation.	 In	 the	 short	 to	
medium	term	that	project	will	consume	a	
large	part	of	currently	available	domestic	
gas	resources.	Further	expansion	in	gas-
fired	power	generation	in	Angola	is	likely	
to	 require	 the	development	of	 additional	
domestic	gas	resources	or	LNG	imports.
	
In	Ghana,	gas	is	already	a	central	part	of	
the	power	generation	mix	(accounting	for	
nearly	40%	of	power	generation)	and	 its	
role	is	likely	to	increase	as	oil	is	displaced.	
Anticipated	 demand	 for	 gas-fired	 power	
generation	is	such	that	increasing	domes-
tic	 gas	 production,	 pipeline	 imports	 and	
LNG	imports	may	all	be	required.	In	Sen-
egal,	BP	took	a	positive	final	 investment	
decision	on	the	Tortue-Ahmeyim	gas	de-
velopment	 project	 in	December	 2018.	 A	
construction	contract	has	been	awarded	
for	a	floating	production	storage	and	off-
loading	(FPSO)	unit	to	be	used	alongside	
a	floating	LNG	 facility	 (a	converted	LNG	
carrier)	being	provided	by	Golar	LNG.	As	
part	 of	 that	 development,	 a	 pipeline	 to	
supply	 natural	 gas	 to	 both	 Senegal	 and	
Mauritania	 is	 planned.	 There	 have	 also	
been	 recent	 moves	 to	 expand	 gas-fired	
power	generation	 in	Mozambique:	a	400	
MW	gas-fired	power	project	is	being	de-
veloped	 at	 Temane	 in	 Inhambane	 prov-
ince.

In	 May	 2018	 Great	 Lakes	 Africa	 Energy	
(GLAE)	 announced	 that	 it	 had	 signed	 a	

I memorandum	of	 understanding	with	 the	
Mozambique	 government	 to	 build	 and	
operate	a	250	MW	gas-powered	plant	at	
Nacala	District	 in	 the	north	of	 the	coun-
try	using	gas	from	the	Rovuma	basin,	but	
even	 that	 project	 will	 require	 gas	 to	 be	
transported	approximately	600	km.	GLAE	
has	said	 it	believes	 that	mini-LNG	might	
offer	a	solution.	Nigeria	does	not	use	oil	
for	power	generation.	There	 is,	however,	
enormous	 unfulfilled	 demand	 for	 power	
domestically	 and	gas	 is	 central	 to	plans	
for	expansion	of	the	country’s	power	sec-
tor.	That	expansion	has	been	constrained	
by	 structural	 problems	 and	 a	 chain	 of	
debt	 (from	gas	 sellers	 to	 power	 genera-
tion	companies	 to	 the	Nigerian	Bulk	En-
ergy	 Trading	 Company	 to	 distribution	
companies	to	end	customers)	not	helped	
by	the	manner	of	 the	privatization	of	 the	
Power	Holding	Company	of	Nigeria	in	No-
vember	2013.
	
In	terms	of	prospects	for	new	cross-bor-
der	 pipelines	 in	Sub-Saharan	Africa,	 the	
only	 operational	 cross-border	 gas	 pipe-
lines	 in	 Sub-Saharan	 Africa	 are	 the	 678	
km	West	African	gas	pipeline	(which	takes	
gas	from	the	Escravos-Lagos	pipeline	at	

the	 Nigeria	 Gas	 Company’s	 Itoki	 Natu-
ralGas	 Export	 Terminal	 to	 Benin,	 Togo	
and	 Ghana)	 and	 the	 865	 kmROMPCO	
Mozambique	 to	 Secundapipeline	 (which	
takes	 gas	 from	 the	 onshore	 Pande	 and	
Temane	fields	 in	Mozambique	 to	Sasol’s	
operations	in	South	Africa).In	2009	Nige-
ria	 signed	 an	 intergovernmental	 agree-
ment	with	 Niger	 and	 Algeria	 for	 the	 de-
velopment	of	the	4,400	km	Trans-Sahara	
Gas	Pipeline	(1,037	km	in	Nigeria,	853	km	
in	Niger,	2,310	km	in	Algeria	and	220	km	
connecting	Algeria	to	Spain).	The	Nigerian	
National	 Petroleum	 Corporation	 (NNPC)	
currently	describes	that	project	as	“under	
consideration”.
	
The	 Tanzania	 Petroleum	 Development	
Corporation	 has	 mooted	 supplying	 nat-
ural	 gas	 to	Uganda	and	Kenya	 from	 the	
Tanzanian	 Rovuma	 basin	 reserves.	 As	
with	 the	 expansion	 of	 gas-fired	 power	
generation	 in	Tanzania,	 the	development	
of	 that	 project	 will	 require	 the	 LNG	 ex-
port	 project	 to	 proceed,	 and	 even	 then	
the	commercial	viability	of	a	gas	pipeline	
project	 from	southern	Tanzania	 is	uncer-
tain.	Even	where	there	is	the	political	will,	
new	 cross-border	 pipeline	 projects	 are	
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only	likely	to	be	developed	if	they	can	be	
commercially	 justified	as	a	way	 to	mon-
etize	 gas	 reserves.	 In	 the	 absence	 of	
equity	participation	 from	stakeholders	 in	
upstream	gas	projects,	governments	will	
face	 an	 uphill	 battle	 to	 fund	 the	 neces-
sary	equity	contribution	for	a	new	pipeline	
project.
	
Could power generated from gas be 
exported to regional markets?
	
There	 are	 four	 existing	 power	 pools	 in	
Sub-Saharan	 Africa,	 within	 which	 coun-
tries	have	interconnected	power	systems:	
the	Southern	African	Power	Pool	(SAPP),	
the	East	African	Power	Pool	 (EAPP),	 the	
West	 African	 Power	 Pool	 (WAPP)	 and	
the	 Central	 African	 Power	 Pool	 (CAPP).	
To	 expand	 gas-by-wire	 imports,	 trans-
mission	 and	 distribution	 infrastructure	
will	 require	 significant	 development	 to	
improve	 capacity	 and	 efficiency.	 In	 the	
medium-term,	 expansion	 of	 gas-by-wire	
seems	most	 likely	 in	West	Africa,	where	
land-locked	 countries	 or	 coastal	 coun-
tries	 with	 relatively	 small	 markets	 could	
take	advantage	of	upstream	gas	projects	
(or	 even	 LNG	 import	 projects)	 in	 neigh-
bouring	countries.

Prospects for LNG import projects in 
Sub-Saharan Africa

Several	 members	 of	 the	 WAPP	 have	
proposed	 LNG	 import	 projects,	 perhaps	
reasoning	 that	 any	 shortfall	 in	 domestic	
demand	 for	 power	 generated	 from	 gas	
could	 be	 exported	 around	 the	 power	
pool.	 Ghana	 seems	 closest	 to	 realizing	
this	 goal,	 having	 granted	 a	 concession	
to	Tema	LNG	Terminal	Company	Limited	
(Tema	LNG),	a	joint	venture	between	He-
lios	 Investment	 Partners	 and	 the	Ghana	
National	Petroleum	Company	(GNPC),	to	
construct	an	LNG	 import	 terminal.	Tema	
LNG	has	entered	into	a	construction	con-
tract	 with	 China	 Harbour	 Engineering	
Company	 to	 build	 onshore	 facilities	 and	
Jiangnan	Shipyard	 for	 a	 floating	 storage	
and	regasification	unit	(FSRU).
	
South	Africa	continues	to	explore	options	
for	a	LNG	imports12	and	an	LNG	terminal	
has	also	been	proposed	at	Walvis	Bay	in	
Namibia.	Other	LNG	import	projects	in	the	
region	 have	 either	 previously	 been	 con-
sidered	and	put	on	hold	(such	as	in	Ken-
ya)14	or	are	currently	under	consideration	
(such	as	in	Mauritius	and	the	Seychelles).	
Given	that	a	delivered	gas	price	of	around	

USD8/MMBtu	is	competitive	with	oil-fired	
power	 at	 an	oil	 price	 as	 low	as	USD50/
barrel;17	it	is	more	than	possible	that	the	
economics	 will	 support	 LNG	 imports	 to	
displace	 oil-fired	 power	 generation	 and	
to	increase	power	generation	capacity	in	
Sub-Saharan	 Africa,	 particularly	 where	
funding	can	be	obtained	from	multilateral	
lending	agencies	or	development	finance	
institutions.
	
Although	the	World	Bank	has	announced	
that	it	will	no	longer	finance	upstream	oil	
and	 gas	 projects	 (apart	 from	 in	 “excep-
tional	circumstances”),18	it	is	expected	to	
continue	to	finance	midstream	and	down-
stream	natural	gas	projects.	 In	countries	
with	domestic	reserves,	gas	can	undoubt-
edly	play	a	major	role	in	the	development	
of	power	generation	capacity.	LNG	import	
projects	are	also	foreseeable	as	countries	
seek	 to	move	away	 from	oil	 as	a	power	
generation	 fuel.	 New	 cross-border	 gas	
pipelines	may	be	less	likely,	but	LNG	im-
ports	or	increases	in	domestic	production	
could	well	 increase	gas-by-wire	exports,	
particularly	 to	 land-locked	 countries	 in	
the	WAPP.
	
Author: Simon Collier, DLA Piper Senior Associate
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Industrial Equipment Listings

AKURA MANUFACTURING ENGINEERING 
COMPANY (PTY) LTD - GTN BRANCH

Phone: 011 894 4511
http://www.akura.co.za

ASW - SENSIBLE ENGINEERING 
SOLUTIONS

Phone: +27 011 793 1330
Email: info@asw.co.za

Email: sales@asw.co.za

AVK VALVES SOUTH AFRICA
Phone: 011 908 3760

https://avkvalves.co.za

AWR SMITH PROCESS 
INSTRUMENTATION CC

Tel: (011) 782 7279 / 782 6840/ 087 255 6713  
 Fax: 086 648 7664

 E-mail: sales@instruments.co.za
http://www.instruments.co.za

BARLOWORLD EQUIPMENT
Phone: 011 301 4000

https://www.barloworld-equipment.com

BABCOCK INTERNATIONAL GROUP 
www.babcock.co.za 
Tel: +27 11 230 7300 

BOBCAT EQUIPMENT SOUTH AFRICA (PTY) LTD
Phone: 087 054 9364

https://www.bobcatsa.co.za

CASTLET SA (PTY) LIMITED
Tel:  011 372 8900

Email:  info@castletsa.com
http://www.castletsa.com

CHICKS SCRAP METAL KUILS 
Tel: +27 21 903 4131 
Fax: +27 21 903 8122 

CMC WOODLINK MACHINERY 
www.cmcmachinery.co.za 

Tel: +27 21 557 6966 

COMAP SOUTHERN AFRICA
Phone: +27 11 462 4504

http://comap.co.za

COASTAL MACHINERY 
Tel: +27 21 552 6063 
Fax +27 21 551 1998 

DIRECT CLEANING SOLUTIONS
Tel: +27 11 792 9044
Fax: (011) 791 1406

https://directcleaningsolutions.co.za

D & B EQUIPMENT SALES 
www.dbequipment.co.za 

Tel: +27 31 702 9931

DPH (SA) INDUSTRIAL, MINING 
AND AUTOMOTIVE SUPPLIES (PTY)LTD.

Phone: 011 454 2904
https://www.dph.co.za

ECHAR CONSTRUCTION 
EQUIPMENT MANUFACTURERS

Phone: 011 914 4050
https://ecem.co.za

EDHAR - SOUTH AFRICA | POLYURETHANE SPE-
CIALISTS

Phone: 083 293 1541
https://www.edhar.co.za

ELCARBO ABRASIVES 
www.elcarbo.co.za 

Tel: +27 21 556 2170 

EVERRITT WOOD MACHINERY 
Tel: +27 21 933 4372 
Fax: +27 21 933 3379 

PAL DISTRIBUTERS CC
Phone: 011 781 4381

https://paldistributors.co.za

PENINSULA SCRAP METALS 
www.peninsulascrapmetals.co.za 

Tel: +27 21 934 6999 

PTS WELDING & INDUSTRIAL 
SUPPLIES CC

Phone: 011 462 4963
http://www.ptswelding.co.za

RAND TRANSMISSION COMPANY
Phone: 011 621 8300
http://www.rtc.co.za

RTC 
www.rtc.co.za 

sales@rtc.co.za 
Tel: +27 11 621 8300 

SA ARGUS (PTY) LTD 
www.sa-argus.com 

larry@sa-argus.co.za 
Tel: +27 11 466 6612 

S G PLASTIC CONSTRUCTION
Phone: 011 791 0123
https://sgplastic.co.za

SMITH POWER EQUIPMENT
Phone: 011 284 2000

https://smithpower.co.za

SNAP-ON INDUSTRIAL SOUTH AFRICA
6 Hippo Park, 12 Kubu Avenue, 

Riverhorse Valley, Durban
A division of Snap-on Africa (Pty) Ltd

Tel: 031-569 7643 | Fax: 031-569 6157
Website : www.snapon.co.za

E-mail: nls@snapon.co.za

SOLID LIQUID FILTRATION 
CONSULTANTS PTY LTD

Phone: 011 792 5617 

SPECIAL INDUSTRIAL SUPPLIES
Phone: 083 251 4312

https://www.liftlash.co.za

 STARCKE ABRASIVES 
mick@starckesa.com 
Tel: +27 11 397 3720
SA METAL EPPING 
www.sametal.co.za 

Tel: +27 21 590 3900 

T L T INDUSTRIAL SUPPLIES C C
Tel: +27 11 394 9689
Fax: +27 11 975 6728
E-mail:sales@tlt.co.za

www.hardwareindustrial.co.za 
Phone: 011 394 9689

VERDER PUMPS SOUTH AFRICA
Phone: 011 704 7500

http://www.verder.co.za

WACKER NEUSON (PTY) LTD 
www.wackerneuson.co.za 

Tel: +27 11 672 0847 

WAP SOUTH AFRICA PTY LTD
Phone: 011 801 4600

WD HEARN WOODWORKING 
MACHINERY EPPING 
Tel: +27 21 534 5351 

YOKOGAWA SOUTH AFRICA 
https://www.yokogawa.com

Phone: 011 831 6300

 

HARDOX WEARPARTS CENTER GAUTENG, 
SOUTH AFRICA

Phone: 011 724 5000
https://www.hardoxwearparts.com

HIDROSTAL (PTY) LTD 
www.hidrostal.co.za 

sales@hidrostal.co.za 
Tel: +27 11 704 5333 

HOST CLEANING EQUIPMENT 
Tel: +27 21 762 8152 
Fax: +27 21 762 8160 

HYPER AUTOMATION SHEET 
METAL MACHINERY 
Tel: +27 21 594 7000 

INDUSTRIAL HARD CHROME PLATING 
industrialchrome@xsinet.co.za 

Tel:+27 21 931 4271 

ROCOL (PTY) LTD 
www.rocol.co.za s
ales@rocol.co.za 

Tel: +27 11 462 1730 

SA TOOL (PTY) LTD 
www.satool.co.za 
info@satool.co.za 

Tel: +27 11 922 5300 

INDUSTRIAL FLOORING SYSTEM 
Tel: +27 21 552 4970 
Fax: +27 21 551 1177 

INOXPA SOUTH AFRICA 
www.inoxpa.com 

Tel: +27 11 794 5223

JACAGE (PTY) LTD 
www.jacage.co.za 

sales@jacage.co.za 
Tel: +27 12 333 7111 

JKM INDUSTRIAL SUPPLIES (PTY) LTD
Phone: 011 792 2553
http://www.jkm.co.za

KOLDSERVE FOOD SERVICE EQUIPMENT
Phone: 011791 1932

https://koldserve.co.za

LOESCHE SOUTH AFRICA (PTY) LTD
Phone: 011 482 2933

https://www.loesche.com

LOTUS ABRASIVES 
www.lotusabrasivesandtools.co.za 

Tel:+27 11 334 0633 

LO RALL DEMOLITION CONTRACTORS 
www.ileadcape.co.za 
Tel: +27 21 981 8955 

MARRIOT MACHINERY PARROW 
www.marriotmachinery.co.za 

Tel: +27 21 930 6697 

MORRIS MATERIAL HANDLING SA 
(PTY) LTD

Phone: 011 748 1000
https://www.morris.co.za

MOPPING EQUIPMENT (PTY) LTD 
www.mopping.co.za 
Tel: +27 11 864 5140 

NOVUS SEALING SOUTH AFRICA
Phone: 011 915 0016

http://www.novussealing.co.za

OTMAR MACHINE TOOLS 
www.otmar.co.za 

Tel: +27 11 864 5140 
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More than energy generation: Wind power to 
transform Africa’s economy

	 esides	generating	much-needed	
	 clean	and	affordable	electrici-
	 ty,	wind	energy	has	the	power	to	
unlock	economic	growth	in	Africa,	give	a	
new	impulse	to	the	continent’s	under-per-
forming	manufacturing	sector.

This	and	developing	an	energy	storage	in-
dustry	can	develop	and	transform	econ-
omies	 and	 create	 millions	 of	 direct	 and	
indirect	jobs.	

Despite	progress,	energy	security	remains	
a	challenge	in	the	continent.	According	to	
the	 African	 Development	 Bank	 (AfDB),	
over	640	million	people	in	the	region	still	
don’t	 have	 access	 to	 clean,	 affordable,	
and	 reliable	energy.	This	 corresponds	 to	
an	 average	 electrification	 rate	 of	 43%.	
All	of	this	is	a	key	deterrent	to	sustained	
economic	 growth,	 a	 healthy	 investment	
climate,	job	creation	and	the	provision	of	
public	services.	

Wind	 energy	 can	 be	 a	 massive	
game-changer,	 as	 recently	 reported	 by	
sector	experts.	The	Southern	African	De-
velopment	Community	(SADC)	alone	has	
the	potential	 to	build	18	GW	of	wind	by	
2030,	 the	 Global	 Wind	 Energy	 Council	
(GWEC)	estimates.	

This	is	a	third	of	the	region’s	current	pow-
er	pool.

Besides	generating	much-needed	energy,	
this	 scenario	 poses	 other	 economic	 op-
portunities,	 for	 instance,	 in	 terms	 of	 the	
local	manufacturing	of	 towers	 and	 inter-
nal	components.

According	 to	 the	 South	 African	Minister	
of	Mineral	Resources	and	Energy	Gwede	
Mantashe,	 it	 is	 imperative	the	renewable	
energy	sector,	wind	stakeholders	 includ-
ed,	 increases	 its	 local	 content	 efforts.	
This	will	boost	economic	growth	and	job	
creation,	two	priorities	across	the	African	
region.		

“The	renewable	energy	programme	must	
play	 a	 significant	 part	 in	 the	 industriali-
sation	agenda.	Climate	change	 rationale	
aside,	wind	technologies	could	create	the	
green	 economy	 jobs	 that	 are	 needed,”	
he	said	at	the	2019	Windaba	conference,	
taking	South	Africa	as	an	example.	

Ntombifuthi	 Ntuli,	 CEO	of	 the	 South	 Af-
rican	Wind	Energy	Association	(SAWEA),	
agreed	with	Mantashe.	The	lowest	hang-
ing	fruits	in	developing	a	local	wind	com-
ponent	sector	are	steel	and	concrete	wind	

B towers	and	tower	internals,	she	said.	“This	
builds	 onto	 our	 country’s	 long-standing	
steel	 fabrication	 and	 construction	 capa-
bilities.”

Blades	are	another	opportunity,	said	Deo	
Onyango	of	General	Electric	Eastern	Afri-
ca.	“Blades	are	the	next	area	of	local	con-
tent.	It	will	create	many	employment	op-
portunities	as	it	is	a	very	labour-intensive	
part	of	the	supply	chain,”	he	said.	

To	strengthen	the	local	wind	energy	man-
ufacturing	sector	in	the	SADC,	the	focus	
will	be	mainly	on	onshore	wind.	The	off-
shore	 industry	 makes	 little	 sense	 in	 the	
region’s	 context	 yet,	 said	Mary	 Quaney,	
Finance	 Director	 of	 Mainstream	 Renew-
able	 Power.	 “In	 our	 view,	 offshore	 wind	
makes	more	sense	when	the	onshore	re-
sources	have	been	exploited	and	greater	
scale	 can	 then	 be	 achieved	 by	 moving	
offshore,”	she	explained.

Javier	Pascual,	Managing	Director	at	Nor-
dex	 Energy,	 concurred.	 Offshore	 wind	
in	 the	 SADC	 region	 would	 need	 a	 sup-
ply	chain	first.	Offshore	wind	has	shown	
growth	 in	Europe,	 together	with	a	signif-
icant	drop	 in	prices.	One	of	 the	 reasons	
relates	 to	 the	way	 the	 supply	 chain	 has	
been	developed,	 including	 the	 set-up	of	
local	 factories	 of	 components	 in	 ports	
near	offshore	wind	farms.	This	is	import-
ant	 because	 of	 the	 massive	 size	 of	 the	
components	 and	 it	 prevents	 the	 extra	
costs	of	double	handling,”	he	says.	

SADC’s	 wind	 energy	 manufacturing	 po-
tential	 goes	 beyond	 producing	 towers,	
components	and	blades.	There	is	a	mas-
sive	opportunity	in	developing	an	energy	
storage	industry,	too.	An	added	benefit	is	
that	 it	 will,	 directly	 and	 indirectly,	 boost	
other	key	sectors	such	as	mining,	a	key	
economic	driver	across	Africa.	

“With	 our	 abundant	 platinum	 and	 other	
mineral	resources	including	rare	earth	el-
ements,	we	must	 invest	 in	 research	and	
development	programmes	based	on	hy-
drogen	 fuel	 cells,	 and	 battery	 storage,	
amongst	others,”	Mantashe	said.	

Wind	 SADC,	 the	 new	 regional	 wind	 as-
sociation	for	the	Southern	African	region	
that	was	launched	during	the	2019	Wind-
aba,	will	play	a	role	in	this.	

This	 joint	 effort	 by	 the	Africa-EU	Energy	
Partnership	 (AEEP),	 Global	Wind	 Energy	
Council	 (GWEC),	SAWEA	and	 the	SADC	
Centre	for	Renewable	Energy	and	Energy	

Efficiency	(SACREEE)	aims	to	help	coun-
tries	 boost	 their	 wind	 energy	 industries,	
among	 other	 things	 by	 helping	 them	 to	
foster	a	stable	economy	that	is	conducive	
for	 wind	 stakeholders,	 including	 manu-
facturers,	to	operate.	

This	is	important,	said	Ntuli.	“Manufactur-
ing	is	an	extremely	risk-averse	business.	
Large	 investments	 in	 plants,	 equipment,	
and	 workforce	 make	 it	 difficult	 and	 ex-
pensive	 to	 adjust	 to	 changing	 circum-
stances,”	 she	 said.	 “Policy	 and	 market	
certainty	 and	 long-term	 visibility	 of	 pro-
curement	plans	are	crucial	for	those	mak-
ing	investment	decisions,	including	man-
ufacturing	decisions.”





Mirka Ltd is a globally expanding company with subsidiaries 
located in Europe, North and South America and Asia. Head-
quarters and production are located in Finland. More than 97% 
of the company’s products are exported and sold in more than 
100 countries.

Our business idea is to offer world leading comprehensive 
surface finishing solutions. Our business focuses on our cus-
tomers’ needs. Continuous improvements of our operations, 
our expertise and our work with our customers help us to offer 
tailored systems and commercial comprehensive solutions 
that are supported by a wide range of technically superior 
abrasives and polishing products as well as innovatively de-
signed tools.

African market: Due to the increasing demand, we are 
looking for potential distributors and end users in the African 
markets, especially for automotive paint repair/rework, OEM, 
construction and wood industry. 

We supply high technology products and unique solutions 
for sanding and polishing. Our company is a forerunner in 
dust-free sanding solutions and one of our targets is to intro-
duce the Mirka dust-free dry sanding system to the African 
market. We are convinced that you will get business growth by 
using our products and our technical service and support.

We look forward to expanding our business together with you!

Contacts:
Mark Enroth, mark.enroth@mirka.com
Tamirat Yigzaw, tamirat.yigzaw@mirka.com

Dedicated to the finish.
www.mirka.com
www.facebook.com/mirkaafrica
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Russia looks to supply Africa with industrial 
robots for mining

	 he	opportunity	for	Russia	to
	 supply	industrial	robots,	dump
	 trucks	 and	 bulldozers	 to	 the	
African	mining	 industry,	 as	well	 as	other	
digital	 technologies,	 was	 discussed	 on	
recently	 at	 the	 Russia-Africa	 summit	 in	
Sochi.

The	 panel	 discussion	 included	 Sierra	
Leon	 mining	 minister	 Foday	 Rado	 Loki,	
representatives	 of	 Russian	 companies	
ZYFRA,	 ALROSA	 and	 CHETRA,	 as	 well	
as	Maximus	Mining	 and	General	Manie-
ma	 Mining	 Company	 from	 Democratic	
Republic	of	Congo.		

The	theme	of	the	discussion	was	“The	Af-
rican	mining	industry:	New	Russian	tech-
nologies	and	high	efficiency”.

“As	 in	Russia,	 extractive	 industries	 form	
the	basis	of	the	economy	in	Africa.	Thirty	
per	 cent	 of	 the	world’s	mineral	 reserves	
are	 located	on	 this	 continent.	According	
to	government	data,	in	South	Africa	alone,	
mining	contributes	eight	out	of	every	100	
rand	 to	 the	 overall	 economy,	 and	 ac-
counts	for	one	out	of	every	40	jobs,”	said	
Igor	Bogachev,	chairman	of	the	subcom-
mittee	on	digital	economy	of	the	Russian	
Union	of	Industrialists	and	Entrepreneurs.

“At	the	same	time,	it	is	important	to	con-
sider	 the	 harsh	 climates	 in	 which	 these	
enterprises	 are	 located,	 the	 growing	
health	 and	 safety	 requirements,	 and	 the	
challenges	 of	 hiring	 highly	 qualified	 per-
sonnel.	 Without	 automation	 and	 robot-
ics,	it	would	be	impossible	to	solve	these	
problems,”	added	Bogachev.

“At	ZYFRA,	we	offer	regional	players	au-
tomated	control	system	solutions	for	min-
ing	and	 transport	complexes,	as	well	 as	
robotic	 equipment,”	 said	 Pavel	 Rastop-

T shin,	 managing	 director	 of	 ZYFRA,	 the	
first	company	 in	Russia	to	develop	a	ro-
botic	dump	truck.	

“The	use	of	robotic	technology	is	20	per-
cent	 higher	 compared	 to	 conventional	
machinery.	 Thanks	 to	 such	 technology,	
the	driver	of	a	dump	truck	can	transition	
into	a	control	centre	operator,	overseeing	
the	use	of	several	vehicles	at	once.	This	
Fall,	 our	 robots	 were	 put	 to	 use	 in	 the	
SUEK	quarry	in	Khakassia	and	Morocco.	
Our	next	destination	for	this	technology	is	
South	Africa,”	added	Rastopshin.

Panelists	 agreed	 that	 traditional	 mining	
methods	are	becoming	increasingly	cost-
ly,	 while	 productivity	 is	 declining	 due	 to	
high	maintenance	 costs,	 low	 equipment	
reliability,	 reactive	 troubleshooting,	 low	

equipment	utilisation	and	safety	incidents.

According	 to	 General	 Maniema	 Mining	
Company	chief	executive	George	Oyema,	
improving	workplace	safety	and	produc-
tivity	“serves	the	interests	of	both	unions	
and	workers,	as	well	as	owners	and,	ulti-
mately,	the	state,	by	safely	increasing	the	
productivity	of	the	industry.”

The	 Russia-Africa	 summit	 and	 econom-
ic	forum	is	attended	by	heads	of	African	
states,	 representatives	 of	 Russian,	 Afri-
can	and	 international	business	and	gov-
ernment	agencies,	as	well	as	representa-
tives	of	integration	associations	from	the	
African	continent.
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Academia, industry must strengthen 4IR 
research collaboration

	 cademic	researchers	in	SA	
	 should	work	closely	with	civil	
	 society,	non-profit	organisations,	
state	 institutions	 and	 private	 sector	 or-
ganisations.

Research	 has	 the	 potential	 to	 enhance	
the	lives	of	many	South	Africans.

Although	 many	 researchers	 are	 working	
on	 addressing	 the	 immense	 problems	
facing	 the	country,	 these	challenges	call	
for	 bold	 and	 innovative	 solutions	 and	
therefore	 more	 engaged	 collaborations	
with	stakeholders.

In	 other	 words,	 academic	 researchers	
in	South	Africa	will	have	 to	work	closely	
with	civil	society,	non-profit	organisations,	
state	institutions	and	private	sector	organ-
isations,	and	thereby	establish	diverse	re-
search	teams	to	translate	their	theoretical	
research	into	practical	solutions.

Innovative 4IR research: Hype or op-
portunity?

Professor	 Klaus	 Schwab	 launches	 a	
strong	 critique	 against	 academic	 re-
search.

He	argues:	“Academic	institutions	are	of-
ten	regarded	as	one	of	the	foremost	plac-
es	to	pursue	forward-thinking	ideas.	New	
evidence,	 however,	 indicates	 that	 the	
career	 incentives	and	funding	conditions	
in	 universities	 today	 favour	 incremental,	
conservative	research	overbold	and	inno-
vative	programmes.”

Schwab	says:	“One	antidote	to	research	

A conservatism	in	academia	is	to	encourage	
more	commercial	forms	of	research…	To	
foster	both	ground-breaking	fundamental	
research	 and	 innovative	 technical	 adap-
tations	 across	 academia	 and	 business	
alike,	governments	should	allocate	more	
aggressive	funding	for	ambitious	research	
programmes.

Public-private	 research	 collaborations	
should	increasingly	be	structured	towards	
building	knowledge	and	human	capital	to	
the	benefit	of	all.

“Equally,	public-private	research	collabo-
rations	should	 increasingly	be	structured	
towards	 building	 knowledge	 and	 human	
capital	to	the	benefit	of	all.”

Some	critics	have	argued	that	in	a	coun-
try	like	South	Africa,	which	is	struggling	to	
equitably	 redistribute	 the	 benefits	 of	 the	
first	and	the	second	industrial	revolution,	
we	should	not	be	diverting	our	attention	
and	resources	caused	by	the	hype	of	the	
fourth	industrial	revolution	(4IR).

4IR panel discussion at SAICSIT con-
ference

The	issue	of	collaborative	research	for	4IR	
was	debated	by	a	panel	of	academics	at	
the	South	African	 Institute	 for	Computer	
Scientists	 and	 Information	Technologists	
(SAICSIT)	 conference,	 which	 took	 place	
at	 Nombolo	 Mdluli	 Conference	 Centre,	
Skukuza,	in	September.

	SAICSIT	is	a	prominent	local	association	
supporting	 education,	 training	 and	 re-
search	in	computing	and	IT.

The	first	SAICSIT	conference	was	held	in	
1979.	This	year	was	a	very	special	occa-
sion	 as	 it	 celebrated	 40	 years	 since	 the	
first	SAICSIT	conference.	As	panel	organ-
iser	 and	moderator,	 I	 explored	 the	 issue	
of	collaborative	research	for	4IR	with	four	
outstanding	 computing	 and	 IT	 scholars	
on	the	panel.

The panel included:

Robert	Winter,	professor	of	business	and	
information	 systems	 engineering	 at	 the	
University	of	St	Gallen,	and	director	of	its	
Institute	of	Information	Management.

Paula	 Kotze,	 extraordinary	 professor	 at	
the	Department	of	Informatics	at	the	Uni-
versity	of	Pretoria	and	adjunct	professor	
in	 the	School	 of	 ICT	 at	Nelson	Mandela	
University.

Judith	 Bishop,	 extraordinary	 professor,	
Computer	Science.

Kirstin	Krauss,	professor,	School	of	Com-
puting,	University	of	South	Africa.

The need for more intensive research 
collaboration

Judith	 Bishop	 has	 been	 a	 professor	 in	
South	Africa	for	many	years,	specialising	
in	programming	 languages,	software	en-
gineering	and	distributed	systems.

Recently,	 she	 spent	 eight	 years	 at	 Mi-
crosoft	 Research	 in	 Seattle,	 where	 she	
worked	 on	 projects	 from	 functional	 pro-
gramming	to	mobile	computing	and	soft-
ware	testing.

She	 is	 passionate	 about	 developing	 the	
international	profile	of	 computer	 science	
in	South	Africa	 through	summer	schools	
and	 high-profile	 meetings	 and	 confer-
ences	held	here.

Reflecting	 on	 her	 experiences	 at	Micro-
soft,	Judith	says:	“At	Microsoft	Research,	
we	worked	with	academics	in	universities	
on	 projects	 that	were	 at	 the	 forefront	 of	
our	 agenda.	 Academics	 were	 hungry	 to	
be	associated	with	the	industry	in	order	to	
shape	our	technology.

“The	 same	 trend	 exists	 in	 South	 Africa,	
but	for	different	reasons.	Academics	want	
to	 be	 associated	 with	 industry	 because	
it	 gives	 them	 some	 reason	 for	 their	 re-
search,	rather	than	enabling	early	access	
to	technology.”
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Prof	Bishop	raised	her	concern	that	a	lot	
of	 young	people	 in	South	Africa	 are	 not	
keen	on	studying	technological	subjects.

Research for greater impact

For	our	guest	from	Switzerland	and	con-
ference	 keynote	 speaker,	 Robert	Winter,	
academic	 research	 is	 generally	 lagging	
industry	 as	 it	 mostly	 aims	 at	 describing	
and	 analysing	 practices,	 and	 only	 rarely	
to	improve	those	practices.

As	 a	 consequence,	 the	 contribution	 of	
academic	research	with	regards	to	its	im-
pact	on	the	industry	is	often	limited.

To	 create	 research	 that	 has	 greater	 im-
pact,	Prof	Winter	called	for	scholarly	en-
gagement	not	just	with	a	single	company	
but	with	a	consortium	of	companies.	This	
allows	one	to	better	differentiate	improve-
ment	 activities	 from	consulting	 (which	 is	
a	 company-	 and	 context-specific)	 and	
allows	 one	 to	 create	 synergies	 on	 both	
sides.

Building SA’s collaborative research 
ecosystem

According	to	Robert	Winter,	4IR	research	
and	projects	are	“something	that	happens	
in	an	ecosystem-like	setting,	so	there	are	

different	 actors,	 that	 need	 to	 be	 coordi-
nated,	 which	 requires	 a	 need	 to	 create	
common	ground”.

“If	 several	 companies	 are	 participating	
in	a	research	project,	it	will	help	to	move	
away	 from	 pre-designed	 innovation	 to	
something	 that	 is	 more	 projectable	 and	
better	publishable...	if	we	have	five	com-
panies	interested	in	an	innovation,	they	all	
put	on	the	table	some	amount	of	money	–	
it	will	be	five	times	that	amount	of	money,	
and	they	can	share	the	results.	Then	we	
get	five	times	more	output.	That’s	how	we	
‘sell’	these	projects.”

Readiness of research-intensive uni-
versity at the University of Pretoria

The	Faculty	of	Engineering,	Built	Environ-
ment	 and	 Information	 Technology	 at	 the	
University	 of	Pretoria	 has	 already	begun	
steps	to	prepare	for	4IR.

From	 a	 research	 perspective,	 these	 in-
clude	 a	 new	 Future	 Transportation	 and	
Sustainable	 Future	 Smart	 Cities	 infra-
structure	and	research	programme,	and	a	
world-leading	Big	Data	and	Data	Science	
Institute.

In	 the	School	of	 Information	Technology,	
the	 Department	 of	 Information	 Science	

has	launched	a	state-of-the-art	research,	
teaching	and	 learning	 facility	 through	 its	
new	virtual	reality	and	interaction)	lab.

The	Department	of	Informatics	has	a	mo-
bile	development	 lab	and	a	user	 experi-
ence	lab	that	provide	students	with	a	cre-
ative	space	to	learn	about	and	experience	
current	trends	in	technology	design.

The	 Department	 of	 Computer	 Science	
has	 already	 added	 a	 stream	 in	 big	 data	
science	to	its	Master’s	degree	offerings.

Rennie Naidoo, Associate professor, 
School of IT, Department of Informat-
ics, University of Pretoria.
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New South African phone manufacturing plant 
to have upgraded versions annually

	 		ara	Phone	Plant	manufacturers
	 		have	revealed	they	will	be	
	 		bringing	to	the	market	upgrad-
ed	 versions	 of	 the	 Mara	 Phones	 every	
year.

Mara	Phone’s	first	cellphone	manufactur-
ing	plant	was	recently	launched	by	Pres-
ident	Cyril	Ramaphosa	 in	KwaZulu-Natal	
recently,	South	Africa.

The	 move	 is	 set	 to	 revive	 the	 country’s	
sluggish	economy	and	create	much-need-
ed	employment	

The	 modern	 state-of-the-art	 plant,	 with	
an	annual	production	capacity	of	over	1.2	
million	 handsets,	 is	 expected	 to	 manu-
facture	two	models	of	smartphones	–	the	
Mara	X	and	Mara	Z.	The	company	plans	
to	launch	upgraded	versions	annually.

The	 venture	 will	 generate	 hundreds	 of	
high-skilled	direct	jobs	and	thousands	of	
indirect	jobs.	It	will	contribute	to	the	trans-
fer	 of	 technology	 and	 high-tech	 knowl-
edge	 in	 South	 Africa.	 On	 its	 Twitter	 ac-
count,	Mara	Phones	said	more	than	60%	

M of	the	staff	at	the	plant	are	women	while	
90%	of	the	workforce	will	be	youth.

The	production	 is	expected	 to	serve	 the	
domestic	market	 as	well	 as	 the	 regional	
market,	especially	the	SADC	region,	con-
tributing	to	strategies	that	position	South	
Africa	as	the	gateway	to	Africa.

Given	 the	 location	 of	 the	 operations,	
Mara	Phones	will	be	designated	as	a	 lo-
cal	product	once	production	commences.	
Promotion	 will	 be	 conducted	 through	 a	
mix	of	traditional	and	digital/online	media	
while	utilising	local	platforms	to	influence	
local	markets.

The	phones	are	expected	to	be	listed	on	
commerce	 sites	 such	 as	 Jumia,	 Konga,	
and	Amazon.	The	company	also	plans	to	
sell	the	phones	via	retail	partnerships	with	
telecom	 operators	 Vodafone,	 MTN	 and	
Airtel.

During	South	Africa’s	inaugural	Africa	In-
vestment	 Forum	 in	 November	 last	 year,	
company	 founder	 and	 Chief	 Executive	
Officer,	 Ashish	 Thakkar,	 38,	 announced	

that	 his	 company	would	 invest	R1.5	bil-
lion	 in	 a	South	African	business	 venture	
over	the	next	five	years.	

Thakkar	 said	 his	 company	 had	 plans	 to	
develop	 the	 phone	 in	 plants	 across	 the	
continent’s	five	regions.

“We	all	know	the	importance	of	high	qual-
ity	 and	 affordable	 smartphones	 and	 the	
impact	 this	 can	 have	 on	 the	 continent.	
Quality	 smartphones	mean	we	 can	 truly	
enable	 financial	 inclusion,	 micro-lending	
and	 micro-insurance.	 This	 can	 translate	
into	 better	 education,	 digital	 healthcare	
and	 agriculture	 efficiency	 and	 improve	
commerce.

“If	 this	 is	 all	 going	 to	 be	 possible…	we	
[need]	 quality	 and	 affordable	 smart-
phones.	 Unfortunately,	 we	 have	 quality	
smartphones	but	 they	are	not	affordable	
and	if	it	is	affordable,	it	is	not	quality,”	he	
said	at	the	time.

Almost	 a	 year	 later,	 the	 Rwanda-based	
Mara	group	has	made	good	on	its	prom-
ise.

Photo: SA Gov News / TW
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South Africa’s HIRAX Telescope Driving 
Industry Engagements

	 he	Hydrogen	and	Real-time
	 Analysis	eXperiment	(HIRAX),
	 led	out	of	the	University	of	Kwa-
Zulu-Natal	 (UKZN),	 has	 deployed	 two	
new	 prototype	 telescope	 dish	 designs,	
one	 aluminium	 and	 the	 other	 fibreglass,	
at	 the	 South	 African	 Radio	 Astronomy	
Observatory	 (SARAO)	Hartebeesthoek	 in	
Gauteng.

The	 fibreglass	 dish	 was	 designed	 and	
manufactured	 by	 MMS	 Technology	 in	
Pretoria,	 and	 the	 aluminium	 dish	 was	
designed	 and	 manufactured	 through	 a	
partnership	between	NJV	Consulting	and	
Rebcon	 in	 Durban.	 Funding	 for	 the	 HI-
RAX	 prototype	 dishes	 was	 provided	 by	
the	UKZN	and	the	Department	of	Science	
and	 Innovation	 through	 the	National	Re-
search	Foundation.

This	 milestone	 marks	 the	 successful	
completion	 of	 months	 of	 collaboration	
between	 the	 HIRAX	 project,	 and	 local	
engineering	 and	 manufacturing	 firms,	
and	brings	HIRAX	one	step	closer	to	the	
installation	 of	 the	 full	 1024-dish	 array	 in	
a	 compact	 configuration	 on	 the	 HIRAX	
main	site	in	the	Karoo.

This	telescope	will	enable	research	in	the	
evolution	 of	 dark	 energy	 through	 hydro-
gen	 intensity	mapping,	 and	 research	 on	
transient	radio	sources	such	as	fast	radio	
bursts	 (FRBs)	 and	 pulsars.	 Dark	 energy	
is	a	mysterious	force	in	the	Universe	that	
scientists	believe	 is	acting	against	gravi-
ty	 to	cause	an	accelerated	expansion	of	
the	Universe.	FRBs	are	mysterious	milli-
second	extragalactic	flashes	in	the	sky	of	
unknown	origin.

Collaboration	on	 the	dish	design	started	
in	the	beginning	of	2018	with	the	purpose	
of	defining	final	dish	requirements	for	the	
project.	The	design	of	these	6-metre	dish-
es	has	strict	tolerances	on	the	shape,	sur-
face	accuracy,	and	receiver	position.

	The	mechanical	design	also	allows	for	the	
manual	repointing	of	the	dishes	every	few	
months,	 enabling	 the	 instrument	 to	map	
about	a	 third	of	 the	sky	over	a	five-year	
period	while	minimising	cost	by	eliminat-
ing	the	need	for	active	drive	mechanisms.
HIRAX	 will	 instrument	 and	 analyse	 the	
two	new	prototype	dishes	over	 the	next	
few	months	 to	develop	 the	final	 require-
ments	for	an	open	tender	for	the	first	256	
dishes	to	be	installed	at	the	HIRAX	main	
site	in	the	Karoo.

SARAO	 Managing	 Director	 Rob	 Adam	

T said:	“After	 the	successful	 testing	at	our	
Hartebeesthoek	site,	we	are	 looking	 for-
ward	 to	hosting	HIRAX	at	our	site	 in	 the	
Karoo.	We	 always	 had	 the	 idea	 that	 the	
SKA	site	would	prove	 to	be	an	attractor	
for	other	 leading-edge	global	 astronomy	
projects	and	this	is	turning	out	to	be	the	
case.”

This	 installation	 could	 not	 have	 been	
achieved	 without	 the	 support	 of	 the	
professional	 staff	 at	 the	 SARAO	 Harte-
beesthoek	site.	 In	this	context	the	expe-
rience	and	domain	knowledge	of	SARAO	
staff	have	been	harnessed	to	provide	sup-
port	and	technical	assistance	for	various	
aspects	 of	 the	HIRAX	project.	 All	 of	 the	
current	antenna	prototyping	work	is	being	
conducted	at	the	SARAO	Hartebeesthoek	
Observatory	site,	and	SARAO	staff	at	the	
site	have	assisted	with	the	installation	and	
testing	 of	 the	 dishes,	 and	 the	 execution	
of	the	associated	civil	infrastructure	work.

Cynthia	 Chiang,	 HIRAX	 Instrumentation	
Lead	 and	 Professor	 at	McGill	 University	
and	 Fractional	 Professor	 at	UKZN,	 said:	
“In	 order	 to	 deliver	 high-precision	 sci-
ence,	HIRAX	has	stringent	specifications	
that	require	custom-built	telescope	dish-
es.	 The	 two	 new	dishes	 from	MMS	and	
Rebcon	represent	a	significant	milestone	
toward	 achieving	 HIRAX’s	 goals,	 and	 it	
will	be	crucial	for	informing	the	final	instru-
ment	 design.”	 Both	MMS	 and	 the	 NJV/
Rebcon	 collaboration	 worked	 hand-in-
hand	with	 the	HIRAX	project	 to	produce	
prototype	 designs	 that	 will	 inform	 final	
dish	requirements	for	the	HIRAX	project.

The	 MMS	 dish	 was	 installed	 in	 August	
2019	 by	 the	 team	 led	 by	MMS	Director	
Heinrich	Bauermeister	 and	consists	of	 a	
fine	aluminium	mesh	embedded	 in	fibre-
glass.	The	MMS	dish	can	tilt	in	elevation	
30	degrees	either	side	of	zenith.	

“Designing	 and	 manufacturing	 this	 dish	
was	 a	 serious	 trade-off	 between	 per-
formance	 and	 cost.	 For	 this	 reason,	 the	
mount	 was	 kept	 as	 low	 and	 simple	 as	
possible	and	the	dish	itself	as	thin	as	pos-
sible	without	compromising	too	much	on	
performance.	

The	single-piece	composite	material	dish	
does	 not	 need	 any	 post-manufacturing	
setup,	 and	 the	mount	 is	 low	 enough	 to	
facilitate	easy	adjustment	of	the	dish	ele-
vation	by	one	person,”	said	Bauermeister.

The	 NJV/Rebcon	 dish	 was	 installed	 in	
October	2019	by	the	team	led	by	Warren	

Butler,	who	indicated	that	“team	input	of	
the	design	development	was	dynamic	to	
incorporate	 practical	 solutions	 regarding	
assembly/disassembly,	 transportation,	
ease	of	installation	on-site	in	a	remote	lo-
cation	and	serviceability	of	the	prototype	
once	installed”.

“The	design	intent	was	realised	by	a	form	
of	 laser-cut	 profiled	 aluminium	 elements	
which	 provided	 the	 parabolic	 accura-
cy	 the	 project	 required.	 The	 appropriate	
skills	and	collaboration	has	 resulted	 in	a	
practical	 buildable	 and	 easily	 erectable	
structure,	that	is	fully	recyclable,”	he	add-
ed.

The	dish	is	made	of	aluminium	mesh	with	
an	aluminium	backing	structure.	Further-
more,	 it	 is	 fixed	 in	 azimuth	 and	 can	 tilt	
in	 elevation	down	 to	 the	horizon.	Of	 the	
collaboration	between	the	HIRAX	project	
and	NJV	Consulting/Rebcon,	Linda	Ness,	
Director	 of	NJV	Consulting	 (Pty)	 Ltd	 as-
serted:	 “Collaboration	 between	 designer	
and	 fabricator	 on	 unusual	 engineering	
fabrications	at	the	conceptual	stage	is	in-
valuable,	and	this	was	one	of	those	great	
opportunities.	Early	interaction	like	this	al-
lows	cross-over	of	skills	between	the	two	
companies,	who	have	worked	together	for	
many	years.	With	multiple	units	 in	mind,	
material	 optimisation,	 repeat	 fabrication	
and	 erection	 are	 key.	 Detailed	 structur-
al	 modelling	 analyses	 and	 finer	 stress	
design	work	 could	 then	 be	 downstream	
from	wholly	 considered	upfront	 thinking,	
sketching	and	deliberation	 together	with	
the	scientists.”

The	HIRAX	 team	hopes	 that	 these	 part-
nerships	are	the	first	of	many	to	come	be-
tween	 the	project	and	 the	South	African	
industry.	 In	 addition	 to	 collaborating	 on	
HIRAX	dish	hardware,	 the	project	hopes	
to	manufacture	some	of	its	subsystems	in	
South	Africa,	work	with	 local	 technology	
companies	 to	 develop	 big	 data	 analysis	
tools,	and	hire	local	labour	for	the	deploy-
ment	of	the	instrument	in	the	Karoo.

Kavilan	 Moodley,	 Principal	 Investigator	
of	 the	 project	 and	 Professor	 at	 UKZN,	
emphasised:	 “Through	 these	 and	 future	
collaborations	with	 industry	and	 the	sci-
entific	community,	the	project	endeavours	
to	 build	 technical	 capacity	 nationally	 as	
South	 Africa	 increases	 its	 radio	 astron-
omy	 portfolio	 through	MeerKAT	 and	 the	
development	towards	the	Square	Kilome-
tre	Array	(SKA).”

Photo: www.news.uct.ac.za
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Research programme to create digital 
technology adoption framework

	 he	mining	industry	understands	
	 the	need	to	modernise,	the	move
	 towards	adapting	and	changing	
a	 +100	 year	 old	 industry	 has	 been	diffi-
cult	as	the	industry	lacks	digital	technol-
ogy	in	the	face	of	the	continuous	change	
brought	about	by	digital	and	the	now	im-
posing	Industrie	4.0	(4IR),	writes	Chantel-
le	Kotze.

“Having	 the	 right	 information	 with	 the	
right	 person	 at	 the	 right	 time	 allows	 for	
a	 proactive	 response	 by	 management,	
which	is	critical	in	a	mining	environment”,	
says	JEAN-JACQUES	VERHAEGHE,	pro-
gramme	manager	for	(RTIMS)	at	the	Man-
dela	Mining	Precinct.

4IR: The future of mining is now

There	 is	 poor	 situational	 awareness	 un-
derground	as	a	result	of	 limited	 interpre-
tation	capability	of	real-time	data	as	well	
as	 audio	 and	 visual	 communications	 in	
particular	 for	 South	 Africa’s	 deep-level	
mines,	which	has	necessitated	 the	need	
for	better	use	of	the	information	generat-
ed	within	a	mine.

Within	 the	Mandela	Mining	Precinct,	 the	
need	to	modernise	the	mining	industry	is	
recognised	as	being	greater	than	just	the	
introduction	 of	mechanisation	with	 large	
capital	equipment.

Modernisation	refers	to	the	improvement	
in	 process	 through	 the	 use	 of	 technolo-
gy	which	at	its	core	has	a	people-centric	
approach.

Thus	 the	 ability	 to	 convert	 data	 into	 in-
formation,	wisdom	and	ultimately,	knowl-
edge,	is	essential	and	independent	of	the	
type	 of	 mining	 method	 used	 –	 be	 that	
conventional	or	mechanised.

The	Real-Time	 Information	Management	
Systems	 (RTIMS)	 programme	 has	 been	
developed	 to	 address	 this	 in	 a	 holistic	
manner	and	aims	to	 improve	data	trans-
mission,	 storage,	 dissemination,	 and	 in-
formation	 management	 tools,	 practices,	
and	procedures	for	mining	companies.

The	real	thrust	of	the	research	has	there-
fore	 been	 towards	 managing	 and	 inter-
preting	 data	 to	 achieve	 a	 real-time	 de-
cision	making	 framework	 at	 the	working	
place	 that	 can	 be	 implemented	 before	
the	next	shift	starts	to	enable	smarter	and	
more	accurate	decision	making	 that	can	
improve	the	safety	and	efficiency	of	min-
ing	operations,	explains	Verhaeghe.

T Taking the leap into 4IR

While	 RTIMS	 is	 one	 of	 the	 key	 ways	 to	
prepare	the	mining	industry	for	embracing	
4IR	as	it	is	capable	of	providing	a	holistic,	
integrated	model	by	which	to	futureproof	
technology	 and	 equipment,	 it	 is	 difficult	
to	determine	to	what	extent	mining	com-
panies	 are	 preparing	 for	 4IR,	which	 is	 a	
concern	 from	 a	 technology	 perspective	
as	futureproofing	(from	a	digital	technolo-
gy	perspective)	is	generally	not	high	up	on	
agenda	of	most	mining	companies.

“The	overarching	objective	of	the	RTIMS	
research	 is	 to	develop	 Industrial	 Internet	
of	Things	(IIOT)	and	information	and	com-
munications	technology	(ICT)	frameworks	
and	 standards	 for	 digital	 technology	
adoption	 and	 applications	 in	 the	mining	
industry,”	Verhaeghe	highlights.

He	 notes	 the	 importance	 of	 this	 as	 a	
means	 to	 assist	 mining	 companies	 that	
have	 previously	 been	 burned	 by	 invest-
ing	in	incompatible	solutions	for	the	long	
term.

A	major	focus	of	the	research	to	date	has	
therefore	been	 to	address	 the	scalability	
and	 interoperability	 of	 these	 digital	 sys-
tems	 (also	 known	 as	 smart	 connected	
systems)	 as	 there	 are	 currently	 several	
white	elephants	at	mining	companies	that	
have	been	sold,	i.e	point	solutions,	which	
are	unable	to	deliver	on	what	was	prom-
ised.

“We	 therefore	 want	 to	 create	 or	 adopt	
a	 holistic	 RTIMS	 architecture	 for	 multi-
purpose	 requirements	 by	 developing	 or	
adopting	common	open-source	tools	and	
components	 required	 to	 enable	 these	
solutions	 which	 will	 fit	 into	 an	 end-to-
end	 IIOT	 architecture,”	 explains	 Verhae-
ghe,	adding	that	the	mining	industry	has	
therefore	 tasked	 the	 RTIMS	 programme	
with	 the	 development	 of	 standards	 that	
suppliers	 of	 ICT	 and	 IoT	 or	 operational	
technology	or	software	or	data	will	have	
to	comply	with,	as	a	means	to	de-risking	
the	process	of	investment	for	them.

There	 is	a	perception	that	 the	mining	 in-
dustry	 lags	 in	 terms	 of	 digital	 transfor-
mation	and	 is	not	ready	to	take	the	 leap	
into	4IR.	This	is	especially	true	when	one	
considers	 that	 the	biggest	challenge	 lies	
in	the	industry’s	inability	to	effectively	use	
the	data	that	is	captured.

RTIMS programme roadmap

Currently	 nearing	 the	 end	 of	 the	 sec-
ond	 year	 of	 the	 three-year	 programme,	
the	16	work	packages	within	 the	RTIMS	
programme	 are	 at	 an	 average	 Technol-
ogy	 Readiness	 Level	 of	 between	 4	 and	
5,	which	 is	 just	 one	 step	away	 from	 the	
prototyping	of	development	of	a	proof	of	
concept.

To	 date,	 the	 RTIMS	 research	 team	 has	
identified	 and	 refined	 the	 mining	 indus-
try’s	 requirements	 and	 designed	 and	
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proven	 some	 of	 its	 concepts.	 The	 next	
step	 in	 the	 programme	 roadmap	 is	 to	
prove	 the	 integration	 of	 these	 concepts	
by	the	end	of	2020.

“We	will	 imminently	 begin	 designing	 the	
holistic	model	 through	which	we	will	 in-
tegrate	 these	 16	 components	 to	 ensure	
interoperability	of	the	entire	system,”	says	
Verhaeghe.

While	many	of	the	16	work	packages	en-
tail	 the	 reconfiguration	 of	 existing	 tech-
nology,	 some	 of	 the	work	 packages	 are	
testing	 the	 limits	 in	 terms	 of	 what	 has	
been	done	in	the	past.

One	 such	 example,	 says	 Verhaeghe,	 is	
using	artificial	intelligence	at	the	edge,	to	
improve	and	optimise	proximity	detection	
and	 collision	 avoidance	 systems	 under-
ground.	 The	 focus	 is	 on	 predictive	 be-
haviour	of	the	movement	of	machines	and	
or	people,	timeously,	before	the	potential	
of	an	unwanted	collision	situation	arises.

Some	 of	 the	 successes	 by	 the	 RTIMS	
team	 to	 date	 has	 been	 advancing	 the	
integration	 of	 some	 of	 the	 core	 RTIMS	
work	 packages	 (including	 IOT,	 data,	 un-
derground	 communications,	 sensors,	 vi-
sualisation	and	positioning	and	modelling	
concepts),	proving	the	concept	of	a	new	

underground	 communications	 technolo-
gy,	the	ability	to	convert	an	analogue	sig-
nal	 to	digital	as	well	as	the	ability	 to	ac-
commodate	hybrid	 solutions	 for	 existing	
mines	with	legacy	infrastructure.

Pursuing localisation

“As	 part	 of	 addressing	 and	 completing	
the	 research	 and	 development	 compo-
nent	of	 the	RTIMS	programme,	we	want	
to	 localise	 and	 commercialise	 the	 solu-
tions	within	South	Africa	through	the	Min-
ing	 Equipment	 Manufacturers	 of	 South	
Africa	(MEMSA)	–	a	mining	industry	clus-
ter	 (housed	 within	 the	 Mandela	 Mining	
Precinct)	–	which	aims	 to	grow	the	 local	
supply	chain	of	capital	equipment	for	the	
mining	industry,”	says	Verhaeghe.

By	making	use	of	open-source	tools	and	
components,	 the	 enabling	 system	 infra-
structure	 components	 and	 designs	 can	
be	 made	 available	 royalty-free	 to	 mines	
and	 original	 equipment	 manufacturers	
(OEMs)	 to	ensure	 its	wide	adoption,	 fur-
ther	 ensuring	 interoperability	 of	 all	 the	
seemingly	 disparate	 systems,	 and	 to	
overcome	proprietary	lock-ins	by	service	
providers.

Additionally,	 local	 ecosystems	 of	 prod-
ucts	and	services	can	be	built.	There	will	

be	a	utility	gain	for	mines	and	an	econom-
ic	multiplier	effect	by	opening	the	ecosys-
tem	 of	 RTIMS-based	 solutions	 to	 local	
OEMs.

Driving innovation for future sustain-
ability

The	 rationale	 behind	 the	 establishment	
of	 the	 Mandela	 Mining	 Precinct	 was	 to	
create	 a	 single,	 central	 entity	 to	 guide,	
co-ordinate	and	deliver	 technological	 in-
novations	 and	 solutions	 for	 the	 mining	
industry.

This	moves	away	 from	decentralised	or-
ganisational	initiatives	which	take	place	in	
a	discrete	 fashion	where	 inherent	 in	 this	
situation	is	the	unwarranted	duplication	of	
efforts	and	lack	of	critical	mass	essential	
to	research	and	development.

A	year	since	its	establishment	in	Septem-
ber	 2018	 and	 each	 of	 the	 six	 research	
programmes	have	made	significant	head-
way	in	co-ordinating	their	research	activ-
ities	 to	 develop	 people,	 processes	 and	
technology	–	the	integration	of	all	of	these	
together	 towards	 the	creation	of	 a	more	
modern	mining	industry.

Source-Mining Review Africa
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ADAM EQUIPMENT S.A. PTY
Phone: 011 974 9745

Email: sales@adamequipment.co.za
Tel: +27 (0)11 9749745

https://www.adamequipment.co.za

ACTION INSTRUMENTS SA CC
Phone: 011 403 2247

Email: support@aisa.co.za
https://www.aisa.co.za

AFRICAN SCIENTIFIC TECHNOLOGIES (PTY) LTD
Phone: 072 161 0639

http://www.afriscientific.co.za

ALS GEOCHEMISTRY – JOHANNESBURG
Phone: 011 608 0555

APPLYBY INSTRUMENTATION SA PTY 
Tel: +27 21 554 0044 
Fax: +27 21 554 0046 

email: info@appleby.co.za 
Web: www.appleby.co.za

ANTON PAAR SOUTHERN AFRICA 
(PTY) LTD

Phone: 010 443 0950
Tel.+27 (0) 10 443 0950
Fax +27 () 866103908

info.za@anton-paar.com

ANATECH INSTRUMENTS (PTY) LTD
Tel: 011 462 6776
Fax: 021 946 4276

sales@anatech.co.za
http://anatech.co.za

AWR SMITH PROCESS 
INSTRUMENTATION CC

Phone: 011 782 7279
http://www.instruments.co.za

 B & W INSTRUMENTATION & ELECTRICAL LTD 
Tel: +27 11 907 1663 
Fax: +27 11 907 1957 
Web: www.bwie.co.za 

BLUE CUBE SYSTEMS 
Tel: +27 2` 880 2838 

Fax: +27 21 880 2860 

ENDRESS+HAUSER 
Tel: +27 11 262 8006 
Fax: +27 11 262 8062 

email: info@endress.com 
Web: www.za.endress.com

HANNA INSTRUMENTS
Phone: (011) 615 6076

Email: hanna@hanna.co.za
https://hanna.co.za

 INTELTRONICS INSTRUMENTATION 
Tel: +27 82 445 2531 

email: intronics@icon.co.za 
Web: www.inteltronics.co.za 

INTROTECH 
Tel: +27 11 462 1920/2 
Fax: +27 11 462 1958 

email: Edward@introtech.co.za 
Web: www.introtech.co.za

ITHEMBA LABS 
Tel: +27 21 843 100 
Fax: +21 843 3525 

email: director@tlabs.ac.za 
Web: www.tlabs.ac.za

LABOTEC 
Tel: +27 11 315 5434 
Fax: +27 11 315 5882 

email: debbies@labotec.co.za 
Web: www.labotec.co.za 

MICROSEP 
Tel: +27 11 553 2300 
Fax: +27 11 553 2400 

Email: nfo@microsep.co.za 
Web: www.microsep.co.za

 

MONITORING AND CONTROL LABORATORIES 
Tel: +27 11 327 6524 
Fax: +27 11 327 6530 

email: exports@moncon.co.za 
Web: www.moncon.co.za

NATIONAL HEALTH LABORATORY 
SERVICE

Phone: 011 489 9154
Tel: 011-386-6000
Fax: 011-386-6620

http://www.nhls.ac.za
 

 NLA 
Tel: +27 12 3491500 
Fax: +27 123491501 

email: maggier@nla.org.za 
Web: www.nla.org.za 

Laboratory Instrumentation Measurement 
& Control Technology Industry

N & Z INSTRUMENTATION & CONTROL 
Tel: +27 11 435 1080 

email: enquiries@nz.co.za 
Web: www.nhls.ac.za 

NHLS 
Tel: +27 11 386 6000 Fax: +27 11386 6586 

email: enquiries@nhls.ca.za 
Web: www.nhls.ac.za 

OEN ENTERPRISES 
Tel: +27 11 675 4447 

email: colwyn@oenenterprises.co.za 
Web: www.oe.co.zanenterprises

RUTLAND INDUSTRIES
Phone: 011 618 3646 

https://www.rutland.co.za

SGS SOUTH AFRICA PTY LTD
Phone: 011 796 3500
https://www.sgs.co.za

TEMPERATURE CONTROLS 
Tel: +27 11 791 6000 
Fax 27 11 792 1140 

email: sales@tempcon.co.za 
Web: www.tempcon.co.za

TEST AND MEASUREMENT
 INSTRUMENTS C.C.
Phone: 011 683 4365

http://instrumentsgroup.co.za 

TLC ENGINEERING SOLUTIONS (PTY) LTD
Tel: (011) 463-3860/1
Fax: (011) 463-2591

Email: sales@tlc.co.za
http://www.tlc.co.za 

WIRSAM SCIENTIFIC - LABORATORY SUPPLIER
Phone: +27 (0) 11 482 - 1060/5

Fax: +27 (0) 11 726 - 6094
Email: wirsamjb@wirsam.com

http://www.wirsam.com

X-LAB EARTH
Phone: +27 (11) 590-3000

Email: info@xlab.earth
https://www.xlab.earth
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IT in Manufacturing: Thinking industry further 

	 t	Hannover	Messe,	Siemens	has
	 presented	numerous	additions
	 to	 its	Digital	Enterprise	portfolio	
for	the	next	level	of	digital	transformation	
in	the	discrete	and	process	industries.	

“Through	 the	 integration	of	 cutting-edge	
technologies	 into	 our	 portfolio,	 we	 can	
help	 industrial	 companies	 to	 benefit	
from	 rapidly	 growing	 data	 volumes	 in	
wide-ranging	new	ways,”	 explained	Sie-
mens	 board	 member,	 Klaus	 Helmrich.	
“With	 the	 use	 of	 technologies	 such	 as	
artificial	intelligence,	edge	computing	and	
additive	manufacturing,	we	are	paving	the	
way	for	the	future	of	industry.”	

Under	 the	 slogan:	 ‘Digital	 Enterprise	
–	 Thinking	 industry	 further!’	 Siemens	
demonstrated	how	companies	of	any	size	
can	use	industry-specific	solutions	to	in-
crease	 their	 flexibility	 and	 productivity	
and	to	develop	new	business	models.

The	basis	for	these	cutting-edge	technol-
ogies	 is	 the	availability	 of	 data.	 Through	
digital	twins	that	map	and	link	together	all	
the	steps	of	industrial	manufacturing	in	a	
virtual	 world,	 comprehensive	 data	 pools	
can	 be	 created.	 One	 example	 is	 a	 new	
module	 with	 an	 integrated	 AI-capable	
chip	 for	 the	 Simatic	 S7-1500	 controller:	
through	the	use	of	machine	learning	algo-
rithms,	 robot-based	 handling	 processes	
can	 be	 optimised,	 for	 example.	 For	 the	
learning	 process,	 artificial	 intelligence	
(AI)	 requires	 large	 volumes	 of	 data.	 And	
this	 data	 is	 only	 available	 if	 processes	
have	been	digitalised	and	 linked	 togeth-
er	seamlessly.	With	 Industrial	Edge,	Sie-
mens	has	extended	 its	Digital	Enterprise	
automation	 platforms	 –	 Simatic	 and	 Si-
numerik	 –	 to	 include	 a	 data	 processing	
solution	on	 the	shop	floor.	With	 its	scal-
able	concept	extending	from	the	floor	to	

A
the	 MindSphere	 open,	 cloud-based	 IoT	
operating	 system,	Siemens	 is	 creating	a	
manufacturing	renaissance.

At	 the	 booth,	 Siemens	 used	 a	 show-
case	 from	 automotive	 manufacturing	 to	
demonstrate	 how	 the	 use	 of	 cloud	 and	
edge-based	data	 analysis,	 together	with	
other	cutting-edge	 technologies	such	as	
additive	manufacturing	 and	 autonomous	
manufacturing	 systems,	 create	 new	 op-
portunities	 for	 the	 efficient	 and	 flexible	
production	of	electric	cars	and	batteries.

“Siemens	is	supporting	the	automotive	in-
dustry	with	software	and	automation	sys-
tems	for	the	transformation	to	e-mobility,”	
explained	Helmrich.	 “This	 helps	 to	meet	
today’s	challenges,	 such	as	 the	growing	
demand	 for	customised	products.”	Digi-
talisation	cannot	be	implemented	without	
protecting	industrial	plants	from	cyberat-
tacks.	 In	 future,	AI	 and	 edge	 computing	
will	also	improve	security,	since	data	anal-
ysis	can	be	used	to	detect	cyber	threats	
quickly	and	reliably.

For	 process	 automation,	 Siemens	 broke	
new	ground	at	 the	Hannover	Messe	and	
introduced	 an	 innovative	 new	 process	
control	 system.	 With	 Simatic	 PCS	 neo,	
the	company	presented	a	brand	new	sys-
tem	 software	 package,	 which	 offers	 the	
process	industry	new	opportunities	in	the	
age	 of	 digitalisation.	 This	 includes	 glob-
al	web-based	cooperation	in	engineering	
and	operations	as	well	as	unique	usabil-
ity	with	a	 seamless	object-oriented	data	
model	 and	 open	 system	 architecture.	 In	
addition,	it	offers	the	option	of	scalability	
from	 small	 process	 modules	 through	 to	
the	largest	process	plants	in	the	world.

Visitors	to	the	‘Future	Area’	of	the	booth	
discovered	where	the	integration	of	these	

cutting-edge	technologies	is	leading	–	to	
a	much	stronger	link	between	OT	and	IT.	
Through	 the	convergence	of	 these	 tech-
nology	areas,	increasing	volumes	of	data	
from	 industrial	 development	 and	 manu-
facturing	will	in	future	be	linked	with	other	
data	from	areas	such	as	logistics	or	pur-
chasing.	 As	 a	 result,	 a	 large	 amount	 of	
information	 will	 be	 transferred	 from	 the	
central	to	the	control	level.

In	 order	 to	 provide	 cross-sector	 data	
transfer	and	to	increase	flexibility	and	pro-
ductivity,	 a	wide-ranging,	powerful	 com-
munication	infrastructure	is	required.	The	
new	5G	communication	standard	creates	
exciting	prospects	here.	High	data	rates,	
reliable	 high-performance	 broadband	
transmission	 and	 ultra-short	 latency	 pe-
riods	 support	 considerable	 increases	 in	
efficiency	 and	 flexibility	 in	 industrial	 val-
ue	 creation	 –	 especially	 for	 Industry	 4.0	
applications.	Siemens	has	used	this	new	
communication	standard	from	the	outset	
and	is	supporting	standardisation	and	in-
dustrial	 implementation	 through	 the	 de-
velopment	 of	 an	 appropriate	 portfolio.	 It	
is	also	running	 its	own	research	projects	
for	 Industrial	 5G	 and	 establishing	 sever-
al	5G	interoperability	test	centres	running	
under	actual	OT	conditions.	This	includes	
the	evaluation	and	testing	of	available	in-
dustrial	 standards,	 such	 as	Profinet	 and	
Time	Sensitive	Networking	(TSN).

“We	support	 our	 customers	on	 the	path	
to	digitalisation,	from	consulting	on	strat-
egies	 for	 industrial	 digitalisation	 through	
to	supporting	 in	 the	 implementation	and	
optimisation	 of	 digital	 solutions,”	 con-
cludes	Helmrich.	“Together	we	determine	
the	 existing	 level	 of	 digitalisation	 at	 the	
relevant	company,	and	from	there	we	de-
velop	a	 transformation	 strategy	 together	
with	a	roadmap.”
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Meet the Future: Edge Programmable 
Industrial Controllers

	 ll	controls	engineers	are	famil-
	 iar	with	PLCs	and	PACs	
	 (programmable	automation	con-
trollers).	 Both	 have	 been	 used	 and	 im-
proved	 over	 many	 years,	 incorporating	
capabilities	that	used	to	be	found	only	in	
scada	 systems,	 adding	 communications	
with	 Microsoft	 Windows-based	 HMIs,	
running	 on	 standard	 Ethernet	 networks,	
and	so	on.

But	now	we	need	more	from	our	automa-
tion	 systems.	 For	 the	 kinds	 of	 applica-
tions	we	want	to	do	in	the	future,	we	need	
a	 new	 approach	 that	 simplifies	 connec-
tions	and	communication	–	a	new	product	
that	does	much	more	than	a	PLC	or	even	
a	PAC.	We	need	an	automation	product	
that	shrinks	or	eliminates	the	middleware	
and	 lets	 us	 move	 data	 from	 where	 it	 is	
produced	to	where	 it	needs	 to	be,	 in	 far	
fewer	steps.

Fortunately	that	product	has	recently	ap-
peared	on	the	market.	It	is	called	EPIC	–	
an	edge	programmable	industrial	control-
ler.	An	EPIC	device	eliminates	middleware	
and	shrinks	the	steps	required	to	get	the	
data	we	need,	thus	reducing	complexity,	
lessening	 security	 risks,	 and	 decreasing	
the	time	and	expense	required	for	instal-
lation	and	maintenance.

So what exactly is EPIC?

Let’s	take	a	look	at	each	part	of	the	acro-
nym	and	see	what	 it	means	for	an	auto-
mation	application.

Edge

All	 data	 acquisition	 starts	 at	 the	 edge	
because	that	 is	where	data	 is	produced.	
A	manufacturing	 line	or	shipping	depart-
ment	 in	 a	 factory,	 refrigerated	 rooms	 or	
barcoded	 containers	 in	 a	 warehouse,	
pumps	 and	 pipes	 and	 storage	 tanks	 at	
remote	 sites:	 all	 are	 at	 the	 edge	 of	 the	
network,	and	all	have	data	that	could	be	
used	to	improve	processes	and	profits.

If	we	can	get	 that	data	directly	 from	 the	
source,	 then	we	know	 it	 is	 accurate.	So	
an	EPIC	device	sits	at	the	edge	and	con-
nects	 directly	 to	 sensors	 and	 actuators	
through	 its	 I/O,	 the	 inputs	 and	 outputs	
that	gather	sensor	data	and	send	control	
commands.	 It	 also	 connects	 to	 existing	
PLCs	or	other	devices	to	gather	their	data	
and	issue	commands,	if	needed.

Programmable

An	EPIC	device	is	not	a	PLC,	not	a	PAC,	

A and	 not	 a	 PC,	 but	 like	 them	 it	must	 be	
programmed	for	control.	An	EPIC	device	
gives	 you	 several	 programming	 options,	
some	of	which	reflect	traditional	automa-
tion	tools	and	others	that	come	from	PC	
and	Internet	backgrounds.

An	EPIC	device	does	not	 limit	 your	pro-
gramming	 options	 like	 PLCs	 and	 PACs,	
or	force	you	to	learn	a	new	programming	
language	in	order	to	use	it.	Instead,	it	lets	
you	 leverage	what	you	already	know,	so	
you	can	build	control,	data	exchange,	and	
HMI	programs	more	quickly.

Industrial

As	engineers,	we	often	have	to	place	con-
trollers	in	severe	environmental	locations.	
One	problem	with	PCs	in	industrial	auto-
mation	is	that	an	off-the-shelf	PC	cannot	
be	trusted	to	stand	up	to	harsh	environ-
ments.	Only	a	more	expensive	 industrial	
PC	will	work.

In	 contrast,	 EPIC	 devices	 grew	 from	 re-
al-world	automation	experience	and	were	
designed	 to	withstand	 tough	conditions.	
Industrial-grade	 components	 and	 pro-
cessors	 are	 designed	 for	 long	 life.	 UL	
hazardous	 locations	 approval	 and	 ATEX	
compliance	are	standard.	Operating	tem-
perature	 ranges	 are	 wide,	 for	 example,	
-20	to	70°C,	while	EPIC	I/O	is	hot	swap-
pable.

Stainless-steel	 chassis	 come	 in	different	
sizes	to	fit	enclosures	or	machine	designs	
and	can	be	DIN-rail	or	panel	mounted.

Controller

At	heart,	an	EPIC	device	is	a	real-time	in-
dustrial	controller	designed	to	run	control	
applications	–	a	device	 that	does	every-
thing	 we	 have	 always	 expected	 from	 a	
PLC	or	PAC.

Programmed	 with	 standard	 automation	
tools	 like	 flowcharting,	 structured	 text,	
and	 even	 traditional	 ladder	 logic,	 an	
EPIC	works	 just	 like	 a	PLC	or	PAC	 in	 a	
control	 system	 –	 but	 an	 EPIC	 device	 is	
much	more	 than	 just	a	controller.	 Its	 I/O	
modules	offer	multiple	channels.	Modules	
with	isolated	channels	are	also	available.	
Analog	and	discrete	I/O	accepts	a	variety	
of	signals,	through	channels	that	are	soft-
ware	configurable.

Taken	 as	 a	 whole,	 an	 EPIC	 system	 of-
fers	 significant	 options	 for	 automation	
and	IIoT	projects,	which	include	security,	
gateway	 functions,	HMI,	 data	 communi-

cations,	control	and	scalability.	EPIC	de-
vices	offer	 a	 new	kind	of	 industrial	 con-
troller	–	an	edge	programmable	industrial	
controller	–	that	not	only	gives	automation	
engineers	real-time	control	for	all	kinds	of	
traditional	 automation	 applications,	 but	
also	positions	them	to	be	able	to	provide	
the	IIoT	and	data-based	tasks	companies	
want	to	do	now.

Credits-Opto Africa Holdings
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Simple path to Industry 4.0-enabled 
process technology

	 	odern	system	concepts	tailored	
	 	to	Industry	4.0	or	the	IIoT	offer	
	 	numerous	advantages	 in	 terms	
of	 process	 efficiency,	 costs	 and	 quali-
ty.	 The	 ultra-compact	 range	 of	 Industri-
al	PCs	 (IPC)	 from	Beckhoff	are	 the	 ideal	
space-saving,	 high-performance	 IIoT	
edge	devices	to	fully	utilise	these	advan-
tages	for	new	and	legacy	systems	in	the	
process	industry.

By	 integrating	 comprehensive	 IIoT	 and	
analytics	 functionality,	 PC-based	 control	
technology	opens	up	a	wealth	of	options	
to	 optimise	 production.	 System	 consis-
tency	in	the	control	platform	ensures	sim-
ple	 implementation	and	high	transparen-
cy:

•	 A	 universal	 portfolio	 of	 components	
for	 explosion	 protection,	 including	 the	
ELX	 series	 EtherCAT	 Terminals,	 enables	
end-to-end	automation	of	even	large	and	
complex	processing	plants.
•	 The	 TwinCAT	 software	 platform	 offers	
specific	 interfaces	 and	 libraries	 for	 pro-
cess	technology,	and	enables	convenient	
cloud	 integration	 via	 TwinCAT	 IoT	 and	
data	 analysis	 via	 TwinCAT	 Analytics	 in	
perfect	 synchronisation	 with	 control	 cy-
cles.
•	 A	 high-performance	 IoT	 edge	 device	
is	available	 in	 the	 form	of	 the	C6015	ul-
tra-compact	 IPC,	 a	 universally	 suitable	
machine	control	platform.

C6015: an exceptionally compact IoT 
edge device

Measuring	 just	 82	 x	 82	 x	 40	 mm,	 the	
exceptionally	 compact	 C6015	 IPC	 with	
multi-core	 technology	can	be	flexibly	 in-
stalled	 even	 in	 highly	 confined	 spaces.	
Equipped	 with	 an	 Intel	 Atom	 processor	
offering	up	to	four	CPU	cores,	the	C6015	
provides	 sufficient	 processing	 power	 for	
simple	 collection,	 processing	 and	 pro-
vision	of	 process	data	 and	 for	 the	more	
complex	 tasks	 required	of	a	modern	 IoT	
gateway.	The	Microsoft	Azure	certification	
of	the	C6015	underscores	that	the	device	
is	 ideal	 for	 state-of-the-art	 Industry	 4.0	
applications.

The	C6015	is	predestined	for	such	com-
munication	 tasks	 especially	 when	 retro-
fitting	 and	 connecting	 legacy	 systems.	
Existing	 process	 technology	 systems	
can	 easily	 be	 equipped	 with	 additional	
IIoT	 capabilities	 using	 this	 edge	 device,	
or	 they	 can	 be	 readied	 to	 meet	 future	
communication	requirements.	In	this	way,	
operators	of	process	technology	systems	
gain	access	to	the	full	wealth	of	IIoT	and	

M analytics	solutions	supported	by	Beckhoff	
technology,	regardless	of	the	automation	
technology	used	–	be	it	PC-based	control	
or	 third-party	 control	 platforms.	 This	 re-
duces	production	costs,	optimises	prod-
uct	quality	and	improves	the	overview	and	
transparency	of	all	process	workflows.	In	
addition,	system	availability	and	produc-
tivity	can	be	 increased	and	cloud-based	
services	used,	for	example,	to	implement	
predictive	maintenance.

C6017: combines compact design with 
a variety of interfaces and integrated 
UPS

With	miniaturised	dimensions,	the	C6017	
is	 practically	 identical	 in	 design	 to	 the	
popular	 C6015,	 currently	 the	 smallest	
ultra-compact	 IPC	 from	 Beckhoff.	 The	
success	 of	 the	 C6015	 quickly	 created	
additional	 demand,	 especially	 from	 ap-
plications	 with	 increased	 requirements	
for	 connectivity	 and	data	 security	 in	 the	
event	of	potential	power	supply	failures.

The	C6017	was	 developed	 precisely	 for	
this	purpose:	 the	existing	C6015	config-
uration	 with	 DisplayPort	 connection,	 an	
onboard	dual	 Ethernet	 adapter	with	 two	
100/1000Base-T	 connections	 as	well	 as	
a	USB	3.0	and	USB	2.0	port,	is	extended	
on	the	C6017	with	an	additional	two	RJ45	
and	 two	 USB	 2.0	 interfaces.	 Moreover,	
an	 optional	 capacitive	 1-second	 UPS	 is	
integrated,	which	ensures	storage	of	per-
sistent	data	in	the	event	of	a	power	sup-
ply	failure.

With	 dimensions	 of	 82	 x	 82	 x	 66	 mm,	
the	size	of	 the	C6017	 is	almost	 identical	
to	 the	 C6015.	 Only	 the	 overall	 height	 is	
extended	 by	 24	 mm.	 Equipped	 with	 an	
Intel	 Atom	CPU	with	 up	 to	 four	 proces-
sor	cores,	 the	passively	cooled	 IPC	also	
features	a	robust	aluminium	and	zinc	die-
cast	housing	so	it	is	equally	ideal	for	auto-
mation,	visualisation	and	communication	
tasks	up	to	the	mid-performance	range.

Universally applied generation of con-
trol devices

The	new	ultra-compact	IPC	series	is	ide-
ally	 suited	 to	 meet	 today’s	 demanding	
requirements	 in	 machine	 building,	 such	
as	 increased	 modularisation,	 reduced	
space	 requirements	 in	 control	 cabinets,	
higher	processing	power	and	competitive	
pricing.	 Designed	 precisely	 with	 these	
requirements	 in	 mind,	 the	 new	 device	
generation	 is	 ideal	 for	 a	 broad	 range	 of	
applications,	 for	 instance	 in	 distributed	
topologies	and	advanced	Industry	4.0	ap-

plications.	 Computing	 power	 is	 scalable	
to	match	requirements:

•	 C6015	 and	 C6017	 for	 the	 lower	 and	
mid-performance	range.
•	C6030	–	the	high-end	device	with	Core-i	
series	 processors	 with	 up	 to	 3.9	 GHz	
per	 core	 for	 highly	 complex	 machines,	
CNC	 or	 XTS	 applications,	 comprehen-
sive	multi-axis	control,	feature-filled	HMI,	
applications	 with	 extremely	 short	 cycle	
times,	 and	 for	 handling	 large	 data	 vol-
umes.

C6032: high-performance for extreme-
ly short cycle times

With	 dimensions	 of	 only	 129	 x	 133	 x	
104	mm,	 the	C6032	 Industrial	PC	offers	
high-performance	 in	 a	 modular	 design.	
For	 this	purpose,	 the	C6032	adds	a	 fur-
ther	circuit	board	level	to	the	C6030	sin-
gle-board	 IPC,	 which	 is	 comparable	 in	
terms	 of	 computing	 power,	 to	 allow	 for	
accommodation	of	modular	interface	and	
functional	 extensions.	 With	 the	 use	 of	
compact	 PCIe	modules,	 the	 C6032	 can	
be	optimally	adapted	 to	 the	 requirement	
profile	of	individual	applications.

The	 use	 of	 an	 extremely	 durable,	
speed-monitored	 and	 controlled	 fan	
makes	the	C6032	suitable	for	a	tempera-
ture	range	of	up	to	55°C.	Available	options	
are	Windows	7	or	Windows	10	operating	
systems,	 as	 well	 as	 a	 second	M.2	 SSD	
in	RAID	 configuration.	 The	C6032	 offers	
storage	capacity	of	40	GB	M.2	SSD,	3D	
flash	even	in	the	basic	configuration.

A device generation designed for uni-
versal use in the digital era

The	 Microsoft	 Azure-certified	 devices	
of	 Beckhoff’s	 ultra-compact	 IPC	 series	
are	 ideal	 to	 meet	 current	 requirements	
in	 advanced	 machine	 building,	 such	 as	
increasing	modularity,	reduced	space	re-
quirements	in	control	cabinets,	increased	
computing	power	and	growing	price	pres-
sure.	Designed	exactly	with	all	 these	 re-
quirements	in	mind,	the	new	device	gen-
eration	is	suitable	for	use	in	a	broad	range	
of	application	scenarios	such	as	distribut-
ed	architectures	and	the	IIoT	applications	
associated	with	digital	transformation.

For more information contact Michelle 
Murphy, Beckhoff Automation, +27 
11 795 2898, michellem@beckhoff.
com, www.beckhoff.co.za
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APAC ENTERPRISE TRADING CC
Phone: 011 801 9440
https://peakpak.co.za

AVERY DENNISON SA (PTY) LTD
Phone: 011 249 5700

https://www.averydennison.com

BME GROUP OF COMPANIES
Phone: 011 807 3069
Fax: +27 11 807 3957

Email: bme@bmepkg.co.z
https://bmegroup.co.za

BOX BOYZ S.A PTY LTD
Phone: 011 823 2921

Fax to Email: 086 568 4938
Email: reception@boxboyz.co.za

Website: www.boxboyz.co.za

CCBSA – WADEVILLE
Phone: 011 323 1500

https://www.ccbagroup.com

CORRUSEAL CORRUGATED GAUTENG
Phone: 011 824 8440

http://www.corruseal.co.za

DETPAK PACKAGING SOUTH AFRICA
Phone: 011 077 0800

https://www.detpak.co.za

FUTURE PACKAGING & MACHINERY
Phone: 011 794 3310
info@futurepack.co.za

https://www.futurepack.co.za

MPACT CORRUGATED BRAKPAN
Phone: 011 812 7400

Tel: +27(0)11 994 5500
Email: info@mpact.co.za
https://www.mpact.co.za

MOSS PACKAGING CC
Phone: 011 864 3593

Email: russel@mosspackaging.co.za
Email: russmoss@mweb.co.za

OCC | PLASTO-SAC SA
Phone: 011 880 3030

SUPERB PACKAGING
Phone: 011 974 1010

sales@superbpack.co.za
 clinton@superbpack.co.za

http://www.superbpack.co.za

PACKWAY INTERNATIONAL SA CC
Phone: 011 485 3586

PACKIT PACKAGING SOLUTIONS 
JOHANNESBURG

Phone: 011 791 4823
Fax: 086 6267611

https://www.packit.co.za

Material Packaging & FMCG Industry

PAPER PACKAGING PLACE
Phone: 011 462 2872

https://paperpackagingplace.com

R HADDOCK & CO
Phone: 011 334 2674

http://www.rhaddock.co.za

SA PACKAGING
Phone: 011 493 1490

Email: shabeer@packagingsa.co.za
https://www.packagingsa.co.za

SHAFT PACKAGING
Tel: (011) 792-1200/8 
Fax: (011) 793-5712

Email: shaftjhb@mweb.co.za 
https://www.shaftpackaging.co.za

TETRA PAK SOUTH AFRICA
Phone: 011 570 3000

https://www.tetrapak.com/za

WYDA SOUTH AFRICA | ALUMINIUM FOIL 
CONTAINERS | FOOD PACKAGING

Phone: 011 570 1837
https://wyda.co.za
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4SA MEDICAL SUPPLIES
Tel: +27 11 262 0067
Cell: +27 64 518 4482
info@4samedical.co.za

ALLERGAN PHARMACEUTICALS 
SOUTH AFRICA

Tel | +27 (0)11 545 6600
E-mail | SA_MedInfo@Allergan.com

BAXTER HEALTHCARE SOUTH AFRICA 
(PTY) LTD 

Phone: 1-224-948-3020
Email: GlobalCORPInvestorRelations@baxter.com

BAYER (PTY) LTD
Phone: 011 921 5911

www.bayer.co.za

DAY1 HEALTH
Phone: 0876 100 600

https://www.day1health.co.za

DELTA SURGICAL SA PTY LTD
Phone: 011 447 4882

ENDOMED MEDICAL & SURGICAL 
SUPPLIES

Tel: +27 31 791 2230 
 Email: info@endomed.co.za

GALDERMA LABORATORIES SA (PTY) LTD
Phone: 011 706 2339

MEDA PHARMA SOUTH AFRICA (PTY) LTD
Tel: +8600 6332 72 

Fax: +27 11 784 1428
Email: riaan.botes@medapharma.co.za

www.meda.co.za

MEDICARE HOSPITAL EQUIPMENT
Phone: +27 12 803 1652

Fax: +27 86 571 7661
www.medicare.co.za

MSD ANIMAL HEALTH SOUTH AFRICA
Phone: 011 923 9300

http://www.msd-animal-health.co.za

OMNIMED PTY LTD
Tel: 011 792 7120

OTTOBOCK SOUTH AFRICA
Phone: 011 392 1120

PIERRE FABRE SOUTH AFRICA (PTY) LTD
Phone: 011 803 5140

PRIONTEX (JOHANNESBURG)
Tel: +27 (0)11 2375900 or +27 (0)10 140 2350

Fax: +27 (0)11 2375912
Email: info@priontex.com

www.priontex.com

QUANTUMED
Phone: 011 262 4888 / 011 807 2441 / 

           087 701 0552  
       Office: +27 11 262 4888/ 011 262 4888 

Fax: 086 672 4419
E-mail: info@quantumed.co.za

www.qzm.co.za

ROCHE PRODUCTS (PTY) LTD
Tel: 011 502 5000
Fax: 011 268 5748 

illovo.communications@roche.com

Health & Medical Industry Listing

SA BIOMEDICAL GROUP (PTY) LTD
Phone: 011 531-5000

www.sabiomedical.co.za

SOULCARE SOUTH AFRICA
Phone: 073 854 3103
www.soulcare.co.za

SPECMED MEDICAL
Phone: +27 (0)11 8055891

Fax: 086 684 4647
Email: specmed@mweb.co.za

www.specmed.co.za

SSEM MTHEMBU MEDICAL (PTY) LTD
Phone: 011 444 8184

STRYKER SOUTH AFRICA
Phone: +1 269 385 2600
Phone: +1 269 389 2300 

Fax: +1 269 385 1062
www.stryker.com

WORKFORCE HEALTHCARE
Phone: 011 532 000

https://www.workforcehealthcare.co.za
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How to get your medical device to 
market faster

	 eveloping	a	device	from	pre-
	 clinical	work	through	clinical	
	 trials	and	the	regulatory	process	
can	take	years	and	millions	of	dollars.

Several	 factors	 can	 help	 a	 company	 to	
maintain	a	steady	pace	without	breaking	
the	bottom	line.

Two	of	the	most	significant	challenges	in	
medical	 device	 manufacturing	 are	 get-
ting	the	product	to	market	faster	than	the	
competition	 and	meeting	high	 client	 de-
mands.

Larger	original	 equipment	manufacturers	
(OEMs)	 that	 sell	 medical	 devices	 to	 in-
stitutions,	 such	 as	 hospitals	 and	 clinics,	
can	expedite	speed	to	market	by	working	
with	 clinicians	 to	 quickly	 identify	 unmet	
needs	and	 indications	 for	use.	However,	
converting	 this	 feedback	 quickly	 into	 a	
deployable	device	can	be	a	challenge.

Oncology	 tumor	 ablation,	 chronic	 pain	
treatments,	 vessel	 sealing	 and	 renal	 de-
nervation	are	a	few	examples	of	minimally	
invasive	 surgical	 therapies	 that	 employ	
radio	 frequency	 generator-based	 treat-
ments.	For	 these	clinical	areas	of	devel-
opment,	it	is	more	important	than	ever	to	
quickly	identify	new	markets	to	maintain	a	
competitive	 growth	 strategy.	 This	 speed	
to	market	helps	companies	compete	and	
stay	 innovative	 while	 lowering	 the	 total	
cost	of	owning	their	capital	equipment	by	
using	common	components	across	multi-
ple	verticals.

Flexibility in manufacturing equipment

The	equipment	itself	is	a	significant	com-
ponent	 of	 the	 overall	 system	 cost.	 Typi-

D cally,	 manufacturing	 equipment	 is	 very	
purpose-built,	and	changing	or	updating	
it	requires	extensive	redesign	and	testing.	
A	more	configurable	platform	that	allows	
for	 adding	 features	 or	 performing	main-
tenance	updates	could	lower	the	cost	of	
ownership.	 In	some	cases,	 features	may	
be	 added	 without	 changing	 equipment	
software.

Taking	 this	a	step	 further,	new	technolo-
gy	 is	available	 that	allows	a	client	 to	 in-
troduce	 new	 therapies	 without	 updating	
generator	 software.	 Those	 therapies	 in-
clude	 connecting	 a	 new	 multi-electrode	
catheter	to	perform	an	enhanced	ablation	
treatment.	 Introducing	a	unique	catheter	
with	a	different	control	algorithm	can	ex-
pand	the	original	device’s	applications.

The	technology	behind	these	innovations	
involves	 using	 an	 encrypted	 communi-
cation	 protocol	 and	 framework	 that	 are	
pre-programmed	into	the	ablation	gener-
ator	and	enabled	by	the	probes	that	plug	
into	 them.	The	probes	 tell	 the	generator	
what	 to	 do,	 allowing	 it	 to	 perform	 new	
functions	 and	 use	 new	 features	 without	
ever	having	to	update	its	software.	These	
platforms	offer	highly	customized	RF	en-
ergy	for	novel	and	unique	therapies.

While	 most	 general-purpose	 RF	 energy	
platforms	have	a	variety	of	settings,	they	
cannot	be	highly	customized.	This	 tech-
nology	allows	the	customer	the	flexibility	
to	create	unique	therapies	and	user	expe-
riences	 in	a	 fraction	of	 the	 time	 it	would	
take	 to	 create	 custom	 settings	 from	
scratch.

No need for software updates in the 
field

This	solution	alleviates	a	major	 logistical	
pain	point,	as	updating	software	on	capi-
tal	equipment	deployed	in	the	field	is	very	
time-consuming	 and	 costly.	 Field	 repre-
sentatives	 must	 go	 out	 to	 each	 centre,	
or	the	centre’s	direct	employees	must	be	
trained	to	perform	software	updates.	Ad-
ditionally,	records	must	be	generated	that	
work	was	completed	and	transferred	back	
to	the	manufacturer	for	record-keeping	—	
another	time-consuming	process.

Smaller	 firms	 and	 startups	 can	 also	 use	
an	RF	development	platform	 to	custom-
ize	their	algorithms	in	order	to	get	to	clin-
ical	trials	faster.	Startups	can	save	money	
and	 reduce	 their	 risk	of	missing	 investor	
and	clinical	milestones.	A	developmental	
platform	 can	 also	 allow	 small	 firms	 and	
startups	 to	expand	 their	bench	 research	
and	try	things	they	would	have	otherwise	
been	unable	to	due	to	constraints	of	off-
the-shelf	 generators.	 For	 example,	 they	
can	 experiment	 rapidly	 to	 figure	 out	 a	
catheter/probe	 design	 and	 energy	 com-
bination	that	will	produce	the	desired	le-
sion,	which	 in	turn	produces	the	desired	
clinical	effect.

A	 customizable	 development	 platform	
may	 also	 allow	 a	 company	 to	 build	 the	
first	 device	 on	 a	 commercial-ready	 sys-
tem,	 rather	 than	 developing	 the	 mar-
ket-ready	 product	 after	 the	 clinical	 con-
cept	is	proven.

Matt	Valego	is	VP	of	sales	&	marketing	for	
RBC	Medical	 Innovations.	 He	 has	 more	
than	 20	 years	 of	 experience	 in	 medical	
sales,	 marketing	 and	 business	 develop-
ment.
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AMAZING TRANSPORT
Tel: (011) 887 1882 / (011) 440 2736

Fax: (011) 440 2905
Jody: 082 564 9051

Email: info@amazingtransport.co.za
https://amazingtransport.co.za

ANDWER FREIGHT C C
Phone: 011 396 2318

http://andwerfreight.co.za

ATRAX LOGISTICS SA (PTY) LTD
Phone: 011 396 1189

https://atraxlogistics.co.za

C F R FREIGHT SOUTH AFRICA
Phone: 011 574 0600

COMPASS LOGISTICS INTERNATIONAL SA
Phone: 086 126 6727

https://www.compasslog.com

COLEMAN TRANSPORT
Phone: 011 908 6388

E-mail: tom@coleman-transport.com
Cell: 081 145 5378

https://www.coleman-transport.com

FLEXITANK SOUTH AFRICA
Phone: 079 113 3019

HILSA LOGISTICS
Phone: 076 916 6466

IMPERIAL LOGISTICS
Phone: 072 371 2596

https://www.imperiallogistics.com

INDIGO LOGISTICS INTERNATIONAL
Phone: 011 486 4945

+27 11 486 4945
+27 11 486 4945
+27 10 020 2851
+27 11 262 0488

Fax: +27 11 486 2015
http://www.indigologistics.co.za

KARGO INTERNATIONAL LOGISTICS 
(PTY) LTD

Phone: 086 115 2746
https://www.kargo.co.za

KATLEGO GLOBAL LOGISTICS (PTY) LTD
Phone: 011 990 2600

Email:info@katlegoint.co.za
http://www.katlegoint.co.za

KWE, KINTETSU WORLD EXPRESS 
SOUTH AFRICA (PTY) LTD. 

JOHANNESBURG
Phone: 011 573 5700
http://www.kwe.co.za

LASER LOGISTICS PTY (LTD)
Phone: 011 393 1122

https://www.laserlogistics.co.za

NACE LOGISTICS
Phone: 011 028 0567

www.nacelogistics.co.za

NATCO LOGISTICS (PTY)LTD
Phone: 011 608 2340

Tel: +27 (0)11 608 2340
E-mail mike@natcosa.co.za

Transport And Logistics Industry

OFFSHORE LOGISTICS SA
Phone: 011 452 0928

RETROLEX FORKLIFTS
Phone: 011 609 1726

http://www.forklift-sa.com

ROAD FREIGHT LOGISTICS
Phone: 011 902 5310

http://www.rflogistics.co.za

SNAP-ON INDUSTRIAL SOUTH AFRICA
6 Hippo Park, 12 Kubu Avenue, 

Riverhorse Valley, Durban
A division of Snap-on Africa (Pty) Ltd

Tel: 031-569 7643 | Fax: 031-569 6157
Website : www.snapon.co.za

E-mail: nls@snapon.co.za

SOUTH AFRICAN INLAND LOGISTICS CC 
JOHANNESBURG

Phone: 011 822 9397

TRANS-TECH LOGISTICS
Phone: 011 963 1238

TIGER AFRICA TRANSPORT
Phone: 012 669 3312

http://www.tigerafrica.com
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NWU leads in transport economics, logistics 
management

	 				ith	Transport	Month	already	
	 				ended,	the	North-West	
																		University’s	Karen	Visser,	a	
lecturer	 in	transport	economics,	explains	
why	 this	 is	 such	 an	 important	 field	 and	
how	 the	 university	 is	 building	 the	 work-
force	of	South	Africa.

How it all started

The	NWU’s	subject	group	Transport	Eco-
nomics	 and	 Logistics	 Management	 was	
established	 in	 2003	 as	 a	 direct	 result	 of	
active	interventions	by	the	Department	of	
Transport	(DOT).	

These	interventions	manifested	in	the	ac-
tive	 investment	 in	 building	 capacity	 for	
skills	 that	were	deemed	 to	be	 scarce	 at	
the	time.

The	 DOT	 did	 extensive	 research	 and	
found	 a	 lack	 of	 capacity	 in	 transport	
economics	and	 risk	management	 in	his-
torically	 disadvantaged	 communities.	 In	
response	 to	 this,	 the	 department	 then	
launched	 a	 project	 focusing	 on	 building	
capacity	 in	 this	field	by	 involving	histori-
cally	disadvantaged	universities.	

The	NWU’s	campus	 in	Mahikeng,	 at	 the	
time	known	as	the	University	of	the	North	
West,	 immediately	saw	the	future	poten-
tial	 of	 offering	 programmes	 in	 transport	
economics	 and	 logistics	 management	
and	has	not	looked	back	since.

Still going strong

The	DOT	and	NWU	have	maintained	and	
nurtured	this	mutually	beneficial	relation-
ship	 since	 2003	 and	 the	 initiative	 has	
gone	from	strength	to	strength.	More	than	
800	 students	 have	 graduated	 from	 this	
programme	and	the	vast	majority	of	them	
are	currently	gainfully	employed	in	the	in-
dustry.

The	 subject	 group	 Transport	 Economics	
and	Logistics	Management	at	the	NWU	is	
a	 unit	 of	 note,	 and	 have	 gained	 respect	
and	authority	 in	 the	 industry	and	among	
their	peers.	The	subject	group’s	success	
and	 throughput	 rates	 are	 consistently	
high	and	the	graduate	employment	rate	is	
far	above	average.	

“There	is	a	constant	drive	to	nurture	and	
maintain	our	high	standards	and	mutually	
beneficial	relationships,	as	well	as	the	vig-
orous	pursuit	of	new	and	exciting	oppor-
tunities,”	explains	Karen.

W What’s new

The	Transport	Education	and	Training	Au-
thority	(TETA)	is	a	more	recent	partner	of	
the	 subject	 group,	 and	 in	 line	with	 their	
strategic	mandate,	 they	 provide	 funding	
for	bursaries	and	internships.	

The	TETA	also	exposes	graduates	to	their	
vast	 stakeholder	contingent	and	actively	
facilitates	 networking	 with	 the	 ultimate	
goal	of	sustainably	employing	graduates.
This	is	done	by	entering	into	agreements	
with	stakeholders	to	absorb	interns	for	a	
period	of	a	year	after	graduation,	funding	
this	 endeavour,	 and	 ultimately	 encour-
aging	the	actual	 full-time	employment	of	
those	interns.	

This	 project	 has	 proven	 to	 be	 very	 suc-
cessful	and	placements	for	2020	are	cur-
rently	being	finalised.	It	is	expected	that	at	
least	50	graduates	will	be	placed	at	vari-
ous	companies,	paid	for	and	facilitated	by	
the	TETA.

“In	a	challenging	South	African	and	world	
economy,	qualifications	in	transport	eco-
nomics	and	logistics	management	remain	
in	demand.	Our	high	employment	rate	af-
ter	a	first	degree	is	absolute	testimony	to	
that,”	says	Karen.	

“Transport	economics	and	logistics	man-
agement	 qualifications	 are	 sought	 after,	
dynamic	and	here	 to	stay.	We	are	proud	
to	walk	 this	 road	and	 invite	anyone	who	
wishes	 to	 become	 part	 of	 this	 success	
story,	 to	 enrol	 for	 studies	 in	 one	 of	 our	
programmes.	You	will	ultimately	enter	an	
industry	that	will	provide	you	with	count-
less	 opportunities	 and	 a	 very	 bright	 fu-
ture.”

Source-YIBA
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Bidvest partners with EMO Trans to expand 
global reach

	 aced	with	a	lack	of	infrastructure	
	 development	and	an	unreliable	
	 exchange	 rate	 in	 South	 Africa,	
the	company	has	looked	to	the	rest	of	the	
globe.

Tight	 local	 and	 global	 economic	 growth	
conditions	 have	 not	 done	 the	 logistics	
sector	 in	South	Africa	any	good		–	 	with	
many	 companies	 forced	 to	 innovate	 in	
ways	 that	 would	 satisfy	 their	 customers	
and	enable	them	to	stay	afloat.

The	 logistics	 industry	 had	 not	 been	 im-
mune	 from	 the	 pressure	 exerted	 on	 the	
rest	of	the	services	sector,	with	slow	eco-
nomic	growth	globally	as	well	as	various	
other	factors	impeding	their	operations.

A	lack	of	infrastructural	development	and	
unreliable	 rate	 of	 exchange	 are	 among	
other	 factors	 that	have	 impacted	 the	 in-
dustry	and	its	clientele.	But	one	of	South	
Africa’s	 leading	 logistics	 firms,	 Bidvest	
Panalpina	 Logistics	 (BPL),	 has	 opted	 to	
expand	 its	 footprint	globally	as	a	way	to	
deal	with	the	challenges	emanating	from	
the	country’s	poor	growth.

BPL	 opted	 to	 split	 from	 DSV/Panalpina	
after	46	years	of	commercial	partnership	
and	trade	as	Bidvest	International	Logis-
tics	 (BIL),	effective	from	early	2020	once	
all	 regulatory	 compliance	 matters	 had	
been	finalised.

This	after	the	firm	announced	that	 it	had	
joined	forces	with	EMO	Trans	Global	Lo-
gistics	(EMO	Trans)	as	its	global	forward-
ing	network	partner.

“With	 the	 backing	 of	 highly	 regarded	
services	 and	 distribution	 group	 Bidvest	
and	 its	 new	 global	 partner	 EMO	 Trans,	
Bidvest	 International	 Logistics	 is	 poised	
now	more	than	ever	before,	to	take	your	
business	to	new	places	by	delivering	the	
world	as	your	 trusted	partner,”	 the	com-
pany	said	in	statement	Friday.

Through	 this	 exclusive	 agency	 partner-
ship,	BIL’s	global	reach	will	extend	to	335	
network	offices	in	over	140	countries.

BIL’s	business	development	director,	Ma-
ria	 du	 Preez,	 told	 Saturday	 Citizen	 in	 a	
brief	 interview	 that	 the	 customer-centric	
focus	and	global	service	offering	of	EMO	
Trans	has	made	them	the	perfect	choice	
for	Bidvest	International	Logistics.

Du	Preez,	an	industry	veteran,	said	the	in-
dustry	had	been	directly	impacted	by	the	
tight	local	and	global	conditions,	particu-

F larly	the	fact	that	there	had	been	no	real	
growth.

She	cited,	among	others,	 the	 lack	of	 in-
frastructure	development	 in	South	Africa	
due	to	budgetary	belt-tightening	and	the	
fluctuating	rate	of	exchange	that	had	di-
rectly	 impacted	 on	 their	 customers	 as	
causes	leading	to	the	industry	 limping	in	
the	last	several	years.

“Our	customers	don’t	see	the	kind	of	bill-
ings	and	revenue	they	would	like	to	have.	
We	are	fighting	hard	to	gain	new	business	
possibilities,	doing	what	we	can	to	keep	
our	current	base	and	focusing	on	getting	
additional	business.

“Being	 in	 the	 group	 we	 are	 looking	 at	
value	added	business	 that	will	give	us	a	
return.	We	invested	quite	heavily	on	infra-
structure,	 such	 as	 new	 buildings	 and	 IT	
system,	to	stay	current	and	abreast	of	the	
market’s	demands,”	Du	Preez	said.

“We	are	 fortunate	 to	have	 long-standing	
systems,	we	are	not	complacent,	we	have	
to	change	our	services	that	we	offer	to	cli-
ents	as	the	industry,”	she	added.

Basically,	BIL	offered	a	wide	range	of	ser-
vices	according	to	client	demands	in	the	
form	 of	 warehousing,	 cargo	 distribution,	
managing	of	virtual	stores,	customer	bro-
kerage	 and	 cross-border	 transportation	
via	 rail,	 freight	and	other	modes,	among	
others.

Asked	 about	 the	 significance	 of	 the	
partnership	 with	 EMO	 Trans,	 Du	 Preez	
stressed	that	it	was	important	for	them	to	
show	that	they	had	international	presence	
and	for	EMO	Trans	to	strengthen	its	South	
African	presence.

EMO	Trans	is	no	newcomer	to	the	South	
African	market,	as	 it	has	worked	togeth-
er	with	Makana	Investment	Corporation’s	
(MIC)	 operating	 business	 Sebenza	 For-
warding	 for	 the	 past	 20	 years,	 bringing	
what	 Du	 Preez	 called	 “world-class	 ser-
vice”	to	the	South	African	market.

Through	this	relationship,	EMO	Trans	had	
developed	an	 in-depth	understanding	of	
the	South	African	landscape.

BIL	 is	owned	by	The	Bidvest	Group	Ltd	
and	 the	Makana	 Investment	Corporation	
(Pty)	Ltd	on	an	89%	and	11%	share	own-
ership	respectively.

Bidvest	 believed	 that	 the	 empowerment	
partnership	 demonstrated	 its	 commit-

ment	 to	 the	 transformation	and	empow-
erment	of	South	Africans.

The	MIC	was	established	by	 late	 former	
President	 Nelson	 Mandela	 to	 look	 after	
the	families	of	former	political	prisoners.

Article first published in The Citizens
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DHL launches first international digital road 
freight platform for sub-Saharan Africa

	 ogistics	Company	DHL	said	on
	 Tuesday	it	had	launched	a	digital
	 road	 freight	 platform	 connect-
ing	 shippers	 and	 transport	 providers	 in	
sub-Saharan	Africa.

The	 Salodoo!	 platform	 as	 first	 launched	
in	Germany	in	2017	and	has	since	grown	
to	 involve	 more	 than	 18,000	 shippers	
and	 over	 7,000	 carriers	 with	 more	 than	
250,000	trucks	travelling	to	over	25	Euro-
pean	countries.

DHL	said	with	South	Africa	as	its	 launch	
pad	into	sub-Saharan	Africa,	the	platform	
was	the	first	digital	logistics	one	available	
in	 the	 region	 that	 offers	 a	 single,	 simple	
and	 reliable	 interface	 for	 shippers	 and	
transport	providers	to	best	optimize	cost,	
routes,	cargo	and	transit	times.
It	 said	much	of	 the	 region’s	 road	 freight	
operations	 remained	 fragmented	 and	
highly	traditional,	missing	out	on	the	visi-
bility,	efficiency	and	security	that	logistics	
technology	offered.

“Digital	transformation	is	a	top	priority	for	

L the	industry	and	given	the	demographics,	
we	 expect	 demand	 for	 digital	 transfor-
mation	to	be	driven	by	emerging	markets	
globally,”	 said	Tobias	Maier,	CEO	of	Sa-
loodo!	Middle	East	and	Africa.

“Africa	 is	 the	world’s	youngest	continent	
with	 60	 per	 cent	 of	 the	 continent	 below	
25.	This	 is	a	dynamic	generation	of	dig-
itally-minded	 young	 adults,	 demanding	
smart,	digital	solutions	both	on	the	busi-
ness	and	home	front.”

“With	real-time	visibility,	Saloodo!	will	 in-
ject	greater	transparency	and	efficiency	to	
the	 road	network	 in	 the	 region,	enabling	
shippers	 –	 from	 small	 enterprises	 and	
start-ups	 to	 large	multinational	 groups	 -	
to	find	trusted	and	reliable	freight	carriers	
in	South	Africa.	This	will,	in	turn,	help	car-
riers	manage	existing	fleets	and	optimize	
capacity	 with	 full	 truckload	 shipments,”	
Maier	added.

With	 a	 market	 value	 of	 R	 121.1	 billion,	
road	freight	volumes	in	South	Africa	have	
been	 increasing	 steadily.	 Intra-Africa	 ex-

ports	accounted	for	26	per	cent	of	South	
Africa’s	 exports	 and	 12	 per	 cent	 of	 im-
ports	 in	2018,	almost	half	of	which	were	
with	neighbouring	countries.

-African News Agency

Your Global RoRo Specialist
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TEQTON jointless Polymer concrete floor
	 EQTON	offers	durable	floor	mix	
	 suitable	for	storage,	production	
	 and	workshops	subjected	to	wa-
ter,	fuel,	chemicals	and	other	influences.

With	 more	 than	 35	 years	 of	 experience	
and	success	in	laying	down	of	more	than	
1	million	m2	of	industrial	flooring	per	year	
TEQTON	 offers	 custom	 oriented	 solu-
tions.

According	 to	 the	 company,	 the	 perfect	
material	mix	Teqplan	consists	of	a	special	
synthetic	 material	 dispersion,	 selected	
aggregate	materials	and	concrete,	which	
makes	 a	 polymer	 concrete	 with	 high	
strength	and	still	flexible.	

Since	 an	 industrial	 floor	 is	 attacked	 by	
several	 enemies	 -	 water,	 oil,	 chemicals	
and	many	others,	Teqplan	are	able	to	re-
sist	such	attacks	to	a	great	extend.

The	 special	material	 features	 of	 Teqplan	
floors	maintain	high-level	 durability	 even	
after	a	long	time	of	continuous	impacts.	

In	addition,	Teqplan	 is	absolutely	neutral	
towards	steel,	which	is	an	important	issue	
when	installing	various	types	of	machines	
onto	the	floor.

Though	joints,	holes	and	other	flooring	ir-
regularities	cause	problems,	especially	 if	
subjected	 to	 heavy	 loads	 every	day,	 Te-
qplan	is	laid	down	joint-less,	even	in	large	
areas	of	several	thousand	square	meters.
The	Teqplan	surface	is	so	tight	that	wear	

T and	cracks	rarely	occur,	thanks	to	its	syn-
thetic	fixing	agent.	

Teqplan	 also	 offers	 accuracy	 levels,	 a	
healthy	 and	 noiseless	 working	 environ-
ment,	 and	 lower	 maintenance	 costs	 for	
platform	trucks	among	advantages	which	
include	comfortable,	economical	and	en-
vironmentally-friendly.

Meanwhile	 experts	 have	 noted	 that	 Te-
qplan	 industrial	 floors	 are	 extremely	
abrasion	 resistant	 and	 almost	 mainte-
nance-free	 –	 even	 after	 several	 years	 of	
use.

Furthermore,	it	also	leads	to	environmen-
tal	protection	because	Teqplan	does	not	
contain	any	solvents.

TECHNICAL DATA

FIXING	AGENT:	Synthetic	material	disper-
sion	and	concrete

AGGREGATES:	Granite	gravel	and	sand
SUB-BASE:	Teqbase	or	concrete	(min.	25	
MPa.)

LAYING	DOWN	PROCEDURE:	Manual	or	
mechanical	work,	around	800	m2	per	day	
per	work	team.

TEMPERATURE:	Min.	+	5ºC.	The	building	
must	 be	 closed	 (windows	and	doors	 in-
stalled,	waterproof	roof).

LAYER	THICKNESS:	1.0	–	3.0	cm.

CURING	TIME:	Usable	after	about	2	days	
(depending	on	temperature).

DENSITY:	Around	2.0	–	2.2	t/m3.

POINT	LOAD:	Up	to	100	kN	on	0.1	x	0.1	
m.	 Tested	 according	 to	 German	 regula-
tion	DIN	18	560.

FLATNESS:	 In	 accordance	 with	 German	
regulation	DIN	18202,	table	3,	line	3	or	4.

WEAR	RESISTANCE:	In	accordance	with	
regulation	HUS	AMA,	 table	ESE/6,	class	
A.	Very	high	standards.

COMPRESSIVE	 STRENGTH:	 Min.	 50N/
mm2.

Tension:	Around	10	N/mm2.

ELECTRICAL	 DISCHARGE	 ABILITY:	
Spark-free	 and	 inflammable	 (in	 accor-
dance	 with	 German	 regulation	 DIN	 51	
953)	between	104	and	107ohm.	No	static	
charge.

JOINTS:	Normally	jointless.	Statically	de-
termined	 joints	 in	 tower	 blocks	must	 be	
secured	using	joint	profi1.

COLOUR:	Light	concrete	grey.

WARRANTY:	5	years.

RESISTIBILITY:	Water-resistant	 and	 to	 a	
great	 extend	 resistible	 to	oil	 and	chemi-
cals.
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WORLD CLASS SUPPLY CHAIN MEANS 
SAVINGS FOR WEIR MINERALS CUSTOMERS 

IN AFRICA

	 		ines	served	by	Weir	Minerals	
	 		Africa	have	experienced	
	 		considerable	added	value
	 through	 the	 company’s	 upgrades	 to	 its	
supply	chain	system.		

According	to	Weir	Minerals	Africa’s	supply	
chain	 director	 Luhann	 Holtzhausen,	 the	
company	ships	almost	800,000	bespoke	
items	each	year	from	its	main	distribution	
hub	in	Alrode,	near	Johannesburg.	Lever-
aging	 both	 modern	 technology	 and	 an	
innovative	management	approach,	 it	has	
raised	its	warehouse	stock	accuracies	to	
98%	over	the	past	four	years,	above	the	
global	benchmark	of	around	95%.	

“Our	 streamlined	 supply	 chain	 manage-
ment	 ensures	 70%	of	 our	 products	 and	
components	 are	 delivered	 within	 two	
weeks	 of	 a	 sales	 order	 being	 received,”	
says	 Holtzhausen.	 “Our	 inventory	 accu-
racy	has	also	raised	the	on-time	delivery	
performance	 over	 the	 last	 year	 above	
90%.”

Between	 3,000	 and	 5,000	 parts	 are	
shipped	 each	 day	 from	 the	Weir	 Miner-
als	 Africa	 Alrode	 facility.	 These	 shipping	

M volumes	 have	 seen	 a	 20%	 year-on-year	
growth	 since	 2016,	 which	 the	 new	 sys-
tems	 can	 still	 comfortably	 manage	 in	 a	
single-shift	operation.	Eleven	to	 fourteen	
super-link	trucks,	which	range	in	tonnage	
capacity	up	to	30	tonnes,	leave	the	facil-
ity	each	week	to	destinations	in	southern	
and	 central	 Africa.	 In	 addition,	 there	 are	
two	 to	 four	 container	 loads	 which	 are	
shipped	to	other	destinations	by	sea.	

“Our	 new	 systems	 and	 processes	 pro-
vide	management	with	real-time	visibility	
of	demand	and	stock	in	all	offices	across	
Weir	 Minerals	 Africa’s	 75	 stocking	 loca-
tions,”	he	says.	“This	also	gives	us	end-
to-end	 velocity	measurement	 to	monitor	
the	 flow	 of	 goods	 from	 receipt	 at	 our	
warehouse	 to	 the	actual	 time	of	delivery	
at	the	customer’s	location.”	

The	 same	 systems	 are	 installed	 at	 the	
company’s	 newly	 upgraded	Kitwe	distri-
bution	 facility	 in	Zambia,	streamlining	 its	
capacity	as	a	strategic	distribution	hub	for	
central	 and	 east	 Africa.	 The	 benefits	 for	
customers	of	these	improvements	in	sup-
ply	chain	efficiency	include	reduced	lead	
times	and	less	possibility	of	stock-outs	on	

customer’s	sites;	this	in	turn	gives	mines	
improved	 availability	 of	 equipment,	 less	
downtime	and	higher	productivity.	

“A	significant	advantage	of	optimal	sup-
ply	chain	management	is	that	customers	
gain	 confidence	 in	 our	 ability	 to	 deliver.	
This	 means	 that	 they	 can	 start	 holding	
less	 stock	 themselves	 and	 free	 up	 sub-
stantial	amounts	of	their	working	capital,”	
he	says.

Luhann Holtzhausen, supply chain 
director at Weir Minerals Africa.

Introduction of new technology means items can be 
picked and binned in real time.

More than 800 000 parts are shipped from the main Weir 
Minerals Africa hub in Johannesburg.
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Condra cranes and hoists are without equal in their 
quality, performance, reliability and overall lifetime 
cost. Operating data and the experience gathered 
from installations around the globe are today 
incorporated in all Condra products, the endurance 
of which has been proven in highly corrosive and 
abrasive environments, and under wide extremes
of temperature, humidity and altitude. Technical 
support, service and spare parts delivery are 
guaranteed worldwide.
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HAVE BEEN
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ENDURE
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