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APITEC Bank has
dominated the Top 100
Companies list in the
past three years, much

like Ferrari once d o m i n at e d
Formula One.

The group’s CEO, Riaan
Stassen, is a devout Ferrari fan
and draws his leadership style
from the racing team’s
management principles. It has
helped him build his retail bank
into an outfit that beat all the
other JSE-listed companies in the
race to the top of the Top 100
Companies list.

Capitec was ranked first in 2010
and second last year.

An investment of R10 000 in
Capitec five years ago was wo r t h
R64 597 at the end of September
this year. This represents an
annual compound growth rate of
45.23%.

Stassen and his team, which he
has led without major changes
since the bank’s inception 11
years ago, is “driven to perform”.

The bank’s management strives
for perfection, much like Ferrari’s
team on the race track. Stassen,
who owns a Ferrari and has been
to the factory in Italy, attends at
least one Grand Prix a year. He
lauds the racing team for their
constant support for their drivers.
This is something he tries to
implement in his Stellenbosch-
based group.

“A hundredth of a second can
make a difference between pole
position or second,” he said.

This philosophy has helped the
bank differentiate itself from it
peers. It is regarded as the master
in the unsecured loans segment,
beating the traditional big four
banks to the point that some of
them started to emulate its
branch structure and model.

Capitec Bank’s founders are not
shy to say they spotted an
opportunity caused by the
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mainly by informal contractors,
making it difficult for traditional
banks to assess their property
va l u e .

Capitec is of the view that
banks will effectively be carrying
on the old apartheid approach if
they continue to fo c u s on secured
lending.

Stassen expects the unsecured
lending market to grow. Cap i t e c
currently offers up to R230 000 in
unsecured loans and he hopes it
will be able to offer a R500 000
non-asset-backed loan one day.

He said secured and unsecured
loans must be viewed differently
in the South African context,
where only 1.6 million houses are
m o r t g ag e d .

Capitec Bank, which is signing
up about 90 000 new clients a
month, will not be entering the
secured lending market any time
soon, nor will it dip its toes in the
investment wealth or corporate
market in the near future.
According to the bank, the
difference between a rich and
poor person is in the way they
manage their money, not in
banking needs.

Stassen has hopes of seeing
Cap i t e c go into markets such as
India. He would like to enter other
regions with partners who will
provide lower cost of access to
distribution, like a retailer or a
telecommunications company.

He does not fear Post Bank
whizzing past Capitec, despite it
having the largest footprint in
South Africa. He said he has not
seen a successful post bank
anywhere in the world and added
that having a large footprint does
not guarantee dominance in the
m a r ke t .

Capitec has an active client
base of more than four million
and a national branch footprint of
534, 128 of which are located in
malls. Over 30 reflect the new
branch layout and corporate
identity. Another 28 branches are
due to open before the end of the
financial year.

Cap i t e c ’s revenue stream for
the first six months to end-August
grew by 61% year-on-year to
R583-million.

Headline earnings grew by 43%
to R700-million and headline
earnings a share grew by 35% to
702c. Income from credit grew by
37% to R3.6-billion.

Last month, Stassen had to
defend his decision to sell
R88.4-million worth of shares in
Cap i t e c at a time when the
investment community rated the
share as a buy.

He said he was “embarrassed”
at the public reaction after the
news broke. At the time he was at
pains to explain his personal
investment strategy, which
involves reviewing his investment
bi-annually and offloading shares
if necessary.

He remains the bank’s sixth-
largest shareholder, holding
R400-million worth of shares.

The difference

between a rich and

poor person is in the

way they manage

their money

apartheid regime. Before 1994,
most underprivileged groups had
to fund long-term assets by a
combination of savings and short-
term loans, which led to most of
the houses or property in South
Africa not being securable in a
traditional bank’s framework.
Most rural houses are on tribal
land and without title deeds.

In urban townships, houses
have been renovated over time,
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�
HE winner of the Sunday Times Top 100
Companies is Capitec, which has shaken
up the financial services industry. It is
ranked first based on its extraordinary

growth in value over the five years to end-
September.

We also recognise the Business Leader of
the Year — decided by CEOs of the Top 100
Companies — the Lifetime Achiever, and a
company which has made a meaningful
contribution through corporate social
i nve st m e n t .

This year’s Business Leader of the Year is
Aspen CEO Stephen Saad.

Th e Lifetime Achievement award — wh i c h
recognises someone who has made a significant
difference during his or her career — goes to
Bobby Godsell. The decision was made in
consultation with a panel that included Busa
CEO Nomaxabiso Majokweni, David Shapiro,
director of Sasfin Securities, and Andrew
McGregor, MD of Who Owns Whom.

The winner of the Corporate Social
Investment award is Sappi — based on
research on CSI done for the first time by Who
Owns Whom.

How we calculate the

Top 100 companies

�
HE Top 100 Companies
awards acknowledge
those listed companies
which have earned the

most for their shareholders.
The share-price

performance of every
company listed on the JSE is
calculated on the basis of
R10 000 invested over five
years — from October 1 2007
to the end of September 2012.

The winner is the company
that earns the most for its
shareholders in terms of
share-price growth, after
taking into account normal
and special dividends and
bonus shares reinvested.

Where there is an

unbundling, the proceeds of
the unbundled company are
treated as a special dividend.

Apart from being an
accurate measurement of
shareholder fortunes, the
share price, plus the amount
of income returned to
shareholders, is an indicator
of the soundness of a
c o mp a ny ’s operations — if one
accepts that share-price
performance is generally an
accurate barometer.

All calculations are carried
out by I-Net Bridge, the
financial services information
company that is part of Times
Media Group, the owner of
Business Times.

We exclude suspended
companies (although they are
included in some one-year
tables), preference shares and
loan instruments.

If prices declined at the end
of September as companies
went ex-dividend, we have
accrued the dividend.

Companies with a secondary
listing on the JSE are included.

In previous years, we
excluded companies which did
not meet the minimum value
traded of R10-million a year.

Last year, however, we
increased the minimum value
to R20-million due to higher
trading volumes over the
years, and to exclude penny

st o c k s .
This qualification does not

apply to the Top 100 one-year
and 10-year tables, which
have a minimum value traded
of R10-million.

We have also included a
Top 40 table to show the
performance of the blue-chip
companies in the JSE’s Top 40
i n d ex .

The Top 100 over 10 years
reflects the performance of
companies that have shown a
track record for investors
with a long-term view.

Certain information usually
contained in the Top 100
survey can be found in this
we e k ’s Business Times.

������	
��
 ����	’ 	����
 �����������
 ��	
 ����
 
������
 ����
 
��
 ��	

 ����
 ����	

Bank newcomer

takes top spot

Companies which were 

in the top 20 over the 

last three years.

Assore

Capitec Bank

Kumba Iron Ore

Howden Africa

Mr Price

Shoprite

Clicks

Pinnacle Technology

Famous Brands

Truworths International

Coronation Fund Managers

Graphic: FIONA KRISCH   Source: I-NET BRIDGE

THE ROYALS

2011

2010

2009

2008

2007

2006

2005

2004

2003

2002

2001

2000

1999

1998

1997

1996

1995

1994

1993

1992

1991

1990

1989

1988

1987

1986

1985

1984

1983

1982

1981

1980

1979

1978

1977

1976

Assore

Capitec Bank

Basil Read

Basil Read

Distribution & Warehousing Network

Mittal Steel SA

Grindrod

Grindrod

Mvelaphanda Resources

Mvelaphanda Resources

East Daggafontein

Dimension Data

Adcorp Holdings

Profurn

Nu-World

Dimension Data

Q Data

Ellerine

Investec

Investec

Investec

M & A Investment Corp.

M & A Investment Corp.

National Bolt

Waltons

Waltons

Metair Investments

Metair Investments

Toyota SA

Toyota SA

Toyota SA

Gold Fields of SA

Otis Elevator Co.

Metro Cash & Carry

Metro Cash & Carry

Metro Cash & Carry

PREVIOUS WINNERS 

Graphic: FIONA KRISCH   Source: I-NET BRIDGE



            Sunday Times Combined Metros 3 - 12/11/2012 10:38:29 AM - Plate: 

�
T was a particularly
depressing Monday morning
when we met former Anglo
American executive and

business leader Bobby Godsell.
Across the country, thousands

of mineworkers had downed tools
in the most violent strikes since
1987, with 34 protestors dying
brutally at the hands of police. The
Economist had called us “Sad
South Africa” in a scathing lead
article, dissecting all South
Africa’s challenges and missteps.
M o o dy ’s and Standard & Poor’s
had just downgraded the country’s
debt, triggering a number of
downgrades in the private sector.

Times are tough, said Godsell,
who played a crucial role, with
Cyril Ramaphosa, then leader of
the National Union of
Mineworkers (NUM), in ending
the 1987 strike. “But don’t talk
about a problem if you’re not also
going to talk about a solution. The
problems are well k n ow n . ”

Godsell, who helped to convince
Harry Oppenheimer to
acknowledge NUM at Anglo’s
operations when black unions
were still illegal, is optimistic that
union leaders and mining
companies will find a new set of
rules that will guide labour
relations, just as they did in 1987,
when Ramaphosa led nearly half
a million miners on a three-week
strike — during which Anglo fired
50 000 workers.

The strike led to an agreement
between NUM and Anglo about
the union’s right to picket, march
and hold meetings, illegal under
apartheid laws but tolerated as it
took place on Anglo’s private
property. Dismissals could
suddenly be queried and appeals
brought to an external arbitrator.

“That code is still in existence.
That was 25 years ago. Now there
are new workers and new
leaders,” said Godsell. “Th e
challenge now in the industry, fo r
all the leaders of all the unions, is
to bring them into a room and
say, Look, the old rules don’t
appear to work any more, let’s
write some new rules. And hell, if
we could do this in 1987 in the
midst of a state of emergency and
the regular imprisonment without
trial of political activists, surely
we can do it now.

“The leadership has got to do
this. Leaders must lead. And it’s
not only in government.”

It is time for a new political
dispensation in South Africa, said
Godsell, who was involved in the
anti-apartheid movement through
the Methodist Church and the
Progressive Party’s youth wing.
He chaired a public anti-apartheid
protest meeting in the Durban
City Hall at the age of 16.

“All I can really say to you
about political leadership is I
think it’s time for new wine and
new wine skins. I think we’re still
caught in a time warp; I think the
ANC often falls back on what it
did during the struggle, and it did
very good stuff. But dwelling on
the past doesn’t help you to seize
the future,” he said.

“There are political challenges.
I think we’re dealing with the
a n a c h r o n i st i c structures of the
past and we probably need a new
politics, certainly a new dialogue,
a new sense of shared
responsibility. But you know, that
doesn’t let citizens off the hook.
Citizens should lead by example.
You have to be sweeping your
own back yard.”

He refers often to the line, “We

sweep and keep clean our yard”,
from the Vision Statement by
Antjie Krog and Njabulo Ndebele
that features in the Nat i o n a l
Planning Commission’s National
Development Plan.

Godsell, who described the time
he spent on the commission as
the “very best thing in my life”, is
confident that the National
Development Plan, which has won
praise from many quarters as the
way forward to solve South
Africa’s many challenges, enjoys
significant political and public
su p p o r t .

Implementing it will require
energy from the government and
pressure from citizens, Godsell
said. “I simply do believe that
without concerned, active parents,
we can’t get 27 000 public schools
right. Will we expect our kids to
work hard? Will we insist that
teachers are in class on time and
teaching? So I think with the
implementation — the question is
always: are you prepared to start
with yourself? You’re much more
credible when you hold the
government accountable when
yo u ’ve swept your own back
ya r d . ”

There is a need for business to
be “c o u r ag e o u s ” and to play a
more active role in highlighting
problems and proposing solutions,
but it’s not always easy to get

business to cohere and agree, he
said.

“Businesspeople are engaged in
making money. Every pizza store
is in competition with every other
pizza store, and they’re competing
with McDonald’s. Business starts
from a principle of competition;
labour starts from a principle of
unity. A lot of business things are
about making money; they don’t
sit well on T-shirts. We don’t have
an equivalent to ‘an injury to one
is an injury to all’.

“Having said all of that, if your
country is in crisis, and we are
indeed in crisis now, every
individual and every part of
society, including business, has a
duty to say we can’t run a good
business in a failing society. If the
house is burning, everybody has
to drop whatever else they’re
doing and help — t h at ’s the
challenge to business,” said
Godsell.

Business and government
should also work hard to
overcome the “trust deficit”
between the parties, partly rooted
in the ANC’s communist past.

“I must say, speaking
personally, if you are a patriot
and you want the best for your
country — I can’t think of a single
situation I’ve been in, including by
the way, my Eskom experience, in
which my bona fides have been

questioned. I think the real
challenge is to love your country,
demand your rights and the right
to criticise everybody, but to work
for solutions,” he said.

Godsell, who resigned as
Eskom chairman during a board
meeting standoff with then CEO
Jacob Maroga, who was in charge
during the rolling blackouts of
2008, was accused of racism. The
NUM and ANC came out in his
defence.

He is not one to ask about the
highlights of his career, the
mentors, the lessons learnt. “I
honestly don’t dwell in the past
very much.”

His wife, Gillian, recalled: “In
the late ’70s, the fledgling
industrial relations department
[at Anglo] was a group of young,
formidably intelligent people, who
were sent out on some rather odd
tasks. To value achievements
which, looking back, may seem
rather trivial, it is important to
remember how vicious race
relations were in those days, how
deep the lack of respect for black
mineworkers, how terrible the
wages, living conditions, fatality
rates. Sometimes when Bobby
looked back on his career and got
despondent, he would say: Well, at
least I made them put doors on
the black mineworker toilets at
Western Deep.”
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‘The challenge now in

the industry, for all

the leaders of all the

unions, is to bring

them into a room and

say, Look, the old

rules don’t appear to

work any more, let’s

write some new rules’
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Mr Price 

Shoprite 

Assore*

Woolworths 

Aspen Pharmacare 

Truworths International 

Kumba Iron Ore

Remgro

Naspers -N

Massmart 

Imperial*

Tiger Brands

Exxaro Resources

Growthpoint Properties 

RMB Holdings 

Sanlam 

SABMiller plc

Compagnie Fin Richemont 

FirstRand 

Nedbank 

MTN 

Bidvest

Steinhoff International 

Mondi plc

Mondi Limited

Sasol 

Absa

African Rainbow Minerals*

Standard Bank 

Old Mutual plc

BHP Billiton plc

Anglogold Ashanti 

Gold Fields 

Investec plc

Harmony Gold

Investec Limited

Impala Platinum 

Anglo American plc

Capital Shopping Centres plc

Anglo American Platinum 

2 625

3 750

7 360

1 790

3 370

3 140

23 000

17 800

19 278

8 416

12 750

18 400

8 410

1 610

3 303

2 225

19 358

4 521

2 190

12 525

10 281

13 500

1 995

6 515

8 197

30 000

12 250

13 200

9 905

2 232

25 112

30 350

12 126

7 049

7 952

7 215

24 050

47 000

15 705

109 100

12 599

16 834

32 970

6 079

14 300

9 400

50 292

14 525

51 497

16 691

18 751

27 312

16 094

2 487

3 700

3 757

36 176

5 006

2 789

18 299

16 021

20 600

2 608

8 419

8 453

37 229

13 850

16 298

10 563

2 284

25 785

29 242

10 675

5 128

6 983

5 110

13 900

24 466

4 380

42 800

60 111

52 355

50 523

46 465

43 259

36 714

31 956

28 468

27 764

24 222

23 610

23 275

22 702

22 501

21 306

21 129

21 089

21 020

20 042

18 308

18 169

17 704

15 749

15 349

14 604

14 773

14 276

13 835

13 033

11 971

11 962

9 950

9 708

9 083

9 041

8 816

6 752

5 548

4 355

4 250

43.15%

39.25%

38.26%

35.96%

34.03%

29.71%

26.16%

23.27%

22.66%

19.36%

18.75%

18.41%

17.82%

17.61%

16.33%

16.14%

16.09%

16.02%

14.92%

12.86%

12.69%

12.10%

9.51%

8.95%

7.87%

8.12%

7.38%

6.71%

5.44%

3.66%

3.65%

-0.10%

-0.59%

-1.91%

-2.00%

-2.49%

-7.55%

-11.12%

-15.32%

-15.73%

Share name
Open 
(cents)

Close 
(cents)

Final 
value (R)

Compound
growth 5 
years

TOP-40 INDEX COMPANIES OVER FIVE YEARS

Graphic: FIONA KRISCH   Source: I-NET BRIDGE
* denotes where a dividend has been accrued.

British American Tobacco and Vodacom have
not yet been listed for 5 years on the JSE .
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TEPHEN Saad saw
the opportunity to
develop affordable,
quality medicines,

and in less than 15 years has
transformed the local
pharmaceutical industry and
created the world’s ninth-
largest generic drugs
c o mp a ny .

Aspen Pharmacare has
made medicines more
affordable, and sells one of
every four medicines in
South Africa.

Under Saad’s leadership,
Aspen has grown into a
multinational operating out
of South Africa, during a
period when most
pharmaceutical
multinationals have sold
their plants.

The group has doubled in
size almost every three
years, and recorded revenue
of R15.3-billion for the year
ending June.

Saad, 48, developed a
collaborative approach with
global companies — wh i c h
saw generic companies as
rivals — to the point where
the world’s fourth-largest
pharmaceutical group, GSK,
is Aspen’s largest
shareholder, with an 18.6%
st a ke .

Along with Aspen co-
founder Gus Attridge, Saad
set out to change the
perception that generics
were inferior to branded
products.

The pair started what
they intended to be a small
business from a two-
bedroom house on the Berea
in Durban.

But then they saw an
opportunity to take over the
biggest and oldest
pharmaceutical company in
the country, SA Druggists,
and Aspen Healthcare wa s
born in a deal described as a
mouse swallowing an
elephant.

After the takeover, the
group signed agreements
with multinational drug
companies to m a n u f a c tu r e
licensed versions of their
drugs. It bought companies
around the world, from
Latin America to Australia.

Initially, Aspen
Healthcare wanted to close
down the SA Druggists
factories and move
manufacturing to Asia, but
Saad changed the strategy:
he believed the South
African plant was the heart
of the business.

To improve standards at
the Port Elizabeth site, he
visited about 40 plants
worldwide and in March
2005, Aspen became the
wo r l d ’s first generics
producer to receive approval
from the US Food and Drug
Administration (FDA) to
make certain ARVs.

Today, more than
1.5 million HIV/Aids patients
in Africa use Aspen’s basket
of ARVs every month.

The SA Druggists
takeover was the first of
many for Aspen, and shows
Saad’s ability to translate
big dreams into r e a l i ty .

But deal-making, growing
businesses and

entrepreneurship is in
Saad’s blood.

In the early 1990s, he
worked for QuickMed and
merged it with Covan to
form Zurich, which was
eventually sold for
R75-million.

With a restraint of trade
and R20-million in his
pocket at the age of 29, he
got involved with Varsity
College, a private tertiary
education institution. He and
Attridge turned it around
and sold it to LeisureNet for
about R100-million.

Colleagues say Saad has
an ability to develop a
rapport with anyone. And
does not care about
material things.

Nonetheless, he is in
ninth position on the
Sunday Times Rich List,
with his share in Aspen
worth R6.4-billion — the
c o mp a ny ’s market cap
today is R70-billion.

Aspen has 18 factories on
six continents and Saad’s
role now is more strategic
in terms of risks and
op p o r tu n i t i e s .

However, he continues to
worry about the detail,
from the molecular
requirements of drugs to
the company’s financials.

He has also managed to
navigate the tricky waters
of the government, wh i c h
often accuses the p r ivat e
healthcare industry of
profiteering at the expense
of consumers. Where
others have taken on the
government in public, Saad
has always dealt with
issues behind closed doors.

Aspen played a crucial
role in the roll-out of cheap
ARVs — which has not been
without commercial benefit.
The high volumes allow the
company to reduce the cost
of production.

Saad said: “We have

what benefits you deliver to
society. I don’t know if it
would be as easy doing
something that would not
add such value.”

He enjoyed “proving the
conventional wisdom wrong
that you can’t manufacture
competitively in South
Africa. We have 18 sites
around the world . . . but
the South African site is the
b e st .

“The lovely thing about
living in South Africa is you
can make a tangible
difference.”

the best from his staff.
“I say to my kids: ‘If you

lose and you try your
hardest, there’s nothing
more you can do. You can
hold your head up with
pride. But even if you win
and haven’t tried your best
— don’t look in the mirror.’ ”

Obsessive about work/life
balance, he exercises about
six hours a week, and loves
the bush.

He combined his love of
exercise with social
upliftment. He recently
c o mp l e t e d a 240km cycling
race in 16 hours — riding
for a while with Health
Minister Aaron Motsoaledi
— to raise R10-million to
improve paediatric
hospitals in South Africa.

Senior executive Stavros
Nicolaou said: “Stephen
likes to test boundaries.
One of the worst things you
can say to Stephen is that it
can’t be done, like we could
never become market
leader in Australia — he’s
bound to prove you wrong.”

Aspen is now Australia’s
number one generic player
and is responsible for one
in seven scripts.

The sports-mad Saad
went to Durban High School,
and then studied to be a
chartered accountant, even
though he knew it wasn’t for
him.

However, he did manage
to take a gap year to play
rugby in Ireland.

A partner at the firm
where Saad did his articles
described him as a bird
with clipped wings.

Saad has no plans to
leave Durban, and is not a
good traveller unless he has
his whole family with him.

He calls his wife and four
daughters “the big five”.
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‘The lovely thing about living in

South Africa is you can make a

tangible difference.’
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delivered sustained,
unbroken compound growth
in sales and headline
earnings a share of over
40% for 14 years, and we
have successfully globalised
the group, selling more
than 50% more offshore
than we do domestically.”

He proved the sceptics
wrong when Aspen
successfully bedded down
Sigma’s pharmaceutical
business, which was bought
in 2009 in Australia for
R5.9-billion. Within 18
months, pre-tax earnings
had doubled to
A$140-million.

But his passion and focus
remain in South Africa. “I
think our biggest
achievements are the hope
we give South Africa.

“We ’ve built an
infrastructure, we work
passionately, and we show
it can be done.

“Our job is made so
much easier when you see

He enjoys wat c h i n g
experts from overseas walk
into the F DA - ap p r ove d
plant, or watching the
people on the ground deal
confidently with regulators
and m u l t i n at i o n a l
c o mp a n i e s .

Saad comes across as a
regular guy from Durban
who loves sport and a good
l au g h .

He hates bureaucracy
and wants people to take
responsibility for their own
decisions and the divisions
they run.

He hates being stuck
behind a desk, and believes
people spend too much time
“managing up”: worrying
about what the layer above
is thinking.

So the group head office
in Durban is small — 40
people deal with 6 000
employees around the world.

Saad may appear genial,
but don’t be fooled: he’s
competitive, and expects
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ROM school to a
professional career — the
Shanduka Foundation is
involved in all levels of

e d u c at i o n .
The foundation, which was

started in 2004, has taken second
prize in the corporate social
investment category of the To p
100 Companies survey.

The foundation is part of
Shanduka Investment Holdings, a
company founded by businessman
Cyril Ramaphosa.

The foundation’s flagship
project is Adopt-a-School wh i c h ,
says executive director Donné
Nicol, started off as an
infrastructure project.

However, as the education
crisis worsened, the foundation
realised more needed to be done
to boost literacy and numeracy.

“Over the years, we’ve
developed the school development
model. . . [which] looks at
infrastructure, academics, the
socio-economic environment and
s e c u r i ty .

“So, we go in and we do a needs
analysis of the school and the
curriculum needs of the teachers,
and also include the needs of the
pupils,” said Nicol.

Part of the foundation’s success
has come from working with the
government at district level,

rather than with the national
department.

The programme also includes
other structures such as non-
governmental organisations, local
government and other companies.
The foundation works with an
average of 15 other organisations
at any given school.

Nicol said 167 schools had been

adopted so far, and around 450 000
children had received tangible
educational benefits as a result.

Another project is Shanduka
Black Umbrellas, an initiative to
incubate entrepreneurs who may
have ideas, but who lack the
resources to get started in
business.

Entrepreneurs in small to

medium enterprises are trained,
mentored and, for a subsidised
monthly fee, provided with office
facilities such as telephones,
desks, access to the internet and
t r a n sp o r t .

The foundation has four
incubators — in Johannesburg,
Pretoria, Durban and Cape Town
— “but we are aiming for 10 ove r
the next two years”, said Nicol.

The foundation’s target is to
have half of all businesses that go
through the incubators becoming
sustainable within three years.

The foundation has also started
a “black pages”, which lists
SMMEs and small black-owned
businesses. The book is
distributed to procurement offices
around South Africa.

Then there are the bursaries
the foundation distributes
through the Cyril Ramaphosa
Education Trust to disadvantaged
students. The focus is on
business-related qualifications,
and so far 47 students have
received support. An internship

programme has helped 33 pupils,
graduates and work seekers in
just over two years.

At the foundation’s creation in
2004, R100-million was committed
by Shanduka Investment Holdings
for 10 years. About R67-million
has been spent so far.

“The commitment from
Shanduka really helps, and is also
attractive to donors because they
know that the money they put in
doesn’t go towards the running of
the foundation, but to the actual
projects,” said Nicol.

To keep the project sustainable,
Adopt-a-School is a 10%
shareholder in logistics and
shipping company Grindrod SA.

Nicol said: “Grindrod
approached us and we got
together with its BEE partners . . .

“Grindrod has become more
involved with us and particularly
with the schools in Durban. For
us it’s wonderful, because it’s a
sustainable way going forward.”

The Shanduka Foundation itself
has adopted a primary school
called Olifantsvlei, in southern
Johannesburg, and every
Shanduka member makes a
monthly contribution to the
i n st i tu t i o n .

“We are very proud of our school
development model. I think it’s a
model that has great potential . . .
and as we’re learning it’s getting
better and better,” said Nicol.

�
APPI’S Project Grow has all
the features of an
aggressive permanent job
creation and

entrepreneurship development
programme, despite it being a
corporate social responsibility
programme.

The project, which helped Sappi
win the Top 100 CSI award, can be
used as a best practice example of
what works for the government’s
rural development strategy.

Project Grow was established in
1983 with three people on 8ha of
land. Communities have since
identified the economic spin-offs
of the project and it has grown so
much that there are now 2 500
growers on about 15 000ha and
created 9 700 jobs. The tree-
farming scheme is managed by
S ap p i for subsistence farmers who
have access to between one and
20ha of land each.

Communities make their land
available for planting eucalyptus
trees while Sappi gives farmers
free seedlings, interest-free loans,
technical know-how and an off-
take agreement when the trees
are harvested after 10 years.

While the trees are growing,
S ap p i gives farmers advances to
keep going and at harvest time
the company will buy the timber
from the farmers and pay them
after subtracting the advance
payments made.

The project was piloted in
KwaZulu-Natal and covers areas
from Manguzi near Kosi Bay in
the north to Port Edward in the
south and inland areas in Ixopo
and Nongoma.

It was recently introduced in
the Eastern Cape — near Bizana,
Lusikisiki and Umzimkhulu.

S ap p i ’s head of corporate
affairs André Oberholzer
attributes the success of Project

G r ow to collaboration and
partnerships which encompass
the creation of contractor
businesses and jobs.

He said Project Grow has
benefits for the company because
it is strategically aligned as it
provides fibre for Sappi, and
builds positive relations with
neighbours and communities.

Project Grow provides Sappi
with almost 130 000 tons of timber
valued at more than R50-million a
ye a r .

“There are high barriers
associated with timber farming.
There are high costs of seedlings,
fertiliser, harvesting and transport,
in addition to the long period
before trees are felled.

Project Grow helps small
farmers offset all of these,”
Oberholzer said.

The interest-free loans cover all
farming input costs, including the
annual maintenance of
p l a n t at i o n s . The communities also
r e ap the rewards of timber prices
which keep on rising because of
the increasing demand from the
telecommunications and
electricity industries.

Between 1995 and 2010, Sappi
injected R305-million into the
project. “When we started the

project, we said we are going to
stay with the communities and
see the project going forward. At
the same time we said let the
communities do it themselves
rather than us doing it for them,”
said S ap p i ’s general manager for
forestry, Terry Stanger.

More than 80% of the farmers
are women. More than 100 small
and micro enterprises and over
1 100 job opportunities have been
c r e at e d .

“We have seen people creating
businesses because all the

supporting services to farming
such as transportation and felling
of trees are provided by
contractors from the communities
and others have set up shops in
the communities,” said Stanger.

Oberholzer said the farmers
benefit from the expertise such as
guidance on environmental issues
by creating awareness of
wetlands, illegal logging,
plantation management and
we e d i n g .

“We provide the necessary
guidance around safety during
harvesting and transportation,
fire management as well as create
an enabling environment for
farmers and communities to enter
the formal economy,” he said.
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‘When we started, we said we are going to stay

with the communities and see this forward’

Making its mark in the classroom
The foundation works

with an average of

15 other organisations

at any given school
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ORPORATE social
responsibility at Mondi
goes further than
simply ensuring all the

boxes on the scorecard are
t i c ke d .

“Mondi has consistently
scored full points for enterprise
d eve l op m e n t and socio-
economic development in the
three years since we began
being rated,” said Ron Traill,
CEO of Mondi South Africa.

“However, there is an
additional and greater
investment made by Mondi in
these development i n i t i at ive s
that are not included in our
BBBEE scorecard.

“This is simply because we
already achieve the maximum
points and the effort required to
collate the information in the
manner required by the BEE
verification process is
p r o h i b i t ive . ”

Mondi Zimele is one of these
i n i t i at ive s .

The enterprise development

agency provides support for the
establishment and development
of businesses in Mondi’s forest-
growing areas and surrounding
communities.

Mondi Zimele was launched
in 2007 and has to date helped
to establish 18 businesses in
Mondi’s value chain with a total
turnover of R306-million a year
and which employ more than
2 200 people.

Mondi Zimele is placing
special emphasis on job-creation
projects.

Mondi’s Food 4 Forests
programme started in 2009 as
part of an initiative to i mp r ove
the health and safety of people
working in the group’s
p l a n t at i o n s .

“A study showed that a lot of
the workers out in the forests
are nutritionally deficient,”
Traill said.

“There are high HIV/Aids
prevalence rates and nutritional
deficiency just makes the
situation so much more dire.

The Mondi board felt it was the
right thing to do to at the very
least provide a hot meal with
sufficient calorie intake for hard
l ab o u r . ”

The Food 4 Forests
programme provides a daily
meal to about 8 000 forestry
wo r ke r s .

These workers are not Mondi
employees, but are employed by
contractors to work in Mondi’s
p l a n t at i o n s .

“A recent survey has shown
improvements in the general
health and wellbeing of workers
and their families,” Traill said.

Forestry is by definition a
rural operation and Mondi has
therefore had to deal with
several land claims over the
years. However, the group sees
itself as playing a leading role
in the settlement of land
restitution claims on forestry
land.

Up until August this year,
Mondi had settled 19 land
claims involving around

35 000ha of forestry land.
The settlements are based on

a sale and leaseback model.
Mondi leases back the land from
the communities to which it is
awarded, manages the forestry
operations and provides
opportunities for the
communities to get involved in
the forestry business.

The agreements are for 20
years, after which communities
can choose to either enter into a
new lease and management
agreement with Mondi or take
over the forestry operations
t h e m s e lve s .

“Mondi’s land claims model
involves business development
and support for new land
owners in order to ensure
sustainability of both fibre
supply and new forestry
businesses,” Traill said.

“The support is provided by
Mondi employees and through
the Forestry Partners
Programme, a division of Mondi
Zimele.”

More than just ticking boxes
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Cut-price can

still offer value
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Uranium One

Conduit Capital

Purple Capital

Lonrho plc

Indequity

Ingenuity Property

Litha Healthcare

Buildmax

Erbacon

Taste

Thabex

Redefine Properties

EsorFranki

Sanyati

Amalgamated Electronic

Kumba Iron Ore

Capital Property Fund

Basil Read

Alert Steel

EOH

Brimstone

Grand Parade

Stefanutti Stocks

Resilient Property

Adaptit

Orion Real Estate

Raubex
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Mediclinic
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Aspen Pharmacare

Mix Telematics

SA Corporate Real Estate
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Hardware Warehouse

Kap International
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Exxaro Resources

Blue Financial Services
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Sovereign Food
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Coronation CEO happy

to ‘quit while at the top’
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HE MR Price Group
has come a long way
since it started as a
one-store factory

outlet buying and selling
ove r runs in Klerksdorp.

The clothing retailer,
which has a market
capitalisation of
R35.9-billion, has developed
a brand that shoppers find
trendy and fashionable
while still offering good
va l u e .

It has been South Africa’s
best performing retailer,
and the second best
performing share overall
over the past five years —
showing compound annual
growth of 43.15%.

The group understands
how to keep its wares
relevant, ensure quick stock
turnaround and maintain
strong gross margins. The
performance has been
driven by innovative and

astute management.
The handover from long-

term CEO Alastair
McArthur to Stuart Bird
two years ago appears to

have been seamless.
Sales continue to outstrip

those of its peers, and its
market share is 13% — up
from 10% in 2006. The group

grows margins through
strong sales performance,
increasing trading
densities, vigorous cost
control and the closure of
unprofitable space.

The group, which owns
360 stores under the brand
names Mr Price, Miladys,
Sheet Street and Mr Price
Home, has appeared several
times in the Top 10 of the
Top 100 Companies.

It has recorded
compound growth of 25% in
returns to shareholders for
the past 26 years.

Bird attributes this to a
clear strategy, focus on the
customer, employing good
people, combining fashion
and value, and being a
cash-based retailer.

The group has 73 stores
outside South Africa, 47 of
which are corporate-owned
outlets in Botswana,
Lesotho, Namibia, Swa z i l a n d ,

range of items. Bird said
the online service wo u l d
give Mr Price access to new
markets in Africa and
ove r s e a s .

The group is investing in
state-of-the-art systems and
is developing more cost-
effective distribution
facilities and structures to
handle its planned growth
in volumes.

For the interim reporting
period to August, the
retailer reported 14.9%
growth in sales — of which
78.5% were in cash.

Mr Price Group’s apparel
segment, which accounts
for 71.6% of group sales,
experienced growth of 15%
on a comparable basis. Its
annual results are due this
we e k .

The percentage of foreign
shareholding in Mr Price
Group at the end of last
year was 42%.

‘Putting your

brand into

t h i rd - p a r t y

hands brings

reputational risk’

Nigeria and Ghana. The rest
are franchised.

“Franchising was initially
considered to be a lower-
risk approach, but we
realised putting your brand
into third-party hands
brings reputational risk and
brand issues,” said Bird.

The group aims to t a ke
its existing businesses into
new markets and launch
other formats. In August, it
introduced an online sales
facility, which p r ov i d e s
access to the group’s full

&
ORONATION Fund
Managers was the
third-best performing
company over the

five years ended September 30,
with a compound annual
growth in its value of 40.3%.

Coronation runs nearly a
third of all assets under
management in South Africa,
at R339-billion. Th e
Association for Savings and
Investment South Africa put
the managed assets of the
local collective investment
schemes at R1.13-trillion at
the end of the third quarter,
to September 30.

Coronation posted 6%
growth in headline earnings
for the half-year to March. It
declared an interim d iv i d e n d
of 95c a share.

Despite presiding over the
spectacular growth in both
results and share price,
Co r o n at i o n ’s CEO Hugo
Nelson will step down at the
end of January 2013 to pursue

personal goals and go on
sabbatical for “at least a
ye a r ”. Chief operating officer
Anton Pillay has been

appointed CEO designate.
“I’ve been with the firm for

13 years and CEO for five of
those years. I think the
business is in a very good
place,” said Nelson.

“At the time when I moved
from a technical role to
business leadership, I made a
clear commitment to reassess
after five years.

“I felt there was a natural
successor in Anton Pillay, who
had been chief operating
officer during my tenure as
CEO. I felt the business was
doing well and it’s always
easier to do a handover under
such circumstances.

“I thought this would be
good timing to take time off as
it wasn’t going to harm the
shareholders of the business. I
felt very much this was a case

of quitting at the top.”
Nelson, a medical doctor by

profession, said Coronation’s
success was the result of
sticking to its knitting.

“Historically we’ve been
much more of a business-to-
business service provider —
only recently have we grown
in the retail space. We try to
deliver a good service to our
clients, and that means good
performance over a period of
five years or more. We’ve
been fortunate to have had
tremendous stability in our
staff and that has enabled us
to perform at such a level.”

Nelson said the initial
stages of any investment were
precarious and the company
took great care in communi-
cating its strategy to clients.

He said the worst

‘We ’ve been

fortunate to have

had tremendous

stability in our staff’

investments currently were
government bonds and certain
segments of developing-
market equities — such as
South African retailers.

“The retail businesses are
fantastic. However, their share
valuations are pricing in
absolutely spectacular future
performance. From our
perspective, the major
opportunities for South
African investors are offshore,
in both developed and
developing-market equities.”
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HE JSE All Share index would have
given you an annualised return of
6.6% between October 2007 and the
end of September 2012 — but it

must be seen in the context of the economic
crisis of 2008 and 2009.

If you had bought shares at the end of
2009, as the crisis was ending, your money
would have grown at a rate of 16% a year
for the three years. If you were in it for
the long haul, you would have made 17.6%
a year for between 2002 and 2012.

Had you narrowed your focus to
resources, over five years you would have
lost 2% of your capital on an annualised
basis. If you were in it for a decade, you
would have seen an 11.7% annualised
return, and if you had bought the shares
at the end of 2009, you would have
realised a 5.6% annualised return.

Financials would have been a better bet
than resources. Over five years you would
have earned 8.1% a year, but over three
years and 10 years you would have seen
returns of 18.8% and 18% respectively.

Industrials and listed property would
have given you far and away the best
returns. Industrials over five years would
have netted you 14.2% a year, and 23.6%
and 23.5% a year over three and 10 years
respectively. Listed property would have
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Staying in for

the long haul

brings returns
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Art is surprisingly

recession-proof and

auctions have shown

record prices

given you annualised returns of 13.5% over
five years, and 22.1% and 23.6% over three
and 10 years respectively.

If you had sought safety in bonds, you
would have seen a 10.6% annualised
return over five years. Over three years,
you would have made returns of 12.7%,
and over 10 years this would have
dropped to 11.3% a year.

Cash would have been a better bet than
resources for all but the 10-year period.
You would have seen returns of 8.2% over
five years, 6.3% over three years and 8.8%
over a decade.

Houses and art are two other likely
destinations for investment rands.

According to Absa’s data, the smoothed
average purchase price for approved loans
on a medium-sized house (between 141
and 220m²) was R941 744 in September
2007. The same-sized house would be
worth about R1.03-million now, an
increase of a R87 130, which translates to
a 9.25% increase over the period.

Because art is something one can enjoy
every day, cashing in can be more difficult
than for other investments. The range of
possible investment artists is virtually
endless, so expert advice is vital. However,
art is surprisingly recession-proof and
auctions before, during and after the global
financial crisis have shown record prices.

Cruel shadows, an oil painting by South
African artist Robert Hodgins, sold on
auction for R99 000 in 2007. Five years
later, Strauss & Co estimate that Hodgins’
Three Golem Figures (oil and graphite on
canvas) will go for R400 000 to R500 000.

But there are no guarantees. Gregoire
Boonzaaier’s 1957 work View of the Cape
a rc h i v e s (oil on canvas) sold for R385 000 in
2007. In a 2012 auction in London, three of
his works failed to meet their minimum
bids and were “bought in” by Bonhams.

Art is surprisingly

recession-proof and auctions

before, during and after the

global financial crisis have

shown record prices
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HITEY Basson, the
man responsible for
building one of the
most successful

retailers in Africa, says exc e s s ive
trading constraints are putting a
damper on intercontinental
economic growth and significant
job creation opportunities.

Over the past 33 years Basson
has grown Shoprite Holdings
(Shoprite) from an initial
R1-million acquisition of eight
small stores to a business with a
market cap of R100-billion.
Shoprite now has over 1 700
stores in 17 countries.

In fact, if you invested R1 000
when the company listed in 1986,
that investment would have
grown to R1.2-million today.

Shoprite was the fourth most
profitable investment and the
best investment in the food
retail sector over the past five
years. A R10 000 investment five
years ago at a share price of
R37.50 would have shown an
annual compound growth of
39.25% and would today be

worth more than R52 000, with a
share price of R168.34 a share at
the end of September.

Basson and his team have
become so effective that on
average the group is able to
open a new shop every week
and now employs 100 000 people,
making it one of the largest
employers in Africa.

small things right like exporting
our goods and products to other
African countries.

“Currently we have to import
meat for our shops in Africa from
places like Argentina and Brazil,
while some of the world’s best
meat can be found right here in
South Africa,” said Basson.

“If we could convert these imports
from other countries into exports
from South Africa, the country
would be able to generate thousands
of additional jobs without having to
spend large amounts of capital to
create those jobs.”

Basson said different
government departments had to
start working together to resolve
the issues around exports. “We
need a central minister to drive
that process. It’s currently being
handled by too many departments
and small objections end up
blocking the entire process.

“I am very bullish on South
Africa, but the problem is we need
to work about 20 times faster to
make sure that we benefit from the
seemingly obvious benefits that
exist from other African countries
expanding at a rapid pace.”

Nedbank Capital analyst Syd
Vianello said Shoprite had clearly
demonstrated that “the early bird
catches the worm”, adding that the
group had captured the first-time
advantage on the continent.

“Th at ’s a huge advantage to
have, but believe me, Africa was no
walk in the park for Shoprite.

“They lost money in Angola for
a long time before it became
profitable, but the traditional
U-curve has worked brilliantly for
them in that country because I
think it is either their best or
second-best performing territory in
Africa.

“S h op r i t e ’s experience has no
doubt taught them a lot about
where the money will be made and
what ingredients are necessary to
make a country a profitable
ve n tu r e , ” said Vianello.

Basson said it was also
important to lower entry barriers
for small business in South Africa
to ensure more robust employment
growth. “We had a campaign a
couple of months ago, where we
wanted to buy about 1 000 ovens to

get people to do homemade
cooking for our stores, but it is just
too hard for the small guys to
comply with excessive regulation
in some cases. In the end, we had
to scrap the campaign and all the
jobs that would have come with it.”

He said while legislation was
important, small businesses were
often not given a fair chance to
develop in South Africa — a
country with an unemployment
rate of almost 30% according to the
latest census information released
at the end of October.

“Remember, trading is a
wonderful and flexible business. If
you need to survive, you can sell
your goods on the pavement. We
need to make it easier for the

smaller people to comply, and
provide them an opportunity to
also supply the bigger companies.

“If I had my life over, I would
definitely choose to be in the retail
business again. If you have a
factory without orders, you just go
one way and that’s down, whereas,
as a retailer, you can always adjust
your stock levels to be on terms
with your suppliers and your
clients,” said Basson.

Av i o r Research analyst Mark
Hodgson attributed Shoprite’s
success to an effective
management team, well thought-
out investments, effective sourcing
and cost control.

“We like to run a lean, mean and
hungry machine,” said Basson.

‘There are

substantially more

jobs if we can get

small things right’

But, said Basson, there were
many more opportunities to
create additional jobs if one
could cut through red tape and
trading barriers.

“It is easy to set up a new
shop and to train a 150 or 200
people to work in the shop. But
there are substantially more
jobs for South Africa if we get
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Creating sustainable CSI opportunities and ...

Inspiring possibilities

www.neotel.co.za 
Call 0800 333 636
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HE Top 100 is dominated by
companies in the retail sector,
which has outperformed the all-
share index, banks, resources and

i n d u st r i a l s .
Foreign investors now own about half of

the retail sector on the JSE, up from 24%
in 2007.

Theresa Heath, retail analyst at Stanlib,
said: “SA retail shares are now big
enough to count on international investor
screens.”

Truworths, for example, is 70% owned by
foreign funds, Shoprite 50% and Clicks 63%.

The purchase by overseas funds has
helped the retail index shoot up 108.9%
over the past five years compared with
the all-share, which has increased 19.34%.

The profits of some of the listed
retailers have grown more than 15 fold
since 2000, and continued to grow through
the global financial crisis.

Retail is a well-run and competitive
sector. But investors are largely
interested in exposure to consumers in
emerging markets, especially Africa
which, according to PwC, is generating
substantial consumer demand.

Domestic factors have also helped
retailers’ performance. Shoppers h ave
spent more because real wage growth has
outstripped inflation in many sectors;
lower interest rates have helped richer
shoppers; and poorer shoppers h ave
benefited from higher social grants.

The growth in unsecured lending has
also played a role.
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‘SA retail shares are

now big enough to count

on international investor

s c re e n s ’

Shoprite, the fourth-best performer on
the Top 100 over the past five years, has
greater exposure to Africa than any other
retailer, with the rest of the continent
accounting for 11% of group sales.

The big clothing retailers are all in the
top 20 of top share performers.

Mr Price — in second position over five
years — is followed by Woolworths
(eighth over five years), Truworths
International (15th) and Fo s c h i n i , in 20th
sp o t .

But is this the end of the big run fo r
retailers? There is some concern they are
ove r va l u e d .

Heath said: “We think they will
continue to deliver, but maybe . . . the
biggest quantum of margin expansion of
earnings growth is now behind us. All the
signs are pointing to consumers finding
things tougher . . .”

So which sectors are likely to be the
next strong performers?

Adrian Saville, chief investment officer
of Cannon Asset Managers, pointed to
resources and i n d u st r i a l s .

“We are flagging resources as a broad
cluster, and the domestic-focused
industrial cluster including building,
construction, engineering, domestic
manufacturing and equipment suppliers.”

He said resources were su b st a n t i a l ly
underpriced. “Investors will give you all
the reasons to stay away from the sector
from labour action to electricity price
pressure — but the companies are not
priced for difficulty but disaster. To me,
t h at ’s where the best opportunities reside.”
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AMOUS Brands, the owner
of Steers, Debonairs,
Wimpy, Mugg & Bean,
House of Coffees and other

franchises, has been rewarded by
shareholders and analysts with
consistent “buy” r e c o m m e n d at i o n s
— because the fast-food group
sticks to a tried-and-tested strategy.

It buys market-leading or
challenger brands that connect
with the public, and provides slick
support in the background.

Any investor sinking R10 000
into the share five years ago
would now be sitting on R51 407.

Franchisees have benefited too,
because all the attractive margins
are at their end.

So shouldn’t Famous Brands
struggle if the handsome margins
are at store level, for the
franchisees? It’s all about striking
the right balance and volumes,
said CEO Kevin Hedderwick.

“What has set us apart from our
peers is that we deliberately chose
to get into logistics to service our

franchisees, and to manufacture on
their behalf. This helps make prices
far more competitive.

“But it means we have to go for
volume, and that depends on the
mix — how much we do for the
franchisee and what it does to our
margins,” said Hedderwick.

“We ’ve just opened a logistics
centre in Nelspruit because we
had enough scale and volume in
that geographical area.”

Famous Brands now roasts its
own coffee, makes juices and
sauces, and has brought a variety
of other functions in-house.

Hedderwick said capacity kept
coming, though in a calculated way.

“We buy brands at the front end
and build the back end.

“But we won’t get involved
where the capital expenditure
required is excessive. It must be
low, with a quick payback period.

“Making chips is an example —
a huge outlay and a lot of skill is
required to start making chips, so
we won’t do it. We don’t do

everything the franchise network
requires.”

It is this cagey use of cash t h at
keeps luring investors.

“Our balance sheet is strong,
and we are a highly cash-
generative business,” said
Hedderwick.

“We pay back debt quickly, and
our gearing is sitting at 4%.

“This means we can be
acquisitive when opportunities
present themselves. We are not at
saturation point yet — if we see a
compelling case, we’ll buy.”

While the ability to pay down
debt is attractive to shareholders,
the company has no particular
dividend policy. When there is
more cash on hand, it simply pays
out a smaller percentage to
maintain reserves for acquisitive
ag i l i ty .

Famous Brands’s strategy has
always been to buy brands that
already lead their segments, or to
back potential challengers who
could benefit with a little help
from a finely honed organisation.

For example, it is in chicken for
the long haul with Giramundo,
even though Hedderwick praised
KFC and Nando’s for the imposing
barriers to entry in this sector.

From essentially a fast-food
takeaway specialist, Famous
Brands is keen on getting its
customers to sit down by
expanding its presence in family-
style restaurants.

First up, pubs. “KEG has been
our flagship, and we’ve
overhauled it and made it more
c o n t e mp o r a r y , ” said Hedderwick.

“We can show franchisees what
good looks like and entice them.
Pubs that can’t become KEGs will
become Brewers Guild, which is a
hybrid of the old brands. We are
in the process of converting four

or five pubs to Brewers Guild —
there is no point in having four
different pub brands.”

He said no matter what a South
African wanted to eat, Famous
Brands had to offer options in
every category.

“If it has a food and beverage
spin, then we’re interested. We
want to get into the complete
food-service landscape.”

That doesn’t just go for South
Africans. “We have been in Africa
across our borders for 15 years or
so, and we have planted many
seeds in the last decade . . .” he
said.

“We are about to embark on an
aggressive strategy from 2013; to
go deep into our existing presence
on the continent, but not
necessarily into new territories.

“We ought to understand the
markets by now, although the

route to market in Africa and the
retail-space aspect present
challenges. If we can buy
manufacturing facilities at critical
mass we’ll look at them too.”

Hedderwick said food service
was closely linked to the economy,
and Famous Brands was poised to
benefit as soon as GDP grew.

“We have to constantly work to
remain contemporary and offer a
strong value proposition for
customers — when disposable
income comes under pressure it is
the value proposition that
becomes compelling.

“It has also been shown that
when GDP begins to increase in a
country, because people become
cash-rich and time-poor, more
people buy food out of home.
Food-service profits tend to rise at
twice the rate of GDP growth. I
think we’re in a good space.”
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XPOSURE to the right
minerals at the right time
has secured strong returns
for investors that have put

their money behind base-minerals
miner and marketer Assore.

At number 6, Assore is the only
resources company to make it
into the top 10 of the 2012 Top 100
Companies list.

A R10 000 buy-in into Assore at
R73.60 a share five years ago
would have grown to R50 523 by
end-September, at a share price of
R329.70. Assore’s shares were first
listed on the JSE in 1950, and have
enjoyed almost 100-fold growth
over the past 15 years.

The company’s principal
investment is a 50% interest in
Assmang, which it jointly controls
with African Rainbow Minerals.

Assore chairman Desmond
Sacco said the company had just
released all-time-record results,
with earnings of R3.7-billion,
mainly bolstered by higher iron-

ore prices.
“We expanded our iron-ore

business at just the right time. Six
years ago, when we started our
expansion at Khumani, iron-ore
prices were hovering at $50/ton and
since then we have seen prices as
high as $185/ton for a short
period,” said Assore CEO Chris
Co r y .

In 1929, Sacco’s father Guido
started exploration for manganese
in the Kalahari. The company
subsequently diversified into iron-
ore and chrome mining, ferro-

alloys production, and selling and
marketing commodities.

As s m a n g ’s plans for the coming
five years include a manganese
expansion that will increase
production to five million tons a
year. “We believe the right
direction for us to continue on our
current upwards trajectory will
be to produce and sell more
manganese in the future. We
already have the plant capacity
and infrastructure in place but
require additional shafts and
related infrastructure,” said Cory.

The company was considering
its position in ferroalloys as ever-
increasing electricity tariffs are
making it difficult to survive in
this business, he added.

Electricity prices have more
than doubled in five years and
state-owned power utility Eskom
is now seeking a further 16%
increase in tariffs.

Assmang had to temporarily
halt ferrochrome production and
converted most of its Machada-
dorp ferrochrome furnaces into
ferromanganese furnaces.

Cory said increasing power
prices would work against
g ove r n m e n t ’s call fo r
b e n e f i c i at i o n .

“The main ingredient that goes
into beneficiating our ores is
power, and the increases
administered by Eskom are
making our alloys business
u nv i ab l e . ”

Sacco said Assore had been
affected by strikes at other mines.
“The big concern is customer
perception of reliability of supply
from South Africa.”

Good timing adds up to profits
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ECHNOLOGY company EOH’s
foray into the public sector has
paid off handsomely with the
company being listed seventh in

the Top 100 Companies survey.
Compound growth over the last five

years is sitting at 36.68% and a large part
of that is attributed to the company’s
aggressive expansion into the public
sector, which now accounts for about a
quarter of r eve n u e .

If you had invested R10 000 in EOH 10
years ago, that investment would be
worth a little more than half a million
rands today. This is a reflection of the
buoyant share price that has been on an
upward trend for the last five years.

Five years ago, the share price was
about R9.40 and today it is about R39 and
showing no signs of slowing down,
particularly after the positive results from
the 2012 financial year.

EOH, with the second-largest market
capitalisation in the technology sector
after rival Datatec, has leapfrogged over
its competitors since it listed in 1998.
According to CEO Asher Bohbot it has
grown “44% per annum compounded since
inception” and grew revenue by 50% last
ye a r .

It surpassed the R1-billion revenue
mark in its 2009 financial year. In its 2012
financial year, EOH earned income of
about R3.6-billion and was left with a net
profit of R223-million, after taking into
account all costs and expenses.

While government has proven that it
can be great business, it has also
rendered many companies bankrupt due
to non-payment.

However, Bohbot said EOH has fared
well thus far. “We are aware of the
challenges [in the public sector] and cater
to them up front. We have proper
contractual obligations that are adhered
to by both sides and the most important
thing is that we ensure that we deliver.
You have to be a lot sharper when you’re
dealing with government,” said Bohbot.

According to Bohbot, the key to the
consistent performance shown by EOH is
the level of execution, which comes from
the calibre of talent running the
organisation. “In today’s world we don’t
compete on the right strategy, especially
being a public company. The strategy is
out there for everyone to see, but the real
competition happens at an execution
level. And to execute, you need to attract
and retain the right people,” he said.

He admitted that highly specialised IT
skills weren’t always available in
abundance and this is why EOH had
made human development a priority.

“This year, in terms of employment, we
reached the 5 000 people mark and we
also have 620 interns,” said Bohbot.

One of the things the leader is most
proud of is the level of transformation the
company has achieved. This was helped
by a black economic empowerment (BEE)
deal brokered with Mthombo IT in 2005,
which raised the BEE profile of the
company and resulted in a 25% broad-
based black shareholding.

“We are reasonably transformed and
doing well on our BEE scorecard,” he
said. “Thirty-eight percent of the
company is under black ownership and
57% of our employees are black. We do
believe that sustainable transformation is
key for South Africa and it will allow
business to grow.”

With a cash pile of R452-million, Bohbot
said, acquisitions were part of the growth
plan. “Not to force growth but keep the
momentum of the business going and
look at organic growth and acquisitions.”
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to shift your goods countrywide

www.ram.co.za

Has your courier got the goods to deliver on your business needs – no matter how big the job? 

With 35 hubs, 1250 vehicles and 2253 safe pairs of hands at your service, RAM Hand-to-Hand 

Couriers has what it takes to deliver every time, on time, countrywide – without subcontracting 

a single delivery. Our advanced track-and-trace technology keeps you up to speed every metre of 

the way. From same-day letter delivery to nationwide merchandise distribution, RAM gets it done. 

Think big. Rely on RAM Hand-to-Hand Couriers.
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HEN Ian Moir became
CEO of Woolworths
two years ago, he said
he would fine-tune

strategies that were working well,
lose those that were not and
improve decision making.

“We weren’t really delivering
and had become a little
ove r c o n f i d e n t , ” said Moir.

Following his intervention,
which included direct sourcing,
focusing on the core customer,
and lowering lead times in
clothing, the share price has risen
su b st a n t i a l ly .

This has placed Woolworths
eighth in the Top 100 Companies,
reflecting growth in its share
price from R17.90 to R60.79.

A R10 000 investment in
Woolworths five years ago would
have been worth R46 465 at the
end of September.

The business has been made
simpler and more profitable. It is
using direct sourcing rather than
third parties.

The up-market retailer has
benefited from an absolute focus
on LSM 8 to 10 customers in fo o d
and clothing. Margins have

improved and increased the
profitability of the business.

And the market approves. An
investment in Woolworths has
shown compound annual growth
of 35.96% a share over five years.
In the last year alone its share
price has shot up 73%.

“We ’re more commercial,
decisive, simpler. We’ve taken a
lot of complexity out of the

business and made decision
making easier,” said Moir.

The opportunity in food is still
about getting more people to shop
with focus on price, and the
expansion of its product offerings.

One of Moir’s favourite images
is getting consumers to shop with
trolleys rather than baskets.
“We ’re behaving more like a
su p e r m a r ke t . ”

The food division has had sales
growth ahead of the market and
gained market share over the past
two years, and there’s room for
more growth. Woolworths has a
25% share of the local fresh fruit
and vegetables market, but it has
only a 2% share of other goods
from cereals to coffee to cleaning
m at e r i a l s .

Its food business is forecast to
deliver strong same-store growth
this year as higher LSM
consumers increase their
spending with a benign interest
rate environment and rising food
i n f l at i o n .

The clothing division has been
gaining market share with the re-

launch of its brands RE and
Studio gaining favour with a
younger customer.

The retailer continues to take
out franchise operators and
convert them into corporate
stores. It has bought back about
80% of its franchisees at a cost of
R700-million, giving Woolworths
greater control of its brand.

Analysts see further potential
in operating efficiency, which is
still low compared with its peers.

Woolworths reported 2012
financial results marginally ahead
of expectations. Headline earnings
a share were 260.6c, a growth of
24.4%. Group sales rose 11.8%.
Sales growth in South African
clothing was up 12.6% and in food
up 11.9%. Australian operations
took strain and sales contracted
2.6%.

The retailer has made a big
investment in Australia. Country
Road, its 88%-owned subsidiary,
bought 40-year-old fashion retailer
Witchery Group for about
R1.5-billion.

“The first signs are incredibly
positive. The Australian business
is nearly two-thirds the size of
our South African clothing
business,” said Moir.

But Australian trading
conditions have been tough for
the past two years and is expected
to remain so for another 18 to 24
months. The group has invested
heavily in online retailing and is
taking the strategy forward over
the next three to five years.

Africa contributes a relatively
small percentage to Woolworths
at about 3% of turnover, but Moir
believes that it might account for
7% of group sales in five to seven
years, and 10% of group profit
over the next 10 years.
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Growing trees makes dreams come true

“I have seen the change in the lives of people who joined  

before me. I have seen the way Sappi has built them up.”  

– Project Grow timber grower

When you plant a tree seedling, you don’t just grow a tree,  

you grow an enterprise… you grow a community… you 

grow people. In 2012, 4,300 individual Project Growers  

and communities will supply Sappi with over 200,000 

tons of timber from 17,000 ha of land. This will earn 

them in excess of R100 million. 

Sappi’s Project Grow – helping people help 

themselves and making a lasting  

difference in the lives of people and 

communities. www.sappi.com
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SOME TRANSMISSIONS
DON’T NEED TO 
BE LOUD, TO BE CLEAR. 
That the fox has earned a reputation as a cunning survivalist is obvious, but 
perhaps it’s greatest feat is right under our noses. Remarkably, its powers 
of communication extend to hidden messages to others who would cross 
their path. The scent left by foxes is encoded with more information than 
you would think. Including gender, location and the dominant social 
status of the individual. Sending a clear signal to other individuals in the 
area. This innate ability has unique advantages in the natural world, just like 
hidden financial markers can have a real impact on your business. It’s this kind 
of thinking that inspires technologists of I-Net Bridge to develop financial 
information systems that give your business a better chance of survival. 
Including web-based applications, realtime information, financial analysis 
and digital content that offer valuable decision-making reference points 
to help make your mark on the business landscape. For a natural match 
contact us in Johannesburg on +27 11 280 0600, in Cape Town  
on +27 21 488 1856  or via email on info@inet.co.za. Visit us online at  
www.inet.co.za

Make an informed decision
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INNACLE Technology
Holdings retained its ninth
spot in the Top 100
Companies rankings. Its

compound annual returns to
shareholders rose just over one
percentage point from the
previous year to 35.72%, perhaps
signalling the effect its most recent
acquisitions have had on profits.

CEO and founder Arnold Fourie
agreed, attributing the group’s
improving performance to good
acquisitions.

In the year to September, the
IT c o mp a ny ’s various subsidiaries
bought out the remaining shares
in partly-held subsidiary Explix
for R3.5-million; a majority stake
in infrastructure company Merqu
Communications for R3-million;
and the entire business of
internet security distributor
e-Secure for R5.1-million.

“These are small acquisitions
and are not currently making that
much money, but they’re strategic
acquisitions,” said Fourie.
“Th ey ’re providing the group with
access to market spaces that we
h ave n ’t been in before.”

The purchases follow last year’s
R16.8-million deal to buy out the
remaining shares in its 60%-held
cabling and related ICT
infrastructure distributor DataNet
Infrastructure Group, as well as
the R11.3-million deal for 39.2%
more of its ICT-sector financier
Centrafin; and the 2010
acquisition of the Axiz

Technology Group at R151.2-
million. Centrafin was generating
a lot of revenue for the group.

Daniel Isaacs, an equity analyst

at 36One Asset Management,
which owned 6.9% of Pinnacle at
the end of June, said the most
notable buy was Axiz.

“This was an excellent
acquisition as Axiz had very little
client and product overlap with
the existing business,” said
Isaacs. “The Axiz business has
been seamlessly integrated, which
is testament to management’s
operational excellence.”

In its results to June 2011, the
company said revenue grew by
57% to R5-billion, and more than
half of that came from Axiz and
Centrafin. The following year’s set
of results showed the integration
of the Explix and DataNet
purchases helped cut operating
expenses. Indeed, efficiency is one
of Pinnacle’s competitive
advantages, said Fourie.

This helped it a c c u m u l at e
headline earnings of R280-million
in 2012, a major boost from R104-
million just four years ago.

The secret was “continuous

profit growth, and keeping the
c o mp a ny ’s balance sheet robust.
We remain efficient,” said Fourie.

Said Isaacs: “Pinnacle will now
look to grow more through non-
distribution channels which is
evidenced by its ‘Projects and
Services’ segment and its recent
acquisition in this space, Merqu
Communications. Merqu focuses
on data-centre design and
installation which are an integral
part of the cloud computing
i n f r a st r u c tu r e . ”

Fourie said Pinnacle was now in
a position to provide all the
hardware and software needed to
build the data centres that cloud
computing depends on.

�
N the past five years Aspen’s
total return to shareholders
has been 34% — c o mp o u n d e d
— a year. In the period, the

pharmaceutical company has
expanded from being an almost
entirely local operation to one that
operates in more than 150
countries.

Aspen ranks number 10 in this
ye a r ’s Top 100 Companies.

Investec asset management
analyst Neil Stuart-Findlay said
much of the company’s success
could be attributed to the
outstanding leadership and
insight of CEO Stephen Saad and
his deputy Gus Attridge.

From the late 1990s, when
Aspen was founded, until 2007, the
company fo c u s ed on generic drug
manufacture and distribution in
South Africa. Because of the shift
in demand towards cheaper off-
patent generic products, the
model proved to be a superb
earnings provider.

But it wasn’t enough for top
management, which began an

acquisitive drive that has made
Aspen one of the biggest
pharmaceutical companies in
emerging market economies. In
addition to being beneficial from
an earnings and share-price
perspective, the global expansion
helped the company diversify
regulatory and currency risk.

As the rest of the world began to
buckle under the global economic
crisis in the third quarter of 2008,

Asp e n ’s earnings moved upwards.
Having just concluded its first deal
with global drugs manufacturer
GlaxoSmithKline (GSK), Aspen had
not only acquired new products, it
also had a pipeline into new
territories through which it could
introduce its own products.

Importantly, it had also
acquired GSK’s knowledge of the
regulatory lay of these new lands.
GSK’s primary objective is to
research and develop new
products and bring them to
market under patent, while
Asp e n ’s is to manufacture generic
alternatives, which it markets and
distributes. The strategic
collaboration between the two
companies involves Aspen
acquiring the rights to GSK-
developed products nearing the
end of their patent, which Aspen
then markets. Where appropriate,
it creates a generic product.

Despite Aspen issuing a 16%
equity stake to GSK in 2009 —
GSK now owns a 18.6% stake —
most of the deals it has done have

been debt funded. With the
company being such a strong
cash-flow generator, these debts
are quickly paid up, leaving
Aspen sufficiently capitalised to
seek out new deals.

Attridge said part of Aspen’s
strategy was to reach more
markets instead of getting bigger
in existing markets. He said it
made more sense from a risk
perspective to do five small deals
in five different countries than
one big deal in one country. This
strategy also gave the company
the opportunity to grow
organically and not just
a c q u i s i t ive ly .

However, as the company

grows, so the deals need to grow
to have any real effect on the
bottom line.

And they have. In January 2011,
Aspen concluded its acquisition of
listed Australian drug maker
Sigma, which was struggling
financially. Sigma was turned
around operationally and Aspen is
now the biggest generic
pharmaceutical manufacturer in
Au st r a l i a .

Stuart-Findlay said the effect of
cost cutting and improved
efficiencies is likely to further
effect Sigma’s bottom line in the
next 18 months to two years,
which will result in an earnings
uplift for Aspen over the period.
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HE list of top performers over 10 years reveals just
how difficult it is for companies to maintain high
returns for shareholders. Not only that, but a
surprising number of seemingly impregnable

companies fall by the wayside.
To maintain a compound annual growth rate in share

price of over 40% for 20 years is unthinkable in the face of
changing market conditions, leadership overhauls and stiff
competition. Athough the companies in the top 10 of the
long-term list almost certainly have capable leaders
guiding them, the same can be said of many of the bottom
10.

Shaun le Roux, portfolio manager at PSG Asset
Management, said the list illustrates the importance of
being in the right industry with the right management
team.

“Owning a well-managed company in a fast-growing
industry can be extremely rewarding for an investor —
there is not one company on the list of top 10 p e r fo r m e r s
that has not had an above-average management team. At
the same time, all the dogs have one [or both] of two
ingredients: being in a challenged industry or having a
management team that allocated capital poorly.”

Le Roux said the standout sectors on the JSE over the
past decade have enjoyed the benefits of growing
household incomes and aggressive expansion into informal
and under-served markets.

“Capitec has led the way in micro-lending and banking,
Shoprite in food, Mr Price in clothing and Cashbuild in
building materials.”

However, he said, not all companies exposed to the
consumer have done well — especially those that
manufacture or distribute consumer products and have
had to compete directly with cheap Chinese and Asian
i mp o r t s .

“A relatively strong rand has seen companies like
Ceramic [tiles] and Nu-World [appliances] battling to
maintain profitability.

“It is interesting to note that mining shares can be found
among the best and worst performers. Kumba has benefited
from the very sharp appreciation in the iron-ore price, while
most miners have failed to capture the benefits of rising
commodity prices thanks to rampant cost pressures.

“One characteristic that the top four performers have in
common is that they were quite small companies 10 ye a r s
ago — all of their market capitalisations were significantly
below R1-billion.

‘‘It is much easier for a small company to quickly grow
its profits or asset value than it is for a very large
business. Smaller companies are typically more nimble
and have many more opportunities to make
transformational investments to grow their business.”

Adrian Saville, chief investment officer at Cannon Asset
Managers, said while only one producer found its way into
the top 10 — Kumba — the bottom 10 was largely
populated with producers and miners.

“Perhaps producers will come off a low base now, but
there’s a possibility that there could be a protracted period
of pain ahead. It isn’t a good economic direction.

“Service companies can ‘m a ke ’ things, for example in
information technology, but if you’re a retailer . . . your
value-add hinges on consumer spend. This is not

sustainable if nothing is being made. There has to be a
production underpin to the economy.”

He said recovery in production was an economic
i mp e r at ive .

“This table shows that South Africa has not had a strong
production underpin, and we see that in the manufacturing
data over the past few years. I think that’s unlikely to

repeat for another 10 years.”
Looking at Top 100 lists from decades gone by, Saville

said, it wasn’t often that a company managed to stay in
successive lists.

“Invariably there is an almost zero chance of one
company repeating that kind of performance over the long
run. After five years, most fall out of the top 10.”

Juniors in mining plunge to end of list

���� ������

INVESTORS in junior mining compa-
nies have had a tough time of late,
with share prices falling by up to
95% in the 12 months to end-Septem-
ber.

Seven of the 10 worst performers
on the JSE were small mining com-
panies, mostly with projects in explo-
ration or development stage, that ran
into operational or funding troubles
over the period.

Great Basin Gold, which suspend-
ed operations at its Burnstone mine
in September after its cash dried up,
was the overall worst performer,
with its share price dropping from
R13.50 to 70c. The company, which
also owns a mine in Nevada in the
US, entered business rescue in
September.

Weak platinum prices, safety stop-
pages, labour unrest and rising costs
caused troubles in the industry,
making it difficult to raise capital
and turn around loss-making opera-
tions. Aquarius Platinum, Eastern
Platinum and Atlatsa Resources all
feature on the list of the 10 worst
p e r fo r m e r s , with Aquarius share-
holders losing 77%, Eastplats 74%
and Atlatsa 68%.

Shareholders in Wits Gold, an ex-
ploration and development company
that pulled out of a bid to buy Har-
mony Gold’s Evander mine, lost
nearly 60%, while First Uranium,
which sold off assets to AngloGold
Ashanti and Gold One, declined 72%.

Shareholders in Coal of Africa,
who faced losses of 67% over the
year, have more reason to smile af-
ter the company found a Chinese in-
vestor early in October. The compa-
ny was under pressure to find capital
to develop mines at Makhado and
Ve l e in Limpopo.

However, one junior miner made it
to the top performers’ list over the
year. Shareholders in Central Rand
Gold, an exploration and mining
company with operations in the
south of Johannesburg, saw returns
of 150% over the year. Its share price
of 10c at the end of September is still
however, a long way from the R10.69
the company listed at in 2007.

The worst performers’ list in-
cludes struggling airline 1Time Hold-
ings, which has announced the liqui-
dation of its main operating sub-
sidiary; investment holding company
Sherbourne Capital; and industrial
group Dorbyl, which warned in Octo-
ber that it was in distress and “rea-

sonably unlikely” to pay all its
debts. Trade in Dorbyl shares was
suspended this month.

The top performing company over
the period with returns of 292% was
Calgro M3 Holdings, a housing de-
veloper. Its share price jumped from
R1.20 to R4.70 at the end of Septem-
ber. Electrical products and televi-
sion aerial company Ellies was in
second place with returns of 278%.

Three technology firms made it to
the top 10: Adapt IT Holdings, which
offers consulting and software de-
velopment services, was third with
returns of 156%. Fourth wa s
Foneworx Holdings, which offers
hosting, disaster recovery and busi-
ness continuity services and the
technology platforms used for vot-
ing by SMS in programmes like
Idols, returning 150%.

Pinnacle Technology, which dis-
tributes hard- and software, was
10th with returns of 93%.

The rest of the top 10 consists of
private school group Curro Hold-
ings, Taste Holdings, which owns
Scooters Pizza, St Elmo’s, Maxi’s
and NWJ Jewellery; engineering
group Howden Africa; and SA
French, which distributes tower
cranes and hoists.
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UMAN Settlements Minister
Tokyo Sexwale and his
partners in Mvelaphanda
Holdings are set for a festive

bonus of what could be R265-million on
the sale of its stake in Absa.

The holding in Absa empowerment
vehicle Batho Bonke is the juiciest in
S ex wa l e ’s long list of empowerment
deals.

Mvelaphanda Group, one of the
investment vehicles that made
Sexwale and his business partners,
including Mark Willcox and Mikki
Xayiya, fabulously wealthy, started
selling assets in September 2009 when
Sexwale decided to re-enter politics.

The company, newly renamed Ne w
Bond Capital, grew significantly after
its listing via the reverse takeover of
Rebserve in 2004. Its portfolio over the
years included stakes in Gold Fields,
Trans Hex, JIC Mining Services,
Afrox Healthcare and Swissport.

Over the past year, it sold shares in
Vox Telecom and Life Healthcare and
unbundled and listed Mvelaserve,
which provides outsourced business
support services.

Mvela Resources was sold in June

Batho Bonke empowerment
consortium, was valued fairly at R1.3-
billion, putting Mvela Holdings’ st a ke
in Batho Bonke at R265-million. The
Absa payout of R2.2-billion for the
consortium is due on November 28.

Mvela Holdings will also benefit
from a lucrative financing deal with
fellow Batho Bonke beneficiaries.
Mvela Holdings is set to get at least
R90-million from consortium partners
as repayment of a small loan,
calculated at R7.3-million based on
Ab s a ’s regulatory filings in 2004.

Mvela Holdings told
Mail & Guardian it would get R90-
million in repayment of the loan, a
statement it later withdrew. Queries
to Mvela on Friday were referred to
Willcox, who was abroad and had not
responded at the time of going to
press.

“The minister doesn’t comment on
the operations of companies he is not
running,” said Xolani Xundu,
S ex wa l e ’s spokesman. Sexwale put his
business interests in “blind trusts”
when he was appointed a minister in
2009. His net worth based on disclosed
interests in listed companies was put
at R1.9-billion at the end of March
2010 by Who Owns Whom.

At the time of the Absa
empowerment deal, loan funding was
extended to Batho Bonke
shareholders to buy shares in the
bank. In terms of the funding
provided by Mvela, the loans would
be repayable on value realisation of
Batho Bonke shares at the higher of
the principal loan amount plus
interest, at prime plus 5%, or an
amount equal to 25% of the value
actually realised by the borrowers.

This 25% may be cut to 12.5%,
according to Mvela Group’s annual
report. The R90-million mentioned is
based on 12.5%.

Despite having no operating assets
since the unbundling of Mvelaserve in
2010, directors were rewarded richly.
Mvela paid more than R1.5-million to
Blackstar for the services of Andrew
Bonamour, appointed CEO on
January 19, and R1.1-million for
acting financial director William
Marshall-Smith.

Directors’ remuneration totalled
R5.3-million for the year to June,
compared with R26-million a year
earlier. Former CEO Yolanda Cuba,
who stepped down at the end of
December 2010, was paid R10-million
for six months of the financial year.

New Bond Capital had not
responded to questions at the time of
going to press.

Happy Xmas, Tokyo & Co
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‘The minister

doesn’t comment on

. . . companies he is

not running’

last year to Northam Platinum. In
September, it led a buyout of media
group Avusa, which owns the Sunday
Times. Avusa was unbundled and
relisted as Times Media Group, and
Mvela transferred its shares in the
group to its shareholders. Last month,
Mvela Group reached an agreement
to sell its sole remaining asset,
12.3 million shares in construction
company Group Five, for R30-million.
Group Five shareholders will vote on
this on November 27.

The company is set to become little
more than a cash shell when the Absa
deal is finalised, but Mvela
shareholders can first look forward to
a lucrative Batho Bonke payout. It had
cash of nearly R514-million at the end
of June versus R88-million a year
earlier. Debt totalled R317-million.

S ex wa l e ’s Mvela Holdings, whose
shareholders are reportedly mainly
trusts with the Sexwale, Wilcox and
Xayiya families as beneficiaries, will
benefit from the Batho Bonke sale via
its 19.9% stake in Mvela Group, which
owns an effective stake of 47.3% in the
Batho Bonke consortium. Malta-based
investment group Blackstar is the
major shareholder in New Bond
Capital after buying 28% in January.

Mvela Group said in its annual
report for the year to June that its
Absa stake, held as part of the bank’s
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THE Telkom board has appoint-
ed its third chairman in as many
years and the brave man step-
ping into the position with imme-
diate effect is Jabu Mabuza.

Mabuza, who is also deputy
chairman of hotel and leisure
group Tsogo Sun and president
of Business Unity SA, was ap-
pointed earlier in the week as a
non-executive director at Telkom.

“I am happy and grateful to
serve, and I am looking forward
to being part of the board that
will help manage Telkom’s
f u tu r e , ” he said.

He said he would retain his
deputy chairmanship in Tsogo
Sun and that the board was clear
about the government’s policies.

Telkom has been mired in
controversy and uncertainty in
recent weeks after four non-exec-

utive directors were voted out by
the government, which is the ma-
jor shareholder, at Telkom’s an-
nual general meeting last month.

Chairman Lazarus Zim re-
signed in September, board mem-
bers Jacky Huntley and Julia
Hope said last month they will
retire as directors and, at the be-
ginning of this month, director
Phakama Dongwana resigned
with immediate effect. Shortly af-
ter that CEO Pinky Moholi said
she will step down at the end of
March, two years after she took
up the position as Telkom’s fifth
CEO since listing in 2003.

Minister of Communications
Dina Pule has handed in a
proposal to the cabinet for a de-
cision on a turnaround strategy

for the fixed-line operator.
“In the next week or two the

strategy will be clear,” said
M ab u z a .

Te l ko m ’s shares have been on
a downward spiral in the last few
months and this week reached a
new low of R15.80.

Elias Masilelela, CEO of the
Public Investment Corporation
(PIC), which owns 10.9% of
Te l ko m , said Te l ko m ’s woes were
a “destruction of shareholder
va l u e ”.

Masilela said that “talking
down an asset in public” could
do more damage to Telkom and
the PIC was going to step in.

“We will drag people scream-
ing and shouting behind closed
doors and explain to them what
investment is about and how they
should manage the asset we have
invested in,” he said.

Telkom will release its results

for the six months to September
tomorrow. It said in a trading up-
date this week it expects head-
line earnings a share to be be-
tween 78% and 83% lower than
the comparative period. Basic
earnings a share are expected to
be between 62% and 67% lower.

David Couldridge, an analyst
from Element Investment Man-
agers, said strategy and indepen-
dence would be important for the
new chairman.

“W h at ’s important is getting
the company back on track and
that takes leadership,” said
Co u l d r i d g e .

Leslie Maasdorp and Kholeka
Mzondeki were also appointed to
the Telkom board this week. —
With Sapa
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ý The Top 100 supplement is
in this week’s Sunday Times

ý Additional Top 100 tables
can be found on pages 7, 8, 11,
13 and 14

Telkom appoints Mabuza as new chair
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You have grown your business with a combination of hard 

work, innovation, intelligent application of knowledge and 

a good helping of intuitive common sense. Shouldn’t your 

document management system be as forward-thinking as 

you are?

At Ricoh, we are constantly innovating in the fi eld of 

Electronic Document Management Solutions, so that you 

can be assured of safe, reliable document solutions that 

help your business run smoothly.

Visit www.ricoh.co.za or contact us on 0800 111 014.

Building the 
future of 
document 
management

imagine. change.

1
3
3
3
0
/L
D
/E

0800 111 014 ricoh.co.za

geddiep
Note
Sunday Times Business Times 18 Nov 2012, pg 1



            Sunday Times  18/11/2012 01 01bt1811BusinessTimes 7  AL  16/11/2012 09:03:36 PM

Business, 18-Nov-2012-Page 7, Cyan Business, 18-Nov-2012- Page 7, Magenta
Business, 18-Nov-2012-Page 7, Yellow Business, 18-Nov-2012- Page 7, Black

Business

����Sunday Times �����	�
� �
� ����� �������������� | �
B-1 JDCP

Baltic

Sea

North

Sea

RUSSIA

RUSSIA

LITHUANIA
DENMARK

LATVIA

SWEDEN
FINLAND

NORWAY

ESTONIA

Goteborg

Trondheim

Tromso Murmansk

Nalunaq

Kiruna
Svappavaara

Kittilä

Kevitsa

Bjornevatn

Kjellmannsasen

Pahtavaara

Aitik
Malmberget

Gruvberget

Kvannevann

Kemi

Laiva
BjorkdalKankberg

Boliden
Svartliden

Orivesi

Jokisivu

Dannemora
Garpenberg

Zinkgruvan

Tellness

Talviva

Pampalo

Kylylahti
Pyhäsalmi

Hitura

Helsinki

Oslo

Nuuk

Reykjavik

Stockholm

Copenhagen

Minsk

Mosjøen Aluminium Smelter

Pori Copper Smelter

Kokkola Zinc Smelter

Tornio Ferrochrome Smelter

Rönnskär Copper/

Gold Smelter

Fjaröaál Aluminium Smelter

Grundartangi

and Straumsvik

Aluminium Smelters

Harjavalta Copper/Nickel Smelters

Moi Rana Ferroalloy Smelter

Sunndal Aluminium Smelter

Bremanger Ferrosilicon Smelter

Høvanger Aluminium Smelter

Bjølvefossen Ferrosilicon Smelter

Ardal Aluminium Smelter

Karmøy Aluminium Smelter

Husnes Aluminium Smelter Odda Zinc Refinery

Bergsoe

Lead Smelter

Nikkelverk

Nickel/Copper/

Cobalt Refinery

Lista

Aluminium

Smelter

Fredriksrad

Titanium Plant

NORDIC MINERALS

Iron ore

Plant

Zinc

Gold

Chromite

Ilmenite

Nickel

Copper

COMMODITY

KEY

Graphic: FIONA KRISCH    Source: INTIERRARMG

����� ����	���

�
HE Nordic region’s mining
sector is being rapidly
developed and will be looking
for closer cooperation with

mineral-rich African countries.
Magnus Ericsson, chairman of the

Stockholm-based Raw Materials
Group — a mining research and
analysis consultancy — said Swe d e n ,
Finland, Norway and Greenland had
always viewed SA favourably but
were now worried about the country’s
labour problems.

“Investors and companies in Nordic
countries, as I am sure in many other
countries, are worried that labour
problems on South African mines
might not be easily solved,” Ericsson
said.

“Over here, we are watching
developments very closely and are of
the opinion that the unrest in South
Africa is highly political, which
means things can get out of hand
very quickly.”

He said South Africa needed to find
an urgent solution.

“In the longer term it may be

beneficial for the country to increase
the degree of mechanisation on its
mines.

“When moving to more mechanised
mining, people need to be more
highly skilled and therefore higher
wages would be appropriate, as is the
case with most of the mining
operations in Nordic countries.

“The problem in South Africa at
the moment is the fact that wage
increases are not linked to increased
productivity, which is not sustainable
in any country in the longer term,”
said Ericsson.

He said West Africa looked
promising for investment, e sp e c i a l ly
in terms of equipment, technology
and skills transfer.

“We find countries like Sierra
Leone, Cameroon, Liberia and others
very exciting.

“There really are only two major
unexplored horizons left in the world,
Africa and the Siberian parts of
Russia. Whereas the Siberian parts
are closed off, Africa is opening up for

foreign investors and this is the
region where see great future
op p o r tu n i ty , ” he said.

Ericsson said Nordic countries
would look to nurture closer
relationships with African countries
through the African Development
Forum, which recently had
discussions about a mineral
development centre that would focus
on governance issues in mining.

Good governance and strong
political and organisational support
for the Nordic mining sector in recent
years resulted in it growing rapidly. It
has attracted investment of
$5.78-billion over the past five years.

Chris Hinde, director of the mining
research consultancy IntierraRMG,
said a stable mining environment had
attracted significant interest in the
Nordic region, which had been under-
explored in the past. Exploration had
now indicated very good mineral
prospects, he said.

Projects to the value of $2.76-billion
would go ahead in the next five years.

This compared to South Africa where
projects being developed added up to
around $12-billion.

This year, exploration spending in
Sweden, the strongest mining country
in the Nordic region, was expected to
reach record levels of about $95-
million, an increase of 14% compared
to last year. Ericsson said projections
for 2013 also looked strong and
spending would reach well above
$100-million among the 35 largest
companies operating in Sweden.

Currently, Sweden, Norway and
Finland are ranked by the Fraser
Institute — an independent research
group — among the 10 countries with
the most “c o n st r u c t ive ” mining
environments, with Greenland not far
behind. SA, battling cost inflation, an
increasingly difficult labour
environment and concerns around
state intervention, ranked 54th in the
same survey.

The Nordic region mainly produces
iron ore, lead, zinc, copper, gold,
silver and coal.
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PREPARE for superlatives if you talk to BHP
Billiton, the world’s biggest miner, about the
shale energy revolution.

“This is absolutely stupendous,” says Michael
Yeager, chief executive of its petroleum division.
“This is the biggest thing that has happened in
my [35-year] career.”

For once, the company line could be an
understatement. The shift taking place in the
energy industry is of a scale to rival anything
seen in several decades, say industry watchers.
As one puts it: first there was nuclear, then
Ch i n a ’s growth explosion — and now shale.

What that refers to is the resource-rich shale
rock that was formed from the “muddy gumbo“,
as Yeager puts it in his Texan drawl, which lay
at the bottom of ancient oceans. Today, it sits
beneath traditional oil and gas reservoirs, for
which the shale rock is often the source.

Large-scale extraction of shale’s oil and gas
has been made practical only recently, by
developments in hydraulic fracturing or
“fracking” — shattering the rock and flushing it
with liquid to encourage the oil and gas to flow
out — and horizontal drilling, allowing vastly
increased access to the seams of shale.

The implications for the world’s biggest
economy, the US, are profound, since it happens
to be well endowed with the stuff.

Because of shale, the International Energy
Agency this week announced that the US will
overtake Saudi Arabia as the world’s top oil
producer by 2017, and overtake Russia as the
biggest gas producer even sooner — by 2015.

BHP, the Anglo-Australian mining colossus,
has been in the shale arena for only 18 months.
But by spending some $20-billion buying up
assets it has key positions in four major US
shale formations: Fayetteville, Haynesville,
Permian and Eagle Ford.

Across this acreage, it has 45 drilling rigs
busy sinking wells, the bulk of which are at
Eagle Ford, a 640km-long and 80km-wide streak
of shale under south Texas. It is now the biggest
oil field development in the world, and BHP
holds the second-strongest position.

But every revolution must have its losers too,
and in the shale phenomenon they are still
being decided.

Headline concerns around fracking may focus
on people setting fire to what comes out of their
t ap s , but locals are more bothered about the
dust clouds and road damage from the huge
trucks rolling to and from the shale gas
operations. In DeWitt county in Texas, h o st i n g
21 of the rigs in operation at Eagle Ford, the
county judge said he was facing a $432-million
bill for road repairs and upkeep. DeWitt is home
to just 20 000 people.

The industry has to tread a careful line to
make sure it all stays worth the while of those
living in fracking areas.

— © The Daily Telegraph, London

Fracking is a

bonanza for

global miner

Look north for mineral sector opportunity
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IDC in Action

Green Energy Efficiency Fund @ prime less 2%. 
Competitiveness through energy savings.

Who qualifies

Companies in the private sector, registered and operating in 

South Africa who plan to:

t� *NQMFNFOU�B�öOBODJBMMZ�WJBCMF�FOFSHZ�FóDJFODZ�QSPKFDU�UIBU�
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Terms and conditions 
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the investment
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What are the key benefits for companies?
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Technical support
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proposed investment
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enhanced performance technologies

The Industrial Development Corporation (IDC) and the German Development Bank (KfW) have partnered to 

establish a R500-million facility for energy efficiency and small-scale renewable energy projects called the  
Green Energy Efficiency Fund. 

To apply online for funding of R1 million or more go to www.idc.co.za

Telephone: 086 069 3888

Email: callcentre@idc.co.za

Liberty Group Limited - an authorised Financial Service Provider in terms of FAIS Act (License no: 2409)

Terms and conditions apply.

Contact your Liberty adviser or broker, call 0860 327 327 or
visit www.liberty.co.za
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Liberty’s Income Protector is the most comprehensive income protection in 

South Africa. Not only  does it cover you for most circumstances in which you 

could lose your income, from retrenchment and maternity to dread disease 

and disability, it’s also flexible enough to change over time or according to your 

individual needs. So speak to a Liberty adviser or broker to get the one policy 

that’s really thought of it all.

LIBERTY’S
THE MOST COMPREHENSIVE

PROTECTOR
PROTECTION IN SOUTH AFRICA

THE MOST COMPREHENSIVE 

INCOME PROTECTOR AROUND
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Vividend Income Fund 

Fairvest Property

Foord Compass 

Ferrum Crescent 

Growthpoint Properties 

PPC 

Clicks 

Blue Financial Services

Vodacom 

City Lodge 

Howden Africa

Woolworths

Mr Price 

Coronation Fund Managers

Sun International 

Spar 

British American Tobacco plc

Truworths 

Life Healthcare

Pinnacle Technology Holdings 

Fortress Income Fund 

PBT Group 

New Africa Investment 

Famous Brands 

Telemaster

Indequity 

Cashbuild 

Netcare

Pick n Pay Stores 

Massmart 

Astral Foods 

Calgro M3 

ISA 

Verimark 

African Media Entertainment 

Pan African Resources plc

JSE 

Stefanutti Stocks 

Anglovaal Industries 

Vukile Property Fund 

Spur Corporation 

Adaptit 

Adcock Ingram 

Reunert 

Tiger Brands 

Foschini

Hospitality Property Fund 

Invicta

Combined Motor

Oceana
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43.96%

43.59%

42.31%

38.36%
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29.24%

29.18%

28.34%
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27.14%
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P O ST BA N K ’s corporatisation should be con-
cluded by the third quarter of next year, accord-
ing to Chris Hlekane, the new CEO of the South
African Post Office (Sapo).

Sapo aims to invest an estimated R3.3-billion
in the project.

Hlekane said “f i r ewa l l s ” will be erected be-
tween Postbank and the core business of the
Post Office. This has to be done because the
p a r a st at a l ’s banking arm has to operate within
the Banking Act and regulations. Previously it
had been operating within the Post Office Act.

“If we are not structured right, we might be
seen as anti-competitive,” said Hlekane. He is
aware that his competitors will argue that Post-
bank is prefunded.

P r ov i n g the transfer-pricing approach used
by the Post Office and Postbank is prudent and
that the latter is competitive will be a challenge.

Hlekane has submitted a resourcing plan to
Minister of Communications Dina Pule for ap-
proval before the search for an executive team
for Postbank starts.

At the moment it is headed by Absa’s former
retail banking boss, Venete Klein, and Th ab o
Mosala, a banking and finance academic.

S ap o ’s management is working with T r e a su r y
to ensure that Postbank reaches the required
capital adequacy levels.

Hlekane believes the group will fulfil all bank

licensing requirements.
When asked whether there was a need for a

Postbank, Hlekane said it provided good va l u e to
customers, especially in rural areas. It has the
highest market share in the Mzansi banking prod-
uct at more than 50% while the traditional big four
banks lag behind.

Some analysts have said government may re-
quire civil servants to bank with Postbank in or-
der to push up its cust o mer numbers. The govern-
ment is the largest employer in South Africa.

Hlekane has prioritised the appointment of a
chief information officer for Postbank so it can
roll out fresh IT infrastructure that will address
security breaches.

Earlier this year the bank fell victim to a hi-
tech cyber-heist of R42-million. This was after it
spent about R2-million to keep its head of technol-
ogy infrastructure away from the office for close
to 17 months while also paying consultants
R200 000 a month for work that could have been
done by internal staff.

A report on the investigation into the heist is
still to be tabled before parliament.
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CHRIS Hlekane, new CEO of the SA
Post Office (Sapo), is finalising the
appointments of a chief operating
officer, chief financial officer and
chief information officer.

He warned that there might be
management reshuffling as he
finalises his executive team.

The troubled parastatal has been
without a finance chief for two years
and operations head for a year.

S ap o was hit by a leadership crisis
with the resignations of chief
operating officer John Wentzel,
chairman Vuyo Mahlati and CEO
Motshoanetse Lefoka, who left after a
R425-million lease scandal this year.

Hlekane said Sapo’s incoming
financial officer comes from the
government sector. He has also
finalised his short list for the chief
information officer position, which he
still needs to present to his
shareholder, the government.

Last month, Hlekane had to accept
Miyelani Holeni’s resignation within

days of appointing him to a
managerial position. Holeni was one
of five top Ekurhuleni municipal
officials accused of corruption. Holeni
is currently trying to clear his name.

Sapo is also seeking a head of
procurements, a general manager
and a sourcing manager. Hlekane
hopes to fill the posts by year’s end.
Communications Minister Dina Pule
has to approve the ap p o i n t m e n t s .

Hlekane said beefing up systems to
stop corruption is a priority.

The former Airports Company of
SA general manager said it is
“critical” to find a sustainable way of
dealing with corruption. “As an
organisation, we have a lot to do.”

Sa p o ’s new

chief builds

top team
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HE CEO of the South African
Institution of Civil
Engineering (SAICE), Manglin
Pillay, is an incorrigible

optimist but believes the spending of
trillions of rands in infrastructure the
government promises, including R840-
billion by the end of next year, is not
going to happen any time soon.

The government simply does not
have the capacity, he says.

And although government makes
all the right noises about bringing
technically qualified people back into
the system to help with the roll-out
of infrastructure programmes the
evidence that this is happening is
“very isolated and rare”.

“The problem is still that things
are handled by inappropriately
qualified people who don’t know
what they’re doing,” he says.

Ministers of departments like
finance, public works, local
government and economic
development have acknowledged the
need to improve capacity, but little is
being done.

“Th e r e ’s a call from the
departments of public works and
local government to employ
professionally registered engineers,
but civil servants are still using
unregistered engineers. They’re
hiring unqualified people to do
technical work.”

As a result, people without
appropriate skills are adjudicating
lucrative tenders. Tendering
processes are flawed and engineering
companies lose millions of rands

tendering for projects that are
shelved or given to ridiculously
unqualified competitors.

“I’ve just spoken to the director of
a consulting company who says
their hit rate for tenders is 2%,” s ays
Pillay. “A guy with 20 years of
training and experience, wh o s e
professional rate is R2 000 an hour,
spends months preparing a tender
but wins only two out of a hundred.
That is deplorable. There is a huge
problem in our procurement and
tendering processes.”

Many companies no longer tender
for government infrastructure
projects. “Th ey ’d rather just tackle
the private market.”

Civil servants who should be
driving infrastructure projects do
nothing for fear of cocking up.

“Because they’d rather not do
anything that gets them into trouble
they don’t do anything at all,” s ays
P i l l ay .

This is reflected in the SAICE’s
infrastructure 2011 report card, a
barometer of infrastructure based
on an internationally recognised
rating system. It gives a D minus to
most municipal infrastructure, j u st
one notch up from defunct.

Provincial roads, water and
sewerage systems are in this
category, and deteriorating by the
day with continued lack of
maintenance, says Pillay. “It’s a
crisis.”

Have we reached tipping point?
“We ’re almost beyond tipping

point.”

The problem is a simple one, he
says. There are dangerously few
qualified engineers at local
government level. There is no
shortage of ministers talking
sensibly about the need to, as Pillay
puts it, “employ technically qualified
people back into the system”.

But at town council level the
reverse often happens.

“The Nelson Mandela metro [Port
Elizabeth] is down to its last
engineer, who is about to be sacked.
Without properly qualified
engineers there will be no
infrastructure development, he says.

“It’s a no-brainer.
“Municipalities used to have what

they called town engineers. The
new system kicked those guys out.
We need them back.

“How do you deliver engineering
services, roads, water, sewerage
systems or any other infrastructure
when you don’t have an engineer?
Engineers are central to
infrastructure service delivery, but

numerous municipalities don’t have
a single engineer.”

Those hiring consultant engineers
often subject them to micro-
management by clueless officials
with political agendas.

“Our members who are
consulting in local government are
hampered by lots of political
interference. They don’t have
sufficient authority and power to
control projects. Very often there is
political interference in the projects.

“What we require is appropriate
authority for our engineers to get
on with the job of service
infrastructure delivery. Political
interference stalls projects.” And,

he says, it costs ratepayers millions.
The interference is “often”

motivated by corruption. Officials
insist that private companies they’re
involved with do the work, and will
delay or even derail projects
a c c o r d i n g ly .

This is why project deadlines are
so often missed.

“When politicians get too closely
involved with infrastructure
delivery you very often get
unskilled organisations getting the
work. That pushes the project cost
up and brings in more delays. Then
yo u ’ve got an unqualified character
sitting there in the municipality
managing the project.”

There has been a notable increase
in political interference “with
Mangaung in mind”, he says.
Projects are being held hostage by
political point-scoring, jockeying for
position and factionalism.

Because government does not
have the capacity to identify
projects, roll them out, ensure
proper procurement processes are
followed and do operation and
maintenance, South Africa is losing
its engineering capacity. In a
country that is crying out for
infrastructure there is not enough
for our engineers to do.

Consulting companies are getting
rid of engineers. Pillay mentions a
company that recently “released” 15
engineers.

“That is totally unacceptable. In a
country where the focus should be
on engineering service delivery we
should be employing engineers, not
releasing them.”

The SAICE is a lobby group. Its
job is to make government ministers
and officials understand what needs
to be done, and then help them do
it.

In spite of all evidence to the
contrary, Pillay insists it is making
progress. “A big problem is the
constant changing of ministers and
directors general,” he says.

“We will make a noise with the
minister, and he will adhere to it
and start rolling out something.

“Six months later, he’s fired, and
we ’ve got to start with the new guy,
making the same noises all over
ag a i n . ”

Churning at the level of both
ministers and senior civil servants
has left the government short of
“institutional capacity”, he says.

To build up and preserve this
capacity, national, provincial and
local government departments need
engineers at senior levels.

“They must remain there for at
least five to eight years so the
institutional memory of projects,
spending on projects, operation and
maintenance, is there. We have to
have engineers occupying senior
posts to keep that institutional
memory of projects.”

Pillay, 36, qualified as a civil
engineer at Wits University, and
spent a year working for national
government before deciding it was
“too slow”. He then worked as a
consultant engineer for seven years
before joining SAICE in 2010.

He says there is a danger that by
the time government gets its act
together and begins rolling out
projects, the country’s engineering
capacity will be seriously depleted.

“There is a five-year window
period after which the current crop
of senior engineers will have gone
into retirement and many younger
engineers will have left the
country,” he says.

“There will be a major void in the
engineering sector.”
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Spending without skills is futile
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‘Things are handled

by . . . people who

don’t know what

they’re doing’

Sandton (011) 784 6939 / Midrand (010) 224 4300

Pretoria (012) 348 2551 / Westville (031) 266 8400

Durban North (031) 573 2038 / PMB (033) 386 2376

Cape Town (021) 685 5021 / Port Elizabeth (041) 363 4223

www.varsitycollege.co.za

Varsity College is an educational brand of The Independent Institute of Education (Pty) Ltd which is registered 
with the Department of Higher Education and Training as a private higher education and training institution under 
the Higher Education Act, 1997 (reg. no. 2007/HE07/002). Company registration number: 1987/004754/07.

Short Learning 
Programmes

EARLY REGISTRATION NOW OPEN!

Register now for 2013 and pay 2012 fees.

Our Short Learning Programmes are ideal for working adults that seek 

immediate performance improvement and who want to take their career 

to the next level. We cover key areas throughout business, including 

General Management, Project Management, Finance, Human Resources, 

Marketing, Sales, Operations, Logistics, Entrepreneurship

and Administration.

Programme duration ranges from 8 to 28 weeks. Contact a consultant

at your nearest campus and get all the information you need.

FOR WORKING ADULTS

7082/TIMES/SLP/M
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Capitec Bank 

Mr Price 

Coronation Fund Managers

Shoprite 

Famous Brands 

Assore                                                                    

Woolworths 

Aspen Pharmacare 

Clicks Group

Anglovaal Industries 

Truworths International 

Kumba Iron Ore

Oceana Group 

The Foschini Group 

Spar Group 

Remgro

Naspers -N

Santam 

Resilient Property Income Fund 

Capital Property Fund

Massmart 

Vukile Property Fund 

Imperial Holdings                                      

Tiger Brands 

Discovery Holdings 

Exxaro Resources 

Growthpoint Properties 

Acucap Properties 

Hyprop Investments 

RMB Holdings 

Mediclinic

Sycom Property Fund

Sanlam 

SABMiller plc

Compagnie Fin Richemont 

FirstRand 

MMI Holdings 

Nedbank Group 

Liberty Holdings 

MTN Group 

Fountainhead Prop Trust

Netcare 

Hudaco Industries

Redefine Properties 

Bidvest Group

Emira Property Fund

Kagiso Media 

Pick n Pay Holdings 

Nampak 

Lewis Group 
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12.78

9.33

-11.67

20.66

14.31

-8.19

-25.39

-4.18

7.09

0.9

-0.15

13.75

21.99

15.31

16.28

-2.4

6.65

17.28

-9.15

15.23

% EPS 
growth 

2012

15.41

21.12

-11.92

20.59

14.3

9.91

9.88

6.2

8.72

-6.06

5.65

15.38

21.32

5

19.19

1.68

0.94

15.34

-4.85

22.22

% DPS 
growth 

2012
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35.15
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34.95
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0.45
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16.54

20.66

28.37

13.37
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62.98

7.09

10.38

24.85

-7.85

22.87

46.93

23.74

12.56

33.1

42.16

8.4

29.92

2.47

20.67

39.9

-3.82

6.62

39.97

32.08

40.44

31.1

11.96

% EPS 
growth 

2013

40.19

25.67

33.08

21.12

10.5

28.18

16.67

27.13

45.04

23.45

12.58

-7.27

32.82

19.6

33.98

15.61

22.36

18.92

19.8

14.58

19.67

6.72

17.22

21.62

18.84

-5.32

6.98

5.12

13.98

1.04

8.97

5.48

27.23
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28.69

16.57

9.12

39.67
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33.35
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2013

72.59

49.09

55.65

41.47
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46.72

52.06

33.64

30.42
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50.24

41.76

55.37

36.92

102.51

11.36

-11.38

11.63

65.49

4.85

20.48

32.43

48.85

17.1
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74.22

16.22

20.76

61.6

-1.56

33.99

70.32

39.06

29.57

44.51

65.69

24.6

40.47

9.93

34.94

53.96

2.08

22.85

49.52

52.55

79.32

48.03
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79.22

47.96

58.2

44.42

33.5

34.55

32

46.56

67.92

35.57

29.94

32

47.18

38.24

54.64

32.8

43.82

29.73

30.55

23.72

43.24
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18.96

34.7

38.26

4.28

14.82

12.38

23.49

10.52

32.69

12.68

39.23

25.73

60.6

34.41
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12.21

28.85
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126.85

86.63
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64.77

48.39
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55.88

71.32

133.63

34.17
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112.42

73.63

66.86

59.5

29.09

57.37

90.32

49.06

48.37

60.73
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80.72

63.22

20.9

29.71

44.93

18.63

20.38
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20.9

45.66
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57.94
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15.11
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THE government’s target of
100% broadband penetration
by 2020 could be reached
sooner than that — if it uses
satellite services.

The Department of
Communications last week
acknowledged the potential
role of satellite in the
national broadband project.
It could be used to widen
the present geographic
coverage of around 30%,
which covers 75% of the
population, said the
department’s Norman

Munzhelele.
“Including satellite

services takes these
parameters to 100%
geographic coverage and
100% population coverage,
but [with] limited speed and
a f fo r d ab i l i ty, ” Munzhelele
told an industry workshop.

Most of the existing
coverage is in urban areas,
leaving huge tracts of rural
regions without internet
access. David Williams, CEO
of Avanti Communications,
a broadband satellite
provider, said it is not
economical for

t e l e c o m m u n i c at i o n s
companies to lay fibre in
these areas, owing to fewer
potential users.

Research firm Informa
Telecoms and Media’s
report on broadband in
Africa calls lack of rural
connectivity “m a r ke t
failure”.

“Although some mobile
operators may see rural
markets as the next growth
frontier, it remains very
hard for them to find
commercial viability in
connecting remote
connectivity to national

b a c kb o n e s , ” wrote Kalyan
Medapati, a senior analyst
at Informa.

Avanti launched its
HYLAS 2 satellite in August,
covering northern, eastern
and southern Africa. The
satellite delivers video and
data services and is
available to consumers
through local partners.

“We sell bandwidth to
telecoms companies, who
then sell it to consumers,”
said Williams, adding that
these were mainly satellite
broadband, backhaul and IP
trunking services.
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Tribunal has approved
two related transactions
that will ultimately put

horseracing and tote betting in
the Western Cape under the
management of Phumelela
Gaming and Leisure.

The approval is on condition
that no merger-specific
retrenchments take place
within two years of the date of
the transaction.

Phumelela currently
administers racing in Gauteng,
Eastern Cape, Free State and
Northern Cape and provides
tote betting services in all the
provinces except KwaZulu-Natal
and the Western Cape, where
Gold Circle is active.

As a result of the new
arrangements, Phumelela will
control tote betting in eight of
the country’s nine provinces.

The deal involves the assets
and operations of Western Cape
racing first being sold to
Kenilworth Racing, a Cape-
based organisation controlled
by an association of racehorse
owners and members of the
Western Province Regional
Racing Association.

All shares in Kenilworth
Racing will then be sold to the
Thoroughbred Horseracing
Trust. The trust is a non-profit
organisation created to promote
the interests of everybody
affected by the sport in South
Africa. Its only source of
revenue comes from its 35.26%
shareholding in Phumelela.

The Competition Commission
blocked the deal on March 19,
s ay i n g it was likely to place
Phumelela in a position to close
down bookmakers and would
lead to a deterioration in the
quality of horseracing events,
which would negatively affect
owners, trainers, jockeys and
racing enthusiasts.

Kenilworth Racing and the
Thoroughbred Horseracing

Trust then requested the
tribunal consider the ruling,
asking that it approve both
mergers without conditions.

The tribunal found it was
unlikely that the transaction
would substantially lessen
competition in the horseracing
operations and sports betting
markets. Since racing
enthusiasts and horses rarely
travel to other provinces to
attend races, each province is
essentially its own monopoly.
Allowing the deal to go ahead
makes nothing worse — one
monopolist is simply being
changed for another.

As regards the tote betting
aspect of the deal, Phumelela is
already the country’s leading
tote operator and currently

operates the tote in the
Western Cape under Gold
Circle’s licence. The deal going
ahead will therefore have little
effect on the competitiveness of
the gambling industry.

The tribunal’s full reasoning
regarding competition
consequences will follow “in
due course” and it remains to
be seen whether the
Competition Commission will
appeal the tribunal’s ruling.

Phumelela CEO Rian du
Plessis on Thursday
commended the tribunal on its
decision and said approval for
the mergers would enable
energetic action to be taken to
return Western Cape
horseracing to profitability.

The transaction is still
subject to approval by the
Western Cape Gambling and
Racing Board.

Gates are open on

horseracing deal
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012 470 3602     ������marketing@bridgewealth.co.za     ������www.bridgewealth.co.za 19% RETURN ON MINIMUM
R1 000 000 CAPITAL 

When it comes to making money and taking sound business decisions, 

it is important to know who to trust. 

With 19% annual return on your business capital from an award-winning company 

with a track record of more than 18 years in the financial sector, it is no wonder that 

more than 450 SA millionaires simply trust the numbers.

Change Is Coming:  ����� ��� �		
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������� ����� � �� � Bridge – Grow With Us Millionaires can’t be wrong

w
w
w
.ja
m
fa
ct
o
ry
.c
o
.z
a

4th INVESTMENT AND TRADE INITIATIVE (ITI) TO INDIA

Join the Department of Trade and Industry (the dti) and participate in the 4th 

Investment and Trade Initiative (ITI) to India in 2013. The planned activities for this 

initiative include trade and investment Seminars, mini Exhibitions, Business-to-

Business meetings and Site visits in the cities of New Dehli and Mumbai from 

25 February -1 March 2013.

The ITI is part of the dti’s objective of creating market penetration for South African 

value added products and services in India, and to promote South Africa as a trade 

and investment destination. 

Event Dates: 25 February - 01 March 2013

The targeted sectors: Agro processing,�����¿���	�
���	��
����������

	���������,���	���	������������	
���
�����	���	��������. Also invited are 

companies seeking to attract foreign direct investment and project owners or 

managers seeking joint venture partnerships in the following sectors: 
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, ICT,�������,��������	��������
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� Export ready 

� Should have been in business for at least 2-3 years 

� Should have a proven business and export track record; and
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� Hotel accommodation up to R2,000.00 per night

� Economy class return airfares to a maximum of R13,000.00

� Excess baggage to a maximum of R2,000.00 (display material/ samples)

� Business to Business meetings for participants

Companies that apply to participate will be screened and selected in line with EMIA 

guidelines and market requirements.  Interested companies are required to 

complete and submit EMIA application form to:
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The closing date for submission of application forms is +,�-��������+*.+/  
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Zanele Kobue; Tel: 012 394 1067; E-mail: zkobue@thedti.gov.za or 

Mpho Sebatana; Tel: 012 394 3415; E-mail: msebatana@thedti.gov.za
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 empowering industries and broadening economic participation
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Great Basin Gold 

Aquarius Platinum 

Dorbyl 

1time Holdings

Eastern Platinum

First Uranium*

Atlatsa Resources

Coal Of Africa 

Sherbourne Capital 

Witwatersrand Cons Gold

Evraz Highveld Steel & Vanadium 

Sacoil 

Hulamin 

Wesizwe Platinum 

Telkom 

Lonmin plc

Bauba Platinum 

Kelly Group 

Verimark 

Firestone Energy 

1 350

2 440

280

33

565

240

449

630

10

4 700

3 990

62

750

170

3 203

13 140

225

356

153

13

70

565

67

8

146

58

145

211

4

1 900

1 900

30

375

87

1 760

7 470

130

208

84

8

519

2 316

2 393

2 424

2 584

2 769

3 229

3 349

4 000

4 043

4 762

4 839

5 000

 5 118

 5 495

 5 737

 5 778

 5 843

6 152

6 154

-94.81%

-76.84%

-76.07%

-75.76%

-74.16%

-72.31%

-67.71%

-66.51%

-60.00%

-59.57%

-52.38%

-51.61%

-50.00%

-48.82%

-45.05%

-42.63%

-42.22%

-41.57%

-38.48%

-38.46%

Share name
Open 
(cents)

Close 
(cents)

Final 
value (R)

Compound
growth 1 

year

WORST 20 COMPANIES OVER ONE YEAR

Graphic: FIONA KRISCH   Source: I-NET BRIDGE * denotes where a dividend has been accrued.
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Buildmax 

Great Basin Gold 

Sanyati Holdings 

Aquarius Platinum 

Sentula Mining 

Eastern Platinum

Jubilee Platinum plc

Wesizwe Platinum 

Super Group 

Blue Financial Services

Witwatersrand Cons Gold 

Lonmin Plc

Hulamin 

Morvest Business Group 

Protech Khuthele Holdings 

Evraz Highveld Steel & Vanadium 

EsorFranki 

Sovereign Food Investments

Kelly Group 

Sappi 

450

2 148

340

8 000

2 360

1 600

1 377

945

13 400

340

14 500

51 801

2 369

135

242

11 380

672

1 750

1 006

10 590

14

70

21

565

180

146

126

87

1 535

41

1 900

7 470

375

24

45

1 900

132

415

208

2 366

311

326

618

758

775

913

915

921

1 180

1 206

1 310

1 488

1 646

1 926

1 961

2 080

2 228

2 371

2 391

2 407

-50.05%

-49.58%

-42.69%

-40.31%

-40.04%

-38.04%

-38.02%

-37.93%

-34.78%

-34.50%

-33.40%

-31.68%

-30.29%

-28.07%

-27.81%

-26.95%

-25.94%

-25.01%

-24.89%

-24.79%

Share name Open 
(cents)

Close 
(cents)

Final 
value (R)

Compound
growth 5 

yrs

WORST 20 OVER FIVE YEARS

Graphic: FIONA KRISCH   Source: I-NET BRIDGE

APPLE and Samsung might trade
blows about whose phones have sold
the most in an opening weekend, but
their figures pale by comparison with
the number of people who use the
Windows operating system. Indeed,
Windows 8 will roar past half a billion
installations well within its first year.

Such trivia might make you think
Windows 8 has been polished to within
an inch of its life, but this is perhaps
the most controversial release of
Microsoft’s most important product
since the operating system first saw
the light of day back in 1985.

That, however, is down to Apple.
The ubiquitous touch screens that are
a consequence of the iPad and iPhone
have proved a profound challenge to
the keyboards and mice usually
associated with computer operating
systems. With Windows 8, Microsoft
has faced up to the challenge that,
some argued, threatened its very
ex i st e n c e .

So launching Windows 8 could not

be more important: that’s why
Microsoft has accompanied it by the
first computer that it has made itself
and also by a comprehensively
integrated new version of its mobile
phone software — Windows Phone 8.

CEO Steve Ballmer admits that he is
“betting the company” on a new
ap p r o a c h .

That new tablet computer, the
Surface, is genuinely innovative.
Where Apple made a clever folding
cover for the iPad that also doubles as
a stand, Microsoft went a step further
and made the cover also act as a fully
fledged keyboard.

Early next year Microsoft will follow
up the consumer-friendly Surface with
a Pro version, which will feature Intel
processors — the current lower-price
RT Surface is built around the Arm
processor, which uses a different
architecture to the Intel chips and is
optimised for mobile use. The Pro
version will do everything a standard
computer can do, including run all the

software you need. The RT tablet’s
chip means traditional programmes
wo n ’t run and need to be recompiled,
hence the current slight dearth of
applications for the Surface.

Despite sales initially being
“m o d e st ”, as Ballmer recently told a
French newspaper, Surface is a fine
tablet, beautifully made, and looks
likely to have a bright future. It is also,
as Microsoft intends, likely to
encourage innovation from other
m a n u f a c tu r e r s .

At the heart of both the Surface and
other Windows 8 devices is a new
relationship with touch screens.
Where Microsoft has previously
tweaked existing versions of Windows
to accommodate, say, a stylus or a
touch interface, with Windows 8 the
interface has been reinvented.

Analysts at Gartner estimate that by
2015 there will still be 32 million
Apple tablets to Google’s 16 million
and Microsoft’s 10 million. It would be
easy to claim that Microsoft is still

lagging behind, but factor in the total
figures for each OS, including tablets,
phones and other platforms, and the
figures look rather different: 2.3 billion
for Microsoft, the same for Google and
just 1 billion for Apple. Microsoft is
not going after the tablet market or
the phone market — it’s aiming to
dominate the touch-screen world
invented by Apple, just as it dominates
the desktop market at present.

Microsoft has created an interface
for both tablet and mobile phones that
focuses on being touch-friendly as well
as providing the information you need
without having to open any apps. This
is based on live tiles: big, square, easy-
to-read, and to touch icons that display
information. Those tiles are used
across all Microsoft’s platforms,
whether it’s on a mobile made by
Nokia, HTC or Samsung; a tablet, or a
l ap t op .

It means that your phone or tablet
will feel uniquely personalised. —
© The Daily Telegraph, London
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GOOGLE’S Android operating
system for mobile devices now
commands close to 75% of the
market for this software, giving
the global search giant more
sway than ever in determining
smartphone and tablet design
and use.

Figures released this week by
research firm Gartner show that
Android’s share of the global
mobile operating system (OS)
market is up from 52.5% last
year to 72.4% in 2012. Apple’s
iOS, found on iPhones, iPods
and iPad tablets, is down from
15% to 13.9%.

The appetite for Microsoft’s
new mobile OS, Windows Phone
8, is growing, albeit off a tiny
base, but has gone from 1.5%
market share to 2.4%. The real
growth following its recent
launch will only become appar-
ent in 2013.

BlackBerry-maker RIM’s
share of the smartphone OS
market dropped to 5.3% off
about double that a year ago. In
January next year the company
will release a radically over-
hauled version of its mobile OS
and two high-end smartphones.

Mobile operating system soft-
ware like Android, iOS, Win-
dows Phone and BlackBerry OS
define the experience people
have on their smart devices, but
are not money-spinners. R ev -
enue comes from the app stores
attached to mobile OSs and, as a
result, the number of apps d eve l -
oped, available and sold.

Gartner’s third-quarter fig-
ures for 2012 showed that smart-
phone sales were up about 47%
over the same period last year,
edging 40% of total mobile phone
sales, which were down overall
by 3.1%. Samsung and Apple
dominate the smartphone space
and the two companies account
for just under 50% of the smart-
phone market.

Nokia dropped from number
three in the second quarter of
this year to number seven in
smartphone sales — its place
was taken by RIM. The reverse
is likely to occur in the next
quarter on the back of Nokia’s
Windows Phone 8 sales.

The shining star in the smart-
phone market is Samsung — the
Korean company’s range of
Galaxy Android phones are a hit
and command 32.5% of the glob-
al smartphone market.

�
ETWEEN the launch in
October of Windows 8,
accompanied by a
$1.3-billion m a r ke t i n g

campaign, and the first serious
attempt by Google to take on
Ap p l e ’s iPad, it’s hard to say
what has been the single most
important recent technology
product launch.

In fact, it’s that multitude of
new devices and services that
is the most important
technology trend in its own
right. As internet entrepreneur
Jason Calacanis said, it took
Apple 25 years to perfect its
first computer, five years to
make the first iPod “exc e l l e n t “,
and just 11 months to perfect
the iPad. And it’s hard to
argue with Calacanis’s notion
of “Time to excellence”: the
pace of innovation in consumer
technology has never been
f a st e r .

And this fast-forwarding
explains the sheer volume of
launches that will translate
into an advertising assault on
consumers this Christmas.
Whether it is Samsung
competing with Apple, or
Dyson launching innovative
heaters and vacuum cleaners
to compete with the likes of
Hoover, a company’s ability to
develop and launch new
products, either off its own bat
or in response to the actions of

rivals, has never been more
acutely important.

At the same time,
competition on the innovation
front means that these new
devices and services are much
more affordable for
consumers. The days of
spending tens of thousands on
a laptop seem long gone, while
Google’s new Nexus 4 phone
and Nexus 10 tablet both offer
top-of-the-range devices for
the price of rival mid-range
products. Amazon’s Kindle
tablets, built on Google’s
Android operating system, also
bring the e-reader into the
iPad age.

New technology also brings
new opportunities: tablets can
increasingly replace laptops
for many more tasks. More
broadly, they are part of a
world where, increasingly,

every screen is a touchscreen,
and where every internet
connection is a high-speed
connection. This presents
myriad opportunities that we
have yet to realise: as Sir Tim
Berners-Lee, the inventor of
the web, commented, we have
yet to see the true power of a
connected world.

A shadow hanging over
much of that progress,
however, is the patent battles
between the big technology
companies. An apparently
endless round of litigation is
costing billions, and enriching
only the lawyers. As rival
companies build increasingly

similar devices, it should be no
surprise that patent lawyers
rub their hands in glee and
few, with the exception of
Microsoft’s top lawyer, claim
that the current system is not
holding back further and
faster innovation.

The key development for the
UK this year was not a gadget
but a whole new mobile
network. The launch of EE’s
4G was also a victory for
consumers over lawyers. Plans
had been put on hold as
Vodafone, O2, Three and EE,
the owners of T-Mobile and
Orange, battled for the right to
launch a service that, it is

claimed, will enhance the UK’s
ability to compete
internationally and boost the
economy. In the end, one
company was given the go-
ahead to cobble together a 4G
service: EE launched its
service with a big party in
London and was handed a six-
month head start on other
mobile providers. Tariffs start
at £36 a month, a price t h at
analysts at CCS Insight
describe as “cautious and does
not suggest an aggressive push
to lure customers from other
n e two r k s ”.

They also question whether
consumers will actually be
drawn to a network that is
focused on major cities and
not very good in buildings.
“Marketing so far has been
centred on speed rather than
service,” said CCS. “We

question whether this alone
will be sufficient to encourage
customers to upgrade to the
new network.”

New devices, whether
Ap p l e ’s iPad Mini, or the Nokia
Lumia 920 handset, are what
grab the media’s attention and
excite consumers, but what’s
key is the infrastructure they
plug in to.

Perhaps surprisingly, it
could be Microsoft that leads
the way for the next few years.
Windows 8 will eventually be
running on half a billion
devices, from tablets to laptops
and desktops. With the launch
of its Surface tablet and the
new version of Windows, the
software giant has woken up
and designed a new interface
that aims to bring together
mobile and desktop computing.
Live tiles display the
information you need at a
glance — and which, of course,
depend on always-on
connectivity, both at home and
out and about.

Little wonder that Facebook
founder Mark Zuckerberg
recently said that if he had to
work somewhere else it would
have been Microsoft. When
Facebook admires Microsoft,
it’s clear that innovation in
technology can still surprise
us all. — © The Daily
Telegraph, London

2012: the year of

techno innovation
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Windows 8 faces touch-screen test
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THE City of Tshwane’s g ov -
ernment hopes it can lever-
age “smart city” technologies
such as data mining and
analytics to decrease bulk
water losses and s ave
ratepayers money by bring-
ing down costs.

According to Tshwane’s
city manager Jason Ngobeni,
the city loses 24% of its water
because of technical or eco-
nomic reasons. This is the
equivalent of R300-million’s
worth of water literally going
down the drain.

A recent study of the water
crisis in South Africa report-
ed that for every percentage
point of water lost approxi-
mately 200 000 jobs may be
lost too, which could lead to
a 5.7% drop in disposable in-
come on a per capita basis
and a 5% increase in govern-
ment spending.

Burgeoning informal set-
tlements, or squatter camps,
are compounding the prob-
lem.

Ts hwa n e has formed a
partnership with US multina-
tional IBM to find so-called
smart solutions for its water
management problem.

IBM deployed six of its
global experts to the city last
month for three weeks, to
help identify and fix weak-
nesses in the city’s wat e r
management strategy. The
IBM team looked at va r i ab l e s
such as infrastructure, water
management, water policy
and water loss through leak-
ag e .

According to the report by
the IBM experts, by planning
more effectively, performing
timely adjustments and mak-
ing internal processes more
efficient, the city can im-
prove its water conservation
and delivery efforts by as
much as 25%.

The IBM team said that al-
though the city has water
management challenges it
has the right fundamentals in
place. But it has to work on
its infrastructure, be pro-ac-
tive and have a p r e d i c t ab l e
governance framework.

Tshwane to
get ‘smar t’
with water

Standard Bank Insurance Brokers (Pty) Ltd is an authorised financial services provider (FSP224). SBSA 114504  11/12

A member of the Standard Bank Group.

Moving Forward is a trademark of The Standard Bank of South Africa Limited. Standard network rates apply. 

Products are underwritten by Standard Insurance Limited.

We can provide you with the right cover for your business’ 

needs with a combination of traditional and specialised 

business insurance options. Our customised solutions 

cover damage to property and office contents, business 

interruption, public liability, goods in transit and a whole 

lot more. SMS “Quote” to 41562 and we will call you back. 

Let’s talk business.

You and your business have come a long way. 

from the bank that’s been around for 150 years.

So get Business Insurance 

Moving Forward
TM
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BHP Billiton plc

Anglo American plc

British American Tobacco plc

Sasol 

SABMiller plc

Bidvest

MTN 

Compagnie Fin Richemont

Shoprite

Imperial  

Steinhoff International

Vodacom

Massmart

Mondi 

Pick n Pay Stores

Anglo American Platinum 

Sappi 

Barloworld 

Kumba Iron Ore

AngloGold Ashanti 

Gold Fields 

Aveng 

Naspers 

Spar 

Datatec 

Grindrod 

Murray & Roberts 

Telkom 

ArcelorMittal 

Woolworths 

Impala Platinum 

Oando plc

Altron

Netcare

Mediclinic

Exxaro Resources

Tiger Brands 

Blue Label Telecoms 

African Rainbow Minerals

Wilson Bayly Holmes - Ovcon 

Santam 

Pioneer Foods

Nampak 

Aspen Pharmacare

Harmony Gold

Distell 

Clicks 

Lonmin plc

Remgro

AECI 

Assore 

Mr Price 

Tongaat- Hulett 

Foschini

Kap International

Omnia

Reunert 

Super Group 

Altech 

Life Healthcare

Sun International 

Illovo Sugar 

Palabora Mining

Truworths 

Group Five 

Astral Foods 

Combined Motor Holdings 

Anglovaal Industries 

Eqstra

Stefanutti Stocks

Rainbow Chicken 

Afgri 

Clover

HCI

Hulamin 

PPC 

Adcorp

Cashbuild 

Mpact 

Basil Read 

Capital Shop Centres plc

Pinnacle Technology 

Mondi plc

Invicta

Evraz Highveld Steel & Vanadium 

Growthpoint Properties

African Oxygen 

Bell Equipment 

Raubex

Mvelaserve 

Lewis

Caxton & CTP

Trencor 

RMB Holdings 

Adcock Ingram

Business Connexion

Metair

Iliad Africa 

Distribution & Warehousing Network

Comair 

2012.06

2011.12

2011.12

2012.06

2012.03

2012.06

2011.12

2012.03

2012.06

2012.06

2012.06

2012.03

2012.06

2011.12

2012.02

2011.12

2011.09

2011.09

2011.12

2011.12

2011.12

2012.06

2012.03

2011.09

2012.02

2011.12

2012.06

2012.03

2011.12

2012.06

2012.06

2011.12

2012.02

2011.09

2012.03

2011.12

2011.09

2012.05

2012.06

2012.06

2011.12

2011.09

2011.09

2012.06

2012.06

2012.06

2011.08

2011.09

2012.06

2011.12

2012.06

2012.03

2012.03

2012.03

2012.06

2012.03

2011.09

2012.06

2012.02

2011.09

2012.06

2012.03

2011.12

2012.06

2012.06

2011.09

2012.02

2012.06

2012.06

2012.02

2012.06

2011.06

2012.06

2012.03

2011.12

2011.09

2012.02

2012.06

2011.12

2011.12

2011.12

2012.06

2011.12

2012.03

2011.12

2012.06

2011.12

2011.12

2012.02

2012.06

2012.03

2012.06

2011.12

2012.06

2011.09

2011.08

2011.12

2011.12

2012.06

2012.06

1049 132

565 048

335 559

201 452

271 565

48 032

156 094

110 711

30 500

44 768

119 775

47 917

18 845

56 990

11 702

87 280

50 674

28 191

33 755

84 785

78 893

26 576

62 749

7 907

14 873

19 806

21 371

52 515

32 422

9 001

71 609

18 597

11 030

43 344

47 084

36 692

13 834

4 923

35 313

11 246

18 482

9 595

12 884

26 140

40 611

9 780

4 096

38 230

58 021

10 894

17 461

4 220

17 522

12 602

14 364

7 513

5 419

6 106

4 050

8 468

11 573

11 379

7 202

6 771

7 533

3 245

2 343

5 483

12 559

4 778

4 910

7 728

3 863

16 930

7 498

6 419

1 871

1 915

5 605

4 061

92 619

2 184

5 640

7 916

4 291

55 786

5 354

3 757

4 369

2 306

6 114

6 070

20 296

27 201

4 965

3 075

2 471

1 946

2 614

2 202

25.09%

21.87%

19.05%

15.17%

8.97%

3.62%

18.77%

17.48%

3.78%

4.17%

7.15%

15.57%

2.06%

7.28%

1.23%

8.04%

-1.06%

1.95%

45.94%

21.97%

16.66%

1.12%

4.03%

2.44%

1.75%

1.18%

-2.39%

2.62%

-0.06%

6.66%

15.05%

-1.54%

1.49%

7.61%

6.75%

12.38%

10.87%

2.66%

19.69%

4.15%

7.29%

4.31%

6.39%

18.65%

15.64%

6.60%

4.64%

15.76%

46.19%

6.21%

28.75%

10.08%

8.46%

14.56%

4.55%

5.85%

9.20%

6.03%

1.12%

13.65%

8.94%

8.35%

16.15%

25.22%

0.72%

5.14%

1.89%

11.08%

3.95%

3.29%

3.40%

2.47%

2.95%

17.48%

1.13%

12.50%

2.13%

4.62%

1.66%

2.82%

-22.72%

4.82%

7.30%

9.04%

-0.27%

26.75%

5.57%

5.76%

6.70%

1.92%

16.07%

9.06%

35.64%

-6.97%

18.07%

1.56%

5.24%

0.31%

2.00%

0.41%

13.42%

8.59%

10.17%

12.76%

5.37%

10.07%

14.66%

14.34%

10.26%

7.53%

4.80%

21.75%

6.68%

7.41%

5.84%

4.74%

-1.06%

3.44%

66.08%

12.40%

8.85%

1.72%

2.54%

11.99%

4.32%

2.14%

-3.95%

1.68%

-0.06%

21.18%

5.80%

-2.25%

3.18%

4.07%

3.15%

7.19%

16.10%

10.10%

10.12%

6.61%

6.99%

7.58%

7.85%

10.89%

5.84%

9.56%

15.99%

5.71%

10.77%

7.64%

21.32%

28.96%

5.83%

13.44%

3.49%

8.52%

18.54%

10.08%

2.77%

15.81%

7.53%

6.73%

20.38%

32.89%

0.84%

13.65%

6.70%

16.75%

2.56%

5.50%

5.44%

2.33%

5.51%

7.32%

1.05%

13.29%

7.32%

15.24%

1.86%

4.32%

-1.47%

12.91%

7.43%

6.39%

-0.35%

2.54%

5.45%

7.77%

7.71%

4.11%

12.77%

7.20%

8.16%

-1.18%

16.21%

2.19%

9.10%

0.68%

3.24%

0.77%

Share name
Year Total assets 

(Rm)

Profit after 
tax/

turnover

Profit after 
tax/total 
assets

Share name
Year

561 196

222 011

179 121

169 446

162 765

133 534

121 884

90 816

82 731

80 830

80 434

66 929

61 209

57 964

55 634

51 484

50 695

49 823

48 553

47 849

41 877

40 885

39 487

38 820

36 744

35 885

35 406

33 668

31 453

28 604

27 593

27 223

23 563

23 221

21 986

21 305

20 479

18 715

18 142

17 893

17 707

16 853

15 819

15 256

15 169

14 176

14 103

13 844

13 532

13 397

12 948

12 122

12 081

11 631

11 018

10 945

10 923

10 205

9 972

9 812

9 754

9 173

9 092

8 830

8 783

8 606

8 294

8 287

8 143

7 991

7 855

7 290

7 224

7 092

6 957

6 826

6 423

6 310

6 281

6 230

5 995

5 845

5 739

5 599

5 587

5 290

5 246

5 071

5 033

4 943

4 857

4 819

4 649

4 618

4 454

4 314

4 294

4 230

4 228

4 163

Turnover 
(Rm)

Turnover 
(Rm)

140 808

48 562

34 117

25 699

14 594

4 836

22 882

15 874

3 130

3 369

5 751

10 421

1 259

4 222

 683

4 141

- 536

 971

22 304

10 512

6 979

 456

1 592

 948

 642

 424

- 845

 882

- 18

1 906

4 153

- 418

 351

1 766

1 484

2 638

2 227

 497

3 573

 743

1 291

 727

1 011

2 845

2 372

 935

 655

2 182

6 250

 832

3 722

1 222

1 022

1 694

 501

 640

1 005

 616

 112

1 339

 872

 766

1 468

2 227

 63

 443

 157

 919

 322

 263

 267

 180

 213

1 240

 79

 853

 137

 292

 104

 175

-1 362

 282

 419

 506

- 15

1 415

 292

 292

 337

 95

 781

 437

1 657

- 322

 805

 67

 225

 13

 85

 17

Profit after 
tax (Rm)

Profit after 
tax (Rm)

Total assets 
(Rm)

Profit after 
tax/

turnover

Profit after 
tax/total 
assets

TOP INDUSTRIAL & MINING COMPANIES

Graphic: FIONA KRISCH   Source: I-NET BRIDGE * denotes where a dividend due at period end has been accrued.
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CHIEF information officers
having sleepless nights over an
increasingly mobile workforce
should not expect any respite
soon — African mobile
subscriptions are projected to
grow rapidly, while employers
approve of the increased
productivity and efficiency that
mobile devices bring.

Research firm Informa
Telecoms and Media this week
said the number of active
African SIM subscriptions across
all devices — including
cellphones and tablets — will
cross the 750 million mark
during the fourth quarter of this
year. This is expected to reach a
billion before the end of 2015,
helped along by competition,
new data services and strong
economic growth.

Tony de Sousa, executive
responsible for products and

marketing at information and
communications technology
company Gijima, said employers
like the quick access to
information and the speed and
agility that has come with the
shift from desktops to mobile
d ev i c e s .

But different device
configurations have made it
difficult to integrate these with
existing IT systems, whereas
enterprising cyber criminals have
found new ways to gain access to
sensitive corporate information,
including releasing applications
that can spy on the data stored
on a device.

Gijima has built a solution to
bridge the gap between
e mp l oye r s ’ interest in mobility
and IT departments’ s e c u r i ty
fears.

Launched last month and
named mobileIT, the platform
allows for secure device
management, integration and app

development, among other
things.

“We in Africa have been very
poor at developing software
intellectual property,” said De
Sousa. “We have traditionally
been consumers of other
countries’ intellectual property.”

The app development side of
the platform allows one to build
apps across Apple’s iOS, Google’s
Android, BlackBerry, Symbian,
Windows Phone and even feature
phone platforms.

“In Africa, most people do not
have a computer. Not many use
broadband, but most use
cellphones,” said De Sousa. “In
South Africa there are more than
50 million phones. Of that, 82% is
what we call feature phones.”

It would therefore be foolish to
ignore the feature phone
segment, and that is why it was
included in the mobileIT
platform, which De Sousa says is
a first for Africa.
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�
T WILL not be possible to expand
network infrastructure and
broadband capacity unless more
responsible utilisation is

e n c o u r ag e d .
This is according to Arun

Bhikshesvaran, the global chief
marketing officer for technology
company Ericsson. The company,
which provides t e l e c o m m u n i c at i o n s
equipment and services to mobile and
fixed network operators, has ove r
1 000 networks in more than 180
countries.

Bhikshesvaran cautioned against
the “out of control” usage of network
infrastructure and suggested a pay-as-
you-use model because “s o c i e ty
cannot continue to take bandwidth
and network capacity for granted”.

He used e-mail as an example.
“If we go back to the fundamentals:

to mail something to somebody in the
physical world costs money. If you
want to send a postcard it costs less,
and if you want to send a bigger
package it costs a little bit more. Why
don’t we apply the same thing to e-
mail?

“If you send a text-only message,
you can send it for next to nothing. If

you want to send a 10MB [megabyte]
attachment you know it’s going to cost
you something. I think that will make
people become more aware. People
send an e-mail with a 5MB attachment
and copy 10 other people: it’s out of
control.

“It’s not very smart to do that and
it does not lead to a sustainable
society. But if you make people pay
for what they consume, it will
increase responsible behaviour. That’s
the logic for every other part of
society: you pay for gas as you
consume it, you pay for electricity as
you consume it.

“Why should network capacity and
bandwidth be treated any
d i f f e r e n t ly ? ”

Bhikshesvaran said if big
companies applied this model
i n t e r n a l ly it would lead to increased
productivity, a reduction of costs and
better utilisation of the infrastructure.

“There is an increasing awareness
in Google and Facebook that networks
are critical for success, because over-
the-top [services] and cloud does not

exist without the network. There are
other players which take network
capacity for granted and their models
are being challenged all the time,” he
said.

Ericsson has conducted research in
25 cities around the world which
shows a correlation between the level
of ICT (information, communication
and technology) investment in a city
and its social, economic and
environmental progress.

Johannesburg was one of the cities
chosen in Africa, along with Lagos
and Cairo.

The three reports looked at the ICT-
generated benefits to the city, citizens
and businesses using various
indicators and then gave the cities a
score.

Singapore came out tops due to the
high level of governmental
involvement and focus on ICT as an
enabler for city development. It scored
a mark of 66. Johannesburg scored
just eight and Lagos five.

The report suggested the scores
could be improved by “addressing the
digital gap through digital access
initiatives, ICT literacy training for
the underprivileged and ensuring the
integration of ICT into public
administration to improve efficiency”.

Ericsson calls for rational bandwidth use
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Gijima platform tackles security
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“Harry! Bet you the whole 

neighbourhood will be  

chasing this one!”

“Then we better get onto it 

before we are left behind.”

The Manufacturing Competitiveness Enhancement Fund (MCEP) is an initiative of over R5 billion supporting South Africa’s manufacturing 

industries to improve competitiveness and sustain employment.

Cash grants and concessionary industrial financing facilities are available to companies operating in certain key manufacturing industries. 

Funding is available to enhance competitiveness and improve resource efficiency.

If you need to improve your efficiency, feasibility or cluster competitiveness, then visit www.investmentincentives.co.za/mcep to ensure that  

you are not left behind.

MCEP is an initiative of the Department of Trade and Industry and the Industrial Development Corporation. 

Chillibush8567IDC

�ůĞĞ���ĂŶĂŐĞŵĞŶ���Žů	
�ŽŶ
(Reference no. CBRTA/HO/0012)

�ŚĞ� ������� �Ğ��ŝ�Ğ�� 	ŚĞ� �Ğ�
ŝĐĞ��ŽĨ� ��ŝ	ĂďůĞ���Ž
ŝĚĞ����� 	Ž���Ž
ŝĚĞ� ŝ	��ŝ	Ś�Ň�ĞĞ	�ĂŶĚ�Ň�ĞĞ	�ŵĂŶĂŐĞŵĞŶ	�

services for a period of three (3) years.

��ĐŽŵ��ů�Ž���ď�ŝĞĮ�ŶŐ��Ğ��ŝŽŶ��ŝůů�ďĞ�ŚĞůĚ�ŽŶ��ŽŶĚĂ���	ŚĞ 26th of November 2012 at 10h00.
�ŚĞ�ĐůŽ�ŝŶŐ�ĚĂ	Ğ�ĂŶĚ���ŵĞ�ĨŽ����ďŵŝ��ŝŽŶ��ŝ��	�ŝĚĂ���	ŚĞ 14th of December 2012 at 11h00.

�ŽĂĚ���ĂŶ
�Ž����Ŷ
�ĞĐ�Ž�Ă�Ğ�������	ĸ��ĐĞ���ĂĐĞ
(Reference no. CBRTA/HO/0013)

�ŚĞ���������Ğ��ŝ�Ğ��Žĸ��ĐĞ���ĂĐĞ��Ğ���ŵĂ	ĞĚ�Ă	���������Ă�Ğ�ŵĞ	Ğ����ĨŽ��ŝ	���ŽĂĚ���ĂŶ��Ž�	�
Ŷ��ĞĐ	Ž�Ă	Ğ���

���
��ŚĞĂĚ�Žĸ��ĐĞ�ĂŶĚ��Ă�	ĞŶŐ��ĞŐŝŽŶĂů�Žĸ��ĐĞ	��ŚĞ��Ğ��ŝ�ĞĚ�Žĸ��ĐĞ���ĂĐĞ�ŵ��	�ďĞ�ŝŶ�Ž��Ă�Ž�ŶĚ���Ğ	Ž�ŝĂ�


Ă�		��ŚĞ�ŽďũĞĐ��
Ğ�ŝ��	Ž�ŝĚĞŶ��Ĩ��ĂŶĚ�ůĞĂ�Ğ�ŝĚĞĂů��ĐŽ�	�Ğī�ĞĐ��
Ğ��ŚĂďŝ	ĂďůĞ�ĂŶĚ�	ĂŝůŽ��ŵĂĚĞ�Žĸ��ĐĞ��ĨŽ��	ŚĞ�

��
�ĂŶĚ��Ă�	ĞŶŐ��ĞŐŝŽŶĂů��ĸ��ĐĞ	

��ĐŽŵ��ů�Ž���ď�ŝĞĮ�ŶŐ��Ğ��ŝŽŶ��ŝůů�ďĞ�ŚĞůĚ�ŽŶ��ŽŶĚĂ���	ŚĞ 26th of November 2012 at 14h00.
�ŚĞ�ĐůŽ�ŝŶŐ�ĚĂ	Ğ�ĂŶĚ���ŵĞ�ĨŽ����ďŵŝ��ŝŽŶ��ŝ��	�ŝĚĂ���	ŚĞ 14 December 2012 at 11h00.

The Cross Border Road Transport Agency (CBRTA)�ŝ��Ă��ĐŚĞĚ�ůĞ�
���ĞŐ�ůĂ	Ž���Ă�	ŚŽ�ŝ	��Ğŵ�Ž�Ğ�ĞĚ�ď��	ŚĞ�

�Ž�	Ś��Ĩ�ŝĐĂŶ�ůĞŐŝ�ůĂ��ŽŶ�ĞŶĚŽ��ĞĚ�Ă��	ŚĞ���Ž����Ž�ĚĞ���ŽĂĚ���ĂŶ��Ž�	��Đ	���ŽĨ����
�Ă��ĂŵĞŶĚĞĚ	��ŚĞ��ŽůĞ�ŽĨ�

	ŚĞ��������ŝ��	Ž���Ž
ŝĚĞ�ĂĚ
ŝĐĞ���ĞŐ�ůĂ	Ğ��ĨĂĐŝůŝ	Ă	Ğ�ĂŶĚ�ĞŶĨŽ�ĐĞ�ůĂ��ŝŶ��Ğ��ĞĐ	�ŽĨ�Đ�Ž���ďŽ�ĚĞ���ŽĂĚ�	�ĂŶ��Ž�		

The C-BRTA invites bids for the following services:

Please note the following:

��
ůĞĂ
Ğ��	Ž�Ğ��ŚĞ��ĞĨĞ�ĞŶĐĞ�Ŷ	ŵďĞ��ĨŽ��Ăůů�ĐŽ��Ğ
�ŽŶĚĞŶĐĞ
��ĐŽ��Ğ
�ŽŶĚĞŶĐĞ��ŝ�ŚŽ	��Ă��ĞĨĞ�ĞŶĐĞ�Ŷ	ŵďĞ���ŝůů�

���ŶŽ��ďĞ�Ă��ĞŶĚĞĚ��Ž�

���ůů�ď�ŝĞĮ�ŶŐ�
Ğ

ŝŽŶ��ŝůů�ďĞ�ŚĞůĚ�Ă����	���ŝŬŬŝĞ��Ğ�
ĞĞ�����ĞĞ����ůĞŶ��ĂŶŽ��	ĸ��ĐĞ�
Ă�Ŭ��
	ŝůĚŝŶŐ�����ĞŶů�Ŷ��
�Ğ�Ž�ŝĂ�

���ĞŶĚĞ��ĚŽĐ	ŵĞŶ�
��ŝůů�ďĞ�Ă�ĂŝůĂďůĞ�Ĩ�Žŵ�Ž	���Ğď
ŝ�Ğ�����Đď��Ă�ĐŽ��Ă�ŽŶ��ŚĞ��
�Ś�ŽĨ��Ž�ĞŵďĞ�������

���	ďŵŝ

ŝŽŶ
�
ŚŽ	ůĚ�ďĞ�ĚĞůŝ�Ğ�ĞĚ��Ž�Ž	��Žĸ��ĐĞ
��ŝŶ�Ž��ŚĞ��ĞŶĚĞ��ďŽ��ůŽĐĂ�ĞĚ�ŝŶ��ŚĞ��ĞĐĞ�
�ŽŶ�Ă�ĞĂ�Ž��Ă���ŚĞ�

����ĐŽ	Ŷ�Ğ��ŝŶ��ŚĞ��ĞĐĞ�
�ŽŶ�Ă�ĞĂ��ŝĨ�ŝ��ĐĂŶŶŽ��Į���ŝŶ�Ž��ŚĞ��ĞŶĚĞ��ďŽ���Ě	�ŝŶŐ��ŚĞ�ŚŽ	�
�

��	ůĂ�ĞĚ�ŝŶ��ŚĞ�ďŝĚ�ĚŽĐ	ŵĞŶ����

���		��Žĸ��ĐĞ
�ĂĚĚ�Ğ

�ŝ
�
	ŝůĚŝŶŐ�����ůĞŶ��ĂŶŽ��	ĸ��ĐĞ�
Ă�Ŭ����	���ŝŬŬŝĞ��Ğ�
ĞĞ�����ĞĞ����ĞŶů�Ŷ��
�Ğ�Ž�ŝĂ

No late submissions will be considered.

BASADZI PERSONNEL   Enhancing Human Potentialwww.basadzi.co.za

2
0

12
9

4
7

geddiep
Note
Sunday Times Business Times 18 Nov 2012, pg 14


