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Trade relations between KwaZulu-Natal and 
Zambia, the province’s most significant trading 
partner in Africa, will improve due to the 
establishment of a direct air link between Durban 
and the Zambian capital, Lusaka.

Durban International 
Boat & Lifestyle 
Show
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To succeed,

you fIrsT Need To
Trade IN kNowledge

A successful business is based on what you know and who you know. Which is why, when it comes to trade and investment, you can only benefit from having Trade 

& Investment KwaZulu-Natal as your business partner. That’s because it has a wealth of knowledge and expertise in both local and international trade, and it also 

offers access to the government on a provincial level. Trade & Investment KwaZulu-Natal will help you identify new markets for the export of your products, seek out 

new investment opportunities in KwaZulu-Natal, help you access international markets, facilitate new local and foreign investment, negotiate joint ventures, and even 

help you find suitable premises and secure project and operational finance. 

www.tikzn.co.za

Trade & Investment kwaZulu-Natal. your knowledge partner in business.

DURBAN OFFICE: Trade & Investment House, Kingsmead Office Park, 1 Arundel Close, 
Durban, 4000, South Africa  |  Mailbox: PO Box 4245, Durban, 4000, South Africa 
Tel: +27 (0) 31 368 9600  |  Fax: +27 (0) 31 368 5888
GAUTENG OFFICE: 99 George Storrar Avenue, Groenkloof, Pretoria
Tel: +27 (0) 12 346 4386/6763  |  Fax: +27 (0) 86 501 0848/1788
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Letter
From the Editor

October marks the half-way mark in the financial 
year of most organisations: this is a time of 
retrospection; to review work that has been 
completed and to readjust our plans to ensure that 
we reach our objectives. It also is a reminder that 
South Africa’s annual festive season is upon us and 
that all business obligations must be met in a much 
“shorter” 2nd half of the financial year.

It is with this mixed feeling of excitement that this 
issue looks at some of the milestone activities that 
the organisation has participated in. We look at 
organisations and associations that are benefiting 
from TIKZN as their “Knowledge Partner” with 
a special focus on logistics and export related 
businesses.

As a marketing organisation it is critical that 
we remain proactive and responsive to all 
our stakeholders and the showcase of the 
Business Retention and Expansion Unit looks 
at TIKZN’s contribution to sustainable growth. 
Stakeholder outreach as a key imperative is further 
underscored by coverage of the events and 
activities that the various units in the organisation 
have engaged.

Any organisation will ultimately be defined by its 
people and their engagement with the various 
audiences. It is with this in mind that we welcome 
the adoption of the new organisational strategy 
and structure, the restructuring of roles and 
responsibilities of existing 
staff as well as the exciting 
injection of new talent 
and fresh perspectives. We 
trust that this issue will be 
as fun to read as it was to 
put together.

KwaZulu-Natal’s economy has shown growth in the past two quarters of 
the year with Trade & Investment KwaZulu-Natal (TIKZN) facilitating and 
claiming R176.1 million worth of investments and export orders totalling 
R24million.

TIKZN continuously strives to create a climate for investment and trade 
opportunities. The organisation works to improve the investment climate 
specifically for continued Foreign Direct Investment, by overseeing any risks 
emerging from the current and possible international economic unrest. 

Enhancing global competitiveness through improved intra-regional 
connectivity and increasing value-addition and trade in high-tech tradable 
goods are ways of getting this done. The official launch of the direct air 
routes between Durban to Harare and Durban to Lusaka together with the 
implementation of the East 3 Route Investment Seminar and Exhibition all 
draw attention to this effort.

The 2nd Edition of the KwaZulu-Natal Export Week and Summit 2013 seeks 
to develop a more organised and well thought-out approach to exporter 
development as well as to boost the profile of KwaZulu-Natal’s exporters. 
These platforms are a way of contributing to the business community’s 
awareness of the crucial role that exporters play in KwaZulu-Natal’s and 
South Africa’s economy.  

Through a comprehensive programme of activities, Export Week provides 
professional export development and information on growth sectors, 
market opportunities to KwaZulu-Natal’s new and existing exporters and 
internationally focused businesses. This edition of Emnothweni supports 
the event’s theme of Women in Exports and goes on to profile five female 
role players in the province’s export sector.

Stakeholder outreach and engagement is at the core of ensuring that 
all TIKZN’s target audience are familiar with and take advantage of the 
services offered by the organisation.  Fundamental to all our efforts, the 
organisation has embarked on a targeted series of Municipal Road Shows to 
entrench levels of cooperation and ensure a wider access to even the more 
remote local municipalities, beginning with Uthukela District. Emnothweni 
also profiles the Ilembe District and Emnambithi local municipality within 
the Uthukela district. 

To better service our clientele, TIKZN has improved the organisational 
capability and effectiveness through improving human capital. To this effect 
Trade & Investment KwaZulu-Natal’s revised organisational structure has 
been implemented and now consists of five new Executive Management 
positions namley Corporate Services, Export Promotion, General Manager 
in CEO’s Office, Investment Promotion and Knowledge Management.  The 
new appointments with the exception of Knowledge Management have 
been profiled in this edition.

The strengthening of the internal organisational structure coupled with 
improved relations amongst municipalities in KZN makes for greater 
potential for doing business in KZN. Armed with the KwaZulu-Natal Export 
Week and Summit 2013 enabling the Province of KwaZulu-Natal, these 
are exciting times as export-led growth for the Province and the South 
African economy allows the country to balance finances, and work towards 
surpassing debt thereby providing the facilities and materials for exports 
to exist.
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Naidu adds that another imperative is accurate 
production planning.  This means building 
up sufficient stock so that there is always a 
kit on hand when someone needs one. A 
comprehensive local and international sourcing 
network ensures access to current technologies 
driven by continuous improvement principles. 
At the same time, a number of components are 
also sourced overseas which means having to 
factor in longer lead times.

However, Naidu’s biggest challenge was 
undoubtedly dealing with the fire which took 
place on June 15, 2010 when a spark from a 
welding machine is thought to have ignited a 
ceiling board. “We had nothing left.  We had to 
set up temporary premises and took a lease for 
a year while we rebuilt our premises, bought 
new machines and basically started from 
scratch.  We went through a tough time. After 
the fire, it took us a month to set up again and 
start production.  We outsourced a lot of our 
work,” he remembers.

In June 2011, the company moved into its new 
premises and hasn’t looked back. In addition, 
to identifying new opportunities in South 
Africa and growing its business, Crisp-Air is also 
supporting some of the fitment companies 
that are moving into Africa. This, he believes, 
is an important chance for the company to test 
the waters outside South African borders.

Despite a tough recession, complete 
transformation of its market and a massive 

fire that raised its Glen Anil head office and 
manufacturing facility to the ground, Crisp-
Air has reinvented and rebuilt itself into 
a meaningful player within the national 
automotive air conditioning market.

Managing Director, Sivesh Naidu, says that the 
company, which specialises in air conditioning 
systems for the automotive sector, has evolved 
along with its market. It started out providing 
air conditioning systems for cars that did not 
come with factory fitted air conditioners. A 
few years ago, this accounted for 60% of its 
business with the lion’s share coming from the 
Citi Golf. Today, just 5% of its work involves 
passenger vehicles.  

The emphasis initially switched to light 
commercial vehicles such as bakkies. However, 
when these began to appear complete with 
factory fitted air conditioners, they turned 
their focus to medium commercial vehicles 
such as four ton trucks, panel vans and heavy 
commercial vehicles including tour buses. In 
addition, Crisp-Air also designs specialised 
systems for special purpose vehicles such as 
ambulances, people movers (the conversion 
of truck chassis to carry people on farms and 
mines) as well as cash-in-transit vans. 

For the most part, they provide systems in 
kit form for brands such as Ford, Kia, Nissan, 
Peugeot, Citroen, General Motors, Isuzu, Tata, 
Mitsubishi and Fiat. They are low maintenance 
and fitter friendly and the company relies on a 
national network of 300 fitment centres which 
have been pre-approved to ensure that the 
right equipment and training is in place.  

In addition to its Durban head office and 
manufacturing premises, Crisp-Air has sales 
and distribution facilities in Johannesburg, 
Cape Town and Port Elizabeth with a staff 
complement of 40. Production capacity 

currently runs at 50 units per day with about 
17 700 units produced each year.  

“If there is any vehicle out there that does not 
come with a factory fitted aircon, we can fit 
it. Generally, we look at the market and see 
where there is a need. When a new vehicle is 
launched, we bring it in, put it on our ramp 
and develop a whole air conditioning system 
for it.  This takes three to four weeks. We then 
test it before handing it over to our production 
team to produce the first kit. We fit this into 
the vehicle to make sure that this can be done 
as per our fitting instructions. Only then will 
we release that kit into the market,” Naidu 
explains.

During this process, an Original Equipment 
Manufacturer (OEM) can look at the newly 
designed system and test it. Some approve the 
system and provide for it in their warranties. 
Where they do not, Crisp-Air will cover any 
problems that may be directly associated with 
the air conditioning system. 

“We work very closely with the OEM’s. We 
are currently going through this process with 
Mitsubishi which has just launched a base line 
vehicle that doesn’t come with a factory fitted 
air conditioner. They have just issued a letter 
approving it,” he adds. 

An accountant by profession, Naidu joined the 
company in 2006 after working as a financial 
manager at Colgate and a finance director at 
Nike. He was approached by Rand Merchant 
Bank with an offer of an equity stake in Crisp-
Air and was appointed managing director this 
year. 

He has certainly faced a number of challenges 
along the way. “With passenger vehicles or 
light commercial vehicles, we supplied up to 
100 kits at a time. Now we are providing one-off 
kits. Instead of doing bulk orders, we are 
doing individual deliveries. With passenger 
kits, we used to deliver to a depot and they 
would deliver it to the dealers. We now have 
to deliver individual units to the bus dealers.  
Previously, dealers used to get fitment centres 
to fit the units. Now, we have mobile facilities 
with our own fitters to install the units on site.” 

The company has only operated in the bus 
market for about a year and in the truck and 
heavy commercial market for just a little more 
than that. These are relatively small markets, 
which necessitates adding more revenue 
streams in order to match the revenue earned 
from much higher volumes during Crisp-Air’s 
“VW days”.

Quality and good service are top priorities and 
are seen a product of good relationships with 
the company’s suppliers and customers. Naidu 
is proud that Crisp-Air is an accredited ISO 
9001-2000 organisation which demonstrates 
its ability to consistently provide a product that 
meets customer and regulatory requirements. 

When it comes to fitment – especially 
installations on purpose built vehicles – Crisp-
Air is proud of its team of specialist fitters. As 
he explains, those who specialise tend to be 
both more capable and more efficient than 
outsiders.  

T h e  R e - i n v e n t i o n  o f  C r i s p - A i r

“When a new 
vehicle is launched, 
we bring it in, put 
it on our ramp and 
develop a whole air 
conditioning system 
for it.”

Today, just

of its work involves
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for various brands
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Sivesh Naidu, Managing Director of Crisp-Air
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Boats on display at the show

Trade & Investment KwaZulu-Natal (TIKZN) 
made a statement at this year’s 10th Annual 
Durban International Boat and Lifestyle 
Show. The organisation was housed at the 
first ever KZN Pavilion that also included the 
Department of Economic Development and 
Tourism, eThekwini Maritime Cluster and KZN 
Sharks Board. 

The Pavilion became a vehicle for one on one 
interactions with specialised staff, regarding:

 } Investment and trade opportunities
 } KZN boatbuilding and the maritime sector
 } Access to the domestic market for KZN boat 
builders

 } It also showcased KwaZulu-Natal 
manufactured products that attracted 
many potential buyers to the show. 

The maritime sector has been identified as one 
of the four pillars of economic development in 
KwaZulu-Natal along with tourism, economic 
& industrial hubs and the Dube TradePort 
development. Within this sector, boatbuilding 
has been identified as a key to economic 
growth by providing exports and jobs. Other 
maritime economic opportunities include sea 
cruise tourism and coastal resort development.

The Department of Economic Development 
and Tourism has developed the Welcome to 
the Water campaign in order to bridge the 
gap of scarce and critical skills required in the 
sector. TIKZN will promote the campaign as 
well as sponsor organisations and projects. 

An outreach initiative to support 
manufacturing, foreign direct investment to 
local communities and growth of economic 
opportunities.

Trade & Investment KwaZulu-Natal (TIKZN) 
hosted a business breakfast and public 
sector workshop for the uThukela District 
Municipality. The event took place in Ladysmith 
and was the first of a series of road shows 
seeking to unlock investment opportunities 
and job creation across KwaZulu-Natal. This 
event was to ensure:
• Shared goals of government to attract  
    investment
• Development of strategic partnerships
• Job creation throughout KwaZulu-Natal

Speaking at the launch, Mr Zamo Gwala, 
CEO of TIKZN said, “TIKZN recognises that by 
improving the quality of awareness of TIKZN 
services and strengthening relationships and 
flow of communication between TIKZN and 
the local and district municipalities, investment 
opportunities in KwaZulu-Natal will be better 
developed and showcased”.

The uThukela District Municipality is 
anticipated to be the first in the roll out of this 
campaign to visit every district once every two 
years. “By partnering with the municipality, 
local businesses and local economy has an 
opportunity towards growth”, added Gwala.

Senior officials of the district and local 
municipality engaged with local businesses. 
The Department of Economic Development 
and Tourism also provided support in areas, 
such as Industrial Hubs and Special Economic 
Zones.

uThukela District Municipality Mayor, Cllr 
Duduzile Mazibuko strongly supported the 

efforts of the TIKZN municipal road show 
saying that, “This is especially crucial as the 
breakfast affords us the opportunity to 
showcase what this District has on offer, and 
the chance of filling in the gaps that hinders 
taking our treasures to greater heights”. 

The municipal road shows are a platform that 
will strengthen relations between TIKZN and 
both district and local municipalities. Working 
together with joint marketing, international 
outreach, inward missions and information 
sharing programmes can help achieve this goal.

TIKZN will provide commercial information to 
anyone in the province. For the KwaZulu-Natal 
investment economy to improve, the following 
are required:
• A conducive investment climate
• An improved intra-regional connectivity
• An increase in value-addition and trade  
   in high-tech tradable goods and skills 
   development

KwaZulu-Natal needs to collate all plausible 
investment opportunities for co-ordinated 
international marketing. 

uThukela District needs to capitalise on 
emerging opportunities around:
• Durban - Free State - Gauteng - Freight,  
    Logistics and Industrial development corridor 
   (SIP2)
• Development of electronics hub as a primary 
    focus; without ignoring clothing and textiles 
    as a secondary hub to drive its regional 
    economy
• Intensify efforts to get projects/  
    opportunities that the district is currently 
    working on
• Speedy implementation of catalytic projects 
    identified in the PGDS

Sihle Mkhize, Project Manager at the 
Department of Economic Development 
and Tourism (DEDT) urged, “The robust 
implementation of government strategies and 
policies. These are critical for the improved 
economic growth as well as the fight against 
unemployment, poverty and inequality”.

Sheetal Issirinarain, Strategic Planning Manager 
for Apollo Tyres provided an insightful business 
perspective on being located in the district.

Mr Gwala said that, “Co-operation mechanisms 
that will contribute to optimal economic 
growth will be defined clearly between the 
municipality and businesses”.

Stakeholder Engagement Municipal Road Shows
uThukela District

“By partnering with the 
municipality, local businesses 
and local economy has an 
opportunity towards growth”
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“No-one is putting as much money into the 
textile industry as we are,” says Evan Katzer, 
managing director of Distinctive Choice 675 
CC.

Although most investors steer clear of the 
province’s ailing clothing and textile industry, 
it is Katzer’s passion. Many in both local and 
provincial government have called for the 
rejuvenation of a sector that was once one of 
the biggest contributors to the province’s GDP 
and a major employer. He is helping to make 
this a reality.

Katzer is in the process of setting up a multi-
million rand Cut, Make and Trim (CMT) 
operation in Isithebe and is determined to 
see more large retail brands source their 
merchandise locally. This would create jobs – 
something that is close to his heart. 

Distinctive Choice 675 CC, which started out 
with just 2 ½ lines and a staff of 134 in April 
2012, has already grown to employ 1300 
people. Katzer has increased floor space from 
2 000 to 7 800m2 and his vision is to grow the 
number of lines from the current 20 to 40 with 
a staff of approximately 2 500 by the beginning 
of next year. 

The monthly wage contribution of 
R4,8 million would go a long way to easing high 
unemployment and addressing the exploitation 
of employees in this struggling industrial hub 
which has been hard hit by the demise of many 
clothing and textile operations. As he explains, 
the current employment multiplier effect in 
the textile industry is 9.5 times, equating to 
supporting 23 750 people. 

His long term vision is to employ at least 4 000 
to 5 000 people – but first he has to confront 
the huge task of revamping the dilapidated 
premises that he took over in March 2013 this 
year and purchasing the equipment needed to 
turn out garments to international standards. 
Unfortunately, much of this is sourced overseas 
and he has not only had to contend with a 
weak exchange rate but delays in accessing 
some of the much needed finance. 

Since he joined the textile industry in 1987, 
Katzer has had a ring side seat when it came 
to watching the degeneration of a once 
strong sector. He has experienced the closure 
of industry leaders first hand and watched 
others such as David Whiteheads, Mooi River 
Textiles and, eventually, Frame Textiles shut 
down. Today, he counts many of the very few 
surviving Cut, Make and Trim (CMT) operations 
as customers. Through his own CMT operation, 
he provides CMT to many fashion houses 
country wide which in turn supplies garments 
to the big name retailers such as Edgars, Jet, 
Mr Price, Truworths, Miladys, and Dunns. He 
produces products for surf brands Quiksilver, 
Roxy and Bad Boy.

He believes his passion for uplifting the poor 
dates back to his own childhood when he 
worked weekends to put himself through high 
school. He joined the textile industry straight 
after matriculating in 1987 when he was taken 
on by leading textile firm Fabrina Fabrics, 
which ultimately became one of the sector’s 
casualties. 

For every six months he studied towards his 
Diploma in Textile Technology at the then 
Durban Technikon, he worked for six months in 
the company’s Pinetown factory which turned 
out knitted, dyed and produced finished 
fabrics. 

“I started at the bottom loading trucks 
and then worked in the dye house and 
the workshop where I learnt the basics of 
putting together machines. I basically can do 
everything,” he says.

When the company went into liquidation, 
Standard Textiles offered him an opportunity 
to stay on to maintain the machinery which 
they intended buying on auction. He worked 
for the company for two years before opening 
his own business. In 1995, he returned to 
Standard Textiles and worked on the sales 
and marketing side of the business, selling to 
manufacturers who produced clothing for big 
name retailers. 

From there, he was asked to assist with a 
Hammarsdale CMT operation, a tough task 
that he walked away from to again open his 
own company, Evan Katzer Agencies in 2002. 
It was an independent agency selling fabric on 
behalf of a number of different companies. 
Again, he was approached by a director of a 
textile company – this time the Pure Group – to 
take an office in the company’s premises and, 
although he retained his independence, to play 
an integral role in that company. 

The Pure Group imports fabrics that cannot 
be produced or manufactured at acceptable 
prices in South Africa. 

In 2009, the company was approached to 
take over a knitting operation at an Isithebe 
based company  which was about to be closed. 
Benfitex, the manufacturing business, began 
operating four years ago. 

Both companies provided Katzer with valuable 
insight into the workings of the industry and 
areas where overheads and timing problems 
could be cut down in order to increase local 
companies’ competitiveness and viability. Plain 
or greige fabrics that were either imported 
or produced locally were sent on to rotary 
printing operations by CMT companies before 
being cut and sewn. He began aligning with 
and recommending companies and then 
sending fabric directly to them, significantly 
cutting down on customers’ lead times and 
logistics. 

Leveraging off the quick response trend in the 
industry – which is important when retailers’ 
need to replenish stock as rapidly as possible 
– Katzer examined additional opportunities to 
further streamline the supply chain. 

A year ago, he turned his attention back to 
CMT, buying a struggling small company in 
Isithebe that was turning out basic t-shirts. 
Aware that many operations lose a great deal 
of time sending fabric to and fro for cutting, 
he optimised the advantages of locating 
his knitting mill close to his CMT operation, 
reducing customers’ lead times by up to two 
weeks. 

Katzer says he then decided to “take it to the 
next level” and purchased another struggling 
CMT factory below them. He employed all 
their existing staff and machinery and started 
doing more complex styles of garments.

At the end of 2012, he purchased additional 
machines from Newcastle and added another 
200 staff, taking the staff complement to the 
600 mark.

In March 2013 Katzer went ahead with his 
expansion plans, and moved to the new 
factory despite running into high set up costs.

He has worked hard to not only upgrade 
the dilapidated premises but also to equip 
the factory, sourcing all materials and labour 
to build tables and racks from the local 
community. He also built a staff canteen and 
electrified the fence to improve security. 

Today, 20 of the envisaged 40 lines are 
operating and Katzer is focused on ramping up 
volumes so that Distinctive is able to operate 
at full capacity. With sufficient volumes, the 
company can offset overheads and remain 
sustainable.

Obstacles aside, he is determined to bring this 
important project to fruition. Pointing out that 
this is a catalytic project, Katzer says the overall 
plan is to set up training and sample lines and 
improve working conditions in the area as well 
as provide a mobile medical clinic. Ultimately, 
he would like to set up a state-of-the-art dye 
house, again shrinking lead times and creating 
jobs. 

Talking with Evan Katzer about the past, present and future of KZN textiles

“Distinctive Choice 675 CC, 
which started out with just 2 1/2 
lines and a staff of 134 in April 
2012, has already grown to 
employ 1300 people”

Evan Katzer, MD, Distinctive Choice
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Trade & Investment KwaZulu-Natal 
(TIKZN) has developed a project pipeline 
worth R1,118 billion for the province in 
the past 18 months, signalling the value 
and opportunities investors perceive in 
conducting and expanding their businesses 
in KwaZulu-Natal.

Business Retention and Expansion Unit 
(BREU) General Manager Donny Pethan 
says the organisation has assisted a host 
of privately-owned and listed companies 
with their expansion programmes including: 

 } Vulendlela Asphalt Surfacing

 } MSS Global RSA

 } Talk International

 } Izaka Plastics

 } Percy Leather

 } Crossley Carpets

 } Rapid 3D Printing

 } Green Engineering

 } LC Packaging

 } Coracall

 } Classic Quilters

 } Apollo Tyres

 } Lanxess CISA

The unit has also assisted the Department 
of Co-operative Governance and 
Traditional Affairs (COGTA) to adjudicate 
and approve small town rehabilitation 
projects and corridor development projects 
as a means for boosting economic growth 
and development across KwaZulu-Natal.

A fairly young unit, the BREU was 
established in 2009 in response to the 
global recession and took into account 
world best practices in retaining and 

attracting business investments to a 
region. The unit provides post-investment 
support for retaining foreign and domestic 
investments in KwaZulu-Natal and 
works with stakeholders, including the 
municipalities and industry associations, 
to implement appropriate interventions 
that support investors with their respective 
business development needs and business 
linkages.

“There was a strong belief that KwaZulu-
Natal needed a specialised unit overseeing 
provincial issues to provide investors with 
the after-care support they required. This 
was particularly relevant where TIKZN 
had played a part in facilitating the original 
investment,” Pethan says.

The municipalities that have committed 
to implementing municipal business 
retention and expansion programmes 
include uMngeni, Newcastle, iLembe, 
Hibiscus, Umthshezi and Umsunduzi. 
Pethan says learning and development 
platforms also provide the mechanisms by 
which information can be unpacked for and 
understood by potential investors.

Working as a four-strong employee unit, 
Pethan says the BREU targets R300 million 
as its value of re-investments and company 
expansion projects that TIKZN would 
facilitate annually.

This puts into perspective the achievement 
for reaching a goal nearly four times that 
figure.

The unit also aims to create 700 jobs 
annually through its endeavours and works 
on securing 12 companies each year, 
which are committed to expanding their 
operations as a result of assistance given 
by TIKZN.

Accessing development funding was a 
key component, with TIKZN in a position 
to open doors for investors with various 
institutions like the Industrial Development 
Corporation (IDC), National Empowerment 
Fund and Ithala Development Finance 
Corporation. Where technical skills were 
unavailable locally, TIKZN can assist 
companies with labour permits for foreign 
nationals, business permits and company 
registrations.

Pethan says the medium-term aim was for 
foreign investors to transfer skills to South 
Africans.

“Experience is the best teacher and 
arranging study tours for local and 
international investors and businesses 
provides the means by which to acquire 
new training, skills and technologies to 
boost efficiencies and contribute to retaining 
business investments,” Pethan says.

In the first six months of the current 
financial year, the BREU has assisted 
a number of companies with their 
expansion programmes totalling 
R250 million and creating 2200 jobs 
across KwaZulu-Natal.

These include expansions for Distinctive 
Choice, Footwear Giants, Spell Industries 
and Compounders, General Cables, 
UnoFiber, Bakhresa Group, Gold Shu Lin 
Clothing and XTreme Rubber.

Pethan says the unit works hand-in-hand 
with various industry associations and 
municipalities on the need for implementing 
business retention and expansion 
programmes and has sound relationships 
with the Southern African Stainless Steel 
Development Association, KwaZulu-Natal 
Engineering Industry Association, South 

“There was a strong belief 
that KwaZulu-Natal needed a 
specialised unit overseeing 
provincial issues to provide 
investors with the after-care 
support they required”

African Footwear and Leather Industry 
Association, South Coast Chamber, 
Southern African German Chamber of 
Commerce, National African Federation 
for the Building Industry and the KwaZulu-
Natal Tooling Initiative.

The Department of Trade and Industry 
recently committed to participation in the 
United Nations Industrial Development 
Organisation programme as a means to 
benchmark companies. The advantage 
is that companies and organisations - the 
KwaZulu-Natal Tooling Institute being one - 
can register its members as suppliers to the 
country’s parastatels.

Other initiatives include company 
visitation programmes for the Ladysmith/
Emnambithi municipality, information-
sharing seminars and enterprise-supplier 
development programmes to respective 
memberships. Last year the unit facilitated 
information-sharing seminars with the 
Durban Automotive Cluster, the national 
Department of Agriculture, the South 
African Stainless Steel Development 
Association and the South African Footwear 
and Leather Industry.

Pethan says the unit also assisted Vaya 
Smooth Cosmetics secure primary market 
inventive approvals for trade registrations 
in Brazil, the European Union (EU) and the 
US, as well as assisting Maslow Holdings 

with its broad-based black economic 
empowerment (BBEEE) micro-enterprise 
exemption certification.

The host of trade shows in the past year 
have proved invaluable for various clients. 
The Automechanika 2013 provided 
business development linkages for Rapid 
Air Tools, Walter McNaughtan, Connectco, 

the Thule Group, Rapid Truck Bodies, 
Crisp-Air, KZN Oils, Hesto Harnesses and 
the KwaZulu-Natal Tooling Initiative, a 
benefit the organisation also secured from 
Afrimold 2013.

Rapid 3D Printing, HB Green Engineering, 
SOMTA Tools and Armoloy SA were other 
clients benefiting from Afrimold 2013, 
while the Durban Boat and Lifestyle Show 
proved fruitful for the eThekwini Maritime 
Cluster, KwaZulu-Natal Sharks Board, SA 
Shipyards, Kwa-Sisonke Logistics, Royal 
Cape Catamarans, Stealth Performance, 
Feral Inflatables, Ace Boating and Daycol 
Engineering.

In October KwaZulu-Natal premier Senzo 
Mchunu, accompanied by Economic 
Development and Tourism MEC Mike 
Mabuyakhulu, led a business delegation to 
Moscow that Pethan says generated leads 
and opportunities across a host of industries 
including logistics, arts and crafts, banking, 
security services and steel fabrication.

However, the milestones have not come 
without challenges with businesses 
indicating the current economic 
environment and tough trading conditions 
were not conducive to expansions. 
Consequently, many companies were 
postponing their capital expenditure and 
investment decisions until the economy 
showed a notable improvement.

The waiting or approval times for various 
applications, including processing 
business permits, incentives and funding 
applications, was also too long, hindering 
business expansions.

“There is a dire need to maintain and 
expand the current client customer base 
across KwaZulu-Natal, but the issues 
at hand are contributing to the province 
not experiencing an aggressive market 
penetration from investors. There is a 
call for boosting efficiencies and ensuring 
reinvestment plans can be implemented as 
swiftly as possible,” Pethan says.

“The medium-term aim 
was for foreign investors 
to transfer skills to South 
Africans. Experience is 
the best teacher”



Bertie le Roux, Development, Planning and Tourism Manager of Emnambithi Municipality
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World-renowned musicians Ladysmith Black 
Mambazo call the Emnambithi Ladysmith 
municipality home, a town research has 
shown offers vast investment opportunities 
and promises labour close to new business 
and industrial enterprises.

Development, planning and tourism manager 
Bertie le Roux says the town hosts monthly 
business retention and expansion (BRE) 
workshops to address about 36 companies 
annually on their economic value and job 
creation.

“Retaining and growing existing businesses 
has proved its mettle to Ladysmith. The 
municipality recognises it is far easier to 

achieve that goal than attract new businesses,” 
he says.

It is certainly a strategy paying dividends. 
In the past year, collaboration between the 
municipality and Trade & Investment KwaZulu-
Natal (TIKZN) has contributed to black 
economic empowerment open pit mining 
company Afrimat Limited, Indian-owned tyre 
manufacturer Apollo Tyres (formerly Dunlop 
Tyres) and work clothes supplier Durban 
Overall have each made significant capital 
investments to their businesses.

Afrimat has employed another 30 people 
because of its investment; Apollo injected R200 
million into the local economy on its expansion 
and Durban Overall will soon boast a taxi 

rank in front of the company that will make a 
substantial difference to employees’ lives and 
safety in commuting to their place of work.

Le Roux says the municipality approaches 
BRE “slightly differently” to elsewhere in the 
province, recognising a personal approach and 
focus on retention and expansion rather than 
new business was their key element.

Consequently, the proactive approach, which 
began about five years ago, invites a handful 
of companies to monthly BRE visits attended 
by the mayor, deputy mayor, municipal 
speaker, infrastructure services portfolio and 
community services chairpersons, various 
executive committee members, municipal 

manager, municipal chief operations officer, 
finance executives, TIKZN and national and 
provincial financing institutions including the 
Industrial Development Corporation (IDC) and 
Ithala Development Finance Corporation.

The visits highlight the business incentives 
offered by the municipality and the financing 
institutions and provide the platforms for local 
businesses to air their issues and complements 
for the environment in which they are invested 
and aim to conduct their welfare. Unlike other 
BRE surveys provincially that lead with surveys, 
Emnambithi Ladysmith follows up with a 
questionnaire and can then react to comments 
affecting or boosting business retention.

The outcome is a personalised approach to 
BRE where the municipality actively addresses 
issues regardless of the mandating authority 
and passes on the knowledge to the relevant 
departments or government spheres in a bid 
to retain happy business owners.

It also provides flexibility to proactively react 
if the grapevine hints at companies in distress, 
while more positively offering local businesses 
the opportunity to attend international trade 
missions.

Shows attended in the past year have included 
visits to India, Swaziland, Mozambique and 
Botswana.

A thriving, friendly town on the banks of 
the Klip River, Emnambithi Ladysmith is the 
commercial centre for a large farming district 
and serves as the major shopping centre for 
Colenso, Glencoe, Bergville and Dundee. 
The town also boasts a strong and diverse 
manufacturing base and investors are offered 
a choice of new sites in four serviced industrial 

Retaining Business
in the

City of Music

“ladysmith has a competitive 
advantage in being situated 
nearly halfway between 
South africa’s key domestic 
markets in Gauteng and the 
major export harbour in 
Durban.”

parks - Colenso, Ithala Ezakheni Industrial 
Estate, Danskraal and Nambithi.

“Ladysmith has a competitive advantage in 
being situated nearly halfway between South 
Africa’s key domestic markets in Gauteng and 
the major export harbour in Durban. It also 
has access to the N3 and N11 national roads 
to Gauteng, Mpumalanga and the Free State 
while sitting on a rail junction linking the 
country,” le Roux says.

On its doorstep, the industrial land within 
the Ithala Ezakheni Industrial Estate offers 
investors fully-serviced sites between 2000m2 
and 8000m2, while the Danskraal Industrial 
site is close to key rail infrastructure and 

water resources. The town is 370km from 
Johannesburg and 250km from Durban in 
the heart of the KwaZulu-Natal Midlands, 
renowned for its historic battlefields and 
tourism potential.

“At a time when the government is actively 
calling for business to shift its transport from 
road to rail, Ladysmith brings to the market the 
competitive advantage of key railway linkages. 
Government supply chain regulations demand 
strict land sale mechanisms, but investors can 
still acquire business premises via open or 
closed auctions, on medium and long-term 
leases and via outright sales,” le Roux says.

Key development issues include physical 
infrastructure and services; social development 
and services; economic development; 
land reform, environment and land use 
management; institutional development; 
financial development and democracy and 
governance.

It boasts an abundance of fresh water from the 
Klip and Tugela Rivers and has a sustainable, 
competitive electricity supply with back-up 
power during peak periods from the Ingula 
pumped storage system that harnesses water 
from the uKhahlamba Drakensberg mountains.
Le Roux says business incentives include:
• assistance with rezoning and environmental 
    impact assessment reports for investors 

    seeking greenfields projects;
• attractive incentives within a maximum 15-
    year period to support and encourage new 
    investments and expansions;
• refunds on the building plan approval fee;
• rates rebates during the first 15 years of 
   business;
• special concessions and electricity rebates 
    determined by the size of the venture and 
   the employment opportunities created and
• investor protection in a country that ranks 
   among the top 10 in the world in terms of 
   good governance and safeguarding investor 
   rights.

Ladysmith is also a gateway to the tourism 
resorts and uKhahlamba Drakensberg World 

Heritage Site with le Roux reflecting that 
tourism remains a key element for local 
marketing. Steeped in South African history, 
the town sits in the heart of battlefields 
honouring the Anglo-Boer and Anglo-Zulu wars.

However, he adds BRE is not without its issues, 
first of which is that the municipality does not 
have control over the town’s water supply or 
electricity prices. Another one common to 
entrepreneurs globally is the access to finance 
and, while the municipality can assist to some 
degree, there were too many cases where 
business owners did not have the capacity to 
access finance.

“That does not stop the city of music from 
striving to bring the informal sector into 
formalised businesses one step at a time,” he 
concludes.

“Open pit mining company afrimat limited, 
indian-owned tyre manufacturer apollo tyres 

(formerly Dunlop tyres) and work clothes 
supplier Durban Overall have each made 

significant capital investments to their businesses”
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The Southern African Stainless Steel 
Development Association was formed in 
1964 as a Section 21 Non-Profit Association 
to increase awareness and the correct usage 
of stainless steel in Southern Africa. SASSDA is 
a member driven association with a board of 
directors from around the country. The board 
is also supported by a management committee 
consisting of SASSDA members. Its purpose is 
to provide a platform for SASSDA members to 
collectively promote the sustainable growth 
and development of the industry, with the 
main emphasis on stainless steel converted 
within the South African economy.

SASSDA offers a variety of services for all 
industry sectors, namely designers, specifiers, 
architecture and construction, hospitality 
and catering, consumer ware, manufacturers, 
fabricators, welding, distributers and tertiary 

educational institutions. Additionally, SASSDA 
conducts lobbying and government liaison IRO 
practices, duties, incentives and workshops 
to name but a few. The association also 
launched a pilot program aimed at enhancing 

numeracy and literacy 
at primary school level 
to ultimately benefit 
the country and the 
stainless steel industry. 

SASSDA offers a free, nationwide 
comprehensive technical service to members 
covering all aspects of the stainless steel 
industry, such as fabrication, grade selection 
and substitution, product sourcing, grade 
properties and corrosion resistance properties.
Both basic and advanced stainless steel courses 
are offered to industry, professional bodies, 
universities, technical colleges and institutions 

such as technical schools. The recent launch of 
an e-learning program enables non-technical 
and shop floor level employees to improve 
their knowledge and expertise. In addition, 
the development of a module based on shop-
floor stainless steel fabrication is also on the 
cards.

SASSDA has taken part in anti-dumping 
initiatives, such as the preliminary metallurgical 

comparative testing of a range of imported 
and locally produced stainless steel pots. 
Whilst the locally produced product proved to 
be of a high quality stainless steel, significant 
quality variability was evident on the imported 
product. SASSDA has therefore decided not 
only to take further legal advice in this regard, 
but to also go on a public drive to educate both 
the consumer and the retailer.

SASSDA KZN participated in a recent TIKZN 
B2B initiative into Zambia Lusaka. Similar to 
its “into Africa” initiatives, it re-inforced how 
economically attractive Zambian business and 
business associations are and how it can assist 
SASSDA in publicising the capabilities of the 
South African stainless steel industry to sub-
Saharan Africa. 

SASSDA maintains links with both national & 
international technical institutions to keep 
abreast of international developments and 
technology. The Southern African Bureau 
of Standards (SABS), the Southern African 
Institute of Welding (SAIW), the International 
Chromium Development Association (ICDA), 
the International Stainless Steel Forum (ISSF) 
and its market development committee, 
PEMA, Mintek and the Nickel Institute are but 
a few of the institutions. 

Recently, SASSDA (in conjunction with PEMA) 
began compiling a comprehensive fabricator 
database. The database has a unique feature 
that will allow it to be interrogated by a range 
of criteria, including sector served, fabricator 
size – manning levels, tonnage capabilities, 
crane height etc.   

SASSDA has implemented an educational 
program in the form a radio advert to 
encourage the public to buy products bearing 
the SASSDA logo. The advert was broadcasted 
in Joburg and Cape Town and will hopefully 
appear on East Coast Radio. In addition to 
radio adverts, the association also produces 
a number of publications aimed at increasing 
awareness as well as educational and technical 

leaflets and DVD’s. 
The SASSDA Stainless 
Steel magazine is the 
official journal of the 
Association, with a 
circulation of around 
4500.

SASSDA is arranging 
a series of Duplex 
Stainless Steel Seminars for February 2014 in 
Durban, Cape Town and Johannesburg. An 
interesting range of different topics around 
this product are to be presented by experts 
within the different industries as well as case 
studies involving South African manufacturers. 
Frequent seminar presentations by both 
local and international experts in various 
fields are open to all members. Seminars and 
workshops cover different aspects of stainless 
steel properties, fabrication, conversion and 
application in line with its sectorial annual 
plans. Regional member meetings are 
undertaken to ensure member involvement 
and participation.

The first SASSDA Stainless Steel Awards were 
presented in 1998 and has been an auspicious 
and highly anticipated occasion for the industry 

ever since. The first of its kind, this event covers 
the complete spectrum of activity within the 
stainless steel industry and aims to promote 
excellence, innovation and entrepreneurial 
development. 

The year 2014 will be a very special one for 
SASSDA, as it marks the association’s 50th 
Anniversary. KwaZulu-Natal and its regional 
membership wishes to congratulate the 
SASSDA for the fine work it carries out year 
after year.

All KZN companies and or individuals, 
whether directly or indirectly associated with 
the industry are encouraged to become a 
member of the Association. The current cost of 
annual membership is negligible. Membership 
is strictly on application and is subject to 
verification and approval of the SASSDA 
Management Committee. It is not only an ideal 
networking opportunity, but is also a forum 
where members can gather KZN regional 
economic information. 

The Southern African Stainless
Steel Development Association

Promoting 
Sustainable Growth 
and Development 
for South African 
Stainless Steel

“The recent launch of an 
e-learning program enables 
non-technical and shop 
floor level employees to 
improve their knowledge 
and expertise”



Trenley Tilbrook, CEO of the iLembe Chamber of Commerce
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Statistics show developing existing 
businesses drives local economic 
growth - an issue that two years 
after undertaking its business 
expansion and retention (BRE) 
survey the iLembe Chamber of 
Commerce, Industry and Tourism is 
taking to heart.

CEO Trenley Tilbrook says the Ballito BRE 
survey highlighted that resolving electricity, 
roads and other infrastructural issues would 
make the town a better place to conduct 
business. Key to boosting its economic 
development were addressing the:

• service reliability, particularly electricity;
• high commercial property rates;
• municipal service costs;
• high cost of new development 
    infrastructure;
• poor communications between business    
   and the municipality;
• local skills deficiencies;
• incentives for expansion and new 
    ventures and
• call for more affordable housing and 
    schooling.

The survey proposed five recommendations 
with which the chamber has worked to 
boost Ballito’s BRE. Underpinning that 
decision was knowing that growing 
existing business contributes 70% towards 

economic development against only 20% 
for new investments and 10% from foreign 
direct investment (FDI).

Topping the recommendations was greater 
business networking, encouraging iLembe 
to establish networking platforms. The call 
for building bridges between business and 
the KwaDukuza municipality will see Ballito 
found an urban improvement precinct 
(UIP) that will hopefully add impetus for 
promoting the town as a place to live, work 
and play.

“The recommendation for developing local 
skills is ongoing, particularly as resolving the 
level at which that development is required 
- managerial or basic literacy - raises its own 
debates,” Tilbrook says.

The middle-road option most relevant 
to a chamber’s function was developing 
basic business skills via the newly-launched 
business support centre.

Tilbrook says the Isithebe survey concluded 
last year lacked the business buy-in that had 
contributed to Ballito’s successful survey. 
Despite these set-backs, the key issues that 
arose were that:

• 70% of businesses saw the labour laws 
   and regulations as constraining growth;
• businesses supplying goods and services 
    to Isithebe factories faced declining 
    markets as firms closed or relocated;

• the availability of artisans and skilled 
   machinists constrained growth;
• businesses were disadvantaged in 
    accessing suppliers, maintenance, repairs, 
    services and spares and
• transport was becoming increasingly 
    costly with road transport being the 
    only option after the rail service was 
    discontinued.

In tackling the skills development, Tilbrook 
says iLembe was now in discussions with 
the Swiss government to fund a Further 
Education and Training (FET) college in 
Isithebe. The initiative would specifically 
focus on providing critical electrical skills.

Acknowledging labour in South Africa 
was “a sensitive issue”, business and trade 
unions participate in workshops aimed 
at finding common ground. Tilbrook says 
investment into social services like schools 
and housing only followed economic 
growth, but in launching the Jackalberry 
Residential Estate, the eLan Property Group 
was making in-roads to address these 
problems.

“Tackling the area’s image showed how, 
in working together, the private sector 
and the municipality can find mutually-
beneficial solutions,” Tilbrook says.

Isithebe has a landscaping plan for its 
entrance to boost the estate’s image and 
take ownership of the neighbourhood.

iLembe: Building the

B L O C K S
for Business

Trade & Investment KwaZulu-Natal sponsored 
R10 000 towards the Khulani Shelter in support 
of Mandela Day. This is in alignment to the 
corporate social responsibility programme for 
the organisation. TIKZN investigated the needs 
of the Khulani Shelter and purchased these 

requirements. The staff of TIKZN spent 67 
minutes of their time with the children of the 
shelter by having lunch with them, distributing 
the items purchased and spent quality time 
interacting with the children.

By devoting 67 minutes of their time – one 
minute for every year of Mandela’s public 
service – TIKZN staff made a small gesture of 
solidarity with humanity and a step towards a 
global movement for good.

tiKZN’s

67
Minutes
for Mandela Day
at the Khulani 
Children’s 
Shelter
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Backing the CEO

Neville Matjie has the honour in forging 
his own position. His appointment as 
General Manager in the CEO’s office 
is newly-created as the behind-the-
scenes entity that follows up on TIKZN’s 
organisational strategy and the CEO’s 
projects - and brings in-house work that 
was previously tackled by consultants.

Key is working with provincial 
government, departments and agencies 
to resolve the investment stumbling 
blocks to KwaZulu-Natal. The project 
brokering unit, established by the 
Premier, unlocks issues preventing 
projects from being implemented.

As unit secretariat Matjie will support 
the CEO in these endeavours.

“The greatest challenge in the months 
ahead will be bridging the gap between 
TIKZN’s expectations and those of the 
board, but it will also be the greatest 
triumph, particularly in unlocking 
potential for new regional development,” 
he says.

Marketing
Human Resources

Marketing and human resources are 
not traditional bed fellows, but believes 

Executive Manager Corporate Services 
Mxolisi Manyakanyaka, linking the two 
divisions within TIKZN merely underpins 
the value the organisation upholds for 
its people.

“This unity reflects the demand for 
leadership and our marketing skills 
come from our employees, not entities. 
The new position gives direction to how 
the business units will align with the 
corporate strategy,” he says.

While he may not have marketing 
experience, Manyakanyaka brings to 
the table 16 years of human resources 
knowledge with which to strengthen 
the people within his environment. The 
challenge will be unifying the traditionally 
separate businesses, but success 
will reign when shareholders believe 
in TIKZN and investors recognise 
KwaZulu-Natal as the country’s premier 
investment destination.

Leading by 
Example

Lester Bouah believes fulfilling his new 
mandate as Executive Manager: Export 
Development and Promotion requires 
“a rifle not shotgun approach”. There is 
little point in blindly investing efforts.

His position supports KwaZulu-Natal 
exporting companies broaden their 
markets and encourages new entrants 
to exporting, initiatives boosting output 
capacity and generating employment.

It is not a desktop job with Bouah 
continuously interacting with 
manufacturers, exporters and 

Marketing 
Kanyi-style

Executive Manager: Investment 
Promotion Kanyi Ntloko-Gasa 
virtually runs into work. Tasked with 
marketing provincial tourism growth 
and investment opportunities, her 
excitement reverberates in adopting 
new approaches.

“Focus is critical - no more trade 
missions without results,” she says.

Concentrating on sector-specific 
demands, she will target business-to-
business deals, identifying appropriate 
partners to grow existing or establish 
new investment relationships.

Her years with Enterprise iLembe, 
Industrial Development Corporation, 
Absa and most recently as consultant 
to Co-operative Governance and 
Traditional Affairs department brings 
the experience and contact leverage to 
translate concepts into deals.

The prevailing market conditions pose 
challenges, but she knows when the 
bankable deals have been signed, she 
will be on track for making TIKZN the 
agency of choice for investors to the 
province.

international markets to test appetites 
for local goods. In boosting intra-African 
trade, he faces cross-border transit 
issues, corruption, poor infrastructure 
and volatility, but sees opening new 
markets for large companies as the 
pathway by which smaller players can 
secure downstream opportunities.

“It means developing value propositions 
for larger companies to work together 
and create those opportunities,” he 
says.

SAITEX is an international export/import multi-sector 
business and trade exhibition, which plays a vital role in 
promoting trade between South Africa and other countries 
around the globe. SAITEX is the only multi-sector trade fair 
of its size on the continent, and plays host to hundreds of 
exhibitors showcasing products, services, and economic 
opportunities from all over the world. SAITEX 2013, which 
was held at the Gallagher Convention Centre from 30 June 
to 2 July, offered ample opportunity for export promotion; 
securing buyers and distributors and networking.
 
TIKZN has been participating at SAITEX for the last six 
years and the exhibition has yielded excellent results for 
KZN companies in terms of sales and orders generated.  
SAITEX 2013 was co-located with Africa Big Seven, an 
international food and beverage showcase from the 
African continent, that attracted product and technologies 
from the agribusiness sectors. TIKZN assisted KZN 
businesses to promote their product opportunities and 
value proposition to local and international businesses and 
proactively assisted with scheduling B2B meetings for the 
KZN businesses. Companies that attended managed to do 
sales and secure orders from Gauteng and SADC region, 
and some secured quality leads from other countries that 
attended.
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TIKZN participated & facilitated the
participation of 10  KZN companies:

Ladysmith Municipality

Iqlaas Foods Pty Ltd

Global Vision Trading cc

Mzansi Mobile Units

Dumabezwe Ethnic Designs

Academic Apparel Industries cc

Durban School of Fashion

Drakensberg Chocolate 
Memories

Siyakha Imperial Printing

Leather Touch

staff Profiles

Trade & Investment
kwaZulu-Natal



Rajen Reddy, CEO of KZN Oils
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oil industry. “I wanted to go into the lubricant 
side of the oil industry. However, in 1996, black 
people were not welcomed by the oil industry. I 
persevered because I believed in it and built what 
you see today,” he adds.

KZN Oils’ first customer wanted just four drums 
of oil and one of the oil majors wouldn’t supply 
them. It was November 1988. The following 
month, Reddy received an order from the same 
customer for 10 000 litres. Although the company 
entered the market by selling small quantities of 
oils and lubricants, it is now supplying in bulk and 
boasts 28 road tankers.

In 2003, KZN Oils bought a 26% stake in FFS 
Bunkers, a company that refuels ships. Three years 
later, it purchased the remainder of the shares of 
Sasol and the Refiner Group. The business was 
renamed KZN bunkers and constitutes KZN Oils’ 
marine division.

Finished product is bought from oil majors and 
traders such as Caltex and Petro SA. The company 
currently operates the last registered South African 
owned tanker which takes product from Durban 
where it is stored in bulk to East London and Port 
Elizabeth where there are smaller customers. 

However, this small tanker which only has a 
capacity to carry 2 500 metric tons is in the 
process of being sold. It will be replaced by 
a far larger tanker capable of transporting 
between 5 000 and 7 000 metric tons.
 
KZN Oils also operates a barge in the Durban 
harbour, picking up and supplying gas oil to 
tugs, pilot boats and yachts.  “If a vessel is 
bigger than us we go to them, otherwise they 
come to us,” explains Reddy. 

After being awarded a large Transnet tender 
in 2004, Reddy restructured the company. As a 
gesture of commitment to the empowerment 
of women, 26% of the share capital was given 
to Phaphama, a company owned by ten black 
women. Company chairman, Zanele Mbogazi, 
is a non-executive director of KZN Oils and 

participates in key strategic decision making. 

In addition, KZN Oils has committed to meeting 
the requirements of government’s Supplier 
Development and Enterprise Development 
plan and ensures that at least 50% of its overall 
procurement spend is with BBBEE compliant 
companies. This is seen as creating a platform 
for other Black owned companies to grow their 
businesses. 

Reddy is also a minority shareholder (26 percent 
stake) in National Workshop Equipment, a 
company owned by Combined Motor Holdings, 
which manufactures and markets hydraulic 
pumps and garage equipment and fits out 
workshops with bulk lube installations, hoists, 
balancing machines and tyre changing machines.  

Describing KZN Oils as vibrant, principled and 
environmentally friendly, Reddy says he values 
the fact that many employees have been with 
the company for a long time. As a major player 
in the market, the company is also seen as a 
preferred employer and can attract the specialist 
skills that are in short supply which are needed 
to realise its ambitions. 

“Black people were not 
welcomed by the oil industry. 
I persevered because I 
believed in it and built what 
you see today”

Within the next five years, KZN Oils sees itself 
as a global company – and, at the same time, 
as a company with a strong footprint in Africa 
that is not only a successful operation in its own 
right but also an inspiration to and supporter 
of entrepreneurship across the continent.

Already, plans are in place to establish a 
presence in international markets. In October 
this year, KZN Oils International was launched. 
Headed by UK-based Justus van der Spuy and 
Enrico Ganter, recently appointed directors of 
KZN Oils International, it will trade crude oil, 
finished products and biodiesel in Southern 
Africa. Since 2004, South Africa has imported 
a substantial amount of finished petroleum 
products. Currently, this stands at 40% as the 
country has run out of incremental refining 
capacity. 

For KZN Oils, this is an exciting opportunity to 
source and supply both finished products and 
crude oil both to independent customers and 

to the oil majors operating in South Africa. 
Chief Executive, Rajen Reddy, believes that the 
company is now in a position to draw on the 
expertise of chairman Pete Linneger (who was 
with Caltex for 39 years) and chief financial 
officer Neil Biggs (also with Caltex for 37 years) 
as well as the extensive knowledge of its UK 
directors to roll out a meaningful enterprise. 

It’s a logical next step for a company that is 
committed to being the country’s premier 
independent reseller of fuel and oil. There 
are six separate companies within the KZN 
Oils stable – KZN Oils, KZN Bunkers, KZN Oil 
Transport, National Workshop Equipment and, 
now KZN Oils International.  

KZN Oils plays 
a key role in 
the logistics, 
sales and 
marketing of 
p e t r o l e u m 
r e l a t e d 
products in South Africa to both the private and 
public sectors. It prides itself in its high quality 
logistics services and has its own depots and 
access to storage tanks in Cape Town, Durban 

and Richards Bay. It is also active within in the 
retail market with 32 Caltex branded service 
stations in northern KwaZulu-Natal and sells 
its own brand of lubricants, KZN Oils, through 
spares shops and workshops as well as ‘high 
street’ outlets and commercial operations. 

Formed in 1994, KZN Oils is a 100% Black 
Economic Empowerment (BEE) Company that 
is undeniably the product of Reddy’s vision and 
hard work. Yet, it started with a single service 
station. 

“From when I was a child, my dream was 
to own a service station. The branding of a 
service station and the mechanics appealed 
to me. My father was in the building industry 
and I had to join the family business.  In 1988, 
I was collecting materials in North Coast Road 
and saw that the Shell garage at in North Coast 
Road was being expropriated. After begging 
various municipal departments, they agreed to 
give me a month to month lease and I started 
operating in 1988,” Reddy says.

The company operated until 1996 when Reddy 
decided to sell the business after hearing 
that government intended restructuring the 

OILING
THE WHEELS
OF EXPORT
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Gino del Fava bravely charters new 
waters with his Black Economic 
Empowerment (BEE) freight 
forwarding company Kwa-Sisonke 
Logistics.

Ntlanganiso Freight t/a Kwa-Sisonke Logistics was 
founded in 2011, but with historic links to Phambili 
Freight in 1987. Del Fava has 35 years experience with a 
host of local and international customs clearing agents 
including Grindrod, JH Bachmann, Schenker, Rhenus, 
Röhlig, Walon and Danzas.

This effectively provides Kwa-Sisonke with a vast array 
of business networks lending access to the current 
multi-functional disciplines at its disposal. Operating 
under GMA Logistics, the company can handle any size 
of shipments.

Del Fava says Kwa-Sisonke secured a coup in being 
awarded a historic contract by Hitachi Power Africa, 
the company constructing Eskom’s multi-billion-rand 
Medupi and Kusile coal-fired power stations. The 
company managed the mineral wool contract, clearing 
the goods through customs at the Durban port and 
beating two BEE competitors in the process.

The recession has affected many smaller players and 
presents major challenges for new businesses. These 
entrants find it difficult to raise sufficient capital to 
operate an effective customs clearing and forwarding 
business.Little has been done to alleviate these issues 
due to a lack of understanding about the complex 
nature of this industry.

Within five years he believes Kwa-Sisonke can become 
the most efficient customs clearing and freight 
forwarding company in South Africa and Africa - a 
dream worth pursuing.

Chartering
New Waters
with Kwa-Sisonke Logistics

Overall, KZN Oils is focused on continuous 
improvement in critical business areas for the 
benefit of all customers and stakeholders 
through innovation, quality products and 
empowered employees. 

“Our training centre is the biggest office on 
our premises (in North Coast Road). For us, this 
is critical for skills transfer.”

Right now, imperatives are working towards 
being more efficient, reducing costs and buying 
from oil majors by bringing in the product 
themselves in reasonable size quantities.

Another project the company is taking seriously 
is imports.  “We tried in 2004/5 but we came 
short. Now we have a better understanding 
and are stronger. We are looking at 

opportunities in neighbouring countries. This 
is where my partnership with TIKZN comes 
in. We participate in trade missions so we can 
get good exposure, collect information and 
gain knowledge that enables us to relook at 
exports,” he explains.

That said, Reddy is born and bred in 
KwaZulu-Natal and is loyal to promoting the 
interests of a province that he believes offers 
many advantages for companies that base 
themselves here. For starters, the lion’s share 
of the country’s oil industry is based in Durban 
which provides the shortest trade route to 
Gauteng.  

At the same time, local roots don’t exclude 
him from being an international player. 
“Technology gets me anywhere in the world.  
You can sit anywhere and do your work.  When 
I am overseas, I use technology to see how 
much fuel is in our tanks. I don’t have to get 
up and go outside to dip it to check,” Reddy 
points out. 

But a more international focus doesn’t mean 
taking his eye of the highly competitive South 
African market. He says revenues were “slightly 
up” on 2012. “There are quite a few emerging 
competitors. Several are snapping at our 
heels.”

However, going forward, he says the company 
is very focused. “We know that we need to 

continue developing a solid and sustainable 
business and we deal with secure customers. 
We are viewed as a serious player and 
customers are confident to deal with us.  2014 
is going to be an exciting year.”  

Personally, Reddy believes that things are 
moving forward positively for both the 
company and the country as a whole, 
especially when it comes to relationships with 
other BRICS nations. However, he also advises 
caution as South Africa needs to ensure that 
the country is not simply used as a gateway to 
Africa without any value being gained by its 
own people. 

“We can learn from the other BRICS countries 
but empower our own people.  I think what 
we need to do is to industrialise our nation just 
as it was previously.  You shouldn’t admire the 
Mercedes Benz - something that you have not 
created.  I would like our ports to grow bigger 
when we export – not to be expanded for 
imports.  We were leaders in technology in the 
world and I am hoping that we are now more 

inward focused, not signing memorandums of 
understanding and committing our country to 
buying a lot of things, to becoming a country 
of consumers.  We must work towards building 
a nation. We are still divided economically and 
we have a lot of expertise that is overlooked.  
We need to join hands and manage the past 
– and avoid creating a culture of entitlement,” 
he concludes. 
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Trade relations between KwaZulu-Natal 
and Zambia, the province’s most significant 
trading partner in Africa, will improve due to 
the establishment of a direct air link between 
Durban and the Zambian capital, Lusaka.

Speaking at the official launch in Lusaka, Mr 
Michael Mabuyakhulu, MEC for Economic 
Development and Tourism, said: “We recognise 
that in spite of the previous absence of direct 
flights between Lusaka and Durban, Zambia 
is, in fact, KwaZulu-Natal’s largest trading 
partner in Africa. Exports from our Province 
to Zambia in 2012 were valued at R2,47 billion 
and represented a pleasing 14,8% of KwaZulu-
Natal’s total exports into Africa.” In addition, 
some 30% of all South African imports from 
the African continent were sourced in Zambia 
last year.

“We have a well-established trade platform 
between us, but with a regular and frequent 
direct air link in place, the potential to increase 
and enhance relations and trade activities are 
infinite,” he added.

The four-times-a-week SA Express air route 
between Durban and Lusaka became 
commercially operational in July last year. It has 
enjoyed steady support, but is not yet running 
at full capacity. Dube TradePort Corporation 
and SA Express signed an agreement in 2012 
resulting in the airline using King Shaka 
International Airport as its launch pad. The 
move was designed to unlock key international 
markets for the benefit of KwaZulu-Natal over 
the next two to three years by promoting 
business and leisure travel, as well as trade and 
investment activities.

Mr Mabuyakhulu led an appeal to business 
and tourism decision-makers in both KwaZulu-
Natal and Zambia to ‘give serious consideration 
as to how best to utilise SA Express flights 
between Lusaka and Durban’. “There exists a 
very real opportunity for us, jointly, to realise 
the true potential of our respective markets, 
creating new investment, business and tourism 
channels, platforms and alliances between us,” 
he added.

In an attempt to further cement business 
relations between KwaZulu-Natal and Zambia, 
the celebratory launch function was also used 
to sign a Memorandum of Understanding 
between the Durban Chamber of Commerce 
and Industry and the Lusaka Chamber of 

Commerce and Industry. The agreement was 
also set to pave the way for skills transfer and 
knowledge-sharing initiatives, while creating 
a platform for delegation exchanges and the 
identification of potential joint projects.

Mr Mabuyakhulu said: “The intention is to 
facilitate increased trade and business activity 
between members of these respective bodies, 
as well as other stakeholders. Co-operation 
between the two Chambers will also foster 
mutual understanding and awareness of 
available business opportunities in Lusaka and 
Durban.”

He also described the new direct air route as 
having ‘huge potential’ and one destined for 
significant growth, adding: “We are confident 
that the business community will find this an 
ever more attractive proposition, while leisure 
travellers will come to realise just how close 
and alluring the waters of the Indian Ocean 
really are.”

Commenting on ongoing air connectivity 
initiatives, Ms Saxen van Coller, Dube TradePort 
Corporation’s Chief Executive Officer, said: 
“We are working to significantly increase 
direct regional and international air services 
to and from Durban in an effort to transform 
this region into South Africa’s primary 
alternative gateway. We have developed a 
five-year strategy designed to identify and 
attract a growing number of carriers to utilise 
Durban’s King Shaka International Airport. 
An important player in this endeavour is, of 
course, SA Express with its commitment to 
linking Durban directly with a host of SADC 
countries, a move which creates endless new 
possibilities for our and Zambia’s business and 
tourism communities.”

There is significant demand for international 
travel to and from Greater Durban. Statistics 
demonstrate that this market has grown 
by more than 70% in the past five years, 
although only 20% of passengers are able to 
fly internationally to and from King Shaka 
International Airport directly. The vast 

majority must still utilise domestic flights to or 
from Johannesburg’s OR Tambo International 
Airport to connect to or from international 
destinations.

“The launch of the Lusaka route increases 
connectivity with Dube TradePort, assisting 
in the generation of economic efficiencies 
for business. Dube TradePort is the core of 
this airport-based business location, an area 
we are developing as a sustainable operating 
environment and one which provides for 
superior business growth and economic 
development,” said Ms van Coller.

The introduction of direct air routes to land-
locked countries in the SADC region provide 
for the growth of new tourism markets. In 
addition, the provincial authority and Tourism 
KwaZulu-Natal is intensifying its promotional 
activities in these areas.

Tourism KwaZulu-Natal Chief Executive Officer, 
Mr Ndabo Khoza, said “Based on global 
travel trends, some 80% of inbound travellers 
emanate from regions within a four-hour 
flying radius and we have identified a need 
to actively access markets in the surrounding 
SADC countries. We recognise that KwaZulu-
Natal has a unique offering for the benefit of 
such markets.”

Mr Andrew Layman, the Durban Chamber 
of Commerce and Industry’s Chief Executive 
Officer, said “We consider a direct route from 
Durban to Lusaka to be of tremendous value 
to those local businesses which are already 
trading in Zambia, or wish to do so in the 
future.”
 
Mr Mabuyakhulu said “In KwaZulu-Natal 
we have a leading and highly competitive 
destination; a destination of choice now 
for stakeholders in Zambia’s business and 
tourist sectors. Direct flights introduced by SA 
Express provide the springboard necessary for 
taking existing and prospective new business 
dealings between KwaZulu-Natal and Zambia 
to an altogether new level. This is an exciting 
prospect enabling intensified trade relations 
and a brand new platform for quick and 
affordable tourist travel.”

“This route is set to impact on the existing trade platform”
MEC for Economic Development and Tourism, Michael Mabuyakhulu

SA Express Launches
Durban-Lusaka
Air Route

     Zambia is, in fact, 
KwaZulu-Natal’s largest 
trading partner in africa
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By Felleng 
Mahlatsi

South Africa and 
KwaZulu-Natal’s trade; 
do women matter?

South Africa and the Province of KwaZulu-
Natal are continuously becoming an integral 
part of the global economic community. This 
cannot be reflected more clearly than by the 
growing activity in international trade the 
Country and the Province are displaying.

South Africa
It is estimated that in 2012, South Africa traded 
goods with the rest of the world worth R1.5 
trillion. At this rate, the Country’s total trade 
had grown from a mere R552.4 billion ten 
years earlier. A notable development in South 
Africa’s trade activity is the persistent widening 
trade balance in recent years. The country last 
recorded an annual trade surplus in 2002, after 
which the Country’s imports have accelerated 
faster than exports.

In 2012, South Africa imported goods 
estimated at R833.3 billion, while exporting 
R700.9 billion, clocking almost R133 billion in 
trade deficit (Figure 1).

KwaZulu-Natal
Being home to two of Africa’s largest and 
busiest seaports, the Province of KwaZulu-
Natal cannot avoid being an active participant 
in international trade. In 2012, the Province’s 
total trade with the rest of the world was an 
estimated R181.7 billion, similarly rising from a 
minor R82.1 billion a decade earlier.

Almost in rhythm with the Country’s trade 
activity, KZN has also been recording faster 
import than exports, thereby widening its trade 

balance and undermining its competitiveness 
and domestic job creation potential. In 2012, 
the Province exported goods estimated at 
R85.0 billion against an import value of R96.7 
billion; a –R11.7 billion trade deficit (Figure 2).

It all needs to change
It is almost evident that the prevailing trade 
activity seems to project a “business as usual” 
scenario, with the trade balance widening 
even in periods of the weakening exchange 
rate of the rand. Ordinarily, the country and 
the province should be experiencing some 
reversal in import acceleration. It is vital to 
remember that the countries whose goods 
the domestic consumer is buying are the ones 
whose economies are growing and in which 
jobs are being created.

Can women make a difference?
Women are known to be the most significant 
shoppers/spenders, having great potential 
to influence domestic economic growth. The 
World Economic Forum’s Global Gender Gap 
Report 2011 acknowledges the potential 
that lies in women in turning around the 
fortunes of an economy. The report suggests 
that “countries and companies will thrive 
if women are educated and engaged as 

fundamental pillars of the economy...”. Like 
many other countries of the world, South 
Africa appears to be lagging in regard to this 
realisation. The Commission for Employment 
Equity’s Annual Report 2012-13 confirms 
the country’s slow progress of integrating 
women into the mainstream economy. The 
report observes what it terms the “Missing 
Women” phenomenon in the country’s labour 
force, in that while the country’s population 
distribution is at least 52.0% female, only 
43.9% of the working population are women.
According to Business women’s Association of 
South Africa’s (BWA’s) South African Women 
in Leadership Census 2012, the picture gets 
worse as the corporate ladder goes higher; 
BWA finds that only 21.4% of all Executive 
Managers for JSE-listed companies and State-
owned entities are women, and that only 
17.1% of all Directors, 3.6% of all CEO’s and 
5.5% of all Chairpersons of Corporate Board 
are women.

TIKZN is well aware of this trend, and has taken 
a stance to promote women participation in 
international trade, with the realisation of 
the enormous potential this approach has to 
restructure the province’s trade pattern, create 
jobs and reduce poverty and inequality.

Figure 1: South Africa’s trade performance, 1997—2012 (R bn)

Figure 2: KwaZulu-Natal’s trade performance, 1997—2012 (R bn) 

“Rather than importing 
materials and human 
capital, look to sourcing 
those requirements from 
the local data base.”

Trade & Investment KwaZulu-Natal’s 
(TIKZN) acting chairperson Zee Cele may 
not have the mandate to make dramatic 
changes while occupying her position as 
head of the province’s investment agency, 
but that does not hinder this dynamic leader 
from knowing and sharing her priorities.

Cele assumed her position after former 
eThekwini mayor and TIKZN chairman Obed 
Mlaba was appointed as South African High 
Commissioner Designate to London, and it 
is Economic Development and Tourism MEC 
Michael Mabuyakhulu’s responsibility to 
appoint the replacement. In stepping up 
to the plate, Cele brings with her nearly 
25 years experience operating her own 
business; her in-depth tax knowledge and 
her wide-ranging skills as non-executive 
director to a host of blue-chip South African 
companies.

More recently was the time she spent 
as Eskom Board Tender Committee 
Chairperson while the parastatel instituted 

the largest procurement programme in 
South African history - the R300 billion 
capital expenditure initiative that brings 
to the national electricity grid the Kusile, 
Medupi and Ingula power stations.

Cele is holding fast to several priorities 
Mlaba initiated including the municipal 
road shows that are the platform by which 
TIKZN is strengthening its relationships with 
provincial municipalities and dovetailing 
the work being done by those regions that 
have the benefit of their own investment 
promotion agencies.

She is also “passionate about broad-based 
black economic empowerment (BBEEE)”, 
but recognises achieving its goal is not 
solely hinged on ownership. Success brings 
into the fray preferential procurement 
policies, enterprise development and job 
creation - and a key principle underpinning 
investment into KwaZulu-Natal is 
encouraging investors to develop their local 
supplier base.

“Rather than importing materials and 
human capital, look to sourcing those 
requirements from the local data base. 
TIKZN can work as the catalyst across 
business spheres to encourage promoting 
the range of BBEEE elements,” she says.

While acknowledging job creation is a 
tangible measurement for the impact 
foreign direct investment (FDI) was having 
on the province, Cele also wants those 
figures to reflect the degree to which 
preferential procurement and enterprise 
development were benefiting from 
attracting investments locally.

“We need to actively encourage the 
creation of indirect jobs when bringing 
investors to our shores,” she says. In 
December the board will review its newly-
instituted strategic plans, objectives 
and performance indicators being used 
to promote local investment and assist 
KwaZulu-Natal exporters find new markets. 
Having initiated a five-year plan, Cele says 
this will be the first chance to strategically 
review the impact of those decisions and 
consider the other BBEEE elements about 
which she is so passionate.

Thereafter, Cele believes the 10-strong 
board (that includes the CEO) will have a 
clearer vision in terms of where it wants to 
lead the agency during its five-year tenure.
However, she also acknowledges the 
challenges, key among them being ensuring 
that outward-bound trade missions were 
more focused and fruitful - targeted rather 
than scatter-gun. BBEEE policies must also 
align with existing legislation and the 
strategic objectives and vision laid down by 
the department of economic development 
and tourism.

Zee Cele 
Bringing Her Years to the Board
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Exporting
Faster than a 
Speeding Bullet
Louisa Garland Els leads
Imperial Armour
into Foreign Territory

Quenching 
Africa’s Thirst
for Irrigation

with Irritech Agencies 
International

A Formula
for Growing
Exports
into Africa

The Ethekwini
Maritime Cluster
Supports Export Growth

Nelly Shezi takes us 
through the rapid 
success of Elegant Line
Chemicals

Irritech Agencies International has exported 
irrigation equipment into Africa for over 20 years, 
but Project Co-ordinator Caitlin Koch believes 
the Pietermaritzburg-based group has hardly 
scratched the surface on the opportunities.

“Africa is an oyster. The demand for agriculture 
has escalated and African enterprises are 
securing foreign funding for large-scale 
projects,” she says.

She wants Irritech to branch out into more 
African countries, potentially opening another 
office to complement the Lusaka branch. 

Currently exports constitute 60% of Irritech’s 
turnover with Koch reflecting that, despite 
the economic climate that has seen companies 
suffer different trading conditions, exports have 
continued climbing. The company has clients in 
Zambia, Mozambique, Swaziland, Democratic 
Republic of the Congo (DRC), Zimbabwe, Sierra 
Leone and Tanzania.

It has quoted for projects in Namibia and 
Ethiopia and this year exported into Botswana 
and Rwanda for the first time. Irritech’s principle 
business is as a dealer for Valley Centre Pivots 
for which it holds the agencies in southern 
Mozambique, Zambia and the KwaZulu-Natal 
Midlands. 

Koch has now worked for Irritech for five years, 
but admits that because her father, Franek 
Raciborski, owns the company, she started off 
“just doing the export invoices, some journals 
and a bit of admin work” while looking for 
employment elsewhere.

“Little did I know I would never find my 
‘something else’ and instead become fully 
integrated in the family business,” she quips.

Her career has seen her shift from minor tasks 
within export administration to Project Co-
ordinator, effectively focusing on the export 
work, managing documentation, logistics and 
production. After the engineer has secured the 
project, the orders are handed over to Koch’s 
department for execution before returning to 
the engineer’s domain once the products are 
delivered on-site.

Koch credits her success to following up 
every phone call and decision with written 
communications. Electronic mails ensure 
everything is in print without room for grey 
areas and if there have been misunderstandings 
between the company and customer, these 
can be viewed and corrected immediately.

“I also believe there needs to be good 
communication and teamwork in a company. 
There is no ‘I’ in team,” she says.

Koch has a Bachelor of Social Science in 
Industrial Sociology and Classical Civilisation 
from Rhodes University and an Honours 
degree in Workplace Change and Labour Law 
from the University of Cape Town. It is these 
qualifications she believes have given her the 
tools for handling the export market - as one 
thing she has learnt in the past few years is 
that something changes daily and that calls for 
flexibility.

Looking ahead, Koch says Irritech will grow its 
business both organically and through new 

contracts. Critical to success will be making 
contacts while continuing to service existing 
clients and installing new systems when the 
opportunities arise.

After-sales service remains a key company 
focus, because “there is no point” in selling 
these machines and schemes unless technicians 
can be on-call for clients to help maintain the 
schemes.

However, Koch’s immediate future and 
concerns are substantially more personal with 
her and her husband expecting a baby in 
December.

“I leave a capable team in my absence and as 
long as Irritech stays focused on its motto ‘We 
make a plan’, the company will continue to go 
from strength to strength,” she concludes.

Irritech Agencies International Capitalises on Opportunities in Africa

Caitlin Koch: Project Co-ordinator
Irritech Agencies International
Tel: +27 33 342 3177
Email: caitlin@irritechsa.co.za



Bullet, blast, fire and stab proof vests are hardly an area one associates 
with women, but Louisa Garland Els, MD of award winning firm 
Imperial Armour is an expert in these and other types of protective 
clothing serving the Police & Security, Marines, Minister of Defense, 
VIP security and Fire and Rescue industries. Imperial Armour also 
manufactures de-mining equipment, bomb suits and emergency 
rescue clothing.

Manufactured from the Westmead, Durban factory Imperial Armour’s 
products are sold within South Africa and exported to the Middle East 
and Africa. “Exports to the Middle East are doing well so we have 
formed a partnership with Imperial Armour Middle East. Our new 
International Marketing Manager Marc Maurel will shortly be working 
as a representative for the Dubai premises to grow the market in the 
Middle East.

Since opening the firm in October 2000 Louisa has grown her business 
each year with a 50% increase in turnover in 2013. The company is 
strongly customer focused and this is one of the reasons for its success 
along with a consistent marketing drive, an eagle-eye on cashflow and 
quality products.

As a predominantly female company, design is an important element, 
“our designs are incredibly important to us, they are our selling point,” 
says Garland Els. “We customise all our protective clothing – as we 
believe every item must look good and be the best.”

The most recent expansion into firefighting suits, called bunker suits, 
entailed several overseas trips to research how the suit was made and 
obtain the best raw materials. The request came from a client who 
couldn’t find a supplier of fire bunker suits who firstly was able to 
manufacture within the shortest delay and secondly who adhered to 
the necessary NFPA standards.

A loyal supporter of South Africa, Els also sources raw materials locally 
– only certain elements of the bunker suit are imported.  “I believe it is 
important to support local manufacturers,” continues Garland Els.

“It has taken a long time, but we have persevered to penetrate the 
local market. Currently although our exports fluctuate they are always 
a minimum of 30% of turnover”. Local orders from well-known security 
companies are the backbone of the company; however Garland Els 
is pursuing exports. With a favourable exchange rate currently the 
company exports to the Middle East, African countries of Nigeria, Mali, 
Tanzania and Niger with orders emanating from the United Nations and 
American companies. The company is very particular with whom they 
deal.  

“I am careful where my products go and have a moral issue who we 
supply,” quips Garland Els.  “We don’t supply countries such as Libya, 
Syria and Iran.”

Imperial Armour doesn’t sit back and wait for orders, Garland Els 
personally attends international exhibitions to keep in touch with 
existing clients and make new contacts. The company has just started 
opening doors in South America and hope to be exporting to Chile, 
Ecuador and Argentina. 

Local orders, although more 
regular are small compared 
with international orders. In 
future our growth will come 
from exports as there is a limit 
to how much local business is 
available.

This year, Imperial Armour 
has expanded by 50% which 
is huge for the company and 
in September spent R420 000 
on additional machinery 
which will allow for increased 
volumes at the required 
quality standards.  

Garland Els pays tribute to her staff of 44 women and two men who 
are all dedicated.  “The company couldn’t grow without their support.  
Everyone in the factory is important.” 

“I have also grown, after being in business 13 years I am more confident. 
Recently we won a large order for bullet proof vests from Tshwane 
Municipality Road Traffic Department. However I am not over confident 
as I realise that keeping a close eye on the business is essential. Cash 
flow and expenditure for stock outlay expensive and must be carefully 
managed.”

Her successes have been recognised with awards over the years, this 
year Imperial Armour has been once again nominated as finalist for 
‘KZN Exporter of the Year’ award and for several years Louisa has been 
a finalist in the Top Business Women in South Africa and winner in 2011 
and for the last two years Imperial Armour has been voted as one of the 
top 10 brands.

“We just want to conquer Africa. There are 
a lot of untapped markets,” says Nelly Shezi, 
owner and founder of Elegant Line Chemicals 
in Westmead.

Initially, that sounds like a pipe-dream for a 
small company that started out distributing 

industrial chemicals just six years ago. However, 
Elegant Line’s successes in the SADC region has 
more than raised eye brows.   

In 2010 and 2012, Elegant Line was picked 
out as the Emerging Exporter of the Year by 
the Durban Chamber of Commerce, Trade & 
Investment KwaZulu-Natal and Transnet. In 
September this year, the company won the 
Africa SMME of the Year Award – as well as 
the SMME of the Year Award for the industrial 
sector – in the Africa Growth Institute’s 2013 

Africa Small, Medium and Micro Enterprise 
(SMME) awards. Entries were received from 
a number of African countries, making this an 
important achievement, she emphasizes. 

Although the most visible, it is by no means 
the most significant. Shortly after start up and 
as soon as cash flow stabilised, the company 
moved from simply distributing to actually 
producing its own products. Today, they both 
manufacture and distribute personal body 
care products, detergents, water treatment 
and industrial commodity chemicals and are 
suppliers of lubricants. Services offered include 
waste water management and laboratory 
testing. 

In addition to its Westmead head office and 
manufacturing facility, Elegant Line Chemicals 
has warehouses in both Johanensburg and the 
Eastern Cape. 

A major milestone was being awarded SABS 
certification in 2009. This, she says, boosted 
the company’s credibility and got the company 
noticed in the marketplace. 

Instead of opting for a more mundane nine 
to five job, Shezi decided to open her own 

company. “I love a challenge. When I started 
my business, it was a test to see if I would make 
it or not and an opportunity to use what I had 
learnt to benefit others,” she says. 

Her fascination with science and chemistry 
dates back to her school years and saw her 
complete a degree in analytical chemistry 
from the Durban University of Technology. She 
went on to complete diplomas in marketing 
management and in accounting as she says 
she felt that knowledge of chemistry was not 
enough to ensure that a business was both 
balanced and sustainable. 

From the outset, she faced a number of 
challenges. It was not easy to enter a highly 
competitive market and she embarked on 
an aggressive marketing and brand building 
strategy, attending local exhibitions. 

Growth, she says was steady but small at 
the outset. In 2007, the company grew by 
10%  and in 2011, by around 15%. However, 
the biggest spike of 40% came in 2012 when 
exports gathered momentum. 

“It took a year before we started exporting. 
During that first year, we wanted to do some 

market research, study the export market and 
understand the risks involved,” Shezi says.  

They began to participate in trade missions 
organised by TIKZN and the Department of 
Trade and Industry and finally entered the 
export arena in 2010, selling to Zimbabwe 
which was easily accessible with no trade 
barriers. Now, in addition to Zimbabwe, the 
company exports to Angola, Mozambique 
and Zambia. Opening offices in Angola and 
Zimbabwe – with the launches sponsored 
by TIKZN – has now given Elegant Line a full 
presence in these markets. 

Looking back over her achievements so 
far, Shezi acknowledges that her greatest 
achievement has been growing her business. 
“But this is just the beginning. Our business has 
a very wide scope for growth.”

A Formula for Growing
Exports into Africa

“Today, they both manufacture and 
distribute personal body care products, 
detergents, water treatment and industrial 
commodity chemicals”

Louisa Garland Els: Managing Director 
Imperial Armour
Tel: +27 31 700 2650
Email: loisagarlandels@imperial-armour.com

Nelly Shezi: Owner and Founder
Elegant Line Chemicals
Tel:  +27 31 700 6463
Email: nelly@elegantlinechemicals.co.za



kwaZulu-Natal export 
Performance
key conclusions and recommendations
Trade is critical to the national economy, 
contributing around 60% to GDP. SARS and 
Quantec estimated the value of South African 
export sat R691.5 bn in 2011. The value of South 
African exports has increased steadily over the 
past 15 years, since the end of apartheid. Exports 
were valued at R114.1 bn in 1996; they almost 
doubled in value to reach R208.4 bn in 2000, 

then more than tripled over the next decade to 
reach R691.5 bn in 2011.

South Africa’s export basket is dominated by 
precious metals and metal articles (H71-83); and 
mineral products (H25-27). These categories 
combined accounted for almost two thirds 
(64.4%) of the value of South African exports 
in 2011. Other leading sectors were transport 

equipment (H86-89& H98) accounting for 8.4%; 
machinery/electrical (H84-85) accounting for 
7.8%; and chemical and allied industries (H28-
38) accounting for 5.5% of the value of exports.

KwaZulu-Natal’s favourable climate, fertile soil 
and comparatively good rainfall (KwaZulu-Natal 
is South Africa’s “best-watered” province) give the 
province a comparative advantage for agriculture 
and forestry. The climate and comfortable lifestyle 
are also reported to provide a comparative 
advantage for tourism and contribute towards 
attracting well-educated and skilled people to the 
province. 

Manufacturing has historically played a key role 
in the provincial economy and has left a legacy 
in the form of a strong industrial base, productive 
capacity and a technically skilled workforce. A 
strong agricultural base provides a comparative 
advantage for agro-processing.

KwaZulu-Natal benefits from good infrastructure 
with two ports, an international airport and an 
extensive rail and road network, and is known 
as South Africa’s transport and logistics hub and Figure 3: Value of South Africa Exports [Source: Quantec data 2012]

exports: current, Potential Products 
and Target Markets - Current Markets for 
KwaZulu-Natal Exportable Products
In order to assess the “as is” export environment, 
data from the Quantec® database revealed that 
the top 15 export markets for KwaZulu-Natal 
exportable products included: (1) The United 
States of America; (2) Japan; (3) China; (4) 
United Kingdom; (5) India; (6) Republic of Korea; 
(7) Netherlands; (8) Malaysia; (9) Zambia; (10) 
Germany; (11) Zimbabwe; (12) Belgium; (13) 
Spain; (14) Algeria; and (15) Switzerland. 

The top products exported from KwaZulu-Natal 
to the above mentioned export markets were 
located within the minerals; metals; chemicals; 
and the transport and equipment sectors. The 

total value of exports to KwaZulu-Natal’s top 15 
markets amounted to R77.4 bn. 

key Markets for kwaZulu-Natal Products
In order to identify markets with an “appetite” for 
KwaZulu-Natal exportable products, the top 15 
existing key markets and those with potential for 
KwaZulu-Natal exports were investigated and 
identified. At a broad-level, the criteria used to 
identify and select the 15 existing key markets 
and those with the potential for KwaZulu-Natal 
exportable products included: (1) product 
demand (i.e. import volumes – current and over 
10 years); and (2) market characteristics (i.e. 
GDP per capita  - current and over 10 years and 
market size/population – current and over 10 
years). 

Based on these criteria, the following key markets 
were identified: Turkey, China, Indonesia, 
Malaysia, Poland, Netherlands, Thailand, 
Russian Federation, India, Saudi Arabia, 
Belgium, Germany, Czech Republic, United 
States of America and Spain.Furthermore, Brazil 
was ranked (16th), Mexico (17th), France (18th), 
Italy (19th), and Canada (20th).

In 2011, KwaZulu-Natal contributed 15.7% to the 
national gross domestic products (GDP), with an 
economy worth R45.8-billion (bn) in the same 
year. Furthermore, in 2011, KwaZulu-Natal’s 
economy had grown at 4% per annum and 
dominated by the following sectors:

• Finance
• Insurance
• Real estate and business services
• Manufacturing
• Wholesale and retail trade
• Catering and accommodation

In terms of export performance, the value of 
KwaZulu-Natal’s exports grew from R50.4 bn 
in 2006 to R77.4 bn in 2011. However, in line 
with the international impact, KwaZulu-Natal 
experienced a sharp decline of 24.4% in the 
value of exports between 2008 and 2009, as a 
result of the international economic crisis (see 
Figure 1).

As reflected in Figure 2, KwaZulu-Natal’s leading 
export sectors (in terms of value) included 
metals; transport equipment; mineral products; 
chemicals; wood; paper and pulp; and machinery/
electrical.

export regulatory framework
At a national-level, South Africa has numerous 
policies, strategies, incentives and programmes, 
as well as trade and co-operation agreements 
related to exporting. At a broad-level, these 
include (amongst others):

• General legislation
• Sector, industry and country-specific legislation,  
  regulations and standards

• Government investment and export incentive 
  programmes
• Regional and bi-lateral trade agreements (to 
  which South Africa is a member)

The plethora of legislation indicates a strong 
national legislative and regulatory base geared 
towards promoting and developing export and 
export opportunities within South Africa.

Figure 1: Value of KwaZulu-Natal exports [Source: Mthente, 2013 using Quantec data]
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Figure 2: KwaZulu-Natal exports by sector, 2011 [Source: Mthente 2013 using Quantec data]
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“a gateway to Africa and the world”. Richards 
Bay Port accounts for 60% of South Africa’s 
cargo by volume. Richards Bay is a centre for 
metal and mineral processing and houses the 
largest coal export facility in Africa as well as 
an Industrial Development Zone (IDZ). Dube 
TradePort, located in between Durban and 
Richards Bay, comprises a new international 
airport, cargo terminal, proposed IDZ and other 
forms of development (e.g. agriculture, retail and 
business).

KwaZulu-Natal’s year-on-year export growth 
averaged 10.8% per annum between 2006 
and 2011 and 11.6% between 2006 and 2012, 
slightly below the national average of 14.2%.  
The sectors where KwaZulu-Natal has a greater 
share than their overall average are:

Chemicals;

Plastic/rubber;

Wood, paper and pulp;

Footgear and headgear; and

Vehicles and transport 
equipment.

It is surprising that KwaZulu-Natal does not 
contribute more to agricultural exports, seeing 
as KwaZulu-Natal contributes the most of any 
province in terms of agricultural GDP according 
to Statistics South Africa 2012. This represents 
an opportunity for the province, particularly in 
light of the finding that as South African fresh and 
processed food exports are amongst the most 
competitive in the world.

“Richards Bay 
Port accounts for 

60% 
of South 
Africa’s cargo 
by volume”

South African based design house, Andy 
Cartwright Homeware, is putting whole new 
spin on exporting. Rather than just focusing on 
dispatching products, they are packaging and 
exporting design skills and concepts.

Created in 2001, the company has been 
nurtured and grown by husband and wife 
team Andy and Tina Cartwright. Today, 
there are three separate brands or divisions 
under the umbrella company - Andy C which 
incorporates  a range of homeware including 
pewter cutlery, glassware and coasters, Korol 
which utilises five and six point modular 
stars made from recycled plastic to assemble 
a variety of products and a ‘custom made’ 

division which operates mainly in the corporate 
gifting market. 

Designer items are inspired by contemporary 
living and the desire to bring an element of fun 
to people’s lives. The design team’s uninhibited 
creations are a winning blend of form and 
function and express a passion for innovation 
which reveals itself in both usability and visual 
appeal, explains Tina Cartwright who handles 
sales. 

Although a large portion of the company’s 
products do have a strong African influence – 
their vuvuzela pen and Moses Mabhida paper 
weight, for example – she admits that strongly 
ethnic designs are limited when it comes to 
exports as there are few shops that are open to 
stocking these products, especially in Europe. 
As a result, they are moving towards more 
contemporary, generic designs with a more 
universal appeal. 

Although employees at the vibrant 
manufacturing hub in Briardene polish and 
pack a variety of products across all three 
product categories, Cartwright says the current 
growth focus is the custom made segment of 
the company.  

“We realized that our strength is in product 
design and product concepts that can bring 
someone else’s brand into a physical context,” 
she explains. 

“I always thought that everything had to be 
manufactured here for us to be proudly South 
African. I have had to change my mind set for 
us to grow this business,” she says, adding that 
the plan is now to sell the concepts and then 
source manufacturers, mainly in South Africa, 
with specific areas of expertise to produce 
them. 

One of their success stories paved the way for 
this. Korol, which has received a great deal 

of recognition in both local and international 
design circles, was formulated in-house but is 
manufactured in a Pinetown factory. As an 
aside, Cartwright points out that this product 
remains on an upward growth spurt but is 
moving into a second phase with the addition 
of a range of educational toys. 

Although Cartwright operates in an extremely 
creative environment, she started her career 
on a more pragmatic note with a Bachelor 
of Commerce. After moving to Durban, she 
worked for a recruitment company before 
leaving to join her husband’s still fledgling 
business. 

In the beginning, she says, she handled the 
administration and finance and left the creative 
side to Andy. About six months ago, she began 
concentrating on sales. “I love it because I am 
so proud of what we can do. We have tangible, 
physical things, beautiful products to show.”  

On the corporate gifting side, she says the 
company has a wide range of items to offer – 
from high end, exclusive homeware to lower 
budget, higher volume items. “But I’ve realised 
that the bottomline for us is the quality of 
our products – using the best materials (and 
expertise).”  

Businesswise, she says her greatest asset is 
her husband. “It is amazing what we have 
achieved over the past couple of years. We are 
a great team because we are so different. We 
complement each other and, when we work 
together, we bring different strengths. Our 
business is collaboration. We transform our 
strengths into wonderful products.” 

Andy 
Cartwright 

Homeware is 
Designed to 

Export

“We realized that our strength is in 
product design and product concepts 
that can bring someone else’s brand 
into a physical context,”

Figure 4: South African exports by product group, 2011 [Source: Quantec data 2011]
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Figure 5: South African exports by province [Source: Quantec data 2012]
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Tina Cartwright
Andy Cartwright Homeware
Tel:  +27 31 569 5581
Email: tina@andyc.co.za



Trained Maritime lawyer and head of the 
Ethekwini Maritime Cluster (EMC) Thato 
Tsautse has great plans to position Durban as 
the port city in the world and grow exports for 
KwaZulu-Natal.

Her priority is to create a platform for 
stakeholders to engage with each other 
through the EMC serving as a conduit to 
address issues of common interest amongst 
the various industry players encounter.

The goal is to position Durban as a Port City 
and to make Durban the first port of call.  
Enterprise development for the industry is 
another of Tsautse’s targets, “We are looking 
at how to create one single enterprise supplier 
for the province where enterprise supplier 
development is done under one roof so 
industry can be released to focus on their own 
core business.”

“When we speak about Durban it must be in 
everyone’s mind that Durban is where you can 
get any aspect of the maritime industry done.”
Durban has never been positioned as a port 
city – yet a significant amount of the city’s 
revenue comes from the port.  All travelers to 
Durban must learn that the port of Durban is 
the biggest in the Southern Hemisphere.  The 
city has the biggest container, bulk and car 
terminals, all creating a significant number of 
jobs.

Currently operating with a small staff, she has 
had approval to employ four additional people 
with further growth envisaged in 2014.    This 
is not holding Tsautse back; she has already 
started rolling out some of the programmes.
“We are making an impact – all the committees 
we are working with now see the benefit.”

Tsautse adds that the maritime industry cannot 
survive without exports from the port of 
Durban.

“To become number one, we need to offer the 
best performance in the world.  Our port has 
the best equipment and we must strive to reach 
the best performers in the world,” continues 
Tsautse. “Everyone must be educated about 
the port and the value that can be generated.  
Operators should be positioned through 
our industry promotion programme and be 
motivated to give of their best.”

“Our country needs people who are passionate, 
selfless and want to work to leave a legacy.”

Tsautse says can’t pinpoint the city that she 
believes currently holds first place as the leader 
in the maritime industry but says Durban will 
have to strive to offer a service better than 
Singapore, China or Rotterdam. “On a daily 
basis records in these ports are broken in the 
shipping industry,” she adds.

By gathering all stakeholders under the same 
roof to engage and address issues of common 
interest can be discussed and a strategy 
prepared to address and support industries 
such as ship building, ship repair and boat 
building with the bunker industry coming into 
the fore.

Durban’s investment strategy should be more 
robustly marketed to attract ships to the Port 
of Durban. Many exporters are working alone 
and EMC working with the Durban Chamber of 
Commerce and Industry will assist to position 
them to be able to penetrate their markets 
more especially African Markets.

Training is another service EMC plans to offer 
to ensure Durban is the best port in the 
world.   By working with various colleges and 
universities EMC can co-ordinatethe that we 
position Durban as the Centre of maritime 
institute to ensure a consistent message of 
maritime education and training.

Seminars are planned in conjunction with 
Trade & Investment KwaZulu-Natal and the 
Durban Chamber of Commerce to teach 
businesses how to export.  EMC will also offer 
on-going assistance where companies enter 
new markets and countries and this will iron 
out pitfalls which may result in the demise of 
the company.

This dynamic woman has a clear strategic 
plan and the backing of the Board, so will 
grow EMC into an organisation that can assist 
the maritime industry and grow exports for 
Durban.

The Ethekwini Maritime Cluster
Supports Export Growth

“The maritime industry 
cannot survive without 
exports from the port of 
Durban.”

Thato Tsautse: Head
Ethekwini Maritime Cluster
Tel: +27 83 419 1676
Email: thato@maritimecluster.co.za


